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MESSAGE FROM THE PRESIDENT
I originally wrote this letter about 
three weeks ago and through 
the layout and revision phase 
of this edition of the Grove, the 
world has drastically changed. 
While I still want to celebrate our 
recent achievements and look 
ahead to the future, first and 
foremost, I want each of you to 
know what SMPS Central Florida 
is doing in response to the 
COVID-19 pandemic.

We are monitoring all the 
latest federal, state, local, and 
company guidelines and will 
reevaluate all programming at 
least two to four weeks before 
the event and decide if the 
program should be moved to an 
online platform, postponed, or 
(eventually) held as planned. 

We have partnered with our 
fellow SMPS Florida Chapters 
to extend member rates for 
all our virtual programming 
during the pandemic to our 
fellow chapters. You can visit 
our website or any of the other 
chapter websites for more 
details. 

Believe it or not, we have made 
it halfway through the 2019-
2020 Board year for SMPS 
Central Florida. From successful 
programs educating us how 
to capture plan, write winning 
proposals, understanding where 
the Central Florida is headed 
in the next 10 years, and what 
trends we are seeing in the 
healthcare market, to the launch 
of a brand-new newsletter, 
new member appreciation 
events, and updated bylaws, I 
am so proud of what we have 
all achieve together. Looking 
forward to the remaining six 
months we have a lot of exciting 
ways for you to learn, grow your 
career, and make the most of 
your SMPS membership (from 
a safe social distance while 
appropriate): 

Communications – We just 
launched our Instagram. We 
are always looking for creative 
and ambitious minds to 
provide content to our social 
media platforms, newsletter, 
graphics, and other means of 
communication for our Chapter. 

Education – We have two 
more Boot Camps to complete 
our four-part series. Our next 
event is co-sponsored with 
AMA Orlando and features 
Steve Gavatora who will be 
teaching us how to leverage 
brain functionality for effective 
leadership. We are currently 
evaluating the best way to 
move forward with this program 
and will provide additional 
details as they become 
available. 

Marketing Mechanics – We have 
an exciting slate of speakers 
throughout spring of 2020 that 
we will be using to perfect our 
use of virtual meetings. We hope 
to return to normal in-person 
programming this summer. 

Membership – We are diligently 
planning for our eventual 
release from quarantine and 
plan to host both a Member 
Social and Member Breakfast 
as soon as we can to help 
everyone reconnect and return 
to business as usual.

Programs – We are still planning 
(hoping) to have at least two 
more client programs before 
the end of the board year. Their 
speakers, content, timing, and 
location will be announced as 
soon as we have a better idea 
what the future holds. 

Additionally, we released our 
Call for Nominations for the 
2020-2021 Officers and Board 
of Directors and we will be 
releasing the Call for Volunteers 
for Committee Chair positions in 

the coming weeks. I appreciate 
what each of you has done 
to contribute to SMPS Central 
Florida this year and encourage 
you to get involved again 
next year. We have worked 
over the last few years to 
provide strategic and planning 
opportunities, management 
opportunities, and simple “bite-
sized” task roles to fit everyone’s 
needs from the overachiever 
to the busy bee to the “I don’t 
know where I fit” member. 

As always, please stay tuned to 
our website and social media for 
the latest updates! 

Finally, whether you are 
working remotely or in the 
office, I hope you and your 
loved ones are staying safe, 
following all recommended 
guidelines, keeping busy, and 
most importantly remaining 
positive during this new normal. 
We’re all in this together and we 
will come out of this stronger 
together. 

Thanks,

 
 
Katie Brancheau 
SMPS Central Florida Chapter 
President 
DRMP, Inc.
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Taking Proposals from Good to BEST

On February 4, 2020, Chuck Roberts spoke 
on proposal writing techniques at our 
second education boot camp. During 
the interactive workshop, we learned 
and practiced seven techniques from his 
CRACOMTM method. These techniques are 
proven to increase scores and win rates on 
competitive proposals and can be applied 
to every aspect of the proposal from cover 
letter, technical approach through resumes 
and project summaries.

