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• Largest & longest-running specialist EMEA event

• 1 remarkable day; intensive and inspiring

• Specialist, relevant, useful content and takeaways

• European vibe, global view, no need to visit the US

• 9 speakers; peers and experts - real-world stories

• 9 awards; industry & personal recognition

WHY ATTEND? 
ADVOCATE MARKETING ACADEMY EUROPE 2016

• >30 tech companies - your community

• >75 high-quality attendees - your peers

• A self-contained theatre/arts venue

• Conveniently located in the UK’s Silicon Valley

• Includes tech partners - expertise all in one room

• Peer networking - humans talking to humans
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5 ADMIT 
ONE

#AMAEurope  
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THE EUROPEAN EVENT WITH A GLOBAL VIEW

MIND
• Sessions

• Presentations

• First look at 2016  
global research

• Access to AMA 
knowledgebase

BODY
• Breakfast

• Elevenses

• Networking lunch

• Afternoon tea

• Drinks reception

SPIRIT
• Networking

• Inspiration

• Problem sharing  
and halving

• The AMA Awards 
ceremony!

ADMIT 
ONE

GET TICKETS

PRICING
As a thank you to the 
community, tickets are 
complimentary for clients, and 
previous client-side attendees.

Early-bird (to 26th Aug)  £175 inc VAT  
Standard (from 27th Aug) £250 inc VAT

https://www.eventbrite.co.uk/e/advocate-marketing-academy-europe-2016-tickets-24283235812?ref=ebtnebtckt#tickets
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I’ve been coming along to the Academy for a few years now. It really sets me up for the 
year. We get to hear loads about best practice, not just from other organisations but 
also our peers.  
 
It’s really refreshing to know whether you’re on the right track, if there’s something that 
you can take back to the business to deploy over the coming months and what sort of 
traction you can make.  
 
It sells the art of the possible.

CLAIRE GROVE
CUSTOMER ADVOCACY LEAD

MICROSOFT
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BALANCING TECHNOLOGY AND HUMANITY
The best customer reference and advocacy programmes balance the needs of technology and humanity.

Human interaction creates relationships and sustainable mutual value, while technology allows programmes to scale.

At AMA Europe 2016 you will see first hand how your peers are balancing these needs, with real large and small  

programme examples from some of the best in the industry. Actionable insights to take back to your organisation. 
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ANDREA 
CLATWORTHY

Andrea is the leader and evangelist for 
strategic account-based marketing (ABM) 
in Fujitsu, and heads up the EMEA team 
of excellent ABMers who work closely 
with sales and account managers to 
devise and execute strategies, campaigns 
and initiatives to open doors and deepen 
engagements at strategic and high 
growth customers. Andrea will be sharing 
her experience of incorporating account-
based marketing into a global customer 
advocacy programme. 

Head of Account-Based Marketing

BEN 
PAYNE

Ben is a writer, director and dramaturg. 
He was previously Literary Manager 
and Associate Director at Birmingham 
Repertory Theatre where he established 
the company’s ground-breaking young 
playwrights’ scheme and programmed 
the work of The Door.

 Co-Director at the Ministry of Stories

ELISABETH
CATUOGNO
VP of Marketing

Elisabeth is the VP of Marketing for 
doolytic, an early stage big data discovery 
company. Previously, she headed Qlik’s 
EMEA customer advocacy programme 
while also contributing to the global 
strategic direction of CRP, CAB and 
content initiatives. In >20 years marketing 
high growth tech orgs, Elisabeth has 
developed a singular focus on customer 
stories as a basic building block of 
successful B2B marketing. She will 
speak about building an integrated mktg 
function with customer stories at its core.
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GARY
BARNETT
Head of End User Advisory

Bio coming soon.

JOSEPH 
JAFFE

One of the most sought-after consultants, 
speakers and thought leaders on 
innovation, marketing, new media and 
social media, Joseph Jaffe is also author 
of ‘Flip the Funnel - how to use existing 
customers to create new ones’. Joseph 
will be sharing his thoughts on ‘Using Your 
Brand To Create An Army Of Zealots’. He 
has authored over 200 articles in the new 
media and digital marketing space and 
lectures part-time at NYU’s Stern School 
of Business.

