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President’s Podium 

 

Happy February! Have you thought about going back to school or pursuing a 
professional certification? Do you have a child in college pursuing a degree in the 
FM arena? If so, then you NEED to review the scholarship opportunities available 
from our Chapter in addition to what the IFMA Foundation has to offer. 
KCIFMA Scholarship: CLICK HERE       IFMA Foundation: CLICK HERE 
 

So what’s holding you back? We have a great knowledge base in 
our chapter – members with their certifications already – and 
we offer a CFM prep course at an extremely low rate. Our next 
class will be held on April 8 & 9 at H&R Block World 
Headquarters (One H&R Block Way, Kansas City, MO 64105) and 
will be led by none other than our own Teena Shouse, CFM, 
IFMA Fellow. If you take the prep course and 

then register for the exam within 90 days, 50% of your test fee 
is reimbursed to you. What a deal!! And if you apply for a 
scholarship, you could have your Learning System paid for as 
well as the remainder of the exam fee. 
  
Are you more interested in the SFP or FMP? Apply for 
scholarships for the entire package – learning materials and 
exam fee. 
  
How about continuing your education? Would you rather 
pursue a college degree? Apply for a scholarship to cover part 
of your tuition and books. 
  
KCIFMA is here to help you increase your education and provide you with the tools 
and support you need. You can do this and we want to help – let us! Apply today!! 
 
 

Thank you,                                                                                                                                                                        
Michele Gregg, CFM, SFP  │KCIFMA President  │ President@kcifma.com 
 

http://kcifma.com/scholarship.cfm
http://foundation.ifma.org/students/fm-student-scholarship-program/scholarship-program-information---for-students


 

Welcome to  our  Chapter’s  

Newest Members 
 Todd Bierk                  

ROE/Evolution Interiors  
Zach Miller                         
MEI - Total Elevator Solutions  

Patrick Hayes                     
Sodexo 

 

PROFESSIONAL DEVELOPMENT  

SAVE THE DATE! 
 

CFM Exam Prep Workshop 

Sponsored by the Kansas City Chapter of IFMA 

April 8-9, 2015 
 

Location: H & R Block 

One H&R Block Way 

Kansas City, MO 64105 
 

Instructor:  Teena Shouse, CFM, IFMA Fellow 
 

Registration soon to be available on 
www.kcifma.org 

Cost for KCIFMA Members is only $100.00 

 

For more information, contact Linda DeTienne                               
ProfessionalDevelopment@kcifma.com 

Brent Diehm                
Smith & Loveless Inc.   

Billy Mitchell            
Minnesota Elevator 

Tamra Smith                    
Koroseal Interior Products LLC 



* CHANGE OF VENUE * 

New KCIFMA Members have a chance to learn more 

about our chapter, its benefits, and ways you can  

get involved. We will also discuss the three IFMA     

Certification Programs and scholarship programs.  

 

 

 

 

 

 

 

Thank you,                     

John Alexander           

Membership Chair 

913.888.0810             

membership@kcifma.com



 

Kansas City Chapter 

Monthly Program Meeting 
 

Tuesday, February 17, 2015 • 11:30 am - 1:00 pm 
 

Negotiate: When You Must be 
H.E.A.R.D.                                 

Church of the Resurrection 

13720 Roe - Room C144 

Leawood, KS 66224 

 

Negotiation is part of everyday life. You are in a negotiation when you want the best price 
on new  equipment, a competitive service and maintenance contract or when you want 
your spouse to assume more responsibilities at home. 

How do you get more from every negotiation and not damage relationships? Successful 
negotiators are prepared negotiators. They also know how to read the silent messages sent 
in everyone’s body language. 

Mary Redmond reveals the secrets that only veteran negotiators know and use. She has 
20+ years of experience negotiating including negotiating on behalf of some of the world’s 
largest financial institutions. 

Learn five keys to successful negotiations: H.E.A.R.D. 

 Homework: Research and plan 

 Explore and engage 

 Assess what you know and don't know 

 Recommend and Role Play 

 Document and distribute the agreement 

The workshop is for you if you want to: 

 Refresh your techniques as an experienced negotiator. 

 Move beyond rookie negotiator. 

 Hear “yes” more often. 

 Learn when “no” means “maybe” or “tell me more.” 

 Determine if someone is lying to you. 
 

