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MESSAGE
FROM THE

PRESIDENT

A year ago now (380 days to be exact!), I wasn’t exactly sure how things would play out with 
SMPS Central Florida’s event, volunteers, meetings, and more. What would events look like? 
How would we keep you engaged? How could we deliver meaningful programs and networking 
opportunities to members and industry partners so you would receive just as many benefits as 
you did in person? How long would we have to operate in this weird, strange, new environment? 

Now, 380 days into this streamlined, not so strange, not so weird anymore Zoom world, I can 
honestly say – WOW! I don’t know if I have never been so impressed with:

• The dedication of our Chapter’s volunteer team, consisting of more than 45 members from 
the Board of Directors, Chairs, and committee participants—who have brought endless ideas 
to the table and taken the leap to implement them, lent their time and energy and talents to 
create and deliver content to you, learned new software and technologies for the best user 
experience, and facilitated dozens of hours of events. 

• The engagement of members, former members, non-members, and guests—who have 
collaborated, demonstrated grace to one another, offered support and advice to strangers 
and old friends, and even allowed us all in their homes and to meet their loved ones!

• The collaboration between other SMPS chapters and partner organizations—who have 
teamed with us, extended member rates to our members, promoted our events, and allowed 
us to do the same. 
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IN FACT, IN THE PAST 213 DAYS ALONE (THIS BOARD YEAR), WE HAVE: 

HOSTED 20 EVENTS, INCLUDING: 

 ■ Presented to 523 attendees

 ■ Donated $1,110 to charities through fundraising and Chapter donations 
on behalf of speakers 

 ■ Developed 83 graphics, 2 newsletters, and 297 social media posts

 ■ Advertised 25 job postings and 2 career-seeking resumes 

 ■ Promoted events for SMPS North Florida, South Florida, and  
Tampa Bay Chapters

 ■ Partnered with 10 other professional societies

PLUS, WE HAVE SO MUCH MORE IN STORE FOR YOU IN THE COMING MONTHS! 

So, WOW! What more can I say? I am amazed, grateful, and truly honored to be a part of an 
amazing, strong, innovative, and proactive group of people with SMPS!

And here is where I charge you—maybe you have ideas on enhancing our efforts, or perhaps 
you attended an event and would love to recreate it, or maybe you have been wanting to get 
involved but feel it is just a little too intimidating—NOW is your chance! “One bite at a time” by 
many, many helping hands leads to one powerhouse team that can do amazing things! So, what 
do you have to lose? Rather, what do you have to gain—new skillsets, an expanded network with 
solid relationships, firm and industry recognition, friendly client contact, a creative outlet. Reach 
out to me or one of the other 45 volunteers, or jump on a quick committee Zoom call this month 
and take your “bite.”

6  EDUCATION EVENTS FOR VARYING LEVELS 
OF MARKETERS AND BUSINESS DEVELOPERS 

3  INDUSTRY/CLIENT PROGRAMS

2  SOCIAL/GIVEBACK HAPPY HOURS

6  MEMBER-EXCLUSIVE COFFEE CHATS

3  MENTOR/PROTÉGÉ-FOCUSED EVENTS

Want to be the First to Know About Our Events? Follow Us: 

Twitter: @SMPSCentralFL Instagram: @smpscentralflorida

Facebook: SMPS Central Florida LinkedIn: @SMPSCentralFlorida
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ROSE BATIGNANI
SMPS Central Florida President-Elect

1. How Did You End Up In The Aec Industry?
By accident! After receiving my bachelor’s degree in Psychology, I decided to take a little break to 
figure out my career goals before working toward my master’s degree.  I was offered a temp job with a 
construction company that transformed into a full-time Marketing position.

2. How did you become engaged with SMPS? 
I was voluntold! I had no idea who or what SMPS was at the time! I loved being involved so my 
knowledge of SMPS and my role in the organization grew! 

3. What made you want to serve as president? 
To give back to SMPS members. SMPS has helped me navigate my career and with the help of my 
committee, I hope to be a resource to members and to help empower each and every member. I love 
to see people grow and excel in our industry!

4.  Most beneficial part of SMPS to you? 
That people are here to help.  Valuable connections developed into strong support systems.  The 
benefits are priceless!  

5. What is your favorite part of your job? 
Planning and attending events. I miss seeing everyone in person! 

6. What is your least favorite part of your job?  
There is never a dull moment while performing this job, the workload keeps me very busy. It would be 
nice to have a few minutes of downtime!

7.  Your best advice to someone entering marketing for the AEC world is
Familiarize yourself with all career paths.  Once you determine your path of interest, meet with 
individuals in those roles. They will provide very helpful advice!

WORK ME:

PRESIDENT- 
ELECT EDITION
20 QUESTIONS
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8. What is your best memory with SMPSers? 
Not to sound like a cliché but it was when I won “rising star” over 10 years ago. I was new to the 
industry and SMPS. The award caught me by surprise, and it helped validate my work. It also made 
me realize that people really do appreciate all of the behind the scenes work I was doing!

9. CPSM – is it worth it?  
Yes, it is worth it!  Everyone who has passed the test has shown tremendous growth in their career.

10. Do you decorate your office like a second home or are you a minimalist? 
I try to be a minimalist at home and the office. Right now, I have some small plants, framed quotes 
and photos.   

THE OUTSIDE-OF-WORK ME 

11. What do you do in your free time? 
You will usually find me up in the air! Almost every day I do aerial silks and yoga. I also enjoy cycling, 
surfing, playing with my dogs, painting and reading.

12. If you could travel anywhere, where would you go? 
I would go back to Greece. Love it there!

13. What is your favorite movie? 
Anything with Ryan Reynolds! 

14. How do you spend rainy days? 
Reading and painting with alcohol ink.

15. Favorite Sports Team? 
I’m weird! I don’t watch sports. 

16. Are you a coffee or tea person? 
Coffee all the way!!!!

17. Dog, cat, or not-an-animal person? 
Definitely an animal lover…I have 3 black labs and 3 cats. My dogs are my babies! 

18. What’s your favorite quote or saying? 
“The journey of a thousand miles begins with one step.” – Lao Tzu

19. If you could do it all again, what would be your dream job? 
The realist in me would have invested my time in design with the intention to become a Creative 
Director. The playful side in me says I would work at an animal sanctuary! 

