
7:15 

Continental Breakfast & Registration (Grand 
Opening Of The Solutions Zone)

8:15 

Welcome Remarks And Icebreaker
Michael Dunlap, Event Director, ProcureCon Marketing

8:30 

Chairpersons Remarks 
Philip Guiliano, Partner, BrandActive

8:40

KEYNOTE FIRESIDE CHAT: Tone At The Top: 
Driving Business Results With A Dynamic 
Partnership With Finance And Marketing - Turning 
Struggle Into Success 
Without a consistent set of goals, expectations, and directives 
among your Finance, Marketing, and Procurement leaders you’ll 
be struggling to accomplish your objectives. This exciting Fireside 
Chat will discuss ways you can take the lead in ensuring alignment 
among these teams, giving you the structure and support you 
need to accomplish your goals. You’ll receive insights from leading 
practitioners surrounding:

 · How Marketing Procurement should position itself to address key 
business challenges

 · How you can make the most impact within your organization

 · Can’t miss trends that you’ll need to address as you enter into 
2020

Sherry Epting, US Commercial Procurement Leader, AstraZeneca 

Steven Dubroff, Senior Director, Procurement, Hilton Worldwide 
Holdings

9:10 

INTERACTIVE PANEL: Moving the Needle Past 
Transparency Into Trust And Verify
With the desire to move beyond the tired ‘transparency’ debate, 
this interactive panel discussion will provide perspectives from 
industry thought leaders on current trends/actions being taken by 
advertisers and agencies to help move the trust needle forward. 
We’ll have a lively discussion on stage and get the audience’s 
perspective on:

 · The current (and desired) state of transparency between 
agencies and advertisers

 · What role does verification of agency compliance to the terms in 
place have in building trust

 · Top tips/best practices for marketing procurement to build trust 
levels with their agency partners

Nicholas Kline, Senior National Manager, Toyota Motors North 
America

Bill Duggan, Group Executive Vice President, Association of 
National Advertisers (ANA)

Antonio Humphreys, Senior Manager, Global Procure to Pay, 
Adobe 

Fiona Foy, Managing Director – North America, FirmDecisions 
(Moderator)

9:50 

KEYNOTE PRESENTATION: Empowering Agency 
Negotiations By Corralling Your Agency Activity
Given the complexity and uniqueness of marketing services, it’s no 
wonder that agencies are at an advantage during the negotiation 
process. Among your disparate marketing teams, hearing different 
terms for what is seemingly the same or similar service can leave 
even the most experienced procurement professional asking what 
the heck are we even buying? It can feel like the wild west out 
there!

This case study will review how Coca Cola, a major brand with a 
few thousand agencies and 1500+ marketers across 200+ markets 
approached this challenge by standardizing the scope to invoice 
process for its marketing spend. You’ll leave this session with key 
takeaways surrounding how to:

 · Break your marketing landscape into standard deliverables and 
language

 · Assess if your existing P2P tools can truly accommodate 
marketing activity

 · Tie your GL to marketing spend

 · Achieve support for similar initiative at your own organization

Kristi Boyd, Director Worldwide Agency Operations, Coca-Cola

10:10 

Coffee Shop Refreshment & Networking Break In 
The Solutions Zone

10:50 

PANEL: Evolution Of The In-House Agency Model 
2.0: Ensuring Continued Success Of Your In-
House Strategy 
With many brands having made the shift from their AOR to in-
housing creative and advertising, it can be tempting to assume that 
everything’s running smoothly once it’s set up. However like any 
relationship, In-Housing requires ongoing attention, care and TLC to 
ensure that it continually delivers for your marketing stakeholders. 

This panel will take a broad look at how leading brands (with the 
help of procurement of course) holistically look at their overall labor 
strategy and determine whether they’ve optimized their external 
agency mix to match the maturity of their in-house model.  

 · In-housing fact vs. fiction

 · Can you get the same benefits without going in-house?

