


MONDAY, MARCH 30, 2020
10:00 am - 2:00 pm Conference Check In

Sponsors: Namebadges and Projectors by AVI-SPL; MyABPM App by The CXApp, a 
Division of Design Reactor; Notebooks sponsored by MultiTaction; Keycards by kubik; 
Wifi sponsored by Czarnowski; Advisory Board Dinner by Leviathan; and Advisory 
Board Lunch by Mandel Communications.

1:00 pm Newcomer’s Orientation
Sponsored by Derse
Ellen Barnes-Pfiffner of EBP Business Consulting will introduce first time attendees to each other and to 
members of the ABPM Advisory Board and will talk about how to best navigate the conference.

2:00 - 2:15 pm Opening General Session
Sponsored by Exhibit Concepts

ABPM President Elizabeth Simpson will kick off the conference by welcoming ABPM members to the 
largest gathering of briefing professionals from around the globe. She’ll also share her thoughts on the 
conference theme “2020 Vision for the Future” and how it relates to the briefing profession and to the 
ABPM community.

3:40 pm

Shawn Kanungo is a strategist who operates at the intersection of creativity, business, and technology. 
He has been recognized nationally and globally for his work in the innovation space. As an innovation 
strategist, he shows organizations how to disrupt before they are disrupted. Shawn has worked hand-to-
hand with hundreds of organizations to help leaders and teams best position themselves to keep up, and 
keep ahead, with the rapid state of change.

Break Sponsored by AVI Systems

Welcome
Elizabeth Simpson, President, ABPM

Whether you’re in the market for briefing program products and services now, or whether you want to 
collect collaterals for future reference, this reception celebrates ABPM’s vetted supplier members and is 
designed to meet your information needs! During the evening, briefing professionals will collaborate with 
Suppliers to solve their top challenges and become eligible for prizes in the process! See the ABPM Spring 
conference page in mid-February for a link to the Supplier Celebration map and a list of game prizes.

5:00 pm - 7:30 pm Supplier Celebration Reception

Strategy in a World of Disruption
Shawn Kanungo

95% of 2019 Spring Conference participants said they were likely or extremely likely to recommend 
ABPM’s Spring Conference to a colleague (70% responded they were extremely likely to recommend 

the conference).

4:00 pm Keynote Speaker

2:20 - 3:40 pm Senior Executive Panel Facilitated by Candie Hurley

We’re excited to hear from a panel of senior executives who manage and/or champion their companies’ 
programs. They’ll provide their strategic-level perspectives regarding what they see on the horizon for 
briefing programs. Their comments are certain to inspire and inform you. Candie Hurley will moderate 
this year’s distinguished executive panel.



New..ish Breakout Session Format Continues: Because of your feedback, session formats evolved last year and 
the change received rave reviews! With so many great breakout session topics in each time slot, we often hear from conference par-
ticipants that it’s difficult to choose which one to attend. To give you a chance to get even more out of the conference, we are offering 
a “Briefly” session for each breakout. The sessions will be divided into 2 segments: the first 60 minutes will be the Primary session for 
content and collaboration followed by 10 minutes to switch rooms, and then a second 30 minute “Briefly” session.  
• Primary Session:  The first 60 minutes will be a conversation between session leaders and the participants. Session leaders will 

provide a short presentation to set the context and share their knowledge on the topic. This will get the conversation going and 
the session leader will facilitate a conversation among participants for the remainder of the 60 minutes. This approach uses as its 
model the increasingly collaborative formats we are seeing in today’s briefing programs.

• ”Briefly” Session:  After the first 60 minutes, session leaders will remain in their rooms while conference participants have 10 
minutes to move to another breakout room for a “Briefly” session on any of the other sessions offered during that time slot. In 
this 30 minute segment, session leaders will provide their high-level insights as well as any “ah-ha” moments that came from the 
discussion in the 60-minute segment.

The Business of Listening
Kelly Reeves, Vice President, Global Training Services, and Dana Dupuis, Chief Listening Officer, both of Mandel Communications
Effective communication leads to competitive advantage in business. In the briefing world, this is critical. In fact, recent research shows 
that companies with highly effective communication are 3 times more likely to outperform their industry peers. This session focuses on 
listening as 50% of the communication equation and how our individual listening habits influence the very framework of conversation 
that drives high value communication and improves team performance and productivity. 

