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APRIl luNCH PRoGRAm4.17
Focus on Transportation
When: Wednesday, April 17, 2013
Time: 11:30 a.m. - 1:30 p.m.
Where: Pazzo’s at Three-Eleven
 311 S. Wacker Drive
 Chicago, IL
Cost: $50 members; $95 non-members
Join us for a Chicago Transit Authority-focused 
luncheon with CTA Chief Infrastructure Officer 
Chris Bushell.

UPCOMING EVENTS

GCFD RePACK SeSSIoN6.12
When: Wednesday, June 12, 2013
Time: 6:00-9:00 p.m.
Where: Greater Chicago Food Depository
 4100 West Ann Lurie Place
 Chicago, IL
Cost: A Little Love; 50 people maximum

Please note that upcoming events are subject to change. Check the SMPS Chicago website for the most up-to-date details.

BuIlD BuSINeSS DReAm BIG!7.31
SMPS National Convention
When: July 31 - August 2, 2013
Where: Walt Disney World Swan & 
 Dolphin Hotel
 Orlando, FL

Visit www.buildbusiness.org for more 
information.

2013 emAs Cocktail Reception5.9
When: Thursday, May 9, 2013
Time: 5:00-7:00 p.m.
Where: Cannon Design
 225 N. Michigan Avenue, Ste. 1100
 Chicago, IL
Cost: Free
Recognizing outstanding achievement in 
marketing communications by professional 
service firms in the Chicagoland A/E/C 
industry!

HeARTlAND ReGIoNAl 
CoNFeReNCe

10.16

When: October 16-18, 2013
Where: Hilton Columbus Downtown
 Columbus, OH
Visit www.smpsheartland.org for more 
information on volunteer and sponsorship 
opportunities.

http://www.buildbusiness.org
www.smpsheartland.org
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SMPS ChiCago
Kate mullaney, 
CPSm
President, SMPS 
Chicago Chapter

Dear SMPS Chicago Members,

Spring is finally here! 

The President’s photo this month includes the 
Board of Directors, since nothing happens in this 
chapter without their support and the support 
of their committees. They keep us all connected 
and moving forward. We just passed the halfway 
point of our 2012-13 year March 1 so I thought, 
what better time for us to take stock of how we’ve 
embodied the spirit of this year’s theme “Get 
Connected”?

A thought I had recently was to make better 
use of the national database of SMPS members 
across the country - in order to connect to peers 
who might be able to make a connection for us 
with potential partners and clients. 

Of course our local network is our strongest 
resource. We heard at our recent “BD Live!” 
program that making smart, informed 
introductions for others is a great way to assist 
your peers and colleagues. Your peer network in 
this industry can thrive with SMPS. Knowledge & 
skills, introductions, and friendships are at your 
fingertips. Joining a committee is a great way to 
get connected on a deeper level with peers.

How are you all getting connected inside your 
firms? Between marketing, business development, 
technical?  I think an understanding of each 
other’s objectives pays off as we work together 
on strategy, content development, proposals, and 
presentations. Would love to hear your ideas on 
what activities lead to stronger connections as well.  

I’m excited that SMPS is connecting with the 
local chapter of the Construction Management 
Association of America (CMAA) by inviting 
them to enjoy a member rate for our April 17th 
lunch program featuring Chris Bushell, Chief 
Infrastructure Officer of Chicago Transit Authority. 
More partnerships like this lend credibility to our 
association and in turn, to our own strategic roles 
in the industry. 

SMPS has made an effort to get clients in front 
of our members and guests during our lunch 
programs. They have been sharing their insights 
on relationship-building strategies that work, 
as well as what proposal and presentation 
strategies work for pursuits. In case you weren’t 
able to attend our last two packed-house 
programs, the recaps are captured on our 
website. Know what else you can find there? 
Great blogging, chapter information and history, 
tons of new job postings. Sure feels like we are 
on the upswing given the hiring these days. It’s a 
great time to be a Marketer.