 · Determining the optimal resource mix

 · Setting up your in-house agency for success

Scott Meczkowski, Senior Global Category Manager, Marketing, IT, 
HR, CPS, Energizer

Helen Thompson, Global Senior Sourcing Manager, Amgen

Corey O’Brien, Vice President, Aquent Studios
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11:30 

Presentation By Extreme Reach
Melinda McLaughlin, Chief Marketing Officer, Extreme Reach

11:50 

PANEL: Blasting Off: Finding Innovative Ways To 
Approach Agency Sourcing (While Eliminating RFP 
Ridiculousness)
For years, agencies have been challenged with the traditional 
RFP and pitch process that procurement (rightly or wrongly) has 
bestowed on them. On the flip side, procurement is tasked with 
formally evaluating which agency is the best for the company. Can a 
middle ground be reached? Lets hope so!

This panel will shed light on what leading procurement practitioners 
are doing to make their RFP process ‘agency friendly’ but still 
meeting the overall needs of their broader organization along with 
an agency’s perspective on the process. Key topics for discussion 
include:

 · What to do to prepare for an agency search

 · Creating and Negotiating an effective Scope of Work

 · Information you need from your marketing team before an agency 
search should begin

 · How to handle organizational pushback to changing the process.

Frank DeRosa, SVP, Client Sourcing & Optimization at Weber 
Shandwick

Alessandra Scocco, Strategic Sourcing Leader, Global Marketing, 
Google

Kristi Frank, VP Strategic Sourcing and Travel Operations, 
American Express

Sarah Lacey, Senior Manager, Marketing Procurement, The J.M. 
Smucker Company

Patrick Fogarty, Senior Vice President, Business Development and 
Marketing Americas, Tag

12:30 

PRESENTATION: Transforming Your Marketing 
Relationships Through An Effective Scope Of 
Work Program 
Whenever you’re collaborating with your agency partners, it’s all 
too easy for miscommunication or presumptions to send a project 
off course. That’s why a scope of work program is critical to ensure 
everyone is on the same page. 

This transformational session give you the keys to success 
whenever a project comes your way. Steps for success include:

 · Aligning Stakeholder Engagement: How to secure support 
from Senior Leadership across Marketing, Agency Ops and 
Procurement

 · Communication Planning and Change Management:

 · How to successfully Implement a Change Management Program

 · Capturing Outcomes to obtain insights and impacts on decision 
making and investment ROI

Steven Wales, Chief Financial Officer, Decideware

12:50 

Lunch For All Attendees

Private Lunch Sponsored By Innerworkings
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Track A: Becoming A Marketing Procurement 
Superstar

(All Experience Levels Welcome)

Track B: You Can Teach An Old Dog New Tricks: 
Finding Innovation In Established Marketing 

Categories
(All Experience Levels Welcome)

Track C: Masters In Martech
(All Experience Levels Welcome)

Boardroom:
Marketing Procurement All-Stars

 (Designed For Those With 3+ Years Of Marketing 
Procurement Experience)

1:50 INTERACTIVE CASE STUDY: Becoming A 
Superstar In Supplier Management: Lessons 
Learned At Cisco
Every procurement practitioner wants the better price, the bigger 
value, and the best innovation. The key to all 3? Forming strong 
relationships with your suppliers. In this engaging case study, you’ll 
hear how a leading procurement team took the bull by the horns 
to cultivate and rationalize long-term supplier partnerships within 
the Marketing, Events, and Communications category. 

Rob Panor, Director, Category Management, Marketing, Cisco

Roe Maltrotti, Global Category Manager, Marketing, Events, & 
Communications Team Lead, Cisco

WORKSHOP: Market Research Swap Meet
Regardless of what industry you are in, there’s a good chance 
that you don’t fully understand your company-wide market 
research spend. This facilitated discussion will let you swap 
stories with other practitioners to share ideas and approaches 
they’ve taken to:

 · Incorporate market research into the their overall category 
strategy

 · Apply principles of supplier management to the market research 
category

 · Assess the ROI of market research spend

 · How are market research methodologies, surveys and tools 
fundamentally changing, and what new innovations and industry 
disruptors are entering this space

Becca Miller, Strategic Sourcing Manager, Google

Michael Takyi, Marketing Procurement Lead for the Americas, 
Castrol/BP

**Maximum 30 attendees, available first come first serve***

WORKSHOP: SaaS Negotiations Swap Meet
Feeling inundated with the amount of bright and shiny new things 
your marketing team wants to buy? And tired of dealing with 
arduous contract terms that software vendors refuse to budge 
on? Bring all your stories, experiences, problems, and successes 
to this swap meet and your bound to find an idea or two you can 
take back to the office.

