
Why we are here
Executives discuss their paths into the commercial construction market

T hey arrived here from different paths, other journeys. But in the end, regardless of the road traveled, 

some of today’s leading women commercial construction executives are bonded together to help the 

industry push forward.

During the roundtable discussions held at our 2019 
Commercial Construction & Renovation Women’s Retreat in 
Louisville, attendees were encouraged to share stories on how 
they became industry leaders.

The three-day event, held Aug. 1-4 at The Embassy 
Suites in downtown Louisville, also included a series of 
networking opportunities, including lunch and a tour of historic 
Churchill Downs.

On the following pages is coverage of the second half  
of our roundtable discussion. You can also read it online at  
www.ccr-mag.com.
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WHY WE  
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CCR: How do you approach the “That is how we have 
always done” mentality?
Nicole Young, Identicom: I can tell you what not to say, “How’s 
that working for you?” A lot of people will step outside the box. They 
think people are comfortable with change, and they’re not. So it is 
not something I will ever say. 

Sarah Kovac, Maverik: I have run into that a lot throughout my 
career. When approaching with new ideas it is important to watch 
your wording and tone, as any misstep may close off people even 
more. I think you must be sensitive to the old school people who may 
have been at the company for a long time and are uncomfortable 
with change. You don’t want to force it on them, but it is critical for 
any company to look at new ideas in order to remain relevant. 

Gina Noda, Connect Source Consulting Group: I always say I 
appreciate the way you’ve done things in the past but we you also 
need to be open to suggestions for ways to improve. You want to 
be able to include them in the decision to change, this way they are 
open to listening to new ideas. People are more open to embracing 
change when you give them an opportunity to integrate the past with 
the present. 

Kelli Buhay, Retail Maintenance Specialists: If it’s a process, 
you always want to look at other ways of doing things, other pro-
cesses. What if we added an extra step, kind of put some options 
out there. 

Kat Bielefeld, Shoe Sensation: I think a respectful way to present 
it is to ask why. Learning and knowledge are powerful. So if you 
know they have always done something a certain way, why not try to 
recommend how they can do it better. It’s not that you are shutting 
down their idea, but enhancing other ways of looking at the situation. 

Anniece Acker, Rise High Now: I think the challenge is that we 
go into these companies and give solutions before we know what 
their vision is. The only way to get them to listen is to see who they 
are, where they are at and why they have done what they have done. 
When you find all of that, and where they want to go, you can marry 
everything together. The challenge is that society force feeds us with 
so much. The product is a byproduct. It is really about the relationship. 
It is not cold-calling anymore. There are different ways of doing it. It is 
getting back to the people before we force feed them to buy products.

Identicom’s Young: We’re not selling what we’re selling. We’re 
selling ourselves. I tell that to my customers. You are buying me. 
You are buying my word. I am the one who is held accountable, 
held to the highest standard. We’re all selling ourselves. At the end 

of the day, are you proud of who you are? 
Are you aligned with the right people?

Retail Maintenance Specialists’ Buhay: 
Quite frankly, I’m not selling anything other 
than relationships. I am successful because 
of the relationships that I have developed. It 
is who I am. 

Connect Source’s Noda: I am an industry 
management consultant & I teach everyone 
to stop selling & start serving—being of 
service to others as it is not about selling, it 
is about how can you add value & provide 
solutions to help others. People do busi-
ness with people, it is all based on relation-
ships. You have to connect with people on 
an emotional/human level, doing business 
with your heart, with honesty, trust, being a 
person of your word & always being true to 
who you are. 

CCR: What kind of hurdles are you seeing out there today?
Maverik’s Kovac: I recently relocated about a year ago to Salt 
Lake City from Atlanta. I’ve always lived on the East Coast in a 
major metropolitan area. So it has been a big change culturally, a 
tough adjustment. I’m trying to navigate through my peer group, 
as it is a male-dominated culture. I’m pretty confident in the work 
setting. I have always spoke my mind, but at the same time, I feel 
like I felt 15 years ago when I was in my early 20s and starting 
my career. I’m not in that place anymore, but I feel like I’m being 
put in that box. My hurdle is maintaining my confidence, and that 
trust in myself and my abilities. 

Retail Maintenance Specialists’ Buhay: First of all, don’t 
laugh at this, but look in the if you mirror and tell yourself how 
awesome you are, how confident you are and why you’re confi-
dent in what you do. Do that every day. You have all the ability in 
the world to do whatever it is you want to do. It is just believing—
and reassuring—yourself. 
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Identicom Signs’ Young: We talked earlier about “I am” state-
ments. I am powerful. I am strong. I am independent. You have to 
find someone who can be honest and say, “Look, this is what you 
have to do.” You need someone to hold you accountable. This way, 
you don’t get in your own head. It is all those guys saying, “She’s 
going to fail; she’s going to fail.” No you are not. They. are the ones 
who are intimidated.

