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Larry Reeves - COO & EVP of Sales, AA -ISP 

 

With over 30 years sales and marketing experience, Larry Reeves brings a multidimensional perspective 
to the AA-ISP executive team. He has managed virtually every aspect of the inside sales industry, from 
building high performing sales organizations to the strategic development of outsourcing and channel part-
nerships. Larryôs background includes inside sales leadership positions with high tech manufacturers and 
integrators, Silicon Graphics and Unisys. Heôs held executive leadership roles with the outsourcers Suther-
land Group and Performark. Additionally, Larry was a managing partner with strategic planning experts, 
Hines Consulting. Larry holds a Bachelor of Science degree in Management Information Systems from St. 
John Fisher College, Rochester, New York. 

Bob Perkins, Founder and CEO, AA -ISP  

 

A nationally-recognized inside sales innovator, Bob Perkins has extensive executive experience building 

and leading highly successful inside sales organizations. During his career he has created unique inside 

sales systems and structures which have been adopted by many of the nationôs largest companies.  In 

addition to his position as CEO of the AA-ISP, his 20 years inside sales experience includes positions as 

Vice President or Director with Unisys, Silicon Graphics, United Health Group and Merrill Corporation.  

Bob has worked with other inside sales leaders at many of the countryôs major corporations to implement 

or improve their inside channels. Bob holds a Master of Science degree in education from Nazareth Col-

lege, Rochester, New York.    

Speakers and Topics subject may change without Notice. 

SPECIAL GUEST 
 
Jeff Blatnick -  1984 Olympic Gold Medalist  
 

Jeff Blatnick was preparing to make his second Olympic Team in wrestling. In 1980, the US Team 
suffered through a boycott and Blatnick was denied competing. In 1982, Jeff suffered through a bout 
with cancer. Surgery and radiation put the cancer in remission and Blatnick resumed training. In 
1984, Jeff not only made the US Team, he won the Olympic wrestling competition and earned a Gold 
Medal. During his interview, Blatnick was overcome by emotion. Though sobbing, he proclaimed, ñIôm 
a happy dude!ò  
 
Jeff has been answering that very question for 24 years as a motivational speaker. Using perspective 
analysis, Jeff shows people how to overcome fears, create challenges and perform successfully. 
ñSuccess is no accident, it is earned and always expected!!ò  Blatnick also has a broadcast career 
having worked with all the major networks. Events covered include; Olympic Games, NCAA National 
Tournaments, International Wrestling matches and Mixed Martial Arts events.  
 
Jeff  has been speaking for over 24 years giving powerful presentations that have a lasting impact on 
the audience. Business is very similar to sport. Itôs about being successful. Itôs about improving your 
skills. Itôs about challenging yourself to expand your output. Itôs about understanding risk and reward 
and the emotions that go with it. Jeff Blatnick can start helping with your success today!! 

Summit Hosts  
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Trish Bertuzzi, Founder and President, The Bridge Group  

 

Trish Bertuzzi founded The Bridge Group with a mission to help technology companies build highly success-
ful inside sales teams. Since founding The Bridge Group in 1998, Trish has been applying the knowledge 
she acquired through 20 years of business-to-business technology sales leadership to help Bridge Group 
clients build, evolve, and validate their inside sales strategies. 

Prior to founding the Bridge Group, Trish designed and built best practice inside sales organizations for 
companies including Legent Corporation, Cadre Technologies, Bachman Information Systems, and Tele-
sales, Inc. 

Mark Quinlan, Director of Technology and Inside Sales, General Electric, Healthcare IT  

 

 Mark is responsible for the strategic direction and day to day operation of one of the most effective and 

highly regarded inside sales teams at General Electric Healthcare.  Mark has over 25 years of direct sell-

ing and sales management experience. Mark is a veteran of five Inside Sales Association conferences and 

has served as both presenter and facilitator at past events. Prior to his career in Healthcare IT, Mark spent 

10 years in the telecommunications industry as Commercial Markets Manager with AT&T and with Prime-

Link where he served as President.   

Mark is a graduate of the University of Vermont with a BA in Business Administration.   

Anneke Seley ðAuthor ñSales 2.0ò-  CEO and Founder, Phone Works, llc   
 

Anneke was the twelfth employee at Oracle and the designer of Oracle Direct, the companyôs revolution-

ary inside sales operation. She is currently the CEO and founder of Phone Works, a sales strategy and 

implementation consultancy that helps large and small businesses build and restructure sales teams to 

achieve predictable, measurable, and sustainable sales growth, using Sales 2.0 principles.  

