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Welcome

Welcome to my home and to SIG’s 43rd Global Sourcing 

Summit on beautiful Amelia Island, Florida. This Summit 

is especially meaningful for me since my family now lives 

full-time in Fernandina Beach, a historic town right here on 

Amelia Island! 

The purpose of our Resource Guide is to help you plan your 

calendar for the week.  We are so excited to bring this 

agenda to you. I recommend that you read the abstracts, look 

at the lifecycle the presentations apply to and CAREFULLY 

plan your next three days. By networking, breaking bread and sharing openly with others, 

you are destined to return to your offices with a stack of business cards from new peers and 

a wealth of ideas to take to the bank. Remember to bring business cards with you whenever 

you leave your room so you can continue to build your professional network. On that note, 

our evening events are not to be missed! We always provide surprise entertainment on 

Wednesday night and a Summit-closing night of fun on Thursday. 

On behalf of the SIG team, I wish you a most enjoyable, exciting and informative few days 

with us. Enjoy the weather, this beautiful facility and amazing opportunities for networking!

Truly,

Dawn Tiura Evans

CEO and President, SIG
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FeAtured
Speakers

Activision Blizzard

American Express

Bayer CropScience

BB&T

Bloomberg

BMO Financial Group

Boeing

Bristol-Myers Squibb

Caesars Entertainment

CEMEX

Cigna

Dr Pepper Snapple Group

Enterasys Networks

Fannie Mae

Guardian Life Insurance 

GE

Hewlett-Packard

Ingredion

Iron Mountain

Land O’Lakes

Microsoft

Mylan

National Bank of Canada

Nationwide

New York Life Insurance

Northern Trust

P&G

QBE

RBC

Southern Company Services

Southwest Airlines

State Street

SunTrust

Symantec

TD Bank

TELUS

Texas Dept of Information Resources

The Carlyle Group

UnitedHealth Group

Verizon

Visiting Nurse Service of NY

Welsh, Carson, Anderson & Stowe

Featuring Executives From These Companies

SIG members are senior-level executives 
at Fortune and Global 1000 companies. 
delegate titles include CeOs, CFOs, CPOs, 
COOs, CIOs, Presidents, Vice Presidents, 
directors and Managers.

those who attend and present at SIG Summits 
include professionals in:

•	 Procurement
•	 It
•	 Strategic Sourcing
•	 Outsourcing
•	 Supply Chain Management
•	 Operations
•	 Finance
•	 Legal
•	 Human resources
•	 enterprise risk Management
•	 Marketing
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Corporate Sponsors

Summit
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conversation
FOLLOW THE SIG 

online

@SIGinsights
#SIGSource

tweet.  post.  watch.

Lively discussions on LinkedIn

Peer2Peer requests on demand

InsideSource Executive Video Interviews  
on www.sig.org

SIGInsideSource YouTube channel

Updates, industry news and timely posts
through Twitter and LinkedIn

Outsource Magazine online column

conversation
FOLLOW THE SIG 

online
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General 
Session
9:00 - 10:00

Amelia Ballroom

 Breakfast and Featured Session
How to Build a High Performance Culture 
Mike Staver - Coach, Speaker and Author of Leadership Isn’t for 
Cowards

What do you stand for? What does your company stand for? Are your values 
clear? Are they obvious to customers, staff and the community? Is your company optimally positioned and 
differentiated by the consistent application of your vision and core values?

Most leaders and organizations are moving at such a rapid pace that taking a step back to think about 
these things seems like a luxury when, in fact, it couldn’t be more crucial. It doesn’t matter where your 
company and your industry stands in the growth cycle. Focusing on who you are and what you stand for 
is the most critical thing you can do. In this session, you will learn:

 e     How To Identify And Apply Your Core Values To Your Leadership
 e     How To Align Your Behavior With What You Say You Believe
 e     How To Be Powerfully Influential Regardless Of Level Of Authority
 e     How To Build Accountability And Improve Efficiency

Mike Staver, Coach, Speaker and Author of Leadership Isn’t for Cowards

Mike Staver is an internationally respected coach and speaker. He has been
interviewed for many publications on how to build high performance firms 
and on his signature speaking and writing topic Leadership Isn’t for Cowards.

His new book with the same title was just released. With a master’s degree in 
counseling psychology and a bachelor’s degree in business administration, he 
has found a way to make complex ideas simple, memorable and immediately 
applicable. He is a Certified Speaking Professional (CSP), a designation held 
by fewer than 10% of the members belonging to the International Federation 

for Professional Speakers. Mike is a best selling author and award winning speaker. Most recently he was 
chosen as one of the 40 hottest business speakers in America by Meetings and Conventions magazine.

tuesday
Sessions
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 WS1  Independent Contractors: How Procurement at uHG 
Maximizes this talent with an enterprise Governance Program
Talent is still the highest valued resource a company can invest in, but sourcing 
talent is no longer limited to the Human Resources (HR) function. In fact, some of 
the highest level resources are sometimes represented as vendors and never pass 
through the Talent Acquisition process. In order to thrive in the dynamic Healthcare 
industry, United Health Group (UHG) has developed a governance model for 
engaging Consulting Talent. UHG will describe how Procurement took the lead in 
assembling a cross-functional team to handle the challenge of layering best 
procurement practices over this category. If your organization can benefit from 
visibility and control of Independent Contractors, join us at this session where you 
will learn an innovative approach to managing your independent workforce. 

Y o u  W i l l  l e a r n :

 e How to Recognize the Need for a Program to Manage Your Independent 
Contractor Usage

 e How to Assemble a Team to Determine the Proper Program Design and Source the 
Appropriate Providers

 e How to Prepare an RFP and Select the Best Provider
 e How to Implement the Solution and Assure Sustainable Operational Support and 
Governance

 Presenter(s): unitedHealth Group, Karrie Schaefer, Manager, Consulting Services 
MBo, Jay Lash, Vice President, Market Strategies

 WS2  turning Facilities and real estate Investments 
into a Competitive Advantage
Most companies view real estate as a cost or a burden, not something to use to 
improve productivity, efficiency and overall business performance. In this session, 
participants get a first-hand look at techniques to turn real estate from a cost into a 
competitive advantage. The speakers share how they have been able to use real 
estate as a strategic lever by shifting the economics of outsourcing to an outcome-
based approach. They will showcase the results they have delivered in areas like 
innovation, sustainability and technology. This session is particularly useful for 
participants who are looking to understand the true value found in their real estate 
portfolio.  Learn the rules on how to establish a unique outcome-based relationship 
and techniques to use real estate as a strategic investment in your company.

Y o u  W i l l  l e a r n :

 e How Facilities and Real Estate can be used to Create Competitive Advantage
 e 5 Ways to Build a “Win-Win” Relationship using Vested Outsourcing
 e Best Practices for Building a Clear, Shared Vision
 e What Value You can Derive from Your Portfolio

 Presenter(s): Procter & Gamble, Larry Bridge, Governance Manager, Facilities & Real Estate 
Jones lang laSalle, Joe Stolarski, Global Account Executive

Workshop
Tuesday

10:20 - 11:20
Magnolia A

Lifecycle Phase:
Optimization

Workshop
Tuesday

10:20 - 11:20
Magnolia B

Lifecycle Phase:
Initiation
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 NEA1  Innovation Centers in Latin America
Innovation can be defined in many different ways and found in several 
different areas. Science, technology and research parks are highly special-
ized areas of innovation and play a key role in the economic development of 
their environment by enhancing the competitiveness of companies and 
entrepreneurs in their respective cities and regions. The efforts that Latin 
America is undertaking to increase innovation and to become a more 
competitive region cannot be overlooked. Just recently, Medellin, Colombia 
was named the most innovative city in the world, beating both New York and 
Tel Aviv. Please join us as we discuss these centers, their impact, and what it 
means for global sourcing.

Y o u  W i l l  l e a r n : 

 e What Innovation Centers are and their Role in Enhancing Competitiveness in the 
Region

 e What Different Countries in Latin America are Doing Towards Innovation
 e Why Innovation is Relevant to the Global Sourcing Community

  Moderated by:  neo Group, Atul Vashistha, Chairman & CEO
 Panelists:  Ci&T, Bruno Guiçardi, President North America

unosquare, Mike  Barrett, CEO and Co-Founder
Zemoga, DJ Edgerton, Founder and CEO 

 WS3  Procurement transformation and the role of tax-efficient Global 
Procurement Operating Models to enable Margin Improving Savings
PwC will discuss its approach to procurement transformation, why organiza-
tions need to take a broader view when considering the value procurement 
can deliver, and the role of Tax Efficient Global Operating Models in driving 
savings that significantly impact a company’s margins.  Industry case studies 
and an example approach to designing a Tax Efficient Global Operating 
Model will be shared.

Y o u  W i l l  l e a r n : 

 e Key Components of a Procurement Organization’s Transformation Roadmap
 e Key Value Levers that Should be Considered
 e Tax Efficient Operating Model Alternatives

 Presenter(s) PwC, Mike Sullivan, Director
  Rich Sheinfeld, Partner

Workshop
Tuesday

10:20 - 11:20
Magnolia C
Lifecycle Phase:
Optimization

Workshop
Tuesday

11:35 - 12:35
Magnolia A
Lifecycle Phase:
Optimization
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 WS4  Key drivers for Success in Global Procurement 
transformation at Symantec
As companies continue to globalize rapidly, the procurement function within an 
organization has become even more critical and a strategic lever for driving significant 
value. Executives across the globe are seeking more value from their business partners 
in all aspects of their respective organizations, elevating the importance of sourcing 
and procurement programs. The partnership between Symantec, a global security 
software giant, and Genpact, exemplifies this organizational imperative. Join us in this 
session, as they share critical success factors in the transformation of Symantec’s global 
procurement model, the role of stakeholder collaboration and change management, 
and how it meshed technology to connect disparate systems. 

Y o u  W i l l  l e a r n :

 e How Symantec Drove $100 Million in Savings
 e How Procurement Increased Spend Management by 25%
 e How Sourcing Programs were Utilized to Generate Broader Business Value 
 e How to Optimize Direct and Indirect Spend, Process Efficiency and Effectiveness, 
Transparency, and Sourcing Compliance in order to Enhance Supplier 
Performance Management 

 Presenter(s): Symantec, Michelle Billhartz, Director,  Americas Sourcing
Genpact, Prasad Vanga, Vice President Change Management
HfS research, Tony Filippone, EVP, Research 

 NEA2  How Latin America is Changing to Become a 
More Attractive Outsourcing destination
Latin America, a Nearshore option, has emerged as a favorable destination 
for Information Technology (IT), Business Process Outsourcing (BPO) and 
captive operations. Geographical proximity, similar time zone and cultural 
affinity have defined the value proposition for Nearshore. However, the 
region is ready to take the next step. Governments are working hard to 
leverage their Nearshore advantage by offering incentives and improving 
the business environment. Each country faces different challenges in 
attracting more investment and minimizing risk, and during this session we 
will discuss those particular initiatives and their impact.

Y o u  W i l l  l e a r n : 

 e Initiatives Governments are Implementing (Tax Incentives, Education, Infrastructure, etc.)
 e Benefits of the Measures Taken and How they Impact the Nearshore Industry
 e Best Practices from Leading Outsourcing Latin American Countries
 e Next Steps in Latin America

  Moderated by: nearshore executive alliance, Rebeca  Hassan, Executive Director
 Panelists: Hickey and associates, Ann Harts, Principal

Softtek, Alejandro Camino, VP Marketing and Communications
Making Sense, Cesar D’Onofrio, CEO
 

Workshop
Tuesday

11:35 - 12:35
Magnolia B
Lifecycle Phase:
Optimization

Workshop
Tuesday

11:35 - 12:35
Magnolia C
Lifecycle Phase:
Steady State
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 WS5  Strategies to realize 15-25% Cost reduction: 
Sourcing document Services in the digital era
Organizations spend up to 3% of revenue producing, distributing, and 
consuming document services such as Print, Mail, Scanning, Records and 
eDiscovery. Procurement and outsourcing professionals play a critical part in 
sourcing or outsourcing these services. Unfortunately, since most are not 
specialists in this indirect spend, the opportunity to minimize total cost and 
maximize ROI or help guide the strategy may be missed.

Y o u  W i l l  l e a r n : 

 e The Basics about Each Document Service so You Can Ask the Right Questions and 
Communicate Better with the Line of Business Manager 

 e The Proven Strategies that Minimize Costs and Maximize Return on Investment (ROI) 
and the Emerging Trends 

 e The Key Business Requirements in Each Service, Service Level Agreements (SLAs), Key 
Performance Indicators (KPIs) Service Quality and Delivery Options

 e From a Case Study in Each Service Category including Results Achieved
 e Costs and Realistic Cost Savings that may be Achieved In Each Service 
 e Contract - Terms, SLAs, KPIs

 Presenter(s):   Canon Business Process Services, Ted Ardelean, Director of Services Marketing
  Wayne  Frahn, Vice President

 WS6  Your Compliance Program:  Best Practices 
for Manager Buy-In and training
Often times the number one challenge in implementing a successful 
Independent Contractor (IC) compliance program occurs before the project 
even begins.  The difficulty originates when the executive sponsorship and 
buy-in for the program is stalled, questioned or even rejected.  So what can 
Sourcing do to avoid this issue in the first place? 
Join us for this session as we review the critical elements necessary for you to 
secure support for your compliance program. Highlights include:

 e What measures YOU need to take before approaching your team for their support
 e Utilizing internal resources to build your business case
 e Creating a long term plan to ensure program success and secure continued sponsorship

Participants will take away useful tools and solutions that can be applied imme-
diately.  Directors, managers, influencers and anyone who is directly involved 
with their company’s contractor population will benefit from this presentation.

