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Welcome to the 2017 ASAP Global Alliance Summit
On behalf of the Board of Directors and staff of the Association of Strategic Alliance Professionals, welcome to the 2017 ASAP Global Alliance
Summit! Our timely theme this year is “Profit, Innovation, and Value for the Partnering Enterprise.” While the fundamentals remain, alliance
management skills of even five years ago are insufficient for the context and content of today’s partnering everywhere world. That’s why ASAP
is here. At the Summit, you will discover the most current thinking and practice—and experience the very best our profession has to offer.
Make the most of the next three days to learn, engage, and network using our “Pitch and Match” 1:1 meetings system—a highly interactive
experience where learning comes as much from those assembled as from the many top-flight speakers and discussion leaders. Connect
with your peers, partners, and industry executives to learn how others are confronting the challenges and opportunities of collaborating
with new partners, adopting new models, building capability—and realizing new sources of profit, value, and innovation. The brave new
world of customer-centric, ecosystem-based partnering requires new skills, even for the masters of alliance management.
The Summit is by far the world’s largest annual gathering of our profession’s leading individuals and organizations. Each year, alliance
management and partnering practitioners, thought leaders, academics, and consultants gather to discuss the state of the profession how to
evolve the discipline, and how to advance their understanding of partnering and collaboration strategy, capability development, and
execution. No other event delivers as much immediately actionable and relevant information, connects you to more of the profession’s
thought leaders, or does more to advance your career than the ASAP Global Alliance Summit.
Enrich your knowledge, strengthen your foundation, and augment your skills to create the expert leadership capabilities you need to
partner everywhere—and thrive in the ecosystem. More than 40 keynotes, “Spotlight sessions,” workshops, expert exchanges, panels,
interactive discussions, and participant-led roundtables delivered by presenters from a wide variety of industries tackle how to:





Manage partnering strategically across the enterprise—yet with a relentless focus on execution
Act boldly amidst uncertainty—and know with whom to partner now
Drive exponential value from partnering, in whatever forms that partnering and value take
Build new capabilities required to efficiently and effectively support a rapidly growing number of get-to-market and go-to-market
partnerships, channels, networks, and ecosystems

Develop your expertise and gain insights into the most pressing strategic issues facing senior-level partnering executive and the biggest
challenges encountered by the individual practitioners responsible for the day-to-day management of business collaborations.
The Summit is also a celebration of the community’s crème-de-la-crème. Our Alliance Excellence Awards recognize the companies and
executives behind the previous year’s most successful alliance initiatives. Our awards ceremony announces the winners and honors the
finalists, but you also have an opportunity to learn more about the stories behind the successes. Learn what separates the winners from
everyone else—and plot your own strategy to be counted among the best.
Heartfelt thanks go to the ASAP Summit Program Committee for its hard work and effort in putting together this stellar program. We also
thank our speakers for sharing their expertise and experience. Most importantly, we thank all participants for contributing your insights
and knowledge to the discussion.
Immerse yourself in the partnering world—from fundamentals to advanced practices. Meet and learn from other practitioners—their
successes and challenges—in your industry and other’s. Discover new models for partnering and business collaboration—and how to
build world-class capabilities at the core of your organization.
Only at the 2017 ASAP Global Alliance Summit.

Brooke Paige, CSAP

Michael Leonetti, CSAP

Staff Vice President,
Strategic Initiatives and
Chief of Staff HealthCore, Inc.

President & CEO
Association of Strategic
Alliance Professionals

(a wholly-owned subsidiary of Anthem, Inc.)

@asap_Global #ASAPSummit

tinyurl.com/ASAPLinkedIn

facebook.com/#!/ASAPGlobal
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The ASAP Team
ASAP Executive Management
Committee
Chairman
 Brooke Paige, CSAP | Staff Vice President, Strategic
Initiatives and Chief of Staff | HealthCore, Inc.
(a wholly-owned subsidiary of Anthem, Inc.)

Vice Chairman
 Donna Peek, CSAP | Director, Partner Program
Office | SAS Institute
Treasurer
 R. Lynn Richard, CSAP | Global Director, Strategic
Alliances | GE Healthcare Digital
Chairman Membership Committee
 Erna Arnesen, CSAP | VP Channels and Business
Advisor
Chairman, Chapter Development Council
 Becky Lockwood, CSAP | Principal | RSL Associates
Chairman, Editorial
 Jan Twombly, CSAP | President | The Rhythm of
Business, Inc.
Chairman Emeritus
 Russ Buchanan, CSAP | Vice President, Worldwide
Alliances | Xerox
 David S. Thompson, CA-AM | Chief Alliance Officer |
Eli Lilly and Company

2017 ASAP Global Alliance Summit
Program Committee
 Harm-Jan Borgeld, CSAP, PhD | Head Alliance
Management | Merck KGaA
 Jeffrey L. Cummings, CSAP, PhD | Chair, Dept
of Mgt & Int’l Business, Associate Professor,
Int’l Business Strategy | Loyola University
Maryland
 Christine Federovitch | Associate Director,
Alliances | Illumina
 Katherine Kendrick, CA-AM | Director Alliance
Management | Elanco, Eli Lilly and Company
 Phil Sack, CSAP | President | ASAP Asia
Collaborative Business Community
 Joe Schramm | Vice President Strategic
Alliances | BeyondTrust
 Nellie Scott, CA-AM | Channel Enablement
Manager | SAS Institute
 Don Shelton, CSAP | Practice Leader,
Enterprise Solutions, APJ | Cisco Systems
 Annick de Swaef, CSAP | Managing Partner |
Consensa Consulting
 Andrew Townshend | Senior Vice President,
Alliance Development | INC Research
 David S. Thompson, CA-AM | Chief Alliance
Officer | Eli Lilly and Company

 Steve Twait, CSAP | VP, Alliance and Integration
Management | AstraZeneca Pharmaceuticals

ASAP Global Staff
 Michael Leonetti, CSAP | President & CEO | MLeonetti@strategic-alliances.org | +1-781-562-1630 ext.201
 Lori Gold | Director of Membership Services | LGold@strategic-alliances.org | +1-781-562-1630 ext. 203
 Diane Lemkin | Director of Office Administration | DLemkin@strategic-alliances.org | +1-781-562-1630 ext. 206
 Becky Lockwood, CSAP | Content and Education Consultant | blockwood@strategic-alliances.org |
+1.508.758.3784
 Kimberly T. Miller | Marketing Director | KMiller@strategic-alliances.org | +1-781-562-1630 ext. 208
 Jennifer Silver | Certification Coordinator | JSilver@strategic-alliances.org | +1-781-562-1630 ext. 205
 Brendan Ward | Database and IT Coordinator | BWard@strategic-alliances.org | +1-781-562-1630 ext. 200
 Michele Yudysky | Membership Coordinator | MYudysky@strategic-alliances.org | +1-781-562-1630 ext. 209
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ASAP Executive Management & Advisory Board of Directors
Erna Arnesen, CSAP*

Jim Luna

Global Channel and Alliances Officer
ZL Technologies

Senior Director – Global Platform & Technology Alliances
Citrix Systems, Inc.

John Barry

Robert Porter Lynch, CA-AM

Head of Portfolio Sourcing and Relationship Management
(PSRM)
Merck & Co., Inc.

President
The Warren Company

Nancy D. Breiman, CSAP

Group Vice President, Partner Alliances & Channels
JDA Software

Director, Global Networking Alliances
IBM Global Alliances, Sales & Distribution

Greg O’Sullivan

Brooke Paige, CSAP*

Russ Buchanan, CSAP*

Staff Vice President, Strategic Initiatives and Chief of Staff
HealthCore, Inc. (a wholly-owned subsidiary of Anthem, Inc.)

Vice President, Worldwide Alliances
Xerox

Donna Peek, CSAP*

Karen Denton, CA-AM

Director, Partner Program Office
SAS Institute

Director, Alliance Management
Bayer HealthCare Pharmaceuticals

R. Lynn Richard, CSAP*

Anthony DeSpirito, CSAP

Global Director, Strategic Alliances
GE Healthcare Digital

Managing Director – Strategic Accounts
Schneider Electric

Mary Jo Struttmann, CA-AM

Andy Eibling, CSAP

Executive Director, Alliance Management
Astellas Pharma, Inc.

Vice President Alliance Management
Covance

Judy Swilley, PhD

Greg Fox, CSAP
Vice President, Corporate Strategic Alliances
Huawei Technologies, Ltd.

Executive Vice President and General Manager
Head of Strategic Alliance Management
INC Research

Frank Grams, PhD

David S. Thompson, CA-AM*

VP, Head R&D Alliance Management
Sanofi

Chief Alliance Officer
Eli Lilly and Company

Nancy Griffin, CA-AM

Steve Twait, CSAP*

VP & Head, Alliance Management
Global Business Development & Licensing
Novartis Pharmaceuticals Corporation

VP, Alliance and Integration Management (AIM)
AstraZeneca Pharmaceuticals

Andy Hull

President
The Rhythm of Business, Inc.

Jan Twombly, CSAP*

Vice President, Global Alliances
Takeda

Lucinda (Cindy) Warren

Bennett Kennedy
Sr. Vice President – Corporate Development / Business Strategy
Mission Pharmacal

Vice President Business Development
Janssen Business Development
Johnson and Johnson Innovation

Kerri Lampard, CSAP

Norma Watenpaugh, CSAP

Director, Global Services Center of Excellence, Global Partner
Organization
Cisco Systems

Principal
Phoenix Consulting

Becky Lockwood, CSAP*

* ASAP Executive Management Committee

Principal
RSL Associates

Ron Long
Alliance Director IoT, Big Data, and SAP Ecosystem
Global Partner Sales and Strategic Alliances
NetApp

@asap_Global #ASAPSummit

tinyurl.com/ASAPLinkedIn

facebook.com/#!/ASAPGlobal
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Thank You to our Sponsors!
ASAP would like to thank the following companies for their commitment and support of our organization. We greatly
appreciate their investment in making the 2017 ASAP Global Alliance Summit a huge success.

Platinum Sponsors

Salesforce enables companies to connect with their
customers in a whole new way, leveraging the combined
power of cloud, social, mobile, IoT and artificial
intelligence technologies. With its innovative Customer
Success Platform, Salesforce sets the global standard for
customer relationship management, engagement and
intelligence, by integrating sales, service, marketing,
community, analytics, IoT and app development in a
trusted cloud for businesses of every size and industry.

Salesforce
Community
Cloud
enables
companies of all sizes to integrate business data
and processes with their communities, creating a
seamless customer, partner and employee
experience. Built on the Salesforce Platform,
Community Cloud is part of Salesforce CRM, and
easily connects to third-party systems and data
sources, so companies can access the tools and
information they need to be successful.

Vantage Partners is the world’s leader in helping companies achieve breakthrough business results by transforming the way
they negotiate, and manage relationships with, key business partners. With a direct heritage from the Harvard Negotiation
Project, Vantage provides both capability building services helping client implement the processes, tools, and approaches
necessary to implement organizational strategies that rely on external collaboration to succeed and direct support servicesboth launching new alliances and intervening in and enhancing those alliances that are failing to achieve all that they might.
To learn more about Vantage Partners or to access our online library of research and white papers, please visit
www.vantagepartners.com

Gold Sponsor
Innovate the partnering experience. Master alliance management for the ecosystem. Tame complexity
and risk of partnering with strategy, governance, and capability. When you Partner by Design™ with
The Rhythm of Business, you bring your executive suite The Power to Partner Everywhere. You
embed partnering mindset, skillset, and toolset throughout your organization. Harnessing our proven
strategies, frameworks, and tools, you unleash the innovation, collaboration, effectiveness, and
performance of your people and partnerships. Lift your partnering practice far above the “best practices” baseline. Partner
with new players, new models, and myriad forms of value to achieve your objectives in the ecosystem. Take your partnering
and management capabilities to new heights with The Rhythm of Business. Learn more at rhythmofbusiness.com.

Silver Sponsor
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Agenda—Monday, February 27, 2017
Time

Session Code | Session Title

Speaker

Location

8:00 a.m. – 5:00 p.m.

Alliance Team Meetings

9:00 a.m. – 7:00 p.m.

Conference Registration and Information Desk

9:00 a.m. – 4:30 p.m.

Executive Committee Meeting

Sierra 5 & 6

Early Arrival Meet-Up

Lobby Bar

6:30 p.m.

Balboa 2
Rio Vista Grand Foyer

Agenda—Tuesday, February 28, 2017
Time

Session Code | Session Title

Speaker

7:00 a.m. – 6:00 p.m.

Conference Registration and Information Desk

8:00 a.m. – 2:00 p.m.

Pre-Conference Workshops
 Ann Trampas, CSAP | Phoenix Consulting
Group

Sierra 6

Session 102 | Alliance Management
Workshop: Tools and Techniques

 Gary Butkus, CA-AM, RPh | Eli Lilly and
Company
 David S. Thompson, CA-AM | Eli Lilly and
Company

Sierra 5

Session 103 | How to Resolve Conflict
in Your Alliance

 Candido Arreche, CA-AM | Xerox Worldwide Santa Fe 4
Alliances

11:45 a.m. – 12:45 p.m.

ASAP Advisory Board Meeting (Invitation Only)

Cabrillo Salon 2

Board of Director Lunch (Invitation Only)

Cabrillo Salon 1

1:00 p.m. – 7:00 p.m.

Alliance Management Resource Center

1:00 p.m. – 3:30 p.m.

Leadership Forum (Invitation Only)

2:30 p.m. – 3:30 p.m.
4:00 p.m. – 4:30 p.m.

Rio Vista Grand Foyer

Session 101 | CA-AM Certification Exam
Prep Workshop

8:30 a.m. – 11:45 a.m.

2:15 p.m. – 3:30 p.m.

Location

Session 104 | Next Gen Alliance
Management; Moving your Organization
to Ecosystem Performance Excellence
**Free Pre-conference workshop**

Rio Vista Grand Foyer
Cabrillo Salon 2

 Lynda McDermott, CA-AM | EquiPro
International

Sierra 5

Face-to-Face Business Development Meetings powered by PITCH and MATCH

Various Locations

 Mike Leonetti, CSAP | Association of
Strategic Alliance Professionals
 Brooke Paige, CSAP | HealthCore

Rio Vista Ballroom

Conference Opening

(a wholly-owned subsidiary of Anthem, Inc.)

@asap_Global #ASAPSummit

tinyurl.com/ASAPLinkedIn

facebook.com/#!/ASAPGlobal
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Agenda—Tuesday, February 28, 2017 (continued)
Time

Session Code | Session Title

Speaker

Location

4:30 p.m. – 5:15 p.m.

Session 105 | Conference Keynote
The New Convergence:
Life Science + Tech + Government

 Dr. Alex Dickinson |
ChromaCode

Rio Vista Ballroom

5:15 p.m. – 6:00 p.m.

Session 106 | Alliance Excellence
Awards Ceremony

 Mike Leonetti, CSAP | ASAP
 Norma Watenpaugh, CSAP | Phoenix
Consulting Group

Rio Vista Ballroom

6:00 p.m. – 7:00 p.m.

Welcome Reception

West Lawn

Agenda—Wednesday, March 1, 2017
Time

Session Code | Session Title

Speaker

Location

7:00 a.m. – 6:00 p.m.

Conference Registration and Information Desk

7:00 a.m. – 8:15 a.m.

Networking Breakfast & Chapter Tables

Rio Vista Pavilion

8:00 a.m. – 5:00 p.m.

Alliance Management Resource Center

Rio Vista Grand Foyer

8:15 a.m. – 9:45 a.m.

Session 201 | Conference Plenary | Summit Leadership Spotlights
Moderator | Brooke Paige, CSAP | HealthCore (a wholly-owned subsidiary of Anthem, Inc.)
Leadership Spotlight #1 | Comfort in
Discomfort: Leadership & Innovation
Lessons from an Uncommon Alliance

 Céline Schillinger | Sanofi Pasteur

Leadership Spotlight #2 | Leveraging
Partners to Accelerate Growth and Enter
New Markets

 Kevin Hickey | BeyondTrust

Leadership Spotlight #3 | Accelerating
Innovation: Partnering Early and Often
in the New Era of Cooperation

 Chris Haskell, PhD | Bayer HealthCare

Rio Vista Grand Foyer

Rio Vista Ballroom

Leadership Spotlight #4 | Understanding Your  Maria Olson | NetApp
Full Potential and Bringing it to Life
9:45 a.m. – 10:15 a.m.
10:15 a.m. – 11:00 a.m.

Networking Break
Session 202 | Summit Leadership
Spotlight Interviews

11:15 a.m. – 12:15 p.m. Session 203 | The ASAP Aquarium

12:15 p.m. – 1:30 p.m.

8

Rio Vista Grand Foyer

Moderator | John DeWitt | ASAP Media |
JW DeWitt Communications
 Chris Haskell, PhD | Bayer HealthCare
 Kevin Hickey | BeyondTrust
 Maria Olson | NetApp
 Céline Schillinger | Sanofi Pasteur

Rio Vista Ballroom

Moderator | Jan Twombly, CSAP | The
Rhythm of Business

Rio Vista Ballroom

Networking Lunch

Rio Vista Pavilion
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Agenda—Wednesday, March 1, 2017 (continued)
Time

Session Code | Session Title

1:30 p.m. – 2:15 p.m.

2:30 p.m. – 3:15 p.m.

Speaker

Location

Session 301 | Surviving the
Future—What Savvy Channel
Chiefs Know About New
Opportunities and New Perils

Moderator | Norma Watenpaugh, CSAP |
Phoenix Consulting Group
 Theresa Caragol | TCC Consulting
 Jim Chow | Google
 Brooke Cunningham | Splunk
 Laura McClure, CSAP | Software AG

Rio Vista A – D

Session 401 | Making the Most
of Industry-Academia
Collaborations

 Mark Coflin, CSAP | Shire
 Sarah Hudson, PhD | Sanford Burnham
Prebys Medical Discovery Institute
 Paula Norris, PhD | Sanford Burnham
Prebys Medical Discovery Institute
 Joe Sypek, PhD | Shire

Rio Vista E – H

Session 501 | Meet the 2017 ASAP
Alliance Excellence Award Winners

Anthony DeSpirito, CSAP | Schneider Electric

Cabrillo Salon 1 & 2

Session 302 | Think Horizontal:
Reimagining Partnering Practices as
Digital Business Transformation
Becomes Reality

 Jan Twombly, CSAP | The Rhythm of
Business
 Jeff Shuman, CSAP, PhD | The Rhythm of
Business | Bentley University

Rio Vista A – D

Session 402 | Building the Perfect
Partnership: A Balance of
Harmony and Conflict

 David S. Thompson, CA-AM | Eli Lilly and
Company
 Alan Colquitt | Eli Lilly and Company

Rio Vista E – H

Session 502 | Shared Value and
Collective Impact Partnerships—
Why, How, and What?

 Aaron Hoyles | The Synergist
 Dr. Lode Dewulf | UCB

Cabrillo Salon 1 & 2

3:15 p.m. – 3:45 p.m.