Kelly Reilly, Campus Realty: One thing that can helpful is to volun-
teer your time doing something to help lift other people up. That can 
change the viewpoint, make others see that you are a strong figure 
with relevant experience and you are helping to develop the next 
generation. It is all about the mindset. 

Pam Goodwin, Goodwin Commercial: Try an improv class. I 
highly recommend that. Women have a hard time self-promoting 
themselves. The men in your office probably don’t know what you’ve 
done in the past. So try saying, “That reminds me of the project I 
built—the Taj Mahal.” And they’ll be like, “I had no idea you did that.” 
Sit in the middle of the table, the middle of the room and lean in.

Jennifer Willett, MarketSmart:  My 
experience growing up was lucky. I had very 
confident women around me and I also grew 
up with boys — three younger brothers. The 
men and women in my life never told me 
that I couldn’t do something because of my 
gender. I didn’t encounter that until my teen-
age years, when I played softball and my 
neighbor told his son to stop “throwing like 
a girl” as they were playing catch together. 
I still remember that. It actually boosted my 
confidence. I had no idea I was expected to 
be any different, but when I did, I realized I 
had an edge since I could surpass expecta-
tions. I still use that to my advantage today.  

Connect Source’s Noda: I want to bring a 
different perspective to the table as to one of 
my hurdles that I had to face, we all have fem-
inine and masculine energy within ourselves 
& it is with learning how to balance those 
energies within that has been a bit challenging 
for me. I work in the construction industry, 15 years as a General Con-
tractor, which is male-dominated & I didn’t want to have a reputation 
of being flirty to get business, I wanted to be taken seriously and to be 
respected, so I decided to take on more of a masculine approach as I 
hung with guys all the time & I love sports too so I utilized more of my 
masculine energy & I kind of lost my feminine side of myself, which I am 
now struggling to try to get back now to be more in balance. 

What I teach my children, is they can do & be anything they 
want to, everything has to have balance, always be humble & 
kind, if you don’t know something, ask and prove your point in a 
respectful manner. 

I’m learning to balance them both because I was too intimidat-
ing at times, very blunt, direct & to the point. I’m trying to be softer, 
more feminine, bringing the two energies within back into balance. 

Rise High Now’s Acker: As it relates being comfortable or not 
being comfortable with confidence, as long as you are humble works. 
You are not going to please everybody. Be happy that those individu-
als see the confidence in your daughter so that they have the ability 
to see some light and gain confidence in their life. Those individuals 
don’t always know what to do with them, so that’s their way of being 
controlling. Honor their space and see how you can help them. 

IdentiCom’s Young: I have a son and daughter. I have raised them 
differently. But like you said, I know who they are as people, so it’s 
not based on masculine or feminine. Our children mimic us. They are 
going watch you. You are their role model. 

Connect Source’s Noda: It has to be changed in society for the 
younger generations. I keep saying this over and over again, it is 
about breaking the stigma of girls having to go play with Barbie Dolls 

and boys having to go play with blocks. It 
is important for us to break that mold in 
society. I tell everyone I am a women in 
construction & I have a male hairdresser & 
a male nail artist, we need to empower the 
younger generations to do whatever they 
want to do regardless of sex, I am a huge 
advocate for more females entering into 
STEM & Construction related careers. 

Campus Realty’s Reilly: When I’m being 
competent and assertive, there’s also the 
risk of getting the “She is being a b@#$” 
label. Maintaining balance in communi-
cation styles is essential to getting your 
point across.

Shoe Sensation’s Bielefeld: I have been 
accused of being very direct. It is just that 
if I need something done, I do it, there is 
no fluff about it. I can use an exclamation 
point and a smiley face if they help. 

Rise High Now’s Acker: Know your audience. Know your customer. 
If I mess up, I don’t need a smiley face or an explanation point. If 
someone falls short, know why they did. If they constantly fall short, 
find a replacement. 

Retail Maintenance Specialists’ Buhay: I think my largest hurdle 
is not working in the office on a day-to-day basis, I am either working 
from home or in the field. I am a control freak and very customer ori-
ented so it is very important to me to always know what is going on 
with my clients or if there are any issues and how we are responding 
and resolving to those
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Shoe Sensation’s Bielefeld: I struggle with being a perfec-
tionist—a control freak. I find that even positive feedback can be 
hyper-critical. I don’t want to treat feedback as an attack on me and 
my character. 

Retail Maintenance Specialists’ Buhay: Try putting a survey together. 
Ask the questions you want to know. Be simple and straightforward.

