


A Message from ABPM’s President, Roxanne McCreery
I look forward to seeing you in Austin this October for the 24th annual Fall Workshop Series. One of my
favorites, this educational ABPM event is a more intimate group (a maximum of 130 attendees) and al-
lows attendees to touch high-interest topics in an in-depth way. Attendees will choose up to four topics
over two days to study with your colleagues. On Friday morning we’ll enjoy the always popular Tour
Day featuring Dell EMC and IBM.

Core Competency Courses: The Core Competency Curriculum is intended to benefit those
briefing professionals working to develop their careers in the profession. ABPM is pleased to continue of-
fering these courses that focus on the training and development of briefing professionals at this Fall Work-
shop Series: seven 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 +1 214-389-0990 or email info@abpm.com. We look forward to seeing you soon in Austin!

ABPM Fall Workshop Series Agenda-at-a-Glance
Tuesday Evening, October 17
6:00 pm - 8:00 pm Welcome Reception sponsored by Mandel Communications
Kick off this valuable and intense week with a relaxing networking reception at the Omni Austin Downtown. This evening
event is included in your registration fee. Additional guests are $99 each.

Wednesday, October 18
7:30 am Breakfast

Wednesday Workshops
Choose either one full day workshop or two half-day workshops

8:30 am - 4:30 pm, Full Day Workshop
• Characteristics of a World Class Briefing Program (full day workshop; CCC) - Candie Hurley, Consultant/Trainer

8:30 - Noon, Wednesday Morning Workshops
• How the Center Represents the Brand (ACC) - Tim Larson, President, Downstream
• Developing a Strategic Marketing Plan (ACC) - Ann Benett, President, Benett Communications
• Elements of Customization: A Panel Discussion (CCC) - Karen Bintz, Moderator

Noon: Lunch

1:00 - 4:30 pm, Wednesday Afternoon Workshops 
(Choose one workshop unless you are taking World Class Characteristics):

• Money, Money, MONey! How to Budget for All Facets of Your Program - Chris Barel, Director, Business De-
velopment, Whitlock

• Center Construction & Renovation:The Road to a Successful Project (CCC) - Roseanne Bell, President, Bell-
wether Design LLC

• Voice of the Customer (ACC) - Ellen Barnes Pfiffner, EBC Consultant, EBP Business Consulting

5:00: Free Evening 
Wednesday evenings at ABPM conferences are the perfect time to network. The conference hotel is in a great area of
Austin with easy access to nearby shopping and dining. We’ll include suggestions for shopping and dining on ABPM.com
and in your MyABPM conference app.



Thursday, October 19
7:30 am Breakfast

Thursday Workshops
8:30 - Noon, Thursday Morning Workshops
(Choose one workshop)
• Discussion Leader Engagement Strategies (CCC) - Bob Porter, Sr. PM, EBC Speaker & Content Program, Mi-

crosoft and Kelly Reeves, Senior Director, Global Training Services, Mandel Communications
• 27th Annual Multi-Client Study: Research Results - Roxanne McCreery, President, ABPM and Elizabeth Simp-

son, COO, ABPM
• Customer Experience (ACC) - Karen Bintz and Candie Hurley, Consultant/Trainer
• Best Practices for Briefing Operations (CCC) - Darby Mason-Werner, Director, Client Solutions, Signet

Noon: Lunch

1:00 pm - 4:30 pm, Thursday Afternoon Workshops
(Choose one workshop)

• Negotiation Skills (CCC) - Ellen Barnes Pfiffner, EBC Consultant, EBP Business Consulting
• Developing Your Strategic Leadership Style (ACC) - Candie Hurley, Consultant/Trainer
• Advanced Metrics for Briefing Programs (ACC) - Dave Rogers, Director of Operations & Technology Integration,

Microsoft and John Heiman, Director of Marketing, Sprint
• Today’s Briefing Automation Tools (CCC) - Alex Matthews, VP, Customer Experience, BriefingEdge LLC

Thursday Evening
6:00 pm, An Evening at the Texas State History Museum sponsored by Signet
The Bob Bullock Texas State History Museum is a rich treasury of popular and important artifacts spanning 4,000 years of
history. We’ll spend our evening enjoying dinner in the Rotunda followed by time to explore the exhibits. This event is included
in your registration fee. Additional guests are $249 each. Dress is casual. Buses will depart from the Omni lobby.

