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FROM THE EDITOR | Kathy Wells

ast month, CBO attended the International Risk

Management Institute’s (IRMI) Construction Risk -~

Conference (CRC) in Houston, Texas. The 38th
annual event was held November 4-7 and hosted over
2,000 construction risk and insurance professionals, includ-
ing project owners, general contractors, subcontractors,
developers, insurers, and insurance agents and brokers.
IRMI's CRC aims to educate and serve as a forum for the
latest construction risk management and insurance topics,
strategies and tactics. Turn to page 30 for post-conference
coverage, including insurance trends and insights from
leading insurance providers, the experts at IRMI and confer-
ence attendees.

On the cover this month, we feature Kathy Sulik and
Andrea Wright, who came together for the goal of improv-
ing Sachse Construction's approach to technology. Sulik, a
commercial project manager for Sachse Construction, said
that as clients become more sophisticated, they are increas-
ingly wanting to use contractors that leverage the newest
technologies as well. Wright spent nearly 7 years with
Sachse as the firm's director of empowerment, handling
the company’s training, processes and enterprise resource
planning (ERP) software. She has helped guide Sachse through technology changes, including the
implementation of a new construction management software platform. An ardent proponent of tech-
nology, Wright recently started her own company, CTP Solutions LLC, to help contractors, including
Sachse Construction, modernize their operations and maximize team-member potential. Get the
whole story on page 34 in “The Era of the Digital Contractor”

Our cover series continues on page 38 with a focus on software and technology. “The Cost of Not
Keeping Up with Technology” shares advice for making difficult decisions while balancing the fund-
ing of equipment, people, physical expansion, different types of technology and more. These critical
choices are rarely easy and can make or break a company if not handled properly.

Wrapping up our cover series, “Accelerating Adoption in 2019” covers three main areas of con-
struction technology anticipated to launch the industry forward. According to the author, the coming
year will see contractors focusing on the most effective ways to leverage data analytics across their
organizations. Turn to page 42 to make sure your business is ready for a transformation.

Looking ahead to 2019, the entire CBO team will be headed to World of Concrete (WOC) next
month. The annual show will take place Jan. 22-25 at the Las Vegas Convention Center in Las
Vegas, Nevada. WOC was introduced to the commercial construction industry in Houston, Texas, in
1975 and hosts more than 1,500 exhibiting companies and 58,000 registered industry professionals
in more than 745,000 net square feet of exhibit space. At the show, industry professionals can learn
from experts, engage in hands-on training and demonstrations, and get a closer look at thousands
of products and services. If you're interested in attending, registration is open at worldofconcrete.
com/en/register. If you're headed to the show, visit the CBO team at Booth N1751 and follow us on
Twitter @ CBOMagazine to keep up with us during the show and beyond.

-

Managing Editor Elizabeth Manning recently
attended Hilti's Innovation Day, where she and
other media representatives in attendance had the
chance to test the usability of Hilti's new DD30-W
diamond core drilling system (pictured here). The
drill increases accuracy and is exceptionally quiet,
making it a great solution for jobs where loud
hammer drilling is prohibited.

Take good care,
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» AEM Announces
New Staff Members

B The Association of
Equipment
Manufacturers
(AEM) has
announced two
new staff
members: Mike
Lietke is now
senior director of statistics, and
Sara Feuling, PE.,
is director of
construction.
Lietke joins AEM
from Briggs &
Stratton (dealer
development and
field training), after 12 years with
Harley Davidson, serving in
dealer district management and
market and financial analyst
positions. Feuling joins AEM with
10 years of experience with the
Wisconsin Department of
Transportation and holds a
bachelor’s degree in civil and
structural engineering and a
master’s degree in civil
engineering. She fills a position
previously held by John Somers,
who moved to a new AEM
position as director of the utility
sector. Visit aem.org.

Mike
Lietke

Sara
Feuling

» OSHA Launches Program
to Target High Injury &
lliness Rates

The United States Department
of Labor’s Occupational Safety
and Health Administration
(OSHA) is initiating the Site-
Specific Targeting 2016 (SST-
16) Program using injury and
illness information electronically
submitted by employers

for the calendar year (CY)
2016. The program will target
establishments with high injury
rates in both the manufacturing
and nonmanufacturing sectors
for inspection. Under this
program, the agency will perform
inspections of employers the
agency believes should have
provided 300A data, but did not
during 2016's injury and illness
data collection. For CY 2016,
OSHA required employers

to electronically submit Form
300A data by December

15,2017 The CY 2017
deadline was July 1; however,
employers may still provide this
information to the database.
Going forward, establishments
with 250 or more employees
that are currently required to
keep OSHA injury and illness
records, and establishments
with 20-249 employees that are
classified in specific industries
with historically high rates

of occupational injuries and
ilinesses, will be required to
provide this information each
year by March 2. OSHA's
On-site Consultation Program
offers employers with up to
250 workers free, confidential
safety and health advice on
complying with OSHA standards
and establishing and improving
safety and health programs.
Visit osha.gov.

» ABC Supply Co. Inc.
Acquires Assets of CSC
Home & Hardware
Building products distributor
ABC Supply Co. Inc. has
acquired the assets of CSC
Home & Hardware, distributor

}250,000

of drywall, roofing and hardware
products. ABC will continue

to serve customers from the
former CSC Home & Hardware
location in Morgantown, West
Virginia. The acquisition adds

a new market for ABC Supply,
allowing the company to build
relationships with the area’s
contractors and provide the
products and support they
need for their businesses.
Current CSC Home &
Hardware associates will
continue to work at the branch,
making sure customers receive
consistent service. Visit
abcsupply.com.
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» Infrastructure Expert

C. Yoga Chandran Joins
HNTB as Project Director
C. Yoga Chandran, Ph.D., PE,,
G.E., has joined construction
engineering company HNTB
Corporation as project director
and vice president. Based in
HNTB's Santa Ana, California,
office, Chandran supports the
firm's work on some of the
most complex infrastructure
projects throughout the region.
Chandran has more than 30
years of experience in a broad
range of technically challenging
engineering projects, including
project management, planning,
design, project assessment
and environmental documents,
bid documents and seismic
analysis. He has served in key
roles on tunnel and geotechnical
studies for both highway and
transit tunnels. Chandran is a
licensed professional engineer
and a registered geotechnical
engineer in California. He earned
his master’s degree and Ph.D.
in geotechnical engineering
from the University of California,
Davis. Visit hntb.com.

» Cavignac & Associates
Appoints Attorney Jessica
White to HR Risk Advisor
Veteran human
resources (HR)
€ expert Jessica
White, Esq.,
SPHR, has been
appointed HR risk
advisor at the risk
management and
insurance brokerage firm,
Cavignac & Associates, based in
San Diego, California. In her new
role, White provides pragmatic
advice to clients, helping them
reduce the frequency and
severity of their employee claims.