20. A little unknown fact about me is…
At home, on the fly, I change the words to songs to have meaning to something in my life. An easy 
example is “I like big Puppies and I cannot lie. When a dog walks in with big floppy ears and a waggly 
tail I get joy-ful” I think you can figure out the song from that! 

5



SMPS Central Florida Members, 

For those of you who do not know me, my name is Rose Batignani and I will be serving as your 2021-
2022 Chapter President. First, let me express my heartfelt gratitude to every one of you for your 
continued strength and patience as we all redevelop and adapt!  After enduring the tumultuous year 
of 2020, we begin 2021 still treading along a bumpy path.  Your passion and perseverance to not only 
be a high-performance colleague at your company, but to also be a member of SMPS Central Florida 
is outstanding. We APPRECIATE YOU and THANK YOU for your trust to continue your professional 
development with SMPS! 

Those who do know me can tell you I am a little bit of a hippy stuffed into the mindset of a corporate 
woman! I am easy-going, love to listen to people, and I work/ play hard. Most importantly I am 
committed to helping others succeed. So, why am I a continued supporter of SMPS? SMPS has been 
influential in helping me develop my skills, create life-long relationships, and gain more intelligence 
in our industry.  In 2015, moments of doubt had crept in, and I decided to leave the industry for a 
few years due to burn-out caused by The Great Recession of 2008. Once I returned to the industry, I 
learned that our niche of fellow Marketers is incredible! People took the time to help me find a fantastic 
job (in less than a week), get me back up to speed on the industry, and most importantly, everyone 
took me back with open arms as if I never left! 

What did I learn about myself over the years? Is that I have GRIT! According to Author Angela Duckworth 
“Grit is passion and perseverance for long-term goals.” I am a strong believer that we all have GRIT and 
that SMPS is here to help you construct your goals and streamline the process to meet them. 

Do you have GRIT? If you do, I charge you with the task of getting involved. Attend events, meet new 
people, ask questions, and be a part of a committee. How do you take charge of your future? By 
investing your time into an organization that will work for you! We are all busy, and the time never 
seems perfect. But that is the greatest thing – you are backed by teams of chairs, committees, officers, 
and advisors. 

Whether you are a new member, active member, busy member, or someone on the fringe, make this 
the year you take the next step with your SMPS membership and become Gritty! 

Director and officer positions are now available for the 2021-2022 board year. Please complete the 
nominations form and send it to me, along with the required reference letters and other information, to 
be considered for this great opportunity. 

If you have questions about the commitment, what is entailed, how you can get more involved, or 
anything at all, never hesitate to email or call me.

All the Best, 

Email: rbatignani@williamsco.com | Cell Phone: 407.760.7930

ROSE BATIGNANI, SMPS CENTRAL  
FLORIDA PRESIDENT-ELECT
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You’ve been saying that you want to become more involved with SMPS Central 
Florida and maximize your membership. Well your opportunity is here! Nomina-
tions are now open for the 2021-2022 SMPS Central Florida Board of Directors. The 
board year begins on September 1, 2021 and ends on August 31, 2022.

THE FOLLOWING POSITIONS ARE AVAILABLE:

• President-Elect (3-year commitment)
• Treasurer (2-year commitment)
• Director of Communications (1-year commitment)
• Director of Education (1-year commitment)
• Director of Membership (1-year commitment) 
• Director of Programs (1-year commitment)

Each Director position is supported by 3 to 5 Chair positions so that we can 
continue providing opportunities for all members. When you volunteer to spend 
your time leading the Chapter, know that you have a team behind you!

Please complete the form and reference letters no later than  
Friday, April 2, 2021.

If you have any further questions about the positions please don’t hesitate to con-
tact Rose Batignani, President-Elect at  
rbatignani@williamsco.com or 407.760.7930.

Thank you for your continued support in SMPS Central Florida!

#SMPSCF | smpscentralflorida.com
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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.

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. For more information, contact the Education 
Committee at education@smpscentralflorida.org.

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. 

Member Exclusive Events & Perk
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Event Spotlight | Virtual Coffee Talk: 
Diversity & Inclusion

 
If you missed our January’s Virtual Coffee Talk: Diversity & Inclusion 
with Stacey Russell, CDP of GPI, then you missed out on an engaging 
conversation on the value of DEI strategies in the A/E/C industry. We all 
recognized the importance of an inclusive workplace through the shared 
stories and agreed to promote a culture within our respective firms where 
people with different experiences and backgrounds feel comfortable 
to share their perspectives and approaches.  There is no better way to 
discuss such difficult topics with friends than a coffee talk over Zoom, so 
we may have to plan a Part II.  

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.

Mentor/Protégé Program in the 
Zoom environment too! 
The 2021 Mentor/Protégé Program is in full swing with eight 
pairings, all of which were matched with one of the protégé’s top 
three selections! This formal program was designed to support marketers 
and business developers with their professional development as well as 
personal growth. No matter where one is in their career, the important and 
valuable benefits, relationship, and insights gained for both protégés and 
mentors is invaluable. An additional benefit is learning how to seek out 
informal mentors and serve as a mentor to those around you. Professionals 
at all stages of their careers should always consider participating! 
Applications for the 2022 Mentor/Protégé Program will open this Fall,
 so be on the lookout to participate!

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.
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Connecting and Becoming 
More Involved
Rounding out a year at home or just not in our habitual environment 
means we are reallyready to develop more meaningful connections, do 
more of what we love, and dabble in things we’d like todo –like managing 
teams, graphic design, managing budgets, or event planning.oWe have 
made it even easier for you to take “a bite sized piece” of volunteering! 
Committees meet on a set day/time each month and Zoom links are 
available for you to jump on at any time. We are all nervous walking into a 
room for the first time or after a long time. While we can’t embrace you in 
person (just yet!), you have our commitment we are your SMPS family and 
will welcome you with open arms.

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

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!
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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
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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.

SMPS CENTRAL FLORIDA NEWSLETTER



On March 24th in partnership with AMFP, SMPS 

Central Florida virtually hosted Steven R. Smith, 

MD, Senior Vice President and Chief Scientific 

Officer with AdventHealth, Elizabeth A. Dovec, MD, FACS, FASMBS, Diplomate for the American Board 

of Obesity Medicine and Director of the Greater Baltimore Medical Center, and Victor J. Rosenbaum, 

FACHE, Assistant Vice President, Ambulatory and Post-Acute Services for Orlando Health. The highly 

attended Healthcare Program focused on the personalization of healthcare through individual 

patient research and new technology platforms. 