Friday Morning, October 20
7:00 am Grab-N-Go Breakfast

7:30 am - 12:15 pm Center Tour Day featuring Dell EMC and IBM
Buses will return to the Omni Hotel Downtown Austin by 12:15 pm

Comments from a few of the 2016 ABPM Fall Workshop Series Attendees...
“I love the Fall Workshops because the smaller group sizes allow for deeper connections and better opportunities for
dialogue.” – David Rogers, Microsoft

“The intimacy of the Fall Workshop series provides an environment that is conducive to listening, learning and collab-
orating in an in-depth, thoughtful way.” – Pam Evans, Palo Alto Networks

“As a first timer it felt like it'd be easy to be overwhelmed, but the community was incredibly warm and welcoming
and I felt comfortable contributing and learning from my peers.  - Danny Hawawini, Cisco

100% of 2016 Fall Workshop Series attendees who
responded to the conference evaluation survey were
satisfied or extremely satisfied with their overall ex-
perience (65% gave an extremely satisfied rating). 



Characteristics of a World Class Briefing Program
Wednesday, October 18: 8:30 am - 4:30 pm (FULL DAY) Workshop

Candie Hurley, Consultant/Trainer and frequent ABPM World Class Awards Juror
Core Competency Course (CCC)

The ABPM’s white paper, “Characteristics of a World-Class Briefing Program,” is the road-map to achievement of World-Class for briefing
programs worldwide. In this workshop, we’ll explore each of  the four categories of Management, Planning, Customer Experience and
Marketing 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 professional
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.

Overview of the new World-Class Characteristics
• For each Characteristic

o What is it?
o Why is it important?
o Examples of World Class achievement in previous winning programs

• Review of previous winning programs and juror comments
• 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.  Attendees registering for this course will not select a Wednesday afternoon class.

100% of those who attended the 2016
Fall Workshop Series and responded to
the evaluation said they were likely or

extremely likely to recommend the
Workshop Series to a colleague (78%

responded they were extremely likely to
recommend the event).

How the Center Represents the Brand
Wednesday, October 18:  8:30 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.  It was created in order to fulfill a
need identified when the ABPM’s Advisory Board evaluated the Core Competency Curriculum (CCC) in light of the most recent iteration
of “The World Class Characteristics of a Briefing Program.”  Specifically, the need for a workshop on this topic was identified to inform a
program’s World Class journey in the areas of Management 1 (“The Briefing Program is recognized by senior management for its strategic
value to the corporation”) and Customer Experience 5 (“A program experience strategy aligns with brand positioning and ensures current
and consistent messaging.”)

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

Course Deliverables
• ABPM Core Competency Course (CCC) credit

• Management 1: The Briefing Program is recognized by senior
management for its strategic value to the corporation
o The center as a strategic brand asset
o Brand “speak”…how to decipher brand code
o How to identify the soul of the brand or brand essence 

(Brand authenticity)
o How to integrate company mission and vision

• Customer Experience 5: A program experience strategy
aligns with brand positioning and ensures current and consis-
tent messaging
o How to prioritize brand messages (What do clients care 

about?)
o Understanding the audiences
o How to identify communication opportunities in physical 

spaces
o How to define the communication platforms
o How to create a brand experience master plan
o Visit chorography
o Where does the content come from?
o Content management (operations models)
o Data gathering (ROI) 



Developing a Strategic Marketing Plan
Wednesday, October 18:  8:30 am - Noon

Ann Benett, President, Benett Communications
Advanced Competency Course (ACC) 

Establishing and implementing an effective marketing strategy is vital to assure that you effectively increase awareness of, and support for,
your executive briefing program. Your communications should be ongoing and designed to send a message, targeted to your specific audience,
about the value of your program. It all begins with a marketing strategy that is flexible and that reflects your program's changing needs. This
session will provide the infrastructure for creating a marketing plan that is executable and guaranteed to yield results. Discussion and debate
will also explore "tried and true" marketing ideas, as well as an exchange of new ideas.

