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PRESIDENT’S MESSAGE 
  

I constantly hear the question, “What is the future of government meetings and  
are things improving?” I can only speak from my experience as a government 
professional. 
  

After attending a FedRooms Presentation, at the Society of Government Travel Professionals Spring  
Educational Forum, I learned that the March bookings for 2014 had increased more than 30% from 
2013.  That seemed to fall in line with the funding approvals that agencies received in February and the 
increase in developing budgets and obtaining estimates for multiple programs in and outside of DC.  
  
Over the past two months, I have sent RFPs and leads to the CVBs in San Jose, Philadelphia, and New York 
City.  There has been an increase in leads for international programs provided to the National Sales Reps, 
and we are working with suppliers for programs being planned in the local area.  All indications are showing 
that there is a return to business. 
  

As a planner member of NATCAP, you benefit from the experience  
and dedication of the over 300 supplier members working to support 
your program goals.  Planners have reported better savings and 
increased support for programs with the supplier relationships they 
build through NATCAP.  If you want to get the most out of your 
membership, attend the monthly meetings and start networking. 
 
As a supplier member , you have access to over 400 planner 
members of the NATCAP chapter.  You involvement at meetings and 
events allows for relationship building that can increase your business 
opportunities while assisting with event professionals’ research, 
savings and education.  We have found that suppliers who sponsor 
events or host meetings have a higher return on inquiries and 
contracted space for future programs from NATCAP members.  
Suppliers are seeing more return on those investments.  I encourage 
you to log on to our website and start looking at ways you can get 
more involved. 
 
If you are looking for a way to get involved and further your network, 
we have sponsorship opportunities for our 27th Annual Honors and 
Awards Ceremony,  “The CAPPIES.”   The event will be held June 26, 
2014 , at the Washington Hilton. 
 
Each member plays a vital role in NATCAP, and we need to ensure 
that all our members benefit  by being involved and engaged  in 
chapter activities to further build and benefit from networking. 
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WHY ARE YOU STILL A MEMBER? 
 
  

To get a supplier perspective from an industry leader, we talked with Ted Miller, 
CHME, CHSP, CGTP, CGMP, from Starwood Hotels National Sales about the length 
and value of his 15 years in the association and his extensive hotel background. 

Can you give us an idea of what drew you to join 
SGMP and what you saw as its initial benefits to you? 
Miller – If you are going to be part of any industry, you 
need to participate in the industry-leading organization 
where you can meet both planners and suppliers; learn 
how business is done in this industry; and discover 
what resources are available to you. SGMP is by far the 
best organization in this industry. 
 
Can you tell us how you were able to use the 
educational opportunities offered by SGMP? 
Miller – The first National Education Conference I 
attended was in Ft. Lauderdale, and I learned quite a 
bit. One class I attended was taught by Alex 
Lichtenstein, CMP, CGMP, from the Comptroller of the 
Currency on Government Contracting rules and ethics. 
It taught me the protocol and ethics of what is required 
to do business with the government. As I continued to 
attend not only the NEC and chapter meetings, my 
knowledge grew and gave me the information to teach 
to my hotels on a daily basis. There is no other industry 
source for education that parallels SGMP. 
 
You have been a long-time contributor to the chapter 
newsletter, and now also to the national magazine. 
Why have you been so involved in writing for these 
publications? 
Miller – We have a constant stream of new members 
joining the organization, and whether they are a 
Planner or Supplier, they need to have access to 
knowledge of the industry. Contracting practices and 
business ethics are topics I constantly address. The 
knowledge I have learned from participating actively in 
SGMP should not be kept secret, but shared and also 
explained in a format that any member can use. It also 
needs to invite members to ask questions and seek out 
industry leaders to learn best practices and ways to 
collaborate with their colleagues to be more active in 
the industry. 
 

 
Why do you think we have seen a drop in 
membership and what can we do to reverse that 
trend? 
Miller – With the scandals and adverse publicity 
related to government meetings, the volume of 
business decreased starting two years ago. I believe 
that many senior leaders of hotel companies 
thought that, with the decreased business level, 
they should concentrate on other business sources. 
What I found over the last two years is that, while 
business was down, many of us made a point to 
maintain our business relationships with 
government planners. In the last few months, we 
have seen the amount of government business 
increase; by maintaining your business relationships, 
you are the first to see the benefits of this increase. 
It is my opinion that if you have not been an active 
participant in the government community, you 
should reengage yourself and your organization. 
Participation in SGMP leads to business success. 
 