Networking Break

Rio Vista Grand Foyer

3:30 p.m. – 5:30pm

Face-to-Face Business Development Meetings powered by PITCH and MATCH

Various Locations

3:45 p.m. – 4:30 p.m.

Session 303 | Partner Timing:
 Darin Sanders | Novacoast
Looking for the Right Time to Engage  Joe Schramm | BeyondTrust

Rio Vista A – D

Session 304 | Customer Experience
is the New Battleground; How to
Extend that to Partners

 Tiffani Bova | Salesforce

Cabrillo Salon 1 & 2

Session 403 | The Companion
Diagnostic Partnership

Moderator | Karen Gutekunst | Illumina
 Katherine Ellison, PhD | Illumina
 Omar Perez, PhD | Pfizer
 Nick Sanna | Genoptix, a Novartis company

Rio Vista E – H

4:45 p.m. – 5:30pm

ASAP Roundtables

5:30 p.m. – 6:30 p.m.

Networking Reception

300 | Building
Future IT
Channels

@asap_Global #ASAPSummit

400 | Partnering
for Performance
in Life Sciences

tinyurl.com/ASAPLinkedIn

Rio Vista A – D
West Lawn

500 | Leadership
in Alliance
Excellence

facebook.com/#!/ASAPGlobal
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Agenda—Thursday, March 2, 2017
Time

Session Code | Session Title

Speaker

Location

7:00 a.m. – 6:00 p.m.

Conference Information Desk

7:00 a.m. – 8:15 a.m.

Networking Breakfast

8:00 a.m. – 5:00 p.m.

Alliance Management Resource Center

8:15 a.m. – 10:15 a.m.

Rio Vista Pavilion
Rio Vista Grand Foyer

Session 601 | Building and
Sustaining the Alliance Enabled
Enterprise

 Stuart Kliman, CA-AM | Vantage Partners

Rio Vista A – D

Session 602 | Cross-Cultural
Communication Skills for
Building Collaboration in Alliance
Partnerships

 Minna J Holopainen | InFlux
Communication LLC | San Jose
State University

Rio Vista E – H

Session 603 | Implementing
Open Innovation: Lessons from
the Leaders

Moderator | Gene Slowinski | Alliance
Management Group | Rutgers University
 Chris Haskell | Bayer HealthCare
 Deborah Magid | IBM

Cabrillo Salon 1 & 2

10:15 a.m. – 10:30 a.m.
10:30 a.m. – 11:20 a.m.

Rio Vista Grand Foyer

Networking Break

Rio Vista Grand Foyer

Session 701 | Mediocrity to
Mastery Roundtable: Value
Creation Through Wise Time
Investment

 David S. Thompson, CA-AM | Eli Lilly
and Company
 Harm-Jan Borgeld, CSAP, PhD | Merck KGaA
 Donna Peek, CSAP | SAS Institute
 Ezra Schneier | HRsoft

Rio Vista A – D

Session 702 | Agile Alliances:
Catalyst for the Next Industrial
Age

Moderator | Ann E. Trampas, CSAP |
University of Illinois—Chicago
 Gaye Clemson | Globalinkage Consulting
 Anthony DeSpirito, CSAP | Schneider
Electrics
 Phil Sack, CSAP | ASAP Asia Collaborative
Business Community
 Michael Young | biomedwoRx: Life Sciences
Consulting LLC

Rio Vista E – H

10:30 a.m. – 12:30 p.m.

Face-to-Face Business Development Meetings powered by PITCH and MATCH

11:30 a.m. – 12:20 p.m.

Session 703 | Blended Family
Alliances

 Gerry Dehkes, CSAP | KPMG International
 David Erlenborn, CSAP | KPMG LLP

Rio Vista A – D

Session 704 | The Future for the
Alliance Professional: What Must
We Do To Gain Access To
The C-Suite?

 Robert Porter Lynch, CA-AM | The Warren
Company

Rio Vista E – H

12:20 p.m. – 1:20 p.m.

Networking Lunch

600 | Professional
Development
Workshop

10

Various Locations

Rio Vista Pavilion

700 | Innovating
Partner Value
Cross-Industry
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Agenda—Thursday, March 2, 2017 (continued)
Time

Track

1:20 p.m. – 2:05 p.m.

2:15 p.m. – 3:00 p.m.

Session Code | Session Title

Speaker

Location

Session 801 | Traits and Attributes
of Successful Alliance Managers

 Andy Eibling, CSAP | Covance
 Kerri Lampard, CSAP | Cisco Systems

Rio Vista E – H

Session 901 | Accelerate Partner
Sales through a Customer Success
Methodology

 Manoj Bhatia, CSAP | Cisco Systems
 Jeff Newton, CSAP | Cisco Systems

Rio Vista A – D

Session 802 | Using Technology for
Effective Partner First Strategies

Moderator | Nellie Scott, CA-AM | SAS Institute Rio Vista E – H
 Michael Moser, CSAP | Dassault Systemes
 Joe Schramm | BeyondTrust
 Armando Valim | National Instruments

Session 902 | Partnership Survival
in the Face of Unexpected
Competition

Moderator | Dede Haas, CA-AM | DLH Services Rio Vista A – D
 Parth Amin, CSAP | Alliance Dynamics
 Andre Beuchat | Dell CCC
 Adam Earwicker | Varian Medical Systems
 Bernie Hannon, CSAP | Citrix Systems

3:00 p.m. – 3:20 p.m.
3:20 p.m. – 4:05 p.m.

Networking Break
Session 803 | Using Technology for
Effective Partner-First Strategies |
Part 2 – Automation, Tools, and
Process Solutions

Rio Vista Grand Foyer

Moderator | Nellie Scott, CA-AM | SAS Institute Rio Vista E – H
 Mike Maturo | Relayware
 Aimie Vargas | Zift Solutions
 Jason Perocho | Salesforce

Session 903 | Building the Engines of  Greg Fox, CSAP | Huawei Technologies
Collaboration Inside and Beyond
 Andrew Yeomans, CSAP | Merck-Serono
the Borders of Mainland China
4:15 p.m. – 5:00 p.m.

Cabrillo Salon 1 & 2

Session 804 | Partnerships
that Perform: Accelerating Success
in New Alliances

 Candido Arreche, CA-AM | Xerox
Worldwide Alliances

Rio Vista E – H

Session 904 | Protocol—A Global
Business Strategy

 Marie Betts-Johnson | International
Protocol Institute of California®

Cabrillo Salon 1 & 2

5:15 p.m. – 5:30 p.m.

Conference Close / Final Remarks

6:00 p.m. – 7:30 p.m.

Networking Celebration

Rio Vista E – H
West Lawn

Agenda—Friday, March 3, 2017
Time

Session Code | Session Title

Speaker

7:00 a.m. – 4:00 p.m.

Conference Information Desk

8:00 a.m. – 1:30 p.m.

Alliance Team Meetings

800 | Driving
Partner
Performance

@asap_Global #ASAPSummit

tinyurl.com/ASAPLinkedIn

Location
Rio Vista Grand Foyer
Balboa 2

900 | Profiting
by Alliance
Competence

facebook.com/#!/ASAPGlobal
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Community
is not a Short-Term Endeavor…It’s a Long-Term

Investment
Our Global Members are among the most influential organizations
in the business world and stand out as some of the greatest innovators
in the discipline of alliance management and collaboration.

One of the reasons for joining ASAP was the industry and alliances contacts and mentors you
can meet and learn from. That continues to be a key value from ASAP with membership
continuing to grow and expand within its core constituents and also into other industries.
—Steve Blacklock, CA-AM
Vice President, Global Strategic Alliances
Citrix Systems, Inc.
For more information on how your company can become part of this influential group, contact
Lori Gold, Director of Membership at +1-781-562-1630 ext 203 or visit www.strategic-alliances.org.

tinyurl.com/ASAPLinkedIn

www.facebook.com/#!/ASAPGlobal

@asap_Global

ASAP Corporate Members
Alliancesphere

Equifax

Polycom

Amgen

Export Development Canada

PricewaterhouseCoopers (PwC)

Becton Dickinson (BD)

F. Hoffmann – La Roche

Quintiles

BeyondTrust

GlaxoSmithKline (GSK)

Relayware

Bridge Partners

Halozyme Therapeutics

The Rhythm of Business

Celgene

Illumina

Riverbed Technology

The Chapman Group

Ipsen

Royal Philips

ClickSoftware

KPMG

Samsung Electronics

Colgate Palmolive

L & T Infotech

Servier

College of American Pathologists

National Grid

Shire

Consensa Consulting

National Instruments

Thomson Reuters Elite

Daiicho Sankyo

NVIDIA

Vantage Partners

Dassault Systèmes

Panduit

Vision RT

DSM Innovation Center

Pfizer

Emergent BioSolutions

Pierre Fabre Medicament

@asap_Global #ASAPSummit

tinyurl.com/ASAPLinkedIn

facebook.com/#!/ASAPGlobal
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Overview of Sessions
Tuesday, February 28, 2017
Track 100: Conference Keynote/Alliance Excellence Awards
2:15 p.m. – 3:30 p.m.

4:30 p.m. – 5:15 p.m.

5:15 p.m. – 6:00 p.m.

Sierra 5
Session 104
Next Gen Alliance Management; Moving
your Organization to Ecosystem
Performance Excellence

Rio Vista Ballroom
Session 105
Conference Keynote:
The New Convergence:
Life Science + Tech + Government

Rio Vista Ballroom
Session 106
Alliance Excellence Awards Ceremony

**Free Pre-conference workshop**

Wednesday, March 1, 2017 | Morning Sessions
Track 200: Conference Plenary
8:15 a.m. – 9:45 a.m.

10:15 a.m. – 11:00 a.m.

11:15 a.m. – 12:15 p.m.

Rio Vista Ballroom
Session 201
Conference Plenary:
Summit Leadership Spotlights

Rio Vista Ballroom
Session 202
Summit Leadership Spotlight Interviews

Rio Vista Ballroom
Session 203
The ASAP Aquarium

Wednesday, March 1, 2017 | Afternoon Sessions
Track 300: Building Future IT Channels
1:30 p.m. – 2:15 p.m.

2:30 p.m. – 3:15 p.m.

3:45 p.m. – 4:30 p.m.

Rio Vista A – D
Session 301
Surviving the Future—What Savvy
Channel Chiefs Know About New
Opportunities and New Perils

Rio Vista A – D
Session 302
Think Horizontal: Reimagining Partnering
Practices as Digital Business
Transformation Becomes Reality

Rio Vista A – D
Session 303
Partner Timing:
Looking for the
Right Time to
Engage

Cabrillo Salon 1 & 2
Session 304
Customer Experience is
the New Battleground;
How to Extend that to
Partners

Track 400: Partnering for Performance in Life Sciences
Rio Vista E – H
Session 401
Making the Most of Industry-Academia
Collaborations

Rio Vista E – H
Session 402
Building the Perfect Partnership:
A Balance of Harmony and Conflict

Rio Vista E – H
Session 403
The Companion Diagnostic Partnership

Track 500: Leadership in Alliance Excellence
Cabrillo Ballroom 1 & 2
Session 501
Meet the 2017 ASAP Alliance
Excellence Award Winners
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Cabrillo Ballroom 1 & 2
Session 502
Shared Value and Collective Impact
Partnerships—Why, How, and What?
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Overview of Sessions
Thursday, March 2, 2017 | Early Morning Sessions
Track 600: Professional Development Workshop
8:15 a.m. – 10:15 a.m.

8:15 a.m. – 10:15 a.m.

8:15 a.m. – 10:15 a.m.

Rio Vista A – D
Session 601
Building and Sustaining the AllianceEnabled Enterprise

Rio Vista E – H
Session 602
Cross-Cultural Communication Skills for
Building Collaboration in Alliance
Partnerships

Cabrillo Ballroom 1 & 2
Session 603
Implementing Open Innovation:
Lessons from the Leaders

Thursday, March 2, 2017 | Morning Sessions
Track 700: Innovating Partner Value Cross-Industry
10:30 a.m. – 11:20 a.m.

10:30 a.m. – 11:20 a.m.

11:30 a.m. – 12:20 p.m.

11:30 a.m. – 12:20 p.m.

Rio Vista A – D
Session 701
Mediocrity to Mastery
Roundtable: Value
Creation Through Wise
Time Investment

Rio Vista E – H
Session 702
Agile Alliances:
Catalyst for the
Next Industrial Age

Rio Vista A – D
Session 703
Blended Family Alliances

Rio Vista E – H
Session 704
The Future for the Alliance
Professional: What Must
We Do To Gain Access To
The C-Suite?

Thursday, March 2, 2017 | Afternoon Sessions
Track 800: Driving Partner Performance
1:20 p.m. – 2:05 p.m.

2:15 p.m. – 3:00 p.m.

3:20 p.m. – 4:05 p.m.

4:15 p.m. – 5:00 p.m.

Rio Vista E – H
Session 801
Traits and Attributes
of Successful Alliance
Managers

Rio Vista E – H
Session 802
Using Technology for
Effective Partner First
Strategies

Rio Vista E – H
Session 803
Using Technology for Effective
Partner-First Strategies |
Part 2 – Automation, Tools,
and Process Solutions

Rio Vista E – H
Session 804
Partnerships that
Perform: Accelerating
Success in New Alliances

Cabrillo 1 & 2
Session 903
Building the Engines of
Collaboration Inside and Beyond
the Borders of Mainland China

Cabrillo 1 & 2
Session 904
Protocol—A Global Business
Strategy

Track 900: Profiting by Alliance Competence
Rio Vista A – D
Session 901
Accelerate Partner Sales
through a Customer
Success Methodology

Rio Vista A – D
Session 902
Partnership Survival in
the Face of Unexpected
Competition

@asap_Global #ASAPSummit

tinyurl.com/ASAPLinkedIn

facebook.com/#!/ASAPGlobal
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Pre-Conference Professional Development Workshops
Tuesday, February 28, 2017
CA-AM (Certificate of Achievement – Alliance
Management) Certification Exam Prep Workshop

Alliance Management Workshop: Tools and
Techniques

*Additional fee is associated with this workshop; it is not included in the
Full Conference Pass.

*Additional fee is associated with this workshop; it is not included in the
Full Conference Pass.

Session 101

Session 102

8:00 a.m. – 2:00 p.m. | Sierra 6

8:00 a.m. – 2:00 p.m. | Sierra 5

Facilitator | Ann Trampas, CSAP | Practice Lead | Phoenix

Facilitators | Gary Butkus, CA-AM, RPh | Director of Alliance

Consulting Group

Management | Eli Lilly and Company

Do you want to validate and strengthen your alliance management
expertise? Increase your alliance IQ and plan to attend this workshop as
it explores and reinforces key alliance concepts that are covered in the
CA-AM exam.

David S. Thompson, CA-AM | Chief Alliance Officer | Eli Lilly

The knowledge exchange in this interactive professional development
workshop will be strengthened by robust group discussion and case
scenario analyses. The workshop will provide access to models, tools,
and proven best practices that can be rapidly applied into your daily
activities creating operating efficiencies that aim to improve results. This
course will address the following topics: Alliance Life Cycle Framework,
Strategic Rationale and Readiness, Alliance Selection, Alliance
Execution, Planning and Organizing Skills, and Management and
Leadership Skills.

and Company
Eli Lilly and Company is offering a training course for alliance managers.
The course is a distillation of Lilly's century of business alliance
experience led by two of the most skilled alliance managers in the field.
The course will provide case studies, tools, and techniques used to train
alliance managers at Lilly. Upon completion of this non-industry-specific
course, students will have working knowledge of alliance management,
including the start-up, maintenance, and winding down of alliances as
well as an understanding of how to get the most value from an alliance.
ASAP would like to thank Eli Lilly and Company and the volunteer
instructors for this workshop.

Each participant will receive The ASAP Handbook of Alliance
Management: A Practitioner’s Guide—considered “the bible of
partnering practice.” Also included in the workshop fee is the online
exam. The CA-AM prep workshop is a requirement for becoming
certified.
“CA-AM training and certification provides a common
language and a common set of processes and tools.”
— Mary Jo Struttmann, CA-AM, Astellas

16

Updates at www.asapweb.org/summit  February 28 – March 2, 2017  San Diego, California, USA

Pre-Conference Professional Development Workshops
Tuesday, February 28, 2017
How to Resolve Conflict in Your Alliance
*Additional fee is associated with this workshop; it is not included in the
Full Conference Pass.

Next Gen Alliance Management; Moving your
Organization to Ecosystem Performance
Excellence

Session 103

*Free Pre-Conference Workshop.

8:00 a.m. – 2:00 p.m. | Santa Fe 4

Session 104

Facilitator: Candido Arreche, CA-AM | Global Director of

2:15 p.m. – 3:30 p.m. | Sierra 5

Portfolio & Partner Management, Six Sigma Black Belt | Xerox

Facilitator and ASAP Education Provider Partner:

Worldwide Alliances

Lynda McDermott, CA-AM | President | EquiPro International

Some type of conflict will always occur during your alliance relationship;
and is actually a normal part of any relationship. Conflict is created from
differences, both large and small. Typically, conflict will occur whenever
people within your alliance disagree over their values, interests,
motivations, perceptions, ideas, and/or desires.

Digitalization, public/private expansion, and complex multi-partner and
ecosystem networks who are changing the rules continue to push new
types of cross-industry partnerships. As this movement continues to
develop one might ask: Are my team's current alliance best practices
future proof? Should my alliance team acquire new skills? What about
my organization, are we ready to manage partnerships within our
complex ecosystems?

During this interactive workshop you will find the answers to the
following questions:
 What’s the best way to address conflict to your advantage?
 How do you handle disagreements?
 When is the best time to address conflict?
 How do you overcome emotions during conflict?
 How does perception affect conflict?

Discover how ASAP’s newly launched in-company team training and
combination CA-AM certification helps you introduce additional best
practices that strengthen your company's capabilities to expand its
alliance portfolio into new areas of value creation. The workshop will
provide an overview of the extended offering, complete with live
demonstration of experiential tools and case studies.

 What are ways to make conflict an opportunity?
This professional development program was built from a collaboration
of best practices and alliance training methods at Xerox. You will benefit
by experiencing the proven techniques learned over many years and
now practiced at Xerox. The workshop is all “hands-on” leveraging real
life exercises in order to help you practice and become a better alliance
manager, communicator, negotiator, and influencer; hence, overcoming
those conflicting situations that can affect your alliance and timeline.
The model is built on 12 key activities that will provide you strong
fundamentals for conflict resolution. Emphasis on communication,
relationship building and negotiations are core to this program. This
course will provide you a workbook, the tools, and exercises you can
take back to your job to utilize immediately. This workshop is suitable for
all partnership professionals, no matter what industry or level of
expertise. Participants will find that they will not only learn from the
program facilitator, but from each other.