How Understanding Your Customers’ State of Mind Leads to More Meaningful Engagement Strategies
Pamela Evans, Senior Director, Executive Briefing Program, Palo Alto Networks; Darby Mason-Werner, Senior Director, Client & Part-
ner Strategy, The CXApp; and Leon Papkoff, Chief Strategist, The CXApp
What does it mean to “engage”? Engagement is what we as social beings and as briefing professionals strive for. The question is HOW 
do we engage in a meaningful way with our customers and different stakeholders? And how can we measure that engagement? Before 
you can incorporate engagement strategies into your program, you must first be able to define, and agree to what ‘engagement’ means 
for not only you, your company, and your customers, but also for the different personas in each of these groups. It may be strategically 
planned touchpoints along your customer’s journey though, quite often, it’s more the emotional or “state of mind” aspects of engage-
ment that we need to pay attention to. Understanding what customers and internal stakeholders are thinking, doing and feeling in the 
pre, day-of, and post briefing phases can inform how we execute. This includes finding a balance between human interaction and 
technology. With many years of experience in the briefing world, session leaders will share ways to identify meaningful engagement 
strategies with customers and internal stakeholders around content, social, and in-person experiences so that we, as briefing program 
managers, can be more present and agile for better outcomes in the moment. 

Follow the Yellowbrick Road: A Case Study on Building an EBC Based on How Humans Communicate
Suzanne Pallottelli, Director, Customer Engagements at NetApp; Andrew Peters, Chief Experience Officer at Hyperquake; and Emily 
Kester, Associate Creative Director at Hyperquake   
NetApp’s new Data Visualization Center (featured as a Tour Day host on Wednesday) is a living model of how humans communicate  
...brought to life in five chapters. In today’s crowded environment of flashy design, content and technology as well as multiple requests 
to get every solution your company provides into your EBC, it is easy to lose your way when planning or renovating a center. This ses-
sion will highlight how NetApp employed a Human Communication Model based on an approved storyline to deliver exactly how they 
wanted customers to act after a visit. The model provides a clear path of how customers should engage with your company in order to 
have an emotional experience that will grow your business.

Extending Your Program’s Reach to Other Customer-Facing Initiatives
Stacy Cummings, Director, Customer Engagement & Jason Stevens, Briefing and Experiential Program Manager, both of Verizon
Is your team being asked to take your talents and strategies and apply them to other customer-facing initiatives such as Customer Advi-
sory Boards, Users conferences, etc? It’s great that executives are recognizing the effectiveness of what you’re doing, but how do you 
maintain the strength of your briefing program (and your sanity) while integrating your approach across other customer engagements? 
In this session, you’ll hear about the Verizon team’s journey and exchange tips and ideas for scaling your program’s impact.

TUESDAY, MARCH 31, 2020
7:30 am Breakfast Sponsored by BriefingEdge

8:30 - 4:30 pm Breakout Sessions
12:00 pm Lunch

“ABPM was an eye-opening experience for me. I made some great connections and learned A LOT about the briefing world.”
– Anna Gleason, PTC, 2019 Spring Conference Evaluation



TUESDAY, MARCH 31, 2020

Future-proofing Your Center through Design
Michael Cutchins, Creative Director, and Russ Fowler, VP of Marketing Environments, both of Derse
“The measure of intelligence is the ability to change.” – Albert Einstein. Given the pace with which markets change and new tech-
nologies emerge, the ability to transform the way you interact with clients in real-time is an asset. Designing flexibility into a physical 
environment increases the potential to adapt when assets need refreshing, or when conversation spaces would benefit from expanding 
or becoming more intimate. Front loading flexibility into center design can also help avoid costly refurbishment when program changes 
arise. Let’s spend some time talking about creative methods to future-proof your center through design best practices.

Customizing the Customer Experience: Differentiate, Delight & Influence
Chara Ingrassia, Event Manager, and Rick Jones, Briefing Consultant, both of Sprint
Customization of content as well as personalization of all 5 senses for the customer drives an engagement that builds trust and 
strengthens business partnerships. Briefings must be tailored to your customer and to their industry, company, and business needs. 
So how do we align our processes to support sight, sound, smell, taste, touch customization and prepare our Discussion Leaders and 
Executives for success? Session attendees will learn how to elevate the customer experience by making a necessary shift to see things 
through a customer lens as well as how to think in moments and to spot the occasions that are worthy of investment.

Storytelling in the Digital Age
Jim Grubb, Chief Technology Evangelist and Jiwan Grewal, Senior Technology Evangelist & Global Content Strategist, both of Cisco CXC
At the intersection of roundtable discussions and powerpoints is Storytelling in the Digital Age. Your customers are consuming so much 
while they are visiting your center. You want them to retain the information. Learn tips on effective storytelling from Cisco’s EBC Tech-
nology Evangelists. You will learn how to take big ideas and present them to make them connect and be unforgettable.

