


Retail (R)Evolution is a boutique event, 
unlike any conference in the industry. 

In its second year, (R)Evolution has 
become a destination for data-driven 
market insights, merchants sharing 
lessons learned, and uniquely intimate 
networking opportunities.

This year, our agenda sequentially 
explores each of the six stages of the 
consumer journey to derive insights into 
how brands can create better and more 
sustainable customer experiences, both 
domestically and globally.



DAY ONE » MAY 14

Golf » 1:00p

Winter Park Tour &  
Shopping » 1:00pEco Tour » 1:00p Spa » By Appointment

Welcome Reception » 7:00p



DAY TWO » MAY 15
START SESSION TITLE/SPEAKERS DESCRIPTION

7:00a Breakfast

8:00a Intro Welcome to (R)evolution
Gregg Zegras
Pitney Bowes

8:15a Keynote It all comes back to the 
experience

Lila Snyder
Pitney Bowes

Consumers love marketplaces, that much is known. But diving into why marketplaces are 
succeeding uncovers new insights and opportunities for all retailers and brands. From profitable 
yet ‘fast and free’ shipping to opening up new markets, a number of opportunities are available 
for any merchant to unlock. Lila Snyder, EVP and President, Pitney Bowes Commerce    Services, 
explores the three most important business challenges facing retailers and brands today. With new 
data from our latest Global Retail Survey, Lila provides a window into unique and compelling ways 
merchants are adopting what marketplaces are doing well—and adapting what works for their 
brands.

8:55a Keynote Retail bifurcation:  
the new digital divide

Preeti Pincha 
Deloitte Consulting

The so-called ‘retail apocalypse’ is a myth. But retail industry bifurcation is not: luxury and discount 
retailers are thriving while those in the middle are in a tough spot. That’s according to a new study 
from Deloitte, which found that rather than a battle of online against brick-and-mortar, the retail 
market is changing along the same economically-driven divides as consumer income bifurcation. 
Learn the impact of income-driven changes in consumer behavior as it relates to preferred formats, 
channel choices and shopping around between economic groups.

9:45a Break Networking in the 
Solution Showcase

Grab a refreshment and explore the ecosystem of Pitney Bowes and our partner solutions. 

10:15a Awards Returns Innovator & 
Shipping Trendsetter

Presented by Gregg Zegras, Pitney Bowes

10:30a Returns Turning returns into  
returning customers

Jesse Carstens
Deckers Brands

Chris Halkyard 
Toys R Us, Rent the Runway

Patrick Allard 
Pitney Bowes (Moderator)

What does a hassle-free return policy mean? To your customers, it says simple, easy and free. 
Yet how do retailers turn a complicated, labor-intensive process into a frictionless experience for 
customers? Our panelists will share the strategies leading retailers are employing to maximize 
profits with better visibility and faster restocking. We discuss how to drive new revenue through 
effective communication and marketing opportunities created by the returns process and how to 
integrate returns into the overall brand experience.



START SESSION TITLE/SPEAKERS DESCRIPTION

11:15a Ship Subscribing to a brand-
driven post-purchase 
experience

Rachel Blumenthal 
Rockets of Awesome

Jason Young
The Hut Group

Mir Anwar
Quip

Chris George
Gentleman’s Box

Tom Behnke
Pitney Bowes (Moderator)

The promise of a simpler and smarter way of shopping quickly moved Subscription Commerce 
from early adopters to the mainstream. Now, more than 15% of US consumers enjoy subscription 
services, and with each scheduled delivery eagerly await their package of happiness. Learn how 
leading subscription retailers infuse both brand and convenience into the fulfillment, delivery and 
returns experience—to create more loyal customers and grow their markets.

12:05p Lunch Solution Showcase
1:05p Fulfillment Robots and realism: 

striking a balance in 
fulfillment operations

Jonathan Um
Hollar

David Schwebel
SwissLog

Chris Cunnane
ARC Advisory

Nick Pellegrino
Pitney Bowes (Moderator)

Consumer demands for faster delivery are placing pressure on click-to-ship times for all online 
retailers. ARC Advisory notes that retailers in the US and Europe are pushing for order lead times 
between 30 and 90 minutes. This push and the pressure of growing labor costs have led to higher 
adoption of fulfillment automation technologies. In this panel, we explore the types of warehouse 
automation technologies on the market, criteria for selecting the right one for your operations, and 
tradeoffs that need to be considered between speed and scalability when it comes to balancing 
automated and human labor in the fulfillment center.

1:50p Shipping The shipping imperative 
for ecommerce

David Spitz 
ChannelAdvisor

DAY TWO » MAY 15



START SESSION TITLE/SPEAKERS DESCRIPTION

2:35p Break Networking in the  
Solution Showcase

Attend one of our 5-in-10 sessions, where an industry expert presents 5 facts in 10 minutes. 
Network with your peers and discuss the day’s sessions. Grab a refreshment and explore the 
ecosystem of Pitney Bowes and our partner solutions. 

SPONSORED BY NPI

Tal Ben-Shahar » Pitney Bowes
5 surprise holiday insights from Borderfree

Caroline Rua » V-Technologies
5 keys to a better shipping experience

Jon Spinney » Pitney Bowes
5 things you didn’t know you could do with an address

3:35p Awards Fulfillment Leader & 
Digital Visionary

Presented by Gregg Zegras, Pitney Bowes

3:45p Keynote Retail lessons from a 
dragon

Kevin O’Leary
‘Mr. Wonderful’ of  
ABC’s Shark Tank

As an investor in multiple hyper-growth brands that have thrived in the ecommerce space, Kevin 
will share his outlook on the future of consumer behavior, the competitive ecommerce landscape, 
and what should matter most for brands looking to increase customer acquisition and loyalty.

