




By Liz Kuntz
Marketing Consultant

Creating space in the minds of potential clients is just one of 
the benefits that can be gained by having an active speakers 
bureau in your organization. It is also a great way to gain 
credibility in the marketplace with clients and referral sources. 
A good speakers bureau focuses on speaking engagements that 
reach your target audiences and establishes your professionals 
as experts in the industry. Not everyone at your firm will want 
or have what it takes to become a public speaker, but those 
who are willing to brush up on their presentation skills and 
hone an area of expertise can bring in new clients and increase 
the firm’s exposure — with little or no cost. 

Here are some best practices you can implement to make sure 
your speakers bureau is successful and provides a good return 
on investment. 

1.  �Define the market that will fit your business development 
goals. This includes defining the types of organizations and 
people you’ll target. Gain credibility in the field and be 
viewed as an expert by getting in front of the right people. 

2.  �Once you define your market(s), research organizations 
that cater to your demographic. Look at trade associations, 
chambers, bar associations and other groups in your niche 
area. Find your organizations and then determine if they 
have monthly meetings, brown bag lunches, conferences 
or tradeshows where you can speak. Make sure the people 
who will make up the audience at those events fit your 
demographic and are decision makers with buying power.

3.  �Now that you have a list of events, determine the staff 
member or committee volunteer who coordinates the 
speakers. Typical titles of people in these positions include 
anything with programming or education in the title such 
as education or programming chair. Contact them at least 
nine months before each event.

4.  �Have a well-defined list of topics on which you can speak 
and a brief summary of your presentation. Topics should 
include only areas you can speak about comfortably for 
60-90 minutes. Topics need to reflect the area of business 
you want to promote or the niche in which you want to 
gain credibility. This is not a commercial for your business; 
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Introducing our latest product: LinkedIn® In-a-Box. 
You’ve heard the benefits of using LinkedIn® to build 
industry connections, generate leads in your niche 
areas and take advantage of virtual public relations. 
Now let us help you build a profile that will deliver 
on those benefits. Our “LinkedIn® In-a-Box” is 
available for $200 and provides you with step-by-step 
instructions, expert tips and social networking policies 
so you get the most out of your LinkedIn® profile. 

More Info: Dawn Wagenaar | 651.690.3358 
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Product

topics should be knowledge and how-to based rather than 
company based. Brainstorm topics you can cover and then 
narrow down the list until you have a good base of working 
titles and brief descriptions for your presentations. 

5.  �Create a speaker’s bio outlining why you are qualified 
to speak on this topic. This is not a résumé, but a brief 
paragraph stating your past speaking experience and 
knowledge in the topic areas. 

Now you are ready to start calling event and presentation 
coordinators. Organize your topic and contact information 
into a working document that you can refer to on a monthly 
basis. Some opportunities will be monthly; others may only be 
once a year such as an annual conference. Remember, it is a 
good strategy to start pitching ideas at least nine months before 
an event. You can often find speakers’ submission guidelines 
on the organization’s website. Some coordinators send out a 
request for presenters, so be sure to submit your proposal in 
the way requested. 

Other Speakers Bureau Tips: 

•  �Stay in front of these organizations by putting together an 
email or direct mail drip campaign. 

•  �When you have a few speaking engagements under your 
belt, ask for testimonials. 

•  �Include information in speaker proposals on where you will 
be speaking in the future and have been speaking. This adds 
to your credibility. 

•  �Alert your target audience to any “hot” topics that you’ve 
been requested to speak about lately.

Speak Up! Creating a Speakers 
Bureau Increases Credibility 
and Clients
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By Rachel Gold
Communications Consultant

With the launch of our new website, we’ve changed more than 
the graphics and layout. As usual, we’ve taken our own advice 
and used InGenius ideas to demonstrate some of the strategies 
we recommend to our clients. We redesigned the flow of the 
site and the overall look and feel to be cleaner and more open. 
Our priorities in creating the new design were:

Intuitive Navigation
Our new site has more content than the old site, but it’s 
organized to give you quick access to the information you 
want most. You’ll see a new menu bar at the bottom of each 
page that allows you to jump right to specific areas of the site, 
rather than having to backtrack and drill down again.

Marketers Promote T hyselves: 
Our New Website is Up!

•  �Create a webcast or podcast of a recent presentation, so 
they can hear you speak. Post it to your website and send 
the link.