@asap_Global #ASAPSummit

tinyurl.com/ASAPLinkedIn

facebook.com/#!/ASAPGlobal
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Tuesday Session Description | Track 100
Conference Keynote
The New Convergence: Life Science + Tech + Government
Session 105
4:30 p.m. – 5:15 p.m. | Rio Vista Ballroom
Speaker: Dr. Alex Dickinson | Executive Chairman | ChromaCode
DNA sequencing is transforming life science into a digital discipline; and once digitized, biological data is
ideally suited to storage and processing using cloud computing (for example a human genome contains
nearly exactly the same amount of data as an HD movie). This convergence is creating an array of partnership
opportunities and challenges as life science companies, tech companies, and governments come together to
deliver on the promise of precision medicine: to radically transform healthcare as we know it.
Illumina, as the world’s leading DNA sequencing company, sits very much at the center of this convergence:
for example, Phil Schiller from Apple recently joined Illumina’s board, and its recent spin-out, GRAIL, was
funded by Bill Gates and Jeff Bezos. In this talk, Alex will give a first-hand perspective of the challenges of
working with the diverse teams of people and institutions collaborating in this historic effort, and he’ll
describe some of the resulting failures and successes that have made this work both frustrating—and very
rewarding.
Alex Dickinson, PhD, has held a number of executive positions in both technology and life science companies,
recently as senior vice president of strategic initiatives at Illumina, world leader in DNA sequencing. His
responsibilities at Illumina included nation-scale DNA sequencing projects with a focus on how those
programs will integrate with and improve national healthcare systems. Previously, Alex formed and led the
team that created BaseSpace, Illumina’s cloud computing platform, now the world’s leading solution for
genomic data processing and storage. Alex joined Illumina when the company acquired Helixis, a molecular
diagnostic company he co-founded with Nobel Laureate David Baltimore. Alex was also the co-founder and
CEO of Luxtera, a leading supercomputer chip company. Currently, Alex is co-founder and executive
chairman of ChromaCode. He began his career as a researcher at AT&T Bell Labs and has been awarded more
than 40 US patents covering a range of inventions including the camera and fingerprint technologies widely
used in smart phones. He holds a Ph.D. in electrical engineering from the University of Adelaide, Australia, and
an MBA from Columbia University in New York.
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Tuesday Session Description | Track 100
2017 Alliance Excellence Awards Ceremony
2017 Alliance Excellence Awards Ceremony
Session 106
5:15 p.m. – 6:00 p.m. | Rio Vista Ballroom
Presenters: Michael Leonetti, CSAP | President & CEO | ASAP
Norma Watenpaugh, CSAP | Founding Principal | Phoenix Consulting Group
One of the highlights of the ASAP Global Alliance Summit is the announcement of the ASAP Alliance Excellence Award winners. Learning from one's
peers about innovative, creative partnering and exceptional practices is one of the key benefits of the annual awards program. This year will be no
exception, with a diverse line-up of ten finalists in four categories: Alliance Program Excellence, Innovative Best Alliance Practice, Individual Alliance
Excellence, and Alliance for Corporate Social Responsibility. This presentation will shine the spotlight on those exemplars of business collaboration—
organizations that are forging the future of partnering. Join us as we recognize the people and teams, relationships, and approaches that foster
collaborative culture and nurture collaborative engagements, for years or even decades.
The celebration will continue on Wednesday afternoon as we find out what differentiates our award winners from the rest during the “Meet the 2017
ASAP Alliance Excellence Award Winners” session.

The finalists are...
Alliance Program Excellence
Equifax
STC Solutions

Innovative Best Alliance Practice
KPMG-UK
NetApp

Individual Alliance Excellence
Bayer | Evotec
Loonaangifteketen | UWV | CBS | Belastingdienst
National Grid | EnergySage

Alliance for Corporate Social Responsibility
Bayer | DNDi
Dimension Data | Cisco Systems, Inc.
The Synergist | Sanofi

@asap_Global #ASAPSummit
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Wednesday Session Description | Track 200
Summit Leadership Spotlights
Session 201
8:15 a.m. – 9:45 a.m. | Rio Vista Ballroom

Summit Leadership Spotlight #1
Comfort in Discomfort: Leadership & Innovation Lessons from an Uncommon Alliance
Can an organization be transformed by the alliance it helps create?
Céline Schillinger | Head, Innovation and Engagement | Sanofi Pasteur
When the Break Dengue alliance was founded in 2012, its partners didn't expect 250,000 followers in a year, multiple
global Awards and a leading share of voice on dengue. An uncommon alliance in healthcare, Break Dengue has opened
new avenues to address critical social issues through public-private-people partnerships.
For Sanofi Pasteur, a founding partner of Break Dengue, it has also posed a serious challenge to its own assumptions and
operating modes. Céline Schillinger, now head of quality innovation and engagement at Sanofi Pasteur, will share the
mindset and leadership shift this alliance has triggered at the vaccine manufacturer—the starting point for a remarkable
corporate culture transformation.
Portrayed in Forbes as “driving some of the most award-winning and buzz-worthy employee initiatives at Sanofi Pasteur”,
Céline directs Innovation and Engagement for Global Quality at Sanofi's vaccine division. A leader in collaborative projects
for business and organizational transformation, Céline has been recognized multiple times for her innovative engagement
initiatives in the pharma world. Her career spans Communications, Business Operations, HR, Marketing, and Social
Engagement across Asia, Europe and now the United States. A TEDx speaker, Céline is passionate about people-centric
innovation to modernize the business environment and increase performance. Céline is a charter member of the Change
Agents Worldwide think tank.

Summit Leadership Spotlight #2
Leveraging Partners to Accelerate Growth and Enter New Markets
Kevin Hickey | President and Chief Executive Officer | BeyondTrust
Independent Software Vendors (ISVs) are constantly looking to accelerate topline revenue growth. There are a variety of
sales models that ISVs can pursue to achieve this: direct sales, indirect sales, or hybrid—a mix of direct and indirect. In the
absence of an all-direct sales model, leveraging channels and alliances to drive that growth are often important pieces to
the overall revenue strategy. In addition, channel and alliance partners can help open up new markets where establishing
a direct sales presence can be difficult and costly. Examining the effectiveness of a hybrid model in a fast-growing ISV is
the focus of this Leadership Spotlight from a seasoned sales and executive leader.
Kevin brings a strong history of software operations, strategy, capital fundraising, and mergers and acquisitions to
BeyondTrust, where he is responsible for the company’s day to day operations. Kevin joined BeyondTrust by way of the
company’s acquisition of eEye Digital Security, where he served as CEO and chairman. Under Kevin's leadership, eEye
experienced significant growth, launched several ‘market-first’ security solutions and brought the company back to
category leadership. Prior to joining eEye, Kevin was CEO of NetPro Computing, where he helped grow the business before
concluding its very successful sale to Quest Software. Kevin has also served as the president and CEO of Homebid.com,
where he secured funding and eventually sold the business to industry leader HomeStore.com. During his seven years as
president and COO at Viasoft Inc., Kevin led the company through a successful initial public offering prior to its sale. Kevin
started his IT career at IBM, serving in several key marketing and executive business management roles.
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Wednesday Session Description | Track 200
Summit Leadership Spotlight #3
Accelerating Innovation: Partnering Early and Often in the New Era of Cooperation
Chris Haskell, PhD | Head of West Coast Innovation Center | Bayer HealthCare
Traditionally, startup companies have built their organizations towards IPO as their main exit strategy, partnering only
when necessary. A new era brings a greater focus on “de-risking before big funding,” bringing together startup companies,
venture capitalists and academia to engage with Big Pharma much earlier in their path towards developing new therapies
for patients. Entrepreneurs and companies are defining new collaboration models through creative partnering pathways,
while considering the challenges of addressing the ever-changing industry environment. Join this session and learn how
Bayer manages this complex ecosystem, while they create value through innovation.
Dr. Christopher Haskell leads Bayer's U.S. Science Hub, based in the company's U.S. Innovation Center located at Mission
Bay, San Francisco. Haskell and his group support Bayer's Drug Discovery through developing and managing partnerships
with U.S. academic research institutions and emerging life science firms, including the master agreement signed with
UCSF in 2011. Haskell is also responsible for the development of the CoLaborator, a biotech incubator space adjacent to
the company's U.S. Innovation Center that opened in 2012 in San Francisco. The CoLaborator houses a number of startup
life science firms, and has been developed as a vehicle to foster collaboration between Bayer and these emerging
innovators.
Haskell is chair of the California Life Sciences Institute, the San Francisco bay area industry trade organization dedicated
to fostering entrepreneurship, science education and workforce development. He is also a board member of the California
Life Sciences Association.
After his graduate work at the University of California, Davis and a postdoctoral fellowship at The Gladstone Institute in San
Francisco, Haskell joined the Immunology group at Berlex Biosciences. Since joining Bayer in 2007, Haskell has served in
various scientific leadership roles, including the Acting Head of Applied Research, the unit responsible for hemostasis
research and drug development. In late 2009, Haskell was named head of Bayer's newly formed Science Hub.

Summit Leadership Spotlight #4
Understanding Your Full Potential and Bringing it to Life
Maria Olson | Vice President, Global & Strategic Alliances | NetApp
Have we reached our full potential or are we still on the journey? If we are still on the journey, then I believe to reach our
full potential, it is critical to be able to understand and answer the following questions:
 What is the meaning? Why are we engaging in this partnership?
 What is the purpose of this partnership? Is it to be #1 in the market, or is there a higher purpose?
 What impact is this partnership having on our customers and the market?
 What contribution is this having in terms of revenue, innovation, and to our society as a whole?
We have in front us the largest disruption in IT we have ever seen. To navigate successfully through these turbulent times,
we should ask ourselves these questions as we continue our journey to achieving our full potential both personally and
professionally. Maria is a seasoned executive with more than 17 years of experience in alliances enabling her to share her
unique insights and expertise on this topic.
Along her journey, prior to joining NetApp, she was senior director of global business development, at SAP, and has held
senior management positions at BEA Systems (acquired by Oracle), Acta Technology (acquired by Business Objects/SAP)
and Hewlett Packard. She has broad experience including business development, alliance management, product
management, procurement and supply chain operations across a variety of business lines. She holds a Bachelor's degree
in Business Administration from the University of San Diego, and an Executive MBA from Pepperdine University.

@asap_Global #ASAPSummit
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Wednesday Session Description | Track 200
Summit Leadership
Spotlight Interviews
Session 202
10:15 a.m. – 11:00 a.m. | Rio Vista Ballroom
Moderator | John W. DeWitt | Editor and Publisher | Strategic
Alliance Magazine and ASAP Media
Chris Haskell, PhD | Head of West Coast Innovation Center |
Bayer HealthCare
Kevin Hickey | President and Chief Executive Officer |
BeyondTrust
Maria Olson | Vice President, Global & Strategic Alliances |
NetApp
Céline Schillinger | Head, Innovation and Engagement |
Sanofi Pasteur
Join John DeWitt of ASAP Media as he talks to Leadership Spotlight
speakers after the plenary sessions to uncover the inside story behind
their presentations. Discover what drives these leaders to innovate and
transform their companies and industries. Dig deeper into the turning
points that led to value and profit created during their career. How have
they come to understand the significance and contribution of strategic
alliances and partner channels—and overcome challenges along the
way? Hear about how they have grown their professional and personal
skills and what attributes they believe have led to their
accomplishments.

The ASAP Aquarium
Session 203
11:15 a.m. – 12:15 p.m. | Rio Vista Ballroom
Moderator | Jan Twombly, CSAP | President | The Rhythm of
Business
Are you ready for something completely different? Come join, listen, and
play a part in a critical inquiry into pressing issues of the day! This is your
opportunity to actively engage and contribute to the collective wisdom
of the group while exploring questions that have significant impact on
how alliance professionals deliver profit, innovation and value in the
partnering enterprise.
Similar to a “fishbowl” learning activity in which the line is purposely
blurred between participants and listeners in a discussion, our version is
customized for ASAP and offers an ever-evolving exchange on hot
topics.
This new format is designed to provoke thoughtful discussions among
strategic alliance and channel partner colleagues, as those of us in the
audience gaze into the fishbowl or the ASAP Aquarium, listening and
observing while these lively and insightful conversations ensue.
But here’s where things really get interesting. All audience members are
encouraged to “tap in”, meaning rotate in, and join the discussion.
Simply stand in a designated location and be poised to step up onto the
stage to participate when “tapped” by the moderator. When a new
person enters the discussion, someone else leaves and the conversation
picks up again with fresh perspectives added or a shifting of the lens. It
is a bit of a round robin, ensuring that a variety of perspectives are
presented and everyone who wants can be actively engaged in the
discussions.
Topics to be addressed include:
1. In what ways will the increase in nationalism we’re seeing
around the globe impact collaboration and partnering?
2. How are open innovation practices or bringing the customer
into your innovation process working its way into evolving
partnering models, practices, and relationships?
3. If you take out your crystal ball, what catalysts do you see that
will spark change in your alliances or alliance management
practices in the next 5 years? How should you be planning for
them?
Prepare your thoughts on the topics and plan to take the stage and
contribute. Your partnering knowledge and experience will make the
discussion spirited. You do not want to miss this dynamic and thoughtprovoking session!
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Maximize your

Membership
It is important to know when to partner, whom
to partner with, and how to do it right!
Knowledge and Resources
ASAP Member Directory  ASAP Member Resource Library
 Strategic Alliance Magazine  ASAP eSAM Plus
 ASAP Handbook of Alliance Management  ASAP EPPP News
 ASAP What’s the Buzz  ASAP Community Event Quick Takes


Events and Community
ASAP Global Alliance Summit
 ASAP BioPharma Conference
 ASAP European Alliance Summit
 ASAP Netcast Webinars  ASAP Online Communities
 ASAP Chapter Events  ASAP Alliance Excellence Awards


Education & Professional Development
Certification Exam Prep Workshops
 Professional Development Workshops
 Education Provider Partner Program (EPPP)
 ASAP Simulations  ASAP Job Board
 ASAP Professional Development Guide


“We believe that ASAP offers unique
opportunities to network and build
relationships. ASAP events have
served as an icebreaker, a chance to
meet with people we’d normally be
competing with. To be able to
establish an ‘external perspective’
benefits everyone in industry as a
whole. I’m very impressed with the
many benefits membership in ASAP
has brought to our company.”
– William Erb, CA-AM
VP, Business Development
Amgen

ASAP...helping you become a PARTNER OF CHOICE
and achieve greater RESULTS.
We are here to help you make the most of your ASAP experience.
Contact the membership team at +1-781-562-1630 or visit www.strategic-alliances.org.
tinyurl.com/ASAPLinkedIn

facebook.com/#!/ASAPGlobal

@asap_Global

Wednesday Session Descriptions | Track 300
Track 300: Building Future IT Channels
Surviving the Future—What Savvy Channel Chiefs
Know About New Opportunities and New Perils
Session 301
1:30 p.m. – 2:15 p.m. | Rio Vista A – D
Moderator | Norma Watenpaugh, CSAP | Phoenix Consulting
Group
Theresa Caragol | Principal | TCC Consulting
Jim Chow | Head, Global SI Strategic Partnerships, Google
Cloud | Google
Brooke Cunningham | VP, Global Partner Programs and
Operations | Splunk
Laura McClure, CSAP | VP Alliances and Channels | Software AG
We are in a time of digital transformation which promises exciting new
capabilities enabled through the convergence of Social, Mobile,
Analytics, and Cloud, SMAC for short. The convergence of these
technologies is enabling the Internet of Things, new digital business
models and widespread industry disruption. While pundits estimate
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between $13-19 Trillion of new value creation through this
transformation, traditional industries are going to be SMAC’d. Who
thought the Taxi industry might be Ubered and self-driving cars might
change the entire ground transportation industry? No industry is immune.
What does this mean for the channel? We’ve assembled an expert panel
of Savvy Channel Chiefs to help you navigate this treacherous terrain.
They will share how they are transforming the channel to meet the
challenge of digital transformation.
Learn from the panel:
 How to target the right partners for the transformation—Be
prepared to think out of the box. The partners that got you
here may not be the ones who take you to the future.
 How onboarding and enablement is changing to engage
partners in a noisy and chaotic environment.
 In a consumption business model, incentives based on unit
and volume sales are no longer relevant. What has to
change?
 The rise of channel alliances. How partner to partner is
becoming the new go to market strategy.
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Wednesday Session Descriptions | Track 300
Track 300: Building Future IT Channels
Think Horizontal: Reimagining Partnering
Practices as Digital Business Transformation
Becomes Reality
Session 302
2:30 p.m. – 3:15 p.m. | Rio Vista A – D
Jan Twombly, CSAP | President | The Rhythm of Business
Jeff Shuman, CSAP, PhD | Principal | The Rhythm of Business
Professor of Management | Bentley University
Are you challenged by how complicated it is to develop a partner
ecosystem and then assemble the right partner network for a specific
use case or customer situation? Aligning value propositions based on
new business models such as consumption or outcomes? Trying to
determine governance models when you have three or more partners
that all have to work together (and a different mix for every geography
and industry)? Struggling to explain to management why it is essential
to prepare your partnering programs and have mechanisms for working
horizontally across functions and business units when solutions are still
primarily vertical? Drawing upon recent research and the experiences of
companies leading the digital business transformation, this session
helps you:
 Identify and articulate the challenges your company faces in
transforming its partnering practices to the horizontal
approach needed to support the speed, scale, and scope of
partnering required today
 Examine your partnering activities and processes and
determine the most important areas to address now
 Use a design thinking and lean startup technique to
reimagine partnering holistically from the customer and
partner back into your company

Partner Timing: Looking for the Right Time to
Engage

inflection point in their history. Failure to recognize the appropriate time
to engage a partner will often lead to an unsuccessful partnership. One
important consideration to examine about a prospective partners and
partners in transition is the timing.
This session will discuss the partner lifecycles, assessing the right
inflection point, how do you integrate this factor into partner selection,
and existing partner evolution. Novacoast, a Beyond Trust partner, will
join the session to discuss how their IT Consultancy determines the
business factors that dictate the need to integrate and decide on new
solutions.
 Examine the target partners “lifecycle” for adoption and
retiring solutions
 Understand the timing patterns of channel partners and the
impact on onboarding prematurely
 Consider the partner’s readiness to engage and the impact
on performance

Customer Experience is the New Battleground;
How to Extend that to Partners
Session 304
3:45 p.m. – 4:30 p.m. | Cabrillo Salon 1 & 2
Tiffani Bova | Global Customer Growth and Innovation
Evangelist | Salesforce
There has never been a more disruptive time for traditional channel
models. Cloud, mobile, social, big data and analytics are transforming
how companies deliver their products and services. Customers demand
a seamless experience, regardless of who makes the sale. Join Tiffani
Bova, Salesforce’s Global Customer Growth and Innovation Evangelist,
to learn her secrets on developing highly effective growth strategies
and innovative go-to-market models for channels to help partners create
new value propositions and profitability models.

