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MESSAGE
FROM THE

PRESIDENT

As the month of November is upon us, and I reflect on everything I am personally 
grateful for, 2020 and SMPS are at the top of my list! For those who have met me, both 
virtually and face-to-face, you know I can and will find the silver lining in everything. 
Thus, I know I am exactly in the right place at the right time–to build on the success 
SMPS has brought to us throughout this trying year as well as remind us of how strong 
we are as individuals, professionals, and a group to come together and serve our 
membership. I am so proud to be an SMPS member and now serve as your leader! But 
this is not about me. It is all about you–our members, our volunteers, our firms. Without 
each and every one of you, SMPS would not be the strength, the light, the resource 
that we have needed, especially this year!

 
THANK YOU. 
Thank you to our membership–for being there for support to your colleagues,regardless 
of chapter affiliation. Thank you to our volunteers–we have 25 amazing board 
members, chairs, and advisors this year who are dedicated to our members and 
ensuring we are there for you every step of the way. They have fully embraced the 
tagline “One Bite at a Time” as they digest ideas, listen to your feedback, divide and 
conquer, and transform events and programs that you want and need during this time! 
Thank you to our firms–for supporting our members and programs and for embracing 
SMPS’ vision of “business transformed through marketing leadership.”
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Reflecting back on 2020, yes, we have had a roller coaster of a year! It has been 
easily the most trying, different, curve ball of a time that we never saw coming. The 
bright side of it, marketers have proven our agile abilities, stepped up to navigate 
the ever-changing tides of the marketplace and our internal culture, worked 
cohesively with our teams across the city/state/globe, and never missed a beat! It 
has been hard but we are strong and stronger together! I challenge each of you to 
take “one bite at a time” over the coming days and months–and even as you set 
your 2021 resolutions and goals. 

Let this year be a reminder to give grace, set achievable goals, rely on those around 
you, and focus on what is truly important. Moving into 2021, I am hopeful that we 
will continue to grow, together. We will embrace the changes that are now our new 
norm. We will see one another face-to-face. We will have laughs and cheers. We 
will welcome new members into this supportive organization. Thank you for allowing 
me to serve as your SMPS Central Florida president. Cheers to the holiday season 
among us and 2021 around the corner! 

-Thank you
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ANNA SKEETE, President
Protean Design Group, Inc.
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Focus on 
Membership

As we navigate through the 
ongoing pandemic and set 
the stage for our new normal 
– SMPS Central Florida is 
focused on providing great 
value to our membership. 
Here are a few of our member 
exclusive events & perks:

Book Swaps
 

Held in December and the summer, this member exclusive event invites 
attendees to come together, discuss a book that has impacted their 
professional or personal life, sip on a beverage or two, and leave with a 
new book from the group!

Lending Library
 

Wanting to study for your CPSM but don’t have the Markendium books? 
Need some light reading to keep you from worrying about what the world 
has in store? Members are able to check out a book for FREE from the 
Lending Library for 3 weeks at a time. There are also webinars available for 
only $10! 
 
Pandemic-cleaning the house and purging? Consider donating your 
gently used books as well to help your fellow marketers enhance their skills

Mentor/Protégé Program
 

Now accepting applications, we are looking 
for our next round of protégés and mentors 
to make the perfect matches based on their 
backgrounds, current roles, and future goals. 
This year, we are limiting the program to a set 
number of matches, so apply today!
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Coffee Talks
 

Held the 3rd Thursday of each month, this 
virtual forum allows an intimate group of 
members to discuss the identified topic 
at hand–from trends in various industries 
to coordinator best practices to diversity/
inclusion in the workplace. It is a safe space to 
be open, pose questions, and gain valuable 
feedback amongst your fellow members. 

Each quarter, the topic will include Coffee with Consultants to pick the 
brains of marketing consultants on web design, presentation strategies, 
project photography, and a million other areas. Member consultants can 
connect with members–they get to dish a little advice while networking, 
and you get to implement something immediately plus make sure they are 
a great match for your firm!

PROMISE Giveback Event
 

Continue to clean out your homes and closets and letting go of things 
that don’t “spark joy!” In the coming weeks, we will be hosting a virtual 
networking & giveback event to benefit PROMISE, a 501(c)3 nonprofit 
organization designed to provide affordable, independent housing for 
individuals with cognitive and physical disabilities. Be on the lookout for 
more information.  
 
More about PROMISE here: promiseinbrevard.com

YouTube Channel
 

We have launched a members-only YouTube Channel to house virtual 
programing you may have missed! Check out the Members Only section 
on smpscentralflorida.org

7



Job & Resume Bank
 

Looking to expand your team? Has the pandemic left you without a 
position? Let your SMPS Central Florida community matchmake for you –
for FREE! 

Members and member firms (regardless of chapter affiliation) can 
advertise jobs and list resumes with us for free. Non-member firms can also 
for a nominal fee of just $150 for a 3-month posting.

Let Us Publish You!
 

Wrote an internal piece and think others would gain value? Have an idea 
about a topic? Read a great book lately and want to share? 

