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DAY 1 – Tuesday, October 25, 2016 
  
 

08:00 – 08:25am     Breakfast and Arrivals 
 
08:30 – 09:15           WELCOME and INTRODUCTIONS 

Pat Durante, CEdMA President; Sr Director, Education Services, 
Black Duck Software 

 
09:20 – 10:30            CONFERENCE SESSION #1 - KEYNOTE SESSION 

The Transformation of Education 
 
Keynote Speaker:    Dan Steinman, Chief Customer Officer, Gainsight 
 
Moderator:   Tom Kimmel, CEdMA Vice President; MIT 
 
 
10:30 – 10:45 BREAK, CHECK MESSAGES 
 
 
10:45 – 11:40 CONFERENCE SESSION #2 

The Hybrid Classroom: Wave of the Future or Invitation to 
Disaster? 

 
Presenter: Joachim Worf, Sr Education Delivery Manager, EMEA, EMC 
 
Moderator:  Ken Hirsohn, CEdMA Treasurer; Director, Global Customer 

Training Programs, AlienVault;  
 
 
11:45 – 12:55pm  LUNCH & NETWORKING 
 
 
1:00 – 1:55 CONFERENCE SESSION #3 

“SCRUM”: A Case Study on AGILE Processes in Curriculum 
Development at Red Hat 

 
Presenter: Jim Rigsbee, Curriculum Architect, Red Hat 
 
Moderator: Bob Lucas, CEdMA East Conferences Trustee; Global Sales/SE 

Enablement, Infoblox 
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02:00 – 02:55 BREAKOUT CONFERENCE SESSION #4a 
Bridging the Gap - A Case Study On Creating Multi-Sponsor 
Certification Programs 

 
Presenters:  Liz Burns, Sr. Manager Curriculum Development,  

Adobe Systems 
Joe Cannata, Certification Director, Kinaxis 

 
Moderator: Bob Lucas, CEdMA East Conferences Trustee; Global Sales/SE 

Enablement, Infoblox 
 
02:00 - 02:55            BREAKOUT CONFERENCE SESSION #4b 

Crafting a Winning SaaS Education Sales Playbook 
 
Presenter:  Jesse Finn, CEdMA Former VP & President, and Retiree! 
 
Moderator:  Lynn Marie Viduya, CEdMA West Conferences Trustee; Sr 

Director, Global Education Services, Blackline 
 
 
 

03:00– 03:15             BREAK, CHECK MESSAGES 
  
 
03:15 – 04:20           CONFERENCE SESSION #5 – WORKSHOP Part 1 

It Takes a Village (Part 1) Building an Education RFP 
 
Facilitators:  Bill Horzempa, HP Education Services Portfolio Manager, HP 

Enterprise 
 Mike Lennox, CEdMA Operations Trustee; Manager, Education 

Services, Splunk 
 Bob Lucas, CEdMA East Conferences Trustee; Global Sales/SE 

Enablement, Infoblox 
 
04:25 – 05:00  CONFERENCE SESSION #5 – WORKSHOP Part 2 

It Takes a Village (Part 2) – Choosing an Enterprise LMS 
 
Facilitators:  Bill Horzempa, HP Education Services Portfolio Manager, HP 

Enterprise 
 Mike Lennox, CEdMA Operations Trustee; Manager, Education 

Services, Splunk 
 Bob Lucas, CEdMA East Conferences Trustee; Global Sales/SE 

Enablement, Infoblox 
 
05:00 – 05:05           Update on the Evening’s Activities and Logistics 
 
 
05:05 – 05:30           Arrange rides for dinner at The Farmhouse, Needham MA 
 
 
06:00+ Dinner and Wine Tasting at The Farmhouse, Needham MA 
 

http://www.thefarmhouseneedham.com/
http://www.thefarmhouseneedham.com/


 

 
 

DAY 2 – Wednesday, October 26, 2016 
  
 

08:00 – 08:25 am   Breakfast and Networking 
  
 
08:30 – 09:25 CONFERENCE SESSION #6 

A Customer Success Perspective on Education Services 
 
Panelists: Renee Bochman, SVP, Customer Success, SnapApp 
 Michael Provenzano, VP, Customer Success, InsightSquared 
 Dean Vassiliou, VP, Customer Success, Black Duck Software 
  
Moderator:  Pat Durante, CEdMA President; Sr Director, Education Services, 

Black Duck Software 
   
09:30 – 10:30 BREAKOUT CONFERENCE SESSION #7 

Working with Training Partners and Distributors 
 
Panelists: Alister Fraser, Authorized Training Partner Program Manager 

for the Americas, PTC 
 
 Moderator: Bonnie Willoughby, CEdMA Membership Trustee; Director, 

Global Customer Training, Cadence Design Systems 
 
 
10:30 – 10:45 BREAK, CHECK MESSAGES 
 

 
10:45 – 11:45  BREAKOUT CONFERENCE SESSION #8a 

How to Break Down Silos with Content Expertise 
 
Presenters:  Jeri Larsen, Sr Curriculum Manager, Domo 
 Ammon Cookson, Manager, DomoU for Domosapiens 
 
Moderator:   Tom Kimmel, CEdMA Vice President; MIT 
 
 
10:45 – 11:45 BREAKOUT CONFERENCE SESSION #8b 

The Role of Education at Companies Built Around Open Source 
Software 

 
Panelists: Carrie Anderson, Talend 

Doug Bateman, Databricks 
Danielle Campbell-Tomlinson, Plex Systems  
Ray Kung, Docker 
Bob Worobec, NGINX 
 

Moderator:  Donna Weber, CEdMA Secretary; Sr Director, Education & 
Enablement; Principal, Springboard Solutions 
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11:45 – 12:55pm  LUNCH & NETWORKING with EXHIBITORS 
 
 
01:00 – 01:55 EXHIBITOR BOOTH VISITS 

Dedicated Time to Visit Our Exhibitor Booths  
 

 
02:00 – 02:25      CEdMA Business Meeting & Officer Reports 
 
 
02:30 – 03:25 CONFERENCE SESSION #9  Impact Award Winner 
 63% Faster: Driving Innovation to Bottom-Line Results 

 
Presenter: Debra O’Connell, Sr Manager, Global Content Development, 

Kronos  
 
Moderator:  Rob Castaneda, CEdMA Marketing Trustee; CEO, 

ServiceRocket 
 
03:30 – 04:25 CONFERENCE SESSION #10 

Key Findings of the CEdMA 2016 Business Survey: Best Practices 
and State of the Education Business 

 
Presenter & Moderator: 
 Dirk Braune, Director of Education, BMC; CEdMA Programs 
Trustee; 
 
 
04:30pm- 04:45 FINAL WORDS about CEdMA and CLOSING 
 



 
 
 

SESSION ABSTRACTS 
 

 

KEYNOTE SESSION: The Transformation of Education 
 
When you drop a large rock into a lake, it is easy to see the impact splash.  But sometimes, the ripples that 
emanate from the splash are harder to track.  In our world of technology, the big splash is easy to identify 
- the impact of cloud based subscription software is here, is growing, and is having a tsunami-like impact 
on customer buying behaviors, go to market models, revenue recognition and timing, and our offerings.  
 
