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What a year it has been.

I N TH I S I SS U E
»» Meet Your 2017 Board of
Directors

Yes, it’s that time of year when the Chapter Chair waxes poetic about the things we’ve accomplished
since January. And yeah… we have done some cool things. I think our Symposium was great, our
Professional Development Series was a big success, our webinars continue to provide monthly
value, and this newsletter is consistently informative. We’ve provided value to our membership in
many ways and that is what we are here for.

»» Membership Spotlight:
Corporate Memberships

What I really want to do is thank the Board and Committees for making these successes happen. As
the Chair, I run our monthly meetings and stay in contact with APMP International and other chapters.
The real work that results in the events and publications you experience are created by others. And
the 2016 leadership team did a great job. Thanks to all of you.

»» If You Want To Achieve Your
2017 Goals, Follow These 3
Tips

»» Local Meet and Greets!
»» 2016 Symposium Recap
»» 2016 Learning Series Recap

QUARTE RLY QUOTE

“Setting goals is the first
step in turning the invisible
into the visible”
Tony Robbins

»» Comic Corner

And let me be the first to say, 2017 will be a great year, too. Our elected Board is a nice mix of
veterans and newcomers and we all share an interest in continuing to find ways to provide value to
you. We are already discussing our plans for the year and I think you’ll be pleased by the range of
things we’ll be doing.
So stay tuned and keep some spots on your calendar open.
Bruce Farrell
Chapter President
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M E ET YOU R 2017 BOARD OF DI RECTORS
Bruce Farrell - President
Bruce is a Proposal Manager at Plante Moran and he has been working in
business communications and development for more than 20 years. At Plante
Moran, he is responsible for developing proposals and presentations for the
management consulting practice. Prior to joining Plante Moran, Bruce worked as
a senior manager for QEK Global Solutions where he was responsible for internal
and external communications. This included proposals, presentations, internal/
external newsletters, annual plans, marketing collateral, advertising, and press
releases. He also designed, developed, and implemented the corporate website. He has served on
the APMP-GMC Board for the three years, including the last two as the Chair. Bruce is a recognized
thought leader in the area of presentation design and delivery. He presents at conferences across the
country on the topic, including APMP BidCon and APMP GMC symposiums. He is an accomplished
graphic designer and has experience developing graphic content for print, presentation, and the
internet. Bruce received his MS in educational administration from the University of WisconsinMadison, and his BS in history and political science from Central Michigan University. He is based in
Southfield, MI.
Bette Sturino, CP APMP - Chapter Vice Chair
Bette has 10 years of RFP/proposal management experience within the financial
services industry. Originally from Milwaukee, she is now based in Hot Springs, AR
and supports commercial and state/local government RFPs for BMO Financial
Group’s North American Treasury Management sales team. Her RFP experience
also includes content development and proposal team management. She has
been an active member of APMP since 2007, attending the last 10 annual Bid and
Proposal Conferences. Bette instills APMP’s best practices and proposal passion
in every opportunity, which reverberates through the team and RFP process. She achieved her
Foundation level accreditation in May 2012 and Practitioner accreditation in May 2016. As the 2016
Professional Development Chair for our Greater Midwest Chapter, Bette created the recent summer
webinar series (“Proposal Vitamins to Boost Your Competencies”) for chapter members. Prior to this
board position, she served on the Chapter’s 2015 support committee and 2014 events committee.

