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NAVIGATING THE CONFERENCE
getting the most out of your experience

SCIP IS...

INTERNATIONAL REPRESENTATION

BUSINESS DISCIPLINES

2016 ATTENDEES

PRACTITIONER TO 
VENDOR RATIO

SCIP MEMBERSHIP

2017 THEME: DEVELOPING AND ENGAGING 
THE MODERN INTELLIGENCE WORKFORCE

Building Leadership in Advanced Decision-Support Skills! We are a global community of business 
experts across industry, academia, and government who come together to build and share strategic 
intelligence, research decision-support tools, processes and analytics capabilities. The resulting 
collaboration of our membership supports strategy and other organizational disciplines to drive 
competitive advantage. Our network of professionals stems from a myriad of organizations both profit 
and non-profit.

The 2017 conference will focus on individual skillsets and linking key foundational abilities to the 
team’s organizational ability to make robust decisions and drive success. What are the skillsets 
required for preparing an individual for the intelligence profession? How can you, as a practitioner, 
ensure your toolbox of skills remains relevant for the future? What is the composition of a modern 
team and how do you manage outputs? Finally, how do you ensure your team influences decisions 
and steers the organization in the right direction? These are some of the questions the 2017 
conference will strive to address with business case studies, tools, methodologies, and organizational 
models.
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Executive Management
(C-Level, President, Vice President) 

15%
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27%

4%

26%

25%

75%

Senior Management 
(Director and Senior Manager) 

Management

CI, MI, BI, CTI Professionals
Business Development
Strategy, Corporate
Development, M&A
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& Market Analysis
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United Kingdom
USA

30%



5:30 PM – 7:30 PM

Women in Intelligence, Strategy  
& Analytics (WISA) 
This reception is an opportunity for both women and men to engage 
in an open dialogue about the way women are driving change in 
the industry and how this relates to the future of the intelligence 
profession.

Follow @SCIPWISA on Twitter!

Begins at 11:30 AM

SCIP 2017 Booth Crawl 
Travel the networking hall, stamping your passport along the way 
throughout the event! Drop off your completed passport at the end 
for a chance to win a great prize to be announced during General 
Session Thursday morning.

5:45 PM

Networking Reception 
Wrap up the day of content with some drinks, 
hors d’oeuvres and conversations and share 
those great take aways you’ve learned so far. 

6:45 PM

Wine & Dine 
The networking never ends... join your colleagues in this Dutch treat 
gathering to kick back, relax, and enjoy the fine cuisine Atlanta has to 
offer. It’s another great opportunity to make new friends and further 
business relationships. 

Participant Fee: $65 

5:30 PM

Networking Reception 
Join us for another great opportunity to make new friends and 
further business relationships!

7:30 PM

Night of Networking 
Join us for a night of networking! Get to know your peers and 
kick off the event with an evening not to be missed as you put 
together clues to find the “perfect pair.” We’ve got ample food, 
cocktails and a whole lot of fun! Evening meal will be included. 

Participant Fee: $30 

Hosted by: 

2017 SCIP NetworkINg ACtIvItIeS
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MONDAY, MAY 15, 2017

TUESDAY, MAY 16, 2017

WEDNESDAY, MAY 17, 2017
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MoNdAy, MAy 15, 2017 – RegIStrAtIoN, workShoPS & CertIfICAtIoN
Registration for pre-event workshops and certification incurs additional fees. See registration desk for details.

tueSdAy, MAy 16, 2017 – regIStrAtIoN, workShoPS & geNerAl SeSSIoN

8:00 AM - 4:30 PM

7:45 AM

8:30 AM - 11:30 AM

8:30 AM - 10:00 AM

10:30 AM - 11:30 AM
11:30 AM

1:00 PM - 2:15 PM

2:15 PM - 3:00 PM

3:00 PM - 3:45 PM
3:45 PM - 4:45 PM

1:00 PM

8:30 AM – 4:30 PM

7:30 PM

4:45 PM - 5:30 PM
5:30 PM - 7:30 PM

Workshop & Conference Registration Opens
Register for one of the following full day workshops, or half-day workshops.
*Note: All workshops contribute 10 points towards certification.

Night of Networking  

Speaker & Thought Leader Orientation 
Women in Intelligence, Strategy & Analytics (WISA)

Workshop & Conference Registration Open - Imperial Registration Booth
Registration for pre-event workshops and certification incurs additional fees. See registration desk for details.

Half Day Workshops
Sponsor & Exhibitor Workshop 

VIP Exhibit Hall Tour  
Exhibit Hall Opens – Booth Crawl Begins
GENERAL SESSION OPENS
OPENING REMARKS & SET THE STAGE KEYNOTE - The Neuron Organization - Developing Excitable Cells 
for Collaborative Intelligence  
KeyNote - Big Data is our Future: A Guide for How Intelligence Professionals can Leverage Big Data Opportunities  
to Solve Complex Problems 
Networking, Refreshment, and Exhibition Break  
Concurrent Breakout Sessions – Customize Your Agenda!
Choose one session during this time frame.

FULL DAY WORKSHOPS (8:30 AM - 4:30 PM)

 HALF DAY WORKSHOPS (8:30 AM - 11:30 AM)

CI 100 - Foundations of Competitive Intelligence 

Strategic CI: Creating Informed Decision Makers in the Modern Era 

Measuring ROI (Return on Investment) on Strategic Intelligence 
Programs in Organizations 

Developing a Win/Loss Program 
How to Develop a Successful Integrated CI Program: A Roadmap 
for Successful Implementation 
The Magical Power of Relations Capital: Connect, Communicate, 
Collaborate and Stand Out 

Fundamentals of Wargaming

Advanced Scenario Planning for Strategic Decision-Making  Practitioner Only

Creating Integrated Visualizations Across Disciplines that Drive Decisions  Practitioner Only

Trade Show Intelligence 

SCIP University Intensive Day 2 Immersion 

WS1/SU

WS
SU
L
F
D
V

Workshop

SCIP University

Leadership lab

Function

Discipline

Verticals

Individual skillsets

Organizational development and

cross-discipline collaboration 

Building your intelligence 
team and function

WS2

WS7

WS9
WS8

WS10

WS3

WS4
WS5

WS6

MORNING HALF DAY WORKSHOPS (8:30 AM - 11:30 AM)

key

AFTERNOON HALF DAY WORKSHOPS (1:30 PM - 4:30 PM)

INTELLIGENCE FUNCTION ADJACENT DISCIPLINES INDUSTRY VERTICALS
Case Study: Investigating Competitive 
Intelligence Processes in Elgazala Technopark 

Case Study - Start with Buy: Blackbaud fires 
up a Buyer-Centric Competitive Intelligence 
Program Using an Agile Approach 

Accurate Market Sizing and 
Segmentation: Its Critical Role in 
Decision Making  - SOLD OUT

FINANCE: Intelligence Indicators and their 
Use in Forecasting Strategic Outlook – A Case 
Study from the Video Gaming Industry 

No Substitute for Primary Intelligence – How 
and When to Use HUMINT to Achieve 
Maximum ROI & C-Suite Visibility 

STRATEGY: Organizing Intelligence Service 
Offerings – From Tactical Offerings to a Full 
Blown Strategic Function - SOLD OUT

Building ROI and Performance Metrics That 
Drive the Value of Your Program 

Win/Loss Analysis: How to Capture and Keep 
the Business You Want 

Strategic Foresight - Keeping Your Options 
Open in an Uncertain World 

5:30 PM - 6:30 PM

6:45 PM

4:50 PM - 5:30 PM CAPStoNe keyNote - How to Get Along with Anybody 
Networking Reception 
Wine & Dine 

F1

F2

F3

F4

F5

F6 

D1

D2

D3

IT – ANALYTICS OPERATIONS SERVICES: 
Memories of the Future: Applying Machine 
Learning for Competitive Intelligence 

V2

Register for one of the following half-day workshops.
*Note: All workshops contribute 10 points towards certification.

SChedule At A glANCe

HEALTHCARE: Tactics for Building Scenario 
Planning Sessions for the Healthcare Industry 
    

V1

SCIP University Fundamental Certification Intensive 8:30 AM - 4:30 PM

  8:30 AM - 11:30 AM

- SOLD OUT
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KeyNote - Big Data is our Future: A Guide for How Intelligence Professionals can Leverage Big Data Opportunities  
to Solve Complex Problems 

7:30 AM - 8:15 AM
6:15 AM

8:15 AM - 9:15 AM
9:15 AM - 10:00 AM

Registration, Continental Breakfast & Exhibition 
Early Morning Risers Run/Walk 

OPENING REMARKS & SET THE STAGE KEYNOTE - Case Study From the Indian Army 
KEYNOTE - The Collaboration Conundrum 

10:00 AM - 10:45 AM 

11:50 AM - 1:00 PM

1:00 PM - 2:20 PM 

2:20 PM - 2:30 PM

10:45 AM - 11:45 AM
Networking, Refreshment & Exhibition Break 

Interactive Coaching Session - Delivering Value and The Challenges of Interfacing with Executive Management 
concurrent with 
Solutions Wheel 
Networking Luncheon & Awards Ceremony

Concurrent Breakout Sessions – Customize Your Agenda!
Choose one session during this time frame.

INTELLIGENCE FUNCTION

INTELLIGENCE FUNCTION

ADJACENT DISCIPLINES

ADJACENT DISCIPLINES

INDUSTRY VERTICALS

INDUSTRY VERTICALS
Building a Counterintelligence Program for Your 
Entire Company - SOLD OUT

MARKETING: How Cognitive Biases Could 
Influence Your Market Sizing and Forecasting 
Estimations

Building a Strong Intelligence Reporting 
Function 

FINANCE: Using Analytics to Influence your 
Organization 

STRATEGY: Influencing Company Processes – 
End to End Decision Making 

STRATEGY: Strategic Foresight – Competitive 
Advantage via Competitor & Market 
Anticipation - SOLD OUT

Case Study with Blueocean and Lenovo: Using 
Analytics for Influence 
From Big Data to Big Insights – or Why AI 
needs BI (Brain Intelligence) 

2:30 PM - 3:30 PM Concurrent Breakout Sessions – Customize Your Agenda!
Choose one session during this time frame.

3:30 PM - 4:15 PM
4:15 PM - 4:45 PM

Networking, Refreshment, and Exhibition Break 
LEADERSHIP & THE MODERN WORKFORCE - The Five Habits of the Master Thinker 

4:45 PM - 5:15 PM
5:15 PM - 6:15 PM

CAPSTONE KEYNOTE - Knowledge Management – The Key Ingredient to Business Intelligence 
Networking Reception

thurSdAy, MAy 18, 2017 – geNerAl SeSSIoN & exhIbItIoN

8:30 AM - 9:35 AM

9:35 AM - 10:15 AM

OPENING REMARKS & SET THE STAGE KEYNOTE - The Impact of Artificial Intelligence Revolution on  
Corporate Strategy 

TRAVEL READY THURSDAY - Feel free to come down in your most comfortable travel wear so you can check out early, store your bags and ensure a stress-free day. 

KEYNOTE - Competitive Intelligence Tools and Techniques in the Development of African Union Agenda 2063 
10:15 AM - 11:00 AM

7:45 AM - 8:30 AM

Networking, Refreshment, and Exhibition Break 
Mentoring Informational & Sign Up will take place in the Exhibit Hall during this break.

Continental Breakfast & Exhibition 

11:00 AM - 12:00 PM Concurrent Breakout Sessions – Customize Your Agenda!
Choose one session during this time frame.

12:05 PM - 12:35 PM
12:00 PM - 12:05 PM
12:00 PM 

Closing Remarks & General Session Concludes

Session to Session Travel Time

INTELLIGENCE FUNCTION ADJACENT DISCIPLINES INDUSTRY VERTICALS
Visualization, Presentation & Storytelling Skills 
 - M301 - SOLD OUT

MARKETING: New Product Development & 
New Product Introductions: Intelligence as a 
Critical Asset  - SOLD OUT

HEALTHCARE: Riding the New Wave of 
Consumerism: Impact on Patients, Providers 
and Vendors

FINANCE: Pricing Intelligence and its Key Role 
in Competitive Advantage 

Basics of Social Media Data Extraction

STRATEGY: Structured Analysis Analytic 
Techniques 

LEADERSHIP LAB: The 10 Commandments of 
Winning Teammates 

Presenting the GuideWell Intelligence Portal – 
A Best Practice in Integrated Market  
Intelligence 

F2

The Dynamic Competitive Landscape: 
Development & Tracking - SOLD OUT

F3

Measure to Manage: Building Collaborative Key 
Intelligence Topics with Aligned KPIs 

F4

LEADERSHIP LAB: Building Your Individual 
Brand to Achieve Success 

L1 

Beyond the Analytical Framework: The SocialSkills 
Necessary for Intelligence and Strategy 

F1 D1

D2

D3

Deriving Intelligence Using Big Data F6

Super-Powered Insights for your C-Suite - 
Becoming a CI Superhero! 

F5

F1

F2

F3

F4

Collaborative Demographic Intelligence: 
A Case Study for Africa’s Development 

F5

LEADERSHIP LAB: Why (and How) Servant 
Leadership Improves CI Teamwork and 
Effectiveness

L2

D1

HEALTHCARE: Identifying Opportunities with 
White Space & Adjacency Mapping 

V1

MARKETING: Customer Insights and the Role of 
Intelligence in Understanding the Market 

D2

SALES: Integrating Competitive Intelligence 
with the Sales Function

D3

IT – ANALYTICS OPERATIONS SERVICES: 
Competitive Intelligence in the Era of Artificial 
Intelligence

V2

F1 D1 V1

D2
IT – ANALYTICS OPERATIONS SERVICES: 
Sports Analytics Intelligence to Improve Athletic 
Performance – Why the Calculator Wins 
Between the White Lines

V2

F2

D3

L3

Session to Session Travel Time

Exhibit Hall Closes

HEALTHCARE: The Convergence of the 
Intelligence & Regulatory Disciplines to 
Determine the Viability of Products 

V1

wedNeSdAy, MAy 17, 2017 – geNerAl SeSSIoN & exhIbItIoN

10:15 AM Booth Crawl Winner Announced

Selling your Overhead Function to the  
Organization

F6

12:35 PM

5

CAPSTONE KEYNOTE - WEBINT vs. SOCMINT vs. Mobile BI – New Developments in the Online and Mobile CI Arena
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Registration for pre-event workshops and certification incurs 
additional fees. See registration page for details.