We can see this transformation happening in both our consumer (B2C) and in our business (B2B) lives.  
The ripples are even more interesting - starting with the creation of Customer Success organizations.  
Another important ripple is the impact on customer training.  We can no longer just deliver training - our 
companies expect us to deliver adoption, retention, and ultimately success.   
 
Come join Dan Steinman, Chief Customer Officer of Gainsight, as he shares with us some industry data on 
the transformation that is happening, the role that training must take in leading the change, how your role 
as leaders will evolve, and how we must find ourselves and our companies truly aligned around the 
customer. 
 

 

The Hybrid Classroom: Wave of the Future or Invitation to Disaster? 
 
It’s a simple rule – an instructor led class cannot work with a “hybrid” audience, with some students face-
to-face and some remote via web presentation.  Both type of attendees will complain – why isn’t the 
instructor focused on me?  
 
Come and learn how EMC (and others) are breaking this rule.  Hybrid classes work – the student 
experience can be great!  What are the business drivers?  How do they make it work?  What problems 
have they encountered?  Is it right for me? Join us for a fascinating presentation where technology drives 
new solutions in the face of conventional wisdom. 

 
 

“SCRUM”: A Case Study on AGILE Processes in Curriculum Development at Red 
Hat 

A year ago, Red Hat Training was using the traditional waterfall method for developing its curricula. 
Visibility into the development process, analyzing risks, identifying road blocks, and use of effective 
automated tracking tools was proving difficult given the number of projects and number of curriculum 
developers in play.  

We discovered that curriculum development and software development have many parallels, so it was 
determined that we would benefit by switching to SCRUM, an agile methodology. This case study looks at 
the initial justification for switching, an overview of the tooling utilized, mapping of the methodology to 
the curriculum development process, and a report on its progress based on nearly a year of experience.  

Jim Rigsbee, the presenter, advocated for the change in methodology, conducted the pilot project, and led 
its implementation and adoption across the organization. In this session, you will learn about Jim and his 
team’s real journey.  
 

 

Bridging the Gap - A Case Study On Creating Multi-Sponsor Certification 
Programs 
 
In today’s business environment professionals often work across multiple disciplines, combining a variety 
of knowledge and skills to create a “portfolio” of expertise.  This creates opportunities to develop cross-
functional, “cross-organization” assessments and credentials to measure and validate portfolio expertise.  
But how best to develop a multi-sponsor certification program?   
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Some organizations address this requirement by recognizing the credentials released by other 
organizations.  However, this may not adequately address the assessment or program requirements if not 
built specifically for those requirements.   
 
How do you create one set of assessments and one program that can cross the “boundaries” of multiple 
test sponsors?  How to you effectively partner to define, build, deploy and maintain these tests and 
programs over the course of years?  How do you promote and market this program?  And what are the 
issues related to reporting on program success, sharing candidate information, allocating expenses, etc.  
There are many unexpected complications in developing a program like this, not least of which is 
recognizing and addressing different organization cultures and testing philosophies. 
 
This session presents a case study where two testing sponsors successfully partnered to create a single, co-
branded certification program to address the needs of their technical professionals.   Many testing 
organizations have the need to develop a program like this but are not sure how to proceed.  Our 
experience highlighted many unexpected issues, including: 
 

1) Different test development standards and philosophies that needed to be respected but resolved 

into one approach 

2) Different program structure requirements, impacting how we branded the combined program.  

Again, these differences needed to be both respected but adjusted without negative impact to 

either program’s existing branding. 

3) What needs to be considered when developing your contract – what business issues will arise that 

you want addressed in the contract (like cost/revenue sharing, candidate privacy issues, etc). 

4) Defining a set of “rules of engagement” outside the contract so that you can be flexible to changing 

requirements.  These should address things like communications and response times, who 

manages the projects, who pays for what and when, how the program progress is reported, etc. 

5) How do you work with vendors to ensure a single, co-branded experience for your candidates, 

while still addressing the business needs of each individual organization? 

The discussion will be interactive, designed to help attendees understand what should be considered in 
developing a multi-sponsor program, address specifically lessons learned along the way and recommend 
best practices for any test sponsors seeking to implement a similar project. 
 

 

Education Services Playbook in a SaaS World 
  
You hear it from the Sales team all the time: “give me something to sell that helps my team meet their 
ACV quota”. What do those training offerings look like? Do you make a distinction in offerings for new 
versus existing customers? What deliverables are truly “ratable” versus not? What is the training value 
proposition that Sales can articulate to SaaS customers? Beyond just training, what creative Services 
packages have you provided to ensure product adoption and expansion, the two critical KPIs for any SaaS 
company? 
 

 

It Takes a Village: Building an Education RFP and Choosing an Enterprise LMS 
 
With over 600 enterprise LMS vendors, even getting started can seem like a daunting task. Learn the keys 
to writing an effective RFP in this interactive session using real-world examples and your own experience.  
 
Bill Horzempa from Hewlett Packard Enterprise will share his journey from RFP to selection to 
implementation of an LMS. Learn the key questions to ask in an RFP and the best way to ask the 
questions. Develop a plan to identify key stakeholders in your organization to participate in the process 
and discover common mistakes to avoid. Whether you are an experienced RFP author or a novice, you will 
walk away with several RFP examples to help you select an LMS – and can take what you learn to apply to 
RFPs for other vendor selection processes. 
 

 

A Customer Success Perspective on Education Services 
  
A common trend in technology companies today – particular with the move to selling software as a 
subscription – is to include the education services team as part of a larger Customer Success organization 
which often includes technical support, education services, and customer advocacy.  This panel of 
Customer Success VPs will share their perspective on the role of education services and discuss the key 



performance indicators that they believe education/enablement can impact to drive overall company 
success. 

 
 

Using Customer Journey Maps to Build Powerful Partner Programs 
 

While there are many defining factors that affect partner value including revenue, operational efficiencies, 
and increased capabilities and coverage, your ability to impact partners and manage their performance is 
likely overwhelmingly influenced by one factor: the simplicity of their interactions with your program. 
 
All too often partner programs are designed (often out of necessity) by the constraints of your company 
infrastructure. However, program complexity is likely a significant barrier to recruiting new partners and 
having them prioritize new initiatives. This means continually taking a hard look at the people, processes, 
and systems that underlie your partnerships to determine if they are market ready or need improvement. 
 
A customer journey map is a simple and effective way to outline the steps your customer(s) go through in 
engaging with your company. This tactic is often utilized in marketing to outline online and retail 
experiences and services.  These same principles can be applied to partner programs by helping you to 
understand the necessary partner actions, motivations, questions, support and infrastructure required to 
launch a new partner program.  
 
In this session Alister Fraser, Authorized Training Program Manager, PTC will describe the process of 
applying customer journey mapping when designing new partner programs. He will share key insights 
about a program designed using this process and the impact it had on the overall organizational structure 
and program design for the Authorized Training Partner program at PTC. 
 

