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I.  Program Summary & Learning Objectives

PROGRAM SUMMARY:
The program is an interactive competition where small groups compete against each other to win 
a project, by coming up with deliverables similar to a proposal, and performing in a mock interview. 
A jury selects the winning team, followed by a discussion to review what worked for the successful 
team.

LEARNING OBJECTIVES:
Upon completion of the program, participants will be able to:
1.. Become familiar with a range of marketing practices & techniques 
2. Identify business development strategies relevant to contemporary practice for a range of firm   
    profiles and project types
3. Understand how to market the value that a firm brings to a client to maximize success for     
    enhanced profitability, repeat client relationships and to stand out among competition
4. Gain experience in performing in a client interview and learn how to create and deliver an elevator     
    pitch

PROGRAM ABSTRACT:
Information has been distributed prior to the session describing a potential project that firms will 
compete for, an adaptive reuse and addition to a historic building in Northwest DC. The project 
is a public-private partnership between a developer and a city agency, providing both an urban 
community center and tenant fit out for a software startup company. The client, scope of work and 
list of potential consultants are included in the attached RFP. Information describing each firm’s 
portfolio and experience is also distributed. Each individual in the group will play a role, such as 
Business Development Specialist, Designer, Project Manager, Principal, or Marketer that they feel 
is important to represent their team to win the project. Firms are assigned to teams, and roles are 
chosen by each team. Teams will meet independently before class to prepare a response to the RFP 
prior to the session. This homework includes a written response to the RFP and will be done as a 
group effort and with assistance from experienced colleagues as needed. The teams’ responses to 
the RFP will be provided to the jury for review before class, however the responses will not be scored 
until the end of class.

The first half of the session consists of guest speakers sharing their knowledge and expertise in 
the areas of marketing, business development, proposals, building relationships, the value of an 
architect, and how to build a reputation. After the speakers have concluded, teams will be given 
the opportunity to modify their RFP response taking into account the lessons learned from the 
presentations. Shortly afterwards, the jury will meet with each team for a brief mock interview. The 
jury will ask each team questions about their RFP and why they should be chosen. This gives each 
team a chance to experience presenting an elevator pitch and acknowledges the intangible qualities 
that impact a firm’s selection such as people skills, charisma, passion, enthusiasm and the power 
of persuasion exhibited by the persons interviewing. The jury will use the scoring system included 
in the RFP to identify the winning firm, taking into account the RFP response and the interview 
performance.  Following announcement of the winner, a discussion will be held describing why the 
winner was selected, what was done well and what could have been improved for each team.
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II.  Agenda

AGENDA
12:00 – 12:05  Session Welcome

12:05 – 12:30  Lunch with your group and one of the speakers
  Encourage socializing & relationships on how to build a network

12:30 – 1:00  Speaker: Marketing General Overview
  Sylvia Montgomery

1:00 – 1:30  Speaker: Business Development
  Rita Yurow
 
1:30 – 1:40  Break

1:40 – 2:10  Speaker: The Value of an Architect
  Amy Cuddy

2:10 – 2:40  Speaker: Interviews
  Susan Merrigan

2:40 – 2:50  Group Time
  Refine Deliverables based on information from Speakers

2:50 – 3:30  Mock Interviews / Prep / Break
  5 minute interview plus Q&A from jury

3:30 – 3:50  Jury Convenes to review proposals
  Discussion about Marketing & BD Experiences

3:50 – 4:00  Announce Winner & Present Prize

4:00 – 4:50  Discussion: Lessons Learned & Why

4:50 - 5:00  Session Wrap-up
  Advisory Commitee
  Next Up: Industry Trends

5:00 – 6:30  Happy Hour @ Drafting Table
  1529 14th St. NW, Washington, DC 20005

Rain Making
Date: Friday February 5th, 2016
Location: Bonstra Haresign 1728 14th Street NW, Suite 300, Washington, DC 20009
Time: 12:00 pm – 5:00pm 
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Sylvia Montgomery, CPSM
Sylvia Montgomery, CPSM, has over 25 years of experience combining her visual communications 
training with practical marketing planning and execution. Her experience includes over a decade of 
working in and with the AEC industry, where she is a recognized Visible Expert. As a senior partner at 
Hinge, Sylvia is in charge of Hinge’s AEC practice, developing new business, and creating marketing 
and branding strategies for clients. She is a co-author of The Visible Expert, Online Marketing for 
Professional Services and Inside the Buyers’ Brain. Her clients include Syska Hennessy Group, 
Institute for Sustainable Infrastructure, RS&H, Manhattan Construction, Quinn Evans Architects, 
Grimm & Parker and many other regional and national firms.