Registration Items Hosted by: 

8:00 AM - 4:30 PM 
Workshop & Conference Registration Opens

Register for one of the following full day workshops, or half-day 
workshops.
*Note: All workshops contribute 10 points towards certification.

8:30 AM - 4:30 PM
Full Day Workshops

WS1/SU - CI 100 - Foundations of Competitive Intelligence
SCIP University Fundamental Certification Intensive

               David Kalinowski 
               President
               Proactive Worldwide, Inc.

               Gary Maag
               Chief Executive Officer
               Proactive Worldwide, Inc.

To excel as an intelligence professional in today’s global, competitive 
market places require you to have the ability to identify and 
communicate insights and analysis to business leadership in clear, 
concise and impactful ways. This fundamentals session will introduce 
participants to an intelligence operating model that is designed to 
enable you to deliver high quality results your business leads will value. 
The course will provide an overview of intelligence strategy,
strategic alignment, business and client needs and return on 
investment. Topics covered in depth include project scoping and 
estimating, execution, secondary research, primary research, managing 
contractors and managing internal client expectations. The agenda 
is designed to be highly interactive and engaging, with numerous 
exercises and case studies. The workshop is structured to enable you 
to practically apply the skills learned.

Key Take-Aways:
• Define and understand the intelligence capability and how to be 

effective in your role
• Review and assess seven core areas of the intelligence delivery 

capability and learn the leading practices of highly effective 
intelligence teams

• Develop an initial set of intelligence capability skills that will 
enable you to lead engagements from definition through to final 
deliverables, presentations and business impact/value

WS2 - Fundamentals of Wargaming

               Arjan Singh
               Lecturer, Strategy
               University of California - Irvine

In a competitive world that is global and increasingly getting more and 
more complex, developing and implementing a plan or strategy without 
understanding all the external market dynamics is like driving a car 
while looking in the rearview mirror. Yet, so many companies look at 
external dynamics as an afterthought and factor them in after decisions 
are made, essentially “driving blind” and hoping their strategies work. 
War games are a tool to help business leaders think through their 
strategy formulation and likely external moves of key stakeholders in 
a controlled environment. They enable key business decisions to be 
made in a more systematic and informed manner by role playing the 
key players’ reactions in the marketplace, to really understand their 
intentions and how they are looking at the marketplace. This workshop 
will extensively use practical case examples and group exercises. This 
workshop will develop your understanding of the concepts of war 
games, the process, and the different types of games. You will also 
examine how to plan, execute and deliver a war game.

Key Take-Aways:
• An understanding of the fundamentals of war games and how to 

identify how they are used in business to solve problems
• How to plan a war game: how to determine its focus, identify 

participants and key stakeholders, prepare briefing documents and 
plan out the logistics

• How to conduct a war game: the role of the facilitator, schedule of 
events, and how to follow up post war game

8:30 AM – 11:30 AM
Morning Half-Day Workshop 

WS3 - Measuring ROI (Return on Investment) on Strategic   
           Intelligence Programs in Organizations

               Laurie Young
               Director, Competitive Intelligence
               Lone Star Analysis

               Cameron Glass
               Senior Price to Win and Competitive Intelligence Consultant
               Lone Star Analysis

One of the most difficult parts of leading a strategic intelligence 
program within an industry organization is clearly communicating 
the value that the program provides. Return on Investment (ROI) is 
one measure of financial value, but the difficulty is in equating the 
work done by the CI team to a financial metric. A start is to gain 
an understanding of the expectation that stakeholders outside the 
program have for the team. Analyzing, measuring, and reporting things 
such as time savings, cost avoidance, new business generation, M&A 
activity, and increased profit margins are examples of ways to promote 
the value a strategic intelligence program can bring to an organization.

Key Take-Aways:
• How to define the value of competitive intelligence?
• What factors can be measured to determine ROI?
• Examples of ways to measure value

MoNdAy, MAy 15, 2017

MoNdAy
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1:30 PM – 4:30 PM 
Afternoon Half-Day Workshops

WS4 - Developing a Win/Loss Program

               Erik Glitman
               Chief Executive Officer
               Fletcher/CSI 

This workshop will explore the applications of Win/Loss to CI. Win/
Loss, a powerful tool used to understand sales performance has many 
untapped applications for strategy and CI professionals. Participants 
will gain an awareness of how most Win/Loss is conducted and 
changes that can enhance Win/Loss for longer term strategy and 
CI support. Using real-world samples from Win/Loss programs, the 
participants will also learn how to assess decision maker responses, 
extrapolate decision factor importance, and produce individual deal 
and multi-deal roll-up reports. Templates that help the deal analysis 
and present deal results will be supplied as part of the exercise. During 
the workshop, the participants will complete several individual deal 
reports and one roll-up report that demonstrates the various types of 
competitive and strategic insight gained through effective Win/Loss.

Key Take-Aways:
• New awareness of the role Win/Loss has in competitive intelligence 

and its contribution to strategy development
• Tools to develop an effective Win/Loss survey instrument and 

collect valid insights from decision makers
• Templates to analyze Win/Loss survey results and produce reports 

that drive strategic change for more effective sales
• Tools to communicate both individual and multi deal analyses to 

management

WS5 - How to Develop a Successful Integrated CI Program: A                      
           Roadmap for Successful Implementation

               Alessandro Comai
               Director & Partner 
               Miniera SL 

Workshop participants are invited to come together in this workshop to 
share ideas and experiences with each other and with subject experts 
to enhance their competitive intelligence capabilities. The workshop 
will be realized with the participation of competitive intelligence 
managers and/or directors who are interested in obtaining a superior 
understanding of how to plan, develop and achieve a world class 
competitive intelligence function. The workshop will be structured 
around a research-generated model of World-Class Competitive 
Intelligence developed by the workshop leader. The model incorporates 
a project management approach to the enhancement of competitive 
intelligence. Participants will be asked to use the model to benchmark 
their current positions, to identify the phases of development their 
companies have gone through and to prepare action plans for further 
development. This workshop will also offer participants a unique 
opportunity to work with competitive intelligence professionals from 
other companies.

Key Take-Aways:
• Create your own CI action plan
• Learn how to overcome difficulties faced in implementation 
• Obtain tools and methodology for improving your CI function

WS6 - The Magical Power of Relations Capital: Connect,              
           Communicate, Collaborate and Stand Out

               Itzik Amiel 
               Founder & Chief Executive Officer
               Power Networking Academy  

In today’s hyper-noisy world, people forgot how to connect by 
giving genuine attention to others. Every intelligence professional is 
playing a major role in the “Connecting Age.” They help companies 
to build strong connections to expand their businesses and translate 
relationships into revenue and results. This workshop will showcase 
how an intelligence professional should use ‘Attentional Connections™’ 
to attract new clients, increase impact and deeply connect with 
relationships & build an impactful personal brand. Participants will learn 
ways to create and maintain real connections inside & outside your 
company and industry. 

Key Take-Aways:
• Learn proven ways to build and use your social capital strategy 
• Understand how to apply the Three Steps Framework to stand out 

from the crowd
• Develop an understanding of the little known Blueprint to accelerate 

conversations and influence outcomes
• Learn strategies to building relationship that last

4:45 PM – 5:30 PM  
Speaker & Thought Leader Orientation 
An essential meeting for presenters and confirmed thought leaders to 
preview the event, highlight your roles and network with fellow peers.

5:30 PM – 7:30 PM 
Women in Intelligence, Strategy & Analytics (WISA)
This reception is an opportunity for both women and men to engage 
in an open dialogue about the way women are driving change in the 
industry and how this relates to the future of the intelligence profession.

7:30 PM
Night of Networking 
Join us for a night of networking! Get to know your peers and kick off 
the event with an evening not to be missed as you put together clues 
to find the “perfect pair.” We’ve got ample food, cocktails and a whole 
lot of fun! 

Hosted by:

MoNdAy
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7:45 AM Workshop & Conference Registration Opens
Registration for pre-event workshops and certification incurs additional 
fees. See registration page for details.

8:30 AM – 10:00 AM 
Sponsor & Exhibitor Workshop

8:30 AM – 11:30 AM 
Half-Day Workshops 

Register for one of the following half-day workshops.
*Note: All workshops contribute 10 points towards certification.

WS7 - Strategic CI: Creating Informed Decision Makers in the              
           Modern Era

               Peter Grimm
               Managing Director 
               Cipher

               Beau Oliver
               Director
               Cipher

Innovation in products, technologies, business models, and processes 
can topple market leaders faster than ever in today’s rapidly moving 
global economy. This workshop will focus on training organizations 
how to incorporate out-of-the-box thinking to better understand their 
markets and drive innovation while also developing strategies to more 
effectively translate insights into action.  

Key Take-Aways:
• Common CI pitfalls that prevent insights from becoming actions
• Best practices for inter and cross-team communications that foster 

innovation
• The future of CI as determined by an Integrated Intelligence 

Framework 

WS8 - Advanced Scenario Planning for Strategic Decision-Making  
           Practitioners Only

               August Jackson
               Associate Director
               EY

               Greg Bridgman           
               Vice President of Business Development
               AlphaSense

               Erik Glitman 
               Chief Executive Officer
               Fletcher/CSI

               Kent Potter
               Managing Director
               Bennion Group

Scenario planning, also called scenario thinking or scenario analysis, is 
a method that some organizations use to make flexible long-term plans 
that apply simulations and “what if” scenarios to anticipate market 
moves and transitions as well as intercept disruptions. During this 
interactive workshop, we will discuss scenario planning, dynamics of 
market changes and how to anticipate them. Participants will be broken 
up into teams and given an actual case for which they will have to 
develop an analysis and a variety of scenarios. Pre-reading work will be 
supplied and required prior to the workshop.

Key Take-Aways:
• Frameworks used in scenario planning to assist in anticipating 

market dynamics and disruptions
• An understanding (through case studies and teamwork) of how the 

process of scenario planning works
• A methodology and tools to develop and execute on a scenario 

planning process within your organization that supports executive  
decision making and comprehensive strategic planning efforts

WS9 - Creating Integrated Visualizations Across Disciplines that  
           Drive Decisions Practitioners Only

               Nan Bulger
               Chief Executive Officer
               SCIP

               Kathy Pherson
               Chief Executive Officer
               Pherson Associates, LLC

In this workshop, we will build effective analytical visualizations. As 
part of this, we will address and define the various types of intelligence 
capabilities including economic, financial, customer, competitor, 
business and market intelligence. We will then interactively discuss 
how each area or intelligence pool has its own definition, KPIs that it 
addresses and helps to answer and who we, as practitioners, would 
engage within a company to develop analysis using this intelligence. 
We will review a number of visualizations and discuss together, what 
is most effective about them and what could be done differently in 
order to make them more effective for our market and user base. We 
will then break up into teams and, in an interactive setting, each team 
will be given a scenario and set of KPIs and asked to build their own 
visualization tools based on our earlier discussion.

Key Take-Aways:
• A basic understanding of the elements required to build an effective 

analysis and visualization set
• Examples of a variety of visualizations and an understanding of the 

people to team up with within the organization to develop these 
analytics

• The ability to deliver analytical visualizations related to the various 
areas of intelligence

tueSdAy

tueSdAy, MAy 16, 2017
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WS10 - Trade Show Intelligence

               Jonathan Calof
               Professor of International Business and Strategy
               Telfer School of Management, University of Ottawa

Trade shows are your company’s second largest marketing expense. 
They are also the #1 opportunity for competitive intelligence. Properly 
organized (which will be the focus of this workshop), they provide 
opportunities to gather the most competitive information in the shortest 
time for the least amount of money. Some say you can develop as 
much intelligence in three days at an event as you could in one year 
through other means. But too few organizations are organized to take 
advantage of this intelligence rich opportunity in a systematic focused 
way. This workshop will help you develop the knowledge and skills 
necessary to fully leverage the information gathering potential of these 
events and support your decision-makers’ intelligence needs. Examples 
of intelligence plans and planning templates will be provided to help 
you develop event intelligence programs in your organization.

Key Take-Aways:
• How to develop and run event intelligence plans even as a one 

person competitive intelligence team
• How to develop information networks for the trade show – how to 

get others working for you
• The role of trade shows for your organization’s integrated intelligence 

needs including customer intelligence, technology intelligence, 
regulatory intelligence, competitor intelligence and more

• Protecting against rival CI efforts and safe-guarding your own 
interests at trade shows

SU - SCIP University Intensive Day 2 Immersion 
(continuation of program – additional information on page #24) 

10:30 AM – 11:30 AM 
VIP Exhibit Hall Tour

11:30 AM
Exhibit Hall Opens – Booth Crawl Begins

1:00 PM 
GENERAL SESSION OPENS

1:00 PM – 2:15 PM 
OPENING REMARKS & SET THE STAGE KEYNOTE - The Neuron 
Organization - Developing Excitable Cells for Collaborative 
Intelligence

               Joe Batista
               Chief Creatologist
               Hewlett Packard Enterprise

A neuron is an electrically excitable cell that processes and transmits 
information. How can individuals, teams and entire organizations 
connect, ignite and more importantly unleash these neurons to form 
collaborative intelligence networks designed to meet today’s 21st 
century competitive landscape? Yes, the organization is very similar 
to the human brain, so the challenge is to leverage the collective 
intelligence both inter and intra to our organizations. We will explore 
strategies to develop “excitable cells.” This session is not designed to 
predict the future but rather to explore the possibilities of what the 
“Neuron Organization” might look like and how competitive intelligence 
professionals can be proactive in leading the enterprise competitive 
posture and creating an agenda of value in today’s radically pivoting 
industries.