Y o u  W i l l  l e a r n :

 e The Importance of Manager Support 
 e How to Find Influencers Within Your Company to Help Your Efforts
 e The Importance and Criticality of Work Before Implementation and its Impact on the Program
 e How to Champion your Executive Support and Become the Key Liaison

 Presenter(s):  Synergy Services, Julie Tran, Vice President of Business Development 

Workshop
Tuesday

1:15 - 2:15
Magnolia A
Lifecycle Phase:
Optimization

Workshop
Tuesday

1:15 - 2:15
Magnolia B
Lifecycle Phase:
Initiation
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 WS7  Sourcing Complex Services: Challenges, Opportunities 
and Advice for Consulting, Legal and Marketing Services
Consulting, Marketing, and Legal spend have long been considered impervious 
to strategic sourcing efforts. But as strategies in other categories have stabilized, 
the economic downturn has put pressure on anything and everything affecting 
earnings-per-share, and risk mitigation in third-party contracting has gained in 
importance. Doors for sourcing are starting to open, even in these high-touch, 
expertise and relationship-oriented service categories. In this session, Vantage 
Partners and State Street will: share observations about the challenges sourcing 
professionals face in gaining access and building credibility with internal 
stakeholders in Consulting, Marketing and Legal; present a framework for 
thinking about the opportunity and the sourcing strategies most suited to bringing 
value to these corporate functions; and share practical examples.

Y o u  W i l l  l e a r n :

 e What the Opportunities are in Sourcing Complex Services
 e Why Sourcing These Categories is so Challenging
 e What Sourcing Strategies Will Really Deliver Value for These Categories
 e Where to Start

 Presenter(s): State Street, Cindy Campo, Category Director Professional Services 
Vantage Partners, Danny Ertel, Partner

 WS8  Implementing an effective Contract Compliance Audit Program 
Contracts are the foundation of business relationships and companies invest 
significant time and resources negotiating terms to align with corporate 
objectives. Verifying subsequent compliance with the terms agreed to by both 
parties is also important. Proactive, periodic audits of contractual relationships 
provide valuable insight and assurance while strengthening the relationship 
through increased transparency and accountability. Learn how to identify 
potential audit opportunities and risk assessment factors, acquire organizational 
alignment and support from key stakeholders and leverage audit results to 
enhance processes and strengthen contract language.

Y o u  W i l l  l e a r n :

 e How to Identify Potential Audit Opportunities and Risk Assessment Factors
 e How to Acquire Organizational Alignment and Support from Key Stakeholders 
 e How to Leverage Audit Results to Enhance Processes and Strengthen Contract 
Language

 Presenter(s):  SC&H, Bill Adams, Director

  Jeff Kilma, Principal 

Workshop
Tuesday

2:30 - 3:30
Magnolia A
Lifecycle Phase:
Initiation

Workshop
Tuesday
2:30 - 3:30
Magnolia B
Lifecycle Phase:
Optimization
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 WS9  Changing the Way Work Gets done: the Next 
Generation of Outsourcing - enterprise Crowdsourcing
Only a few years ago, the majority of enterprise executives argued that cloud –   
at least for large companies with stringent requirements around data, privacy 
and security – would never become a scalable technology. It was predicted that 
vast numbers of enterprise-grade solutions would remain a myth. Today, those 
executives have been proven wrong, with 70% of enterprises now incorporating 
cloud computing technologies into their technology portfolios. With the number 
of people online approaching 3 billion by 2016 and projected to reach 5 
billion by 2020, leading enterprises are now embracing the next paradigm shift 
in distribution of work by outsourcing to the “crowd in the cloud.” This elastic 
workforce is available on-demand, has abundant capacity and the expertise to 
perform work, ranging from simple to complex. This innovative model –  
enterprise crowdsourcing – is distinct from traditional outsourcing and presents a 
new way for organizations to get work done. Enterprise crowdsourcing provides 
organizations a utility based work model which is charged on a per-task basis, 
fundamentally changing the cost-basis of outsourced work. In place of full-time 
equivalents, companies are now able to pay only when work is completed at a 
satisfactory level of performance – a paradigm shift to 100% output-based 
pricing rather than input-based.

Y o u  W i l l  l e a r n :

 e What is Crowdsourcing and How has it Evolved?
 e How to Apply the Concept of Crowdsourcing to the Enterprise and Drive Value
 e How it Operates and the Benefits over Traditional Models
 e Crowdsourcing in Action: A Demonstration of Some Live Use Cases

 Presenter(s): lionbridge, Martha Crow, Sr. Vice President Global Enterprise Solutions
Dori Albert, Enterprise Crowdsourcing Practice Manager

Workshop
Tuesday

3:45 - 4:45
Magnolia A
Lifecycle Phase:
Initiation
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 WS10  the Affordable Care Act (ACA) and its Impact on 
Sourcing and Supply Chain: A Panel discussion
Companies impacted by the Affordable Care Act (ACA) are grappling with how 
best to prepare for the anticipated changes to resources, including people, 
processes, and technologies. This panel of industry professionals will share their 
stories, including how they are adapting their sourcing and supply chain 
strategies to address the opportunities and challenges presented by ACA.  Come 
hear how leading payers, providers and healthcare companies are leveraging 
their supply chains and sourcing partnerships to tackle these challenges.

P r o P o S e d  d i S C u S S i o n  T o P i C S  i n C l u d e :

 e Sourcing in Uncertainty: Negotiating Outsourcing Agreements in an Evolving 
Environment given Developing Health Exchanges, Rules, Policies, Regulations and 
Technologies

 e Leveraging Partners to Jointly Build Capabilities: Identifying and Leveraging 
Suppliers that Can Bring Technology, Subject Matter Expert (SME) and 
Capabilities to Help Launch New Products and Service Capabilities (e.g. New 
Business Lines)

 e Using Sourcing as a Market Entry Strategy: Reduce Risk, Improve Time to Market, 
Create a Market Together

 Moderated by:  Pa Consulting, Larry Scinto, Managing Consultant
Panelists:  Cigna, Audrey Cushing, Director, Strategic Sourcing
  loeb & loeb, Ken Adler, Partner

Visiting nurse Service of new York, Brian Sieger, Head of Applications/
Solutions

Workshop
Tuesday

3:45 - 4:45
Magnolia B
Lifecycle Phase:
Initiation
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General 
Session
8:00 - 9:00

Amelia Ballroom

 Featured Session with  Garrison Wynn
What the Most Successful Leaders Do Differently 
Garrison Wynn, Speaker, Advisor, Author and Entertainer

A decade of research reveals what makes owners and managers of top-performing 
businesses so effective - and it’s not what you’d expect!

If you enter this keynote session expecting to learn all about best practices and superior products, you’d 
better read the title again. Standout success in a difficult economy often comes from personal advantage -  
whether it’s cosmetic, leadership communication, personality, resources or access to privileged 
information. Top performers rarely acknowledge this because it tends to make their success sound less 
impressive or undeserved. Prepare to laugh and learn as Garrison leads program segments that include:

 e Lies About Success And Why We Believe Them
 e From Interview To Confession: The Research
 e Why Would Anybody Want To Be In A Fair Fight?
 e Create Your Own Advantage In Leadership And Business Development
 e The Truth About Success
 e Being The Best vs. Being Consistently Chosen
 e Action And Adaptability Create Opportunity
 e Establish A Repeatable Process For Success

Garrison Wynn, Speaker, Advisor, Author and Entertainer

As a speaker, advisor, author, and entertainer, Garrison has worked with some of 
the world’s most effective corporate leaders and business developers, from 
multibillion dollar manufacturers to top New York Stock Exchange wire houses. 
He has a background in manufacturing, entertainment, telecommunications, and 
financial services. In his teens, Garrison worked with Magnavox and baseball 
legend Hank Aaron to promote the world’s first video gaming system, and by 
age 27, he became the youngest department head in a Fortune 500 company’s 
history. He researched and designed processes for 38 company locations 

nationwide and developed and marketed products still being sold in 30 countries. An experienced actor in 
films and a former professional stand-up comedian, Garrison has hosted television specials and national 
radio programs. His new top-selling book, published by McGraw-Hill and available in bookstores 
worldwide, blends a decade of research and Garrison’s candid, laugh-out-loud delivery to finally tell The 
Real Truth About Success. His additional writing credits include business journal articles, weekly contributions 
to The Washington Post and a book co-authored with Stephen R. Covey, Ken Blanchard, and Jack Canfield.
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General 
Session
11:25 - 1:00

Amelia Ballroom

 Delegate Lunch and Featured Session
50% of Workforce Predicted to Be Contingent Labor by 2015...Is 
This a Procurement Issue, HR Imperative, or Both?  
Fred Winstead, Vice President, Human Capital Solutions,  
Allegis Group Services

As the number of ‘free agent’ workers grows and organizations get to grips with a 
workforce that is no longer made up of employees and contractors, who will have the responsibility to 
attract, manage and engage this new holistic workforce? We will share with the audience recent eye-
opening research and debate what will be termed as best practice in this area in a few years time. What 
will the workforce look like and what approach will give companies a competitive advantage?

Y o u  W i l l  l e a r n :

 e How The Workforce May Evolve Over The Next Few Years
 e How To Give Your Company A Competitive Advantage
 e How To Determine Who Owns The Responsibility For Attracting, Managing And Engaging The Workforce
 e How Procurement, HR Departments And Business Units Can Prepare For This Trend And Effectively 
Manage It

 e How Companies Can Utilize This Information And Integrate It Into Their Ongoing Talent Management 
Program

Fred Winstead, Vice President, Human Capital Solutions, Allegis Group Services

As a 17-year veteran of the Allegis Group family of companies, Fred has held 
multiple roles within the various operating companies. After graduating from the 
University of North Carolina at Wilmington with a Finance degree, he began 
his career with the company as a recruiter in Richmond, VA moving into Sales 
and subsequently a Director of Operations role for Aerotek.

In 2000, Fred relocated to the company headquarters to serve as Director of 
National Sales where he oversaw the Engineering, Scientific and Professional 
Sales Operations. Fred was then promoted to Vice President of Sales for 

Aerotek’s Aerospace & Defense sector in 2003, where he led the sales teams’ strategic direction in 
support of the leading defense integrators in the industry. In 2009, Fred was asked to join Allegis Group 
Services (AGS) and serve as the Vice President of Human Capital Solutions where he is responsible for 
positioning the organization as a global leader in the Talent Acquisition and Solution industries. In addition 
to managing the Business Development and Sales Support teams, Fred is responsible for leading the 
company’s tactical initiatives that enhance the MSP and RPO service offerings. 
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        1 High on Creativity…Low on Mandates: How to Build or   
enhance a Sourcing Function
Activision Blizzard is a leading publisher of video games and a distributor of 
interactive entertainment. Due to the nature of Activision’s business model, the 
company attracts a high level of very creative, very intelligent talent resources. 
However, ensuring the right balance between pure creative genius and any kind 
of discipline around cost management is a very difficult task. This session aims to 
offer lessons learned and results to date from building a strategic sourcing 
approach in a highly creative no-mandate environment.

Y o u  W i l l  l e a r n :

 e How Strategic Sourcing has Enabled Rather than Hindered Success in a No 
Mandate Environment

 e What the Wider Impact has been on Activision Blizzard as a Business and Results 
from the Program

 Presenter(s): activision Blizzard, Bertrand Leroux, SVP, CIO and Head of Global 
Strategic Sourcing 
Proxima, John Mathew, North American Client Services Leader

 2  Outsourcing telecom expense Management 
(teM) - Maximizing return on Investment 
(rOI) through the use of technology
One of the fastest growing spend categories is Telecom Expense Management 
(TEM). Enterprises that establish TEM programs are typically able to generate 
over three times the savings in the first year compared to those without a 
program, and continue to drive sustainable savings in subsequent years. There 
are a variety of methods to approach TEM spend; the prevailing strategy is to 
manage through automation, visibility and control. Join this session to get a 
perspective on best practices in deploying and realizing value from a TEM 
outsourced solution.

Y o u  W i l l  l e a r n :

 e How to Build a Business Case for TEM
 e How to Identify Opportunities to Reduce Cost and Time
 e Best Practices for Outsourcing TEM
 e Strategies for Enhancing Business Processes 

 Presenter(s): Southern Company Services, Mark Kuester, IT Vendor Manager 
asentinel, Mike Hobday, VP Account Management

Sourcing
Wednesday

9:30 - 10:20
Magnolia A
Lifecycle Phase:
Steady State

Outsourcing
Wednesday

9:30 - 10:20
Magnolia B
Lifecycle Phase:
Initiation
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 3  Big data and Global Governance: An Integrated 
Approach to Leveraging Market data to 
Better Manage Global Sourcing risks
This session will look at an Integrated Governance Model and the role of market 
data in such models to better identify, manage, and predict risks and opportuni-
ties in a global sourcing portfolio. The session will review models for evaluating 
financial, infrastructure, scalability, people, and other operating risks. It will 
include a case study from a leading practitioner at Northern Trust, on how the 
firm’s global vendor management team actively manages risk. Session attendees, 
including Operations, Strategic Sourcing and Vendor Management leaders and 
practitioners will take away perspectives on how to dynamically monitor risks and 
opportunities at each of the supplier, city and country levels, including emerging 
areas such social media and cyber risk monitoring.  

Y o u  W i l l  l e a r n :

 e How to Shape an Integrated Approach to Global Governance
 e How Northern Trust Dynamically Informs Its Vendor Management Process
 e What Insights Market Data and Analytics Can Reveal and...
 e How to Benefit from these Insights to Create and Preserve Dollar Value to Your 
Organization

 Presenter(s): northern Trust, Jay Desai, Senior Vice President, Global Sourcing
neo Group, Alan Hanson, Senior Vice President

 4  Procurement Benchmarks and Best Practices 
in the Financial Services Industry
Denali Group just recently conducted a ground-breaking benchmarking study 
focused on the Procurement function within the leading financial services companies 
in North America. This study focused on three key dimensions in the Procurement 
function: Value Creation, Operational Excellence and Strategies for Growth. This 
presentation will share the highlights of this study, including a combination of 
quantitative benchmarks, as well as a summary of “best” practices that industry 
leaders have found to be successful in creating value in their organizations.

