
MESSAGE FROM THE PRESIDENT 

Although I’m an optimist, when I look back I usually do so with a critical eye. I tend to wish I had 
done more and lament over mistakes great and small. And looking back at 2015, there are things I 
wish we would have done differently. But I’m also struck by what a great year it’s been. Consider: 

 » We kicked off the year by completely redesigning our website and moving to a new host. The 
result is a website that’s much easier for us to manage and looks great.

 » We initiated our mentorship program.

 » We continued to see our membership steadily grow.

 » Our webinars have been successful and attendance has steadily risen.

 » Our third Symposium was a big success. Attendance was better than we hoped and the 
presenters, attendees, and exhibitors all had great things to say.

All of these things take time and work. I’d like to thank the 2015 Board for their time and effort, 
because without them none of the above (or this newsletter) happen. They have made this year as 
fun as it has been successful.

So what’s on tap for 2016? We will be relaunching our mentorship program using the lessons learned 
from our first year to make it a better experience for all. We are looking to develop a New Member 
Orientation program (and also looking for a few people to help us get it off the ground). We will also 
continue to look for new/better ways to provide value to you. I’m already looking forward to it. 

 
Bruce Farrell
Chapter President
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part of the work.” 

- Plato

QUARTERLY QUOTE
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Qvidian provides cloud-based sales execution solutions that save sales and 

content teams time, while improving effectiveness and optimizing productivity. 

From content automation for managing sales assets to digital playbooks that 

guide successful sales behavior, Qvidian enables teams to more easily access, 

assemble, deliver, measure and manage sales content. Qvidian’s innovative 

software and advisory services offer real-time insight to ensure selling teams 

do what’s needed to win by driving repeatable methodologies and making 

organizations more agile. With over 1,200 global customers including Dell, Citi, 

ADP, CA, and Splunk, Qvidian is helping organizations significantly increase 

their profitable revenues while reducing their costs.

SYMPOSIUM SPONSOR SPOTLIGHT 

QVIDIAN 
WWW.QVIDIAN.COM | 800.272.0047
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 » Bethany Ames, The Christman Company, Michigan

 » Robyn Austin, Renaissance Learning, Inc., Wisconsin

 » Katherine Becchina, Burns & McDonnell

 » Delora Casperson, Wells Fargo, Minnesota

 » Kerri Cole, Burns & McDonnell

 » Cheryl Derezinski, Renaissance Learning, Inc., Wisconsin

 » Naomi Disrud, Houston Engineering, Inc., North Dakota

 » Cristina Granados, Burns & McDonnell 

 » Paul Ham, Sebesta, Minnesota

 » Bridgette Hoeft, Cushman & Wakefield, Illinois

 » Steven Hutchison, Regent Systems, Inc., Ohio

 » Kellie Kane, Burns & McDonnell, Missouri

 » Laura Kilburg, Rockwell Collins Government Systems, Iowa

 » Lisa LaBelle, Equifax, Inc., Missouri

 » Ethan Link, Fifth Third Bank, Illinois

 » Jodi Lozon, Tetra Tech, Michigan

 » Cindy Maharaj, GE Healthcare, Ontario

 » Erin Neff, Nationwide Insurance, Iowa

 » O. Robert Olson, MRIGlobal, Missouri

 » James Paul, NJVC, Virginia

 » Kathryn Pekrul, DK Security, Michigan

 » Katelyn Penno, Catalyst Consulting Group, Inc., Illinois

 » Ray Putz, BAE Systems, Michigan

 » Nicki Rickaby, Renaissance Learning, Inc., Wisconsin

 » Patrick Rogers, Telligen, Iowa

 » Becky Sir Louis, Lincoln Financial Group, Indiana

 » Cassandra Slattery, Renaissance Learning, Inc., Wisconsin

 » Susan Sliwicki, Renaissance Learning, Inc., Wisconsin

 » Drew Spoelstra, The Carolinas Center for Medical Excellence, 
North Carolina

 » Ryan Stauffer, Lincoln Financial Group, Indiana

 » Colleen Urban, Renaissance Learning, Inc., Wisconsin

 » Demi Utley, CDW Government LLC, Illinois

 » Stephen Waite, Spirit Aerosystems, Kansas

 » Jaime Walls, Corix Utilities (US) Inc., Wisconsin

 » Robert Warde, HSA BAnk, Wisconsin

 » Cory Welch, OptumRx, Minnesota

 » Jeff Williams, Renaissance Learning, Inc., Wisconsin

 » Eldee Wittstock, Oracle America, Inc., California

 » Alissa Zimmerman, Navitus Health Solutions, Wisconsin

WELCOME NEW MEMBERS!  