Anneke is a highly sought after speaker and has presented at numerous shows and events. She was re-

cently named as one of InsideViewôs Top 20ðSocial Media Users. 

Speakers and Topics subject may change without notice. 

Josiane Feigon, Founder & CEO, TeleSmart Communications  
A twenty year veteran of the industry, Josiane is recognized as one of the worldôs leading experts on in-

side sales team and manager talent, providing consulting, coaching and training solutions for hundreds of 

Fortune 1000 companies including Cisco, EMC, Microsoft, Autodesk, Hewlett-Packard, and Verisign.  

Josiane is the author of the blog Cubicle Chronicles.   

Her articles have appeared in Selling Power,  She was recently named as one of InsideViewôs Top 20ð

Social Media Users. 

http://www.phoneworks.com/
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Paul Macura, Vice President, Applications Sales, Oracle Direct  
 

Paul has been instrumental in the building, development and expansion of high performing inside 
sales organizations over the last 12 years. Combining operations, staffing, sales execution, moti-
vation and culture have been the cornerstone to his success. Paulôs inside sales career includes 
management positions at Silicon Graphics, PeopleSoft and Oracle Corporation.  
 
Currently Paul manages a 100M National Inside Sales Team at Oracle. While at Oracle, 
Paul helped to transform the Oracle Direct's Inside Sales organization into one of the top perform-
ing teams in the industry.  
 
Paul received his Bachelor of Arts degree with an emphasis on Marketing and Communication at 
Bowling Green State University, Ohio. 
 

Garth Moulton, VP of Community and Co -Founder, Jigsaw Data Corporation  
 
Garth Moulton is the Jigsaw ambassador to the community and previously led the business de-
velopment function. Before he founded Jigsaw,  
 
Garth was a successful sales executive at several technology firms. These included Digital Im-
pact (DIGI), Sawyer Media, Personify, Open Environment Corporation and Cambridge Informa-
tion Network (CIN). In this time, Garth developed and managed accounts ranging from high pro-
file Fortune 500 enterprises to numerous mid-sized businesses and covered a wide swath of in-
dustries.  
 
Garth graduated magna cum laude from Brown University. You can read his blog on Jigsaw and 
Sales 2.0 here.  

David Moufarrege, MBA, Vice -President, US Operations, Clickworker.com (Div. of Hu-
mangrid)  
  
David Moufarrege spent the past 25 years in cross-functional positions that included responsi-
bilities for technology, customer service, and sales. For the past decade, he has held Director 
and Vice President positions in diverse companies, such as Sutherland Global, pcSupport.com, 
CPI Business Groups, and Clarity Customer Management. He is currently Vice President, US 
Operations for clickworker.com, a subsidiary of Germany's humangrid.  

David is a recognized authority in the support, technology, and telephony space. Technology 
companies, as well as voice and data providers in the UK and in North America have relied on 
his expertise to combine technology with process improvements to address business chal-
lenges.  

Mr. Moufarrege holds a Master of Business Administration degree from the Rochester Institute 
of Technology. 

http://people.us.oracle.com/pls/oracle/f?p=8000:3:1490157295260638::::PERSON_ID:583314699536233
http://www.facebook.com/p.php?i=1423522109&k=Z2G633UZUWTFYGMCV1V6X5PQURGBZ3W1
http://www.jigsawsblog.com/
http://www.jigsawsblog.com/
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Robert Pease serves as Vice President of Marketing for Seattle -based Gist, Inc . 
  
His past experience includes senior marketing and business development positions at MessageGate, Or-
chestra, and nuBridges as well as advisory roles with a variety of technology companies focusing on go-to-
market strategies and tactics.  He has extensive experience with launching new products and building sales 
processes and infrastructure. 
  
He also spent time working as a management consultant with Arthur Andersen Business Consulting (now 
part of Bearingpoint, Inc.) advising communications and technology companies on operational and strategic 
initiatives. 
  
Pease holds a BBA in Finance from the University of Georgia and an MBA from the University of Tennes-
see.  You can learn more on his blog - Reply to All (http://replytoall.typepad.com) or follow him on Twitter 
(twitter.com/RobertAtGist) 

Speakers and Topics subject may change without notice. 

