


2:00 - 5:30pm Conference Check-In - Pre-Function Space
MyABPM App and ABPM.Events Platform sponsored and provided by The CXApp, 
an Inpixion Company; Attendee Wifi sponsored by BriefingEdge

5:00 - 6:00pm Newcomer’s Orientation - McCoy B        
   Sponsored by Derse

Welcome, Fall Class of 2022 (we’ll explain this at the orientation)! This orientation 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.

6:00 - 8:00pm Opening Welcome Reception - Parker Dining Room, 7th Floor
Kick off the week relaxing and enjoying drinks and heavy hors d’oeuvres with fellow members. 

8:00 am   Breakfast - Parker Dining Room, 7th Floor
9:00 am - 4:00 pm Full Day Workshop

•	 Characteristics	of	World	Class	Briefing	Programs	(full	day	workshop;	CCC)	-	McCoy	A
 Candie Hurley, Trainer, Coach, and Consultant, GoProBriefings.com

9:00 am - Noon Morning Workshops
•	 Evolving	Your	Program	with	Advanced	Metrics	and	Analytics	(ACC)	-	Nichols	B
 Stacy Cummings, Director, Marketing Events and Customer Programs, Verizon
•	 How	the	Center	Represents	the	Brand	(ACC)	-	McCoy	B
   Tim Larson, Design Principal, Downstream

Noon   Lunch - Parker Dining Room, 7th Floor Sponsored by Dimensional Innovations

1:00	pm	-	4:00	pm	 Afternoon	Workshops
•	 Developing	Your	Strategic	Marketing	Plan	(ACC)	-	Nichols	B John Panek, Sr. Manager North 

America Executive Briefing Program & Experience Centers, Zebra Technologies
• The Future of Hybrid - McCoy B Andrew Hahm, Director, Global EBC Program and Customer 

Advocacy, Teradata, and Laurent Picot Director EMEA Salesforce Innovation Centers

5:00pm   Free Evening 
Tuesday evenings at ABPM conferences are the perfect time to network and we’re in a great area of Kansas 
City! We’ll include suggestions for area shopping and dining in your MyABPM conference app.

Tuesday, October 11, 2022

Monday, October 10, 2022

A	Message	from	ABPM’s	President,	Elizabeth	Simpson
One of my favorites, this educational ABPM event is a more intimate group (a maximum of 130 attend-
ees) and allows participants to touch high-interest topics in an in-depth way. Participants will choose up 
to four topics, over two days, to study with your colleagues. On Thursday morning, we’ll enjoy the always 
popular Tour Day featuring Cerner and T-Mobile.

Competency Curriculum - The Competency Curriculum is intended to benefit those briefing profes-
sionals working to develop their careers in the briefing profession. ABPM is pleased to continue offering 
these courses focusing on the training and development of briefing professionals at this Fall Workshop 
Series: three Core Competency Courses covering the basic developmental requirements of the briefing 
profession, and six Advanced Competency Courses. Advanced courses do not require completion of the 
core courses and can be taken at any time. Core Competency Courses are indicated in this brochure 
with “Core Competency Course (CCC)” and advanced with “Advanced Competency Course (ACC)”. 
ABPM maintains records of completion (members can monitor their records via their online profiles). 

Once you’ve completed either level, ABPM will apply credit to your ABPM member profile and provide you with a digital certificate of 
completion. Questions? Call us at +1-214-306-0115 or email info@abpm.com. We look forward to seeing you soon in Kansas City!

https://www.abpm.com/competencycurriculum
mailto:info%40abpm.com?subject=


Wednesday, October 12, 2022
8:00 am  Breakfast - Parker Dining Room, 7th Floor Sponsored by Nexus

Wednesday Workshops
9:00 am - Noon Morning Workshops

•	 World	Class	Customer	Experience	(CCC)	-	Nichols	B
  Candie Hurley, Trainer, Coach, and Consultant, GoProBriefings.com
•	 Briefing	Program	Operations	for	The	Next	Chapter	of	Your	Program	(CCC)	-	McCoy	B
  Dave Rogers, Director of Global Operations, Microsoft and Darby Mason-Werner, Senior Director, Client 

