
Functions need to be embedded 
into every person’s job.

The silos are there; you just might not see 
them. They aren’t always that evident.

It can be as simple as not knowing who 
really is supposed to do what in the market-
ing department and holding that someone 
accountable; or one side distrusting the 
other (between marketing and business 
development, between marketing and BD 
and other departments, etc.); or a firm that 
neglects to bring marketing and BD to the 
strategy discussion table, for example.

To Suzanne Lowe, founder of Expertise 
Marketing LCC, those often glossed-over 

barriers can “really impede our ability to 
be effective.”

Those barriers, as described in the above 
examples, can be structural or cultural, 
she said during a session of the Society for 
Marketing Professionals’ Build Business 
2010 national conference in Boston in July 
titled “The Integration Imperative: Erasing 
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“Anybody who has great ideas and 
can help grow the firm has a seat at 
the table. It’s all about the ideas and 
kind of getting integrated into the 
growth of the firm.”

See “Silos“ on page 2

Don’t forget the extras!
Marketing Now offers extra content as 
part of this package. To read Trendlines, 
including participant’s comments, check the 
file attached to this PDF. Additional features, 
such as Award Winners, are also attached.
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Short takes on real-world marketing tactics that are producing results

BEST OF THE BEST

ART BY NIGHT
Transforming an architecture 

studio into an art gallery might 
sound like an obvious, although 
laborious idea.  Hickok Cole 

Architects (Washington, DC), a 
65-person architecture and interior 
design firm, does it every October 
with its Art Night event, where the 
proceeds from the sale of artwork 
are split between the nonprofit 
organization Washington Project 
for the Arts (WPA) and local, 
participating artists. 
The event has caught the 

attention of the judges at the 
2010 Society for Marketing 
Professional Services Marketing 
Communication Awards, with the 
firm winning first place in Special 
Event category for Art Night 2009, 
deemed a social marketing event.
Art Night’s theme for the past 

few years, “Stop. Look. Love. 
Buy.” was given a new twist in 
2009: “Stop. Look. Love. Buy. 

Create.” Hickok Cole set the tone 
for the event with a fun, interactive 
invitation based on the concept of 
Colorforms. Invitations featured a 
blank palette on one side where 
recipients could use repositionable 

stickers to “create” their own 
artwork. The mailing included an 
instruction sheet, encouraging 
guests to bring their “artwork” for 
display the night of the event. All 
of the event materials followed the 

theme set by the invitations. Using 
abstract shapes cut from opaque 
board and transparent film, the 
marketing team assembled colorful 
30” centerpieces, arranged in flats 
of grass for display. 
Even in a colossal down year, Art 

Night 2009 raised $80,000 for the 
WPA and the artists. Art Night 
represents WPA’s second largest 
fundraising event each year and 
has even become a line item in 
their annual budget. The event 
lived up to expectations as a
first-rate party for Hickok Cole’s 
clients and the local real estate 
community. 

Art Night’s theme for the 
past few years, “Stop. Look. 
Love. Buy.” was given a 
new twist in 2009: “Stop. 
Look. Love. Buy. Create.”

 HGA Architects and Engineers 
(Minneapolis, MN), a 500-person 
architecture, engineering and 
planning firm, better clear more 
room on its trophy case. It took 
home a pair of awards in the 
2010 Society for Marketing 
Professional Services Marketing 
Communications Awards— both 
for the same effort too.
The firm’s piece showing how 

Minnesota’s Union Depot will be 
brought back to life as the hub of 
sustainable transit in Saint Paul— 
with Amtrak trains, commuter rail, 
buses, bicycles, light rail transit 
and high speed rail to Chicago— 
was named the winner in the 
specific project marketing category 
as well as Best Of Show among all 
entries this year.
With the project, HGA was aiming 

to increase its transportation 
project experience, and align the 
firm with strong partners in the 
construction and transportation 
planning markets for future 
projects. Together, HGA, its prime 
contractor client and the many 
consultants that contributed to the 
effort prepared to submit a quality 
proposal for what they knew 
would be a highly competitive 
selection process against national 
competition.

In six years of research and 
positioning for the project, HGA 
assisted with several early studies, 
and developed strong relationships 
with many of the political
decision-makers and Rail 

Authority staff leaders involved 
with the many steps leading up 
to the release of the request 
for proposals. The HGA team 
worked steadfastly the three days 
following the release of the RFP to 

identify potential partnerships, and 
sub-consultants. 
The key was to create the right 

team with the right experience and 
success, and chemistry to not only 
win the project, but to also provide 
a successful delivery.
HGA assembled a core 

design/build team that included 
Mortenson Construction, the 
prime contractor client, and URS, 
providing the transportation 
planning aspects of the project. 
The three firms had previously 

worked indirectly on a large, 
recently completed project: 
Target Field in Minneapolis, which 
includes intermodal transit.
Each of the core firms assembled 

multiple sub-consultants as well. 
HGA looked to the top national 
historic rail station designers 
Beyer Blinder Belle of New York, 
whose work includes the historic 
renovation of Grand Central 
Terminal in New York City. 
“This was the best-organized and 

most thoroughly professional 
pursuit I have seen in 38 years of 
professional practice,” said Fred 
Bland of Beyer Blinder Belle 

Architects (New York, NY), HGA’s 
design partner on the Union Depot 
project.  
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Marketing Now monthly survey 


How does your firm conduct marketing/sales meetings?


 
Response 


Percent


Response 


Count


We hold them every week. 53.3% 8


We hold them twice a month. 6.7% 1


We hold them once a month. 33.3% 5


We don't have a regular schedule 


for these meetings.
6.7% 1


We don't hold marketing/sales 


meetings.
  0.0% 0


Other.   0.0% 0


 What is on the agenda for your sales and marketing meetings? Do participants do more than list jobs? 10


  answered question 15


  skipped question 0


What is on the agenda for your sales and marketing meetings? Do participants do more than list jobs?


1 we dont have 'sales' meetings. the marketing agenda consists of proposals/soqs,
active leads, promotions, sponsorships, events, etc.


