


2:00-4:15 pm CT Conference Check-In for In-Person Participants
4:30-5:30 pm CT Newcomer Orientation Sponsored by Derse 

Welcome, Fall Class of 2021 (we’ll explain this at the orientation)! Whether you’re joining in-person or 
remotely, this is a great opportunity to learn how to best navigate the conference, get to know your fellow 
first-timers, and meet members of ABPM’s Advisory Board.

6:30 - 8:30pm CT Opening Welcome Reception Sponsored by Dimensional Innovations
 Let’s celebrate our first time being together in person in nearly two years! We’ll network and relax with 

each other over beverages and heavy hors d’oeuvres before two days of educational and collaborative 
workshops.

8:00 am   Breakfast
9:00 am - 11:30 am and 12:30 - 3:00 pm CT
Characteristics of World Class Briefing Programs for Future Briefing Programs (“Full Day” Workshop - CCC) 
Candie Hurley, Trainer and Coach, Benett Communications
For over 25 years, the ABPM’s white paper, “Characteristics of a World-Class Briefing Program,” has been the roadmap to achieve-
ment of a World-Class level of excellence for briefing programs. A recent review of the document — through the lens of virtual, 
hybrid, and, of course, in-person — found that it remains extremely relevant. In fact, we would argue that the strategies outlined 
have never been more important and only serve to increase your team’s effectiveness and value in a time when you are preparing 
to build what your program will look like in a post-pandemic world. In this workshop, we’ll explore each of the four categories of 
Management, Operations, Customer Experience, and Analytics through the lens of that reality.

9:00 - 11:30 am CT Morning Workshops (Choose one or the above “full day” workshop)
Engaging Sales Teams in a More Complex Briefing World (ACC) 
Ellen Barnes-Pfiffner, Consultant, EBP Business Consulting
Whether in-person, virtual, or possibly hybrid, your briefing program is the most effective Sales and Marketing tool for your compa-
ny. How can you be certain that the program is being leveraged and utilized to the best advantage – particularly during this tumul-
tuous time? Defining and executing on a sales engagement and account coverage strategy that’s focused on the most significant 
business opportunities is a characteristic of World Class briefing programs. But it’s easier said than done. And doing so in this 
quickly changing environment has added a whole new layer of complications! What is motivating your sales organization right now? 
What tools, reports, and collateral can help you communicate effectively with them? What processes are in place to work with sales 
to strategize the appropriate level of internal and external executives, discussion leaders, and peer-to-peer participants? We’ll dis-
cuss the above as well as any additional sale engagement challenges workshop participants are facing! 

Monday, October 18, 2021

A Message from ABPM’s President, Elizabeth Simpson
An Important Time for This Community to Come Together - Whether In-Person or Remote

Regardless of the way you’re attending, we’re looking forward to welcoming you to the 2021 ABPM Fall 
Workshop Series. The entire ABPM team is fully vaccinated and thrilled to get to see those who will be 
able to attend in person (see In-Person Attendance Policy under Logistics in this document). We’re also 
excited to break new ground with a hybrid conference and are working very hard with workshop leaders, 
Barco and Poly who are supplying the technology, and ABPM team remote moderators and advocates, 
to make sure all workshop participants are an equal part of each workshop. Each workshop this year will 
focus on blending briefing professional career development with an emphasis on working together 
to address the many challenges - and opportunities - ahead for briefing program teams. For the six 
Core Curriculum and six Advanced Curriculum workshops offered, you’ll receive credit with full partici-
pation in the three or four workshops you choose during online registration. Members can monitor their 
records via their ABPM.com member profiles. Then, starting Monday, October 25th, the CXApp hybrid 
platform, which all conference participants will have access to, will allow all registrants to watch recordings 

of all 15 workshops. As you review the agenda, you’ll see two color codes: a blue box indicates an agenda item that will be offered 
for both remote and in-person attendees, and a rust box will indicate an agenda item for in-person attendees. 

Tuesday, October 19, 2021

Throughout the Conference:   Projectors & ClickShare Conference provided by Barco
    Cameras & mic/speakers, provided by Poly       = Hybrid

      = In-Person 

100% of 2019 (in-person) and 2020 Fall Workshop Series (virtual) participants said they were satisfied or extremely 
satisfied with the 2019 and 2020 Fall Workshop Series (70% of the 2019 and 58% of 2020 participants responded 
they were extremely satisfied with the conferences).

https://www.abpm.com/competencycurriculum
https://www.abpm.com/competencycurriculum


