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President’s Perspective

BETH HARRIS
McDonough Bolyard Peck, Inc. (MBP)

Beth leads the business development 

and marketing efforts for MBP’s 

southeast region. She has been in 

the A/E/C industry since 1995. Beth 

grew up in Rocky Mount, NC and is a 

graduate of East Carolina University, 

in Greenville, NC. MBP, based in 

Fairfax, VA with 11 of� ces and over 

260 employees, provides construction 

management (agency) services, 

claims/dispute resolution, cost 

estimating, and scheduling services 

for clients throughout the U.S.  

Beth can be reached at 

bharris@mbpce.com 

or (404) 923-8364

As the SMPS year comes to a close, we have many accomplishments to be proud 
of. This has been a very tough year for everyone in the construction industry, and 
other industries as well. Yet SMPS Atlanta managed to accomplish our goals set 
forth last summer, as well as win a few awards at the national level in the process.  
Once again, the Atlanta Chapter received accolades at Build Business, the SMPS 
National Conference, held this year in Las Vegas. We received “Outstanding” 
Awards for our 1) Educational Boot Camp Series, 2) Inspiration Newsletter, and 3) 
the Gwinnett Braves Tour Special Event. There are many people to thank for their 
efforts in making this a successful and award winning year, but mostly our board 
of directors and committee members. Thank you all for all of your dedication and 
devotion to our chapter!

The Atlanta Chapter’s theme this year- Pay It Forward has also caught national 
attention. Our chapter has been recognized for raising the bar for excellence 
in other chapters. In our Pay It Forward efforts, we have shared our chapter 
management documents, program ideas, boot camp strategies, and other helpful 
hints with chapters throughout the nation. On a local level, we have assisted our 
unemployed peers by posting their resumes on our website, along with a quote of 
recommendation from a SMPS or A/E/C member. We have invited our unemployed 
members (and non-members) to attend lunch programs at no cost, in an effort 
to keep them “out there” while they search for new opportunities. We made a 
donation to the Gwinnett Children’s Shelter, donated toys during the holidays to 
Toys for Tots and Children’s Healthcare of Atlanta, volunteered with Trees Atlanta, 
awarded the Lynne Bradford Memorial Scholarship to a marketing student, and 
offered a FREE event for SMPS members, a � rst for our chapter, at our August 4th 
Year End Celebration at Fado in Buckhead.  

Finally, even in the midst of a hot summer, we are already looking forward to the 
fall, and want to get a date on your calendar for the September 22, 2009 Mega 
Meeting, at the Renaissance Waverly Hotel. This year we are excited to have Ellen 
Dunham-Jones from Georgia Tech as our featured speaker. She will be addressing 
issues with suburban sprawl and its future opportunities and challenges, and 
will be signing her new book, Retrofi tting Suburbia, at the conclusion of the 
meeting. This event will be another sellout—so register early! For sponsorship and 
registration information, visit www.aecgeorgia.com/mega.html.  

It has been an honor and a privilege serving as your president for 2008-2009.  
Thanks for such a great opportunity, and please keep in touch!

Kind regards,
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TOOLS OF THE TRADE

New Features of InDesign CS4
by: Daniel Wahlig, HOK

In 1999, Adobe released the � rst version of its InDesign as a rebuffed version of the 
now-outdated PageMaker. Over the last decade InDesign has established itself as the 
industry standard for desktop publishing in the graphic design and marketing 
community. This powerful software allows its users to create sharp, 
sophisticated and professional collateral, advertisements and documents of 
all sorts. Now in its fourth version, InDesign is more powerful than ever.

More and more � rms are shifting away from printed materials and are 
becoming more savvy with electronic media. Does this mean that InDesign 
will soon be a thing of the past? Absolutely not. Adobe has worked hard 
to build in new features to supplement the print applications of InDesign 
with new interactive features for electronic documents. These features make 
staying up-to-date with changing technology and market trends simple 
and seamless.

In this tutorial, we will examine just one of the many new features present 
in InDesign CS4. Many of us have looked through interactive catalogs or 
publications on company web sites, but never before has it been so easy to 
create them.