WANT TO CONTRIBUTE? 
Interested in writing an article for our next newsletter? We want to hear from you! In addition to providing informative and relevant content 
to our members, you can receive three Continuing Education Units (CEUs) for every article you contribute to the Proposal Debrief. For more 
information, contact Hayley Flamm. PAGE 3

mailto:heflamm%40burnsmcd.com?subject=APMP%20GMC%20Newsletter%20Contribution


APMP memberships fall into a few categories:  student, fellows, individual, and corporate. Starting at $3,000 annually, APMP corporate memberships are 
structured to accommodate organizational size and goals. Based on recent feedback, corporate members have invested in this membership type based on 
real and expected return/value from involvement, and the following:

 » Proposal management and capture professionals feel valued by receiving this employee benefit

 » Proposal management and capture professionals receive ongoing training and actionable continuing education

 » Each contributor in the bid and proposal process receives valuable content due to the diverse topics available through APMP

 »  Financial savings result from group discounts on membership, certification study guides, certification exam fees, and Bid & Proposal Con registrations

 » Advantage in recruiting top tier proposal management talent

There are currently 90 members representing 17 companies with corporate memberships in the GMC. Is your organization next? For more information on 
how a corporate membership may benefit your proposal team, please contact Sue Tellier, your Chapter Membership Chair.

MEMBERSHIP SPOTLIGHT: CORPORATE MEMBERSHIPS  

The GMC Chapter now has:

326 55 71 ?DID YOU
KNOW

members on followers on likes on
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1. Login to www.apmp.org

2. Select Manage Profile on the right-hand side of the screen 
under My Profile. 

3. Scroll down to select Professional Development under the 
Content & Features heading.

4. Click Add Entry under the Journal Entries heading. 

5. Fill in the mandatory details and include any relevant 
attachments.

      RECORDING CONTINUING EDUCATION UNITS  

QUESTIONS? 
If you ever have questions about APMP Certification or tracking your CEUs, please contact Becky Petty.

December is generally a time of reflection concerning goals. Did you meet your CEU goals this year? Not sure? This post is for you! Please see below for step-by-step instructions for turning the following items into 
credit towards maintaining your APMP professional certification: webinars, training, APMP Bid Con, GMC Symposium, and presentations. As a reminder, those with foundation certification need 20 CEUs every two 
years, and those certified as the practitioner or professional level need 40. 

mailto:APMPmentors%40gmail.com?subject=
mailto:APMPmentors%40gmail.com?subject=


Very few companies achieve consistently effective proposal reviews. Most tell themselves that 
their reviews are better than nothing. But ineffective reviews do not somehow lead to an effective 
increase in quality. Still, they assume that if they just try harder next time, their ineffective approach 
to proposal reviews will somehow produce effective results. No matter what they try, their reviews 
are still a struggle producing questionable results. Here are three reasons why your proposal reviews 
may never get any better.

1. Your reviews don’t reflect reality. Most proposal reviews are done at milestones. When the 
draft is complete, you review it. But this has nothing to do with the way information evolves over the 
course of a proposal. An offering design becomes your value proposition, which becomes your bid 
strategies, which becomes instructions for writers, which gets translated into RFP terminology, and 
ends up becoming positioning against the evaluation criteria using language that sounds nothing 
like when you started. Strategies don’t come into the world fully formed --- they evolve. What you 
need to validate is each step in the evolution of your strategies and not the milestones.

2. Your reviews are improperly scoped. Most proposal reviews have no scope definition. If you 
just hand it to someone and ask them to review it, you’re doing something wrong. You need to 
define what the review should validate. If you can’t itemize it, then your reviews are purely subjective 
and will quite possibly do more harm than good. But even if you have defined the scope for your 
reviews, there’s a good chance that the scope is impossible to achieve. If there is not enough time 
to validate what needs to be validated, it won’t be validated. A partial review is not necessarily better 
than no review. It will at best give you a false sense of confidence. If a review is too big, it needs to 
be made into multiple smaller reviews. If you can’t do that, you need to consider what you want to 
validate, and what you want to skip. Skipping a review is not worse than having a review that does 
not validate what needs to be validated. There are dozens of things you need to validate. It may be 
better to have dozens of validations than have one or two big reviews.