& Partner Strategy, The CXApp, An Inpixon Company
•	 Developing	and	Training	Your	World	Class	Team	(ACC)	-	Nichols	C Nathan Pisik, Global 

Head of Content & Messaging Strategy, Google Cloud Executive Briefing Program

Noon   Lunch - Parker Dining Room, 7th Floor Sponsored by Mandel Communications

1:00	pm	-	4:00	pm	 Afternoon	Workshops
•	 Sales	Team	Engagement	Strategies	(ACC)	-	Nichols	C
 Ellen Barnes-Pfiffner, Consultant, EBP Business Consulting 
•	 Your	Program’s	Strategic	Business	Plan	(ACC)	-	Nichols	B	
 Pamela Evans, Principal and Consultant, GoProBriefings.com
•	 Brainstorming	the	Briefing	World	of	the	Future	-	McCoy	B 
 Sid van Wijk, EBC Program Lead, and Amanda Løvgren Fellov, CAB Program Manager, both of Miro

5:20	pm		 An	Evening	on	18th	&	Vine:	The	American	Jazz	Museum	&	Negro	Leagues	
Baseball Museum - Lobby

 Included in your registration fee, we’ll have drinks & dinner in Kansas City’s popular 18th & Vine neighbor-
hood. After dinner, we’ll get the chance to see two great museums in one location - The American Jazz Mu-
seum and the Negro Leagues Baseball Museum. Additional guests are $199 each. Dress is casual. Buses 
will board at 5:20 pm from the lobby and depart at 5:30. Please be on time to avoid being left behind.

Thursday, October 13, 2022
6:45	am	 	 Grab-N-Go	Breakfast	-	Nichols	AB

Breakfast sandwiches, fruit, yogurt, coffee, water, and juice will be available for you to enjoy prior to depar-
ture. 

7:20 - Noon   Center Tour Day 
The proverbial icing on the cake: Tour Day! Our final half-day features the newly renovated T-Mobile Brief-
ing Center and the newly-built Cerner Experience Center. All conference participants will see both centers. 
You’ll find a Tour Day schedule in the e-content section of your MyABPM app. Please board the bus number 
indicated on your badge. We’ll depart from the lobby and return to the hotel by noon.

100% of 2019 (in-person) and 100% of 2021 Fall Workshop Series (virtual) participants said they were likely or ex-
tremely likely to recommend the conference to a colleague. 



Characteristics	of	World	Class	Briefing	Programs	-	McCoy	A
Tuesday,	October	11:	9:00	am	-	4:00	pm	(FULL	DAY)	Workshop

Candie	Hurley,	Trainer,	Coach,	and	Consultant,	GoProBriefings.com
Core	Competency	Course	(CCC)

The ABPM’s white paper, “Characteristics of a World-Class Briefing Program,” is the roadmap to achievement of World-Class for brief-
ing programs worldwide. In this workshop, we’ll explore each of the four categories of Management, Operations, Customer Experience 
and Analytics in-depth, discussing current examples of World Class for each characteristic.

Who	Should	Attend
This workshop is for a wide audience: experienced managers who want to reinvigorate their Briefing Program, new managers looking 
for the basic building blocks for a Briefing Program, briefing staff who wish to build a career in the profession, and any briefing profes-
sional who aspires to achieve a truly World Class level of excellence!

Course Outline
In-depth review of each of the World Class Characteristics by category.
•  For each Characteristic
 o  What is it?
 o  Why is it important?
 o  Examples of World Class achievement in previous winning programs
•  World Class Awards submission process
•  Identifying high value / high impact initiatives
•  Developing your action plan

Course Deliverables
•  Whitepaper – Characteristics of World Class Briefing Programs
•  ABPM Core Competency Course (CCC) credit

Note: This is a full-day program. Participants registering for this course will not select an afternoon course.

