26th PM Forum Annual Conference
Thursday 23 September 2021 – Online
With face-to-face networking online

Reb ting
marketing
for
growth

If 2020 was the year of change,
then 2021 is the year of consolidation.
As lockdowns are lifted and vaccines are distributed, it feels like
we are on the road to some kind of normality, although not one we
would have recognised a few years ago.
While 2020 was about pivoting, adapting and surviving, thoughts
now turn to growth and building on some of the surprising
opportunities the past year has provided.
Marketing was thrust into the limelight, leading the way on
strategy and engagement. Junior marketers found themselves in
more responsible positions and rose to the challenge. Firms
invested in technology to enable remote working and to keep
clients engaged and informed.
We now need to build on what has been achieved, use new
technologies more effectively, anticipate what our clients – both
internal and external – need, and find ways to meet those needs
profitably.
This year’s virtual conference aims to give members a day of
practical and inspirational presentations, equipping you for the
next phase of recovery with confidence.

Rebooting marketing will kickstart a new era of
influence – our time has come!

9.00 Breakfast networking
9.20 Chair’s introduction
Nadia Cristina, PM Forum
9.30 Alignment, the secret of success
Leor Franks, Kingsley Napley
Marketers naturally understand the importance of looking outside their organisations:
listening to clients and targets, and taking the temperature of the market. Being the voice
of the customer is powerful and necessary. But are we as effective at listening to our
internal stakeholders: understanding their needs and wants, and demonstrating our
alignment? With changes afoot as a result of Covid, keeping in touch with both internal
and external ‘clients’ is more important today than ever.

10.05 Networking pause
10.15 Marketing in a (predominantly) digital world
David Gilroy, Conscious Solutions
So what have we learned as marketers in the last 18 months and how does that impact
the 4Ps of marketing going forward? Are we now back in a ‘physical first’ world for
professional services marketing or has the ‘digital first’ now really become ‘digital only’.
In this session, David will offer a ‘state of the nation’ view to explore what the continued
impact of the pandemic has been on the way professional services firms ‘do’ marketing.
Has it really changed forever?

10.50 Networking pause
11.00 Award winning thought leadership
Matt Allen, Bidwells
There are not many mid-sized property businesses who go up against the marketing
muscle of IBM, Mastercard and AT&T and come out on top. But that’s exactly what
Bidwells did by winning Best Thought Leader Strategy at The Drum B2B Awards. The
firm built a coalition of the UK’s most influential property leaders and delivered their
Radical Regeneration Manifesto to the UK Treasury. Yet, Matt will explain that this wasn’t
just about one brilliant piece of thought leadership.

11.35 Networking pause
11.45 Rebooting resilience – Why ‘well-wash’ won’t work
Dr Sarah Hattam, Concilio Health
Healthier teams lead to better performance outcomes. Yet, given the ever-changing
landscape of work, how can we navigate uncertainty and stay fit for the future, dealing
with both the isolation of working from home and the anxiety of going back to the office?
Sarah will focus on how to develop a strategic approach which both restores and
maintains resilience and wellbeing, for the individual and the team.

12.20 Transfer to break-out rooms
12.25 Morning break-out masterclasses
Choose one of the following masterclasses. Each will explore the top five challenges
marketers are facing in a core area and share tips on how to overcome them.

A Brand
Kathy Innes, Ecovis

B Social media
Mat Morrison, Digital Whiskey

As marketers, we appreciate the power of
‘brand’. However, our experiences over
the last year have brought about
significant changes to client behaviour –
to the way we work, live, socialise and
perceive the world. This means that what
made sense before, may no longer hold
true.

Social media activity continues to rise. So,
how can we make sure that social media is
supporting our marketing goals, rather than
just another output?

The branding challenges Kathy will be
tackling include how to:
• find brand purpose
• retain brand relevance
• brand-build in a recession

In this session, Mat will provide you with
data-led ideas to improve your firm’s social
media performance, including:
• A triumph of hope over observation: the
ongoing collapse of organic social reach
• Sisyphus’ revenge: managing your firm’s
social investment
• Herding hippos: exploiting fee-earners’
personal social networks

C Client experience
Susan Ahern, Clark Hill

D Strategy
Julia Hayhoe

Creating a focus on the client experience
is the most direct and impactful way to
improve business relationships, create
cross-selling opportunities, and grow a
firm’s bottom line. Client-focused firms
understand the environments in which
their clients operate and keep the
conversation and offering focused on
each individual client’s priorities.

