
TWO BIG EVENTS.
ONE GREAT VENUE.
24-25 JULY 2007
SYDNEY CONVENTION & EXHIBITION CENTRE
DARLING HARBOUR PRECINCT

FREE ADMISSION
TO THE EXPO IF YOU 
PRE-REGISTER ONLINE.
REGISTER NOW TO GET
YOUR FREE REWARD

Motivate.Celebrate.
Incentivise.Recognise.

Reward.Award.

REGISTRATION FORM

Boost the performance of your business by capturing the 
power of your customers, channel partners and employees 

through motivation, incentives, reward and recognition.

SEE NEW AND INNOVATIVE PRODUCTS THAT CAN BE USED TO MOTIVATE AND REWARD
TALK TO EXPERTS ABOUT PERFORMANCE IMPROVEMENT IDEAS, PROGRAMS AND TACTICS

LEARN KEY STRATEGIES AND INSIGHTS IN PEOPLE PERFORMANCE MANAGEMENT
FIND NEW WAYS TO BOOST PRODUCTIVITY, DRIVE SALES AND FOSTER LOYALTY

DISCOVER THE LATEST TRENDS TO RETAIN AND ENGAGE EMPLOYEES AND CUSTOMERS

HELD IN 
ASSOCIATION

WITH 

BRING YOUR CHALLENGES. LEAVE WITH FRESH SOLUTIONS.

LATEST NEWS, INFORMATION AND UPDATES: www.MotivationBiz.com

Why we need
Motivation in
Business…
Businesses need motivation more than ever. They need to motivate
customers to opt-in to receive ongoing targeted marketing and other
information, to buy, and to remain, loyal. They need to inspire
salespeople to sell, channel partners to work harder, and employees 
at all levels to deliver the promises made in marketing and sales
communications. Managing these motivation processes across multiple
audiences has become known as People Performance Management –
an emerging business field that focuses on achieving financial success
through a strategic approach to people throughout the organisation.

People Performance Management provides the strategies and tools 
to help businesses maximise the commitment and engagement of
customers, channel partners, employees and even shareholders in 
order to optimise sales, productivity, quality and financial results.

People Performance Management includes:

H Strategic planning to determine how to best engage and 
mobilise the targeted audience in line with business objectives,
opportunities or challenges

H Incentive programs to engage and equip a target audience 
during a specified period

H Recognition programs to reward loyalty and performance 
and to reinforce business values

H Motivational events to inspire and engage and to align 
individual efforts with business goals

H Multi-touch communication to convey the right messages 
to the right people, whether in face-to-face motivational 
meetings or events, or through printed materials, online
communications, or promotional products

H Targeted training and education to equip people for success

H Technology to deploy and manage all of these processes 
in an integrated basis and to measure the results.

All of these strategies and tactics can include rewards and recognition,
including brand-name merchandise, travel, gift cards, experiential
rewards, motivation events, promotional products and other tools to get
attention, engage people, and keep them moving in the right direction.

MOTIVATION & INCENTIVE EXPO and MOTIVATION IN BUSINESS
SUMMIT is where you can learn more about the art and science
of motivating your people as well as sourcing innovative products,
tools and solutions that inspire, excite, engage and reward.

In a price-driven economy where employee 
and customer loyalty are in short supply, finding
ways to retain, motivate and engage them is
essential to a business’s long-term survival.

That’s why a trip to Motivation & Incentive
Expo is an absolute must.

In just a few hours, you can arm yourself with 
the latest ideas, tactics and practical, down to

earth solutions that can help you maximise 
the performance and engagement of your

employees, salespeople, channel partners,
customers and anyone else who touches
your business.

Gather information and ideas on 
how to maximise engagement, boost

productivity and performance, motivate 
key behaviours, reinforce organisational
culture, build team spirit and foster loyalty.

See a unique combination of motivation
products and services that excite, inspire
and capture the power of all your people
and customers.

Speak to experts in employee
recognition, sales incentive, customer
loyalty, and performance improve
program design, management 
and fulfilment.

Attend free seminars on incentive 
and recognition program planning,
effective reward strategies and
employee motivation.

Network with the who’s who in
incentive marketing, the industry’s
thought-leaders, key suppliers and
fellow executives who face the daily
challenges in maximising people

performance and engagement.

Need to check your emails while you are at the Expo? Want a landmark
to meet up with colleagues? Or maybe you just want to rest your feet
and grab a coffee? Carlson Marketing Business Lounge is the perfect
spot to meet, greet and relax. Located to the left of the main entry point,
make sure you stop by and say hi…

MEET.GREET.RELAX BUSINESS LOUNGE

SPONSORED BY ENDORSED BY

PAYMENT DETAILS Registration is ONLY confirmed on receipt of payment.