Register Online Today: CLICK HERE 

Registration due by Friday, February 13th at 12PM 
 

http://www.kcifma.com/event_detail.cfm?eventid=778


Negotiate when you NEED to be H.E.A.R.D.                                           
5 Tips to Negotiation Success                                                                

By Mary A. Redmond 

Successful negotiators are prepared negotiators. Most of us are not born to be 
great negotiators. We learn at an early age how to get what we want. By the age of 
two, a toddler knows how mommy and daddy tick and what it takes to get a cuddle, 
cookie, car ride or their favorite toy.  

As we grew up, the stakes became bigger. A "winner takes all" theory works for 
babies, not for adults. After all, what we are saying is "I want to be HEARD. Listen 
to me. Respect my opinions." 

Five tips for a successful negotiation are contained in the acronym H.E.A.R.D. 

Step 1 – H – Homework 

Before every negotiation, you should know as much as possible about the "other 
team." Homework comes before commencing negotiation. Jump into the heart of 
the negotiation without proper preparation and you lose more than you gain. It nev-
er pays to avoid the homework phase. 

In our information packed lives, savvy negotiators Google the opponent's website, 
the CEO's bio, the corporate marketing philosophy, latest press releases, stock 
price, trade magazines, blogs, podcasts, webinars and other bits and bytes of re-
search. Use Twitter, LinkedIn, Facebook, Google+, YouTube KLOUT and other 
social networking tools to uncover the information gold you’ll need later when you 
get down to the meat of the negotiation.  

Sometimes you can even find out details about their negotiation style which will 
pay dividends later. It can help if you discover their personal interests and the 
causes they support outside of the Board Room. You might find that you share 
more than a business deal. 

Homework helps to understand your opponent's needs, wants and bottom line as 
well as you know your own.  

Step 2 – E – Engage 

In the initial meeting, engage the opponent and assess what you know and need to 
know.  

A. Open ended questions are tools to get the other team talking. New information 
is gathered. Additional information is confirmed.  

B. Establish rapport and trust using what you know about the negotiator from your 
homework. 

C. Use active listening skills and show interest in their position. 

D. Take notes. This demonstrates that you value what they say. Notes help recall 
what was said and who committed to specific actions. 

E. Reading body language is a tool of a skilled negotiator. Those who master 
reading body language gain a peek into the other person’s true thoughts.  

F. Do not interrupt. Allow your prospect to speak freely. 

 

 



Step 3 – A – Assess  

Assess what you know and don't know. Test possible options using phrases like 
"what would you say if..." or "let's imagine when…" and then let the other person 
talk. This step allows you to help them visualize your solution.  

Answering a question with a question is a technique we learned at age two and 
still use in the world of "grown-ups." Why? How? When? This can drive them cra-
zy too so don’t overuse this technique.  

If you are faced with someone who answers your question with a question, consid-
er taking a break if this technique is used too frequently. A for a coffee refill or a 
“breather break” has saved many a negotiator from blowing their stack and the 
negotiation as well.  

Step 4 – R – Recommendation 

You are ready to present your solution, proposal or position. 

The recommendation phase is not called the Godfather Step. If you recall in the 
classic movie The Godfather, there is a scene in which one of the lead characters, 
Don Corleone, played by Marlon Brando, tells his associates that he plans to 
make their opponents an offer---“an offer they can't refuse."  

There are debates over who should make the first offer. Go with your gut. I've 
done it both ways and ended with wins.  

Step 5 – D – Document  

A deal is not finished until it is in writing. Accurate note taking throughout the pro-
cess makes this phase easy. Immediately after the discussions are finished and 
the handshake consummates the verbal agreement, draft the contract. Once draft-
ed, the contracts are distributed to all involved parties.  

Before anyone leaves the room, assign responsibilities to participants regarding 
the next steps towards completion and timing.  

Allow time for contract detail clarification and misunderstandings. 

You laid the foundation for a future meeting, negotiation or transaction. If all par-
ties were treated fairly and each leaves with some of what they need, you built a 
win-win relationship. You will live to do another deal. 

SAVE THE DATE 

The March Monthly Program Meeting is a collaboration with 
the BEP - Humor in the Workplace 

Tuesday, March 10, 2015 • 11:30 am - 1:00 pm. This event is a 
lunch presentation followed by an optional one hour workshop. For 

the lunch meeting we are offering an early bird registration        
discount! Registrations received before noon on Friday Feb 27th is 

$20, after is $25. Fee for the workshop is $10. 