Strategy in today’s dynamic operating
context is tough. It requires extracting
yourself from the operational and internal
gravitational pull of the firm, to enable and
challenge the choices you are making to
deliver on your vision and purpose.

The challenges Susan will cover include:
• Maintaining a client-focused mindset
• Using research tools and financial
analytics to identify opportunities
• Avoiding analysis paralysis

13.05 Lunch break

This masterclass, for senior marketers, will
explore critical questions including:
• How is the world changing in ways not
reflected in your strategy?
• Who are your stakeholders and how are
you engaging with them?
• What does client success look like and
how are you delivering value to clients?

13.50 Increase your impact with a stand-out personal brand
Deborah Ogden
You have a personal brand whether you recognise it or not. The question is do you
harness the power of that brand to increase your personal impact and that of your
organisation? Deborah will explore how we can all be ‘visible experts’ in our chosen
area. She’ll discuss how research shows, ‘your work will not speak for itself’, and why for
true success it’s crucial to raise profile and be able to articulate your value and share
your expertise.

14.25 Networking pause
14.35 Marketing transformation to deliver effective campaigns
Adele Ghantous, Lapis Angularis
Marketing teams are facing immense challenges, in an environment where growth has
slowed, and the digitisation of client experiences has accelerated. Despite substantial
investments in technology and data platforms, it can be a struggle to demonstrate the
value of marketing. In this session, Adele will explore options to address these
challenges, how to align the MarTech stack to the connected client journey and so
deliver the optimal client experience.

15.10 Transfer to break-out rooms
15.15 Afternoon break-out masterclasses
Choose from the same selection of masterclasses as in the morning. Each will explore
the top five challenges marketers are facing in a key area and how to overcome them.

15.55 Networking pause
16.10 Client Panel:
Achieving growth by better meeting client needs
While rebooting our marketing we need to keep the key element of success in mind –
the client. In these challenging times, are professional services firms really meeting
client needs and exceeding expectations? The client panel, moderated by Helen Blake,
Futurecurve, includes: Dan Kayne of Network Rail, Kate Curnow of Honda, Mayen
Ekong of Wärtsilä and Melinda Nicci of Body Collective.

16.50 Chair’s closing remarks
17.00 Networking drinks and close

Who’s who
Susan Ahern
Susan is Chief Marketing and Business
Development Officer at Clark Hill PLC, one
of the largest law firms in the US. Susan
heads the Marketing and Business
Development team, that develops,
manages and executes client-focused
feedback, service, industry, and growth
programmes.
Matthew Allen
Matt has 15 years’ experience in the real
estate sector and is responsible for
business development and marketing at
Bidwells. Since joining in 2018 he has led
a series of award-winning campaigns on
the Ox-Cam Arc that have helped grow
Bidwells’ business in the region and
enhance its positioning as the leading
adviser on the Arc.
Helen Blake
Helen is CEO of management consultancy,
Futurecurve. She works for organisations
around the world, including FTSE 250s,
Governmental agencies, and professional
services firms, creating client-led value
propositions that drive sustainable growth.
Helen is a consultant, organisational
psychologist, and author.
Nadia Cristina
Nadia is co-founder of the PM Forum and
managing editor of PM magazine,
providing insight and inspiration to
marketers in the professions since 1993.

Kate Curnow
Kate is Deputy CFO for Honda Motor
Europe Limited with direct responsibility
for Tax and Finance Planning and Actuals.
From joining PwC in 1997, she has nearly
20 years’ experience as a qualified
Chartered Accountant and Chartered Tax
Advisor, working with many
multinationals, both FTSE 100 companies
and large inbounds.
Mayen Ekong
Mayen is Area Counsel at energy
technology group Wärtsilä. Based in
Singapore, she leads the group’s Energy
Business legal team across the Middle
East, Asia and Australia regions. She
previously worked across two continents
for ship-owner BW Group and prior to that
PETRONAS subsidiary AET.
Leor Franks
Leor leads BD & Marketing at Kingsley
Napley and is a member of the firm’s
board. He has spent 20 years in
professional services including in Director
roles at Deloitte, EY, and FTI Consulting,
and most recently as CMO at Augusta.
Adele Ghantous
Adele is the founder of Lapis Angularis, a
consultancy specialising in digital
transformation and marketing operations.
She works with marketing leadership
across B2B and B2C, to transform
marketing, setting up operating models
that enable efficient delivery of activities
across the marketing ecosystem.