HIGHLIGHTS FROM EACH SPEAKER INCLUDE:

Keynote Speaker: Steven R. Smith – Smith’s research focuses on obesity, diabetes, and the metabolic 

origins of cardiovascular disease with the understanding that each person is unique at the molecular 

level. His presentation focused on the benefits of understanding individual patient’s ability to adapt 

to diets in high fat and how that leads to type 2 diabetes. Most importantly, the discovery that the 

inability to burn fat is programmed into muscle cells provides a novel way to identify and test new 

treatments for obesity and diabetes. 

Panel Speaker: Elizabeth A. Dovec – As the co-founder and co-creator of NewTri Health, a trusted, 

standardized, state of the art, virtual pre-operative education system to prepare patients for 

bariatric surgery, Elizabeth’s discussion focused on the virtual opportunities with healthcare and the 

staggering obesity epidemic. 

Panel Speaker: Victor J. Rosenbaum – Victor is a consultant specializing in hospital operations 

and strategic/operational planning.  He talked about expanding access to care for patients by 

growing the ambulatory footprint to include:  outpatient imaging, lab, wound, and rehab; telehealth; 

ambulatory surgery centers; urgent care; retail pharmacy; home health; and home primary care.  

Personalizing
Healthcare
THROUGH RESEARCH 
AND TECHNOLOGY
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During the pandemic, I have missed interacting with my team 
members outside of the office. We scheduled Zoom calls for happy 
hours, birthdays, and online scavenger hunts; however, things 
always felt a bit discombobulated and impersonal.  

With the absence of group gatherings and shared camaraderie this past year, the motivation 
to actively participate in scheduled “virtual” events has diminished.

I had the emblazoned idea to reconnect with the women in my office and other organizations 
by starting a virtual book club. Since the pandemic, I have been steadfastly reading through 
powerful stories and novels such as Becoming by Michelle Obama, The Moment of Lift by 
Melinda Gates, White Fragility by Robin DiAngelo, and Untamed by Glennon Doyle. Currently, I 
am reading Grit by Angela Duckworth and studying for the CPSM.

This reading has provided much self-reflection and I contemplate the type of message I am 
sending to the future women moving into the A/E/C world. During the SMPS Central Florida 
Coffee Talk, we discussed the importance of women in our industry and how to become better 
role models for women moving up the ranks at our respective firms, how to have a voice at the 
table, and the ability to be proactive. 

Here are some of the nuggets of wisdom I gleaned from our candid Coffee Talk! 

How can you help? Be a champion for success by mentoring and building a relationship with a 
fellow female team member. If you are the boss, be advantageous by delegating some of your 
tasks to her, providing recognition for each accomplishment. 

By allocating some of your tasks to other team members, you free up your time to move onto 
more critical company goals. The most important thing to remember is that it takes a team to 
lead a company to success. Holding an employee back from their potential because of fear of 
their success will only hinder the group dynamics. 

The more you nurture your team member, the more 
successful you and your team will become.

Uplifting Women
in Construction  
IN THIS ISSUE: Article, written by Rose Batignani
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Are you in a meeting where you feel you have no 
voice? Sometimes it’s hard for women to break 
into a conversation. 

Some solutions include: 
 ■ Join the meeting early. Some sessions start with an informal advance chat that 
spills into the meeting.

 ■ Prepare in advance! Jotting down notes and ideas beforehand will help you feel 
more confident during the meeting! 

 ■ Be sure to keep your voice calm and composed during the meeting. Do not get 
stressed and aggressive if you feel challenged. 

 ■ Build allies in your company. If you don’t feel heard, share your ideas with the 
meeting leader beforehand. That individual will be sure to call on you.  

Be proactive. At the beginning of your career, 
say “yes” to as many tasks as possible, 
within reason of what you are capable of 
doing and not what you are afraid to do! 
When an opportunity is presented to take 
on more responsibility, be confident in what 
they see in you. By showing up, trying, and 
sometimes failing, you demonstrate that 
you are an integral part of the team. When 
you stretch and challenge yourself to do 
something unfamiliar, you prepare yourself for 
the next chapter. That is what leads to great 
managers.

Remember, you are your best champion! 
Figure out your career goal(s), what is lacking, 
and map out a way to achieve that goal(s). 
What I gathered from the SMPS Coffee Talk is 
that we are here to support each other, most 
of our male counterparts are rooting for our 
success, and there are opportunities for you 
to succeed. Listen, express your voice and be 
sure to participate actively!

Looking for inspiration? Check out one of the books mentioned 
above or one of my favorite hashtags floating around #moveoverbob from  
https://www.moveoverbob.com/aboutmob.
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The challenge for A/E/C leadership is to teach them 
business skills, like networking and taking a consultative 
approach to conversations. New graduates and 
professionals need to fill in the knowledge gaps related 
to business acumen and marketing skills. How can 
we as marketers and business developers help them 
during this time when personal and business worlds are 
colliding due to the pandemic?

REALIZE THE VALUE OF PERSONAL NETWORKS

The first step is to help young professionals gain an 
appreciation of people they already know. They may 
assume their connections are limited. But, as they 
sketch their personal network on a whiteboard, it’s 
always a joyful discovery. They soon realize they have 
a solid foundation to build a business network. Clusters 
of potential future business relationships include the 
following: 

Current and future clients. Have them list past clients 
and colleagues either at their firm or nonprofits 
where they volunteer, in addition to friends and family 
members. These are people who value and have a 
stake in advancing their professional skills. Add to the 
list those whom they aspire to work with in the future. 
Up to three names of potential clients of interest should 
go in this bubble on the white board.

Current and future partners. These may be coworkers, 
colleagues in other firms, or product vendors. They 
should write down three to five names of people 
they’re familiar with who would be willing to have open 
dialogues about business trends and opportunities.

IN THIS ISSUE: Article, written by Greg Kanz, APR, CPSM, marketing director for Shive-Hattery’s eleven offices across 
Illinois, Indiana, Iowa, Nebraska, and Wisconsin.

Connectors. These people seem to know everyone. 
They can often make a direct connection or use their 
network to facilitate an introduction. Connectors are 
like Miracle-Gro® for establishing new relationships. 
Identify the connectors in the network and add them 
to the mix. 

Mentors. These are the final keys in possible 
connections. It’s important for the young professional to 
name at least one person they consider a mentor for 
professional advice and counsel. Consider mentors for 
different areas of expertise. These coaches are essential 
for learning but often help grow the network, too.

