


Software Business 2008 will focus on current strategic business,
financial and technology issues and growth opportunities facing 
executives and managers of software companies. This two-day 
conference, October 30-31 in San Francisco, serves owners, chief
executives, presidents, vice presidents, division directors and 
department managers of leading and fast-growing software 
companies, located throughout North America, who are conducting
business domestically and worldwide. 

ISV executives and managers are coming to Software Business 2008
to learn from the best of breed companies, network with partners and
develop their strategy and processes to grow in today's software mar-
ket. Make your plans today to join more than 200 large, mid-sized and
small software companies at the premier event for the software industry. 

Our Commitment to You:

Whether this is your first time participating at the Software Business
conferences, or if you have attended in the past, the 2008 event will 
provide you with the most up-to-date developments and strategies in
the software market.
• Learn first-hand the latest strategies for success in the software 

business from top executives, pros and analysts 

• Gain authoritative insight from top financial analysts and investment 
bankers on software company M&A activity and company financings 

• Find out how to turn the latest technology developments into new 
business and improved performance for your company 

• Network with key executives and managers from leading software 
companies engaged in a variety of markets 

• Learn exciting new marketing and sales strategies for 
softwarecompanies

• Find out the best revenue models for licensing, services, e-business 
and online sales of your software offerings 

• Hear about hot new markets and growth opportunities for 
software companies 

• Learn new ways to build your franchise, and protect it 

Exciting for 2008

• Venture Capitalists Investment and CEO Panels

• Product Demonstrations in the Exhibit Hall

• Exceptional Pre-Conference Workshops

• New Developments in SaaS

• Roundtable Networking Luncheon
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Selling Up Selling Out 
Presented by Ward Carter, President, Corum Group
When: October 29th, 9:00 am to 12:00 pm 
Cost: Free to Software Business 2008 Full Conference Registrants 

$95 for non-Software Business 2008 Full Conference Registrants

Are you thinking about an exit strategy that takes advantage of today’s active
M&A market and nets you what you deserve for your company? Then you
should attend this special three hour mini session of the one day Selling Up
Selling Out M&A conference for software & IT executives. Attendees will learn
how to position, prepare, value, negotiate and execute an M&A transaction for
maximum value, and how to weave through the SOX due diligence minefield
and not be one of the many M&A casualties. You will receive a complimentary
pass to an upcoming full-day Selling Up Selling Out conference, a $495
value. 

This is a must-attend session for anyone serious about taking advantage of
today's M&A market or building a software or IT company for an eventual
M&A exit. 

Straight Facts on How to Leverage the IT Channel 
Presented by Robert Cohen, President, Integrated mar.com Corp.
When: October 29th, 1:00 pm to 5:00 pm
Cost: $295 when registering after September 26th

This interactive workshop takes you through the strengths and weaknesses
as well as the myths and realities of the Channel. Focusing on what you need
to do to leverage the Channel’s relationships, technical expertise and passion
to dramatically grow your sales, this interactive seminar will cover: 
• Straight Facts on What the Channel can and Cannot do for You 
• Profiling: Why, Where to Start, How to Use 
• Grass Roots Methods to Inexpensively Test the Channel 
• Understanding of the Unique Relationship Channel Members Have with 

Their Customers 
• Overview of the Channel Sales Cycle 

At-a-Glance Schedule

Wednesday, October 29th

9:00 Pre Conference Workshops

1:00 Pre-Conference Workshops

Thursday, October 30th

8:00 Welcome and Introductions

Keynote Sessions

10:00 Networking Break

Exhibit Hall Opens

10:45 General Sessions

12:30 Networking Luncheon

1:30 General Sessions

3:00 Networking Break

3:30 General Sessions

4:30 Keynote Session

5:15 Cocktail Reception

Friday, October 31st

8:00 Keynote Sessions

10:00 Networking Break

10:45 General Sessions

12:00 Networking Luncheon

1:00 General Sessions

2:45 Conclusion of Conference



Managing Offshore Projects: Achieving Success Despite Challenges
Presented by M. M. Sathyanarayan, President, Global Development
Consulting, Inc.
When: October 29th, 9:00 am to 4:30 pm 
Cost: $750 when registering before August 29th

$795 when registering after August 29th

Offshoring has become an accepted business practice in most companies.
Management and staff are now expected to work with teams in various parts
of the world. Those new to offshoring face the challenge of how to quickly
acquire offshoring skills necessary to continue to be successful in their own
jobs. Those already involved in offshoring for a while find it difficult to keep up
with best practices that continue to change because of the rapidly changing
offshoring landscape. 

Based on research spanning more than a decade and lessons learned during
a range of implementations, this training course will provide you the tools to
address challenges and achieve offshoring success. Developed by interna-
tionally recognized pioneer, expert, author and consultant in offshoring, M. M.
"Sath" Sathyanarayan, president, Global Development Consulting, Inc., this
course will guide you safely, step by practical step, through the sometimes
mysterious waters of offshoring. Packed with real-world case studies and
hard-earned experience, you will learn what you need to be successful.
Whether you are just starting out or have been engaged in offshoring for
some time, you will benefit from this course. 

The Management and Leadership Systems Needed to Scale
Presented by Bob Norton, President, C-Level Enterprises, Inc. 
When: October 29th, 9:00 to 5:00
Cost: $670 when registering before September 26th

$795 when registering after September 26th

This workshop is designed for CEOs and senior executives of small software
companies that want to grow into large companies. Bob Norton is the creator of
The CEO Boot Camp. Attendees have been very pleased and now he offers an
abbreviated version with just the best practices needed to grow beyond 15 to 25
employees to 50, 100 and more. You will learn about the natural stages of busi-
ness development and how your management style must shift from raw entre-
preneurship to professional management as your company grows. Accelerate
your business, develop your next steps plan with practical "How to" information
and roadmaps. 

Agenda
• Introduction with Some Psychological Principals of Business Growth 

and Success 
• Developing Your Corporate Vision - Eleven Necessary Elements for Success 
• Competitive Strategy Process - Tools for Strategy and Positioning
• Building Your Management Team to Scale - The 20 Skills a Rapid Growth 

Company Needs
• Six Management Systems Needed to Scale - Best Practices for Rapid Growth
• Best Practices to be a Leader, Not Just a Manager
• Defining Your Target Market Better for Lower Cost Marketing and Higher 

Sales Closing Ratios
• Innovation and Risk Mitigation

Pre-CConference WWorkshops
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Jean-Pierre Garbani serves Vendor
Strategy professionals. He has acquired
several decades of experience as an IT
technology designer and marketer as well
as a client of IT technology. He has broad
experience in designing advanced technol-
ogy solutions in industrial and commercial
applications and bringing them to market.