Who Says Size Matters? Facilitated Discussion: Challenges Facing and Opportunities Awaiting Small Centers
Christina Scolieri, Executive Briefing Program Manager; Craig Valent, Technical Briefing Manager; and Christina Maurer, Sr. Manager, 
Clinical & Technical Sales Support, all of Omnicell
Managing a small briefing center with limited staff and resources can certainly have its challenges, but it doesn’t mean that you have 
to sacrifice the vision of a world class center! Join the Executive Briefing Program team from Omnicell as we share best practices and 
lessons learned on managing a small center while driving organic growth. This interactive session will include discussions of shared 
experiences on topics such as: Staffing, Customer Experience, Following World Class Characteristics, Technology, Briefing Automation, 
and Center Design. 

Tales of Scaling into a Multi-site Briefing Program
Jen Ericson, Head of Client Experience and Chitra Vivek, Global Client 
Briefing Program, both of Cognizant
Are you ready to scale the program and offer a repeatable briefing experi-
ence? Curious to hear the foundational elements of building and globaliz-
ing the program that align with the trends in the industry? The session is a 
case study of a program launched this year. Hear what worked, and what 
didn’t work, from a program without a dedicated briefing center that lever-
aged an advisory board as well as existing local programs and facilities.

Extending the Reach of the Briefing Program in the Field and Virtually
Ellen Barnes-Pfiffner, EBP Business Consulting and Tiffani Kiernan, Schneider Electric Innovation Executive Briefing Program
Increasingly, we are hearing customers can’t or won’t travel to our Centers. They are too busy, don’t have budget, or there is a travel 
freeze and they can’t accept tickets from our company. How can we extend the reach of our briefing program to give customers and 
prospects access to our executives and thought leaders? Expert contributors from award winning programs will share their solutions. 
Join the discussion and leave the session with ideas of how your program can extend its reach!

Getting the Right Butts in Seats. Promoting and Qualifying for Your Briefing Program
Rob Rouland, Sales Manager, and Jeff Brum, Marketing Manager, both of Mechdyne Corporation
In past sessions, ABPM members have voiced that sales and marketing objectives for attendance and briefings are sometimes mis-
aligned, resulting in cancellations, unqualified attendees and/or incorrect messaging. While ‘voice of the customer’ can level-set at the 
start of a meeting, what are briefing professionals doing to promote their programs to entice customers and set expectations?  Also, do 
those briefing professionals know how sales teams qualify prospects that will ensure quality attendees are at the right buying stage and 
decision making/influence authority?  How (or can) qualification be influenced?  The session moderators will set the stage then make 
the session interactive.  Members can share what they have done that is successful, hasn’t worked and/or ask for assistance. This ses-
sion is open to newbies and to those who have some success in these areas and are willing to share as well as learning more.

“It was very valuable to not only get great industry 
best practices from globally recognized companies, 
industry leaders, and world class programs, but the 
networking was also amazing. This group is very     
collaborative and supportive of sharing.”

– Natalie Ward, Workfront, 
2019 Spring Conference Evaluation

Breakout Sessions Continued



From Customer Journey to #Superdate
Stefan Fricke, Project Manager DATEV Experience Center and Ellen Barnes-Pfiffner, Consultant, EBP Business Consulting 
The strategic purpose of the DATEV Experience Program is to promote repeat visits and foster loyalty of targeted customers and 
partners. We want our customers and partners to choose DATEV with confidence. To achieve our objectives the DATEV Experience 
Program’s customer experience includes a deep understanding of our customers’ journey. In this session, we will discuss important 
customer journey elements, how DATEV’s Experience Program has evolved its role in the organization’s customer journey, and how we 
leverage digitization, automation, and networking to make our services and software visible and tangible in executive briefings. Plus we 
will share illustrations and examples of how we have built the customer journey and how we are using continuous improvement to make 
the DATEV executive briefing a Superdate! 

Elevating Beyond the Ordinary – the HEART part of Experience Design
Pete Riddell, Executive Creative Director and Russ Fowler, Vice President, Marketing Environments, both of Derse
In the pursuit of well-planned, intentional and well-executed briefings, we sometimes get caught up in the details at the expense of 
crafting an experience that delivers moments that customers will remember long after they return home. Moments that drive their emo-
tional connection to your people, your center, your organization. This session will cut to the heart of experience design, figuratively and 
literally. We’ll share stories while discussing: 1) the value of emotion in the customer experience; 2) some rules of, um, engagement;   
3) the points in an experience most responsible for creating lasting impressions, and 4) some (delightful) examples inside and outside 
of the business/briefing world.

