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Advancing the Profession - Building a Better World

Photos from the SMPS Chicago Holiday Party 2012.
To view more, visit www.flickr.com/photos/smpschicago/

Thanks to Bob Elmore for the photos!

JANUARY BREAKFAST PROGRAM1.09
Light a Fire...Roundtables on 
Marketing Topics
When: Wednesday, January 9, 2013
Time: 7:30-9:30 a.m.
Where: East Bank Club
 500 N. Kingsbury
 Chicago, IL
Cost: $50 members; $95 non-members

UPCOMING EVENTS

FEBRUARY LUNCH PROGRAM2.13
Higher Education Panel
When: Wednesday, February 13, 2013
Time: 11:30 a.m. - 1:30 p.m.
Where: East Bank Club
 500 N. Kingsbury
 Chicago, IL
Cost: $50 members; $95 non-members

CPSM STUDY GROUPTBD
Join other SMPS members in a study 
session for the CPSM exam
Date, time, and place to be determined.
Cost: Free

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

SMPS Chicago now has a total 
of 200 members! 



2

S SSMPS C C GOCHICAGO

I hope all of you enjoyed some time with family and friends after a hectic few weeks. Getting connected 
with those we love goes a long way toward recharging our batteries and allowing us to make a fresh 
start for a New Year. 

Speaking of time with friends and getting connected, what a fun time was had at this year’s holiday 
party!  A special thanks goes out to members of our Program and Event committees, who “Got 
Connected” and put on a joint event. The generous sponsorship from CCS, Cushing, and Mortenson 
afforded us the opportunity to do some really fun things with photos and funny hats, as well as raise 
money and a box full of books for the Children’s Memorial Hospital. Thanks to all who came and 
celebrated, supported and donated – stay tuned for photos to be posted to the website. 

We’re about half way through our program year, and so far we’ve achieved some great things, and are 
on our way to executing a few more on behalf of the chapter. 

So to recap, since September:

• We’ve been joined by 19 new members, and 12 members renewed! Our chapter now boasts 
200 total members! This is a net increase of 4% since September 1 and makes us the 7th 
largest chapter, enjoying an improved retention rate. We’ve raffled off $200 in SMPS Bucks to 
members who attend programs, held 4 new member lunches and have mentor protégé program 
underway. (This program has open enrollment at any time)

• We’ve hosted 4 programs (2 of which were sell-outs) where we’ve met owners, toured Roosevelt 
University’s new vertical campus, and heard from Lee Bey about the design forecast for 2013. 

• We celebrated together at weeknight pop-up mixer and a sold out holiday party. 
• We’ve learned how to develop interactive PDFs for iPads, and had a “Dine and Shine” webinar 

on Interview Best Practices. 
• Chapter volunteers were shown appreciation with a free leadership workshop led by two 

members of the National SMPS Board. 
• We’ve blogged, been linking in, facebooking, tweetchatting, live tweeting, all to raise awareness 

for the industry, our chapter, our members and volunteers, our sponsors, and the great work 
all your firms are doing. (If you or your firms are not yet following us on Twitter, liking us on 
Facebook, or part of our LinkedIn group –#getconnected - We love to call attention to the great 
work you are doing.)

• We have a new Strategic Plan Task Force with 4 Goal Champions to make progress toward 
our objectives. We have open spots on the task forces for each goal – Grow market share 
and membership, develop leadership, improve programs, and fine tune and integrate our 
communications plan. Roles exist for all levels of availability and expertise, please join us!

Happy Holidays Chicago SMPS-ers!

Kate Mullaney, CPSM
President, SMPS Chicago Chapter

Cotter Consulting, Inc.
Director of Business Development

LETTER FROM THE PRESIDENT
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• Our Annual Sponsorship Campaign is wrapping up, and we have a wonderful slate of 
companies supporting us and the work we’re all doing. There are always individual opportunities 
to sponsor and give your firm a moment in the spotlight.

And still the best is yet to come! Here’s what’s on the horizon:

• Upcoming programs will include a new Peer Roundtable breakfast in January, client panels on 
Higher Education and Transportation, and our returning “8 on 8” program where we’ll meet 8 
clients in small groups. 

• March is going to be SOCIAL MEDIA MONTH. (More details available soon, posted where else? 
Twitter, Facebook and our Blog!) #getconnected

• Scholarships for CPSM certification are available; we’ll start our annual CPSM Study Group, 
marketing boot camp, more “Dine and Shine” events, including one in the suburbs. 

• A CMO/CEO/Principal’s Roundtable event is being planned 
• Peer to Peer knowledge exchanges are in the works, in Chicago and the suburbs
• Heartland Regional Conference will be in Columbus, OH  October 16-18, 2013 – get it in your 

budget now! We’ll also have a few scholarships available soon. 
• National Conference “Build Business – Dream Big!” is in Orlando, FL  July 31-August 2, 2013 – 

Again, a great time to set aside some budget! What are your dreams for yourself and your firms? 
Post them on Twitter : #smps2013dreams.

• More social events and opportunities to connect will be coming soon, once we’ve finished 
working off all the holiday cheer. 

