
For individual audio CDs, please select from the list below:

general session 
GE01 Opening General Session

GE02Closing General Session

benefits
B01 The Benefits of Being a Smart Benefits Shopper

B02 Financial Planning as an Employee Benefit

B03 The Goldilocks Approach to International Benefits

B04 Making Consumerism the Cornerstone of Your Benefit Plan

B05 Redesigning Your Retirement Benefits: a Medtronic Case Study

B06 Online Decision-Support Tools: The New Health Care Benefit

B07 30 Ideas for Cutting Health Costs (and the ROI to prove it!)

B08 Taking Your Employees in Healthy Directions: 

A Case Study of BlueCross BlueShield of Massachusetts

B09 Creative Strategies for Educating and Engaging Health Care Consumers

B10 ERISA Retirement Plan Fiduciary Responsibility: 

Taking on a Whole New Meaning

B11 The Changing Landscape of the Prescription Drug Marketplace: 

Implications for Employers

B13 What’s New on the Regulatory Front for Health Benefits Plans?

B14 Personalized Medical Plan Strategies — A New Strategy for Employers

B15 Establishing an Effective, Measurable Preventive Medicine 

Benefits Program

B16 Vendor Selection & Management: 

How to Meet Your Fiduciary Responsibilities

B17 Prescription Management for Integrated Behavioral Health 

in a Self-Funded Health Plan

B18 Consumer-Driven Healthcare: Don’t Rush, Do It Right

B19 Health and Productivity — The impact to company top and bottom line

B20 Improve the Health of Your Employees and Your Bottom Line 

Through Performance-based Wellness Programs

B21 Medicare Part D: How to leverage the new “D” 

in Dollars Lower Employer Retiree Health-Care Costs

B22 Getting Retirement Right — Creating Programs With Agility for 

a Changing Environment

B23 Balancing Business and Employee Needs: 

A Case Study of the HSA Rollout at American Express

compensation
C01 Forced Ranking

C02 Working Hand in Hand:  Global Compensation in a Unionized Context

C03 Stock Plan Jeopardy:  Rapid Fire Tips for Implementing, Understanding, 

and Communicating Equity Compensation Programs

C04 Restricted Stock & Restricted Stock Units: What They Are, 

Who’s Using Them, and How To Administer and Educate Employees

C05 Talent Management: Best Practices and Challenges

for Compensation Programs

C06 The New Compensation Professional — Do You Have the Right Stuff?

C07 The Future of Expatriate Pay

C08 When Worlds Collide-Transforming Sales Culture: 

A Case Study of International Sales Compensation Integration

C09 A Step-by-Step Guide to Maximizing Your Return on Investment

in Employee Pay

C10 Performance Based Pay in a Turnaround Situation: 

Alignment of Strategic Goals, Execution, and Rewards

C11 Boosting returns on sales compensation investments

C12 Sales Compensation for Global, Multi-Division Corporations: 

Solutions for Corporate Compensation Managers

C13 What’s Cookin’ in Congress, the Federal Agencies and Beyond?

C15 Don’t Blame Me — It’s Not a Sales Compensation Issue

C16 Quantifying HR:  The Real Meaning of ROI 

for Total Rewards Professionals

C17 Variable Pay: Compensation’s Response to Attracting, Retaining, 

and Motivating Talent

C18 Real-Time Compensation Management — The Nintendo Story

C19 Overtime Exemption Regulations for HR Professionals

C20 Driving High Performance Through A Global Compensation Plan at IBM

C21 The State of Electronic Communications in Compensation and HR

C22 The New Survey Data Paradigm

C23 Compensation Outsourcing: A Case Study of Marriott International

C24 New Regulatory and Shareholder Influences on Global Stock

Plan Design and Implementation

C25 Setting Goals for Annual Incentives:  Are you “sandbagging?”

C26 The Seven Deadly Sins of Pay Management (and How to Repent!)