 

How to Break Down Silos with Content Expertise 

 
Most corporations suffer to some degree from knowledge hoarding and silos. In this session, attendees 
will learn best practices of establishing their expertise as content experts, placing themselves outside the 
box of typical L&D Department stereotypes. They will also explore breaking down those silos, increasing 
collaboration, and making the corporate university the place to be for content expertise. 
 
Attendees will walk away with  

1) Ability to evaluate their current organization for potential content sources 

2) Knowledge of how to apply several best practices of engaging with departments across their 
organization to establish collaborative relationships in order to facilitate content sharing 

3) An action planner of what they could do tomorrow to increase their credibility within their 
organization and establish themselves as the content gurus. 

 
 

The Role of Education at Companies Built Around Open Source Software 
 
Open source software is software developed by and for the user community.  Our companies are 
developing our solutions using Open Source Components more often than ever before in history. There 
are some interesting challenges and dynamics as companies simultaneously seek to embrace open source, 
while also fearing the inherent pressure on the bottom line.   
 
What are the unique education needs of this community? What is our role in training the market on 
“pure” Open Source solutions vs. our own value-add capabilities or services? 
In this session, a panel of members from companies built around open source solutions will share what 
they are doing to address this market. 

 Is Education a revenue driver for the company? If so, how do you confront the challenges of 
asking for people to pay for training for free software? 

 Are you investing in free training offerings to educate the market on open source and to plant 
seeds about your value-adds?  

 Are partnerships and relationships within the open source community leveraged to save overhead 
costs and keep up to date with the technology?  

 What can we as a whole learn from this approach to apply to our education businesses? 

 



 

 

 

Dedicated Time to Visit Our Exhibitor Booths 

 
At every conference, we invite selected education exhibitors to showcase their goods and services in a 
separate time block so you get easy, convenient access to what you need to build, utilize, manage or 
develop your education organization.  
 
Please use this time block to visit the education exhibitors you prefer. Exhibitors will also be available to 
speak with during today’s lunch period. We hope these sessions are informative, helpful, and convenient 
for you, our members. 
 

 

CEdMA Business Meeting & Officer Reports 

 
As a non-profit, public organization, CEdMA is required to release financial information as well as 
updates on programs, services, conferences and the value they provide to you, the members.  
 
In this meeting, each CEdMA Board member will deliver a brief update on activity in his/her area of 
responsibility. Please feel free to ask the member any questions during this time.  
 
 

 

63% Faster: Driving Innovation to Bottom-Line Results 
 

For their last major software release, Kronos focused on innovating the design and development of 
instructor-led courses in order to deliver courseware to customers, especially early adopters, even faster. 
This enhanced approach allowed the Kronos Educational Services team to build on an already successful 
program by providing courseware up to 63 percent sooner when compared to prior product launches. The 
high quality of the courseware was also recognized by customers, with customer satisfaction consistently 
scoring above 9.0. Join this session to learn about the innovative approaches and cross-functional change 
initiatives that Kronos implemented in order to achieve these impressive results. 

 

Key Findings of the CEdMA 2016 Business Survey: Best Practices and State of the 
Education Business 

 
How does your education organization perform in comparison to other software and hardware 
companies? For example, are your training development ratios above or below average, or do you 
generate a high percentage of education revenue in comparison to product revenue like best in class 
organizations?  
 
In this session we will review the results of the 2016 CEdMA Business survey to provide you with the data 
to identify current trends and evaluate the status of your department in comparison to the 100+ CEdMA 
members companies. 
 
 



 
 
 
 

BIOGRAPHIES 
 

 

Dan Steinman, KEYNOTE SPEAKER 

 

 
 

Dan Steinman is Gainsight's Chief Customer 
Officer and, in that role, has ultimate 
responsibility for Gainsight's customer's 
satisfaction and success. Customers are his 
passion going all the way back to his days as an 
SE at IBM. Dan's career includes being a very 
early employee at Epiphany, Co-Founder at 
NearbyNow, and VP of Customer Success at 
both Mozes and Marketo before joining 
Gainsight.  
 

Dan is a recognized expert and thought leader in 
the Customer Success field and brings that 
thought leadership into execution at Gainsight 
both with the Customer Success organization 
and with our products. Dan is co-author of the 
industry-defining book called Customer 
Success: How Innovative Companies Are 
Reducing Churn and Growing Recurring 
Revenue. Dan recently moved to London, UK to 
follow the Customer Success movement and 
Gainsight's market expansion efforts in Europe.

 
 

 

Carrie Anderson 
 
Carrie is Vice President of Enablement at Talend, where she is responsible for accelerating technical 
competence among customers, partners, and employees.   In her three decades of experience in the 
software industry, she has led multiple aspects of technical enablement and education.  These include 
instructor-led and self-study course development, product documentation, premium support, employee 
on-boarding, and customer training delivery.   
 
Prior to Talend, Carrie held leadership positions at Wind River (Intel), Oracle, and Hyperion.  A member 
of CEdMA since 2005, she is motivated by the impact that quality technical training has on customer 
success. 
 
 

 

Doug Bateman 
 
Doug Bateman is the Director of Training and Education at Databricks, where he is responsible for 
Apache Spark training, MOOCs, and academic outreach programs, drawing on over 15 years of experience 
in open-source technology training.  Previously, he was the Director of Training at NewCircle conducting 
training in technologies including Android, HTML5, Hadoop, JBoss, Spring, Hibernate, and Python.  
After work  
 
Doug enjoys sailing, playing Halo, and most importantly being a father to his 6-month old son.  You can 
connect with him on LinkedIn at https://www.linkedin.com/in/doug-bateman-0672b9. 
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Renée Bochman 

Renée brings over 15 years of leadership experience in enterprise software with a focus on support and 
customer experience. Her focus is helping organizations transform their programs to be 
more holistic around the needs of the customers.  As SVP of Customer Success at SnapApp, Renée focuses 
on the entire customer journey to ensure adoption and full value of the platform.  She is focused on 
understanding the services and programs that will make a customer successful as well as leading 
indicators of a healthy customer. 

Renée served as VP Customer Experience at Acquia, leading cloud platform for building, delivering, and 
optimizing digital experiences. She was responsible for building an onboarding program and enhancing 
the education of both Drupal and Acquia products by creating Acquia Academy.   At Vertica, bought by 
HP, as Director, Customer Success, she builds the Professional Services and Training program as well as 
transformed the support organization to a more customer experience focused organization.  In a prior 
role, Renée was the VP of Customer Success at Endeca, bought by Oracle, where she built the customer 
support, customer success and TAM program.  

 
 

Dirk Braune 
 
Dirk is Director Education Development for BMC Software responsible for the offer strategy and 
definition as well as the complete development of all education contents. 
 
Before he joined BMC Dirk was responsible for PTC University EMEA including all sales, deliveries and 
operations of the education business of PTC (CAD and process software vendor). 
 
