
AGENDA - DAY ONE

Customer Driven Innovation & TransformationNOV 11
MON

Registration & “Energy Booster” Breakfast in Expo Hall. 

7:20 am

Welcome Remarks

8:20 am

Chairperson Opening Remarks

8:30 am

Brian Beck
Ecommerce Strategist And Advisor
Guidance

Olga Rodriguez
Program Director
B2B Online 

One of the biggest misconceptions that B2B executives hold 
is that they know everything about their customer, but every 
customer has a different set of needs and business goals. When 
looking at your eCommerce strategy, can you say with certainty 
that you’re focused on your customers’ needs and not just on the 
“shiny objects” (i.e. buzzwords and digital tools)? Steve Edwards, 
Chief Marketing Officer for Winsupply, knows the importance 

KEYNOTE FIRESIDE CHAT
Executing A Customer-Focused B2B 
Transformation Strategy 

8:45 am

of creating unique and personalized content that shows your 
customers that you understand who they are. Steve will talk 
give you insights into customer centric strategies, as well as:

 � Identifying the programs and strategies you need to 
implement to understand what your customers really 
need 

 � Building sites that truly meet customer needs and that 
will ensure retention

 � Having eCommerce goals that grow your business 
by providing your customers with online shopping 
experiences that are seamless and convenient

 � Implementing change management strategies that 
shift the focus to the customer and shape a successful 
eCommerce strategy

KEYNOTE PANEL B2B TONIGHT!
Working Through Internal Roadblocks: Moving 
Your Digital Transformation Forward

9:30 am

Steve Edwards
CMO
Winsupply

Sarah Golish
SVP Demand Generation
Acuity Brands

Stephanie Pike
Vice President, Global Market Development
Thermo Fisher Scientific

Riccardo Caruso
Associate Director of eCommerce
Illumina

Many B2B executives are finding it challenging to get senior 
leadership to really understand what’s required for a successful 
digital transformation. One of the biggest misunderstandings 
has to do with the kind of talent and skill set required for these 
kinds of initiatives. This session brings together companies such 
as Acuity Brands, Thermo Fisher Scientific, and Illumina to talk 
about the challenges they’ve been faced with and how those 
were overcome.

 � Identifying the skill sets and teams required to push your 
company forward in your digital transformation

 � Looking at the initiatives that can be outsourced versus 
those that can be built internally

 � Looking at and identifying technology that can support 
your internal teams

 � Making a case to senior leadership to put in place new 
team structures that can support your transformation 
goals in the long term

“Hello Sunny!” Morning Refreshment Break in Expo Hall

10:00 am

Helene Blanchette, Global Vice President of Marketing 
at Xerox joins B2B online Miami to guide you through 
some of the biggest pitfalls of digital transformations. 
Known for her expertise in business operations, 
demand generation, and go-to-market strategies, 
Helene’s insights on strategic transformation are not to 
be missed. You’ll leave this session armed with the tools 
and takeaways to move your company forward and 
ensure that you won’t be prey to the “Island Effect.”

KEYNOTE SOLO PRESENTATION
Implementing A Digital Marketing Transformation 
While Avoiding The “Island Effect”

9:05 am

Helene Blanchette
Vice President - Marketing, Graphic 
Communications
Xerox Corporation

The first day of B2B Online Miami will provide you with the insight 
and knowledge to become truly customer-centric. 
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While today’s B2B customer expects to manage almost 
every aspect of their buying journey, it doesn’t mean 
that they don’t want any human involvement. In fact, 
we know that because of their complexity, a large 
majority of B2B purchases require human interaction. 
This is where balance comes in. B2B companies 
need to digitally innovate in order to keep up with 
changing expectations, but they also need to cater to 
the complex needs of their customers. So, how can 
today’s B2B companies move into the future of B2B 
eCommerce?  Senior executives from Hubbell Lighting, 
Agilent Technologies, RichRelevance, and Bloomreach 
will talk about

 � Facilitating data gathering to implement 
personalization strategies such as account-based 
marketing

KEYNOTE PANEL DISCUSSION REMIX
Balancing High Tech With High Touch: Determining 
The Future Of B2B Ecommerce

11:25 am

Chris Hogan
VP of eCommerce
Hubbell Lighting

Mike Conant
Director, Digital Strategy, Planning and 
Architecture
Agilent Technologies

Jordan Roper
Senior Product Marketing Manager
Bloomreach

Mike Ni
CMO
RichRelevance

 � Incorporating automation to provide customers with 
seamless and convenient  experiences

 � Identifying the kinds of customization you should 
implement to improve and personalize the customer 
experience

 � Providing your customers with accessible support 
features to ensure that their transactions run smoothly

KEYNOTE CLIENT CASE STUDY
Presented By Accenture

11:55 am

Ajay Kamble, CIO from Turtle & Hughes closes out 
the first morning of B2B Online Miami to talk about 
digital transformation that requires that traditional B2B 
companies rethink how they do business. Ajay, a customer 
focused digital leader with a love for transforming 
businesses through innovation, will take a deep dive into 
what it takes to lead the charge on changes that will move 
your business forward. 