Gavin Jerome has been a professional entertainer 

for the past 20 years. For nearly a decade, Gavin 
has been providing humor workshops for       

companies worldwide. 



TOP 3 out of 10 FAQ’s of why to become 
a Certified Facility Manager (CFM) 
The premier FM certification for experienced professionals. 

1. Why should I become a CFM? As the most prestigious and sought-after credential 
in facility management, IFMA’s CFM sets the industry standard for measuring the 
knowledge and competence of practicing facility managers.  

Distinguish yourself. Stay competitive in today’s job market.   

Invest in your future. On average, CFMs earn 14% more than noncertified facility    
managers. 

Demonstrate your leadership and initiative. It’s not easy to achieve CFM status. The 
CFM credential is a tangible sign of your success and expertise. 

2. Who should pursue the CFM? CFM candidates must meet education and work       

experience eligibility requirements. 

3. What does the CFM Exam cover? As a result of the most recent IFMA global job 
task analysis, the following competencies were deemed critical  knowledge required of 
facility managers: 

Operations and Maintenance Project Management  Finance and Business    
Leadership and Strategy  Environmental Stewardship and Sustainability      
Communication    Emergency Preparedness and Business Continuity                          
Human Factors  Quality Real Estate and Property   Management Technology 



Date Time Event Name Location 

02.11 7:30 -   
9 AM 

New Member Breakfast 

Networking with KCIFMA 

Design            
Mechanical 

02.17 11:30 -      
1 PM 

Monthly Program Meeting 

Negotiation and Body Language  

Church of the  
Resurrection 

03.04 11 AM -    
12 PM 

IFMA Member Benefit Live Webinar: 

BEX Tutorial and Instructions to Access 2011 Cost Analysis Study 

Online at 
www.ifma.org 

03.10 

Note Date 

11:30 -    
1 PM 

Monthly Program Meeting 

Humor in the Workplace 

Robert Mohart 
Center 

03.27 11 AM - 
12 PM 

IFMA Member Benefit Live Webinar: 

Selecting the Right FM Consultant for Your Organization 

Online at 
www.ifma.org 

12 6:00 - 
9:00 PM 

KCIFMA Annual  

Holiday Party 

TBA 

KCIFMA UPCOMING SCHEDULE OF EVENTS 

Click here to find out more 
about becoming a  

Certified Facility 
Manager 

Click here to find out more 
about becoming a  

Facility                      
Management      
Professional 

Click here to find out more 
about becoming a      

Sustainability       
Facility                  

Professional 

Webinar Monthly Program  

Meeting 

IFMA Education     Other Event 

 

IFMA FACILITY FUSION 

Conference & Expo 

April 21-23 2015 

Orlando, FL  

 Rosen Shingle Creek 

http://www.ifma.org/education/fm-certified.htm
http://www.ifma.org/education/fm-certified.htm
http://www.ifma.org/education/fm-certified.htm
http://www.ifma.org/education/fm-certified.htm
http://www.ifmacredentials.org/fmp/
http://www.ifmacredentials.org/fmp/
http://www.ifmacredentials.org/fmp/
http://www.ifmacredentials.org/fmp/
http://www.ifmacredentials.org/fmp/
http://www.ifma.org/education/fm-sustain-pro.htm
http://www.ifma.org/education/fm-sustain-pro.htm
http://www.ifma.org/education/fm-sustain-pro.htm
http://www.ifma.org/education/fm-sustain-pro.htm
http://www.ifma.org/education/fm-sustain-pro.htm


PLATINUM 

GOLD 

Thank you KCIFMA 

Corporate Sponsors  



SILVER 

BRONZE 

Become a KCIFMA Sponsor Today!  

KCIFMA Corporate Sponsorship gives you so many options and benefits! 

Options - Become a Platinum/Gold/Silver/Bronze Corporate Sponsor and pick and 
choose your level of sponsorship and the benefits your company will receive the 

most bang for the buck. 

Benefits - Prominent company logo recognition on KCIFMA website, free annual 

corporate and local chapter IFMA membership, pick and choose your benefits (free 
member program meeting attendance, free guest program meeting attendance, 

recognition at program meetings, recognition at annual golf event, recognition at 
CFM event, recognition at KCIFMA holiday party). 

Are you interested in becoming a KCIFMA Corporate Sponsor? 

Please Contact Kristin Stanberry with questions 

(816) 783-8151 │Sponsorship@kcifma.com  

mailto:CorporateDevelopment@kcifma.com