Michael Rafferty, Executive Director of Marketing Procurement, 
Kaplan

**Maximum 30 attendees, available first come first serve***

BOARDROOM: Agency Compensation Swap 
Meet
Feel like performance based agency compensation models have 
been on your radar for several years? Or have you approached 
this topic with success? In either case, you won’t want to miss this 
swap meet on agency compensation practices.

 · How we are shifting the contract model from costs and fees to 
understanding the value an agency can give you

 · How are we building a related compensation approach?

 · How receptive have agencies been on such an approach?

Mithun Sharma, Vice President - Global Strategic Sourcing, Visa

Frank DeRosa, SVP, Client Sourcing & Optimization, Weber 
Shandwick

**Maximum 30 attendees, available first come first serve***
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2:30 PRESENTATION: The Dilemma Of The Modern 
Marketer
The dilemma? How to deliver against the need to produce and 
publish more content, across more channels, faster, with fewer 
people, at higher quality, with hyper-personalization, and no 
additional budget. By association, this becomes the shared 
burden of today’s marketing procurement professional. In this 
session, Simon Moore reveals practical ways you can uncap the 
‘secret sauce’ and deliver more content faster, better, and cheaper 
through a connected content supply chain, backed up with real-
world examples.

You may not know of SDL or have heard their name, but there is 
a good chance that you’re already working with them. For over 
25 years, SDL has powered the content supply chain for some 
of the world’s leading brands. With over 4,000 employees and a 
footprint of 61 offices in 39 countries, and revenues approaching 
$500m, SDL helps global brands to create, manage, translate, 
adapt and deliver omni-channel content worldwide. Find out why 
91 of the top 100 global companies choose to work with us on 
SDL.com.

Simon Moore, Global VP, Marketing Solutions Practice Lead, SDL

PRESENTATION: Time For A Change: A New 
Approach To Pricing In The Exhibit And Event 
Business
Hamilton is an experiential marketing firm. ‘Experiential Marketing 
Firm’; that’s actually a fairly recent term used as a descriptor 
for companies in our industry. Many of you may recognize the 
term exhibit designer/producer or exhibit house. The reality is 
that today we are more about creating face-to-face marketing 
experiences than building stuff. In our brief time together, I would 
like to present a new idea – or perhaps a new way to look at the 
costs involved in doing what we do for companies like yours. 

Jim Obermeyer, Vice President, Hamilton Chicago

Innovation Spotlight x 2 WORKSHOP: Maximizing Your Agency 
Relationships
This exclusive workshop will take a deep dive into how to achieve 
exceptional value from your agency relationships. 

The leaders of Flock will draw on client case studies to illustrate 
the importance of transparent of remuneration, effective agency 
appraisal and great scoping to minimize waste.

Flock is a Marketing Transformation Consultancy offering global 
clients such as Ford, J&J, Cisco, Carlsberg, Danone and Toyota 
Lexus global support in developing their capabilities, maximizing 
their agency ecosystems, driving efficient ways of working, and 
future proofing their MarTech.

Simon Francis, CEO, Flock Associates

Mitchell Caplan, Managing Director, Flock Associates USA

**Maximum 30 attendees, available first come first serve***
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2:50 WORKSHOP: Up And Comers Swap Meet
If you are new to Marketing Procurement or here for the first 
time you won’t want to miss this gathering/recap discussion of all 
the exciting information you learned today. We’ll have a couple 
marketing procurement experts on hand to provide additional 
explanations as needed!