Session 303
3:45 p.m. – 4:30 p.m. | Rio Vista A – D
Darin Sanders |SVP Sales | Novacoast
Joe Schramm | Vice President Strategic Alliances |
BeyondTrust
The partner meets the profile of the ideal characteristics, so why isn’t
their performance meeting the projected revenue objectives too? Many
organizations fail to examine the appropriate timing to approach and
onboard a new partner or transition an existing partner to a change in
solution offering. In many cases, organizations rush to sign or transition
partners without taking into consideration where the partner is in their
“lifecycle”. While most organizations will profile their target partners,
they do not consider whether or not the partner is at the proper
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Wednesday Session Descriptions | Track 400
Track 400: Partnering for Performance in Life Sciences
Making the Most of Industry-Academia
Collaborations
Session 401
1:30 p.m. – 2:15 p.m. | Rio Vista E – H

and business success. This in-depth analysis of data spanning 14 years
produced unexpected results which revealed why some partnerships
produced technical and commercial success and others did not.
At the end of this session, participants will be able to:

Mark Coflin, CSAP | Shire

 Better understand the appropriate mix of harmony and
conflict leading to successful alliance partnerships

Sarah Hudson, PhD | Associate Director of Project
Management and Operations | Sanford Burnham Prebys
Medical Discovery Institute

 Improve their ability to perceive levels of conflict within
alliances

Paula Norris, PhD | Director of the Laboratory of Molecular
Immunology | Sanford Burnham Prebys Medical Discovery
Institute
Joe Sypek, PhD | Director, External Science Lead | Shire
A changing and increasingly challenging environment continues to
bring together pharma and academia to identify and develop new ideas
from basic research to bolster drug discovery. These partnerships can
present unique challenges because organizational experiences,
cultures, and goals don’t always align. Identifying these challenges from
both perspectives, and applying flexible approaches to address them
allows organizations to capitalize on each partner’s strengths while
maintaining the character of each to establish productive and rewarding
collaborations for both sides.
This session will provide presentations from both the industry and
academic perspective followed by a panel discussion to allow for candid
dialogue on the best practices for strengthening collaboration and
maximizing the value of partnerships between industry and academia.
Bring your questions and be prepared to share your own experiences as
professionals from industry and academia lead you in an engaging
discussion to:
 Gain insight into how to hone your alliance management
toolbox for academic-industry collaborations
 Gain an understanding of how pharma and academia cultural
and organizational differences can be transformed into
opportunities to catalyze drug discovery
 Understand how academic institutions are evolving their
alliance management capabilities to deliver on collaborative
partnerships

Building the Perfect Partnership: A Balance of
Harmony and Conflict
Session 402
2:30 p.m. – 3:15 p.m. | Rio Vista E – H
David S. Thompson, CA-AM | Chief Alliance Officer | Eli Lilly
and Company
Alan Colquitt | Director, Global Assessment and Workforce
Research | Eli Lilly and Company
Eli Lilly researched the link between the quality of their partnership alliances
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 Enhance their own conflict management skillset

The Companion Diagnostic Partnership
Session 403
3:45 p.m. – 4:30 p.m. | Rio Vista E – H
Moderator | Karen Gutekunst, PhD | VP Diagnostic
Development | Illumina
Katherine Ellison | Associate Director, Alliances and Product
Marketing | Illumina
Omar Perez, PhD | Director Diagnostics, Oncology,
Biotechnology Clinical Development, Worldwide R&D | Pfizer
Nick Sanna | Senior Director, Program, Alliance & Portfolio
Management | Geoptix, a Novartis company
Co-development of an in vitro companion diagnostic device with a
therapeutic product (CDx) is a prevalent alliance within the health tech
industry, involving a minimum of two alliance partners. There are key
challenges with this relationship and the two groups are required to
work together to get products to market in the US with at least one
laboratory partner. There are significant big power, revenue and risk
imbalances among these partners. Diagnostic developers require the
investment from pharma to cover the costs of development and cannot
count on large revenue streams from the diagnostic sales. The
diagnostic landscape allows laboratories to develop their own versions
of the diagnostics to further undercut the diagnostic developer. In
addition, laboratories are dependent on reimbursement models that can
make it worth adopting and commercially offering CDx or LDT assays as
part of their revenue stream, which requires further investment.
A pharma, diagnostic, and laboratory organization will share some of
their experiences for what is required to successfully navigate these
development programs. In addition to the classic challenges of an
alliance, these organizations are trying to find new and creative ways to
accelerating the speed at which these products can be developed
together to ultimately get new diagnostics and therapies to patients.
Bring your questions and be prepared to join the discussion. Key
takeaways will include:
 Insight into common challenges encountered in CDx
alliances
 Perspectives from all sides of the alliance
 Strategies to implement for success
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Wednesday Session Descriptions | Track 500
Track 500: Leadership in Alliance Excellence
Meet the 2017 ASAP Alliance Excellence Award
Winners
Session 501
1:30 p.m. – 2:15 p.m. | Cabrillo Salon 1 & 2
Anthony DeSpirito, CSAP | Managing Director, Strategic
Accounts | Schneider Electric
What differentiates our award winners from the rest? How have they
overcome some of the obstacles to alliance success and demonstrated
impressive results? Join our interactive discussion with the 2017 ASAP
Alliance Excellence Award winners—and start planning your
submission to next year’s nominations!

Shared Value and Collective Impact
Partnerships—Why, How, and What?
Session 502
2:30 p.m. – 3:15 p.m. | Cabrillo Salon 1 & 2
Aaron Hoyles | Project Manager | The Synergist
Dr. Lode Dewulf | Chief Patient Affairs Officer | UCB
Individual organizations can no longer afford to isolate themselves from
their environment and ecosystem. The operational context is constantly
evolving, and organizations need to participate in shaping the future of
their ecosystem—for their own sustainability and for a better societal
future.
The response has been to launch collaborative, pre-competitive, multistakeholder shared value partnerships to address various issues. But in
practice, such partnerships are challenging to implement. Often
operating in a complex and sensitive environment, there are many
tensions and interests to manage without undermining the ultimate goal
and sustainability of such a partnership.
This session will present a new type of shared value and collective
impact partnership that has been proven to work. It will present the
approach, key success factors, and the four pillars of collaboration:
shared purpose, commitment and contribution, supportive processes,
and infrastructure.
The discussion will be illustrated using real cases including from Break
Dengue and the Patient Focused Medicines Development initiative.
Key takeaways:
 Shared value and collective impact—what is it?
 What are the key success factors for a shared value
partnership to thrive and deliver impact?
 How do you develop a sustainable plan for such an
approach?
 What does it look like in practice?
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Thursday Session Descriptions | Track 600
Track 600: Professional Development Workshop
Building and Sustaining the Alliance Enabled
Enterprise
Session 601
8:15 a.m. – 10:15 a.m. | Rio Vista A – D
Stuart Kliman, CA-AM | Partner, Alliances Practice Leader |
Vantage Partners
Driving innovation and maximizing value for all stakeholders often
depends on creating a sustainable, alliance-enabled enterprise. To
succeed, organizations must shift from their traditional, inwardly
focused foundations to embrace externally focused strategic
assumptions for winning, and in the process, embed an operating
model and culture befitting a world-class partner.
This highly interactive workshop explores both normative and sub-par
organizational approaches for partnering, shares a framework to assess
an organization’s partnering capabilities, and discusses the role of the
alliance management organization in embedding an externally focused
partnering strategy. The session also will include roundtable
discussions and sharing of ideas across the broader group, during
which participants can engage with their colleagues to discuss barriers
they’ve experienced to building a true alliance-enabled organization
and brainstorm changes necessary to reach that goal.
Come prepared for a spirited and engaging discussion that considers
how best to create an alliance-enabled organization. Key questions to
be explored include:
 What is the difference between organizations that are
designed to succeed at external partnering and those that are
not?
 How can the partnering capability of an organization be
thought about in a meaningful and impactful way?
 What is the role that alliance management organizations can
play to ensure that their companies are truly prepared to
execute a partner-dependent strategy?

Cross-Cultural Communication Skills for Building
Collaboration in Alliance Partnerships
Session 602
8:15 a.m. – 10:15 a.m. | Rio Vista E – H
Minna J. Holopainen | Communication Trainer & Facilitator,
Owner | InFlux Communication LLC; Lecturer | San Jose State
University
Alliance partnerships bring together people across national,
ethnic/racial, and organizational boundaries. While diversity is one of
the key factors providing competitive edge for these partners, it may
also challenge fruitful collaboration between them. This interactive
workshop is designed to equip participants with a set of practical
communication tools for managing diversity, building trust, and
boosting collaboration in these partnerships.

@asap_Global #ASAPSummit

The first part of the workshop lays the groundwork for effective crosscultural communication by (1) defining communication as actions that
have consequences, not just as the transmission of ideas, (2)
understanding diversity as a wide array of human differences instead of
only as a mix of national cultures, (3) approaching cross-cultural
situations as learning conversations and dialogue as opposed to mere
win-lose negotiations. In the second part of this interactive session, the
participants will engage in simulations and small-group work while
learning practical cross-cultural communication skills and tools that
build trust and help alliance partners tap on to the possibilities and
opportunities of their partnership.
The participants will walk away with:
 Skills to explain how trust and relationships are made in
communication
 The ability to analyze and evaluate communication actions
that build and erode trust
 The ability to apply cross-cultural, trust-building communication
skills in situations that are challenged by diversity

Implementing Open Innovation: Lessons from the
Leaders
Session 603
8:15 a.m. – 10:15 a.m. | Cabrillo Salon 1 & 2
Moderator | Gene Slowinski | Managing Partner | Alliance
Management Group; Director of Strategic Alliance Research,
Graduate School of Management | Rutgers University
Chris Haskell, PhD | Head, U.S. Science Hub | Bayer
HealthCare
Deborah Magid | Director, Software Strategy IBM Venture
Capital Group | IBM
Open Innovation is transforming the nature of commercial
development. To compete effectively in today’s business environment,
companies are using strategic alliances to link their resources with the
complementary resources of organizations, ranging from start-ups to
world class enterprises. They are replacing the “not invented here”
syndrome with the “invented anywhere approach.” Managers must
deal with the complexities of innovating with unfamiliar organizations
in an expanding ecosystem, linking decision-making structures, and
utilizing financial models that allow all firms to share the risks as well as
the rewards of collaboration. Join our panel of innovation leaders from
biopharma, healthcare, and technology to discuss the best practices
for corporate growth through partnering.
Following the speaker presentations, the workshop will break into
roundtables where participants will discuss directly with the speakers
about their programs and experience. Participants will discuss:
 Evolving innovation approaches and models
 Overcome challenges, both internal and external
 Identify best practices for creating a collaborative and
innovative ecosystem
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Thursday Session Descriptions | Track 700
Track 700: Innovating Partner Value Cross-Industry
Mediocrity to Mastery Roundtable: Value Creation
Through Wise Time Investment
Session 701
10:30 a.m. – 11:20 a.m. | Rio Vista A – D
David S. Thompson, CA-AM | Chief Alliance Officer | Eli Lilly
and Company
Harm-Jan Borgeld, CSAP, PhD | Head Alliance Management |
Merck KGaA
Donna Peek, CSAP | Director, Partner Program Office | SAS
institute
Ezra Schneier | Corporate Development Officer | HRSoft
Knowing how and when to invest your valuable time as an alliance
manager can make all the difference in avoiding disaster and creating a
significant financial impact for those involved. It’s not enough to just
spend time, it must be invested at those critical points that can create
the greatest financial dividends. This session will explore, in both the
pharma and technology industries, how to identify inflection points that
will produce the greatest value creation during the lifecycle of an
alliance where an increased investment of time and attention will
produce the greatest value for the alliance and the alliance manager.

into the industry, and small, nimble players can gain market share
quickly. Many of them are nontraditional partners that don’t see
themselves as channels. In this dynamic environment, contracts,
governance, and alignment need to be agile—faster, lighter, more
flexible, and inclusive of multiple parties.
This lively session will have participants envisioning what the agile
alliance looks like and what unique alliance management skills are
necessary for success. How will companies need to adapt their alliance
management process to be successful in the future?
Bring your ideas, and be prepared to participate in building the
foundational knowledge for agile alliances. The discussion will be
captured and could become the new foundation for an alliance
methodology, certification, and member value attracting new member
segments across industry and broadening our alliance community.
Discussion questions to be explored:
 Do partners have the right skills?
 Are partners calling at the right levels?
 What does the next generation of ecosystem look like?
 What is the minimal viable alliance?
 What does an alliance pivot look like?

In this session participants will learn to assess the alliance lifecycle from
a financial viewpoint:
 Come to a deeper appreciation for the financial impact of
alliance managers
 Begin to Identify high value inflection points during an
alliance lifecycle
 Develop an understanding of how to measure time
investment in terms of value creation

Agile Alliances: Catalyst for the Next Industrial Age
Session 702
10:30 a.m. – 11:20 a.m. | Rio Vista E – H
Moderator | Ann Trampas, CSAP | Lecturer | University of
Illinois – Chicago
Gaye Clemson | Managing Director | Globalinkage Consulting
Anthony DeSpirito, CSAP | Managing Director, Strategic
Accounts | Schneider Electric
Phil Sack, CSAP | President | ASAP Asia Collaborative
Business Community
Michael Young | Principal | biomedwoRx: Life Sciences
Consulting LLC
Want to participate in crafting the framework for the agile alliances?
Alliances need to reflect the industry dynamics of digital transformation
and Internet of Things (IoT) ecosystems. Many new entrants are coming
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Thursday Session Descriptions | Track 700 | Track 800
Track 700: Innovating Partner Value Cross-Industry
Blended Family Alliances

Why, then, are we—the strongest advocates of alliances—not seeing
more C-suite recognition?

Session 703
11:30 a.m. – 12:20 p.m. | Rio Vista E – H
Gerry Dehkes, CSAP | Global Cyber Ecosystem Leader |
KPMG International
David Erlenborn, CSAP | Managing Director, Alliance Strategy
and Operations | KPMG LLP
Acquisitions disrupt alliances. While acquisitions continue to be a
preferred enterprise growth strategy, much of an acquisition’s value
comes from maximizing the combined alliance partner portfolio or
ecosystem. Acquisitions usually provide an inflection point in alliance
relationships with changing strategies, sponsorships, and relationships
affecting even the closest alliances of both the acquiring and acquired
companies. Retaining and growing the right relationships can make or
break an acquisition’s success. Alliance professionals, who rarely have
foreknowledge of the acquisition, must quickly recognize the challenges
and impact of an acquisition and work with multiple stakeholders to reset
and manage the ecosystem and individual alliances.
The session will use a small group competitive simulation based on
several case examples and a real-life blend of situation, information, and
decision making under time pressure. It also provides insights and
approaches to take before and after an acquisition.

Alliance managers with knowledge of the C-suite power dynamics and
understanding of how to prepare and predict the moves in this ‘chess
game’ environment will gain the high regard deserved.
This interactive session will discuss perspectives and solutions and
include small group scenarios to practice behaviors and skills to begin
your penetration into the C-suite.
Participants will explore:
 Why the opportunity is being missed
 What alliance managers must think, say, and do differently
 Most important questions alliance professionals must ask that
challenge senior executives to see their role in a new light
 How to maximize the value of alliances in the eyes of senior
executives
 Three things to anticipate that will prepare them for getting a
seat at the table
 How alliance skills can be used in a multitude of different
ways that contribute to competitive advantage, innovation,
and power of collaboration

Participants are asked to bring competitive juices, an alliance toolkit,
and a sense of fun as this session will explore challenging scenarios
around acquisitions and alliances. The winning table group will be
rewarded for their prowess and luck. All participants will leave with:
 Broader understanding of the impacts and challenges that
acquisitions pose to existing alliance relationships
 Appreciation of how to apply your alliance management
toolkit in a suddenly changed environment that requires
quick and sure actions
 Insight into opportunities provided by an acquisition to
enhance your alliance relationships and provide more value
to clients/customers and your enterprise.

The Future for the Alliance Professional: What
Must We Do To Gain Access To The C-Suite
Session 704
11:30 a.m. – 12:20 p.m. | Rio Vista E – H
Robert Porter Lynch, CA-AM | President | The Warren
Company
In the nearly twenty years since ASAP’s founding, the world has come to
embrace alliances, collaboration, and interconnected ecosystems as
normal and valuable. The word “alliances,” which used to be shunned
and scorned, is now embraced, cherished, and endorsed.
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Thursday Session Descriptions | Track 800
Track 800: Driving Partner Performance
Traits and Attributes of Successful Alliance
Managers
Session 801
1:20 p.m. – 2:05 p.m. | Rio Vista E – H
Andy Eibling, CSAP | Vice President, Alliance Management |
Covance
Kerri Lampard, CSAP | Director, Global Services Center of
Excellence, Global Partner Organization | Cisco Systems
There are competency lists, studies, and survey instruments to compare
applicants to ideal competency needs, but how do you locate, develop,
and hire alliance managers? Augmenting a common set of
competencies with a list of attributes and traits could more easily
identify those who will be successful in the role and help develop future
candidates. Understanding these characteristics helps drive recruiting
activities, develop succession plans, and provide meaningful
development for internal staff.
In this session, the presenters take a cross-industry approach at
understanding the differences between competencies, traits and
attributes, which of these are key for alliance managers, and how they
contribute to a successful alliance management practice.
Whether you are developing your alliance career or team, explore and
learn from this session:
 How do competencies differ from traits and attributes?
 What are the key attributes and traits that help alliance
managers succeed?
 How can competencies, attributes, and traits be incorporated
into a successful succession management process?

leveraging technology can help you leap ahead of the competition.
Technology is often the first impression given to a partner. How can
partner relationship management (PRM) tools serve channel partners
and help vendors become the partner of choice?
Collectively, the vendor ecosystem must move from a vendor-centric
mindset to a partner-first mindset. This panel-led discussion will provide
insights into the trends and challenges facing partnerships and how
technology solutions can strengthen your partner model. If partners are
successful, vendors will be successful.
In this session, participants will hear how successful partnerships are
moving into the future using technology that provides immediate and
lasting impact, including:
 How a partner business strategy translates and is supported
by technology
 How to support a wide range of partner models and expand
with PRM
 How to implement best practices with technology for partner
satisfaction

Using Technology for Effective Partner-First
Strategies | Part 2 – Automation, Tools, and
Process Solutions
Session 803
3:20 p.m. – 4:05 p.m. | Rio Vista E – H
Moderator | Nellie Scott, CA-AM | Channel Enablement
Manager | SAS Institute
Mike Maturo | Pre-Sales Engineer | Relayware
Aimie Vargas | Director of Sales | Zift Solutions

Using Technology for Effective Partner First
Strategies

Jason Perocho | Senior Manager, Product Marketing,
Community Cloud | Salesforce

Session 802
2:15 p.m. – 3:00 p.m. | Rio Vista E – H

In each of these 15 min segments our sponsors will describe an automation
solution and process connected to each of their products as follows:

Moderator | Nellie Scott, CA-AM | Channel Enablement
Manager | SAS Institute

Relayware | Mike Maturo, Sales Engineer | Relayware

Michael Moser | Alliance Network Collaboration Manager |
Dassault Systems
Joe Schramm | Vice President Strategic Alliances |
BeyondTrust
Armando Valim | Director, Global Alliance Partner Network |
National Instruments
Your company is demanding higher results and accelerated revenue
from your channel and partner programs. Whether your strategy is for a
fast, global channel expansion, quicker conversion and more customer
leads, filling in solution gaps, or growing a partner ecosystem,

32

Mike will present two major innovations: Partner activity scoring, which
allows for the tracking of partner behavioral data. Onboarding, when
implemented effectively with automation (according to Relayware),
generates 50% more revenue for each partner in their first year.