Evolving	your	Program	with	Advanced	Metrics	and	Analytics	-	Nichols	B
Tuesday, October 11: 9:00 am - Noon

	 Stacy	Cummings,	Director,	Marketing	Events	and	Customer	Programs,	Verizon
Advanced	Competency	Course	(ACC)

Effectively quantifying and communicating value and impact is critical to meeting the needs of your key stakeholders and ensuring the 
long-term viability of your program. In this class, we will explore the essential metrics every briefing program should track, discuss ways 
to gain insights through data visualization, and demonstrate effective methods of communicating with your executive sponsors.

Who	Should	Attend
Professionals charged with developing or evolving a world-class analytics system for their program.

Course Outline
•  Essential briefing program metrics    •     Advanced Analytics
 o Identifying your objectives           o Utilizing Machine Learning, Predictive Analytics and Bots
 o Identifying your audience     •     Addressing your executive sponsors
 o Identifying & prioritizing data sources          o Gaining executive buy-in with an 
 o Leveraging ABPM’s World Class Characteristics for measurement         evidence-based approach
 o Establishing your Key Performance Indicators and program metrics    o Tailoring your message and metrics
• Gaining insights through data visualization          o Best practices & Case Studies
 o Tools of the trade      •    Q&A
 o Snapshots vs. Trends vs. Forecasts
 o Data-driven decision making
 o Creating a custom dashboard

Course Deliverables
•  Workshop slides
•  An understanding of potential new processes and tools as well as steps for implementation and lessons learned from workshop 

leader and attendees.
•  ABPM Advanced Competency Course (ACC) credit



“I loved the opportunity to meet and network with other briefing program managers who are navigating a complex time 
in our industry.” – Lisa Hansen, Illumina, 2021 Fall Workshop Series

How the Center Represents the Brand - McCoy B
Tuesday, October 11: 9:00 am - Noon
Tim Larson, President, Downstream
Advanced	Competency	Course	(ACC)

This important workshop explores the role of the Center as a representation of your company’s brand. The workshop specifically in-
forms a program’s World Class journey focusing on the characteristic Customer Experience 5 (“A program experience strategy delivers 
an experience of your corporate brand and culture.”)

Who	Should	Attend
Briefing Professionals who may have a Center Project, whether refresh or build, in their future. And briefing teams who want to better 
understand the Center’s role in representing the corporate brand, particularly in terms of how it contributes to a World Class customer 
experience.

Course Outline
•  Customer Experience 5: A program experience strategy delivers an experience of your corporate brand and culture.

• How do you bring your company values to life in the customer experience?
• How do you tailor your messaging to create a targeted customer experience?
• What is your master plan for the messaging within the various areas of your center?
• How do you work with corporate marketing to ensure that messaging in the center is aligned with the corporate business strate-

gy and brand?
• Do you have various scripted “visit choreographies”?
• Is there a cohesive art direction to the overall “look & feel” of your center / experience?
• What is your content management strategy / methodology to refresh content?

Course Deliverables
• ABPM Advanced Competency Course (ACC) credit
• Copies of workshop presentation materials, sample templates, checklists and resources

Developing Your Strategic Marketing Plan - Nichols B
Tuesday, October 11: 1:00 - 4:00 pm

John	Panek,	Sr.	Manager	North	America	Executive	Briefing	
Program	&	Experience	Centers,	Zebra	Technologies

Advanced	Competency	Course	(ACC)

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 session will provide the architecture for creating a marketing plan that is both structured and flexible enough to change 
as your program evolves. We will discuss the value that a marketing plan brings to briefing programs and share examples. Through 
best practice sharing, discussion and dialogue you’ll come away with an understanding of a variety of approaches to this ongoing chal-
lenge and with ideas you can implement right away.

Who	Should	Attend	
Experienced briefing managers wishing to inject creative ideas into their established programs and new managers who want to jump 
start their program marketing.