One final question, why do you feel it is important 
to receive industry certifications as I see you have 
four? 
Miller – Two of my professional certifications are 
from Government Business Associations. My CGMP 
certification comes from SGMP and shows not only 
my commitment to the industry, but my desire to 
learn. I would strongly suggest that if you are in the 
Group Market, you need to pursue this certification 
because it demonstrates that you are a professional 
in this business segment and are a solid business 
partner. My CGTP (Certified Government Travel 
Professional) designation comes from SGTP and it 
helped me understand how government business 
works and what a supplier needs to know to be 
successful in this business segment. These 
designations show to a potential business partner 
that you understand their business needs and are a 
supplier they should seek out. 



WHY ARE YOU STILL A MEMBER? 
 
  

To get a planner perspective from a seasoned Contract Planner, we talked with 
Mark Brown, CMP, about the value of his 25+ years in the association and his 
extensive meeting and event planning background. 

Can you give us an idea of what drew you to join SGMP and 
what you saw as its initial benefits to you? 
Brown – I was drawn to SGMP by the education that it offered 
and by its focus on government meetings. When I joined in 
1985, I was managing and performing on several conference 
support contracts for federal clients. I recognized that my 
clients, my employer, and I would benefit if I gained additional 
knowledge. SGMP enabled me to learn more as a planner and 
to gain a solid understanding of the supplier side of the 
industry. It also helped me to establish important relationships 
with my counterparts. 
 
Can you tell us how you were able to use the educational 
opportunities offered by SGMP? 
Brown – The first National Education Conference I attended 
was in Philadelphia, and I learned a great deal. The sessions 
covered a wide range of topics for both new and experienced 
attendees. I was able to apply my newly acquired knowledge 
(for example, in the area of contract law) immediately upon 
my return. I also picked up valuable resources at the 
Conference Book Store. The event launched many long-term 
friendships with SGMP colleagues. Even the trip to the 
Conference impressed me! Carl Thompson and others 
welcomed me enthusiastically and made me feel valued as a 
member as soon as I boarded the train. Even before arriving at 
the Conference, I knew that SGMP was the perfect association 
for me. I have continued to learn from monthly meetings, 
annual events, workshops, tradeshows, and other educational 
activities. I also benefit from networking because it’s another 
source of education. 
 
You have been a contributor to the chapter newsletter for 
many years. Why have you been so involved in writing for 
this publication? 
Brown – In addition to contributing to News & Views for many 
years, I also served as its Editor-in-Chief for more than 2½ 
years. Education, communication, and knowledge exchange—
in all forms—are at the heart of SGMP. We learn from one 
another and about one another in ways that benefit all sides of 
our industry. The technical information, advice, anecdotes, 
and other elements that we share among ourselves have 
power and importance. I believe that the newsletter should 
include humor pieces and other lighthearted features that 
reflect our personalities. We have received many positive 
comments about such content from “Newsletter of the Year” 
judges. I also contribute to the newsletter to encourage a 
dialogue among our members. I help to edit and proofread the 
newsletter so that our members receive maximum value from 
a professional publication. 
 
 

Why do you think we have seen a drop in membership 
and what can we do to reverse that trend? 
Brown – This is a complex issue. SGMP continues to be in 
competition with MPI, PCMA, and other industry 
associations. While there are significant differences 
between SGMP and its “sister” organizations, some 
planners and suppliers feel that other associations offer a 
greater ROI. I also think we’ve lost members because most 
SGMP educational programs are highly valuable to those 
with 5-10 years’ experience (or less), but are less useful for 
senior planners and suppliers. In addition, some folks no 
longer have the financial resources and/or the time to 
maintain their membership. Other factors are the explosion 
of free online educational products, the widespread use of 
mobile apps, and the increased availability of streamed and 
archived events. These have been game changers where 
association membership is concerned. I think that SGMP 
can increase its membership numbers by providing (1) a 
more diverse portfolio of educational products; (2) more 
free content to members (underwritten, in part, by 
sponsors and advertisers); and (3) program tracks and 
content targeted to senior planners and suppliers. SGMP 
has made important strides through recent initiatives, but 
we must evolve further and faster, even just to retain 
current members. 
 