By following the � ve easy steps below you can create your own interactive 
eBrochure that behaves just like a printed book.  

First, open any multi-page InDesign document that you’ve created.  1. 

Then select ‘File’ > ‘Export...’  2. 

Instead of selecting the default PDF setting, switch to exporting the 3. 
document as a SWF � le.  

Select the options you see � t your project. You can adjust the scale, 4. 
what features you would like enabled and what level of compression 
you’re looking for. For the purpose of this tutorial - be sure to check 
‘Include Interactive Page Curl’.  

After you select ‘OK’ your browser will launch. In that browser 5. 
window you will now have an interactive PDF, where you can turn 
the pages just as you would a real book.  

This is just one of the countless new interactive features of InDesign CS4. Building from this, you can also 
include interactive buttons, hyperlinks, page transitions, and many other media-rich touches. Please visit 
the HOK Atlanta Blog (smps-ga.blogspot.com) for more resources to help you and your � rm create new and 
exciting marketing materials. 
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GOVERNMENT FOCUS

At a time when opportunities in the A/E/C industry 
have been revolving around government work and 
the economic stimulus money that will pay for it, 
many � rms have focused their attention on trying to 
win government work.  A fundamental component 
of many government solicitation response packages 
is the Standard Form 330 (or SF330).  Although it 
seems easy and basic at � rst glance there is much 
more to understand in order to � ll it out not just the 
right way, but the best way. This article provides an 
overview of some basic guidelines for the SF330. 
We have also included information on useful 
resources for more detailed information. 

Formatting
Obtaining the pieces required from your team 
members (and organizing it) is a job in and of itself. 
Don’t be afraid to tell your teammates what format 
you want the requested information in - and provide 
the Word template of the SF330 with your request. 
Sometimes you still won’t get it, but most of the time 
you will and that helps preserve time for the pieces 
that you will need to reformat. “If a subconsultant is 
really interested in teaming with your � rm they will 
take the time to format it in the same way,” stated 
Sarah Mackley, Director of Marketing/Consultant 
with Innovative Solutions Group, Ltd. (ISG), “If a 
teaming � rm utilizes systems like Deltek Vision to 
generate their proposal, reduce the turnaround 
time by sending your template to ensure the 
same formatting.” 

Be very careful when using color in an SF330. 
In some cases the SF330 is only submitted via 
email. Often the U.S. Army Corps of Engineers 
will only print in black and white, which could 
distort any colors that were used in the document 
and even black out written words. Also be sure to 
number each page. This allows for ease of review 
and discussion among the selection committee 
members. While numbering pages may not be 
required, you don’t want to frustrate the committee 
as they review your experience. Also be sure to 
include an organizational chart in Section D and 
project photos in Section F. With the monotony 
of so many pages of text, the review committee 
will like to visually see the projects and the team 
organization. If there is any doubt, call and ask 

about these elements. This also shows the agency a 
higher level of interest by making sure you submit 
the form the way they want it. 

Creating a Winning Team
Take an objective look at your experience and 
don’t try to shove a square peg into a round hole. 
If you do not have strong relevant experience or 
your experience with federal agencies is scarce, 
then TEAM. The best way to build a portfolio of 
experience that will allow you to win projects is to 
team with winners. 

You can also determine if the solicitation is looking 
for a team that includes a business that is considered 
a small or disadvantaged business, or a woman, 
minority, or veteran-owned business. Finding 
companies that have the speci� c experience and 
positive past performance can be an integral part in 
building a strong, winning team. 

Building Resumes and Experience
The board of reviewers will be looking for two things:

Does your team have relevant experience?1. 
Do the team members have this relevant project 2. 
experience?

Go through your � rm’s project list and modify write-
ups to highlight the relevance. Talk with project 
managers to get the appropriate information. Then, 
make sure that the title of the project matches 
the title used on your resumes. Have you ever 
submitted a project that had the “Relevance to 
this project” unanswered? If so, you have missed a 
big opportunity! Have you ever submitted a client 
reference without asking the client � rst or failed 
to check the phone number to ensure its validity? 
These are the details that you must address for every 
SF330 submission.