In previous positions he managed in Alcatel-Lucent the overall learning portfolio with 4,000+ courses, 
the training pricing plus all customized deliveries. Before he led as Director for Alcatel-Lucent the 
customer training, and as Vice President the learning development and strategy of the Enterprise Division 
of Alcatel-Lucent. 
In his 13 years for Genesys (Contact Center Software vendor) he ran as VP of Genesys University for five 
years the global education team, his earlier work at Genesys included also the management of the German 
and European training teams. 
 
Over his 20-year career in the IT and learning industry, Dirk has worked with and in international 
companies and teams as project manager, instructor and manager, including subsidiaries of Siemens and 
HypoVereinsbank/UniCredit. Dirk has also served on your CEdMA Board of Trustees for several years as 
Programs and Services Trustee. 
 
Dirk holds a Master in Psychology from Ludwig-Maximilians-University in Munich. 
 
 

 

Liz Burns 

Liz is Director for NetApp Certification, Education Marketing and Learning Partner programs.    She has 
over twenty years’ experience enhancing personnel performance through development, implementation 
and management of innovative education programs.   Prior to joining NetApp, Liz managed education and 
certification programs for EMC, Sybase, i2 technologies and, most recently, Juniper Networks.  In a 
“previous life” Liz spent six years as a management consultant at Deloitte and Touche, where she 
managed corporate turnaround projects. 

Constantly seeking to “give back” to the IT education industry, Liz has served in numerous leadership 
roles for key industry organizations, including past President of CEdMA and Chair of the Exam Security 
Committee for the Association of Test Publishers.  Liz is committed to identifying and implementing 
innovative ways to improve education programs that move the IT education services industry forward, 
and in enhancing how industry practitioners work together for the good of the entire industry.  Her work 
at EMC and Juniper has resulted in many contributions to the industry, including innovative and 
comprehensive exam security programs that reduce incidents of exam fraud as well as the impact of 
perceived exam security issues on IT certification programs.  



Liz was instrumental in developing and delivering the first CEdMA sponsored survey on Certification 
“Best of Program” within the IT industry.  Liz launched the CEdMA Cert SIG, serving as chair numerous 
times.  Most recently Liz presented at the ATP conference on innovations in Social Media and how this 
tool can be effectively leveraged to connect with customers and grow business.   

 

Danielle Campbell-Tomlinson 
 
Danielle is the Vice President of Education Services at Plex Systems, driving all aspects of the education 
services business including P&L management, operations, delivery, business development, curriculum 
and certification development. 
 
Danielle has spent the last 20 years working in Education Services at high tech software companies. Prior 
to joining Plex Systems she had responsibility for the leading the Global Training business 
at Hortonworks, Red Hat, and the Americas Education business at Lawson Software and Business 
Objects-an SAP company, before that. Danielle has a passion for training business development and also a 
deep interest in new learning modalities, just in time learning, self-paced and user generated content. 
 

In 2012 Campbell-Tomlinson was awarded a Top Ten, Under 40 Young Trainer Award by Training 
Magazine. She is a graduate of the University of Illinois at Urbana-Champaign, and completed the 'The 
Women's Senior Leadership Program' at Kellogg School of Management at Northwestern University. 
 

 

Joe Cannata  

 
In his 16 years in the certification industry, Joe has architected and launched two programs, as well as 
updated a 3rd. He has worked with many different facets of certification, from the exam development 
process, to handling exam security issues and battling IP theft, to using social media as a marketing too, 
negotiating with vendors  up to running parallel programs for employees and customers. He currently 
heads the burgeoning certification program at Kinaxis, a Gartner Magic Quadrant leader in the SaaS 
supply chain management space.  
 
Joe has been a regular CEdMA conference attendee since 2007, a frequent presenter, former chair of the 
CertSIG, and now a participant. Just as he thought he had heard or seen just about everything the 
industry scope, the topic of discussion for which he will co-present in this conference came along. It was 
relevant, because it is an issue he may face soon. Joe’s company is based in Ottawa, and he still lives and 
works out of Atlanta. 
 

 

Rob Castaneda 
 

Rob has been working in software education, services and support since age 17. In 2001, he started 
CustomWare, which later re-launched in 2013 to ServiceRocket. Rob has built and run various aspects of 
training departments in Asia Pacific and globally for companies such as Sun Microsystems, webMethods, 
BEA, Atlassian, NGINX & ServiceRockets’ own products. Rob has a passion for the use of innovative 
technologies in the learning space to drive software adoption. 
 
He has been listed 3 times as one of Australia’s top 30 entrepreneurs under 30 years of age and in 2009 
was recognized with an ‘Entrepreneur of the Year’ award by Ernst & Young.  He represented Australia at 
the G20 Summit in Toronto 2010 and in 2014 he was listed as one of Silicon Valley Business Journals’ 40 
under 40 and., receiving a personal letter of appreciation from President Barrack Obama. He is also very 
active in youth sports coaching in the local community, in Palo Alto. 
 
Rob currently serves as CEdMA Marketing Trustee on your CEdMA Board of Trustees. 
 

 

Ammon Cookson 
 
Ammon Cookson leads Domo University for Domosapiens and is responsible for Domo’s professional, 
functional and technical internal training programs. Prior to his role within Domo University, he served 
for 3 years as a Principal Business Consultant and led Operations, Analytics, and Education for Domo’s 
Consulting group. 
  
Prior to Domo, Ammon worked at GE Healthcare for 7 years, where he led teams in developing cloud-
based analytics products, helping physicians and bio life sciences detect patterns and improve patient 



outcomes. In addition to an MBA, he is a LEAN practitioner with 10 years’ experience applying Lean and 
Six Sigma principles to business. 
  
When he’s not working, you can find Ammon touring the Rocky Mountains on his adventure motorcycle. 
This summer, Ammon rode 5,700 miles through the western United States and Canada.  If anyone is up 
for a great adventure, you’re invited to ride along! 
 

 

Pat Durante 
 
Pat is an education executive with significant experience managing sales, customer, partner, and 
employee training initiatives for global technology companies. Building on over 25 years of experience in 
high tech, including 17 years of education and management, Pat has designed, delivered, and managed 
several new hire sales training programs, customer-facing training programs, and partner certification 
programs.  He has built training organizations from the ground up at companies such as ATG, Endeca, 
and Digital Guardian and led education innovation at IBM.   
 
Pat’s current role is Senior Director, Education Services at Black Duck Software.  Pat also serves as 
President of your CEdMA Board of Trustees. 

 
 

Jesse Finn 
 
Jesse has spent nearly 35 years in the high tech industry directing sales, pre-sales, consulting, Jesse Finn, 
MIT, Retiree (!) and former CEdMA President 
 
Jesse has spent 36 years in the high tech industry directing sales, pre-sales, consulting, support and 
education organizations at both Fortune 500 and entrepreneurial firms.  She has worked within on 
premise and SaaS software companies, spending the past 20 years at the Sr. Director and VP levels, at 
companies such as Business Objects, Interwoven, Taleo, Oracle, and Marketo. 
 