MAKE THE BUSINESS TRANSITION 

Once the list is complete, how should young 
professionals go about initiating conversations? Glenda 
Kohout, business developer for Shive-Hattery in West 
Des Moines, IA, says younger staff don’t have to close a 
deal; they just need to open a door. She explains, “When 
they realize their mission is to be a resource and learn 
more about them, it takes all the pressure off.” 

Kohout is often asked how to transition a casual 
conversation to open the door for a business 
opportunity. Here are her top tips for creating organic 
conversations. 

Engage in active listening. An active listener is present in 
the moment and genuinely interested in what the other 
person has to say. They should let go of the urge to 
rehearse how they want to respond and ask questions 
instead. This relentless focus on others will spark ideas 
and provide opportunities to help and share insights.  

The next generation of A/E/C professionals is an impressive wave of talent. They’re diverse, 
well-educated, and altruistic, with a personal network seamlessly connected with technology. 
They’re eager to advance their careers and change the world for the better. They can often 
see the potential of working with personal connections, but lack the skills to transition those 
connections into a business relationship

SMPS CENTRAL FLORIDA NEWSLETTER



Be informal. While in a personal conversation with 
someone new, young professionals should informally share 
what they do and who they work for. They should weave 
this into the conversation versus reciting an elevator 
speech. It’s more comfortable for them if they describe 
what they love about their career and tell stories about 
the people they work with. Authenticity wins.

Connect with stories. Young professionals might not 
have worked directly on enough projects yet to tell their 
own stories. Help them understand that firm stories are 
equally theirs. They can learn a lot by asking peers about 
projects, and they should take good notes. There’s an art 
and a process to telling a good, concise story. Help them 
frame it in an outline: 

 ■ Challenge (What business problem did the 
project solve?)

 ■ Solution (How did we solve the challenge?)

 ■ Impact (What did our solution do for them?)

Then instruct them to put that into three to four 
sentences—keep it short and connect it to what’s 
important to the person they’re talking with. They should 
know what’s important to them because they’ve been 
actively listening.

Be a resource. Young professionals need to realize that 
while they may not be able to help directly, they likely 
know someone in their network who can. They can begin 
building trust by being a resource for a variety of things. 
When discussing a challenge, they shouldn’t expect to 
have all the answers or an instant solution. They may 
simply be able to connect the other person to a resource 
who can help. They should position themselves as a go-
to person for ideas and connections.

Don’t expect perfection. Perhaps most important, 
professionals just starting out should give themselves 
permission to fail. “Focus on becoming better, rather than 
being perfect,” Kohout advises. “This approach breaks 
through the paralysis of getting started.” 

Whether you’re new to the profession or an experienced 
marketer or business developer, these steps can help 
transition personal networks to business colleagues. With 
the blurred lines already created during these times, it 
makes more sense than ever to look toward expanding 
our business networks. 

SOCIAL MEDIA DOS AND DON’TS 

DO: DON’T:
Know the personal brand you want to convey. Filter every 
social media activity through your values—does it fit who 
you are and what you believe in and care about?

Express every thought and feeling or post in the heat 
of the moment when emotions are high. Some things 
cannot be unsaid or undone.

Set up two-step authentication to ensure your account 
is secure and as hack-free as possible.

Accept a Facebook friend request from someone you 
don’t know.

Double-check hashtags to ensure you’re associating 
your post with correct and appropriate content.

Assume social media posts disappear. Screenshots and 
video can be taken by others who aren’t connected to 
you but may know you through mutual friends.

Assume what you put out on social media can be seen/
heard by anyone, including your professional network.

Engage in online arguments or disagreements, or 
assume others will understand the context of a joke or 
sarcastic comment.

Implement “tag review” on Facebook’s “Timeline and 
Tagging” setting to control posts/images associated  
with you.

Express opinions too early before you have all the 
facts and context.

Review your public profile to make sure it conveys your 
authentic image.

Check in everywhere you go—some things are best 
left private (bars, clubs, etc.). 

Google yourself to see what content appears in the first 
few search pages.

Post political commentary unless it’s done with 
civility—get out and vote instead.

Personal spaces (ultimately in the public sight) like LinkedIn, Facebook, Twitter, Snapchat, Instagram, 
and other social media platforms create a digital contrail.  Here are a few dos and don’ts young 
professionals should keep in mind to protect their reputations, and those of their firms: 
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On January 27th in partnership with WTS Central 
Florida and the ASCE East Central Florida 
Branch, SMPS Central Florida hosted Michael 
Cegelis, Executive Vice President of Infrastructure 
Development and Katie Mitzner, Manager of Public Affairs of Brightline. This highly 
attended program focused on Brightline’s new extension of their intercity passenger 
rail to Orlando. Brightline is the first privately-funded rail line in the United States and 
currently operates in South Florida with stations in Miami, Fort Lauderdale, and West 
Palm Beach. In addition to the connection to Orlando, they have three new South 
Florida Stations underway at Aventura, Boca Raton, and Port of Miami. Finally, Brightline 
is also planning a future connection between Orlando and Tampa with a confirmed 
stop in development at Disney Springs.

Highlights from their presentation and the 170-mile extension to Orlando include: 

 ■ A new vehicle maintenance facility at the Orlando International Airport

 ■ A new station at the Orlando International Airport’s intermodal facility

 ■ Use of Petrucoo’s innovative box-jacking technology to push two rail underpasses 
under current roadways, one with active traffic, in a matter of weeks instead of month. A 
timelapse of the Goldenrod Road box jacking can be found here: https://www.youtube.
com/watch?v=YjZO8C6JUQo

 ■ 50 new rail bridges

 ■ Upgrades to 155 grade crossings including safety 
enhancement such as new gate mechanisms, auxiliary 
flashers, improved signage, vehicle presence detection, 
quiet zone compatibility, Positive Train Control (PTC), 
and sealed corridors

For more information on Brightline and their history-making 
projects, you can visit https://www.gobrightline.com/
railroad-construction or follow them on Twitter, Instagram, 
and LinkedIn @GoBrightline.
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Engineers & Planners
www.avconinc.com

407.599.1122

Transforming Today’s Ideas into Tomorrow’s Reality
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How to Ask for What You Want - 
Communicating with Your Manager

How you communicate with your manager can have an enormous 
impact on how you both define your professional goals, including laying 
out your personal roadmap to success. Careful communication in 
difficult moments helps define who you are, impacting your future path 
and goals. Sometimes that means you need to step back and reflect; 
sometimes it means stepping up and taking action. Learning what to 
do and when to do it requires honesty and patience in your personal 
reflections and conversations.