Facilitated Roundtable Discussion for Senior Program Managers
Chris Barel, Director of Experiential Solutions at Whitlock and Marcy Nelsen, Director, Corporate Briefing Program, AT&T
This facilitated roundtable for program managers will be led by ABPM thought leaders who have a deep understanding of the briefing 
profession through thirty cumulative years of experience as senior managers of two mature and well-regarded briefing programs and 
an advisor to briefing programs as a supplier. They will begin by polling session participants in order to understand their most pressing 
concerns for discussion topics, and that will form the context for the facilitated discussion. In order to accommodate as many programs 
as possible, we respectfully ask that only one individual represent your team. Please self-select one senior manager or senior team 
member from your program to attend this session.

Facilitation Skills and Presentation Skills – The What, Who, When, How, and Why of Communication Skills Train-
ing in Today’s Programs 
Kelly Reeves, Vice President, Global Training Services, Mandel Communications and Ann Benett, President, Benett Communications 
There are many skills that EBC staff and extended team members need to manage and lead effective briefings. The challenge is deter-
mining where to start and what to do next. Without the right skills, it’s possible our briefings won’t be as impactful as they could be. This 
session is designed to help briefing programs determine what skills they need to make their program more successful. You will hear 
from other ABPM members and learn from their experiences related to facilitation skills and presentation skills training. Attendees will 
walk away with a clear idea of what skills are best for their individual programs and where to make the best investment in their program 
and people including Briefing team members, discussion leaders, account teams and company executives. 

Mindreading: Using Neuroscience to Improve Your EBC Experience
Dale Tesmond, Storybuilding Founder and Sherwood MacVeigh, Chief Strategic Officer, both of Hyperquake 
Neuroscience is here and quickly changing how companies make better connections with their targeted audiences. But how will that 
impact EBC programs? This session will introduce you to the latest advancements in neuroscience and how it is currently being used 
as both an audit and a predictive analytics tool in many new marketing environments to predict outcomes. You will then learn how and 
where you can apply neuroscience to make improvements to your EBC program, in both your experience areas and in the conference 
rooms. Session leaders will use EBC case studies to show the specifics of how it works and how to use it to quantify audience reaction 
in real-time to reveal actionable insights in your experience, demo space, and conference room. This data can be used to identify the 
engagement level of your current program and to compare it for changes in content, design, or technology and demographic changes 
from one center to another.   

The Subject Matter Expert Club
Helena Kron Benteke, Manager Customer innovation Centre, Sweden; Paola Grasso, Manager Customer innovation Centre, Italy; and 
Pia Forés, Tetra Pak Customer Relations Executive, all of Tetra Pak
Would you like to experience how Tetra Pak flagship briefing centers work with experts involved in highly customized customer visits? 
The creation of a Tetra Pak Subject Matter Expert Club has ensured best practices are shared amongst experts and their capability is 
built and strengthened through an extensive competence development program focused on discussion leader skills and storytelling. 
Experts are the most important asset for briefing centers, and the SME Club actively involves management to recognize their critical job 
and commitment to address customer objectives, needs, and pain points.

TUESDAY, MARCH 31, 2020
Breakout Sessions Continued

“ABPM Conferences are the most effective way to keep up to date on world class best practices from some of the world’s greatest 
programs. It is also the most effective way to network with briefing professionals.”

– Bonnie Bryce, Dell Technologies,  2019 Spring Conference Evaluation



TUESDAY MARCH 31, 2020

Stop Talking about Technology.  Start Talking about Goals.
Jeff Brum, Marketing Manager; James Gruening, Senior Vice President and Co-founder; and Ryan Young, Senior Solutions Engineer-
ing Manager, all of Mechdyne Corporation
Technology for briefing centers has become acronym soup.  AV, LCD, LED, VR, AR, UI are talked about at each ABPM conference as 
participants seek out information regarding what could make their center unique or collaborative. What is cool and what isn’t? This ses-
sion is intended to focus on corporate and session goals; the most important considerations when planning a new center or a refresh.  
Content is especially important because your story and the canvas necessary to tell that story are paramount. Session leaders will 
establish a framework and discussion for thinking about the story, workflows, desired outcomes, and established organizational goals 
that will drive technology design. All members, corporate and supplier, are encouraged to share past examples of success and technol-
ogy failure.

Voice of the Customer – Tips for Capturing and 
Leveraging Customer Insights (no matter what your 
program size)
Candie Hurley, Consultant and Trainer for Briefing Professionals
Many briefing agendas include a “Voice of the Customer” ses-
sion early in the day as an opportunity to hear directly from the 
customer about their business initiatives and challenges. In this 
session we’ll look at how some programs are leveraging this 
agenda space for higher value using structured, future-focused 
discovery models and facilitation techniques intended to uncov-

er new customer opportunities, strengthen partnerships, and set the stage for a productive, tailored briefing.