A few takeaways:

• Proposals need a message – one solid 
message subtlety weaved throughout 
the entire proposal

• Proposals should not be about us, but 
about the client

• Difference between a benefit and a 
feature

Throughout this workshop, we gained 
valuable information and skills that will help 
us achieve our goals. A special aspect of 
this workshop was the practice of these 
techniques on our own proposals. Each 
attendee was asked to bring a recent 
proposal samples to practice. Chuck 
walked us through how we can make 
changes to our own proposals to make 
them even better. We also practiced 
writing benefits and avoiding the use of 
features. 

Chuck Roberts is the president and CEO 
of Performance Management Group, 
Inc. He brings 38 years of experience as 
a seller/doer in AEC services. He is an 
internationally recognized speaker who 
has presented at over 100 conference and 
cooperate events and provides knowledge 
of best practices within the AEC industry 
and beyond. 

SAVE THE DATE Upcoming Boot Camps:

#3: Effective Leadership with Steve 
Gavatorta – May 13, 2020

#4: Connecting the Analytical (and ROI) 
Dots with Data Storytelling with Tim Asimos 
– July 28, 2020

SPONSORSHIPS for each Boot Camp (#3 
and #4) are still available, please contact 
Shelley Foor at shelley.foor@skanska.com 
for more information.

Event Sponsor - $250: Logo on event 
page, marketing material, social media 
and E-Charrette announcements; two 
complimentary tickets; table product 
display; one minute presentation

Breakfast Sponsor or Coffee Sponsor - 
$150: Logo on event page, marketing 
material, social media and E-Charrette 
announcements; one complimentary ticket; 
verbal recognition at the event

EDUCATION





THE SEVENTH W
We’ve probably all taken some form of writing 
course. Early on, we’re taught to address the 
six Ws: who, what, when, where, why, and how. 
When compiling information for an article or RFQ 
response, those items are the basics and, too 
often, the things everyone focuses on. They’re 
quantifiable, comparative, expected … and 
boring.

But every project has a story, and that’s how 
we can make our firms stand out. As marketing 
professionals, we know that a compelling story 
will paint a picture that a stack of statistics 
can’t. When we look for differentiators in our 
service, we look to the intangibles—the things 
beyond mere numbers that speak to how our 
firms have impacted project owners, users, and 
communities. The story of how a project filled a 
need, enhanced the social fabric, or improved 
lives relies on a seventh W: wow. The wow shows 
how something, somewhere was changed for the 
better through our efforts on our past projects.

As SMPS Foundation trustees, we’re always 
thinking about the foundation’s efforts and the 
impact our research has on the profession. In the 
coming months, you’ll hear more about how our 
efforts are changing the ways SMPS members 
do their work. If you have stories about the ways 
you’ve applied the SMPS  Foundation’s work and 
how it has improved the way you do your job, 
please let us know. We’re working to produce 
projects with that “wow” to help you and your 
firm build business.

Our efforts are 100% funded through donations 
from individual members and their firms, and we 
thank all of our donors for your financial support. 
If you haven’t already or would like to donate 
again, please consider making a contribution* 
through one of these methods:

Text2Give:  To participate, text “Give 25” (to give 
$25, but you can enter any amount) to 703-991-
6181 and follow the prompts. You do not need to 
include the $ character.

Check the Box: When you receive your annual 
SMPS membership dues renewal, simply check 
the box to give to the SMPS Foundation.

Donate online: Visit the SMPS Foundation 
webpage and support the foundation by making 
a donation.

Now, go look for—and be a part of—the wow!

Brad

SMPS Foundation President Brad Thurman, P.E., 
FSMPS, CPSM, is principal and chief marketing 
officer at Wallace Engineering in Tulsa, OK. He 
can be reached at bthurman@wallacesc.com.

*All donations to the SMPS Foundation are fully 
deductible as charitable contributions for U.S. 
Federal income tax purposes.



PROGRAMS
The healthcare program was another 
huge success this year. We had 220 
people from the A/E/C industry attend 
the program to hear from Central Florida 
healthcare leaders on their take on 
“Healthcare Trends .” This was our biggest 
healthcare event to date.  We heard from 
Ozzie Delgado from Cleveland Clinic 
and what trends they are seeing at their 
facilities all over the country. We also 
had a two panel discussions and the 
panelist invited to offer a brief overview 
that addresses their thoughts on the 
healthcare trends as well as answer 
questions from attendees. The first panel 
included Wendy Brandon from UCF Lake 
Nona Medical Center, Rob Deininger from 
AdventHealth, and Abraham Pizam from 
UCF Rosen College of Hospitality. The 
second panel included Eddie Brooks from 
HCA, Tim Burrill from AdventHealth and 
John Walsh from Orlando Health. 