Ken Krogue, Co -Founder and President, InsideSales.com   

 

Ken Krogue is Co-Founder and President of InsideSales.com, the leader in B2B dialer technology and te-
lephony tools designed to increase productivity for Inside Sales professionals. Ken is an industry thought 
leader recognized for combining permission marketing tactics with Inside Sales and lead generation strate-
gies.   
 
Ken and his colleague, Dave Elkington, broker new ground by building tools that respond within seconds to 
Web leads.  Termed Lead Response Management (LRM) this technology was invented at InsideSales.com 
after joint research with Dr. James Oldroyd of MIT on the dramatic effects of responding to Web-based 
leads immediately. Mr. Krogue was co-founder and COO of inContact, created Inside Sales at Franklin-
Covey, and was Marketing Director for Infobases.   
 
He attended the United States Naval Academy and the University of Utah. InsideSales.com has over 400 
customers in 5 countries that include such companies as Dun & Bradstreet, AAA, Omniture, HomeAway, 
and Aflac. 
 
 

Dave Elkington, Co -Founder and CEO, InsideSales.com  

 

David Elkington is the founder and Chief Executive Officer of InsideSales.com, a leading provider of Lead 
Response Management solutions and the first hosted CRM with integrated dialers and inbound telephony 
solutions.  Mr. Elkington has a rich background in technology and business development.  As CEO, he 
leads the development of InsideSales.comôs strategy both technologically and operationally. 
 
Before founding InsideSales.com, Mr. Elkington co-founded Integr8ted Technology Solutions, LLC., a lead-
ing e-business consulting and application development firm.  Mr. Elkington also co-founded and served as 
the Director of Business Development of Everfill, Inc., an e-Health distribution company.  
 
Mr. Elkington has a background in computer science, attended Hebrew University, and holds a Bachelors 
of Arts degree in Philosophy from Brigham Young University with minors in Business, Japanese and He-
brew.  He and his wife, Alese, and their two young children live in the shadows of the beautiful Wasatch 
Mountains in Utah. 
 

http://replytoall.typepad.com/
http://twitter.com/RobertAtGist
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Nancy Martini , President and CEO, PI Worldwide  
 
Nancy J. Martini is President and CEO of PI Worldwide®, a global consulting firm based  in Wellesley 
Hills, Massachusetts, specializing in leadership and sales development. For 55 years PI Worldwide has 
helped companies improve performance, productivity and profitability by utilizing  the insight provided by 
their proprietary behavioral assessment tool, Predictive Index®. Nancy is responsible for the entire PI 
Worldwide organization, which includes the corporate office and over 50 locations, serving more than 7800 
clients, including many of the worldôs largest corporations, in some 146 countries. Before joining PI World-
wide, Nancy was the Chief Executive Officer of Global Sales Alliance (GSA), a worldwide sales training and 
consulting firm, which she founded in 1992. PI Worldwide acquired GSA in 2006, along with the companyôs 
Selling Skills Assessment ToolÊ (SSAT) and its training program, Customer-Focused SellingÊ (CFS) 
which Nancy developed. At that time, she became Vice President of the firm. 
 
Nancy is a recognized expert on the subject of Sales Strategy, Performance Management and Sales Skills 
Mastery and  the author of the best selling business book Customer-Focused Selling published by Adams 
Media Corporation.  In addition, Nancy has developed many custom programs for clients in video, audio, 
text, and e-learning formats including Accelerated Networking audio, Five Alive; and Networking for Sales 
Results video. She is also a featured CEO speaker for the Selling Power online video series. 

 
In the media, Nancy has been published and quoted in leading business magazines, most recently Selling 
Power Magazine, Sales & Marketing Management Magazine, and Talent Management.  Other publications 
include: LIMRAôs International Managers Magazine, the American Bar Associationôs Link, featured in Travel 
Agent Magazine, interviewed for Home Office Computing, Successful Meetings Magazine, and Working 
Woman Magazine.   

Speakers and Topics subject may change without notice. 

Matt Heinz - Principal, Heinz Marketing LLC  
 
Matt brings more than 12 years of marketing, business development and sales experience from a variety of 
organizations, vertical industries and company sizes. His career has focused on delivering measurable re-
sults for his employers and clients in the way of greater sales, revenue growth, product success and cus-
tomer loyalty.  