The Chapter just awarded the inaugural Lifetime 
Achievement Award to Joanna Haerle from 
WE O’Neil at the March program. Photos and 
information can be found in the article on page 
7. Joanna provided endless support to members 
in our chapter over the past 25 years, and is 
seen as a mentor by so many. Becoming involved 
in your own mentor-protégé relationship is a 
wonderful way to get connected, and the benefits 
are endless, personally and professionally. More 
information on the SMPS Chicago mentor-protégé 
program can be found here.

Speaking of chapter awards, this year is our 
Chapter’s first Excellence in Marketing Awards. 
The winners will be announced at the awards 
event on 5/9 at Cannon Design, and we’ll 
celebrate the achievement of some great 
marketers while we network.

 

leTTeR FRom THe PReSIDeNT

http://smps-chi.org/events/33/april-lunch-program/
http://smps-chi.org/events/33/april-lunch-program/
http://smps-chi.org/learn/program-recaps-materials/
http://smps-chi.org/inspire/mentor-program/
http://smps-chi.org/reward/the-emas/
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Other upcoming events like our summer party, 
professional development opportunities and our 
May lunch program will be posted on our website 
under the events page.

I just came back from the Pacific Regional 
Conference and reunion with some fellow 
chapter presidents, and was inspired by the high 
caliber speakers and engaged attendees. I can’t 
wait for our Heartland Regional Conference: 
all the great parts of a National Conference on 
a regional level and a lower price point. (But I 
don’t want you to miss National Build Business 
Conference, July 31-August 2 in Orlando. Follow 
#smps2013 and #smps2013dreams and Dream 
Big as you prepare to attend a spectacular 
conference!) Scholarships for HRC are soon to be 
announced, so please put it on your calendars 
for October 16-18, 2013 in Columbus, OH; 
follow the conference on Twitter @smpshrc, 
and visit the conference website. The call for 
sponsorships went live and several have already 
sold out. If you work for regional firms, this is a 
fantastic opportunity to build awareness. There 
are still volunteer opportunities available on the 
conference committee, and that is a great way to 
get connected to peers from SMPS in 9 chapters 
and 7 states in our region, as well as developing 
as a leader.  

Did someone say leadership? Have you noticed 
our call for nominations is out for several board 
positions? Read President - Elect, Megen Briars’ 
personal introduction to SMPS here. We can 
always use committee support too; let me know 
how I can help you get engaged on a deeper 
level with the Chapter.

Last, but not least, I have to highlight the 
membership drive we just engaged in. Nationally, 
chapters competed for prizes and awards in the 
Mega Membership Madness brackets. While we 
were not successful in advancing in Round 2 (it 
was a true photo finish!), we had a great time 
competing and friendly trash talking with our 

SMPS NY friends on Twitter. I am thrilled to say 
we increased our Chapter membership by 
5% since February 1st. The benefit to adding 
members is that it injects the chapter with new 
ideas and energy, and provides everyone a 
larger network. We offered new members a free 
program when they joined, and there are still 
ways for new members to earn benefits their 
first 6 months. We’ll be drawing for the recruiter 
prizes at the April Lunch Program.  New members 
are listed in the newsletter – introduce yourself to 
them when you see them! 

Thanks for putting your passion, effort and 
knowledge toward getting connected in the 
chapter and outside of it. The most important 
connections we can make are still family and 
friends, so I hope you are all finding balance and 
spending time there as well. I’m grateful that so 
many great friends are a part of this Chapter and 
this Association across the county. Just another 
way to Connect the Dots.

Think Spring! 

Kate

Kate Mullaney, CPSM
SMPS Chicago Chapter President 2012-13
Director of Business Development, Cotter 
Consulting, Inc.

http://smps-chi.org/attend/upcoming-events/
http://www.smpsheartland.org/
http://smps-chi.org/2013/02/members-a-call-to-action-2013-heartland-regional-conference/
http://smps-chi.org/2013/03/it-was-a-crisp-fall-day-circa-2007/
http://www.smps.org/Membership/Mega-Membership-Madness/
http://smps-chi.org/join/membership-benefits/
http://smps-chi.org/2013/03/mega-membership-madness/
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If you have ever attended a seminar, a large meeting or sat through a lecture, you have 
probably experienced BPD—Boring PowerPoint Disorder. Possibly you are even guilty of 
passing on this syndrome at least once.