Key Take-Aways:
• A portfolio of “excitable cells” crowdsourced from conference 

attendees. What’s your excitable cell? 
• A rich set of examples, case studies, and new insights to activate 

your neuron intelligence 
• 5 strategies to exercise immediately within your organization

2:15 PM – 3:00 PM 
Big Data is our Future:  A Guide for How Intelligence Professionals 
can Leverage Big Data Opportunities to Solve Complex Problems

          Stephanie Hughes
          Founder 
          Super-h

Today, the world is shrinking faster than at any time in history.  In the 
past, globalization was defined by rapidly growing trade in goods 
and services, as major multinationals created global trading networks.  
Today growth in the physical transportation of goods and service 
activities has leveled off while cross-border data flows have grown 
45X over the past 10 years with another nine-fold projected increase 
by 2020. Digital platforms are enabling companies of any size, from 
anywhere on earth, to both manufacture products quickly and deliver 
them to new markets seemingly overnight. So this reality is forcing 
all businesses to take stock of their digital assets and capabilities to 
identify opportunities for how they will compete in the future. Central to 
this assessment is whether firms employ the right kind of human capital 
who can translate the power of this digital data to capture global 
economies of scale and spot international market opportunities before 
anyone else.

Key Take-Aways:
• A framework for helping intelligence professionals to leverage their 

knowledge about the market
• A process for how to uncover data sources to spot opportunities 

where connected data could uncover operational efficiencies or 
provide new revenue opportunities for their organizations 

3:00 PM – 3:45 PM 
Networking, Refreshment, and Exhibition Break
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3:45 PM – 4:45 PM 
Concurrent Breakout Sessions – Customize Your Agenda!
Choose one session during this time frame.

INTELLIGENCE FUNCTION

F1   Case Study: Investigating Competitive Intelligence Processes in     
       Elgazala Technopark

          Imen Masmoudi
          Competitive Intelligence Manager
          Elgazala Technopark 

This session will showcase a research study conducted in Tunisian 
companies operating in the IT sector and hosted in Elgazala 
Technopark. The decision-makers aren’t aware of the utility of 
competitive intelligence systems in their business, so the main goal of 
this study is to investigate the process of competitive intelligence within 
the firms. The purpose is to improve the utility of practicing competitive 
intelligence. The methodology is qualitative—the decision-makers 
were surveyed about the usage of competitive intelligence processes. 
The two methods used are non-participant observation and in-depth 
interviews.  

Key Take-Aways:
• A research case study of Tunisian companies operating in the IT 

sector 
• Critical factors that determine the utility of competitive intelligence 
• Best practices in competitive intelligence 

Accurate Market Sizing and Segmentation: Its Critical Role in  
Decision Making - SOLD OUT

Matt Maleska
Director, Strategic Insights, Market Intelligence
Pitney Bowes

Sizing and segmenting markets is critical for opportunity assessment 
and strategy formulation, and a core skill for success in the CI 
profession. The session presents practical solutions to help participants 
develop market sizing frameworks customized to their product or 
industry: and learn how to decompose complex problems, choose 
appropriate models, make suitable assumptions to deal with 
information scarce situations, clearly define data collection needs and 
possible methods of triangulation.

Key Take-Aways:
• How to build market sizing frameworks quickly, and deliver insights 

despite obvious data gaps
• Best practices in segmentation, using multiple models/sources for 

triangulation and validation
• The model development framework to define your research agenda 

(information needed) for market sizing

F3    EXECUTIVE PANEL: No Substitute for Primary Intelligence –  
        How and When to Use HUMINT to Achieve Maximum ROI &           
        C-Suite Visibility

MODERATORS: 

Baljit Singh
Managing Director and Partner, Global Pharmaceuticals  

        and Life Sciences Division
INOVIS Inc.  

Kathleen Dean
Senior Director of Strategic Client Services, IT Division
INOVIS Inc.  

          PANELISTS:

          Monique Eddleton
          Strategic Business Partner, Market Insights
          Equifax

          Alfred Reszka
          Executive Director and Head, Strategic Business Intelligence
          Merck 

          Demian Straka 
          Senior Manager, Corporate Strategy Competitive Intelligence
          Hewlett Packard Enterprise 

          Roger Yoder 
          Director, Competitive Intelligence
          NetApp

In a world of perfectly efficient markets (where everyone has access to 
the same information anytime, anywhere in the world), CI professionals’ 
primary mission can no longer just follow the “first-to-know” mantra 
but rather elevate their role to “first-to-anticipate.” Obtaining impactful, 
anticipatory early intelligence from non-published (i.e., human) 
sources is more critical than ever to demonstrate and continuously 
justify the raison d’etre of the CI function. This session will challenge 
CI professionals to act and think more like CI provocateurs to gain 
visibility at the C-suite with challenging internal stakeholders with new, 
thought provoking and well-substantiated insights and associated 
implications to your company or market. Based on hands-on best 
practices case studies from a panel of Fortune 100 CI practitioners, 
session participants will learn what kind of primary CI initiatives yield 
the highest ROI and sustainable recognition by senior management.

Key Take-Aways:
• Learn how and when Primary Source CI can be used to impact 

strategies and gain sustainable C-suite attention
• Understand under what circumstances what types of primary CI 

activities yield the highest ROI, quick wins and sustained value
• Review no-nonsense ROI metrics used in practice to justify primary 

CI initiatives and anticipatory Early Warning CI programs
• Insight into what type of primary CI activities yield the greatest 

synergistic effects when paired with secondary data analytics 
software.

• Identify proven ways to enhance the strategic impact of CI in your 
organization

tueSdAy
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F4    Building ROI and Performance Metrics That Drive the Value of  
        Your Program

          Daniel Pascheles 
          Chief Executive Officer & Partner 
          Molekule Consulting LLC

The presentation and discussion will focus on ways to evaluate and 
measure the value and the return of investment (RoI) in CI.

Key Take-Aways:
• An understanding of why we should measure RoI
• Some acceptable approaches for measuring RoI for CI
• Practical examples of how it can be done

F5    Win/Loss Analysis: How to Capture and Keep the Business   
         You Want

          Ellen Naylor
          Chief Executive Officer and Author
          Business Intelligence Source

Many in sales, marketing, competitive intelligence, and even executives 
don’t really know why the company wins and loses business. 
Businesses can keep from repeating their mistakes by doing the one 
thing that most businesses are afraid of doing: following up with their 
customers and asking, “what happened?” Discover how to remove the 
guesswork, and help your company gain more business by conducting 
Win/Loss interviews with your customers and those who chose a 
competitor. Research shows that taking action from a formal Win/Loss 
program can improve business win rates between 15 to 30 percent.

Key Take-Aways:
• An understanding of what Win/Loss analysis is; why it works; 

and how your company can benefit from developing a Win/Loss 
program

• A unique 12-step Win/Loss process that has guided managers and 
executives to world-class results

• The 7 key issues that you must address as you develop a Win/Loss 
program

          
F6   Strategic Foresight - Keeping Your Options Open in an     
        Uncertain World

          August Jackson
          Associate Director
          EY

          Tim Kindler
          Associate Director
          EY

A critical element for any organization is making decisions with an 
understanding of possible resulting market changes and competitor 
reactions. Effective early warning can only be achieved by rigorous 
synthesis and analysis of diverse data from primary and secondary 
sources. Based on tested & proven best practices utilized by veteran 
CI and strategy practitioners, you will learn how to clarify the realm 
of strategic possibility and market opportunity as well as anticipate 
competitors’ strategic decisions, sales tactics and customer pain points

Key Take-Aways:
• Apply scenario analysis, implications wheels, clarify uncertainty 

about the future of your market and foster strategic flexibility
• Build early warning systems to validate confidence in the direction of 

market transformations
• Learn how decision modeling and executive profiles can focus 

expectations of competitor moves and reactions

ADJACENT DISCIPLINES

D1    STRATEGY: Organizing Intelligence Service Offerings – From  
        Tactical Offerings to a Full Blown Strategic Function (When it’s  
        Only You and a Pot of Coffee)  - SOLD OUT

          MODERATOR:
          Jim Fowler
          Director, Competitive Market Intelligence
          Software AG 

          PANELISTS INCLUDE:
          Phil Britton
          Manager of Competitive and Market Insights
        Ulta Beauty

          Felipe Buzzerio
          Market Intelligence Coordinator
          GLOBO

          Sooyeon Yoo
          Global Market Research & Intelligence Manager
          Pentair

          Robert Zeas
          Global Strategic Competitive Intelligence
          Level 3 Communications, Inc. 

Maybe you are fortunate to work for a company that invests generously 
in CI – both in headcount and budget. Bravo! But what if you are 
the sole CI practitioner in your organization, and your budget is 
meager or nonexistent? How do you satisfy the many tactical and 
strategic requirements of your stakeholders until more resources are 
available? This invigorating panel discussion will explore ways to 
discover, organize and deploy capabilities within, and outside of, your 
organization to deliver significant tactical and strategic value – even if 
the “CI Team” is only you and a pot of coffee (or tea). 

Key Take-Aways:
• Tips for balancing the tactical and strategic requirements of multiple 

stakeholders when there is nobody to delegate to
• Ways to discover and engage hidden CI resources within your  

own organization
• Options for allocating your postage-stamp-size CI budget to deliver 

the most value for your investment
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D2   Case Study - Start with Buy: Blackbaud fires up a Buyer-Centric  
        Competitive Intelligence Program Using an Agile Approach

          Alan Armstrong
          Founder and Chief Executive Officer
          Eigenworks 

          Allison VanDiest
          Director of Competitive Intelligence
          Blackbaud  

Competitive intelligence tends to address specific needs or fill 
competitive knowledge gaps due to a specific situation. These 
situations generally pertain to learning more about wins and trying hard 
to avoid losses. But where do these reactive competitive intelligence 
projects start? Typically by aiming the lens at competitors - their 
product features, go-to market strategy, price, and so on. “What 
are they doing? How are they doing it? How can we do it better?”     
Unfortunately, this approach is backwards. In our session we will 
explain how this happens, and what organizations should do about it. 

Key Take-Aways:
• An understanding of how Blackbaud formalized the CI function and 

quickly created a foundation of Competitive and Buyer Intelligence 
for the company 

• How to elicit feedback from buyers through means unlike traditional 
CI techniques, using the “Buyer as Hero” methodology

• A framework for gathering a rich understanding of your buyers’ 
purchase decision

• How to quip your organization with the information necessary for 
fundamental change both within and outside of your business

D3   FINANCE: Intelligence Indicators and their Use in Forecasting  
        Strategic Outlook – A Case Study from the Video Gaming                                                                                                                      
        Industry

          Alex Nenadavets 
          Lead Strategic Intelligence Analyst
          Wargaming.net 

Which indicators are important when monitoring and forecasting 
the future trends of a rapidly evolving tech industry? This session 
aims to provide a new way of thinking about market and competitive 
intelligence and how it is applied the video game industry to identify 
new opportunities, overcome challenges, and fuel strategic growth. 
We’ll walk through some of our processes on strategic monitoring, 
trend identification and product analysis while demonstrating some of 
the ways analysis is created, presented, and distributed to stakeholders 
using the real life application to the video gaming industry.  

Key Take-Aways:
• Triage – Insight on how to concentrate on questions in the 

“Goldilocks” zone of difficulty, where effort pays off the most 
• Guidelines to break seemingly intractable problems into tractable 

sub-problems 
• Identify defeaters – Look for the clashing casual forces at work 

in each problem – synthesis is an art that requires reconciling 
irreducibly subjective judgments

INDUSTRY VERTICALS

V1    HEALTHCARE: Tactics for Building Scenario Planning Sessions  
        for the Healthcare Industry

          Aicha Ly
          Senior Market Intelligence Analyst         
          Independence Blue Cross 

The ever shifting healthcare industry landscape uniquely positions 
intelligence teams to help decision makers understand shifts in 
competitive dynamics and make informed strategy decisions. Scenario 
planning, when applied alongside traditional strategic planning and 
principles of design thinking and innovation, becomes a powerful and 
effective tool for deep examination of the indicators and potential 
outcomes for multiple likely futures. This session will immerse 
participants in hands-on activities and deconstruct strategies for 
intelligence professionals to lead effective scenario planning sessions in 
this unique industry.

Key Take-Aways:
• Frameworks used in scenario planning in healthcare, including case 

studies
• Strategies for building scenario planning sessions and identifying 

key indicators of potential outcomes for likely futures
• The role of design thinking and innovation frameworks in leading and 

engaging intelligence teams and decision makers through scenario 
planning sessions

V2   IT – ANALYTICS OPERATIONS SERVICES: Memories of the  
       Future: Applying Machine Learning for Competitive Intelligence     

          Christophe Bisson 
          Vice President
          International Institute of Marketing Professionals

The increase of data which is mostly unstructured is making the 
collection of weak signals using traditional tools such as scanning or 
scenario planning difficult. At the same time, globalization is raging 
and the internet makes your competitors “one click away.” This 
exposes the limitations of existing competitive intelligence systems 
and the importance of tackling these new challenges. Machine learning 
algorithms, also called “data-driven,” render machines more powerful 
than ever for decision making. However, we currently analyze only 
0.5 % of ‘Big Data’ and the rise of the Internet of Things will make the 
gap between existing data and what we can analyze even bigger. One 
solution which can be construed as an advanced form of competitive 
intelligence is an innovative combination of quantitative and qualitative 
tools for strategic purpose. This would allow an organization to control 
its environment by detecting the weak signals, helping interpret them, 
and act accordingly.

 Key Take-Aways:
• A new approach that combines qualitative and quantitative methods 

for developing a Competitive Intelligence System that aims to better 
detect and interpret weak signals

• Applications of machine learning 
• Pitfalls to avoid when building this type of strategic system
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4:50 PM – 5:30 PM 
CAPSTONE KEYNOTE - How to Get Along with Anybody

          Dr. Michelle Rozen 
          Communications and Leadership Expert 
          Michelle Rozen Communications LLC

Getting along with other people, and especially with those people that 
we consider difficult, is a huge challenge for all of us. On the other 
hand, the ability to get along with anybody, even with the most difficult 
and challenging people, is a quality that only few of us have and that 
once mastered, allows for tremendous amount of growth and success, 
both in the workplace and in our personal lives. By all means, the ability 
to get along with anybody is liberating, empowering and door opening.

