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Thursday, October 27, 2016
This one-day seminar will show you how to reinvent your 
relationship with suppliers so that it is collaborative and 
leads to innovation for both parties. You will also learn 
how to avoid common pitfalls such as a lack of a clear 
definition, structure, trust, and transparency, which often 
prevent partners on both sides of deal from benefitting.

Registration and Continental Breakfast 8:00 – 8 :30 am 

8:30 – 9:15 am
Conference Opening, Introductions, and 
Expectations
This interactive seminar is tailored to meet the needs of 
participants; this is not a one-size fits all session. The opening 
session invites attendees to introduce themselves, share their 
experiences, and describe their expectations for the seminar.

9:15 – 10:15am
Reinventing Supplier Innovation Relationships
To compete effectively in today’s business environment, firms are 
replacing the “not invented here” syndrome with the “invented 
anywhere approach.” Leading organizations realize that close 
collaboration with suppliers helps both firms achieve a level 
of innovation that brings marketplace advantage. However, 
customer/supplier relationships often fail to meet their innovation 
goals due to road blocks such as a lack of clear alignment, 
structure, trust, and transparency. Is it time to unlock the 
innovation power of your supplier relationships? 

Join Dr. Slowinski as he shares the findings of this groundbreaking 
study and the “better practices” that he uncovered. 

Dr. Gene Slowinski, Director of Strategic Alliance Research, 
Graduate School of Management, Rutgers University

10:15 – 11:05 am
Redefining Supplier Relationships to Meet Unilever’s 
Global Challenges
During his career at Unilever, Dr. Graham Cross had been 
responsible for the design, implementation, and execution of the 
collaborative innovation business model with the goal being the 
optimal integration and alignment of functional efforts for innovative 
excellence. During this session, he will take you through the design 
of its major innovation alliances and its award- winning “Partner 
to Win” global strategy that has effectively built relationships with 
selected key supplier partners in order to achieve mutual growth. 
Included in the discussion will be the importance of internal 
alignment for open innovation, how to address cultural challenges, 
and identifying the right partners to drive success in your program.

Dr. Graham Cross, Director of Commercial Alliances and Supplier 
Innovation, Unilever

Refreshment Break 11:05 – 11:20 am

11:20 am – 12:15 pm
Pioneering Leading- Edge Supplier/Customer 
Relationships in the Food Industry: A View from 
Both Sides of the Table
Throughout her career at The J.M. Smucker Company, Karen Milley 
has made great strides in working in close collaboration with 
suppliers to achieve long- term growth plans and instill a culture 
of innovation. During this session, uncover the best ways to build, 
sponsor, and sustain a culture of collaborative innovation from the 
perspective of the buyer and the supplier. Learn how to engage 
stakeholders on both sides of the table and the cultural barriers 
to overcome in order to achieve a mutually beneficial long-term 
relationship.

Karen H. Milley, Vice President, Research and Development, 
Certified Food Scientist, Consumer Foods Business, 
The J.M. Smucker Company

Gregory B. Zerman, Vice President, Global Corporate Account 
Leader, Cargill, Inc.

Lunch 12:15 – 1:15 pm

1:15 – 2:15 pm
Using the Alliance Framework to Plan and Structure 
your Relationship
The Alliance Framework is the leading tool for planning, structuring, 
and negotiating collaborative relationships. It guides both 
partners as they determine key elements of the deal such as 
boundaries, exclusivity, the financial model, allocation of intellectual 
property rights, and the governance structure. The goal of the 
Alliance Framework is to maximize the relationship’s value in the 
marketplace. Benefit from hearing a real-life application as Stu Stein 
describes using the Alliance Framework to create and commercialize 
a new packaging technology in order to gain the understanding to 
replicate these processes in your own organization.