Key takeaways from this program 
included:

• Patient experience is most important 
and hospitals will continue to design 
and build facilities with the patients’ 
needs as their number one priority

• Hospitals need to be designed and 
built with value being the number 
measure

• Artificial intelligence is continuing to 
grow and will be the future of the 
healthcare world

• Need to find ways to keep up with 
all the healthcare data that is being 
collected on a daily basis.

SMPS was proud to host another 
successful event providing educational 
resources that facilitate conversation in 
and around the healthcare industry.



1. What made you want to pursue a CPSM 
certification?

It’s important to continue to move 
forward. I saw the value of CPSM early on 
when I entered A/E/C and identified the 
certification as a goal. I saw the statistics 
and information SMPS shares about the 
benefits of gaining this distinction and 
figured it was going to be the natural next 
step in my professional journey.

2. How much time did you spend preparing 
for the exam?

I spent a solid month reading EVERYTHING 
I could find. I took an hour a night, every 
night, making my way through all six 
Markendium books, flipping through 
presentations, and finding more study 
materials.

3. What did you do to study for the exam?

MySMPS was a tremendous resource in my 
preparation. I spent every day searching 
for new material: presentations, practice 
tests, supplemental reading, practice tests, 
testimony from other CPSMs, practice tests, 
and also practice tests. Searching this 
database for all these study collateral was 
immensely valuable. 

4. Do you have any outside study sources to 
recommend?

Honestly, MySMPS was so comprehensive, I 
didn’t venture too far out of what’s provided 
there for study resources. I would say the 
next biggest study resource was other 
CPSMs, getting their tips and insight about 
the certification and exam.

5. When did you decide you were ready to 
take the exam?

After I got my results. To be totally frank, I 
set an exam date to force myself to study 
and not procrastinate. The deadline I gave 
myself was admittedly hasty, but in a way 
that was extremely motivating. Sometimes 
it’s hard to feel 100% prepared for an exam 
like this, or any challenge for that matter. At 
the end of the day, it’s not necessarily about 
being “ready”, but rather not backing down 
from the challenge in front of you. 

6. Can you expand upon your experience 
during the exam?

The exam itself definitely took me back to 
high school days. Remember taking the 
SAT? It was a lot like that. Don’t worry too 
much about what you DON’T know; focus 
on what you KNOW you know. Mark the 
questions you’re not sure about and cut 
yourself some slack for not being totally 
confident in your answer. Return to those 
problem spots later. The exam allows you 
plenty of time per question. 

CPSM INTERVIEW
WITH SMPSCF

DIRECTOR OF 
MARKETING MECHANICS,

DANIEL VOSS



7. Was there anything you didn’t do to prepare 
for the exam that you wish you had?

If I were to go through this process again, 
I would have taken the time to read the 
Markendium books twice each, just to make 
sure I absorbed everything. Similarly, there 
were pieces of content in the books that just 
seemed to go over my head. Looking back I 
certainly should have spent more time on the 
challenging content and gained confidence in 
the parts that were my weaknesses.

8. How has having the CPSM benefitted you 
and your career?

I’ve had this certification since November 
2019. In that short time, there have been two 
main benefits to being CPSM. Firstly, just 
simply studying the material was great for 
revisiting the fundamentals of marketing in 
A/E/C, and who couldn’t use that? Also, and 
this may seem like a surface-value benefit, 
but there is something about having letters 
after your name in your email signature and 
LinkedIn. Emails get answered faster, you gain 
a reputation, and you simply become more 
confident.

9. Can you give an example where having the 
knowledge you learned from studying for the 
exam improved a task or project you worked 
on at Barton Malow?

The benefits I mentioned above have 
permeated throughout my day-to-day work. 
Everything from refreshing the fundamentals 
for simple things like proposal coordination to 
higher-level stuff like running and managing 
interview teams have become easier after 
earning my CPSM.