 � Identifying the stake holders that are most invested 
in your digital transformation

KEYNOTE SOLO PRESENTATION
Driving Internal Change That Will Lead To Long-
Term Innovation

12:15 pm

Ajay Kamble
Ajay Kamble
Turtle & Hughes

Jason Michaels
Managing Director
Accenture Interactive

 � Being transparent and letting people know about the 
disruptions and changes that will take place

 � Communicating the benefits that will inherently be a part 
of your digital transformation

 � Bringing  customer centric strategies to the business to 
evolve successfully

 � Creating internal changes that will make an important 
impact on the future of your business

Guest Speaker Presentation

12:40 pm

Lunch For All Attendees

1:05 pm

Private Lunch

1:05 pm

Private Lunch

1:05 pm

Stephanie Pike from Thermo Fisher Scientific joins this fireside 
chat to give you the insights you need to develop a site that 
meets the needs and expectations of your customers. Stephanie 
will talk about how to use analytics to get a rich and meaningful 
look at what your customers are doing on your site. We’ll also 
talk about customer expectation trends that you need to be 
aware of in order to future-proof your strategies. 

 � Gathering analytics and data to create meaningful 
engagement with your customers via your site 

 � Tracking website traffic and activity to understand the 
kinds of products and services existing and potential 
customers are interested in

 � Using analytics to understand the kinds of website 
content you should develop  to engage your customer 
base 

 � Leveraging analytics to get meaningful insights on 
customer website behavior

KEYNOTE FIRESIDE CHAT
Leveraging  Analytics To Understand How Your 
Customers Are Engaging With Your Site And To 
Optimize Their Buying Experience

10:45 am

Stephanie Pike
Vice President, Global Market Development
Thermo Fisher Scientific 

Nate Barad
Product Marketer & Strategist
Episerver

KEYNOTE CLIENT CASE STUDY 
PRESENTED BY  EPISERVER

11:05 am
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TRACK A TRACK B

Optimization and Conversion Winning with eCommerce Interactive Track 

Chairperson Opening Remarks

2:05 pm

Chairperson Opening Remarks

2:05 pm

Around The B2B World is designed to help you network and exchange 
ideas with colleagues with similar challenges and issues. These 
conversations will be moderated by industry experts who will guide you to 
finding tactical solutions to your digital innovation eCommerce struggles.

Participants are brought together to share challenges and gain meaningful 
insights and solutions. Around The B2B World is capped at 15 attendees. 
At the beginning of the session, one moderator will introduce themselves, 
the topic areas, and related questions. After 25 minutes, a new moderator 
will step up to the plate to take on the next phase of the sessions, building 
off of what was discussed with the prior moderator.  Join our newest B2B 
Online format that will allow you to make meaningful industry connections 
while also problem solving!

 � Topic 1: Optimizing CX

 � Topic 2: Omnichannel Strategies

 � Topic 3: Self-Serve Websites

 � Topics 4: Customer Data

Around The B2B World

2:05 pm

Products that have been traditionally sold offline are not set up for webstores. 
This requires B2B businesses to have to go through ideation processes and 
system overhauls to allow for these products to be available online. All of 
this is easier said than done, and this session will take a deep dive into facing 
these challenges and finding solutions that can work for you.

 � Understanding the specific reasons your customers are not buying certain 
products online

 � Working through roadblocks customers commonly face in order to  
complete the purchase online

 � Understanding the buyer journey in order to deliver experiences that align

 � Making more of your products and offerings available online to grow your 
business and be Competitive

SOLO PRESENTATION REMIX
Thinking Web – First: Making It Easier For your 
Customers To Buy Your Full Product Offering Online

2:15 pm

As B2B companies delve deeper into eCommerce, they’re learning how 
important it is to provide accurate product information across multiple channels. 
Vanessa Hernandez from Dormer Pramet,  focuses on developing, introducing 
and enhancing the company’s website, PIM and digital assets for customer 
ecommerce channels. In this session she will  tackle the best strategies to 
optimize product content in an omnichannel environment. We’ll talk about: 

 � Identifying product information that adds to its existing product offerings

 � Improving customer engagement with consistent product descriptions 
across multiple channels

 � Ensuring your existing data is accurate in order to avoid long-term 
inconsistencies

SOLO PRESENTATION REMIX
Developing A Omnichannel PIM Strategy To Meet 
Customer Needs

2:15 pm

Vanessa Hernandez
Marketing Specialist, B2B/Ecommerce
Dormer Pramet
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TRACK A TRACK B

Optimization and Conversion Winning with eCommerce Interactive Track 

Client Case Study Presented By Seismic

2:45 pm

Client Case Study Presented By PunchOut2Go

2:45 pm

Hear about the innovative technologies that will push 
your eCommerce and digital strategies forward!

Hear about the innovative technologies that will push 
your eCommerce and digital strategies forward!

B2B websites have had a direct impact on increased sales in many organizations, 
but there are still many companies who are trying to identify the best way to 
optimize their online experience. In this session companies like ABB will delve into 
specific eCommerce site features needed to meet the needs of your customers. 
Understanding how to shape the experience of the next generation of B2B websites

 � Creating seamless and convenient website experiences that cater to your 
customers as well as to your sales teams

 � Giving your teams websites that are easy to sue and give them the customer and 
product information they need in order to do their jobs faster and more efficiently

 � Developing websites with the kinds of features that will make it easier for your 
customers to buy and interact with you on your website experience

PANEL DISCUSSION REMIX
Optimizing Your Web Features And Functionality: The Keys To 
eCommerce Success

3:05 pm

Samer Shehadeh
Global eCommerce & Innovation 
Director, Electrification Business
ABB

Dennis Karpinski
Director of e-Commerce/ 
Business Analysis
Eastern Industrial Supplies, Inc. 