John Ciacchella leads
the High Technology
Industry Practice for
Deloitte Consulting in
the US. His 20-plus year
career as a technology
advisor combines his

considerable tenure in
the consulting arena with eight-plus
years of direct industry experience in the
semiconductor and electronics industry,
where he held key positions in market-
ing, R&D and manufacturing.

Bobby Napiltonia is the
SVP, WW Channels and
Alliances  at
Salesforce.com. He was
previously the vice presi-
dent and general man-
ager of worldwide chan-

nels and alliances for
BEA Systems, Inc. At BEA, Napiltonia
directed strategy and business models
for the company's worldwide alliance
partners.

Robert Shimp is Group
Vice President of the
Global Technology
Business Unit for Oracle.
He is responsible for
various global sales sup-
port and product market-

ing functions for Oracle’s
Database, Fusion Middleware,
Enterprise Manager, Linux and other
product lines. 

Jeff Kaplan is the founder
and managing director of
THINKstrategies, a strate-
gic consulting firm that
helps IT enterprise deci-
sion-makers with their
sourcing strategies, solu-

tion providers with their
marketing strategies and venture firms
with their investment strategies. Kaplan is
also the founder of the Managed Service
Showplace and Software-as-a-Service
(SaaS) Showplace free, online directories. 

Thursday, October 30th

7:00 Registration OOpens

8:00 Welcome aand IIntroductions

8:05 Keynote PPresentation
Is Hardware the Future of Software?
Hardware was originally the dominant element of computing. As the process of building
technologies improved, the focus shifted to software and applications. Today’s comput-
ing has become such an intrinsic part of the business fabric that IT is close to reach a
utility status. From the ability to build platforms to the ability to develop software applica-
tions, the focus is going to shift again, this time to the cost of resources used to deliver
and support business services. We see new models of delivering IT services, from
cloud computing to software as a service. Through these new models, we tend to more
and more standardize IT services to avoid the cost of building and supporting them. As
the price of hardware continues to decline, the ultimate evolution of IT may be a revival
of the hardware/software bundle, but in the reverse order where hardware becomes a
dedicated container for the application: application or process oriented machines that
can plug and play on the enterprise application bus.
Jean-Pierre Garbani , Vice President, Principal Analyst • Forrester Research, Inc.

9:00 Keynote PPresentation
Winning Strategies for the Increasingly Competitive 
Software Industry 
Being competitive is becoming increasingly challenging in today’s software industry.
Today, software companies are faced with continuous market disruption, more complex
customer demands and dramatic changes to their core businesses, resulting in the need
for fundamental changes to their traditional business and operating models. This panel will
discuss how software companies are responding to fundamental shifts in the industry.
From the perspectives of panelists in executive positions in sales/marketing, operations
and human resources at leading software companies, this panel will discuss new pricing
and licensing, talent, operational and other requirements to support new business models;
the biggest hurdles and competitive challenges; and how to find success around these
challenges. Attendees will benefit by understanding the short- and long-term actions soft-
ware companies are taking to improve the way their business models address the change
to software as a service.

RJ Vissers, VP, Office of Pricing and Licensing • Symantec
Matt Thompson, SVP, WW Field Operations • Adobe, Inc.

Bobby Napiltonia, SVP, WW Channels and Alliances • Salesforce.com
Robert Shimp, Group VP, Global Technology Business Unit • Oracle

Moderated by John Ciacchella, Principal • Deloitte Consulting LLP

10:00 Networking BBreak, EExhibit HHall OOpens

10:30 QlikView PProduct DDemonstration iin EExhibit HHall

10:45
Overcoming the Organizational Barriers to Transforming Your
Software Business into an On-Demand Company 
Changing customer needs, escalating competitive challenges and intensifying economic
pressures are forcing established software companies to fundamentally re-think their busi-
ness models. Moving from a traditional on-premise product to an on-demand services
business entails more than just overcoming a specific set of technical requirements. The
biggest obstacles to successfully achieving this migration process are a series of internal
operational and organizational issues. This session will examine how established software
companies are overcoming these barriers and identify the critical steps to success. 

Jeffrey M. Kaplan, Managing Director • THINKstrategies, Inc.



Getting the Best Bang for Your Buck in a SaaSy World: SaaS
Environment Choices and Economics
In the on-premise world, ISVs tend to be environment-agnostic due to end-user require-
ments to support many configurations and technologies. With a move to SaaS, ISVs
can shift to an environment-centric approach, reducing architectural complexities and
enjoying associated economies. Yet, with the availability of different technology stacks
including Open Source as well as emerging Platform-as-a-Service environments, what
are the considerations and related economic impact of choices made? This presenta-
tion will examine the different options, factors, and economies to consider in moving to
an environment-centric model.

Feza Pamir, SaaS Practice Director • CSC Global Business Solutions 

Developing the Capabilities of Channel Partners
Vendors are turning to their channel partners as a means of accelerating sales and
reaching markets that the vendors are otherwise unable to reach. But without some
investment on behalf of the vendor to develop capabilities in the partners, channel part-
ners rarely perform to the level vendors hope. The good news is that there are some
best practices from which vendors can learn. Some vendors have learned how to invest
wisely in their partners to maximize returns. By investing wisely in the development of
your channel's capabilities, you can exponentially grow sales and create fanatical cus-
tomers for your products and services.

William Vanderbilt, Senior Consultant • Channel Enablers

11:25 Featured PPresentation
Running for the Exit:  What Investors Want to See in Exit Planning
Given all recent activity in the IPO Markets/Financial Markets, exit planning can be a
gamble. This panel will examine the challenges and issues related to exit strategies,
share inside information on what VCs look for in exit strategies and what exit strategies
have worked well for some of their clients.

George Hoyem , Managing Director • Blueprint Ventures
Javier Rojas, Managing Director, US • Kennet Partners

Saad Kahn Partner • CMEA Ventures
Mark Sherman, General Partner • Battery Ventures

Moderated by Mark Jensen, Partner and National Director, Venture Capital
Services • Deloitte & Touche LLP

12:30 Networking LLuncheon/Roundtable DDiscussions

1:30
SaaS Evolves Again: Enter Vertical Business Networks
Discover the tremendous opportunity for the small ISV as the IT industry's priority shifts
toward vertical market expertise over mere development know-how.  As a result, in the
next several years, vertical business networks will continue to form and mature, starting
as informal relationships among vertical specialists and moving toward formalized hubs
and exchanges. In a new era in which large business service providers will bundle
small ISVs' offerings together to address customers' needs rather than try to build their
own, for the first time, the dominant approach will be that the bigger companies act as
channels for the smaller ISVs. With this paradigm shift in mind, this presentation will
detail the best strategies for small ISVs in terms of partnership models, customer own-
ership and infrastructure technologies to employ to address this next phase for the
business technology market.

Colleen Smith, Vice President, Software as a Service • 
Progress Software Corp.