Liz Ziegler, Senior Manager, Strategic Sourcing & Category 
Management, Vail Resorts

PANEL: Sourcing Traditional Categories: Trends, 
Tactics And Techniques To Manage Physical 
Media In A Digital Age
Despite predictions to the contrary, physical media (e.g., print, 
promotional items, etc.) still play a strong role in the marketing 
ecosystem. This session will provide insights on:

 · What’s new and changing in the world of physical media

 · Negotiation tactics for print and promotional agencies in today’s 
world

 · What to ask in your print/promotional RFP process

Emily Bruhn, Senior Manager, Strategic Sourcing – Marketing, 
Medtronic

Phil Zolit, Manager, Procurement, Metropolitan Museum of Art

Jose Molina, Marketing Procurement Manager, Constellation 
Brands

Andy Shape, President, Stran Promotional Solutions

PANEL: Fine Tuning Your Martech Stack – 
Trends And Techniques In An Ever-changing 
Environment
If technology isn’t your jam – it will be by the end of this session! 
You’ll get a quick overview of some of the key terminology 
and questions to ask when evaluating the various aspects of 
technology within your organization. Key points for discussion 
include:

 · What questions you should be asking your martech vendors

 · How to stay on top of martech trends and changes

 · Ensuring your martech stack is compatible with your corporate 
IT organization/IT standards board

Michelle Trout, Senior Director, Internal Procurement, Brinker 
International

Stacy Joslin, Senior Director, Global Business Partner, Marketing, 
InterContinental Hotels Group 

Katrina Bott, Director, Global Strategic Sourcing, Michael Kors

Steven Schwartzman, Director, Marketing Procurement, Sony 
Pictures Entertainment

Workshop Continues...
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3:30

Cake Break Refreshment & Networking Break In 
The Solutions Zone 

4:10 

PRIVATE TASTING BY CRE8IVE

OR

INTERACTIVE CASE STUDY: Achieving Success In 
Sponsorships and Experiential: A Day In The Life At 
Anheuser Busch
With hundreds of millions dollars in annual spend, sponsorships 
and experiential marketing is a big deal at Anheuser Busch. While 
you might not spend quite that much at your company, this must 
attend case study demonstrating how an industry leading CPG firm 
has achieved maturity and success in managing this category. Key 
takeaways from this session include:

 · How to gain influence in this category

 · Key tactics for negotiating with experiential suppliers

 · How to internalize the evaluation of sponsorship deals to 
determine ROI

Andy Whitener, Senior Director, Commercial Procurement, Anheuser 
Busch

David Leonhard, Director, Commercial Procurement, Anheuser 
Busch 

4:50 

Interactive Roundtables:
These interactive roundtable sessions take a deep dive into 
the specific areas you came to learn about. Sit and learn in an 
intimate format from the speakers who have had an impact on their 
company and industry. Take control of your own event experience 
and don’t be shy! Ask questions (or answer them!) alongside other 
conference attendees who are dealing with the same challenges 
as you network with industry peers with very similar challenges, 
interests and responsibilities. 

1. Transition – Tactical To Strategic
Donald Lee, Senior Director, Strategic Sourcing, Visa

2. Localization/Translation
Joaquin Rivamonte, Sourcing Director, Global Procurement, 
Verizon Media 

3. Corporate Barter
Steven Dubroff, Senior Director, Procurement, Hilton

4. Public Relations
Willie Osborne, Strategic Sourcing Partner Lead, Lubrizol

5. Promotional Items
Michael Rafferty, Executive Director of Global Marketing 
Procurement, Kaplan

5:50 

Keep Austin (And Marketing Procurement) Weird 
Reception In the Solutions Zone
Akin to managing the Marketing category, Austin has its own 
passion, charm, and flavor that you really can’t find anywhere else! 
We’ll celebrate our differences with some local brews, food, and 
music in the solution zone, giving you ample opportunity to connect 
with old and new friends.
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7:20 

Breakfast In The Solutions Zone

7:20 

Women In Procurement Breakfast:
Due to popular demand we’re bringing back the Women In 
Procurement Breakfast to ProcureCon Marketing. You’ll have an 
intimate setting to discuss the challenges women in procurement 
face and celebrate their successes. Space is limited to just 40 
attendees. 

Ellen Castro, Chief Energizing Officer

***An invitation to RSVP will be sent in mid-October to procurement 
practitioners registered for the conference. However, if you would 
like to confirm your spot earlier you may do so by emailing Michael.
Dunlap@wbresearch.com after registration. 