Send your piece to communications@smpscentralflorida.org and we will 
feature you in our next newsletter!

DID YOU KNOW YOU CAN EARN REWARDS WHEN A 
NEW MEMBER YOU RECOMMEND JOINS SMPS? YES, 
YOU HEARD US RIGHT.

Through our Share SMPS: Refer a Friend program, 
when you refer a colleague who joins the Society as 
a new member, you’ll earn three additional months 
of membership (valued at over $99). If you refer 
two new members who join in the same year, you’ll 
also receive a $25 Amazon e-gift card. Know even 
more potential members? Strive for five! Refer five 
new members who join in a year and receive a $100 
Amazon e-gift card. 

Being connected to a strong network within the A/E/C 
community has great benefits including:

 ■ More teaming and partnering opportunities

 ■ More professionals to share ideas and best 
practices with

 ■ Additional exposure for your firm

 ■ Connections you can reach out to in a variety of 
sectors and locations

Are you ready to Share SMPS? Do you have a friend (or 
two) you’d like to refer? Start the process today. If you 
have any questions, reach out to our membership team.
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INTERESTED
IN JOINING A COMMITTEE?

Times like these are always great reminders that we 
all need strong networks. Build your network, while 
implementing your ideas and strengthening your skill 
sets, by joining a committee. This year, we have made 
it even easier for you! Committee meetings are held via 
Zoom and all members are free to join to feel things out 
before committing to a “bite-sized” task. We hope to 
“see” you on one of these calls soon!

Not sure if you’d like to join?  
Sit in on a monthly meeting! 

Communications - 1st Wednesday 
of each month, 9:00 am to 9:30 am

Zoom link

Topics of discussion: Graphics, 
Social Media, Newsletter,  
Member Spotlights 

Education - 2nd Wednesday of 
each month, 3:00 pm to 3:20 pm

Zoom link

Topics of discussion: Marketing 
Mechanics, Professional 
Development, CPSM 

Membership - 3rd Thursday of 
each month, 10:30 am to 11:00 am

Zoom link

Topics of discussion: Mentor/
Protégé, Member Outreach,  
Socials/Givebacks 

Programs - 1st Tuesday of each 
month, 9:00 am to 10:00 am 

Zoom link

Programs of discussion: 
Market Forecast, Healthcare, 
Transportation, Hospitality, Water 
Sector, Mixed-Markets

9



As people around the globe adjusted to living and 
working from home during the COVID-19 pandemic, 
one of the most notable changes became increased 
reliance on videoconferencing technology for various 
types of communication, from training to interviews.

For some, technology has been a curse, yet for others 
it’s been not only a blessing but also a competitive 
advantage. Let’s look at ways smart firms are leveraging 
communications technology successfully.

1.  VIRTUAL TRAINING. Some A/E/C marketers 
see this as a great time to provide online training 
for technical staff related to business development, 
relationship management, and project management.

Russell Sanford, FSMPS, CPSM, chief marketing officer of 
Kleinschmidt Associates in Lexington, SC, found that the 
pivot toward virtual business development training has 
been a good one. In 2020, his firm had plans to conduct 
half-day seller-doer training in five different offices 
throughout the United States, but travel restrictions were 
instituted just after the first session.

“Our team quickly regrouped and developed a shorter, 
more practical conversation skills workshop to provide 
our technical staff with relationship development hacks 
while on the phone with their clients,” says Sanford.

His organization launched Microsoft Teams and used 
this video platform to ensure they had engagement 
from the attendees. The firm was able to have all 45 
staff members attend, which was a huge success. He 
notes, “These sessions also spurred ideas for additional, 
practical training topics from the technical staff. Now, 
instead of traveling throughout the country conducting 
in-person training this year, I’m building a training library 
that will save tons of time and energy in the future!” 

IN THIS ISSUE: Article, written by Sarah Wortman, CPSM, first appeared in the Marketer journal.

2.  VIRTUAL INTERVIEWS. Once a last 
resort for key team members who were out of town 
on interview day, online interviews have become the 
norm. Just prior to shelter-in-place orders, my firm was 
shortlisted for an opportunity and had scheduled an 
interview for which clients and project partners would 
be flying in from three cities. 

Pivoting to an all-virtual interview meant coordinating 
not only with the team, but also with the client. The 
first task was to convince our internal team to go 
ahead with the virtual interview rather than gather at 
the office to conduct it. This involved reminding the 
team that this way of interviewing was going to be 
with us for a while, scheduling rehearsals to work out a 
strategy, and being a silent participant on the call to 
manage any technology hiccups. 

Then we needed to make sure the interviewers were 
comfortable with the process. While reaching out to 
confirm expectations for the Zoom call, one of the 
client representatives expressed frustration at how 
long it was taking some firms to get their presentations 
onto the screen, citing that it was taking as much as 
15 minutes into the scheduled interview hour before all 
participants and presentation materials were ready 
to go. In response, we chose to pretest the technology 
30 minutes before the call and invited the client 
representative to join us, ensuring all systems were to 
their satisfaction. 