Software/Virtual Appliances: They’re Not Just for Enterprise IT 
Virtualization and software appliances are not just for enterprise IT. This session for small
and mid-sized companies provides insight into a radically simplified way to build, maintain
and deploy software appliances. Learn how and why software appliances are built and
gain an understanding of the benefits to ISVs and IT departments. Virtualization technolo-
gy experts will showcase the technology and tools that are available for IT departments

Program
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Mark Jensen, a partner
and national director of
Deloitte & Touche LLP’s
Venture Capital Services
Group, focuses on both
venture capital firms and
venture-backed compa-

nies. He is well known in
the technology and VC industries and has
more than 30 years of experience. 

George Hoyem is a Managing Director with
Blueprint Ventures. George brings more
than 20 years of entrepreneurial, operations
and venture experience in high technology
companies. He has backed, supported, and
served on the boards of over a dozen
emerging technology companies. 

Saad Kahn  joined CMEA Ventures in 2007
as a Partner and is focusing on the firm's
software investments. Currently, Saad sits on
the board of directors for CMEA portfolio
company Jobvite, a company that developed
an on-demand recruitment application to
drive and manage talent acquisition for small
to mid-sized enterprises. 

Colleen Smith is vice
president, Software as a
Service at Progress
Software Corp., a global
supplier of software tech-
nology and services for
developing, deploying,

integrating and managing
business solutions.  In this role, she devel-
ops key strategies and business opportuni-
ties for Progress around all of the firms'
SaaS Channel and business initiatives. 

Billy Marshall is founder
and CEO of rPath. Prior to
founding rPath, Billy served
as Red Hat’s vice presi-
dent of North America
Sales from 2001 until
2005. Under his leader-

ship, Red Hat’s enterprise
business experienced extraordinary growth. 

Guy Smith is the chief
consultant for Silicon
Strategies Marketing.
Guy brings a combina-
tion of technical, mana-
gerial and marketing
experience to Silicon

Strategies projects.
Directly and as a consultant, Guy has
worked with a variety of technology-pro-
ducing organizations. 



with limited resources. The session's goal is to provide participants with an understanding
of the flexibility, security and cost-saving benefits of software appliances while giving them
a practical and cost effective plan for implementation. 

Billy Marshall, Founder and CEO • rPath 

Software Marketing in Troubled Times 
Two colliding trends in the software industry will create a financial train wreck in the
next few years. With IT budgets shrinking and the complexity of market trends/demands
for growing, many software firms will get crushed and vanish. Smart software compa-
nies are refocusing their products, delivery and messaging to their customer’s “business
disciplines.” Building a matrix around customer business disciplines and core product
values leads to precise promotions that gain traction in each segment where you mar-
ket your wares. In this presentation, Guy Smith will cover the economic pull-back in the
industry, the growing demand for diversified software delivery models, and the core
business disciplines that drive buyer motivations. 

Guy Smith, Chief Consultant • Silicon Strategies Marketing 

2:10
Venture Capitalist Panel – SaaS Steps Up to the Plate
Software as a Service (SaaS) makes up a large component of the software world and
continues to gain industry momentum. SaaS businesses are growing at phenomenal
rates and changing how professionals think, work and act. Over the past few years,
SaaS has taken center stage as demonstrated by the increasing number of invest-
ments, exciting new start ups, and the success of new IPOs in the marketplace.
However, the industry is still very much in its infancy and opportunities within it
remain endless. This panel will discuss the SaaS market: where it is today and where
it’s headed. VCs experienced in launching successful SaaS startups will lend the
audience their experience and know-how and explain their visions of what lies ahead
for SaaS technology. 

Gordon Ritter, General Partner • Emergence Capital Partners 
Jim Watson, Managing Director • CMEA Ventures
Tae Hea Nahm, General Partner • Storm Ventures 

New Staffing Models for Leveraging Management Results 
Learn formulas for retooling your software company’s management talent resources
based on proven models used by information technology giants such as Cisco and
Wells Fargo.  Discover the leading-edge outlook necessary to increase innovation, pro-
ductivity and ROI through tighter project-based management while preparing your com-
pany to capitalize on current and future workforce trends.

Alex Dodd, CEO and President • M Squared Consulting 

Application Security for Open Source – The New Frontier 
With tight deadlines and minimal budgets, today’s developers rely on open source soft-
ware (OSS) components to provide critical functionality in application development.
Such applications, particularly Web-based and externally facing apps, represent a sig-
nificant opportunity for risk. Many organizations have baseline procedures in place to
track OSS use, but these practices miss anywhere from 30 percent to 50 percent of
OSS inside mission critical applications. Of that amount, a large percentage is outdated
and contains significant vulnerabilities. This session will focus on best business prac-
tices for identifying and eliminating undocumented code and ensuring the ongoing
integrity and security of application development. 

Theresa Bui Friday, Vice President and Co-Founder • Palamida

2:45 Networking BBreak

3:00 Arxan PProduct DDemonstration iin EExhibit HHall

Program
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Gordon Ritter is a founder
and general partner of
Emergence. He has spent
more than 15 years building
companies that pioneered
new  markets including
embedded Web-based

interfaces, server appliances,
"On Demand" services for the SMB market
and Web-native application development. 

Jim Watson joined CMEA Ventures as
Managing Director in 2001. Prior to joining
CMEA, Jim was consultant to several pro-
fessional services firms and venture capi-
tal partnerships in the areas of strategic
planning and partnering, board develop-
ment and supply chain management.  

Tae Hea Nahm is a founding general part-
ner of Storm Ventures. At Storm, Tae Hea
has invested in Airespace Networks,
Berkana Wireless, Com2us McubeWorks
and OSA Technologies. His investment
focus is in wireless, software, semicon-
ductors and East Asia.

Alex Dodd is the CEO and
president of M Squared
Consulting, a professional
services firm with a history
of innovation and a recog-
nized leader in providing
critical business solutions

to clients across all indus-
tries. His focus is on building the strong rela-
tionships M Squared has with its clients,
consultants and employees. 

Theresa Bui Friday, co-founder and vice
president for Palamida, is responsible for
Palamida’s positioning, core communications
content, go-to-market initiatives and press
and analyst relations team. She has more
than 12 years expertise in the software indus-
try with a focus on emerging technology. 

Rick Sklarin is an expert in developing
marketing growth strategies for the mobility
and software sectors. He has provided mar-
keting strategy consulting to leading tech-
nology companies for more than 20 years. 

Michael Gorriarán is a
member of the US
Enterprise Leadership
Team. He is responsible
for leading the develop-
ment and execution of the
US Enterprise business

plan, as well as leading the
national strategic sales, technology and
headquarters sales organizations. 



3:15
SaaS + OSS: The Business Model of the Future for 
Enterprise Software 
The two most powerful forces shaping enterprise software today are software as a service
(SaaS) and open source software (OSS). Previously separate, they are now converging
into a powerful “SaaS + OSS” model destined to become the dominant business model
for enterprise software. Using case studies, the session will review how vendors can use
this model to scale rapidly, use capital efficiently and acquire customers for a low marginal
cost. The presentation will also address how the model delivers unprecedented value to
end-customers through lower total cost of ownership, higher quality, faster deployments,
improved support, enhanced collaboration and greater transparency. 

