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I.  Program Summary & Learning Objectives

PROGRAM SUMMARY:
In any project, reaching the point of “closing the deal” is the culmination of countless hours spent 
networking, relationship-building and (of course) developing and pitching ideas. Understanding how 
these communication skills directly impact a fi rm’s ability to win work is critical, and mastering these 
skills can greatly speed one’s journey on the path to leadership. In this session, participants will 
gain valuable insight on closing the deal from industry leaders, focusing on topics such as branding, 
business development, social media, and networking. 

LEARNING OBJECTIVES:
1. Gain an understanding of current marketing and business development practices in the 

Architecture industry, and then demonstrate that knowledge by analyzing strategies related to 
branding, relationship-building, social media, content marketing, and networking. 

2. Investigate commonly-used business development strategies used to help secure project work, 
such as RFPs and IDIQs, as well as alternative outreach methods such as client workshopping, 
design-build partnerships, etc. 

3. Participate in a personal branding exercise to understand how to create consistent messaging, 
storytelling and content across various communication channels. 

4. Identify opportunities for engaging in business development as a seller/doer in a competitive 
market, and further learn how to strategically leverage personal strengths to benefi t one’s fi rm 
and elevate one’s own career. 

PROGRAM ABSTRACT:
This session is designed to explore new and effective ways of selling one’s wares and oneself. 
Industry experts will reinforce the importance of confi dence, persuasion, recognizing one’s self-
worth, and how that ultimately leads to “Closing the Deal.” 

The day will begin with an interactive lecture on self-marketing skills. David Gerson will demonstrate 
which tools are necessary to successfully represent oneself in a professional networking 
environment. David’s expertise in marketing, business development, and networking informs his 
understanding of how to use one’s body and voice to sell a story – and make a deal. 

Next, Laura Ewan will provide an insight into marketing, branding, and social media. Participants 
will learn how to present an image, or a brand, to the world while simultaneously selling themselves. 
Laura will also talk about real-world techniques for standing out and growing a practice, as well as 
re-branding efforts in which she has played a major role. 

To end the day, a robust panel of experts will participate in a lively business development discussion. 
This panel will touch on how to navigate the cross-disciplinary construction industry in search of 
the next best venture. Scholars will also learn how these four professionals have helped their fi rms 
thrive in a competitive setting such as Washington, DC. In addition to this, each panelist will be 
asked to discuss how to stand out in such an exceptional and thriving market. 

Closing the Deal
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II.  Agenda

AGENDA
12:00 – 12:15  Lunch Reception and Session Intro

12:15 – 1:45  How to Capture Your Audience
   by David Gerson

1:45 – 1:50  Break

1:50 – 3:00  Brand & Beyond
   by Laura Ewan
 
3:00 – 3:30  Building Tour of 700K
   by Siobhan Steen

3:30 – 3:35  Break/Snack

3:35 – 4:55  The Art of Rainmaking 
   Panel by Kathleen Coxe, Brad Marson, Barbara Miller, Laura Roth
   moderated by Krutika Shah and Tanya Ally

4:55 – 5:00  Session Wrap Up
   Tanya Ally, Krutika Shah & the CKLDP Executive Committee 

5:00 – 6:30  Happy Hour @ Morris American Bar
   1020 7th Street, NW, Washington, DC 20001
   (located in the convention center)

Closing the Deal
Date: 02.07.2020
Location: 700 K Street, NW, Washington, DC 20001
Time: 12:00 pm – 5:00pm 
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David Gerson
David Gerson is the Chief Brand Offi cer for Inscape, an innovative, commercial furniture and 
architectural walls company. In this capacity, he leads their Product Development, Engineering, 
Marketing and Communications strategy. His team is responsible for innovation, thought leadership 
and overall brand evolution. 

Developing powerful brand stories, delivering presentations and generally inspiring and motivating 
people is a life-long passion. Mr. Gerson studied the art and science of commercial storytelling and 
creating effective presentations, which led to opportunities to deliver speeches to groups as large 
as 400 on a range of topics all around the world.