Who Should Attend
Experienced briefing managers wishing to inject creative ideas into their established programs and new managers who must jump-start their
programs with fresh tips and tactics.

Course Outline
• Crafting the Basic Marketing Plan

o Determining the promotion purpose
o Organizing the program of activities

• Creating the marketing elements
• Implementing procedures and practices
• Determining budget needs
• Communicating the plan to build awareness
• Defining and understanding each audience you want to reach
• Defining the "offer" you want to make
• Communicating the offer to each audience
• Determining results
• The session will also focus on:

o Creative tips & tactics for programs with all budget sizes
o Boosting your Marketing Confidence (You don't have to be a marketing professional to successfully promote your program!)

• Group Sharing Exercise - Tell us what has worked for you and what hasn't!

Pre-Course Work:  
Attendees should bring samples and examples of marketing materials and best practices that have worked well for their programs to share
during the interactive portions of this workshop.

Course Deliverables: Presentation slides, "Marketing your Program" Reference Materials, and ABPM Advanced Competency Course
(ACC) credit

The Elements of Customization: A Panel Discussion
Wednesday, October 18:  8:30 am - Noon

Karen Bintz, Moderator
Core Competency Course (CCC)

In the “Characteristics of a World Class Briefing Program” white paper, the first characteristic in the category of Customer Experience is, “A
high level of customization is achieved for each briefing”.  That placement is intentional because having a deep understanding of your customer
and that customer’s business challenges is essential to a World Class customer experience.  Customization starts with a familiarity with your
EBC guests and evolves to an engagement that is tailored to your customers, and to their industry, company, and business needs.  It results
in rapport, trust, and strengthened business partnerships. There is simply no other element that is as important to the success of a briefing.
This session will explore the evolution of customization in today’s World Class briefing programs.  The panel, comprised of managers of award-
winning programs, will talk about the role customization plays in their programs’ deep customer focus.

Who Should Attend
This course will benefit all briefing professionals, including key discussion leaders and facilitators.

Course Outline
• Personalization vs Customization
• Customization and “Levels” or lead-times of Briefings
• Role of the briefing team in facilitating pre-briefing planning meetings
• Aligning your processes to support customization
• Preparing Discussion Leaders and Executives for success
• How to customize briefings with limited resources

Course Deliverables
• ABPM Core Competency Course (CCC) credit



Money, Money, MONey! How to Budget for All Facets of Your Program
Wednesday, October 18 - 1:00 - 4:30 pm

Chris Barel, Director, Business Development, Whitlock
The ABPM represents a diverse group of members, companies and centers — from programs with 40,000 square feet of space, large staffs
and operating budgets in the millions to programs with 1,000 square feet and a staff of one. EBC managers and their programs report to
different organizations such as Marketing, Sales and even IT. Some EBCs have an annual budget for updates and upgrades in the six figures,
while others must beg, borrow and steal just to get a new HDMI cord. What is the one thing we all have in common?  As the popular tune says,
“Money, Money MONey!”  In this workshop, participants will engage in a discussion with a facilitated panel of experts. 

Who Should Attend
Any briefing professional. Whether you run a center or work as a vendor partner, this workshop will help provide insights into the one thing we
all share in common: MONEY!

Course Outline

Course Deliverables
• Contact Information for all speakers for follow up and Fact Sheets on Pricing/budget items from each speaker

Center Construction & Renovation:The Road to a Successful Project
Wednesday, October 18 - 1:00 - 4:30 pm

Roseanne Bell, President, Bellwether Design LLC
Core Competency Course (CCC)

At some point in their career, many briefing professionals are tasked with managing or otherwise coordinating a construction project. This
course explains how to prepare for the project, define requirements and budget, assemble the team, and write an RFP and/or an RFQ. It also
explains the design and construction process, and how to bring the project to a successful conclusion.