Aug 4, 2010 3:03 PM


2 Our meetings include a Leads Exchange, tips on using our CRM system, and a
breif selling / marketing training session.


Aug 4, 2010 3:21 PM


3 report by exception
discussion of leads to qualify (go-no-go)
discussion of qualified leads where new relavent info needs input from others
discussion of opportunities where strategy is needed for rfx and presentation
direction


Aug 4, 2010 3:39 PM


4 Go/No Gos and discussion of current pursuits and strategies. Aug 4, 2010 4:22 PM


5 The meeeings are held in our NY and WDC offices.We discuss strategy and
tactics. We talk about assignments won, lost, pending. We talk about the
prospective clients we are trying to meet, the projects and end user relationships
we are targeting, how we can leverage our industry relationships and networks. It
is a very productive meeting attended by principals and professional staff.


Aug 4, 2010 4:24 PM


6 We discuss VIP (Victories, Impending work, & Problems) we talk about our fiscal
year numbers and establish oals for next fuscal year.  We disburse informaition
from within the company to the sales staff. We plan for our upcoming conventions
and client appreciation dinners.  Education and training on new dervices offered.


Aug 4, 2010 5:22 PM


7 We have a weekly meeting that is focused on the past week's marketing activities
and lead-sharing.


Aug 4, 2010 7:37 PM


8 List jobs 
List trade shows


Aug 5, 2010 2:55 PM
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What is on the agenda for your sales and marketing meetings? Do participants do more than list jobs?


9 Tracking sheet for all sales opportunities.
Review monthly calendar of sales/marketing events and conferences.
Review upcoming sales visits.
Review and assign responsibility for go no go decisions.
Review all responses in-process if items are needed from group.
Review PR opportunities, good news to place in publications. 
General Items for the good of the group.


Aug 10, 2010 3:16 PM


10 The Marketing Department's weekly meetings consist of items that need group
consensus from the firm's principals and senior staff. Meeting notes are broken
down into line items that require attention that particular week and items that need
to be kept on the radar for the coming weeks and months ahead. Example topics
include upcoming design awards, RFPs, interviews and industry events. Regular
meetings that include notice of substantial ROI elevate the status of the marketing
team inside the firm.


Aug 23, 2010 3:11 PM
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Marketing Now monthly survey 


What kind of sales/marketing training does your firm offer?


 
Response 


Percent


Response 


Count


We offer sales/marketing 


training to anyone who wants it.
33.3% 5


We require all staff to take 


sales/marketing training at least 


once a year.


  0.0% 0


We offer sales/marketing 


training to the sales and 


marketing teams only.


33.3% 5


We don't offer sales/marketing 


training to our staff.
20.0% 3


Other. 13.3% 2


 What is included in your marketing/sales training, if you offer it? 7


  answered question 15


  skipped question 0


What is included in your marketing/sales training, if you offer it?


1 Sessions such as Marketing 101, Effective Consulting, Emotional Intelligence, and
more.


Aug 4, 2010 2:53 PM


2 SMPS &  PSMJ courses as well as occasional public speaking coach. Aug 4, 2010 3:03 PM


3 We deliver a selling / marketing oriented training session during our monthing
marketing meetings. Topics have included effective networking, warming up a
cold call, and building Client loyalty.


Aug 4, 2010 3:21 PM


4 It isn't something that is regularly offered, like a class, so to speak. However,
we've done a number of different things. We've given a series of Marketing 101s
and we've conducted an in-house public speaking class.


Aug 4, 2010 4:22 PM


5 We have programs in place for relationship management skills, as well as
presentation skills. These programs are made avaialble to all professional
disciplines at all levels of the organization.


Aug 4, 2010 4:24 PM


6 We recently began offering a sales training class to our younger sales staff in an
effort to better identify and meet our clients needs.  The training is going very
good so far and our sales staff seem to be very receptive to the lessons.  They
are more willing now to ask for the project without the fear of rejection.


Aug 4, 2010 5:22 PM


7 The Marketing Department organizes several "Lunch and Learns" throughout the
year to present the current year's strategies and marketing plan and how the
company can work in a collaborative fashion to achieve goals. Additionally, the
marketing department has developed a system of "how to's" that are transparent
to the entire firm.


Aug 23, 2010 3:11 PM








Award winners 
 
RISING YOUNG STARS: Consulting-Specifying Engineer Magazine recently unveiled its 40 
under 40 list for 2010. Here’s a rundown of some of the up-and-comers in the industry these 
days and what they’re doing to earn this unique recognition: 


 


Stephanie Adams-Ball, senior project consultant at D. L. Adams Assocs. Inc. (Denver, CO), 
was project manager on the Colorado College Cornerstone Art Center’s $33 million building, 
including a 450-seat theater. She implemented an electro-acoustic system that picks up direct 
sound in the room, applies it to an algorithm, and subtly puts sounds back into the discrete 
speakers so the sounds of a violin will linger in the air, like the surround-sound of a vast 
auditorium. The LEED Gold certified building’s central lobby has 4-inch-thick cotton panels made 
of recycled jeans. 


 


Justin Biller, assistant building commissioner of the Office of Building Safety in Roanoke (Va.) 
County, helps manage building permits, which include professional, residential, institutional, and 
industrial buildings. As a certified fire protection specialist, one of Biller’s jobs was to review 
codes and keep inmates contained but safe if a fire broke out at the 300-bed, 257,000-square-
foot Western Virginia Regional Jail. As the approving authority, he also had to research and 
anticipate how unique green design features could be properly implemented, like using gray 
water to wash clothing and a high-pressured vacuum plumbing system in the toilets. 


 


Glenn Brady, project manager at Sun-Air Sheet Metal (Fairbanks, AK), designed extensions in 
the seismic bracing and duct system for the mission critical Ground-Based Midcourse Defense 
(GDM) Segment projects including: the IFICS Data Terminal (ID T) 1 and 2, Missile Field No. 2 
mechanical-electrical building, and power plant at Alaska’s Fort Greely. His knowledge landed 
him a gig teaching in Saudi Arabia, where he instructed engineers in process plant 
instrumentation at a petrochemical plant. He’s also been the HVAC project manager for dozens 
of other projects, ranging from hotels, schools, hospitals, laboratories, and gold mines, and 
worked his way up his parents’ company as a sheet metal worker. 