Course Outline
• The Value Proposition of Marketing: It’s not just about booking more briefings
• MarCom Matrix: A tool to architect and track your communications plan
• The Why, Who, What, When, How and How Much of Marketing and Communications
• Creative strategies and tactics for programs of all sizes
• Group Best Practices: Your examples of marketing materials and best practices
• Examples of world class strategic marketing plans

Course Deliverables
• Workshop slides
• “Marketing your Program” Reference Materials
• ABPM Advanced Competency Course (ACC) credit



The Future of Hybrid - McCoy B
Tuesday, October 11: 1:00 - 4:00 pm

Andrew	Hahm,	Director,	Global	EBC	Program	and	Customer	Advocacy,	Teradata	
and	Laurent	Picot,	Director	EMEA	Salesforce	Innovation	Centers							                                                                             

Like it or not, the forced flexibility of today’s environment demands we all be ready to deliver hybrid effectively. And customers and sales 
teams are expecting you to deliver at the same level as your in person and virtual offerings. But hybrid is complicated! And though it’s 
advancing quickly, the technology is often not quite where we need it to be to equal an in-person or virtual experience. Your ideal hybrid 
offering really depends on what makes the most sense for your program. We’ll hear from two programs that are accomplishing hybrid 
briefings at a high level - one with demos and the other without. Then we’ll work together to envision what’s in the near future in key 
categories of hybrid. There’s a lot to unpack and discuss!

Who	Should	Attend
Any member of the ABPM Community who is working to improve their hybrid offering and/or making sure their program is on the lead-
ing edge.

Course Outline     Course Deliverables
1. Case Studies     •      Course slides
 • Hybrid without demos   •      Digitized notes
 • Hybrid with demos
2. The future of hybrid with regard to...
 • Storytelling
 • Physical Space
 • Software & Technology
 • Program Considerations
 • Demos

“It was great having tracks across all aspects of World Class 
Program Characteristics so there is something for everyone.” – 
John Panek, Zebra Technologies, 2021 Fall Workshop Series 

World Class Customer Experience - Nichols B
Wednesday, October 12: 9:00 am - Noon

Candie	Hurley,	Trainer,	Coach,	and	Consultant,	GoProBriefings.com
Core	Competency	Course	(CCC)

In this session we will take a deep look into the specific criteria in the World Class category of Customer Experience, reflecting the ele-
ments of the briefing day itself. We’ll explore why each of the five characteristics in this category; are important to the customer experi-
ence and discuss specific examples of how companies are achieving world class in that category.

Who	Should	Attend
This workshop will be of interest to all briefing professionals and especially those considering submitting for the 2022 World Class 
awards.

Course Outline
Review of each of the 5 characteristics of Customer Experience.*

1. A high level of customization is achieved for each briefing.
2. A comprehensive customer engagement strategy enhances the total customer experience before and during the briefing.
3. Briefings are facilitated by a trained professional in order to deliver dynamic, interactive, highly customer-centric experiences.
4. Voice of the Customer (VOC) captured during briefings informs larger corporate VOC initiatives, which may shape solutions devel-

opment and business strategy.
5. A program experience strategy delivers an experience of your corporate brand and culture.

* Discussion of specific examples for benchmarking your program in each characteristic.

Course Deliverables
• A deeper understanding of this category of World Class.
• Ideas for how to enhance your program’s Customer Experience.
• Strategic and tactical examples of World Class Customer Experience.
• ABPM Core Competency (CCC) Credit



Briefing	Program	Operations	for	The	Next	Chapter	of	Your	Program	-	McCoy	B
Wednesday, October 12: 9:00 am - Noon

Dave Rogers, Director of Global Operations, Microsoft and Darby Mason-Werner, 
Senior	Director,	Client	&	Partner	Strategy,	The	CXApp,	An	Inpixon	Company

Core	Competency	Course	(CCC)

Building a successful new Briefing Program, or taking your existing program to the next level of excellence, requires thoughtful consid-
eration of many elements. Establishing well-defined processes and implementing operational tools can help focus your program on the 
most important aspects of creating a successful customer engagement. This workshop is designed to provide briefing professionals 
with ideas, techniques, and best practices that support the strategies of a World Class program.