MEDIA PARTNERS

ORGANISED BY



STREAM: EMPLOYEE ENGAGEMENT & MOTIVATION STREAM: INCENTIVES, REWARD & RECOGNITION

ATTEND THE EXPO,
SUMMIT OR BOTH 
IF YOU WANT TO…
H Reduce Employee Turnover
H Maximise Engagement
H Increase Sales Performance
H Motivate Key Behaviours
H Reduce Customer Churn
H Recognise Service
H Improve Customer Retention
H Raise Productivity & Performance
H Build Team Spirit
H Thank Customers
H Create Sales Promotions
H Reinforce Organisation Culture

WHO SHOULD ATTEND?
H CEOs / Managing Directors
H Sales Directors / Managers
H Marketing Directors / Managers
H HR Directors / Managers
H Channel Managers
H Product Managers
H Event Managers
H PR & Communication Managers

Whether it’s retaining your
best people and customers,
motivating your employees
and salespeople to go the
extra mile, or improving the
performance of your channel
partners – the products,
ideas and strategies to
inspire, engage and motivate
everyone who touches your
business can be found at
Motivation & Incentive
Expo and Motivation in
Business Summit.

The Expo
Attend the Motivation & Incentive Expo to discover the best products, tools
and solutions to incentivise, recognise, reward and award your staff, customers,
distributors, dealers, retailers and agents.

Exhibitors include suppliers of rewards and awards including brand merchandise,
meetings and travel, motivation events, experiential rewards, employee benefits,
corporate gifts and promotional products.

You will also meet experts from marketing agencies, performance improvement
companies and fulfilment houses who can help you design, execute and manage
programs for sales promotions, incentives, reward and recognition and loyalty.

A host of free seminars by industry experts offer an exception learning experience.

The Summit
Attend the Motivation in Business Summit to learn the latest strategies and
insights in People Performance Management and Engagement. The Summit
brings together an exceptional faculty of the most distinguished practitioners,
academics and thought-leaders to share best practice and effective solutions 
in people, business and sales performance management.

To maximise your learning and networking opportunities, the Summit offers a
series of keynote addresses, three separate streams of presentations and panel
discussions, peer-to-peer round-tables and of course, various networking sessions.

If you are in a Sales, Marketing or HR leadership role, or you’re the CEO or CFO
of an organisation looking to optimise sales, productivity, quality and financial
results, this is a must attend conference.

ATTEND THE EXPO FOR FREE!

REGISTER ONLINE NOW AT: www.MotivationBiz.com

EVERY EXPO ATTENDEE GETS A
FREE REWARD THANKS TO

FREE GOLF, FREE PAMPER PACK
OR FREE ACCOMMODATION

3
STREAMS

TO CHOOSE

FROM

FEATURING THESE KEYNOTE SPEAKERS
Jon Von Rentzell
Vice President, Enterprise Engagement
Carlson Marketing Group
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Michelle M. Smith CPIM
President
Incentive Marketing Association
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Kevin Panozza
Chief Executive Officer
Salesforce
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Tom McMullen 
Rewards Practice Leader
HayGroup Chicago 
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1. EMPLOYEE ENGAGEMENT & MOTIVATION
2. INCENTIVES, REWARD & RECOGNITION
3. SALES PERFORMANCE & MOTIVATION

SUMMIT PROGRAM DAY 1: TUESDAY 24 JULY

FOR MORE INFORMATION ON THE SUMMIT PROGRAM, INCLUDING PRESENTATION SUMMARIES AND SPEAKER BIO’S VISIT: www.MotivationBiz.com

DAY 2: WEDNESDAY 25 JULY
8:00 REGISTRATION & WELCOME COFFEE

8:50 WELCOME & OPENING ADDRESS BY CHAIR
Kevin Moloney Incentive Marketing Industry Commentator

9:00 KEYNOTE ADDRESS:  GLOBAL BUSINESS CHALLENGES & INCENTIVE ROI RESULTS
Motivation and incentive professionals around the globe are being challenged to insure their programs are increasingly strategic, and corporate executives are demanding 
substantiation of the value of incentives and proof of return on their investment. That proof will be provided as we look at research from 11 nations, calling out some 
of the challenges that could be effectively addressed with an incentive program. We’ll also review a study of 12 international companies over a 15-year period that builds 
a compelling case for the value of incentives. The research proves that incentive and recognition programs can increase employee engagement, maximise performance 
and drive corporate profit.
• Gain an understanding of some of the critical business issues that can be effectively addressed with incentive and recognition programs
• Learn how employee engagement impacts customer satisfaction
• Identify new opportunities to leverage motivation and incentive programs 
• Discover research results that prove the value of incentive programs  
Michelle M. Smith CPIM President, Incentive Marketing Association (USA) and Vice President, Business Development, O.C. Tanner