9:00 - 11:30 am CT Morning Workshops Continued
Your New Strategic Marketing Plan: Building or Revising It for the Future of Briefings (ACC)
Pamela Evans, Independent Consultant & Coach, Benett Communications
An effective marketing strategy is vital to position your program as a high-impact, high-value asset and to secure advocates across 
your company. This workshop will provide the architecture for creating a marketing plan that is both structured and flexible enough 
to change as your program evolves - an aspect we all know is critical as programs return to centers and face the new reality of of-
fering three types of briefings. We’ll discuss the value that a marketing plan brings to briefing programs and share examples. We’ll 
consider the ‘Why, Who, What, When, How and How Much’ your marketing communications influence can have, as well as talk 
through some creative strategies and tactics programs of all sizes may find beneficial. Through best practice sharing, discussion, 
and dialogue you’ll come away with an understanding of a variety of marketing plan approaches and with ideas you can implement 
right away.

Enabling Discussion Leaders in the New Phygital World while Building a Solid Foundation (CCC) 
Jill Swartz, Sr. Program Manager, Strategic Programs, and Jocelyn Domabyl, Program Manager, both of Dell Technologies
ABPM’s “Benchmarking Research on the Effectiveness of Briefings” has shown year-after-year that relevant content communicated 
by knowledgeable and skilled Discussion Leaders (DLs) is the most important element of any briefing. Fortunately, the basic foun-
dations of building and maintaining a skilled Discussion Leader Bureau (DLB) and ensuring consistent message delivery remain 
solid in our new phygital world. Join this collaborative workshop, appropriate for new or existing programs, to gain and share in-
sights and to actively work through challenges and opportunities being faced as programs incorporate hybrid, in-person, and virtual 
briefings.  The Dell Technologies team will touch on foundational elements of recruiting, onboarding, enabling, and maintaining a 
strong DLB, while sharing evolving DL training strategies essential to effective presentation skills in the new phygital world. 

11:30 am - 12:30 pm CT Lunch Sponsored by Leviathan

12:30 - 3:00 pm CT Afternoon Workshops 
(Choose one unless you’ve chosen the “full day” workshop)
Building and Positioning Effective Business Cases for the Changes Ahead (CCC)
Stacey Milligan, Director, Executive Briefing Center, Cohesity
So much is changing in the briefing world and, as you return to your center, it’s likely you’ll need to make adjustments to many as-
pects of your program. Some of those adjustments will require buy-in from your leadership and management team. When you sug-
gest a change, you may hear “great idea, write something up.” But where do you start? How do you prepare the strongest possible 
case? What are the key components of a successful business case? And how do you position your proposal to your management 
and stakeholders? Whether you are starting a new program, refreshing an existing center, or need more resources and headcount, 
this workshop will give you the tools and knowledge to create a compelling business case. We’ll discuss the elements of a business 
case, identifying key stakeholders, gathering data, risk assessment, call-to-action, and more so you’ll be ready to effectively make 
your case for the many needed changes on the horizon.

The Customer Experience of Virtual/Hybrid Technologies & Platforms 
Russ Fowler, Vice President Marketing Environments, Derse and Chris Rogers, Director, Business Development, AVI-SPL
As we return to our centers, we find ourselves needing hardware, software, and platforms that can support two formats of briefings 
we didn’t offer two years ago - and all of the above must be flexible enough to smoothly switch formats if needed. But if you’ve 
started to investigate on your own, you’ve likely found the list of solutions daunting. And that’s before you even consider how they 
might integrate. What solutions work best for the customer experiences we’re striving for in our briefings? Let’s explore a few plat-
forms and technologies to support effective customer experiences for both hybrid & virtual briefings. We will explore what we need 
these platforms to do for us, experience a number of actual demonstrations of a few platforms, and unpack funding strategies to 
accomplish an engaging virtual or hybrid customer experience.

What to Consider as You Develop Your World Class Team Going Forward (ACC)
Keeley Lundquist, Talent Leader, IBM
“A World Class Briefing Program is run by a World Class Team.” That was a statement ABPM’s long-time past President, Rox-
anne McCreery, often made after years of observing the ABPM Community’s programs. But so much has changed with regard to 
the needed skill sets for a World Class Team. How do you know your team is ready to hit the ground running as it faces the new 
challenges and requirements of the briefing evolution we’re all a part of? In this interactive session, we’ll discuss how to build a 
high-performance team with shared vision and trust, review traditional and new briefing positions to consider (as well as their rank-
ing and compensation), break down staffing practices like hiring, development, coaching, and career paths, and learn techniques 
for getting things done remotely, if needed, without relying on direct supervision. Join us! There’s so much to talk about around this 
fast-changing topic.