Bill Soward, CEO • Adaptive Planning

Private Equity for Streamlined Cash Flow and Long Term Growth    
Every company goes through a business cycle. Startups are fast growing and invest
heavily in growth. A mature company facing slowing revenue has to approach things
from a different angle and manage for profitability. Pressure from investors to post flow-
ing growth often force company leaders to make poor decisions such as investing more
in sales and marketing, launching misguided products or making distracting acquisi-
tions. Alex Slusky will discuss the current landscape of the software industry and illus-
trate the benefit of private equity for mature companies who need a solution for long
term success. Exit solutions discussed will include buyouts, spinouts and take privates.
Discover what makes a successful candidate for private equity, what it means for cor-
porate culture of the company involved, in a positive way. 

Alex Slusky, Founder and Managing Partner • Vector Capital 

Translation Management Systems Benefits During Localization
Translation Management Systems (TMS) are becoming the norm in managing large
localization projects. If your company is involved in simultaneous releases of your prod-
uct into multiple languages and is challenged during the localization period, you need to
take a closer look at TMS. This presentation will walk you through the different steps of
preparing and starting a localization project using TMS. From the creation of the local-
ization tool kit and defining language requirements, to establishing a comprehensive
localization project plan and establishing communication requirements. This presenta-
tion will give examples and elaborate how TMS can be used to facilitate all these steps
and enhance the localization project experience.

Nabil Freij, President • GlobalVision International, Inc.

Redefining Software DRM: New Tools for Software Sales and
Marketing Managers Drive Sales and Reduce Costs
Discover how an advanced software Digital Rights Management (DRM) solution that
aligns with a software product’s lifecycle can influence your organizational processes,
drive future sales and reduce operational costs. Role-based tools place the nexus of
power in the hands of the sales and marketing managers, enabling on-the-fly deci-
sions and customized initiatives that look beyond preventing software piracy and ille-
gal use to become business-enabling solutions; providing a competitive edge,
increasing sales and accelerating growth. John Gunn examines your new role in soft-
ware licensing and how an effective software DRM solution can address new organi-
zational needs and challenges.

John Gunn, Vice President, Global Marketing • Aladdin Knowledge Systems

Program
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Bill Soward is president
and CEO of Adaptive
Planning. Prior to Adaptive
Planning, Bill was an
Executive in Residence at
Accel Partners. Prior to
Accel, he was General

Manager of FRS, a busi-
ness unit of S1 Corp. While at S1, Bill
transformed FRS into the company's most
successful business unit, more than dou-
bling revenues. 

Alex Slusky has been the founder and
managing partner of Vector Capital. Prior
to Vector, Alex led the technology equity
practice at Ziff Brothers Investments, man-
aged venture investments at New
Enterprise Associates, consulted at
McKinsey & Company. Alex currently
serves on the boards of Corel Corp.,
SafeNet, Inc., Register.com and
Watchguard Technologies. 

Nabil Freij is president,
founder and owner of
GlobalVision International,
Inc., a Software
Localization and
Translation specialist
since 1996. He is trilin-

gual and holds an MSEE
from Brown University and an MBA from
Bryant University. Freij has worked for 20
years in the hardware, software and local-
ization industries. He has traveled the
world and lived in five countries. 

John Gunn is general
manager for Aladdin
North America and vice
president of Global
Marketing. He brings
more than two decades of
industry experience in
senior marketing and

sales management positions
for leading technology companies. John's
diverse background includes key contribu-
tor roles as executive and entrepreneur at
firms that specialized in hosted enterprise
solutions, ASIC development, computer
peripheral and software engineering and
various consumer electronics applications. 



3:55
Selling SaaS Solutions through Affinity Channels – Who’s 
Your Partner?
SaaS is the next tidal wave of opportunity. You’ve done your homework, measured up
the competition, done all the hard technical stuff and have all the pieces and parts in
place. But before you jump on the wave, have you decided how to market and sell
your solution? Or maybe your sales efforts to date are less than spectacular? Sure,
you know who needs it, why they need it, and, based on the competition, how to “price
it for success.” But who else lives in your space that might just be the perfect affinity
sales partner? How do you identify and create the perfect value proposition to build a
successful affinity sales channel? Join us as we expose some of the most unlikely
places to discover that perfect affinity sales partner. 

Howard Lubert, Managing Partner • SafeHatch, LLC

Aligning Business Models and Technology Architectures: Seven
Ways to Make Money with Software 
Software and technology companies have two related challenges: creating technical
advantage through innovation and architectural advantage and generating revenue from
their technology in an increasing competitive marketplace. Discover seven fundamental
revenue models for software and SaaS solutions and match them to underlying technical
architectures. This insight helps companies invest in the right parts of their business,
including product development that will deliver profitability and marketplace advantage. 

Luke Hohmann,CEO • Enthiosys

Harnessing the Benefits of Crowd Sourcing Through a 
Virtual Workforce
Today's top software companies are increasingly turning to online communities as both a
sounding board, and a virtual workforce capable of driving innovation and increased soft-
ware quality, while reducing development costs and time. TopCoder will share success
stories from first-hand experiences working with the Fortune 500, in a discussion of
Crowd Sourcing, collaboration and innovation. Discover what it takes to make open
source collaboration work as a real business model and how innovation can transform the
way work is done, with primary emphasis upon the software development marketplace.

Michael Morris, Sr. Vice President, Software Development • TopCoder

Relationship Marketing 2.0: The Client Acquisition Model for
Greater Sales Productivity and Healthier Pipelines
In today's highly competitive environment, the struggle for software companies to prof-
itably attract and retain customers has never been greater. Software executives can no
longer afford to have valuable sales resources dealing with unqualified “hand-raisers”.
What’s needed are client acquisition strategies that capture, qualify, filter and nurture
those suspects not ready to buy so sales can focus on the most qualified opportunities.
The new model, termed Relationship Marketing, employs integrated sales and market-
ing technologies to streamline the entire client acquisition process and build bigger and
healthier pipelines that close more deals. This session will present the market trends
and challenges solution providers must overcome to effectively penetrate existing and
new markets and meet revenue goals.

Henry Bruce, President • The Rock Annand Group

4:30 Keynote PPresentation 
Choosing aa MManaged HHosting CCompany ffor YYour SSaaS SSolution: FFour CCritical
Areas tto CConsider
As SaaS continues to gain in popularity as a new model for delivering software applications,
ISVs and SaaS companies are demanding more features and services from their hosting
providers to help them meet end-user expectations, control costs, and respond to changing
market demands. This session will cover critical areas to consider when selecting a hosting
provider for optimal success in creating a flexible, robust and scalable SaaS solution. 