3. Your reviews are about defects instead of risk. Since reviews are about quality, most people 
make the mistake of assuming they are about inspecting for defects. This leads to reviews that do 
more harm than good, because proposals are created through a series of trade-off decisions. What 
needs to be validated are the decisions. It’s not about defects, it’s about risk. Which decision is the 
right risk to take? Companies should validate decisions about strategies and approaches, and not 
wait until some milestone, look at what ended up on paper, and make a subjective judgment about 
it. This leads to going back to the drawing board instead of correcting a bad decision at the time it 
was made.

To break the cycle of ineffective reviews, try scheduling lots of well-defined validations at key decision 
points to manage your risk instead of having one or two major reviews at late-stage milestones 
looking for defects. Doing so will not only lead to more consistently effective reviews, it will change 
your proposal culture. It will become a collaborative effort to make better decisions instead of an 
arbitrary and uninformed judgment that people just subvert anyway. Which of those do you think 
will be more competitive in the long run? Do you think that might just be worth overcoming a little 
institutional inertia in order to change?

3 REASONS WHY YOUR PROPOSAL REVIEWS ARE FAILING  Carl Dickson
PropLibrary.com
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As the year comes to a close, people are naturally going to be talking about their New Year’s 
resolutions. But want to know what I think you should really be focusing on in 2016? Here are four 
ways to further your career.

1. Become a deep practitioner in something. Whether you do it for your business, or just for 
yourself as a hobby, practice something on a deep level. One of the reasons my agency VaynerMedia 
has grown to be such a leader in our industry is because I myself use social media every single day. 
I understand the trigger points that make things successful in a creative world, and I understand the 
context of the platforms like Snapchat and Instagram. There hasn’t been a single one of my 135k 
tweets that I haven’t sent myself. 

2. Audit your 7 pm to 2 am. Back in the days of my first big keynotes, and my first book Crush 
It, I began to get obsessed with the time period between 7pm and 2am. I do not think that there 
is a more practical way to bring happiness and joy to your life, whether it’s financial or creative, 
than to really audit your 7pm to 2am. I am quite practical about things; it might not be what people 
expect from me, but I am. That time between when the traditional work day ends and when you fall 
asleep is the white space for so many people to do great things around businesses. Whether that’s 
advancing your career by staying in the office late, or going home and building out your cooking blog 
or SoundCloud account, use that time more wisely in 2016.

3. Practice self awareness. I’ve been on this kick publicly for the last 18 months and, personally, 
my entire life. I believe self-awareness is the greatest gift a person can have. I tried to tackle this year 
how to find self-awareness; out of this entire article. If you make this one your 2016 priority, you will 
grow happier and more successful. I promise that.

4. Eliminate complaining. Looking at the negative, seeing the glass as half empty, and complaining 
are the absolute biggest wastes of time a human being can engage in. I highly recommend, whether 
it is through therapy or just kicking the habit, cut your complaining in half till you are no longer used 
to just doing it without thinking. Systematically. Post-it notes. Listening to positive podcasts. Doing 
mediation. Whatever helps you do less complaining. It truly is one of the biggest things that can 
stand in the way of success, both professionally and personally. I would be remiss not to have it on 
this list.

4 NEW YEAR’S RESOLUTIONS YOU SHOULD MAKE  
TO IMPROVE YOUR CAREER  

Gary Vaynerchuck
Inc.com
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Bruce Farrell - President

Alan Minnick - Secretary/Treasurer

Amy Morris - Communications

Lavonda Prempas - Events

Sue Tellier - Membership

Becky Petty - Professional Development

Hayley Flamm - Publications

Jackie Schneider - Webmaster

click on names to send an email

CONTACT US 

COMIC CORNER 

WELCOME OUR 2016 BOARD OF DIRECTORS! 
Bruce Farrell - Chair/President
Alan Minnick - Treasurer/Secretary
Lavonda Prempas - Events

Sue Tellier - Membership
Liz Megli - Communications
Hayley Flamm - Publications

Jackie Schneider - Webmaster
Bette Sturino - Professional Development/                                                                                                   
    Mentorship
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