 


Lew Brode, senior vice president/branch manager at Greenman-Pedersen Inc. (Lebanon, NJ), 
runs the business and operations side of GPI’s Rockville office. He took over as branch manager 
in 2004, when the office was ”losing money every day the doors were open,” he said. Led by 
Brode, the staff pulled together to expand the client base, improve internal procedures, and 
reduce overhead costs. The result was new business partners, a revitalized team environment, 
and a move to a more efficient office space. Under Brode’s leadership, the branch has increased 
its net revenue by 120% from $1.6 million in 2004 to $3.5 million in 2009.  
 


Meg Buczynski, civil engineer/project manager at Stantec (Edmonton, AB), is one of a handful 
of employees in the firm’s sport design group. She has designed and managed dozens of field 
hockey, baseball, softball, rugby, and track and field facilities.  


 


Any Facebook fan should thank Tim Chadwick, president of design at Alfa Tech in San Jose, 
California. He’s in the process of finishing the social media’s first data center that it will solely 
own. The $30 million mission critical facility, which is targeting LEED Platinum, will not have any 
mechanical cooling. It will all be done with evaporative cooling, thanks to Prineville, California’s 
dry and arid climate and 3,500-foot elevation. It will also draw very little power above and beyond 
what is needed for the computing power, making it the first of its kind if it succeeds. 







  


Roger Chang, principal and director of sustainability at Westlake Reed Leskosky (Cleveland, 
OH), moved to the U.S. from Taiwan when he was three months old and has played the cello 
since he was 12. His knowledge has helped when designing cultural and performing arts 
centers. He’s also worked as the sustainability consultant for government projects like the Harry 
S. Truman Dept. of State Building in Washington, D.C., and as the lead mechanical engineer for 
the $41 million, 60,000-square-foot research center for alternative fuel sources and building 
technologies, the Syracuse Center for Excellence, slated for LEED Platinum certification. 


 


Edward Clements, senior associate at HGA Architects and Engineers (Minneapolis, MN), is 
the chairman of the Trustees Ministry with Robbinsdale United Church of Christ, and focuses 
much of his work as a mechanical engineer on designing HVAC systems for performing and fine 
arts centers, museums, health care facilities, and churches. For the $45 million, 350,000-square-
foot Grace Church in Eden Prairie, Minnesota, Clements designed the HVAC systems for the 
4,500-seat auditorium, which had to be designed, on a tight budget, to meet quiet (NC-15) 
acoustic noise level for professional video and audio recordings of services and concerts. 
Clements also served as the lead mechanical engineer on the $100 million, 170,000-square-foot 
1,700-seat Valley Performing Arts Center at Cal State at Northridge, California, which will open in 
2011. 


  


Oscar Cobb Jr., mechanical engineer at Kahn (Detroit, MI), is known as a problem solver who 
comes up with creative solutions for HVAC systems in the health care, education, industrial, 
commercial, and mission critical industries. For Detroit’s College of Creative Studies, Cobb 
helped convert an old GM building with 12-foot ceilings and 2-foot concrete beams into a modern 
usable space for a middle and high school. At a 20,000-square-foot Avon chiller plant in 
Springdale, Ohio, Cobb created a gray water reuse program, and created a hybrid of manual and 
automatic controls to reduce the “spaghetti junction” of pipework that ran among three 1960s 
absorption chillers by replacing the 3,000 tons of cooling with centrifugal chillers for the $4 
million project. 


 


Raj Daswani, associate principal at Arup (San Francisco, CA), and co-leader of the mechanical 
group, has served as Arup’s project manager for the fast-tracked 878,000-gross-square-foot 
University of California San Francisco Mission Bay Medical Campus, which is slated to be LEED 
Gold certified and includes a 645,000-square-foot, 289-bed acute care hospital, 193,000-square-
foot outpatient building, and a 39,000-square-foot energy center. Daswani helped integrate the 
design-assist delivery process with project subcontractors in an integrated design and 
construction process that should minimize construction costs if the project goes over budget. 
Daswani also incorporated variable airflow technology, a new concept for the strictly regulated 
California hospitals that are concerned with appropriate air pressurization zones of operating 
rooms. 


 


Michael Durand, principal at Kahn (Detroit, MI), helped to orchestrate a cultural compromise on 
a 600,000-square-foot DMAX diesel engine plant shared by General Motors and Isuzu: an open 
floor plan that didn’t include offices but included small conference rooms that could be converted 
into to small offices if needed. It took some negotiating, but both parties agreed because the 
flexible floor plan was more cost-effective and efficient. Durand’s other specialty lies in health 
care, working for one of five accredited design firms in the country that uses the nonprofit The 
Planetree Visionary Design Network’s method, a design philosophy that incorporates patient-
centered health care into the design of a healing environment. 


 







Ben Erpelding, director of engineering at Optimum Energy (San Diego, CA), designed the 
University of Texas at Austin’s Chilling Station 6 district cooling optimization project, a $40 million 
endeavor that is the first in the world to include three variable-speed electric chillers. He also led 
the energy reduction project of a 750,000-square-foot critical data center located in New York 
that will annually save $185,000 with a two-year simple payback on the $350,000 project. 


 


Jess Farber, partner at CMTA (Louisville, KY), leads the firm’s mechanical engineering 
department and is part of the engineering team designing what he said is the first net-zero 
energy public school in the nation, Richardsville Elementary in Bowling Green, Kentucky. The 
building uses day lighting and has 40,000 square feet of solar panels on its roof. 