Jessica
White

She primarily interacts with
corporate executives and their
companies’ respective human
resource professionals,
counseling them on human
resources best practices,
presenting practical training,
drafting and reviewing human
resource materials for
compliance. White has more
than 15 years of experience in
HR. After becoming a licensed
attorney, she founded her own
firm, JW Employment Law
Center, which provided human
resources consulting and
employment litigation services
primarily to the small business
community. After serving in the
United States Army, White holds
a bachelor's degree in business
management with an emphasis
in HR from the College of St.
Scholastica in St. Paul,
Minnesota, and a Juris Doctor
degree from Hamline University
School of Law in St. Paul,
Minnesota. She holds a senior
professional in human resources
(SPHR) designation and
maintains her license to practice
law so that she can stay abreast

As JLG nears its 50th anniversary, the company, which

produced the first boom lift, has announced a milestone
in North American manufacturing—the production of its
250,000th self-propelled boom lift. Visit jlg.com.

of new developments in the
employment law arena.
Visit cavingnac.com.

» PCL Construction
Promotes First Female
Executive to Vice President
- PCL Construction
Services Inc. has
named Cathy
Orquiola as vice
president and
district manager of
its California
Buildings division,
where she will oversee all
operations throughout California,
including Los Angeles, San

Cathy
Orquiola
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Diego and Orange County.
Orquiola first joined PCL in
1998 as assistant project
manager in Orlando, Florida, and
returned to PCL in 2015 as
director of corporate
development. Prior to returning
to PCL, Orquiola rose through
the ranks and became vice
president, operations manager of
an international construction firm,
overseeing all southeastern
projects from Savannah,
Georgia, to Puerto Rico. In
January 2017, Orquiola was
promoted to district manager of
California Buildings. She was
recently recognized by the Los
Angeles Business Journal as one
of the 500 Most Influential
People in Los Angeles. Orquiola
graduated from the Florida
Institute of Technology with a
bachelor's degree in civil
engineering. Visit pcl.com.

» ACI Announces New
Middle East Regional
Director

The American Concrete Institute
(ACI) has announced Ahmad
Mhanna as the institute’s Middle
East regional director. In this
new staff position, Mhanna will
focus on ACI's comprehensive
plan to increase knowledge
sharing throughout the Middle
East. The great innovation
occurring now in the region,
combined with ACI's more than
100 years of consensus-based
knowledge, is a partnership that
will accelerate the advancement
of the concrete industry
globally. Mhanna will assist

in establishing and nurturing
regional strategic relationships
with members, chapters,
companies, governmental
bodies, educational institutions,
partners and other construction
industry organizations. Mhanna
will also build upon recent
partnership agreements and
increase ACI activity in the
region. He will be based at the
ACI Middle East regional office,
to be located in the Dubai World
Trade Center. An ACI member
and civil engineer, Mhanna

has wide-ranging experience

in concrete and construction
materials testing, analysis and
applications. He holds multiple
ACI certifications and has served
as an ACI certification examiner.
Mhanna holds a bachelor’s
degree in civil engineering from
the University of Jordan and a
master’s degree in emerging
technologies for construction
from the University of Naples
Federico Il. Visit concrete.org.

» Elsperman to Serve

as 2019 President of

AGC of America

Tarlton Executive
Vice President and
Chief Operating
Officer Dirk
Elsperman will be
sworn in as
president of
Associated
General Contractors (AGC) of
America in April 2019.
Elsperman has 30 years of
experience and a history of
service in local and national
capacities for AGC. In addition
to serving as chairman of the
board for AGC of Missouri, he
has been a contributing member
on 10 committees for AGC of
America. In his year as AGC of
America president, Elsperman
will promote workforce
development and diversity in
construction through speaking
with AGC chapter leaders and
members across the United
States to glean important
industry insights on issues and
concerns facing general
contractors today. Elsperman
has worked in all aspects of
Tarlton's operations, including
carpentry, estimating, project
engineering, project
management and executive
management. Elsperman is a
leadership in energy and
environmental design (LEED)
Accredited Professional. He
holds a bachelor’s degree in
applied economics and business
management from Cornell
University, and a master's degree
in business administration from
Washington University.

Visit agc.com.

Elsperman

» GPS Insight Announces
Executive Promotions &
New Chief Executive Officer
GPS Insight,
provider of tailored
fleet-management
solutions for
organizations with
fleets of vehicles,
trailers and other
mobile assets, has
announced the promotion of
Gary Fitzgerald to chief
executive officer (CEQ). Former
CEO and Founder Rob Donat
will remain with the company as
chairman of the board. Wayne
Holder, the company’s
controller, will move to the role
of chief financial officer (CFO),
and Jason Walker, vice
president of sales, will become
the chief revenue officer. Holder
has served as the company’s
controller since 2013, joining
from the Arizona Commerce
Authority where he was CFO. In
his new capacity, Holder will
take a more active role in
financial planning and analysis.
Walker has been with GPS
Insight since 2010 and leads
the company's sales efforts.
While maintaining sales
leadership, Walker will take

an expanded role in marketing
and indirect sales. Visit
gpsinsight.com.

Gary
Fitzgerald

» Komatsu America

Teams Up with Chicago
Blackhawks for

2018-2019 Season

Komatsu America Corp., global
heavy-equipment manufacturer,
has announced plans to partner
with the Chicago Blackhawks for
the 2018-2019 season. “Earlier
in the year, Komatsu announced
plans to move into the city of
Chicago in 2020. As part of a
broader goal to invest more in
local communities where we live
and do business, we thought this
would be an impactful way to
increase our brand awareness,
while supporting a storied,
hometown sports franchise,’
said Rich Smith, vice president,
products and services, Komatsu
America. The Komatsu logo

will appear prominently on the
ice for all regular season home
games. As the first agreement
with any of Chicago’s pro sports
franchises, the presence will
raise the company'’s local profile
and expose the brand to a

more mainstream, national and
international television audience.
Visit komatsuamerica.com.

» Coretex & Marcotte
Systems Strike Technology
Partnership

Coretex, developer of
compliance and fleet
management solutions, has
announced a technology
partnership with Marcotte
Systems, developer of process
control and automation systems
for the construction industry.
The Coretex 360 construction
solution provides dispatchers
with granular, real-time visibility
into the location, behavior and
status of a construction-supply
operation. The system contains
a complete set of HD sensors
specifically designed for use in a
ready-mix environment, including
bowl/drum rotation, water-
added, load switch for aggregate
and precise auto-statusing. “By
combining Coretex's internet

of things (loT) platform with
advanced tracking, integrated
cameras, engine management
and service data with Marcotte
Systems’ comprehensive
process control and automation,
dispatching software and
batching systems, we have
redefined the meaning of an
end-to-end construction
solution,” said Alexandre
Leblond, global vice president,
sales of Marcotte Systems. The
integrated product is currently on
trial at ready-mix concrete sites
and will be available during the
first quarter of 2019.