The F5 Customer Engagement Center – Navigating New Frontiers
Roseanne Bell, Principal, Bellwether Design and Dmitry Risukhin, Director of Customer Engagement, F5 Networks
The design and construction of an EBC today is far more complicated than it was a few years ago. Companies are stepping out into 
unknown territory to create a unique, memorable experience for their customers. Even when the project is ultimately successful, straying 
from the familiar path generates new challenges.  F5 is one of those companies.  When they decided to build their new CEC (Custom-
er Engagement Center), they knew they wanted to create something that had never been done before. From start to finish, the team 
faced challenges and created solutions in every area of the project including planning, project management, the development of a new 
program, implementing new technologies, and the design of the space.

Empowering Your Team to Partner with Key Stakeholders
Paola Angeleri, Manager – Customer Success Center, Rackspace
Successful briefing programs are a reflection of a team that is engaged with their internal stakeholders throughout the business. Dis-
cussion Leaders, Executive Administrators, Marketing, Product, Facilities, Security, and Catering, are just a few of the groups that we 
rely on every day to create World Class experiences for our customers.  In this interactive session, we will discuss attainable tactics to 
empower our teams and encourage a culture of learning which results in deeper relationships with stakeholders.

Playtime for Learning
Trent Oliver, Principal, Managing Director, Blue Telescope
Learning is fun! So many times we equate educating people about serious subjects as too precious to be treated lightly. Fun and games 
give a way to understand complex subjects quickly. Light simulations, explorations, collaborations, and competitive quizzes allow your 
visitors to explore your content fast! We will explore the different ways that content can be gamified and how to target your particular 
visitor demographic.

Content Management Strategies for Resource-Constrained Programs
Heather Romios, VP, Marketing, TIEC, Teleperformance
Center design, technology, and thoughtful planning set the stage, but relevant and engaging content brings the total experience alive 
and drives home key messages. That said, development and maintenance of dynamic content is perhaps the most under-resourced el-
ement of briefing programs. During this session, you’ll hear about the content management strategy of two programs - one mature, and 
one start up. We’ll discuss organizational approaches for content management, use of internal marketing to enrich content, frameworks 
for business partner integration, and processes for keeping content fresh.

Designing Effective Centers for a New Generation of Stakeholders
Tiffany Pupa, Lead Interior Designer and Jordyn Curley, Digital Business Development, both Czarnowski
Millennials and Gen Z’ers occupy 70% of the American workforce and are quickly moving into influential positions with decision-making 
power. These motivated stakeholders have integrated their digital presence and physical lives and expect the same from brands. How 
do centers keep up with these changing demands to provide a world class experience as well as gain the buy-in of these new leaders? 
Join this session to discover scalable methods of blending interior design and technology to capture the attention of all visitors through 
personalized engagements that foster brand loyalty. Explore current technology and design trends and uncover techniques for your 
experience center.

Breakout Sessions Continued

““I’ve attended 5 editions of the European Conference until this 
year. It was my first time at the Spring Conference, The experi-
ence was extremely interesting with more participants and more 
insights. I really enjoyed the feeling of belonging to an Associ-
ation which is delivering tools and ideas about how to reach a 
world class level in a customer briefing center.””

– Paola Pacciotti, Tetra Pak, 2019 Spring Conference Evaluation



Today’s Project Team – Who Are All These People and Why Are They Here?
Roseanne Bell, Principal, Bellwether Design and Dmitry Risukhin, Director of Customer Engagement, F5 Networks
In the old days, around five to ten years ago, when a program undertook a project to build or renovate an EBC, the project team usually 
consisted of a project manager from Facilities or an outsourced PM consultant, an architect and, sometimes, a representative from the 
EBC staff. Often, the EBC staff wasn’t included. Today, as a primary goal of EBCs is to foster collaboration, the project team reflects 
this value.  Today’s teams provide a seat at the table for representatives of multiple disciplines and different skills, both in-house and 
consultants. These large teams require a different approach to project management and execution. As a basis for conversation, we’ll 
use F5’s recent experience with a large team to design and build their new Customer Engagement Center. The session will explore the 
pros and cons of different team structures and will look at the roles and responsibilities of each member. We’ll discuss how to decide on 
the structure, how to find the professionals to fill each role, as well as how to manage a large team.