 


Wayne Gaw, vice president at WSP Flack + Kurtz (San Francisco, CA), created Apple flagship 
stores in the U.S., Japan, and London, and served as the lead engineer for the mechanical and 
design of the Suvarnabhumi Bangkok International Airport. As the project manager and lead 
HVAC engineer, Gaw led a team of 40 people on Las Vegas’ recently completed 76-acre, $8.5 
billion MGM MIRAGE CityCenter. 


 


Shaun Grimm, partner at ccrd partners (Phoenix, AZ), moved from Dallas to Arizona three years 
ago to open a ccrd office with eight people to more easily handle clients on the West Coast. As 
the lead electrical engineer, Grimm is overseeing the addition of a 760,444-square-foot expansion 
for Phoenix Children’s Hospital that includes a 30,000-square-foot facilities plant. The $588 
million construction project includes medium voltage distribution with the hospital, which will 
back-feed to the existing smaller hospital. 


 


Danette Hauck, senior mechanical engineer and project manager at URS Corp. (San Francisco, 
CA), is involved with numerous health care, higher education, government, and commercial 
projects. As the lead mechanical engineer and energy modeler for the new $96 million, 225,000-
gross-square-foot U.S. Courthouse in Toledo, Ohio, which is slated to be LEED Silver certified, 
she has guided the designers on the wall construction and window coverage. For the $9 million, 
50,000-square-foot Fairfax Global Cardiovascular Innovation Center in Cleveland, Hauck served as 
the LEED energy modeler to create a more efficient research facility lab, with personalized 
controls and lab hoods with occupancy sensors. 


 


Walt Herring, department manager at Bala (Philadelphia, PA), designs low-voltage systems in 
data centers and intelligent buildings from the Philadelphia Stock Exchange to Time Warner 
Cable. As the senior designer he oversaw the relocation of the famed Tasty Baking Co. 
Headquarters and a new 345,000-square-foot building on 25 acres in Philadelphia’s Naval 
shipyard. He also planned and designed the IP infrastructure and state-of-the art data center. For 
the University of Pennsylvania’s Health System, he documented 210 manhole covers with a 
geosyncroist, which uses satellite tracking to quickly identify the locations. 


 


Mike Hess, principal at X-nth (Maitland, FL), has worked on more than 25 LEED certified 
projects including the Silver LEED certified 6,000-square-foot Kennedy Space Center Visitor 
Complex Commissary. Hess oversaw the sustainability process for the first LEED project at 
DePaul University, a Gold certified research laboratory. The $40 million, 130,000-square-foot 
Andrew J. McGowan Science building includes heat recovery coils, a variable air volume exhaust 
and energy recovery system, and high-efficiency lighting, which also cost more money. Hess, 
who helped found the U.S. Green Building Council Central Florida Chapter, also earned Chapter 
Leader of the Year in 2008 and serves on the USGBC National Board of Directors and the Green 
Parent Association Board.  







 


Jan Inguagiato, director at Held Enloe & Associates (Washington, DC), regularly works with 
contractors and insurance companies to assess disaster areas including fires, hurricanes, and 
floods to estimate the total damages and time needed to rebuild. She also volunteers as co-
chairman on a Greening committee to help her daughter’s school build LEED-certified buildings. 


 


David Jacoby, associate principal at Arup (New York, NY), is working on the design for the $1.4 
billion Fulton Street Transit Center project, where he is trying to enhance the safety of six 100-
year-old subway stations and integrate the new transit center with a historic office building. 
Jacoby also served as the lead reviewer for U.S. code regulations for the Abu Dhabi International 
Airport, which used phased smoke control and occupant relocation to keep the airport operating 
during smaller fire and life safety issues. He was also the lead fire engineer project manager for 
the Rensselaer Polytechnic Institute’s wooden violin-shaped Experimental Median and 
Performing Arts Center (EMPAC) in Troy, N.Y. 


  


Elise Kirchhofer, vice president at Henderson Engineers (Lenexa, KS), is the lead mechanical 
engineer on the $122 million, 265,000-square-foot seven-story patient tower expansion at 
Shawnee Mission Medical Center, which includes a new emergency department, surgery suites, 
ICU and cardiac care unit, 1,820-ton chiller plant, 3,750-kW generator plant, 1,900-brake-hp boiler 
plant, and a new bulk oxygen plant. She’s also the youngest owner in her firm. At DeSoto School 
District, she’s working on three building projects, including a new 80,000-square-foot elementary 
school, and two high school additions. 


 


Ralph Koeber, associate electrical engineer at Spectrum Engineers (Salt Lake City, UT), 
designed a ”Superlab” remodel for Novell, a software testing facility that has several thousand 
desktop computers running programs at once. He also designed the electrical system and 
oversaw installation of a 70,000-square-foot energy exploration and technology building and a 
50,000-square-foot welding and diesel mechanics shop at the Uintah Basin Applied Technology 
College about 200 miles east of Salt Lake City. 


 


Sarah Kuchera, associate principal at ccrd partners (Dallas, TX), served as the project manager 
in the fast-tracked 375,000-square-foot greenfield construction of Texoma Medical Center in 
Denison, Texas. As the project manager, she is overseeing the 750,000-sq-ft expansion of LEED 
certified Children’s Health Systems in Birmingham, Alabama, as well as a central utility plant 
located three blocks away. The new inpatient specialty hospital is using Revit to create 3-D 
modeling coupled with a unique design to connect the building to the plant.  


 


Ken Kutsmeda, engineering design principal and assistant chief electrical engineer at 
KlingStubbins (Philadelphia, PA), converted an old Wachovia check processing facility into a 
139,000-square-foot data center for Merck & Co. in Charlotte, North Carolina. Kutsmeda worked 
from concept through commissioning on the fast-track project, which required the first phase to 
be live within four months. In the middle of the worldwide migration, the site experienced a 
power outage after a snake crawled across a high-voltage utility switch and the backup generator 
failed. Luckily, Kutsmeda had planned ahead and built a fully redundant electrical system that 
transferred the load and kept everything up and running. Kutsmeda also worked on 911 call 
centers in Brooklyn, where he oversaw the commissioning of a 60,000-square-foot emergency 
center, which included testing during peak hours on weekends.  
 