10. What advice do you have for someone 
thinking about obtaining their CPSM 
certification in the near future?

Just do it. Explain to your boss why you 
want to pursue the CPSM, talk about how 
your company will support you, and develop 
a plan for getting it done. Just do it; set 
an exam date, borrow the books from the 
lending library, download practice tests, read, 
practice, and take the thing! Just do it!

For more information visit: https://www.smps.org/learning/certification/





January

Positioning for the WIN with Capture Planning

1.22.2020

Cairy Baird, Eastern Marketing Business Development Lead 
for Tetra Tech, presented on the impact planning can have on 
getting your firm the win on a pursuit; defining capture planning, 
identifying why it is important, and introducing key elements 
of a capture plan. Capture planning is an essential element in 
positioning your firm to win. The fundamental capture planning 
process is an iterative progression from an unknown to a favored 
position with much of the effort happening before the RFP is even 
released.

The Big Take-Away: Most sales and marketing professionals 
agree that 40 to 80 percent of the time, clients have already 
decided who they want to work with before a proposal is even 
submitted. What can you do early on to become the firm of 
choice?

February

CPSM Panel

2.26.2020

Earning your CPSM distinction can be challenging but the 
rewards are worth the effort. But the entire thing can seem 
somewhat overwhelming. Marketing Mechanics brought in a 
panel of CPSMs to gain some perspective on the process, learn 
first-hand from those that have been there, and answered 
questions from attendees. reparation for the exam, study 
tips, information on resources, personal and professional 
benefits the panelists experienced since earning their 
CPSM, and much more were covered during the program. 

The Big Take-Away: Jump into the process and don’t    
wait for the “perfect time.” There are resources out there, 
including other motivated CPSM study partners. You can 
do it and you’ll know when you’re ready.

---

There is so much more to these programs than what can fit in this article. Marketing Mechanics strives to 
provide interesting, engaging, informative, and valuable programming each month. If you want to learn 
more, don’t forget that these programs are always free to members! And of course, guests are welcome 
to attend as well. If you have suggestions for future topics, feel free to let a committee member know! 





MEMBERSHIP
Corey Zimmerman, Client Manager at Gilbane Buildning Company/Director of Membership for SMPSCF

On January 28th we held the 2020 Mentor/Protege Program Kickoff at 
Brasfeild & Gorrie in Winter Park. During the time there, mentors were given 
the protege’s resumes to review and then two minutes to meet with each 
mentor and ask any questions that they may have. After meeting all of the 
mentors, the proteges ranked their top 3 choices and were paired with their 
2020 mentor before leaving! 

We also got to hear a great presentation from Cyndi Gundy about the Do’s 
and Don’ts of mentorship. She taught us how to make the most of our new 
menotr/protege relationship.     

On May 20th, we will be hosting a member appreciation breakfast at TLC 
Engineering Solutions. For the most accurate updates on all upcoming 
events please visit: https://smpscentralflorida.org/



MARKETERS, 
STOP APOLOGIZING

Why do we apologize so often? 
And, how it this hurting our 
authority in the workplace? I 
dive deep into both as well as 
other potentially problematic 
phrases to stop using.

I was inspired to write this 
article after listening to an 
episode of Women at Work, a 
podcast produced by Harvard 
Business Review. I would highly 
recommend listening to this 
podcast after you read this 
article.

While that podcast episode 
is focused around women’s 
language and its effects in the 
workplace, I believe that many 
of these same concepts and 
perceptions are relatable to 
marketing professionals in the 
A/E/C industry. We are often 
in departments or teams in 
a firm that is led by technical 
professionals.

As of this writing, the industry 
still skews heavily with men 
mostly making up firm 
ownership and marketing 
predominately being women. 
That is another issue, but for 
now, let’s start with something 
that we can have control 
over and that’s how we 
communicate.

What Apologizing Signifies

You may be prone to 
apologizing at work. Maybe 
you are late for a meeting, 
interrupted someone in a 
meeting or turned in a report 

late. You most likely will 
apologize in these situations. 
Saying “I’m sorry” is a good 
thing to say at work, especially 
when you are at fault and 
you’ve done something to 
apologize for.