Multi-Site Program Strategies
Candie Hurley, Consultant and Trainer for Briefing Professionals
This session explores the challenges of growing a successful Center into 
a Multi-Site program. We’ll look at decision criteria around whether and 
where to build, strategies for influencing “Rogue Centers”, organizational 
and operational considerations, optional reporting structures, funding mod-
els, critical success factors, and measuring the success of the multi-site 
program.

Creating Incredible Experiences, No Matter the Budget
Chad Hutson, CEO/Co-Founder of Leviathan and Chris Barel, Director of Experiential Solutions at Whitlock
Who hasn’t walked into a world class briefing center and been impressed by grandiose digital installations? A healthy budget can 
certainly buy a large video wall, but is the experience truly engaging and informative? And is a large spend always required to have 
a memorable impact on your visitors? Chris and Chad will help session participants explore how they can determine the proper scale 
of both their A/V and content initiatives in regard to size, functionality, repeatability and “wow factor”, no matter how large or small the 
center.

What to Measure & Why: A Foundational Metrics Discussion
Facilitator: Dave Brull, VP, Global Accounts, kubik; Contributors: Paola Angeleri, Manager, Briefing Programs, Rackspace; Coryn 
Connelly Cabreros, Briefing Program Manager, AHEAD; and Karen Olivero, Senior Director, Global Briefing Center Strategy & Shared 
Services, HPE
The Characteristics of World Class Briefing Programs says “A performance measurement strategy, designed to meet the needs of key 
stakeholders, measures success, drives improvement, and communicates the program’s value.” But, how do you make sure you’re 
measuring the right things in the most effective way? We’ll hear measurement approaches from several member programs of different 
sizes and then exchange tips and tricks for getting the most from your own efforts like including paper vs electronic immediate surveys, 
typical questions, delayed surveys, and how to ensure your reports will be read.

TUESDAY, MARCH 31, 2020

5:00 pm - Enjoy Your Free Night in Santa Clara
Tuesday evenings at ABPM conferences are the perfect time to network. We’ll 
include suggestions for area shopping and dining in your MyABPM conference 
app.

Breakout Sessions Continued

2020 Spring Conference Committee
Our sincere thanks to the members of the 2020 Spring Conference Committee. This hard-working group’s charter is to advise the 
ABPM team regarding the content of the conference by thoroughly reviewing and discussing feedback from the previous spring 
conference as well as member responses to the Spring Conference Content Survey. Committee members met monthly beginning in 
July of 2019 and served on sub-committees focusing on the Opening General Session, the Supplier Celebration, Breakout Sessions, 
Newcomers & Networking, and Gala Dinner & Awards. In addition, many of the committee members work with session leaders prior 
to the conference to review session content and their plans for the session they will lead.

Paola Angeleri of Rackspace   Jan Holzer of RedHat        Susan Riese of Derse 
Ann Benett of Benett Communications   Terri Lancaster of Splunk    Desiree Strom of IBM 
Dave Brull of Kubik  Diane Lubinskas of VisitOps  Maria Tellez of OSIsoft
Margarita Coll-Barth of HP Inc.   Chitra Vivek of Cognizant    Shaun Mohammed of
Mark Cooper of Czarnowski  Marcy Nelsen of AT&T    Rogers Communications
Aline Ekmekji of Cisco  Joe Perry of Autodesk 
Janine Fogal of Juniper Networks    Kelly Reeves of Mandel Communications

“This was my 1st ABPM and I absolutely loved it. The 
organization was great, format was fantastic. I met won-
derful colleagues and friends. Highly recommend it.”

– Bo Siri, IBM 2019 Spring Conference Evaluation



WEDNESDAY, APRIL 1, 2020

Google - The Grove represents a new way to tell compelling stories about Google and 
its technology to visiting clients, partners, and guests. The traditional corporate briefing 
center has been re-imagined through the lens of themed entertainment and partner-
ing with industry veterans to combine themed design principles with the latest Google 
machine learning and artificial intelligence technologies. Visitors for sales engagements, 
workshops, and summits deepen their relationship with Google by experiencing the 
magic of Google’s technology in this unique location-based experience. The Grove 
encompasses approximately 37,000 square feet of indoor and outdoor space and can ac-
commodate up to 300 guests. It was purpose-built to support Google Customer Solutions 
(GCS), dedicated to bringing customers digital solutions that help their businesses grow.

