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Building New Business With 
Breakthrough Relationships 

November 3, 2004 ● Microsoft Customer Briefing Center 

AGENDA 

9:00 AM to 9:30 AM  Program Registration 
9:30 AM to 9:40 AM  Welcome/Opening Remarks 
9:40 AM to 10:10 AM  Opening Keynote Address 
10:10 AM to 11:10 AM  Session 1 –Marketing Roundtable: Marketing Leader  
   Perspectives 
11:10 AM to 11:25 AM Session 1 Q&A 
11:25 AM to 12:05 PM Case Study 
12:05 AM to 1:15 PM Lunch & Sponsor Presentation 
1:15 PM to 2:15 PM Session 2 – Making The Connection: Unique Tools For  
   Building Client Relationships 
2:15 PM to 2:30 PM Session 2 Q&A 
2:30 PM to 3:00 PM Case Study 
3:00 PM to 3:15 PM Break 
3:15 PM to 4:15 PM Session 3 – Business Development: Driving New Revenue By  
   Managing Your Relationship Assets 
4:15 PM to 4:30 PM Session 3 Q&A 
4:30 PM to 5:00 PM Closing Discussion – Bringing It All Together 
5:00 PM to 6:00 PM Cocktails & Networking 

EVENT DESCRIPTION 

Business Development Institute and PM Forum North America are producing a special one-day symposium devoted to exploring how to 
effectively build and maintain breakthrough relationships that generate new and sustainable business in the professional services sector. 
 
From the latest in technology applications, to the unique and innovative marketing, communication and business cultivation techniques that 
are being used successfully in the marketplace, we will examine how to identify and leverage the spectrum of Relationship Marketing solu-
tions that can most effectively deliver real results for in the professional services sector.  