But it can also be a bad thing 
at work.

According to a 2010 study 
called, “Why Women Apologize 
More Than Men: Gender 
Differences in Thresholds for 
Perceiving Offensive Behavior,” 
women do, in fact, apologize 
more than men. But, it’s not 
necessarily for the reason that 
we think.

It’s not that men are unwilling 
to apologize. If they think they 
have done something wrong, 
they will apologize. It’s just 
that men don’t think they have 
done as many things wrong. 
Men perceive fewer offenses 
than women. And, women rate 
the exact same offenses more 
severe and therefore are more 
willing to apologize for them.

Apologizing doesn’t send a 
message of strength. It doesn’t 
send a message of intention, 
that you are fully present, and 
it’s a form of minimizing yourself, 
your presence, and your 
contribution.

The podcast went on to 
interview Sally Helgesen, a 
leadership consultant and 
author of the book: How 
Women Rise, Break the 12 

Habits Holding You Back From 
Your Next Raise, Promotion, 
or Job. She believes that 
apologizing sends a signal that 
you’re not as competent or 
certainly as confident in your 
right to be where you are.

If you want to be seen as a 
leader, if you want to be seen 
as someone who can really be 
trusted, then it’s a good idea to 
stop the habitual apologizing. 
This habitual apologizing is 
sending the message that 
you’re either not responsible or 
that you’re taking responsibility 
for everything.

What to Say Instead

What should we be saying 
instead to be perceived as and 
taken seriously as a leader? I 
am so happy you asked.

The first recommendation is 
to say “thank you” more often. 
Try substituting “I’m sorry” for 
“thank you.”

For example, if you’re late 
for a meeting, don’t say I’m 
sorry. This turns the attention 
to you. Instead, try “thank 
you for waiting for me.” This 
demonstrates that you are 
being gracious to those there 
and that your presence in the 
meeting is an important one.

Stick with other positive options 
to replace your apology. You 
could say “I’m glad to be here” 
or “I am really looking forward 
to what we’re going to be 
talking about today.”

Lindsay Diven, CPSM, Marketer Take Flight



Another trick to sounding more 
confident is to reduce the word 
“just.” When you are talking 
or writing emails, remove the 
word just as much as possible. 
It typically does not change the 
meaning of the phrase or point 
you are trying to make. It makes 
your communication clearer 
and makes you sound more 
confident.

Other phrases you may use 
too often maybe, “I just want 
to add one more thing,” or 
“this will only take a second.” 
These may send the signal that 
what you have to say is not 
important, or this may be off 
point.

Avoid Maximizing

In your efforts to demonstrate 
your experience and being 
taken seriously, you may have 
fallen into the maximizing trap. 
When you are in the maximizing 
trap, when you are sending an 
email, talking to firm leaders 
about your new idea, or making 
the case for a new campaign, 
you throw the whole kitchen 
sink at it to justify, rationalize, 
support, claim a right to be 
there. This can be less effective.

Numerous studies of women 
average 20,000 words a day 
and men use, on average 7,000. 
Outside of work, women bond 
through this communication. 
But, in a work situation, a lot of 
background and a lot of detail 
can undermine you when you 
are dealing with leadership 
level.

You might be far more effective 
to say, “Here’s my idea. If you’re 
interested in how I came up 
with this, let me know.” It’s really 
being intentional about how 
you communicate to achieve 
what you are trying to achieve.

When you are writing emails, 
edit them so you don’t have 
extra words, extra phrases, or 

extra sentences. Most people 
like to read something that is 
short and clear.

Review and Edit Your Emails

Emails are also another place 
that the phrase “I’m sorry” too 
often appears. Think about how 
many times in the last week you 
sent an email with the following 
phrases:

I’m sorry I didn’t respond sooner

I’m sorry I didn’t get this to you 
sooner

I’m sorry but I couldn’t get a 
hold of…

These phrases are a waste of 
time and space in the email. 
Now, if you were truly at fault for 
something, then an apology is 
warranted, but not responding 
to an email after a few days, in 
my opinion, doesn’t warrant an 
apology.

Still write the email, but before 
you send, re-read it and delete 
the I’m sorry phrase. Just start 
the email with the sentence 
that comes after that. The 
person still wants the answer. 
Write the email and be concise 
with the response. I have 
been practicing this for a few 
months and I can really see 
the difference in how others 
respond to me.

