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Need Management Approval for Conference Attendance?
As you know, P-Card programs make sense in any economy. But now more than ever, you just can’t afford to miss this opportunity to learn, share and take back new ideas to impact your organization’s financial outlook. 
If you need senior management approval for travel and training expenditures, consider developing a proposal to make the case for attending the 2010 Annual P-Card Conference in Orlando, Florida.
Here are some tips and steps you can take to win management approval:
1. Get Ready. List your department’s current initiatives or goals such as cutting costs, streamlining processes, reducing fraud and abuse, expanding programs, implementing new audit procedures, bringing more visibility to your program, and overcoming specific challenges. Initial breakout session information will be available on the NAPCP conference website at the end of October and updated monthly until the conference in April. Once the sessions are listed, identify those sessions that relate to your goals and initiatives. Use the sample conference 
proposal below, customize it to meet your organizations strategies and goals.
2. Visit the NAPCP website, Conference Programs and Sessions to view the current breakout sessions.  We will be updating the program and session information the first week of every month until April 2010.

3. Convert dollars to P-Card transactions. Did you realize that each transaction moved to a P‑Card purchase represents an average savings of $70?
 If you are an NAPCP member, you could pay for your registration with 14 new transactions, your Royal Pacific stay with 10 and a $400 flight with just 6 new P-Card transactions. Come to the conference and learn from the experts how to improve and expand your P-Card program and this knowledge will pay for itself! See the chart below for a few more examples.
	Item
	Cost
	Converted 
Transactions

	Buddy Registration

(through March 12, 2010)
	$795
	9.0

	Full Member Registration

(through March 12, 2010)
	$995
	14.0

	Full Non-Member Registration

(through March 12, 2010)
	$1,295
	18.0

	Meals not provided
(one lunch, three dinners)
	$100


	1.42

	Flight to Orlando 
(average cost)
	$300
	4.2

	Hotel room – 3 nights (includes taxes)
	$605
	8.63

	
	
	

	Approximate Meeting & Travel Total Costs Combined:
	
	

	Meeting/Travel – Member
	$1,995
	28.5

	Meeting/Travel - Buddy
	$1,785
	25.5

	Meeting/Travel – Non-Member
	$2,395
	34.2


4. Prepare a list of the benefits that will result from your attendance and show how you can make an impact to your organization, for example:

· Get practical solutions to complex problems

· Investigate real-world case studies

· Analyze best practices and industry trends

· Network with other P-Card professionals

· Hear from powerful industry speakers

· Earn points toward CPCP eligibility and recertification requirements

· Discuss relevant topics with colleagues

· Meet P-Card product and solution providers 

· Meet solution providers one on one

· Discover new approaches to standard situations

5. Be a force for change in your organization by bringing the knowledge gained from conference attendance home. At the conference, you will be able to learn successful methods and best practices from leaders in the P-Card industry and then apply these methods in multiple situations. After the conference, you will be able to download presentations from most of the educational sessions, allowing you to bring the knowledge back to your colleagues and management for the benefit of all in your organization. 
6. Visit the Exhibit Hall and Demo sessions. You will be able to see the latest in technology and live solutions in the demonstration sessions, visit one on one with service providers and issuers in the exhibit hall and via one on one meetings. This is the premier event of the year for our industry and the best of the best exhibit and demo.
7. Schedule a One on One Meeting with your current or possibly future provider.  Are you looking for new services, technology or going out to bid for a new provider?  Take advantage of the new One on One meeting option and get your individual program needs or questions addressed in a private, no pressure setting. Those providers who are participating in the One on One meetings are listed on the conference home page (www.napcp.org/event/2010), visit it today and schedule your appointment.
8. Make the most of the networking events and downtime. Evening and mealtime networking events provide an environment to meet your peers and discuss common interests and challenges. During these informal moments, you can learn how your colleagues are solving real-world problems that probably mirror yours. Make sure your supervisor knows that you will use your downtime to make new contacts and forge new relationships that can often be the key to developing unique solutions. Don’t forget that time outside of breakout sessions is valuable, too.
9. Provide Feedback to Management after you return from the conference. Offer your firsthand impressions and how you will apply lessons learned. Refer to your original proposal and explain how you will implement change through the new knowledge you’ve gained. Most importantly, let your manager know that your participation in the NAPCP Annual Conference was a worthwhile investment for your company.
Quotes from 2009 10th Annual Conference Attendees:

“All of the sessions I attend provided me with some useful things that I can apply to my program. Some will take time to implement, while others can be put into use sooner. Thanks to all the speakers; they do a great job.”
“I found that whatever class I attended, no matter what the topic was, I was able to find a "take-away" to enhance our card program—GREAT JOB, NAPCP”

“Each session was well presented; had good data I can use to prepare my proposals to meet the goal of quadrupling our P-Card spend for 2009-2010 biennium that was set for me!”
Plan your strategy, prepare your proposal and 
secure your approval to go!
Proposal for Attendance
(THIS IS A SAMPLE DOCUMENT, PLEASE CUSTOMIZE TO MEET YOUR 
ORGANIZATION’S STRATEGIES AND GOALS)

	Conference
	National Association of Purchasing Card Professionals (NAPCP) 11th Annual Purchasing Card Conference 

www.napcp.org

	Location
	Loews Royal Pacific Hotel at Universal Orlando® Florida

	Attendee Name
	

	Department
	

	Supervisor
	

	Anticipated Cost
	

	Anticipated Travel Dates
	

	Meals Provided
	Breakfast (Monday through Wednesday) and Lunch (Monday and Tuesday)