Author of ‘Flip the Funnel’

KATHRYN
POOLE

Kathryn joined Red Hat in 2003 and, after 
working on a wide variety of marketing 
and communications initiatives, in 2006 
founded what is now a highly successful, 
scalable global CRP. The multi-layered 
programme includes peer references,  
Innovation Awards, the Innovation 
Connection rewards programme and 
hundreds of assets on which the global 
sales and marketing teams rely. Customer 
references are also a key pillar of the 
company’s corporate comms strategy.

Director, Marketing Communications
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Robin leads inEvidence, helping some of 
the world’s biggest brands activate their 
happy customers; closing more business, 
more quickly. Before inEvidence, Robin ran 
the HP customer reference programme. 
Seeing the business impact of advocacy, 
he has spent the last fourteen years 
helping to drive the discipline forwards. 
Robin’s infectious enthusiasm makes him 
a regular conference speaker.

ROBIN
HAMILTON
Managing Director

Melissa is Deputy Managing Director of 
inEvidence and has been a customer 
advocacy specialist for 15 years, 
working alongside all manner of global 
organisations. In addition to everything 
customer reference and advocacy shaped, 
for the last ten years Melissa’s focus has 
been on human-to-human marketing. 
Prior to becoming a specialist in this space 
Melissa’s background is in business-to-
business PR and communications.

MELISSA
TALBOT
Deputy Managing Director

LEE
RUBIN

Lee has more than 20 years’ experience 
in marketing management. In 2015, Lee’s 
programme received the SiriusDecisions 
Customer Experience and Account-Based 
Marketing Program of the Year. Lee is a 
demonstrated leader in marketing and 
brand strategy for leading technology 
companies including, France Telecom, 
Digex, Savvis, and Citrix. Lee will be 
talking about Citrix’s approach to ‘Social 
Storytelling’.

Snr Manager, Global Reference Programs
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  9 10 11 12 1 2 3 4 5
8:30-9:30 - Arrive, register, get your app running  
Coffee, pastries, app support, mingle and meet

9:30-10:00 - Robin Hamilton - inEvidence 
Hello, logistics, state of the industry & stats and highlights

10:00-10:30 - Andrea Clatworthy - Fujitsu 
Strategic ABM – a collaborative journey

10:30-11:00 - Lee Rubin - Citrix 
Reimagining an award-winning advocacy programme for the social world

11:00-11:30 - Networking break
Chat with friends, make new ones, meet inEvidence and our partners

11:30-12:00 - Ben Payne - Ministry of Stories
How the power of writing can transform lives

12:00-12:30 - Elisabeth Catuogno - doolytic 
Integrated marketing based on customer stories

12:30-1:00 - Kathryn Poole - Red Hat 
Quality vs Quantity? Quality wins! 

1:00-2:00 - Networking lunch
Eat, meet, share. See the green screen studio in action! 

2:00-3:00 - Keynote! Joseph Jaffe - Author of flip the funnel 
Using Your Brand To Create An Army Of Zealots

3:00-3:30 -Gary Barnett - Current Analysis 
The belief in magic

3:30-3:35 - Wrap
A quick review of the of the day’s highlights

3:35-4:00 - Networking break 
A quick cup of tea and then get in the party mood for the AMAs!

4:00-5:00 - The AMAs hosted by Melissa Talbot & Robin Hamilton 
The Academy Awards! Competition is hot; who have the judges selected?

5:00-6:00 - Continue the celebration; swap the goss  
Join us for a glass of something nice
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STAY CONNECTED

APP
A year’s worth of customer 
reference/advocacy 
networking, not simply  
a day’s digitisation of  
the agenda

• Event information

• Agenda

• Session reminders

• Session feedback

• Attendee details

• Discussions

• Partner pages

• Polls

• Social posts

• Photos

• Gamification

CONTENT

https://itunes.apple.com/us/app/id1148156805
https://play.google.com/store/apps/details?id=me.doubledutch.sbvtv.advocatemarketingacademy
https://app.eu.doubledutch.me/#/b924c708-ead5-4b3a-9133-7f51208fa7cf/events/91440389-05f3-44b6-b665-08eef7d2cf89
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AY EM AYS

ABOUT THE AMAS
The AMAs have been created to 
showcase excellence in customer 
advocacy. They launch this year. They’ll 
feature work from around the world. 
 
They’re organised by inEvidence, the 
world’s leading customer advocacy 
specialist.  
 
They will be judged by a panel of 
independent, respected, industry experts. 
The awards will be held on October 5th at 
Advocate Marketing Academy Europe ’16.  
 