Think about all the presentations you have given or viewed over the years. Maybe nine times out of ten they were 
crammed with ten to fifteen bullet points per slide, each a full sentence. More time is usually spent reading the slide 
than listening to the presenter. Because people abuse those tiny slides, let’s take this opportunity to help you try and 
avoid contracting and spreading Boring PowerPoint Disorder.

Follow these simple guidelines, and you will greatly improve your presentations:

»  LIGHTEN UP
Avoid having too much text on each slide. Your slides should support your talk, not be your talk.  For this very reason, 
you should not be writing complete sentences on your slides. If your audience is concentrating on written text, they are 
most likely not giving you their complete attention. “Four by eight” is a great rule of thumb. Use a maximum of four 
points per slide and eight words per point. Ideal usage is only three to four bullets per slide.

»  NO SPECTACLES, PLEASE
You don’t want people to search for their glasses during your presentation. For starters, avoid using a font size less 
than 22 points. You shouldn’t need to use anything smaller if you followed the previous tip. Choose a font that is 
easy to read. Typically serif fonts, like Times New Roman, are more legible. Also, watch out for chaotic background 
images. If the room is going to be well lit, a simple, light-colored background with a dark font for your bullets tends to 
show up the best. If the room is going to be dark, use a dark background with a light font for best viewing.

»  KEEP IT SIMPLE
Everyone knows that PowerPoint has the capabilities for you to insert animated text, sounds and fancy transitions. But 
it is almost never appropriate to use these. These effects can be successful in certain situations but often distract your 
audience from the main points you are making. Plus, they really aren’t that cool.

»  CLIP ART IS SO LAST YEAR
Avoid using clip art at all costs. Everyone that has ever used a computer has seen them all before. Don’t be mistaken: 
visual images can be great, but they need to be selected carefully and be appropriate to the points you want to make. 
Don’t just place images on a slide for the heck of it. Having too many elements on one slide is distracting. When you 
place an image on a slide, ask yourself if it helps demonstrate your point. If it doesn’t, get rid of it.

How To 
Avoid BPD
by The Pepper Group

SMPS ChiCagoFeATuRe ARTICle: The pepper group 
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»  DON’T PULL A SWITCHEROO
Avoid switching between programs, such as calling 
up your Internet browser during your presentation. 
This takes extra time and can make it difficult for your 
audience to remain focused.

»  GET OFFLINE
If you don’t have a need to show a live website, 
disconnect from the Internet. While you are 
presenting, you wouldn’t want your computer to 
randomly start downloading a software update. Also, 
it would be horribly embarrassing if your instant 
message program popped up and revealed your 
screen name, Looking4Luv.

»  PRACTICE MAKES PERFECT
It seems so obvious, but so many people skip this 
step. Always, always practice before you present. This 
will alert you to any modifications you need to make 
so your presentation flows well. Also, this gives you 
a chance to proofread your slides one last time. As 
everyone knows, spell check doesn’t catch everything. 
You should also go to the room you will be presenting 
in, test the projector and see how your voice flows in 
the room. This way, you can avoid any mishaps that 
could happen during your presentation.

Aside from the clip art, animations and transitions, 
PowerPoint actually has some very useful functions 
that you may not be aware of. There are tons of 
navigational shortcuts that you can use to give a more 
efficient presentation. For example, when you are in 
slide show mode, simply type the number of a slide 
you want to jump to and press enter. There will be a 
seamless transition onscreen.

So, in conclusion, PowerPoint is a great support tool 
for your presentations. The potential for abuse is 
huge. But, if used properly, you will present much 
more effectively. You’ll impress your boss, clients and 
co-workers.

You have just received your vaccination for 
Boring PowerPoint Disorder. Please pass this 
along and stop the spread of this vicious 
malady.

Welcome New SmPS Chicago 
Chapter members!

Adam Besand
HEERY INTERNATIONAL, INC.
 
Michael R. Clarahan
THORNTON TOMASETTI
 
Rafael Herrera
D’ESCOTO, INC.
 
Kim Molitas
COTTER CONSULTING, INC.
 
Melissa M. Schmetzer
HDR ENGINEERING, INC.
 