Y o u  W i l l  l e a r n :

 e Key Procurement Benchmarks Relating to Value Creation, Operational Excellence 
and Strategies for Growth

 e Successful Practices that Leading Procurement Organizations in the Financial 
Services Sector are using to Drive Value

 e Trends Expected From Industry Leaders over the Next 2-5 Years

 Presenter(s): denali Group, John Evans, Managing Partner

Performance 
Management
Wednesday

9:30 - 10:20
Magnolia E
Lifecycle Phase:
Optimization

Governance 
Org Development

Wednesday

9:30 - 10:20
Magnolia F
Lifecycle Phase:
Optimization
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 5  the CPO-Stimulus: Influencing Shareholder Value 
The role of a Chief Procurement Officer (CPO) has moved beyond simply delivering 
cost reductions and supplier rationalization to being a more integral part of how an 
organization delivers value to its customers and shareholders. These days few, if any, 
companies can deliver their customer value proposition without the help of key 
suppliers.  The session will look at aspects which have to be taken into account by 
CPOs, including how CPOs can best ensure that Procurement engages strongly with 
business units, understands business needs and encourages the development of 
shared targets which are aligned to revenue, cost, cash flow, profitability and brand. 

Y o u  W i l l  l e a r n :

 e How to Optimize Third Party Involvement in Value and Supply Chains 
 e How to Position Procurement to be an Important and Valuable Competence 
 e How to Focus on Total Cost Rather than the Basic Savings 
 e How to Manage and Mitigate Supply-Related Risk 
 e How to Strategically Incorporate Elements such as Supplier Diversity 
 e How to Foster Suppliers as a Source of Innovation for the Business

 Presenter(s): Td Bank, Caroline Booth, SVP and Chief Procurement Officer 
emptoris, an iBM Company, Patrick Quirk, Chief Executive Officer 

 6  Maximizing Value in Multi-Country Sourcing
Many companies today have implemented or are migrating from local procurement 
to centralized or regional centers of excellence for the procurement and delivery of 
goods and services for affiliates located in multiple countries. These structures can be 
complex for any number of reasons such as logistics, unique country-specific 
operational and other requirements, but also because of local legal, regulatory and 
tax considerations, many of which have cross-border implications. As a result, 
companies have adopted various sourcing models. How can these models be 
simplified and optimized to take advantage of available technologies, minimize 
transactions costs, avoid non-recoverable indirect taxes and unnecessary direct tax 
exposure, and achieve other efficiencies while properly addressing performance, 
compliance, solvency and other risks? Are better models available? In this interactive 
session, our presenters will discusses these concerns and provide actionable advice 
and solutions. Be prepared to share your own challenges and strategies. 

Y o u  W i l l  l e a r n :

 e The Legal Requirements for Creating Enforceable Electronic Contracts in the U.S. 
and Foreign Jurisdictions

 e The Supply Chain Models Used by Multi-National Companies to Leverage New 
Technologies

 e The Legal and Tax Factors to Consider When Structuring Procurement Centers of Excellence
 e The Emerging Models for Supply Chain Structures

 Presenter(s): Bristol-Myers Squibb, T.R Kannan, Director, Enterprise Services 
Baker & McKenzie, Peter George, Partner
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 7  A Practical Approach to Increase Spend under 
Management and Optimize Strategic Sourcing Savings
With savings of 5% to 20% for every new dollar brought under coverage, it is 
no wonder that increasing spend under management is a critical issue that keeps 
procurement professionals up at night. While the task seems straightforward, 
organizations often stumble on their journey due to the lack of ability to gain the 
right insights from their data. This session will demonstrate how effective sourcing 
decisions hinge on sound analysis of enterprise spending that reflects both 
internal and external data. Learn how through classification, benchmarking, 
data enrichment and enhanced supplier information, the spend analysis 
solutions of today allow users to make accurate sourcing decisions supported by 
the right information. SIG Global Sourcing Summit session attendees will also 
hear how one company has leveraged spend analysis as the foundation for 
spend management efficiency.

Y o u  W i l l  l e a r n :

 e How Accurate Spend Analysis Positively Impacts Sourcing Activities
 e The Processes and Options for Analyzing and Enriching Spend Data
 e Best Practices and Key Considerations for Implementing a Successful Spend 
Analysis Program for Your Organization

 Presenter(s): SunTrust, Ashley Miller, Group Vice President – Process, Tools, & Solutions 
ariba, an SaP Company, Scott Sykes, Vice President, Solutions Marketing

 8  the universal Game-Changer: How data is 
Changing the World today and Into the Future
Big data is transforming all aspects of business and society, shifting the problem 
solving approach from experience and intuition to data and analysis-based fact. 
Due to improved business intelligence tools and data gathering, this form of 
data-driven management has become easier and cheaper to adopt. This 
exciting presentation will exemplify how data-driven management has been 
used to drive business impact. You do not want to miss this tour around the globe 
demonstrating the versatility and value of a data-driven revolution.

Y o u  W i l l  l e a r n :

 e Learn How to Use Predictive Analytics to Maximize Revenue, Profit and Business 
Value  

 e How to Use Segmentation to Depict Customer Trends and Evolving Customer 
Behavior  

 e How to Grow Your Customer Base through Targeted Marketing Extending 
Customer Lifecycles 

 Presenter(s): american express, Kaustav Das, Vice President, Credit Risk Management  
eXl, Ankor Roi, Senior Vice President & Global Head Analytics
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 9  testing Applications for the real World: Can the Crowd deliver 
“Better, Faster, Cheaper” testing for a Software-driven World?
We live in a digital world where everything from content to commerce has 
moved online and applications are the lifeblood of many businesses wishing to 
reach the mass market through the latest media. The need for secure, user 
friendly multi-channel environments is driving next generation Information 
Technology (IT) solutions. Crowdtesting is the new way of testing and releasing 
applications offering quality, speed and price advantages over traditional 
software testing methods that fail to deliver business and customer demands for 
multiple and frequent releases of applications.

Y o u  W i l l  l e a r n :

 e Why Crowdtesting is Increasingly Becoming a Necessity, with the Evolving Trends 
in the IT Industry

 e The Solutions that Focus on Big Data, Pattern and Analytics; More Open-Source; 
Cloud-Based Infrastructure; and Platform Independent Applications

 e How an Enterprise Crowdtesting Model allows Global Organizations to Leverage 
Crowdsourced Software Testing

 e How Using a Geographically and Culturally Disparate Cloud is a Better Way to Test

 Presenter(s): Crowdsourcing.org, Carl Esposti, Publisher 
PaSS Group, Mayank Mittal, Director Business Development & Corporate 
Strategy

 10  delivering Outcomes in a Large and 
Complex Multi Sourced environment
Service integration has been an increasingly pertinent topic for many years but 
its application has historically been a component of a single-source outsourcing 
contract. However, a developing ‘perfect storm’ of the trend towards multi-
sourcing and distributed services; the broadening of the Information Technology 
Infrastructure Library (ITIL) framework, cloud and on demand utility services; and 
the redefinition of the Chief Information Officer (CIO) role in a business context 
has introduced greater strategic choice and led to a more complex IT service 
environment that is now in need of a new governance model. As a result, good 
service integration is an absolute requirement for businesses wanting to 
maximize the value they get from their IT providers.

Y o u  W i l l  l e a r n :

 e Why Service Integration Matters in a Multi-Sourced Environment
 e The Key Drivers for Success in Integrating a Multi-Sourced IT Service
 e The Pitfalls to Avoid in Integrating a Multi-Sourced IT Service

 Presenter(s): Texas department of information resources, Mary Cheryl Dowart, 
Director, Technology Sourcing Office 
Capgemini, Ian Roy, Senior Vice President, Application Services

Sourcing
Wednesday

1:15 - 2:05
Magnolia A
Lifecycle Phase:
Initiation

Outsourcing
Wednesday

1:15 - 2:05
Magnolia B
Lifecycle Phase:
Steady State



Wednesday
Sessions

26

 11  Integrating Your external Service Provider to Create 
Best-In-Class Processes within Strategic Procurement
Large companies with significant direct material spend strive to transform buying 
practices to contain increase in cost of goods sold. This transformation spans 
procurement strategy and implementation processes; leveraging technology and 
tools; and suitably integrating an external partner to enable the procurement 
organization to pursue the transformation journey. This session will highlight the 
mechanics of integration with an external partner to support the client’s strategic 
procurement; specifically, how such level of collaboration was achieved and what 
is the scope of service delivery. While talking about the integration, we will 
describe integration of the client’s Information Technology (IT) landscape. We will 
also showcase some of the benefits that can be achieved from this collaborative 
partnership. Last but not least, on the external service provider side, we will outline 
key learnings and sources of motivation to effectively deliver value.

Y o u  W i l l  l e a r n :

 e Building Stakeholder Trust and Confidence for Effectively Supporting Strategic 
Procurement

 e Creating Best-In-Class Strategic Procurement Processes 
 e Measuring Value in Procurement Transformation Outside of Savings

 Presenter(s): Bayer CropScience, Friedrich Grote,  Head, Procurement Controlling and 
Projects
GeP, Tunir Chatterjee, VP Consulting

 12  Achieving Greater Visibility and Savings: using technology 
and Managed Services at National Bank of Canada 
Three years ago, the National Bank of Canada embarked on a strategic project 
with a mission of better managing indirect services procurement through strong 
operational efficiencies and the use of technology.  National Bank worked with 
HCMWorks to implement and organize these untapped areas of expense through 
the use of online automation.  The results have been significant and by using a 
vendor-funded model, National Bank has been able to execute this program at a 
net-neutral cost to the bank.

Y o u  W i l l  l e a r n :

 e How Indirect and Tactical Buying is an Untapped Opportunity 
 e The Business Case for a Vendor-Funded Model in Supporting a Greater ROI
 e How to Achieve Greater Adoption from Procurement Operations to Support the 
Initiatives

 e The Keys to Successful Outsourcing Arrangements

 Presenter(s): national Bank of Canada, Dimitri Manolopoulos, Senior Director, 
Strategic Sourcing 
HCMWorks, Julia Fournier, Managing Partner & VP of Operations
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 13  Aligning Services Procurement to Your Overall 
Sourcing Strategy: A Panel discussion
In this session, the panelists will discuss how their services procurement program fits 
into their enterprise sourcing and procurement strategy through organizational 
structure, integrations, supplier management and the use of a sophisticated 
technology solution. Specifically this session will cover: the role of services 
procurement and its specific risks and challenges; the business case for a Vendor 
Management System (VMS) over other technology solutions; and the benefits and 
Return on Investment (ROI) achieved by panelists’ current services procurement 
programs. Those looking to improve their services procurement spend visibility or 
to address risks associated with a global workforce should attend this session.

Y o u  W i l l  l e a r n :

 e The Key Drivers for these Leading Organizations in Adopting New Strategies for 
Services Procurement

 e How to Address the Current Challenges and Issues Specific to Managing a 
Flexible Workforce

 e How to Systematically Improve Visibility and Efficiency in Your Services 
Procurement Program

 Moderated by: Fieldglass, Greg Fenton, Account Manager
 Panelists: Hewlett-Packard, GH Swaleh, Director of Global Procurement Programs

land o’lakes, Francis O’Connor, Manager – Professional Services
QBe, Brett Walker, AVP 

Sourcing
Wednesday

2:20 - 3:10
Magnolia A
Lifecycle Phase:
Initiation



Wednesday
Sessions

28

Wednesday
Sessions

28

 14  How to Succeed and reduce Costs with total 
remote Infrastructure Management
Effective vendor management service enables management to focus on core 
business rather than spending their time in Information Technology (IT) management 
with the various vendors. It saves time and improves operational efficiency of an 
organization’s core offerings to their customers. Effective vendor management 
services and technology services can lead to customer service benefits and also 
reduce operational costs across all the service providers. The key drivers for Remote 
Infrastructure Management (RIM) success are a trusted partnership, the ability to 
adapt to the customer’s expectations, an offshore team working as an extension of 
the customer’s IT team and transparency. This is an effective model because of 
efficiencies gained from the process itself as well as the implementation of reuse, 
automation, and standardization. One of the key aspects which helps to ensure 
service levels and provides motivational factors for the customer and service 
provider team is a unique Service Level Agreement (SLA) reward and penalty 
model that The Carlyle Group has adopted and will share in this presentation.

Y o u  W i l l  l e a r n :

 e How to Collaborate with Service Provider and Customer Teams
 e How Effective Vendor Management Services Enable Ownership, Efficiency and 
Vendor Performance Tracking

 e The Key Drivers to a Successful Operations Efficiency, Including Integrated 
Service Management Platform, Continual Service Improvement Plan (SIP) and an 
Integrated Partnership 

 e How to Obtain Assurance of Service Levels through Stringent Service Level 
Agreement (SLA) Reward and Penalty Models for Internal and External Teams

 Presenter(s): The Carlyle Group, Jeff Pisano, Vice President, IT 
Mindtree, Jaganath Ram Shankar, General Manager, Managed Services

Outsourcing
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 15  Spreadsheets are No Longer Sufficient: the Importance of Having a 
Formalized Methodology for risk Mitigation in Vendor Management
Today many organizations are coming under increased regulatory pressures 
and are re-evaluating and formalizing their risk management strategies. As one 
of the largest U.S. financial institutions, offering clients a complete range of 
financial services including banking, lending, insurance, trust and wealth 
management solutions, BB&T has developed a unique approach to vendor risk 
management.  In this presentation you will learn how BB&T has formalized their 
vendor management by correlating inherent risk by lines of business/products or 
services with the business process and how they used technology to provide a 
transparent view of all vendors across the entire organization.