8:20 

Chairperson’s Remarks

8:30

PANEL: To Infinity And Beyond: Enabling The 
Digital Transformation Journey
There’s no shortage of digitization and transformation initiatives 
taking place these days. If you’re feeling left out of the party your 
not alone. Two leading CPG firms will explain how they played a 
critical part in their organization’s broader digital transformation 
journey. Key takeaways include:

 · Tools (such as digital asset management) that you can use as a 
core part of your digital transformation journey

 · Approaches marketing procurement can take in enabling digital 
transformation 

 · How and why should marketing procurement be taking the lead 
in connecting the dots and managing collaboration in the digital 
asset management space

 · What steps should practitioners take now to begin this journey? 
And what conversations should marketing procurement be 
having with their related suppliers?

Magali Gaiato, Manager, Marketing Procurement Unilever

Larry Smith, Strategic Sourcing Director, Global Marketing, Mars 
(Formerly)

TBD, Adstream

9:00 

PANEL: Driving Leadership: Finding Production 
Innovation Without An Increase In Budget
Steve Jobs once said “Innovation Distinguishes A Leader and 
Follower’. Are you looking to be a leader when it comes to 
production innovation but not sure where to start? This enlightening 
panel will showcase some of the big wins and ideas procurement 
has applied in this area so that you can make an impact when 
you’re back in the office next week and throughout 2020. This 
workshop will give you insights surrounding:

 · The latest trends in production spend

 · How to best manage your production partners

 · What your production partners want out of their clients

 · What are some innovative ways to find value in the production 
process

Emily Bruhn, Senior Manager Strategic Sourcing – Marketing, 
Medtronic

Bobby Chien, Global Sourcing Manager, Expedia Group

Michael Takyi, Marketing Procurement Lead for the Americas, 
Castrol/BP

Tara Agen, Global Head, HP Marketing Operations, HP

Mat Mildenhall, Chief Client Officer, eg+ worldwide

9:40 

PRESENTATION: In-Housing Digital Media 
Services, The Do’s And The Don’ts 
Jim Mason. Senior Client Partner, Ebiquity
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10:00 

PANEL: Developing A Path For Success: 
Benchmarking Strategies That Work
Benchmarking can be a valuable activity for both an advertiser and 
an agency however it does require some careful analysis and caveats 
to ensure that a true ‘apples to apples’ comparison is being made. 
This panel will provide differing perspectives on their benchmarking 
journey, giving you the inspiration needed to push past any 
roadblocks you may encounter. Key points for discussion include:

 · Different sources of benchmarking data and where you can find them
 · Do you create your own cost model or do you farm it out to 

someone else?
 · Key questions to ask when purchasing benchmarking data
 · The right and wrong way to approach benchmarking with 

your agency

Nelson Geter, Strategic Sourcing Lead, Marketing Procurement, 
Facebook

Erik Anderson, Strategic Sourcing Manager (Marketing), Discover 
Financial Services

Liz Ziegler, Senior Manager, Strategic Sourcing & Category 
Management, Vail Resorts 

Lance Hedges, Strategic Sourcing/Vendor Management, CapGroup

10:40

Awake & Bake Networking Break In The Solutions 
Zone

11:20

PRESENTATION: So You’ve Cut Costs…But Have 
You Created Value?
Jason Galloway, Managing Director, Customer Advisory, KPMG

11:40 

Interactive Roundtables
These interactive roundtable sessions take a deep dive into 
the specific areas you came to learn about. Sit and learn in an 
intimate format from the speakers who have had an impact on their 
company and industry. Take control of your own event experience 
and don’t be shy! Ask questions (or answer them!) alongside other 
conference attendees who are dealing with the same challenges 
as you network with industry peers with very similar challenges, 
interests and responsibilities. 