Bryan Doerr, Chief Technology Officer • SAVVIS Communications

5:15 Cocktail RReception
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Howard Lubert created SafeHatch, a tech-
nical and business consultancy that pro-
vides technical due diligence services to the
VC and private equity community as well as
business acceleration services to emerging
technology companies.  His 32 years of
consulting, financial, and technical experi-
ence coupled with an entrepreneurial track
record keeps him on the cutting edge of
Internet and software industry happenings.  

Luke Hohmann,
Enthiosys’ CEO, is a rec-
ognized expert on agile
product management of
software products and a
former senior software
product manager at four

companies.  He is current-
ly a member of the Agile Alliance, having
been involved for more than a decade in
the Agile community. 

Michael Morris is the
senior vice president,
Software Development,
TopCoder. Joining
TopCoder Software in
2002 Michael brings a
decade of technology

experience, across vertical
markets, to drive the company's technolo-
gy vision, product development and virtual
project teams. 

Henry Bruce is the
founder and president of
The Rock Annand Group,
a business strategy con-
sulting company that
helps software technology
companies develop and

execute successful go-to-
market strategies and programs. 

Bryan Doerr Chief
Technology Officer at
SAVVIS.  Bryan provides
technology and strategy
leadership for network,
hosting, and security
infrastructure, product

development and M&A
support.  In this role, Bryan identifies new
technologies related to IT services,
assesses value to SAVVIS and its cus-
tomers, and leads initial testing and inte-
gration. 



Friday, October 31st

7:30 Registration OOpens

8:00 Keynote PPresentation
CEO Panel: Growth Challenges and Opportunities
Having a challenge growing your business? It's no surprise. At each stage of a compa-
ny's growth, as you enter new business terrain, whether your revenues are growing at a
snail's pace or growing faster than you have ever imagined, there are different land-
mines awaiting the unsuspecting. From the CEO panelists, learn what they did to suc-
cessfully navigate their way through the landmines. Learn what strategies they used to
grow their business, how  to deal with leaders who helped you build your business, but are
no longer up to the job and how the challenges they faced changed as their business
grew and how  they had to change as well to handle these challenges.

Ken Holec, CEO • Jobs2Web
Richard Muirhead, Chairman, CEO and Founder • Tideway

Chetan Saiya, Chairman, CEO and Founder • Assetlink
Moderated by Brian Turchin, President • Cape Horn Strategies, Inc.

9:00 Keynote PPresentation
M&A Buyers Panel: What We Want and What We’ll Pay
Active software company buyers discuss their acquisition criteria and 
valuation thinking.

Marc Brown, Managing Director, Corporate Development • Microsoft
David Lawee, VP Corporate Development • Google

Alex Lintner, SVP Strategy & Corporate Development • Intuit
Bernie Anzarouth, VP Mergers & Acquisitions • Constellation Software 

Moderated by Ken Bender, Managing Director • Software Equity Group, L.L.C.

10:00 Networking BBreak, EExhibit HHall OOpens

10:30 MicroStrategy PProduct DDemonstration iin EExhibit HHall

10:45
From Funding to the Front Lines
For years, Wall Street has had trouble coming around the SaaS way of thinking. But
over the past year in particular, we have seen a shift in thinking, as more SaaS-based
companies have received funding and, in a few cases, successfully gone through an
IPO. The true test comes in taking the invested capital and moving towards a success-
ful and sustainable SaaS model. In this presentation Christopher Cabrera will discuss
his experience moving a SaaS start-up from funding to the front lines. In particular, he
will address subscription model challenges and approaches, ensuring renewals, com-
pensation-based approach to mutual referrals and integration and why customer suc-
cess is the paramount issue.

Christopher W. Cabrera, Founder, President and CEO • Xactly Corp. 

Lessons Learned: How to Raise Your Customer Happiness Quotient 
When it comes to running a software business, a key component to success is main-
taining customer satisfaction. But no matter how evolved your company’s technology,
products and services are, it’s likely your customers still have issues and questions
about using your offerings or interacting with your company for support. FrontRange
Solutions, itself a maker of software to help companies improve customer interactions,
was facing a number of customer issues that lasted longer than the company desired.
Learn the company’s approach and hear practical advice, from how  to create a virtual
community for customers to who’s the right person to lead the effort to address long-
standing issues that can be applied across all types of industries to create a true part-
nership for software companies and their customers.  

Bill Auvil, Vice President, Global Customer Services • FrontRange Solutions 

Program
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Brian Turchin is founder
and president of Cape
Horn Strategies, Inc., a
management consultancy
and research services
firm. Brian, a 30+ year
software industry veteran,

has helped small software
companies grow their businesses. He
founded and runs two Software CEO
roundtables, one in Long Island and one
in Manhattan.  In these peer mentoring
roundtables, he brings together monthly a
group of non-competing software CEOs to
discuss critical business issues in a confi-
dential setting. 

Ken Bender is the Founder and
Managing Director of Software Equity
Group.  During the past 25 years he has
advised, counseled and guided thousands
of software entrepreneurs, executives and
equity investors worldwide. Industry
newsletter Software Success and others
have recognized him as “The nation’s
leading expert in midcap software and
internet M&A transactions.”  

Christopher Cabrera is
the founder, president
and CEO of Xactly corp.
Christopher is a sea-
soned executive with
more than two decades of
successful senior man-

agement experience at
both early-stage and public companies.
This experience includes management in
sales, marketing, operations and business
development. He is an expert on issues
related to sales performance manage-
ment, sales compensation, and enterprise
and on-demand delivery models. 

Bill Auvil is vice presi-
dent, Global Customer
Services at FrontRange
Solutions. Bill manages
global customer support,
customer care and main-
tenance renewals for the

FrontRange GoldMine and
HEAT product lines. He has a wealth of
practical management experience and an
extensive background in marketing, sales,
engineering, and customer services and
support.



Software is a Crash Test Dummy with a 20 Percent Survival Rate
Software today exposes customers to crashes and devastating security breaches,
which in-turn eats into software vendor revenues. Academic research and commercial
fuzzing tools have revealed that 80 percent of software will crash when tested with neg-
ative fuzz testing, a proactive tool for discovering zero-day flaws in enterprise applica-
tions, communications software and even consumer products like mobile phones and
set-top boxes for IPTV. This session will highlight why traditional security testing meth-
ods that use known attacks fail and why proactive testing tools like fuzzing actually
expose the bugs that cause software to crash, allowing vendors to proactively identify
and fix glitches.

Ari Takanen, Founder and CTO • Codenomicon Ltd.