Who Should Attend
Any briefing professional who may be, or who is currently, involved in a center construction or renovation project.

Course Outline
• The Big Picture – Define, Organize, Fund

o Define your project: goals, requirements, challenges, limitations, etc.
o Organize:  Define internal and external team roles. RFP and RFQ – what they are, how to write them, what to emphasize, what

to expect.  Team organization.
o Working with your facilities and/or real estate teams – know what to expect and how to respond.
o Funding:  How much do you need?  How do you get it?   

• Execute: The design and construction process – what to expect:  who does what and in what order; what are the deliverables?
o Architectural Design and engineering
o Messaging 
o Technology
o Furniture

• Moving in: installing and testing equipment and software; installing furniture.
• Post-occupancy follow up: What’s missing?  What would you like to change? What if something breaks or doesn’t function properly?

Setting up a plan to handle revisions and glitches.

Course Deliverables
Sample RFQ and RFP, project schedule, budget, team organization chart, list of project phases, sample construction documents, glossary of
terms, ABPM Core Competency Course (CCC) Credit.

• What are the elements of an All-In budget?
• What should you consider when building a budget? 
• What is a capital budget vs. an operating or expense budget?
• Should you own your budget or finance the center through

charging others to use the EBC?
• How should you train your employees as presenters and facil-

itators? Can that budget be shared with organizational devel-
opment?

• How do you talk ROI with executive stakeholders?

• What’s the right budget for each major element of an EBC, such
as A/V, content integration, construction, design, etc. that can
enhance presentations?

• What to do when your budget gets cut?
• When should you go for added headcount or contractors? What

are the pros and cons of both?
• How can you improve your program with a limited budget?
• How much does it cost to make physical changes to your cen-

ter?

“I love the fall series because there is so much opportunity to learn new things!” 
– Stacy Cummings, Verizon, 2016 Fall Workshop Series Evaluation



Discussion Leader Engagement Strategies
Thursday, October 19:  8:30 am - Noon

Kelly Reeves, Senior Director, Global Training Services, Mandel
Bob Porter, Senior PM, EBC Speaker & Content Program, Microsoft

Core Competency Course (CCC)

As every briefing professional knows, content is everything.  And year-over-year, for more than two decades, the ABPM’s Multi-Client Study
on “The Role of Executive Briefings” has shown that the right content communicated by knowledgeable and skilled discussion leaders is the
most important element of any briefing.  This is a consistent finding with both internal and external customers.   These subject matter experts
and executives are a vital extension of every program team.  And as such, just like with the program staff, there must be a strategy for selecting,
developing, and motivating a community of superbly effective discussion leaders. The success of every briefing depends on it.  For this work-
shop, in addition to expert Kelly Reeves from Mandel Communications, we are privileged to hear from Bob Porter of Microsoft who garnered
an Innovation award from the ABPM this year for his work in this area.

Who Should Attend
Briefing managers and other professionals who want to learn more about how to develop a successful strategy for discussion leader engagement.

Course Outline
• Strategies for identifying and securing commitment from subject matter experts who discuss business strategies, solutions and tech-

nologies to customers
• Effective on-boarding processes that provide information or training on benefits of participation, program processes, customer ex-

pectations, and commitment requirements
• Developmental opportunities: presentation skills training, customer engagement training, and content customization that aligns with

the customer needs
• Certification for discussion leaders:  an emerging trend
• Evaluating discussion leaders and providing timely feedback

o Successful coaching as part of ongoing development
• Recognition programs for participation and excellence 

Course Deliverables
• ABPM Core Competency Course (CCC) Credit

“ABPM has always been a great venue to
network with peers in the industry and
generate new best practices and ideas!” 