1. Optimizing The Client Agency Relationship – How To Maximize
Your Media Investment  
Fiona Foy, Managing Director, FirmDecisions North America & 
Jim Mason, Senior Client Partner, Ebiquity

2. Sponsorship
Josie Vertz, Strategic Sourcing, Twitter

3. Print
Phil Zolit, Manager, Procurement, Metropolitan Museum of Art

4. Driving Sustainability In Marketing Procurement
Sean Everland, Senior Manager – Marketing Sourcing, Danone 
North America

5. Mitigating Risk When Sourcing Branded Merchandise
Lauren Senter, SVP Business Development, Zorch 
Meghan Madl, SVP Business Development, Zorch

12:40 

Lunch For All Attendees 

Private Lunch Sponsored By Scope
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Track A: Keeping It Safe: Brand Safety
(Open To All Attendees)

Track B: Masters In Media 
(Open To All Attendees)

Track C: Advanced Practitioners Workshop
(Targeted Towards Those With  

3+ Years Of Related Experience)

Boardroom: Industry Specific Boardroom
(Open To Marketing Procurement  

Practitioners Only)

1:45 PANEL: Cleaning Up The Marketing Supply Chain: 
Tools You Need For Brand Safety
Everybody knows that, ‘An Ounce Of Prevention Is Worth A Pound 
Of Cure’, but how do you know if you’re taking the right steps (or 
‘dose’) to protect your brand? 

Also, when viewed holistically, brand safety is about much 
more than content placement. Any asset with your brand (both 
digital AND physical can create a plague of problems for your 
organization.

This panel will share perspectives on what the right ‘medicine” 
should be for your company, giving you insight on:

 · Developing a holistic brand safety and related risk mitigation 
plan

 · Pitfalls and risks associated with both branded merchandise and 
digital advertising

 · What to ask/negotiate with your brand safety suppliers

Jenny Reints, Director, Global Indirect Strategic Sourcing, 
Chamberlain Group

Tim Brown, Executive Director, Operations, QCA (Quality 
Certification Alliance)

WORKSHOP: Win-Win Negotiation Strategies For 
Your Digital Media Agencies
Whether it’s your first time or 20th time at the negotiating table, 
you can’t afford to miss this workshop detailing out some key 
takeaways that will make you shine like the sun! 

 · Key questions to ask in negotiations

 · Digital media agency evaluation process

 · Trends impacting digital media agencies to take into account 
during your negotiation

Joaquin Rivamonte, Sourcing Director, Global Procurement, 
Verizon Media

WORKSHOP: Career Development In Marketing 
Procurement – Setting Goals For Success 
This workshop, led by various practitioners at different stages 
in their careers, will talk through their goal setting process and 
related successes/achievements. You’ll leave this session with a 
clear understanding of 

 · What it takes to get to that next level (in your current role or 
outside of it)

 · Tools and techniques to actively manage your career

 · How to better leverage your annual goal setting process 

Stacy Joslin, Senior Director, Global Business Partner, Marketing, 
InterContinental Hotels Group

BOARDROOM: Marketing Procurement In The 
Pharmaceutical Industry 
The pharmaceutical industry has a unique set of challenges, 
restrictions, and compliance requirements as it relates to both 
developing and executing marketing campaigns.

This session will talk through those challenges as well as how you 
as a procurement practitioner can ensure your marketing suppliers 
are up to the test.

This is a must-attend session for all practitioners in the 
pharmaceutical industry.

Susan Hurst, Senior Procurement Manager - Marketing & Sales, 
Teva Pharmaceuticals

Sherry Epting, US Commercial Procurement Leader, AstraZeneca 

Procurement Practitioners affiliated with the Pharmaceutical 
Industry will be automatically added to the attendee list for this 
session upon registration. 

A confirmation will be sent to all eligible attendees in mid-October. 
If you have any questions please email the Event Producer, 
Michael.Dunlap@wbresearch.com 

2:25 Innovation Spotlight Innovation Spotlight Innovation Spotlight
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2:35 WORKSHOP: Safety First: How To Protect Your 
Brand During Exponential Rise Of Influencer 
Marketing
Back in the 1800s, the queen and the Pope endorsed patented 
medicines, heightening the appeal and adding an element of “pop 
culture” to a fairly dull industry.