Be sure to list all certi� cations and training for your 
selected staff. Also, select staff for the team that 
has worked on as many of the relevant projects 
as possible. The board is interested in the table 
in Section G; they want to see that you have 
picked competent staff for the project and that 
their experience cross references with the projects 
selected for Section F. 

What Makes a Good St
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by: Josie Vetrano Costa, A|H|A Consulting Engineers, Inc. and Heather Fritz

The panelists at the June SMPS luncheon program, 
“Doing Work with the Federal Government,” said 
that including the resumes of � rm Principals in your 
SF330 is not enough. The committee reviewing 
proposals will assume that the Principal is not going 
to be the actual hands-on designer, furthermore, if 
the Principal is the project designer their hourly rate 
will not be cost effective for the government. 

How to Use Section H
If you have produced a proposal for a private or 
municipal client, you have written an ‘Approach.’ 
You have probably noticed, in the SF330, there isn’t 
an explicit request for an approach – depending 
on the solicitation. However, leaving this out by 
not utilizing Section H (Additional Information) is 
a HUGE mistake. “Section H is where you win or 
lose. Read the RFP carefully and address all factors 
from the RFP in this section,” suggests Beth Harris, 
Regional Business Development Manager with 
McDonough Bolyard Peck, Inc.

“It is very important to follow the solicitation 
instructions exactly. If the solicitation has a 
requested item that you consider to be out of 
order, your proposal should have your response 
just as out of order. Remember that the selection 
committee will use the solicitation as a checklist to 
evaluate the proposal. Everything in the proposal 
must be in exactly the same place as requested 
in the solicitation or your score may be reduced,” 
says Robert Beavers, CPSM, Senior Business 
Development Manager for Merrick and Company.

Section H is not the place to reiterate what is in 
the other sections. Reviewers will read the resumes 
and projects and do not need or want to re-read 
this same information. This section is to pull your 
experience and team together to discuss how you 
will respond to their needs. Having said that, do 
not miss the opportunity to communicate that 
your team is indeed a uni� ed “Team.” Highlight 
extraordinary features of the team that could get lost 
in a resume. Denote speci� cs about the team and/or 
its members requested or stressed in the solicitation. 
And never miss an opportunity to highlight if/when 
the team has worked together in the past.

tandard Form 330?
There are hundreds of nuisances that you can insert 
into Section H that can make or break a proposal. 
For example if the solicitation mentions � eld  
“studies” as a key component and you provide a 
lot of � eld “survey” examples, which to you may 
be the same thing, you can lose based just on that. 
You can also use resumes and project sheets to 
document skills and experience that can save you 
space in Section H. 

Whether You Win or Lose – Debrief!
Be sure to debrief after every submission. Whether 
you win or lose, you will always learn something 
from the experience. This also allows you to have 
more face time with the decision makers, and really 
show your interest in working with them. “At times, 
� rms submit proposals simply to get the debrief 
knowing they will not win the contract. Sometimes 
it is worth the effort to submit just to get in front of 
the key people at the Corps District to be able to 
develop that relationship,” says Robert Beavers.

An SF330 is a cut-and-dry, � ll-in-the-box format. 
It is a hot topic of discussion because it is the tool 
in which you communicate with the government. 
However, it is simply that – just one tool in your 
arsenal to gain federal work. The challenge is to 
get the right team with the appropriate experience, 
and communicate your abilities in a manner that 
answers their questions explicitly. 

Resources

Georgia Tech’s Procurement Assistance Center
Utilize your FREE resource at Georgia Tech for insights into the 
process, decision making, scheduling, and much more. Chuck 
Schadl, the Director of Georgia Tech’s Procurement Assistance 
Center (GTPAC), is a valuable resource and offers free classes - 
visit www.gtpac.org for more information.