9:45 KEYNOTE ADDRESS:  MANAGING REWARDS IN THE TRENCHES – WHAT WORKS?
The key differentiator in successful reward programs today is effective implementation (versus design) and managers are the key to successful implementation, but managers 
are not being effectively prepared and utilised in this regard. This is the key premise of the new Hay Group book – The Manager’s Guide to Rewards: What you need to get the 
best for – and from – your employees. This will also be the focus of the keynote presentation by Tom McMullen, Vice President and U.S. Reward Practice Leader and one 
of the book's authors.
• Learn how the organisation view of reviews as a cost or investment establishes the degree that the organisation and its managers can positively leverage its rewards programs
• Identify the various ways that managers have real impact over the success or failure of the rewards programs and specific examples of organisation success stories
• Understand best practices in utilising managers in communicating rewards programs to employees
• Learn how the human resources function can better enable line managers in the effective implementation of rewards programs.
Tom McMullen VP and US Rewards Practice Leader, HayGroup and co-author of Managers Guide to Rewards

COMPELLING LINK BETWEEN EMPLOYEE ENGAGEMENT
AND PROFITABILITY
• The importance of employee engagement to business success
• How to create high performance work environments 
• How to create highly engaged employees 
• How to attract, engage and retain talent
Hamish Deerey Regional Executive Director, Towers Perrin – ISR Asia Pacific

11:00 GO DEEP INTO THE PHILOSOPHIES OF ENTERPRISE INCENTIVE 
AND RECOGNITION (EIR) – AND UNDERSTAND THE PROCESS FRAMEWORK
OF ENTERPRISE INCENTIVE MANAGEMENT (EIM)
• Learn what EIR and EIM is, and just as importantly what EIR and EIM aren’t!
• How EIR works using 2 examples – Internal Employee Incentive and External

Customer/Channel Incentive
• How to set and monitor tangible and measurable success criteria for you,

your staff, your company and your customers
• The “Do’s and Don’ts” in building or specifying an employee or channel 

incentive program
• A checklist of experience, competencies and resources to look for in EIR providers
Kevin Moore Joint Managing Director, The Marketing Department

YOU CAN’T ENGINEER A RELATIONSHIP
• Four assumptions that can inhibit Customer Relationship Management
• Framework for developing a culture of employee engagement
• Ideas for using positive emotions to build employee and 

customer relationships
Jennifer Rosenzweig Global Employee Practice Leader, Carlson Marketing (USA)

11:40 INCENTIVE MARKETING TO EDUCATE, INCENTIVISE AND REWARD 
YOUR CHANNEL PARTNERS
• Unique techniques and tools to reward & incentivise
• Using incentives to educate channel partners 
• Stretching the budget for greatest impact
• How to avoid common pitfalls with channel incentive programs
Alina Azar Managing Director, Brass Tacks

CREATING COMMITMENT IN THE WORKPLACE – 
WHY CONDOMS DON’T COME IN SMALL
• Be able to define and articulate why commitment in the workplace 

is important
• Hear what workers think is important at work
• The five key philosophies of commitment in the workplace
• Ideas for how to build a more engaging workplace brand
Penny Burke Director, Essence Communications

1:30 DEVELOPING AN INTEGRATED INCENTIVE PROGRAM THAT 
ENGAGES ALL EMPLOYEES, NOT JUST SALESPEOPLE
• Identify key differences between a sales incentive and an 

organisational-wide program
• Twenty simple ideas for expanding organisational-wide programs 
• Hear what employees say motivates them 
• Tips on establishing organisational-wide programs that are sustainable 
David Jackson Director, Solterbeck

INNOVATIVE EMPLOYEE STRATEGIES FROM BEST 
EMPLOYER AWARD WINNERS
• Hear insights and strategies from a panel of winners

from the 2006/2007 Hewitt Best Employee in
Australia and New Zealand Survey

Simon Keeley Head of Engagement & Culture, Hewitt Associates
Karen Bergin Head of Corporate Communications, Microsoft
Richard Laidlaw (not pictured) Group Manager, Learning & Development, Stockland