One final question, why do you feel it is important to 
receive industry certifications, as I see you are a CMP? 
Brown – Earning a prominent industry certification 
demonstrates success in acquiring a comprehensive and 
high-level knowledge base. It also reflects a dedication to 
continuing professional development (if for no other reason 
than to retain the certification). I am proud to be a CMP, 
but the certification, alone, doesn’t guarantee professional 
success. The CMP certification (and others, including 
SGMP’s CGMP certification) is respected by industry 
professionals, and it can be an important differentiator in 
pursing business. My CMP designation tells others that I 
understand all sides of the meetings and hospitality 
industry, which makes me a desirable Contract Planner and 
a competent instructor/trainer. It also assures my current 
and prospective clients that I am qualified to make 
intelligent recommendations and that I possess the 
knowledge and experience to perform in a professional, 
ethical, and cost-effective manner. I enjoy the respect that 
the CMP designation brings, but I never take it for granted. 
Not all certification holders are created equal—and for a 
certification to remain meaningful, the owner must be 
committed to life-long learning. 
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Technology for the Traveler 
By: Sean Wilkerson, CGMP, NATCAP President 
 
In the spirit of making life easy, I have to tell you about my latest “App”  
purchase. If there is one thing I can’t stand, it is not having the ability  
to edit, change, or sign documents while on the road using a mobile  
device.  Sure, I can send it to another email account, wait until I can  
sit down at a computer, and then return the document, but who has  
that much time when working at an event? I know I don’t.  
 
I needed something to help me edit, type, and make changes to documents on my iPad.  Who 
knew there was an app for that?  It’s called “Notability”— designed by Ginger Labs and available 
for $2.99.  This app allows me to take files from my email and open them in the app.  Once in 
the Notability app, I can do pretty much anything I want to the document.  I can use a stylus or 
my finger to write notes, highlight text for revisions, insert text boxes, type on the document, or 
sign my name to an agreement.  Once I am done, I choose the destination location button and 
after selecting an option (which, for me, is usually email), I choose the desired format. I usually 
send PDF files, and when I select email notes, it uses my email contacts to send it to the 
designated recipients. It is very simple for the user and very effective.  If you are working on a 
document with others, you can share your notes version with them and they can work on it as a 
notability “note” document.  The documents are always available in the app unless you delete 
them, and you can search for them by name or date.  If you have an iPad or even an iPhone, you 
can use the app with no problem. 
 
Now, what will you do with all your extra time? 

 
  
 
Get ready for “The CAPPIES!” 
 
This is the 27th Annual Honors and Awards Banquet celebrating the members of NATCAP. 
  
Plan now to attend this awards ceremony, where we recognize our suppliers and planners for 
their contributions to NATCAP.  Step off the “Red Carpet” into the reception that will start this 
fun-filled, entertaining evening that will conclude with dinner and dancing. 
  
Individual tickets are $55. Registration is open at:  www.sgmpnatcap.org. 
   
Sponsorships are available for this event for the reception, the tables, and the main awards 
event.  If you are interested, you can find sponsorships details 
at:  http://www.sgmpnatcap.org/awards.html.  
  
For more information, or if you have questions, please email: specialevents@sgmpnatcap.org 
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SUPPLIER OF THE MONTH: 
Tracey Chapman, CGMP, CMP 
 
Over the past year, Tracey has served as a member of the Special 
Events Committee and as a mentor to members within the chapter.  
Her exceptional work this year, with “Travel Portland” was 
showcased during the NEC, when members from across the 
country traveled to Portland, Oregon, for an amazing conference.   
 
Tracey worked with our chapter to promote conference attendance 
and provided two planner scholarships, on behalf of Travel 
Portland, to allow for planner members of the NATCAP chapter to 
attend the NEC.  As a committee member, Tracey has assisted with 
planning, sponsorships, and  special event outreach.  Tracey has 
worked to improve the member experience through building on 
past experiences as a Board member and by sharing the success 
and challenges of past events.  Thank you, Tracey, for all your hard 
work and dedication! 
 

Supplier of the Month 
  

Membership Numbers 
  

Planner of the Month 
 

March Monthly Meeting 
Recap 
  

April Monthly Meeting 
Recap 
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PLANNER OF THE MONTH : 
Peg Thomas, CGMP, CMP 

 
  