Y o u  W i l l  l e a r n :

 e Vendor Management Best Practices for Risk Mitigation - A Federated Model
 e How a Formalized Vendor Management Process Prepares Organizations for 
Regulators

 e How Leaning on Technology Can Help Automate the Vendor Management Process

 Presenter(s): BB&T, Rohan Ranadive, Vice President, Enterprise Spend Management 
Hiperos, Michele Flynn, Chief Strategy Officer

 16  Supplier Compliance and Overpayments: An enterprise’s 
Quest to Identify Lost Cash and Process Gaps
Every large organization has internal audit, oversight, and governance policies 
that are in place to extensively manage the vast majority of vendor financial 
processes. RBC set out to uncover the remainder that potentially fell between the 
cracks of even the most effective governance policies through a combination of 
payment review and contract compliance analysis. In so doing, they realized that 
even their best supplier practices have possible vulnerabilities. By identifying those 
that impact cost and expense management, this could contribute to supplier and 
contract development while also improving management best practices.

Y o u  W i l l  l e a r n :

 e How to Uncover Supplier Cost Management Issues Not Detectable with 
Traditional Category Management

 e How to Bring Money Back Into the Organization through Overpayment and Credit 
Recovery

 e How to Identify Hotspots for Policy Adherence and Process Compliance with 
respect to Contract Business Terms

 Presenter(s): rBC, Matt van der Jagt, Senior Manager
aarete, Bethany Priester, Account Executive
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 17  the Global Sourcing and Outsourcing Challenge
Global outsourcing has become a critical element of the Sourcing toolkit – resulting in 
complex supply chains that pose unique risks. Major outsourcing destinations such as 
India, the Philippines, and Mexico present varying sets of challenges, ranging from 
the economic to the geopolitical.  At the same time, the hunt continues for ever newer 
alternatives to these traditional options, again bringing different challenges, both 
today and into the future.  This session will provide a foundation for the CPO to begin 
to think through and address these risks, irrespective of destination. 

Y o u  W i l l  l e a r n : 

 e How to Evaluate Risks in Country-Specific Outsourcing
 e How to Examine and Assess Potential Future Risks in Major Outsourcing Destinations
 e How to Identify Options to Manage or Hedge Outsourcing Risks 

 Presenter(s): ingredion, Alejandro Gusis, Global Director of Procurement, Strategic 
Sourcing and Analytics 
The Smart Cube, Omer Abdullah, Co-Founder and Managing Director

 18  Outsourcing unscripted - An Interactive Session in the 
Outsourcing unscripted Series: dealing with the Most 
difficult Challenges Faced by Customers and Suppliers
Today’s interactive workshop is focused on tackling the unique and most difficult 
challenges associated with establishing, negotiating and optimizing next 
generation outsourcing agreements and relationships. In this interaction session, 
we will address topics such as: what are the current contracting issues impacting 
customers and suppliers;  how are outsourcing agreements evolving towards 
innovative solutions and innovative contracting; how can contracts be made 
more effective and more flexible for both parties; and how well are risks and 
rewards shared between the customer and their portfolio of suppliers.

Y o u  W i l l  l e a r n :

 e How to Leverage Current Thinking in Outsourcing Negotiations
 e How to Install Proven Practices in Structuring and Negotiating Next Generation 
Outsourcing Relationships

 e How Issues are Tackled From both a Customer’s and Supplier’s Perspective
 e How Other SIG Global Sourcing Summit Delegates are Addressing Similar Issues

  Moderated by: loeb & loeb, Steve Semerdjian, Partner
Pa Consulting Group, Michael Latchford, Managing Consultant

 Panelists: The Guardian life insurance Company of america, Scott Husslein,  Counsel
Hewlett-Packard, Liz Kelley, Vice President and Associate General Counsel
new York life insurance, Debbie Bronzo, Corporate Vice President
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 19  Want to Win the Game?  develop a Comprehensive 
Category Playbook to Provide a roadmap to Victory!
What is your “game plan” for driving efficiency and effectiveness at the 
commodity or service level?  Many companies have moved beyond strategic 
sourcing of goods and services to a more holistic view of value creation.  They 
are focused on Category Management and have developed category 
playbooks to document their business requirements, the supplier marketplace 
and their strategic approach to creating value for their stakeholders.  The Super 
Bowl Champion Baltimore Ravens had a “playbook” entering the Super Bowl -   
and you should have a game plan for your key commodities and services.  Join 
us to review the development of category playbooks and how these tools are 
used to manage and to communicate with internal stakeholders and third party 
suppliers.  Leave this session with templates for developing your own category 
profiles and playbooks!  

Y o u  W i l l  l e a r n : 

 e Why a Playbook Can Pull Together All Elements of Your Category Strategy
 e The Necessary Elements to Complete a Playbook
 e How a Playbook Can Facilitate Stakeholder Communication
 e When to Develop a Category Playbook (and When Not To!) 

 Presenter(s): iron Mountain, Linda Behan, SVP Global Procurement 
archstone Consulting, a Hackett Group Company, Geoff Peters, Principal

 20  High Performing target Operating Models: Highlights 
from the 2012-13 Chief Procurement Officer Survey
In this session, the presenters will review the results of a survey KPMG conducted 
with Chief Procurement Officers (CPOs) in 2013. SIG Global Sourcing Summit 
Delegates will hear several perspectives on evaluating, implementing and 
measuring Target Operating Models, which are used to maximize the 
effectiveness of Procurement functions globally. Traditional models were broadly 
categorized as Centralized, Center-led, and Decentralized. Increasingly, 
however, we are identifying alternative approaches driven by additional 
considerations. We will review models, criteria and drivers, key performance 
indicators (KPIs) and other measurements, a framework for target operating 
models as well as implications for transition.

Y o u  W i l l  l e a r n : 

 e The Different Types of Target Operating Models
 e The Key Drivers for Considering Target Operating Models
 e The Measurement and Performance Indicators in Target Operating Models

 Presenter(s): american express, Robin Shahani, SVP and Chief Procurement Officer 
KPMG, Femi Obi, Director
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O P E N I N G  D O O R S  W O R L D W I D E

SIG opens doors all over the 
world for members and buy-
side non-members to meet 
local colleagues, understand 
the implications of doing 
business in other locations 
and get the latest in thought 
leadership. With five 
different formats, we bring 
SIG to you…or bring you 
with SIG. Our events offer 
a fresh perspective and a 
non-commercial venue for 
networking and best practice 
sharing.

SIG Global Summits are a reflection of our 
membership, as these are the only events per year 
where we bring all members together. Although the 
content is geared towards sourcing and outsourcing 
executives, best practices are shared that affect 
cross-functional teams in Finance, IT, HR, Legal, 
Supply Chain Management, Operations and 
Enterprise Risk Management.

SIG Symposiums blend the best of our Global 
Summits and Regional Roundtables together in a 
one-day format filled with executive networking, 
industry benchmarking, and lessons learned from 
C-level buy-side presentations, concurrent workshops 
and learning centers in cities around the globe.

SIG Regional Roundtables are single- 
sponsored intimate gatherings that provide 
education and local networking in cities around 
North America for members and invited 
non-member buy-side companies.

SIG Webinars are a platform for sharing thought 
leadership globally. Webinar content is provided by 
the sponsor, but SIG hosts, facilitates and advertises 
the event to ensure a wide-reaching audience.

SIG Town Hall Teleconferences bring a select 
group of buy-side attendees together for a 
facilitated virtual discussion on specific top-of-mind 
issues.  
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General 
Session
8:00 - 9:00

Amelia Ballroom

 Featured Session  
Transforming CEMEX Through Sourcing

Roberto Chaverri, Vice President, CEMEX, Brad Peterson, 
Partner, Mayer Brown and David Whitmore, Vice Chairman, ISG

In July of 2012, CEMEX, a company which sells integrated business solutions for 
construction in over 50 countries, announced that it expects to save close to $1 billion through a 10-year 
strategic agreement with IBM for ITO and BPO services. CEMEX expects to become more competitive by 
implementing state-of the art business processes, practices and information systems, all contributing to a 
massive transformation enabled through sourcing.

In a “Fireside Chat” format, facilitated by SIG CEO, Dawn Evans, the following key topics will be discussed:

 e How The Business Looks At Sourcing As A Strategy
 e How The CEMEX Team Went From Strategy To Contract
 e Key Sources Of Savings And Benefits - Including Value-Focused Contracting
 e Where CEMEX Sees Opportunities In The Future

roberto Chaverri, Corporate Vice President, Vendor Management  
Office, CEMEX

Roberto Chaverri is in charge of the Vendor Management Office at CEMEX, 
which includes the Sourcing Center of Excellence. Mr. Chaverri is responsible 
for developing and implementing sourcing strategies, building and managing 
strategic supplier relationships, and working with CEMEX operations to 
introduce innovative value-add solutions sourced from the marketplace. He is 
also responsible for ensuring that CEMEX’s supplier relationships yield the 
financial and operational benefits expected by the organization. He also 
manages CEMEX’s portfolio of Processes and IT Intellectual Property. Prior to his 

current position Mr. Chaverri was responsible for CEMEX’s global IT infrastructure. He joined CEMEX in 
1988 and served in several areas, including Data Center operations, Technology Evolution, and 
Applications. He was also director of IT for CEMEX Asia and CEMEX Mexico. Mr. Chaverri holds a 
Bachelor of Science in engineering from the Universidad Autonoma de Nuevo Leon.

Brad Peterson, Partner, Mayer Brown

Brad Peterson is a Partner with Mayer Brown focusing on business process and 
information technology outsourcing, joint ventures, strategic alliances and 
information technology transactions. Lauded by clients as “astonishingly 
talented” (Chambers USA 2010), Brad has represented customers in dozens of 
large outsourcing agreements with, cumulatively, over $10 billion in contract 
value. He has represented clients in all major types of outsourcing transactions 
and has negotiated opposite all of the first-tier and most of the second-tier 
providers. Brad has also represented information technology buyers in 
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hundreds of technology transactions, including cloud computing, software licensing, software develop-
ment agreements, hosted services agreements, and ERP implementation agreements. Chambers USA has 
ranked Brad as a Band 1 individual for several years in both the Illinois Technology and the National 
Outsourcing categories. Best Lawyers named Brad as the “Chicago Technology Law Lawyer of the Year” 
for 2013. He is named as a Leading Lawyer and “singled out for praise” in Legal 500 2011. Chambers 
USA 2012 notes that Brad is “the gold standard of legal advisers on IT outsourcing and contracts.”  

david Whitmore, Vice Chairman and President, Americas, ISG

David Whitmore, Vice Chairman, ISG and President, Americas, has more than 
25 years of experience in services and consulting businesses; he has worked 
extensively across Europe, the United States, the Middle East and Africa. David 
was previously Chief Executive Officer of Compass. Prior to joining Compass 
David was the Chief Executive of 4future, a UK based consulting firm, and was 
previously European President of Proudfoot Consulting. Prior to that he spent 
over 20 years at Andersen where from 2001 he was Managing Partner of the 
European, Middle East and Africa Assurance and Business Advisory business 

and before that the Managing Partner of the UK business.

General 
Session
11:25 - 1:00

Amelia Ballroom

 Lunch General Session 
Sourcing Fireside Chat: What You Always Wanted to Know 
About Sourcing But Never Had the Chance to Ask  
Jason Busch, Spend Matters and Dawn Evans, SIG

Jason Busch, Author, Blogger and Executive Editor, Spend Matters

Jason Busch is passionate about how companies, governments and individuals 
manage, spend and save money. While his forte is writing and speaking about 
procurement, politics and economic issues, Jason has significant firsthand 
experience creating and launching new products and solutions in the supply 
chain and sourcing sectors. He has helped hundreds of companies save money 
through strategic sourcing and related initiatives, including finding the right 
technologies to kick their organizations into overdrive. Jason’s main focus at the 
moment is the Spend Matters Network into the world’s top procurement, supply 

chain and commodity management resources. Launched in the fall of 2004, Spend Matters was the 
industry’s first blog, but has since grown into the largest media and research site in the sector and the anchor 
property of a portfolio of sites. At Spend Matters, Jason personally covers a range of technology research 
areas including services procurement, P2P systems, supplier management / supply risk management, 
strategic sourcing and commodity management. Jason also serves as Managing Director of Azul Partners. 
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 21  Proactive Procurement Strategies for Mitigating 
Supply and demand Fluctuations
The power of supply or demand has a systemic effect on Procurement operations 
as well as supplier agreements and relationships. The recent volatility in 
commodity prices is a true testament to the new normal for Procurement organiza-
tions. However, pricing fluctuations, and other supply and demand factors need 
not cause paralysis or regression in Procurement. This session will delve into how a 
leading high-tech company’s procurement function used proactive strategies to 
achieve high gains in its unique supply and demand situation. Their approach 
included changing the nature of demand, seeking out joint advantages with 
suppliers, managing spend and leveraging competition among suppliers. Through 
this case study, SIG Global Sourcing Summit session attendees will discover they 
can proactively address their own unique supply and demand situations while 
ensuring their results are in line with the overall corporate performance objectives.

Y o u  W i l l  l e a r n :

 e How to Change the Nature of Demand
 e How to Manage Spend Better
 e How to Seek Joint Advantages with Suppliers
 e How to Leverage Competition among Suppliers

 Presenter(s): Microsoft, John Stephens, Sr. Director Procurement Center of Excellence 
a.T. Kearney, Carrie Ericson, Partner

 22  doing More With Less - Optimization 
using Procurement Outsourcing
Procurement outsourcing has become a definitive agenda item for CXOs as 
companies strive to achieve ‘capability optimization’, where procurement service 
costs are lower and value delivered higher, and more spend is under strategic 
management. ‘Best in Class’ (BIC) procurement is no longer simply about achieving 
a low-cost, high-value delivery model, focusing on process efficiency across a 
percentage of spend. Capability optimization means expanding existing capability 
across all third party spend by increasing the usage of offshore resources; 
leveraging category, technology and operations expertise and sourcing Centers of 
Excellence (COEs) from specialty firms; using fit-for-purpose processes, and an 
operating model that is both scalable and has lower fixed costs.

