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I’d like to welcome back our membership and hope 
everyone had a fun, safe, and peaceful summer.  
As the calendar turns to September, it’s now time  
to get back to business. Our new board of directors  
has many great things in store for the 2016 – 2017 
Chapter year to help you get back into the groove!

I am incredibly honored to be your President this year  
and am looking forward to reconnecting with familiar  
faces and our new members. 

The engineering profession taught me to place learning  
at the forefront of my career. When I reflect on joining 
SMPS nine years ago, I am overwhelmed with gratitude  
for how much the Chicago Chapter has taught me  
and inevitably shaped my career. When I first joined  
the Chapter at the urging of Bob Leick, I was a technical 
expert. I am a professional engineer by trade and had 
a lot to learn about marketing and making connections 
outside of my usual project meetings. Through Chapter 
programming, events, and the mentorship of Pam  
O’Deen-Pishler, I became passionate about expanding  
my role in the AEC industry from an Engineer to  
a full-time seller-doer. 

In light of this, and on the heels of the passion and 
excitement that the Past President, Nikki Dvorak  
so successfully brought back to the Chapter last year, 
my goal for this Chapter year is to focus on professional 
development – how SMPS Chicago can assist our 
membership move their careers forward. As I present  
this goal to the Chapter, I would like to also challenge  
every member to set a personal career goal to accomplish 
this upcoming year. If it is helpful, I encourage you to  
share this goal with a board member. We are extremely happy 
to support members with reaching AEC career milestones. 

Our Chicago Chapter has a wealth of talent and expertise 
to share. There is a depth of knowledge available at our 
fingertips and we hope to facilitate learning through the 
Chapter’s efforts. The programs, events, workshops, and 
conferences help us share trends, insights, and tactics 
within the industry to accomplish great things. 

The SMPS Chicago team has goals for the 2016-2017 
year and we also challenge each of you to set a goal for 
yourself. Professional Development can be a team sport. 
Galileo has some pertinent words for us, “We cannot teach 
people anything; we can only help them discover it.” As  
an extended team, let’s set sail along this path of discovery.

Thanks and I am looking forward to this exciting journey!

Sincerely,

Tom Petermann, P.E. 
Chicago SMPS President 
Principal, Eriksson Engineering Associates 

president’s  
letter
Tom Petermann, P.E., President, SMPS Chicago Chapter 

CHICAGO CHAPTER

new members
Welcome to SMPS Chicago! 
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Clare Ardizzone
Associate, Interior Design, RATIO Architects

Christina Barrios
Proposal Manager, exp

Joanna Baum
Senior Manager, Creative Services, Berglund Construction

JJ Carlson
Marketing Coordinator, Nagle Hartray Architecture

Natasha Carter
Marketing Manager, W-T Engineering

George Chrisopulos
President, 3rd Coast Imaging, Inc.

Elena Disabato, LEED Green Associate
Marketing Manager, dbHMS

Mani Ghaedi
Student, Illinois Institute of Technology

Robert Giannosa
Vice President, Custom Contracting

Tasha Harris
Regional Director of BD, Moody Nolan

Michelle Howe
Marketing Assistant, GSG Consultants, Inc.

April Hughes, AIA, LEED BD+C
Owner, Managing Principal, HPZS

Nancy Kiernan
Business Development Manager, Faithful+Gould

Katy Konik
Marketing Manager, Hampton, Lenzini and Renwick, Inc. (HLR)

Maria Kwak
Student, Benedictine University

Courtney Lamoureux
Virtual Design + Digital Communications Specialist, 
Graycor Construction Company

Paula Lawson
Business Development Coordinator, Chastain & Associates LLC

Dana Lee
Business Development Coordinator, Eckenhoff Saunders Architects

Kathleen Louder
VP-Pursuit Management, Collins Engineers, Inc.

Stacy Malliaras
Marketing Assistant, GSG Consultants, Inc.