– Tammy Tsou, Cisco                    
2016 Fall Workshop Series Evaluation

Voice of the Customer: The EBC as Company Listening Post
Wednesday, October 18:  1:00 - 4:30 pm

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

During WWI, a listening post was a shallow, narrow, often disguised position in advance of the front lines. As the name suggests, it was used
to gather intelligence information and monitor enemy activity. Occupants of listening posts were expected to keep a close watch for opportunities
to better position the troops and for signs of enemy activity in the vicinity. In the B2B marketplace, the briefing center is uniquely positioned to
be the company’s “listening post”. Daily, customers in your centers share their opinions of your company’s brand, products, capabilities, and
competencies. They talk about your competition, substitute technologies they are considering, and what value they place on your solutions,
platforms and services. Are you listening as effectively as you can? Are you reporting the intelligence back to the correct people in your organ-
ization — intelligence which may shape future solutions development, product maps, and business strategies?

Who Should Attend
Briefing Professionals & facilitators who want to develop or strengthen the ways they capture & disseminate Voice of the Customer information.

Course Outline
• The Voice of the Customer (VOC) and the “linkage” with the newly revised ABPM World Class Characteristics
• Pre-work survey results
• The distinction between VOC and customer satisfaction measures
• Capturing VOC data when: planning the visit; executing the briefing; following up on the visit
• Case Studies and Techniques for gathering the Voice of the Customer
• Leveraging B2B Social Media
• Calculating and communicating the VOC value of your EBC Program
• Critical success factors and potential pitfalls of VOC for EBCs

Course Deliverables:
• Copy of the presentation slides
• Post-session e-mail of all the easel notes
• Published Briefing Profession articles on “The Voice of the Customer”
• ABPM Advanced Competency Course (ACC) credit



Customer Experience:  the Newest World Class Category
Thursday, October 19:  8:30 am - Noon

Candie Hurley, frequent ABPM World Class Awards Juror and Karen Bintz, frequent ABPM World Class Awards Winner
Advanced Competency Course (ACC)

The Characteristics of a World-Class Briefing Program were refreshed in 2014 to reflect what “world-class” looks like in today’s briefing pro-
grams. This new iteration of the Characteristics specifically calls out a category for Customer Experience, reflecting the elements of the briefing
day itself.

In this session we will take a deep look into the specific criteria of each of the five characteristics in this new category.  We’ll explore why each
characteristic is important to the customer experience and discuss specific examples of how companies are achieving world-class in that cat-
egory. 

Who Should Attend
The Characteristics of a World Class Briefing Program is a roadmap to excellence for any program. This workshop will be of interest for
briefing professionals from any program and especially those considering submitting for the 2018 World Class awards (due December 1st).

Course Outline
• Background on the rationale for restructuring the World Class Characteristics.
• Review of each of the 5 new characteristics of Customer Experience.

o customization
o customer engagement strategy
o facilitation 
o Voice of the Customer (VOC)
o brand experience

• Discussion of specific examples for benchmarking your program in each characteristic.
• Participants will work in small groups and have the opportunity to benchmark their own programs.

Course Deliverables
• A deep understanding of this newest category of World Class
• Ideas for how to enhance your program’s Customer Experience
• Strategic and tactical examples of World Class Customer Experience
• ABPM Advanced Competency Course (ACC) credit

27th Annual Multi-Client Study: Research Results
Thursday, October 19:  8:30 am - Noon

Roxanne McCreery, President, ABPM and Elizabeth Simpson, COO, ABPM

First conducted in 1991, and presented annually at the ABPM’s Fall Events since that time, this is a read-out of primary research conducted
with end-user and internal customers of briefings.  Consistent results over time have provided conclusions about, as examples: what is
important to customers, to what degree knowledge is advanced, customer satisfaction, win/loss ratios, sales cycle advancement, and in-
cremental revenue contribution.  We’ll talk about why all of this is important and explore ideas about how best to use the data.

Who Should Attend 
Briefing Professionals who have an interest in learning about, and using, this powerful industry research which quantifies the contribution
of briefing programs.