After we won the job, one of the reasons identified 
was our ability to communicate and collaborate well 
remotely. One way to ensure online interviews run 
smoothly is to pick the right videoconferencing service. 
Providers offer varying options for seeing/hearing 
participants on different devices, as well as different 
channels for asking and responding to questions. One 
thing I particularly like about doing online interviewing 
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is the private chat feature, which allows my internal 
team to communicate with each other as the interview 
progresses, something we couldn’t have done during a 
face-to-face interview. Another advantage, because 
this modality is new for most of our senior technical 
staff, is that it’s encouraged pre-interview practicing 
to ensure presentations run smoothly, we transition 
the host function efficiently, and we manage our time 
effectively

3.  VIRTUAL COACHING. Coaching for Q&A is 
just as integral to preparing for online interviews as it 
is for face-to-face interviews. Donna J. Corlew, FSMPS, 
CPSM, chief whatever-it-takes officer at C*Connect 
in Nashville, TN, recently coached a client who won a 
sizeable new project early in the stay-at-home order 
phase. She and her client identified three strategies 
they would use during the Q&A that ultimately helped 
them win the project. “We began by clarifying which 
team member would take the lead to answer questions 
related to each specific topic,” explains Corlew. “We 
also designated a quarterback who fielded and 
directed questions to the appropriate person when i 
wasn’t clear who should answer. Finally, we agreed on 
limiting follow-on commentary to one interview team 
member per question.” Strategies such as these, which 
also help make in-person interviews better, are a good 
idea for any team that’s anxious about the dialogue 
parts of an interview.

Marketers who are demonstrating their value to 
their firms in the new normal are those who’ve taken 
advantage of a variety of resources to help their 
firms better leverage the technology. A colleague of 
mine who mastered the screen markup feature on 
Zoom has not only impressed clients with his billable 
experience, but also with his mastery of the technology, 
which demonstrates a resourcefulness in problem-
solving that clients value. Charles Raymond, CPSM, 
marketing and business development communications 
professional at Weston & Sampson in Worcester, 
MA, recently participated on an SMPS Boston Town 
Meeting Zoom call with about 35 chapter volunteers. 
A few minutes in, the organizer split participants into 
subgroups for 30 minutes so each group could discuss 
a different topic. At the end, attendees regrouped to 
compare notes. “I thought that was a great use of 
technology, and now I can leverage this capability for 
my firm,” states Raymond. 

Though none of us knows how long this current 
situation will last, firms that are succeeding are those 
that have leaned into videoconferencing technology, 
with A/E/C marketers at the helm to help them 
understand and leverage all the possibilities such 
technology affords.

WE’RE BEING 
WATCHED
I can’t remember a time—since I 
studied broadcasting—that I’ve 
spent as much time as I do now 
watching myself work. If, like me, 
you find this part of the new normal 
a bit distracting, here are a few 
tips to make it easier.

1.  Make sure you’re either in front 

of or at a 90-degree angle from a 

strong light source. Sitting with the 

window behind you makes you look 

like you’re in witness protection. 

2.  Keep your audio muted when 

you’re not speaking to keep 

background noise to a minimum.

3.  Use virtual backgrounds 

thoughtfully, with an awareness of 

how lighting affects them. 

4.  If you’re on camera, behave as 

you would if you were in a meeting 

room with your boss. When you 

need to stretch, change places, use 

the bathroom, change a diaper, or eat 

your lunch, turn off your video.

5. When there’s unavoidable 

background noise in your 

environment, using earbuds can help 

filter out unwanted ambient sound.
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MARKETING
MECHANICS

What separates one engineering firm from 
another? How does a client know which 
architect or interior designer is the right one for 
the job?  

During the September Marketing Mechanics 
program, SMPS Central Florida invited marketing 
and positioning expert Matt Certo to discuss 
these topics. Matt is the CEO and Principal of 
Findsome & Winmore, a local agency focusing 
on marketing, creative, and digital solutions to 
help firms define their advertising purpose and 
meet their goals.

Matt shared tested insights, tactics, and best 
practices firms can implement to grow their 
marketing reach. Attendees learned how to 
establish, articulate and communicate a firm-
wide positioning strategy that are meant to 
increase their competitiveness and position 
them towards the projects that best fit their 
goals and strategy. Matt also shared best 
practices and practical tools from his most 
recent book, Formulaic: How Thriving Brands 
Market From the Core. 

Our committee asked attendees to send in the 
bits that stood out to them.  
 
 
 

Here is what the attendees had to say:

 ■ Make your differentiation objectively 
measurable; use facts, not platitudes.

 ■ “We specialize in ______ for _____.” Know 
what makes your firm unique and make sure 
your clients know that.

 ■ “Those who dare to teach must never cease 
to learn.” Sometimes I think that we get 
stuck in the same old rut and say well this 
has always worked, but if you cannot move 
with the times, your firm will suffer.

