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M P I  O H I O  C H A P T E R

PRESIDENT
ADAM KOWALESKI
Sales Manager
Hotel Leveque
419.515 .4377
adamkowaleski@firsthospitality.com

VICE PRESIDENT, COMMUNICATIONS
MARY DIMITRIJESKA
Marketing Director
Cherry Valley Hotel 
740.788 .1200
mdimitrijeska@cherryvalleyhotel.com

VICE PRESIDENT, FINANCE 
PIERRE LE
Dir. of National Accounts, Midwest Regional Office
Nashville Convention & Visitors Corp.
615 .571 .4401
pierre@visitmusiccity.com

VICE PRESIDENT, SPECIAL EVENTS
LESLIANNE LAKE
Sales Manager
Visit Canton
330.542 .6379
lesliannel@visitcanton.com

DIRECTOR OF COMMUNICATIONS 
SHAWN STIDHAM
Vice President of Sales
Travel Butler County
513 .526.0815
shawn@travelbutlercounty.com

DIRECTOR OF MEMBERSHIP
BRANDON BLANKENSHIP
Hyatt Regency Cincinnati
Sales Manager
513 .354.4072
brandon.blankenship@hyatt.com

DIR. OF REGIONAL COUNCIL RELATIONS
JENNIFER VESELKO CITP CMP FELLOW
Event Strategist
Maritz Global Events
440.488 .3537
jennifer.veselko@maritzselect.com

DIRECTOR OF EDUCATION  
ANGELA HOFFORD DMCP
Business Development Mgr, Global Sales 
PRA
602 .762 .1469
angela.hofford@pra.com

PRESIDENT ELECT 
JOSH BRICKER STS, CTA
Sales Manager
Visit Dublin Ohio
614 .792 .7666
jbricker@visitdublinohio.com

PAST PRESIDENT
JASON LINSCOTT
Regional Vice President 
HPN Global
614 .565 . 2617
JLinscott@HPNGlobal.com

VICE PRESIDENT, EDUCATION 
JANE LEE
Senior Planner/OUS Program Manager
Cardinal Health
614 .757.1621
jane.lee@cardinalhealth.com

VICE PRESIDENT, MEMBERSHIP
LISA SWAN
Retired Planner
MPI Ohio
330.687.1881
lswan19@outlook.com

DIRECTOR OF MONTHLY PROGRAMS
PATRICIA HUSTON, CMP
Director of Conference and Event Services
Columbus State Community College
614 . 287.5761
Phuston4@cscc.edu

DIRECTOR OF RECRUITMENT
SARAH FERRAGONIO
Sales Manager
Hilton Cleveland Downtown
216 .413 .5033
Sarah.Ferragonio@hilton.com

CHAPTER ADMINISTRATOR
REGINA PIERCEFIELD
Association Connection
4010 Executive Park Drive, Suite 100, 
Cincinnati, OH 45241
513 .563 .8674
admin@mpioh.org

DIR. OF VOLUNTEER ENGAGEMENT  
GINA WASHINGTON
Corporate Sales Manager
Hilton Cincinnati Netherland Plaza
513 .564.6494
gina.washington@hilton.com

DIRECTOR OF SPECIAL EVENTS
RYAN HARMON, CERP
Director of Sales 
Lasting Impressions Event Rental
216 . 223 .4027
ryan@lirents.net

B O A R D  O F  D I R E C T O R S
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https://www.mpi.org/chapters/ohio/partnerships/advertising-opportunities
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©2025 Kalahari Management Co. LLCK A L A H A R I M E E T I N G S .C O M

You dream it; we make it happen. Our team is here to support   

meeting planners in creating customizable, one-of-a-kind events   

your guests will be talking about for years. That’s beyond conventional. 

I M A G I N A T I O N

25-kalacc-0031_Kalahari_Ad_Beyond Imagination_MPI Ohio
Trim: 8" W x 10.5" H • Bleed: None
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When I  talk about this  concept, it’s  usually met with “I didn’t realize that.” 

So what’s  this  about three levels  of  networking? Networking is  networking. 

Please open yourselves to the following. If  you do, then more avenues and 

opportunities  will  present themselves.

Let’s  talk about the first  level  of  networking. This  is  when you are meeting 

people face to face, or even online. It’s  you and them. Ideally, a long lasting, 

high value relationship will  develop. As such, both parties  will  trust one 

another, and set out to help one another. It  could be that there is  business 

done between the two, or some other form of business  relationship develops.