Having started her career in Sales roles, Jesse brings diverse perspectives to programs that build business.  
She has focused on innovative solutions that drive new revenue and customer success, and specialized for 
twenty-three years in shaping and redefining education services businesses to achieve new growth, 
profitability, corporate performance, and most importantly, customer enthusiasm.  The initiatives she has 
introduced and scaled have contributed to both the successful customer adoption of the technology itself 
as well as to company brand loyalty and profit, including designing popular subscription programs in six 
different companies.   
 
Jesse is past a VP and President of your CEdMA Board of Trustees. As a retiree, Jesse continues to enjoy 
assisting CEdMA colleagues in determining new programs, providing feedback for existing ones, and 
coaching for improved management and business practices. 
 
 

 

Alister Fraser  

In his role, Alister is responsible for indirect sales and delivery of education services throughout the US, 
Canada and Latin America. Responsible for all partner recruitment, compliance, quality and overall 
customer satisfaction. Alister is a passionate technology advocate and business development professional 
with over 8 years of experience designing, leading, and implementing a broad range of partner led growth 
initiatives.  

Alister holds a Bachelor of Science degree from the Loughborough University, United Kingdom 
 
 

 

Ken Hirsohn 
 
Ken is currently Director, Global Customer Training Programs at AlienVault, a fast growth security 
company helping small and medium sized enterprises defend against internet threats..  Ken has worked in 
the customer and partner education business for technology companies for over 20 years.   
 
At AlienVault, Ken is responsible for content development, and all aspects of delivery, education sales and 
marketing. He also runs the Authorized Training Partner channel and serves as a vocal force for customer 

http://www.blackducksoftware.com/
http://www.cedma.org/


success and deep technical proficiency. Ken has managed high performing teams developing and 
delivering training at companies like Sybase, VERITAS, salesforce.com and FrontRange.  
 
Ken currently serves on your CEdMA Board of Trustees as Treasurer, and is a past President of CEdMA.  

 
 

Bill Horzempa 
 
Bill has over 25 years of technical, education and leadership experience.  He has responsibility for the 
worldwide development and implementation of HPE’s customer education curriculum.  In addition Bill is 
responsible for developing the programs and tools to ensure HPE customers can find and take the 
training they need to stay current on HPE’s and industry emerging technology products and solutions. 
 
Prior to joining HPE Bill held a number of senior positions within Compaq and Digital, including leading 
Digital’s Americas pre-sales technical organization and Compaq’s field support technical centers. 
 
Bill has a B.S. in Electrical Engineering, M.A. in Business and is a registered Professional Engineer in the 
states of Massachusetts and Michigan. 
 

 
 

Tom Kimmel 
 
Tom Kimmel is a 35-year veteran of the Hi-Tech industry.  He got his start working in Professional 
Services, building and growing progressively larger and more geographically diverse teams, eventually 
becoming the Senior Director of Professional Services for Kronos, running the Eastern US and owning a 
$65M P&L.   
 
Tom then made his transition into Educational Services in 2004 by helping to launch the initial National 
ES practice for Kronos.  That practice eventually included Delivery, Courseware Development/ID, 
Customization, User Adoption/Change Management, and Operations/Technology.  He added Global 
Service Enablement, Partner Enablement, and Service Engineering to his responsibilities as well.   
 
Tom is a past Vice President on the CEdMA Board of Trustees, and currently a Member In Transition. 
Tom enjoyed a short sabbatical this past Summer, but is excited to see where the next path in his journey 
leads. 
 

 

Ray Krung 
 
With 6+ years in the Tech Industry and 10+ years in Adult Education, Ray Kung prides himself in building 
innovative learning programs for small and big companies alike.  Currently, as the Manager of Curriculum 
Development at Docker, Ray has the privilege of building a world-class technical training business from 
scratch.  
 
Previously Ray has built out the education systems and instructional design for Nutanix, and prior to that 
has cut his teeth in the technical education space at Citrix.  Originally from the public education sector, 
Ray lives at the intersection between learning, design, and technology and can think of nothing more 
satisfying then to build out life-changing learning experiences and finding innovative ways to deliver 
those at scale.  Feeling Indignant by poor instructional design practices in the tech industry, Ray fights the 
good fight to elevate the role of learning design and turning it into a business advantage.  
 
Ray holds a Masters of Science from Drexel University and a Bachelors from the University of California, 
Irvine.  He lives in San Francisco with his wife, two children, dog and cat, while dreaming of bigger living 
space and having four seasons proper. 
 

 

Jeri Larsen 
 
Jeri is Domo's Senior Curriculum Manager, currently working on trying to make training as amazing as 
Domo. As an instructional designer and as a mother, she tackles teaching in every aspect of her life. Her 
strengths are instructional design and consulting, founded on a past life in university academia, editing, 
and proposal writing.  
 
She has worked with dozens of Fortune 500 companies as a learning consultant, helping them create 
amazing training that fit their needs and changed their learners' behaviors. Wife to a burly mountain man 



and mom to three kids, Jeri’s proudest moment was when her daughter was the only first-grader who 
could identify the meaning of the word “predicate.” 
 

 

Michael Lennox 
 
Currently Senior Manager of Education Operations at Splunk, Inc., I have over twenty years of experience 
in education and have been involved with every aspect of the training function. After several years as a 
technical instructor and curriculum developer at several smaller companies and then EMC Corporation, I 
moved to the operations side developing and deploying learning management systems for EMC and 
VMware.  
 
While at EMC, I also managed the delivery team for a year and the curriculum development team for six 
years. Throughout, I remained focused on operations: achieving strategic goals through automation and 
process improvement. I have brought this same focus to Splunk, where we are building on our own 
platform to gain a real-time understanding of what’s happening across our education business. 
 
Rob currently serves as CEdMA Operations Trustee on your CEdMA Board of Trustees. 

 
 

Bob Lucas 
 
Bob brings to the table nearly 20 years of worldwide IT education experience, with a proven track record 
of building, running, and delivering successful training programs for technology newbies up to the most 
experienced IT professionals.  Bob has a very particular set of skills in mentoring new instructors and is 
always seeking opportunities to drive instructors and IT professionals to success through mentoring.  
 
Bob is currently a Senior Instructor on the Global Sales Enablement team at Infoblox, responsible for 
sales and SE training development and delivery in multiple formats to worldwide internal and channel 
partner audiences. Bob holds a CISSP, CCSK, VTSP and several other key certifications, as well as 
multiple awards for training delivery and excellence in customer satisfaction. 
 
Before Infoblox, Bob developed and delivered technical training on emerging technologies as a Sr 
Corporate Systems Engineer at EMC. Before that, Bob worked as a Principal Systems Engineer, Sr 
Manager of Americas Education Services, Regional Education Manager for Northeast USA and Canada, 
and a Principal Technical Instructor at Symantec Corp for more years than he can remember.  
 
Bob has served as CEdMA East Conferences Trustee since 2008 and a member of CEdMA since 2001. 
 

 

Debra O’Connell 

Debra O’Connell is a seasoned manager and learning solutions designer with a proven track record of 
leading high-performing teams in fast-paced, changing environments. She is an energetic, enthusiastic 
leader skilled at cultivating collaborative relationships across all levels, including global cross-functional 
teams, in order to gain buy in and deliver on-time, on-target results. She is continually recognized for her 
ability to foster employees’ professional growth, improve productivity and create a culture of innovation. 