 ■ “Thrive.” Companies that thrive have learned 
to focus on what sets them apart from their 
competition and enables then to be leaders 
in their industry. 

 ■ The courage to be different is important. 
Align what makes you different and what you 
pioneer with your mission and vision.

 ■ There is no “silver bullet” for success.

Education programs are held on the fourth 
Wednesday of the month and Marketing 
Mechanics programs are free for members. Keep 
an eye on smpscentralflorida.org for upcoming 
events like this.

How to Stand Out in an Ever-Crowded Marketplace

Matt Certo, CFO & Principal 
Findsome & Winmore 

Differentiating 
Your Firm:  

IN THIS ISSUE: Article, written by Daniel Voss, CPSM
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bartonmalow.com

At Barton Malow, we pride ourselves on 

constructing more than just transformative 

buildings. Our core purpose of people, 

projects, and communities are at the forefront 

of every decision that we make, and it has 

helped us to develop valuable partnerships 

throughout the years.

 

One of those partnerships includes SMPS. 

Barton Malow is a proud supporter of the 

SMPS Central Florida Chapter.
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MEMBER   SPOTLIGHTS
SMPS AND FIRM INVOLVEMENT
HOW DID YOU END UP IN THE AEC INDUSTRY? 

I started my career in television (I have a BS and MS in 
Communication) but decided to become a Landscape 
Architect later in life. After working as a designer for 
many years I took on a marketing role at my firm and the 
rest is history. 

MOST BENEFICIAL PART OF SMPS TO YOU? 

The resources and the people. I’m a one-woman 
marketing department and rely on SMPS to help me plan 
and make decisions. I have a great network of people 
who listen and share their advice with me regularly. 

WHAT IS YOUR FAVORITE PART OF YOUR JOB? 

Helping to explain the profession of landscape architecture to new clients and the rest of the 
world. It is truly misunderstood (we are not “landscapers!”) and often undervalued, but landscape 
architects design public space and they are key to shaping the world we live in in healthy, 
sustainable, and engaging ways. 

YOUR BEST ADVICE TO SOMEONE ENTERING MARKETING FOR THE AEC WORLD IS... 

Gain a better understanding of the technical aspects of the work/projects you are marketing. 
Having been a designer I understand the big picture from the project standpoint and can speak 
the technical language a great proposal requires. It’s been a big advantage for me.  

BEST LESSON FROM A MENTOR? 

Be yourself and celebrate it. Your unique perspective and skill set is invaluable so never feel like 
you’re not good enough. Chances are, there are many people out there who wish they had the 
same skills or talents you do, so don’t sell yourself short.

THE OUTSIDE-OF-WORK ME
WHAT DO YOU DO IN YOUR FREE TIME? 

I love to cook/bake, sew, craft, read, watch baking shows, and go for walks. 

IF YOU COULD TRAVEL ANYWHERE, WHERE WOULD YOU GO? 

Right now I am planning a Scandinavian road trip to visit Norway, Sweden, and Denmark. 

WHITNEY TIDD 
Marketing & Business Development 
Maznager | Dix.Hite
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SMPS AND FIRM INVOLVEMENT
MOST BENEFICIAL PART OF SMPS TO YOU? 

SMPS gives you the ability to grow, learn, and 
network. It’s a great resource that everyone in this 
industry should be a part of.

WHAT IS YOUR FAVORITE PART OF YOUR JOB? 

My first thought was winning a project but in reality, 
that doesn’t happen every time. You put so much 
time and effort in projects and sometimes it falls 
through but the team aspect of it all and being 
surrounded by people who are passionate about 
the work they do and the final product you deliver 
makes it all worthwhile

YOUR BEST ADVICE TO SOMEONE ENTERING MARKETING FOR THE AEC WORLD IS... 

1.Ask questions 

2.Strive to learn more and more each day 

3.Have a positive attitude–it goes a long way!

WHAT HAVE BEEN THE CHALLENGES AND REWARDS OF YOUR CAREER?

The most challenging of it all is the learning curve of the industry in general –fully 
understanding the technical aspect of it all. If you spend your days writing proposals for 
water/wastewater infrastructures you must fully understand the background of the concept. 
The most rewarding part is seeing the hours and hours spent on developing a proposal 
and your team being selected for the project. All that passion you had when developing a 
proposal came through as a win –that’s a great feeling not only for you but for your team!

BEST LESSON FROM A MENTOR?

Growth comes from experience and striving to learn more and be better each day. 

THE OUTSIDE-OF-WORK ME
WHAT DO YOU DO IN YOUR FREE TIME? 

I love the outdoors. Hiking, kayaking, biking, golf, spike ball, you name it I’m there.

IF YOU COULD TRAVEL ANYWHERE, WHERE WOULD YOU GO? 

Italy!

TINA BASS 
Marketing Coordinator | Garney Construction

MEMBER   SPOTLIGHTS
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SMPS AND FIRM INVOLVEMENT
HOW DID YOU BECOME ENGAGED WITH 
SMPS? 

My boss encouraged me to join and 
mentioned how beneficial it would be for 
my career –and she wasn’t wrong.