Visit coretex.org.

NEED MORE NEWS?

constructionbusinessowner.com/news
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New Year on the Horizon

In preparation for 2019, what industry trends should contractors keep an eye on?

SCOTT ARIAS, PH.D.
- Program Coordinator and Assistant

Y Professor, Eastern Kentucky University

President, ACE Consulting Company

Factoring in the growth in construction

throughout 2018, the labor shortage

will become a larger issue in 2019.
With a lack of skilled laborers, such as
masons and carpenters, not only is the
availability of skilled tradesmen an issue, but
the skill level of the workforce is also lacking
due to inexperience on the part of millennials.

This issue will drive a trend toward finding
ways to limit on-site construction through
prefabrication. Higher wages driven by
limited availability; lower productivity due to
an inexperienced, younger workforce; and
expedited construction schedules are all
factors that are driving the industry toward
a modular framework. Along with this new
focus, the need for on-site, skilled trade
construction will be diminished.

The additional costs of prefabrication—
attributed to transportation and factory
assembly—will be mitigated by the lack of
skilled workers and the increased cost of
hiring them as a result of the limited pool.

This trend will be led by owners, who will
budget based on the limitations of projects,
thus pushing designers to become more
cost-conscious in their materials decisions.

RICHARD D. ALANIZ
Partner
Cruickshank & Alaniz

The top industry trends that will affect

construction next year are continued

immigration enforcement and possible
changes to family and sick leave.

Immigration and Customs Enforcement

(ICE) has conducted about four times as
many |-9 audits in the first half of 2018 than
were issued in all of 2017. ICE has also
arrested around 2,000 more undocumented

immigrants per month than under the Obama

administration and has conducted far more
workplace raids. Employers that do not use
E-Verify are an especially easy target for a
raid or an |-9 audit. As such, all companies
should audit their I-9 forms and ensure that
their workers are authorized to work before
ICE audits them.

Family leave may also change next year,
as President Trump supports paid family
leave. Both Republicans and Democrats
in Congress have already made proposals
to institute some form of paid family leave,
which the majority of the public supports,
so it is likely coming. Sick leave is in the mix
also. When employees can take paid leave,
companies should expect more employees
to take extensive time off and should prepare
to make the necessary policy changes.
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A. PETER HILGER

Faculty Director, Curriculum & Internship
Adviser, FM Program Coordinator,
Construction & Facility Management
Program, University of Minnesota
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The only certain trend that contractors

can look forward to next year is

continued uncertainty. A confluence of
concerns will start to breed a bit of caution in
our otherwise red-hot construction economy.

Trade union agreements are being
renegotiated, while labor shortages persist.
Tariffs will have a yet uncertain effect, making
materials prices potentially uncoverable and
difficult to plan for on the part of contractors
who have to lock in their own pricing as early
as possible. While it seems counterintuitive,
look out for business failures—especially in
the subcontractor ranks—that could foretell
a changing business landscape. Losses
in the subcontractor ranks will have a
compounding effect on general contracting
businesses as well.

The labor market shortage continues to
challenge us, but if the construction economy
softens at all in 2019 and 2020, that will
improve. We still are facing headwinds from
2018'’s industry changes and will be for many
years ahead because of an aging workforce
and lack of adequate replacement numbers.
But if there is less work to go around, our
diminished workforce will continue to be
sustained, but with less pressure. So, craft
workers can expect to be busy, even overly
s0, for a while.
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Start Planning Now for a Slowdown

How to pivot in a slower economy & maintain a healthy business

10

GEORGE HEDLEY, CSP,
CPBGC, is a professional
construction BIZCOACH and
industry speaker. He helps
contractors build management
teams and get their businesses
to work for them. He is the
best-selling author of “Get

Your Construction Business To
Always Make A Profit! available
on amazon.com. Email George at
gh@hardhatpresentations.com to
sign up for his free e-newsletter,
start a BIZCOACH program,
attend a 2-day BIZ-BUILDER
Boot Camp or get a discount

at hardhatbizschool.com online
university for contractors. Visit
hardhatpresentations.com for
more information.

To submit a question for George Hedley,
email Editor Kathy Wells at
kwells@cahabamedia.com.

ver the last 5 years, many contrac-

tors have seen their revenue grow

as much as 40 percent, paving a
path toward continued business growth
throughout the industry. According to the
latest Construction Financial Management
Association’s (CFMA) national member
survey, net profit percentages for contrac-
tors have grown significantly over the last
several years. However, with all the change
and positivity flowing through the indus-
try, it's still important to be prepared for a
potential slowdown.

WHAT SLOWDOWN?
The majority of my construction clients are
still looking to hire more project managers,
superintendents, foremen and skilled labor-
ers to complete the projects they already
have on the books. Further increasing the
pressure, employee compensation and
benefits packages have grown at double-
digit rates, costing a great deal more to
complete the backlog of under-contract
projects. The pressure is so great that
many overloaded contractors are paying
more than the market rate to poach people
from their competitors. This momentum
will continue to raise the cost of construc-
tion going into 2019 and impact the future
of the ability of new projects to provide a
financial return to end users, companies,
investors and developers.

Most economic experts say the con-
struction market should have another 2
years of positive 2- to 3-percent growth.
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However, it all depends on what you build,
who you build for, and where your work is
located. Some contractors are still boom-
ing and continue to grow, making very high
margins; while many construction busi-
nesses in certain areas of the country have
already experienced a slowdown in new
opportunities within their local economies,
causing an increase in the number of com-
petitors bidding and negatively influencing
contractor markup rates. Looking at the big
picture ahead, single and multifamily hous-
ing should slow down sooner than most
other types of construction, as homes and
apartment prices rise to an unaffordable
level for buyers and tenants.

MOVING FORWARD
Remember when the economy shut down in
just a few days back in 20087? Contractors
who had bought new equipment, taken
on high-priced employees and borrowed
money based on their predicted ability to
pay it back comfortably were stuck with
more assets and payments than they could
afford in a slower economy. They quickly
learned that shiny new excavators aren't
worth much when the market is flooded
with slightly used equipment for sale.
Work slowed; lenders stopped paying
construction progress payment draws on
projects; banks called their lines of credit
loan balances; and contractors didn't have
enough money to keep their cash flow
or profit wheel spinning. To make mat-
ters worse, developers couldn't fill their
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projects with tenants or sell their projects,
and, therefore, stopped paying builders
and subcontractors.

