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KEYNOTES (can also be offered as lectures or interactive workshops for breakouts)  

 

Do Your Customers     You Enough? 

Lessons from the Fortune 50 and the corner store will inspire your group to get the most out of customer 

interactions, turning first-time buyers into loyal customers, fans, and advocates. Exploring the value and 

limitations of common sales measuring techniques, you’ll hear innovative and inspiring stories of 

organizations who go far beyond the norm to increase sales, profits, customer retention and new customer 

acquisition, and increase connection bringing customer’s voices into the planning process, turning them into 

lifelong advocates and brand ambassadors.  

Key Takeaways 

• Learn why Customer Lifetime Value and Net Promoter Score are a good start but don’t capture the 

full richness of a deeper connection with your customers 

• Understand how communications, programs, and culture are the pillars of top 1% of customer 

relationships  

• Learn why increasing sales and profit is easiest when you focus on turning every customer into a 

repeat customer, a loyal customer, a fan, an advocate 

• Understand that every marketer, seller, and business leader have all the tools they need to turn their 

company into a customer-listening marketplace leader  

 

Innovation in Sales & Marketing: Let Your Customers Tell You How to Win 

Are you listening to your customers? Are you asking them for help? They are more than happy to tell you what 

they need to be successful so you can be successful, too.  
 

Is your organization’s mission statement focused on what you achieve for the people you serve? What are you 

doing to align your efforts to what your customers want, and to serve them in the way that makes most sense 

for them? 
 

In this dynamic keynote, Brian will share inspiring examples of customer-brand alignment from the pages of 

social media to executive boardrooms, presented in stories that will spark your imagination so you can build 

profitable and meaningful relationships with your clients and customers. You’ll learn how to ask the right 

questions, deliver the right messages, and build the culture that gets customers on your side and keeps them 

there. 

Key Takeaways 

• Understand your customer base through watching the right numbers and listening for the things the 

numbers won’t tell you. 

• Learn how customer listening and engagement can be improved. It’s easy to make what you’re already 

doing a conduit to getting customer input. 

• Learn what every company leader can do to engage customers and to lead by example to build a 

customer-listening culture.  

• See your customer’s journey beyond the sales cycle.  

 



 

 

WORKSHOPS (great for conference breakouts, association, and corporate meetings) 
 

Speak Up, Stand Out 

Poor communications lose millions of dollars and immeasurable good will. Start connecting with audience-

focused, benefit-led content, compelling presentations, storytelling skills, and clear, persuasive writing.  

Key Takeaways 

• Learn the keys to audience-focused, benefit-led message development 

• Understand why stories are essential  

• Improve presentation/public speaking and/or business writing skills 

• Discover effective Q&A techniques 

 

Leadership Communications 

Rising corporate stars and entrepreneurs must bring their “A” game to influence senior execs and boards, 

inspire customers, and lead employees. Learn the secrets of sharing vision, getting to yes, and delivering tough 

news. 

Key Takeaways 

• Discover the four things leaders value 

• Improve time management in the C-suite 

• Learn to manage your audience before and after your presentation 

• Learn how to talk like a leader 

 

Share Your Expertise…For Experts 

Lawyers, doctors, and tech professionals can increase understanding and impact with great planning, 

storytelling, and stagecraft. 

Key Takeaways 

• Discover how to understand your audience so they will understand you 

• Increase the power of storytelling and analogy 

• Learn how to provide information at the right altitude 

• Learn how to make effective calls to action 

 

 

 

 

 

 

 

 

 

 

 

 

 
 

For information on booking Bryan for your next event, please contact: 
 

Melissa Spencer, Booking Manager 
T: 702-844-2371 
E: melissa@spencersconsulting.com 

mailto:melissa@spencersconsulting.com