2:10

3:20

5:00

HP’S TOTAL REWARDS – THE HIGH PERFORMANCE WORKPLACE
• Understanding HP's Total Rewards framework
• See the links between financial, business and individual performance 

and Total Rewards
• Appreciate the value in fostering & encouraging employee recognition 
• Realise the importance of planning and effective employee communication 
Paul Jackson Total Rewards Manager South Pacific, Hewlett Packard Australia

THE X & Y FACTOR – MANAGING THE NEW BREED OF EMPLOYEES
• The views of Generations X & Y on the workplace created by 

earlier generations
• Why they don’t like turning up on time, following the rules or filling 

out timesheets 
• Overcoming the stereotypes – yours and theirs 
• Their top 4 “turn ons” and “turn offs” at work 
• How to use their career mobility to benefit your organisation 
• Why the real issue is getting them to get along with each other
Karen Schmidt Re-Engagement Expert, Let’s Grow!

CLOSE

WHAT’S HOT IN THE US – THE LATEST INCENTIVE 
& RECOGNITION STRATEGIES OF THE FORTUNE 500
A panel discussion with leading US based practitioners on 
what many of North America’s highly recognised organisations
are doing when it comes to driving people performance 
through incentives, rewards and recognition.
Michelle M. Smith CPIM VP Business Development, O.C. Tanner
Jennifer Rosenzweig Global Employee Practice Leader, Carlson Marketing
Jon Von Rentzell VP Enterprise Engagement, Carlson Marketing
Tom McMullen VP and US Rewards Practice Leader, HayGroup

8:00 REGISTRATION & WELCOME COFFEE

8:50 WELCOME & OPENING ADDRESS BY CHAIR
Kevin Moloney Incentive Marketing Industry Commentator

9:00 KEYNOTE ADDRESS:  THE SHORTEST DISTANCE IS NO LONGER A STRAIGHT LINE
In the engagement economy, understanding the emotional triggers is as vital as setting the right economic drivers to align employees and channel partners in the quest 
to sell, serve and delight your customer. Increasing engagement may not be a straight line, but it can prove to be the most direct route to sustainable competitive advantage.
The payoffs are worth the effort: engaged employees are more productive than their disengaged peers; engaged partners learn more quickly, sell more efficiently and collaborate 
more effectively than those who remain less committed.
• Learn how relationships that drive loyalty and performance results are built on both an emotional and on a rational basis
• Learn how the surest path to success with partners and employees is through positive engagement that fosters employee and partner commitment, trust and loyalty leading 

to improved business performance  
Jon Von Rentzell VP Enterprise Engagement, Carlson Marketing

9:45 KEYNOTE ADDRESS:  EIGHT ENEMIES OF STAFF ENGAGEMENT
SalesForce is an Australian call centre company which in March 2007, during a period extraordinary expansion, was voted ‘Best Employer in Australia and New Zealand’ 
for an unprecedented third successive time in the bi-annual Hewitt Survey. In his keynote presentation, Kevin Panozza will share with you his insights, strategies and tactics 
on employee engagement and performance.
• Challenges that all businesses are currently facing – especially contact centres
• Key causes of ‘contact centre blues’ including uniformity, oppression, isolation, uncertainty, boredom, monotony, caller hostility, rejection, career stagnation and work/life balance.
• The top reasons why SalesForce has been Hewitt ‘Best Employer’ in three consecutive surveys
Kevin Panozza CEO, SalesForce

HAPPY PEOPLE – AN ESSENTIAL SESSION FOR ANYONE 
IN THE BUSINESS OF LEADING & MANAGING PEOPLE
• Happy people = happy customers = happy profits
• How to motivate and energise your team through recognition,

reward and responsibility
• Creating unbreakable customer relationships
• How to transform your approach to the people around you
Naomi Simson Chief Experience Officer, Red Balloon Days

11:00 SALES COMPENSATION PLANS – A LIVING NIGHTMARE OR 
A POWERFUL SALES TOOL?
• Ten top tips for avoiding common sales compensation plan mistakes 
• Ideas for using sales compensation plans in new ways 
• Hear what sales people say about their commission plans 
• A checklist for buying or building a sales compensation software system 
David Jackson Director, Solterbeck

11:40

1:30 SALES INCENTIVES MUST STRETCH PERFORMANCE
• How to get the very best out of Top Performers 
• 80/20 Principle; How to engage the other 80% 
• Rewards to fit the Top Achiever profile
• Examining the respective merits of Reward and Recognition
Nigel Gaunt Managing Director, The MINT Organization