Once you start speaking at events, be sure to ask for feedback 
and have your audience fill out evaluations. If you have people 
sign in at your event or leave a business card, send them 
follow-up information related to your presentation to remind 
them of who you are and what they heard. Send a note to the 
coordinator of the event thanking them for the opportunity 
and let them know you are available for future events. Post 
something extra on your website as a “bonus” to attendees in 
order to drive traffic there. 

The value of a speakers bureau is well worth the commitment 
it takes to set one up, especially in the current economy with 
print ad revenue down and less space for submitting editorial 
pieces. Leverage your speaking engagements by announcing 
them in your newsletter, on your website or blog. You’ll also 
get free publicity through the organizations as they advertise 
their events! 

If setting up a speakers bureau seems like a good idea but a 
little overwhelming, give me a call. Ingenuity can coordinate 
the details at your firm and help you land larger opportunities 
— like Wendy’s and Dawn’s speaking engagement last fall in 
Portugal! 
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Along with the improved navigation, we made sure that there 
are easily understandable links all over the place. We want our 
visitors to be directed to more information that matches their 
interests, so we created menu boxes on the right side of most 
pages to suggest what you might want to look at next. 

SEO Throughout
We coded these new pages to be very friendly to search engines. 
The text is clean and easy for Google and others to search and 
index. We also made sure to get our key marketing messages 
represented throughout the site — can you spot them?

Leveraging Social Networking
You’ll notice that all of our profiles now have our LinkedIn and 
Facebook pages, plus blogs, articles we’ve written and more. 
The more links in and out that we have and the more traffic 
that creates, the better it is for SEO and marketing efforts.

Marketing Our People
Our new homepage features rotating quotes from members of 
our team to help you get to know us better. Since we specialize 
in marketing people, not products, we wanted to highlight our 
own people and the talents that make us unique.

High Impact Portfolio
We redesigned the way we showcase our client projects. 
Instead of PDFs, we created eye-catching portfolio pages that 
allow you to get the full impact of the project at a glance. 

We’re excited and proud of our new site. If you have questions 
or comments, we’d love to hear them!



Let Us Know...
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Kristy recruited a friend to take this family picture last 
summer with her husband, Phillip, and daughters, 

Kasey, 7, and Carolyn, 4.

In mid-leap with horse Guinness, Kristy competes at a 
combined training horse show at Otter Creek Farms in 

Menomonie, Wisconsin.

Inspired? Have questions you’d like answered or 
topics you’d like us to talk about? Your woman about 
town is Christine Nelson, communications consultant 
and editor. Please contact Chris with any questions or 
comments regarding the InGenius Review. 

Christine Nelson
651.690.3358 
christine@ingenuitymarketing.com

Personal Motto:
“Imagining yourself on the 
receiving end of your own 
actions gives you a whole new 
insight into how what you do 
and say impacts others. Try it.”

Just when we thought we couldn’t 
fit any more spark through the door, 
in walks Kristy. She recently started 
as Ingenuity Marketing Group’s new 
Growth Consultant. Kristy is working 
on business development initiatives and getting the word out 
about everything we do (Do you know everything about us?) 
here at Ingenuity. She has a background in entrepreneurship, 
having started her own financial investment firm, and has 
worked in business development, marketing and sales in 
previous positions.

With a mind for business and a spirit of sincerity, Kristy makes 
networking look like an art form. If her LinkedIn connections 
and Facebook friends ever got together for a party, she’d 
have to rent out the Target Center and print just a few more 
business cards. A people person by nature, Kristy can’t help but 
ask, “What is it you need and what can I do to help?”  We’re 
trying hard not to take advantage of her generous gestures in 
the office — at least for the first couple of months. 

Kristy’s ability to leverage her contacts to help people is a 
wonderful asset to our clients. She has an innate instinct that 
helps her define what a client needs, who can help, what we 
can do and how to bring it all together. We’re betting she’s 
awesome at jigsaw puzzles.  

Meet Kristy Gusick Networking isn’t her only love though; Kristy lives in Oakdale 
with her husband and two daughters and is an accomplished 
equestrian. She has competed in equestrian events since she 
was a young child and still competes today. She is currently 
trying to plan her third trip to Ireland to fox hunt.  

We’re sure you’ll meet Kristy soon. She is everywhere! In fact, 
if you call and a new voice answers, it just means Kristy was 
itching to talk to somebody new. Welcome Kristy! 


