


10:00-10:45 am CT New Conference Platform Orientation & Networking Sponsored by Derse 
 Come learn about the new conference platform we’ll debut at this conference! Explore the new features, 

network with fellow conference participants, and help us welcome the Fall Class of 2021 (if you’re a 
first-timer, we’ll explain!).

11:00 - 11:50 am CT General Session Panel: Navigating the Unexpected 
 Challenges of Returning to Centers Sponsored by Dimensional Innovations
 We’re all ready to get back to our centers and, once again, welcome customers in person. And though 

we’ve been thoughtfully planning how we’ll manage virtual and hybrid offerings on top of in-person brief-
ings, some unexpected considerations have come up as we dip our toes into bringing customers back 
to our centers. Are 3rd party vendors (catering, janitorial, security) as ready as we are to provide a high 
touch experience? What if customers aren’t returning as quickly as we’d like? And do we need to re-train 
or refresh our program teams after nearly two years away? We’ll hear from Program Managers who have 
faced these unexpected challenges and are finding solutions.

12:00 - 1:00 pm CT  Sponsor Celebration Demos & Case Studies
 Looking for a vetted vendor who can help you with a specific need? The Sponsor Celebration will offer 

an opportunity to attend live “Demos and Case Studies” in three time slots with multiple demos and case 
studies each. More than one you want to attend in the same time slot? No trouble! All demos and case 
studies will be recorded and will remain available for viewing indefinitely! And, of course, there are prizes 
– visit a demo or case study and be eligible for the prize that Sponsor is giving away!

Tuesday, October 19, 2021
10:00 am - 12:00 pm CT Workshops (Choose one during online registration)
Characteristics of World Class Briefing Programs for Future Briefing Programs (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 achievement 
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, Custom-
er Experience, and Analytics through the lens of that reality.

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 company. 
How can you be certain that the program is being leveraged and utilized to the best advantage – particularly during this tumultuous 
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 appro-
priate level of internal and external executives, discussion leaders, and peer-to-peer participants? We’ll discuss 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 to Come Together Virtually as we Plan to Transition Back to Centers

Well, being flexible is the name of the game these days and, though we were looking forward to seeing 
you in person this year, we’re pleased that shifting to fully virtual will allow all conference participants to be 
part of networking conversations and make timing better for the global ABPM community. Each work-
shop this year will focus on briefing professional career development with an emphasis on working 
together to address the many challenges - and opportunities - ahead for briefing program teams 
during this important time of transition. For the six Core Curriculum and three Advanced Curriculum 
workshops offered, you’ll receive credit with full participation in the three workshops you choose during on-
line registration. Members can monitor their records via their ABPM.com member profiles. Then, after the 
event, starting Tuesday, October 26th, the CXApp virtual platform, which all conference participants will 
have access to, will allow all registrants to watch recordings of all 12 workshops. And here’s the best part 
- the new platform allows conference participants access to recordings indefinitely. We’re looking 
forward to seeing you virtually in October!

100% of 2020 Virtual Fall Workshop Series participants said they were satisfied or extremely satisfied with the 
2020 Fall Workshop Series.

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


10:00 am - 12:00 pm CT Workshops Continued (Choose one during online registration)
Your New Strategic Marketing Plan: Building or Revising It for the Future of Briefings (ACC)
Ann Benett,President, and Pamela Evans, Independent Consultant & Coach, both of 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 offering 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 foundations 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 insights and to active-
ly 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. 

12:15 - 1:00 pm CT     Post-Workshop Networking: Regions Sponsored by Envoy (formerly Leviathan)
Network with new and old friends from your region of the world and share your ‘aha’ moments from the workshop you just attended! 
Simply click on your region from the agenda to join the conversation. Post-workshop networking sessions will not be recorded. Tuesday 
groups will be:

• West Coast Programs  •        Mid-US Program   •       Hang Out & Open Discussion
• East Coast Programs  •        EMEA and APAC Programs

Wednesday, October 20, 2021
10:00 am - 12:00 pm CT Workshops (Choose one during online registration)
Building and Positioning Effective Business Cases for the Changes Ahead (CCC)
Ann Benett,President, and Pamela Evans, Independent Consultant & 
Coach, both of Benett Communications
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 aspects of your 
program. Some of those adjustments will require buy-in from your leader-
ship and management team. When you suggest 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 knowl-
edge 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 platforms and technolo-
gies 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.

