Corporate Kit - Email & Script Templates
Copy-paste swipe file. Every bracketed [field] is yours to fill in. Pulled directly from the kit guide -- if the guide changes, re-run the extractor. Delete this line before use.
The auto-response email
Hi [first name],

Thanks for reaching out about [Company Name]'s event — I got your message.

I read every inquiry personally, and I'll be in touch within a few hours (or first thing tomorrow morning if you're emailing in the evening). When I reach out, my goal is to set up a quick 15-minute call so I can understand the event and recommend the right show — corporate audiences are different from one event to the next, and I want to make sure what I propose actually fits.

In the meantime, feel free to look around my site.

Talk soon,
— Cris
Template — Scenario A: Enough information to book the call
Hi [first name],

Thanks for reaching out about [Company Name]'s [event type] on [date]. Sounds like a fun one — and exactly the kind of event I do a lot of.

Before I send any kind of formal proposal, I always like to do a quick 15-minute call. Corporate events vary so much from one to the next — the venue, the audience, what's happening before and after my show, what success looks like for you — that I'd rather take 15 minutes to ask a few questions than guess. After the call, I'll send you a written proposal with two or three options at different price points so you can choose what fits.

A few times that work on my end this week:

  • [Day, time]
  • [Day, time]
  • [Day, time]

Reply with whichever works, or suggest something else. Happy to do the call by phone or Zoom — your preference.

A few quick things in the meantime, since I know you may be considering other entertainers:

  • Every show is themed and built specifically for adult corporate audiences — not a generic kid-magic show repurposed
  • **My no-embarrassment guarantee:** I guarantee no off-color material and no embarrassing content directed at your guests. If at any point during the show I cross that line in your judgment, you don't pay.
  • I bring my own sound system, lighting cues, and all props — fully self-contained
  • Fully insured, certificate available
  • All my corporate testimonials and a few past-event highlights are on my site

Looking forward to talking.

— Cris

P.S. If your timeline is tight and you'd rather skip the call and go straight to a written proposal, just reply and let me know — I can put one together based on what you've shared, but the call typically gets you a sharper recommendation.
Template — Scenario B: Inquiry is sparse
Hi [first name],

Thanks for reaching out about a magic show for [Company Name]. Glad to help — before I suggest a time to talk, would you mind answering three quick questions?

  1. What type of event is it (holiday party, awards night, picnic, kickoff, etc.) and roughly when?
  2. How many guests do you expect?
  3. Is the magic show the headline entertainment, or part of a longer evening?

Once I have those, I'll suggest a few times for a quick 15-minute call so I can recommend the right show. After the call, I'll send a written proposal with two or three options.

— Cris
The cover email
Hi [first name],

Great talking yesterday — really enjoyed hearing about [Company Name]'s [event]. Attached is the proposal we discussed.

Three options inside, depending on how prominent a role you want the magic to play in the evening:

  • [Tier 1 name] — the standard stage show
  • [Tier 2 name] — stage show + close-up magic (most clients pick this)
  • [Tier 3 name] — the full signature experience, fully customized to [Company Name]

I'd suggest [your recommendation, based on the discovery call] — here's why: [one sentence tying back to what they said success looks like].

Take a look and let me know what questions come up. I have [date] tentatively held on my calendar through [follow-up date].

— Cris
Email 2 — Four days later
Hi [first name],

Just wanted to make sure the proposal from [day] made it to your inbox — corporate inboxes can be brutal, and proposals sometimes get lost in attachments.

No pressure to decide yet. If you have feedback on any of the three tiers, or there's a different angle that would be more useful to you, just say the word and I'll revise.

I have [date] on a soft hold through [date + 2 weeks]. After that I'll need to either confirm with you or open it up.

— Cris
Email 3 — Ten days later
Hi [first name],

No ask in this one — just a quick story while [Company Name]'s event is still on your mind.

A few years back, a booker called me about a company holiday party — a banking firm. Within the first couple of minutes of the call, I could hear she was nervous. The year before, they'd hired a stand-up comedian, and he'd worked some mild profanity into his set. Most of the room didn't blink — but the owner of the firm was a deeply religious man, and to him it was a real problem. She'd spent the weeks afterward doing quiet damage control, and now it was her job to book this year's entertainment without any chance of a repeat.

Her question to me was direct: how do I know your show isn't going to do the same thing?

I told her something I now offer to every corporate client up front: I guarantee no off-color material and nothing that would make a single guest — or the boss — uncomfortable. Period. If at any point during the show I cross that line in your judgment, you don't pay. I've been performing for adult corporate audiences for over a decade, and I knew my material cold — it was never going to put a toe out of line in front of that owner or anyone else in the room. But the guarantee itself is what let her exhale and say yes.

