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Summary Notes: Business Round Table Sessions 
Friday, October 22, 2021, 3:15PM to 5:00PM 

 
Table # (1 to 16): _______  Moderator: ___________________________________________________  
 
Topic:  ______________________________________________________________________________  
 
Number of participants:      1st session ________ 2nd session __________ 
 
Brief abstract of the topic: 

                                                        

 
Summarize 10 key points from the discussion, concerns expressed, advice given, solutions offered, 
lessons learned, case histories presented, or anything else related to the topic:  
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Summarize the 3 most important items from the discussion to share with GBA members: 
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Should we consider a follow-up on this topic at a future conference? _____Y  _____N 
 
Include any additional notes here: 
 

 

Please complete and email this form by November 1st to sara@geoprofessional.org. 

mailto:sara@geoprofessional.org

	Table  1 to 16: 10
	Moderator: S. Fiorentino
	Topic: Can't Meet for Lunch? Marketing in a Virtual World
	1st session: 3
	2nd session: 3
	Brief abstract of the topic: In many cases, a significant portion of a firm's project opportunities are developed from their relationships with existing or potential clients. Prior to COVID, these relationships were developed or strengthened by in person, face-to-face interactions. As a result of COVID, face-to-face interaction was no longer possible and alternative methods of communication, such as phones and email, but increasingly by virtual platforms such as Teams and Zoom, were required.
	lessons learned case histories presented or anything else related to the topic: Most felt that best marketing was doing a good job on existing projects and receive repeat business as a result.
	2: Staff learned to be more flexible due to different conditions and generally adapted well. 
	3: Zoom meetings made attending project PM meetings easier, as saved travel time as well as allowing to attend more frequently. 
	4: Used saved time to do more upfront work to attract new clients.
	5: Took opportunity of BD staff availability to revamp marketing materials and other tasks that previously didn't have time for.
	6: Initially after first wave of COVID didn't want to bother clients because thought health and how folks were handling crisis was a more important. Then proceeded cautiously with more general pursuits as time passed.
	7: For BD staff, made it difficult to drive to a market area and visit many potential clients in a day, as they were working from home rather than in office.
	8: Regardless of means of communication, important to stay in touch with clients.
	9: Due to different regulatory environment in various geographic areas, offices had to adapt accordingly.
	10: Most firms realized savings by reduced attendance at marketing events and generally savings went to bottom line.
	Summarize the 3 most important items from the discussion to share with GBA members: Virtual platforms such as Zoom and Teams will continue to be used moving forward.
	2_2: Staff learned to be flexible and most felt that their staff worked effectively in a remote environment. Some staff will continue to work remotely even after COVID restrictions lifted.
	3_2: Regardless of means of communication with clients for developing new opportunities, doing a great job on existing projects is best marketing for future work.
	Y: 
	N: X
	Include any additional notes here: Many of the firms represented at the round table were smaller firms, thus many rely more on repeat business than developing new client relationships. As such, based on this and the strong engineering and business climate, firms represented did not feel major impact from COVID. 

Many thought this was an old topic since many of the COVID limitations had been lifted at the present.