We’d love you to come. There will be 
cocktails and nibbles.

We believe it’s time to celebrate great 
work. We’d love you to be involved.

Check out the awards microsite HERE

CATEGORIES
• Most-admired programme (top award)

• Programme reinvention

• Recruitment campaign

• Best use of video

• Best written content 

• Innovation

• Best use of social media

• Advocacy programme

• Reference Rockstar

KEY DATES
Nomination deadline 31st Aug 
Final submission deadline 16th Sep

N O M
I N A T I O N S

CLOSED

http://advocatemarketingacademy.com/awards
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MANY WAYS TO WIN

MOST ADMIRED
There are programmes that just stand out 
from the crowd; great work that deserves 
recognition. It’s not one isolated initiative, 
it’s the whole package. This, the top 
award, is selected by the awards panel.

PROGRAMME RELAUNCH
An advocacy programme that has 
been turned around. And yes, we want 
evidence of improvement, not just 
statements of intent. We don’t need 
back-from-the-dead, but we do want to 
see an advocacy programme with new 
life and energy.

RECRUITMENT CAMPAIGN
Not just numbers. We want to see 
planning and intelligence behind the 
recruitment; why have you recruited 
these customers, and how are you  
using them?

BEST USE OF VIDEO
Best use of video for customer 
storytelling. And we don’t just mean 
‘most expensive video budget’.  
What is it about this video story  
that’s exceptional?

BEST WRITTEN CONTENT
Best use of the written word for 
customer storytelling. What is it about 
this written story that’s exceptional?

INNOVATION
We don’t want new for the sake of new, 
we want new that has made a difference. 
Examples of innovation that have moved 
your advocacy programme forward.

USE OF SOCIAL
Social as a tool to recruit customers. 
Social as a means to create content. 
Or social as a platform to spread great 
stories. How have you used social to 
strengthen your advocacy programme?

BEST ADVOCACY PROGRAMME
The best advocacy programme of 
2016. We’ll be looking at how the 
programme identifies and interacts with 
advocates. We want to see a programme 
that is making a difference within an 
organisation. And we want to see impact.

REFERENCE ROCKSTAR
An individual who has made a difference 
in the world of customer advocacy. 
Could be a creator, a reinvigorator or 
someone who has elevated the discipline 
of customer advocacy. This person is an 
example to us all.
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ABBY
ATKINSON

A Charter Member of the CRF Hall of 
Fame, Abby has revolutionised the way 
customer reference programmes are 
measured and positioned as strategic 
assets to senior management. Abby is 
a member of the CRF Advisory Board 
and chairs the CRF Metrics Special 
Interest Group (SIG). She has presented 
several times at the Summit on Customer 
Engagement and Customer Reference 
Forum.

BEV 
BURGESS

Bev heads-up ITSMA Europe. A senior 
professional who uses strategic marketing 
techniques to build service and solutions 
businesses, Bev has experience in 
client, stakeholder, and programme 
management on an international scale. 
Vision, leadership, and strategic thinking 
combined with a pragmatic, hands-on 
approach to getting things done. A 
published author in business-to-business 
services marketing across IT, professional 
services and facilities management.

CASEY
HIBBARD

Since 2001, Casey has written and 
managed more than 1,000 customer 
stories. The author of the first book 
on creating, managing, and leveraging 
customer stories, Stories That Sell: Turn 
Satisfied Customers into Your Most 
Powerful Sales & Marketing Asset, Casey 
has crafted compelling stories for dozens 
of companies. She also trains writers and 
organisations on effective customer-story 
capture.

Senior Mgr, Customer Reference Program Senior Vice President, ITSMA Europe Author of ‘Stories that Sell’

We’re both pleased and proud to 
announce our lineup for this years’  
awards judging panel:

• Abby Atkinson

• Bev Burgess

• Casey Hibbard

• Claire Grove

• Cynthia Hester

• Rhett Livengood

• Senta Cermakova

ONE OF THE NICEST 
PARTS OF PUTTING 
TOGETHER THE AMAS 
IS INTERACTING WITH 
SOME OF THE MOST 
INFLUENCIAL AND 
EXPERIENCED THOUGHT 
LEADERS IN THIS SPACE.
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CYNTHIA
HESTER

A passionate story teller and marketing 
innovator, Cynthia leads the Customer 
Advocacy Program at Salesforce. With 
more than twenty years’ experience in 
global marketing, strategic planning, 
communications and business 
development, primarily in the technology 
arena, Cynthia takes a holistic approach 
to customer advocacy. This includes peer 
insights, thought leadership, personal 
brand amplification and storytelling.