Debra is currently the Senior Manager of Global Education Development at Kronos, Inc., where she 
manages a high-performing team of education professionals responsible for producing all learning 
content (eLearning & instructor-led) in support of a thriving and successful customer education business. 

 
 

Mike Provenzano 

Mike is VP of Customer Success for sales analytics leader InsightSquared, where he’s responsible for all 
post-sale customer-facing functions – from onboarding to education, customer success to professional 
services. Mike began his career as an early member of the Salary.com team. He held roles across the go-
to-market function, including managing both inside and outside sales teams and building the 
organization’s account management function.   



Following Salary.com’s acquisition by Kenexa, Mike’s focus shifted to helping the company achieve 
profitability, an achievement that later earned him “Leader of the Year” award. He subsequently played a 
key role in a number of M&A projects. 

When IBM subsequently acquired Kenexa, Mike was retained to lead the Smarter Workforce’s 
compensation business and he eventually lead the integration of the legacy Kenexa business units into a 
single IBM operating unit.  Before leaving for InsightSquared, Mike lead Smarter Workforce’s Global 
Services function, developing unified Implementation and ongoing services teams for clients.   

 

Jim Rigsbee 

Red Hat is the world's leading provider of open source software solutions, using a community-
powered approach to provide reliable and high-performing cloud, Linux, middleware, storage and 
virtualization technologies.  

Red Hat also offers award-winning support, training, and consulting services. As a curriculum 
architect for the Red Hat Training organization, Jim designs the commercial curricula for 
middleware, mobile, and container-based technologies that support customer success and adoption 
of those technologies.  

Jim provides instructional design, leadership, review, and oversight services to the development 
team. Jim has worked for Red Hat for the past nine years and has 30+ years of experience in 
software design and development. 

 
 

Dean Vassiliou 
 
Dean brings over 17 years of leadership experience in enterprise software with an extensive delivery, 
support, and account management background. As VP of Customer Success, Dean focuses on strategy and 
execution of programs that allow customers to realize the maximum benefit and value from their 
investment in Black Duck solutions. 

Prior to Black Duck, Dean served as SVP Professional Services at Healthedge Inc., a leading provider of 
SaaS based enterprise healthcare payor solutions. There, he responsible for building and leading 
Healthedges' professional  services, education and consulting teams. In a prior role, Dean was the SVP of 
Professional Services at Salary.com where he served on the IPO management team. During his time there 
he built and led the company's human capital management consulting, client services, customer support, 
pre-sales operations, and enterprise software implementation teams. Earlier, Dean was a founding 
member of Lodestar Corporation (later acquired by Oracle) where he was responsible for the company's 
global operations as SVP Products, Services, and Support. 

Dean holds a B.S. in Mechanical Engineering from the University of Hartford. 

 

Lynn Marie Viduya 
 
Lynn Marie Viduya Is a proven Education Services leader with 18+ years’ experience in the software 
industry. Her strengths are in building award-winning, innovative training solutions and leading highly-
successful teams. Recently, she headed the training organization for an early stage SaaS high-tech 
company in Silicon Valley. She defined and executed a go-to-market strategy for a successful training 
business increasing renewal rates from 25% to 75% in less than a year. 
 
She has held positions as Global Practice Senior Director at Taleo/Oracle University, responsible for user 
adoption services consulting and delivery in the Talent Management space. Before that, she was a 
Curriculum Development Director at NetSuite, and created a strategic framework for the development 
and delivery of SaaS learning products and programs. She built the curriculum development function 
from the ground up, developed an award-winning staff responsible for developing and delivering a 
complete functional and technical catalog.  
 
Lynn currently serves as CEdMA West Conferences Trustee on your CEdMA Board of Trustees. 
 



 
 

Donna Weber 
 

Donna is the Principal at Springboard Solutions, based in Silicon Valley, CA. She is passionate about 
making connections, with people and with technology. Donna has a proven track record as a senior 
education and enablement leader. With over 20 years’ experience, she builds programs that enable, on-
board, and educate internal and external customers and partners for high tech firms. 
 
A member of CEdMA for ten years, Donna built two Customer Education organizations from the ground 
up since she first joined, and is currently Secretary Trustee on your CEdMA Board of Trustees. She 
launched successful global instructor led, live online, and self-paced training solutions at both Jaspersoft 
and SugarCRM; two commercial open source companies. Donna is also passionate about Customer 
Success, and launched a Customer Success Manager program, implemented Net Promoter Score and 
Customer Health Scores at Jaspersoft. 
 
Prior to the start-ups, Donna worked at Siebel Systems for five years, where she developed and 
implemented employee training on Siebel CRM to ensure employee success. Prior to the high tech arena, 
Donna was self-employed for eight years in the UK. Running her own business gives Donna the skills to 
wear the many hats it takes to run a training business. She has been in the Technical Education field for 
about 20 years. 
 

 

Bonnie Willoughby 
 
Bonnie Willoughby is the Global Customer Training Director for Cadence Design Systems, Inc.  She is an 
Electrical Engineer and Mathematician by background. Bonnie has over 25 years of experience in the 
technical training field.   
 
She has successfully led all aspects of Customer training organizations including content creation, 
operations, marketing, and sales globally.  As a personal hobby, she is also a fitness instructor and 
certified in design and delivery of Fitness classes including indoor cycling, weight lifting, and Yoga. 
Bonnie is a CEdMA board member who has served in the roles of CEdMA Secretary, East Conferences 
Trustee and currently is the Membership Trustee. 
 
 

Joachim Worf 
 
Joachim Worf is a Sr. Education Delivery Manager with 15+ years of experience in IT, including over 10 
years in Education Management. In his role, Joachim is also acting as the Partner Manager for all EMEA 
Training Delivery Partners. 
 
Joachim is a respected adviser and leader with excellent communication skills. He contributes under high 
pressure both independently and in a team. He has a vast range of experience globally across many 
cultures and verticals and his compilation of work includes accountability and responsibility for 
Education Services (Learning & Development), Education Sales Support, Organisational Development, 
Staffing, Partner Management, Customer and Academic Relations, ISO-Auditing, Program- and Project-
Management. 
 
Joachim is a Board Member at Learning Solutions Working Group at german BITKOM (ICT) Association 
and former Board Member to European eSkills Association (EeSA). 
 

 

Bob Worobec, NGINX 
 
Bob has been working in technical training for 20 years. He is in the field because he love figuring out how 
things work -- and the greatest test of understanding is being able to teach another. Bob developed e-
learning at DigitalThink, where he managed training development and delivery at Charles Schwab, Gap 
and others. At InQuira, Lucidworks, Tibco Loyalty Lab, and now at NGINX Bob has been responsible for 
building training and enablement programs from the ground up. When designing a program, he thinks 
about the audience and objectives in the broader context of the user narrative and journey. How will the 
user interact with the program? How frequently? Are they a creative user, or are they managing elements 
of an existing implementation? Where will they be when they need training or enablement. The answers 
help me understand not just the audience and objectives, but the context in which they matter. 
 