Wherever you fit into the current industry
scenario, now is the time to start reeling
back your boom-time mentality and start
planning for a slight potential slowdown,
starting in the next year or two based on
your location and the local economy. The
future is definitely not certain—especially
right now. Many factors can quickly con-
verge and have a monumental effect.

PRIORITIES & OPTIONS
Before you become too depressed,
remember: The economy is still great in
most areas, and there is plenty of work to
complete. Still, it's important to plan in case
something happens that reduces the flow
of business into your world. Consider the
following areas in your plan to withstand a
slower market.
1. Cheap work—Do you really need to
go out and win another low-bid job,
which will, in turn, cause you to have
to hire another project manager,
superintendent, foreman, or crew
member? Will this decision make a
significant difference in your net cash
over the next year? Are there some
jobs that are too risky for the low
margins they will likely generate?
Stop seeking low-margin work against
low-priced competitors. Be more
selective in what you pursue, and only
go after high-margin projects. Meet
with loyal customers and ask them
to negotiate their next jobs at a lower
margin than usual to ensure you have
a steady flow of good work with your
best customers moving forward.
2. Unused equipment—Do you own
any highly valuable equipment that's
not being utilized or is only operating
at a 75- to 80-percent usage rate? If
s0, now is the time to sell it, even if it

is paid for. Cash is king, and today you
can still get top dollar for new and
old equipment, which will be difficult

to sell at any price if the economy
tanks. You can always lease when you
need additional equipment.

. People—Are there new people

you need to hire to complete all the
work on your books? Draft a
manpower work-planning schedule.
List out all of your current and
committed projects to determine how
many field workers, supervisors and
project managers you'll need every
week over the next 3 to 6 months.

If possible, postpone starting any
projects and use a labor rental
company or subcontract some of
your work.

Cash flow—Are there ways you can
generate extra cash to build up a
reserve in preparation for a potential
slowdown? Do you have inventory

or supplies in storage you may never
need? Are you watching your working
capital, receivables and cash flow to
make sure you can survive a customer
not paying you or having to operate for
3 months without getting paid?

5. Debt—With any extra cash you
generate, pay off your high-rate loans
and credit cards as quickly as possible.

6. Outside hel[p—Have you met with your
financial advisor and business coach
to discuss your current condition and
business health? They can help you
proactively manage your business.

7. Personal expenses—Now is not the
time to buy a new home on the lake,
remodel your family home, buy a bigger
car or boat, or take an extended
vacation. Now is the time to prepare
for a lower-profit construction market.

DON’T WAIT UNTIL IT’S TOO LATE
Planning is hard. It's even harder to change
your business model, sell equipment, avoid
hiring, or reduce expenses. Get your man-
agement team together and discuss the
future. Set goals, make difficult decisions,
and implement meaningful initiatives. Those
who postpone reality do not fare well.

As another new year approaches, look at
your business goals for the next 12 to 24
months and solidify them. Preparing for less
than ideal times isn't easy, but experiencing
hard times in the absence of preparation is
worse. CBO
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Why Close-Out Matters to Your Margins

Examining the phase between substantial completion & final acceptance
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n just about every project in
the built world, an interesting
phenomenon occurs: The line
between substantial completion (a legal
term used to define the moment a project
is sufficiently complete per the contract
documents) and final acceptance (the
actual moment a project is truly complete)
becomes blurred in the customer’s eyes.
For many contractors, both trade and gen-
eral, this block of time represents a source
of margin erosion for myriad reasons:
= Personnel swaps—Supervisors and
managers are pulled from a project
toward the end of a job to focus on
new endeavors.
= Misestimated punch list or deficiency
list—The punch-list process garners
little respect, leaving a small amount of
time for a large, important list of tasks.
= Paperwork—The as-built documents,
operations/maintenance manuals,
training, etc., become a distraction.

The common thread in each of these
elements is a negative impact on the
customer’s business with and perception
of the contractor. Pulling personnel too
quickly leads to poor punch-list comple-
tion, a deluge of incomplete paperwork
and clients’ competition for your atten-
tion. Failure to observe the sanctity of the
close-out process damages relationships
and extends a company's risk profile.
Best-in-class businesses are proactive in
approaching close-out with the same fervor
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they did commencement. Three critical ele-
ments describe an effective companywide
close-out strategy: defined key perfor-
mance indicators (KPI), a consistent and
standardized approach, achievement of the
customer’s version of “done’

THE METRICS
Construction businesses continue the
migration towards data-driven strategies,
but they fail to use the data to drive deci-
sions and behaviors. For instance: The
proliferation of software tools that capture
close-out data, such as documentation,
and even punch lists, are ubiquitous. The
first step to understanding the impact of
close-out on a company is to mine the data
and show the correlation of time and activi-
ties. Other critical aspects of close-out can
be measured, including the following:
= Punch-list/deficiency-list dollars—
All work associated with close-out is
captured in one budget code,
separating work packages.
= Close-out compliance—Whether it
is the close-out strategy meeting or
the gathering of documents, project
personnel are recognized globally.
= Change order activity—The close-out
phase forces change order closure,
in many cases to the detriment of the
project budget.

The most important aspect of any KPl is
the connection back to the firm and its stra-
tegic relevance. For instance, change order
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measurement may only be important to
a business that experiences a high fre-
quency of change orders and has a pro-
pensity to engage in high-risk closures.
These should be used to place optics
on close-out and influence upstream and
downstream behaviors.

THE PROCESS & TOOL
Most companies have some semblance
of a preconstruction phase, but lack a
defined and consistent close-out pro-
cess, with the process often triggered by
some milestone or oversimplified during
the preconstruction phase.
For instance, firms may have triggers
tied to an inspection, man-hour percent-
age or internal phase, such as land-
scaping, final grading or final cleaning.
The steps from there should include an
internal meeting focused on strategiz-
ing close-out and an external meeting(s)
that involves the customer and/or trade
partners. Each item should have its own
ranking (by level of importance), discus-
sion on strategy, person in charge of its
completion and target completion date.
Lastly, it is important to note that in
most close-out discussions, there is little
consideration given to the use of dedi-
cated punch-list teams. As such, these
groups are often riddled with problems
including the following:
= Cost allocation—There becomes an
internal battle over how much time is
required, which can lead to a cultural
war and/or internal divide amongst
operational teams.

= Punch-list punting—When the
project team knows a special crew
is coming in to close, they relegate
imminent tasks to punch-list items,
leading to cost-allocation issues.

= Utilization—The company suffers cost
overruns because of failed utilization
of the procured close-out team.