In this program, Erika Booker explored how marketers can understand who their champions 
are, how to build win-win scenarios for themselves and their managers, and explained 
how patience is the greatest virtue to keep in mind throughout these endeavors. Key 
takeaways include:

IDENTIFY CHAMPIONS

• Look for mentors - These are not necessarily other peers in marketing. They can come 
from within another department in your company/even from SMPS. Look for someone 
who understands your goals & can help you achieve them. If you don’t tell them your 
goals, they can’t help you with this.

• Seek out advocates – They’re always there and watching your work, whether you 
notice or not. Make sure they’re in a position to advocate for you, and always be honest 
and authentic in your interactions.

PRACTICE PATIENCE

• Don’t give up on your goals/ideas – change is constant.

• Continue to gather info/adjust your approach – if an idea is shot down, ask why, so you 
know how/where to refine.

RE-EXAMINE/RE-DEFINE

• Think about what you want and if it continues to be important to you over time (Don’t 
just “keep swimming”; it’s okay to take a left turn if that’s what works for you).

• Understand why you want to do something.

REMINDERS

• Make a list of your professional and personal priorities and goals (don’t make them 
company-based and re-evaluate them often).

• If what you want is more money, do your research. Ask HR for a salary review, reach out 
to your contacts, and search the internet.
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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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Make a Good
First Impression
IN THIS ISSUE: Article, written by Sherilyn Tkacz, marketing
manager of Fuss & O’Neill.

SOCIAL MEDIA 
IN A/E/C

In a pre-COVID proposal kickoff meeting, a firm principal said, 
“Can you all please make sure your LinkedIn profiles are up to 
date? Clients have been checking these recently.” This was 
the same principal to whom, six months prior, I was explaining 
what a podcast was. A year earlier, I had to convince them 
that writing a blog was worth their time. Why the shift? Not 
because I’m an extremely persuasive individual, but because 
I fi nally had proof that social media works in the A/E/C 
industries. That proof was in the money.

One of our newer clients told us they had 
been following our social media  (as well 
as that of our competitors) for several 
years before deciding to hire us. 

They were impressed by our content, 
and it was a contributing factor in their 
decision. We’d devoted a lot of time 
building a relationship with this particular 
client, but I’d never considered they were 
spending as much time researching 
and evaluating us. But it makes sense 
that potential clients judge us based 
on our social media. A client can call 
your references, but they know you’re 
giving references who will give you a 
positive review. Social media is a virtual 
manifestation of a firm in 280 characters 
or fewer. Good social media helps you 
make a good first impression.

Likewise, recruiting new employees  
is an often-unseen benefit to good social 
media. The A/E/C industries still struggle 
with a limited pool of qualified candidates. 
Having the right people on your team 
strengthens your client base and bottom line. 
Perhaps these new employees will bring their 
existing clients or specialized experience 
to help you enter new markets. Either way, 
potential employees investigate you long 
before they even apply for a job. Posts that 
show a firm working on interesting projects 
and employees enjoying the company 
culture are major attention-grabbers for 
anyone considering a job change. 

Social media, whether about your projects or 
your personnel, is a continuous avenue and a 
highlight reel with which to impress potential 
clients and employees. It’s the very definition 
of pre-positioning—and a much less costly 
version of traditional business development. 
In today’s virtual climate, social media 
becomes more important than ever.
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1. CREATE A LIVING CALENDAR. 
Start by identifying target clients 
and/or projects. Identify potential 
meetings, speaking engagements, 
and proposals. Add holidays and 
special occasions (e.g., Engineers 
Week, Pi Day, your company’s 
anniversary). Lay out a plan for the 
year and 
keep adding to it as you discover 
more opportunities to promote. Get 
input from and keep an open line of 
communication with your technical 
staff and business development 
teams. They’ll  be your most 
valuable resources for developing a 
calendar that accurately captures 
goals.

2.SELECT AN EDITOR. You need a 
gatekeeper, someone to maintain 
aesthetic and content consistency. 
This person keeps you on brand—a 
well-used phrase, but one that’s 
especially important here. Your 
social media should have a point 
of view that’s an extension of your 
brand’s, which is reflected in larger 
marketing plans and campaigns. 
Decide what viewpoint you want 
to project and task your editor with 
making sure that image is woven 
into all content.

3. IDENTIFY THEMES. Look at your 
calendar and projects to create 
themes. Is Earth Day coming up? 
This could be an opportunity to 
position the company as experts 
on sustainability. Pro posing on a 
large bridge project? A week of 
completed bridge project images 
it is! But you also have to ensure 
themes don’t seem forced. For 
example, create a larger theme 
that highlights your departments or 
practices over a longer stretch of 
time. Maybe it becomes a month of 
“Celebrating Us” that frames your 
firm’s anniversary, with that bridge 
week just happening to fall at the 
same time the proposal is due.

4. FOCUS ON PEOPLE, PEOPLE, 
PEOPLE. We all like to believe that 
our company is unique, that only 
we have the solutions. But the truth 
is, in any good free market there’s a 
lot of choice. Focus on what makes 
your company special—your people. 
Your employees/coworkers are your 
strongest selling point, so celebrate 
them. Have them take photos in the 
field and send them to your editor. 
Tell the world when they’re speaking 
or attending events. Highlight 
personal milestones and causes, 
with permission, of course. We hear 
it time and time again: People want 
to work with people they know 
and trust. Focusing on your team 
creates positive familiarity with 
these faces before a client meeting 
or interview occurs.

5. PROJECT AUTHENTICITY. 
When it comes to winning work 
and creating client relationships, 
sometimes what you don’t post 
is just as important as what you 
do. When something is artificial or 
forced, it’s obvious. For example, 
don’t change your firm’s logo 
to match a social or political 
movement if this isn’t something 
you always support. Basically, don’t 
jump on a bandwagon just to try to 
get press. This generally backfires 
and can be offensive; the internet 
is littered with commentary about 
companies that have failed in an 
effort to appear current. Support 
and celebrate what aligns with your 
company and do it throughout the 
year, not just on one day.

Even if you use these 
tips to create great 
social media campaigns, 
showing the correlation 
between marketing 
and the bottom line 
is always challenging. 