Sarah McLain, LEED AP
Marketing Manager, Power Construction Company, LLC

William Motley, AIA
Principal, MWorks Architects

Jessica Norris
Marketing Coordinator, Design Organization/Shive-Hattery

Steve Pangere
President, The Pangere Corporation

Michael Peskind
Marketing Coordinator, Kluber Architects & Engineers

John Peters
CMO, Consultant

Marisa Schulz
Marketing and Brand Director, The Lakota Group

Katie Self
Marketing Coordinator, The Roderick Group, Inc.

Cara Snower
Marketing Manager, DLR Group

Valerie Solver
Senior Marketing Coordinator, Cushing

Lisa Stevens
Proposal Coordinator, d’Escoto, Inc.

Leslie Streicher
Marketing Manager, STR Partners LLC

Lee Tefsky
Marketing Coordinator, Infrastructure Engineering, Inc.

Reid Vander Veen
Director of Marketing and Communications, Interstates

Alicia Wasmiller
Senior Proposal Manager, STV
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new members
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It’s Spring of 1994, and college 
graduation is staring me in the face.
Classmates have locked in jobs or gained acceptance at their institutions 

of choice for continuing their education. I’d secured interviews, but 

either the company or specific job offers weren’t a match for this liberal-

arts-educated, soon-to-be college graduate. My parents told me I was 

welcome to come home, but after a few months I’d be required to start 

paying rent. I wasn’t too stressed out, but I needed a job. 

That’s when I received a call from Jeff Summers. To this day, Jeff might 

be one the best people I’ve ever met. At the time, Jeff was working for 

Mid-States Technical (MST), an Iowa-based recruiting firm that focused 

on contract assignments primarily for engineering disciplines. The 

day after I graduated from Luther College, I walked into an interview 

with Jeff and his co-workers. Side note, Jeff was referred to me by my 

father’s financial adviser. I didn’t know it then, but this was an early 

reminder of “It’s not what you know, but who you know,” that often  

helps in life. Within a couple of days, I had an offer in-hand, which to  

my parents’ delight, allowed me to formally get off their payroll.

The job itself was not a long-term match, but it did provide me the basics  

related to sales activity, usage of a Customer Relationship Management 

system (CRM), planning business travel, and techniques for securing 

meetings. Steve Wilson was the founder of MST. Mechanical engineer 

by education and experience. Envision the stereotypical mechanical 

engineer, Steve was “that guy.” Often the smartest person in the room. 

Highly educated and well-traveled, but you’d never look at him and 

assume he was selling a product or service.

Steve checked in with the sales team to see progress toward monthly 

and annual goals. Besides acutely listening to his sales team, dissecting 

spreadsheets, and reviewing CRM activity, Steve would always remind 

the sales team that, “he’d rather be there than good.” The first time I 

heard the statement, I was a bit perplexed. Over a period of months of 

hearing it and getting more comfortable with sales, that statement had 

more meaning. At the core, Steve was reminding us that face time with 

decision-makers is half of the battle. Shaking a stranger’s hand at a 

Crain’s breakfast; asking an industry expert for 30 minutes over coffee 

to learn about his or her job/firm to help determine if it would align  

with your career aspirations; or calling a prospective client to secure  

a meeting to pitch your firm, are alll are examples of “being there,” 

which ultimately will increase your odds of “winning.” 

For the past 15 years, primarily doing business development in the 

A/E/C industry, I often remind myself and others that, “I’d rather be 

there than good.” Whether you are talking about meeting the right 

person for a job or positioning your firm for a project, Steve’s words 

continue to resonate with me. If you aspire to get into a business 

development role or are currently serving in said capacity, here are  

some tips and reminders to consider for achieving personal and 

professional success and satisfaction: 

Culture, culture, culture
This could hands-down be the most important aspect of finding a place 

to spend 50-plus hours a week. There’s nothing wrong with collecting 

a paycheck to put food on the table and pay the bills. But if you want 

to be passionate about your firm and your role, I strongly recommend 

finding that organization that makes you smile on a  daily basis as you 

enter, reside, and depart the office.
Contact: Matt Rebro mrebro@hksinc.com 

FEATURE ARTICLE

five tips & reminders  
to achieve personal  
& professional success
by Matt Rebro, CPSM, Vice President – Business Development, HKS, Inc.
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It’s OK to say “I don’t know”
Hell, it’s preferred versus making an incorrect statement. If you  

don’t have an answer, consider saying, “Great question; wish I had  

an immediate answer.” That being said, let me circle back to ___  

(insert topic expert here), and get you the answer.” Most importantly,  

do what you promise and provide the answer.