THE CUSTOMER’S INVOLVEMENT
The most important voice in this process
is that of the customer. What does “done”
mean to them? This should be nailed
down and reinforced during the precon-
struction phase, as well as the close-out
phase. Below is an example of questions
and components that should be defined
early and revisited throughout the con-
struction process:
= Document collection—Short of the
description in the contract, what will
be expected in terms of the as-built
documents (manuals, training, etc.) in
both electronic and paper versions?
= Punch-list process—Who will do the
punch list, and what is their experi-
ence with this process? What has
frustrated them in the past? Will there
be multiple inspections?
=  Owner vendors and suppliers—
These contractors are professionals
but lack the element of specific job
knowledge. In addition to notification
of the selected parties—assuming
they have been selected—it should
be incumbent on the lead contractors
to execute a coordination meeting as
part of the preconstruction and close-
out processes, as if said parties were
on the team already. In cases where
they have not been selected, the
savvy contractor develops a proactive
coordination timeline, working back-
wards to illustrate important decisions
and considerations (e.g. fabrication,
municipality, expectations).

Close-out is arguably the most important
phase of the project because it repre-
sents so many milestones and leaves an
indelible imprint on a customer's mind.
They may forget a botched start, but fail-
ing to complete the nagging punch list
can mean the difference in the award of
the next project. CBO
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2018 Regulatory Roundup

What's new in licensing & how it could affect your growing business
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or contractors operating in multiple

states, keeping up with changes

in licensing requirements and the
administrative preferences of licensing
boards can be a challenge. To help your
teams stay ahead of the game and ensure
compliance, you must stay abreast of new
laws and amendments. The following high-
lights recent changes in the regulatory
landscape. Some make licensing or start-
ing a business easier, while others pose
new issues to consider.

TEXAS

This summer, Texas made it easier for
new and out-of-state businesses to regis-
ter under the entity name of their choice.
Under prior law, the use of names that
were “deceptively similar” to that of an
existing business were barred. Texas
Administrative Code 79.38, effective June
1, dictated the name must merely be “dis-
tinguishable!” By lowering the bar and more
clearly defining the terms, the change was
expected to reduce rejected filings due to
name conflicts.

SOUTH CAROLINA

South Carolina recently eased application
requirements for general contractors with
Statute 40-11-262, signed into law May
18, which allows contractors to submit a
surety bond in place of a financial state-
ment for both renewals and initial appli-
cations. The change is effective with the
present renewal cycle. The change makes
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it easier for companies that recently formed
an employee stock ownership plan (ESOP)
to affirm their financial status, among other
benefits. Also in May, the South Carolina
Contractor’s Licensing Board announced
that it would begin enforcing requirements
for mechanical contractors (air condition-
ing, heating and packaged equipment)
to display their mechanical license in an
area accessible to the public at their prin-
cipal place of business. The contractor’s
mechanical license number must also
be displayed on all commercial vehicles,
invoices and proposal forms.

NORTH CAROLINA

The North Carolina Licensing Board for
General Contractors also enacted display
requirements in 2018. Under 21 NCAC
12.0501, approved April 1 and announced
in fall 2018, general contractors must
include license numbers “on all contracts,
advertisements and licensed websites!
For guidance, The Carolinas Association
of General Contractors (AGC) provides
helpful context. After 93 years of paper fil-
ings, the licensing board also unveiled NC
Contractors Licensing Central, an online
license renewal system. As of October, the
board no longer mails out paper renewal
application forms.

ALABAMA

Alabama also ceased mailing paper renew-
als in 2018, requiring contractors to down-
load renewal forms online.
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NEW JERSEY

In March, the New Jersey Department
of Community Affairs eliminated permit

and inspection requirements for roofing

and siding work on one- and two-family
residences. The new requirement classifies

those project types as minor work and

ordinary maintenance.

|\

OREGON

Oregon eased licensing requirements

for contractors under House Bill 4144,
signed into law in April. Effective January
1, 2019, individuals with at least 8 years
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of construction experience may apply for a
new residential contractor’s license without
having to complete the prerequisite training.
The individual will still need to pass the
test for a Construction Contractors Board
license and must form a business as a sole
proprietor. The law further provides license
fee waivers and other financial support

measures, designed to help construction

professionals transition into ownership.

the secretary of state that says the contrac-
tor and their employees will comply with
Indiana’s 811 “Call Before You Dig” statute
(among other requirements).

MINNESOTA

Minnesota increased licensing require-
ments for work done under the state's
Property Assessed Clean Energy (PACE)
program by requiring that all installations be
completed by contractors licensed through
the Department of Labor and Industry. The
new requirements took effect May 1.

VIRGINIA

Effective July 1, Virginia's amended VCA
54.1-1115, the statute governing prohib-
ited acts by contractors, states that a “con-
struction contract entered into by a person
undertaking work without a valid Virginia
contractor’s license shall not be enforce-
able” unless the contractor “gives sub-
stantial performance within the terms of the
contract in good faith” and was unaware of
license requirements. Other provisions are
provided under the clarified statute as well.

HAWAII

Hawaii will begin licensing home inspectors
in July 2019. Under Senate Bill 2043, it will
be unlawful to engage in home inspection
without a home inspector license, subject

CALIFORNIA
to a $1,000 fine for each offense.

The Ninth Circuit Court of Appeals recently
reversed a district court’s ruling that exca-
vation related to installing ground cable was
beyond the scope of a contractor's low-
voltage C-7 California contractor's license.
The case, MP Nexlevel of California, Inc.
v. CVIN, LLC, concerned $18.1 million in
payments for a 1,37 1-mile fiber-optic cable
network installation project. Following a
dispute, the owner sought to deny payment

INDIANA

Indiana recently passed legislation requir-
ing registration of underground utility exca-
vation contractors. In addition, Public Law
93-2018 requires those conducting exca-
vation or demolition under contract with a
communications service provider or utility
to include a statement in an entity filing with
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for the project under California’s unlicensed
contractor law, asserting that the contrac-
tor's license didn't cover excavation work.
A district court agreed.

On appeal, the contractor's case was
bolstered by a representative of the
Contractors State License Board, who
testified that the board had always inter-
preted the C-7 license statute to include
the kind of excavation and trenching work
performed by the contractor. The official
indicated that any work done outside the
scope of the license in the case would fall
within the “supplemental and incidental”
exception. The Ninth Circuit reversed the
lower court’s decision, sending the con-
tractor back to court in pursuit of payment.
The outcome of this particular case will
be significant for low-voltage contractors

operating in California.