Key Take-Aways:
• How to reassess your view of difficult people around you  
• Effective tools for communication with difficult people 
• Practical communication strategies that foster teamwork, positivity 

and collaboration

5:30 PM – 6:30 PM 
Networking Reception
Join us for another great opportunity to make new friends and further 
business relationships!

6:45 PM 
Wine & Dine
The networking never ends... join your colleagues in this Dutch treat 
gathering to kick back, relax, and enjoy the fine cuisine Atlanta has to 
offer. It’s another great opportunity to make new friends and further 
business relationships. 

tueSdAy

Join
SCIP

Strategic and Competitive Intelligence Professionals (SCIP) 
offers numerous opportunities for all Competitive Intelligence, 
Market Intelligence and Strategy professionals through education 
and training, career services and networking.  SCIP provides its 
members with exclusive access to variety of professional tools to 
stay ahead of the competition. See our complete listing of member 
benefits.

- SOLD OUT
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6:15 AM
Early Morning Risers Run/Walk
Calling all walkers, joggers and runners! Lace up your sneakers and 
get your endorphins flowing with a little exercise. It’s the perfect 
start to a great day of content and networking!

7:30 AM - 8:15 AM
Registration, Continental Breakfast & Exhibition

8:15 AM – 9:15 AM
OPENING REMARKS & SET THE STAGE KEYNOTE - Case Study 
From the Indian Army

          Maj. Gen. Neeraj Bali 
          Former Officer of the Indian Army

Based on true life Army operations – both on the strategic and the 
tactical planes, as well as from the intervention of social media into the 
security paradigm, Major General Neeraj Bali will underscore seven 
macro and critical lessons that are integral to Competitive Intelligence 
in the business world. The presentation will focus on key challenges 
that must be transformed into opportunities.

Key Take-Aways: 
• An understanding of how Competitive Intelligence is not merely an 

issue of structures and procedures, but of organizational culture
• How the elephant in the room – the ‘turf wars’ between competing 

interests –  gets to be ignored and how it must be tackled 
• A guide to how Competitive Intelligence works in an asymmetrical 

environment where the weak can – and do – challenge the strong 
and the well-entrenched

9:15 AM – 10:00 AM 
KEYNOTE - The Collaboration Conundrum

          Nicola Millard
          Head of Customer Insight & Futures
          BT Global Services Innovation Team

With technologies becoming more decentralized and disappearing into 
the cloud, is it also time for traditionally centralized and hierarchical 
organization structures to follow as hierarchy becomes “wirerarchy”? 
Logic (and technology) would say yes, but human nature often 
stubbornly disagrees. a whole host of collaboration conundrums, 
challenges and contradictions rear their heads as we have employees 
(and customers) who are connected by communication networks rather 
than real face-to-face ones.

Key Take-Aways:
• Redefining productivity in a digital age
• Identifying new skills for leadership in the future world of work
• Creating new ways of bringing employees, customers and partners 

together on common ground

10:00 AM – 10:45 AM 
Networking, Refreshment & Exhibition Break 

10:45 AM – 11:45 AM 
Concurrent Breakout Sessions – Customize Your Agenda!
Choose one session during this time frame.

INTELLIGENCE FUNCTION

F1   Beyond the Analytical Framework: The Social Skills Necessary  
       for Intelligence and Strategy

          Alexandre Del Rey 
          Head of Strategy and Competitive Intelligence
          Voith

The challenge of any strategy or intelligence professional goes much 
beyond the ability to understanding the analytical framework. They 
must be able to conquest allies, develop a network they trust, influence 
decision makers, navigate the political arena and support their 
organization towards innovation. This presentation will address all of 
these challenges and help practitioners develop a more comprehensive 
view of their role and its required skills. It also will suggest some 
literature, concepts and ideas to overcome all those challenges.

Key Take-Aways:
• A comprehensive understanding of the new role of strategy and 

intelligence professionals 
• A clear identification of the critical factors for achieving better and 

more impactful results 
• A fresh perspective on paths to overcome the actual challenges and 

creating a new set of skills

F2   Presenting the GuideWell Intelligence Portal – A Best Practice  
       in Integrated Market Intelligence

          Paul Kavanaugh
          Senior Manager, Client Development
          ShiftCentral

          Tiffany Post
          Competitive Intelligence Manager
          Florida Blue
       
Your market intelligence program must deliver only the most relevant 
information to the right people, at the right time. Of course, multiple 
audiences have different needs and preferences for consuming 
information. It’s crucial that it is presented in a timely, actionable 
manner, while allowing all stakeholders to be fully aligned and able 
to collaborate in support of larger organizational goals. This session 
will include the presentation of a real-world case study and best 
practices from the health industry, demonstrating the benefits of 
an integrated platform to disseminate and manage research and 
intelligence throughout the organization.

Key Take-Aways:
• The building blocks to create an innovative intelligence platform 

to deliver a coordinated, consistent intelligence picture across the 
organization

• The benefits of an integrated platform to disseminate and manage 
this intelligence

• Interactive discussion around intelligence platform best practices 
and innovations
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F3   The Dynamic Competitive Landscape: Development &          
        Tracking - SOLD OUT

          Larry Fauconnet
          Director, CI Insights & Strategy 
          INOVIS Inc. 

The competitive landscape is a complex environment consisting of 
the dynamic interaction of macro- and micro- environmental factors 
(Porter’s Five Forces and STEEPA, PEST, or PESTEL factors) as they 
develop and shift over time. This session looks at tools, techniques, 
and procedures that will assist the intelligence professional in 
ensuring they maintain a current and relevant understanding of this 
dynamic competitive landscape, as well as helping them focus on 
the most critical pieces.  

Key Take-Aways:
• A framework for understanding the competitive landscape and 

identifying the most critical pieces and dynamic relationships on that 
landscape  

• A process for proactively identifying likely shifts on the competitive 
landscape and looking for confirmation of those emerging 
changes 

• Examples of reporting and read-outs of competitive landscape 
observations – integrating intelligence effectively into the decision 
cycle

• 
F4   Measure to Manage: Building Collaborative Key Intelligence  
       Topics with Aligned KPIs

          Derek Johnson
          Chief Executive Officer  
          Aurora WDC

Learn how to create powerful and actionable Key Intelligence Topics 
(KITs) through more effective collaboration with the stakeholders 
for your intelligence programs. If your stakeholders are P&L leaders 
(and they usually are), aligning specific objectives with measurable 
Key Performance Indicators (KPIs) perfectly fits with the time-tested 
method they use to manage their own functions. What’s more, 
because you have aligned your methods to theirs, they are more 
likely to share critical needs with you as part of their extended team. 
This collaboration will make your end deliverables dramatically more 
effective and relevant. Derek Johnson will share three to five examples 
of real-world successful case studies.

Key Take-Aways:
• An understanding of the three (3) domains of KITs (Key Players, 

Early Warning, Strategic Decisions) and how to more effectively 
communicate and outline them in stakeholder discussions

• How the diversity of analytical ability inside your organization 
(analytics being used in finance, marketing, legal, etc.), and how 
your agility using a variety of analytical methods (KITs+1) will assist 
in driving value to the organization

• How to create and socialize KPIs (that work for your enterprise) to 
highlight your understanding of the need to continuously monitor 
key performance indicators that can serve as true north for your 
business

• 
• 
• 
• 
• 
• 
• 

F5   Super-Powered Insights for Your C-Suite - Becoming a CI    
       Superhero!

          John Blaine
          General Manager and Global Head of Corporate Services
          AlphaSense

          Andrew D’Ambrosio
          Director, Strategy, Operations and Business Development
          Raytheon

          Ryan Abshire
          Vice President, Strategic Planning and Corporate Development
          Global Payments Inc.

          Laurie Young
          Director, Competitive Intelligence
          Lone Star Analysis

CI teams play a critical role in helping their C-suite analyze and 
interpret information, and they must deliver with both speed and 
depth, providing insightful commentary to their business leaders.  
In order to deliver everything necessary to senior management, CI 
Professionals need to be the equivalent of a superhero. Developing 
super-powered insights is key to the success of any CI professional, 
however, it’s very challenging to stay on top of peers, competitors 
and the industry; and ensure that all key business drivers are known 
and continuously analyzed; and find the necessary information and 
turn it around in a timeframe that keeps up with the needs of the 
business; and know about potential threats and opportunities that 
continually enter the market. Effective CI produces intelligence 
reports in context and allows for informed decisions that deliver 
great value to their organizations. In this session, you will hear 
how CI colleagues use innovative, new technologies to speed up 
their processes and become superheroes at their firms. We will 
look at best practices that deal with specific situations, projects, 
opportunities and threats and arming your C-suite with crucial 
insights.

Key Take-Aways:
• Best practices in responding to the pace of change in the mark
• Leveraging technological advances to deliver key insights
• How CI can demonstrate value
 
F6   Deriving Intelligence Using Big Data 

          Danny Smith
          Principal – Manufacturing
          SAS Institute

The Industrial IoT revolutions is here. The opportunities are massive,
but many are not realizing the benefits. Getting Big Data from the
shop floor is not really the issue anymore – gaining insights from all
that streaming data and then acting on it is where most struggle. 
Don’t lose hope! Leveraging actionable analytics is the key to 
truly realizing IoT benefits. This session uses practical examples 
of successes across industries to illustrate smart approaches to 
monetizing your manufacturing data.

Key Take-Aways:
• A framework for identifying opportunities for leveraging analytics in 

manufacturing
• Techniques and capabilities required to transform streaming data 

into actionable intelligence
• Pitfalls to avoid when moving from insight to action 
• 
• 
• 
• 

wedNeSdAy



AgendAgenerAl session And exhibition

www.scip.org |         #SCIP16

LEADERSHIP LAB: Building Your Individual Brand to Achieve  
         Success

          Rhian Sharp
          Chief Executive Officer and Human Resources Director 
          R Sharp Recruiting and Consulting 

Participants will discuss how to leverage individuality, to attract new 
business, employees, the right partnerships and present to create a 
powerful presence. All this without changing who you are.

Key Take-Aways:
• Guidelines for building your individual brand 
• There is no such thing as a job posting... Recruiters look for you
• How to take control our your online persona

ADJACENT DISCIPLINES

D1    STRATEGY: Influencing Company Processes – End to End  
        Decision Making

          Mary Ann Sarao
          Director, Global Competitive Intelligence
          Bayer HealthCare

An Intelligence leader excels by exhibiting value to the organization.  
Value to an organization can be measured by strategic decisions 
based on good intelligence. Examples of valuable “Intelligence 
Input” include:  1) Contributing to launching a new product 2) 
Supporting an acquisition or merger at your company 3) Identifying 
a new customer or channel for selling your company’s product or 
service.  “Intelligence Input” and value are not always so clean and 
clear as those three examples. Strategic and tactical decisions in 
your organization are made every day  based on new intelligence 
gathered by you or your team - the process never stops! This 
presentation will focus on tips for providing valuable “Intelligence 
Input” at the right time for strategic  decision making. 

Key Take-Aways:
• How to diagram your “Intelligence Input” process
• A guide to being creative: using diverse “Intelligence Inputs”
• How to present the “Intelligence Input” and state the value 
• 
D2   MARKETING: How Cognitive Biases Could Influence Your  
        Market Sizing and Forecasting Estimations

          Levy Bouligny
          Business & Market Intelligence Analyst
          Project Management Institute 

Cognitive Biases are tendencies to think in certain ways that 
can lead to systematic deviations from a standard rationality 
or good judgment. We as Strategic Marketers are not immune. 
This presentation will demonstrate examples of the ways biases 
can influence our thought processes and outputs, and present a 
framework for “debiasing.”

Key Take-Aways:
• Techniques for mitigating biases
• An understanding that biases are similar to blind spots; you can’t 

eliminate them but there are techniques to mitigate them.  
• An understanding of what should you believe about yourself when 

your forecasting estimations are correct 
• How to “debiase” our decisions by broadening perspectives and 

abiding by humility 

D3   FINANCE: Using Analytics to Influence your Organization

          Demian Straka
          Senior Manager, Corporate Strategy Competitive Intelligence 
          Hewlett Packard Enterprise 

Let’s say a competitor makes an aggressive move, such as a 
price war, enhanced channel incentives, or investments in new 
capabilities.  Are you using financial analytics to help formulate 
response strategies?  If not, you could be overlooking critical 
competitive insights.  In this session, you will learn three 
straightforward techniques to integrate financial analytics into your 
competitive assessments.

Key Take-Aways:
• Techniques to assess likely longevity of competitors’ discounting or 

channel incentive initiatives 
• Methods to determine competitors’ investment capacities
• Best practices for integrating financial analyses into competitive 

assessments

INDUSTRY VERTICALS

V1   HEALTHCARE: Identifying Opportunities with White Space &   
       Adjacency Mapping

          Duo Wang
          Director, Market Intelligence
          Stryker

Business development has long been one of the principal growth 
strategies for life science companies. Pharmaceutical and biotech 
industry completed 2016 with 387 M&A deals and a total deal value 
of $197 billion worldwide (Source: PWC). Companies are constantly 
looking for external opportunities to compliment, strengthen 
and expand their portfolio. How can market intelligence create 
value in the search for white space and adjacent opportunities? 
What development opportunities exist for market intelligence 
professionals?

Key Take-Aways: 
• Best practices for conducting market landscape and opportunity 

evaluation, using primary and secondary market research
• Insight on developing critical skill sets and identifying development 

opportunities through such engagements

11:50 AM – 1:00 PM
Interactive Coaching Session - Delivering Value and  
The Challenges of Interfacing with Executive Management

       Michael O. “Coop” Cooper
       Founder
       Innovators + Influencers

Whether you have a seat at the executive table or not, getting 
your point across and framing competitive intelligence insights 
and recommendations to achieve executive buy-in requires careful 
thought and consideration of your audience. Neuro-management 
allows you to communicate directly to people’s brains, by-passing 
their personalities, and addressing their resistance to change based 
on their attention span, information need and resistance.