Course Outline
Broad topics are presented in 5 key consistent-over-time conclusions. Data supporting each of the conclusions will be presented and dis-
cussed in an interactive format.

• Briefings foster customer satisfaction.
• Briefings build and strengthen relationships.
• Briefings advance the purchase cycle.
• Briefings contribute to business results.

o Win/loss ratios over time
o Incremental revenue contribution

• Briefings are the preferred method.

In addition we will discuss selected performance results and open-ended comments that tell us more about what is important to customers
during a briefing, and how the aggregate participating programs are performing against those importance ratings.

Course Deliverables
The presentation slides and executive summary of the aggregate data will be provided to all attendees of the October Workshops. Mean-
ingful slides or results may be culled to include in your program’s value proposition.



Negotiation Skills for Briefing Professionals
Thursday, October 19:  1:00 - 4:30 pm

Ellen Barnes-Pfiffner, President, EBP Business Consulting
Core Competency Course (CCC)

A critical element of any briefing professional’s role is negotiation. Your jobs require negotiation with services such as catering, transportation,
and accommodations for briefing center guests. Keeping your center in a high state of readiness involves negotiating Service Level Agreements
and coordinating with employees and vendors to provide system-readiness, maintenance, cleaning, AV updates — and to ensure that all sig-
nage and demonstrations are ready for “show-time”. You are also negotiating with discussion leaders about why they need to follow the
planning process and with account managers about why they need to book and confirm briefings in advance.  Finally, business cases that are
written to provide funding for resources, enhancements, and improvements require negotiations with executives and other stakeholders to
obtain funding.

Who Should Attend
This workshop is for all briefing professionals who want to fine-tune their negotiation skills, learn about Service Level Agreements (SLA’s) and
other tips that will make you more effective.

Course Outline
Attend this highly interactive workshop to finely tune your negotiation skills and learn from success stories:
• What are Service Level Agreements (SLAs) 
• How to establish SLAs with:

o Outside vendors
o Internal support
o Account managers
o Discussion leaders and other presenters

• Negotiating with executives:  what they want to hear and how they want to hear it
• Negotiation Skills - how to drive a hard bargain and walk away with relationships intact
• Suggested documentation, approaches, and timelines

Course Deliverables 
• Templates
• Course slides 
• Workshop notes
• ABPM Core Competency Course (CCC) credit

Best Practices for Briefing Operations
Thursday, October 19:  8:30 am - Noon

Darby Mason-Werner, Director, Client Solutions, Signet
Core Competency Course (CCC)

Building a successful new Briefing Program, or taking your existing program to the next level of excellence, requires thoughtful consideration
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 your program by adopting tried and true best practices to enhance your engagement strategy
and ensure a higher level of customer satisfaction.

Course Outline

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

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 inter-

ested parties
• Sales Closure – validating effectiveness



Evolving your Program with Advanced Metrics and Analytics
Thursday, October 19:  1:00 - 4:30 pm

John Heiman, Director of Experiential Marketing, Sprint
Dave Rogers, Director of EBC Operations and Technology Integration, Microsoft

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 in-
sights 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 measurement system for their program.

Course Outline

Pre-course Work:
An understanding of potential new processes and tools as well as steps for implementation and lessons learned from workshop leader
and attendees

Course Deliverables
• Course slide deck
• Custom reporting dashboard 
• ABPM Advanced Competency Course (ACC) credit

• Essential briefing program metrics 
o Identifying your objectives 
o Identifying your audience
o Identifying & prioritizing data sources 
o Leveraging ABPM’s World Class Characteristics for

measurement 
o Establishing your Key Performance Indicators and pro-

gram metrics
• Gaining insights through data visualization 

o Tools of the trade 
o Snapshots vs. Trends vs. Forecasts 

o Data-driven decision making
o Creating a custom dashboard 

• Advanced Analytics
o Utilizing Machine Learning, Predictive Analytics and

Bots
• Addressing your executive sponsors 

o Gaining executive buy-in with an evidence-based ap-
proach

o Tailoring your message and metrics 
o Best practices & Case Studies

• Q&A

Developing Your Strategic Leadership Style: 
Your Personal Leadership Brand
Thursday, October 19:  1:00 - 4:30 pm

Candie Hurley, Consultant/Trainer
Advanced Competency Course (ACC)

The day-to-day demands of managing a briefing program with operational excellence leave us little time to think strategically and to develop
our own strategic leadership style.   Leaders can, and should, exist at all levels of a briefing organization.   Effective leaders are confident in
their styles and protect the values they believe in.  This course helps participants identify their leadership strengths and define their personal
leadership brand.