Peg Thomas, CMP, CGMP, a member of SGMP since 2002 and an active member of the Community 
Outreach Committee, successfully organized and directed the efforts of the NIH Children’s Inn Dinner in 
late February. Peg coordinated with 12 NATCAP member volunteers, along with a few of her own 
colleagues, to successfully achieve a Mardi Gras-themed dinner for families who needed a diversion from 
the daily treatments and care of a child undergoing clinical care at the National Institutes of Health.   The 
dinner took place on February 23rd at the NIH Children’s Inn. When asked what she enjoyed most about the 
outreach event, Peg said, “The dinner was so rewarding because it provided fellowship and a moment of 
happy times for children and their families going through a difficult time in their lives.”  Something Peg 
understands, as her own family experienced with a 12-year-old nephew who was very ill and has since 
passed away, “it was very challenging to be 3,000 miles from my family when they were in need.”  Peg 
went onto say that “the Community Outreach Committee is a wonderful group of colleagues, and it is 
rewarding to work with them, and it is my way of paying it forward”.  Each year Peg’s family raises money 
in her nephew’s name for other children and families also going through life-threatening experiences. 
Being a part of this dinner and organizing it meant a lot to Peg.   
 
In addition, Peg understands firsthand how SGMP blesses many. Peg said that “the NATCAP chapter is extra 
special because she is part of a community.” A few years ago, Peg sustained serious injuries while at work. 
During her challenging recovery in 2009, she said, “All of NATCAP-SGMP were so welcoming and 
supportive, especially when I would attend the meetings and the NEC.” Peg remains grateful and 
appreciative to the SGMP community. She said that “coming to NATCAP-SGMP events is like a reunion of 
being with my quasi-family.”  
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Working with Industry to Understand a Culture of Change 
 
An SGMP breakfast panel was hosted at the Holiday Inn Capitol on March 19, 2014. This 
meeting was kicked off by Mr. Sean Wilkerson, CGMP, SGMP NATCAP President, who gave a 
warm welcome to everyone and encouraged SGMP members to get to know their board 
members. He then introduced Mr.  Bergeron, SGMP Executive Director and CEO.   Mr. Rob 
Bergeron introduced the panel members for a discussion on: “Working with Industry to 
Understand a Culture of Change.” 
 
The panel consisted of many esteemed SGMP members, including Annette Suriani, CMP, 
member of the Professional Convention Management Association (PCMA); Ms. Cameron 
Curtis, CMM, Executive Director, Association of Meeting Professionals (AMPs); Mr. Rick Singer, 
CGTP, CTC, Executive Director, Society of Government Travel Professionals (SGTP); and Ms. 
Meredith Greene, Chapter President with International Special Event Society (ISES) and 2012 
recipient of the International Special Events Society (ISES) DC Capital Gala Rising Star Award. 
You can find more information on the panel, including their biographies in the program,  at 
http://www.sgmpnatcap.org/March%202014%20Program.pdf 
The panel started the discussion with a question posed by Mr. Bergeron on recent regulations 
and policy changes that significantly impact the way SGMP members plan meetings. 
 
Ms. Suriani recommended that members visit www.meetingmeanbusiness.com. There was a 
report done by Rockport Analytics and posted on SGMP website that is a wealth of 
information and can help justify meeting participation. Additionally, the association has gotten 
together to look at trends in industry to analyze how technology has helped us in the 
meetings industry.  Ms. Curtis added that we are seeing more government employees 
speaking at meetings. 
 

MARCH MONTHLY MEETING RECAP 
By: Genova A. Clemons, CGMP 

 

 
Ms. Greene’s experience was that 
membership in ISES is different and 
diverse, not just limited to 
government personnel. They have 
been using membership to obtain 
speakers at monthly meetings, 
which has been beneficial.  
Mr. Singer’s point was that SGTP on 
policy is transient. They will host 
their semi-governmental meeting 
next month, and getting members 
there is a challenge. The 
government keeps rethinking  the 
definition of a conference.   
 
(Continued on p. 11 ) 
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There should be one policy, and it should not vary from agency to agency. Members can make their 
voices heard by going to: GSA.gov/GTAC panel members to indicate how the policy impacts 
membership.  
 
Ms. Suriani did not know the exact percentage, but the majority of members are third parties. When 
the government came under scrutiny, participation dropped. Ms. Suriani asserted that it is incumbent 
upon us as planners to educate our partners as to why we meet and the productivity and efficiency of 
these meetings.  We spread that news.  
 
It was noted that SGMP is currently undergoing an aggressive transformation to mitigate current 
challenges.  We have changed our mission statement in the last 30 years, We are working with a new 
strategic plan with the goal of financial stability, increased external communications, and helping our 
partners on Capitol Hill.  
 
The panel then talked about ways to counter the perception of wasteful spending of tax payers’ dollars 
on meetings and conferences.  
 
