TribeTalks Proposal

[image: A blue and yellow text on a black background]We’re so glad you’ve decided to submit a proposal for a TribeTalk! This proposal submission form will help you to articulate your ideas and formulate a submission. Please save this document as: “TTProposal2027_Full Name_Title,” then fill out all RED portions completely and submit it by June 15th, 2026 to joshua@essoe.com.

Selecting a Topic
Our preference is for your topic to fall under one of these four subject areas: Marketing and Outreach, Writing Life, Indie Best Practices, or Craft. If your topic doesn’t fit in one of those categories, propose it under “other,” but be aware that proposals under the named subject areas will have higher priority.
If you are struggling to come up with a topic, you can explore your ideas by completing the following sentences*:
· I was getting nowhere with writing productivity / building a platform / pitching my book until I finally ________.
· The “usual” way didn’t work for me, but what did work was ________.
· I’ve changed how I think about ________, and it has made all the difference in my career.
*These answers are not required for your submission.

The Basics
Your name:		
Title of your talk:	
Topic area (x one):
__ Marketing and Outreach 
__ Writing Life 
__ Indie Best Practices
 __ Craft
__ Other
Key Questions

Please answer the RED questions in the three key areas below. These answers will have you well on your way to an outline for your presentation, because these questions should form the basic framework of your talk.

1. What do you want listeners to FEEL?
One of your most important tasks in a talk is to answer the listener’s question, “Why should I care?” If you don’t answer that question, your audience will leave for another session or start checking out the celebrity news on social media. Fortunately, giving people a reason to listen is straightforward, if not always easy.
First, make sure that your topic is relevant. Your talk is relevant if it meets an audience’s need, even if it’s a need they didn’t know they had.
So, ask yourself the following questions:
· Am I addressing a problem or challenge that Superstars face?
· Am I answering a question that Superstars are asking about marketing, productivity, publishing, etc.?
If you can’t answer “yes” to either of those questions, revisit your topic area and put yourself in your audience’s shoes. What are their needs, problems, questions, or opportunities?
Second, you want your audience to feel as strongly as you do about what you’re going to share. Think about the emotional response you want your audience to have. What emotion is going to hook them, keep them listening, and move them to act?
Third, think about how you will create that emotion. This probably isn’t through facts, unless you have completely new research no one has seen. Instead, look to a personal story or metaphor that will “hook” your audience and help them feel the same way you do about the topic.

Answer the following questions:
1. What need are you addressing?
E.g. The language and terms in a contract can be confusing or intimidating for a new writer.


2. What do you want Superstars to FEEL when they leave your talk?
E.g. I want them to be confident that they can manage a contract, and passionate about making every line in a contract work for them as much as possible.


3. How will you create that emotion and hook them?
E.g. I’m going to tell them about my worst contract ever.


2. Why are YOU the one to give THIS talk?

Your topic might address a burning question or challenge facing writers, but if you don’t bring anything new to the conversation, why should your audience listen?
Your talk should provide a compelling answer or solution that isn’t just repeating the same talking points presented by others. This doesn’t mean you need to revolutionize the writing world, but rather that you need to convey your unique perspective on the subject.
The proposals that will be selected for a TribeTalk will do one or more of the following:
· Provide a fresh perspective
· Show a unique approach
· Use technology in an unexpected or innovative way
· Combine ideas in a way we might not have heard before

Answer the following questions:  
1. How are you uniquely qualified to present on THIS TOPIC?
E.g. I signed a terrible publishing contract and learned the hard way what an author should look for in a contract. After my bad experience, I consulted an attorney and now have a comprehensive understanding of what should and should not be in a contract, and why. I’ve documented this process in detail in my blog series, and I’m now able to act as a “translator” for writers who are trying to understand and evaluate a contract. I want to share my perspective and tools so that other writers don’t make the mistakes I did.


2. What FRESH PERSPECTIVE or unique approach are you sharing?
E.g. A contract is like a jigsaw puzzle where you have a jumble of pieces but don’t know what the final picture looks like. By examining and understanding each of the component parts and how they fit together, you can gain a clear vision and comprehension of the whole.


3. What do you want Superstars attendees to leave your talk KNOWING?
E.g. They will recognize and understand the basic parts of a contract and how they fit together, as well as some common pitfalls inherent in publishing contracts.



3. What do you want listeners to DO?

A great talk is not just entertaining and informative—great talks inspire listeners to action. Your final goal should be that, after your talk, your listeners take action based on what you’ve shared.
So, reflect on your topic. Is there an action that listeners can try immediately? What is the very first thing listeners should do if we want to try out your approach?
Beware of giving your audience a laundry list of things to try, or habits to start. Instead, stick to one big idea with one or two practical steps to take.

· What do you want Superstars attendees to DO when they leave your talk? 
E.g. I want them to break their own contracts into their constituent parts and identify areas that fall into the “danger zone” for further investigation.