Savannah Ziegelbauer
THE LAKOTA GROUP
 
Jim Prothe
SONOMA PARTNERS
 
Krista Gnatt
BULLEY & ANDREWS, LLC
 
Lora Rooney
AON FPE
 
Sarah A. Barnes
RIDER LEVETT BUCKNALL

Maura Hoffman
W.E. O’NEIL

Eric S. Pribramsky
STUDENT

Regina V. Holloway
MILHOUSE ENGINEERING & CONSTRUCTION

Kathryn E. Finn
PEPPER CONSTRUCTION

Melissa C. Golan
PEPPER CONSTRUCTION

Christopher Castillo
HE GREEN
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Featured in this Issue:
Krista Gnatt, leeD AP
Preconstruction & Business Development Manager

To become better acquainted with our newest members and to acknowledge our annual sponsors, each issue of the SMPS 
Newsletter will feature a question and answer section with a professional in the A/E/C industry, as well as one of our sponsors.SMPS ChiCagoSPoTlIGHT: SMpS MeMBer

What are your main responsibilities at Bulley & Andrews?

I work with all of our divisions. . .Bulley & Andrews, Bulley & Andrews Masonry Restoration, and Takao Nagai 
Concrete Restoration (a subsidiary of Bulley & Andrews).  My main focus in our restoration work. . .historical 
windows (steel or wood), masonry façade restoration (limestone, terra cotta, brick), and structural concrete 
restoration (vaulted sidewalks, parking garages, etc.)

My main responsibilities include staying connected with our existing clients, as well as making new client 
relationships in each of the various aspects of our restoration divisions.   My goal is to gain as most exposure 
as possible for future bid opportunities, mainly in the private sector.  I also assist with estimating, obtaining 
subcontractor pricing, attending prebid meetings, negotiating contracts, and assisting with proposals/interviews 
preparation for our project teams.  If needed, I also will help to project manage certain select projects in which 
I have a direct long-standing client relationship, or when the height of the summer season in upon us and we 
need additional support in that area.

Why did you get involved with SMPS?

Having an educational background in engineering, business, and project management, as well as a career 
history as a Project Manager, I felt the need to strengthen my marketing/business development knowledge.  
Since I recently transitioned from a Project Manager to a Preconstruction & Business Development Manager for 
our firm I reached out to others in our company who have been working in the Marketing/BD field for a long 
period of time. . .they suggested getting involved with SMPS.  It was a great suggestion and the organization has 
taught me a lot in the past couple of years!  

How did you get your start in the A/E/C industry?

Fresh out of college with my B.S. in Industrial Engineering Management I interned with a national daycare 
company headquartered in Chicago.  I travelled all over the United States working as a Construction Manager 
and renovating the interior of newly acquired centers to maximize profitability per location.  After the birth of 
my daughter I wanted more of a local presence so I switched companies and chose to work for a General 
Contracting firm that focused more on local business rather than one with a national presence.  Newly hired I 
was persuaded to get my scaffold certification and work in the façade/restoration division that focused primarily 
on restoring the building envelope/façade of many of the late 1800s and early 1900s historical buildings 
throughout Chicago, central and downstate Illinois, as well as the neighboring Midwest states such as Indiana, 
Ohio, Missouri, and Wisconsin.  I have worked in the restoration side of the construction industry every since!
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To become better acquainted with our newest members and to acknowledge our annual sponsors, each issue of the SMPS 
Newsletter will feature a question and answer section with a professional in the A/E/C industry, as well as one of our sponsors.

Spotlight: SMPS Member continued

What advice do you have to those just starting in 
the A/E/C industry?

Make connections with as many peers as you can.  
Whether you feel it is a connection in a lateral/
horizontal direction (Architect to Architect, Contractor 
to Contractor, etc.) or vertically (Contractor to 
Architect, Contractor to Owner, etc.), I believe that 
every new connection that is made has the possibility 
of benefitting you as the individual in your career.  The 
key to success is staying in touch and following up, 
which is a never-ending job, whether you have been 
in the industry 5 years or 30 years!

What do you like to do for fun on the weekends?