Shoe Sensation’s Bielefeld: I ask people because I care about 
what they think about me. 

Connect Source’s Noda: Regardless of surveys or however you get 
feedback, you have to change your perception of how you view the 
feedback, look at it with a higher perspective as it will help you learn 
and grow. 

Kelly Spaulding, Party City: I was told 
once that I was too passionate about my job. 
But if I wasn’t passionate for the company, 
I wouldn’t want to be there. So you have to 
remember that you’re doing your job and 
that’s why you’re there. 

Leslie Dean, Storefloors: There is a 
podcast by Adam Grant called “Work Place.” 
It is all about how to not make work suck. 
There’s a great one on how to take criticism 
at work, especially rejection.

Connect Source’s Noda: Rejection is 
nothing more then a form of protection. It is 
protecting you from something, you may not 

know from what or understand it at the moment but you will eventu-
ally & realize it was a blessing in disguise. 

Pam Goodwin, Goodwin Commercial: We used to do 360 reviews 
with our coworkers every year during reviews. I highly recommend 
getting a life coach or a business coach. It is one of the best invest-
ments you can make in yourself. 

Liz Hauswald, Nvironment: I would like to know how much social 
media helps your business versus networking. What are you doing or 
not doing on social media? What platforms are you using? 

Connect Source’s Noda: I am not big into social media personally, 
I have a Facebook & a Twitter but don’t really utilize them but I do 
use LinkedIn like crazy professionally. I am a fairly new entrepre-

neur—two and a half years into opening 
my own business and I have been in the 
industry for 23 years, LinkedIn has been 
extremely successful for me with marketing 
my business & myself. All of my posts are 
based on personal development, business 
development & play, which is my business 
model, work and play with a twist of inspi-
ration, do business the way I live my life, as 
business is very personal to me, it’s who I 
am. I teach people to always be authentic 
and true to themselves that is the only way 
to truly succeed. Everything is energy and 
energy is contagious, positive or negative, 
so if you have positive energy and are happy 
you will attract those kinds of people—like 
attracts like. 

Goodwin Commercial’s Goodwin: I’m 
on all four platforms. LinkedIn is No. 1 for 
me. I have more than 30,000 contacts, the 
most you can have. I post at least twice a 
day. If you are not using it right, you are 
missing out. 

Diane Maxwell, Choctaw Shopping 
Center Enterprises: I’m basically a 
one-woman show. I do tenant recruiting, 
tenant applications, lease administration, 
facilities management. So a lot of my 
issue is that I’m learning. I’ve only been in 
the position a year and a half. There are 
contractors on my board who pressure me 
to get things leased out. There are lots of 
maintenance issues. So my hurdle is to 
learn to be more assertive.

Shoe Sensation’s Bielefeld: Have you ever 
asked for help or for a body to help you?

“Know your audience. 
Know your customer. 
If I mess up, I don’t 

need a smiley face or 
an explanation point. 
If someone falls short, 

know why they did. 
If they constantly 
fall short, find a 
replacement.”

– Anniece Acker, Founder, Speaker, & Coach
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Choctaw’s Maxwell: Yes. But I’ve been told we don’t have the budget. 

Shoe Sensation’s Bielefeld: I would ask them if the success of the 
business is worth the budget. 

Connect Source’s Noda: Do you have vendor partners elsewhere 
that you can ask for some additional assistant? I would suggest that 
if they’re not giving you a budget internally, you try some outside 
consulting partners to assist you. It is okay to say you don’t know. It’s 
important to be honest. So you’re doing that right thing.

Celene Connell, Prime Retail: My biggest struggle is when there 
are no guidelines in place. It happened recently. There was no sit 
down to go over expectations or outcomes. 

Campus Realty’s Reilly: Can you establish 
a dialogue where you can force the issue? 
Ask what your priorities should be.

Maverik’s Kovac: I have had those posi-
tions where people just assume you know 
what the plan is, but you have to CYA. 

CCR: Now we want to go around the 
room and have you share your story. 
How did you get started in this industry?
Colleen Biggs, Lead Up For Women: 
I was a very confident girl. But when my 
father left I felt like I wasn’t worth anything. I 
was just this empty soul because that’s what 
my father told me. I wasn’t worth $100 a 
month. I continued to spiral. Because my fa-
ther was abusive, I dated abusive men to the 
point I thought I was going to lose my life. I 
got out with the help of my community and 
my friends. I spent a long time in a cage—in 
a hard-shell. I just kept building layers upon 
layers to protect myself. 