Zift Solutions | Aimie Vargas, Director of Sales, Western Region | Zift
Solutions
Overcome partner engagement and integration challenges by
delivering advanced channel marketing, sales and operations solutions,
and services within the systems partners use currently. Amie, will share
proven strategies and demonstrate how channel leaders, like Cisco
Systems, are using Zift Channel as a Service™ to build and grow a more
profitable channel partner program.
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Thursday Session Descriptions | Track 800 | Track 900
Track 800: Driving Partner Performance
Salesforce | Jason Perocho, Senior Manager, Product Marketing |
Community Cloud
Salesforce Community Cloud extends the power of CRM to connect
your partners with the people and information they need, whenever and
wherever they need it. Join Jason to learn how Community Cloud is
creating an ecosystem of industry-specific channel solutions to power
partners with the same data, tools, and services that makes inside sales
teams so successful.

designed by Xerox as a framework for partnership success. Put into
practice in many of its partnerships, the Xerox program reinforces the
process and opportunities for partners to quickly work and adapt to an
alliance. Furthermore, it helps the alliance become more effective and
efficient in managing the relationship. This session also provides
organizations with the knowledge, direction, steps, and timeline needed
to effectively market, sell, close, and deliver alliance opportunities by
leveraging a joint strategy approach.
Participants will learn:

Partnerships that Perform: Accelerating Success
in New Alliances

 A five-step process for quickly developing an alliance
relationship

Session 804

 Techniques and tools to quickly enable joint strategies with
your alliance partner

4:15 p.m. – 5:00 p.m. | Rio Vista E – H
Candido Arreche, CA-AM | Global Director of Portfolio &
Partner Management, Six Sigma Black Belt | Xerox Worldwide
Alliances
One of the most critical steps in developing a successful alliance is
helping the partner create value and rapidly generate business from it.
Join Candido for this condensed version of a full-day workshop

 Ways to agree and leverage a business plan that makes sense
and works
 How to accelerate the creation of an alliance partner’s
pipeline, deal conversion, and margin potential
 How to help the partner quickly close alliance deals and
reduce time to revenue

Track 900: Profiting by Alliance Competence
Accelerate Partner Sales through a Customer
Success Methodology
Session 901
1:20 p.m. – 2:05 p.m. | Rio Vista A – D
Manoj Bhatia, CSAP | WW Sales and Business Development
Manager | Cisco Systems
Jeff Newton, CSAP | Global Alliance Manager | Cisco Systems
What are more important—new customers or existing customers? The
main goal of an alliance is to partner together to grow top line revenue.
Organizations spend enormous amounts of money on sales and
marketing just to land a new customer. Then they move to the next
account, oftentimes missing out on expansion opportunities. If
managed well, expanding an existing account should be easier than
breaking into a new account.
Alliances that adopt a “customer success” methodology can help drive

@asap_Global #ASAPSummit

the alliance to not only land specific accounts, but also to consider
adopting, expanding, and renewing opportunities. This session will
discuss how alliance teams can lead this business transition and
implement a customer success approach, differentiating from but
aligning with business development activities.
Budget dollars are moving from CAPEX to OPEX expenses, business
decisions are shifting to lines of business, and technology is changing
the way we do business. The alliance organization is a critical catalyst
through this transformation.
Bring your experiences from navigating alliances and join this session to
discuss:
 How customers are changing the way they are buying
 How the partner ecosystem is changing/expanding to
address new buying patterns
 What the role of alliance management is in managing the
customer selling and adoption opportunity
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Thursday Session Descriptions | Track 900
Track 900: Profiting by Alliance Competence
Partnership Survival in the Face of Unexpected
Competition
Session 902
2:15 p.m. – 3:00 p.m. | Rio Vista A – D
Moderator | Dede Haas, CA-AM | Channel Sales Strategist,
Practitioner, and Coach | DLH Services, LLC
Parth Amin, CSAP | Principal | Alliance Dynamics
Andre Beuchat | Alliance Director | Dell CCC
Adam Earwicker | Director Strategic Alliances | Varian Medical
Systems
Bernie Hannon, CSAP | Strategic Alliances Director | Citrix
Systems
Two stories with one common concern—how does the alliance survive
when a strategic move made by a partner creates competitive tension?
Alliances leaders for Varian Medical Systems and Citrix, along with their
alliances counterpart at Vision RT and Dell, respectively, describe the
evolution of their partnerships as each address the challenges of
adapting the partnership in the new competitive environment.
Either one of these scenarios could easily diminish the value of the
partnership or even bring it to an end. What ensued was what they will
describe as a lifecycle to manage competitive tension. While there are
countless examples of partnerships that don’t survive dramatic changes
such as this over the lifecycle of the relationship, here are two that can say
that their partnerships not only survived but came out stronger in the end.
Presentations will be followed by a panel discussion with an audience
Q&A on the following:
 Effectively handling fears and concerns—both internal and
external—to the partners; some real, some perceived, but all
with the potential to affect the outcome
 A lifecycle methodology for managing progressive stages,
including denial, disillusionment, determination, optimism
and, ultimately, success
 Executing re-focus on the value of the partnership with all
stakeholders, where the presenters found the risk of issues
and concerns being replaced with clarity and conviction

Building the Engines of Collaboration Inside and
Beyond the Borders of Mainland China
Session 903
3:20 p.m. – 4:05 p.m. | Cabrillo Salon 1 & 2
Greg Fox, CSAP | Vice President, Corporate Strategic
Alliances | Huawei Technologies

company. In the traditional telecom business, Huawei achieved customer
success without relying on outside partners. This quickly changed as
Huawei entered the enterprise market and began competing with
companies skilled in managing strategic alliances around the world.
Huawei adapted quickly to grasp the value of thoughtful alliances,
moving from being a lone wolf to a collaborative partner.
The EMD Serono group, an alliance veteran, has conducted business in
China for over 80 years. This rich heritage has proved pivotal in
continuing to develop deep and lasting relationships in China, where
collaboration can mean the difference between success or failure. With
Serono’s flagship pharmaceutical plant leading the way and with
ongoing investment, the company developed China-specific best
practices to achieve continued success in a rapidly advancing culture
and technology shift.
Learn how two unique journeys are applying common principles and
demonstrating how alliances inside and outside of China are providing
a new path for growth:
 Transforming company culture to embrace principles of
openness, cooperation, and win-win partnership
 Providing a platform for strategic partners to share their voice
and deliver the benefits and experience partners expect
 Accelerating business within new and adjacent markets
through alliance competency and capabilities

Protocol—A Global Business Strategy
Session 904
4:15 p.m. – 5:00 p.m. | Cabrillo Salon 1 & 2
Marie Betts-Johnson | Founder and Director | International
Protocol Institute of California®
In our unremitting “breaking news” drive toward the latest technology
and innovation, there is a crucial aspect of business that is all too
frequently underestimated: the power of protocol to initiate and build
international relationships. Consider the many hours swimmer Ryan
Lochte spent training to win a gold medal at the 2016 Olympics—only
to destroy his reputation in a few moments of bad behavior? Now,
consider how many moments it took to destroy that reputation?
Whatever the industry, the cost of an international incident (or unintended
insult) on any scale is simply too high. Insisting that every member of your
team, from frontline personnel to department directors, has the protocol
skills to represent you and your company internationally is a critical part of
protecting your company’s image of excellence. Fewer and fewer
executives understand the power of protocol resulting in costly delays,
unsigned contracts, and failed negotiations.
Participants will walk away with an understanding of:

Andrew Yeomans, CSAP | Global Director of Alliance
Management | Merck-Serono

 What protocol will do for your global brand and image

Building a culture of cooperation to expand business beyond traditional
markets takes a relentless commitment across all functions of the

 Pitfalls to avoid when interacting with high-profile partners
and delegations
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 Knowledge of what it takes to be a global player
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Celebrating
• Alliance • Collaboration •
• Partnership •
Join us and help celebrate excellence in alliances,
collaborations, and partnerships at the 2017 ASAP
Global Alliance Summit.
Thank you to all who submitted nominations for the
2017 ASAP Alliance Excellence Awards.

Congratulations to our Finalists!
Alliance Program Excellence

Innovative Best Alliance Practice

Equifax
STC Solutions

KPMG-UK
NetApp

Alliance for Corporate and
Social Responsibility

Individual Alliance Excellence

Bayer | DNDi
Dimension Data | Cisco Systems, Inc.
The Synergist | Sanofi

Bayer | Evotec
Loonaangifteketen | UWV | CBS | Belastingdienst
National Grid | EnergySage

And the winner is…find out on Tuesday, February 28.

Alliance Management Resource Center
The following organizations tailor their services to support the alliance management community. We encourage you
to take time to find out more about them during the conference. The Alliance Management Resource Center is within
the Rio Vista Grand Foyer along with the conference registration and information desk.

ASAP Membership
ASAP is the community of choice for alliance, collaboration, and partnering
professionals and is known for the tools and resources, education and
PROFESSIONAL
DEVELOPMENT

professional development, and the community of networking offered to its
members. These benefits help assure member collaborations are properly
managed from initiation through closure which help advance alliances and
careers. Membership represents a number of industries including high tech,
biopharma, finance, oil and energy, non-profit and academia, and consumer
services to name a few.

ASAP Professional Development
The ASAP Professional Development offers individuals the opportunity to
demonstrate a mastery of alliance management skills and the ability to manage
collaborative business relationships. There are two levels of certification the
Certification of Achievement-Alliance Management (CA-AM) and Certified Strategic
Alliance Professional (CSAP). A variety of exam preparation options are available
from workshops, virtual training, customized webinars, and self-study.

Association of Strategic Planning
Founded in 1999, ASP is the only not-for-profit professional association
dedicated to advancing thought and practice in strategy development and
deployment for business, non-profit and government organizations. ASP
provides opportunities to explore cutting-edge strategic planning principles
and practices that enhance organizational success and advance members’ and
organizations’

knowledge,

capability,

capacity

for

innovation,

and

professionalism.

Relayware
Relayware is the leading SaaS-based PRM company driving channel success for hitech,

manufacturing

and

telecommunications

companies.

Providing

a

comprehensive range of partner-centric applications, including portal,
engagement, sales and marketing tools, Relayware unlocks the key to partner
performance, delivers greater partner engagement and increases return on channel
investment. Learn more at www.Relayware.com.
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Alliance Management Resource Center

The Rhythm of Business
Find a treasure trove of free publications and invaluable insights from The Rhythm
of Business. Learn about comprehensive consulting services and training-including
SMART Partnering™, the transformational solution for leadership from The Rhythm
of Business and Alliancesphere. Visit us in the Alliance Management Resource
Center-or online anytime at rhythmofbusiness.com.

Salesforce
Salesforce enables companies to connect with their customers in a whole new
way, leveraging the combined power of cloud, social, mobile, IoT and artificial
intelligence technologies. Community Cloud enables companies of all sizes to
extend CRM through portals and communities to create 1:1 relationships with
their customers, partners and employees.

Vantage Partners
Vantage Partners—helping clients negotiate and manage key alliance
relationships. Ask us about our new alliance launch, and organizational
capability

building,

intervention

and

training

services.

www.vantagepartners.com

Zift Solutions
Zift Solutions increases channel sales and boosts marketing impact with a
superior technology platform, a complete channel marketing success
framework and global customer care. Trusted by 68% of the top Channel Chiefs
to optimize revenue and drive pipeline according to CRN Magazine, leading
channel-driven organizations around the world leverage Zift’s cloud-based
platform, which includes lead distribution management, through partner
marketing automation, content syndication, social media syndication and
closed-loop analytics.
Learn more at: www.ziftsolutions.com. Join the conversation on our blog,
Channel Chatter and follow us on twitter @zift.

@asap_Global #ASAPSummit

tinyurl.com/ASAPLinkedIn

facebook.com/#!/ASAPGlobal
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Parth Amin, CSAP
Principal | Alliance Dynamics
Session 902
Partnership Survival in the Face of
Unexpected Competition
Parth Amin recently founded Alliance Dynamics—a
boutique consulting firm specializing in alliance formation and alliance
implementation services. Prior to launching Alliance Dynamics, Parth
spent 16 years in the healthcare industry from working on various
alliances, establishing alliance management functions to most recently
being the vice president of strategic alliances. During the 16 years, Parth
worked at Siemens Healthineers, Varian Medical Systems, Omnicell, and
Vision RT. Parth also currently serves as the president of the award
winning RTP Chapter for Association of Strategic Alliance Professionals,
as he is committed to the advancement of the alliance profession.
Parth received both a Bachelor in Electrical Engineering from
Washington University in St. Louis and a Bachelor in Pre-Engineering
from Birmingham Southern College in 1999 as part of the Dual Degree
Engineering Program.

was the Director of the International Relations Office, World Trade
Center San Diego, CA where she established an extensive outreach
program to encourage delegations to the San Diego region. Her
primary function was hosting royalty, ambassadors, international
delegations and dignitaries, which required highly-developed
diplomatic protocol Skills. United Nations, New York – Ms. BettsJohnson created a customized diplomatic protocol program on behalf
of the United Nations “Resident Coordinators” Induction Program. This
training program facilitated their understanding of the cultural,
diplomatic and social aspects of dealing with dignitaries and citizens
when at post in their host countries. Royal Family of Jordan – Prior to
founding the Institute, she served two years on the staff of the late King
Hussein and Queen Noor of Jordan, where she had the opportunity to
host and interact with dignitaries and royalty from all over the world
including the royals of England, Spain and various Middle Eastern
countries. Offices in Dubai, UAE – The International Protocol Institute of
California® has offices in Dubai, where she is partnering with the
Levenbert Training Academy, to present protocol programs to
government officials, Chiefs of Protocol high-level diplomats, leaders of
industry and business professionals in the Middle East.

Andrea Beuchat

Candido Arreche, CA-AM

Alliance Director | Dell Cloud Client Computing

Global Director of Portfolio & Partner
Management, Six Sigma Black Belt | Xerox
Worldwide Alliances

Session 902
Partnership Survival in the Face of Unexpected Competition

Session 103
How to Resolve Conflict in Your Alliance
Session 804
Partnerships that Perform: Accelerating Success in New Alliances
Candido is responsible for the strategic interface between Xerox
solutions and services and our global alliance partners. His
responsibilities include growing and retaining the relationship with a
strategic business partner(s) including the beginning ownership of that
partnership. Mr. Arreche has been in the IT field for over 25 years. He has
spent the last seven years as a global director for worldwide alliances
responsible for partner on-boarding, portfolio management and MPS
training. Prior to worldwide alliances, Mr. Arreche has held various
assignments including new branch start-ups, solution development and
launches. Previous to Xerox, Mr. Arreche owned a successful computer
and networking consulting business for over 10 years. Mr. Arreche was
also part owner of one of the largest privately held internet service
providers in the Orlando, Florida area before going public. He has a
bachelor degree in Business and Technology and is working on his MBA
at Rollins College.

Marie Betts-Johnson
Founder and Director | International
Protocol Institute of California®

As Alliance Director for Dell Cloud Client Computing, Mr. Beuchat
manages the relationship with Citrix and Microsoft with the goal of
jointly developing products, take them to market and grow the business
leveraging his global experience in the technology business working for
Compaq, Microsoft and Wyse. As an industrial engineer and MBA, he
has also founded two companies focused on international business
development and services for attorneys. He can be reached at
https://www.linkedin.com/in/andrebeuchat/

Manoj Bhatia, CSAP
WW Sales and Business Development
Manager | Cisco Systems
Session 901
Accelerate Partner Sales through a Customer
Success Methodology
As a CSAP professional and speaker at ASAP Global Alliance Summits,
Manoj has focused on ecosystem creations, channels sales strategies,
and building strategic alliances with large and small accompanies in hitech sector. He is currently driving sales with alliances in building new
innovative solutions to improve customer experience and call center
analytics, especially in healthcare IT industry.
Manoj is ASAP RTP Chapter board member and active contributor to ASAP
community. He holds an MBA from University of North Carolina, Chapel
Hill, NC and BS (EE) in Electrical Engineering and lives in Cary, NC, USA.

Session 904
Protocol—A Global Business Strategy
Marie Betts-Johnson, Founder and Director of the
International Protocol Institute of California® and is a renowned expert
in Protocol and International Relations. Director, International Relations
Office, World Trade Center San Diego, California. Ms. Betts-Johnson

@asap_Global #ASAPSummit

tinyurl.com/ASAPLinkedIn

facebook.com/#!/ASAPGlobal
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Harm-Jan Borgeld, CSAP, PhD

Gary Butkus, CA-AM, RPh

Head Alliance Management | Merck KGaA

Director of Alliance Management | Eli Lilly
and Company

Session 701
Mediocrity to Mastery Roundtable: Value
Creation Through Wise Time Investment
Harm-Jan is leading the alliance management
department of Merck KGaA that is responsible for the Commercial,
Development and Research Alliances. Before heading the alliance
management department at Merck KGaA, he was leading a team that
worked on developing a novel immunotherapy to treat cancer. He
started his work at Merck Serono in the licensing and business
development department.
Harm-Jan was previously leading the business development activities of
the Japanese firm, Kyorin Pharmaceuticals, in Europe. He received his
MBA from the Rotterdam School of Management, the Netherlands /
Haas Business School, US, and completed his PhD studies at the
Medical Faculty of the Universtiy of Nagoya, Japan. He graduated from
the Wageningen University, the Netherlands.

Tiffani Bova
Global Customer Growth and Innovation
Evangelist | Salesforce
Session 304
Customer Experience is the New
Battleground; How to Extend that to Partners
Tiffani Bova is the global customer growth and innovation evangelist at
Salesforce, where as an industry thought leader, she watches overall
market trends to uncover best practices on how to improve sales
performance and enhance the overall customer experience.
Bova has extensive knowledge of go-to-market, sales and channel
strategies. Prior to Salesforce, she spent 10 years at Gartner as a vice
president, distinguished analyst and research fellow, covering sales
transformation and indirect channel innovation. Over the past decade,
she has worked with hundreds of technology companies to develop
highly effective growth strategies and innovative go-to-market models.
She won the Gartner Thought Leadership Award for her comprehensive
body of work on the Future of Sales and has delivered more than 200
keynote presentations around the globe to over 250,000 people on
sales transformation and business model innovation.
Bova has been published in Forbes, Harvard Business Review and The
Huffington Post. She was named one of the 50 Most Powerful and
Influential Women in California in 2014 by the National Diversity
Council, Top 50 Marketing Thought Leaders by Brand Quarterly
Magazine, as well as Inc. Magazine’s 37 Sales Experts You Need to
Follow on Twitter. Bova is a graduate of Arizona State University and The
Executive Program at Wharton School of Business at the University of
Pennsylvania.
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Session 102
Alliance Management Workshop: Tools and
Techniques
Gary Butkus, CA-AM, RPh, is Director of Alliance Management at Eli Lilly
and Company. Gary has leveraged his more than 20 years of
pharmaceutical experience, his certifications in Six Sigma, Healthcare
Compliance, and Corporate Citizenship, and his role on the Butler
University Board of Trustees into being a recognized leader in the value
of professional development and corporate diversity. He also serves on
the Board for the Midwest Chapter of ASAP.