There's much at stake for contractors when
it comes to state regulatory requirements.
Ensure your business is properly registered
and licensed for all of your activities by get-
ting expert assistance with every aspect
of entity management and licensing while

also leveraging the appropriate compliance
software. CBO
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Accurate Data = Accurate Forecasting

How the predictive-cost model is transforming construction

BY NOAM REININGER

reconstruction planning is one of

the most challenging aspects of

the construction life cycle, and it
has been for quite some time. But that'’s all
changing, in part due to data science and
the predictive-cost model.

Conventionally, business owners, facility
managers and construction professionals
relied on historic prices and localization fac-
tors to provide reasonable, accurate costs
to build. While these costs and factors
were helpful in creating budgets, stake-
holders grew dissatisfied with the lack of
accuracy in the approach. Between market
volatility, unpredictable commodities prices
and a shrinking labor pool, historical data is
simply unreliable.

Access to predictive data that accounts
for real market conditions is critical for
budget management, from design through
construction. Data science now empowers
business owners to supplement historical
data with reliable cost projections.

PREDICTIVE COST VS.
TRADITIONAL FORECAST
Predictive-cost data addresses the short-
comings of traditional forecast data. It was
created and is maintained using a hybrid
that
econometric techniques with contempo-

methodology combines classical

rary data-mining methodology. Although
it is based on econometric principles and
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modeling techniques, predictive-cost data
differs from traditional econometric fore-
casts in two ways.

First, traditional econometric forecasts
are based on macroeconomic theory,
even when analyses of historical values of
those macroeconomic indicators demon-
strate them to be statistically insignificant
predictors. Predictive-cost models disre-
gard theory and are based exclusively on
data-driven, empirical evidence instead.
This empirical evidence is the result of
extensive exploratory data analyses and
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pattern-seeking visualizations of historical
cost data with economic and market indi-
cators prior to model development. This
approach, an update to the centuries-old,
theory-driven process, has been extensive-
ly researched and validated by Dr. Edward
Leamer, professor of global economics and
management at The University of California,
Los Angeles (UCLA). Only economic
indicators that have proven themselves in
exploratory analyses become candidates
for model development, testing, validation
and resulting predictive-cost estimates.



data
techniques and principles to

Second, predictive-cost uses
mining
improve traditional econometric modeling
practices. Since the 1990s, this family of
processes and analyses has evolved from
a mix of classical statistical principles to
more contemporary computer science and
machine-learning methods.
specifically designed
to analyze observational data instead of
experimental data, as in classical statisti-
cal and econometric techniques. It is a

robust methodology that takes advantage

Data-mining
methodology is

of recent increases in computing power,
data-visualization techniques and updated
statistical procedures to find patterns and
determine structural drivers of construction
material and labor costs.

Measures of these drivers and their rela-
tionships to each other and to construc-
tion costs (along with their associated
lead or lag times) are then represented in
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IN THE FACE OF THE UNEXPECTED™

a statistical algorithm that predicts future
values for defined materials and locations.

BUDGETING WITH
PREDICTIVE-COST DATA
One of the big challenges for design
and construction teams is managing the
budget. Predictive data does more than
give an estimate of the total cost and scale
them over time; it allows you to optimize the
entire build schedule and has been used
to predict the cost of construction up to 3
years before the project breaks ground.
Conceptual square-foot models are
normally within 20 percent of actual costs,
but applying a true predictive multivariate
database—including
labor and equipment data—can improve
the accuracy of a conceptual estimate,
allowing owners, architects, engineers and
other construction professionals the ability
to plan projects more confidently.

individual material,
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Customized-business insurance for more peace of mind

As a small business owner, you know firsthand that each day can bring its challenges. With
over 30 coverage options for customized insurance, we can build a policy that’s tailored for
your business—from a full line of Commercial Auto insurance to General Liability, Workers’
Compensation, Business Owners policies, and more. Because when your unique business

needs are covered, you can focus on what matters most—running your business.

Ultimately, the core value of using pre-
dictive-cost data at the material, labor and
equipment levels is the unprecedented
ability to understand future costs for better
planning. Predictive-cost data will not solve
every preconstruction planning difficulty,
but it is a leap forward in terms of estimate
accuracy and preplanning efficiency. CBO
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includes a keen understanding of how data and
insight-driven solutions can transform and grow
businesses. Prior to joining
Gordian, Reininger served as
senior vice president of products
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a portfolio of data-management
solutions focused on the Fortune
500 sector. Visit gordian.com.
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[ | *LEGAL NOTES

The Meaning of Malicious

Understanding cyberrisk & creating awareness in your IT processes

BY ADAM COTTINI & BRIAN COOPER

s businesses become increasingly

reliant on technology, they are

exposed to cyberrisk, regulatory
oversight and, potentially, liability for their
employees’, clients’ and business partners’
data violations. New tools and technolo-
gies help contractors manage data, control
systems and deliver services, while improv-
ing collaboration and efficiency between
engineers, architects, building owners and
contractors.

However, that data and the systems that
run it are vulnerable to human error and
malicious attack, and the contractor can
be liable for the consequences—even if
the data is held by a third party, such as a
subcontractor, information technology (IT)
vendor or cloud provider.

Construction companies are responsible
for the safekeeping of data entrusted to
them. That data could be employee infor-
mation, including personally identifiable
information (PII), such as names, address-
es, Social Security numbers, credit card
information, etc. It also includes intellec-
tual property, contracts, project data, bids,
plans, specifications, business information
modeling (BIM) systems, and equipment
controlled by supervisory control and data
acquisition (SCADA).

Employee negligence or malicious acts,
or the failure of internal processes, can
lead to a breach of private information or

unauthorized access to systems and data.

Employees must be trained regularly to spot
and report phishing attempts. They must
also be reminded not to access unauthor-
ized third-party applications, social media
accounts, etc. Construction businesses
not only have potential liability to others
whose data they hold, but they are also
exposed to their own loss due to failure of
computer security or a breach of privacy. Of
course, contractors also face threats from
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outside the organization—from criminals:
hackers, corporate espionages and nation
states. Motives for malicious acts vary, but
the damage caused can be severe.

For example, while the aim of many ran-
somware attacks is to look for easy money,
some disguise attempts to take intellectual
property that will shortcut their own devel-
opment, and others attempt to disrupt our
whole society. This year, the United States
government has blamed North Korea for the



WannaCry ransomware attacks and Russia
for the cyberattacks that targeted American
and European nuclear power plants, water
and electric systems.

Contractors should make sure that
their vendors (for which they are likely
responsible, contractually or otherwise)
manage their own security and privacy
risk. Construction companies can be par-
ticularly exposed in this area through their
reliance on IT consultants, cloud providers
and other business partners—all of which
have the potential to lead to the interruption
of projects and the introduction of liability
to contractors.