3:00 pm CT Networking and Free Evening

Tuesday, October 19, 2021

              = Hybrid
          = In-Person 

 

100% of 2019 (in-person) and 2020 Fall Workshop Series (virtual) participants said they were likely or extremely 
likely to recommend the conference to a colleague (73% of the 2019 and 84% of 2020 participants responded 
they were extremely likely to recommend the conference).



Wednesday, October 20, 2021
8:00 am   Breakfast
9:00 - 11:30 am CT Morning Workshops (Choose one during online registration)
Strategies for Creating Briefing Program Advocates (ACC) 
Ellen Barnes-Pfiffner, Consultant, EBP Business Consulting
Having advocates who support and champion your program is more important than ever as you navigate 
through the pandemic. Opening your center, implementing in-person, virtual, and possibly hybrid briefings is 
adding to an already significant workload. In addition, briefing professionals are stretching to master new technologies, tools and 
processes. You can’t do it alone! Briefing teams must reach across the organization to source the information, resources, and sup-
port needed to create agendas and customer experiences that address the needs of complex customer requirements. A strategy 
for program advocacy provides opportunities for success-building collaboration and program support with internal groups such as 
sales, marketing, product management, product marketing, R&D, and other invested departments/individuals. This workshop will 
help you launch or revitalize your program’s advocacy strategy. We’ll discuss how to breakdown silos, identify advocates to stretch 
the program’s limited resources, ensure the strategic alignment of your program with the company’s initiatives, and any additional 
advocacy challenges workshop participants are facing.

Your Program’s Multi-Site Strategy: What Will it Look Like Going Forward? (ACC) 
Candie Hurley, Trainer and Coach, Benett Communications
Over the past year and a half, global teams have been able to come together in unprecedented ways. What strategies can we put 
in place to make sure that continues as we return to physical centers? Or, if you’re looking to expand your centers and team global-
ly, how do you build an effective global team and multi-site strategy? Two years ago, the ABPM Advisory Board added four char-
acteristics focused on Multi-Center Programs to the ‘Characteristics of World Class Briefing Programs’ white paper. We’ll explore 
those characteristics through the lens of both the past year and a half, and what we expect for the future. In addition, we’ll discuss 
topics like: whether and where to build additional Centers; managing growth; funding; leveraging the brain-trust of the multi-center 
program team; ensuring exceptional customer experiences in any center; and other critical success factors. It’s a big and important 
topic!

Center Construction and Renovation: What’s Changed and What’s Stayed the Same (CCC) 
Tim Larson, President, Downstream
At some point in their career, many briefing professionals are tasked with managing or otherwise coordinating a center construction 
project. If this is you, congrats! But even if you’ve done this before, the new reality of multiple formats of briefings may change the 
way you approach the project. This workshop explains how to prepare for success by defining requirements and budget, assem-
bling the right team members, and writing an RFP and/or an RFQ. It also explains the design and construction process, how to 
bring the project to a successful conclusion, and what to plan for once the construction is done. There’s a lot to consider - some that 
remains tried and true, and some that even seasoned vets are having to re-think. We’ll focus our conversation and activities on all 
of the above. 

Best Practices for Ever-Evolving Virtual Briefings 
In the last year-and-a-half, the progress that’s been made in the area of virtual briefings has been astounding. Briefing teams have 
gone from scrambling to organize conversations with their customers over video conferencing platforms, to evolving those discus-
sions into customer experiences that rival in-person briefings. But nothing is standing still. Ideas for creative and effective ways to 
engage customers continue to push us into new ways of thinking about what virtual briefings can accomplish. What tools and tech-
niques can we use to help us connect authentically with our customers - in a way they’ll remember - while still remaining laser-fo-
cused on their needs? We’ll hear success stories as well as share with one another and, together, we’ll walk away with actionable 
ideas and solutions.

11:30 am - 12:30 pm   Lunch Sponsored by Signet

12:30 - 3:00 pm CT Afternoon Workshops (Choose one during online registration)
Your Program’s Evolving Business Plan (ACC) 
Ann Benett, President Benett Communications
Before Covid, you probably had a guiding document — a Business Plan  — that outlined the unique value you bring to the business 
and articulated your mission, vision, and plan for success. It was your “go-to” document to align with your manager and the extend-
ed team of stakeholders who help you make magic happen every day.  Today, that vision has no doubt changed, probably pretty 
radically. In this workshop, you’ll work through a Business Plan Framework to begin creating the revised plan for your next-level 
virtual, in-person and/or hybrid program. This timely session will provide the tools and knowledge to create a compelling business 
plan for the near and long term!