 



 
 
 
 

EDUCATION PAVILION EXHIBITORS 
 
 

 
 

 

 

CloudShare delivers real-world Training labs for classrooms, self-paced training and 
technical certifications.  Using best-in-class, firewall-friendly cloud technology, 
CloudShare allows staff, partners and customers to access lab environments from 
anywhere in the world with an internet connection, in seconds. 

CloudShare is self-provisioning and truly on-demand – costs tie directly to consumption 
– so there is no need to invest in physical hardware. Our virtualization platform 
simplifies even the most complex, multi-tier environments. Set up labs once and 
environments will automatically provision based on trainer needs and student 
availability.  

CloudShare core features include: Real-time view of student activity, over-the-shoulder 
access to their machines and chat; one-click “rewind” and “fast forward” through class 
milestones; REST API for integrating labs with websites and tracking progress in LMS; 
analytics and reporting across all users, activities and resources. 

Our WW customer base includes HP, Dell and most major software security companies. 
Their labs leverage datacenters in the Americas, EMEA, and APAC. 

 
Attendee: 
 
Sheila Aharoni, VP, WW Enterprise Sales- sheila@cloudshare.com  
Kevin Shauger, Sales Engineer - kevin@cloudshare.com 

Fall Conference 2016 

Tue Oct 25th to Wed Oct 26th 2016 
Babson Conference Center, Wellesley MA 

 

mailto:sheila@cloudshare.com
mailto:kevin@cloudshare.com


 
 
 
 

 
Content Raven is a next-generation, enterprise learning experience platform. Our 
brandable, user-friendly interface helps corporate training leaders easily and securely 
deliver videos and all other major file types for both internal and external training 
initiatives, including Onboarding, Sales Training, Customer Training, Partner 
Enablement, eCommerce and Corporate Communications. 
 
Attendees: 
Jim Borzumato, Director of Sales 
Awais Ahsan, Director of Marketing 
Tom Clancy, Executive Advisor 

 
 

 



 
 
Customer training is the #1 driver of user adoption. ESG partners with technology 
companies to improve Customer Success through training. With 15 years of experience, 
ESG is a proven provider of best-in-class solutions that drive education revenue and 
consumption, increase adoption, and improve Customer Success.   
 
Attendees:   
Brad Pierce, President 
Amy Marcantonio, Vice President of Sales 

 

 



 
  

 
 

 
 
Gilmore Global is a world leader in print, fulfillment, and e-delivery solutions. By 
providing a full range of supply-chain and technology solutions Gilmore Global helps 
companies get their products to market worldwide. Core services offered include; e-
Learning Solutions and Deployment, Training Material Fulfillment, Marketing 
Collateral Fulfillment, Technical Publications Fulfillment.   
 
Specialties  Content Management, e-Learning, Supply Chain Management, Print-On-
Demand, Print, Third Party Logistics (3PL), Global production and distribution, 
Training Materials Fulfillment, Technical Publications, Relationship Marketing, Direct 
Marketing 
 
Gilmore Global Logistics Services, Inc. 
www.gilmoreglobal.com 
 
 
Attendee: 
 
Matt Mozer, VP, Business Development 
mozerm@gilmore.ca 

http://www.gilmoreglobal.com/
mailto:mozerm@gilmore.ca


 

 
 
 
Litmos Training Ops is a powerful platform to manage the back office of your complex 
training operations, allowing you to profitably scale your operations through 
automation and optimization.  
 
Trusted by large companies across the globe, Litmos can complement any existing 
learning management architectures. 
 
Attendees: 
 
Cindy Padilla - cindyp@litmos.com - 925-251-2245  
Michael Saddoris - msaddoris@calliduscloud.com - 312-361-3385 

 

mailto:cpadilla@litmos.com
mailto:cpadilla@litmos.com
mailto:msaddoris@calliduscloud.com


 
Meridian Knowledge Solutions, LLC, is the leading provider of enterprise, web-based 
learning management software. Meridian’s powerful yet easy-to-use solutions are 
leveraged by organizations dedicated to building world-class learning enterprises 
inspired and focused on delivering exceptional results.  
 
With over 3 million users worldwide, Meridian offers a flexible, best-of-breed learning 
management system that gives organizations and users alike a seamless, integrated 
experience, all while strengthening the bottom line.  
 
The company is headquartered in Reston, VA. For additional information about 
Meridian, visit www.meridianks.com. 
 
Attendees: 
 

 Rebecca McClure, Vice President of Sales, Meridian  

 Gregory Bashar, Senior Sales Executive, Meridian 

 

  

http://www.meridianks.com/


 
 
 
 
Microtek 
 
With world-class training sites, expert technical support, state-of-the-art equipment and 
cloud-based delivery, MicroTek can successfully execute any type of training event, 
anywhere in the world. 
 
Training Room Rental Made Simple 
 
Whether you need to rent one training room in a single U.S. location or many rooms all 
over the world, MicroTek has the resources and expertise to quickly, successfully and 
cost-effectively make it happen. MicroTek’s expansive network includes over 3,000 
facilities — with locations in all major U.S. and international cities. With complimentary 
facility amenities, advanced classroom technology and a full suite of additional services, 
MicroTek sets the standard in training delivery. 
 
Enhance the Learning Experience with Virtual & Hybrid Training Solutions 
 
As a leader in the industry, MicroTek is committed to bringing customers the most 
innovative training delivery services on the market. As part of this commitment, they 
have created Next Generation Classroom—a suite of products that transcends training 
modality by combining the best of physical, virtual and digital learning environments to 
equalize the training experience among all learners.  
MicroTek’s Next Generation Classroom is enhanced with their Virtual Training Room 
for a two-way, high definition video and audio experience, as well as Virtual Learning 
Lab to provide in-depth training exercises, all backed by a secure, cloud-based server. 
These innovative training tools expand the walls of the traditional classroom and allow 
for a true hybrid learning experience where every student is equally involved in a 
training session, from in-class discussions to in-depth training exercises. 
 
Attendee:  
 
Thomas Rossman 
Global Strategic Accounts 
90 Broad St. 11th Floor, New York, NY 10004 
O: 212.269.3811 x450 
M: 917.589.5994 
tomr@mclabs.com 
 

mailto:tomr@mclabs.com


 

 

Mimeo is a unique content distribution platform designed for training teams. Use 
Mimeo Print for last-minute global on-demand printing, Mimeo Digital for secure 
distribution of digital content anywhere in the world, or Marketplace to create a custom 
storefront for your partners or resellers to order for themselves. Find out more here. 
 
Attendee: 
 
Michael McNary, Business Unit Director, Mimeo (mmcnary@mimeo.com). 

https://www.mimeo.com/webinar-scale-training-global-tech/
mailto:mmcnary@mimeo.com


 

 
 

 
Established in 1981, NIIT is a top-5 global training outsourcing company which 
provides outsourced managed training services to market-leading companies in North 
America, Europe, Asia, and Oceania. Our services for technology companies include 
global training delivery, learning operations, content development and maintenance, 
virtual labs, and facilities services to customer education groups. We help customer 
education groups deliver predictable business margins, increase profitability and global 
reach, and eliminate the risk of volume swings that impact margins. Our outsourcing 
partnerships deliver benefits in the form of improved, guaranteed margins and 
profitability, a fully variable and “OPEX NEUTRAL” cost structure and unmatched 
scalability.  
 