C27 Rethinking HR/Compensation Involvement with Sales Compensation

C28 A better way to market price jobs globally: combining job evaluation 

and market data to achieve greater consistency, accuracy, and speed

C29 Measuring Workforce and HR Effectiveness

C30 Transforming the Sales Process and Marketplace — the Monster Way

C31 The Profit Connection: Using Effective Communication 

of Pay Programs to Drive Shareholder Value

C32 The Return on Investment of Compensation Programs: A Research Study

C33 Taking It to the Streets:  What Line Managers Need to Know 

to Get the Best for--and from--Their People

C34 Open the Black Box, Keep Pandora’s Box Shut: 

The Overhaul of a Complex Broad-Based Compensation Program

C35 It’s a Small World After All: So Are We Paying Differently?

C36 Good Governance in Competitive Benchmarking

C37 A New Approach to Global Job Evaluation  — Career Ladders

CR WorldatWork Society of Certified Professionals Certification 

Recognition Breakfast

executive rewards
E01 Effectively Managing the Executive Compensation Planning Process

E02 The Future of Outside Director Compensation

E03 The Theory & Practice of DCP Financing: An HR Primer

E04 The Effective 21st Century Compensation Committee

E05 The Intersection of Strategy, Emotional Connection and Executive 

Compensation:  A New Paradigm for Driving Increased Performance

E06 The New Executive Pay

E07 Using Executive Compensation to Support Strategic and Cultural Change

E08 Equity Compensation Enforcement Update  — Weighing the Risks

E09 HR Generalists in a Sea of Executive Rewards — How to Stay Afloat

E10 Long-Term Incentive Plan Design: Finding Your Balance

E11 The Big Three in Equity Compensation: 

Restricted stock, Performance Shares, Stock-settled SARS

E12 The Myths and Realities of Executive Compensation

E13 Going Up: What’s Driving CEO Pay Growth

E14 Dueling Consultants — Two Experts Debate

E15 To Disclose, or Not To Disclose: New Answers to a Controversial Question

E16 Point/Counterpoint: What Institutional Investors Want and How 

Companies Are Responding to This New Era in Executive Compensation

total rewards
T01 Around The World With Total Rewards: What Are The Global Trends?

T02 Attracting and Retaining for Survival

T03 Going Beyond Pay...Branding Total Rewards in Your Value Proposition

T04 “Should I Stay or Should I Go”:  Retention Strategies that Work

T05 The Value Driving Total Rewards Strategy

Qty. Total $ Total $

multi-media cd set Contains all sessions

Qty.

Multimedia CD (includes available speaker handouts, 

PowerPoint & Audio) ................................................................$495

Multimedia CD (post conference price) ....................................$695

Single Session Audio CDs ..........................................................$12

Single Session Audio CDs (post conference price) ....................$15

Order Form
Multimedia CD • Audio CDs
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W05 Middle Managers: The Key Element in Work/Life Program Effectiveness

W06 Your Hidden Heroes: Community Service and Corporate Leadership

W07 “Employer-Sponsored Child Care: Turning the Vision into Reality”

W08 Work/Life: It’s About Time

W09 Holding on to Greying Roots: Averting the Coming Skills Shortage

W10 Caregivers at Work — The Challenge For Employers and Employees

W11 Return to Work: Facilitating the Transition — Ensuring Success

W12 Exploring National Differences in the Drivers of Employee Engagement

W13 Flexible Work Arrangements: A Low-Cost, High-Impact

Employee Incentive

W14 Total Rewards for Workers with Dependent Care Responsibilities

W15 Maximize the Value of People Through Generational Competence

W16 Making Flexible Work Arrangements Part of Your Human Capital Strategy

W17 How to Stop the Trend of Rising Benefits Costs through 

Wellness Initiatives

W18 The New Dependent Care: Education-Planning Benefits

W19 The Workplace in Transition: Reframing Flexibility for the 21st Century

W20 Embedding Flexibility Into The Organization Around The Globe

other
O01 The Compensation and Benefits Entrepreneur:  

How to Manage Your Career Like a Business

O02 What Does High-Performance Organization Mean for Total

Rewards Professionals?