Predictive Selling: Integrating the Art of Selling with Behavioral
Science to Drive Greater Sales Performance
In today’s highly competitive environment, software companies are challenged more
than ever to gain greater productivity from their sales organization. Yet according to
leading experts, selling is the one function that has not been the subject of analysis and
process. This session will present market trends and challenges executives must over-
come to effectively improve sales performance, how  to reduce the sales “churn”, the
methodologies and technologies needed to successfully implement the predictive sell-
ing model and how sales organizations like Oracle, WebEx, Siemens and Right Now
Technologies have achieved this. Learn how  to use prospect’s behavioral attributes to
more accurately predict buyer tendencies so that all sales team members can shift into
perfect alignment with their buyers.

Stephen D’Angelo, CEO • Spring Lake Technologies

11:25
Simplicity is What Works: Product Development and Go to Market
Models for Fast ROI
There is a widening gap today between what software users experience in their work
environment and what is available on the Web. As the line between work and home life
blurs, people expect the applications they use at work to be as clear, simple and user-
driven as the applications they use to run their personal lives. Companies today are
much smarter about purchasing software. They're insisting on solutions that have a
faster time-to-market, higher ROI and better end-user adoptability. Enterprise vendors
must embrace the philosophy of simplicity in business software or risk being sidelined
by innovative, emerging vendors in the near future. 

John Brooks, Director of OEM Alliances • QlikView

M&A Market Update / Building Value in Software and IT Companies 
With significant turmoil in the financial markets, technology M&A is certain to feel the
impact. This will cover the dynamics of the current market, the impact of the credit
crunch on strategic buyers and private equity firms as well as sellers.  We’ll also exam-
ine trends in the M&A market, valuation metrics and how you as a seller can position
for maximum value. 

Ward Carter, President • Corum Group Ltd. 

Customer Self-Service: Electronic Software Distribution - The
Competitive Edge 
This presentation highlights how establishing a customer self-service center can help
boost your company’s competitive edge through better customer support, and reduced
product delivery and support costs. It starts out defining the base functionality that a
customer self-service center should have and how the customer can be empowered to
act when and how they feel it necessary while having their needs better serviced. The
flip side is the company downloading support costs, streamlining distribution and reduc-
ing service calls. The presentation outlines the goals and discusses how a phased
approach can provide tactical wins while addressing strategic goals such as increased
sales, marketing, business intelligence and internal productivity gains and reduced
time-to-market. 

TJ Caveney, Vice President, Sales and Marketing • OMS Safe Harbor 

Program
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Ari Takanen is a founder
and CTO of
Codenomicon Ltd., an
accomplished speaker
and published author on
the topic of software
security testing. At

Codenomicon, Ari leads
the company in providing and commercial-
izing automated tools that use a systemat-
ic approach to test a multitude of inter-
faces on mission-critical software, VoIP
platforms, Internet-routing infrastructure
and 3G devices. 

Stephen D'Angelo, co-founder and CEO
of Spring Lake Technologies, is responsi-
ble for driving growth and strategic direc-
tion of the company. Stephen established
himself as a highly successful sales pro-
fessional in the technology industry who
effectively transitioned into sales and
senior management roles in several soft-
ware companies. 

Ward Carter's technology background
includes a variety of field and manage-
ment positions with the Burroughs Corp.
(later Unisys). Later, as vice president of a
Wall Street investment firm and as princi-
pal in a regional venture firm, Ward raised
capital for ventures in computer hardware,
software and biotechnology. He joined the
Corum Group in 1997, has successfully
managed numerous software company
mergers and acquisitions worldwide, and
was appointed president in 2006.

TJ Caveney is a founding
partner and vice president
of Sales and Marketing at
OMS SafeHarbor. Under
his direction since 2000,
OMS SafeHarbor has
become the leading

provider of Electronic
Software Distribution (ESD) and digital
product management solutions. 



SaaS is a Win-Win Proposition in Ever Expanding Vertical
Ecosystems
To keep pace with the risks created by outsourcing and other popular cost-cutting man-
ufacturing techniques, today’s enterprises need solutions that give them agile and flexi-
ble direct 24x7 real-time access to global internet data. Bypassing the long, costly
deployments associated with on-premise enterprise software is equally important. In
this presentation, we’ll discuss one of today’s most critical examples of enterprise risk,
the significant rise in counterfeits and unauthorized gray market sales. We’ll show  how
a SaaS-based model provides the global visibility and proactive investigative capabili-
ties that are needed to recover the revenue lost to these illegitimate sales, thus deliver-
ing a fast ROI.

Laura McCaughey, Vice President, Chris Jensen, Vice President, New Momentum 

12:00 Networking LLuncheon

1:00
Think Outside the Box: The End of Standalone SaaS
Until this point, SaaS applications have been created in separate silos. However, now
there are platform choices that enable mash-ups and composite applications. Learn
how Web services affect application development and integration. As SaaS applica-
tions become mission critical for the enterprise, these applications need to be inte-
grated into wide variety of applications including other online solutions or behind-the-
firewall legacy applications. 

Treb Ryan, CEO • OpSource

The Management Systems You Need for More Rapid Growth
To scale a business we need to move from seat of the pants, raw entrepreneurship to
more professional management. This session is for senior executives in small busi-
nesses that have from seven to 75 employees and want to better control their focus,
people, growth and planning. Anyone who gets a big chunk of capital usually needs to
implement them all immediately too. We will discuss the six different management sys-
tems needed and how they support each other. Using just one of these has been
proven to increase a company's value by 56 percent. Using all these systems will help
you avoid fire drills and drive shareholder value up much faster. 

Bob Norton, CEO • C-Level Enterprises

1:35
Control, Integration and Trust: Breaking Down the Barriers to
Widespread SaaS Adoption
As SaaS adoption reaches the next phase the approach to reaching customers evolves from
a benefits based approach to an objection handling approach. This presentation will focus on
areas ISVs need to focus on as SaaS adoption continues to grow. One area will be on "con-
trol" and the need for ISVs to help customers feel comfortable with giving up control. The next
area will be "integration" and how ISVs will integrate legacy data and applications to meet
customer expectations. The final area is "trust" and the need to partner with customer's exist-
ing trusted advisors and the importance of these partnerships.

Diana Waterson, Business Partner Marketing Consultant, 
ISV & Developer Relations • IBM

Beyond Boston
Learn the specific issues involved in successfully launching products in the UK and
European markets including size of market and opportunity, differences between UK
and mainland Europe, channel structure, localization issues, launch, press releases,
marketing, corporate structure, partnerships, tax issues, planning for success, dealing
with lack of success and support issues. 

Chris Thompson, Managing Director • Avanquest Solutions

2:15 Conclusion oof SSoftware BBusiness 22008

Program
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Treb Ryan, CEO of
OpSource, has been
instrumental in defining
and creating services
organizations that
improve the quality and
reliability of the technolo-

gy infrastructures busi-
nesses depend on for communications
and commerce. 