Insider’s Guide to SF-330 Preparation
This book provides a detailed and comprehensive picture of 
the federal marketplace, insider's tips on marketing to federal 
agencies, invaluable advice on � nding the best opportunities 
for your � rm, and step-by-step guidance in completing the 
form. Available for purchase at www.smpsbooks.com
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CORPORATE SPOTLIGHT

Midland Memorial Hospital, Midland, Texas
Design Architect: Perkins + Will

Sidra Medical and Research Center, Doha, Qatar
Design Architect: Ellerbe Becket

Healthcare Reform: 
EDI Adapts to Fluctuating Marketplace

by: Anna Harrison, CPSM, Yates Construction

As French classical author, Francois de la Rochefoucauld once stated, 
“The only thing constant in life is change.” EDI, Ltd. is a company 
that knows about change and how to adapt. The company has gone 
through several makeovers since its founding in 1986 by Don Kinser 
as a mechanical engineering � rm. EDI’s � rst shift was to gradually 
bring on additional services to become a full service MEP � rm. By the 
early 1990’s EDI started to provide technology infrastructure design 
to their clients, which led to a corporate decision in 1997 to focus 
exclusively on providing technology services.

Today EDI provides their clients with solutions in audio-visual and 
acoustics, communications and network technology, and security. 
Their core markets include corporate, healthcare, higher education, 
and government clients. With the changing marketplace, EDI 
stays focused on its core services, while taking advantage of new 
opportunities in the healthcare industry.

We all know about the growth opportunities in healthcare with 
increasing demand from baby boomers, but the Obama administration 
is also having an impact on healthcare. “A key driver for our 
healthcare focus is The American Recovery and Reinvestment Act, 
which has $36 billion slated to healthcare for improving electronic 
medical records,” explained Joe Leger, EDI’s Principal in charge of 
Marketing and Business Development, “In addition, healthcare clients 
typically have a broader scope of technology requirements, meaning 
more complicated projects that our consultants are well suited for.” 

EDI’s professional engineers and consultants are experts in their � eld, 
providing technology solutions for healthcare replacement projects, 

expanding medical services, or deploying new IT infrastructure. Their healthcare clients include Rush 
University Medical Center in Chicago, University of Alabama Women and Infants Center in Birmingham, 
as well as international clients. One international client, Sidra Medical and Research Hospital in Doha, 
Qatar, faced a unique challenge in that they did not have any IT infrastructure people as part of the Clinical 
Information Systems (CIS) selection committee. EDI was able to offer a technical perspective to help evaluate 
the systems and identify challenges that might arise when considering the interface between all the various 
systems in this complex environment.

As the economy continues to affect the availability of capital, EDI has developed expertise that helps clients 
in both construction and non-construction related technology projects. They are as likely to work with 
a hospital’s chief information of� cer as they are with a program manager. This versatility combined with 
their expertise gives them a strong competitive advantage in today’s market, and into the future. For more 
information on EDI, Ltd. visit www.ediltd.com .
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MEMBERSHIP

Announcements

On The Move

New Members

Congratulations to Kevin Hebblethwaite, CPSM, President of 
EDI, Ltd., who will be serving on the SMPS National Board as 
Chapter Delegate for 2009 - 2011.

Kristen Koski recently joined McDonough Bolyard Peck, 
Inc. (MBP) as Marketing Coordinator.

Joey Asher, President, Speechworks

Romeo DeLeon, Principal, Senior Client Development 
Manager, Terracon

Matthew Lloyd Donald, Client Development, 
Aquaterra Engineering, Inc.

Beth Gabbett, Director, Hogan Construction Group

Jennifer Hammond, Executive Director, 
Commuter Club

Eric Hoogmoed, Business Development Coordinator, 
Draper & Associates

Susan S. Johnson, Marketing Coordinator, 
Jordan Jones & Goulding

Molly F. Martin, Marketing Manager, The Epsten Group, Inc.

Lisa Moltzen, Administrative Assistant, Marketing, 
U.S. Cost, Inc.

Carla D. Rivers, Senior Business Development Coordinator, 
Draper & Associates

Michael Andrew Rouse, Business Development Coordinator, 
Draper & Associates

Joseph S. Talbot, CFO, 
Breedlove Land Planning, Inc.

Rich Wilinski, PE, Marketing Liaison, 
Prime Engineering, Inc.

STAFF
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Anna Harrison, CPSM, LEED-AP
Yates Construction

aharrison@wgyates.com
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