His current professional obsessions are the science and theory surrounding Biophilic Design and the 
impacts it has on the human experience in the built environment. He currently sits on the Biophilic 
Design advisory board through the International Living Future Institute. 

Outside of work, Mr. Gerson loves spending time with his family, walking in the forest and watching, 
reffi ng, and playing proper football (soccer for Americans). He currently lives outside of Atlanta with 
his wife, three kids ages 14, 13, and 10, and four dogs. 

Presentation #1:
How to Capture Your Audience
Learning how to communicate the right message is an essential skill in marketing and business 
development. By mastering four key presentation skills, participants will be able to improve their 
client presentations, public speaking engagements, and other customer service-related interactions.

David Gerson

dgerson@myinscape.com

myinscape.com

Laura Ewan, CPSM

lewan@hickokcole.com

hickokcole.com

Laura Ewan, CPSM
Laura Ewan, CPSM, is the Director of Marketing and Communications at Hickok Cole, a forward-
focused design practice based in Washington, DC. Over the course of her 10+ year career, Ms. Ewan  
has led three corporate rebrand initiatives for large and international design practices—helping each 
of her fi rms identify, launch, and maintain an authentic brand and voice that resonates with clients 
and employees alike. 

Ms. Ewan is an active member, and past president, of the Society for Marketing Professional 
Services’ Washington, DC Chapter and a Certifi ed Professional Services Marketer. In her spare time, 
she enjoys playing volleyball, coveting jewelry she can’t afford, and binge-watching Bob’s Burgers 
on repeat.

Presentation #2:
Brand & Beyond
This session aims to break down the broad topics of marketing, branding and social media into 
approachable and manageable terms. Laura Ewan will provide pointers on how to successfully 
represent one’s fi rm while simultaneously selling oneself to both clients and fi rm leadership. 

III.  Speakers & Presentations
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Siobhan Steen, AIA
Siobhan Steen, AIA, is a Project Architect and Project Manager at Hickok Cole in Washington, 
DC. She earned a Bachelor of Science in Architecture from Catholic University and a Master of 
Architecture from University of Maryland. Ms. Steen has over a decade of experience at architecture 
fi rms in the Washington Metropolitan Area, leading projects from Concept through Construction 
Administration. With past work experience in small-scale residential and non-profi t design, she is 
currently involved in commercial base building and repositioning projects. Within Hickok Cole, she is 
engaged in project management, operations, and effi ciency.

Ms. Steen is committed to Social Impact Design and promoting the message that architecture fi rms 
can do good and do well. Her interest in social impact design and pro-bono architecture come from 
her time at the Washington, DC pro-bono architecture fi rm Inscape Publico. There, she worked 
on a variety of projects addressing under-served communities locally and abroad. In her role as 
past-chair of the Hickok Cole Full Circle committee, which engages the offi ce in philanthropy and 
pro-bono, she gathered consensus for a strategic plan focusing on social impact design, improved 
tracking of donated time, and increased awareness of the committee’s accomplishments. 

Ms. Steen also is a Guest Lecturer at the University of Maryland teaching Design Thinking, and 
most recently, a course of her own creation on the timely and provocative topic of Gender, Sex, and 
Architecture. 

Outside of the offi ce, she is an avid reader; everything from long-form journalism and non-fi ction 
to contemporary literature. Her instagram feed is a creative outlet and visual diary, exploring the 
possibilities for architectural dialogue via social media. 

Follow her at http://instagram.com/siobhansteen

Presentation #3:
700K Building Tour
Participants will engage in a guided building tour of 700K at Anthem Row, highlighting common 
and amenity spaces. An architect from Hickok Cole will lead the tour, touching on the architectural 
approach and unique aspects of the design and construction process.