Sylvia holds a BA from Trinity College, an MFA from the George Washington University, and an MBA 
from University of Maryland, University College. She is active in the Society for Marketing Professional 
Services. 

Presentation #1:
Marketing General Overview
Become familiar with a range of marketing practices & techniques 

Sylvia Montgomery, CPSM

smontgomery@hingemarketing.com

 www.hingemarketing.com

Rita Abraham, 

Buisness Development Leader

ryurow@DLRGROUP.com

www.dlrgroup.com

Rita Abraham Yurow, Business Development Leader
Rita Yurow leads the business development effort for the Federal Sector at DLRGroup| Sorg in 
Washington, DC

Rita has been an active member of the Washington real estate community for nearly 30 years. 
On the commercial side, she has worked for developers, architects and planners whose high 
profile projects have had a major impact on the city. Her expertise includes origination and 
implementation of business development strategies, public relations, relationship building 
and management, and interview preparation. On the public side, she served as director of 
communications and community engagement for the Pennsylvania Avenue Development 
Corporation (PADC).

Rita currently serves on the boards and committees of several real estate related professional 
organizations and has written articles on marketing for professional publications. She holds an 
AB in American Studies from GWU where she also completed course work toward a Masters in 
Urban and Regional Planning. A dedicated life-long learner, Rita is a recent and proud graduate of 
Northern Virginia Community College’s photography program.

Presentation #2:
Business Development
Identify business development strategies relevant to contemporary practice for a range of firm 
profiles and project types

III.  Speakers & Presentations
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Amy P. Cuddy, CPSM
Amy P. Cuddy, CPSM, manages marketing and business development for the Washington, DC office 
of Ayers Saint Gross. Her previous experience includes similar work at architecture and engineering 
firms specializing in housing, higher education and embassy and federal government commissions. 
Amy has helped these firms to win clients and national awards, and gain press coverage in national 
publications. She is an active member of the Society of Marketing Professional Services (SMPS). Amy 
has shared her expertise by speaking at the SMPS Build Business and Deltek Insight conferences. 
She has written for the Zweig Letter and Marketer on various marketing and business development 
topics. Amy holds a Bachelor of Science degree in digital communications from Lebanon Valley 
College and earned her Certified Professional Services Marketer (CPSM) certification in 2013. 
She currently serves on the Board of Directors for the Washington, DC chapter of the Society for 
Marketing Professional Services as the Director of Career Advancement.

Presentation #3:
The Value of an Archtiect
Understand how to market the value that a firm brings to a client to maximize success for enhanced 
profitability, repeat client relationships and to stand out among competition

Amy P. Cuddy, CPSM

acuddy@asg-architects.com

www.asg-architects.com

Susan Merrigan, FSMPS, CPSM

susan.merrigan@perkinswill.com

www.perkinswill.com

Susan Merrigan, FSMPS, CPSM
Susan Merrigan has 20 years of experience marketing for professional services firms in the 
A/E/C industry. At Perkins+Will, a global interdisciplinary architecture and design firm with 
1,800 employees in 23 locations worldwide, Susan is responsible for marketing and business 
development of the 75-person Washington, DC office. As the Marketing Director, she collaborates 
with key leadership to create a responsive, innovative and competitive strategic marketing 
program; provides strategic oversight of proposals and presentations; manages public relations; 
and oversees all marketing initiatives. Susan is a Fellow of the Society for Marketing Professional 
Services and is a Certified Professional Services Marketer. A California native, Susan received 
both a B.A. in Communications, Law, Economics and Government and an M.A. in Public 
Communications from American University, as well as an M.B.A. from the University of Florida.

Presentation #4:
Interviews
Experience in performing in a client interview and learn how to create and deliver an elevator pitch

III.  Speakers & Presentations
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David Shove-Brown, AIA, NCARB
David Shove-Brown, AIA, NCARB is Partner at //3877, an Architectural, Design, Interiors + Graphics 
firm with offices in Washington, DC specializing in residential [single and multi family], commercial, 
restaurant and healthcare architecture + design. //3877 has completed projects throughout 
the United States and Europe. Mr. Shove-Brown’s work has been featured in Details Magazine, 
the Washington Post, Washingtonian Magazine, Hospitality Design Magazine, Boutique Design 
Magazine and Form Magazine.
 