Maybe some of you can relate. It doesn’t do any good for us to 
protect everybody on the outside from us. Until you’re able to be vul-
nerable and leave yourself out there, it is hard. It took me a long time 
working in corporate America. I was the ideal employee. I felt like I 
couldn’t fail. I could exceed any budget. I worked really, really hard. 
But I never felt like I was fully fulfilled in my life. I was serving others 
in my last position for 17 years with The Little Gym International. 

I allowed people I worked with as well as in my personal life, to 
place labels on me—to say I was someone I wasn’t. I was literally 
called a “bull in a china shop” at one point, up until the last year and 
a half. I was told I was not a leader. It was disrespectful and it hurt. 
It wasn’t until I worked with a coach and was part of a supportive 
community that I realized I wasn’t being fulfilled. I needed more. And 
then I met my husband. We have seven children and ten grandchil-
dren between us, and one more on the way. I didn’t think I could 
love someone like that, so it has been worth the hard road to make 

change in my life for the better. I am the co-founder of a company I 
started with David in 2018.

Lead Up is an elite community to assist women in leading 
with Passion to tap into their super power and lead without asking 
permission in their purpose. I want all women to feel safe to come 
out of the shadows, to exit that ‘cage’ they are in; to turn the handle 
and walk out. You have to be okay with vulnerability to take that step 
and Lead Up is there for women to support and encourage that step. 
I used to think being vulnerable was weakness until Brene Brown’s 
TED Talk. I discovered that vulnerability makes us stronger. 

My story moving forward is what I write and what I want it to be, 
what I need my life to be—how I believe I am in the world. It makes 
me feel awesome to know I control my destiny and I want to bring 
every women along on that journey with me so they too can lead the 
life they desire and dream about. 

Maverik’s Kovac: My parents were divorced, too. Over the years, I 
have always been ridiculously critical of myself. If it’s not perfect, it’s 
a failure. That mindset perpetuated through high school, college and 
then into my career. I left my personal life to the wayside for a long 
time. I think it was my late 20s when I decided that I needed more in 
my life other than my career. I met my husband and we got married. 
We have a two-and-a-half-year-old. That made me much more bal-
anced. Now I realize that there’s more in my life than just my career. 

But my career is important, too. We wanted to expand our 
family, but we put it off so that I could accept my job at Maverik 
and move across the country. I had to focus to attain my architec-
tural license, a condition of my new job. That’s a lot of work with a 
two-year-old. Now I am deciding whether or not to reprioritize family. 
The question is how I will be viewed in the workplace. I know people 
already question if I can handle being a working mom and a woman. 

So the real struggle is finding balance. I want to be a strong, 
confident woman with a career and set that example for my daughter. 
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MarketSmart’s Willett: I grew up the eldest of four children. I have 
three younger brothers, so I was always the person helping them along 
and setting a good example. I never wanted to disappoint. Everybody 
has their strengths, their struggles. I’ve always wanted to be very inde-
pendent and very strong for other people. The moment I feel like I’ve 
let someone down is impactful for me. It’s the worst feeling possible. 

My father was a teacher and my mom was a nurse. With four 
kids, it was hard at times. You just go through it. That has always 
been a driving factor in my life. I don’t want anyone to have to 
struggle like that. I saw what happened to them. I’ll admit there is a 
fear that I won’t be able to support myself or that something could 
happen and everything could be taken away. 

I have an art background. I went to a 
college in Philadelphia, where I met my best 
friend, Justine Yeagle. I went to Philadelphia 
because it offered the first bachelor’s degree 
in curatorial studies. It was an amazing op-
portunity to take the business side of art and 
apply management skills. I graduated the 
spring after the recession. Jobs were at a 
premium, and in the arts and museum field, 
they were incredibly hard to land. At one 
point, I sent out 56 resumes in two months. 
There were no responses. I thought, “What 
am I going to do?” 

I ended up working at a doctor’s office 
as a receptionist, and then I moved into 
insurance. It really was difficult because it 
wasn’t what I wanted to do. I was looking 
for any way to get into something that I 
considered more of a career field for me. I 
ended up going to North Jersey to work for 
a graphic design firm, where I was able to 
take on more management skills. 

Being one of the first ones to graduate 
with a degree in curatorial studies, there were a lot of eyes on me 
to see if I could be a success story. It took me a very long time to 
come to terms with that. I am learning to let go of that fear. I am a 
swimmer; I am not sinking. Right now I am in marketing, which has 
nothing to do with the arts, but I love what I do. I’m building relation-
ships with people and am pretty good at it. 

Party City’s Spaulding: I grew up in North Jersey. I always knew I 
wanted to be involved with architecture and construction so I went 
to school for Architectural Engineering. My dad always shared his 
passion for it. I was extremely lucky my parents loved to travel. I 
grew up seeing many different cultures, history and different types of 
buildings. I didn’t know if I wanted to be an architect so I decided to 
look in the construction fields for career options.  