O03 Optimize Your WorldatWork Membership

O04 The Value of Certification: CCP, CBP, GRP, WLCP

T06 SunTrust Total Rewards: A Case Study in Attraction and Retention

T07 Driving Change While Staying True to Your Mission

T08 A Total Rewards Approach to Increasing Employee 

Satisfaction and Engagement

T09 China: Emerging HR and Compensation Practices

T10 Measuring and Managing the Operational and Financial

Effectiveness of Rewards

T11 How Texas Children’s Hospital Used Total Rewards to 

Change Employee Perceptions: A Case Study

T12 Designing Effective Total Rewards Strategies in Emerging Markets

T13 Global Career Management in a Total Rewards Context

T14 Is It a Small World When It Comes to Total Rewards?

T15 Design Your In-House HR Functions to Complement Outsourcing

T16 How to Design, Implement, Communicate, and Evaluate 

extraordinary global reward programs

T17 Employee Hold’em: Build Your Hand to Recruit, Retrain, 

Reward, and Retain Talent

T18 HR Analytics- How the Power to Predict the Future will

Revolutionize HR

T19 A Global “Language” for Communicating about Work, Careers and Jobs

T20 Developing a Total Rewards Framework from a Multinational

Perspective in China

T21 Getting Everybody On The Same Page: Building and 

Sustaining Global Integrated Human Resource Processes

T22 Executing on Total Rewards Strategy: 

Valuing Total Rewards and Leveraging for Labor Negotiations

T23 Global Governance — Managing the Financial and Legal Aspects

of Global Total Rewards

T24 Speaking the HR Language of Business: Linking Employee 

Engagement & Workforce Metrics for Improved Financial Results

T25 “Think Global, Act Local” Has Never Been More Relevant

work experience
W01 The Emotionally Healthy Organization: The Creation of

a Great Work Environment

W02 Global Work-Life: Why Now and What to Do?

W03 Stressed! Tools for a Resilient and Productive Workforce

W04 The Health, Economic, and Legal Implications of

Worksite Wellness Programs

Qty. Total $ Qty. Total $

SUBTOTAL $ ________
10% discount on orders over $100 $ ________
(Discount does not apply to complete 

sets of CDs or multimedia CDs)

SHIPPING CHARGES

USA: $2 per CD: $10 Maximum $ ________

International Orders via US Air Mail $ ________
Add 15% to Total; $10 Minimum; $25.00 per order   

International Orders via Airborne Express $ ________
Add 25% to Total; $25 Minimum; $50.00 per order  

PA Residents - Add 6% Sales Tax (if shipped): $ ________

(WW0601)  TOTAL $ ________

Ordering Instructions

Check, money order, MasterCard, Visa or American Express 
are accepted. Charge orders are accepted by mail, phone, fax 
or Web  site. Charge, checks and money orders are also accepted
by mail. Funds must be U.S. dollars drawn from a U.S. bank. 

Please allow 4-6 weeks for delivery.  All sales are final. 

Defective CDs will be replaced at no charge.

Note: Handouts not included with audio CDs.

Name __________________________________________________________________________________________________________

Company_______________________________________________________________Phone __________________________________

Street Address __________________________________________________________________________________________________

City ________________________________________________State__________________________ZIP ________________________

Payment Method: � Check # ______ (Payable to CCI)    � American Express   � MasterCard   � VISA

Credit Card # ____________________________________________________________Expiration Date ________________________

Cardholder Signature ____________________________________________________________________________________________

Mail or fax to Conference Copy Inc., 
8435 Rt. 739, Hawley, PA 18428 

Phone: 570/775-0580 • Fax: 570/775-9671 
www.conferencemediagroup.com

Order Now!
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