Vidar Landa, senior consultant at Schirmer Engineering (Torrance, CA), has provided building 
code, automatic sprinkler, fire alarm, and smoke control consulting services for the $2.5-billion 
L.A. Live mixed-use development that covers more than six city blocks in downtown Los 







Angeles. At the 7,100-seat Nokia Theatre, Landa helped create an innovative smoke control 
system that draws the smoke away from the seating area toward the performance platform, 
which created smaller stairwells while boosting safety and increasing the number of seats. To 
improve the safety of the tower staircases shared by the 54-story Ritz Carlton and JW Marriott 
hotel, Landa split the staircases into two separate units that would pressurize individually to keep 
the stairs free of smoke and allow for safer evacuation in case of a fire. 


 


Brandon Lemonier, project manager at X-nth (Maitland, FL), supervised the design of countless 
support systems for many of the entertainment world’s top attractions, including special effects 
like those at “Curse of the DarKastle” in Busch Gardens in Williamsburg, Virginia, where water 
droplets hitting your face feel like glass shattering, a heated fan creates the sensation of the 
ghostly count’s hot breath, and faux fog simulates a roaring fire. In Orlando, for SeaWorld’s 
Aquatica waterpark, Lemonier designed more than 60 acres of decorative lighting using energy-
efficient sources such as metal halide and fluorescent, instead of traditional incandescent 
sources, in an effort to stay true to SeaWorld’s commitment to conservation. 


  


Dunstan Macauley III, director of mechanical engineering at Encon Group (Kensington, MD), 
has one of the most honorable jobs as an engineer: designing an environmentally sealed 
chamber to protect the American flag— the Star-Spangled Banner exhibit in the Smithsonian 
National Museum of American History. Macauley also worked on the HVAC systems for a 
pharmaceutical manufacturing facility in Walkersville, Maryland. He also served as the chairman 
of ASHRAE’s Region III regional conference last year, serves as the vice president for the 
national chapter, and will start his term as chapter president in July 2011. 


  


Robert McKay, engineering manager at CLEAResult Consulting (Austin, TX), oversees the 
team that provides company-wide engineering support while quantifying the savings of more 
than 70 utility energy efficiency programs nationwide. McKay created a 20-person intern program 
to develop potential new employees while giving his staff “some breathing room” so they’d 
have additional time to focus on other projects. McKay also developed project tracking systems, 
an all-staff technical training program, an online Q&A forum, standardized methods for program 
teams to submit engineering requests, and other workflow efficiencies. The combined effort 
helped increase total project reviews by 400% in a single year. 


 


Jessica Navarro, senior associate at ccrd partners (Dallas, TX), oversees the project 
management and design of mechanical, electrical, and plumbing systems for large health care 
facilities. For the past year, Navarro has served as the project manager on four hospital campus 
projects in California totaling more than 1 million square feet: Riverside Community Hospital, Los 
Robles Hospital and Medical Center, Regional Medical Center of San Jose, and Good Samaritan 
Hospital. She worked as an electrical engineer on the emergency department and ICU for the 
120,000-square-foot expansion of Rapides Regional Medical Center. 


  


Michael Nowicki, electrical engineer at Kahn (Detroit, MI), created and coordinated the 
electrical 3-D model for North America’s largest industrial manufacturing facility to be LEED 
certified. He also helped to incorporate the Planetree Visionary Design method, which involves a 
patient-centered, holistic approach to health care, at the LEED Silver rated Henry Ford Hospital in 
West Bloomfield, Mich. 
 


Julie Paquette, associate at Vanderweil (Philadelphia, PA), has helped with nearly 40 LEED 
certified projects, including the LEED Silver Palazzo Hotel at Las Vegas’ Venetian Resort. The 7.5-
million-square-foot building was already under construction when the hotel decided to “go 







green.” After an extensive analysis, Paquette helped redesign the building’s mechanical, 
electrical, and plumbing systems for a 65% reduction in lighting power density inside. By 
replacing plumbing fixtures, she reduced the water use by 35%. Paquette worked as the 
sustainable design engineer on the largest LEED Platinum project on record, the 6.5-million-
square-foot international graduate-level research university, King Abdullah University of Science 
and Technology (KAUST) in Saudi Arabia. 


 


Jason Perry, associate department manager at Matrix (Maumee, OH), led a complex $7.2-
million full upgrade on an old control system for a basic oxygen furnace, which was slowly 
migrated to the new system during one day downturns the plant had every six weeks to ensure 
the plant continued to run. Perry also helped design, manage, and implement the controls and 
instrumentation of a $2.1-million greenfield canola crushing plant in Saskatchewan, Canada. 


  


John Paul Peterson, associate at Stantec Consulting (San Francisco, CA), is the project 
manager for the Research Support Facilities, a 220,000-square-foot net-zero National Renewable 
Energy Lab in Golden, Colo., that aims to be LEED Platinum. It is 95% daylit, includes 
photovoltaic panels, and uses an open office layout. An underground concrete labyrinth pre-heats 
or pre-cools outside air before distribution through the raised floor chamber.  


 


Justin Schmeer, project manager of life safety at the Venetian Casino Resort in Las Vegas, is 
the only licensed fire protection engineer who works directly for a hotel property in Las Vegas. 
He oversees all of the life safety aspects within the enormous number of buildings in the 
Venetian Casino Resort, including the Palazzo Hotel and Theatre, the Sands Expo and Convention 
Center, and Sands Casino Resort in Bethlehem, Pennsylvania. He is overseeing active 
construction projects in Clark County, Nevada, to ensure they are being built correctly, code 
compliant, and inspected properly. Schmeer also oversaw fire protection and life safety 
implementation of the 7.5-million-square-foot, 55-story tower Marina Bay Sands in Singapore. 