And every marketing 
professional with whom 
I’ve ever spoken feels 
the pressure of time—it’s 
a constant companion 
to our jobs. It can be 
difficult to dedicate time 
to something that seems 
extra, so leverage social 
media wisely. 

Think about social media as the 
driver to engagement with your 
firm. Be sure your messages contain 
specific calls to action, whether 
it’s visiting a specific area of your 
website, filling out a job application, 
or participating in other lead-
generating activities. That way 
social media doesn’t feel like an 
outlier—it becomes a vital part of 
your overall marketing strategy.

When it comes down to triaging 
work, logic dictates that the 
company will absolutely lose a 
project if it doesn’t get a proposal 
in on time. But it won’t lose a project 
if an Instagram Story doesn’t get 
posted. While this is a valid point, 
there’s a fl aw in this logic. Not 
winning is, essentially, the same as 
losing. Look at social media as a 
way to increase your win rate by 
proactively trying to reach new 
clients and markets with targeted 
and intentional posts. 

QUALITY OVER QUANTITY The general approach to social 
media is the more likes, the better. If your social media goal is to reach a broad audience, this remains 
true. However, if you want to reach specific clients (whether existing or potential) or job candidates, a 
more accurate metric is quality over quantity. Much like tailoring a proposal to meet a specific client’s 
needs, social media can be tailored to attract new clients, employees, or business. Here are five tips 
to create social media that’s targeted and intentional.

Social media 
is a virtual 
manifestation 
of a firm in 280 
characters or fewer.

‘‘

SOCIAL MEDIA 
IN A/E/C
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In this Marketing Mechanics event, SMPS members Katie Brancheau, Kari 

Nemiro, Rachael Frohardt, and Tara Bleakley discussed the different 

career paths they have taken to become leaders in their companies and 

how you can, too.

Key takeaways for success in A/E/C include:

 ■ Find a mentor (within or outside of your company) – SMPS is a great 

resource for this, especially our mentor-protégé program held each year

 ■ Set specific, measurable goals

 ■ Actively participate in SMPS (three of the panelists were past SMPS 

chapter presidents!)

 ■ Be your own advocate – if you think you’d be great for a new position 

within your company, or if you have an idea for a role that doesn’t 

currently exist, let your boss know
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PANELIST BIOS
Katie Brancheau, CPSM, ENV SP graduated from the University of Florida in 
2010 with a degree in marketing. After a brief stop in consumer marketing 
promoting all things Harry Potter, she stumbled into A/E/C marketing 
in 2012. As a marketer who comes from a family with many engineers, it 
was the perfect fit. Katie currently serves as the Design-Build Business 
Development Manager at DRMP, Inc. where she works on both business 
development and project management tasks. Previously, Katie has led 
project pursuit teams for design-build and design-bid-build projects 
on both the construction and engineering sides of the industry. Katie 
received her CPSM in 2015 and serves on the SMPS Central Florida Board of 
Directors as the Past President. Additionally, she graduated from the Rollins 
College Crummer Graduate School of Business with a Masters of Business 
Administration with a concentration in finance in May of 2019. 

With no specific career path in mind, Kari Nemiro accepted an entry level marketing coordinator 
position at a regional A/E/C firm after receiving her bachelor’s degree in marketing from Florida State 
University. Throughout her 14-year career, she has worked at several A/E/C firms and grown in her 
career from marketing coordinator, senior marketing coordinator, business development coordinator, 
and marketing manager to her current position as the marketing director at Tetra Tech. There she 
leads a nationwide marketing team of 25 talented professionals spanning coast to coast in support of 
an annual sales goal of $220M. Kari has learned and grown in her career through trial and error and 
by following in the footsteps of some great mentors. She is passionate about innovation and team 
success while focused on goals, communication, and cohesiveness. She is driven by logic, lists, and 
staying solution-oriented. She is also a humble mom of two sweet little boys.

Rachael Frohardt is the Marketing Manager for PCL Construction’s Southeast Buildings Division. 
Rachael leads a team of talented marketing and communications professionals focused on achieving 
PCL’s strategic vision and producing powerful marketing and communications products. Her passion, 
intellect, and industry experience allow her to manage and mentor the district marketing staff while 
catapulting the development of innovative marketing and communications ideas, graphics, and 
strategies. Rachael is a past president for the SMPS Central Florida chapter and Chapter President 
of the Year winner, and she has led the way in creating diverse career development opportunities for 
chapter members.

Throughout her 12+ years of experience within the A/E/C industry, Tara Bleakley has built a reputation 
for delivering positive end results. As such, she has cultivated relationships with clients, owners, and 
teaming partners that have led to strategic wins. She focuses on the pursuit of new business and 
maintaining existing client relationships through development, nurturing, and maintaining the client. 
She supervises and advises marketing on client development, market sector leads, marketing 
material and client database management. She provides creative direction on marketing materials 
(trade show booths, handouts, PR material) utilized by the firm and leads the quality of marketing 
materials for presentations and qualification packages. She also assists company leadership in 
meeting marketing goals and client expectations.
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Women in the  
Workplace: How We 
Can ElevateHER
IN THIS ISSUE: By Jamie Claire Kise, a managing principal and director 
of advisory services for Zweig Group.

The lessons learned from previous 
crises tell us diversity and inclusion 
programs are at risk of receding 
from the forefront as a strategic 
priority, as companies focus on 
basic needs to transition to the 
new normal. This could cripple 
organizations and, indeed, the entire 
A/E/C community, in the future as 
companies seek to stabilize, flourish, 
and grow. 

Before COVID-19, the A/E/C 
industries were in a precarious 
position related to diversity—and 
especially women—in the workplace. 
The National Council of Architectural 
Registration Boards’ (NCARB) 2019 
survey of the profession, conducted 
in partnership with National 
Organization of Minority Architects 
(NOMA), found that women are 
twice as likely to stop pursuing a 
licensure after taking one of the six 
divisions of the Architect Registration 
Examination® (ARE®).  

Zweig Group studies similarly reflect 
a downward trend of those who 
self-identify as female from entry 
into the A/E/C workforce through 
licensure, with representation 
dropping from 36% for ages 18 to 
25, down to 29% by ages 44 to 55. 
According to Zweig Group’s 2020 
Principals, Partners, and Owners 
Report of AEC Firms, 94% of firm 
principals are white; 84% are male; 

82% are 50 or older; and only 
2% are under age 40. The same 
NCARB and NOMA study found 
that 66% of African Americans don’t 
see themselves reflected in firm 
leadership.