In addition to his practice, Mr. Shove-Brown is a guest faculty member at the Catholic University 
School of Architecture and Planning. As a part of his position at CUArch, he travels extensively 
through Italy, Spain, France and Finland. Along with teaching at CUA, David has conducted classes at 
the Corcoran College of Art + Design and led lectures for the National Building Museum, Washington 
Architectural Foundation and DC Chapter of the American Institute of Architects. 
 
David has been presented with architectural awards from groups such as American Collegiate 
Schools of Architecture, the American Institute of Architects + Washington Architectural Foundation 
and American Architectural Foundation. Most recently, David has been honored with the Weib 
Award, the Washington Architectural Foundation’s award for Architecture in the Public Interest.

Juror #1:

David Shove-Brown, AIA, NCARB

dsb@studio3877.com

www.3877.design

III.  Speakers & Presentations

Thomas Lovetere, Project Executive

tlovetere@kramerdc.com

www.kramerdc.com

Thomas Lovetere, Project Executive
Mr. Lovetere brings over 30 years of experience providing portfolio management, construction 
management, project budgets/schedules analysis, contract negotiation, and building evaluation 
to Kramer Consulting. Having a background Architectural design and forensic architectural/
engineering, Mr. Lovetere brings a unique perspective and a wide range of construction related 
experience to Kramer Consulting.

Mr. Lovetere is currently managing the DC Department of Parks and Recreation Portfolio  with 
a yearly budget of $50M and with about $100M in design or construction.  He has successfully 
worked on several other high profile projects, including The J. F. Kennedy Center Concert 
Hall, SOHIO Corporate Headquarters, The Smithsonian Institution Mall Museums & Zoo, and 
Sprint E|Solutions Web Hosting Centers in New York, Boston, Atlanta, and Sprint Caribbean 
Headquarters in San Juan, Puerto Rico.

Juror #2:



Christopher Kelley Leadership Development Program 2015-2016

Laura Ewan, CPSM, Manager of Communications and Culture, MGAC
Laura Ewan is a marketing and communications professional passionate about advancing the 
profession within the AEC industry. Specializing in creative internal and external communications 
that reinforce corporate brand and culture, Laura’s work strives to build community through the 
integrated use of strategic online platforms. Her experience includes working closely with firm 
leadership at both large and small firms to gain buy-in, develop internal champions, and make the 
connection between successful communications and overall firm success. An active member of 
SMPS since 2007, she currently serves as President-Elect for the Washington, DC chapter and is a 
proud graduate of the inaugural class of SMPS University. In her spare time, she’s one of the voices 
behind Communiqueso, a blog and podcast covering marketing and communications in the AEC 
industry.

Juror #3:

Laura Ewan, CPSM

ljewan6@gmail.com

www.mgac.com

Robert Bell, AIA

robert@robertbellarchitects.com

www.robertbellarchitects.com

Robert Bell, AIA
Robert Bell came to the Washington area to teach architecture at the University of Maryland, 
applied his craft on Capitol Hill where he developed condos from an old Peoples Drug building, at 
Lincoln Park and then moved his business to Georgetown. Mr. Bell has worked on projects from 
Georgetown to Turkey. He has redeveloped and owns buildings next to his office property. Currently 
Mr. Bell is restoring, renovating and adding to the Georgetown Theater on Wisconsin Avenue at 
O Street NW. which will be converted to create commercial space on the first floor, offices on the 
second and apartments on the third.

Juror #4:
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Team 1 - Studio 359 Architect
Brandon Tobias
Eric Teran
Kate Renner
Leah Ijjas

RFP Teams

Team 2 - PLA Group Inc.
Adam Schwarts
Anna Barbour
Lesley Golenor
Lindsey Falasca

Team 3: Henry & Valentini Architects
Clair Wholean
Julia Siple
Vinson Camacho
Vivek Sarma

Team 4 - ORCOM LLP
Emily Wulf
Laura Reyes
Susan Pommer
Tyler Ashworth
Abigail Brown
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