MOST BENEFICIAL PART OF SMPS TO YOU? 

Aside from all the great programs and 
events to attend, it is wonderful to have a 
group of people who understand the daily 
stresses and exhausting aspects of our jobs. 
I’m the only Marketing Coordinator in my 
office, the rest of my team is spread across 

our other locations. It is refreshing to come together with others who do similar work 
and can offer advice or even just a listening ear.

WHAT IS YOUR FAVORITE PART OF YOUR JOB? 

I love having the ability to showcase our company’s projects to other firms.

YOUR BEST ADVICE TO SOMEONE ENTERING MARKETING FOR THE AEC WORLD IS... 

Ask all the questions! Don’t feel like you’re going to just know everything overnight, it’s a 
learning process.

WHAT HAVE BEEN THE CHALLENGES AND REWARDS OF YOUR CAREER?

Prior to my job as a Marketing Coordinator in the AEC industry, I had experience in 
marketing, communications, and writing, but my knowledge of the AEC was minimal. 
Learning the language that the engineers use to describe aspects of a building has 
been one of the most challenging parts, but it is so rewarding when the hard work of 
learning about our project pays off with a great project profile and aids us in winning 
new work 

THE OUTSIDE-OF-WORK ME
WHAT DO YOU DO IN YOUR FREE TIME? 

When I’m not working, you can find me reading, playing video games with my 
boyfriend, at the movie theatre, binge-watching TV shows or horror films, napping, or 
adventuring around a theme park.

IF YOU COULD TRAVEL ANYWHERE, WHERE WOULD YOU GO? 

I haven’t done much travel outside of the US, so I have a lot of places on my travel 
bucket list. At the top would probably be Greece and Iceland.

JOCELYN BAKER 
Marketing Coordinator | Walter P Moore
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SMPS AND FIRM INVOLVEMENT
HOW DID YOU END UP IN THE AEC INDUSTRY? 

In 2011 (during my last semester of graduate 
school at UCF), I landed an internship with the 
Camaraderie Foundation, an Orlando non-profit. 
Camaraderie helps post-9/11 service members 
and their families gain access to private counseling 
as well as emotional and spiritual support. I chose 
the internship because I have a heart for veterans 
(my dad is a Vietnam vet, and his experiences in 
service and out, have always stuck with me). My 
firm’s owner/CEO co-founded Camaraderie. When 
my internship was just about to end, he asked to 
meet with me, and expressed interest in adding 
me to the firm. Blue Cord was only a few years 

old. They needed someone to help with proposals and marketing. He was interested in my 
writing and organizational skills. My education is in Public Administration, and I intended to 
find a government job after graduation. After hearing Blue Cord’s story and its purpose, I was 
fascinated and I wanted to find out how I could be useful to the company. Since federal clients 
are a large part of Blue Cord’s workload, in a way it feels like I’m doing government work.

HOW DID YOU BECOME ENGAGED WITH SMPS? 

When I started with Blue Cord, the founder/CEO encouraged me to join. He gave me a goal: 
to learn everything I could about AEC marketing and get to know other marketers and local 
firms. Best goal ever! Having SMPS as a resource is one of my favorite things about my work 
because there are so many people to meet, and firms to learn about.

WHAT IS YOUR FAVORITE PART OF YOUR JOB? 

I think details are my favorite part. I’ve always had a knack for proper spelling and grammar. 
I have an excellent memory for names, dates and figures. Those things come easily and that 
helps when finding the perfect projects or the right words to express something in a proposal.

YOUR BEST ADVICE TO SOMEONE ENTERING MARKETING FOR THE AEC WORLD IS... 

AEC marketing may not be like anything else you’ll do. Expect change, especially with the 
current events going on. Expect to learn–a lot, constantly-and be open to that. The industry 
always has something to teach and you just might find something you really enjoy. 

THE OUTSIDE-OF-WORK ME
WHAT DO YOU DO IN YOUR FREE TIME? 

I like to read, travel, visit theme parks, and cosplay

A LITTLE UNKNOWN FACT ABOUT ME IS... 

I was a “choir geek” in high school. In my sophomore year, my school chorus was chosen to 
sing in the Candlelight Processional at Epcot. It’s been one of my favorite park events ever since! 

VALERIE MURPHY 
Marketing Coordinator | Blue Cord 
Design and Construction, LLC
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I was raised in a family that 
always spoke their mind.  
 
We were never afraid to say what we wanted or 
needed to say. Until the age of 20, my environment 
inside and outside my home was all-inclusive. My 
experiences and relationships were authentic and raw. 
This environment was all I knew; it was my culture.

After turning 20, I started my career in the A/E/C 
industries. I was not at all prepared for the culture 
shock during that first week. The environment was 
very different than what I was used to, but I was really 
excited about the position. So, I tucked away my 
discomfort and got to work.

The job was interesting and challenging. I knew I could 
be good at this and continued to learn the business 
and make friends along the way. Everything seemed to 
be going well.