Who	Should	Attend
All briefing professionals who want to strengthen their program by adopting tried and true best practices to enhance their engagement 
strategy and ensure a higher level of customer satisfaction.

Course Outline
Pre-Briefing Planning
•  Briefing Preparation – setting expectations/requirements and aligning all internal participants
•  Customer Communication – knowing when/how to engage with valuable information
•  Discussion Leaders – building a strong and well-prepared community
•  Vendors - establishing reliable partnerships
During-Briefing Experience
•  Customization – offering a personalized experience for each guest
•  Automation – improving briefing team efficiency
•  Facilitation – ensuring a smooth and impactful briefing while staying flexible
•  Lasting Impressions – creating long term relationships and building trust
Post-Briefing Measurements & Reporting
•  Follow-up – defining effective touchpoints
•  Feedback – gathering meaningful data
•  Reporting – producing relevant measurements for all interested parties
•  Sales Closure – validating effectiveness

Course Deliverables
• Actionable ideas for operationally enhancing your briefing program
• Example templates and checklists as well as available resources
• ABPM Core Competencies Course (CCC) credit

Developing and Training Your World Class Team - Nichols C
Wednesday, October 12: 9:00 am - Noon

Nathan	Pisik,	Global	Head	of	Content	&	Messaging	Strategy,	Google	Cloud	Executive	Briefing	Program
Advanced	Competency	Course	(ACC)

Understanding and embracing effective management skills and practices are critical to increasing the influence and accountability of 
your program internally and with your customers. In this multi-discipline workshop, you will collaborate with other Briefing Program 
Leaders and learn the process/methodology for establishing a practical Competency Model to train and inspire knowledgeable, versa-
tile, and high-performing Briefing Professionals.

Who	Should	Attend
• Briefing Program Leaders, and their Team
• Briefing Program and Sales Executive leaders in strategy and innovation
• Applicable to Briefing Programs of all sizes and industries

Course Outline
• Develop a core curriculum/competency model designed to transform Briefing Program Professionals from “Order-Takers and Event 

Planners” into truly influential and dynamic Briefing Consultants.
• Grow the size and significance/resonance of your Programs - consistently enhancing quality and impact.
• Collaborate with other Briefing Program Thought-Leaders in creative and interactive breakout sessions to discover new innovative 

best-practices for your Team.
• Empower Briefing Program Professionals with the skills to communicate with, and provide consultative value, to Sales Teams, Inter-

nal Leaders, and key customer stakeholders.
• Attract, Hire, Inspire, and Retain a world-class Briefing Team.

Course Deliverables
•  Actionable plans
•  Course slides
•  ABPM Advanced Competency Curriculum (ACC) Credit



Sales Team Engagement Strategies - Nichols C
Wednesday, October 12: 1:00 - 4:00 pm

Ellen	Barnes-Pfiffner,	Consultant,	EBP	Business	Consulting
Advanced	Competency	Course	(ACC)

Is your Briefing Program holding briefings for the most significant business opportunities?  The Big Deals? Centers are built, doors are 
open and the briefing team is busy responding to all the requests. The briefing program is the primary Sales and Marketing tool for your 
company. How can you be certain that the program is being leveraged and utilized correctly?  You know it is a best in class practice to 
strategically engage account managers but that is easier said than done!  Many of our sales organizations are comprised of national, 
global, enterprise, regional, big, medium, small, cloud, big data, security, wireless, professional services, and vertical industry account 
managers.  To add to the puzzle many companies also sell through partners, distributors, VARs, OEMs, etc. [Note: partners, distribu-
tors, VARs, OEMs, etc. are also briefing customers by themselves.]  To round out the complexity, the sales divisions and regions are 
managed by VPs who operate with different bonus plans, processes, and hot buttons. Where should you begin? This workshop is open 
to professionals who want to better understand proven ways of engaging sales.

Who	Should	Attend
This “hands-on” workshop is designed to provide briefing professionals best-in-class examples and actionable steps to ensure that you 
have right customer is in the right seat, at the right time!