Ms. Suriani’s contention is that education is paramount. She referred back to the Rockport Analytics 
studies because it addresses this topic thoroughly and gives recommendations. Mr. Singer commented 
that he was in the January 14, 2014, Senate hearing that addressed this issue, and there was a general 
lack of understanding about the roles of planners. For instance, they regard a government employee's 
travel to a meeting as lost productivity. Mr. Singer encouraged everyone to invite the legislators to 
your meeting to gain a better understanding of the issue.  
 
Ms. Curtis had a number of recommendations about cutting out food and beverage spending and 
potentially finding non-government sponsors to provide food and beverage. She also recommended 
trying to negotiate space rentals to limit overhead costs.   
 
Ms. Greene advocated that members look at this issue from the perspective of the CEO. Educating the 
CEO and staff on the purpose of the meeting, as well as being honest about budgets, and finding 
vendors that can cater to your budgets are critical to the continued success of meetings.  
 
The panel then discussed new best practices for meeting planning, one of which is having more hotels 
provide "meeting packages" that make it more economical for groups to attend meetings and 
conferences. 
 
Finally, the panel addressed the increased use of technology in education/professional development. 
More groups are using virtual or hybrid meetings. Ms. Greene commented that webinars are useful 
because most of them are free, and people can watch them in their own time. However, most people 
try to listen and work at the same time, and webinars can lose their effectiveness when they compete 
for our attention. 
 
The panel discussion was engaging and informative. The panel members’ diverse backgrounds and 
extensive experience afforded everyone in attendance great insight into the current environment 
of meeting planning and the challenges facing our industry.  



APRIL MONTHLY MEETING RECAP 
By:  Chat M. Macasaet, CGMP, Doubletree by Hilton Washington DC-Crystal City 

Last April 16th, a nice and 
diverse crowd of NATCAP 
members convened for a 
very interesting topic, 
“Building a Statement of 
Work to Get What You 
Want”, held at the Hilton 
Springfield. The speaker 
was Ms. Garland Preddy, 
CGMP, Director of Education 
and Training for SGMP. She 
also manages and teaches 
CGMP classes, in addition to 
providing other training. 
  
Highlights of the talk were: 
Request for Proposal  
•Most Important 
Procurement Documents 
• List all requirements 
• Sets stage for negotiations 
• Value of Business 
• Good Opportunity 
• Too Many Concessions? 
• Must be advertised on Fed   
Biz Opps if over $25K 
 
She reiterated that a good 
Statement of Work (SOW) 
must have the following 
components: 
• Formal document  
• Accompanies the RFP – 
carried forward into final 
contract 
•Defines work activities, 
deliverables, timeline 
•Includes pricing, regulatory 
and governance 
requirements 
 
 
 
 

•Includes pricing, regulatory 
and governance 
requirements 
• Task is well known – 
requirements explicit 
• Can be described in specific 
terms, no innovative 
approach, no deviation from 
requirements 
• Other vehicles includes 
statement of objectives, 
performance work standards 
and should be more 
subjective 
• Importance of SOW – from 
program office to 
contracting office with RFP, 
from agency to potential 
contractors 
• Technical evaluation 
criteria – include 
SOW/Go/No Go…., best 
value for the government 
and lowest price 
• Typical items in SOW – 
purpose, scope of work to 
be done, location, period of 
performance, deliverables, 
applicable standards, 
acceptance criteria, special 
requirements, payment 
schedule, and other 
miscellaneous additional 
info. 
• Details in an SOW – should 
be specific in all aspects, 
applicable standards, 
acceptance criteria, payment 
schedule, and other 
miscellaneous items     
 
 
 

• Bid Protest – reasons are:  
vendor believes they should 
have been awarded the 
contract, vendor believes 
they did not get enough 
information, vendor feels 
debriefing process was 
unfair. 
Unhappy bidders may 
submit bid protest to agency 
or GAO; GAO has 100 days 
to review, if protest is valid – 
agency directed to re-
compete the contract. 
In 2013, there were 2,475 
protests, a 50% increase 
from 2008 that was most 
likely related to the 
economy. 
• Continuation of Work – 
Extend current contract (FAR 
Part 52.217-8), create a 
“bridge” contract sole 
source to old contractor 
 

To summarize how to get 
what you want and avoid a 
bid protest, you should start 
with a complete RFP, create 
an all-encompassing SOW, 
and work with a contracting 
officer. 
  
Ms. Preddy’s presentation is 
available at 
www.sgmpnatcap.org 
  
A Networking reception 
followed the program. 
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