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A “WORD” FROM THE FOUNDER:

F

inally! The launch of FreeSpeakerbureau.com. What a journey!

No one can deny the importance of great meetings when it
comes to growing non-profit and professional association
groups. Great meetings require good speakers with fresh,
interesting content who can inspire, educate and engage the
audience. Over the years I’ve served on many non-profit boards,
where budgets were pretty much nonexistent. And the job of bringing
in great guest speakers, members loved, was not always easy.

What Millennials Want:
7 Tips to attract fresh faces
to your events

Then In 1996, I launched my business coaching practice by giving a
free talk to a wonderful group of Insurance women. There were probably about 35 people in the audience, and over time, more than 90% of
them attended one of my paid seminars or became a personal client.
Most of them did both. As importantly, that free talk got me many
more talks with other organizations both locally and nationally.
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Granted, not every free talk I’ve done, had that level of success, but
I can’t think of any other strategy that has worked as effectively and
consistently for my business over time. Since that time I’ve helped
dozens of coaching clients grow their business by giving free presentations. From CPA’s to long term care experts and interior designer, life
coaches to researchers, free public speaking has provided them the
platform to showcase their expertise and build a real following that
has taken them to new levels of success and recognition. But finding
those venues, the right people to contact, and getting them to return
a call, is usually a time wasting black hole of frustration.

Spotlight Speaker: Angela Kelsey
Win-Win Speaker Negotiations
for Meeting Organizers and
Event Planners

April

From Survivor to Inspirer, a speaker shatters stereo types and shakes thing up
(in a good way)

Featured Speakers
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That is how Free Speaker Bureau was born. As a solution to solve the
problems of both sides. Making it easy for program chairs and meeting organizers, to find, evaluate and book great guest speakers so they
can grow their organizations. And giving professionals at the top of
their game, the opportunity to show their stuff and grow their business. That is our purpose. That is FreeSpeakerBureau.com

Last-minute speaker
cancellation? 3 Ideas for a
having a dynamic meeting anyway
Business Speakers

Inspirational Speakers
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7 Tips to attract
fresh faces to
your events
Time Magazine estimates that
there are 80 million people in the
USA between the ages of 20 and 35
with a purchasing power of $170
Billion. Understanding what this
demographic wants is critical for
membership associations and event
planners if they want to continue
to have successful meetings,
2

conferences and membership drives

M

illennials tend to enjoy
travel, interaction and fun.
They are typically short on
attention span, socially liberal,
environmentally conscious, cost conscious
and technology dependent. According to
Chris Cavanaugh, President of FreemanXP,
a marketing company that works with
companies like Cisco, and Microsoft to
engage people this target audience to
create events they want to attend: “People
tend to think of [Millennials] as techsavvy. That’s not actually the case. They
are actually technology-dependent. They
expect technology to be at the center
of everything they do. They expect it to
be seamless, easy to access, always on,
always available. There was no ‘before the
Internet’ for this generation,”

The good news is that studies
show that this important
target audience does in fact
PREFER attending live events
to virtual options. They WANT
to connect face to face
with people that have
similar interests.
5 Involve the audience in content
creation.
6 If appropriate and honest, weave
socially responsibility into your
messaging. This is a discerning group
7 Big events, according to Cavanaugh
need to offer “Wi-Fi with an
appropriate bandwidth to handle the
load, multiple recharging stations,
digital wayfinding services, social
media walls, and second-screen
technology so attendees can access
and interact with presentations on their
smart devices.”

Here are 7 Tips for creating events this
target audience will love:
1 Consider tying your event into a social
or environmental cause.
2 Have shorter sessions with time for
networking in between.
3 Offer low cost attendance and lodging
options. 70% of millennials are deterred
by pricing, according to Fuse Source’s
proprietary panel of millennials, called
upon to explore why event attendance
was diminishing.
4 Consider your event a year-long
engagement strategy that leverages
social media and other virtual platforms
to expand attendance, through
engagement, prior to the event, and
expand the event’s impact afterwards.
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If appropriate
and honest,
weave socially
responsibility
into your
messaging. This
is a discerning
group