Then the microaggressions started; or at the time, 
I would have most likely referred to it as passive-
aggressive behavior. My name was rarely pronounced 
correctly and when I would correct people, they 
would tell me, “Well, that’s not the normal way it’s 
pronounced.” I was told I needed to go to college 
because of the way I spoke. Even comments were 
made about my big hoop earrings, such as, “Those are 
rather large for the workplace.”

The discomfort I tucked away that first week and 
almost forgot about, jumped right back into plain sight. 
Then the realization set in: I’m not happy here–and I 
don’t feel like I belong.

I left that company after three years and went to 
a larger company, believing and hoping that the 
experience in my previous position was something 

that wouldn’t happen again. Besides, I had prepared 
myself for the culture shock, and I also felt like it was an 
isolated incident.

Unfortunately, I was wrong.

The microaggressions, blatant discrimination, and 
passive-aggressive behavior continued. I experienced 
it personally and watched it happen to other people.

I knew immediately that if I wanted to escape these 
situations, I needed to change who I was at work to 
feel comfortable there. Change the way you talk. Do 
not wear your big hoop earrings. Do not correct people 
when they say your name incorrectly. Be the work 
version of Alicia.

But this isn’t fair. This isn’t me.

As much as I struggled with what to do in order to 
not jeopardize my job or career, an experience with 
a coworker forced me to make a decision that would 
change the way I carry myself as a professional. The 
offensive and inappropriate comments that were 
directed toward me from a coworker in a proposal kick-
off meeting pushed me into a space I never thought 
I could be in the workplace. My reaction was such a 
reflex that I didn’t realize the implications for having a 
verbal confrontation at work.

I stood up for myself that day, and it could have very 
well cost me my job. Luckily, it did not.

That was the last day I was the work version of Alicia.

Over the last 15 years, I have fought for respect, for 
a seat at the table, for my voice to be heard, for my 
work to be appreciated, for marketing departments 
to be valued, for my teammates to be respected, and 
for other professionals to be respected and know their 
worth.

DIVERSITY & 
INCLUSION
The Privilege of 
Being Yourself:
IN THIS ISSUE: Article, written by Alicia Mojica Washington, 
Director of Marketing and JEDI at HRP Associates, Inc.
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I’m a Puerto Rican woman who wears big hoop 
earrings, talks slang, and demands the same 
treatment and respect as every other person 
seated at the table. These characteristics are 
just part of who I am. I’m also a professional with 
17 years of marketing and business development 
experience, a wife, and a mother. My voice matters, 
and I make sure of it every day.

This is a privilege I worked very hard for and a 
privilege many people don’t have.  The risk of 
losing your job because you want to be accepted 
for who you are is a risk many people are not 
willing to take.

Imagine working your entire career feeling this way.

There are millions of professionals, including 
small disadvantaged businesses, dealing with 
microaggressions, biases, and discrimination on 
a daily basis. They struggle with this very issue 
of “what version of myself should I be today” 
because they’ve been reminded that they’re not 
accepted for who they are. And it’s not just at the 
workplace; it’s at holiday parties, weddings, golf 
outings, networking events, the grocery store, etc. 
It’s everywhere, and it’s a burden many of us carry 
every single day.

We struggle because we’re in a space where 
we are different. We’re the minority. The 
microaggressions are inevitable and demeaning.

We want it to STOP.

Through the struggle, find the 

strength to stand up for yourself. 

The fear of taking a stand is real, 

but the effects of not doing so 

will ultimately define who you are 

as a professional and how others 

treat you.

Review of White Fragility by 
Robin DiAngelo
WTS Central Florida hosted their first 
Book Club discussion via ZOOM of Robin 
DiAngelo’s White Fragility on October 
8, 2020. The phenomenal conversation 
began with each person sharing their 
motivation for reading the book and 
joining the discussion before they 
moved in to breakrooms for meatier 
conversations of their impressions of the 
book, racism in the workplace, and how 
to be an ally. 

The most important takeaway from 
the evening was the need to continue 
difficult discussions about race to 
gain understanding and grow as 
professionals, as supporters of the 
advancement of women, and as 
individuals. 

WTS’ Book Club will continue to 
use reading to catalyze important 
conversations on how to emphasize 
diversity and inclusion for all members of 
the local Chapter.

Diversity and inclusion should not be 
taboo topics. Our industries are full of 
talent – in a variety of races, genders, 
and backgrounds. Found herein, we have 
highlighted a few resources to expand 
your knowledge base, gain perspectives 
of other SMPS members and partner 
organizations, and support others in the 
workplace and beyond. 

Our Part 
We will be adding events within the chapter 
and through our partner organization for 
opportunities to expand our horizons on 
inclusion and diversity in the workplace! 
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12 Ways To Successfully 
Manage a Remote  
Marketing Team
IN THIS ISSUE: This article has been provided by Markitors, a digital marketing company located in Arizona.

Managing a 
marketing team is 
no small feat.  
 