She booked the show. The audience loved it — and so did the owner. No profanity, nothing unsavory, not one awkward moment. Just a room full of guests, and a boss, who'd had a great time.

Then they booked me again the next year.

And the year after that.

I bring it up because the quiet worry behind a lot of corporate entertainment bookings isn't whether the show will be *good* — it's whether it will be *safe*. Whether the performer reads the room well enough not to put a guest, an executive, or the boss in an awkward spot for the sake of a laugh. If any of that is part of what's making this decision feel heavy, I'm glad to put the same guarantee in writing for [Company Name]'s event.

Still happy to lock in [date] if the timing works. Just reply and I'll get the agreement and deposit invoice moving.

— Cris
Email 4 — Eighteen days later
Hi [first name],

Quick note — [date] for [Company Name] is still on hold, but I wanted to flag a couple of nearby dates that filled this week:

  • [day, date] — booked at [similar event type, kept generic]
  • [day, date] — booked at [similar event type, kept generic]

I'm not trying to push you on a decision — I genuinely just want you to know what's still available, because the [Oct–Jan / spring picnic / kickoff] window fills up faster than people expect once companies start finalizing their calendars.

If [date] still works on your end, just reply with a yes and we're booked. If you've decided to go another direction, no hard feelings — just let me know so I can release the hold.

— Cris
Email 5 — Twenty-eight days later
Hi [first name],

I realized I left something out of the proposal — a detail that corporate clients usually appreciate hearing.

For [Company Name]'s event, I can build [a specific custom moment — e.g., "a closing reveal that references the company's milestone year," or "a close-up sequence customized around an inside joke or shared story your team would recognize"]. It takes some prep on my end and a 15-minute call with you or someone close to the team, but it's the difference between "we hired a magician" and "the magician built our show."

That customization is included at the Tier 3 level and available as an add-on at Tier 2.

Still happy to lock in [date] for [Company Name] if it works. Just reply yes and I'll get the agreement moving.

— Cris
Email 6 — Forty-two days later
Hi [first name],

I want to be respectful of both of our time. I've had [date] on a soft hold for [Company Name] for six weeks now, and I'd hate to keep it locked if your plans have changed.

Three quick options — pick whichever fits:

  1. Yes, lock it in. (Tell me which tier, and I'll have the agreement and deposit invoice to you within 48 hours.)
  2. Not [date], but interested in another. (Just tell me when.)
  3. Not this year. (Totally fine — I'll release the hold and reach out next planning cycle.)

Whichever you choose, I appreciate you considering me for [Company Name]'s event.

— Cris
Email 7 — Sixty days later
Hi [first name],

I know my last note went out a couple weeks ago, and I assumed you'd gone in another direction — but [the event window] is now [X weeks] away, and I had a date open up that's a perfect fit if you're still considering entertainment for [Company Name]: [new date].

If the timing works, just say yes and I'll get the agreement and deposit invoice moving. If not, I'll close the file for this cycle and circle back next year.

Either way — good luck with the rest of [event season]!

— Cris
"We need to think about it / talk to the committee."
Of course — that's how most corporate decisions are made. Two things that usually help:

1. I can adjust the proposal to be more forwardable if that's useful — for example, a one-page summary your committee can read in two minutes instead of the full proposal. Just let me know.

2. Is there anything specific your committee will want to see that's not in the current proposal? Sample video, references from similar companies, a more detailed breakdown of what's included? I'd rather front-load that than have it slow your decision down.

How long do you think the discussion will take? I'll hold [date] on my calendar in the meantime.
"Can you send some references first?"
Absolutely. I'll send three references this afternoon — happy to choose ones from companies similar in size and industry to [Company Name] so the comparison is useful.

If it's helpful, I can also send a couple of short video clips from past corporate events. Some buyers prefer to see the show in action rather than read a written reference. Either way works on my end — just tell me your preference.
"We had a magician last year and the team thought it was kind of meh."
I hear that more often than you'd think — and honestly, it's usually fixable. A corporate magic show falls flat for a few specific reasons: generic material that doesn't connect to the company, the wrong slot in the evening (after dessert is brutal), an open bar that splits the room's attention, or just a performer who hadn't done enough corporate to know what corporate audiences actually need.