But Fuze source, a web meeting platform,
that employs a panel of millennials to
guide event decision-making cautions:
”Adding technology to make the live
event experience simiWWlar to the home
or mobile experience is not the solution.
What properties need to capitalize on is
what they have always done best: giving
fans the authentic live experiences and
a social atmosphere that cannot be
replicated on a mobile device.”
The good news is that studies show that
this important target audience does
in fact PREFER attending live events to
virtual options. They WANT to connect
face to face with people that have
similar interests. The challenge is finding
ways to reach and engage them in an
environment where traditional marketing
is becoming more fractured. When you
do finally bring them into your fold, make
sure you have a strategy in place to keep
them engaged and you will have a loyal
followers for many years to come.
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Spotlight Speaker
A n g e l a
K e l s e y

http://www.angelakelsey.com/about

Rated:     
Rated 5 Stars by
21 Organizations

From Survivor to
Inspirer, a speaker
shatters stereo types
and shakes thing up

F

Now Angela challenges conventional wisdom
about victims of abuse. She starts conversations
about a topic which is often kept hidden
under the heading of “dirty linen” or a “family
matter.” She shows people the signs of abusive
relationships so that they can help women leave.
And she gives hope that the cycle of violence can
be broken and a better life is possible.
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Having been “to hell and back” herself, she offers a
non-judgmental approach, realizing that shocking
numbers of us, or our friends, sisters, and daughters,
will have these experiences at some point in our
lives. Despite the financial resources at Angela’s
disposal, and the fact that she had no children to
consider, leaving was an excruciating process. For a
woman who has little or no money of her own and
children to care for, the obstacles to leaving must
seem impossible to overcome.
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Jodi M. Clock

Michael Teller

Muskegon, MI 49441

Delray Beach, FL 33483

Eldercare expert,
published author and
pet advocate.
Helping boomers with
aging parents demystify
Medicaid &
end-of-life care.

Continuing Education
(SEU) Provider for
Health and life Insurance
Agents
Long Term Care
Planning Expert

Clive Digby-Jones
Lake Worth, FL 33463

Lynchburg, VA 24503

Invent Your Future,
Professionally &
Personally
Teaching advanced skills
to master Life and the
new world of work

Encouraging seekers to
find, follow, and fulfill
their Divine Calling

Rated:     
Rated 5 Stars by
7 Organizations

Florida
For the past sixteen years she has been actively
involved in the management of her family’s
commercial real estate development business, and
prior to joining the family business, she received a
PhD in literature from the University of Florida.
In 1999, within weeks of her picture-perfect
Coral Gables wedding, her now-ex-husband
shoved her during an argument. For most
of the next eight years, she stayed with him,
hiding her roller-coaster life from family and
friends, working to change things on her own
and maintain the façade of a happy wife and
successful businesswoman.
She has asked herself unflinchingly how she got
into such a situation, why she stayed for as long
as she did, and what finally gave her the courage
to leave. Her answers cut to the core reasons
why women, across lines of class and culture,
stay with men who batter them. Her exploration
is the basis of a memoir, initially written as her
thesis for an MFA in creative writing at FIU,
completed in 2010.
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Rated:     
Rated 3 Stars by
1 Organization

Jory H. Fisher,
J.D.,A.C.C.

Once a victim of abuse, now a speaker,
mentor, author and philanthropist,
Angela Kelsey empowers women by telling
her stories, and teaching others to tell
theirs. Her new book, “Hitman” reveals her
personal story of survival. She also tries
to explain why it is so hard for people to
brake the cycle of domestic abuse.
inancially secure, well-educated, and
childless, Angela Kelsey defies the
stereotype of a victim of domestic violence.
But for years she was just that.

Speakers

Rated:     
Rated 5 Stars by
6 Organizations

(Sorted by ratings)

Yassin Hall - Uplift You
Orlando, FL
 Rated 5 Stars
by 8 Organizations
She comes from humble
beginnings, most people
throw in the towel but
not her!