Course Outline
• Understanding the structure and motivating factors of your sales organization
• Developing your engagement strategies
• Implementing tools and developing collateral
• Communicating the plan 

Colleagues will share best practices that can help all participants start a conversation with their briefing team to institute or develop a 
comprehensive sales engagement strategy as defined in the Characteristics of World Class Briefing Programs.

Course Deliverables
• Course slides
• ABPM Advanced Competency Course (ACC) credit

“Excellent conference with relevant content related to various modern-day challenges!” – Rashmi Dhruvakumar, Intel, 
2021 Fall Workshop Series

Your Program’s Strategic Business Plan - Nichols B
Wednesday, October 12: 1:00 - 4:00 pm

Pamela	Evans,	Principal	and	Consultant,	GoProBriefings.comPamela	Evans,	Principal	and	Consultant,	GoProBriefings.com
Advanced	Competency	Course	(ACC)

Every Briefing Program needs a guiding document that outlines the unique value you bring to the business and articulates your plan 
to make it happen. It’s your “go-to” document to orient your new upline manager, recruit strong additions to your team, articulate your 
mission to the extended team of stakeholders that help you make magic happen every day, and more comfortably say “no” to requests 
that are outside your scope.  In this workshop, you’ll work through a Business Plan Workbook to begin creating your actual plan and 
outlining your strategy for success.

Who	Should	Attend
This workshop is recommended for managers who are establishing, refreshing, or “re-inventing” their Program.

Course Outline
• Why have a business plan
• Strategic Vision
• Clarifying your Mission
• Value Proposition
• Commitments to the Business/Key Objectives and KPIs
• Resources
• Required Competencies
• A Training Plan
• Your Operations Plan
• Quality Measures
• Stewardship Reports

Course Deliverables
• An outline of the essential elements of a strategic business plan
• Examples of Business Plan content
• ABPM Advanced Competency Course (ACC) Credit



Brainstorming	the	Briefing	World	of	the	Future	-	McCoy	B
Wednesday, October 12: 1:00 - 4:00 pm

Facilitated by Sid van Wijk, EBC Program Lead and 
Amanda	Løvgren	Fellov,	CAB	Program	Manager,	both	of	Miro

Though the foundational purpose of briefing programs has largely stayed the same over these last few tumultuous years, the how has 
changed dramatically. In this transitional year, as we move back to life as we knew it…but different… let’s take a few hours to consider 
what’s coming. In this workshop, we’ll hear from ABPM thought leaders about what they think is down the road in technology and four of 
the World Class categories, and we’ll have a facilitated discussion around those ideas. Then, we’ll break into groups to brainstorm how 
we can be proactive and take full advantage of coming change. This workshop will be highly interactive so plan to roll up your sleeves, 
put on your thinking cap, and dive in to thinking big about the future of briefing programs. Note: Please bring your laptop, tablet, or 
phone to this workshop (in that order of preference).

Who	Should	Attend
ABPM-ers who have interest in futures discussions. 

Course Outline
1. Thought Leader Insights and Group Discussion: What are the short & long-term opportunities, challenges, 
 and possible scenarios in the following categories?
 • Management
 • Operations
 • Customer Experience
 • Analytics
 • Technology
2. Round-robin brainstorming: What tools and solutions will help us be prepared for — and make the most of — the future in each of 

these categories?
 • Management
 • Operations
 • Customer Experience
 • Analytics
 • Technology
3. Group discussion: Key takeaways and next steps

Course Deliverables
•  Digitized notes for each of the above categories

5:20 - 9:30 pm - Lobby 
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 5:20 pm from the Fontaine’s lobby and depart at 
5:30. Please be on time to avoid being left behind.



Thursday, October 13, 2022
6:45	am	 Grab-N-Go	Breakfast	-	Nichols	AB

Breakfast sandwiches, fruit, yogurt, coffee, water, and juice will be available for you to enjoy (and take if needed) prior 
to departure. 

