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Sales Enablement is a term that still means very different things to different people but my favourite definition
comes from CSO Insights,  “Sales Force Enablement — A strategic, crossfunctional discipline designed to increase sales
results and productivity by providing integrated content, training and coaching services for salespeople and frontline
sales managers along the entire customer’s journey, powered by technology.”

Our primary objective for this first European Sales Enablement Summit is, quite simply, to join the dots.

We will be viewing the Sales Enablement “landscape” from every angle; the entrepreneur, the researcher, the
strategist, the futurist, the practitioner, the technology provider, the messenger, the presenter, all have their own
commitment to sales enablement excellence but each has their own approach.

In order to achieve that primary objective, we have brought together what is probably the most significant speaker
lineup ever assembled in Europe.

Our ambition is to deliver a substantial, worldclass event, with worldclass speakers in a worldclass location.

I am confident we will achieve all of that and I hope you will join us.

Jonathan Farrington
CEO, Top Sales World
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Jonathan Farrington, CEO, Top Sales World, Editor of Top Sales Magazine  
Jonathan Farrington is a globally recognized keynote speaker, business coach, mentor, author,
consultant, and sales futurist who has guided hundreds of companies and more than one hundred
thousand frontline salespeople and sales leaders towards optimum performance levels.

He is the CEO of Top Sales World and the Executive Editor of Top Sales Magazine. Jonathan’s
written work has been republished by a host of journals, including The New York Times, The
Washington Post and The London Times. He is consistently named amongst the top most
influential sales and marketing experts in the world.

Dan Weinfurter, Chief Executive Officer at GrowthPlay
Serial entrepreneur and author of Second Stage Entrepreneurship (Palgrave/Macmillan, 2013), Dan
Weinfurter recently founded and is CEO of GrowthPlay, an integrated sales effectiveness
business. 

Previously, he was the founder and CEO of two other private equitybacked businesses and
was the No. 2 executive for a third. All three grew from start up to considerable scale and
achieved high rankings on the Inc. 5000 list of fastest growing private companies, with Parson
Group, his first start up, landing the coveted #1 spot. Dan started his career at General Electric,
hired into their sales training program upon graduation from college. He spent 8 years at GE in 4
different US cities in roles of increasing responsibility in sales and sales management.  He has also
provided consulting and Board advisory services to a variety of startups and large public
companies. For the past 2 years, Dan was an Adjunct Lecturer at Northwestern University’s
Kellogg School of Management, teaching a class titled “Human Capital and Enterprise Scaling.”
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Patrick Gunn, VP of International Sales, Qstream
Patrick is Vice President of Sales, EMEA, and is responsible for the market development of
Qstream’s sales capabilities platform outside of North America. An experienced international sales
leader, Patrick has spent more than 25 years in enterprise software sales for some of the world’s
largest companies such as HP, IBM Tivoli and Sun Microsystems. He has also built out several
EMEA startups including iQuate, ManageSoft and Flexera Software. Patrick is passionate about
building highperformance sales teams that deliver on revenue, but also enjoys fostering the
professional growth of sales executives.

Piyush Saggi, Cofounder & CEO of SalesTing 
He grew up selling printing inks with his dad in the family business and spent a decade at
Microsoft in enterprise sales at the forefront of the Cloud revolution.

Struck by the medieval nature of sales and sales management, he left in 2015 to research
enterprise sales & marketing from a behavioral economics lens and launched SalesTing to help
harness datascience + behavioralscience to boost growth.

Piyush has an MBA in Marketing and a Master’s in Computer Science.
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Tamara Schenk, Research Director at CSO Insights
Tamara Schenk is research director at CSO Insights, the research division of Miller Heiman Group,
focused on all things sales force enablement, frontline sales managers, and collaboration.  She
enjoyed more than twenty years of experience in sales, business development, and consulting in
different industries on an international level. Before becoming an analyst in a research director
role in January 2014, she had the pleasure to develop sales enablement from an idea to a program
and a strategic function at TSystems, a Deutsche Telekom company where she led the global
sales force enablement and transformation team. 

Bob Riefstahl,  Founding Partner Of 2win! Global
Robert (Bob) Riefstahl is the founding Partner of 2Win! Global, an international training, consulting
and software company specializing in complex product demos and presentations. The first 20
years of his career took place in the technology industry where he succeeded in sales and
executive positions.  Since then, Bob has brought his demo expertise to over half of the top 400
technology companies in the world with 2Win! Global, including firms like Microsoft, Google, IBM,
Siemens and Dassault. Bob is a keynote speaker, consultant, sales expert, author of the global best
selling book “Demonstrating to Win!”, and coauthor of the muchanticipated book “The Rule of 24”.
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Calum Kilgour, Founder & CEO of Slingshot Edge
Calum Kilgour, Founder & CEO of Slingshot Edge, delights in seeing people communicate with
passion, clarity and purpose.  He comes from the world of sales having been a bagcarrying
salesman for International software companies, running presales teams and managing national
sales teams.