So, be concise and clear in your 
email and, quite frankly, all of 
your communications.

The Right Balance

It doesn’t matter if you are a 
male or female in that we can 
both get criticized for being too 
harsh or too pushy. If you start 
being more direct and concise, 
you may be criticized for being 
cold or a bitch, especially if you 
are a woman. There are stories 
and internet lore of the same 
email being sent around from 
a woman and a man being 

treated very differently. Heck, I 
have been there.

 The podcast hosts had a great 
way to overcome this. Their 
advice was to address the 
comment at that moment. If 
someone says, “that was a little 
direct” or “you were a bit scary 
there.” Address the comment at 
that moment.

They suggest asking how that 
person could have said the 
same thing differently or use a 
bit of humor and say something 
like “You’re pretty easily scared 
aren’t you.”

Another option is to say that 
you being thoughtful of their 
time, so you just wanted to get 
to the point. Or, you can say 
nothing at all.

You can’t let people get 
into your head. You have to 
remember your purpose for your 
communication.

In Conclusion

We have been given countless 
advice about what to say and 
what not to say (including this 
article). I want you to instead 
focus on what you want and 
what you care about and 
be strategic in that way. Ask 
yourself what do I want in 
this situation and what’s the 
language that helps me get 
there?

Remember, you don’t have to 
apologize if it’s not truly your 
fault.

Your Turn

What is one habit you 
are going to eliminate 
or try to minimize in your 
communication, whether verbal 
or written communication?

For more blog posts, resources, 
and trainings, visit: https://
www.marketerstakeflight.com/



Member Spotlight
What year did you become an SMPS member? 

2013

Do you currently hold a board or committee 
position? 

Communications Committee Member

If Yes, what do you help with on your committee 
and why do you suggest someone to be involved 
with one? 

On this committee I play the role of Graphic 
Designer; creating all the event/program 
graphics for each committee. 

Joining a committee is a great way to network 
and build a stronger relationship with fellow peers 
in the industry. It elevates your experience as 
an SMPS member. You go beyond being just a 
member, you become a contributor. You gain a 
sense of leadership and accomplishment.

How would you describe your role/job? 

My role includes the coordination of marketing 
activities, producing marketing materials, 
translating pursuit visions through the 
development of proposals and presentations, 
organizing special events, and researching target 
markets. Additionally, I create concept designs for 
proposal layouts, presentations, advertisements, 
and other marketing materials.

How has membership in SMPS helped you to 
advance your firm or your career? 

Being a part of SMPS has helped me in building 
stronger relationships with fellow peers in our 
industry. Becoming a committee member only 
reinforced that. It also pushed me to take on more 
responsibility and get out of my comfort zone. 
Balancing work demands along with committee 
tasks has helped strengthen my ability to multi-
task. 

What’s one thing you’d teach someone in your 
industry? 

To be confident and know your worth within the 
industry. As marketer, we bring so much value and 
insight to a company. Don’t be afraid to share 
your knowledge and expertise. 

Which of your personal attributes has made you 
most successful in your career?

My creativity and devotedness. 

Best lesson from a mentor?

Don’t expect things to get handed to you. Don’t 
be afraid to speak up and go after what you 
want. 



What year did you become an 
SMPS member? 2018 Do you 
currently hold a board or 
committee position? Yes, I’m 
a member of the Marketing 
Mechanics committee.

If Yes, what do you help with 
on your committee and why do 
you suggest someone to be 
involved with one?  I support 
the committee by helping 
to plan our monthly events, 
which includes reaching out 
to potential speakers and 
advertising ahead of the event 
on LinkedIn and within my 
company. I also attend most 
of our events and, along with 
other committee members, 
assist with registration, taking 
photos, and collecting program 
reviews. I came from a different 
industry—my background is 
in creative writing—so being 
a part of this committee has 
helped me learn more about 
SMPS, A/E/C marketing, and 
the industry. It’s also allowed me 
to network and see/learn what 
other firms and marketers are 
doing currently. I highly suggest 
joining a committee for this 
reason, but I think it’s especially 
helpful for those who are new to 
the industry.