David Gilroy
David is the Managing Director at
Conscious Solutions, the UK’s leading
provider of websites and digital marketing
to law firms. He’s an engaging,
challenging, and occasionally rude
presenter at legal marketing and in-house
seminars all over the UK and
internationally.
Dr Sarah Hattam
Sarah is a General Practitioner and
founder of the workplace wellbeing
consultancy Concilio Health. Their
evidence-based approach to improving
organisational performance through
wellbeing has transformed ways of
working across many sectors of UK
business, with many clients being shortlisted for people management awards.
Julia Hayhoe
Julia is a strategy consultant focused on
enabling clients to achieve strategic,
sustainable growth. She serves on
advisory boards for The World Economic
Forum and Thomson Reuters and has
held roles as Chief Strategy Officer at
Baker McKenzie and Senior Business
Development Manager at Clifford Chance.
Kathy Innes
Starting her career with Harrods, Escada
and Virgin, Kathy learnt early on the value
of strong brands. Specialising in Brand
Management for her MSc (Dist), Kathy
enjoys applying this knowledge as Head
of Marketing and Business Development
at Ecovis.

Dan Kayne
Dan trained and qualified at Dechert
before joining Network Rail where he is
General Counsel (Regions). In 2019, Dan
founded the O Shaped Lawyer – an
initiative to make the legal profession
better – for those who enter it, work in it
and use it.
Mat Morrison
Mat, Partner and Strategy Director at
Digital Whiskey, has spent 25 years
working in digital media. He was among
the first wave of marketers who tried to
understand how social media would
change the way businesses
communicated. His experience includes
Grant Thornton, UBS and Credit Suisse.
Melinda Nicci
Melinda is CEO and chair of Body
Collective (Baby2Body), the award
winning, wellness company for women.
She is a Sports and Exercise Psychologist,
a qualified personal trainer, author and
innovator. Melinda is also on the board of
Team GB Snowsport as a Non Executive
Director.
Deborah Ogden
Deborah is a nationally respected expert
on personal branding and impact, speaker,
and host of the Podcast, ‘On Brand With…’,
sharing real world stories. Whether it’s
building profile, winning more clients or
pitching and presenting with confidence,
Deborah’s expertise delivers results for
businesses and individuals across the UK.

Hear from last year’s delegates
“What a great event – the use of
the Remo virtual conference
platform allowed a really good
balance of keynotes, small group
workshops and virtual
networking in the very clever
virtual conference hall. Definitely
worthwhile attending.”

“I was incredibly impressed with
the way PM Forum pivoted
during the pandemic to provide
the best conference I have
attended in 2020. It was truly
excellent. There was a lot of
information for me to bring to my
team as we plan for 2021.”

“A great experience – enough
informality and time out from
the screen plus strong
presenters and good content to
navigate a tricky ask for an all
day conference on line.”

“Always top quality. The annual
PM Forum Conference moved
seamlessly online this year and
the team did a fantastic job with
maintaining their high standards
despite the challenges of 2020.”

“Very well organised and much
better than expected for an
online conference.”

“I really enjoyed the day and
didn't feel drained at the end like
in-person conferences.”

“I was amazed at how quickly
the time went which must be
testament to the quality of the
content (as ever) and how
smoothly it all flowed in its new
virtual setting.”

“PM Forum should applaud
themselves on the way the virtual
programme was executed. The
communication was great. I liked
how you could move between
tables and have private chats.”

“Thanks again for organising
the best professional
marketer's conference of the
year.”

“Great platform to engage with
our peers and explore new
approaches and ways of
thinking!”

PM Forum Conference 2021
Thursday 23 September – Online with virtual networking

To book your place on this year’s virtual conference, go to:
www.pmforum.co.uk/conference
And don’t forget to choose your morning and afternoon break-out masterclasses

Fee
Prior to 30 June: £245 + VAT (£294)
Thereafter: £295 + VAT (£354)

Substitutes & cancellations
Up to 23 August 2021: Full refund minus £95 (plus VAT) cancellation fee.
No refund after 23 August 2021.
Cancellations must be made in writing. Substitutes are welcome.
PMI reserves the right to cancel with no liability beyond refund of fees paid.

Eligibility
The conference is open solely to members of the PM Forum, worldwide
subscribers of PM magazine, and members of the Managing
Partners’ Forum Strategy & Marketing Group.

PM Forum
+44 (0)20 7786 9786
conference@pmint.co.uk
@PMFGlobal #PMFConf

www.pmforum.co.uk
www.mpfglobal.com
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