Y o u  W i l l  l e a r n :

 e How Capability Optimization Enabled through Outsourcing can Increase 
Productivity by 20-30%

 e How Data Enrichment and Technology Enhance Spend Reporting, Analysis and 
KPI Management to Realize Promised Solution Benefits

 e How to Strategically Source More with Less Resources

 Presenter(s): Verizon, John Gallup, Director - Strategic Sourcing 
infosys, Rajiv Gupta, Global Practice Engagement Manager - Sourcing & 
Procurement BPO

Sourcing
Thursday

9:30 - 10:20
Magnolia A
Lifecycle Phase:
Steady State

Outsourcing
Thursday

9:30 - 10:20
Magnolia B
Lifecycle Phase:
Steady State



thursday
Sessions

38

 23  Leveraging the Cloud to Optimize Business Spending
While the usage of cloud computing increases, and advisors and practitioners 
continue to examine the various advantages and benefits, the question remains, 
can the cloud really save your company money?  If implemented correctly, cloud 
technology can contribute to significant cost-savings; however, we believe that it 
is the ease-of-use that makes the investment worthwhile. The session presenters 
will discuss best practices on leveraging the cloud in order to optimize spend. 
Attendees will also hear a case study of how Enterasys Networks successfully 
deployed a cloud-based spend management system.  This session will be 
particularly useful to professionals who are evaluating their company’s current 
spend management platform.

Y o u  W i l l  l e a r n :

 e How to Leverage Cloud-based SaaS Platforms for Optimizing Business Spending
 e Pitfalls to Avoid when Using the Cloud
 e Best Practice Via Case Study in Implementation 

 Presenter(s): enterasys networks, Chris Lavoie, Director, Application Development & ERP 
Coupa, Mark Carlton, Director, Solutions Consulting

 24  Procurement: Ge’s Challenge of evolving 
transaction into Sourcing
Transactional management is often considered a minor procurement task, yet it is 
one of the major root causes of business inefficiencies considering a global 
scenario. Is there a way to leverage and configure while having strategic 
sourcing in mind? No doubt, digitization and analytics technologies have 
brought great real-time visibility; but how can we effectively integrate them into a 
process that adds value to our customers? This presentation is designed to 
illustrate how a fragmented purchasing process can be transformed into a more 
efficient, end-to-end centralized and robust operational model.

Y o u  W i l l  l e a r n :

 e How a Transactional Approach Affects Efficiencies
 e How it is Possible to Build an Integrated Process that Includes Accounts Payable 
(AP) and Supplier Management

 e The Advantages of a Single and Integrated End-to-End Sourcing Process

 Presenter(s): Ge, Krishnan Venkat, Sourcing Manager 
Softtek, Daniela Mazzeo, BPO Service Manager
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 25  Procurement as a Critical resource: Creating Value 
through Private equity Portfolio Management
Organizations have become more challenged in recent years to increase 
investment returns through value creation instead of relying on financial 
engineering or multiple expansion, and Private Equity firms are no exception. As 
a result, over the past 5-10 years, many firms have developed new operating 
teams to drive best practices across the portfolio to improve operations. 
Procurement has become a key driver to accelerate cost savings and grow 
earnings in order to help maximize equity returns.  Find out how Sourcing and 
Supply Chain have entered the exciting world of private equity by leveraging 
processes and supplier relationships across dozens of companies within a 
portfolio. Learn about Procurement’s new role enabling greater fiscal discipline 
and enhanced operations by supporting investment due diligence, 100 day 
plans and on-going operations.

Y o u  W i l l  l e a r n :

 e An Overview of the Private Equity Industry
 e The New Role of the Private Equity Procurement Executive 
 e How to Efficiently Impact Dozens of Companies through a Leveraged Procurement 
Model

 Presenter(s): Welsh, Carson, anderson & Stowe, Jeff Gallant, Senior Operating 
Executive 

 26  request for Solution: A New Way to Contract 
for the Service Provider’s Best Ideas
Request for Solution (RFS) is an emerging outsourcing practice that uses a creative 
solution-based market approach as an alternative to a standard Request for 
Proposal (RFP). This allows a provider to tailor the solution to the client’s particular 
needs, not just “answer the mail” of the existing client environment, which often 
reduces the opportunity to innovate or improve processes. Dr Pepper Snapple 
Group chose this approach, combined with the use of benchmarking data, to 
ensure that providers could deliver the best possible unique solution and the best 
price for the services in a shortened contracting cycle.

Y o u  W i l l  l e a r n :

 e Why Dr Pepper Snapple Group Decided to use an RFS Approach rather than a 
Traditional RFP

 e What They Found to be Most Valuable about this New Way to Engage the 
Provider Marketplace

 e Why the RFS was Right for Dr Pepper Snapple Group
 e What Dr Pepper Snapple Group would Recommend that Other Companies do 
Differently

 Presenter(s): dr Pepper Snapple Group, Scott Bonneau, VP IT, Finance & Hosting Services 
iSG, Bill Stout, Director  
Mark Lockard, Director

Sourcing
Thursday

10:35 - 11:25
Magnolia A
Lifecycle Phase:
Initiation

Outsourcing
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10:35 - 11:25
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Initiation
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 27  A Single Solution to Manage your entire Non-employee 
Workforce: A Vendor Management System Case Study
At an organization where almost half of the entire workforce is made of up 
non-employees, finding one technology solution to track and manage these 
flexible workers has been imperative to the company’s growth and ongoing 
success. In this session, you will hear the challenges that drove Southwest 
Airlines to pursue a Vendor Management System (VMS) that would become the 
holistic solution for all of their non-employees. The VMS provides a more 
effective way to manage the scale of requirement associated with these workers, 
from tracking headcount, providing badge access or managing regulatory 
compliance. Learn how Southwest Airlines built a business case, gained the 
necessary buy-in, and successfully implemented a solution.

Y o u  W i l l  l e a r n : 

 e The Value of Managing All Non-Employees within a Single System
 e How to Better Understand and Identify the Key Drivers for Implementing a VMS
 e How to Build an Effective Business Case for Implementing a VMS
 e The Factors for Success in Change Management and Implementation

 Presenter(s): Southwest airlines, Greg Muccio, Manager, People Department 
Beeline, Teresa Moore, Senior Product Manager 

 28  Change Management in Procurement 
transformation at Bloomberg
Procurement transformation is a call to innovate and adopt more value-added 
activities. Often such efforts are derailed by various challenges and lack the 
necessary devotion to change management that transformation requires.  
Challenges can include lack of executive sponsorship, perception of capabili-
ties, resource constraints, lack of skills and limited traction with business 
stakeholders. With the objective of minimizing resistance and gaining buy-in 
across the organization, Bloomberg kicked off a multi-phased, multi-workstream 
project that included a complete organization redesign, process and technology 
changes, and category management and sourcing components. We will share 
lessons learned on how to drive change from the executive level to the business 
level while leveraging third-party service providers, internal resources and skill 
building, as well as how to self-fund the project. 

Y o u  W i l l  l e a r n :

 e How to Set the Strategy, Build the Playbook, and Create the Business Case
 e How to Build Executive Sponsorship and the Self-Funding Approach
 e The Importance of Change Management and Skill Building within the Procurement 
Organization 

 e The Pitfalls to Avoid and Practical Lessons to Consider

 Presenter(s): Bloomberg, Chris Berger, Head of Procurement 
ernst & Young, Sean Harapko, Senior Manager - Supply Chain Transformation

Performance 
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 29  renegotiation in Midterm or expiration
Sourcing agreements are increasingly being renegotiated in midterm, or 
expiration, because  of: (1) price issues in the current economy; (2) scope 
changes; (3) changes in company size and business focus; (4) pressure from the 
C-suite; and other factors.  In this session, the presenters will discuss the tricks 
and traps for handling contract renegotiations to address these issues and meet 
corporate demands for a successful economic outcome.

Y o u  W i l l  l e a r n : 

 e How to Renegotiate Price
 e How to Reduce Scope to Reduce Price
 e Customer Concerns and Tactics
 e Provider Concerns and Tactics 
 e Role of Benchmarking
 e Best Use of Advisors

 Presenter(s): dentons, Ross Docksey, Partner 
Kaye Scholer, Bill Tanenbaum, Chair, IT and Technology Transactions 

 30  Benchmarking - Program vs. Project: How 
Boeing drives Performance Improvement
Organizations typically benchmark only when required, and usually to verify 
contract competitiveness or to audit for viability in outsourcing a particular 
category or service. However, the continued focus on cost, service and quality 
means that organizations should transform benchmarking into a critical step in 
performance management programs, thereby fostering a sustainable competi-
tive advantage. The presenters will describe how programmatic benchmarking 
can support procurement, vendor management and service delivery, with 
particular insights from Boeing who has taken benchmarking to a new level in 
managing its in-house and external service providers. Topics for discussion: 
when and what to benchmark, how to use the benchmark clause, how to 
negotiate with benchmark data and how to ensure a sustainable relationship 
with the service providers. The scope will include IT infrastructure, Applications 
Development, Network Services and Business Processes, such as Finance & 
Accounting.

Y o u  W i l l  l e a r n :

 e The Optimal Categories and Areas for Greatest Potential in Price Savings
 e How Benchmarking Can Facilitate Competitive Advantages
 e Which Pitfalls to Avoid In Benchmarking
 e Best Practices in Implementing a Benchmarking Program for Your Organization

 Presenter(s): Boeing, Lawrence Kane, Senior Leader, IT Infrastructure Strategy, Sourcing, 
and Asset Management Execution 
alsbridge, Howard Davies, Director

Sourcing
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 31  Sourcing as enterprise-Wide trusted Advisors - From 
transactional experts to transformational Leaders
Why are some business units reluctant to work with Sourcing and Procurement? 
Or only call Sourcing into negotiations and engagements at the eleventh hour? 
What are the key barriers and constraints to becoming trusted advisors? Too 
often, Sourcing and Procurement are seen as transaction focused, not strategic or 
consultative. The SIG Resource Center (SRC) Thought Leaders Council has 
explored viable strategies, best practices and success stories that will help you 
woo even the most reluctant of business partners. We will share what we have 
learned about key barriers and constraints to being accepted as a trusted advisor 
to internal business units and partners. We will create a common understanding 
of the definition, role, capabilities and behaviors of a trusted advisor and 
business partners, and how to earn a “seat at the table.” We will also discuss 
ways to help sourcing professionals assess where they are in the maturity cycle 
and practical ways to advance your organization up the maturity curve. 

Y o u  W i l l  l e a r n :

 e The Definition, Characteristics, and Behaviors of Trusted Advisors
 e The Measurements for Assessing Organization Maturity 
 e Real World Best Practices Employed by Leading Practitioners in Sourcing 

 Moderated by: Adrian Hee, Senior Executive 
 Panelists from SrC Thought leaders Council:

BMo, Linda Tuck Chapman, Chief Procurement Officer
Mylan, Jeff Smith, Director, Global Indirect Procurement
HfS research, Tony Filippone, EVP, Research
Mayer Brown, Brad Peterson, Partner 

Governance
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Buy-side 
Forum 1  Operational excellence through the Source-to-

Comply Model at BMO Financial Group
With the enhanced visibility and an expectation to deliver savings, drive 
supplier innovation and meet escalating regulatory requirements, the right 
organization structure will help you put the “right people on the bus.” During 
this session, we will describe the Source-to-Comply operating model 
deployed at BMO Financial Group, and how we re-organized to optimize 
resources and results. We will share our findings from stakeholder analyses, a 
thorough scan of industry best practices and specific organization structures 
for leading North American services-based companies, and flat organization 
design principles. We will describe how our design enables a lean, efficient 
and value rich organization delivering operational excellence and strategy 
execution, aligned with our three guiding principles: (1) get the best value for 
the money; (2) improve the customer experience; and (3) protect the 
company.
Y o u  W i l l  l e a r n :

 e How to Leverage Industry Best Practices to Build an Effective Organization Model 
(Our Approach)

 e The Design Framework for a Lean, Efficient and Value-Rich Procurement and 
Sourcing Organization 

 e The Key Benefits to Enable Strategy Execution and Enhance Your Overall Value 
Proposition

 Presenter(s): BMo Financial Group, Linda Tuck Chapman, Chief Procurement Officer
Pamela Schott, Director, Strategic Sourcing 
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Buy-side 
Forum 2  Creating Greater Value with Strategic Sourcing

Procurement organizations are continuously being challenged to travel further 
along the maturity curve and create greater value for their company. Few initia-
tives can deliver greater impact to the broader organization than building a 
more strategic sourcing operation. Developing the capabilities and skills to 
source more complex spend categories and aligning with operational and 
other business units, is not always a simple process, but it is one well worth 
undertaking. This session will examine the steps necessary to transition from a 
tactical to a strategic sourcing organization; the capabilities and skills required 
for advanced sourcing; and the role spend analysis, contract management 
and supplier intelligence play in this transformation.
Y o u  W i l l  l e a r n :

 e The Transformation Process from a Tactical to More Strategic Sourcing Operation 
 e The Capabilities and Skills Necessary to Attack More Complex Spending Categories 
 e The Importance and Process of Aligning with Key Operational and Business Units 
 e The Role of Spend Analysis, Contract Management and Supplier Intelligence in 
Building a Strategic Organization

 e Identifying New Opportunities for Sustainable Savings and Creating Value 
beyond Cost Savings

 Presenter(s): nationwide, Scott Lorenzen, Associate Vice President 
 

 
Provider  
Town Hall 1 A Sourcing and Outsourcing Insight Swap

Have you ever wondered what the buy-side REALLY thinks? Do you struggle to 
understand their true challenges? Advisors, consultants, service and solution 
providers, please join your peers in this panel discussion with sourcing and 
outsourcing executives from SIG’s Buy-side Membership. Prepare and bring 
questions, as we will discuss this and more:

Our panelists may address these suggested topics and others:
 e How to get the respect of the buy-side without being overtly commercial
 e How best to optimize a proposal
 e How providers can understand the pressures faced by the buy-side and offer 
guidance based on their learnings from other clients

 e How to become a trusted advisor to the buy-side
 e Trends in consulting / advising / solution offerings
 e How to support knowledge transfer (buy-side to sell-side and sell-side to buy-side) 
in a sustainable, responsible manner 

 e The right questions to ask to develop a relationship that is long-term, not project-based

Moderated by: SiG, Dawn Evans, President & CEO
 Panelists: Caesars entertainment, Mike Fath, Vice President & Chief Procurement 

Officer
  PnM resources, Carter Cherry, Director of Supply Chain
  Spend Matters, Jason Busch, Founder and Executive Editor

Buy-side 
Forum
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 Buy-side 
Forum 3 Building the Business Case for Procurement Investment 

and Organizational Alignment for transformation
The most prepared and best constructed Procurement function strategies can 
sometimes fall flat due to lack of funding or support from the business owners. 
Even with mandates in place some Procurement functions struggle to become 
credibly involved in Procurement and Supplier activities. This session explores 
different options to gain and maintain organizational alignment for enhancing 
the standing of the Procurement functions.