 
Matt has held various positions at companies such as Microsoft, Weber Shandwick, Boeing, The Seattle 
Mariners, Market Leader and Verdiem. In 2007, Matt began Heinz Marketing to help clients focus their busi-
ness on market and customer opportunities, then execute a plan to scale revenue and customer growth.  
Matt lives in Kirkland, Washington with his wife Beth, daughter Clara, and a menagerie of animals (a dog, two 
cats, and six chickens).  
 
You can read more from Matt on his blog, Matt on Marketing, follow him on Twitter, or check out his books on 
Amazon.com.  

¶ Are You Selling Pants, Or Selling A Dream? 

¶ Move The Mouse & Make Millions! 

http://heinzmarketing.com/matt-on-marketing/blog
http://www.twitter.com/heinzmarketing
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Chip Kudrle, Managing Partner, Diamond Performance Group.  

 

Chip Kudrle is a recognized thought leader in strategic account strategy, sales management and 
the utilization of alternate sales channels. Mr. Kudrle has worked with leading organizations 
around the globe to drive higher levels of sales performance. His client work has included such 
prominent companies as American Express, 3M, IBM, Siemens, The Hartford, UnitedHealth 
Group and Dun & Bradstreet. 
 
Mr. Kudrle has been a featured speaker at national conferences held by organizations like SAMA 
and SMT (Professional Society for Sales and Marketing Training). Mr. Kudrleôs credentials as a 
sales consultant stem from extensive experience in sales and sales management. Most recently, 
Mr. Kudrle has spent 11 years with IMPAX Corporation. Prior to IMPAX, Mr. Kudrle held key 
sales and sales management positions.  
 
Mr. Kudrle earned an MBA degree from St. Thomas University and completed his undergraduate 
BS at Minnesota State University. 

Peter Ostrow, Research Director for the Sales Effectiveness practice at the Aberdeen 
Group  
 
Aberdeen is a leading provider of fact-based research focused on the global technology-driven 
value chain. Peter has been focused on sales and marketing best practices for 25 years, begin-
ning with a long-time stint at the advertising firm JWG Associates. Here, Ostrow deployed  CRM, 
pipeline management, lead generation and competitive intelligence practices as VP, Global Sales 
Administration.   
 
At Aberdeen, Peter leads the Sales Effectiveness practice, covering the technology, service and 
consulting enablers that enterprise sales forces deploy to become best-in-class organizations.  
His research is widely publicized and covers topics such as sales training, sales intelligence, 
CRM/SFA, sales performance management and integrating technologies around customer acqui-
sition and retention.  
 
Peter holds a Bachelor of Arts in History and Political Science from Brown University. 

Henry Glickel, CPC, CERS Manager of Talent Acquisition, By Appointment Only  
 
Henry currently the manager of talent acquisition for By Appointment Only, Inc. (BAO). In 2006 Henry 
was awarded "Most Valuable Player" by the president of By Appointment Only. Henry has been a CPC 
(Certified Placement Consultant) for more than six years and recently received CERS certification.  
 
Henry serves on the NNEAPS Board of Directors and is active in his local community through the 
Chamber of Commerce,NEAPS, and Big Brothers/Big Sisters. An acknowledged leader in the industry, 
Henry has been published several times.  

http://rs6.net/tn.jsp?et=1102921149574&s=755&e=001ifqByvqp441hbCs9Q6rFh0nOjJlRgervR2QznP4o8lXcsGsVyDpHO6kpItLwL3VIFoEWffO5gwgCnPp1ZAFe-LNoX-KURjsRP27BsbawWbs=
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Steve Richard,  Co -Founder and President, Vorsight  
 
Known to clients as ñThe Meeting Scheduling Guruò, Steve is responsible for all of Vorsightôs on-
site training and development programs. In addition he manages Vorsightôs internal team of in-
side sales professionals. Prior to co-founding Vorsight with David Stillman in 2005, Steve was 
Associate Director of Business Development for Growth Strategy Partners, where he was re-
sponsible for identifying new opportunities and fostering relationships with new clients. 
 
As an undergraduate business student at Georgetown University, Steve excelled at the case 
approach and before embarking on his Sales career, Steve spent time on Capitol Hill working in 
the office of Senator Joe Lieberman. 
 