2:10

2:50 HOW TO MEASURE EMPLOYEE ENGAGEMENT 
AND ENGAGE THE DISENGAGED
• What to measure to get a sense of Employee Engagement and 

what to do to drive Engagement higher
• An overview of the most common drivers of Engagement 
• The causes of disengagement – what the Disengaged say about 

their experiences at work
Simon Keeley Head of Engagement & Culture, Hewitt Associates

SEVEN STEPS TO SUCCESSFUL SALES MOTIVATION
• Discover how to align your business strategy with your incentive strategy and

insure that program participants are willing and able to achieve results
• Realise the power of shifting the Bell Curve to help your average performers

achieve more like your top performers 
• Gain a comprehensive understanding of “The Performance Formula” for

designing highly effective incentive programs that deliver healthy ROI
• Learn to leverage the leading indicators of incentive – and business – 

success and how to avoid the common pitfalls that can derail your goals
Michelle M. Smith CPIM Vice President, Business Development, O.C. Tanner

THE ANTIDOTE TO LOSING A HIGH POTENTIAL EMPLOYEE
• The link between employee retention and development
• The best way to turn-over a High Potential Employee
• Development activities aimed to increase retention of High Potential

Employees (organisational case study)
Jayne Marsh Managing Director, Performabilty

HOW TO CREATE AN EMPLOYEE VALUE PROPOSITION THAT 
INSPIRES AND ENGAGES YOUR EMPLOYEES
• How to express and instill core values to achieve alignment of personal 

and corporate goals
• Incorporating effective communication methods to ensure long term

engagement and recruitment success
• Leading by example: the role of leadership in creating employee

engagement and empowering individuals to become brand champions
• Bringing all the pieces together into a compelling Employee Value

Proposition, which will work for existing and prospective employees
Steve Lennon Managing Director, Imagination Australia

ATTRACTION, RETENTION & MOTIVATION IN A CONTROVERSIAL
INDUSTRY – A ‘TOTAL REWARD’ APPROACH
Take-a-ways:
• BATA’s ‘truths’ of talent management
• Shaping perceptions of your industry as a potential employer
• Delivery on the increasing expectations of your employees
• Motivating employees to embrace change and deliver outstanding 

business results
Jonathan Powell 
Head of Reward & Shared Services, British American Tobacco – Australasia

THE NATURE OF SUCCESS – LESSONS FROM AFRICA ON ENGAGING,
BUILDING AND RETAINING A SUCCESSFUL SALES TEAM
• Teamwork: Learn how to balance different ideas, powerful personalities 

and manage conflict 
• Effective communication: Some of the outcomes of effective communication 

are high levels of trust, respect and deeper connections 
• Innovation: Create a flexible culture that is creative, fast and adaptive 
• Engagement: Engage all members of your team to maximise results
Ian Schubach Director, Peak Teams

10:30 MORNING TEA / EXHIBITION TIME / NETWORKING OPPORTUNITY

10:30 MORNING TEA / EXHIBITION TIME / NETWORKING OPPORTUNITY

12:20 LUNCH / EXHIBITION TIME / NETWORKING OPPORTUNITY

2:50 AFTERNOON TEA / EXHIBITION TIME / NETWORKING OPPORTUNITY

4:30 EXHIBITION TIME / NETWORKING OPPORTUNITY
5:00 CLOSE

MINING AND POLISHING THE GEMS IN YOUR SALES GAGGLE; 
UNLEASHING TALENT
• Identify the 5 C’s of people recognition, motivation & engagement
• Transporting the model to create unique customer engagement
• Explore the impact of mining & polishing your gems
• The correlation between engagement, growth and a success cycle
Mark Carter Director, Glow International

4:00 DRUM CAFE INTERACTIVE SESSION
Interactive drumming is a cutting edge tool increasingly being used in the business environment to develop unity in the workplace. For centuries people have 
used drumming to release stress, raise their spirits, enhance clarity and focus, and develop a culture of co-operation and community. Join in this fun, interactive 
session to experience first hand how the power of making music together can transform, inspire and motivate your people!

4:00 PEER2PEER ROUNDTABLES
Collaborative problem solving session… bring your thoughts, problems, notes – whether they represent a burning question you’re unable to answer or a solution you’ve already found and want to share.

STREAM: EMPLOYEE ENGAGEMENT & MOTIVATION STREAM: SALES PERFORMANCE & MOTIVATION

12:20 LUNCH / EXHIBITION TIME / NETWORKING OPPORTUNITY

3:30 AFTERNOON TEA / EXHIBITION TIME / NETWORKING OPPORTUNITY