Theresa Caragol
Principal | TCC Consulting
Session 301
Surviving the Future—What Savvy Channel
Chiefs Know New Opportunities and New
Perils
Theresa Caragol is founder and principal consultant of Theresa Caragol
Consulting, LLC, a strategic advisory firm that provides business
acceleration services to global enterprises including partner and channel
development, go-to-market planning, M&A channel integration and
executive learning forums. She has more than 20 years’ experience in
building and managing multi-million-dollar indirect channel teams and
strategic alliance business and programs from inception to sales success.
Prior to founding TCC, Theresa held senior executive roles at Extreme
Networks, Ciena and Nortel.
Theresa has received numerous IT industry channel accolades
recognizing her work including: 2014 CRN Top 50 Most Influential
Channel Chiefs, 2013 CRN Top 10 Next Generation Channel Leaders,
2015 Golden Bridge Gold Award for Best Program Leader.
Theresa graduated with honors from Virginia Tech University. She has
an MBA from the University of Wisconsin’s Lubar School of Business,
and holds an Executive Master’s degree in Leadership from Georgetown
University’s McDonough School of Business.

Gaye Clemson
Managing Director | Globalinkage
Consulting
Session 702
Agile Alliances: Catalyst for the Next Industrial
Age
With 30+ years in the high-tech industry, Gaye I. Clemson is an awardwinning storyteller, communications and training innovator, culture
change leader, and strategic thinker in the areas of organization
performance management and governance. She currently leads
Globalinkage Consulting, a consultancy that helps global leaders
‘revolutionize, engage, ignite, and excite’ their firms in the area of agile
strategy execution, change leadership, and employee engagement. Her
latest book, Agile Strategy Execution—Revolutionizing the HOW!,
provides ground-breaking guidance for leaders and strategy execution
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practitioners for revolutionizing the way in which they execute strategy.
During her high-tech career, she has held a number of planning,
strategic initiative portfolio management, and operational roles in
marketing, sales, international business, workplace resources, and
customer support services for Cisco Systems, Tandem Computers and
Bell Canada. In addition, for a dozen plus years she ran a market
research, analytics and planning consultancy focused on enterprise
hardware, software, and services.
She speaks frequently at national and local industry conferences. She is
a published author of a number of oral history narratives including
Tandem Computers Unplugged, A People’s History. She holds an
Honors Bachelor of Commerce from Queen’s University at Kingston,
Ontario Canada and is a Stanford Certified Project Manager.

Mark Coflin, CSAP
Head of Alliance Management | Shire
Session 401
Making the Most of Industry-Academia
Collaborations
Mark Coflin, CSAP is Head of Alliance Management
and is responsible for building the Shire organization capability as a
world-class leader in partnering, alliance management, and execution.
Shire is the leading global biotech company focused on rare diseases
and other highly specialized conditions. We respect our partner’s
science and cultural differences to jointly develop and bring patientcentered solutions with the goal of becoming a preferred strategic
“partner of choice”. We are applying best practices, but also taking a
fresh approach to develop a world-class alliance competency that will
enhance our partnerships across our therapeutic areas.
Prior to joining Shire, Mark initiated, developed and led several key
global corporate alliance initiatives at Baxalta and Novartis while
leading high priority alliance partnerships in Research, Development &
Commercialization. Mark has a B.Sc. (Biology), B. Comm (Business) and
MBA (Marketing) from University of Alberta. Mark is an active member of
ASAP NE Chapter Leadership team and an active member of the
Licensing Executive Society.

Brooke Cunningham
VP, Global Partner Programs and
Operations | Splunk
Session 301
Surviving the Future—What Savvy Channel
Chiefs Know New Opportunities and New
Perils
Brooke Cunningham is area vice president, global partner programs,
marketing and operations for Splunk, the market leader in analyzing
machine data to deliver operational intelligence for security, IT and the
business. In this role, she creates and implements Splunk’s Global
Partner+ Program and drives all the related day-to-day partner
operations. Prior to joining Splunk, Brooke spent more than four years
with BI vendor Qlik, where she was VP, Global Partner Marketing driving
partner communications and loyalty programs, the partner portal, as
well as programs to support the Qlik Partner Program. Brooke has
eighteen years experience building Alliances and Channel programs
that drive business growth with Global SI’s, Technology Alliances, MSPs,
OEMs, Distribution & Resellers.
Before joining Qlik, Brooke held several partner-focused positions such
as VP, WW Marketing for the Data Management Unit at CA
Technologies, a 100% through channel business unit, Sr Director, Global
Partner Marketing for SAP and partner program and field channel
marketing roles at Business Objects and Crystal Decisions. Brooke’s
entire career has been focused on enabling partner businesses.

Gerry Dehkes, CSAP
Global Cyber Ecosystem Leader | KPMG
International
Session 703
Blended Family Alliances

Alan Colquitt
Director, Global Assessment and Workforce Research | Eli Lilly
and Company
Session 402
Partnership: A Balance of Harmony and Conflict
Alan Colquitt, is the director of global assessment, organization
effectiveness, and workforce research at Eli Lilly and Company in
Indianapolis, IN. Alan’s group is responsible for all assessment efforts
related to recruiting, selection, development, talent identification and
promotion. Alan is the architect of Lilly’s employee survey strategy
including Lilly’s employment lifecycle surveys (recruiting, onboarding,
exit), customer satisfaction surveys, 360 feedback surveys, team surveys
and alliance/collaboration surveys. His group also conducts workforce
research projects in the areas of attraction, hiring, onboarding/socialization, engagement, performance, retention,
innovation, and customer satisfaction.

@asap_Global #ASAPSummit

Alan joined Lilly in 1990 after spending 5 years at Procter & Gamble in
Cincinnati. Alan received his BA with honors from Indiana University in
1982 and his Masters and PhD in Industrial and Organizational
Psychology from Wayne State University in 1986. Alan is a member of
the Society of Industrial and Organizational Psychologists, the American
Psychological Association, the Academy of Management, and the
Human Resources Planning Society.

Gerry Dehkes is the global cyber ecosystem leader
for KPMG International, the global confederation of KPMG member
firms. Before rejoining KPMG in early 2016, Gerry was Principal,
Commercial Alliances with Booz Allen Hamilton. Earlier at KPMG, he led
the establishment of KPMG LLP’s alliance program which received
ASAP’s 2014 Program Award of Excellence. Over more than two
decades, Gerry has developed and led strategic alliances programs and
organizations in the US and Europe as senior VP of alliances and
channels for Telcordia Technologies, as VP of strategic alliances for
Lucent Technologies, as AVP of alliance programs and services
alliances for NCR and as principal of ProPartnering. Gerry and his teams
have managed alliances with over two hundred companies.
Mr. Dehkes has spoken on partnering and trained alliance managers in
twenty-six countries around the globe. His work has been cited in
publications ranging from Peter Drucker’s Leading Beyond the Walls to

tinyurl.com/ASAPLinkedIn

facebook.com/#!/ASAPGlobal
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Keith Patching’s Management and Organization Development to
Business Finance magazine. Gerry received his MBA and BS from the
University of Minnesota’s Carlson School of Management. He makes his
home in rural Hunterdon County, New Jersey.

Anthony DeSpirito, CSAP
Managing Director, Strategic Accounts |
Schneider Electric
Session 501
Meet the 2017 ASAP Alliance Excellence
Award Winners
Session 702
Agile Alliances: Catalyst for the Next Industrial Age
Tony DeSpirito is Schneider Electric’s managing director, strategic
accounts. His primary responsibilities include relationship
management, solution development, and global sales execution for
Schneider Electric’s global relationship with IBM.
Previously, Tony was Schneider Electric’s vice president of global
alliances for the IT partners, responsible for relationship development
and execution for Schneider’s global IT alliance business.
Tony is a seasoned high-technology marketing and sales executive with
deep domain expertise in enterprise software and managed services. A
veteran of entrepreneurial startups and large, global companies, Tony’s
skills range from C-Level selling, relationships and solution development
to operational management of both channel and direct sales teams.
Tony received his Bachelor of Science Degree, with Distinction, in Applied
Mathematics and from Worcester Polytechnic Institute in Worcester,
Massachusetts in 1987. He continued his graduate studies at the University
of Rhode Island and was awarded his MBA in May of 1997.

John W. DeWitt
Publisher | ASAP Media
Principal | JW DeWitt Business Communications
Session 202
Summit Leadership Spotlight Interviews
John W. DeWitt, publisher of ASAP Media and Strategic
Alliance Magazine, is principal of JW DeWitt Business Communications,
a firm specializing in marketing, publishing, public/social relations, and
lead generation for business-to-business markets and audiences. John
has spent nearly 30 years in marketing, public relations, and media,
working with both public and privately held companies in life sciences,
high technology, insurance and finance, and other industries. A
practitioner in alliances and collaboration since the mid-1990s, John
has managed communications and media relations in support of
numerous alliance partner announcements and marketing initiatives.

Dr. Lode Dewulf
Chief Patient Affairs Officer | UCB
Session 502
Shared Value and Collective Impact Partnerships - Why, How and
What?
Lode Dewulf is a physician with a passion for patient perspectives and
understanding. When he studied and practiced medicine in Belgium and
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South Africa, he quickly realized that good education about health and
disease was at least as important as good medicines to help patients
achieve the best outcomes. To have a broader impact he then joined the
pharmaceutical industry in 1989, and worked to provide good education
around certain diseases and new treatment options. Ten years later, when
the internet opened new possibilities to provide quality medical
information, he took a one-year sabbatical leave to co-found
PlanetMedica, the first Healthcare internet portal in Europe. He now has
almost 25 years of pharmaceutical medical experience around the world
and currently works as Chief Patient Affairs Officer at UCB, Belgium.

Alex Dickinson
Co-founder & Executive Chairman |
ChromaCode
Session 105
The New Convergence: Life Science + Tech +
Government
Alex Dickinson, PhD, has held a number of executive positions in both
technology and life science companies, recently as senior vice
president of strategic initiatives at Illumina, world leader in DNA
sequencing. His responsibilities at Illumina included nation-scale DNA
sequencing projects with a focus on how those programs will integrate
with and improve national healthcare systems. Previously, Alex formed
and led the team that created BaseSpace, Illumina’s cloud computing
platform, now the world’s leading solution for genomic data processing
and storage. Alex joined Illumina when the company acquired Helixis, a
molecular diagnostic company he co-founded with Nobel Laureate
David Baltimore. Alex was also the co-founder and CEO of Luxtera, a
leading supercomputer chip company. Currently, Alex is co-founder and
executive chairman of ChromaCode. He began his career as a
researcher at AT&T Bell Labs and has been awarded more than 40 US
patents covering a range of inventions including the camera and
fingerprint technologies widely used in smart phones. He holds a PhD in
electrical engineering from the University of Adelaide, Australia, and an
MBA from Columbia University in New York.

Adam Earwicker
Director Strategic Alliances | Varian Medical
Systems
Session 902
Partnership Survival in the Face of Unexpected
Competition
Corporate Cupid. That’s my job—helping Varian find the perfect match,
creating the right mood for us to fall in love and then arbitrate the
inevitable conflicts that arise following the honeymoon. Working for a
medical device manufacturer, the success or failure of our alliances not
only affect our bottom line but will also impact patients treated for cancer.
Varian is the market leader in the field of Radiation Oncology, with our
technologies touching roughly 40% of all cancer patients. When
evaluating potential alliances, we have to keep in mind the patient who is
ultimately at the end of many of our partnerships. This drives the alliance
team at Varian to increasingly improve our alliance success rates by
designing agreements that match our strategic needs and our
organizational capabilities. And when we don’t get it right to start, we
work to recalibrate the relationship in order to capture the intended value
creation. In our roles we are 10% Strategist and 90% Therapist, working
constantly to resolve issues that threaten our alliances. Even with 25 years
in the field of radiation therapy, this job still keeps me on my toes.
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Andrew S. Eibling, CSAP

David Erlenborn, CSAP

Vice President, Alliance Management |
Covance

Managing Director, Alliance Strategy and
Operations | KPMG LLP

Session 801
Traits and Attributes of Successful Alliance
Managers

Session 703
Blended Family Alliances

Andy Eibling is currently vice president of alliance management at
Covance, Inc, the drug development division of LabCorp, the world’s
leading healthcare diagnostics company. He assumed leadership of
Covance’s Enterprise Alliance Management team in 2015. This team is
responsible for Covance’s largest alliance relationships that cross all
service lines and for driving the development of an alliance
management competency across the company.
Andy joined Covance in 2011 with responsibility for the groundbreaking alliance between Covance and Eli Lilly and Company.
Spanning the drug development continuum, this global $1.6 billion
partnership included activities from early drug discovery through postlaunch clinical development. Prior to joining Covance, Andy spent over
24 years at Eli Lilly and Company, most recently implementing Lilly’s
partnering strategy with roles in business fevelopment and as a
founding member of Lilly’s pioneering Office of Alliance Management.
During that time, Andy managed a variety of alliances, ranging from
early discovery technologies to global drug development alliances with
Lilly ICOS, LLC for Cialis® and Amylin for Byetta®.
Andy is a member of the Association of Strategic Alliance Professionals,
and a Certified Strategic Alliance Professional. He has spoken at
numerous conferences and workshops, and his work on “Unique
Aspects of Alliance Projects” was published by Wiley in 2010 in the
book, Pharmaceutical and Biomedical Project Management in a
Changing Global Environment. Andy has a BSME from Purdue University
and MBA from Indiana University.

David is responsible for KPMG’s alliance strategy
and portfolio. Prior to KPMG he was managing partner in Professional
Partnering Services, LLC a professional services firm providing advisory
services to alliance organizations. David has over 15 years of experience
in channels and alliances including VP, North American alliances for
Telcordia Technologies and director, alliance operations for Lucent
Technologies. He also held positions in product management, sales,
international consulting, corporate strategy, human resources, and
program management.

Greg Fox, CSAP
Vice President, Corporate Strategic
Alliances | Huawei Technologies
Session 903
Building the Engines of Collaboration Inside
and Beyond the Borders of Mainland China
Greg Fox is leading Huawei’s efforts to build ICT industry-leading alliance
management competencies and global partnering capabilities.
Greg has 25+ years industry experience holding senior strategy,
channels, sales, alliance management, marketing, product
management, and business development positions at Citrix, Cisco,
Novell, and HPE, having collaborated for mutual business advantage
with 1000s of ISVs and with over 60 high-growth, commercial and
technology alliances.

Associate Director, Alliances and Product
Marketing | Illumina

While at Cisco 13 years, he held senior positions in business
development, alliances and global channels, and as CMO of strategic
alliances, Cisco became widely recognized by media, industry analysts,
academia and opinion leaders receiving numerous awards for alliance
leadership and excellence.

Session 403
The Companion Diagnostic Partnership

In 2013, Future Business Leaders of America (FBLA) awarded its highest
honor to Greg, naming him California Business Person of the Year.

Katherine Ellison leads the Illumina oncology
alliances team that manages co-development and co-commercialization
relationships with pharmaceutical partners. She is primarily responsible
for developing Illumina's partnering strategy and assessing
organizational fit with potential new partners as part of the company’s
goal to advance gene sequencing and personalized medicine. Ms.
Ellison has worked in the oncology field for 14 years, with an emphasis
in pharmaceutical partnering to develop companion diagnostics (CDx)
through most of that time. Prior to her work in alliances, she was a
product manager at ThermoFisher (formerly Life Technologies) and
Dako North America, Inc. (now Agilent Technolgies) who successfully
launched and managed multiple instrument platforms, companion
diagnostics, software packages, and related reagent products used by
thousands of diagnostic testing laboratories worldwide including
QuantStudio® and Dako Autostainer Link 48. She continues to manage
a team of product managers in addition to her responsibilities in alliance
management. Her work in product management also involves
identifying industry partners to complement Illumina’s product portfolio
and sales channels, enabling an increasingly seamless customer
experience. Ms. Ellison has bachelor and master degrees in Chemistry
and recently completed her MBA at Duke University.

Greg is a Certified Strategic Alliance Professional (CSAP) and holds a BA
in Economics and Masters Degree in Business Administration (MBA)
from the Marriott School of Management at Brigham Young University.

Katherine Ellison

@asap_Global #ASAPSummit

Karen Gutekunst, PhD
VP Diagnostic Development | Illumina, Inc.
Session 403
The Companion Diagnostic Partnership
Karen Gutekunst is currently vice president of
diagnostic development at Illumina. Karen holds a
PhD from the Georgia Institute of Technology and has over 20 years in
the diagnostic industry. Karen leads a team of scientists who are
responsible for taking Illumina’s cutting edge sequencing technology
and instrumentation through regulatory approval processes worldwide. Karen has a passion for enabling technology to be used to
improve healthcare. As part of the Illumina team, she is excited to see
next generation sequencing transform the way we think about complex
genetic diseases, particularly cancer. Karen also believes in developing
our next generation of leaders who will continue to bring innovation into
the healthcare space.

tinyurl.com/ASAPLinkedIn

facebook.com/#!/ASAPGlobal
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Dede Haas, CA-AM
Channel Sales Strategist, Practitioner, &
Coach | DLH Services, LLC
Session 902
Partnership Survival in the Face of
Unexpected Competition
Ms. Haas creates innovative and successful channel program and sales
solutions for vendors and partners. She has developed and managed
channel programs for enterprise and cloud based products and services
for SMB and industry leaders, such as Intel Corp, as well as recruit and
manage channel partners throughout the US, Europe, India, Australia,
and Asia. Ms. Haas is the author of The Channel Sales Guide, written for
Virginia’s Center for Innovative Technology, and a series of articles
focused on Vendor-Partner channel relationships for Strategic Alliance
Magazine, Channel Partners Online, and Business Solutions Magazine.
She is the past team lead for ASAP’s Channel Initiative Task Force and
past President of the ASAP DC Chapter.