I enjoy spending as much time as I can with my family.   
Being a working mom, my weeks are often hectic and 
I try to make up for lost time on the weekends.  My 
husband Joe, as well as my two children, Hannah 
(9) and Aidan (4), are the joy of my life (outside from 
work, that is!).  As a family we enjoy lots of outdoor 
activities such as biking , amusements parks, heading 
to the beach, and most importantly, taking in as many 
Chicago White Sox games as we can. . .both here in 
Chicago, as well as any other major ballpark around 
the nation!

If you were a Super Hero, what super power would 
you like to have?

The power to foresee the future of course!  This would 
definitely give me an edge to the funky construction 
industry that I work in and it would make spotting 
trends and channeling our company efforts a bit 
more refined and streamlined.  Also, it would help me 
anticipate any roadblocks I may encounter with my 
kids and they grow older and wiser :))

SMPS CHICAGO CHAPTER
LIFETIME ACHIEVEMENT AWARD

Joanna S. Haerle
2013 INAUGURAL RECIPIENT

At the March luncheon meeting we had the honor 
of recognizing a long time member, Joanna Haerle, 
with our Chapter Lifetime Achievement Award. This 
award is given to an individual who has dedicated 
their career to the professional services marketing 
field, and has made lasting contributions to the SMPS 
Chicago chapter and members. This award salutes 
a marketing professional for career achievements 
and leadership roles in the chapter, and significant 
contributions to the A/E/C industry overall. The 
recipient of this award embodies the mission and spirit 
of the SMPS Chicago Chapter.

“Joanna’s success throughout her 30-year career as 
a professional services marketer and her consistent 
contribution of generous amounts of her time to SMPS 
represents the finest of our members,” said Kate 
Brannelly, FSMPS, Director of Marketing and Business 
Development, CTLGroup. “Joanna’s legacy to our 
profession and the Chicago Chapter is truly deserving 
of this lifetime achievement award.”

The chapter would 
like to congratulate 
Joanna, wish her well 
in her retirement, and 
thank her again for 
all her contributions.
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SMPS ChiCago
Featured in this Issue:
Silver edge
MARIA VEDRAL

Tell us about your company and what you do.

At SilverEdge, we believe that technology is a gift. 
For 25 years, SilverEdge has provided technology 
tools to help PS Firms identify, achieve and measure 
strategic goals in improving business performance, 
streamlining operations and winning more business. 
We understand project based businesses and their 
measurements for success.  Our consulting staff is 
comprised of professionals with hands-on business 
experience in the professional services industry.

Our approach is comprehensive and multi-disciplined.  
We bring a team approach to every project with 
the perspective of multiple disciplines:  accounting, 
financial analysis, project management, resource 
management, business development, proposal 
creation and marketing. 

We partner with Deltek (www.deltek.com).  As a Deltek 
Premier Partner, one of seven in the world, we offer 
the Deltek Vision ERP solution. Our awards include:

• SilverEdge Named VAR STAR 2009, 2010, 2011 
& 2012

• SilverEdge Named Deltek Project Excellence Award 
Finalist for Implementation Excellence 2009 
& 2012

• SilverEdge Named Deltek Project Excellence Award 
Winner for Implementation Excellence 2008 
& 2010

• Technology Pacesetter 2009, 2008, 2010 and 
2011 (Accounting Today)

 
What is the biggest challenge you are facing in 
your position right now?   
 
As President of my organization, Captain of the ship, 
part of my job is to continually navigate the waters.  
How do I lead my team and my clients to continuously 
create a brighter future for ourselves as people, for 
today’s world and future generations?  How do we 
create transformational experiences that touch hearts?

On our quest to create transformational experiences, 
we recently launched our virtual client collaborative 
communities.  Utilizing collaborative on- line 
technology, we engage our clients to share successes, 
learn new ways to leverage their Deltek Vision 
solution, solve business problems and have fun!  
When our session is complete, we send out a written 
report that they can share within their organizations.  

What value has SMPS brought to your firm and you 
personally? 

Because we are a PSA firm just like our clients, 
we also benefit from the educational, networking 
and leadership opportunities.  Our world is always 
changing and that means continuous education and 
learning.  We are a member of the ITA (Information 
Technology Alliance – www.italliance.com) where 
the motto is “Knowledge Increases in Value When 
Shared.”  I believe that the knowledge shared within 
SMPS increases in value when shared, too.