Bridging the Gaps
The representation gap is 
significant, but taking action 
requires support from the very top 
of the organizational chart. It also 
takes thought leadership from the 
C-suite across the entire A/E/C 
industries.

Despite the gap in retention and 
leadership attainment of women 
within A/E/C, the No. 1 challenge 
identified by the award-winning 
firms within our Hot Firm and 
Best Firm to Work For awards is 
recruitment and retention. 

Marrying the needs identified by 
C-suite leaders of fast-growing and 
culture-conscious A/E/C firms with 
the gaps found in the demographic 
data was a perfect launching point 
for our ElevateHerTM movement to 
bring senior executives to the table 
to commit to working together to 
find solutions. To us, the opportunity 
was clear: We cannot begin to fight 
the talent war without reckoning 
with the reality that we haven’t 
done all we can to recruit, retain, 
inspire, and develop every bright 
mind with an interest in STEM.

ElevateHer started in 2018 as an 
open letter about my personal 
experience serving the A/E/C 
industries as a consultant that turned 
into a Facebook community. As the 
community grew, the virtual network 
spurred in-person conversations at 
conferences and industry panels. 
Just over a year ago, in September 
2019 at Zweig Group’s ElevateAEC 
Conference, we announced the 
formation of the ElevateHer cohort, 
calling for those interested in joining 
us to form a think tank to identify a 
topic and develop implementation-
ready plans. These would be 
available to anyone free of charge 
and centered on tackling recruiting 
and retention challenges that 
threaten the long-term vibrancy of 
the A/E/C industries. They would 
focus on working together to better 
address where we’re falling short for 
an entire gender.

We see this initiative as a way 
to bring people together across 
disciplines, ages, positions, tenure, 
and professional backgrounds 
to find solutions, not to polarize 
or factionalize. We also involved 
the C-suite directly, encouraging 
a visible, cross-disciplinary 
commitment instead of delegating 
a proxy to sign up for a networking 
group. We knew we had to get 
leader participation to encourage 
the next generation to choose civil 
engineering, for example, over a 

MAKE NO MISTAKE ABOUT IT: THE A/E/C INDUSTRIES ARE AT AN HR 
CROSSROADS, AND THE DECISIONS FIRMS MAKE TODAY WILL DETERMINE 
THE TALENT AVAILABLE FOR THE NEXT PROFESSIONAL GENERATION.
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career in medicine or technology. 
Their involvement also provided 
representation to build networks 
that retain and support the 
careers of talented staff who share 
backgrounds with the communities 
and clients we serve.

Recruiting and Retention 
Realities
Just a couple of weeks after our 
inaugural ElevateHer cohort met 
in person in early 2020 to begin 
our work on thesis topics, the 
pandemic changed the narrative 
entirely. COVID-19 brought to the 
surface two unspoken realities 
that are deeply tied to recruiting 
and retention. When it comes 
down to it, women are the first 
to exit the workforce, based on 
family conversations about whose 
career takes priority. Several female 
members of the cohort were directly 
impacted—some lost their positions 
or had hours reduced, while others 
chose to leave the workforce 
voluntarily to focus on their families, 
which is consistent with national 
labor statistics. 

An industry-agnostic study by 
FlexJobs of over 2,500 working 
parents with children under  
the age of 18 living at home found 
that 17% of working mothers quit 
their jobs during the pandemic, and 
38% of those who left don’t plan to 
return to the workforce. We can’t 
un-ring this bell. The context may 
have been the pandemic, but I 
believe we will see the outcomes of 
these decisions for years to come. 
For example, after the pandemic, 
will a firm have to work harder to 
convince a woman to move across 
the country to take a new role if, in 
the back of her mind, she’s reflecting 
on her initial conversation with her 
family about who would give their 
job up first if needed?

The second unspoken reality is that 
many female employees weren’t all 
that happy to begin with. According 

to Zweig Group’s latest Principals, 
Partners, and Owners Survey of 
AEC Firms, there’s a gender split in 
response to the question “Would 
you recommend your career track 
to family and friends?” Only 69% of 
female principals said they would, 
compared to 88% of male principals.

Will the burnout many feel today 
translate to less aspiration to scale 
the ladder and make it to the 
C-suite after experiencing a year at 
home and realizing the magnitude 
of the pre-pandemic sacrifices 
many made in pursuit of the next 
promotion? 

This is a likely scenario, according to 
the 2020 Women in the Workplace 
report, the largest study of women 
in corporate America, published 
by McKinsey & Company in 
coordination with LeanIn.Org.

The study found that after six 
years of slow progress in the 
representation of women in 
corporate America, one in four 
women are now considering leaving 
the workforce or downshifting 
careers due to COVID-19. Senior-
level women juggling professional 
and personal demands cited 
burnout as the primary reason in 
almost three out of four responses

This is especially troubling as senior-
level women make meaningful 
impacts on company culture, serving 
as mentors, allies, and sponsors to 
women and, importantly, women of 
color, at a higher participation rate 
than senior-level men, according to 
the study. 

Building a Better  
Workforce 
The pandemic has provided a 
reimagining of everything about 
the workplace. If this sounds 
overwhelming, it is. But this is an 
opportunity to review all of the rules 
that governed career engagement 
and to be deliberate and thoughtful 
in applying the lessons learned to 

rebuilding a better, more sustainable 
workforce.

Groups like ElevateHer have spent 
time developing resources to make 
this attainable. The Women in 
the Workplace study found that 
fewer than one in three Black 
women report their manager has 
checked in on them in light of recent 
racial violence. And only a similar 
percentage say their manager has 
fostered an inclusive culture on their 
team, meaning the majority feel 
managers haven’t fostered such an 
environment.

One of the ElevateHer cohort 
teams created a deck of cards that 
can be downloaded for free, with 
discussion opportunities designed 
to engage with underrepresented 
demographics and reassess, 
evaluate, and improve workplace 
culture. These cards can help jump-
start conversations, making it easier 
for a committed leader uncertain 
of where to begin to connect with 
their team. Card topics reflect 
those cited in the study that have 
further isolated staff during such an 
overwhelmingly isolated year. 

The path to building companies 
that better reflect the clients and 
communities we serve is an effort 
that Zweig Group has invested 
energy and resources to address. 
We launched ElevateHer as a way 
to combat the A/E/C industries’ 
recruiting and retention challenges. 
The additional challenges of 2020 
truly have the potential to set this 
important work back by an entire 
professional generation if we don’t 
take seriously the genuine fissures 
in our workforce and workplace 
practices. 