The second level  of  networking is  when you receive referrals  from your first 

level  contacts. Because of  that first  level  relationship, each of you will  most 

l ikely refer your cl ients,  family, business  associates,  and friends, to the 

other. These are prospects  and hopefully cl ients that will  come as the result 

of  the referral relationship. If  that first  level  relationship didn’t exist,  or 

wasn’t very strong, there would be no access  to those second level  contacts.

The third and most advanced level  of  networking, is  that of  the connector. 

Again, this  requires a strong first  level  networking relationship. The 

connector is  someone who l istens to what others say they are seeking. Then, 

the connector identifies  opportunities  to bring people together. Unlike the 

referral relationship (level  two), the connector sees things in others that 

may not be obvious to them. The connector may see how two parties  can work 

together and achieve a common goal. Many times, neither party sees the 

potential  value of those relationships,  but the connector does.  That’s  what 

makes the connector’s  role so valuable. Perhaps it’s  a strategic all iance, 

or a potential  partnership. Or, it  could be some other opportunity for the 

parties  to work together.

The Three LeveLs 

 of NeTworkiNg.
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DoN TaLberT

Owner at Centurion Business  Coach

Don is  a Business  Succession Coach who helps professionals  successfully 

transition to their next chapter, whether it’s  sell ing a business,  retiring, 

or planning for the unexpected. Through strategic coaching, networking, 

and meaningful connections,  he empowers cl ients with the mindset, 

accountabil ity, and relationships needed to navigate change with 

confidence and achieve lasting success.

I  encourage you to go out and develop all  three levels. In doing so, 

you’ll  open up your world to opportunities  that may not have 

been possible without all  three levels  being developed.
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TO ATTEND A BOARD MEETING
Contact: Adam Kowaleski
419.515.4377
Email: OfficeOfPresident@mpioh.org

TO GET INVOLVED WITH BOARD/COMMITTEE  
Visit: www.MPIOH.org  or
Email: Admin@mpioh.org to join a committee

TO SPONSOR AN MPI OHIO MEETING/EVENT 
Contact: The MPI Ohio Office
513.563.8674
Email: Admin@mpioh.org

TO RECEIVE MEMBERSHIP INFORMATION 
Contact: The MPI Ohio Office
513.563.8674
Email: Admin@mpioh.org
Join Online: www.MPIweb.org

SUBMIT AN ARTICLE FOR NEWSLETTER
Contact: The MPI Ohio Office
513.563.8674
Email: Admin@mpioh.org

TO RECEIVE INFORMATION REGARDING 
THE CMP CERTIFICATION/STUDY GROUPS
Contact: The MPI Ohio Office
513.563.8674
Email: Admin@mpioh.org

SUBMIT AN ADVERTISEMENT FOR NEWSLETTER
Contact: The MPI Ohio Office
513.563.8674
Email: Admin@mpioh.org

JOIN MPI OHIO’S SOCIAL MEDIA CONNECTIONS
To connect to our Social Media & LinkedIn accounts
Visit: www.MPIOH.org

www.mpi.org/membership/member-directory

mailto:OfficeOfPresident%40mpioh.org?subject=
https://www.mpi.org/chapters/ohio
mailto:Admin%40mpioh.org?subject=
mailto:Admin%40mpioh.org?subject=
mailto:Admin%40mpioh.org?subject=
https://www.mpi.org/
mailto:Admin%40mpioh.org?subject=
mailto:Admin%40mpioh.org?subject=
mailto:Admin%40mpioh.org?subject=
https://www.mpi.org/chapters/ohio
https://www.mpi.org/membership/member-directory
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www.youtube.com/channel/

UCKHeY8411fvjuaL_DFC8DrA

@MPIOH

#MPIOH #MPI

@MPIOH

#MPIOH #MPI

CHECK OUT OUR WEBSITE

www.mpioh.org

To stay in the loop, be sure to

 follow “MPI Ohio Chapter"

They say learn something new everyday. 

There’s no easier way than participating 

in our MPIOH group on LinkedIn. You may 

even teach your peers a thing or two!
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TOP PERFORMING

https://www.mpi.org/chapters/ohio
http://u.mpi.org/home
https://www.linkedin.com/company/mpi-ohio-chapter/
https://www.facebook.com/mpioh/
https://www.instagram.com/mpioh/