With nearly 3000 employees, $200 million in revenue, and a track-record of training 35 
million people in IT in the past 35 years, NIIT offers strong, financially stable, long-term 
outsourcing partnerships. Our clients include customer education groups at the world’s 
leading technology firms, across Cloud, SaaS, Hardware, Networking, and Product 
domains. For more information, please visit www.niit.com or write to us at 
businessimpact@niit.com. 
 
Attendee: 
 
Sandeep Gupta, Senior Director, Business Development. 
 

http://www.niit.com/
mailto:businessimpact@niit.com


 

 
 

OnFulfillment 

OnFulfillment helps you manage and distribute your training materials quickly, securely 
and cost effectively to customers and authorized training partners around the world.   

With print and warehouse facilities in 13 locations around the globe, OnFulfillment’s 
extensive network ensures that we can print and ship your courseware locally, to 
support all of your global classes.  You'll avoid international shipping charges and 
customs, and realize significant savings. 

 Do you run courses globally (in Asia, Europe, Middle East, South America, etc.)? 
 Do you currently print & ship courseware primarily from North America (or NA 

plus 1 other location)? 

If you answered yes, we guarantee we can help you cut your courseware 
costs. Our Education Services Customers save an average of $80,000 in 
freight alone.  

Learn more & request a cost analysis at http://www.onfulfillment.com/training or call 
1-510-793-3009. 

Attendees: 
 
Steve Friar, Founder & CEO 
Dan Barnett, Vice President & COO 
 
 

http://www.onfulfillment.com/training


 

 

Origin Learning Inc. is a learning content and technology provider offering innovative 
products and services to global enterprises. Our technology-centric solutions are 
designed with effective instructional strategies to deliver powerful and engaging 
experiences across varied training formats and platforms.  
 
With a significant focus on product organizations in the Hi-Tech industry, our services 
include developing end-to-end content, designing blended learning programs, 
provisioning subject matter expertise, creating interactive software simulations, and 
deploying managed services using a global delivery model.  
 
Origin Konnect is a next-generation social learning and analytics platform that 
empowers collaborative and informal learning within an organization. For more 
information, please visit our website http://originlearning.com/  or contact us at 
info@originlearning.com 
 
 
Attendees: 
 
Vasanthi Balasubramanian – President, Business Development 
Vinok D’Silva – Head, Business Development 
Shanmugam Karuppusamy – Senior Director, Technology 

http://www.originkonnect.com/
http://originlearning.com/
mailto:info@originlearning.com


 

 

Questionmark assessment and portal solutions enable organizations to measure 
knowledge, skills and attitudes for certification, channel expertise, workforce learning 
and regulatory compliance. 
 
Questionmark’s assessment management system, available as a cloud-based 
solution or for on-premise deployment, enables collaborative, multilingual authoring; 
multiple delivery options including mobile devices; trustable results and comprehensive 
analytics. 
 
Attendees: 
 
Eric Shepherd – CEO 
Don Kassner – Vice President of Academic Markets 



 

 

 
ServiceRocket helps leading technology companies and their customers get the most out 
of their software and transform the way they do business. Headquartered in Palo Alto 
with offices in Chile, Malaysia, and Australia, ServiceRocket’s learning division is 
focused on helping software companies build their training business through training 
services and its Learning Management System, Learndot® www.learndot.com. 
 
Learndot is an award-winning LMS that is certified Payment Card Industry (PCI) 
compliant, SOC-2 certified, and built with robust enterprise-ready functionality. 
Learndot is designed specifically to help software companies build content fast and sell 
courses with ecommerce functionality while maintaining your brand and user 
experience. Learndot’s flexibility empowers customers to use apps like CRMs, virtual 
classrooms, analytics, certifications and more to extend the functionality of your LMS. 
Companies like Gainsight, Mulesoft, Cloudera, Docker, Couchbase and more, trust 
Learndot by ServiceRocket to power their training business. 
 
For a free assessment score and consultation with the creator and author of the 
Enterprise Software Training Maturity Model, contact ServiceRocket today and measure 
the maturity of your customer education business. 
 
Attendee: 
 
Bill Cushard, Customer Education Evangelist 
bill.cushard@servicerocket.com 

@BillCush 
Palo Alto, USA 

http://www.learndot.com/
https://servicerocket-videos.wistia.com/medias/3xpgnzjk9e
https://www.servicerocket.com/success/guides/enterprise-software-training-maturity-model?__hssc=72543820.222.1474939578939&__hstc=72543820.91f918253976c0146657c7f1e5954ab4.1437013021269.1474926002788.1474939578939.450&__hsfp=3477367523&hsCtaTracking=70b8bc39-7095-4411-ad32-d5c4c4da5c74%7C22ddb3d4-7ea7-48f5-87bc-717f80365db7?__hssc=72543820.222.1474939578939&__hstc=72543820.91f918253976c0146657c7f1e5954ab4.1437013021269.1474926002788.1474939578939.450&__hsfp=3477367523&hsCtaTracking=70b8bc39-7095-4411-ad32-d5c4c4da5c74%7C22ddb3d4-7ea7-48f5-87bc-717f80365db7
mailto:bill.cushard@servicerocket.com


 

 

Skilljar is a cloud-based Learning Management System (LMS) for companies to educate 
their customers and partners. The online training platform accelerates customer 
onboarding and engagement by enabling multimedia course creation, an intuitive and 
mobile-responsive learning environment, and automated CRM data integrations.  
 
Founded in 2013, the company is located in Seattle, WA and backed by Trilogy Equity 
Partners. For more information, visit www.skilljar.com. 
 
Attendees: 
 
Danie Zaika, Director of Marketing 
Sandi Lin, CEO & Co-Founder 
Linda Schwaber-Cohen, Head of Training. 

http://www.skilljar.com/


 

 
Skytap provides Environments-as-a-Service (EaaS) to transform the software 
development lifecycle and help customers deliver better software, faster. Today’s 
enterprise is challenged to continuously deliver new customer-facing applications, while 
overcoming increasing complexity in IT infrastructures.  
 
Our customers use Skytap to manage, share, deploy and decommission on-demand 
environments that contain everything needed to collaborate at each phase of the SDLC, 
without unnecessary costs and project delays.  
 
Enterprise IT organizations maintain full visibility and cost control, while allowing dev 
and test teams to self-provision labs and share complex environments with ease, for a 
lasting boost to agile DevOps initiatives. 
 
Attendees:  

 Marketa Schafer, ABM Manager  

 Brian McGrath, Account Executive  

 Ralph Capasso, Cloud Solutions 
Architect 

 
 
Skytap, Inc.  
www.skytap.com 
+1 206-866-1162 

 

 

 

 

 
 
 

 

 

http://www.skytap.com/