“First Fall Workshop series for me. I found this to be very valuable (even in a virtual setting) for learning what other 
programs are doing in the virtual world. The workshops with small group breakouts and time to collaborate were very 
effective in my opinion.” - Thomas Pofahl, Red Hat, 2020 Fall Workshop Series (Virtual)

      = Hybrid
      = In-Person 



Wednesday, October 20, 2021
12:30 - 3:00 pm CT Afternoon Workshops Continued (Choose one during online registration)
Briefing Program Operations for the Next Chapter of Your Program (CCC) 
Dave Rogers, Director of Global Operations, Microsoft, and Darby Mason-Werner, Senior Director, Client & Partner Strategy, The 
CXApp, An Inpixon Company
These days, whether our programs are mature or new, we’re all in the business of re-thinking our program operations strategies. 
As we return to centers - and a very different operational model - we’ll need to establish well-defined processes and implement 
tools that can help focus our programs on the most important aspects of creating a successful customer engagement no matter the 
format. There is a lot to discuss as we break down and adjust approaches to pre-briefing planning, the briefing experience itself, 
and post-briefing actions. Workshop participants will walk away with ideas and techniques that will support the strategies of the 
next chapter of their briefing program.

Foundational Metrics for More Complex Briefing Programs (CCC)
Prior to Covid, metrics was already a huge topic that could be overwhelming to many briefing program teams. And the COVID-in-
duced warp-speed evolution of briefing programs into exponentially more complex organizations has only exacerbated the chal-
lenge of measuring their performance. But not to worry. Much of the foundation remains the same no matter the briefing format. 
When considering what to measure, think first about how you will use the data. Who will you send it to? What is important to them? 
What outcome do you want to achieve by providing this information? We’ll talk about that, share successes and strategies with one 
another, plus talk about: involving the community, a performance measurement strategy, integrated planning, management, and 
reporting tools, sales closure tracking and delayed surveys, and reporting.

Let’s Talk Through What’s Right for Your Program’s Hybrid Briefing Offering
Renée Niebylski, Director Global Experience Program, Poly, and Elizabeth Simpson, President, ABPM
It’s been quite a ride, and your briefing team has gotten to a point where you have a good handle on a strong virtual briefing 
offering. But wait! Customers and sales teams will be demanding hybrid briefings soon, if they aren’t already. Ask ABPM’s ‘Hybrid 
Briefings Task Force’, who worked on the ‘Considerations of Hybrid Briefings’ white paper: Hybrid is complicated! And there is no 
standard way you should approach it. Your ideal hybrid offering really depends on what makes the most sense for your program. 
We’ll work together, using the ‘Considerations of Hybrid Briefings’ white paper as a guide, to help you envision the best hybrid brief-
ing offering for your program or for improving your existing hybrid offering.

5:30 - 9:00 pm CT   
An Evening on 18th & Vine: The American Jazz 
Museum & Negro Leagues Baseball Museum
Included in your registration fee, we’ll have drinks & dinner in Kansas 
City’s popular 18th & Vine neighborhood. After dinner, we’ll get the 
chance to see two great museums in one location - The American Jazz 
Museum and the Negro Leagues Baseball Museum.. Additional guests 
are $199 each. Dress is casual. Buses will board at 5:15 pm and depart 
at 5:30. Please be on time to avoid being left behind.

Thursday, October 21, 2021
7:00 - 8:00 am CT Breakfast Sponsored by Mechdyne

8:00 am - Noon CT  Center Tour Day - Cerner & T-Mobile
The proverbial icing on the cake: Tour Day! Our final half-day features the newly renovated T-Mobile Briefing Center and the new-
ly-built Cerner Briefing Center. All in-person conference participants will see both centers. We’ll return to the hotel by noon. Note: We 
are hoping to arrange a partial Tour Day content for remote conference participants, but can’t guarantee that at this time. 

Cerner - Cerner’s Experience Center is a state-of-the-art, 120,000 square foot execu-
tive briefing center that offers highly personalized and dynamic experiences which show-
case the healthcare company’s unique story. Each engagement is meticulously planned 
and executed to align with the clients’ imperatives and business needs. From engaging 
experiences to exemplary meeting rooms, this innovative environment is designed to 
ignite creativity, evoke collaboration and prompt experiential learning. Immersive experi-
ences feature holographic displays, a wrap-around cinema, touchscreen displays and an 
interactive 3D community table. Each meeting space includes cutting-edge technology 
to seamlessly enhance collaboration and provide in-depth demonstrations of Cerner’s 
solutions and services. Unique and flexible dining areas offer exceptional culinary and 
happy hour experiences for groups of all sizes.