Siobhan Steen, AIA

ssteen@hickokcole.com

hickokcole.com

instagram.com/siobhansteen
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III.  Speakers & Presentations

Kathleen Coxe, RPA, LEED AP

KWCoxe@ecslimited.com

ecslimited.com

Kathleen Coxe, RPA, LEED AP
Kathleen Coxe leads ECS Business Development efforts in the DC Metro area. Ms. Coxe has over 
25 years of experience in commercial real estate project development, management, operations, 
and business development. She earned an MBA from Boston University and holds a degree in 
Civil Engineering from the University of Delaware. Previously, Ms. Coxe worked for an international 
development, investment, and property management fi rm in their DC offi ce for over 14 years 
and managed several large projects. An employee-owned fi rm, Engineering Consulting Services 
specializes in geotechnical engineering, environmental consulting, construction materials testing, 
and facilities and forensic engineering services.

Ms. Coxe has experience in all facets of project development, asset/operations management, 
valuation consulting, personnel & human resources training, resource allocation, risk administration, 
management consulting, capital projects expenditure, engineering, and business development. 

Presentation #4:
The Art of Rainmaking
Standing out in an aggressive and saturated market can seem impossible at times. In this session, 
four business development experts share insights into how they learned to set themselves apart from 
the competition, and as a result have been successful in helping their respective fi rms achieve their 
objectives. 

Brad Marson

bmarson@wiencek-associates.com

wiencek-associates.com

Brad Marson
Brad Marson has over 20+ years of executive experience in real estate development, property 
management and business development. He joined Wiencek in 2015 to focus on running the day-
to-day operations while leveraging the architectural talent in the fi rm and to deliver a higher level of 
quality and service.  In addition to overseeing operations, he is engaged in business development 
that includes building relationships with existing clients, demonstrating value-add opportunities for 
potential clients, and exploring new sectors that match the fi rms expertise. 

Mr. Marson is skilled in delivering top line performance improvements and building quality customer 
relationships by recognizing needs, developing strategies, and converting the organization’s vision 
and objectives into achievable plans. He is an expert at balancing business, technology, and customer-
centric solutions to ensure success and growth. Over the years, he has developed exceptional skills 
in aligning resources, motivating multi-functional teams and providing technical expertise to drive 
effi ciency, generate market penetration and brand growth, and improving overall execution.
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Presentation #4:
The Art of Rainmaking
-continued

Barbara Miller
Barb Miller has worked in the commercial real estate industry for 20+ years. Ms. Miller joined 
Coakley & Williams Construction in 2015 as the face of the company. As Business Development 
Manager she is responsible for base building construction business development in all our sectors 
with a strong focus on commercial and hospitality. Prior to joining Coakley & Williams Construction, 
she held previous positions in the Commercial Offi ce Furniture industry at Herman Miller, Kimball 
Offi ce, Knoll, Inc., and Dealers. She also holds a Bachelor of Science degree in Textile Marketing 
from University of Maryland.

Ms. Miller has made a name for herself building relationships and being an avid networker among 
Developers, Owners, the Architectural and Design community, Brokers and Project and Construction 
Management fi rms. Barbara has committed her time and energy to serve in several leadership roles 
at many organizations such as CREW DC, CoreNet Global, Mid-Atlantic Chapter, NAIOP VA, ULI/WLI/
Women and Wine Georgetown Lombardi Gala. 

Barbara Miller 

bmiller@coakleywilliams.com

coakleywilliams.com

Laura Roth

lroth@hickokcole.com

hickokcole.com

Laura Roth
Laura Roth joined Hickok Cole 2017 to drive business development efforts fi rm wide. Laura takes a 
task oriented approach to managing Hickok Cole’s existing relationships and forging new ones. She 
enjoys directing and learning about the creative and thoughtful design methods of her colleagues 
and disseminating in-house research initiatives to forward thinking partners.

Ms. Roth received her Bachelors in Communications from James Madison University and, throughout 
her career in professional services, has consistently focused on pushing internal talents outward.

Ms. Roth is a native Washingtonian, following school she lived in Chicago for seven years before 
returning to the more temperate climate of DC. In her free time (what free time?) she loves exploring 
parks and local neighborhoods with her husband and two young daughters, learning about (really 
drinking) wine and she has grand plans to travel again soon!
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