Georgia Brickman
Sr. Director, Digital &  
Marketing Services
STERIS Corporation

B2B companies want to get the right customer to the right place on their website, but 
this can be a challenge when their portfolios and offerings are wide and varied. In this 
session, Lindsey Riner from Acuity Brands, Steve Nghe from Kloeckner Metals, and 
others will talk about understanding what your customers are looking for on your site 
and how to to assist them in their buying journey to convert. 

 � Building a roadmap to better understand customer behavior and eliminate any gaps 
in their website experience

 � Understanding how search capabilities facilitate your customer’s buying journey

 � Creating a website that meets your customers’ needs and expectations

 � Adding features to your website that will give your customers a seamless buying 
experience

PANEL DISCUSSION REMIX
Enabling Your Customers With The Online Tools They Need To Support 
Their Buying Journey

3:05 pm

Lindsey Riner
Vice President, Web Marketing and Development
Acuity Brands

Steven Nghe
Head of Marketing & 
Communications
Kloeckner Metals 

Brian Smith
Director, eCommerce Operations
Farmer Boy AG, Inc.

Around The B2B World is designed to help you network and exchange 
ideas with colleagues with similar challenges and issues. These 
conversations will be moderated by industry experts who will guide you to 
finding tactical solutions to your digital innovation eCommerce struggles.

Participants are brought together to share challenges and gain meaningful 
insights and solutions. Around The B2B World is capped at 15 attendees. 
At the beginning of the session, one moderator will introduce themselves, 
the topic areas, and related questions. After 25 minutes, a new moderator 
will step up to the plate to take on the next phase of the sessions, building 
off of what was discussed with the prior moderator.  Join our newest B2B 
Online format that will allow you to make meaningful industry connections 
while also problem solving!

 � Topic 1: Optimizing CX

 � Topic 2: Omnichannel Strategies

 � Topic 3: Self-Serve Websites

 � Topics 4: Customer Data

Around The B2B World

3:35 pm
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TRACK A TRACK B

Optimization and Conversion Winning with eCommerce Interactive Track 

B2B marketplaces have emerged as a leading way to increase business 
because they give your customer the experiences they’re used to as 
consumers while meeting their needs as B2B buyers.  Darryl Green, Senior 
Director for GE Power’s Global eCommerce, joins B2B Online Miami to 
provide you with insights about  marketplace research and design. He’ll talk 
about the trends that impacted GE’s decision to expand their eCommerce 
offerings and things that you may want to consider on your journey.

FIRESIDE CHAT
Building A Marketplace That Shifts Your Business Strategy

4:20 pm

Darryl Green
Senior Director - Global eCommerce
GE Power

It’s easy to grow complacent and take your customer’s purchasing habits for 
granted, but what if you’re missing out on opportunities to capture more of 
their business by making valuable changes to your merchandising strategy? Ed 
Fenton, who handles leading the customer portal, eCommerce, notification, 
PIM, and Agile Program Office teams for Ecolab will talk to you about: 

 � Creating valuable cross sell and upsell opportunities to increase revenue 
from existing clients

 � Cross-referencing between products to tap into more of your clients’ needs

 � Creating a database of valuable product relationships to craft more 
meaningful client experiences

 � Understanding customer buying behavior so you can merchandise your 
product offerings correctly

 � Leveraging distributor partner relationships to create shared success plans

SOLO PRESENTATION
Implementing  Effective Merchandising Strategies That 
Increase Revenues

4:20 pm

Ed Fenton
Director, Enterprise Platforms
Ecolab

Led by a member of our carefully curated speaker faculty, the B2B Tech Workshops 
will give you theinsights you need to implement innovate technology. This will be 
an opportunity to be laser-focused on specific technologies such as eCommerce 
platforms, CRM, PIM, and others! Your peers who have implemented those 
technologies will give you insights into their best practices and pitfalls to avoid.

 � Technology 1: eCommerce Platforms

 � Technology 2: CRM

 � Technology 3: PIM

B2B Tech Hub Workshop

4:20 pm

Accenture Think Tank A bespoke meeting providing Heads of Digital the opportunity to address a specific concern in the privacy of a closed-door session.
Hosted by a senior Accenture executive.

3:35 pm 4:20 - 5:35 pm

4:20 - 5:35 pm

“What’s Poppin’, B2B?” Afternoon Networking Break in the Expo Hall Private Tasting
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TRACK A TRACK B

Optimization and Conversion Winning with eCommerce Interactive Track 

Led by a member of our carefully curated speaker faculty, the B2B Tech Workshops 
will give you theinsights you need to implement innovate technology. This will be 
an opportunity to be laser-focused on specific technologies such as eCommerce 
platforms, CRM, PIM, and others! Your peers who have implemented those 
technologies will give you insights into their best practices and pitfalls to avoid.