Steve volunteers at the Columbia Lighthouse for the Blind as a sighted person for visually im-
paired people. He has also volunteered for the DC schools as a tutor to elementary school stu-
dents. He lives in Arlington, VA with his wife Ellen, a new born baby girl. 

Laurie Lynard, President, TeleMasters Inc.   
 

Laurie started with Telemasters in 2001. Since then she has facilitated hundreds of workshops 

and thousands of one-on-one coaching sessions for companies such as Wells Fargo, Jackson 

National Life, Securian, Guidant Corporation, Minnesota Life, Thomson Companies and Prin-

cipal Financial. Her 25 years of experience in inside and outside sales as a representative, 

manager, instructor, coach and consultant serve as a solid foundation for the training and 

coaching skills required to inspire confidence and success on the telephone.  

Laurie holds a degree in Speech-Communication from the University of Minnesota.  

Speakers and Topics subject may change without notice. 

Mike Brown is the Canadian Practice Leader, IMPAX Corporation  
Mike is a recognized authority in the areas of selling, strategic account management, sales man-

agement, leadership, and sales consulting.  

Mr. Brown has consulted with companies such as Symantec, Microsoft, American Express, 3 

Com, National Starch, Con Edison, ADC Telecommunications, AT&T Canada, Amgen, Tandem 

Labs, Canada Post and Baxter Canada.  Prior to joining IMPAX Corporation, Mike has held ex-

ecutive sales positions with Sprint Canada and AT&T Canada.  

Mike holds a BA degree from the University of Toronto. 
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Tom Drews, Founder and President, What Works! Communications  
  
Tom Drews, the CEO and Founder of What Works! Communications, has delivered training, speak-
ing and consulting programs for all kinds of organizations, including Google, Symantec, WebEx, Clif 
Bar, McKesson and Cisco. Prior to founding What Works! Communications, Tom Drews served as 
Vice President of Sales for Cole Valley Software. 

Most recently, he was Vice President of Sales for Zoom Systems, a company that produces auto-
mated, self-service stores that can be found in over 780 airports, malls and retail stores (Zoom Sys-
tems). Previously, Tom founded Active Stick Wear, a company that manufactured and distributed ac-
tive sports wear to 87 department store chains including Macyôs, Pennyôs, Sears, Kids R Us, Foot-
locker and Wal-Mart. 

Tom Drews was also an actor in Hollywood, where he studied improvisation, acted in commercials 
(Blakeôs Auto Body) and played small parts on Days of Our Lives and General Hospital. Tomôs real 
claim to fame was playing Bachelor #1 on the Dating Game (Dating Game clips) . 

Speakers and Topics subject may change without notice. 

 Jim Micklos, VP Business Development, Fusion Performance Marketing  

 

Prior to joining Fusion Performance, Jim's business experience included general management, sales 
and marketing positions with American Hospital Supply, Belden Wire & Cable and Combibloc, Inc.   
 
His background includes cross-functional training positions in finance and manufacturing management, 
implementation of Total Quality Management Systems, and development of numerous sales and mar-
keting initiatives in a variety of industries.  
 
Jim, a graduate of Ball State University with a variety of academic and athletic honors, earned his Mas-
ters degree from Miami University and serves as the Voluntary Chairperson of the Sales Advisory Board 
at Ball State University. 
 

Nancy Nardin, Founder and Editor, Smart Selling Tools   
 

Nancy Nardin is a 25 year sales veteran from Silicon Valley. She started her career selling or 
GRiD Systems, the birth-place of the worldôs very first ñlaptopò computer - the original sales 
tool. At 16 pounds and 128K of memory, it was the equivalent of using a rock for a hammer. 
But it launched the sales tool revolution. 
 
Nardin recently took 3 years off to tackle two life-long dreams building a log cabin and a busi-
ness. She finished her cabin with a few more muscles and a lot more aches then she had 
before.  But it was her company Smart Selling Tools that required the most sweat.  The 
Smart Selling Tools site is where you can discover tools to build your sales organization into 
the power-house of your dreams.  Nardin has been featured in AllBusiness.com and has a 
popular Sales Tools Blog www.smartsellingtools.wordpress.com She is considered the top 
expert on sales tools.  

 

http://zoomsystems.com/
http://zoomsystems.com/
http://www.youtube.com/watch?v=TzGaXKmK4l4
http://www.youtube.com/watch?v=rv7VFx4iEgs
http://www.smartsellingtools.wordpress.com