The Outline

This part of the proposal shows the committee the scope of your talk and the main points you wish to convey. It’s where you give us the “meat” of your presentation. It allows us to evaluate:
1. if your idea is fully fleshed out;
2. if your topic is of the correct scope for a 15-minute presentation;
3. if you have a logical progression to conveying your points;
4. if your material appears to support the question/issue you set out to address; and
5. if you bring your presentation to a logical, compelling conclusion.

Sample
Here is a short example of what your outline might look like. Your outline should be fully fleshed out where this sample only provides the topic headings.    


The Missing Puzzle Piece: What to Look for in Your Publishing Contracts
1) Introduction
a) Ask the audience “Has anyone here actually ever read the entire Apple user agreement?”
b) For those who haven’t, here is that user agreement in its entirety.
(put screenshots of the full text up on screen – a series of images w/text too tiny to read.)
c) Why don’t we read these agreements? (take audience suggestions) 
i) dry / boring 
ii) legalese – hard to understand
iii) it doesn’t matter what it says because there’s nothing I can do about it
d) I treated my first publishing contract a lot like the legalese in this user agreement (image of my first contract)
i) I skimmed it, but was so excited to sign it that I didn’t look deep 
ii) I later learned that the contract contained key phrases I should have been concerned about
iii) tell the story of my first contract -- I want to help you avoid that kind of headache
2) Point One: 
To help you understand contracts, here’s a metaphor – contracts are like Jigsaw puzzles. By understanding each of the parts / how they fit together, you can gain a clear vision of the whole.  
a) The edge pieces – the key elements that frame a contract. When you build a puzzle, you start with the edges. In a puzzle & a contract, you start with the edges. There are certain clauses you want to look for right away. Here are the contract’s “edges”:
i) 
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ii) …
iii) …
iv) …
v) …
b) 
c) The missing pieces – the clauses that are mysteriously missing. In a contract, your publisher might leave out some key clauses you need, and the picture will be incomplete without them:
i) …
ii) …
d) The final piece – Everyone loves filling in the last piece. In a contract, the last piece is:
i) …
3) Point Two: 
You CAN request changes to your contract. How do you arrive at a contract you and your publisher can both be happy with? 
a) Collaborative puzzle building vs. competitive puzzle building; (adversarial vs win win)
b) Identifying your non-negotiables
4) Point Three:
a) …
b) …
5) Conclusion and call to action
a) …
b) …



Your Outline

 Now, outline your TribeTalk.  
Take as much room as you need!  
Your talk should have an Introduction that hooks us, two to three main ideas, and a conclusion that prompts action. 



The Pitch

Now that you’ve explored the full scope of your talk, it’s time to condense it into a “pitch” that will sell the selection committee on your talk.
Your pitch should do two things: 
1) It should convey the struggle, opportunity, or question you are going to address.
2) It should hook the reader with your unique spin on the issue.
Here is the pitch for our example talk, “The Missing Puzzle Piece”:
I signed a “bad” publishing contract so you don’t have to! Learning from my mistakes, discover what you should look out for in a contract, especially common pitfalls and pieces of the “puzzle” a publisher might purposefully omit. I share how to identify clauses that fall into the “danger zone” and provide tips for how to make a contract work in your favor. You’ll leave this talk armed with action items that will help you make your publishing contract a win for both you and your publisher. 

 In 50-100 words, pitch your TribeTalk:






Submission and Selection

Submit this completed form to Joshua Essoe by June 15th, 2026.
Next steps:
1. You will be sent a confirmation receipt for your proposal within 48 hours of submission. If you do not receive a confirmation within this time period, please contact TribeTalks Coordinator Joshua Essoe at joshua@essoe.com.
2. By June 29th, finalists will be selected and notifications will be sent to all those who submitted as to the status of their proposals.
3. Finalists must prepare a video sample of their talk (we’ll send instructions and guidance for preparing those samples). Video submissions must be received by August 10th.
4. By August 24th, invitations to be a TribeTalk presenter will be sent to those finalists whose proposals have been selected. To accept the invitation, you must be registered for SSWS 2027. Unregistered alumni will have one week in which to register or forfeit the invitation. Presenters will be allowed to register at the early-bird-alumni price. If you are a finalist and registered at a higher rate, the difference will be refunded to you.

Key Dates and Deadlines
· April 15th: 	submission window opens
· June 15th:		submission window closes
· June 29th:		invitations to finalists
· Aug 10th:		finalists’ video samples due
· Aug. 24th: 		presenters notified 
· Aug. 26th: 		bios and headshots due
· Aug. 27th:		announce 2026’s presenters
· Jan. 1st:		presenters’ slides & handouts due, if any

Thank you for submitting your proposal!
If you have any questions or concerns about this program or your proposal, please contact TribeTalks Coordinator Joshua Essoe at joshua@essoe.com.
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