 � Technology 1: eCommerce Platforms

 � Technology 2: CRM

 � Technology 3: PIM

B2B Tech Hub Workshop

5:35 pm

Kevin Bauer
Digital Marketing Practice Director
Perficient Digital

4:45 pm
CASE STUDY PRESENTATION
Leveraging Data to Personalize Your Commerce Optimization

CLIENT CASE STUDY PRESENTED BY UNBXD

4:45 pm

Hear about the innovative technologies that will push your 
eCommerce and digital strategies forward!
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B2B customers expect not just to be able to interact with the companies they buy 
from online. They also want those interactions to be engaging and seamless.

 � Evolving from the traditional media mix to a dynamic, complex marketing mix

 � Creating unique, seamless omni-channel customer experiences given the multitude 
of possible touchpoints with your brand

 � Competing in the online world given the similarity of shopping experiences across 
the web

 � Moving beyond navigation, creative, messaging hierarchy to create a differentiated 
customer experience

 � Integrating your campaigns as your customer is interacting with all of these 
different touch points

 � Determining the best possible outcome and attribution modeling to maximize your 
online experience

B2B TONIGHT PANEL
Generating Dynamic Online Experiences For Your Customers

5:05 pm

Organizations need to understand how prospective customers are finding them 
online. Senior leadership needs to understand that SEO is a needed investment, as 
it can be a leading indicator to customer engagement. Tarik Safouan, Clarion Safety’s 
Director of Marketing, has 15 years of marketing experience and is the best person 
to give you an in-depth look at the importance of SEO within the B2B space. 

 � Understanding what key words and search terms are driving customers to 
your website and correlating that to revenue generating outcomes 

 �  Getting insights for customer intent that can be related  back to content 
creation  and  conversion

 � Incorporating the search process into the buyer’s journey to drive 
conversions

SOLO PRESENTATION REMIX
Using SEO And Effective B2B Strategies To Build Authority

5:05 pm

Tarik Safouan
Director of Marketing
Clarion Safety Systems

5:35 pm “Let’s Taco ‘bout it!” Welcome Reception in the Expo Hall 6:35 pm End of Day One In the Expo

AGENDA - DAY ONE

Customer Driven Innovation & TransformationNOV 11
MON

TRACK A TRACK B

Optimization and Conversion Winning with eCommerce Interactive Track 

Audrey Sarsfield
VP, CX, Marketing And Digital Strategy
Belden
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Strategies To Engage Today’s B2B CustomerNOV 12
TUE

Women’s Breakfast

7:10 am

Private Breakfast

7:10 am

“Morning Jolt” Breakfast in the Expo Hall 

7:30 am

Welcome Remarks

8:00 am

Chairperson Opening Remarks Presented By Shift7

8:05 am

An expert in digital, eCommerce, omni-channel and 
analytics, Sharad Doshi from Johnson & Johnson will 
provide you with his perspective and insights into 
the role that marketplaces can play in eCommerce. 
You’ll leave this session armed with the knowledge 
and inspiration needed to be successful in today’s 
competitive B2B space. 

KEYNOTE FIRESIDE CHAT
Identifying The Role of Marketplaces In Your 
eCommerce Strategy 

8:20 am

Sharad Doshi
Global Head, eCommerce
Johnson & Johnson

Many organizations are working with siloed systems 
that have different sets of customer data. How can 
you understand how your customers are interacting 
with your organization when all of their information – 
their business goals, what they’re searching for on your 
site, what they’re buying, what kind of content they’re 
engaging with – lives in different places? In this session 
we’ll talk about the benefits of bringing in all of this 
customer data to one place in order to make decisions 
that are actionable for your business.

 � Understanding how to get a single view of your 
customer by consolidating their behavior on your 
social channels, website, and with your sales force

 � Looking at cost effective ways to achieve a 360 view 
of your customers

 � Reviewing the best tools and solutions available for 
data aggregation and management

 � Getting a holistic look at your customer to identify 
the areas of your business that need to be changed, 
and making those changes

KEYNOTE TOWN HALL
Getting A 360 View Of Your Customer To Garner 
Business Insights

8:40 am

David Spindler
Global Vice President, eBusiness
Tech Data

Creating content that drives traffic to your website is 
just the first step in a well thought out content strategy. 
In addition to creating content that gets the attention 
of your customer, is it engaging with them enough to 
get them to complete calls to action? Are you seeing 
sales come out of it? In this session you’ll hear from 
senior executives from Munchkin, Kloeckner Metals, 
and Unilog tackle the challenges around content 
creation and its ties to revenue growth. 

 � Understanding how VOC plays a role in creating 
engaging content

 � Measuring how customers are engaging with content 
on your site

 � Looking at use cases for automating content creation 
to speed up the process and reach more potential 
customers

 � Identifying the kinds of content you should develop 
to establish your company and its leaders as experts

KEYNOTE PANEL DISCUSSION REMIX
Developing Content That Engages Your Customer 
And Generates More Sales

9:10 am

Robert Smolarski
VP, Digital Marketing & eCommerce
Munchkin

Suchit Bachalli
CEO
Unilog

Enjoy a breakfast full of fun and reflection of women paving 
the way in B2B business success! Meet your peers in 
eCommerce, share ideas offline and make meaningful new 
connections with women digital marketing executives.