Increasingly,
require their vendors to match the privacy/
security obligations that apply to them. This
imposes good security/privacy practices

principals and owners

on the vendor and passes responsibility
and liability down the contractual chain.

Construction businesses are similar
to those in other sectors in that they are
entrusted with data that belongs to their
employees and business partners—PI| like
health and financial information. However,
engineering and construction organizations
face additional cyberrisk through their use
of specialized technologies and applica-
tions in the management and delivery of
projects and services.

Those tools and applications include
the use of cloud providers to store data
and run software; mobile devices to facili-
tate on-site tracking, reports, logistics and
analytics; 3D and 5D BIM; Intelligence
Community Standards (ICS); SCADA;
drones and other autonomous machinery;
robotics and biometrics. These tools and
applications help with productivity, col-
laboration and margin, but they bring risk
that impacts projects, relationships and
completion schedules.

Construction businesses are particularly
vulnerable to claims alleging breach of con-
fidential business information (bid and proj-
ect data/specifications, owner processes
and project management); unauthorized

access and interference with project plant,
data and specifications in SCADA and
BIM; bodily injury and property damage
through failure of devices; robotics, and
remote control of processes and physical
security; and liability for delay and busi-
ness interruption caused by unauthorized
access to project data and systems.

Additionally, organizations are exposed
to their own costs of responding to a
breach in terms of notification to affected
individuals; the cost of forensic investiga-
tion to establish the cause and extent of
the incident; data restoration; and business
interruption.

In the U.S., the construction industry
overlaps with nearly every other sector
of the economy, and all states now have
privacy regulations that require notifica-
tion of breaches of personal information.
Clients include regulated entities, such as
financial institutions and healthcare entities,
that are subject to strict cybersecurity and
privacy regulations.

Even some government agencies have
been hacked in recent years, including the
2015 and 2016 hacks of the U.S. Office
of Personnel Management (OPM), Federal
Bureau of Investigation (FBI), Department
of Homeland Security (DHS) and Internal
Revenue Service (IRS). The now take an
increasing interest in enforcing data and
privacy requirements on contractors.

In a 2017 amendment, the Federal
Acquisitions Regulations (FAR), defined
Pll and required that a contractor train their
employees on maintaining proper records
and ensuring that subcontractors comply
similarly before giving employees access to
sensitive information.

In addition to the state breach-notifica-
tion and data-security laws, construction
companies are further subject to numer-
ous state and federal laws and regulations.
Examples include DHS, Homeland Security
Acquisition Regulation (HSAR) and, as
business associates, the Health Insurance
Portability and Accountability Act (HIPAA).

Cyber insurance is one part of a planned
risk management program and assists
not only with risk transfer, but with loss of
income, breach response and post-breach
services as well. Traditional insurances,
such as property or general liability, were
not designed to address cyberrisk, so a
specific cyber policy is needed to address
the unique risks surrounding data privacy
and computer security.

The construction industry's use of and
reliance upon new technologies brings
cyberrisk that must be actively managed
though policies and procedures, contrac-
tual terms and risk transfer. Regulations
increasingly overlay contractual responsi-
bilities in this area, and principals (including
government agencies) are rapidly impos-
ing requirements on contractors that are
becoming new industry standards.

It is incumbent upon construction busi-
nesses to take steps to manage and miti-
gate their cyberrisk. Set the tone from the
top by establishing policies, procedures
and standards for ethics and integrity; data
encryption; employee training and aware-
ness; segregation of data; proper funding
for systems and their maintenance; con-
tract negotiation with subcontractors and
vendors; and incident response plans. CEO

As managing director of Gallagher’s Cyber Liability
Practice, Adam Cottini is responsible for the
practice overall direction, including development
of state-of-the-art solutions,
insurance-gap analyses and risk-
exposure analyses, as well as the
implementation of best practices. He
has more than 13 years of cyberrisk
management brokerage and
consulting experience.

A

As managing director of Gallagher’s Construction
Practice, Brian Cooper serves clients, including
general contractors, heavy highway/engineering
firms, subcontractors, developers and buyers of
construction services. With over
40 years of insurance-related
construction industry experience,
Cooper manages accounts utilizing
wrap ups, captives, property/
casualty, architect and engineer
solutions. Visit ajg.com.
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The Industry’s Growth Trajectory

Today’s economic trends & the part they play in shaping your success

BY TODD A. FEUERMAN

he construction industry continues
to gain momentum as 2018 comes
to a close. Backlogs are generally
substantial, but recent trends have indicat-
ed that the release of work into production
is somewhat unpredictable and is subject
to delayed starts. This trend is likely to con-
tinue due to a number of factors, including
regulatory agencies releasing work and
funding for larger projects being garnered,
such as Hudson Yards in New York City,
which will be the largest construction proj-
ect area in the history of the United States.
A recent survey of ENR's top 400 con-
tractors, as a group, revealed the firms gen-
erated $375 billion in contract revenue in
2017, compared to $366 billion in 2016—
an increase of 2.1 percent. The contractors
interviewed believed that the trend would
continue throughout the latter part of 2018
and into 2019. Additionally, recent reports
issued by Dodge Construction suggest that
U.S. construction starts will increase by 3
percent with additional room for expansion.
One key factor predicted to ensure con-
tinued growth in the construction industry
is the Tax Cuts and Jobs Act of 2017 and
the potential infrastructure spending to
follow. Another element providing a boom
to the industry is hurricane rebuilding in the
Southeastern region of the U.S., as well as
other natural disaster rebuilding from the
wildfires in the Western region of the U.S.

The construction market has benefited
in specific geographical regions during
2017 and 2018 from large construction
projects. The completed projects include

new campus facilities for high-tech giants,
such as Google and Apple, and contin-
ued warehousing and distribution centers
worldwide for Amazon. For Amazon, this
trend will likely continue into 2019, spe-
cifically as it relates to Amazon’s second
North American headquarters, which may
be under at least some level of construction
in 2019. As more of these giants continue
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to grow and expand in the market, the need
for mega-construction projects and related
infrastructure projects should follow.
Certain sectors of the construction and
development arena have been and will
continue to be impacted more favorably
than others in 2019. For example, solar
and power construction should continue to
improve and provide steady growth, while
amusement and recreation construction
spending have proven unpredictable. State
highway funding may see some improve-
ment, even with the uncertainty regarding
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federal funding for large projects. Airport
and train infrastructure also continue to
show signs of significant improvement.
Each of these sectors have been impacted
by project funding and political scrutiny
toward large projects. However, once jobs
are released, there is a generally a sig-
nificant windfall of construction work that
enters the marketplace.

STRATEGY

While there are more than favorable signs

of continued growth in the construction

industry, there are still legitimate fears,

pushing some to proceed with caution.