Alan Minnick, CF APMP - Treasurer
Alan is an Executive Director and Senior Proposal Manager on the Commercial
Banking Proposal Team at JPMorgan Chase Bank, N.A. The CB Proposal Team
supports J.P. Morgan’s Commercial Banking Treasury Services sales force in
responding to RFP’s across the United States, Canada and Latin America by
delivering high quality proposals. He has over 20 years of experience in proposal
management. Alan also has seven years of business development and product
management experience in the in e-Government services market. Alan received
the J.P. Morgan’s Chairman’s Circle award three times since 2006, recognizing leadership ability;
ability to reach across the organization to best position the firm; and, ability to bring complex deals to
closure. Alan also has seven years of business development and product management experience in
the in e-Government services market. Alan has served on the Chapter Board since 2008. Alan holds
the APMP’s Foundation Level certification. He is also a Certified Public Accountant (CPA). Alan lives
and works in Chicago, IL.
Haley Pille, CF APMP - Secretary
Haley is a pursuit strategy specialist with Burns & McDonnell in Kansas City who
partners with all business units to help win work. She has eight years of AEC
pursuit experience and trains teams in capture, proposal, and presentation best
practices and tools. She am passionate about creating dynamic presentations
and engaging client experiences.
Hayley Flamm, CF APMP - Membership
Hayley is an APMP Certified proposal manager with Burns & McDonnell where she
implements proposal best practices, manages a team of proposal coordinators,
conducts strategy sessions, develops win strategies, and manages pursuits
from capture to shortlist. She has served on the GMC’s Board of Directors for
three years as Publications Chair, where she led the development of the quarterly
newsletters that are distributed to members across our 12-state region. She is
based in Kansas City, MO.
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M E ET YOU R 2017 BOARD OF DI RECTORS
Krystn Gull, CP APMP, LEED AP - Professional Development/Mentorship
Krystn is the pursuit strategy manager for Burns & McDonnell, headquartered
in Kansas City. Her career has been dedicated to developing and implementing
holistic sales and pursuit processes that align with industry best practices and
win work. Krystn has a passion for sharing her knowledge through presentations,
training, and mentoring. She regularly serves as a trainer and workshop leader in
her roles at work and throughout the proposal industry. Krystn joined the APMP
GMC board in 2012 where she served as the marketing/communications chair.
She then served as the chapter president in 2013-2014, where she led the planning efforts for the
chapter’s first and second annual regional symposiums. During her tenure, she oversaw the chapter
rebrand effort, put together plans for the chapter’s first mentorship program, and implemented
programs that resulted in 30% membership growth. Most recently, Krystn served a two-year term on
the APMP International board of directors where she leads the chapter liaison committee, responsible
for giving chapter leaders the tools and guidance they need to better serve their members. She also
actively participates on the commercial committee and the professional development committee.
Kelly Rogers - Communications
Kelly is the Director of Proposal Management for JetCo Solutions, headquartered
in Grand Rapids, Michigan. Kelly assists small business clients in growing
their bottom line by managing and writing exceptional proposals in response
to government contract opportunities. She has over 20 years of experience in
business development, marketing, and communications for public and private
sector. When not writing bid responses, Kelly enjoys fiction writing; playing guitar,
piano, and banjo; and, of course, raising a happy, healthy family of kids and dogs.
Stacey Duwe, CP APMP - Publications
Stacey is the RFP Team Lead with the Wells Fargo Insurance Property and
Casualty/Risk Management national resource team. As Team Lead, Stacey
oversees a team of five RFP specialists, directing scheduling, providing support
and development opportunities, and driving process improvements to add value
to the services the team provides to sales executives and the organization as a
whole. Prior to joining Wells Fargo Insurance, Stacey worked as an RFP writer and
content manager at Victory Capital Management and as a proposal manager and

consultant for several companies, including JP Morgan Chase, Alliant Insurance, Garland Industries,
Aclara, and CGI Federal. Originally from northern Michigan, Stacey now lives in the Cleveland area
with her husband and two teenage sons.
Jackie Schneider - Webmaster
Jackie is a Senior Graphics Specialist for Johnson Controls. She has been
on the proposal team for the past 14 years. Before that, she was a technical
illustrator for 14 years (all at Johnson Controls). She is retired Navy of 21 years.
In her spare time she enjoys motorcycling, photography, video, and creating
illustrations for special occasions.
Andrea Dunger, CF APMP - Events
Andrea Dunger serves as Staff Associate, Contracts and Proposals for Vizient,
Inc., an Irving-TX based Group Purchasing Organization (GPO). Prior to her
position with Vizient, Inc. she served as Proposal Manager for MedAssets
Performance Management Solutions, Inc., which was acquired by Vizient in
February, 2016. Andrea has served for the past two years on the GMC Events
Committee, and at the Symposium in 2013 attained her Foundation Certification.
She has also participated in many of the webinars offered to expand her proposal
knowledge base and is often asked to share her learnings with her team. She is viewed as a valuable
addition to not only the proposal team but the company in general.
And, our ever important Events Committe:
Heidi Romero
Brittony Martin
Monica Dirnbeck
Karen Hansel
Megan Kean-O’Brien
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M E M B E RS H I P S POTLIG HT: CORPORATE M E M B E RS H I PS
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 Hayley Flamm (heflamm@burnsmcd.com), your incoming Chapter
Membership Chair.

LOCAL M E ET & G RE ETS
We are currently scheduling local Meet & Greets throughout our 12-state membership region. In the past, we have held these events over
happy hour, morning coffee, dinner, or at a member’s office. If interested in hosting an event, have any questions, or have a suggestion to
share with the board, please contact Andrea Dunger at andrea.dunger@vizientinc.
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Thank you for attending our Regional Symposium!
Visit www.apmpgmc.org to access the presentations.
We look forward to seeing you in 2017!