Two things I'd ask you to compare in my proposal:

  • Every tier is built around your event specifically, not a stock show off the shelf
  • At Tier 3, the show is built with the team's specific context — references to the company, the year's milestones, your own inside dynamics

If last year was a "meh," the bar for this year is just "we remember it." That's a low bar to clear with the right structure. Happy to talk through how I'd approach it differently.
"Our budget for entertainment is $[X]."
Thanks for being upfront — that makes the conversation easier.

Honest answer: at $[X], I'm not the right fit for [Company Name]'s event, and I'd rather tell you that than pretend otherwise. What I can do:

1. If next year's budget cycle has room to grow, I'd love to stay in touch. Most corporate clients I work with started at one tier and moved up as their event budgets grew with the company.

2. If you'd like a referral to a working pro at a different price point for this year's event, I'm happy to send a name. Not every magician is right for every budget, but the wrong magician at the right price is more expensive than the right magician at the right price.

Either way, no hard feelings, and I'd appreciate the chance to talk again next planning cycle.
Great — that lines up with Tier 1, the standard stage show package. That's a solid, professional show with everything self-contained, and it lands well at events like yours.

If you want to stretch a little, Tier 2 (which I'd usually recommend for an event of your size) adds the close-up magic during cocktail hour. That's the piece that turns a "we had a magician" event into a "the magician made the whole night feel special" event. The way I price it, the close-up add-on comes in at about half what it would cost à la carte — because I'm already on-site, set up, and there.

If Tier 1 is your firm number, I'm happy to book that. If Tier 2 is reachable, I think it'd be a better fit for your event. Your call.
"Another magician quoted us less."
That's great that you're getting multiple quotes — I always recommend it. A few honest things to compare:

  • Is the show themed and built for your event, or is it a generic show repurposed?
  • Are they bringing their own sound, lighting, and signage, or expecting your venue to provide them?
  • Are they insured? Have they performed for companies your size and industry before?
  • Will they show up on time, prepared, and ready to coach your team on schedule logistics like awards timing and bar service?

I'm not the cheapest option. I'm also not the most expensive. I'm the option where, on the morning after the event, your CEO doesn't pull you aside to ask why you booked who you booked. If the lower quote covers everything above, it's a fair comparison. If it doesn't, your real cost will be higher than my fee, just paid in different currency — internal credibility, attendee experience, or just a long night fixing problems on the fly.
"Can you discount if we book multiple events with you?"
Yes — and I love this question, because the multi-event clients are some of my favorites to work with.

Here's how I structure it. The first event books at the full proposal fee. Each additional event in the same calendar year books at **15% off the same tier**. That structure rewards the client who's building a year-round entertainment relationship, keeps the math simple to explain, and gives me a calendar I can plan around.

If you have two or more events in mind for [year], let's talk through them together — I can put a combined proposal in front of you that shows the math.
"Will you take a check / our payment terms are net-30."
For corporate, my standard payment is a 50% deposit by credit card on signing, and the balance on event day — also by credit card. I switched to that structure a few years ago after one too many net-30 corporate checks turned into net-90 corporate checks while AP got around to it.

If credit card creates a problem with your finance team, we can work out a check arrangement — but the deposit has to clear before the event date, and the balance has to be a check in hand on event day, not net-30. I have to be firm on that, because the alternative is me chasing accounts payable for two months after the show.

Most clients find credit card actually faster on their end too, since it skips the AP queue.
The "Yes, you're booked" email (within 48 hours of confirmation)
Hi [first name],

Excellent — I've got [Company Name]'s [event] locked in for [date] at [time]. Thanks for choosing me.

Attached you'll find:

  1. The performance agreement — please sign and return within 14 days
  2. The deposit invoice — 50% deposit due on signing, balance due on event day
  3. My W-9 (in case your finance team needs it)
  4. A technical rider detailing what I need on-site (one-page, please share with your venue contact)
  5. My headshot and a short bio in two formats (web and print) — use however helps you

A couple of notes about the agreement:

  • The deposit holds the date. Until it's received, the date is on soft hold and I'll continue taking inquiries against it.
  • There's a schedule clause covering what happens if the event runs late or my performance window shifts on event day. Please read it.
  • The technical rider covers the basics: power, performance area, bar service during the show, AV expectations. Forward it to your venue or AV vendor.

Quick logistics confirmation:

  • Event date: [date]
  • Performance window: [time range]
  • Audience: [size, demographic]
  • Venue: [name and address]
  • Tier booked: [tier name + brief description]
  • Fee: $[total fee] — 50% deposit ($[deposit amount]) on signing, balance ($[balance amount]) on event day

I'll send a 10-day-out planning email and a 3-day-out final confirmation as we get closer. Between now and then, if anything about the event shifts on your end — guest count, venue, schedule — let me know as soon as you know. The sooner I have it, the cleaner the show.

