


TIME TOPIC SPEAKER
100 Arrivals | Coffee | Eat | Network Everyone

130 Take Seats | Welcome to Lunch & Learn Will Astbury

135 Once Upon a Brand: Why Storytelling Still Wins in a Noisy Market Jenny Wood

200 Unifying Sales and Marketing with a Revenue Operating System Ben Browning

225 Break Time | Recharge Your Plates & Drinks 🌯☕ Everyone

245 How to Measure, Manage, and Maximise Your Marketing ROI in 2026 Kris Holland

310 CSuite Panel Discussion Panel Members

  🎙 Wayne Brophy, Brian Johnson, Jeanette Barrowcliffe & Victoria Short

340 Thank Yous From SourceFlow Will Astbury
345 Recruitment Marketinis Time 🍸 Everyone

AGENDA



Global Head of Marketing, Salt
JENNY WOOD

ONCE UPON A BRAND
WHY STORYTELLING STILL 
WINS IN A NOISY MARKET



 Why storytelling 
remains a powerful 
marketing tool
Jenny Wood



We’ve never communicated more
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Sales Performance Coach & Founder, 
Resonant

BEN BROWNING

UNIFYING SALES AND 
MARKETING WITH A REVENUE 
OPERATING SYSTEM
How recruitment businesses power sustainable 
growth - and why siloed BD is no longer enough.



Unifying Sales & 
Marketing 

Revenue Operating System

Ben Browning | Resonant



1 : 50
One marketer supporting 50 recruiters 
doing BD

This asymmetry isn't the problem.



50 Recruiters 
all winging it. 

One marketer can't support 50 
different strategies.



‘76%
of recruitment businesses have 
no clear BD process’

Resonant, State of BD 2025



Most firms try 
training...

But training teaches skill. 
Not strategy.

Marketing is pulled in 30+ directions.



Recruiters wait for a 
job to come in...

Then scramble to fill it. 
That's just-in-time pipeline building.



Account-based 
prospecting: 

Win the client BEFORE the 
context arises.

 Not 'who has a job today?' but 'which clients should we own’?



A Complete Revenue System

Clarity - What you sell

Precision - Who you sell to

Campaigns - How you open doors

Conversion - How you close



If your methodology 
lives in a 
document...

...it dies there.













76% have no BD process: training won't fix that

Strategic shift: ABM beats just-in-time

4−Levels: Clarity, Precision, Campaigns, Conversion

The OS enable marketing to direct activity - not just support

Unifying Sales & Marketing 





BREAK TIME!
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Founder,
Kitto Consulting

KRIS HOLLAND

HOW TO MEASURE, MANAGE, 
AND MAXIMISE YOUR 
MARKETING ROI IN 2026
Marketing only earns influence when it speaks 
the language of revenue.









































































































What Do the C‑Suite Really 
Want from Recruitment 

Marketers in 2026?