Mitchell K. Smith
Deerfield Beach, Fl
 Rated 5 Stars
by 8 Organizations
“Finally an answer to
the questions we all
face personally and
professionally”

Jeff Copper
Tampa, Fl
 Rated 5 Stars
by 7 Organizations
Attention Coach, helps
individuals pay attention
to the right thing

Mandy Bass, Coach’s coach
Melbourne, Fl
 Rated 5 Stars
by 7 Organizations
Substance plus inspiration
to create meaningful
change

Clive Digby-Jones
Lake Worth, Fl
 Rated 5 Stars
by 6 Organizations
Teaching advanced skills
to master Life and the
new world of work

Ursula Pottinga
 Rated 5 Stars
by 6 Organizations
Leadership and Life Coach

Marian Morgan LCSW “Good Goal,
Bad Goal”
Miami, Fl
 Rated 4 Stars
by 5 Organizations
The Reason Most GoalSetting Programs Fail and
What You Must Do Instead

Chris Nichols
Fort Lauderdale, FL
 Rated 5 Stars
by 4 Organizations
The Real Truth About Your
Money: Simple Answers to
Smart Financial Questions

Rev Dee Woolridge, CHt,
RMT, MBA, LC
Tampa, FL
 Rated 5 Stars
by 3 Organizations
Dee Woolridge is a
dynamic and interactive
speaker with thought
provoking topics

Jeannette Kraar
Grant Valkaria, Fl
 Rated 4 Stars
by 3 Organizations
Secrets to Accelerated
Career Search and
Emerging to Exploding
Business Growth

Hillel L. Presser
Deerfield, Beach, FL
 Rated 5 Stars
by 2 Organizations
Esteemed Asset Protection
attorney, author, marketer,
speaker and entrepreneur

JD Dinnocenzo - Reverse
Mortgage Expert
Boca Raton, FL
 Rated 5 Stars
by 2 Organizations
Learn the truth about
Reverse Mortgages from
an expert
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I

deally each of these exercises take
about 20 minutes and provide valuable
networking opportunities for attendees.
For precise details on executing any of
these strategies please visit
FreeSpeakerBureau.com:

1. Create a Book about Yourself.

This is fun, interesting exercise that helps
attendees get to know each other better,
and provides participants with helpful
resources from other attendees.
•

Last-minute
speaker
cancellation?
3 Ideas for a having a dynamic meeting anyway

No matter how carefully your events are planned, I think
we have all had situations where improvisation was called
for. That is why I think it is useful for meeting organizers
to learn and practice strategies that can provide value to
attendees – with no speaker or program presenter present
6

(yes someone, probably you, will need to facilitate.)

Overview: Participants create a 4 page
“book” about themselves. There are
no words allowed on the front cover,
they use stick figures, drawings, charts,
objects or symbols.

•

Inside on the first page, they list their
strengths pertinent to the reason for
your event such as “My strengths as
a speaker/ event planner are ; My
strengths as a financial planner are, etc.

•

On the second page they list the areas
they would like to strengthen and/
or the resources they need/want.
Everyone gets turns to share their
book with the group (or the table,
if it is a large gathering). The group
then shares advice for attaining those
resources. Those observations are
written on the back page.

•

These are just three of
MANY ways you can
engage your audience
to learn, network and
have fun without a
“real” program.

2015

Props needed: A sheet of Flip chart
paper for each attendee pens and
markers. I have done this exercise on
the fly without flip chart paper and it
worked fine but the attendees have less
of a physical “take away”

2. Situation Sand Box “Mastermind”:

This is a creative way to draw from the
experience and resources of people
in the group.
•

Overview: Participants describe real
situations, relevant to the purpose of
the meeting, they are having problems with, and the group advises

•

The group or table selects the problem (s) to resolve. Each problem is
“masterminded” i.e. worked on for
five to fifteen minutes. Then debrief.
Each table can work on a different
problem, or they can all work on the
same problem and present their findings to the larger group.

•

Supplies needed: Flip charts,
pens and markers

3. Game Show:
•

This is a great strategy for learning
and getting people to “show off” their
knowledge.

•

Overview: The audience contributes
questions (and answers) to the “show”
relevant to the purpose of the meeting.

•

The audience is split into three teams
and delegates a “player.” Team 1 asks
the player of Team 2 a question, if
the question is answered correctly
team 2 wins the point, if not team
3 can collaborate for 20 seconds to
come up with the answer. If they get
it they win the point, if not, team 1
wins the point. Team 2 asks team 3 a
question etc.