Y o u  W i l l  l e a r n :

 e How to Frame the Business Case for Procurement Investment and Involvement in the 
Business Activities to Aid Transformation and Optimization

 e How to Effectively Use Third Parties to Frame the Need for Investment and 
Organizational Alignment

 e How to Utilize Metrics and Reporting to Hold all Parties Accountable for Mutual 
Involvement

 e How to Develop and Implement an Action Plan

 Presenter(s): Fannie Mae, Anders Lillevik, Chief Procurement Officer 
 

Buy-side 
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 Buy-side 
Forum 4  From Flop to top in 2 Years: the Contingent Workforce 

Management turnaround Story at teLuS 
Why do some Contingent Workforce (CW) programs fail while others turn into 
home runs? How many CW Suppliers do we need? Are our Suppliers and 
Managers going around the Program? Are we getting the right Contractors at 
the Right Price? This session will highlight critical “lessons learned” from 
launching a centralized Contingent Workforce management program, pitfalls 
to avoid, and steps on how to take a program from “oops” (yes, our initial 
attempt) to “good” to “industry recognized”... with limited resources.

The session will be particularly useful for participants who are involved in 
Contingent Workforce sourcing or program management, are thinking about 
the creation of a new or about step-change transformation of an existing CW 
program, or are looking for ideas to further innovate or re-position certain 
CW program aspects. Attendees interested in holistic, integrated external 
labor management and spend optimization approaches across both CW and 
SOW-based Professional + IT Services sourcing categories will also be  
interested in this session. Participants will leave with a practical list of “do’s and 
don’ts” that differentiate top CW programs from the rest, an understanding of 
key CW program health check indicators, ideas to inform their CW rate card 
and Managed Service Provider (MSP) strategy, as well as practical tips on 
how to drive program adoption amongst all their stakeholders.

TeluS, Torsten Wiegler, Director - External Labour Services Procurement
Patti Vora, Strategic Sourcing Manager

Buy-side 
Forum
Thursday
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Making the Most of 
Your SIG Membership

Corporate User Member
B U Y - S I D E

Benefits
Network and build relationships in a trusted, 
non-commercial environment

Leverage industry best practices and insights to apply to 
your company and improve your performance

Gain access to great talent

Benchmark your company against leading-edge peer
organizations

Showcase and share your innovations and “next” practices 
with other Fortune 500 and Global 1000 companies

Features
Attendance at and ability to present at SIG Global 
Summits, Symposiums and Regional Roundtables

Unlimited ability to attend any networking or online event 
and to host a regional event

Free registration for SIG’s weekly thought leadership 
Webinar Series and monthly Town Hall Teleconferences

Access to SIG’s members-only website and SIG Resource 
Center, including best-in-class, tools, templates, 
methodologies and archived events and presentations

Participation in Peer2Peer knowledge sharing program

Instant access to feedback through SIG LinkedIn group

Access to executive interview video series through SIG 
website or SIG YouTube channel

Ability to opt-in to research studies

Opportunity to post jobs to SIG Career Network

Free subscriptions for all employees to SIG Inside Sourcing 
online newsletter

Available Optional Fee Services
Customized member surveys and research

SIG is widely known as a forum for sharing best practices and networking 
with executive colleagues in a trusted, non-commercial environment. SIG 
memberships are enterprise-wide with the majority of our buy-side members 
representing Fortune 500 and Global 1000 companies.  Engaged SIG 
members find that their membership provides more than just access to best 
practices—it provides the beginning of long relationships.
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Mentioned in many items above, the Tech Lounge is available for 
you to relax, recharge and reconnect

Tech Lounge

We’ve got SIG pashminas available for loan at the registration 
desk to warm you up in the cool conference rooms

Pashminas

Practical and reusable, these bags hold all your conference items 
perfectly and will have a shelf life that outlives the Summit

Delegate
Bags

Never leave home without it—SIG Summit App with all Resource 
Guide information available for download to your smart phone 
or device

Each day we’ve factored in breaks so you’ll have plenty of time 
to grab a snack, network with delegates and check your email

Missed a session you really wanted to attend? Flash drives are 
loaded with all presentation decks and given to each delegate 
at registration

Need to check in with the office? Free WiFi available to our 
delegates in the Tech Lounge

Running out of juice? We can power up devices of all kinds in 
the Tech Lounge

Having a hard time reading the small print? We have an 
assortment of reading glasses for eyes of all ages

Apples available in Tech Lounge; chocolate available at 
registration desk for a quick pick-me-up

These must haves—like water bottles and stations for hydration, 
lip balm for long days of interactive networking and energy bars 
to keep you going—are available at the Registration Desk

Agenda App

Coffee Breaks 
& Tech Checks

Flash Drives

Internet
Connection

Laptop &
Phone Chargers

Reading
Glasses

Snacks &
Energy

Summit 
Essentials

Need to print your boarding pass? We have a printer available 
for light use in the Tech LoungePrinter

Summit Amenities
Making Your Summit Experience Complete
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aarete is an operations strategy consulting firm with offices in Chicago, 
New York, and Los Angeles. AArete specializes in non-salary cost 
reduction, assisting businesses in improving profits rapidly via advanced 

data analytics, proven methodologies, and a proprietary intellectual repository, the Knowledge 
Management Center. AArete offers a variety of specialized services including cash acceleration, 
carbon measurement and management, and industry specific services. AArete’s highly credentialed 
professionals bring over 25 years of Fortune 500 expertise to their clients. AArete’s cost management 
focus has created tremendous savings for clients when they need it most, in uncertain economic times. 
Come see what AArete can save your business today. For more information, please contact: info@
aarete.com or www.aarete.com.

allegis Group Services® inc. provides human capital and workforce 
management solutions to customers in a wide range of industries globally. 
Our offerings include Managed Services (MSP), Recruitment Process 
Outsourcing (RPO), Executive Search and Consulting Services. Whether 

you’re looking to optimize your contingent workforce program, outsource your organization’s recruitment 
needs or analyze key market trends to better serve your business needs, Allegis Group Services can help. 
Through distinct service offerings, we employ industry best practices and our experience to assist our 
customers in maximizing the efficiency and effectiveness of their workforce programs. Allegis Group 
Services - Transforming the Way the World Acquires Talent. www.allegisgroupservices.com

BENCHMARKING - SOURCING - TRANSFORMATION

alsbridge provides data-driven sourcing advisory and benchmark-
ing services for IT, finance and sourcing executives. With over 150 
consultants globally, we’ve helped hundreds of companies reduce 

costs and get more value from their vendors by leveraging our proprietary tools and information 
databases. Alsbridge clients utilize the most cost-effective sources for IT infrastructure services, network 
carrier services, hardware, software, application support and development, business processes and 
cloud services. Alsbridge was ranked the #1 outsourcing advisor in 2011 and is a distinguished 
member of the 2010 Inc. 500 fastest growing privately held companies in America. For more 
information email info@alsbridge.com or call 214-696-6410.

Founded by consulting industry veterans, archstone Consulting is a 
leading independent Strategy, CFO Advisory and Operations manage-
ment consulting firm, specializing in operational transformations. What 
sets Archstone Consulting apart from its competition is its ability to listen 

and work collaboratively with clients, offering unbiased advice, efficient execution and measurable 
results. Key areas include: strategic sourcing, procurement, low-cost country sourcing, supply chain 
improvement and merger integration. Combining deep vertical expertise with proven functional skills, 
Archstone Consulting helps clients realize their potential by designing and implementing organizational 
improvements with sustainable results – the foundation of our projects. www.archstoneconsulting.com. 

ariba, inc. is the leading provider of 
collaborative business commerce solutions. 
Ariba combines industry-leading technology 

with the world’s largest web-based trading community to help companies discover, connect, and 
collaborate with a global network of partners - all in a cloud-based environment. Using the Ariba 
Commerce Cloud, businesses of all sizes can buy, manage cash, and sell more efficiently and 
effectively. More than 730,000 companies around the globe use the Ariba Commerce Cloud to 
simplify inter-enterprise commerce and enhance results. Visit www.ariba.com.
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asentinel, a technology-driven Communications Lifecycle Management company, 
empowers enterprises to control, manage and automate their telecom infrastructure 
through a suite of global products and solutions. Asentinel holds the only comprehen-
sive United States patents (#7340422 and #7805342) in Telecom Management 

(TEM) for its groundbreaking software, Asentinel 8.0. Asentinel 8.0 supports all fixed and mobile assets, 
invoices, orders and contracts while ensuring optimal visibility and business intelligence. The Asentinel Mobility 
Management solution set includes eProcurement Catalog and Fulfillment, HelpDesk, Mobile Device 
Management (MDM) and Optimization. Our solutions are cloud-based, and include the option of managed 
services or outsourcing. Asentinel is headquartered in Memphis, TN, and has offices throughout the US and in 
Europe. For more information: info@asentinel.com.

a.T. Kearney Procurement & Analytic Solutions is a practice within 
A.T. Kearney, Inc., a global strategic management consulting firm. 
We offer services designed to transform strategic procurement and 

supply management processes and analytic-driven initiatives. Using cutting-edge technologies and 
innovative approaches, we deliver results from quick-win cost savings to long-term value creation across 
the entire organization. Our clients get maximum value and efficiency out of their procurement and 
supply management organizations, as well as other business functions. Our promise is to help you not 
only realize an immediate impact, but also secure a sustainable and growing advantage. Visit www.
atkearneyPaS.com or call (877) 5-aTKPaS for more information.

Baker & McKenzie advises on sourcing transactions and issues 
worldwide through 70 offices. Consistently ranked number 1 globally, 
our team of sourcing and technology lawyers work with clients and their 

advisors from the early stages of transactions, focusing on transformational technology-enabled 
transactions involving system acquisitions, information technology and business process outsourcing, 
managed telecommunications arrangements, custom software development and distribution agreements, 
and professional service agreements. As pioneers, our lawyers are uniquely sensitive to differences in 
culture, language, and business relationships, as well as the increasingly complex privacy, tax and other 
legal compliance issues that affect sourcing globally. For more, go to www.bakermckenzie.com/
outsourcing or globaloutsourcing@bakermckenzie.com. 

Headquartered in Jacksonville, Florida, with offices worldwide, Beeline is the 
market leader in flexible workforce solutions managing active contractors and 
contingent and project-based labor spend. Through Beeline’s ever-expanding 
global network of local knowledge, we have the tools to partner with you 

anywhere in the world. Beeline is a strategic business unit of Adecco Group, the world’s leading provider of HR 
solutions. With close to 32,000 employees and 5,500 offices in more than 60 countries and territories around 
the world, Adecco Group offers a wide variety of services, connecting more than 700,000 associates with 
over 100,000 clients every day. For more information on Beeline, visit www.beeline.com.

Canon Business Process Services, inc. (CBPS) is a leading provider 
of managed services and technology that enable organizations to 
improve operational efficiency while reducing risk and cost. Experts 

apply quality management principles and tools such as Six Sigma to advance performance to a higher 
level. The company offers services including BPO, imaging, records management, print, mail and 
eDiscovery, and is an IAOP Global Outsourcing 100 Leader in 2012 for the sixth consecutive year. 
Based in New York City, Canon Business Process Services is a subsidiary of Canon U.S.A., Inc. For 
more information visit www.cbps.canon.com or email us at cbps-info@cbps.canon.com.
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With around 120,000 people in 40 countries, Capgemini is 
one of the world’s foremost providers of consulting, technol-
ogy and outsourcing services. The Group reported 2011 
global revenues of EUR 9.7 billion. Together with its clients, 

Capgemini creates and delivers business and technology solutions that fit their needs and drive 
the results they want. A deeply multicultural organization, Capgemini has developed its own way 
of working, the Collaborative Business ExperienceTM, and draws on Rightshore ®, its worldwide 
delivery model. learn more about us at www.capgemini.com.

CBre is the world’s premier, full-service real estate services company. 
Operating globally, the firm holds a leadership position in virtually all 
of the world’s key business centers. This volume creates market 
knowledge that allows us to seize opportunities, speed the business 

process and create the most thorough, precisely accurate picture of global commercial real estate 
conditions and trends. Our mission is to deliver superior results for stakeholders by: putting the client 
first, always; collaborating across markets and services lines; thinking innovatively, but acting 
practically; and providing a rewarding work environment. For more, go to www.cbre.com.

Established in 1991, Collabera is a fast growing end-to-end Information 
Technology Services and Solutions firm. Our client-centric philosophy, 
commitment to service excellence and a Global Delivery Model enable 

our industry leading clients to succeed in today’s global digital economy. Collabera provides onsite, 
offsite & offshore based services in the areas of Application Services, Enterprise Software Solutions, 
Data Warehousing & Business Intelligence, QA Testing and IT Infrastructure Management. The privately 
held company has offices and global delivery centers in the U.S., Europe, and India and operations in 
North America, UK, India, Singapore and Philippines. Visit us at www.collabera.com  or contact us 
at solutionsinfo@collabera.com. 