Who Should Attend
This course is for managers and individual contributors who want to develop their strategic leadership style.

Course Outline
• What is strategic leadership?
• How is leadership different from “management”?
• How do briefing professionals demonstrate strategic leadership?
• Characterize your personal leadership style.

o Draft a personal leadership brand statement.
o Create a personal action plan to develop leadership skills.

Course Deliverables 
• A bibliography of strategic leadership resources
• Slides from the course
• Participants will identify their own personal leadership brand and develop an action plan for personal development
• ABPM Advanced Competency (ACC) Credit

“The level of discussion and engagement
from participants is of great value.” 

– Sydney Hieber, Nutanix, 
2016 Fall Workshop Series Evaluation



An Evening at the Texas State History Museum
Sponsored by Signet

Thursday, October 19 6:00 pm - 9:30 pm
The Bob Bullock Texas State History Museum is a rich treasury of popular and
important artifacts spanning 4,000 years of history. We’ll spend our evening
enjoying dinner in the Rotunda followed by time to explore the exhibits. This
event is included in your registration fee. Additional guests are $249 each.
Dress is casual. Buses will depart from the Omni lobby.

Today’s Briefing Automation Tools
Thursday, October 19:  1:00 - 4:30 pm

Alex Matthews, VP, Customer Experience, BriefingEdge LLC
Core Competency Course (CCC)

Today’s Briefing Automation Tools are no longer simply “Scheduling Systems”; they are sophisticated solutions that empower the briefing pro-
gram at every phase of the briefing process. They automate the daily tasks that consume valuable time of briefing professionals, collect busi-
ness intelligence, integrate with corporate systems, and provide powerful insights that facilitate a more strategic approach to briefing planning,
execution, and follow up. We will focus on what is possible through automation systems, and begin imagining what is next.

Who Should Attend
Briefing professionals who are looking to enhance their automation tool, evaluate new tools, or are considering implementing an automation
tool for the first time.

Course Outline
• Where we’ve been: a brief history and evolution 
• Identifying processes that are candidates for automation 
• Improving team communication through automation 
• Integration – Interfacing with corporate portals, personal calendars, speaker databases, CRMs, and more 
• Visualization – Providing valuable insights through clever data organization and presentation 

Pre-Course Work A short pre-course survey will be requested of attendees so that the instructors can shape content to meet the needs
of the class. 

Course Deliverables Class slides and ABPM Core Competency Course (CCC) Credit

Center Tour Day 
Friday, October 20 - 7:00 am - 12:00 pm

Grab-N-Go Breakfast - 7:00 am Boarding - 7:30 am From the Omni lobby. Please be on time to avoid being left behind.  

Dell EMC - The Dell Technologies Executive Briefing Center in Round Rock, TX col-
laborates with nearly 500 customers and 900 attendees annually to make their digital
transformation a reality.  The Briefing Program delivers a world-class customer experience
and provides an environment where executives and subject-matter-experts are able to
help customers via a consultative and collaborative approach. This ultimately allows for
business-led conversations that address customers’ unique business challenges and ob-
jectives. Impactful agendas are created that focus on listening to customers and delivering
customized content from the broadest portfolio in the industry.  In addition to the custom
conversations hosted in the briefing rooms, customers also have the opportunity to ex-
perience many engaging varieties of Dell Tours like the Social Media Command Center,

Dell Experience Lounge, Cus-
tomer Solution Center and In-
side ProSupport.