NetApp - The Data Visionary Center, NetApp’s 26,000 square foot flagship customer 
engagement space, opened in May 2018. The DVC features bold technical elements to 
attract attention – including our circular Cloud Theatre and its fifteen million LEDs. In ad-
dition, it offers comfortable and inviting spaces in which customers, partners and mem-
bers of the NetApp team collaborate to design, build and operate the next generation of 
systems that will advance NetApp’s mission: To empower customers to change the world 
with data. Conference attendees who visit NetApp will learn how the DVC advances that 
mission, as well as more about the impact that immersive environments have on custom-
er engagement. ABPM recognized the Data Visionary Center with a World Class Center 
award in 2019. 

8:00 am
9:00 am - 3:00 pm  Choose from four pairings on Tour Day Transportation sponsored by Signet
   Registrants will choose one set of two centers to tour (grouped choices below).

Hewlett Packard Enterprise -  The Hewlett Packard Enterprise Executive Briefing 
Center, located at company headquarters in San Jose, showcases the latest in technology 
and innovation. Designed with customers in mind, the EBC features interactive spaces to 
see solutions in action, become immersed in industry-specific content, and actively partic-
ipate in digital transformation discussions. Opened in early 2019, the 15,000 square foot 
EBC features four briefing rooms, an executive lounge, TechWorks, an Immersive Theater, 
and digital transformation vignettes, accompanied by breathtaking views of the Bay Area.

VMware - The VMware Discovery Center delivers a “WOW” Experience that drives 
results. The center was designed to guide customers through a powerful, immersive 
briefing experience. Equipped with life-size touch displays, digital whiteboarding, virtual 
reality (VR), and a mobile app, the Discovery Center accelerates deals for VMware and 
expands opportunities for its customers. ABPM recognized the Discovery Center with a 
World Class Center award in 2019.

Grab & Go Breakfast Sponsored by Mechdyne

TOUR DAY

95% of 2019 ABPM Spring Conference participants said they were likely or extremely likely to recommend 
the conference to a colleague (70% responded they were extremely likely to recommend the conference).

“Time away from the office benchmarking other companies’ programs 
helps us keep a high standard allowing us to grow at Motorola Solutions.”

– Wayne Wieser, Motorola Solutions, 
2019 Spring Conference Evaluation



Juniper Networks -  Juniper Network’s deliberately subtle and uncomplicated ex-
periential environment serves as the backdrop for its three-time ABPM award-winning 
Program of the Year briefing experience which purposefully prioritizes human connec-
tion over videos, interactive displays and product demos. The somewhat unconventional 
perspective on the true value of these ancillary experiences has led the Juniper  team 
to employ thoughtful and judicious use of only the highest quality bespoke brand, CX 
and digital solutions supporting Juniper in its mandate to connect with customers via 
humanized experiences that put people first in every interaction. Vignettes throughout 
the space are decidedly low-tech and invite guests to quietly reflect on how innovation 
has impacted lives on a human level – and 
how Juniper has been a part of it since its 

inception – by inviting them to explore non-intrusive sensory experiences inspired by 
other customers.

Leadership Day
Facilitated by Elizabeth Simpson, President, ABPM
You’ll stay at Juniper Networks and spend the second half of the day with ABPM lead-
ership including President Elizabeth Simpson, some current and past ABPM Advisory 
Board Members, and industry thought leaders. Content for this portion of the day will be 
customized for participants.

Oracle -  Oracle’s Customer Visit Center is located in Redwood Shores, CA and has 
been a fixture in Silicon Valley for over 30 years. The CVC, along with its counterpart, the 
Oracle Conference Center, provides the perfect venue to host collaborative, customized 
conversations between the customer’s business leaders and Oracle’s executives and 
product experts. With five full-service global locations (HQ, Austin TX, Reston, VA, Lin-
lithgow, Scotland and London, England), a well-established remote briefing program and 
an array of interactive demos, the CVC is the most effective sales tool to move account 
goals forward exponentially while helping customers re-imagine their businesses and 
envision the digital transformation of their organizations.

Salesforce - The new, state-of-the-art Salesforce Innovation Center is located in the 
heart of the San Francisco Headquarter urban campus. Salesforce is proud to debut a 
cutting-edge space that inspires Trailblazers to connect with customers in a whole new 
way. The Innovation Center is an immersive environment where Salesforce welcomes 
customers from a broad range of industries to envision their future and share how Sales-
force can help drive their digital transformation. With 2 floors and 7 meeting rooms, the 
center can accommodate over 600+ customer groups a year.
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Tour Day Group Choices Continued

SAP -  Renovated in 2019, the SAP Experience Center is committed to helping custom-
ers become best-run businesses. The center creates an environment for customers to 
explore innovative solutions and technologies. With a stunning view of Silicon Valley, the 
two-floor, 8500 square foot center features six conference rooms, a demo and showcase 
area, a 360◦ immersive experience room, and a global operations center.  These dedi-
cated spaces align with our program’s principles: Meet, Inspire, Engage. “EXPERIENCE 
SAP”

Xilinx - The Xilinx Headquarters located in San Jose, CA hosts Customer, Partner and 
Supplier meetings and features the Xilinx Technology Showroom. Each engagement 
strives for the visitor and Xilinx team members to “Learn” about the customer needs, 
“Collaborate” on solutions, and “Innovate” ways to solve problems – all while helping 
“Accelerate” products to market and drive long term “Success”.  The Technology Show-
room features interactive and leading-edge technology demonstrations designed to 
enable visitors to image what is possible. 