  


Andy Smith, principal at Jordan & Skala Engineers Inc. (Dallas, TX), has turned a Burger King 
into a bank and a church into a jail, where the chapel became the holding cell. He’s also 
renovated an office building into a biohazard level II laboratory. The roof wasn’t originally 
designed to handle any weight; it required custom-built 20-foot-high, 10-foot-wide vertical air 
handling units with ladders to access equipment, including the humidifying and chilled water 
sections. Smith designed the 2,000-unit Erickson Retirement Community in Dallas and in 
Houston. 


  


Brian Stacy, associate principal at Arup (New York, NY), began building light fixtures in his 
parents’ garage for high school dances, and went on to be a resident lighting designer for the 
The Field Museum in Chicago. As the project lighting director, Perry oversaw the amazing light 
spectacle of Abu Dhabi’s $489-million five-star Yas Marina Hotel, which includes a Grand Prix 
Race track that runs underneath the hotel. The glass and steel façade includes 5,000 custom-
made LED lights that look like a snakeskin-patterned canopy that curves in a stingray-esque 
manner above the nine-story hotel. It constantly changes colors cued by an algorithm so the 
same scenes are never seen from the original seven images, except when specified.  
 


Christine Theisen, consultant and team leader at Rolf Jensen & Associates Inc. (Las Vegas, 
NV), served as fire protection engineer and project manager for the Golden Nugget Tower and 
for the recently opened Viva ELVIS Cirque du Soleil show at the Aria Resort and Casino within 
the CityCenter mega-resort in Las Vegas. Theisen developed a life safety system that handles 
the pyrotechnics and other special effects of the show, including a 20-foot-tall Elvis that shoots 







flames out of his hands, while ensuring that the sprinkler systems over the 1,850-seat auditorium 
and stage do not falsely activate. As the project manager, Theisen is now working on a 2-million 
square-foot 14-gate terminal at Las Vegas’ McCarran International Airport 


  


Andy Thompson, associate at Arup (San Francisco, CA), goes to various parts of the world, 
advising on the potential catastrophic risk of an earthquake, hurricane, tsunami, or terrorist attack 
from an engineering, insurance, and financial perspective. Although he is involved in all types of 
natural disasters, his specialty— living in California— is earthquakes. 


 


Mike Tillou, associate vice president at Cannon Design (Grand Island, NY), led the sustainability 
effort of the LEED Gold certified 90,000-square-foot North and South Academic Building Project 
at Williams College, which replaced older buildings from as early as the 1920s, and saves more 
than $40,000 in annual energy costs. He also worked on Adelphi University’s Centers for Sport 
and Performing Arts, a $72-million expansion and renovation project that is seeking LEED Silver 
certification. Tillou serves on the Williamstown, Massachusetts, COOL Committee, which is 
helping the town reduce its carbon emissions by 10% below 2000 levels. 


  


Jun Yang, principal and CFO at Infrastructure Factor Consulting (El Segundo, CA), specializes 
in planning, designing, and constructing building systems, focusing on research and new 
technology, like developing cooling solutions using tools like computational fluid dynamics. Yang 
has brought that philosophy to fruition with first of-a-kind projects with advanced technologies 
like the Liebert XP system and the DataAire split system with wireless controls. 


 
CAPELIN WINS FOR PODCASTS: The Society for Marketing Professional Services (SMPS) 
honored Capelin Communications with a First Place Marketing Communications Award for social 
media for the ”Sound Advice with Joan Capelin” podcast series. This was the first time the 
category was recognized. 
 
The SMPS National Marketing Awards program is the longest-standing awards competition to 
recognize excellence in marketing communications by professional services firms in the design 
and building industry. 
 
”Sound Advice with Joan Capelin” focuses on the specific question of what to do in a recession. 
Interviews feature a cross-section of well-known design and construction professionals and 
consultants. 
 
Founder and president of a public relations firm that concentrates on the design, building, and 
real estate industries, Capelin previously was the recipient of the Marketing Achievement Award, 
the highest award SMPS gives to an individual. She is also an SMPS Fellow. 
 
To listen to any “Sound Advice” with Joan Capelin podcasts, log on to http://capelin.com/sound-
advice-podcast/. 
 
Who’s winning awards, recognitions or kudos at your firm? Let us know so we can share the 
good news with our Marketing Now subscribers. Send your press releases and award 
notifications to Senior Writer Craig MacCormack at cmaccormack@zweigwhite.com. 








Calendar 
 


BUSINESS DEVELOPMENT SEMINAR: The ZweigWhite Management Series on Business Development is an 
interactive program that will help your employees become skilled at identifying business opportunities and 
understanding exactly what to do to transition opportunities into actual projects. Find out how to create 
persuasive proposals and presentations, secrets of negotiating and closing the deal, and what will make the 
critical difference in nurturing rich and enduring client relationships. 


 
The seminar is loaded with useful how-to information, offered in presentation, discussion, and action-oriented 
working sessions. Attendees will receive a complimentary electronic copy of ZweigWhite’s A/E Business 
Development Cookbook. You’ll get a chance to tap into ZweigWhite’s two decades of experience in helping A/E 
firms improve marketing and business development, and have a personalized, take home plan for Monday 
morning. You’ll also enjoy follow-up access to the seminar instructor for enhanced accountability. 
 
This one-day seminar comes to Seattle on Sept. 9. 
 
For more information or to register, call 1-800-466-6275 or log on to 
www.zweigwhite.com/seminars/bde/index.asp. 
 
THE PRINCIPALS ACADEMY: The Principals Academy is ZweigWhite’s crash course in all aspects of managing a 
professional services firm. The program is presented by a team of speakers with extensive experience working 
with and for A/E firms------ including ZweigWhite founder Mark Zweig.  
 
The two-day agenda covers six critical areas of business management------ business planning, financial 
management, project management, ownership transition planning, and human resources management------ from 
the unique perspective of architecture, engineering, and environmental consulting firms in tutorial and case study 
workshop sessions. 
 
The Principals Academy comes to Chicago on Sept. 21 and 22. A free ZweigWhite webinar on Aug. 12 at 2 p.m. 
Eastern featuring ZweigWhite Principal Christine Brack will give you an overview of what to expect and save you 
$150 on the registration fee. 
 