• Membership & Professional Development Committees area Getting Connected - to create new 
Recognition Awards: 
o Marketing Communications Awards for all the results you have achieved for your firms and
o Chapter Recognition Awards for all you do for our Chapter.  

You all deserve a pat on the back, and in case no one has given you one lately, we’d like to! So stay 
tuned for more info on these awards. 

Keep up the amazing work you all do for your firms, the industry, the chapter, it doesn’t go unnoticed!  
Wishing all the best to you and your families, and your firms and teams in 2013. It’s going to be a great 
new year!

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



How did your company arrive at its marketing investment budget? Is there one?  
Of course, the quality of the marketing will be the number one driver of overall results, but a 
company that invests too little in marketing will not realize its goals, and investing too much 
is just a waste.

Here are the three common methods for setting a marketing budget:

1.  LAST YEAR’S BUDGET PLUS X%
This is the easy way, but unfortunately, not the best. Many companies have been doing this for a number of years. The 
problem is that no one remembers what the number is based on in the first place!

2.  INDUSTRY COMPARISONS
Gauging investment relative to competitors is a little better, but it does not account for the aggressiveness of the 
company’s objectives. Advertising Age publishes ad-to-sales ratios for 200 industries. You may find it interesting to 
compare your current investment level, in advertising at least, with the industry average. 

You can also find out exactly where, when and how much one of your competitors advertised. Believe it or not, this 
information is available on most any competitor you specify.

3.  PLAN AND OBJECTIVE DRIVEN
The optimal method is to determine the tactics and investment levels that are required in order to reach the specific 
marketing goals that have been identified. The marketing goals are driven by the overall financial objectives of the 
company. 

This all comes together in the marketing plan. A marketing plan helps the company best allocate scarce resources, sets 
the team on the same path, provides a clear map to success and delivers measurements of progress along the way. 

Marketing is an investment. Determining the optimal level of that investment, and then executing with the most 
effective marketing tactics, is the best way to achieve success. And in an increasingly competitive market environment, 
there are great risks in not doing  it as well as possible.

The Budget 
Question

by The Pepper Group

S SSMPS C C GOCHICAGOFEATURE ARTICLE: THE PEPPER GROUP 
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Tell us about your company and what you do.

Cushing is an 83 year-old company that spent 65 
years as a blue printer (and we still are).  After a series 
of turns, we have survived a paradigm shift that has 
brought out our most nimble qualities!  

We provide Print and Digital Communications services 
to complement any marketing department trying 
to optimize the way they reach clients and elevate 
their leads into sales. Custom Books, Cross Media 
campaigns, and Corporate Wall Graphics are three 
growth areas for us last year.  

What is the biggest challenge you are facing in your 
position right now? 

Assuming you are describing our Market position:  
Developing the concise “elevator pitch” to describe 
exactly what we do, while taking our brand into 
corporate Chicago, outside of the AEC community.  

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

Originally, SMPS placed Cushing in the room with 
potential clients needing color presentation printing, but 
more important, with Marketing minds that have improved 
Cushing’s own marketing thought leadership. SMPS 
raised the bar for Cushing with our own brand messaging.   
Looking back, SMPS built our network of clients, from 
Subs to Owners, I’m sure that I have met about 1,000 
people since the early 90s.  Being a member of their 
board provided credibility that has led to hundreds of 
introductions and face to face meetings.

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

It’s a targeted approach to exposure.   We provide 
services that help people get business.  With SMPS, 
we know that the people seeing our name are either 
existing clients, or prospects that will quickly interpret 
where we might add value to their own business 
development efforts. 

Featured in this Issue:
Cushing
JOE CUSHING

SPOTLIGHT: 2012 SPONSOR
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Welcome New SMPS Chicago 
Chapter Members!

Aash Desal
HELIOS DESIGN BUILD

Katie Garlewicz
ERM

Madhu Gresla
CANNON DESIGN

Patrick Mekus
MEKUS TANAGER, INC.

Holly Ryan
CIORBA GROUP, INC.

Xinyi Xue
STUDENT

Lauren Fitzgerald
VALENTI BUILDERS

Kassi Hopkins
FGM ARCHITECTS, INC.

Stacy Randolph
CTLGROUP

Traci Clatterbuck
GREELEY AND HANSEN



Featured in this Issue:
Nicole Dvorak
Business Development Coordinator

What are your main responsibilities with Primera?

I am the Business Development Coordinator for the 
Commissioning and Sustainability divisions. I prepare 
qualifications, proposal submittals, fact sheets and 
resumes, and maintain Primera’s CRM database for 
clients, contacts, opportunities, projects, and marketing 
campaigns within my division. Most importantly, I’m 
responsible for networking with clients and contacts as 
often as I can.

Why did you get involved with SMPS?

I was exposed to it last year within my previous 
company and wanted to be a part of it. It is such a 
great organization and a fantastic group of people. I’m 
soaking in as much as I can. 

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

It was actually my dad that got me started. He has been 
in construction since before I was born. I was in retail 
management when my dad came into my store and we 
both knew a change needed to be made. A few days 
later, I had an interview within my dad’s company. I 
started there and seven years later, I realized my passion 
was business development, so here I am!