The firms that can find opportunity 
in the circumstance, though, will be 
remembered for how they responded 
as entrepreneurs, leaders, and 
humans for years to come.
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1.27.2021 Program: Brightline

9.17.2020 Membership Coffee Talk
9.23.2020 Marketing Mechanics: Differentiating Your Firm
10.8.2020 Membership Coffee Talk: Marketing Tips & Tricks

11.12.2020 Membership: Trivia Night

11.19.2020 Membership Coffee Talk: Consultant, PROforma
11.18.2020 Marketing Mechanics: Cheers & Chat Book Review

12.8.2020 A/E/C Market Forecast with Phoebe Fleming
12.10.2020 Member Social: Vino & Bingo
12.16.2020 Marketing Mechanics Event: Book Swap

1.14.2021
1.19.2021 Mentor/Protégé Kick-off: Virtual Breakout  
1.26.2021 Professional Development: Marketing & BD - 

It's a Team Sport

2.11.2021 Coffee Talk: Anna Skeete, Sticking with your Goals
2.24.21 Marketing Mechanics: Career Paths & Goals

 

Coffee Talk: Rose Batignani, Uplifting Women in A/E/C3.11.2021

3.24.2021 Marketing Mechanics: How to ask for what you want!

4.8.2021 Coffee Talk: CRM Database Tips & Tricks w/Cosential

4.28.2021 Professional Development: Marketing at Low tide
5.2021 Water Program

5.13.2021 Coffee Talk: Mike Gramblin
5.19.2021 New Member Breakfast 
5.26.2021 Marketing Mechanics: The Virtual Interview

6.10.2021 Coffee Talk: Video Proposals
6.23.2021 Marketing Mechanics: Interview Techniques

7.8.2021 Coffee Talk: How to use mySMPS as a resource
7.28.2021 Professional Development: Accountability

8.4-6.2021 SMPS Build Business (Portland)
8.12.2021 Coffee Talk: Michael Johnson

MONTHLY COMMITTEE MEETINGS

Board of Directors 3rd Wednesday
All are welcome. For more info contact  
ASkeete@proteandg.com

Communications 1st Wednesday
For more info contact   
LAStocker@PCL.com

 
 

Education  2nd Wednesday
For more info contact  
Daniel.Voss@BartonMalow.com

Membership 3rd Thursday
For more info contact  
Amy.Bolton@tlc-eng.com

Programs 1 st  Tuesday
To learn how you can support programs, with  
bite-size pieces, add value with your input, and 
shape how we host programs, contact  

For more info regarding individual programs, 
contact: 
Market Forecast:  
Healthcare:  
Transportation: SRussell@gpinet.com 
Hospitality:  
Mixed Market: 

COMMUNICATIONS EDUCATION

MARKETING
MECHANICS

MEMBERSHIP PROGRAMS

KLong@BrasfieldGorrie.com

KLong@BrasfieldGorrie.com
KBrown@HenselPhelps.com

 KLong@BrasfieldGorrie.com
 KLong@BrasfieldGorrie.com

Water: BRizo@Garney.com

10.28.2020 Marketing Mechanics: Culture During COVID

Coffee Talk: Stacey Russell, GPI, Diversity & Inclusion

8.25.2021 Marketing Mechanics
9.9.2021 Coffee Talk

9.22.2021 Marketing Mechanics

   12.1.2020 Membership: Mentor/Protégé Application Deadline

      12.17.2020 Membership: Mentor/Protégé Happy Hour 

4.20.2021 Industrial Program
4.25.2021 SMPS Southeast Regional Conference (Nashville) 

4.1.2021 Mentor Protégé Spring Virtual Event  

6.2021 Commercial Program

7.2021 Program TBD

8.2021 Transportation Program

2020-2021
CALENDAR OF EVENTS

Personalizing Healthcare Through Research & Tech3.24.2021

4.15.2021 Spring Event: Virtual Recipe Swap Happy Hour

8.2021 End of the Year Celebration
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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! 
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New SMPS Members
WELCOME 

THANK YOU!

SMPS 2021  
Annual Sponsors

DARLENE DEITRICK, MBA 
Associate / Proposal Coordinator,  
GAI Consultants, Inc.

FLOY GRAVES 
Business Development Manager,  
Madrid CPWG

JENNA GOODROE 
Marketing Coordinator,  
Scott + Cormia Architecture 
and Interiors

MELISSA COLLIER 
Marketing & Business  
Development Manager,  
Specialty Solutions Southeast, Inc.

KIMBERLY CARLISLE 
Business Administrator,  
Larry M. Jacabs and Associates, Inc.

HELENE REIVER 
Business Development Specialist,  
Allen and Company Inc.

TONI HENRY 
Director of Corporate  
Communications and Marketing, 
Wharton-Smith Construction Group

CHRISTINE SOWINSKI 
Proposal Manager,
Kiewit

MELISSA MITCHUM 
Digital Marketing Coordinator, 
FINFROCK

SHARLENE FELDER 
Proposal Coordinator,  
WGI, Inc.

KELDA SENIOR 
Marketing Coordinator,  
HNTB

HEATHER KRICK 
Proposal Writer,  
Southeastern Surveying and 
Mapping Corporation

GOLD SILVER BRONZE



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 Coordinator

Brasfield & Gorrie, L.L.C.

 Marketing Specialist/Manager

TLC Engineering Solutions

 Proposal Coordinator

WGI

 Marketing Coordinator

Mead & Hunt

 Marketing Coordinator

S&ME

 Marketing Coordinator

Fehr & Peers

 Creative Designer

Garney Construction

 Marketing Coordinator

Blue Cord

 Marketing Coordinator

AVCON

 Marketing Manager

Dewberry

 Business Development Representative

LandDesign, Inc

 Proposal Manager – Transportation

Jacobs

 Marketing Manager

HKS Architects, Inc. 

Looking to expand your workforce? 
SMPS members bring skills, networks, 
and capabilities to strengthen your 
department and firm.

 
Sarah Lippel  
Seeking: Marketing Internship

Lauren  Rollins 
Seeking: Entry-Level Marketing/
Graphics Position
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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



FOLLOW US:

smpscentralflorid.org

@smpscentralflorida

@smpscentralfl

SMPS Central Florida

T H E  G R O V E  N E W S L E T T E R