CompuCom, the leading IT outsourcing specialist, delivers IT your 
way. Our clients like working with us because they know that, with 
CompuCom, it’s all about you. Our unique ITSM strategy blends 
your data center, network, voice, and end user computing 

environments in an innovative fashion. This radically simplifies your IT, allowing you to focus on growing 
your business and serving your customers. We are highly regarded by worldwide and regional 
organizations alike for our pragmatic approach, best practices, and highly skilled workforce. More 
than a trusted advisor, CompuCom is your trusted doer. To learn more, visit www.CompuCom.com. For 
more information, contact servicesmarketing@CompuCom.com.

Corbus, llC, a global solutions provider founded in 1994, offers 
superior services combining years of experience, solid partner-
ships and adaptability.  Corbus’ solution offering includes 
Information Technology (IT), Supply Chain Management (SCM) 

and Project Management (PMO) services.  Corbus creates technology-empowered solutions with 
industry leading processes and technologies that deliver business value to global clients through 
year-on-year savings and are known for the ability to work in true partnership with clients to innovate 
and bring cost reduction along with enhanced product quality.  With competitive positioning and 
complete transparency, Corbus and clients together achieve success.  For more information, visit 
www.corbus.com or email sales@corbus.com.
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Founded in 2006, Coupa Software is the fastest-growing 
provider of cloud-based spend optimization software. More 
than 250 customers in 40 countries use Coupa purchasing 
and procurement software to amplify their spend power and 

reduce spending costs up to 11 percent. Only Coupa provides a true cloud procurement 
application that enables customers to launch the solution rapidly and quickly realize significant 
savings. learn more at www.coupa.com or call 650.931.3200. read more at our company 
blog, Making Cents, or follow @Coupa on Twitter.

denali Group collaborates with supply chain and procurement 
professionals to deliver more value, faster and more efficiently. Denali 
Group’s innovative solutions help Global 1000 companies transform 
organizational capabilities, improve execution efficiencies, increase 

spend under management, and accelerate time to savings. Founded in 1996, Denali Group services 
include: Denali Consulting - Procurement transformation and supply chain optimization; Denali Sourcing 
Services - Managed sourcing execution and procurement outsourcing; Denali Intelligence - Subscription 
and custom supply market intelligence; and Denali Recruiting & Staffing - Supply chain recruiting and 
staffing. For more information on denali Group services, visit http://denaliusa.com or call 
888-824-8866.

dentons is a global leader in strategic sourcing, outsourcing, and 
technology contracting with two decades of experience advising clients 
in connection with complex sourcing transactions.  More than 50 
Dentons sourcing lawyers serve clients from 79 locations across the U.S., 

Europe, the Middle East, Russia and the CIS, Asia Pacific and Africa.  We are a top 10 legal services 
provider by lawyers and professionals worldwide. Dentons offers its clients premier service and a 
disciplined focus to meet evolving needs in twenty-four key industry sectors including Energy, Financial 
Institutions, Insurance,Transportation, Infrastructure and PPP, Government, Defense, Health and Life 
Sciences, Manufacturing, Real Estate, Retail and Hotels, and Technology, Media and 
Telecommunications. For more information, visit www.dentons.com. 

 
The relationship between risk and performance improvement is an 
increasingly complex and central business challenge, with 
business performance directly connected to the effective 

management of risk. Whether your focus is on business transformation or sustaining achievement, having 
the right advisors can make all the difference. Our 23,000 advisory professionals form one of the 
broadest global advisory networks of any professional organization, delivering seasoned multi- 
disciplinary teams that work with clients to deliver a powerful and superior client experience. We use 
proven, integrated methodologies to help you achieve your strategic priorities and make improvements 
that are sustainable for the longer term. For more information, visit www.ey.com.
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eXl Service (NASDAQ: EXLS) provides operations management and decision 
analytics to a variety of industries, including insurance, healthcare, banking, 
financial services, utilities, transportation and travel. EXL integrates industry 
expertise with finance and accounting services, risk management, business 

process consulting and IT platform solutions to deliver immediate business impacts and long-term 
financial value. EXL customizes solutions that allow clients to operate more flexibly, adapt more 
quickly to changing business environments, and better leverage data to drive business decision 
making. Founded in 1999 with headquarters in New York, EXL operates in 28 delivery centers in 
North America, Europe and Asia. For more information, visit www.exlservice.com.

Fieldglass provides the leading SaaS Vendor Managed System (VMS) 
platform to procure and manage all areas of services procurement 
including contingent workers, services such as Statement of Work 
(SOW) projects, independent contractors, and specialized talent pools. 

The highly-configurable product suite provides transparency into the workforce and helps 
companies optimize program performance and make strategic labor decisions. Backed by proven 
experience and the industry’s largest customer base, Fieldglass serves Global 2000 firms in nearly 
70 countries. Customers such as Johnson & Johnson, Monsanto, Rio Tinto, salesforce.com and 
GlaxoSmithKline realize greater efficiencies, control spend, improve quality and enforce 
compliance. For more information, visit ww.fieldglass.com.

Genpact Limited (NYSE: G), a global leader in business process 
management and technology services, leverages the power of 
smarter processes, smarter analytics and smarter technology to 

help its clients drive intelligence across the enterprise. Genpact’s Smart Enterprise Processes (SEPSM) 
framework, its unique science of process combined with deep domain expertise in multiple industry 
verticals, leads to superior business outcomes. Genpact’s Smart Decision Services deliver valuable 
business insights to its clients through targeted analytics, reengineering expertise, and advanced risk 
management. Making technology more intelligent by embedding it with process and data insights, 
Genpact also offers a wide variety of technology solutions for better business outcomes. For more 
information, visit www.genpact.com. Follow Genpact on Twitter, Facebook and LinkedIn.

GeP is a diverse, creative team of people passionate about 
procurement. We invest ourselves entirely in our client’s 
success, creating strong collaborative relationships that deliver 

extraordinary value year after year. We deliver practical, effective procurement services and 
technology that enable procurement leaders to maximize their impact on business operations, 
strategy and financial performance. Named a category leader in procurement outsourcing by the 
Black Book of Outsourcing, a Star Performer in Everest Group’s Peak Matrix of service providers, 
and to the Supply & Demand Chain Executive 100 for seven years, GEP is also ranked as one of 
the Fastest Growing Technology Companies in Deloitte’s Technology Fast 500. Clark, NJ-based 
GEP has eight offices and operations in North and South America, Europe and Asia. To learn 
more, please visit www.gep.com.
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HCMWorks helps clients achieve greater control over indirect spend to gain a 
competitive advantage in their industry and achieve dramatic savings. 
Our proprietary 4-step V2H methodology (vertical to horizontal spend plan) 
provides a substantial reduction in indirect operation costs through  
transactional visibility, economies of scale, access to economical labor sources 

and assortment of quality suppliers. Indirect procurement outsourcing reduces business risks and costs -  
ultimately delivering a maximized supply ROI. HCMWorks can design a program that offloads 
transactional management and augments strategic direction. Visit our website at www.hcmworks.com 
or contact us at 866-547-1645.

Hiperos 3rd Party Management (3PM) simplifies the complexity of 
managing 3rd parties. The Hiperos Flexible Framework accommodates 
unique, complex and dynamic processes, and provides best practice 

templates that can be adapted without IT support. Dynamic Segmentation proactively and continuously 
segments 3rd parties so time and resources can be invested where they will have the greatest impact. 
Actionable Intelligence collects data from multiple sources and transforms this into intelligence that 
automatically triggers actions and workflows. With Hiperos 3PM, companies can maximize the value 
and minimize the risk of managing 3rd parties around brand reputation, regulatory compliance, and 
customer experience. For more information, visit www.hiperos.com.

��� R

iBM’s business process outsourcing (BPO) and Supply Chain 
Management (SCM) services and solutions help standardize, 
consolidate and optimize the full source-to-pay (S2P) footprint, including 
sourcing, procurement and payment processes. Our services are 

flexible and designed to help meet your specific business needs, whether you choose a single-point 
or end-to-end solution from IBM. Whether you need strategic sourcing services that allow you to 
capitalize on IBM’s sizable managed-spend base, our world-class procure-to-pay services to 
optimize these processes, or both, we can tailor a strategy to match your organization’s unique 
requirements. For more, please visit, ibm.com/services/process. 

infosys BPo ltd., the Business Process Outsourcing subsidiary of 
Infosys Limited, was set up in April 2002. Since then, it has grown 
steadily, to close FY 2011-12 with revenues of $494.5 million. The 
company has centers in India, the Czech Republic, Poland, Mexico, 

Brazil, USA, China, the Philippines and Australia, and employs over 24,900 people. The 
company services over 130 clients and its performance has consistently been above the industry 
average. For more information, visit www.infosysbpo.com.

information Services Group (iSG) (NASDAQ: III) is a leading technology 
insights, market intelligence and advisory services company, serving more 
than 500 clients around the world to help them achieve operational 
excellence. ISG provides research, benchmarking, consulting and managed 
services, with a focus on information technology, business process transforma-

tion, program management services and enterprise resource planning. ISG clients benefit from unique 
insights and innovative solutions, industry-leading data, and more than five decades of experience and 
global leadership. Based in Stamford, Conn., the company has more than 700 employees and 
operates in 21 countries. For additional information, visit www.isg-one.com.



Supply chain optimization is no  
longer just about cutting out the  
fat. To meet shareholder demands,  
it’s about improving efficiencies,  
aligning processes and boosting 
performance. Expectations are  
high, but our supply chain consultants 
challenge conventional methods  
and bring a holistic approach to  
supply chain management. 

What makes us different is that  
we see things differently. You will,  
too. Find out more at ey.com/advisory.

See More | Optimization

A lean supply  
chain isn’t enough. 

It’s time to get  
lean and mean. 
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Join Ernst & Young and Bloomberg on Thursday for a presentation on change  
management and procurement transformation.

Change management and procurement transformation
Thursday, May 16  n  10:35 a.m.
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Jones lang laSalle creates partnerships that help CRE organizations optimize 
their CRE portfolios to enable business performance. Our platform makes the 
difference with 30,000+ professionals and 750 locations linked by a single 
management structure, so you can expect one experience, around the globe. 
No other firm has more LEED® professionals who can help meet your 

sustainability goals. Because we manage 600+ million square feet of corporate space, we have the 
experience and scale to operate facilities with maximum efficiency, safety and employee comfort. We 
have the dashboards and analytics to help you identify opportunities, benchmark and manage your 
portfolio. For more information, visit ww.joneslanglasalle.com.

Kaye Scholer llP provides strategic counsel and legal 
services to the Fortune 500, middle-market companies 
and government entities on a full range of U.S. and 

international matters.  Founded in New York in 1917, Kaye Scholer’s 450 lawyers regularly advise on 
matters across multiple legal jurisdictions, including the U.S., UK, EU and China.  For more, visit www.
kayescholer.com.

KPMG’s network of professionals provides both global breadth and local 
understanding. We possess in-depth knowledge of local markets, regulations, 
and tax law, enabling us to help your organization reduce operating costs, 
improve speed and quality of service, and improve its ability to meet the rapidly 
changing landscape of business and technology requirements. We operate in 

150 countries with 138,000 people working in member firms globally. The independent member firms 
of the KPMG network are affiliated with KPMG International Cooperative (“KPMG International”), a 
Swiss entity. Each KPMG firm is a legally distinct and separate entity and describes itself as such. For 
more information, go to www.kpmginstitutes.com  or contact sourcing-info@kpmg.com.

lionbridge enterprise Crowdsourcing (eCS), a division of Lionbridge 
Technologies, Inc., provides crowd-enabled globalization solutions and 
is leading the next generation of outsourcing by enabling businesses to 
increase productivity, maximize workforce elasticity and reduce costs 

through a highly flexible workforce model. Through its secure, cloud-based technology platform and its 
pre-qualified, educated and private crowd of more than 100,000 professionals, Lionbridge ECS 
delivers quality results for any project, while allowing clients to dramatically reduce business costs. 
discover how your organization can benefit from enterprise Crowdsourcing solutions by contacting 
ecsinfo.wal@lionbridge.com. 

loeb & loeb llP is a multi-service law firm with more than 300 
attorneys and offices in Los Angeles, New York, Chicago, Nashville, 
Washington, DC, Beijing and Hong Kong. The firm focuses on select 
core industries and practice areas, rather than endeavoring to be all 

things to all clients. We represent multi-national, Fortune 100 companies in these core practice 
areas, and serve as primary outside counsel to a multitude of mid-market clients. The firm also 
represents high tech start-ups and high net worth individuals and families. For more information, 
visit www.loeb.com. 
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logicSource is a sourcing solutions firm serving a broad range of 
industries, including but not limited to, retail, consumer packaged 
goods, finance, insurance, travel & leisure and healthcare. We offer 
technology, advisory and co-sourcing solutions centered on the 

sourcing and procurement of an expanding range of both direct and indirect commodities and services. 
Successful sourcing is an equation with many variables. It demands a balance of sharp expertise, 
collaborative suppliers and robust technology. Consider the variables in your own equation: category 
expertise, strategic sourcing capabilities, lean processes, technology, supplier ecosystem, and market 
leverage.LogicSource brings depth and direction to each, through a rigorous three-phase approach that 
determines where and how we can optimize and improve each client’s unique equation. For more 
information, visit www.logicsource.com .

Mayer Brown’s Business & Technology Sourcing 
practice is one of the global industry leaders for 
Business Process and IT Outsourcing as ranked by 

Chambers & Partners, The Legal500 and the International Association of Outsourcing Professionals 
(IAOP). With more than 50 dedicated lawyers—many of whom have previous experience with 
leading outsourcing providers and technology companies—the practice has advised on nearly 
300 transactions worldwide with a total value of more than $100 billion. Our extensive  
experience and a market-tested approach bring efficient and cost-effective innovations to our 
clients’ sourcing processes. For more information, please visit www.mayerbrown.com/
businesstechnologysourcing.