Stuart Stein, Director Open Innovation, Mondelez International 

2:15 – 3:15 pm
Panel Discussion: Is Collaborative Innovation Real 
and How Can I Capture it?
Innovation requires investment in developing ideas and 
implementing solutions. While most organizations are dissatisfied 
with the amount of innovation they receive from partners, the 
truth is most organizations under-invest their resources and 
efforts to innovate. In addition, the lack of clear definition, trust, 
and governance inhibits getting to the next level of value creation 
for many organizations. Hear from a panel of seasoned experts as 
they share how to enjoy the benefits of collaborative innovation 
and the ways to develop an end-to-end process to harness ideas, 
build trust, and evaluate success and/or areas of improvement to 
create an environment that will promote creativity and innovation.

Moderator:
Mark Dobrovolny, Director Strategic Supplier and Innovation 

Alliances, Colgate Palmolive
Panelists:
Michael Meaden, Vice President, Worldwide Production 

Procurement Sourcing, IBM Global Procurement
Kevin Giblin, Head of Global Sourcing, Chief Procurement Officer, 

Dun & Bradstreet
Karla Schulte, Global Procurement Manager, Corporate 

Contracts & Retail, Hallmark Cards, Inc. 



Get Involved! Contact Michael.Felden@conferenceboard.org for Sponsorship Opportunities

Refreshment Break 3:15 – 3:30 pm

3:30 – 4:30 pm
Panel Discussion: Collaborative Innovation from the 
Supplier’s Point of View 
How do supplier firms view collaborative relationships? Do you 
struggle to get to that next level of collaborative innovation but can’t 
figure out what you are doing wrong? Hear from leading suppliers 
as they share the critical steps needed to look inward at your 
organization to ensure that you are contributing to an effective and 
cohesive innovative relationship. Included in the discussion will be 
an exploration into some of the common habits/behaviors that can 
promote and derail the process as well as best practices around 
communication, metrics, and fostering a trusting environment. 
Uncover the most effective ways to break down barriers to 
partnering success and tap into the supplier’s capabilities to ensure 
both parties extract real value from the relationship. 

Moderator:
Dr. Gene Slowinski, Director of Strategic Alliance Research
Graduate School of Management, Rutgers University
Panelists:
Tony DeLio, Senior Vice-President and Chief Innovation Officer, 

Ingredion Incorporated
Denise Greenwell, Brand Marketing Director, Consumer 

Packaging Division, Berry Plastics Corporation
Gregory B. Zerman, Vice President, Global Corporate Account 

Leader, Cargill, Inc.

4:30 – 5 pm
Applying the Learnings to your Firm: What will you 
do Tomorrow Morning to Improve your Customer/
Supplier Relationships ?

Adjourn 5 pm 



The Conference Board is registered with the National 
Association of State Boards of Accountancy (NASBA) 
as a sponsor of continuing professional education on 
the National Registry of CPE Sponsors. State boards of 
accountancy have final authority on the acceptance of 
individual courses for CPE credit. Complaints regarding 
registered sponsors may be submitted to the National 
Registry of CPE Sponsors through its website: 
www.learningmarket.org

For more information regarding administrative policies 
such as complaint and/or refund, please contact our 
offices at +1 212 339 0345.

Earn up to 7.5 CPE credits 
Business Management and Organization
Requirements: Attendees must sign-in each day for full credit.
Delivery Method: Group-Live,
Program Level: Intermediate, 
Prerequisites: Bachelor’s degree or higher, Advanced

Preparation: None
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REGISTRATION INFORMATION

Online www.conferenceboard.org/supplierinnovation
Email customer.service@conferenceboard.org 
Phone  212.339.0345  

 8:30 am –5:30 pm ET, Monday – Friday 

Fees do not include hotel accommodations.

Location
The Conference Board Conference Center 
845 Third Avenue (Between 51st and 52nd), 3rd Floor 
New York, NY 10022 
Tel 212.339.0345
Official Website: www.conferenceboard.org

Cancellation Policy 
Full refund until three weeks before the meeting. $500 administration fee up to two weeks before the 
meeting. No refund after two weeks before the meeting. Confirmed registrants who fail to attend and 
do not cancel prior to the meeting will be charged the entire registration fee.

Team Discounts per Person 
For a team of three or more registering from the same company at the same time, take $150 off each 
person’s registration. One discount per registration. Multiple discounts may not be combined.

Pricing: 

Members $1,035

Non – Members $1,235