Over the years the Slingshot team has used decisionmaking science, customer feedback and
practice to create the slingshot sales messaging process.  Sales people use it in their conversations
to win more customers.

Calum's vision is for sales people everywhere to recultivate their natural, inherent
communication brilliance and influence with empathy, emotion and insight.

Slingshot Edge has helped Sales forces from 50 strong to 1000 strong in organisations
including Oracle, Palo Alto Networks and Lockheed Martin.

Tiffani Bova, Sales Strategist and Innovation Evangelist, Salesforce
Tiffani Bova is the global customer growth and innovation evangelist at Salesforce. Recognized in
2014 as one of the most Powerful and Influential Women in California by the National Diversity
Council, Top 50 Marketing Thought Leaders by Brand Quarterly Magazine in 2016 and Inc.
Magazine’s 37 Sales Experts You Need to Follow on Twitter. Bova is a highly sought after keynote
speaker having delivered over 250 keynote presentations around the globe to over 300,000
people on sales transformation and business model innovation. A regular contributor to HuffPost,
Harvard Business Review, Wharton Business Radio on SiriusXM and Forbes plus various industry
leading podcasts on sales, marketing and digital business. 

Prior to Salesforce, she spent 10 years at Gartner as a vice president, distinguished analyst and
research fellow, covering sales transformation and indirect channel innovation. She won the
Gartner Thought Leadership Award for her comprehensive body of work on the Future of Sales.
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Brian Sullivan, Vice¬President of Sandler Enterprise Selling at Sandler Training
Brian Sullivan is the Vice President of Sandler Enterprise Selling at Sandler Training, an
international training and consulting organization. Prior to joining Sandler in 2012, Brian was in
sales, sales management and P&L management positions with The Cap Gemini Group for thirty
years and in sales positions with Xerox Corporation prior to his time with Cap Gemini. He also
served as an Adjunct Professor of Marketing for twelve years at Loyola University Maryland,
where he received his BA in Business Administration and his MBA in Marketing.

Brian is the coauthor of Sandler Enterprise Selling: Winning, Growing and Retaining Major
Accounts and is a frequent contributor to blogs and articles in business publications. He serves on
numerous boards including Stevenson University’s Career Services Board and the Loyola
University Information Systems and Operations Management Board.

Michelle Vazzana, Partner at Vantage Point Performance
Michelle Vazzana is a founding partner at Vantage Point Performance, a global sales management
training and development firm. She is coauthor of Cracking the Sales Management Code: The
Secrets to Measuring and Managing Sales Performance, and has more than 28 years of successful
sales and management experience.

Michelle has personally trained and coached thousands of sales people, sales managers, and
sales leaders, as well as designed and facilitated programs for effective sales management,
coaching and reinforcement, facetoface selling, major account sales strategy, and telesales. She
also designs and implements global endtoend engagements for clients, creating environments
that ensure longterm performance change.
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Martin Moran, Managing Director International, Insidesales.com 
Martin brings more than 25 years of experience in managing and growing business operations
across a variety of industries in Europe and globally, with a proven track record for building high
performance sales organisations. Prior to his role at InsideSales, Martin held GM and sales
executive roles Lumesse Limited, ServiceSource International and Salesforce. As the first
employee in Salesforce’s EMEA organisation, he helped grow the company’s EMEA business to
$300 million in annual revenue.

George Brontén, Founder & CEO, Membrain 
George Brontén is a lifelong entrepreneur, with 20 years of experience in the software space and
a passion for sales and marketing. With the life motto “Don’t settle for mainstream,” George is
always looking for new ways to achieve improved business results using innovative software, skills
and processes. He shares his thoughts on the awardwinning blog “Art & Science of Complex
Sales”.

Since 2012, George and his team at Membrain.com have collaborated with thought leaders
and studied research to identify the success factors behind successful sales organizations. The
result of their hard work is a softwareasaservice that makes it easier for companies to capture,
learn and execute the behaviors needed to consistently achieve growth targets.
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Thierry van Herwijnen, Director Global Sales Enablement & Operations, wipro
Thierry van Herwijnen focuses on building strategic sales enablement & operations programs that
help sales teams around the world to have a different kind of sales conversation.

Clients no longer buy a solution; they invest in a longterm strategic partnership with partners
who can help to cocreate a vision & strategy and implement with flawless execution. This new
way of doing business requires a new and unique sales process. 