6:30p Networking (R)Evolution (R)econnect “Havana Nights.” Spend a unique evening networking and reconnecting with your peers in an 
immersive entertainment experience. Dinner and drinks served.

DAY TWO » MAY 15



START SESSION TITLE/SPEAKERS DESCRIPTION

7:00a Breakfast

8:00a Intro Opening Remarks
Gregg Zegras
Pitney Bowes

8:10a Insight Digital transformation and 
data analytics

Mark Regan
Google

Jim Kilgore
ICC

Roger Pilc
Pitney Bowes (Moderator)

Digital transformation promises to be the panacea for anything and everything that plagues a 
business, whether it is a retail business or otherwise. But what are real, live businesses actually 
achieving with digital transformation, and where did they start? In this down-to-earth panel we will 
look at digital transformation frameworks, consider the impact of data and analytics, and share real 
examples.

9:00a Transaction Emerging trends in the  
global payments space

John O’Brien
WorldPay

Kimberly Sutherland
LexisNexis Risk Solutions

Chris Johnson
Pitney Bowes (Moderator)

Thought the payments space was already complex? Think again. Online fraud is forecasted to 
increase from $6B to $30B globally by 2020, with retailers liable for a majority of the cost. Payment 
acceptance rates are under pressure by shifting compliance rules across a myriad of markets. 
Meanwhile, bank transfers are set to become the #1 global payment method by 2021. In this 
panel, we talk with experts in the payments space about what projects retailers should prioritize to 
minimize risk and maximize return.

9:45a Break Networking in the 
Solution Showcase

Attend one of our 5-in-10 sessions, where an industry expert presents 5 facts in 10 minutes. 
Network with your peers and discuss the day’s sessions. Grab a refreshment and explore the 
ecosystem of Pitney Bowes and our partner solutions. 

SPONSORED BY NPI

James Bullock » Pitney Bowes / Tacit Knowledge
5 most commonly missed conversion opportunities

Casey Adams » Visible Supply Chain Management
5 ways you can personalize the fulfillment experience

Stuart Spiegel » Pitney Bowes
5 findings from our Consumer Experience Index that may surprise you

DAY THREE » MAY 16



START SESSION TITLE/SPEAKERS DESCRIPTION

10:45a Conversion The state of content-
driven commerce

Tim Forman
The Tot

Matt Osias
Hawke Media

70% of consumers say they prefer getting to know a company via articles rather than ads, and 
60% report feeling more invested in a brand after reading custom content on its site. So why 
aren’t more ecommerce brands adopting this best practice? Learn tips and examples of ecommerce 
content marketing success from two leading practitioners in this ‘fireside chat.’

11:20a Promotion Localize and influence:  
Cross-border marketing 
trends

Feng Chang
Rue La La

Jodi Goldberg
Google

Luke Judge
NMPi Digital

Jon Kapplow
Pitney Bowes (Moderator)

Join leaders in the space of global consumer marketing for a lively give-and-take discussion on the 
characteristics of a successful cross-border retailer, how to build SEM/social marketing strategies, 
and the impact of viral trends in curating a winning assortment. They’ll also discuss creating a 
consistent, unique user experience, building customer relationships beyond “buy now” behavior, 
and what trends you should watch for next in the cross-border marketing space.

12:10p Lunch Solution Showcase
1:10p Breakouts Pitney Bowes Solution  

Update Sessions
Complete® Cross-Border 
(Borderfree)
Complete® Shipping API
Complete® Fulfillment/Delivery/
Returns (Newgistics)

Separate, concurrent sessions on recent product/service improvements and a look ahead at 
upcoming enhancements and new investments. Sessions are open to current and prospective 
customers only.

2:10p Break Networking in the 
Solution Showcase

Grab a refreshment and explore the ecosystem of Pitney Bowes and our partner solutions. 

DAY THREE » MAY 16



DAY THREE » MAY 16
START SESSION TITLE/SPEAKERS DESCRIPTION

2:40p Awards Cross-Border Trailblazer  
& Promotions Visionary

Presented by Gregg Zegras, Pitney Bowes

3:00p Promotion Physical drives digital
Joe Nardolilli
IRONMAN

Kevin Moore
WWE

Sam Coiro
Pitney Bowes (Moderator)

IRONMAN and WWE: Iconic organizations with passionate consumers and growing global 
businesses. Join the discussion between these two powerhouse brands on how they use in-person 
experiences to drive global online results. The speakers will take the audience through how their 
organizations use promotions and marketing to tie-in person events to ecommerce sales and share 
insights from their cross-border beginnings to what the differences in their international customer 
profile mean to their efforts to attract customers online.

3:30p Discovery Insights on the Australian 
market

Shane Lenton
CUE Clothing 

Seamus Byrne
BrandBank

Paul Greenberg 
NORA Network (Moderator)

With its combination of geographic separation from and cultural ties to the rest of the English-
speaking world, Australians shop cross-border more frequently than most countries. In this session, 
we explore insights from Australian retailers on the state of the Aussie ecommerce landscape and 
discuss recent policy changes that will impact any retailer looking to sell into this fast-growing 
market.

4:15p Keynote Use Curiosity and 
Creativity to Turn 
Your Product into an 
Experience

Omar Johnson
(Fmr) Apple, Beats by Dr. Dre

When Dr. Dre and Jimmy Iovine created Beats in 2006, their goal was to create a great sounding 
headphone. However, it wasn’t until Omar Johnson came along that Beats became the most 
popular headphone for athletes and musicians. Johnson was able to turn a $180 million company 
into a $1.1 billion enterprise through unconventional marketing tactics and his brand of insight, 
idea, execution, and result. In his highly engaging talk, Johnson shows how he used curiosity 
and creativity to turn Beats headphones from a commodity product into an experience and an 
international brand.