I started at Party City the year after graduating college. I grew 
there and had a chance to branch out into window graphics which 
lead me into permitting and signage. I wouldn’t be where I am today 
without my parents and senior management pushing and challenging 
me to be the best I could be.

Storefloors’ Dean: I grew up with a lot of change in my life. My father 
was a city manager in small towns throughout the south, and every time 
the city council changed, about every four years, we tended to move. It 
really affected my sister in a negative way, but for me, I knew that the 
only way to succeed was to be outgoing and kind. I love people. I’m a 
relationship person—a caretaker who loves to mentor others. 

We lived most of my life in Lexington, Kentucky. My dad left that job 
when I was in eighth grade. He finally had had enough. I ended up going 
to the University of Kentucky, where I received a bachelor’s of arts de-
gree in interior design. I always wanted to do residential interior design. 

As soon as I graduated, I had a job in California. In those days, 
nobody we knew from Lexington lived in California. But I wanted to 

do something big. I ended up moving and 
legally changing my last name to my mother’s 
maiden name. I had this new life in California, 
which was amazing. I lived there for 20 years, 
met my husband and did residential interior 
design. We had a beautiful, little gift shop. 

I love moving, living in different places. 
I lived in Aspen for two years before I got 
married and then went back to school. I just 
returned to Atlanta from San Francisco. I was 
there for four years. When my kids went to 
college, my husband and I had an opportu-
nity. I had a job with a company. I had never 
received a paycheck before because I always 
had my own business. It was empowering. All 
of a sudden, your kids look at you differently. 
Your husband looks at you differently. 

I love change and sometimes can be a 
bit of a change junkie. I love to mentor people. 
I think the hardest part in life is trying to come 
to terms with being older. The dream now is 
to live in Europe and keep pushing forward. 

Lori Rowan, Hunter Building Corp.: For the most part I had a 
pretty easygoing childhood. I grew up with great parents and a 
younger sister but I was a very reserved child, extremely shy. I think 
I felt it was just easier not to say anything rather than face criticism 
and rejection. It has taken me a long time to get over that and I still 
get terrified talking in front of large groups. I’m more of a people 
watcher and I like to travel. Just a few years out of high school I 
started my travels. I went to Europe, Australia, and China within a 
span of a few years and loved every minute of it.

When I returned home, I finally decided what I wanted to go to 
school for. I studied environmental science at the University of Houston, 
and after I graduated, I was working in the environmental department at 
a civil engineering company for a couple years. After they closed down 
the department, a friend told me about an opening at a Hunter Building 
and two and a half years later, here I am. It’s been a challenge and a 
learning experience but I enjoy learning new things. 

Connect Source’s Noda: I’m an Italian/Greek Jersey girl. I worked in a 
nursing home 32 hours a week and bartended on the weekends—Gina 
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by day and Gina by night. I did that until I was 22, until I got pregnant. I 
was considered a high risk pregnancy, so I was put on disability. Not one 
for sitting home, my father said that I could work for him at his construc-
tion company. I was behind a desk from 8 to 5, like a real normal office 
job. I thought about it and accepted the offer. 

I started with Scorpio Construction Inc. in the maintenance 
division in 1996 as a service coordinator. I did that for two years. 
From there, I went into the estimating department and started doing 
business development. I was there for 15 years, helping grow the 
company from an $8 million GC to a $45 million GC. In 2011 I decid-
ed to spread my wings and move away from the family business to 
an architecture firm. I wanted to learn that aspect of the business. I 
didn’t want to work for another GC—I did not want to take business 
away from my dad, so I had to try another avenue. 

I worked at Sargenti Architects from 2011 to August 2013, 
which was another family owned and operated business. I was very 
successful at growing their business. I was offered an opportunity to 
go to a larger corporate firm, but it wasn’t for me. I am not much into 
politics, and layers of internal competition. I am a family owned and 
operated business person. I prefer collaborative business efforts—
let’s all work together for the best interest of the company and our 
clients. I like that more so then a competitive environment, so I went 
back to Sargenti Architects a few months later.

In April 2015, after giving my heart and soul to growing the 
company, they fired me. I was devastated. As I said, I worked very 
hard to grow someone else’s business. I am a very prideful person—
Leo the Lioness. I gave my heart, blood, sweat and tears into what I 
did for them. Everything I do, I do with heart. It is personal, so to get 
fired was horrific and extremely traumatic. 

I took a year off to wait out my non compete and also to figure 
out what I wanted to do next in my life. During that time, all of my 
retail clients would call me for vendor recommendations and/or for 
specific open positions within their organizations. Various vendors 

would also call to ask me to make introductions for them to various 
clients because of all of my long standing relationships. Many people 
would also call me looking for work, etc. After doing this for free for 
two years, I decided to make a business out of this. 