7:20 - Noon  Center Tour Day - Cerner and T-Mobile
The proverbial icing on the cake: Tour Day! Our final half-day features the newly renovated T-Mobile Briefing Center 
and the newly-built Cerner Experience Center. All conference participants will see both centers. You’ll find a Tour Day 
schedule in the e-content section of your MyABPM app. Please board the bus number indicated on your badge. We’ll 
depart from the lobby and return to the hotel by noon.

Cerner - The Cerner Experience Center is a state-of-the-art, 120,000 square foot 
executive briefing center that offers highly personalized and dynamic experienc-
es which showcase 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 experiences feature holographic displays, 
a wrap-around cinema, touchscreen displays and an interactive 3D community ta-
ble. Each meeting space includes cutting-edge technology to seamlessly enhance 
collaboration and provide an in-depth demonstration of Cerner solutions and ser-
vices. Unique and flexible dining areas offer exceptional culinary and happy hour 
experiences for groups of all sizes.

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 comfortable, 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 experi-
ences that enable T-Mobile for Business to connect with prospects, customers 
and strategic partners in an immersive environment to generate demand and 
accelerate pipeline.

“The fall conference provides an excellent opportunity for you and your team to hone their skills and identify new best 
practices to build into your plan for taking your program to the next level. I’m always pleased to find I leave affirmed in 
my program’s strengths, a bit humbled at the opportunities, and inspired with new ideas.” 
- Anonymous Survey Comment



Logistical Information
COVID-19	In-Person	Attendance	Policy	
You acknowlede that you will be fully vaccinated by the dates of the conference 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 Workshops Series registration is $1095 for members, $1345 for non-members (briefing professionals or employees 
of Supplier Member companies only - vendors must be Supplier Members to attend ABPM events). All above prices are Early Bird 
prices. After August 23 the member rate will increase to $1245 and the non-member rate will increase to $1495. During registration, 
you can pay with credit card (ABPM accepts Mastercard, Visa, American Express or Discover) or, if you are a member, you can cre-
ate an invoice to submit to your AP department.

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.

New! Conference	Workshop	Content	available	to	all	conference	participants	via	the	ABPM.Events	platform	
Workshop slides and additional content provided to ABPM by workshop leaders will be available via a “PDF Content” button under 
the workshop listing. Conference registrants will receive an email notification that the conference agenda is available for viewing in 
the ABPM.Events platform approximately one week prior to the conference. Please email info@abpm.com if you don’t receive that 
email by Wednesday, October 5th.

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 (Septem-
ber 28, 2021). However, once all rooms blocked at the conference rate are 
booked, regular rates will be charged. Book early!

Suggested	Airport	and	Parking	
The Fontaine is approximately 30 minutes from Kansas City International 
Airport. Uber/Lyft or Taxi is recommended. Self-overnight parking is $25 and 
valet is $28.

Dress
All activities are business casual. Layered clothing is recommended.

Payment	&	Cancellation	Policy
To receive the Early Bird Rate, registration fee must be paid by Friday, August 26, 2022. 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 16, 2022. However, substi-
tutions 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 7, 2022.

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

http://ABPM.Events
https://be.synxis.com/?adult=1&arrive=2022-10-08&chain=8708&child=0&currency=USD&depart=2022-10-16&group=ASSN101522&hotel=75094&level=hotel&locale=en-US&rooms=1
https://be.synxis.com/?adult=1&arrive=2022-10-08&chain=8708&child=0&currency=USD&depart=2022-10-16&group=ASSN101522&hotel=75094&level=hotel&locale=en-US&rooms=1


ABPM gratefully acknowledges the following Sponsors whose generosity is 
contributing to the success of  the 2022 Fall Workshop Series.

Questions?  Call +1-214-306-0115	or	email	info@abpm.com.		Registration	is	available	online	here.
ABPM   PO Box 141079   Dallas, TX 75214   +1-214-389-0994

Platinum Level Sponsors

Envoy

Gold Level Sponsors

Silver Level Sponsors

Bronze Level Sponsor

https://www.abpm.com/ev_calendar_day.asp?date=10%2F10%2F22&eventid=71