Bernie Hannon, CSAP
Strategic Alliances Director | Citrix Systems
Session 902
Partnership Survival in the Face of
Unexpected Competition

Francisco. Haskell and his group support Bayer’s Drug Discovery
through developing and managing partnerships with U.S. academic
research institutions and emerging life science firms, including the
master agreement signed with UCSF in 2011. Haskell is also responsible
for the development of the CoLaborator, a biotech incubator space
adjacent to the company’s U.S. Innovation Center that opened in 2012
in San Francisco. The CoLaborator houses a number of startup life
science firms, and has been developed as a vehicle to foster
collaboration between Bayer and these emerging innovators.
Haskell is chair of the California Life Sciences Institute, the San
Francisco bay area industry trade organization dedicated to fostering
entrepreneurship, science education and workforce development. He is
also a board member of the California Life Sciences Association.
After his graduate work at the University of California, Davis and a
postdoctoral fellowship at The Gladstone Institute in San Francisco,
Haskell joined the Immunology group at Berlex Biosciences. Since
joining Bayer in 2007, Haskell has served in various scientific leadership
roles, including the Acting Head of Applied Research, the unit
responsible for hemostasis research and drug development. In late
2009, Haskell was named head of Bayer’s newly formed Science Hub.

Kevin Hickey

Bernie Hannon is an industry-certified strategic
alliance professional in cloud computing with a proven track record in
creating and launching new business development programs, executive
relationship management, and strategic planning. Mr. Hannon is
experienced in forging strategic alliance partnerships, channel partner
recruitment and development, sales and technical training, and
conceptual analysis and execution of new sales and market development
opportunities. Currently, Mr. Hannon manages the Citrix strategic alliance
relationships with two of the largest platform providers, Dell and Nutanix.
In addition to Citrix strategic alliances, he has also worked in Citrix
XenServer Engineering where he managed engineering partner alliances
as well as certification and interoperability testing. Prior to his tenure at
Citrix, Mr. Hannon spent over twenty-years in leadership roles within
technology sales, services, and partner management for companies
including AT&T, Lucent, and Avaya.
Mr. Hannon is proud of the fact that he earned the prestigious Certified
Strategic Alliance Professional (CSAP) certification from the Association
of Strategic Alliance Professionals.

Chris Haskell, PhD
Head of West Coast Innovation Center |
Bayer HealthCare
Session 201
Summit Leadership Spotlight #3 | Accelerating
Innovation: Partnering Early and Often in the
New Era of Cooperation

President and Chief Executive Officer |
BeyondTrust
Session 201
Summit Leadership Spotlight #2 | Leveraging
Partners to Accelerate Growth and Enter New
Markets
Session 202
Summit Leadership Spotlight Interviews
Kevin brings a strong history of software operations, strategy, capital
fundraising, and mergers and acquisitions to BeyondTrust, where he is
responsible for the company’s day to day operations. Kevin joined
BeyondTrust by way of the company’s acquisition of eEye Digital
Security, where he served as CEO and chairman. Under Kevin’s
leadership, eEye experienced significant growth, launched several
‘market-first’ security solutions and brought the company back to
category leadership. Prior to joining eEye, Kevin was CEO of NetPro
Computing, where he helped grow the business before concluding its
very successful sale to Quest Software. Kevin has also served as the
president and CEO of Homebid.com, where he secured funding and
eventually sold the business to industry leader HomeStore.com. During
his seven years as president and COO at Viasoft Inc., Kevin led the
company through a successful initial public offering prior to its sale.
Kevin started his IT career at IBM, serving in several key marketing and
executive business management roles.

Session 202
Summit Leadership Spotlight Interviews
Session 603
Implementing Open Innovation: Lessons from Leaders Lead
through Open Innovation
Dr. Christopher Haskell leads Bayer’s U.S. Science Hub, based in the
company’s U.S. Innovation Center located at Mission Bay, San

@asap_Global #ASAPSummit

tinyurl.com/ASAPLinkedIn

facebook.com/#!/ASAPGlobal
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Minna J. Holopainen
Communication Trainer & Facilitator, Owner |
InFlux Communication LLC
Lecturer | San Jose State University
Session 602
Cross-Cultural Communication Skills for Building
Collaboration in Alliance Partnerships
Minna J. Holopainen has worked as a communication practitioner, trainer,
and lecturer with various organizations and universities in the San Francisco
Bay Area, Pakistan, and Finland since 2008. Her work focuses on the
practical application of dialogue, intercultural communication, leadership,
and organizational change on diversity issues.

Aaron Hoyles
Project Manager | The Synergist
Session 502
Shared Value and Collective Impact Partnerships - Why, How,
and What?
Aaron Hoyles is program manager of Break Dengue, a collective impact
partnership initiative at The Synergist. Prior to joining The Synergist,
Aaron worked as a management consultant for organizations of all sizes,
including Allstate in the U.S. and startup Hub-Grade in France. Aaron
began his career in the U.S. Navy. Aaron has a BA in Philosophy from
DePaul University in the U.S. and a MBA in International Business from
EMLYON Business School in France.

Sarah Hudson, PhD
Associate Director of Project Management and Operations |
Sanford Burnham Prebys Medical Discovery Institute
Session 401
Making the Most of Industry-Academia Collaborations
Sarah is the associate director of project management and operations at
the Prebys Center at SBP Discovery. Sarah leads project and portfolio
management at the Prebys Center. She is also responsible for alliance
management of the Prebys Center’s pharmaceutical and academic
alliances in partnership with SBP Discovery’s VP of alliance
management. Prior to joining SBP Discovery, Sarah was at Pfizer, where
she transitioned from project leader in medicinal chemistry to research
project management. Her background includes small molecule,
peptide, protein and antibody based drug discovery with expertise in
medicinal chemistry and project leadership in addition to project
management. Sarah holds a PhD in organic chemistry.
https://www.linkedin.com/in/sarahhudson99

Stuart Kliman, CA-AM
Partner, Alliances Practice Leader | Vantage
Partners
Session 601
Building and Sustaining the Alliance Enabled
Enterprise
Stuart Kliman is a founding partner of Vantage Partners LLC, and heads
up Vantage’s Alliance Practice Area. As such, he has worked to help
clients build and implement the processes, tools, skills, and structures
necessary to more effectively manage key alliance relationships. In
addition to the alliance space, Mr. Kliman has also worked extensively
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with organizations looking to engage in more value maximizing and
integrated ways with key suppliers and customers.
Mr. Kliman is a regular speaker and writer on issues of alliance and key
supplier relationship management.

Kerri Lampard, CSAP
Director, Global Services Center of
Excellence, Global Partner Organization |
Cisco Systems
Session 801
Traits and Attributes of Successful Alliance
Managers
Kerri heads the Global Services Center of Excellence in the Global
Partner Organization for Cisco Systems. This function is responsible for
the services strategy, go-to-market, offer alignment, and enablement for
their vast partner community.
An execution focused, results orientated global business leader and
problem solver, Kerri brings extensive partner experience to this new
group working seamlessly across the global partner org, Cisco sales
teams and the various services business units
An 18-year veteran of Cisco, she has held various roles in direct and
channel organizations at country, regional and global levels in both the
product and services organizations. Prior to her current role, Kerri led the
services alliances team for technology platform and software/ISV
executing the strategy for new partner types within a more services-led
and solutions-driven ecosystem.
Kerri has a great interest for collaboration and partnering; has been a
member of Association of Strategic Alliance Professionals (ASAP) for
many years and is currently serving on the Global Advisory Board. She
achieved the Certificate of Strategic Alliance Professionals (CSAP) in
2011 and is a founding leader of the Asia Business Community for ASAP.

Robert Porter Lynch, CA-AM
President | The Warren Company
Session 704
The Future For The Alliance Professional: What
Must we do to Gain to Access to the C-Suite?
Robert is a passionate champion for unlocking the
power of collaboration in alliances, high performance teamwork,
innovation, and trust. He has been on a quest to address three
fundamental issues at the core of mankind’s future on this planet:
First: How can people of greatly different backgrounds and beliefs come
together without destroying each other? More importantly, could they
actually work together synergistically to create and innovate?
Second: Is there a transcendent “design architecture” to transform
whole organizations, value networks, or even industries that can be
applied across a multitude of cultures and boundaries with highly
successful & predictable results?
Third: Could we reliably diagnose key causative factors, predict
outcomes, and prescribe corrective actions to produce extraordinary
results consistently?

The answers to Robert’s lifelong quest has resulted in a holistic
“Architecture of Collaboration” which holds the promise to boost the
power of Strategic Alliances a quantum leap.
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Deborah Magid

Lynda McDermott, CA-AM, MSOD,
CSP

Director, Software Strategy IBM Venture
Capital Group | IBM

President | EquiPro International, Ltd.

Session 603
Implementing Open Innovation: Lessons from
Leaders
Deborah Magid represents IBM’s $40 billion software and hardware
businesses in the company’s 15-year old Venture Capital Group. She is
responsible for sharing insights about emerging markets, technologies,
and business models with venture firms and entrepreneurs around the
world. As a director of strategy in IBM’s software businesses, she also
brings insight from the venture community to the development of IBM’s
growth strategies. Deborah is responsible for fueling IBM’s ecosystem
pipeline in high growth strategic areas such as IoT, security, analytics
and cognitive computing; and contributes to filling out the IBM product
portfolio through M&A. Deborah is based in Silicon Valley and her
relationships are global and extend into emerging geographies.
Deborah is a frequent spokes-person on topics of relevance to
entrepreneurs and investors. She is a board director and past Chair of
Silicon Valley Forum, the emerging technology hub.
Previously, Deborah held positions in product management, marketing,
and user-centered design at Taligent, GE Information Services, and
AT&T. Deborah holds degrees in Cognitive Psychology from the
University of Pennsylvania and the University of Connecticut.

Pre-Sales Engineer | Relayware

Mike Maturo has been with Relayware for just over two years serving as
a sales development representative before taking on greater technical
responsibilities as a pre-sales engineer. With a computer science and
computer engineering degree from the University of Southern
California, Mike is well-equipped to discuss both the technical aspects
of PRM as well as its rich business opportunities. He is dedicated to the
acceleration of revenue growth through the channel.

Session 301
Surviving the Future—What Savvy Channel
Chiefs Know New Opportunities and New
Perils

@asap_Global #ASAPSummit

Ms. McDermott is co-author of the best-selling book World Class Teams
(Wiley). She is a Certified Speaking Professional with the National
Speakers Association and is on the faculty of the Association of Strategic
Alliance Professionals and received the Certification of AchievementAlliance Management (CA-AM). Ms. McDermott is a Phi Beta Kappa
graduate of Miami University and has a Masters of Science in
Organization Development from Bowling Green State University.

Michael Moser, CSAP

Session 802
Using Technology for Effective Partner First
Strategies

Session 803
Using Technology for Effective Partner First
Strategies | Part 2 – Automation, Tools, and
Process Solutions

VP Alliances and Channels | Software AG

Lynda McDermott is President of EquiPro International, Ltd., an
international management consulting firm which specializes in
leadership, team and business development for Fortune 500 and
medium-size companies and professional services firms. She is also an
alliance management consultant for organizations working in strategic
partnerships and joint ventures. Her client list includes such companies
as Pfizer, Biogen Idec, PricewaterhouseCoopers, BMS, and Sanofi
Pharmaceuticals.

Alliance Network Collaboration Manager |
Dassault Systèmes

Mike Maturo

Laura McClure, CSAP

Session 105
Next Generation Alliance Management—
Moving Your Organization to Ecosystem
Performance Excellence

Michael Moser globally enjoys working with interesting people on
challenging projects, in a cultural diverse environment, and is curious
what good technology can bring to benefit mankind. Michael has
spent his 25+ happy professional years in the IT industry. He has
worked with leading companies like Bosch, Hewlett-Packard, Agilent
Technologies and Dassault Systèmes, in several domains such as
hardware manufacturing, product marketing, international project &
quality management and B2B software. He also helped founding a
start-up company and worked as an independent management
consultant. A scientist by education from universities of Stuttgart
Germany and Cincinnati, Ohio, with a doctorate in Chemistry, Michael
has started his career in IT manufacturing at HP. Then he moved
towards the application- and project-side to work with customers in
the IT manufacturing, telecom and automotive industry, across Europe
and North America, and small- and medium-sized IT service
companies in Germany. With this portfolio of experiences, he moved
to Paris and works now for 11 years at Dassault Systèmes as the
person who is engaged with nurturing an ecosystem of Solution
Partners connected and contributing to a software platform that
completes and extends the overall value delivered to customers.

tinyurl.com/ASAPLinkedIn

facebook.com/#!/ASAPGlobal
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Jeff Newton, CSAP
Global Alliance Manager | Cisco Systems
Session 901
Accelerate Partner Sales through a Customer
Success Methodology
Jeff Newton is global alliance manager at Cisco
Systems, Inc. Jeff is responsible for managing some of Cisco’s most
strategic technology partnerships. Jeff’s partners drive revenue which is
key to delivering growth in Cisco’s emerging technology sector.
Jeff has over 25 years of experience in direct sales, channel sales and
alliance management in industries such as telco, analytic software, and
finance space. Jeff is a current CSAP member and is active in ASAP
Research Triangle Park, NC Chapter.

Paula Norris, PhD
Director of the Laboratory of Molecular
Immunology | Sanford Burnham Prebys
Medical Discovery Institute
Session 401
Making the Most of Industry-Academia
Collaborations
Paula is an accomplished senior scientist with extensive experience in
academia. She is currently the director of the laboratory of molecular
immunology at Sanford Burnham Prebys Medical Discovery Institute
where she also leads project management and alliance management for
collaborative research projects with internal and external academic and
industry partners. She is part of the SBP strategic alliances office and is
highly involved in further developing organizational competencies in
project and alliance management within SBP. Paula has a background in
molecular immunology and cancer biology and holds a PhD in biology
from UCSD. https://www.linkedin.com/in/paula-norris-05403710

Maria Olson
Vice President, Global & Strategic Alliances
| NetApp
Session 201
Summit Leadership Spotlight #4 |
Understanding Your Full Potential and
Bringing it to Life
Session 202
Summit Leadership Spotlight Interviews
Maria Olson is Vice President, Global & Strategic Alliances for NetApp,
and is responsible for worldwide go-to-market with Alliance partners.
Maria and her team have oversight for teaming with the company’s
portfolio of Alliance partners and internal teams to bring to market a
variety of storage and data management solutions. Her responsibilities
include the creation of business strategies and plans, strategic
alignment within the partner ecosystem and global execution that
increases revenue.
Prior to NetApp, Maria was Sr. Director of Global Business Development
at SAP and was instrumental in on-boarding PwC to become an SAP
Global Service Partner, and recruited more than 50 PwC countries while
increasing revenue and doubling the pipeline. Maria has also held
senior management positions at BEA Systems (acquired by Oracle), Acta
Technology (acquired by Business Objects/SAP) and Hewlett Packard.
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She has extensive experience in business development, alliance
management, product management, procurement, and supply chain
operations across a variety of lines of business – from printers,
interactive TV, cable modems, telecommunications – to storage
products, enterprise software and solutions.
Maria holds a Bachelor’s degree in Business Administration from the
University of San Diego, and an Executive MBA from Pepperdine
University.

Donna Peek, CSAP
Director, Partner Program Office | SAS
Institute
Session 701
Mediocrity to Mastery Roundtable: Value
Creation Through Wise Time Investment
Donna Peek is director, global partner enablement & operations at SAS,
where she has responsibility for the partner program, enablement
strategy and program operations. Donna is passionate about alliance
formation, management and strategy.
Donna has 32 years of experience in high tech, including 20 years
managing alliance partnerships. Donna started her career at IBM, and
managed alliance teams at Seer Technologies and several startups
before joining SAS in 2002.
Donna is a CSAP, Vice Chair of ASAP and sits on the Board of Directors,
and is a founding Board Member of the RTP/Carolinas ASAP chapter.
Follow her blog at http://peekalliance.blogspot.com

Omar Perez, PhD
Director Diagnostics, Oncology,
Biotechnology Clinical Development,
Worldwide R&D | Pfizer Inc.
Session 403
The Companion Diagnostic Partnership
Dr. Perez has over 15 years’ experience in diagnostic and drug
development. He currently oversees companion diagnostic
development activities for the oncology portfolio at Pfizer. He previously
served as the Director for R&D Diagnostics at Tocagen where he led the
preclinical and diagnostic assay development efforts for Toca 511, a
gene therapy product for glioblastoma. Prior to Tocagen, Dr. Perez was
the Senior Director of Research and Technology at Nodality Inc., a
diagnostic company he co-founded. Prior to Nodality, Dr. Perez was the
Senior Scientist and Director of the phospho-protein flow cytometry
group at the Stanford Proteomics Center in the Stanford Medical Center,
overseeing project management for antibody screening procedures,
autoimmune clinical studies, and small compound profiling for many
major pharmaceutical companies. During his time at Stanford, in Dr.
Garry Nolan’s laboratory, he developed several proteomic related
systems for functionally characterizing signaling networks in single cells.
He is an inventor of the multiparametric phospho-proteomic flow
technologies and an author of 35 publications and 34 patents. During
that time, Dr. Perez was also a consultant for Becton Dickinson
Biosciences, where he worked with senior management and scientific
teams to develop the PhosFlow product line. During his time at UC
Berkeley, Dr. Perez worked with Dr. Peter Schultz in combinatorial
chemistry screening projects. Dr. Perez is recipient of several prestigious
awards including the Herzenberg Prize, the Human Immunology Award
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Dana Foundation, the Bristol Myers Squibb-Irvington Award and a
Kauffman Fellow.

Darin Sanders

Dr. Perez received his doctorate in Molecular Pharmacology from Stanford
University. He holds a BA in both Molecular Biology and Philosophy with
distinction and Chemistry degrees from the University of California,
Berkeley. He received an executive education certificate in management
and leadership at the MIT Sloan School of Management.

Session 303
Partner Timing: Looking for the Right Time to Engage

Jason Perocho

Darin joined Novacoast, Inc. in 1999, already a seasoned entrepreneur
and sales manager. Darin’s experience in sales began when he entered
the business world immediately after college. He now has over eighteen
years of diverse experience in sales management and business.
Darin’s experience in business has taught him that a critical relationship
exists between creativity, initiative, and customer satisfaction, and that
success comes from being able to find what people want and provide it
with enthusiasm. Darin’s satisfaction in selling Novacoast services and
products stems from his confidence that Novacoast has the best technical
talent in the industry, people who have a long track record of providing
exceptional services and support.

Senior Manager, Product Marketing,
Community Cloud | Salesforce
Session 803
Using Technology for Effective Partner First
Strategies | Part 2 – Automation, Tools, and
Process Solutions
Jason Perocho is a Senior Product Marketing Manager Manager at
Salesforce Community Cloud. Jason is responsible for driving the go-tomarket strategy of Partner Community, Salesforce’s partner
management tool designed to give sales leaders channel visibility, and
Einstein, the artificial intelligence engine powering Community Cloud.
He joined salesforce.com after 10 years in the military where Jason
served as a pilot and as a product manager, responsible for automating
the acquisition approval process in the DoD.