RHETT
LIVENGOOD

A charter member of the CRF Hall of 
Fame, Rhett has consistently been at the 
very leading edge of customer advocacy 
for B2B firms. Rhett has successfully 
integrated Intel’s customer advocacy 
programmes into its social media and 
demand generation programmes, making 
them among the most sophisticated and 
effective in the world. Rhett is a member 
of the CRF Advisory Board and has 
presented numerous times at the Summit 
on Customer Engagement and CR Forum.

SENTA 
CERMAKOVA

Senta brings more than twenty years 
of experience to her role and has been 
instrumental in transforming the way 
HPE’s customer references are engaged 
by both Sales and Marketing. She has 
been driving the strategy to make  
customer stories integral to the launch of 
the new HPE brand. In 2011, Senta won the 
Czech Business Person of the Year award, 
becoming the first female ever to win this 
coveted prize in the competition’s 20-year 
history.

Director, Customer Advocacy Director, Global Customer Enabling Director, Global Customer Referencing

CLAIRE 
GROVE

Claire believes customer referencing 
and advocacy is more than a 2-page  
‘challenge, solution, benefits’ case 
study, and the value proposition to the 
customer has to be more than promising 
to highlight them as ‘innovative leaders‘.
Unapologetically passionate about a 
customer-centric strategy, Claire tells 
customer stories - their vision & approach, 
the benefits to them and their customers, 
with tech as the enabler, in ways that add 
impact to both organisations.

Customer Reference & Advocacy Leader
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SPECIALIST TECH APPLICATION PARTNERS
At inEvidence we work alongside 
the best specialist technology 
providers in the customer 
reference/advocacy space, and are 
proud to call them partners.

We’re often asked about who the 
companies are and what they do, 
so this year we are pleased to 
announce that several of the very 
best global application specialists 
will be at AMA Europe 2016.

We know that not everyone can 
gain travel permission to attend US 
events, so having folks here and 
being able to put faces to names 
and ask questions in a relaxed, 
educational and collaborative 
environment will be a real  
value-add.

Harvard, part of Chime 
alongside inEvidence, is 
an award-winning comms 
agency working exclusively 
with clients in the technology 
and telecoms sector. We 
focus on audience first – 
starting with the people who 
use technology products  
and services. 
 
By understanding what 
makes audiences tick, we 
can better shape our clients’ 
comms and engagement  
with them.

Influitive is driving the shift 
from company-centric 
marketing to advocate 
marketing. 

Our advocacy platform and 
team of experts helps the 
world’s most successful 
businesses spark, build 
and sustain a movement 
behind their brands with the 
participation of their greatest 
marketing asset:  
their customers.

RO Innovation accelerates our 
clients’ sales cycles resulting 
in increased revenue and 
provides intelligence to drive 
smarter marketing spend. 
 
Through our solutions 
and services we leverage 
the voice of the customer 
enabling sales and marketing 
organisations to deliver the 
right content at the right  
time throughout the  
buying process.

FAMILY 
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A THEATRE EXPERIENCE; MIXING THE OLD AND NEW

Norden Farm is the prefect mix of old and new; an 18th century long 
barn and state-of-the-art theatre, with top of the range technical 
specifications including a cinema-sized Sony 4K digital projector,  
full lighting rig and superb acoustics.  
 
It’s going to be the perfect venue for AMA Europe in 2016;  
allowing for expansion but keeping an intimate British feel.
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AT THE HEART OF THE THAMES VALLEY. THE UK’S SILICON VALLEY. ALTWOOD RD, MAIDENHEAD SL6 4PF
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EUROPE 2016

M4
J8/9
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M40
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EASY ACCESS FROM M4 AND M40, HEATHROW AND LONDON PADDINGTON

Norden Farm Centre for the Arts is 
located on the west side of Maidenhead, 
approximately 1.5 miles from the  
town centre 

Travelling by car, the venue is located  
just off the M4 junction 8/9, which is  
20 minutes from Heathrow or Reading

By train, Maidenhead station is 35 mins 
from London Paddington and 50 mins 
from London’s Heathrow Airport