Often as a manager, it’s your job 
to ensure your team is working 
efficiently and delivering high-
quality content in a timely manner. 
Because of the fast-paced 
environment, it can helpful to be in 
an office and have the opportunity 
to collaborate in real-time. 
Unfortunately, with the emergence 
of COVID-19, an office is a luxury 
that many managers no longer 
have.

Recently, we virtually sat down 
with 12 marketing professionals to 
ask them how they’re successfully 
managing remote teams during this 
time. They shared some easy tips 
that anyone can incorporate into 
their remote schedule.

MAKE TIME FOR CHECKING IN 

The luxury of being in an office and 
working alongside each other is 
knowing what everyone is up to. You 
can glance at computer screens, 
engage in water-cooler talk and 
get updates daily about what 
everyone is working on. Working 
remotely doesn’t give you such a 
luxury. Make sure when managing 
your team remotely, you check in 
often. You can do so through video 
calls, emails or IMing. However you 
do it, don’t lose touch with your 
team.

–Denise Gredler, Found and CEO of 
BestCompaniesAZ

MAKE SCHEDULES VISIBLE TO ALL 
 TEAM MEMBERS 

Keep a running schedule of who’s 
working on what day at any given 
time. Whether you use a software 
or a shared spreadsheet, keeping 
track of what tasks your team is 
currently working on will assist 
you in making decisions about 
deadlines and assignments as you 
move forward. Making the schedule 
accessible to everyone on your 
team will also assist in ensuring 
clear communication.

–Vanessa Molica, Founder of The 
Lash Professional

INTERVAL CHECKPOINTS 

Create checkpoints for your team 
to submit their work at certain 
intervals. Checkpoints allow you 
to sit down and sift through the 
in-process deliverables and status 
updates to make sure everyone is 
working efficiently and that projects 
are on schedule. This also gives you 
an opportunity to give feedback 
before anything goes too far.

–Ryan Nouis, Founder of TruPath

CONSISTENCY IN SCHEDULES 

The best way to manage a remote 
team is to make sure that everyone 
has a consistent schedule. This 
doesn’t just mean you log on and 
off at the same time every day. 
It means you’re creating blocks 
of time  that are dedicated to 
particular activities such as 
answering emails, attending 
meetings, or even eating lunch. 

Doing so helps your teammates 
know when you’re available and 
ready to collaborate.

–Nikitha Lokareddy, Director of 
Client Communications at Markitors

RUN EFFECTIVE MEETINGS 

Your one-on-one and team 
meetings are your biggest 
opportunity to align strategy and 
priorities while communicating 
and building trust with your 
team to learn more about how 
each individual is feeling. This 
doesn’t mean you should only 
communicate through meetings, 
but you should make the time to 
sync with everyone on your team on 
a recurring cadence.

–Hiba Amin, Marketing Manager at 
Soapbox

MONDAY MEMOS 

Whether you put together a joint 
email chain or spend 20 minutes 
on a quick call on a Monday, this is 
a great way to do a pulse check. 
Have each person highlight their 
project to-dos and ask what 
they’re most excited to be doing 
this week. It sets the right tone 
and let’s everyone have insight 
into what the team is collectively 
working on.

—Hana Ruzsa Alanis, Marketing 
Specialist and Graphic Designer

SET LIGHT TARGETS 

Nobody wants to be 
micromanaged, but it’s difficult to 
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monitor progress when your entire team is out of 
office. A great way to combat this is by setting 
achievable targets across the day, week, or 
month. If done correctly, this should motivate your 
team to work hard and meet those goals.

–Liam Quinn, Head of Marketing at Reach 
interactive

TIME TRACKING TOOLS 

The best way to manage a remote marketing 
team is to use a time-tracking tool. Time tracking 
tools boost the productivity of remote marketing 
teams by over 20%. They also make it easier for 
you to see what your team members are doing 
at work. A good time-tracking tool also helps 
you monitor and evaluate the productivity of 
your teams. With a payroll module, you can easily 
generate accurate billing information for each 
team member so that you can pay for the exact 
hours each team member worked.

–Chioma Iwunze, Content Marketing Analyst at 
Time Doctor

OVER COMMUNICATE 

Over communicate on expectations, deadlines, 
and context. Your employees won’t be able to 
read your body language as well remotely, which 
means it’s even more critical that you outline 
what you want, why you want it, and when you 
want it by. Be clear on things like how often you 
want updates and by what channel. Set them up 
for success.

–Sydney Stern Miller, Marketing Lead at Tech 
Talent South

GUIDE INSTEAD OF MANAGE 

I don’t like to use the term “manage”. I prefer the 
term “guide” because being a manager is more 

about leading than it is managing. Direct reports 
look for guidance on things as it relates to their 
role, not on how they do their job. Being remote 
should welcome the opportunity for leaders 
(managers) to step up and lead their team. It starts 
with things like empowering them with the things 
they need to be successful or being transparent 
about how the business is affected (or not) by 
COVID-19. It’s laying the foundation of how to 
communicate with the rest of the team and setting 
guidelines for what to do when feeling a certain 
type of way.

