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SummersDirect is a conference planning company that sets itself apart from the rest with a focus on customer service and value.
We are fresh and we're creative.We have the expertise and know how but most importantly, we offer you a quality product for a cost
that fits within your budget.

We listen to you. You want quality speakers. You want tools and techniques that you can take away and use.You want case studies
that you can relate to and learn from.You want engaging speakers and topics to motivate you! You want value. And that’s what we
give you!

You are important to us.We don’t want you as a one-time delegate. We want to build a relationship.We want you to come back again
next year! Let us know what you think. We want to hear from you. Call us at 1-866-869-7969 or e-mail us at relationships@sum-
mersdirect.com. Visit our web site www.summersdirect.com

The International Association of Business Communicators is an international network of communications
professionals. Our goal is to promote excellence in communications by offering opportunities for networking,
expanding knowledge, and ensuring quality through ethical practices and accreditation.

IAB(] INTERNATIONAL ASSOCIATION IABC offers opportunities to network and to share lnforrTwatlon locally, natlo'nally and |nterna.t|onall'y.
OF BUSINESS COMMUNICATORS In Newfoundland and Labrador, we have 75 members representing a broad range of interests and experiences in
communications.Our members work in government, private industry, institutions,agencies, and in private practice.

IABC Newfoundland and Labrador offers professional development seminars, workshops and informal education
sessions. Our speakers share their knowledge and expertise of communications from many varied perspectives.
For more information please visit www.iabc.nf.ca or contact info@iabc.nf.ca.

The Canadian Public Relations Society (CPRS) is an organization of men and women who practice public relations
in Canada and abroad. Members work to maintain the highest standards and to share a uniquely Canadian
experience in public relations.

In cooperation with its regional Member Societies and with like-minded organizations in other countries, CPRS
works to advance the professional stature of public relations and regulates its practice for the benefit and
protection of the public interest.

The Canadian Public Relations Society, as a distinct Canadian association, seeks: to group all public relations
practitioners in Canada and to foster their professional interests in cooperation with its regional Member
Societies and with like-minded organizations in other countries, to advance the professional stature of public
relations to regulate its practice for the benefit and protection of the public interest to serve the public interest
by upholding a standard of proficiency and code of ethics, and by providing ongoing professional development
to its members and public relations practitioners across Canada.

The Canadian Public
Relations Society, Inc.

For information on CPRS-NL, visit our website at www.cprsnl.ca or email us at skelly@cnlopb.nl.ca.

CNW Group is a global leader in news and information distribution services for professional communicators.
Established in 1960, CNW is part of the International PR Newswire network, reaching news outlets in 135
countries worldwide. CNW Group provides electronic news distribution, targeting, monitoring, translation,
Webcast and disclosure services to corporate, government, associations, labour, non-profit and other customers

CNW GROUP worldwide. CNW Group helps Canadian and international organizations to connect with local and global
audiences including the news media, the investment community and the general public. CNW Group is
co-owned by two news distribution powerhouses: PR Newswire, based in New York City, USA and PA Group,
based in London, UK. www.newswire.ca.1.877.CNW.7890
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REGISTRATION AND CONTINENTAL BREAKFAST  10:00

WELCOME AND OPENING
REMARKS FROM THE CHAIR

Karen M. McCarthy, BPR, M.Ed.,
Vice-President, Communications,
m5 Marketing Communications/
m5 Public Relations Inc.,
www.m>5.ca

SOCIAL MEDIA AND ‘WEB 2.0":
PRACTICAL STRATEGIES

Kevin McCann,

EVP of Client Services,
Grassroots Enterprise,
Washington, D.C.,

WWWw.grassroots.com

Twitter, Facebook, MySpace, YouTube, Flickr, LinkedIn: 11:00
Communicators have more tools at their fingertips now
than ever before, but how are they deployed effectively?
In this session Kevin will address how and why commu-
nicators need to to broaden their expertise to the online
space, and provide practical strategies and case studies
for getting started and/or honing your existing program.
From creating a viral message to technical tips to
explaining each of the social networks and how they
can be used effectively — we'll cover these topics and
your questions about Social Media, and why you

should be using these tools for your messaging now.

11:15

In 7 years with Grassroots Enterprise, Kevin has launched
dozens of online campaigns for political efforts, non-
profits, associations, causes and corporations. He over-
sees campaign deployment at Grassroots and leads the
Canadian practice, working with clients like the
Canadian Government, the PC Party of Ontario and the
Wine Council of Ontario.In 2005, he founded an online
campaign called "Fair Deal for Newfoundland", which
successfully mobilized over 30,000 people to send
100,000 plus letters to Parliament Hill in support of a
new Atlantic Accord. The effort is recognized as the
fastest growing online advocacy campaign in

Canadian history, and received a 'Best International
Campaign' award from the American Association

of Political Consultants. Connect with Kevin at:
http://www.linkedin.com/in/mccann or
http://twitter.com/kevinmccann.

1-866-869-7969

1-416-273-0201 VB

On¢« Monday April e aot [T

ISSUES MANAGEMENT — A LOTTERY
INDUSTRY CASE STUDY

Paula Dyke, ABC,

Director, Public Affairs and Corporate
Communications,

Atlantic Lottery Corporation,
www.alc.ca h',%%
Imagine an issue that refocuses a global industry, kick-
starts operational changes, and impacts all stakeholders.
The issue of a lottery player in Ontario who had his
$250,000 winning ticket stolen by a retailer caused
ripples world-wide.

Learn how Atlantic Lottery reacted, what communications
strategy they used, and the communications lessons
learned. Join Paula Dyke, 2008 IABC Gold Quill winner in
the category of Issues and Crisis Management for a lively
discussion of and some tips that can be transported to
any industry.

NETWORKING REFRESHMENT BREAK
INVESTOR RELATIONS IN A TIME OF CRISIS

Chris Flanagan, MBA,

Director, 48 Degrees Inc.,

Investor Relations and Business
Communications Consulting,
www.48degrees.ca 2 50n
In 2002, CHC Helicopter Corporation was poised to
launch itself on the Big Board — The New York Stock
Exchange. Getting an NYSE listing is a costly undertak-
ing, so CHC wanted to leverage it for all it was worth,
namely by parking a shiny CHC Helicopter directly in
front of the NYSE Building on Broad Street.

But this was the post 9-11 era. No company had dis-
played its wares outside the exchange since September
11,2001 — previously a regular, celebrated occurrence.
Undaunted, CHC decided it would be the first. There was
just one snag — New York City was still a no-fly zone for
commercial helicopters.

Chris Flanagan, who worked as CHC's Director of
Communications for more than seven years, will discuss
what CHC did to make the event a success and how the
company rose from $1.50 a share in 1999 to $30.00 a
share less than a decade later.

After CHC, Chris worked as Senior Manager of Investor
Relations for an oil and gas exploration company, and
now has his own shop, 48 Degrees Inc., specializing in
investor relations services and business communica-
tions. In his presentation, he will:

¢ Qutline the basics of Investor Relations and illustrate
how a successful investor relations campaign follows the
same principles as any successful communications plan

register@summersdirect.com
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