To Junction 4
M40
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HOLIDAY INN MAIDENHEAD
1 mile away
c. £170 ($240) per night

PREMIER INN MAIDENHEAD
1.6 miles away

c. £90 ($130) per night

TRAVELODGE MAIDENHEAD
1.9 miles away 

c. £105 ($150) per night

FREDRICKS HOTEL & SPA 
1.3 miles away

c. £170 ($240) per night

SANCTUM ON THE GREEN 
4.2 miles away

c. £100 ($140) per night

MACDONALD WINDSOR
10.1 miles away

c. £195 ($275) per night

COMPLEAT ANGLER 
5.3 miles away

c. £188 ($265) per night

OLDE BELL HURLEY
4.1 miles away 

c. £107 ($150) per night
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BACKGROUND
• The fourth edition, open to both client 

and agency-side practitioners

• Two streams with slightly different 
question positioning, combined and 
compared during analysis where 
possible

• Evolves, while keeping a large core 
of stable questions to allow trends to 
become apparent

• Includes initial AMA award nominations 
to kick-start the shortlisting of 
reference rockstars and advocacy 
awesomeness

YOU MIGHT WIN BIG!
• You might win a customer video 

created by inEvidence!

• Every complete and  
unique entry will 
also be entered into 
a draw and stands a 
chance of winning  
an inEvidence customer reference 
video, on us! 

• Full terms and conditions HERE

• If your response is complete and 
unique and includes your email address, 
you will receive a copy of the full survey 
results as soon as possible after analysis 
and release

• While you are waiting,  
and as a small thank you 
from us, we would also  
like to send you a  
coffee e-voucher :o)

2016 GLOBAL SURVEY
FIRST RELEASE OF SURVEY RESULTS WILL BE AT AMA

A SMALL THANK YOU

S U R V E Y  N O W

CLOSED

PUBLISHED 5TH O
CT
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I go to a lot of industry events and this is one of my favourites. 

I travel all the way from the States over to London for it and the thing that I find about 
this event is that the calibre of people that attend is higher than other events. 

I’m interacting with my peers. These are managers and directors of  
reference programmes at big technology companies; the people  
that I want to interact with.

LEE RUBIN 
SENIOR MGR. GLOBAL REFERENCE PROGS 

 CITRIX SYSTEMS, INC.
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It’s important that you interact with people that are your peers, people who are in similar 
industries, have similar constraints or challenges whether that be budget, resource,  
global remit, or the way that technology is changing. 

It’s great to get those insights, rather than be siloed in your own world and to get some 
really creative ideas and discussions going, not just from a reassurance perspective, but 
also ideas that you can actually bring into your programme.

NADIA NIZAR 
HEAD OF INFLUENCE AND RELATIONS  

CENTURYLINK
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The value of this event is being able to meet with like-minded individuals, professionals 
in our industry, being able to share best practice.

Learning is also a very important part, and being aware of what technologies, the key 
drivers, what is really influencing our programmes today, and how we can then work and 
think about bringing those in to our own programmes as well.

JOHN BRADSHAW 
HONEYWELL AEROSPACE
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I’ve been coming to these events pretty much since they first  
started. And for me it’s a brilliant chance to get to meet with  
other reference pros. It’s almost like therapy. 

Sometimes you sit there, isolated, trying to get references for sales  
and marketing, with a lot of challenges. And sometimes you think,  
‘What am I doing wrong? How can I do things differently?’
  
By coming to this event and meeting with other reference pros  
from the industry, you realise you’re not the only one.  
You’re not alone. And you also get some great best 
practice tips to take back to the office.

EMMA HALL 
SENIOR REFERENCE MANAGER 

HEWLETT PACKARD ENTERPRISE
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One of the really cool things about this 
event is the ability or the willingness for 
everyone to share their experience and 
to hear the trials and tribulations that 
everyone has gone through; to hear  
the lessons learnt and just to  
exchange knowledge.

ANDREA CLATWORTHY 
HEAD OF ACCOUNT-BASED MARKETING 

FUJITSU

UMESH PATEL 
GLOBAL MARKETING MANAGER 
FUJITSU

I always come away with my head spinning 
with ideas. 

If I can take just a few of them away and 
start implementing them, it makes  
attending the event worthwhile.
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EUROPE, AND ALSO OUR ANNUAL SINGAPORE EVENT
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