Phil Sack, CSAP
President | ASAP Asia Collaborative
Business Community
Session 702
Agile Alliances: Catalyst for the Next Industrial
Age
Philip has a developed a reputation as a successful businessman and
collaborative business expert who consistently delivers business
objectives, enhances organization performance, and develops
successful business collaborations between organizations across the
Asia Pacific region. He has extensive experience building successful
‘start-up’ business partnerships, ecosystems, and strategic alliances,
receiving numerous global information technology vendor and
independent industry awards and accolades.
He has significant IT industry and business experience within a number
of disciplines including executive leadership, sales and support
services, global alliance and partner ecosystems, business advisor and
mentor. His organization experiences include global IT vendors,
professional membership association and industry groups, SME and
new ventures with organizations such as Oracle Corporation, Siebel
Systems, Sun Microsystems, Canon Computer Systems, Harris Lanier,
Telstra, and ASAP.
Philip is the co-founder and president of the ASAP Asia Collaborative
Business Community, which focuses on the evolvement of collaborative
business practices, competencies, standards and professional alliance
management certification. He is a member of the Australian Institute of
Company Directors (AICD) and the Australian Institute of Management
(AIM), and previously Australian Information Industry Association’s
(AIIA) CollabIT & Exporter programs, and an Australian Graduate School
of Management (AGSM) student mentor.
Philip holds an executive MBA, Bachelor’s degree in Business &
Computing, Associate Diploma of Engineering – Electronic Systems &
Computing, Certified Strategic Alliance Professional, and is a graduate
of the Australian Institute of Company Directors.

@asap_Global #ASAPSummit

SVP Sales | Novacoast, Inc.

Nick Sanna
Senior Director, Program, Alliance &
Portfolio Management | Genoptix, a
Novartis company
Session 403
The Companion Diagnostic Partnership
Nick Sanna is a cross-functional senior professional with 15 plus years in
contract research inside the oncology field spanning pure R&D to GMP
manufacturing. He joined the Genoptix Medical Laboratory in 2008
when its clinical trial group was in its infancy and has seen the
department grow to its current state where it supports 100+ clinical
trials. In his current role, Nick and his team of project managers, is
responsible for the coordination of business needs and strategy related
to clinical trial execution and support of regulatory filings. Nick received
both a Bachelor of Science in Biology and a Master of Business
Administration from the University of California, San Diego.

Céline Schillinger
Head, Innovation and Engagement | Sanofi
Pasteur
Session 201
Summit Leadership Spotlight #1 | Comfort in
Discomfort: Leadership & Innovation Lessons
from an Uncommon Alliance
Session 202
Summit Leadership Spotlight Interviews
Portrayed in Forbes as “driving some of the most award-winning and
buzz-worthy employee initiatives at Sanofi Pasteur”, Céline directs
Innovation and Engagement for Global Quality at Sanofi’s vaccine
division. A leader in collaborative projects for business and
organizational transformation, Céline has been recognized multiple
times for her innovative engagement initiatives in the pharma world. Her
career spans communications, business operations, HR, marketing, and
social engagement across Asia, Europe, and now the United States. A
TEDx speaker, Céline is passionate about people-centric innovation to
modernize the business environment and increase performance. Céline
is a charter member of the Change Agents Worldwide think tank.

tinyurl.com/ASAPLinkedIn

facebook.com/#!/ASAPGlobal
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Ezra Schneier
Corporate Development Officer | HRSoft

A skilled leader and communicator, Nellie began her career in California,
where she attended and taught at the University of Southern California.

Session 701
Mediocrity to Mastery Roundtable: Value
Creation Through Wise Time Investment

Her philosophy is simple “...Nothing happens in an organization until
somebody sells something to somebody; and if you don’t sell total
solutions—someone else will.”

Ezra is the corporate development officer at
HRSoft, he is responsible for execution of the company’s channel
partnership strategy and account management functions.

Jeff Shuman, CSAP, PhD

Schneier is the former vice president of corporate development for First
Advantage Corporation where he successfully executed that company’s
growth strategy. Mr. Schneier recently authored Structured Strategic
Partnership Handbook which can be found in the Author’s Book Shelf
on ASAP’s website.

Joe Schramm
Vice President Strategic Alliances |
BeyondTrust
Session 303
Partner Timing: Looking for the Right Time to
Engage
Session 802
Using Technology for Effective Partner First Strategies
Joe brings over 25 years of experience in a variety of alliances and
business development roles. In his current position as VP of strategic
alliances at BeyondTrust he has global responsibility for all channel,
systems integrator and technology alliances. Prior to joining
BeyondTrust, he helped direct partner programs for various high growth
security and technology companies including Core Security, Endeca,
Oco, Nexaweb, BusinessObjects/Crystal Decisions, and SAP.
Joe holds a BS degree in Business Administration from Bryant
University. He is also an active member of the executive committee for
White Hat USA, a community of cyber security professionals dedicated
to raising funds for Children’s National Health System to provide care for
children in need of medical treatment. Joe is also an active member and
contributor to the Association of Strategic Alliance Professionals (ASAP)
and a member of the Cyber Security Committee of WashingtonExec.

Nellie Scott, CA-AM
Channel Enablement Manager | SAS
Institute
Session 802
Using Technology for Effective Partner First
Strategies
Nellie is a sales professional with over 17 years experience in IT services
sales management, marketing and operations in both domestic and
international markets. Her career spans across companies such as Dell,
where she served as senior services sales manager prior to joining
Lenovo as director of sales support & channel enablement. In her current
position as channel enablement manager for SAS Institute, Nellie is
responsible for developing, executing and managing channel sales
enablement strategies focused on accelerating channel onboarding
and productivity globally.

50

Principal | The Rhythm of Business
Professor of Management | Bentley
University
Session 302
Think Horizontal: Reimagining Partnering
Practices as Digital Business Transformation
Becomes Reality
Jeffrey C. Shuman CSAP, PhD, Principal, The Rhythm of Business and
Professor of Management, Bentley University is an educator and trusted
advisor to executives who are building, leading, and managing alliances
and partner networks. His mix of operational, consulting, research and
classroom experiences allow him to blend the theoretical with the
practical, providing useful, easily implementable and repeatable advice.
At The Rhythm of Business he partners with global companies in
multiple industries to advance their alliance and collaboration
management capability. Consulting engagements focus on driving
results through enabling all functions of the business to work effectively
with their partners throughout the lifecycle. He works with senior
executive teams to shape partnering strategy, enable operational and
organization readiness, and implement overarching governance.
Partnering professionals benefit from his ability to quickly diagnose
underperforming alliances, and accelerate the path to profitability.
Customized education and training bring alliance and collaboration
skills to all who interact with partners.
Jeff has been a member of ASAP since 2002. Currently part of the
ASAP’s Strategy Team, he is actively involved on the teams that have
developed the Certificate of Achievement—Alliance Management (CAAM) certification and the CSAP certification and contributed to the
Handbook of Alliance Management. He frequently presents at ASAP and
other organization’s conferences and events. Together with business
partner Jan Twombly, he has a rich history of developing and
publishing strategic and practical thinking that advances the art and
science of partnering and alliance management.

Gene Slowinski
Managing Partner | Alliance Management
Group
Director of Strategic Alliance Research,
Graduate School of Management | Rutgers
University
Session 603
Lead through Open Innovation
Gene Slowinski is the Director of Strategic Alliance Research at the
Graduate School of Management, Rutgers University and Managing
Partner of the Alliance Management Group. Prior to forming the Alliance
Management Group, he held management positions at AT&T Bell
Laboratories, and Novartis Corporation. In addition to a PhD in
Management, Gene holds an MBA, and a Masters Degree in the sciences.
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For the last 20 years Dr. Slowinski has consulted and conducted research
on the formation and management of strategic alliances, joint ventures,
mergers, and acquisitions. His clients include GlaxoSmithKline, Merck,
Lucent Technologies, Motorola, Johnson & Johnson, Ethicon,
ExxonMobil, AT&T, Becton Dickinson, Procter & Gamble, Battelle, and
many other Fortune 500 firms. An author and lecturer, Gene has presented
his work to The Conference Board, The Licensing Executives Society, The
Industrial Research Institute, and The American Electronics Association.
His articles on managing strategic alliances can be found in Business
Horizons, Research and Technology Management, Mergers and
Acquisitions, Economic Development Quarterly, Les Nouvelles,
Cooperative Strategies in International Business, The Journal of Advanced
Management, and Managing the High Technology Firm. With Matt Sagal,
he co-authored the of book The Strongest Link.

Joe Sypek, PhD
Director, External Science Lead | Shire
Session 401
Making the Most of Industry-Academia
Collaborations
As External Science Lead at Shire, Joe’s current
role is to identify, initiate, and foster new and ongoing academic alliance
partnerships to feed the early discovery stage pipeline in the Rare
Disease space within Shire’s Discovery Biology and Translational
Research. Joe has more than 25 years of experience in leadership, drug
discovery research and development (small molecules & biologics) in
both academia (Tufts University, Boston University) and the
biopharmaceutical industry (Genetics Institute, Wyeth, Pfizer, The
Research Network, and now Shire). He has a broad range of expertise
working in innate and cell-mediated immunity, cytokine and protease
biology, and with animal models of disease (asthma/COPD, lupus,
inflammation, & intracellular infections).
He completed his postdoctoral and doctoral training in immunology at
Tufts University (Sackler School Graduate Biomedical Sciences), and in
marine science and comparative immunology at the College of William
& Mary, respectively. He has co-authored many peer-reviewed papers,
IND supporting documents, and has published several patents. He is a
member of American Association of Immunology (AAI), American
Thoracic Society (ATS), European Respiratory Society (ERS),
Inflammation Research Association (IRA), and Association for Women in
Science (AWIS) where he has mentored several Mentoring Circles.

David S. Thompson, CA-AM

with a track record of: designing and operating effective and efficient
alliances; successfully managing and negotiating alliance conflict;
and developing high performing alliance management teams. David
has published over 20 articles on the topic of alliance management
and has been sought out by fortune 100 companies outside of the
pharma industry to consult on their alliance management programs.
David regularly teaches alliance management courses as a guest
lecturer at universities and has taught scores of alliance managers not
only from pharmaceutical and biotech companies, but also high tech,
insurance, petroleum, funeral, automobile, and financial services
industries. David also serves as a board member of the Association of
Strategic Alliance Professionals.
Currently, David is the Chief Alliance Officer at Eli Lilly and Company
(Lilly). As the leader of Lilly’s alliance management group, David is
responsible for establishing and maintaining all major development,
commercial, and manufacturing partnerships. He also oversees the
integration of companies brought into Lilly via mergers and
acquisitions. David has played a key role in many major alliances and
acquisitions at Lilly, working with Boehringer Ingelheim, Amylin, Daiichi
Sankyo, and IMCLONE. His involvement begins during the due
diligence process and continues throughout each alliance’s lifecycle.
Prior to his role as chief alliance officer, David held leadership positions
in sales, marketing, market research, pricing, new product planning,
business development, and corporate strategy.

Ann E. Trampas, CSAP
Practice Lead | Phoenix Consulting Group;
Lecturer | University of Illinois
Session 101
CA-AM Certification Exam Prep Workshop
Session 702
Agile Alliances: Catalyst for the Next Industrial Age
Ann E Trampas, CSAP, is the professional development practice lead for
Phoenix Consulting and lecturer at the University of Illinois - Chicago
(UIC). As practice lead she works with clients developing and delivering
skills mastery classes in collaborative relationship management and
consulting in optimizing their strategic alliances. At UIC she teaches
marketing, sales management, business strategy, channels of
distribution and eCommerce and advises the American Marketing
Association Collegiate Chapter.
She is president-emeritus of the Midwest Chapter of the Association of
Strategic Alliance Professionals (ASAP) and a member of the Technical
Advisory Group for the ISO standard for Collaborative Business.
Previously Ann has held positions including ASAP Certification Program
Director ASAP and Vice President of Global Alliances for IBM-SPSS.

Chief Alliance Officer | Eli Lilly and
Company
Session 102
Alliance Management Workshop: Tools and
Techniques
Session 402
Partnership: A Balance of Harmony and Conflict
Session 701
Mediocrity to Mastery Roundtable: Value Creation Through Wise
Time Investment
David is an internationally recognized alliance architect and alliance
builder, specializing in making alliances productive and profitable

@asap_Global #ASAPSummit
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Jan Twombly, CSAP

Aimie Vargas

President | The Rhythm of Business

Director of Sales | Zift Solutions

Session 203
The ASAP Aquarium

Session 803
Using Technology for Effective Partner First
Strategies | Part 2 – Automation, Tools, and
Process Solutions

Session 302
Think Horizontal: Reimagining Partnering
Practices as Digital Business Transformation Becomes Reality
Janice M. Twombly, CSAP is president of The Rhythm of Business, Inc.,
providing thought leadership; expert partnering and strategic alliance
management consulting, and related education to global companies,
not-for-profit organizations and government agencies since 1999.
Twombly guides organizations through the earliest stages of
developing their partnering strategies, governance, and capability.
Working with the executive suite, she helps companies reach higher
levels of alliance success by integrating partnering into all aspects of the
business. She has worked with many life sciences and information
technology companies, including Abbott, Astellas, AT&T, Bayer, Becton
Dickinson, Biogen, Boehringer Ingelheim, EMC, IBM, ImmunoGen, Intel,
Novartis, Sanofi, Shire, and Xerox.
A leader in the Association of Strategic Alliance Professionals (ASAP) for
more than 15 years, Twombly serves on its Executive and Management
Committee of the Board of Directors. She is editorial advisor to ASAP
Media, publishers of Strategic Alliance Magazine and contributed to the
Handbook of Alliance Management. She frequently presents at ASAP
and other organization’s conferences and events. Together with
business partner Jeffrey Shuman, she has a rich history of developing
and publishing strategic and practical thinking that advances the art
and science of partnering and alliance management.

Armando Valim
Director, Global Alliance Partner Network |
National Instruments
Session 802
Using Technology for Effective Partner First
Strategies
Armando Valim is a results-driven channel and product marketing
leader and director of the NI Alliance Partner Network. With over 15
years at NI, his extensive experience working with C-level executives
and spearheading cutting-edge initiatives has enabled the success of
the global partner program.

With nearly 7 years at Zift, Aimie has focused helping prospective
customers reach their goals for developing, maturing and growing their
channel with Channel Marketing Automation. A self-proclaimed start up
devotee, Aimie has worked with several startup organizations as well as
corporate America. She applies this experience to each and every
engagement with customers and prospects, ultimately guiding and
helping companies as they navigate their journey through the channel.

Norma Watenpaugh, CSAP
Founding Principal | Phoenix Consulting
Group
Session 106
Alliance Excellence Awards Ceremony
Session 301
Surviving the Future—What Savvy Channel Chiefs Know New
Opportunities and New Perils
Norma Watenpaugh is the founding principal and CEO of Phoenix
Consulting Group (www.phoenixcg.com) which provides partnering
and collaboration consulting services with expertise in partnering
strategy, multi-channel and alliance management, and ecosystem
development. Prominent clients include Amazon.com, Adobe Systems,
Cisco Systems, Dupont, PayPal, Microsoft, SAP, and Xerox.
Norma has taught alliance seminars for Duke Corporate Education, the
Reuters Foundation, Digital Vision Fellowship Program at Stanford
University, San Jose State University Professional Development, the
American Management Association, and is a frequently requested guest
lecturer and speaker at industry events.
Norma has been a Board member of the Association of Strategic Alliance
Professionals since 2003 and former Best Practices Committee Chair.
She has led the organization in developing the CA-AM and CSAP
professional credentials and in revitalizing the ASAP Handbook of
Alliance Management: A Practitioner’s Guide. She currently leads the US
delegation to the ISO standards committee for Collaborative Business
Relationship Management.
In 2015, she was named a Woman of Influence in Silicon Valley by the
Silicon Valley Business Journal.
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Conference Speakers
Andrew Yeomans, CSAP,
MRPharmS, MBA

Michael Young
Principal | biomedwoRx: Life Sciences
Consulting LLC

Global Director of Alliance Management |
Merck-Serono

Session 702
Agile Alliances: Catalyst for the Next Industrial
Age

Session 903
Building the Engines of Collaboration Inside
and Beyond the Borders of Mainland China
Andrew Yeomans is global director of alliance management at MerckSerono, based since 2012 in Germany and he has been actively
involved in leading several key alliances for his company, within Europe,
China, Japan, and Korea. He has over 23 years of experience in the
pharmaceutical industry. His early career was within corporate sales and
marketing leadership positions, focusing on Europe, Asia and North
America. During this time as a result of leading a number of successful
product launches and commercial collaborations, he evolved naturally
into formal, global alliance management over 10 years ago.
Andrew currently optimizes value across 30 alliances for his company,
that span the globe, with a particular focus on commercial and
development collaborations. He is highly active within ASAP as a
Certified Strategic Alliance Professional and has been a member of
several regional chapters. Andrew is a registered pharmacist in the UK
and has an MBA from Henley Business School.

An accomplished, biopharmaceutical executive with award-winning
marketing and global commercial operations credentials, Young was
formerly vice president, business development for PAREXEL
International, one of the largest clinical development organizations
(CRO) in the world. There, he helped lead business expansion at large
pharma companies, such as Genentech/Roche, Allergan, Baxter,
AMGEN, Gilead, and emerging biotech and diagnostic companies.
Previously, he was vice president, alliance management for PPD,
another top-tier, global contract research organization (CRO) and has
held senior marketing and management roles at biotech start-up Ligand
Pharmaceuticals (where he oversaw the development, registration, and
launch of five novel cancer drugs), as well as Eisai, GSK, Adria
Laboratories, and Bayer. He has been named Medical Marketer of the
Year by the Medical Marketing Association and served as president of
the national organization.

What’s the Buzz
Stay Connected with
and
Your Colleagues Throughout the Year….

Extend your education and networking value from the 2017 ASAP Global Alliance Summit:
Read and share ASAP blog posts in your social media network
Let your colleagues who are not at the conference know what
they are missing out on
Share your experiences and insights from the conference even
after the final session

Follow us on Twitter @asap_global #ASAPSummit
Like us on Facebook http://www.facebook.com/#!/ASAPGlobal
Join our LinkedIn Group http://tinyurl.com/ASAPLinkedIn

@asap_Global #ASAPSummit

tinyurl.com/ASAPLinkedIn

facebook.com/#!/ASAPGlobal
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Mark Your Calendar
Upcoming

Community Events

Learn | Network | Grow | Connect | Share | Cultivate | Advance
CA-AM Certification Exam Prep Workshops
March 23, 2017 | Stockholm, Sweden
April 27, 2017 | London, England
June 9, 2017 | Paris, France
September 13, 2017 | Cambridge, Massachusetts
Fall 2017 | Brussels, Belgium

www.asapweb.org/caameu

ASAP Technology Partnering Forum
Collaborate at the Speed of Digital Transformation
Wednesday, June 7, 2017 | Santa Clara, California | Hosted by NVIDIA

www.ASAPTechForum.org

2017 ASAP BioPharma Conference
September 13–15, 2017 | Cambridge, Massachusetts

www.ASAPBioPharma.org

TM

ASAP European Alliance Summit
September 13–15, 2017 | London, England

www.strategic-alliances.org
Please check the website for the most up to date information.