IBM - The IBM Executive Briefing Center in Austin, Texas is one of nine IBM Systems
Client Centers around the world. IBM subject matter experts offer comprehensive, in-
depth technology briefings, product demonstrations, and solution workshops for clients
and partners as they develop infrastructure solutions to meet their business require-
ments. The Austin EBC is part of a business complex which houses all major divisions
in IBM – Systems, Design, Research, Marketing, Security, Watson - and is a major de-
velopment site for IBM Power Systems. The EBC offers the opportunity to engage with
IBM executives, engineers and research scientists who are shaping the future with the
design of cognitive systems.



Logistics
Lodging:
Omni Austin Hotel Downtown: 700 San Jacinto St, Austin, TX 78701
Room rate: $249/night plus tax.

Reservations can be made by visiting the online reservation link found on the
ABPM.com Fall Workshop Series event page by September 25, 2017. The
$249 rate is available on a first-come, first-served basis, and based on avail-
ability until cut-off date. However, once all rooms blocked at the conference
rate are booked, regular rates will be charged. Book early!

Registration Fee The price for Fall Workshop Series registration is $995
for members and $1245 for non-members (briefing professionals or Supplier
Members only - vendors must be recommended Supplier Members to attend
ABPM events). These prices are Early Bird rates and will increase to $1145
and $1395 respectively after Friday, August 25. ABPM accepts Visa, Master-
card, American Express, Check, or Wire Transfer. Multiple Registrant Dis-
count: 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 are first-time ABPM members.

Recommended Ground Transportation The Omni Austin Hotel Downtown is approximately 15 minutes from Austin–
Bergstrom International Airport. Taxi Service is recommended. Approximate taxi cost is $24 one–way from Austin–Bergstrom Interna-
tional Airport. Shuttle Van Transport is $12 per passenger for a shared ride through Super Shuttle. Parking is $30 per night for
self-parking and $40 per night for valet.

Dress All activities are business casual. Layered clothing is recommended in hotel meeting rooms.

Wednesday Free Night In the heart of downtown Austin you will find lots of choices for Austin’s best shopping, dining and enter-
tainment. Look for a list of recommendations in the Maps & Logistics section of your MyABPM app.

Payment and Cancellation Policy To receive the Early Bird Rate, registration fee must be paid by Friday, August 25, 2017.
You are registered at the time of email confirmation 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 22, 2017. 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 13, 2017.

Questions? Please email info@abpm.com or call +1 214-389-0994. We are happy to answer any questions you have.

Bonus Deliverable and Membership Bundle Offer
Registrants receive a digital copy of the 27th Annual Multi-Client Study Readout Presentation (a $495
value)! The findings from the twenty-seventh Multi-Client Research Study on the "Role of Executive Briefings," conducted jointly
by independent research firm Decision Analyst and ABPM, offer compelling evidence about the value of executive briefings. Key
findings from these interviews confirm that executive briefings: foster customer satisfaction and loyalty, strengthen business rela-
tionships, influence the decision to purchase, increase the amount purchased and shorten the sales cycle. Further, for over a quar-
ter century, customers have said that Executive Briefings are the preferred method (when compared to seminars, conferences and
trade shows, for example) for obtaining information on which to base their business decisions.The Powerpoint presentation of the
27th Annual Multi-Client Study, aggregate data, provides all of the slides necessary to prepare your executive presentation. Cull
the slides that are most meaningful for your audience, call us with questions if needed, and you'll be all set to communicate the
quantified value of Executive Briefing Programs.
First year of membership free with non-member rate conference registration (first-time members only).
There is no better way to truly understand the value of ABPM membership than through networking and exchanging information
with fellow ABPM members at ABPM conferences. Because of this, we offer your first year of membership free with non-member
rate conference registrations (first-time members and qualified suppliers only). We look forward to introducing you to this fantastic
group of savvy professionals who are happy to share their successes and lessons learned.



The ABPM gratefully acknowledges the following Sponsors whose 
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