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Expert Panelists Include:

Kevin Hoffberg, Independent Analyst, Frost & Sullivan

Kevin Hoffberg is a long-time author and consultant on go-to-market strategy, customer experience, and decision quality. An associate of Frost and Sullivan for many years, Kevin has collaborated in numerous executive summits and worked with myriad F&S clients.

Spanning a twenty-five year business career, executives at hundreds of organizations have sought Kevin’s advice & counsel, and tens of thousands have been through sales, marketing, service, and leadership training programs that he has created. Clients have included Wells Fargo Bank, Fleet, CIBC, Bank of America, Microsoft, Sony, Colgate Palmolive, Young & Rubicam, Sears, Arthur Andersen (long before Enron), Ernst & Young, KPMG, Commonwealth Bank, Colonial First State (Aus), EDS, Bristol Meyer Squibb, and many others.

Josh Rossman, Senior Manager, Customer Advocacy Group, Cisco Systems, Inc.


Joshua Rossman works in Services Marketing with Cisco System's Customer Advocacy Group.  At Cisco, he manages a selling program that supports the company's global services sales force in strategies to sell customers the value of what Cisco offers.  He has worked in a variety of other roles within Cisco, including managing a systems infrastructure project to improve the order management process of services; managing the pricing strategies of service programs; developing training for the sales force; and he also frequently speaks to groups of sales people and customers around the world on the art of 'value selling.'

Prior to joining Cisco, Joshua worked in consulting for 7 years, where he created a pricing strategy team within a Big-5 consulting firm.  He led a team of consultants through pricing strategy projects in multiple industries, including manufacturing, distribution, retail, financial services, and telecommunications.  He has published articles on wholesale distribution pricing, retail pricing, value pricing for profits, and is frequently quoted in articles on selling strategies.

Tim Riesterer, Chief Marketing Officer, Ventaso

Tim is the chief marketing officer for Ventaso, the leading provider of Customer Message Management (CMM) software and services.  In this position, he oversees all go-to-market strategy, branding and positioning, end-to-end lead generation, sales messaging and support, as well as sales training and development.  Tim also directs Ventaso's CMM consulting practice, which helps companies create, deliver and maintain more customer-relevant, sales ready messaging for use in coaching, conversations and collateral.  Current clients include American Express, EDS, Cisco, IBM, Fed Ex, Cendant and others.

In addition, Tim is director of the CMM Forum (www.cmmforum.com), a joint industry group -- co-sponsored by Ventaso and the American Marketing Association -- focused on increasing the impact of marketing support on sales effectiveness.  In this role, Tim hosts and moderates regional forums, best practices conferences, executive roundtable dinners and quarterly webinars all focused on CMM.  He coordinates an advisory board consisting of sales and marketing experts from industry, consulting and academia.  Tim also speaks and publishes nationally on the topic of CMM and the integration of Marketing and Sales.
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