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

Be a sponge. Soak up as much information as you can 
and be willing to do any task that is asked of you, it will 
pay off. I have met some fantastic people this way.

Where is your favorite place to eat in Chicago or 
the suburbs?

I’ll eat just about anything – I just like trying new places. 
I’m a big fan of the burger at Bar on Buena in Uptown 
and can’t get enough of the Spinach and Artichoke Dip 
from Wilde in Boystown. I also love Brett’s Kitchen in 
River North, best BLT in Chicago!

If you had $1 million dollars to start your own 
business, what would it be?

I have two passions here. I would either open a doggie 
daycare or open my own store. I would love to buy one-
of-a-kind pieces from local artists and sell their stuff. I 
have a passion for loud jewelry, scarves and really big 
rings. Opening a doggie daycare would let me be with 
my Lab-Dalmatian everyday so that’s tempting as well!

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.S SSMPS CHICAGO
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SPOTLIGHT: SMPS MEMBER



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.
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Featured in this Issue:
Joanna Haerle
Director of Marketing & Business Development
W.E. O’Neil Construction Company

Joanne will be retiring March 13, 2013 after 30 years with 
W.E. O’Neil and 20+ years with SMPS Chicago.

What are your main responsibilities with W.E. 
O’Neil Construction?

At W.E. O’Neil, I am responsible for Business 
Development and Strategic Marketing in support of the 
Chicago office’s annual revenues of approximately $250 
million. I am focused on developing relationships with 
customers in the real estate industry and strategically 
positioning the firm to become a partner in the building 
team.

In addition to business development, I am also 
responsible for market research, strategic planning, 
public relations and managing the firm’s marketing 
department and efforts.  I am a member of a larger 
marketing team that supports our network of five offices 
across the country in developing business relationships 
and branding.

Why did you get involved with SMPS?

I have been involved with SMPS for over 25 years 
when I was new to the industry and wanted to learn 
more about marketing in the AEC industry as well as 
building a network.  In those days, there were not many 
opportunities to get education specific to our industry.  I 
have been on numerous committees, a Board member, 
and now on the Executive Advisory Panel (EAP).  I’m still 
involved because SMPS has been the foundation of my 
overall success as a Director of Marketing and Business 
Development and I want to give back to this organization 
that has been a very important part of my career.

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

I have always been interested in the construction industry 
as many friends worked in the trades; I used to enjoy 
watching a construction site for hours at a time.  Back 
in the 1980s, I worked for a large commercial drywall 
subcontractor selling services to General Contractors 

and then moved to W.E. O’Neil; this was before 
Construction Management was prevalent.  It has been 
interesting watching the world of construction evolve into 
a marketing driven industry.  When I started, marketing 
was no more than submitting a list of experience and 
financials; today it’s a world of differentiation and 
messaging.

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

Find mentors and build your network so you have people 
to get guidance from and bounce ideas off of; getting 
more involved in SMPS is a great way to get both!  I 
was fortunate to have numerous mentors throughout my 
career, nearly all of whom I met through SMPS; many of 
them are still my friends today.
 
Where is your favorite place to eat in Chicago or 
the suburbs?

I happen to love barbecue ribs and my favorite place for 
them is Russell’s BBQ on North Avenue and Thatcher in 
Elmwood Park.

If you had $1 million dollars to start your own 
business, what would it be?

I would open an alternative healing center and practice 
acupuncture as I’m an acupuncturist and herbalist in my 
other life.



S SSMPS C C GOCHICAGO
More photos from the SMPS Chicago Holiday Party 2012. You can view them at www.flickr.com/photos/smpschicago/

Check this out

• Congrats to our Chapter’s newest CPSM, 
Sarah Wilkinson of HOK! 

• Check out our celebrity President Elect, 
Megen Briars of OKW Architects in this 
month’s issue of The Marketer, p. 9-13. 

• CPSM Scholarships are available, and 
Study Group is right around the corner! 
(check out our blog for more info)

• Thanks to our 2012 Sponsors and visit our 
website to learn more about our generous 
2013 Sponsors
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Light a Fire under your marketing, sales, organizational 
management, promotions and proposal initiatives beginning in 2013!

SMPS CHICAGO PRESENTS

Answer your burning questions and discuss hot topics via Peer Roundtable Discussions led 
by Certified Marketing Professionals (CPSMs). Choose up to 3 thirty-minute roundtable 
sessions and move from topic to topic or stay at one table and workshop with 3 groups 
who have different perspectives!

Bring your questions to spark a dialogue for each of the areas you will attend. Return to 
your firms and ignite success.

TOPICS:
MARKET RESEARCH | MARKETING PLANNING | CLIENT & BUSINESS DEVELOPMENT
SOQs/PROPOSALS | PROMOTIONAL ACTIVITY | INFO, RESOURCES, ORGANIZATIONAL MANAGEMENT

WHEN
January 9, 2013
7:30 a.m. - 9:30 a.m.

WHERE
East Bank Club
500 N. Kingsbury, Chicago

REGISTRATION
www.smps-chi.org/attend
Members $50
Non-Members $95