Customer expectations are changing rapidly. On the second day of the conference you will learn 
what today’s customers want and what strategies you can implement to reach them! 

Steven Nghe
Head of Marketing & Communications
Kloeckner Metals

Olga Rodriguez
Program Director
B2B Online 

Raman Venket
Director, Digital Strategy & Ecommerce
Boeing

Kimberly Anderberg
Vice President, Digital Strategy and Marketing
nVent
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“Groupby Groove” Morning Refreshment Break in 
the Expo Hall

9:40 am

Lunch For All Attendees

1:15 pm

Private Lunch

1:15 pm

Private Lunch

1:15 pm

B2B companies want to provide their customers with 
engaging omnichannel experiences and many are taking 
that one step further to personalization and self-service 
purchasing options. However, companies need to make 
use of their customer data if they want to provide fully 
integrated and seamless omnichannel interactions. Kris 
Holla, Nortek Group’s Chief Sales Officer is an expert in 
sales and marketing with 25+ years of experience. He’s 
worked with large global multinationals to transform  and 
build regional teams into cross functional global teams. 
He’ll talk about: 

 � Breaking data free from organizational silos to gain 
valuable insights

 � Strategically leveraging unused or underused data 
to uncover actionable insights without making hefty 
investments

 � Harnessing data collected from different offline 
and online touchpoints to improve omnichannel 
experiences

 � Compiling the right customer data to provide 
strategic omnichannel marketing messages and 
purchase experiences

KEYNOTE SOLO PRESENTATION REMIX
Using Data To Shape Customer-Driven  
Omnichannel Experiences

10:25 am

Kris Holla
Group Vice President & Chief Sales Officer
Nortek Group

B2B eCommerce executives get pitches from third party 
vendors all the time, but how do you cut through all the noise to 
find the right vendors for your organizational goals? In this panel 
you’ll hear directly from companies that have implemented third 
party solutions.

 � Understanding what tools executives are implementing to 
support their eCommerce goals

 � Identifying the right tools to support your content marketing 
initiatives

 � Getting true insights into the impact that third party tools can 
have on your business

 � Learning what third party tools are worth the investment to 
reach your eCommerce goals

KEYNOTE TOWN HALL PANEL
Cutting Through The Noise: Finding The Optimal 
eCommerce Tools To Support Your Digital Goals

11:15 am

KEYNOTE CLIENT CASE STUDY 
PRESENTED BY DAKOTA SYSTEMS

10:55 am

KEYNOTE CLIENT CASE STUDY
Using Data Insights To Power eCommerce

11:45 am

VOC has been a very important tool for B2C for a long 
time, and it’s now become just as important for B2B 
companies to become customer-centric. In fact, one can 
argue that there’s more reason for B2B companies to use 
VOC programs, since B2B customer relationships last 
longer and hold greater value. Corrie Freudenstein, an 
expert in change management, growth marketing, sales 
and marketing efficiency development, and data integrity 
and utilization will take a deep dive into VOC programs. 
She’ll show you how these programs can help you better 
understand what your customers want and need. 

 � Gaining advocacy internally to push VOC programs 
forward

 � Choosing the right metrics for your customer surveys 
in order to garner the feedback you need to make 
internal changes

 � Identifying the best VOC technology to integrate 
into your business

 � Gaining meaningful insights about your customers’ 
wants and needs in order to transform and retain 
their business

KEYNOTE FIRESIDE CHAT
Incorporating VOC Into Your Transformation 
Strategy To Exceed Customer Expectations

12:05 am

Corrie Freudenstein
Head of Marketing
Leybold

B2B TECH ROUNDTABLES (VENDOR LED)

12:25 pm

1. Roundtable

Hosted by Paul Wlodarczyk
Digital Practice Lead
Dakota Systems, Inc.

2. Roundtable

Hosted by Andy Wagner
Executive Director
Aaxis Commerce

3. Customer-Centric Thinking: Making 
Personalization Real & Practical 

John Ambrose
Practice Director - Digital Commerce
Perficient Digital

Andy Wagner
Executive Director
Aaxis Commerce

Prasanna Deshmukh
Head Of Global Digital Sales And Marketing
TE Connectivity

Gurpreet Singh
Director, eCommerce and CRM Systems
Omega Engineering Inc

Senior Executive, LiveArea
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Strategies To Engage Today’s B2B CustomerNOV 12
TUE

TRACK A TRACK B

For Manufacturing & Distribution Executives Only 
Content and Data Personalization and Customer Engagement

“Challenge Your Peers”  
Roundtables & Tech Hub  Track:  

Chairperson Opening Remarks

2:15 pm

Chairperson Opening Remarks

2:15 pm

Boardrooms are a great opportunity to meet like-minded senior executives. 
You’ll be able to network and share best practices around your digital 
transformation challenges!

Senior Executive Boardroom

2:15 pm

Mary Ellen Mondi, VP, Marketing, Communications, And Digital at Emerson Electric 
has seen first hand how using video to present content leads to higher customer 
engagement and receptivity. At B2B Online Miami, Mary Ellen will be talking about 
using and repurposing educational content and how to leverage social tools to make 
sure your videos reach the customers you want it to.