Put your big boy/girl pants on
Three months ago I became a member of the Urban Land Institute 

(ULI). Recently, ULI hosted a breakfast meeting at the new London 

House Hotel that I decided to attend. As I entered the meeting, the 

familiar butterflies started to turn in my stomach, even though I’ve 

attended hundreds of like events over the last couple of decades. Within 

a few minutes of arriving, I took a deep breath and found another 

individual who was clearly without a friend. Armed with some smart, 

open-ended questions, I had a productive five-minute conversation with 

a person whom I could do business with in the future. It’s guaranteed 

that many others attending the event were just as nervous as I was 

entering the program. The key is consistency – the more you attend 

industry events, the more comfortable you’ll become networking. Do 

a little homework and prepare prior to entering the event. Don’t be a 

stalker, but approach an individual or small group, look them in the eyes, 

and introduce yourself. The simple act of a firm handshake is oftentimes 

the start of many business relationships.  

Your business is only as strong as the  
community in which you live, work, and play
In my mind, the definition of “community” is key here. For business 

purposes, this may mean the physical locations where our organizations 

are involved with projects or where our offices reside. How can you 

help strengthen your communities? SMPS Chicago recently supported 

the Ronald McDonald House by making meals for families in need. 

Volunteer for such events. Step up and get on committees or boards 

that are near and dear to you and your organization. Enter with  

the pure mindset of giving back. That being said, getting involved  

will help your communities flourish, and ultimately, your employers  

will get the benefit of your leadership skills growing, as well as  

an expanded network of industry contacts.

Handwritten thank-you notes 
I recently joined a new organization. While many of the people I’m 

calling upon know me, they don’t know HKS very well, if at all. Small 

act, but as time permits I send handwritten thank-you notes. In the  

note, I try to reference something I heard during our meeting. I send  

the notes within a day or so of the meeting and include a business 

card. Will a thank note secure business? No. Will it stand out among 

the dozens of competitors? I’d speculate most prospective clients would 

say “Yes.” If your penmanship is less than stellar, consider typing and 

signing the letter. Worst case, send a thank-you via email. 

Clearly being “good” at your job is important. But nothing of 
significance typically happens in our space without shaking a hand.  
So go out and be there!



What are your main responsibilities  
at Golden Square? 
I am the creative and strategic principal of Golden Square, a national 

marketing communications studio, based in Chicago. As a founding 

principal, project manager and strategist, I work with clients to create 

and obtain the most power from their marketing initiatives. It was 

necessary and challenging to meet some of the toughest bosses 

objectives over my career before launching Golden Square; however,  

it was a great learning experience and gave me the confidence  

in myself and developing an open-minded approach to meet goals.

At Golden Square, we understand that marketing efforts can impact  

a company’s outcomes, both operationally and financially, and they seek 

a return on their investment. We develop integrated communications 

and marketing models that are interdisciplinary, advance brand and 

identity, inform and engage people, and produce results. It is exciting  

to collaborate with companies who are not satisfied with the ordinary  

or the status quo and want to reach their goals and set new ones. 

Why did you get involved with SMPS? 
My interest in SMPS started with the desire to meet other professionals 

in the industry and learn more about best practices. From the onset, 

it was obvious that SMPS was collegial and open to sharing ideas and 

practices. After being part of SMPS Chicago for a period of time as 

program chair and wearing many hats, I served as the Chicago Chapter 

president for two years, and was very active on committees – locally, 

regionally and nationally. I am proud to have launched the “original 

mentoring committee” with SMPS National and very honored to have  

the SMPS Foundations support in making this a reality. 