Robert Norton, president
and CEO of C-Level
Enterprises, has more
than 18 years as full-time
president and CEO of
numerous successful
companies. His experi-

ence spans all key disci-
plines needed to start, grow and exit busi-
nesses in several industries. He can pro-
vide a breath of experience and perspec-
tive across all disciplines that only experi-
enced CEOs can. 

Diana Waterson serves
as a Software as a
Service Marketing
Consultant for IBM ISV
and Developer Relations
and is responsible for
building business rela-

tionships with ISVs in a
SaaS business model.  She is responsible
for assisting ISVs in the transition to a
SaaS business model, providing market-
ing guidance to SaaS ISV's to grow their
business, and  building channel relation-
ships with other IBM business partners. 

Chris Thompson has been managing
director of Avanquest Solutions for more
than eight years.  He is also a member of
the Avanquest Software Group Executive,
Avanquest's parent company, with special
responsibility for sourcing and recom-
mending corporate solutions for adoption
for sale at a global level. Chris has been
responsible for diversifying the product
portfolio from a narrow range of corporate
products to make Avanquest's model
unique in the UK, supplying software via
the Web, through retail, distribution, VAR
channel and direct.  
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Bernard Anzarouth is vice president, Mergers and Acquisitions at
Constellation Software. He works closely with CSI’s VMS businesses to
identify and pursue opportunities for platform and tuck-in acquisitions
and to establish licensing or distribution arrangements.  Mr. Anzarouth
holds a B.Eng. in Electrical/Computer Engineering from McGill
University and an MBA from the European Institute of Business
Administration. 

Marc Brown is a managing director in the Corporate Development Group at Microsoft
Corp., where he has been employed since January 2000. From May 1998 to December
1999, he was an associate in the Private Equity and Emerging Companies Group of the
law firm Goodwin, Procter & Hoar LLP. Before that, he was an associate in the Mergers
and Acquisition and Merchant Banking groups at the Union Bank of Switzerland, from
1987 to 1991. Brown holds a doctor of jurisprudence degree from Georgetown
University Law Center, an MBA in finance from New York University and a bachelor of
arts in economics from Colgate University.  

Robert M. Cohen is the president and business editor, Integrated
mar.com Corp., which he founded in 1980. Under his leadership,
mar.com has become an international IT channel marketing company
that has developed and implemented strategic go-to-market programs
for 350 IT companies. Robert is the founder/executive director of CLAC,
a high-level, not-for-profit industry thought leadership group comprised
of 800 leading channel people. Managed by mar.com, this channel

advocacy group is actively exploring threats and opportunities that are
impacting the channel; facilitating open communication throughout the industry; and
implementing solutions designed to help ensure the long-term viability of the IT
Channel. 

Ken Holec is CEO of Jobs2Web. Ken has extensive experience in enterprise software
strategy, marketing, sales, organizational development, financing and multinational
operations. Ken is also currently Chairman of Revation Systems, and has prior Board of
Director experience with other software companies including SPSS (SPSS) and Stellent
(STEL). He holds a BS in Business Administration from the University of Minnesota and
is an OPM graduate of Harvard University.

David Lawee is vice president of Corporate Development with Google.
David manages a worldwide team responsible for all of the company's
acquisitions and investments. Previously, David was vice president of
marketing, where he managed all of Google's consumer, advertiser and
partner marketing, globally. David brings significant entrepreneurial,
general management, and investment experience to his role. Before
joining Google, David co-founded Xfire, a leading online gaming com-

munity, where he led product development, marketing and international
business development. 

Alex Lintner is the president and general manager of Intuit's newly
formed Global Business Division.  This group is to define the company-
wide strategy for entering new markets outside of the United States. As
such, Alex leads Intuit Canada and the office in the United Kingdom, as
well as Intuit Real Estate Solutions.  He also overseas the exploration
of opportunities in Asia's rapidly growing economies. In addition, Alex is
also Intuit's Senior Vice President of Strategy and Corporate

Development.  In that context, his primary responsibilities are to partner
with Brad Smith, Intuit's CEO and the various business unit leaders to drive business
direction and strategy across Intuit's businesses as well as in new areas. 

Richard Muirhead, chairman, CEO and founder of Tideway Systems, has commercial-
ized ways to make the management of advanced data centers effective, efficient and
fun. Richard was a finalist in the UK Technology Innovation & Growth Entrepreneur of
the Year Award for 2006. He is a regular speaker at industry events, regularly quoted in
the press, a member of the Cambridge Computer Lab Ring, and the IEEE and a partici-
pant in the IETF and TeleManagement Forum. Richard holds an MA in Engineering
from Cambridge University and is a citizen of both Australia and the United Kingdom.

Meet tthe SSpeakers
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Javier Rojas is a managing director at Kennet Partners and leads its
US investment activities. He is currently on the board of Daptiv, Adviva,
IntelePeer, NetPro Computing, MedeFinance and Kapow Technologies.
He holds an MBA degree from The Harvard Business School and a
BAS degree from Georgetown University.

Todd Rowe is group vice president and general manager of SAP Group's Business
Objects. He manages Business Objects' $500 million mid-market business worldwide,
responsible for 40 percent of the company's the revenue through Business Objects'
direct sales and channel sales organizations. Todd has 20 years experience in the
hardware and software industries, with sales, marketing and general management
experience.  He is experienced in building successful businesses in the mid-market,
having built and managed PeopleSoft's mid-market business in International markets.  

Chetan Saiya is the founder, chairman and CEO of Assetlink. Assetlink's industry lead-
ing solutions for Marketing Operations Management are a result of Chetan's vision and
his understanding of marketing operations challenges faced by Global 2000 companies.
Prior to starting Assetlink, Chetan was CEO of MediaWay, a multimedia database man-
agement company that he founded, and Tandem Computers, a fault tolerant computing
company.

M. M. "Sath" Sathyanarayan is president and principal consultant with Global
Development Consulting, Inc. Sath’s experience of more than 25 years in the high tech
industry includes 15 years in offshoring, initially as a Fortune 500 corporation executive
leading offshoring, then as startup CEO utilizing offshore resources, now as author and
consultant in offshoring. He is well connected in the Indian IT industry and travels fre-
quently to stay abreast of changes.

Mark Sherman joined Battery Ventures in 2000 and focuses primarily on software and
services, India, mobile and consumer Internet investments. Mark's current investments
include Donnerwood Media, Mformation Technologies, TechProcess and Travelguru.
Previously, Mark was a Managing Director at Robertson Stephens and led the firm's
Software and Internet banking practices.

Matt Thompson, as senior vice president, Worldwide Field Operations,
leads Adobe’s efforts to capitalize on long-term growth opportunities
and align the company’s sales and support organizations with key cus-
tomer segments. In this role he is responsible for the strategy and
direction of Adobe’s sales operations across the company’s diverse
product lines. Matt oversees Adobe’s global sales organization and all
customer-facing functions, including field marketing, go-to-market part-
ners, customer care and Adobe Consulting.