In today’s landscape, anyone with a YouTube account can be an 
influencer. While that presents a great deal of opportunity to your 
brand, it carries some risk to your brand as well. This workshop 
will give you some tips and pointers to:

 · Effectively negotiate with your influencers

 · Determine ROI on your marketing influencer investment

 · Manage marketing stakeholder expectations

Jacqueline Gates, Lead Procurement Mgr - Lubricants Marketing 
Contracts, Shell

WORKSHOP: Making Sense Of Media – 
Contractual Best Practices That Can Hold Your 
Media Agency AND Marketing Team Accountable
While media auditing being a hot topic today, it’s important to take 
a step back to relook at your media contracts. This session will 
help you 

 · Assess the strengths and weaknesses of your own media 
agreements

 · Understand the level of internal and external resources required 
to perform a media audit.

 · Understand what to expect upon conclusion of an audit 
and how to leverage results to impact change within your 
organization.

Bobby Chien, Global Sourcing Manager, Expedia Group

WORKSHOP: Experts Recap And Roundtable 
Discussion
As our afternoon experts track comes to a close, we’ll use this 
session to follow up on any outstanding points from the previous 
sessions as well as cover any additional adhoc topics that you 
want to share. 

BOARDROOM: Marketing Procurement In The 
CPG Industry
As those of you in Consumer Packaged Goods (CPG) industries 
can attest, marketing teams wield quite a bit of influence 
throughout the organization. 

To be fair, major consumer brands like Coca-Cola, Mars, Pepsi, 
and others wouldn’t have the brand recognition they do today 
without years of marketing investment. 

This boardroom will give you an opportunity to swap stories with 
your peers in this industry to discuss some of the challenges, 
issues, and accomplishments unique to this category.

Sarah Lacey, Senior Manager, Marketing Procurement, The J.M. 
Smucker Company

Procurement Practitioners affiliated with the CPG Industry will be 
automatically added to the attendee list for this session upon 
registration. 

A confirmation will be sent to all eligible attendees in mid-October. 
If you have any questions please email the Event Producer, 
Michael.Dunlap@wbresearch.com 
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3:25 

ProcureCon Pub Break In The Solutions Zone (Last 
Chance To Visit The Solutions Zone)

4:05

KEYNOTE PRESENTATION: Spirited Leadership: It’s 
All About Trust
Looking to increase trust among your business partners, 
stakeholders, and the like? Our Chief Energizing Officer, Ellen 
Castro, has a plan for you! This enlightening keynote will take your 
relationships to the next level to improve your success.

Ellen’s personal corporate experience includes leading a $90M profit 
center of 500 employees for Exxon. She was the highest ranking 
female in Marketing, earning 5 promotions in 11 years before she 
decided to re-invent herself in graduate school. After Harvard, Ellen 
directed the merger/acquisition process for a national healthcare 
alliance that grew from 1,000 to 5,000 employees.

Ellen Castro, Chief Energizing Officer

4:45

BARSIDE CHAT: Ask A CPO/Marketing 
Procurement Executive
A crowd favorite from the past two years, key marketing 
procurement leaders and advisory board members will be on 
hand to answer any and all questions you’d like to ask your own 
leadership but may be afraid to ask. You won’t want to miss out on 
this lively and exciting Q&A before we drift off to the Boots and 
Saddle Reception to close out the day.

Terri Bowers, Senior Group Business Engagement Manager 
Marketing/Advertising, Microsoft (Barkeeper)

Steven Dubroff, Senior Director, Procurement, Hilton Worldwide 
Holdings

Alison Panza, US Head of Procurement, Ferring Pharmaceuticals

5:30 

Flavors Of Fall Reception 
A bountiful harvest of autumn themed beverages and treats await 
our delegates as we close out Day 2 of our conference. Embrace 
your ProcureCon family in preparation for Thanksgiving later in the 
month! We’ll have some lively music on hand along with some fun 
and games for you to enjoy!
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7:45 

Breakfast 

8:45 

PANEL: Adding Value And Delivering Back To 
The Business Beyond Savings: Transforming 
And Enhancing The Perception Of Marketing 
Procurement
After two days of great content it’s time to start determining an 
action plan to go forward – and you can’t accomplish that without 
a dramatic shift in how marketing procurement is perceived in 
your organization. This engaging panel will share tips, trials, and 
techniques to help you address the following::

 · How to create investment when you can no longer cut your way to 
growth

 · How do you define value? Is this by cost or return?