Key Take-Aways:
• A neuroscience framework
• A template for communicating with each brain type and teams 

that include all four brain types to eliminate confusion and manage 
individual perceptions and goals for growth and progress

• Proven best practices and lessons learned from real world 
application of neuro-management 

wedNeSdAy 
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concurrent with

Solutions Wheel
Play the “wheel” and join a series of rapid-fire, one-on-one meetings with 
leading solution providers.

1:00 PM – 2:20 PM 
Networking Luncheon & Awards Ceremony

2:20 PM – 2:30 PM 
Session to Session Travel Time

2:30 PM – 3:30 PM
Concurrent Breakout Sessions – Customize Your Agenda!
Choose one session during this time frame.

INTELLIGENCE FUNCTION

F1   Building a Counterintelligence Program for Your Entire     
       Company - SOLD OUT

          Kent Potter
          Managing Director
          Bennion Group

Most companies have lost business – or secrets – to competitors.  Some 
losses come via corporate (or international) espionage. Others stem from 
simple carelessness. While much intellectual property is lost to hackers, 
most companies have little sense of what else they may be losing 
through other means. 

Key Take-Aways:
• How to determine what kind of threat your company faces, and how 

to react to it
• The benefits of a full-featured vulnerability assessment that includes 

cyber, human, and process elements
• Getting started:  How to help your management get a clue, and first 

steps to protecting your company’s secrets

F2   Building a Strong Intelligence Reporting Function 

          Phil Britton
          Manager of Competitive and Market Insights
          Ulta Beauty

Would you like to build a portfolio of intelligence deliverables, but are 
stuck staring at a blank PowerPoint slide? In this session, intended for 
early exposure, we will discuss how to move beyond an endless stream 
of ad hoc reports to build a portfolio of reports that are impactful, 
mindful of your audience, and won’t take forever to build.  We’ll discuss 
when you, as a practitioner, should be flexible with the requests you 
receive, and when you hold your clients accountable. In short, how do 
you build a brand with your reporting, increase your effectiveness and 
keep your sanity intact?

Key Take-Aways:
• Insight into why SWOT Analysis, while simplistic, might be what your 

company needs 
• How to take the 5-Forces and work it for your company (without 

calling it that)
• KITs – How to ‘recast’ them in a way that makes sense for people who 

can’t tell a KIT from a KIT KAT 
• Why you need to think of your deliverables as “products” and how to 

track what is selling
• 
• 
• 
• 
• 
• 

F3   Case Study with Blueocean and Lenovo: Using Analytics for  
        Influence

          Anish Nanavaty
          Head North America
          BlueOcean Market Intelligence

          Ashish Braganza
          Director of Global Business Intelligence
          Lenovo

Companies today have different teams such pricing, product, 
merchandising that operate in isolation and use competitive intelligence 
in fragments. There is a growing need to consolidate efforts and 
leverage knowledge effectively within the various teams using unified 
solutions and approaches. Companies can discover opportunities 
to capture near to real-time details surrounding competitor tactical 
and strategic moves, and not just collect and assimilate data from 
multiple sources, but also use statistical models to combine multiple 
data sets and optimize output variables. This session will walk 
participants through a case study with Lenovo based on this approach 
that ultimately gave them a unified view for timely and competitive 
responses.

Key Take-Aways:
• Case history with Lenovo of how they were able to implement a 

unified solution and approaches
• A guide to incorporating a strong analytics program around the 4P’s 

of Marketing 
• Examples of how data sets from multiple sources can be leveraged 

to generate actionable insights

F4   From Big Data to Big Insights – or Why AI needs BI 
       (Brain Intelligence)

         Anders Bretz 
         Founding Partner
         WideNarrow

         Florian Meinel
         Senior Director, Market Intelligence & Marketing Intelligence
         Elekta

In the era of big data analytics, we need to focus on how humans best 
can add value in the analysis process. The machines still cannot see 
and understand everything and human intelligence can still make a big 
difference. By adding empathy, ethics and morality, as well as adding 
different perspectives from different areas of expertise into the analysis 
process, you can ensure your intelligence function has a proven worth 
for many years to come.

Key Take-Aways:
• Why AI can NOT find and interpret everything  
• How to get buy-in through personal engagement throughout the 

Intelligence process
• The “What” or the “Why”? How linking AI and Brain Intelligence 

makes solid decision support

wedNeSdAy
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F5   Collaborative Demographic Intelligence: A Case Study for  
       Africa’s Development

         Nisha Sewdass
         College of Economics and Management Sciences
         University of South Africa 

         Eric Udjo
         College of Economics and Management Sciences
         University of South Africa 

It is important to note that competitiveness challenges in Africa are 
prevalent. In addition, the productivity across all sectors of the region’s 
economy—agriculture, manufacturing, and services still remain low.  
Furthermore, it has been suggested that in the decades ahead, Africa’s 
unique demographic dynamics will impact the challenge of transforming 
the continent. To harness the demographic trends in boosting socio-
economic development, African countries should learn from each 
other in terms of how certain levels of demographic magnitudes were 
achieved by some countries.

Key Take-Aways:
• An understanding of how demographic challenges have hindered 

African economic growth and development
• A better understanding of how demographic factors can become 

a vital step in developing strategies for achieving and sustaining 
higher growth rates in Africa

• The contribution of demographic factors to the advancement and 
competitiveness of the African region 

F6   Selling your Overhead Function to the Organization

          Roger Yoder
          Director, Competitive Intelligence
          NetApp

          Mike Shea
          Senior Manager, Competitive Intelligence
          NetApp

Beauty is in the eye of the beholder, and a CI function must present 
itself, and deliver, the value expected by its customers. In this session, 
we will show you a simple ‘outside-in’ framework that lights up 
executive team discussions and provides the raw material a sales team 
needs to boost win rates at higher margins.

Key Take-Aways:
• How to best understand what your audience will value – a simple 

roadmap
• Obtaining and communicating a clear ‘outside-in’ viewpoint - and 

defending it - understand when to present perspective or facts 
• Developing a key Intelligence Services portfolio that supports, 

informs and influences from Field to Key Executives and functions 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

• 

L2   LEADERSHIP LAB: Why (and How) Servant Leadership      
        Improves CI Teamwork and Effectiveness

          Dr. Dan Mulligan
          Grand Canyon University

This session presents empirical Servant Leadership research 
demonstrating improved organizational effectiveness. It also explains 
why this leadership model is especially suited for CI practitioners in 
large organizations.

Key Take-Aways:
• Why different corporate and department leadership styles 

significantly influence CI effectiveness
• Key behavioral aspects to improving interdepartmental 

communication and coordination
• Best practices for CI effectiveness from successful CI leaders
• 

ADJACENT DISCIPLINES

D1   STRATEGY: Strategic Foresight – Competitive Advantage  
       via Competitor & Market Anticipation - SOLD OUT

          Paul Santilli
          WW OEM Business Intelligence & Customer Insights
          Hewlett Packard Enterprise

          Marc Limacher 
          Founder & Managing Director
          INOVIS Inc. 

A critical element for any organization is maximizing its competitive 
intelligence (CI) analytics. This can be done by using key information to 
identify strategic and tactical gaps that will ultimately yield significant 
opportunities resulting in market growth. In our era of perfectly efficient 
markets, and effective “Early Warning” system can only be achieved by 
including primary source intelligence as part of your CI model. Based on 
several tested & proven best practices approaches utilized by Fortune 
100 firms, you will learn how to optimally, early and systematically 
detect competitors’ behaviors, sales motions and customer pain points, 
and anticipate market opportunities and competitors’ next moves as 
part of such an Early Warning system.

Key Take-Aways:
• How Primary Source CI can be used to determine market 

attractiveness and GTM strategies
• An understanding of  tools & methodologies that help you anticipate 

market opportunities and competitors’ weaknesses, including 
indicators/signals for monitoring

• No-nonsense ROI metrics used in practice to justify an anticipatory 
Early Warning CI program

• Identify proven ways to enhance the strategic impact of CI in your 
organization 
 
 
 
 
 
 
 
 
 
 
 
 
 

• 

wedNeSdAy 
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D2   MARKETING: Customer Insights and the Role of Intelligence in 
        Understanding the Market  

          Felipe Buzzerio 
          Market Intelligence Coordinator
          GLOBO

Strategic and competitive intelligence units have always been called 
upon to assist in guiding organizations towards business opportunities 
while avoiding threats. That has been accomplished by focusing largely 
on some few key aspects of the external environment. Nonetheless, 
evidence suggests that trends like new technologies, fast changing 
business environments and the development of the Intelligence practice 
in companies have shaped the demand for new approaches especially 
regarding different competitive environment areas of knowledge. Topics 
once traditionally handled by other functions of the organization are 
now being also demanded from such units – e.g. knowledge about 
customers. This session aims to explore solutions and methodologies 
that can assist in incorporating one of these topics – customer insights 
– into the intelligence products based on real life experiences.

Key Take-Aways:
• An understanding of new areas of knowledge to be merged with 

analytic intelligence capabilities
• Tools to start incorporating customer insights into intelligence 

products
• Intelligence unit implementation strategies through lessons learned 

while adding customer insights to its focus
• An overview of how to leverage integration with areas like market 

research, marketing, sales, product management, supply chain 
management etc. 

D3   SALES: Integrating Competitive Intelligence with the Sales  
        Function

          Edward Allison
          Managing Director & Founder
          Compelligence, Inc. 

The world is changing and your competitive practice must change with 
it to show true business impact, capitalize on the technology revolution, 
and attain notoriety as a true profession. This requires on building 
the Competitive Organization vs. the Competitive Function with new 
strategies, organizational processes, and information systems.
Starting with the Sales organization, CI should focus on delivering 
measurable revenue impact, while at the same time massively 
increasing collection opportunities and access to data.  Drawing on 
‘Big data’ principles generated automatically by modern information 
systems, the CI leader can achieve a trusted advisor role with other 
managers and executives.

Key Take-Aways:
• A CI Case study of a software company that employed modern 

processes and systems to save or generate over 100’s of millions of 
dollars in competitive revenue  

• How to ensure CI is an organizational-wide process supported by 
modern IT platforms and not simple “news readers” 

• An understanding of how artificial intelligence, virtual agents, and big 
data are changing the modern CI practitioner

• How to integrate IT aided processes like Sales Battle Cards, Win-
Loss, and competitor revenue tracking into CI

INDUSTRY VERTICALS

V1    HEALTHCARE: The Convergence of the Intelligence &             
        Regulatory Disciplines to Determine the Viability 
        of Products         

          Alfred Reszka
          Executive Director and Head, Strategic Business Intelligence
          Merck 

Although the presentation on this subject will focus on the convergence 
of intelligence and regulatory disciplines within the pharmaceutical 
industry, we will broaden the discussion to all participants involved 
in the healthcare space in order to gain a broad perspective. For its 
part, the Pharma intelligence discipline benefits greatly from regulatory 
requirements for disclosure of clinical trial designs and timelines, the 
publication of documents submitted in support of regulatory filings 
(especially in the US), as well as the predictability of regulatory 
timelines. Collaboration between the CI function and Regulatory 
within any given Pharma or device company provides an opportunity 
to better predict the future, and, if done well, can offer a competitive 
advantage. Importantly, both competitive and regulatory intelligence 
can be leveraged to steer the organization to more effective decision-
making around internal development timelines, as well as development 
of defensive strategies in order to maximize market share.

Key Take-Aways:
• The discrete benefits to the CI function when operating in a 

regulated industry
• A good understanding of how regulatory processes are key to 

predicting the future of your competitors and their pipeline assets
• How combining competitive and regulatory intelligence can enable 

better decision-making to your organization

V2   IT – ANALYTICS OPERATIONS SERVICES: Competitive     
        Intelligence in the Era of Artificial Intelligence

          Al Naqvi
          President
          American Institute of Artificial Intelligence

Traditional predictive analytics and business intelligence tools can 
only go so far. When it comes to competitive intelligence, artificial 
intelligence based technologies are emerging as game changing 
applications. This session provides an overview of how companies 
are using artificial intelligence for competitive intelligence and what 
lies on the horizon.   

Key Take-Aways:
• Learn about the autonomous technology paradigm 
• Incorporate artificial intelligence in your competitive intelligence 

planning 
• Improve outcomes by deploying intelligent systems

3:30 PM – 4:15 PM
Networking, Refreshment, and Exhibition Break
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TRAVEL READY THURSDAY - Feel free to come down in your most 
comfortable travel wear so you can check out early, store your bags 
and ensure a stress-free day.

7:45 AM – 8:30 AM 
Continental Breakfast & Exhibition

8:30 AM - 9:35 AM
OPENING REMARKS & SET THE STAGE KEYNOTE - The Impact of 
Artificial Intelligence Revolution on Corporate Strategy

          Al Naqvi
          President
          American Institute of Artificial Intelligence

The structural dynamics of the new economy are being redefined. The 
advent of artificial intelligence has altered the fundamental assumptions 
of the economic theory, of the business strategy paradigms, and of the 
management theory. The rules of competition and strategy incubated 
in the post-industrial revolution era are being challenged. The advent 
of the Internet brought about an evolutionary, albeit predictable, 
change – but even the information age is no match for the rise of the 
smart machines. This session shows how strategists can demystify 
the complex new world of artificial intelligence and incorporate the 
revolutionary transformation in their business strategies.

Key Take-Aways:
• Learn how to incorporate the impact of artificial intelligence in your 

business strategies 
• Determine the opportunities and threats in the great transformation 
• Understand ethical and governance implications

9:35 AM – 10:15 AM 
KEYNOTE - Competitive Intelligence Tools and Techniques in the 
Development of African Union Agenda 2063

          Charles Wangadya
          Policy Officer
          African Union Commission

This presentation will explore the application of competitive intelligence 
in the sphere of global economic development, through a shared 
strategic framework for equitable growth and development in Africa.