–Janelle Amos, Revenue Marketing Manager at 
Betterworks

TRUST YOUR TEAM 

Trust is the most important part of managing a 
remote team. Trust your judgement; you hired and/
or continue to employ these people for a reason. 
Trust that they have the company’s growth in mind 
and that they’re doing the absolute best they can 
juggling demands during the pandemic. If you 
can’t trust them, they’re not right for your team 
inside or out of the office.

–Chryssa Rich, Director of Marketing at Primary 
Health Medical Group

LEAD FROM THE FRONT LINES 

This approach means doing the same type of work 
that you ask of your people. If they write articles, 
you write articles. If they do customer research, 
you do customer research. When you do this work, 
you show your remote team not only that the work 
is valuable but that it’s valued, which is a massive 
boost to engagement and productivity. Unrelated, 
but recommended: work in four-week cycles. By 
setting clear priorities for the month and having 
these items as must-dos, you ensure the business 
keeps moving in the right direction.

–Michael Alexis, CEO of Teambuilding
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Engineers & Planners
www.avconinc.com

407.599.1122

Transforming Today’s Ideas into Tomorrow’s Reality



New SMPS Members
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WELCOME 

THANK YOU!

SMPS 2020  
Annual Sponsors

CORY ST CLAIR

Florida Manager,  
Motz Engineering

JAMIE ANTHONY

Marketing Manager,  
Universal Engineering Sciences

HEATHER KRICK

Proposal Writer,  
Southeastern Surveying 
and Mapping Corporation



SMPS JOB BANK
Visit the Members Only section on our website to learn more 
about these opportunities, submit an advertisement, or submit 
your resume for consideration with a hiring member firm. 

Marketing/Proposal Coordinator - Wright-Pierce 

Proposal Coordinator - Wharton-Smith, Inc. 

Sr. Proposal Coordinator - Wharton-Smith, Inc. 

Business Development Coordinator - Intertek Testing Services 

Business Development Manager - Intertek Testing Services 

SMPS CENTRAL FLORIDA NEWSLETTER

SMPS Central Florida will be hosting a mix of virtual 
programming, then some opportunities to get out and about – in a 
limited manner. We will always let you know what standards we are using 
to vet venues so you can decide if you are comfortable attending or not. 

In addition to vetting venues, we are keeping a pulse on the latest metrics 
and listening to our member firms to ensure safety. 

Less is more in our eyes and our goal is to provide opportunities for small 
groups to safely network for those who feel comfortable. 

UPDATE





VISIBILITY/INFLUENCE
Be in front of more than 150 principals, marketers, and professionals in architecture, engineering, 
construction, and development—enhancing your firm’s brand awareness and giving you access to 
key decision-makers in Central Florida.

PROMOTIONS/RECRUITMENT
Highlight your firm with a spotlight in our award-winning newsletter and a prominent display of 
your logo on the SMPS website and all printed program brochures. Recruit highly qualified job 
applicants via unlimited job placement ads on the SMPS Central Florida website.

RECOGNITION/DEVELOPMENT
Get recognized at industry events and gain admission to our programs and educational events 
throughout the year. Develop your workforce and network with thought leaders and influencers at 
events like our Healthcare Symposium or Education Boot Camp events. 

CONNECTION/GROWTH  
Come face-to-face with potential clients and existing contacts, cultivating new relationships and 
fostering stronger partnerships. Plant the seeds that will grow to see maximum return on your 
investment as an annual sponsor. 

CONTRIBUTION/PHILANTHROPY
Know that your dollars have bettered the local community. As a non-profit organization, SMPS 
Central Florida supports various local charities through fundraising and volunteer events.

Why become an SMPS 
annual sponsor?

$

Learn More Here! 
SMPS CENTRAL FLORIDA NEWSLETTER
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You can ALWAYS Depend on 
the Ball Fabrics Difference

Toll Free: 866-360-1008  |  ballfabrics.com

Exceptional customer service.  
A live, friendly, knowledgeable person 
always answers our phone during business 
hours. We intentionally work to build 
personal relationships with our customers. 
You are not just a number to us.

Extraordinary quality raw 
materials and workmanship.  
We build in excellence at every step 
because what you don’t see is as 
important as what you do see.

Built-in durability and longevity.  
We think about details other companies 
ignore. Our windscreens stay on fences 
better because 35 years as an industry 
leader matters.

OUR PLEDGE TO YOU: We will never use inferior raw materials, take fabrication shortcuts, or offer 
inferior products from China. Integrity matters. We want to prove it to you, so call now and mention 
this ad for a 10% DISCOUNT on your next order, and experience the Ball Fabrics difference today.

Manufacturers of Fence Screen, Netting and Padding

Award-Winning Expertise

407.418.2218
walterpmoore.com

Structural Engineering

Structural Diagnostics

Enclosure Engineering

Parking Consulting

Traffic Consulting 

Construction Engineering

Learn More Here! 



FOLLOW US:

smpscentralflorid.org

@smpscentralflorida

@smpscentralfl

SMPS Central Florida
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