Best Practices for Ever-Evolving Virtual Briefings 
Sid van Wijk, Program Lead, NetApp Cloud Breweries and Andrew Hahm, Senior Briefing Manager, Americas, NetApp
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 discussions into 
customer experiences that rival in-person briefings. But nothing is standing still. Ideas for creative and effective ways to engage custom-
ers continue to push us into new ways of thinking about what virtual briefings can accomplish. What tools and techniques can we use to 
help us connect authentically with our customers - in a way they’ll remember - while still remaining laser-focused 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.

Tuesday, October 19, 2021

100% of 2020 Fall Virtual Workshop Series partic-
ipants said they were likely or extremely likely 
to recommend the conference to a colleague 
(84% of participants responded they were ex-
tremely likely to recommend the conference).



Wednesday, October 20, 2021
10:00 am - 12:00 pm CT 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 CX-
App, 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.

12: 15 - 1:00 pm CT Post-Workshop Networking: High Interest Topics Sponsored by Signet
Network with new and old friends to explore high interest topics and share your ‘aha’ moments from the workshop you just attended! 
Simply click on the agenda topic of your choice to join the conversation. Post-workshop networking sessions will not be recorded. 
Wednesday topics will be: 

• Creating Deeper Connections with Customers during Virtual & Hybrid Briefings 
• Staffing Your Program for the Next Normal    
• Creating & Communicating Briefing Service Levels for Virtual & Hybrid Briefings 
•       Managing Customer Communications & Diplomacy around Covid protocol requirements
• Hang Out & Open Discussion  

Thursday, October 21, 2021
10:00 am - 12:00 pm CT 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. Open-
ing 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 support 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.

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, assembling 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. 

Foundational Metrics for More Complex Briefing Programs (CCC)
Kelly DeRoche, Speaker’s Bureau Lead, Customer Advocacy & Insights, Google
Prior to Covid, metrics was already a huge topic that could be overwhelming to many briefing program teams. And the COVID-induced 
warp-speed evolution of briefing programs into exponentially more complex organizations has only exacerbated the challenge of mea-
suring 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.

“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 Virtual Fall Workshop Series



Thursday, October 21, 2021
10:00 am - 12:00 pm CT Workshops Continued (Choose one during online registration)
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. Using the ‘Consider-
ations of Hybrid Briefings’ white paper as a guide, Elizabeth, who has been leading the Hybrid Briefings Task Force effort, and Renée, 
who has been managing various forms of hybrid briefings for 5+ years, will work with participants as you envision the best hybrid brief-
ing offering for your program, or improving your existing hybrid offering.

12: 15 - 1:00 pm CT Post-Workshop Networking: Farewell Gathering Sponsored by Mechdyne
Join us for one last networking opportunity with other ABPM members as the live portion of the Fall Virtual Workshop Series comes to a 
close. Before we say our farewells, we’ll hold a prize drawing from Monday’s live Sponsor Celebration. Post-Workshop Networking will 
not be recorded.

Throughout the Conference
Center Tours
As we shift to a virtual conference, we are showcasing programs with locations in areas of the world where ABPM doesn’t typically hold 
conferences. If your team has interest in being part of the Fall Center Tours, this is your opportunity to show off your center via a video 
tour. Please email info@abpm.com for guidelines and deadlines. This agenda will be updated regularly as featured Center Tours are 
added. Then, during the conference and post-conference, simply click on the “Center Tours” icon followed by the logo, to view the tour. 

Suppliers Section Sponsored by MC2
ABPM’s Supplier Members have been thoroughly vetted and are an important resource of expert vendors in the briefing world. Visit the 
Suppliers section to find information about services and solutions that will make running your briefing program easier and more effective. 

Logistical Information
Conference Fee 
The price for Fall Workshop Series registration 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, September 17th. Registration is limited exclusively to briefing profes-
sionals or Supplier Members - vendors must be approved Supplier Members to attend ABPM events. 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 
Come casual and plan to turn your camera on for lots of active conversations! We recommend layered clothing as meeting rooms may 
vary in temperature ;-).

Workshop Recordings & Slides available to conference attendees Indefinitely
The general session, all workshops, and Sponsor Demos & Case Studies will be recorded and available for viewing only by conference 
attendees with valid login credentials beginning Tuesday, October 26th. Post-Workshop Networking conversations will not be recorded. 
Workshop recordings will not be shared outside of the virtual conference platform. Slides provided by workshop leaders will be available 
in the conference platform starting on Tuesday, October 26th.

Payment & Cancellation Policy 
To receive the Early Bird Rate, registration fee must be paid by Friday, September 17th, 2021. You are registered at the time of email 
confirmation of ABPM’s receipt of your registration form. Due to commitments to third party vendors, we regret that we are unable to 
issue refunds/credits or void outstanding invoices for cancellations received after Friday, September 24, 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.



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