How would you describe your 
role/job? I’m a marketing 
specialist with Tetra Tech 
and I spend most of my time 
leading proposals in the water 
and wastewater engineering 
field. I also support my team 
by providing content writing 
support and by training new 
hires in our processes and 
procedures for proposal writing.

What have been the challenges 
and rewards of your career? As 
an outsider to this field when 
I joined Tetra Tech in 2017, 
my biggest challenge was 
learning about the industry and 
proposal writing in general. This 
was a brand new discourse 
community for me, and I wasn’t 
familiar with the language 
(especially all the acronyms!). 
I find it rewarding that three 
years later I’m helping to train 
new hires. We have marketing 
specialists in offices across the 
US, and I love how my team 
cross-shares work, especially 
when we’re busy and quickly 
reaching a submittal deadline. 
It’s always rewarding to help a 
fellow teammate and receive 
their support in return.

What has been your most 
meaningful or interesting project?  
In 2018, I helped support 
another marketer on my team 
who was leading a large pursuit 
out of our California office. The 
project would close a gap in the 
bike path that runs through Los 
Angeles. This was my first time 
supporting a transportation 
proposal, and it was also the 
largest pursuit I had worked 
on. We had one lead marketer 
as well as me and one other 
marketing specialist working 
on this submittal in addition 
to several technical leads and 
subconsultants. We also hired 

an outside graphic design 
company to assist with graphics 
for this proposal. While we 
didn’t win this particular job, I’m 
immensely proud of the final 
product our team put together. 
It was a great opportunity for 
me so early in my career, and 
I’m grateful that I was chosen to 
support this project.

How has membership in SMPS 
helped you to advance your 
firm or your career? As a new 
member, it’s been great to meet 
others in my field, and it has 
also encouraged me to start 
planning for CPSM certification. 
I love knowing that other SMPS 
members know exactly what I 
do and the challenges that we 
each face.

What’s one thing you’d teach 
someone in your industry? 
Organizational skills – find what 
works best for you and use it for 
success.

What’s your favorite Central 
Florida restaurant and why?

I feel like my answer to this 
question is always changing! 
Right now, I’d have to say Tako 
Cheena. 1) I really enjoy their 
food, and 2) I associate the 
restaurant with my good friends 
who have moved to Atlanta. My 
husband and I often ate there 
with them, so there’s a bit of 
nostalgia wrapped up in this 
answer.

Favorite book? Like my favorite 
restaurant, I find it hard to 
pick one favorite book, so I’ll 
just tell you what I’m reading 
currently. I’m listening to the 
audio version of Girl, Wash Your 
Face by Rachel Hollis and I’m 
also finishing up a hard copy of 
Mostly Dead Things by Kristen 
Arnett.

For more member spotlights visit 
https://smpscentralflorida.org





WELCOME
 New SMPS Members

Caitlin Shick 
CPPI

Ellen Wright 
Matern Professional Engineering

Michelle Tatom 
Rhodes Brito Architects 

Dana Boyte
CGL Companies

Lauren Burnham 
OCI Associates, Inc.

Brian Chittenden
Willis Construction Consulting, Inc.

Michael Gramblin 
J Raymond Construction 

Amanda Jorjorian
The Balmoral Group

Mallory Scherzinger 
The Whiting Turner Contracting Company

Shelbee Simmons 
Fugleberg Koch 

Ryan Velasquez 
UCF

SMPS 2020 Annual 
Sponsors

GOLD

SILVER

BRONZE

THANK YOU!



FL CGC-061844
bartonmalow.com

This is knowledge-sharing group of peers meet quarterly to 
answer questions and provide training, free of charge!

Meetings are typically from 8:15am to 10am at 
DRMP (941 Lake Baldwin Lane, Orlando, FL 32814) 

Most Recent Topics Include:
Preparing to migrate to VantagePoint. Best practices for 

expense report importing. Customizing opportunities and mass 
importing opportunity data. Live demo of VantagePoint and 

firms’ reservations to implementing.

How to Join:
Email Lisa Robinson at LRobinson@keithteam.com 

to be added to the quarterly invites. 

Join the Central Florida 
Deltek

Vision/VantagePoint 
Users Group
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