At The Principals Academy, you will learn: 
 


 How to develop a business plan that will help your firm succeed 


 The fundamentals of sound financial management 


 The keys to managing projects efficiently and profitably 


 How to find and keep top level talent 


 How to ensure the firm’s survival through ownership planning  


 


For more information or to register for The Principals Academy, call 1-800-466-6275 or log on to 
www.zweigwhite.com/seminars/tpa/index.asp. To register for the webinar, call 1-800-466-6275 or log on to 
www.zweigwhite.com/zw-995.aspx. 
 
SMPS FOUNDATION THINK TANK: The Society for Marketing Professional Services (SMPS) Foundation will host a 
think tank called ”Wake Up, Recover, and Grow in 2011” on Tuesday, Oct. 23 at the Washington City Club in 
Washington, D.C. 
 
This day-long session features two panel discussions and a special luncheon keynote presentation on the "Demographics 
of the Next Decade" by James Chung, president of Reach Advisors. One panel features top executives from innovative 
A/E/C firms who share their success stories and hints for growth in 2011. The other features an owner/client panel from 
various industries and government agencies. They will discuss their expectations for 2011. 







 
For more information or to register, contact SMPS National Marketing Manager Michele Santiago by e-mail at 
michele@smps.org. 
 


2010 HOT FIRM CONFERENCE: The Zweig Letter Hot Firm Conference is the most exciting annual event for 
growing A/E firms. This two-day event features top design and environmental industry executives, entrepreneurs, 
authors, and many others who gather each year to share strategies for success, learn tactics from their peers, and 
leave with renewed inspiration for another successful year. This event always has a lot to offer: the conference 
program, the awards banquet and celebration, and unlimited networking with the best and brightest in the 
industry. 
 
This year’s conference is slated for Oct. 27 and 28 in Washington D.C. 
 
For more information or to register for the conference, call 1-800-466-6275 or log on to www.hotfirm.com. 
 








Resources 
 
AEC PRESS LIST: Is your firm still sending press releases out on a regular basis? Why not? 
 
Getting good press coverage is one of the most powerful and least expensive ways to build your firm’s image, credibility, 
and name recognition among your current and prospective clients— even more so in today’s online environment. With 
the growing numbers free press sites, press tracking tools, and social media sites, press releases should not be 
overlooked as a tool for name recognition, web site traffic, and eventually new business! 
 
Your first step to getting good press coverage is to have a targeted, up-to-date, comprehensive press list. ZweigWhite’s 
Ready-to-Go AEC Press List, 2010-2011 Edition, gives A/E firms tips on ramping up outdated press releases so they 
thrive in today’s online world. 
  
For more information or to order a copy, call 1-800-466-6275 or log on to www.zweigwhite.com/zw-745.aspx.  
 
FREE WEBINAR ON CLIENT FEEDBACK: Building strong, effective relationships with clients is the most essential 
component in determining whether a design firm will survive, not to mention thrive. A client feedback system is 
the most efficient tool in strengthening client relationships because of its ability to track the preferences and 
priorities of your clients, and well as how and when they shift. Tracking clients in this manner, a firm can better 
meet client needs by focusing on what they identify as most important. Improving your understanding of your 
clients in this manner brings you closer and makes your firm more that client’s expert. It is this status that directly 
improves your firm’s prosperity by increasing the loyalty of your clients, while simultaneously reducing your 
firm’s costs to handle their work. 
 
The recession has also increased the number of liability claims suffered by design firms. Part of the problem is 
that reduced design fees leaves less time for the type of efforts and attention that helps spot and stop problems. 
Using an effective client feedback system has been acknowledged by major liability insurance carriers to reduce 
the size and frequency of liability claims against design firms. In addition, client feedback can help problems 
earlier, when they are easier and less costly to solve.  
 
Mike Phillips, president of Design Facilitator LLC (Raleigh, NC), will talk more about this in a free ZweigWhite 
webinar, ‘‘Improve Your Firm’s Prosperity Using A Client Feedback System’’ 
 
For more information or to register, call 1-800-466-6275 or log on to www.zweigwhite.com/zw-986.aspx.   
 
STAYING AHEAD IN A DOWN MARKET: Times now are rough, there’s no question about that. Every firm owner 
is thinking of ways to ease the pains brought about by the current economic condition. Firms do all they can to 
make sure that they survive and make it through. Fear, lack of finances, and ignorance stop firms from 
progressing. In today’s market there are tried and true ways to stay ahead of the majority. Sometimes it just takes 
reminders. To gain more work today, focus has to be tight and process needs to become broad. 
 
Marilynn Mendell, President of WinSpin CIC, Inc. says, ‘‘In this rough climate, brave firms that market over time 
win.’’ In her ZweigWhite webinar, ‘‘How to Stay Ahead in a Down Market,’’ based largely on an article she wrote in 
the June issue of Marketing Now (Issue 222), Mendell talks about how to face these times and, as great marketers, 
how to continue pressing on and moving forward to make sure that this ‘‘battle’’ is won. 
 
Mendell’s tried and tested tips will help even the most cynical marketer and/or firm owner stand up and continue 
on by producing effective and efficient marketing strategies that work. 
 
For more information or to register, call 1-800-466-6275 or log on to www.zweigwhite.com/zw-987.aspx.  
 
OPTIMIZING SOCIAL MEDIA WEBINAR: The age of social media is in full swing. Facebook, Twitter, LinkedIn and 
a host of other sites are commanding people’s attention. Unfortunately, many firms either block these sites 
because they stop people from working or they don’t know what social media is and how to use it. Because of 
this, firms are losing out by not using this powerful resource to their advantage. Many firms are still trying to 
determine how to leverage social media, what the real benefits are, and is it tied to firm financial performance at 
all. The firms that apply sound strategy to their social media efforts and communicate with purpose will be the 
ones that rise to the top as industry leaders. 
 