As the old saying goes, if you are served lemons, make lem-
onade. Everything really does happen for a reason, I honestly never 
would of thought of ever owning my own business. But because 
of what happened to me, being fired after growing someone else’s 
business, I knew I never wanted to grow someone else’s business 
again. Once they have your book of business they could just fire 
you, so I decided to start my own consulting firm, Connect Source 
Consulting Group. We specialize in management consulting and 
outsourced business development. So with my own business, I help 
others grow theirs, connecting the dots, connecting people and 

together we are able to do business for the 
greater good with a higher purpose.

I am also the co-founder of Conscious 
Capitalism Philadelphia Chapter and that is 
the foundation of my business, doing busi-
ness with heart, doing business with love, 
helping to elevate all of humanity and with 
every contract I get I donate a portion of it to 
something meaningful to me. 

You said share your story. I have 
100,000 stories. I tell everybody my life is 
an action-packed Disney movie—a roller 
coaster ride. Never quit, keep climbing no 
matter how many times you fall, get back 
up, start climbing again, pivot and climb 
some more, it always seems to work out in 
the end as long as you don’t give up. If you 
keep believing in yourself, you will see it.

I started at the bottom of the industry 
as a service coordinator, no college degree, 
no business courses, I was just curious, I al-

ways asked lots of questions, I was constantly learning, growing and 
changing, trying different positions within companies & the industry, 
learning something new, and now I have my very own business – 
believe in yourself & your dreams, no matter what anyone says, work 
hard and don’t give up, dreams do come true, I am living proof. 

Justine Yeagle, A.C. Moore Arts and Crafts: Growing up, both my 
parents were hard workers. Both on their feet all the time. They were 
living paycheck to paycheck. From a very young age, I decided that 
was never going to work for me. I wanted to make sure I am set up 
for a better life, not stressed out working all the time. My older sister 
had to drop out of high school because she got pregnant. Today, she 
is a very successful business owner. So I learned from that. 

That’s the mentality that I apply to my life. I need to survive for 
myself. Along the way, I have made a lot of great connections—peo-
ple who helped me land great jobs. I still have those friendships. 

Identicom Signs’ Young: My mom and dad were married for 25 
years, when one day, on Christmas Eve, my dad decided to walk out. 
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There are abandonment issues. You have to look for your passion, 
your purpose. You have to find what you are running from. You have 
to look inside of yourself and find that one little thing in your life that 
stops your from being you. 

Things spiraled out of control. Job after job, it didn’t matter I 
good I was, I had to be better. I became cocky and ignorant. I hurt 
people along the way. And then, you become humble. Christianity 
was always a part of my life, but you have to take a step out and look 
through someone else’s eyes. We all suffer. We all have pain behind 
those eyes. 

We’re all in the garden. So I sat down in that garden and decid-
ed what I wanted to be. A rose? A sunflower? We’re not competing 
with each other. We all have a seat and we were all planted here for 
a purpose. And you have to find your purpose. Mine was to find my-
self. And if you struggle with something, I’ll help you find a way to get 
out of it. It’s not about men or women. It’s about energy and balance. 
It took me a long time. 

I’m starting a wellness center and 
non-profit. This center will teach you the 
things that I tried to prove to my dad along 
the way—being the best at what I do. I kay-
ak. I canoe. I shoot a gun. I was a pageant 
winner. I wore a gown and a tiara. My mom 
thought I was this precious little Barbie doll. 
But this Barbie doll has had a lot of scars—
scars that have made me stronger. I don’t 
have to pretend who I am anymore. You take 
off the layers. Peel them back. As long as 
you’re good with you at the end of your life, 
it doesn’t matter how you came at it. The 
race isn’t over until you’re gone. It’s what 
you leave behind that makes a difference. 

Goodwin Commercial’s Goodwin: I am 
a certified middle child. Born and raised in 
Omaha, Nebraska, I have a great family. My 
older sister lives in Chicago with her family. 
My younger brother who lives close by in Dallas with his family, 
so we travel a lot together. Last year, we visited Croatia where my 
ancestors are from. 

I’ve always been one who does things to see if I get it done 
or not. In eighth grade, I tried out for the boys’ baseball team and I 
made it. In my senior year I got cut, which still devastates me today. 
I’m still mad at that coach. 

Being from Omaha, I always wanted to work for the No. 1 com-
pany. I ended up getting a job with the Hahn Company developing 
Towson Town Center in Towson, Maryland, which was great. Then I 
saw an ad for acting school, which seems completely crazy. I had an 
audition in Washington, D.C., and did two monologues. I ended up 
getting it and moving to Los Angeles to attend acting school, which 
was a lot of fun. I wanted to find out how actors got hired so I went 
over to UCLA. At the time, I was the oldest intern. I ended up being 
the assistant casting director for Melrose Place. I got to work with 
Penny Marshall. 