CONGRATULATIONS TO OUR PRIZE WINNERS!
Exhibitor Prize Winners

Lohfield - Abby Ekstrand, Walsh Construction
Strategic Proposals - Jaime Rickaby, Renaissance Learning, Inc.; Mary Ehlers, GLEIS
Richter & Associates - Lisa Jaworski, Press Ganey Associates, Inc.
Shipley - Heather McDuff, Johnson Controls, Inc.; Amanda McGowan, Allied Solutions;
Wendy Shure, Northrup Grumman; Tara Pettit, CareSource

Greater Midwest Chapter Prize Winners

Grand Prize - Registration for 2017 Bid & Proposal Con - Rebecca Casarez,
Press Ganey Associates, Inc.
Registration for 2017 Symposium - Lisa Weisser, Press Ganey Associate, Inc.

Have ideas for next year ’s symposium or want to get involved? Contact Andrea Dunger at andrea.dunger@vizientinc.
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Winning support...
 Go-to-market

strategy

and execution

Experts...
 Capture

Best
informed
wins...

managers and coordinators

 Volume

leads

Professional training...

 Solution

architects/SMEs

 Capture

 Proposal

writers and editors

 Proposal

management

design artists

 Proposal

writing

publishers

 APMP

 Desktop

development

 Capture

and proposal
process consulting

 Capture

readiness and management

 Pre-proposal

preparation

 Proposal

management, writing,
and review

 Professional

training

managers

 Proposal

 Graphic

 Pipeline

 Color

team reviewers

 Orals

coaches

www.LohfeldConsulting.com

management

Foundation-level Certification
preparation and exam

 Winning

business for Project Managers

 Winning

GWACs, IDIQs, and Task Orders

 Proposal

reviews

Amy Barden, Consultant Services
ABarden@LohfeldConsulting.com
703.820.0075
Julia Quigley, Training
JQuigley@LohfeldConsulting.com
571.421.7766

2017 Mentorship and Professional Development Planning

We need your ideas!

Please contact us:
apmpmentors@gmail.com

Such great inspiration
and answers from
everyone!!! This session
and other trainings I
have done thus far with
APMP are so amazing!
- Beth R.

You've convinced
me to go for the
next level of
certification!
- Liz M.

Thank you SO much
for providing this
invaluable series!
- Sandy H.

GREAT JOB!
- Zena D.
Thanks for
bringing this
together!
- Paul H.

I do want to say
thank you for
offering these. The
information has
been insightful.
- Margaret H.

Proposal Vitamins to Boost Your Competencies (2016 Summer Series)

I F YOU WANT TO AC H I EVE YOU R 2017 GOALS, FOLLOW TH E S E 3 TI PS
As you come to the end of the year and you start to think about planning for 2017, one of the simplest ways
to make next year a great year is to improve your goal setting. I still see too many people who either don’t set
goals, set vague goals, or goals which have some degree of ambiguity. The actual action of setting goals is one
of the most important steps in achieving your goals. Here are three tips about setting goals which will increase
your probability of success.
Write them down and share them
Hard to believe but it’s true. Just the act of writing down your goals and sharing them increases the probability
of achieving them. According to the research by Dr. Gail Mathews, at Dominica University, her studies show that
if you write your goals down, you increase your probability of achieving them by 44%. And even better, if you
share them, you increase your chances of success by 78%.

Gordon Tredgold
Founder and CEO, Leadership Principles

You need to make sure that the goals we define are specific. That they are as clear as possible, with little to no
ambiguity. They need to be time-bound so that you know exactly when they need to be achieved as that allows
us to put the right plan in place to achieve them.
The goals also need to be measurable, and this is important for three reasons.
»» if you can’t measure it, how will you know whether you have been successful or not?
»» how can you track and monitor your performance so that you can make the right adjustments if you start to
fall behind schedule? The answer is you can’t.
»» with no progress tracking, you lose the opportunity to increase motivation as you start to see progress
being made and the finishing line starts to come into sight.

Now who wouldn’t want to benefit from that.
Keep your goals to a minimum
Too many people get goal fever and end up setting themselves far too many goals for themselves or their
companies. When that happens people become overwhelmed and they start to lose focus, because when
everything becomes a priority, nothing is a priority.
I often recommend keeping goals to a maximum of three. I know that doesn’t sound like a lot, but big goals
tend to have the habit of breaking down into many smaller goals, and if you set more than three goals when that
happens you can end up back in the situation where you have too many goals. Keep your focus and keep your
goals to a minimum.
Set SMART goals
Finally, set SMART Goals, these are specific, measurable, achievable, relevant, and timely.
I love to set bold goals, but they need to be achievable. Setting impossible goals just leads to frustration and
demotivation. Stretch goals are great, but you need them to be bounded by reality. The goals also need to be
relevant to your overall strategy or vision, if they’re not then they just become a distraction, even if you successfully
achieve them.
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COM IC CORN E R

WANT TO CONTRI B UTE?
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 your incoming Publications Chair Stacey Duwe at stacey.duwe@wellsfargo.com.
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