In the ZweigWhite webinar ‘‘Optimizing the Use of Social Media for A/E Firms,’’ Chris Denby, founder of 
Markitecture, covers the details behind what it takes to run a successful social media campaign for your A/E firm. 
Whether you are marketing to the federal or state government, private corporations or local homeowners, your 
approach to social media will be different. This webinar will help you develop the proper strategy based on your 
firm’s goals. 
 
For more information or to register, call 1-800-466-6275 or log on to www.zweigwhite.com/zw-996.aspx.  
 


2010 MARKETING SURVEY: If your firm isn’t keeping pace with industry standards when it comes to marketing, you’re 
risking the future of your business. But how do you know if your firm is over- or underinvesting in marketing compared to 
your competition? Do you know which marketing strategies lead to success, and which ones you should avoid? Do you 
know how many marketing staff firms like yours need to get the job done? 
 
If you want answers to these marketing questions and others, you need ZweigWhite’s 2010 Marketing Survey of 
Architecture, Engineering & Environmental Consulting Firms. It’s the source the most successful A/E firm leaders and 
marketing staffers have been turning to year after year. 
 
The 2010 edition of this report is a must-have resource that will show you all the benchmarks you need to find out just 
how your firm’s marketing efforts stack up to your peers and your competition. You’ll get all the latest available statistics 
on all areas of marketing— spending, staff, proposals, strategies, and much more! All together, these survey results will 
help you see where you stand right now and enable you to start making plans and informed decisions about your 
marketing strategies for the upcoming year. 
 
For more information or to buy a copy, call 1-800-466-6275 or log on to www.zweigwhite.com/zw-803.aspx.  
 
GUIDE TO WEB 2.0: Harness the Power of Social Media: An Alternative Guide for Design & Construction Firms is 
ZweigWhite’s guide to the most popular of the Web 2.0 media, what they can do for your business and how to get 
started using them. In this volume, ZweigWhite presents an insider’s perspective on how to use these tools, what pitfalls 
to avoid when getting started, and how to manage a cohesive program of Web 2.0 tools to improve your business. 
You’ll learn all about social media and how it can be used to market your business including: 


 
 Which are the most popular sites  


 
 How to set up business and personal accounts on some of the most popular networks  


 
 How these sites work and how they vary from each other  


 
 How to select the right social media outlet to promote your business  


 
 How to develop a strategy for getting the most out of your time spent online  


 
 How to create a cohesive online presence for your firm  


 
 How to integrate several different types of social media marketing into one online image 


 
For more information or to buy a copy, call 1-800-466-6275 or log on to www.zweigwhite.com/zw-915.aspx.  
 
MAKE THE PERFECT PITCH: Your firm has worked hard to build its name in this business. You've got strong leadership, 
impressive experience, and highly skilled employees. And yet you're still having trouble securing work. Sound familiar? 
 
Today’s marketplace is more competitive than ever. So, it's crucial that your proposals and presentations stand out from 
the competition and prove to potential clients that you’re the one for the job. Discover how you can win more work with 
ZweigWhite’s Perfect Pitch: An Insider's Guide to Outstanding Proposals and Presentations. This guide will take you 
step-by-step through this process, from how to research opportunities, to prepping the presentation team, to negotiating 
and closing the deal. 
 
For more information or to order a copy, call 1-800-466-6275 or log on to www.zweigwhite.com/zw-810.aspx. 
 







A/E MARKETING FITNESS PLAN: Are you happy with the results you’re getting from the money you’re spending on 
marketing? If your A/E firm is like most, there are simple, yet powerful steps you could take to improve your firm’s 
marketing program, increasing revenue while preserving profitability. 
 
If your firm is ready to get a better return on marketing investments, both increasing revenue and preserving profitability, 
ZweigWhite’s A/E Marketing Fitness Plan can help guide the way. 
 
A/E Marketing Fitness Plan is an action-oriented book, written exclusively for firm leaders and marketing professionals of 
A/E and environmental consulting firms. It details step-by-step action plans that allow you to reap the highest possible 
return from your firm’s marketing program. 
 
With a marketing self-assessment at the beginning and the end of the book, interactive testing in each chapter, 
checklists, worksheets, and case studies, you’ll be able to quickly identify better ways to market— proven methods that 
you can put into practice immediately— without costly trial-and-error or guesswork. 
 
For more information or to order a copy, call 1-800-466-6275 or log on to www.zweigwhite.com/zw-130.aspx. 
 
HANDBOOK FOR SELLING: The Society for Marketing Professional Services (SMPS), in partnership with Building News 
Inc. (BNI), recently assembled five experts to develop a new book, Design-Build Services: A Marketing and Business 
Development Handbook, to help the AEC industry succeed in design-build. 
 
According to the Design-Build Institute of America, the percentage of the non-residential market using design-build has 
increased by 200% in the past 10 years and is expected to overtake traditional design-bid-build as a preferred project 
delivery system as early as next year. 
  
The first part of the handbook takes the reader through the process of developing a successful design-build marketing 
and sales program. Using examples from successful companies around the country, it shows how to create targeted 
marketing plans; market services for private, public, and federal projects; research new design-build projects; create a 
market-driven sales force; and write successful proposals. 
  
The second half of the handbook focuses on how to run a successful design-build practice once a project has been 
awarded, presenting the reader with tools for scheduling, quality control, and ensuring client satisfaction. 
 
Topics covered include: 
 


 How to develop a successful design-build marketing and sales program 
 


 How to target specific marketing efforts to private, public, and federal projects 
 


 How to meet all the special requirements for responding to a design-build RFQ/RFP 
 


 How evaluators score a design-build proposal 
 


 How to gain competitive advantage in the design-build proposal process by knowing five key characteristics of 
the evaluation panel  


 
 How to weigh the relative importance of speed, price, quality, and qualifications and how to optimize  


the use of your resources to deliver on these 
 
Increasing demands for speed, quality, and cost control ensure that design-build will become more and more  
predominant in the years ahead. For today’s AEC company, this handbook opens a door to the future and provides a 
blueprint for getting started.  
 
For more information or to order a copy, call 1-800-896-0793 or log on to www.smpsbooks.com.  