SOLO PRESENTATION
Using Video To Reach More Customers

2:25 pm

Mary Ellen Mondi
VP, Marketing, Communications, And Digital
Emerson Electric

Tim Madigan, VP of eBusiness for Tyson Foods, led the creation and 
implementation of a strategy that has strengthen Tyson’s customer engagement. 
Tim will talk about the vision, the journey to get it launched, and the early in-
market lessons learned of this success story. 

FIRESIDE CHAT
Creating A Digital Commerce Strategy That Engages The 
End-User

2:10 pm

Tim Madigan
VP of eCommerce
Tyson Foods
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Client Case Study Presented by Coveo

2:45 pm

Client Case Study Presented By Agility Multichannel

2:45 pm

AGENDA - DAY TWO

Strategies To Engage Today’s B2B CustomerNOV 12
TUE

TRACK A TRACK B

For Manufacturing & Distribution Executives Only 
Content and Data Personalization and Customer Engagement

“Challenge Your Peers”  
Roundtables & Tech Hub  Track:  

Led by a member of our carefully curated speaker faculty, the B2B Tech Workshops 
will give you the insights you need to implement innovate technology. This will be 
an opportunity to be laser-focused on specific technologies such as eCommerce 
platforms, CRM, PIM, and others! Your peers who have implemented those 
technologies will give you insights into their best practices and pitfalls to avoid.

 � Tech Hub 1: SEO

 � Tech Hub 2: Payment Systems

 � Tech Hub 3: Analytics

Tech Hub Workshop

2:45 pm
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Strategies To Engage Today’s B2B CustomerNOV 12
TUE

TRACK A TRACK B

For Manufacturing & Distribution Executives Only 
Content and Data Personalization and Customer Engagement

“Challenge Your Peers”  
Roundtables & Tech Hub  Track:  

Creating engaging content is not just about showcasing your products. Truly engaging 
content is created with the customer in mind – what their challenges are, what they 
need, and how you can help them reach their goals.  This session will be a deep dive into 
content marketing strategies that have the customer front of mind. We’ll talk about:

 � Setting your content marketing objectives to decide on the best strategy

 � Identifying and understanding your audience to create content that will build valuable 
customer relationships

 � Understanding the mediums (e.g. email, website, social channels) where your customer 
is receptive to content

 � Developing content that is valuable, relevant, and consistent to make maximum impact 
on your customers

 � Changing standard content marketing practices to meet customer needs and 
expectations

PANEL DISCUSSION REMIX
Changing Your Content Strategy From Product Centric To 
Customer Centric

2:50 pm

Sabrina Donley
Vice President, Global Marketing Communications, Porex
Filtration Group

Todd Mills
Director of Marketing and 
Database Intelligence
DGI Supply

Laura Brooks
Senior Director, Global 
Marketing Services
Waters Corporation

Customer experiences are created at all interaction points, making each one 
just as important as the next. But if you haven’t already made the most of your 
interactions with existing customers, how can you be sure that the changes 
you make to your CX will delight in the future? In this session we’ll look at the 
importance of optimizing CX in order to keep your current customers happy and 
loyal, and in turn increase your sales.

 � Making resolution time a top priority in order to improve customer experience

 � Adopting a customer-centric mindset to remain relevant in an evolving industry

 � Understanding how customer satisfaction can help you stand out in a 
competitive environment

 � Enhancing your  CX to keep your customers coming back

PANEL DISCUSSION REMIX
Optimizing Your CX To Retain Customers And Increase Engagement

2:50 pm

Tara Canfield
Director, Contractor Segment Marketing
Schneider Electric

Katrina Schiedemeyer
Voice of Customer Innovator
Oshkosh Corporation

Georgia Brickman
Sr. Director, Digital & Marketing Services
STERIS Corporation

Client Case Study

2:55 pm
If you’re interested in showcasing your innovative 
technology, contact Christine Johnson at  
christine.johnson@wbresearch.com

Led by a member of our carefully curated speaker faculty, the B2B Tech Workshops 
will give you the insights you need to implement innovate technology. This will be 
an opportunity to be laser-focused on specific technologies such as eCommerce 
platforms, CRM, PIM, and others! Your peers who have implemented those 
technologies will give you insights into their best practices and pitfalls to avoid.

 � Tech Hub 1: SEO

 � Tech Hub 2: Payment Systems

 � Tech Hub 3: Analytics

Tech Hub Workshop

2:50 pm
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“Challenge Your Peers”  
Roundtables & Tech Hub  Track:  

3:35 pm “Here’s the Scoop!” Afternoon Networking Break in the Expo Hall Private Tasting Private Tasting

A lot of B2B companies have product descriptions that were never meant 
to be seen by end users, but this is a challenge to overcome as more 
and more products are made available on websites. In this session, Jared 
Hoffman from DistributionNow will talk about taking your existing product 
data and enriching it for human consumption. Jared has spent the last 10 
years building and implementing online marketing strategies, and you won’t 
want to miss his insights into: 

 � Understanding the importance of providing your customers with 
compelling and easy to understand product data in order to retain their 
business

 � Putting a plan together to make sure you’ve allotted the time necessary 
to make changes that will improve the data

 � Implementing business processes that will ensure that data for newly 
developed products is pristine

 � Tackling your complex portfolio and breaking  down its data to make it 
available and easy for your customer to understand

SOLO PRESENTATION
Making Product And Catalog Data Market Ready And 
Easy For Customers To Understand

4:20 pm

Jared Hoffman
Digital Marketing Manager – eCommerce
DistributionNOW

Innovative B2B companies have seen the benefits of integrating sales and 
marketing. Helene Blanchette will take you on a deep dive on how doing 
this will enhance each of  their functions and generate opportunities to 
reach more customers.