10:15 AM – 11:00 AM 
Networking, Refreshment, and Exhibition Break 
Mentoring Informational & Sign Up will take place in the Exhibit Hall during this break.

10:15 AM 
Booth Crawl Winner Announced

thurSdAy, MAy 18, 20174:15 PM – 4:45 PM
LEADERSHIP & THE MODERN WORKFORCE - The Five Habits 
of the Master Thinker

          Randolph H. Pherson
          President
          Pherson Associates

Do you need to build a robust analytic culture in your organization 
that emphasizes transparency, ensures accountability, and instills 
rigor while increasing productivity?  If so, consider incorporating the 
Five Habits of the Master Thinker into your office culture: 1. Challenge 
key assumptions; 2. Consider alternative explanations; 3. Look for 
inconsistent data; 4. Identify key drivers; and 5. Think above your 
paygrade.

Key Take-Aways:
• The five habits of the master thinker
• How they help you overcome cognitive biases and avoid intuitive 

traps
• How best to integrate them  into your office culture

4:45 PM – 5:15 PM
CAPSTONE KEYNOTE - Knowledge Management – The Key 
Ingredient to Business Intelligence

          Robert Armacost
          Director
          iKnow

Roughly 70 percent of the valuation of public companies today 
comes from intangible assets, and one of the most important of 
these assets is an organization’s knowledge. It is the intellectual 
property created in R&D labs, insights on customer trends gleaned 
by marketing, new cost-reduction practices found on the shop floor, 
and the collective experience of the organization’s people. Everyone 
is now a “Knowledge worker” - creating and discovering knowledge 
every day, and conversely also seeking knowledge from others 
both inside and outside the organization. Knowledge Management 
emerged as a management concept in the 1990s, where 
organizations have mobilized their people, process and technology 
to apply their knowledge to continuous learning, intelligence and 
new business value. This matters more than ever to any organization 
today and going forward. Consistent with our conference theme 
of skills and the organization, we will showcase several emerging 
trends with how leading organizations are embedding impactful and 
sustained knowledge sharing into everyday work.  

Key Take-Aways:
• How to turn project-based learnings into repeatable assets
• A framework for mobilizing networks for value
• A guide to applying cognitive computing tools to uncover expertise 

5:15 PM – 6:15 PM 
Networking Reception
Wrap up the day of content with some drinks, hors d’oeuvres and 
conversations and share those great take aways you’ve learned so far

wedNeSdAy/ thurSdAy 
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11:00 AM – 12:00 PM 
Concurrent Breakout Sessions – Customize Your Agenda!
Choose one session during this time frame.

INTELLIGENCE FUNCTION

F1   Visualization, Presentation & Storytelling Skills - SOLD OUT

          Matt Chappell
          Vice President
          Quid

In today’s rapidly changing business environment, success is heavily 
dependent on the ability to rapidly gain relevant insights from the 
ever increasing availability of data. New Information Visualization 
tools are emerging that now make it possible to more readily see key 
patterns, trends, insights that can result in breakthroughs in strategic 
decision making. We will systematically walk through some of the more 
interesting Information Visualization tools that are emerging and how 
these tools can be used to see patterns, trends and insights from vast 
amounts of patent and publication data. We will also show how the 
insights derived from these tools can be leveraged to inform strategic 
decision making. The key to business success is the quality, relevance 
and timeliness of CI. Information Visualization is a rapidly evolving 
discipline and can greatly enhance CI capability.

Key Take-Aways:
• An overview of some of the visualization tools that are currently 

available
• Sample applications of Information Visualization that led to pivotal 

strategic decisions
• A discussion pertaining to how these visualizations lead to a change 

in the way we gather, synthesize, communicate CI

F2   Basics of Social Media Data Extraction 

          Tracy Z. Maleeff 
          Principal
          Sherpa Intelligence LLC

Sure, you’ve posted a Tweet or updated your LinkedIn profile. But, 
do you really know how to use social media platforms as a source for 
data extraction? It is estimated that on Twitter, for example, about 500 
million Tweets are posted daily. That is a lot of user-generated content 
that isn’t necessarily easily indexed and it’s ripe for the picking! This 
session will walk you through the basics of advanced search techniques 
on a variety of social media platforms. You will leave with ideas of 
how to find information yourself using free resources, and also learn 
about which fee-based and subscription services are available. Don’t 
underestimate the value of data posted to social media. Learn how to 
harness it and make it work for you.

Key Take-Aways:
• An understanding of the value of social media as a data resource
• Techniques and tips on how to pull information from social media 

platforms like Twitter, LinkedIn, and more
• A list of tools and resources to extract data

thurSdAy

L3    LEADERSHIP LAB: The 10 Commandments of Winning     
        Teammates

          Sean Glaze 
          Founder/Owner
          Great Results Teambuilding

The problem today is that success requires more than just technical 
talent. People need interpersonal awareness and skills to succeed. The 
people who can build trust and focus on others most effectively will 
enjoy a significant competitive advantage and win more loyalty. Sean 
Glaze, author of The 10 Commandments of Winning Teammates and 
Rapid Teamwork, has taken the same lessons and insights that helped 
him lead basketball programs to their best seasons and translated them 
into an actionable message that will inspire your people to be better 
teammates.

Key Take-Aways:
• The three key behaviors that build and maintain trust 
• How to be an owner and claim personal responsibility for results
• How to be an encouraging catalyst that creates a more positive 

team culture

ADJACENT DISCIPLINES

D1   STRATEGY: Structured Analysis Analytic Techniques  
       
        Randolph H. Pherson
          President
          Pherson Associates

Participants will learn key step-by-step structured analytic techniques 
to be used in combination with other techniques and frameworks in 
competitive intelligence. Participants will be exposed to a portfolio 
of these techniques including: scenarios and indicators, analysis 
of competing hypothesis, key assumptions check, among other 
techniques.

Key Take-Aways:
• A set of analytic techniques and how to apply them for CI
• How to instill rigor in your competitive intelligence analysis and 

production process
• A guide for addressing the most common cognitive biases and how 

to avoid analytic traps in your CI practice

]
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INDUSTRY VERTICALS

V1    HEALTHCARE: Riding the New Wave of Consumerism: Impact  
          on Patients, Providers and Vendors

          Andrea O’Neill
        Senior Manager, Market and Customer Insights 
        Philips

          Rick Stachel, D.Sc.
        Director - Marketing Intelligence, Sleep & Respiratory Care
        Philips

Healthcare is increasingly becoming a consumer-driven market, providing 
new challenges for patients, health systems and vendors. To remain 
competitive, providers must understand how consumer preference 
can affect their service lines and market share, and vendors must also 
understand how the changing healthcare dynamics driving consumerism 
impacts their business. 

Key Take-Aways:
• The characterization of patients as consumers and how preferences 

drive behavior
• How healthcare providers are adapting their efforts and developing 

patient-centric strategies to ensure growth
• Impact on medical device manufacturers and potential vendor 

strategies to remain viable in the long term

V2   IT – ANALYTICS OPERATIONS SERVICES: Sports Analytics  
          Intelligence to Improve Athletic Performance – Why the              
          Calculator Wins Between the White Lines

          Justin Bedard
          Football Scouting and Analytics
          Granite Sports

Analytics applications are all around us today. Whether we are winning in 
business or on the playing field, intelligence based decision making is a 
must. Join sports analytics expert Justin Bedard, as he discusses the use 
of analytics to drive peak athletic performance. Teams and athletes have 
been looking to gain a competitive advantage since the dawn of sports. 
This session uses a sports business case to explain how the use of trend 
analysis of targeted metric clusters can better predict performance. You 
will not only enjoy the application but have a better understanding of 
how you might apply this to your own situation to drive success and “win 
big”.    

Key Take-Aways: 
• Insight on how to create effective targeted metric clusters using the 

example of athletic competition 
• Practical steps for how to project the future success of an individual 

athlete and a discussion on how you might apply metrics in your 
competitive situation 

• Changing strategies - new perspectives on first year player drafts 
in professional sports and how it changes through process around 
competing 

12:00 PM 
Exhibit Hall Closes

12:00 PM – 12:05 PM 
Session to Session Travel Time

D2  MARKETING: New Product Development & New Product                              
         Introductions: Intelligence as a Critical Asset

          Paul Santilli
          WW OEM Business Intelligence & Customer Insights
          Hewlett Packard Enterprise

Now more than ever, to successfully compete in today’s highly 
dynamic marketplace, it is critically important to focus on your 
company’s New Product Introduction process; to shorten Product 
Development cycles, improve costs and reduce the Time to Market 
for Products and Services. Today’s market that is saturated with 
competitors ranging from internet startups to seasoned, entrenched 
corporate giants, offering stiff competition across the globe. A key 
differentiator for the successful organization will be through the use of 
effective Intelligence Modeling around New Product Development and 
Introduction processes. Understanding market dynamics, regulatory 
implications, product characteristics and regional/geographic impacts 
are all examples of the multitude of variables to assess to out-smart 
your competitor. This workshop will explore many of these areas and 
illustrate example Intelligence tools and methodologies to give you the 
advantage.

Key Take-Aways:
• Utilizing Intelligence modeling for assessing market dynamics 
• Identifying key areas for market penetration
• Understanding competitive and global implications
• Incorporating intelligence into the new product introduction lifecycle

D3   FINANCE: Pricing Intelligence and its Key Role in           
        Competitive Advantage

          Robert Zeas
          Global Strategic Competitive Intelligence 
          Level 3 Communications, Inc.

Pricing intelligence is a critical discipline that enables businesses 
to conduct rational decisions to compete effectively. Aligning your 
organization around your pricing analytics to deliver breakthrough 
success is a most favorable outcome for Strategic CI practitioners. This 
session shares commercially successful best practices to finely tune 
your pricing intelligence visibility and business contributions. During 
this highly interactive session, you will acquire proven frameworks, tools 
and techniques to support marketing campaigns, offers/promotions 
and product pricing actions.

Key Take-Aways:
• Methods to increase data and pricing literacy to build CI practice 

and pricing workbench credibility 
• Frameworks to identify key business priorities, and plan specific 

pricing initiatives 
• Criteria and methods to earn senior executive and key stakeholder 

support 
• Measuring business results: ensuring success is tied to your team 

contributions
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FOOD & FUND DRIVE: 
SCIP 2017 ATLANTA CONFERENCE 

Join us in the fight against hunger in the Greater Atlanta/Northern 
Georgia areas as we partner with Atlanta Community Food Bank 
for a Food & Fund Drive, at the SCIP 32nd Annual International 
Conference & Exhibition May 15-18, 2017.  SCIP will be collecting 
cash donations at the SCIP booth for canned goods throughout the 
conference dates or donate today online.
      For more information click HERE!

12:05 PM – 12:35 PM 
CAPSTONE KEYNOTE  - WEBINT vs. SOCMINT vs. Mobile BI –New 
Developments in the Online and Mobile CI Arena

          Amir Fleischman
          Managing Director
          Cicom Global

The session will review new tools, techniques and platforms available 
for CI practitioners in the Internet, social media and mobile applications, 
which enable the attendants to ameliorate their competitive skills by 
effectively finding significant information and insights about key players 
within corporate ecosystem. Among the session themes: innovative 
search engines, methods to use social networks as intelligence 
networks, audiovisual, alerting and on-the-go tools. The session is 
followed by practical examples and case studies.

Key Take-Aways:
• Knowledge of new online CI tools to track your competitor, 

customer and supplier activities over the net
• How social networks can become intelligence networks, and wisely 

use them to gain efficient insights on your market
• Innovative mobile applications designated for better CI-related 

understanding, work and outcomes

12:35 PM 
Closing Remarks & General Session Concludes 

thurSdAy



SCIP University Agenda - Monday, May 15, 2017 
8:30-4:30       SPJ-CI-1F-Core - CI 100 – Foundations of Competitive Intelligence 
   (If taken outside of SCIP University Intensive Certification 1 ½ day, this course earns 15 points toward SCIP U Certification) 

  David Kalinowski, President, Proactive Worldwide, Inc., Gary Maag, CEO, Proactive Worldwide, Inc., USA 

Learn to identify and communicate insights and analysis to business leadership in clear, concise and impactful ways. This fundamentals session will 
introduce participants to an intelligence operating model that is designed to enable you to deliver high quality results your business leads will value. The 
course will provide an overview of intelligence strategy, strategic alignment, business and client needs and return on investment. Topics covered in 
depth include project scoping and estimating, execution, secondary research, primary research, managing contractors, and managing internal client 
expectations.  

SCIP University Agenda - Tuesday, May 16, 2017 

8:30–9:30  SPJ-CI-30F-Elective - Introduction to Decision Tools and Frameworks New This Year! 
  Nan Bulger, SCIP 

In this one hour session, we will give an overview of tools, decision frameworks and strategic discussion process.   There is often confusion in the 
teaching of thee useful analytical visualizations and processes.  We will define the difference between them, discuss how each is applied to decision 
making and show proven practitioner examples of each and what the characteristics of these analytical tools were that made them successful.  We will 
also discuss visualizations and analytical process in knowledge share round format that you have successfully used in your own practice. 

9:30-10:30  SPJ-CI-26F-Core - Introduction to Integrated Intelligence 
  Tina Bundgaard, Corporate Market Intelligence, Rockwool International, Denmark 

Address the integrated intelligence disciplines of market intelligence and business intelligence, illustrating their differences and synergies with each 
other and with CI. We will present case studies and interactive activities that will address the need to integrate all of the intelligence disciplines to attain 
comprehensive insight into the market. Key Take-Aways: Build an understanding of the definition of each integrated intelligence capability and the 
competency requirements for each, Understand the insights that are derived from the disciplines and skills of an MI professional as well as BI 
professional and Participate in an interactive exercise to combine various intelligence capabilities into true decision support reporting tools and 
capabilities.  