The above are just three of MANY ways you
can engage your audience to learn, network
and have fun without a “real” program. For
more details and other great ideas visit
FreeSpeakerBureau.com
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Win-Win Speaker
Negotiations
for Meeting
Organizers and
Event Planners

G

ood negotiating skills are
essential for improving the
ROI (return on investment)
on any event. While most
meeting planners are highly skilled at
negotiating with hotels and conference
facilities, many neglect the added
value they can bring to the table by
negotiating with their speakers, who
are often able – and even, eager –to
bring more value to the table.
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Think value to both
attendees and the
speaker.

When event planners think about
negotiating with speakers, they typically
think about fees specifically when this
is in fact the worst place to start as
good speakers tend to be very sensitive
(and often defensive) when it comes to
lowering their fees. Instead think value to
both attendees and the speaker.

Here are some ways for you to get started:
1 If you have other speakers in mind, don’t
be afraid to say so. There is nothing
wrong with a little competition and you
are putting the speaker on notice to
give you their very best proposal.
2 Find out what is important to the
speaker, aside from just getting the gig.
Perhaps they are interested in getting
introductions to other prospective
clients, selling books, getting publicity,
or social engagement. Their secondary
interests can always be used as
negotiating points.
3 If the speaker offers back-end services
such as coaching or training, perhaps
there are workshops or post-event
opportunities that can create a win-win
for both the speaker and the attendees.
4 Take the time to listen and develop a
relationship with your speakers, they
will be more open with their secondary
needs/wants and easier to negotiate with.
5 Don’t be afraid to ask for what you
want. Successful negotiators are
assertive and don’t take “No” for an
answer. Yet they are able to express
their feelings and desires in a nonthreatening way without anxiety or
anger. If this is not a strong point
for you, you need practice, not just
for negotiating with speakers, but
for better outcomes in all aspects of

Successful negotiators
always take the time to look
at the situation from the
other’s perspective.

Satisfaction means that
basic interests have been
met, but not necessarily
everyone’s demand.
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your life and business. I encourage
you to take a class or work with a
coach who can help you develop
those (learnable) skills.
6 Discuss how the other sides’ needs will
be met. Successful negotiators always
take the time to look at the situation
from the other’s perspective. When you
do this, the speaker will naturally want
to reciprocate and that you will both
be satisfied with the outcome. That
does not mean you have to cave on
everything. Satisfaction means that
basic interests have been met, but not
necessarily everyone’s demand.
7 Don’t give anything away without
getting something in return. Get into
the habit of saying something like : “if
I do that for you, will you ______ for
me?” Unilateral concessions are selfdefeating because they cause the other
side to feel entitled to your concession,
and as a result, they will want you to
give up even more. But if they EARN a
concession, they will feel more satisfied.
8 Don’t take things personally. It is just
a negotiation!

What’s new on

Free Speaker Bureau
.com

Speaker Verification: Because people are so skeptical
about what they read and see on the internet these days
we are introducing a new (voluntary) premium verification
service that authenticates that Speakers profiles. Look
for the “Verified” stamp next to the ratings on the
Speakers Profile at freeSpeakerbureau.com
How to Grow Your Membership Organization
Tele-class Series: Starts Oct 1, 2015.
See FreeSpeakerbureau.com for more details
Mastermind Groups: Interested in joining
a mastermind group?
See www.FreeSpeakerbureau.com/mastermind
for more details?
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Claudia Peñalba M.D.

Dr.Jacinta Mariah, Ph.D

Miami, FL

Lake Worth, FL 33463

Holistic approach to
Advanced Medicine
Specialist in Physical
Rehab Medicine speaks
on health related topics

Organizational Leadership,
Women Leadership,
Managing Organizational
and Personal Change,
Building and Maintaining
Successful Business
Relationships, The Art
of Persuasion

Rated:     
Rated 3 Stars by
7 Organizations

Rated:     
Rated 5 Stars by
13 Organizations

Misa Leonessa
Garavaglia

Rick Wemmers

Atlanta, GA 30068

Santa Cruz, CA 95018
Misa is available for
speaking engagements,
conferences, trainings,
and retreats.

Rated:     
Rated 5 Stars by
10 Organizations

Mandy Bass Business Systems
PH: 866.943.6877
PO Box 30566
Fort Lauderdale, FL 33303
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Management Coach &
Sales Trainer
Expert Speaker on
Improving Bottom LIne
Results Quickly

Rated:     
Rated 5 Stars by
4 Organizations