SOLO PRESENTATION
Integrating Sales And Marketing To Reach More 
Customers

4:20 pm

Helene Blanchette
Vice President - Marketing, Graphic 
Communications
Xerox Corporation

4:20 pm

Challenge Your Peers is an interactive roundtable session that enables you to 
engage and exchange ideas with your fellow B2B practitioners. You’ll have the 
opportunity to discuss your biggest challenges areas and find solutions to those 
problems. 

Using Your Website To Feature Products That Can Be Difficult To Sell In Order 
To Increase Revenue

 � Using digital tools to create ordering lists that feature your “C&D” items

 � Drawing attention to less popular products and changing your customers’ 
perception of your offerings

 � Maximizing revenue potential with the customers you already have by show 
casing less popular products

Challenge Your Peers

Hosted by: Katrina Schiedemeyer
Voice of Customer Innovator
Oshkosh Corporation

4:20 - 5:25 pm
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5:25 pm

Challenge Your Peers is an interactive roundtable session that enables you to 
engage and exchange ideas with your fellow B2B practitioners. You’ll have the 
opportunity to discuss your biggest challenges areas and find solutions to those 
problems. 

Using Your Website To Feature Products That Can Be Difficult To Sell In Order 
To Increase Revenue

 � Using digital tools to create ordering lists that feature your “C&D” items

 � Drawing attention to less popular products and changing your customers’ 
perception of your offerings

 � Maximizing revenue potential with the customers you already have by show 
casing less popular products

Challenge Your Peers

Hosted by: Katrina Schiedemeyer
Voice of Customer Innovator
Oshkosh Corporation

FIRESIDE CHAT
Breaking Down Internal Silos In Order To Merge Data 
And Create Unified, Customer-Centric Goals

4:55 pm

As customer expectations change rapidly due to the influence of B2C 
experiences, B2B companies have to find ways to deliver personalization that 
is relevant to every single customer that visits their site. Not doing this put 
companies at risk for losing customers. This session will take a close look at 
providing transformative personalized  experiences. We’ll talk about:

 � Recognizing your buyer personas to deliver the messaging that will persuade 
them to shop on your site

 � Using personalization to streamlining the buying journey for each customer 
that visits your site

 � Identifying the kind of personalization that works best for your site and 
determining the best places for that content

 � Aligning your products and brands to the right customer segments to 
increase revenue

B2B organizations have a lot of customer data that can be used to provide well-
tailored experiences, but a lot of that data lives in silos. The challenge is to find the 
best ways to bring all of that customer information together, all the while getting key 
stake holders in different departments to understand the goals of this undertaking. 
In this session we’ll talk about breaking down internal data silos that will lead to 
customer-centric decision making.

 �  Bringing data together to gather insights that will increase revenue 

 � Using data to connect with your customers in more meaningful ways

 � Understanding how unified data impacts the customer experience

 � Using the data you’ve captured over the years and putting into play to give 
you a competitive edge

PANEL DISCUSSION
Meeting Your Individual Customers’ Needs:  Crafting Personalized 
Website Experiences

4:55 pm

Mike Conant
Director, Digital Strategy, Planning and Architecture
Agilent Technologies

Nita Sharma
Senior Manager of Product Management
Agilent Technologies

Lindsey Riner
Vice President, Web Marketing and Development
Acuity Brands

5:25 pm Day Two “Miami Heat” Reception on the Pool Deck 6:25 pm End of Day Two In the Expo
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Breakfast

8:00 am

Welcome Remarks

8:30 am

Chairperson Opening Remarks 

8:35 am

In today’s digital world, manual processes that are slow and 
inefficient are not enough to keep up with the competition. 
Automated business processes can improve productivity, 
increase data quality, and enable scalable growth without 
increasing costs. This session will explore how vendor 
partners can help automate the order-to-cash cycle.

 � Using SAAS tools to reduce time and cost associated 
with manual processing

 �  Improving business efficiencies by automating key 
processes

 � Increasing data quality through standardized 
transactions

Leveraging SAAS Platforms to Streamline 
Order-to-Cash Processes

8:50 am

Rich Cohen is the founder of Elevate Packaging, a leading 
source for sustainable packaging solutions and the first 
eCommerce site dedicated to compostable packaging and 
labels. Rich knows it’s not news that B2B consumers have 
become accustomed to Amazon-like shopping experiences 
that have carried over and shaped their B2B buying 
expectations. He’ll be talking about giving your customers 
more control over their purchase process can increase their 
satisfaction and impact your bottom line.