For myself personally, I will never forget attending 
a SMPS Regional Conference in Wisconsin and 
participating in a GraceWorks (www.graceworksinc.
com) Workshop on The Human Connection: Bringing 
Your Presentations to Life.  We were all transformed 
in that room that day! My heart was touched by the 
message that we are having a human experience and 
we were encouraged to bring our authenticity and 
life to presentations. I have adopted the techniques 
and they help calm me when I get nervous.  I have 
repeated Carol Doscher so many times, “People may 
not remember what you said when you presented, but 
they will remember how they felt.”  How cool is that?

What is the best part of being a SMPS sponsor? 
What do you feel is most valuable to being a 
sponsor?

We believe that the SMPS offers valuable educational, 
networking, and leadership opportunities that are 
beneficial to our clients and help them grow their 
businesses.   We proudly support organizations that 
drive our client’s continued success.

We feel that our greatest gift from sponsoring are the 
many relationships that we have developed over the 
years with caring, talented and professional SMPS 
members!  Thank you!

SPoTlIGHT: 2013 SpoNSor

www.deltek.com
www.italliance.com
www.graceworksinc.com
www.graceworksinc.com


9

members on the move
Please contact Steve Nargang (snargang@gage-inc.com) or Holli Wagenaar (hwagenaar@legat.com) with updates.

Derek Ward
Business Development Manager
GILBANE BUILDING COMPANY
Derek Ward joined Gilbane in February 2013 as 
Business Development Manager handling Public Sector 
and various other markets for the Chicago Regional 
Office.  Derek’s business development efforts will 
coincide with Gilbane’s strategic plan to continue 
their strong presence in the Midwest market including 
Illinois, Michigan, Wisconsin, Indiana, and Iowa.

Stephanie Sulcer
Marketing Director
SKENDER CONSTRUCTION
Stephanie Sulcer has been promoted to Marketing 
Director from Marketing Manager at Skender 
Construction. Sulcer joined Skender as a manager in 
2011 and has played an instrumental role in helping 
the company build name recognition, brand equity 
and new business through a variety of new marketing 
initiatives.

Tracy Mathieu
Director of Business Development
BLINDERMAN CONSTRUCTION COMPANY
Tracy Mathieu has joined Blinderman Construction 
Company as Director of Business Development. Tracy 
brings nearly two decades of proven relationship 
building and project acquisition skills to meet 
Blinderman’s core purpose to be the best and make 
an impact in their target markets of Hospitality, 
Healthcare, Higher Education & Senior Living.

Mike Clarahan
Business Development Coordinator
THORNTON TOMASETTI
Mike Clarahan has joined Thornton Tomasetti as 
Business Development Coordinator. Mike is new to 
the City of Chicago. As the Business Development 
Coordinator for the Chicago office, he is focused on 
growing Thornton Tomasetti through building new 
relationships and maintaining relationships with 
existing clients. 

Shelley Finnigan, SE
Technical Sales Engineer
ARCELORMITTAL
Shelley Finnigan has joined ArcelorMittal as 
Technical Sales Engineer in the Chicago office of 
the ArcelorMittal International business unit. As 
a Technical Sales Engineer, Shelley liaisons with 
design team members to ensure they have a clear 
understanding of how ArcelorMittal’s unique long 
products can bring value to and be effectively applied 
to projects located throughout North America.

Cathy Richter
Client Relations Leader
MATTHEI & COLIN ASSOCIATES
Cathy Richter has joined Matthei & Colin Associates 
in a leadership role as a Client Relations Leader. In 
her role, Cathy will focus on building relationships 
and positioning the firm for new opportunities through 
collaborative thinking and strategic teaming.

Gavin Parr
Principal
CONSTRUCTION COST SYSTEMS, INC.
As the Principal of the Texas office, Gavin is 
responsible for driving sales, profits, personnel 
and client satisfaction. He will have the daily 
responsibility for the management of operations and 
business development that markets and services cost 
management and owner representative services. 
Strategically Gavin is involved in the CCS-OS 
strategic and business plans to meet or exceed profit 
performance company-wide and assist in the growth 
of the company by increasing revenue.