10:30-11:30  SPJ-CI-27F -Core - Introduction to Implementation of CI Portals  
  Jesper Martell, CEO, Comintelli, Sweden 

The most important tool is a CI Portal that has been designed to support the entire intelligence cycle. During this full day course will you will learn: What 
the benefits of using software and technology are,  How to build a business case for a CI portal, Navigating the intelligence software landscape, How to 
leverage Big Data for CI, Dealing with the IT department and How do you launch and get your target users onboard the CI Portal.  Key Take Aways: 
Arguments for using a CI Portal, Tools for selecting a tool that suits your needs, A clearly defined best practice implementation process and Ideas for 
increasing usage of a CI Portal 

For registration and more information visit scip.org 

Certifications 
SCIP Fundamental Certification 

Workshops / Classes / Training On-Demand 

1.5-day comprehensive professional development with 
master instruction covering strategy and analytics basics, 

with competitive, business, and market intelligence.  
Exam included. 

Accredited Educational Programs from SCIP 
32 Years of Global Excellence  

Integrated 
Intelligence™ & 
Strategy Skills

Foundations of 
Competitive 
Intelligence 

Technology & 
Visualizations

   

Data Analytics for 
Decision-Making

Fundamental Certification Intensive | 15-16 May 2017 
Atlanta, GA USA 

SCIP’s Certification is rooted in our  one of a kind professional development program called LEARN, 
SERVE, GROW. In order to complete the Certified Analytics Professional (CAP) Fundamental 
Intensive Certification, participation in one or more of the events listed below is required: 

  SCIP International Women’s Roundtable & Reception (Fulfills GROW requirement) 
  CI AdventureProgram*  
  Make 5 new connections at a  SCIP networking event while at the Conference (Fulfills GROW 

requirement) 
  SCIP Mentor Program (Fulfills SERVE requirement) 

*email mwinter@scip.org for more information on the CI Adventure Program 

Two Required Pre-Conference Webinar On-
Line Courses: 
SPJ-CI-25F-Elective - Data Privacy 
SPJ-CI-28F-Elective - Using Social Media for 
Competitive Intelligence Research 
(Information to access these pre-conference webinars will 
be provided after registration for the Intensive Program.) 

Certified Analytics Professional (CAP-1) Certification Program LEARN. SERVE. GROW. 
.  

24



2017 SCIP- EXHIBIT HALL

22 21 20 19

26 27 28

48 47

18

17

11

10

8

23

24

GENERAL 
SESSION

16

15

14

13

12

9

44 45 46

31 30 2925

32 33 34

37 36 35

38 39 40

43 42 41

49

Part of the 
SCIP 2017 Booth Crawl

Booth Crawl begins at
11:30am on Tuesday 

and concludes 
8:30am on Thursday!

Company Name Below

2017 SCIP BOOTH LOCATIONS

As of 5/2/17

8  AlphaSense
9  M-Brain

10  R&K Intelligence
11  LexisNexis
12  Aurora WDC - Firstlight
13  Aurora WDC
14  CID
15  INOVIS, Inc. 
16  Navigate International
17  SinoFaith IP Group 

18  Innography
19  Thomson Reuters
20  Fletcher/CSI
21  WideNarrow
22  PlainSight Intel
23  Mergermarket
24  Ivy Exec
25  American Military University
27  Frost & Sullivan

28  Dow Jones Factiva
29  Comintelli
30  Comintelli & Proactive Worldwide, Inc.
31  Proactive Worldwide, Inc.
32  Cipher
33  Cipher
34  SIS International
35  Acquire Media
36  SAI

37  Sedulo Group
38  ShiftCentral
39  Ivy Strategy
40  Maia Strategy
41  EMIS
42  FGH Academy of Competitive Intelligence
43  Findout Ltd. 
45  The Futures School
46  Bureau van Dijk

SCIP University Agenda - Monday, May 15, 2017 
8:30-4:30       SPJ-CI-1F-Core - CI 100 – Foundations of Competitive Intelligence 
   (If taken outside of SCIP University Intensive Certification 1 ½ day, this course earns 15 points toward SCIP U Certification) 

  David Kalinowski, President, Proactive Worldwide, Inc., Gary Maag, CEO, Proactive Worldwide, Inc., USA 

Learn to identify and communicate insights and analysis to business leadership in clear, concise and impactful ways. This fundamentals session will 
introduce participants to an intelligence operating model that is designed to enable you to deliver high quality results your business leads will value. The 
course will provide an overview of intelligence strategy, strategic alignment, business and client needs and return on investment. Topics covered in 
depth include project scoping and estimating, execution, secondary research, primary research, managing contractors, and managing internal client 
expectations.  

SCIP University Agenda - Tuesday, May 16, 2017 

8:30–9:30  SPJ-CI-30F-Elective - Introduction to Decision Tools and Frameworks New This Year! 
  Nan Bulger, SCIP 

In this one hour session, we will give an overview of tools, decision frameworks and strategic discussion process.   There is often confusion in the 
teaching of thee useful analytical visualizations and processes.  We will define the difference between them, discuss how each is applied to decision 
making and show proven practitioner examples of each and what the characteristics of these analytical tools were that made them successful.  We will 
also discuss visualizations and analytical process in knowledge share round format that you have successfully used in your own practice. 

9:30-10:30  SPJ-CI-26F-Core - Introduction to Integrated Intelligence 
  Tina Bundgaard, Corporate Market Intelligence, Rockwool International, Denmark 

Address the integrated intelligence disciplines of market intelligence and business intelligence, illustrating their differences and synergies with each 
other and with CI. We will present case studies and interactive activities that will address the need to integrate all of the intelligence disciplines to attain 
comprehensive insight into the market. Key Take-Aways: Build an understanding of the definition of each integrated intelligence capability and the 
competency requirements for each, Understand the insights that are derived from the disciplines and skills of an MI professional as well as BI 
professional and Participate in an interactive exercise to combine various intelligence capabilities into true decision support reporting tools and 
capabilities.  

10:30-11:30  SPJ-CI-27F -Core - Introduction to Implementation of CI Portals  
  Jesper Martell, CEO, Comintelli, Sweden 

The most important tool is a CI Portal that has been designed to support the entire intelligence cycle. During this full day course will you will learn: What 
the benefits of using software and technology are,  How to build a business case for a CI portal, Navigating the intelligence software landscape, How to 
leverage Big Data for CI, Dealing with the IT department and How do you launch and get your target users onboard the CI Portal.  Key Take Aways: 
Arguments for using a CI Portal, Tools for selecting a tool that suits your needs, A clearly defined best practice implementation process and Ideas for 
increasing usage of a CI Portal 

For registration and more information visit scip.org 

Certifications 
SCIP Fundamental Certification 

Workshops / Classes / Training On-Demand 

1.5-day comprehensive professional development with 
master instruction covering strategy and analytics basics, 

with competitive, business, and market intelligence.  
Exam included. 

Accredited Educational Programs from SCIP 
32 Years of Global Excellence  

Integrated 
Intelligence™ & 
Strategy Skills

Foundations of 
Competitive 
Intelligence 

Technology & 
Visualizations

   

Data Analytics for 
Decision-Making

Fundamental Certification Intensive | 15-16 May 2017 
Atlanta, GA USA 

SCIP’s Certification is rooted in our  one of a kind professional development program called LEARN, 
SERVE, GROW. In order to complete the Certified Analytics Professional (CAP) Fundamental 
Intensive Certification, participation in one or more of the events listed below is required: 

  SCIP International Women’s Roundtable & Reception (Fulfills GROW requirement) 
  CI AdventureProgram*  
  Make 5 new connections at a  SCIP networking event while at the Conference (Fulfills GROW 

requirement) 
  SCIP Mentor Program (Fulfills SERVE requirement) 

*email mwinter@scip.org for more information on the CI Adventure Program 

Two Required Pre-Conference Webinar On-
Line Courses: 
SPJ-CI-25F-Elective - Data Privacy 
SPJ-CI-28F-Elective - Using Social Media for 
Competitive Intelligence Research 
(Information to access these pre-conference webinars will 
be provided after registration for the Intensive Program.) 

Certified Analytics Professional (CAP-1) Certification Program LEARN. SERVE. GROW. 
.  
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SPoNSorS & exhIbItorS

exhIbItorS booth #

Acquire Media’s NewsEdge solutions gather intelligence 
more efficiently, analyze it more precisely, and communicate 
it more effectively.

www.acquiremedia.com
 Booth #35

Findout helps professionals to get unprecedented 
understanding of what’s going on in their industry: key 

trends, new technologies, moving competition and more. 
www.findout.com

 Booth #43

Innography, a CPA Global company, provides IP 
intelligence software that helps patent owners, 

innovators, and decision-makers manage and amplify the business value 
of IP investments. 
www.innography.com
Booth #18

Proactive Worldwide’s primary research, analysis 
and consulting services deliver clear and concise 
intelligence that empowers our clients to confidently 

act on their key opportunities and mitigate key risks. 
www.proactiveworldwide.com
Booth #30/31

SAI is a global business consulting firm providing 
insight and decision support for planning and strategy 
development to companies in select industries. Using its 
proven proprietary, field research methodology coupled 

with its ability to simultaneously analyze customers, technology, market 
dynamics and our clients’ business issues, SAI analysts formulate far-
reaching insights into strategy and critical issues impacting our clients. 
www.saiindustrial.com

 Booth #36

Sedulo Group is a leading global competitive intelligence 
and strategy consulting firm. Our firm provides clients 
with the primary research based intelligence they need to 

outperform the market and the competition. 
www.SeduloGroup.com

 Booth #37

ShiftCentral is a leading provider of technology-
enhanced information services. The agency’s on-
staff researchers and analysts operate as a private 

newsroom, providing clients with action-oriented intelligence to help inform 
and drive market moves. 
www.shiftcentral.com

 Booth #38

Since 1995 Aurora WDC has helped the world’s most respected 
companies overcome their competitive, market and strategic 
challenges with Global Research & Analysis, Intelligence Systems 
& Technology and Professional & Program Development. 

www.aurorawdc.com
Booth #12/13

CID provides enterprise-ready software solutions and services 
for Knowledge Management, Semantic Enterprise Search and 
Competitive Intelligence supporting companies to essentially 
benefit from today’s variety of information about their market 
and other influences that affect their competitiveness. 

www.cid.com
 Booth #14

Cipher is an innovative consultancy focused on delivering 
competitive intelligence services and technology solutions that 

help our clients make smarter, faster decisions. Leveraging over 20 years of 
experience, we serve as the trusted partner to the world’s greatest companies.  
www.cipher-sys.com

 Booth #32/33

Comintelli is a leading provider of information 
access software for Competitive Intelligence 

and Knowledge Management. Our mission is to create order in 
information chaos by filtering information according to user’s 
specific needs. 
www.comintelli.com
Booth #29/30

AlphaSense    8 
American Military University     25
Bureau van Djik        46
Dow Jones Factiva    28
EMIS      41
FGH Academy of Competitive Intelligence 42
Frost & Sullivan     20
The Futures School    45
Ivy Exec      24
M-Brain     9 
Mergermarket                  23  
Navigate International   16
PlainSight Intel    22
R&K Intelligence    10
Sinofaith IP Group    17
SIS International    34
WideNarrow    21

Celebrating 25 years of expertise & thought leadership in 
strategic and tactical CI worldwide. Specializing in actionable 
primary CI investigations and monitoring programs, CI ad hoc 
support, tactical battle cards, win/loss assessments, unique 

scenario planning tools, and competitor simulation workshops (“war gaming”); 
clients benefit from free counter-intelligence seminars. Our industry expert teams 
support clients in a multitude of industries to achieve their strategic objectives. 
www.inovis.global
Booth #15

Since 2003, Maia, headquartered in Manchester, New 
Hampshire, has been the preferred provider to 25 of the 
Fortune 500, delivering global primary market intelligence 

and strategy consulting. 
www.maiastrategy.com
Booth #40

Ivy Strategy provides facts and analysis that help 
corporations make critical business decisions when 

exploring growth markets, researching competitive practices, improving 
operational efficiencies and infrastructure, enhancing capabilities and seeking 
expansion through mergers and acquisitions. Our hands-on approach and 
local presence produce insights and strategic recommendations that go 
beyond traditional research.  
www.ivystrategy.com

 Booth #39

LexisNexis® has been sifting through credible global 
sources for decades. Its tools and resources combine the 

power of indexing developed by professionals with state-of-the-art algorithms. 
Along with our flagship research solution Nexis, we offer LexisNexis 
Newsdesk—an all-in-one media monitoring and analytics solution designed 
to help you discover actionable insights with the most comprehensive, global 
content collection in the industry. Join us for a customized demo at our booth 
@SCIP International Conference & Exhibition in Atlanta! 
www.lexisnexis.com
Booth #11

  Denotes that company is a part of the SCIP 2017 Booth Crawl

For more information on sponsorship and exhibition, please contact 
Lauren Jaeger: Lauren.Jaeger@frost.com or 843.763.2150

Thomson Reuters combines industry expertise with innovative 
technology to deliver critical business information to leading 
decision makers in the professional markets, powered by the 
world’s most trusted news organization. 
www.thomsonreuters.com 

 Booth #19

Fletcher/CSI delivers strategic decision support 
using Primary Research, Win/Loss Analysis, Strategy 
Workshops, and Trade Show Intelligence. We 

deliver simple, powerful, and insightful intelligence that supports critical  
business decisions. 
www.fletchercsi.com
Booth #20
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32nd Annual SCIP International Conference & Exhibition  
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Developing & Engaging the Modern Intelligence Workforce
32nd Annual SCIP International Conference & Exhibition  

MAY 15 - 18, 2017 | ATLANTA MARRIOTT MARQUIS | ATLANTA, GEORGIA

First name:

Last name:

Title:

Company:

Work Address:

City:                                                                                     State:                            Zip/Postal Code:                     Country:

Work Phone #:

Work Fax #:                                                                         Mobile #:

Email Address:

SESSION  REGISTRATION:
Your base conference registration gives you access to all general sessions (for which reserved seating is not required), the exhibit hall and networking 
receptions. The registration also gives you access to limited seating sessions you select below.