 · Developing a change in language to mold the conversation of 
marketing procurement

 · Using self promotion to illustrate the benefits that marketing 
procurement bring to other departments and the wider business

 · Moving from engagement to alignment with marketing

Thom Roose, Global Category Lead, Marketing and Communication, 
IBM

Lance Hedges, Strategic Sourcing/Vendor Management, CapGroup

J. Francisco Escobar, CEO/Founder, JFE Consultants

9:25 

INTERACTIVE CASE STUDY: Driving Marketing 
Forward: Developing Common Metrics For 
Success
Feeling disenfranchised by your marketing team whose measures 
for success are at odds with procurement? With marketing 
traditionally being measured by revenue growth and procurement 
measured by savings it can seem impossible to find a middle 
ground. Or is it?

Terri Bowers and her team at Microsoft were up to the challenge 
and developed an agreed upon set of combined metrics between 
the marketing and procurement teams and tied them to a specific 
marketing objective. If you want a seat at the table with your 
marketing leadership (and know what to do with it!) you won’t want 
to miss this session that illustrates how to:

 · Initiate discussions with relevant stakeholders

 · Ensure you, as a marketing procurement professional, are really 
capturing what matters to your marketing team

 · Communicate metrics to senior leadership in a way that’s 
impactful and of value 

Terri Bowers, Senior Group Business Engagement Manager 
Marketing/Advertising, Microsoft

10:05 

PANEL: Buzzword Bingo
For a lighter touch this morning (it is Day 3 and all), we’ll have 4 
marketing procurement experts give their quick thoughts, raw 
feelings (hates and loves!) on a buzzword that the moderator throws 
out at them. What do we really mean when we say things like:

 · Working/Non-Working

 · Having A Seat At The Table

 · Transparency

 · Transformation

 · Adding Value

 · Agency Partnership

 · Becoming a Change Agent

Stacy Joslin, Senior Director, Global Business Partner, Marketing, 
InterContinental Hotels Group

Katrina Bott, Director, Global Strategic Sourcing, Michael Kors

Larry Smith, Strategic Sourcing Director, Global Marketing, Mars 
(Formerly)

10:35 

INTERACTIVE PRESENTATION: Addressing 
Supplier Diversity In Your Marketing Procurement 
Program
Dede Orraca-Tetteh, Contingent Workforce Business Partner, 
Marketing and Sales, Facebook

Sydni Craig-Hart, CEO, Smart Simple Marketing

11:05 

Sunrise & Shine Networking Break

11:25 

INTERACTIVE CASE STUDY: Managing Agencies 
Through Product Life Cycle
Dana Small, Global Strategic Sourcing Manager, BioMarin
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12:05 

CLOSING PANEL: Actions To Take To Make The 
Case For Change And Move Your Program Up The 
Maturity Curve 
Given the rapid change and demands facing your stakeholders, 
you can’t afford to keep your program at a standstill. It’s a matter of 
when (not if) you move your program up the maturity curve in today’s 
environment. But how do you get yourself out of the day-to-day 
execution of your program to focus on long-term improvement? 

 · How to develop and communicate the business case for 
improvement

 · Defining program maturity milestones

 · Leveraging and strengthening relationships with your staffing 
partners

 · Developing and implementing program KPIs to measure success

Catherine Jones, Director Global Strategic Sourcing, Marketing & 
Sales, VMware

Lauren Costley, Strategic Sourcing Category Manager - Marketing & 
Events, American Cancer Society

Solana Stokes, VP Procurement, Marketing Media and Research, 
Discovery Networks

12:45

Networking Lunch

1:15

Conference Concludes

1:30 

Post-Conference Austin Distillery Tour (Optional) 
***An invitation to RSVP will be sent in mid-October to procurement 
practitioners registered for the conference. However, if you would 
like to confirm your spot earlier you may do so by emailing Michael.
Dunlap@wbresearch.com after registration.***
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