Looking forward to it.

— Cris
The 10-day-out planning email
Hi [first name],

We're 10 days out from [Company Name]'s [event] on [date]. Wanted to confirm a few things:

  1. Performance window starts at [time] — I'll arrive [60-90] minutes early to set up and do a sound check
  2. Confirmed audience size: [number] — let me know if this has changed
  3. Confirmed venue contact: [name, role] — is this still the right person to coordinate with on event day?
  4. Bar service: confirmed suspended during the performance window? Want to double-check before guests arrive expecting a refill mid-show.
  5. Awards / agenda: where does my show land relative to other program elements? (If awards are happening, I strongly recommend my show before, not after.)
  6. Anything custom we discussed — [specific custom moments, references, honorees] — I'd like to confirm the exact wording / spelling.

Payment reminder: balance of $[amount] is due on event day. Credit card preferred — I can run it on-site, or you can have it ready to run before I arrive, whichever works better for your AP process.

Anything change on your end? If yes, reply and let me know — better to catch it now than at 6 PM the night of.

— Cris
The 3-day-out confirmation email
Hi [first name],

Three days out — final confirmation for [Company Name]'s [event] on [date]:

  • Date: [date]
  • Arrival: I'll be on-site by [arrival time]
  • Performance window: [start time] – [end time]
  • Venue: [full address]
  • Audience: [size, demographic]
  • Tier / show: [tier name + show title]
  • Length: [length]
  • Day-of contact: [name and mobile]
  • Balance due on event day: $[amount], credit card preferred

I'll be on the road by [time on event day], arriving at the venue by [arrival time]. My mobile is [number] — text or call any time for last-minute changes.

Looking forward to it.

— Cris
Day-after thank-you + digital receipt
Hi [first name],

Thanks again for hosting me at [Company Name]'s [event] last night. The audience was fantastic — the [specific moment that landed particularly well] was a personal highlight, and the [specific person or honoree if applicable] reaction was the kind of moment I remember for years.

Please pass my thanks to your team for everything they did to make the night run smoothly — and especially to [venue contact / AV / banquet manager if applicable] for [specific thing they did right]. They were a pleasure to work with.

Attached: receipt for $[fee], paid in full.

A quick favor: I run on testimonials. If you have two or three minutes in the next few days to send a short note about the show — what worked, who responded most, anything specific you'd tell a peer planner who asked about me — I'd be hugely grateful. Even three or four sentences makes an enormous difference.

I'll also follow up in a few weeks about [next event in their calendar — picnic, kickoff, awards] — most companies I work with like to lock in repeat events early so the calendar doesn't slip.

Have a great rest of your week,
— Cris
Five-day follow-up if no testimonial yet
Hi [first name],

Just a quick follow-up — wanted to check whether you got a chance to write a quick note about [event date]'s show.

If it's easier, here are three quick questions you could answer in a sentence each:
  1. What was your favorite moment of the show?
  2. How did the audience respond?
  3. Would you book again?

Even a few sentences would help me a lot — corporate testimonials are by far the most valuable when other companies are deciding whether to work with me.

Either way, looking forward to staying in touch about [Company Name]'s next event.

— Cris
Thirty-day referral request — referrals up and across
Hi [first name],

Thirty days back I performed at [Company Name]'s [event]. Hope the rest of the [season / quarter] has gone well.

A favor I'd really appreciate — and corporate referrals are the most valuable kind in my business, because they move on trust and not on cold pitching.

Two angles, either or both:

1. Is there anyone in your professional network — at peer companies, in your industry association, or that you've worked with on past events — who plans similar events and might want a recommendation?

2. Inside [Company Name], are there other departments or regional offices that run their own events? Sometimes the holiday party is just one of several events a company runs across the year.

If you're comfortable making an intro — even just a quick "you should talk to Cris" email — I'm happy to take it from there. I'll always mention you sent me, and only if you're comfortable with that.

Either way, thanks again — and I'll be in touch about [next event in their calendar].

— Cris
Annual rebook reminder (set a calendar reminder for [event month - 4])
Hi [first name],

Hard to believe a year's gone by since [Company Name]'s [event] in [month]. Wanted to reach out before my calendar fills for [the same window this year].

Most of my corporate clients lock in their repeat dates 4–6 months out. I'd love to put [Company Name] on the calendar for [date / window] before peer companies in your area start booking.

If you're up for a quick call to talk through this year's event — same format or something different — I'd love to do that. Otherwise, just reply with a yes on the date and I'll send a fresh proposal.

Looking forward to it,
— Cris