	Current department initiatives or goals: 
Improve and expand program, establish effective audits and controls, increase supplier acceptance, find new technology and uses for P-Cards

	Topics & Key Takeaways
	Breakout Sessions
	Speaker Organization

	Improving Program Management:

· Automate new processes to improve efficiency

· Foolproof ways to grow and expand your program

· Training and communication tips and techniques

· RFP, bidding and contracting

	The “Action Plan” for Program Expansion
	Federal Reserve Bank of Atlanta

	
	Creating Value Through Accounts Payable: Stop Paying Your Vendors with Checks and Automate Through Your Purchasing Card Program
	Animal Health International Inc.

	
	Overcoming Change Management and Expanding your P-Card Program
	BC Hydro

	
	Cardholder Training – the Secret to a Successful Program!
	IDEXX Laboratories Inc.

	
	So Your Contract is Up! Your Opportunity to be Best in Class!
	City of Tacoma

	
	Beyond Receipts and Restricted Purchases: Other Program Management Activities that May Enhance your P-Card Program


	Sandia National Laboratories



	
	Emerging Best Practice: Establishing and Managing a Continuous Monitoring Program for your P-Card Program


	The Coca-Cola Company



	
	Training, Exceptions, Compliance – Oh My!


	University of Illinois



	
	Ensuring the Success of Your P-Card Program Through Procedures, Training, control and Reporting
	Battelle



	
	Schedule a One on One Meeting with Participating Provider to discuss your program specifically
	American Express, Bank of America Merrill Lynch, BMO Financial Group, Citibank, Commerce Bank, First National Bank of Omaha, Invapay, MasterCard Worldwide, U.S. Bank, Visa

	Fraud prevention, auditing and controls:

· Establish an effective audit program
· Managing exceptions and compliance

	Card Acceptance by Suppliers: Challenges and Strategies Reported by End-Users


	First Annapolis Consulting



	
	Merchants are P-Card Partners, Too! A Look at P-Card Acceptance from the Merchant Viewpoint


	Commercial Payments International



	
	PCI DSS: Are Your Suppliers Compliant? What the End-User Needs to Know

	Heartland Payment Systems


	
	Resolving Procurement Card Data Issues to enable PO-Based Purchases


	Computer Sciences Corporation



	
	
	

	Supplier Acceptance:

· Strategies for growing card usage

· PCI DSS Compliance
· Level 3 Supplies

	Best Practices for a Hybrid Solution: Ghost Card for Travel and P-Card Payments

Making the Declining Balance Card Work for Your Program

Outside the Realm of Traditional P-Cards

Payment-Enabling: the Financial Supply Chain with Straight-Through Processing

A Day in the Life of a P-Card Transaction

Interface P-Card Transactions into PeopleSoft

Transition to a New ERP System and its Impact on the Card Program
	Verigy

University of Delaware

Pinnacle West Capital Corporation

First Data

TSYS Commercial Services

State of North Dakota, Office of Management and Budget

Integrys Energy Group

	Technology and new ideas:

· Learn new ways to use your P‑Card program

· Straight-through processing 

· ERP systems
	
	


Sponsors, Exhibitors and Demonstration presenters include (as of January 11, 2010):
	ACL
	Invapay

	ADR
	J.P. Morgan

	AirPlus
	MasterCard Worldwide

	American Express
	MSC Direct

	Apptricity
	NIGP

	Bank of America Merrill Lynch
	OB10

	BizAps
	Oversight Systems

	BMO Financial Group
	PNC Bank

	Bora Payment Systems
	Solerent

	CB&T Card Services
	SunTrust

	Citibank
	Take Charge Technologies

	Comdata
	The Bank of New York Mellon

	Commerce Bank
	UMB

	First Data
	U.S. Bank

	First National Bank of Omaha
	Visa

	Heartland Payment Systems
	Wells Fargo

	HSBC
	Wright Express

	IAPP
	

	Informatica
	


Additional Educational and Networking Opportunities from P-Card Industry Issuers and Product, Technology and Service Providers:
	Providers:

· Unique perspective during Partner Sponsor breakout session track

· Hear more on industry evaluations and trends

· Learn the results of latest research 

· Hear about success stories and lessons-learned
	Exhibit Hall:

· Managing the RFP process? Eliminate the cost of multiple site visits by meeting top industry leaders in one place 

· Convenient showcase of new products, technology and services

· Learn more from the industry’s newest players
	Product Demonstrations:

· Firsthand look at the latest features and functionality

· Chance to ask company representatives tough questions

· Make new contacts for post-conference 
follow-up
	One on One Client Business Meetings

· Make one trip do the work of two; combine conference attendance and a private provider meeting into one productive trip
· Submit your organizations unique needs to multiple providers in one place at one time




Networking Opportunities

· Exhibit Hall (Sunday evening through Monday evening)

· Roundtables Session 

· Industry Networking Lunch

· Networking Breakfast by Region

· One-on-One Meetings with Providers

· Members-Only Reception
Notes:









� As reported in the 2007 Purchasing Card Benchmark Report by � HYPERLINK "http://www.napcp.org/rpmgresearch.net" ��RPMG Research Corporation� 