Meet tthe SSpeakers
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At SSoftware BBusiness 22008:

• Learn first-hand the latest 
strategies for success in the 
software business from top 
executives, pros and analysts 

• Gain authoritative insight from 
top financial analysts and 
investment bankers on 
software company M&A activity 
and company financings 

• Find out how to turn the latest 
technology developments into 
new business and improved 
performance for your company 

• Network with key executives 
and managers from leading 
softwarecompanies engaged in 
a variety of markets 

• Learn exciting new marketing 
and sales strategies for 
softwarecompanies

• Find out the best revenue 
models for licensing, services, 
e-business and online sales of 
your software offerings 

• Hear about hot new markets 
and growth opportunities for 
software companies 

• Learn new ways to build your 
franchise, and protect it 

Je
ff

 G
re

en
b

er
g



Sponsors 

Exceptional Team Discounts!           15

Diamond SSponsor

QlikTech has a team of professionals dedicated to helping companies integrate
QlikView, a simple yet powerful analytics and dashboard software technology,
into their product offerings. QlikView simplifies analysis for everyone. It offers a
strong competitive advantage that can open doors with new prospects and will
strongly increase the adoption and value of your application. 

QlikView’s award-winning patented technology offers all of the features of “tradi-
tional” analysis solutions, dashboards and alerts, multi-dimensional analysis,
slice-and-dicing of data, without the limitations, cost or complexity of traditional
BI applications. QlikView is easy to learn; requiring only a few days of training.
The Associative, In-memory design eliminates the need for (but can leverage)
complex data warehouses making initial development fast and future adaptation
easy. Powerful applications can be created in hours or days, not weeks or
months. 

www.qlikview.com

Silver SSponsor

SAVVIS provides IT Infrastructure-as-a-Service, featuring secure, modern data
centers in prime locations; enterprise class server and storage platforms; fully
managed network solutions; a portfolio of security tools; a suite of management
tools that give you control of your applications; and a Professional Services
team to help you when you need it. 

Our flexible services model enables you to choose which aspects of your IT
infrastructure you own and manage, versus what part SAVVIS owns and man-
ages for you.

It's all there, from colocation services to fully managed utility compute and stor-
age platforms. You choose when, to what extent, and how you want it.

www.SAVVIS.net

CSC, a leading global information technology services company, enables cus-
tomers to profit from the advanced use of technology.

CSC provides innovative solutions for customers by applying its advanced 
capabilities, including systems integration; IT and business process outsourcing;
applications software development; Web and  application hosting; and manage-
ment consulting. 

www.CSC.com

Gold SSponsors

New Momentum offers SaaS-based Enterprise Risk Management (ERM) soft-
ware that helps global manufacturers protect revenue, profits and brand reputa-
tion. Armed with New Momentum’s open market data, which is difficult to get
any other way, enterprises can find and stop counterfeits, improve partner com-
pliance, avoid missed sales due to supplier failure, reduce asset valuation sur-
prises.

www.newmo.com 
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Media Sponsors

Supporting Organizations

For sponsorship and exhibiting opportunities, please contact 
Jessi Albers at jessic@infowebcom.com or 720-528-3770 ext 124.



Stay where the conference is! Software Business 2008 will be held at
the San Francisco Marriott. A special room rate of $209 a night is
available for conference attendees. Be sure to reserve your room by
September 17th, 2008 and to mention Webcom Communications to
receive this special rate.

San Francisco Marriott
55 Fourth Street 

San Francisco, California 94103 
Phone: 415-896-1600 

Fax: 415-486-8101 
Web site: www.marriott.com

Hotel && TTravel

Things to Do - Places to See

Wine Country Tour 
Just 45 Minutes away from San Francisco, this lush and beautiful
Mediterranean region is the home of California’s most world renowned wines.
These touring companies offer tours to the wine country and other bay area
locales outside San Francisco.

Blue Heron Custom Tours & Travel
www.blueherontours.com 

California Wine Tours and Transportation 
www.californiawinetours.com 

Alcatraz Cruises 
No first trip to San Francisco is complete without a visit to the infamous
Alcatraz prison. There is one exclusive ferry ride to and from the island, which
can be found at Fisherman’s Wharf.

www.alcatrazcruises.com 

Golden Gate National Recreation Area
See the iconic Golden Gate Bridge, and visit the historical Fort Point built 
during the Civil War. 

www.nps.gov/fopo

North Beach 
Between Fisherman’s Wharf and Chinatown lays North Beach. This historic
neighborhood is home to San Francisco’s long established Italian community,
which means there are a multitude of Italian restaurants to choose from. In
the 1950s, North Beach became the epicenter of the Beat movement, leaving
to this, day a strong café culture. 

Japantown
Not as well known or as big as Chinatown in terms of size or population.
However, Japantown is certainly worth a visit as there are also a number of
quality Japanese restaurants in the vicinity, Asian style spas, a movie-plex
theater, and the Japan Center for a unique cultural shopping experience sel-
dom found in this country, including Japanese books, movies, music, furni-
ture, clothing and cooking/dining utensils.

Please visit our Web site,
Hotel and Area Information

page, for attractions and tours,
as well as listings for dining
out, shopping and nightlife.

www.SoftwareBusinessOnline.com
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Software Business 2008
Register after August 29th, 2008: $1,295 

Exceptional Team Discounts
1 person     2 people          3 or more 

Register after August 29th:   $1295 $695                $595 

Software 2008 Single Day Pass:  Provides access to either one of the
two days of the Software Business conference.
Register after August 29th, 2008:   $695 

Government and Military discounts are also available.

Expo Only Pass $50

Pre-Conference Workshops

Managing Offshore Projects: Achieving Success Despite
Challenges

Register after August 29th, 2008: $795

Selling Up Selling Out 
Free to Software Business 2008 Full Conference Registrants
$95 for non-Software Business 2008 Full Conference Registrants

Straight Facts on How to Leverage the IT Channel 

Register after September 26th, 2008: $295 

The Management and Leadership Systems Needed to Scale

Register after September 26th, 2008: $795 

Registration

Cancellation policy:
To receive consideration, all cancellations
must be received in writing. Upon receipt,
a refund or credit will be issued towards a
future event produced by Webcom
Communications, less a 25 percent
administrative fee. (Cancellations which
do not indicate preference will be issued
credit.) No refunds will be issued within
two (2) weeks of the event. Webcom
Communications, Corp. will not be held
responsible for cancellations or delays in
programming due to acts of God, war,
government disorder, curtailment of trans-
portation facilities, or other emergency
making it inadvisable, illegal or impossible
to hold the meeting.

Four Ways to Register

Phone: 800-803-9488

Fax: 720-528-3771

Web:
www.SoftwareBusinessOnline.com

Mail:     
Webcom Communications, Corp. 

7355 East Orchard Road, 
Suite 100  

Greenwood Village, CO  80111 
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