      = Hybrid
      = In-Person 



8:00 am - Noon CT Center Tour Day Continued

T-Mobile - The T-Mobile Executive Briefing Center in Overland Park, Kansas is one of 
three national centers that supports critical customer conversations through a com-
fortable, engaging and tech-forward environment.  Located on the T-Mobile “second 
headquarters” campus, the recently renovated 18,000 square foot facility provides three 
briefing rooms, a demonstration space that includes live broadcast capability for virtual 
and hybrid briefings, a flexible multi-purpose Rotunda along with staff and technology 
support spaces. Building on Sprint’s 20+ year briefing center history, including being 
honored with ABPM Program of the Year in 2014, the new T-Mobile program creates 
tailored executive experiences that enable T-Mobile for Business to connect with 
prospects, customers and strategic partners in an immersive environment to generate 
demand and accelerate pipeline.

Thursday, October 21, 2021

Logistical Information
COVID-19 In-Person Attendance Policy 
If registering as an in-person conference participant, you are acknowledging that you will be fully vaccinated by the dates of the con-
ference and will be required to show proof of vaccination (card or photo) at event check-in. You also understand that an inherent risk 
of exposure to COVID-19 exists in any public place where people are present. By attending the conference, you voluntarily assume 
all risks related to exposure to COVID-19 and agree not to hold McCreery Inc. dba ABPM or any of their affiliates, directors, officers, 
employees, agents, contractors, or volunteers liable for any illness or injury.

Conference Fee 
The price for Fall Workshop Series registration is $1095 for members and $1345 for non-members. These in-person prices are Ear-
ly Bird rates and will increase to $1245 and $1495 respectively after Friday, August 23rd. The price for remote attendees is $795 for 
members and $1045 for non-members. Prices will increase to $945 and $1195 respectively after the Early Bird rate expires on Friday, 
August 23rd. Entrance is limited to briefing professionals or Supplier Members only - vendors must be recommended Supplier Mem-
bers to attend ABPM events. To register for remote attendance, please use the promo code “HYBRID” during registration. ABPM 
accepts Visa, Mastercard, American Express, Check, or Wire Transfer.

Multiple Registrant Discount 
To receive the discount code for 10% off each registration fee when four (4) or more people from the same company will attend, please 
email info@abpm.com.

New Membership/Registration Bundle Deal 
Receive the first year of membership free with non-member rate conference registration! This offer is only available to those who have 
never been ABPM members. Main Supplier members do not qualify for this offer, however additional employees from a current Supplier 
Member company are eligible.

Dress 
Business casual throughout for in-person participants. For remote participants, casual and plan to turn your webcams on - this will be 
particularly important as workshop leaders work to make sure both remote and in-person participants are fully involved in conversations 
and activities. We recommend layered clothing for both environments as meeting rooms may vary in temperature ;-).

Conference Hotel
The Fontaine, located at 901 W. 48th Place, Kansas City, MO 64112, is the primary location of the 2021 ABPM Fall Workshop Series. 
Reservations within the ABPM room block can be made here. The $189 rate is available on a first-come, first-served basis, and based 
on availability until cut-off date (September 28, 2021). However, once all rooms blocked at the conference rate are booked, regular 
rates will be charged. Book early!

Payment & Cancellation Policy 
To receive the Early Bird Rate, registration fee must be paid by Friday, August 20, 2021. You are registered at the time of email confir-
mation of ABPM’s receipt of your registration form. Due to commitments for catering and transportation, we regret that we are unable to 
issue refunds/credits or void outstanding invoices for cancellations received after Friday, September 17, 2021. However, substitutions 
may be made at any time. Cancellation and substitution notices must be received via email to info@abpm.com. To assure admittance, 
registration fees must be paid prior to Friday, October 15, 2021.

“I loved the ability & willingness everyone had in sharing the best practices they utilize. Even if they were competitors 
in the market - this did not get in the way of some great conversations!!” - Tena Black, Dell Technologies, 2019 Fall 
Workshop Series (In-person)

https://be.synxis.com/?adult=1&arrive=2021-10-17&chain=8708&child=0&currency=USD&depart=2021-10-22&group=ABPM101521&hotel=75094&level=hotel&locale=en-US&rooms=1


ABPM gratefully acknowledges the following Sponsors whose generosity is 
contributing to the success of  the 2021 Fall Workshop Series.

Silver Level Sponsors

Gold Level Sponsors

Questions?  Call +1 214-389-0990 or email info@abpm.com.  Registration is available online at www.abpm.com
ABPM   PO Box 141079   Dallas, TX 75214  +1 214-389-0994  Fax: +1 972-362-1072

Platinum Level Sponsors