 � Justifying the investment in self-service technology 
to key internal stake holders

 � Implementing self-service capabilities to allow sales 
and customer service teams to spend more time on 
higher value services

 � Using self-service technology to enable more 
meaningful interactions with your customers (i.e. 
be there when they really need you, not when you 
assume they do)

KEYNOTE SOLO PRESENTATION
Implementing Self-Service Functionality On Your 
Website To Meet Customer Expectations And Needs

9:10 am

Rich Cohen
CEO
Elevated Packaging

Marta Dalton
Global eCommerce Director
Unilever

Dan Renda
Head of Global eCommerce
Siemens Healthineers

Pricing strategies can be a challenge for B2B 
companies, but they’re the most effective way to 
improve earnings and revenue. In this session we’ll 
talk about the benefits – and best practices – for 
developing pricing strategies when you have thousands 
of products and customers with many different needs.

 � Identifying any gaps in your existing pricing 
strategies that might be creating obstacles towards 
business growth

 � Tackling problematic pricing situations before they 
lead to unhappy customers

 � Using analytics to consistently execute your pricing 
policies and prevent long term pricing conflicts

 � Using analytics to modify  pricing weaknesses while 
retaining existing customers

KEYNOTE PANEL DISCUSSION REMIX
Developing Pricing Strategies That Will Increase 
Revenue And Grow Your Business

9:35 am

Morning Refreshment Break

10:05 am

AI is being adopted by different industries to 
expand their businesses and improve their customer 
experience, but B2B companies are still looking for use 
cases that can demonstrate how they can best use AI. 
In this session we’ll take a close look at implementing AI 
to enhance the role of your sales rep and revolutionize 
how you do business.

 � Unpacking how AI can improve sales team 
efficiencies by providing data, insights, and 
recommendations

 � Using AI to automate administrative and repetitive 
sales tasks

 � Providing your sales teams with insights and 
recommendations using AI

 � Using AI to give your sales reps more time to bring 
in new clients, find new revenue, and build stronger 
relationships with existing clients

KEYNOTE SOLO PRESENTATION
Using AI To Change Your Sales Model And 
Increase Revenue

10:35 am

B2B Online Miami wraps up with a deep dive into tomorrow’s B2B digital strategies. 
Stick around to learn about what’s around the corner for B2B. 

Olga Rodriguez
Program Director
B2B Online 
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B2B companies that are looking to transform digitally 
need to have a plan in place to make changes that will 
positively their business. But they first need to look 
inward to be sure that they have the internal resources 
in place to change successfully.

 � Who is driving change in your organization?  Is the 
business driving, channel driving or strategy driving 
the changes?

 � Is an individual or team in charge of driving change, 
or is it more adhoc?

 � How much structure around the process of “bringing 
change” is truly a good thing for your company?

 � Are you looking to get ahead of technology so you 
have more headroom going forward?

 � How do you work best with your partners to build 
the business case?  How can you sustain current 
investments as they continue to be profitable?

 � How do you weigh out of the box solutions and 
customization internally?

 � How do you evaluate enhancements and user 
experience improvements?

KEYNOTE PANEL DISCUSSION REMIX
Examining Internal Change Management To 
Sustain Your Resources And Investment Dollars

11:00 am

Brian Smith
eCommerce Operations
Farmer Boy AG, Inc.

Customer expectations are being set by B2C 
companies, forcing B2B companies to rethink how they 
can meet those expectations. How can you be sure that 
the business model you have in place will be able to 
evolve and keep your customers happy? In this session 
we’ll talk about:

 � Understanding that business evolution is not a single 
project, but an ongoing transformation

 � Listening to your customers and incorporating their 
feedback into your future solutions

 � Rethinking your internal organizational structure to 
be able to evolve and refresh as needed

 � Growing internal awareness of the importance of 
innovation in order to retain customers

KEYNOTE SOLO PRESENTATION
Evolving Your Business Model To Enable Richer 
Experiences For Your Customers

11:30 am

Lunch

12:00 pm

Sales teams should be looking for growth opportunities 
with existing customers bases. In this session we’ll 
take a deep dive into the ways that predictive analytics 
and AI can support cross-sell and upsell strategies. 
Nishant Nishant, VP of Digital for Avnet is focused on 
deploying capabilities to drive growth, effectiveness, and 
efficiencies, across Avnet’s digital business, and he’ll take 
a deep dive into:

 � Prioritizing existing accounts with higher cross-selling 
and up-selling potential

 � Using predictive analytics to improve the efficiency of 
your salesforce and reduce costs

 � Using ML and AI to identify cross-selling opportunities

PRESENTATION REMIX
Using Machine Learning and AI To Support Cross-
Sell and Up-sell Opportunities

1:00 pm

Nishant Nishant
VP of Digital Strategy and IoT
Avnet

MANUFACTURER/DISTRIBUTOR 
PRESENTATION

1:25 pm

1. Optimization and Conversation

2. Next Gen eCommerce Strategies

3. Customer Experience And Retention

4. Content And Data

5. Personalization

WRAP UP ROUNDTABLES! 
Stick around to get a last deep dive into all the 
actionable takeaways our speakers brought to B2B 
Online Miami.

1:45 pm

End of Day Three

2:15 pm

If you’re interested in showcasing your innovative 
technology, contact Christine Johnson at  
christine.johnson@wbresearch.com
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