For over 25 years, MBo enterprise Solutions has made it easier 
for large organizations to maximize their return on independent 
contractor talent. As the leading Independent Contractor 
Engagement Specialist (ICES), MBO helps clients improve spend 
visibility and better access their critical independent talent while 

mitigating 1099 compliance risks. With MBO, clients can more efficiently engage, deploy, and 
retain their small professional service providers so they can better capitalize on the emerging 
Project Economy. MBO is an approved GSA vendor. For more, visit www.mboenterprise.com, 
read our 1099 risk Blog, or email siginfo@mboenterprise.com.
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For more information on Facilities Management outsourcing,
contact: Bryan.Jacobs@am.jll.com | +1 213 915 4040

We help companies reduce the cost of managing 

their facilities, while minimizing risk and improving 

workplaces and operations.

The measure of value
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Since 1999 MeetingTrack has produced meetings and 
special events for corporate clients and associations who 
understand the value of engaging their meeting and event 
guests in an experiential environment. Achieving results 

and measuring the return on meetings is the foundation MeetingTrack builds upon. More  
information is available at www.meetingtrack.com.

Since 2001, Mindcrest has been a trusted partner to law firms and 
in-house counsel in delivering a suite of legal process outsourcing 
services in the areas of litigation, corporate legal services and legal 
content and publishing.  Our services and operations are underpinned 

by an experienced workforce of attorneys, supported by a disciplined approach to execution and 
delivery. When you partner with Mindcrest, you will work with experienced lawyers and litigators who 
understand your unique challenges, and who can help you succeed. For more information, please 
visit www.mindcrest.com, call +312 467 9744 or email info@mindcrest.com.

MindTree Limited is a global IT and Product Engineering Services 
Company with deep knowledge in specific domains. MindTree is 
acknowledged as the best mid-size software services company in India 
for its capability to build, test and deploy solutions. The Company 

places significant emphasis on culture, customer centricity and corporate governance. MindTree is 
ranked No. 1 among the Most Admired Knowledge Enterprise (MAKE) India Award winners in 2010, 
13th in NASSCOM’s listing of Top IT Software and Services Exporters in India (excluding BPO). In 
2009, MindTree was ranked No. 2 in Asia and declared the overall winner in India in the Asiamoney 
Corporate Governance Poll. Visit us at www.mindtree.com. 
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Since 1999, neo Group has helped more than 250 organizations achieve better 
results through its globalization advisory, governance services and supply analytics 
solutions. Neo’s Global Supply Risk MonitorSM (GSRMSM) is the industry’s first-ever 
comprehensive analytics service to dynamically monitor, predict and manage location 
and supplier opportunities and risks. GSRM is a web-delivered tool monitoring 500+ 
data inputs in real-time across 50+ Countries, 100+ Cities and 200+ Suppliers. More 
than 100 companies use GSRM in their operations, sourcing, shared services and 

vendor management groups to inform their critical decision-making. To learn more, visit: www.
GlobalSupplyriskMonitor.com.

niSH represents a national network of non-profit agencies that provide 
products and services to commercial industry and the Federal 
government. Over 500 community based agencies employ 
approximately 130,000 people with disabilities working in a variety 

of jobs supporting corporate operations, government programs and National security efforts. Examples of 
the work performed include administrative services, contact center operations, supply chain management, 
document management, custodial and food services, grounds maintenance, total facilities and fleet 
management, hospitality and hospital environmental services. For further information or assistance, 
please visit our website at www.nish.org.

Seeking independent shared services and outsourcing (SSO) 
advisors committed to your agenda without restraint or conflict is 
the most effective way of realizing the full potential of SSO in your 
organization. Pa’s team of 200+ SSO experts offers such an 

approach. SSO provides an opportunity for organizations to improve service standards and 
achieve efficiency savings. Choosing an advisor to help your organization realize these benefits 
requires careful consideration. Unlike many advisers, PA is independent of large suppliers so 
we’re able to confidently offer and implement solutions to deliver the best results for your 
organization. Visit our website www.paconsulting.com/sourcing or e-mail fitforthefuture@
paconsulting.com.
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PaSS Technologies, building on long-term success in quality 
engineering and process excellence,PASS Group is a Swiss 
headquartered global IT and professional services provider 
with over two decades of experience in providing applica-

tions development and professional testing services. We help our customers, from small, high-growth 
start-up’s to Global 1000 companies, embrace “the crowd” through our passbrains platform and 
crowdsourced testing services as a way to close the speed versus quality gap in in a digital world 
where applications require more support, and testing, than ever before. www.passbrains.com. 

Protiviti (www.protiviti.com) is a global consulting firm that helps 
companies solve problems in finance, technology, operations, 
governance, risk and internal audit. Through our network of more than 
70 offices in over 20 countries, we have served more than 35 percent 

of FORTUNE® 1000 and Global 500 companies. We also work with smaller, growing companies, 
including those looking to go public, as well as with government agencies. Protiviti is a wholly owned 
subsidiary of Robert Half International Inc. (NYSE: RHI). Founded in 1948, Robert Half International is 
a member of the S&P 500 index. Contact Protiviti at contactus@protiviti.com or call 
1.888.556.7420.

Proxima is a dynamic international business, specializing in 
procurement outsourcing. At Proxima we work closely with you to 
improve business performance by making procurement deliver more. 
Our approach goes beyond driving efficiency. It’s about enabling 

change, enhancing management control and delivering results that exceed expectations. We see 
procurement as an undervalued and underdeveloped business resource. Our aim is to change that. This 
goes beyond making clients more efficient. It means providing them with a complete end-to-end procure-
ment solution that enables them to change the way they think and operate, ultimately resulting in long-term 
business success. Proxima: Redefining procurement. Powering business. Visit www.proximagroup.com.

Since 1976, PrTM has created a competitive advantage 
for its clients by changing the way companies operate. 
PRTM management consultants work with senior 
executives to develop and implement innovative 

operational strategies that deliver breakthrough results. The firm is a leader in operational strategy, 
supply chain, product development, and customer value management. PRTM has 16 offices worldwide 
and serves major industry and global public sectors. For more information, visit www.prtm.com.

SC&H Group is a CPA and consulting firm that specializes in performing contract 
compliance audits for complex organizations with significant spend under 
contract. Our breadth of experience allows us to conduct audits efficiently, 
increase transparency, verify compliance, enhance internal controls, and provide 

a significant ROI. We are CPAs who bring a focused, professional and unique approach to auditing 
contracts. Other services we perform include: Risk Management, IT Audit, SAS 70 Type II audits, Real and 
Personal Property Tax, and Unclaimed Property Consulting. For more information about SC&H and the 
services we provide, please visit www.SCandH.com.



Provider Profiles

76

THE SELECT GROUP

The Select Group is an award-winning full-service recruiting partner with a personal 
approach, specializing in the placement of technology (IT) and engineering 
professionals. Founded in 1999, The Select Group is headquartered in Raleigh, 
NC, with sales offices across North America. Our team of extraordinary recruiters 
and customer-centric account managers focus on fulfilling your business needs. We 

specialize in IT and engineering positions including: mobile development, ERP/CRM, application 
development, quality assurance, project management, business analysis, software engineering, systems 
and network administration, database administration, virtualization, SAN engineering, and helpdesk 
support. For more information, visit ww.selectgroup.com. 

The Smart Cube was named as the #1 Knowledge Process 
Outsourcing Firm globally, based on customer satisfaction, in The 
Black Book of Outsourcing’s prestigious 2010 Survey Rankings.  
We specialize in providing customized procurement and supply 

chain research and analytics to global corporations, management consulting firms and specialist 
procurement service providers. Our research capabilities cover the entire sourcing spectrum as well as 
critical business areas including category insights, supplier risk analytics, should-cost modeling and 
commodity price forecasting.  The firm has offices in New York, Chicago, Detroit, London, Zurich, 
Timisoara, New Delhi and Montevideo.  For more information, visit www.thesmartcube.com.

Founded in 1982, Softtek is a global provider of process-driven IT solutions with 
30 offices in North America, Latin America, Europe and Asia. With nine Global 
Delivery Centers in Mexico, China, Brazil, Argentina and Spain, Softtek helps 
improve time-to-business-solution, lower costs of existing applications, deliver better 

engineered and tested applications, and produce predictable outcomes for top-tier corporations in over 20 
countries. Through on-site, on-shore and its trademarked Global Nearshore™ service delivery models, 
Softtek teams with CIOs to constantly increase the business value of IT. Softtek is the creator and a leader of 
the nearshore industry. For more, visit www.softtek.com or info.usa@softtek.com.  

Synergy Services is an industry expert providing customized program 
solutions for businesses using independent contractors (ICs). We provide 
IC Compliance, Employer of Record (EOR)/Payroll Services and Vendor 
Compliance to Fortune 1000 companies. We specialize in reducing our 
Clients’ overall costs of their flexible workforce programs while minimizing 

the risks associated with worker misclassification. Our knowledge, expertise, flexibility and 
unparalleled customer service make Synergy stand out from the crowd. As one of the industry’s 
fastest growing companies, Synergy’s global programs provide the service and support to make 
your flexible workforce a strong force for your business. Visit us at www.synergyservicescorp.com 
or email info@synergyservicescorp.com.

Tata Consultancy Services is an IT services, consulting and business solutions 
organization that delivers real results to global business, ensuring a level of 
certainty no other firm can match. TCS offers a consulting-led, integrated portfolio 
of IT and IT enabled, infrastructure, engineering and assurance services. This is 

delivered through its unique Global Network Delivery Model™, recognized as the benchmark of 
excellence in software development. A part of the Tata Group, India’s largest industrial conglomerate, 
TCS has a global footprint and is listed on the National Stock Exchange and Bombay Stock Exchange 
in India. For more information, visit us at www.tcs.com.
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What’s stopping you from rolling out a safe and easy Independent Contractor 

(IC) engagement program? If only you had a trusted partner with proven  

experience working with companies like yours? If only you could insulate 

your company from risk while enabling you to embrace a new competitive 

advantage?  We need to talk. mbopartners.com

WORRIES ABOUT COMPLIANCE.

YOU’VE GOT INDEPENDENT CONTRACTORS. 

( And A Serious Case Of The If Onlys.)

NEED FOR CONTROL.

© 2013 MBO Partners. All rights reserved.
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Vantage Partners leads the field of relationship 
management, building on more than 20 years of 
research and consulting experience with the world’s 

leading companies. A spin-off of the Harvard Negotiation Project, Vantage Partners helps buyers and 
providers enter into, manage, and (when necessary) remediate working relationships. Vantage works 
with clients on specific transactions as well as on enhancing their institutional capabilities, to make 
effective negotiation and relationship management a repeatable process. For more information, 
please visit www.vantagepartners.com.

Virtusa provides a broad range of IT consulting, systems implementa-
tion and application outsourcing services through an optimized global 
delivery model. Through our industry leading platforming process, 

Virtusa focuses on delivering business results by modernizing, rationalizing and consolidating the 
critical applications that support our clients’ core business processes. We employ advanced processes 
like Agile to ensure the right system is delivered the first time. This approach enables Virtusa to serve 
industry leaders as they seek to improve their customers’ experience, expand market reach, improve 
time to market and lower costs. For more information visit www.virtusa.com.

XChanging specializes in Insurance, Financial Services, Technology 
and Procurement, with processing skills and capabilities applicable 
to other vertical industry and market sectors. We provide business 
processing, technology and procurement services. Listed on the 
London Stock Exchange (LSE:XCH), we have over 7,500 employees 

in ten countries, providing services to customers in 48 countries. Our aim is to improve the performance 
of our customers’ operational processes by putting technology at the heart of everything we do. This 
means secure, reliable and efficient business processing, allowing our customers more time to focus on 
their core business. We are not merely suppliers or consultants. We are partners. Contact us at www.
xchanging.com or infor@xchanging.com.

Zycus, with our spirit of innovation and a passion to help 
procurement reach greater business advantages, we have 
evolved our portfolio to a comprehensive full suite of Procurement 
Performance Solutions – Spend Analysis, eSourcing, Contract 

Management, Supplier Management, Financial Savings Management, and Procure-to-Pay – to encompass 
the complete Source-to-Settle process. At Zycus, we believe in being 100% responsive to customer needs 
and positioning procurement at the heart of business performance. With a decade long experience in 
procurement technology and 200+ solution deployments among global Fortune 1000 clients, we continue 
on our pursuit to drive competitive business performance. For more information, visit www.zycus.com.
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“For a truly successful meeting  

all of the details must come 

together at a precise moment  

in a particular way.” 
Phil Arbuckle, CEO of MeetingTrack 

Like a well tailored suit, no two meetings are ever alike. Each needs to fit  
like it was custom made for the occasion. To do that, we get up close and  
personal to craft the best possible solution and manage on-site execution. 

From small meetings to large conferences, from international summits to 
association management – MeetingTrack Inc. has decades of experience 
perfecting the art of the possible.

Because a great meeting should mean that you get to do what you came to do. 
Let us worry about the details.

Contact us at 913-815-1713 or email info@meetingtrack.com

H www.meetingtrack.com q913-815-1713

Memorable Events Tailored to Your Strategic Objectives
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Allegis Group Services offers human capital and workforce 
management solutions to clients in a wide range of industries. 
We assist you in maximizing the efficiency and effectiveness 
of your programs while bringing industry best practices and 
world class service to every engagement.

Learn more about our vision for the future of recruitment 
877.247.4426 | www.allegisgroupservices.com | info@allegisgroupservices.com

Transforming the Way the World Acquires Talent

Managed Services Provider Solutions
Recruitment Process Outsourcing Solutions
Executive Search
Advisory Services