And then the Northridge earthquake happened. The mall 
company at that time said they would pay me $10,000 a month. It 
sounded really good at the time compared to casting. It was going 
to be a short time thing. It ended up being five years. They moved 
me to Dallas, where I met my husband at a Catholic singles dance in 
Manhattan Beach, California. 

Prime Retail’s Connell: My family was great. My parents were—and 
still are—the most supportive people. At first, I was doing very monot-
onous stuff, working from 6 a.m. to 3 p.m. every day and then attend-
ing college from 7 p.m. to 10 p.m. every night. It got to ridiculous, so I 
decided to join the Army. Nobody thought I would make it out of basic 
training, especially since I always had a real big problem with authority. 

Right off the bat, I got an Article 15 in basic training. An Article 
15 leads to a court martial. It’s the worst punishment in the military. 
When I was in Alaska, I had this platoon sergeant who used to smoke 

me every day. Punish me. He made me 
do pushups for Disney movies with every 
alphabet. I will never forget that. And that’s 
really hard, by the way. 

He never gave up on me. He ended 
up, and still is, a very big mentor in my life. 
I ended up winning “Soldier of the Year” in 
Alaska, and a lot of other accomplishments 
in the military. I am who I am because of the 
Army. Without a doubt, it is the best thing I 
ever did in my life. 

Choctaw’s Maxwell: I grew up in a single 
parent home. My mom left, so my father raised 
me. He worked a lot, so was pretty much ab-
sent. My sister and I basically raised ourselves. 
Both of my parents were high school dropouts, 
so I think we’ve always had the drive to want to 
do better, live better. And we are. 

I have always had something to prove. I 
spent eight years in the Marine Corps Reserve. 

I think I’ve accomplished a lot in terms of education. I recently graduated 
law school. I am a single parent now, commuting five hours back and 
forth to school with 18-month-old twins. 

I’m trying to figure out where I am going still. I like what I do 
now. I like the autonomy in my position and I see where it’s going. I 
like the vision. 

Nvironment’s Hauswald: I grew up in a divorced household, too. 
Both of my parents were entrepreneurs in their own rights. My mom 
was a volunteer by heart. I grew up with that drive. She was on every 
committee. She ran everything. She just didn’t get paid. Everybody was 
always busy, always working. We were always doing something else 
and learning something new. That didn’t register until I was much older. 

I grew up in Lexington and did not want to go to the University 
of Kentucky. It was too big. So I went to a small school in Columbus 
instead. It was a safety net, only three hours away from home. When 
I graduated, there were not a lot of design jobs available. I graduated 
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with an interior design degree, the very last at the college because 
they canceled the program.

I ended up working as a front desk receptionist. I worked a 
switchboard. I had to be there on time to open the front doors. It was 
a lot of responsibility, but it taught me a lot. I finally landed a job at 
Bank One in the facilities department and started down the corporate 
path. I did a lot of projects on a regional and national level. 

When some executives left for Nationwide Insurance, I got 
called over there to run that department. I ended up with an oppor-
tunity at a large AD firm in Columbus. The CEO recruited me. But I 
decided that I was not a Corporate America type. 

In 2008, everything crashed, and I opened my own business. I 
went in the opposite direction. We have been in business for 11 years 
now. In 2012, we added architecture so we’re a full-service architec-
ture and design in food service. Two years ago, we literally bought the 
farm and moved to the country—horses and donkeys and chickens. 

Shoe Sensation’s Bielefeld: I grew up with my parents and two 
older sisters in Owensboro, Kentucky, which is a very small town. 
I always knew I wanted to get out of there, it’s much cooler now 
that I don’t live there. And I also always knew that I wanted to be an 
interior designer. In sixth grade, I made a poster for career day that 
had a name and a business plan. It was not normal, but that’s okay. 
Everybody else wanted to be a doctor or an astronaut. 

I have always kind of pushed the line. I was probably a chal-
lenging child to raise because I always asked a lot of questions. It’s 
amazing how far you can get when you ask. My dad has always held 
jobs with an artistic flair and my mom is the hardest worker I know. 

I graduated with my interior design degree in 2011 and there 
were no promising jobs at the time. I didn’t know what I was going 
to do. In my last semester, I interned at Shoe Sensation. I had always 
kept in touch with my old boss and kept those feelers open. Then 
one day she asked me to come work for her. I started as a lead 
designer and quickly moved into a project manger role. After my boss 
resigned from the company I stepped in and started filling her role. 
Eventually they offered me the director position and that is my job 
today, Director of New Store Construction.