In his current role, Thierry is responsible for Wipro's Sales Knowledge Services organization. 
Having worked with major bluechip organizations, including Cisco, Shell, and BT, Mr. van

Herwijnen has considerable experience in both a domestic and international capacity. For the past
20+ years, he has worked directly with customers and partners in Europe, the Middle East, Africa,
Latin America, India and the US. 

Mr. van Herwijnen is a regular presenter at both Wipro and industryleading events.

Ian Moyse, Sales Director At Cloud Telephony Provider, Natterbox
Ian Moyse is Sales Director at Cloud Telephony Provider Natterbox. He has been a leader in the
cloud industry for over 12 years and sat on the Boards of Eurocloud, FAST and the Cloud Industry
Forum. Ian has been rated #1 Global SaaS influencer (Klout) and #1 cloud Social influencer from
20152017 (Onalytica). He is recognised as a leading cloud Blogger and was listed in the EMEA
top 50 influencers in Data Centres, Cloud & Data 2017.

Ian was awarded UK Sales Director of the year by Institute of Sales Management (ISM).  Is a an
ISM Master and an APS (Association of Professional Sales)  Fellow and is widely known as a
leading Social Seller sitting as a non exec on Digital Leadership Associates.



Directions to Emirates Stadium
Getting to Emirates Stadium is simple,
London’s comprehensive public transport
system will take you within a few minutes
walk of the ground where clearly located
pedestrian signs will help you find your way
onstreet.

Tube and Rail
Both Arsenal and Holloway Road Stations
(Piccadilly Line) are around three minutes
walk from the ground. Finsbury Park (Victoria
/ Piccadilly Lines and overground rail) and
Highbury & Islington (Victoria Line, North
London Line, overground rail) stations are
around 10 minutes walk from Emirates
Stadium  and should be slightly less crowded
than Arsenal Station.

Kings Cross is the main station for
overground rail and is also served by many
underground lines. To get to the stadium from
Kings Cross connect with the Piccadilly Line

to Arsenal Station or the Victoria Line to
Highbury & Islington. Alternatively, a short
overground rail journey of one stop will take
you to Finsbury Park station.

Bus
Buses are fast and convenient with
connections passing the ground on all sides.
Main bus stops are located on Holloway
Road, Nag's Head, Seven Sisters Road,
Blackstock Road and Highbury Corner. Direct,
high frequency services from much of north
and central London travel within five minutes
walk of the ground.

Walking
Local pedestrian routes will be clearly
signposted from all local transport gateways
directing you along approved routes to the
stadium.

For further information on travel in London
please visit www.tfl.gov.uk
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Your ticket also includes:

l Continental breakfast
l Buffet lunch
l Refreshments throughout the day
l Cocktail party & networking event

Registration
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Please register here 

http://topsalesworld.com/top-sales-events/tsw17-european-sales-enablement-summit/registration/


Top Sales World is a unique location dedicated exclusively to the profession of sales and our primary objective
from day one, has been to redefine the parameters governing sales team performance. Our contributors have
been carefully chosen, and each one of them brings a unique element of expertise and experience in specific sales
disciplines, which allows us to provide our visitors with a constant supply of “bestofbreed” resources. In effect,
TSW is the world’s first online “sales hypermarket,” with the shelves stacked with every conceivable resource
frontline sales professionals and their managers could possibly need.

Each day we update the home page with new articles and blog posts from the world’s leading sales experts, as well
as headlining an important snippet of news. We also release a short, sharp and relevant audio sales tip. 

Each week, we bring you a brand new Top Sales Hardtalk interview, hosted by Barb Giamanco. We add the latest
JF Interview with Jonathan Farrington. We select a Top Sales Book of the Week.

We post the best Top 10 Posts of the Week. We send you our weekly newsletter, “Around Top Sales World in 7
Days” to ensure you remain up to date with all the news from around the sales space. 

Finally, we publish the most popular and significant monthly journal, Top Sales Magazine, jam packed with great
articles, features and advice. 

The World is simply full of opportunities! Do come and discover us …

About Top Sales World
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http://topsalesworld.com/
http://topsalesworld.com/top-sales-audio-tips/
http://topsalesworld.com/top-sales-hard-talk/
http://topsalesworld.com/jf-interview-series/
http://topsalesworld.com/featured-book/aligning-strategy-and-sales-the-choices-systems-and-behaviors-that-drive-effective-selling-by-frank-cespedes/
http://topsalesworld.com/topsalesarticles/
http://topsalesworld.com/wp-content/uploads/2013/12/June02_2017_01.pdf
http://topsalesworld.com/wp-content/uploads/2013/12/June02_2017_01.pdf
http://topsalesworld.com/top-sales-magazine/
http://topsalesworld.com/
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