How did you get your start in the A/E/C  
industry and any advice to those just starting  
in the industry? 
My first position was as a project manager on environmental and 

government projects. I arrived fresh from the healthcare industry  

and became involved in environmental projects. As a marketer,  

I created diverse teams and constantly looked at building value  

in the most effective manner. It was a necessity since there  

were often 50-200 people on a project. 

My advice to individuals starting in the industry is to be open to 

learning from everyone, every experience, and strive for a balanced 

mindset, both creative and analytical. Both skill sets are needed to 

achieve the optics needed for executive functioning skills and personal 

success skills. There is also a need for good listening skills and asking 

relevant questions to understand others and their goals. These soft 

skills are important for success. I often ask myself, “What did I learn 

from this project or experience?” I take that lesson and use it on the 

next project and keep moving forward. 

What do you like to do for fun  
when you’re not working? 
As a child, one of my favorite subjects was geography. I wanted to know 

the imports and exports of countries and drew info maps with all of  

the distinctive features. It was an early portfolio of the world from my 

point of view. This interest grew into a passion for culture and traveling. 

It is fascinating to learn about different people, their language, culture, 

food, and history of the country and its challenges. 

If you were a Super Hero,  
what super power would you like to have? 
My super power would be to give all people the opportunity to obtain  

a good education especially reading literacy early in life. It is important 

for children to read at a third-grade-level by third grade to have the very 

best chance of developing into healthy adults. If we could meet this 

need with all children in the world at this early age, they would have a 

nearly infinite resource to continue to prosper and reach for their dreams. 

What is your favorite place to eat  
in Chicago or the suburbs? 
My husband and I are diners so it is a challenge to name a single  

place. RL’s is a favorite — the crab cakes and the lamp chops  

are incredible. The staff is very welcoming. RL’s ambiance is elegant, 

but not overwhelming. 
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MEMBER SPOTLIGHT

deborah j. 
hodges 
President/Managing Principal, Golden Square 
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SPONSOR SPOTLIGHT

kjww  
engineering  

consultants
responses by Leann T. Dockins, CPSM, Business Development

Tell us about your company and what you do.
KJWW is an international engineering consulting firm specializing  

in healthcare, higher education, K-12, commercial, government,  

and industrial buildings. Our expertise is in designing sustainable  

and high-performance building infrastructure systems for mechanical, 

electrical, technology, structural, and architectural lighting. 

For the past 6 1/2 years I have supported business development  

efforts for our Chicago, Naperville, Wisconsin, and Michigan offices.  

I have been a member of SMPS for almost 13 years and earned  

my CPSM in 2006. I am a past president of SMPS Chicago and  

2015 Heartland Regional Conference co-chair. 

What is the biggest challenge you are facing  
in your position right now?
The biggest challenge I face is ensuring that I am balancing  

my time between all the offices I support. 

What value has SMPS brought to your firm  
and you personally?
Mentoring, networking, professional development, and the relationships 

I have developed are immensely valuable to me and KJWW. Tapping 

into the national SMPS network has been very helpful as my company 

opens offices in new geographic locations. 

What is the best part of being an SMPS sponsor?
Through our sponsorship, KJWW is able to show our support for this 

amazing organization. Having a sponsorship benefits package makes  

it easier for us to participate in events, leverage the job bank, and  

get exposure for our firm. We also enjoy the opportunity to participate  

in and showcase projects through various SMPS programs. 

What do you feel is most valuable  
to being a sponsor? 
We are a sponsor every year in some capacity. Our sponsorship shows 

those in the AEC industry how much we value being a part of SMPS. 

The visibility we are given through various mediums is terrific.

kjww.com

COMMITEE MEMBER SPOTLIGHT

Stefany Adholekar, Corporate Communications  
Coordinator, R.M. Chin & Associates, Inc.

SMPS Chicago Committee: 
Professional Development

Role: 
Provides planning and coordination for Business  

Executives Exchange (BEE) programs

How has being a part of a committee  
enhanced your SMPS experience?
By being part of the Professional Development committee,  

I get to collaborate with like-minded marketing professionals  

as we plan relevant job-related and career advancement programs 

for our peer group. It’s been a great way to learn from others  

in the field, while keeping my career plans in check and on track.
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