We strongly recommend you register and select your sessions early to ensure your seat is reserved.
We cap/limit attendance in some sessions to encourage maximum participant interaction.

Session selections continue on the next page. 

REGISTRATION

31st Annual SCIP International Conference & Exhibition
MAY 16 – 19, 2016     l    RENAISSANCE ORLANDO     l ORLANDO, FLORIDA

WORKSHOPS AND CERTIFICATION AVAILABLE FOR AN ADDITIONAL FEE SELECT YOUR REGISTRATION CATEGORY:

TUESDAY, MAY 17, 2016
Register for one of the following full day workshops, or one or both half-day workshops:
Half Day Workshops  8:30AM - 11:30AM

q WS7 – Trend Monitoring for Strategic Success
q WS8 – Fundamentals of War Gaming  
q WS9 – Driving Strategic Decision-Making: Moving the Needle with 

Senior Leadership
q WS10 – Industry Analysis and Competitive Positioning

Register for one of the following full day workshops, or one or both half-day workshops:
Full Day Workshops  9:00AM - 5:00PM

q WS1 – CI 100 - Foundations of Competitive Intelligence 
This course also fulfils SCIP University Intensive Day 1 Immersion 

q WS2 – Advanced Scenario Planning for Strategic Decision-Making 

Morning Half Day Workshops  9:00AM - 12:00PM
q WS3 – 101 Questions Stakeholders Want Answered 
Afternoon Half Day Workshops  2:00PM - 5:00PM
q WS4 – Financial Intelligence for the Non-Financial 

Professional  
q WS5 – Customer Insights as an Integral Part 

of Your Competitive Intelligence Program
q WS6 – Savvy Integration of Data Science with Competitive Intelligence   

MONDAY, MAY 16, 2016

Full Day Workshops:
Members: $900

Non-Members: $950

Half-Day Workshops
Members: $475

Non-Members: $525

Half-Day Workshops
Members: $475

Non-Members: $525

SCIP Members
New Members (Includes Join Fee)
Non-Members
Academic/Student/Government
Group Member Rate 5 or more
Group Member Rate 3 or more
Consultant/Solution Provider Pass

q $1,700
q $1,845
q $2,350
q $1,420
q $1,300
q $1,450
q $2,500

q $1,900
q $2,045
q $2,450
q $1,520
q $1,600
q $1,650
q $2,500

FULL REGISTRATION REGULAR ONSITE

SCIP Members
New Members† (Includes Join Fee)
Non-Members
Academic/Student/Government

q $1,225
q $1,370
q $1,925
q $800

q $1,325
q $1,570
q $2,125
q $1,050

DAILY REGISTRATION:

Participant Pricing:
On-site: $395
Post-event: $495

Non-Participant Pricing:
Post-event: $695

Event participants will receive savings of over 50%

SCIP 2016 EXECUTIVE CHRONICLES AVAILABLE FOR AN ADDITIONAL FEE:

10 www.scip.org |        #SCIP

EARLY
BIRD*

   q $1,400
q $1,545
q $2,050
q $1,095
q $1,300
q $1,350
q $2,500

q $1,125
q $1,320
q $1,875
q $750

q SCIP University Intensive Immersion ..............................................................$1,985

May 16, 9:00AM – 5:00PM
May 17, 8:30AM – 11:30AM

MAY 16 – 17, 2016
SCIP UNIVERSITY CERTIFICATION

*Early bird rate expires December 31, 2015

We strongly recommend you register and select your sessions early to ensure your seat is reserved.
We cap/limit attendance in some sessions to encourage maximum participant interaction.

SESSION REGISTARTION:
Your base conference registration gives you access to all general sessions (for which reserved seating is not required), the exhibit hall and networking
receptions. The registration also gives you access to limited seating sessions you select below.

First name:

Last name:

Title:

Company:

Work Address:

City:      State:  Zip/Postal Code:  Country:

Work Phone #:

Work Fax #:     Mobile #:

Email Address:

WORKSHOP AND CERTIFICATION AVAILABLE FOR AN ADDITIONAL FEE

MAY 15 - 16, 2017
SCIP UNIVERSITY CERTIFICATION

MONDAY, MAY 15, 2017

TUESDAY, MAY 16, 2017

SELECT YOUR REGISTRATION CATEGORY

SCIP 2017 EXECUTIVE CHRONICLES AVAILABLE FOR AN ADDITIONAL FEE:

SCIP University Intensive Immersion ..................................................................$1,985

WS1 - CI 100 - Foundations of Competitive Intelligence
This course also fulfils SCIP University Intensive Day 1 Immersion

WS2 - Fundamentals of Wargaming

WS3 - Measuring ROI (Return on Investment) on 
           Strategic Intelligence Programs in Organizations

WS4 - Developing a Win/Loss Program

WS5 - How to Develop a Successful Integrated CI Program:
           A Roadmap for Successful Implementation

WS6 - The Magical Power of Relations Capital: Connect, Communicate, 
           Collaborate and Stand Out

$1,450
$1,595
$2,100
$1,170
$1,050
$1,200
$2,250

WS7 - Strategic CI: Creating Informed Decision Makers in the Modern Era

WS8 - Advanced Scenario Planning for Strategic Decision-Making

WS9 - WEBINT vs. SOCMINT vs. Mobile BI

WS10 - Trade Show Intelligence

SU - SCIP University Intensive Day 2 Immersion

Register for one of the following full day workshops, or one or both half-day workshops:

Register for one of the following full day workshops, or one or both half-day workshops:

Full Day Workshops 8:30 AM - 4:30 PM

Full Day Workshops:

Members: $900
Non-Members: $950

Half-Day Workshops:

Members: $475
Non-Members: $525

Half-Day Workshops:

Members: $475
Non-Members: $525

Half-Day Workshops 8:30 AM - 11:30 AM

Morning Half-Day Workshops 8:30 AM - 11:30 PM

Afternoon Half-Day Workshops 1:30 PM - 4:30 PM

May 15, 8:30 AM - 4:30 PM
May 16, 8:30 AM - 11:30 AM

*Early bird rate expires January 31, 2017

We strongly recommend you register and select your sessions early to ensure your seat is reserved.
We cap/limit attendance in some sessions to encourage maximum participant interaction.

SESSION REGISTARTION:
Your base conference registration gives you access to all general sessions (for which reserved seating is not required), the exhibit hall and networking
receptions. The registration also gives you access to limited seating sessions you select below.

First name:

Last name:

Title:

Company:

Work Address:

City:      State:  Zip/Postal Code:  Country:

Work Phone #:

Work Fax #:     Mobile #:

Email Address:

WORKSHOP AND CERTIFICATION AVAILABLE FOR AN ADDITIONAL FEE

MAY 15 - 16, 2017
SCIP UNIVERSITY CERTIFICATION

MONDAY, MAY 15, 2017

TUESDAY, MAY 16, 2017

SELECT YOUR REGISTRATION CATEGORY

SCIP 2017 EXECUTIVE CHRONICLES AVAILABLE FOR AN ADDITIONAL FEE:

SCIP University Intensive Immersion ..................................................................$1,985

WS1 - CI 100 - Foundations of Competitive Intelligence
This course also fulfils SCIP University Intensive Day 1 Immersion

WS2 - Fundamentals of Wargaming

WS3 - Measuring ROI (Return on Investment) on 
           Strategic Intelligence Programs in Organizations

WS4 - Developing a Win/Loss Program

WS5 - How to Develop a Successful Integrated CI Program:
           A Roadmap for Successful Implementation

WS6 - The Magical Power of Relations Capital: Connect, Communicate, 
           Collaborate and Stand Out

$1,450
$1,595
$2,100
$1,170
$1,050
$1,200
$2,250

WS7 - Strategic CI: Creating Informed Decision Makers in the Modern Era

WS8 - Advanced Scenario Planning for Strategic Decision-Making

WS9 - Creating Integrated Visualizations Across Disciplines that Drive Decisions

WS10 - Trade Show Intelligence

Night of Networking - $30 Wine & Dine - $65

Register for one of the following full day workshops, or one or both half-day workshops:

Register for one of the following full day workshops, or one or both half-day workshops:

Full Day Workshops 8:30 AM - 4:30 PM

Full Day Workshops:

Members: $900
Non-Members: $950

Half-Day Workshops:

Members: $475
Non-Members: $525

Half-Day Workshops:

Members: $475
Non-Members: $525

Half-Day Workshops 8:30 AM - 11:30 AM

Morning Half-Day Workshops 8:30 AM - 11:30 PM

Afternoon Half-Day Workshops 1:30 PM - 4:30 PM

May 15, 8:30 AM - 4:30 PM
May 16, 8:30 AM - 11:30 AM

*Early bird rate expires January 31, 2017

40%

NETWORKING ACTIVITIES 

- SOLD OUT
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TUESDAY, MAY 16, 2017 Concurrent Breakout Sessions – Customize Your Agenda! 
Choose the one session from either of the following streams that best meets your needs. 3:45 PM - 4:45 PM

10:45 AM - 11:45 AM

11:00 AM - 12:00 PM

2:30 PM - 3:30 PM

WEDNESDAY, MAY 17, 2017 Concurrent Breakout Sessions – Customize Your Agen-
da! Choose the one session from either of the following streams that best meets your needs.

THURSDAY, MAY 18, 2017 Concurrent Breakout Sessions – Customize Your Agenda! 
Choose the one session from either of the following streams that best meets your needs.

INTELLIGENCE FUNCTION ADJACENT DISCIPLINES INDUSTRY VERTICALS
Case Study: Investigating Competitive 
Intelligence Processes in Elgazala Technopark  

Case Study - Start with Buy: Blackbaud fires up a 
Buyer-Centric Competitive Intelligence Program 
Using an Agile Approach

Accurate Market Sizing and Segmentation: 
Its Critical Role in Decision Making - SOLD OUT

FINANCE: Intelligence Indicators and their Use in 
Forecasting Strategic Outlook – A Case Study from 
the Video Gaming Industry 

IT – ANALYTICS OPERATIONS SERVICES:
Memories of the Future: Applying Machine
Learning for Competitive Intelligence

No Substitute for Primary Intelligence – 
How and When to Use HUMINT to Achieve 
Maximum ROI & C-Suite Visibility 

STRATEGY: Organizing Intelligence Service 
Offerings – From Tactical Offerings to a Full Blown 
Strategic Function - SOLD OUT

Building ROI and Performance Metrics That Drive 
the Value of Your Program
Win/Loss Analysis: How to Capture and Keep
the Business You Want

Strategic Foresight - Keeping Your Options Open in 
an Uncertain World

F1

F2

F3

F4

F5

F6 

D1

D2

D3

V1

V2

INTELLIGENCE FUNCTION ADJACENT DISCIPLINES INDUSTRY VERTICALS
Beyond the Analytical Framework: The Social Skills 
Necessary for Intelligence and Strategy 

MARKETING: How Cognitive Biases Could 
Influence Your Market Sizing and Forecasting 
Estimations 

HEALTHCARE: Tactics for Building Scenario 
Planning Sessions for the Healthcare Industry

Presenting the GuideWell Intelligence Portal – 
A Best Practice in Integrated Market Intelligence

FINANCE: Using Analytics to Influence your 
Organization

Deriving Intelligence Using Big Data

Super-Powered Insights for your C-Suite - 
Becoming a CI Superhero!

The Dynamic Competitive Landscape: 
Development & Trackin - SOLD OUT

STRATEGY: Influencing Company Processes – 
End to End Decision Making

Measure to Manage: Building Collaborative Key 
Intelligence Topics with Aligned KPIs

LEADERSHIP LAB: Building Your Individual Brand 
to Achieve Success

F2

F3

F4

L1 

F1 D1

D2

D3

V1

F6

F5

INTELLIGENCE FUNCTION ADJACENT DISCIPLINES INDUSTRY VERTICALS
Building a Counterintelligence Program for Your 
Entire Company - SOLD OUT

MARKETING: Customer Insights and the Role 
of Intelligence in Understanding the Market 

HEALTHCARE: Identifying Opportunities with 
White Space & Adjacency Mapping 

Building a Strong Intelligence 
Reporting Function

Selling your Overhead Function to the Organization

STRATEGY: Strategic Foresight – Competitive 
Advantage via Competitor & Market 
Anticipatio - SOLD OUT

Case Study with Blueocean and Lenovo: Using 
Analytics for Influence
From Big Data to Big Insights – or Why AI needs BI 
(Brain Intelligence)
Collaborative Demographic Intelligence: 
A Case Study for Africa’s Development

LEADERSHIP LAB: Why (and How) Servant 
Leadership Improves CI Teamwork and 
Effectiveness

IT – ANALYTICS OPERATIONS SERVICES:
Competitive Intelligence in the Era of Artificial
Intelligence

F2

F3

F4

F5

 L2

F1 D1

D2

F6

V1

V2

INTELLIGENCE FUNCTION ADJACENT DISCIPLINES INDUSTRY VERTICALS

Visualization, Presentation & Storytelling Skills 
 - SOLD OUT

MARKETING: New Product Development & New 
Product Introductions: Intelligence as a Critical 
Asset 

FINANCE: Pricing Intelligence and its Key Role in 
Competitive Advantage 

HEALTHCARE: Riding the New Wave of 
Consumerism: Impact on Patients, Providers and 
Vendors

Basics of Social Media Data Extraction 

STRATEGY: Structured Analysis Analytic 
Techniques 

LEADERSHIP LAB: The 10 Commandments of 
Winning Teammates

IT – ANALYTICS OPERATIONS SERVICES: 
Sports Analytics Intelligence to Improve Athletic 
Performance – Why the Calculator Wins Between 
the White Lines

F1

F2

 L3 

D1

D2

D3

V1

V2

REGISTRATION

HEALTHCARE: The Convergence of the 
Intelligence & Regulatory Disciplines to 
Determine the Viability of Products

SALES: Integrating Competitive Intelligence with 
the Sales Function

D3
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