Logistical Information
Conference Fee 
The price for Spring Conference 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). Four + Discount: Plan to register 4 or 
more attendees from one company? Email info@abpm.com to receive a 10% off discount code to use during the registration process. 
All above prices are Early Bird prices. After February 14th, the member rate will increase to $1245 and the non-member rate will in-
crease to $1495. During registration, you can pay with credit card (ABPM accepts Mastercard, Visa, American Express or Discover) or 
you can create an invoice to submit to your AP department. Invoices must be paid prior to Friday, March 27, 2020.

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.

Conference Hotel
The Hyatt Regency Santa Clara located at 5101 Great America Parkway, Santa 
Clara, California, 95054, is the primary location of the 2020 ABPM Spring Confer-
ence. Reserve a room in the ABPM Block at the Hyatt Regency Santa Clara via 
this link. The $269 plus tax ABPM room block rate is available on a first-come, 
first-served basis and is based on availability. Once all rooms at the conference 
rate are booked, regular rates will be charged. Book early!

Suggested Airport and Parking 
The Hyatt Regency Santa Clara is approximately 6 miles and a 10-15 minute 
drive from San Jose International Airport. Valet parking at the hotel is $30 over-
night and self-parking is $17 overnight. Day use self-parking is complimentary.

Dress 
All activities are business casual with the exception of the Gala Awards Dinner which is cocktail. Layering during conference sessions is 
recommended.

Presentation copies available to conference attendees
In the weeks preceding the conference, the ABPM staff will collect breakout session presentations that are made available by session 
leaders. Those presentations will be provided in either Powerpoint or pdf format, via a private url, free of charge to those who attended 
the conference. So, if you just can’t decide which sessions to attend, you’ll have another opportunity to get the information you need.

Payment & Cancellation Policy
To receive the Early Bird Rate, registration fee must be paid by Friday February 14, 2020. All other registration fees must be paid prior 
to Friday, March 27, 2020. You are registered at the time you receive a conference confirmation email from ABPM. 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, March 6, 2020. However, substitutions may be made at any time. Cancellation and substitution notices must be 
received via email to info@abpm.com.

WEDNESDAY, APRIL 1, 2020
6:00 - 10:00 p.m. An Evening at the Tech Interactive Museum

World Class Briefing Awards Ceremony & Gala Dinner
We are excited to be at the Tech Interactive for the 19th annual World Class Briefing 
Awards Ceremony and Gala Dinner. The Tech Interactive is a Silicon Valley landmark that 
offers a glimpse into the most innovative place on Earth. The Interactive’s hands-on ac-
tivities, experimental labs and design challenge experiences empower people to innovate 
with creativity, curiosity and compassion. Dress is cocktail. Gather at 6:00 pm in the lobby 
to board the bus. Please be on time to avoid being left behind! 
Awards Ceremony sponsored and produced by Downstream
Gala Dinner sponsored by Hyperquake

https://www.hyatt.com/en-US/group-booking/CLARA/G-AB20
https://www.hyatt.com/en-US/group-booking/CLARA/G-AB20


ABPM gratefully acknowledges the following Sponsors whose generosity is 
contributing to the success of  the 2020 Spring Conference.

Conference Level Sponsors

Silver Level Sponsors

Gold Level Sponsors

Questions?  Call +1 214-389-0994 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

    AVI Systems           Mandel Communications           Mechdyne
If you’re a first-time attendee, we want to help you get to know a few of your fellow attendees 
and to get oriented before the busy days ahead. Simply note that you’re a first-timer on your 
conference registration form and we’ll invite you to a Newcomer’s Orientation sponsored by 
Derse starting at 1pm on Monday just prior to the opening general session. During the orien-
tation, Ellen Barnes-Pfiffner of EBP Business Consulting will introduce you to other newcom-
ers and to the ABPM Advisory Board, and will talk with you about how to make the most of the 
conference.

Newcomers 
Orientation

Platinum Level Sponsors

Bronze Level Sponsor

Leviathan