Retail Maintenance Specialists’ Buhay: My parents married five 
times each between the two of them, I would say I was independent 
at a very young age, which catapulted me into life. I worked extremely 
hard at a young age and I have always excelled in whatever I’ve ap-
plied myself to. When I was 16, I worked at Marshall’s, I got promoted 
there, I went to school for a minute at SUNY but I dropped out, I was a 
poor student, I was more interested in having fun and making money.

At 18, I went to Florida because I wanted to live on the beach. I 
was a cocktail waitress and I tended bar. After my boyfriend’s brother 
committed suicide, I went back up to New York to support him. I was 
supposed to get married, but decided I wasn’t ready, so I kept work-
ing and went back to school, doing both for several years. 

I was offered a job in Manhattan and moved to the city until the 
company started struggling financially. I went to work at a hair salon 
on Madison Avenue for a few months until I was offered a position at 
Minolta, where I stayed for 14 years in Corporate America, working 

in New York, Boston and Atlanta. I started as a sales rep from 47th to 
51st streets—the east side with all the big corporations taken out. I did 
cold calling, door-to-door, in New York City. My rent at that point was 
$1,200 a month. My pay was $12,000 a year. I was had a commis-
sioned based salary. I made $65,000 in my first year. I was promoted 
from sales to sales training, to branch sales manager. They wanted me 
to open up my own office in either Philadelphia or in Boston, I chose 
Boston because I had developed some relationships there.

I was supposed to do a two-year stint and they asked me to stay 
an additional year so I did until I met the man of my dreams on a ski trip 
in Vermont and decided to relocate to Atlanta. I stayed with Minolta for 
a few more years until the company was purchased by Konica. Then, I 
was hired by Elroy Signs which brought me into this retail industry.

I was with Elro Signs for six years until I was diagnosed with 
cancer in January 2013 and took time off until my partner in crime, 
Gina Noda called me in March 2014 and asked if I was interested in 
a position with her brother’s national facility maintenance company, 
Retail Maintenance Specialists & Construction LLC. Today, I am their 
Director of Business Development and have assisted in tripling the 
business. I also own accolades like “Vendor of the Year” for Samsung 
2016 and developed relationships where I will treasure for a lifetime.

I’m very excited about where my future is going. I am a survivor. 
I have excelled in everything that I have done. I’m a 120-percenter 
and I will continue to be a 120-percenter.

Campus Realty’s Reilly: From a young age, I have liked to build 
things. Wooden blocks evolved into Lego sets which evolved into 
more complex models. The field of architecture seemed like the 
perfect blend of creativity and problem solving that intrigued me.

After college, I went out into the workplace in Atlanta and 
worked in the corporate architecture world. After making it through 
the roller coaster that was the recession, I found myself in a corpo-
rate culture that no longer felt like the right fit.

So I decided to leave that environment to work at a smaller 
architecture firm that felt like more of a family. It was a great environ-
ment, but I think I let myself get a little too comfortable there. I think 
the pivot into the development side of things, and the construction 
management position has been a great challenge to take on. I know 
I have a lot to learn, but I’m excited to keep pursuing new things and 
moving onward and upward.

Rise High Now’s Acker: We all have different stories to share. 
Mine is a fast highlight reel. The early part of my life was hard, but I 
have been blessed to fight back. I’ve had a near-death experience. 
Over the years, I have coached 8,500 CEOs. I really know how to 
move businesses. I’m an entrepreneur. At the heart of it, I simply love 
people. What I can say is that I have gone from the depths of hell to 
being born again when I was 16. 

My mission in life is to serve a billion people, to wake them up, 
literally, so that they can step into their own greatness. If we can all 
go to the Promised Land together, the world will be a better place. 

I ended up selling my business and am now trying to give back 
to people. I’m a mover and a shaker, and a connector. Dreams take 
teamwork. That’s why we’re all here. CCR

54 COMMERCIAL CONSTRUCTION & RENOVATION  —  NOVEMBER : DECEMBER 2019



Carpet  •  Porcelain  •  Stone  •  Hardwood  •  Laminate  •  LVT  •  Matting  •  Specialty & Sustainable Products  •  Fascia Applications

SELECTION, EXPERTISE & VALUE

w w w. s t o r e f l o o r s . c o m   •   i n f o @ s t o r e f l o o r s . c o m   •   6 7 8 . 6 3 8 . 1 6 0 0

Cost and time savings
Service beyond expectations

Twenty-five years and  
still accountable

FLOORING 
SOLUTIONS  
THAT MIDIGATE 
YOUR RISK  

CIRCLE NO. 26

http://www.s
mailto:info@storefloors.com