Some risk factors causing trepidation in the

market include:

= Political and regulatory uncertainty

= National economic uncertainty

= Local and regional economic
uncertainty

* Rising material costs

* Rising interest rates

= Immigration employment protocol
changes

= Skilled labor shortage

As the industry has improved over the
past several years, construction companies
have been able to rethink their approach to
the market and reallocate resources to proj-
ects that will provide better financial return
with more controllable risk. As the quantity
of opportunities continues to increase, so
will the overall quality of projects available
for bidding. Many construction companies
have harnessed the favorable conditions
provided by these trends as a chance to
focus on what they do best (as opposed
to simply accepting any project opportunity
that comes along).

LABOR

The biggest issues that the industry contin-
ues to face are the extremely tight supply of
skilled workers and the perceived negative
notion younger workforce entrants have of
construction. With baby boomers set to
retire within the next 5 to 10 years and the

intense federal pressure to limit and reduce
the immigrant labor force coming from
Mexico and Central America, the construc-
tion industry is faced with the monumental
task of finding workers despite the many
barriers to employment.

Industry lobbyists and special-interest
groups continue to address these issues
at the state and federal levels in an effort
to develop funding for trade education
programs, apprenticeship programs and
ways to create a softening approach to
immigration protocol, which should all help
to some extent.

However, time is not a friend to this
issue, and training is critical to develop the
workforce needed to complete the current
backlog and future projects.

MATERIALS
Unfortunately, in another blow to the indus-
try, building materials costs have continued
to increase due to high demand, attribut-
able to the influx of available general and
specialty construction projects. Steel costs
have become particularly problematic, as
the political pressures levied by the tariff
costs continue to affect
between the U.S. and its trading partners.
In addition to steel prices, the varying
fluctuation in the oil industry has continued

relationships

to impact the price of almost every com-
ponent used in the construction industry.
Based on oil's nature as a commodity, this
isn't likely to change in 2019.

TECHNOLOGY
Advanced technologies are beginning to
become the norm in the construction indus-
try. An industry that was once perceived
as archaic is now looked upon as cutting-
edge. The use of building information mod-
eling (BIM) collaboration, cloud computing
and mobile data has and will continue to be
a critical asset for construction companies
to properly manage operations.

In addition to back-office technologies,
construction businesses have been effec-
tively implementing technology in the field
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as it relates to personnel, equipment and
real-time jobsite viewing.

While GPS technology continues to be
used in construction, visual job inspec-
tions and oversight has been impacted
by the use of drones, which have become
more prevalent in conducting site surveys,
site inspections and general site manage-
ment. Drones have proven to be invaluable
for producing quicker and more accurate
land surveys, while reducing the costs
associated with inside and outside labor.
Contractors have been able to more effec-
tively manage multiple jobs on more com-
plex and dangerous jobsites.

BOTTOM LINE

The 2018 U.S. construction market con-
tinues to experience solid growth and
is expected to continue with this trend
into 2019. While significant backlogs are
always a good problem to have, they are a
problem nonetheless.

For many contractors, the ultimate com-
pletion of this work will be based upon a
continued stable economy, improved inter-
national relationships, political policy clari-
fication and, most importantly, finding the
workers to complete the projects.

In other words, a solution to the skilled
labor shortage is imperative. An economy
is only as good as the men and women
that participate in its success, and the con-
struction industry cannot support an influx
of projects without the right people and
supplies to complete them. CBO

Todd A. Feuerman, CPA, MBA, CCA, is a director
in the audit, accounting and consulting department
of Ellin & Tucker, where he oversees services for
general contractors, specialty subcontractors and
government contracting firms. He also serves as
chairman of the firm’s construction services group.
He holds a bachelor’s degree in accounting from
Towson University and a master’s
in finance from the University

of Baltimores Merrick School

of Business. Contact Feuerman
at 410-727-5735 (ext. 3066) or
tfeuerman@ellinandtucker.com.
Visit ellinandtucker.com.
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Turbocharge Your Business Development

4 ways to generate more promising customer leads while adhering
to data-protection regulations

BY MELANIE PHILION

istorically, many companies have
invested large sums of money

to purchase customer lists from
database and marketing companies
before beginning the long process of
importing those contacts into a customer
relationship management (CRM) system.
Then ensued the cold-call campaign,
which has since declined in effective-
ness as a method of client acquisition.
Looking for another solution, many com-
panies turned to mass email strategies, but
with the proliferation of inbox filtering, this
method of lead generation became much
more difficult. As sales representatives
became unable to successfully connect
with clients, qualifying cold-call leads even-
tually fell out of focus for many businesses.
Although some companies continue to
buy lists, spamming prospects and custom-
ers, more and more companies are using
social platforms, search engine optimiza-
tion (SEQ), online and professional con-
nections. Now, potential customers gather
information on your business and come to
you with a real interest in your company's
products and services when they are ready.
Alongside any new development in the
way businesses are run, each sector must
change with the times and statutes. As
such, business development must adapt to
the current communication era, and today's

technology is shifting it in a new direction.

1. END ALL SPAMMING

For many years, the only way anyone could
find new customers was through the cold-
call method or by sending tons of emails
to a list of unqualified leads. Those on the
receiving end came to view these actions
as a gross abuse of information, causing
the United States to enact state laws that
protect consumers against unapproved
email and telephone solicitation. Thus, this
method became much more difficult for
sales associates to reach and engage with
new customers.
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Other countries, such as those in the
European Union (EU), are drastically rein-
forcing those laws with statutes like the
EU General Data Protection Regulation
(GDPR). Companies now have to obtain
an implicit or explicit consent from the cus-
tomer before sending mass email.

For example, in Canada, as part of the
Controlling the Assault of Non-Solicited
Pornography and Marketing (CAN-SPAM)
Act of 20083, sending emails to people
without an explicit or implicit consent is
illegal and, therefore, subject to a lawsuit.



Fortunately, setting up a consent autho-
rization is relatively simple. If your market-
ing department is using a platform to send
mass emails, you should easily be able to
set up a consent-screening process and
have it up and running in no time.

2. OPTIMIZE ONLINE PLATFORMS
Online platforms allow your company to
request the consent to contact specific
consumers who have shown a real interest
in your products and services. Once you
have received their consent, you can begin
generating leads by emailing those new,
potential customers. Consider the follow-
ing basic steps to get started in your new
email efforts:
= For every form in use on your company
website, make sure you also have a
subscription opt-in that includes a
petition for the customer's email
address. The information in this

message can be short and should
explain that the customer must agree
to receive emails regarding your com-
pany and that he or she may choose to
opt out at any time.

Create landing pages that will attract
people searching for something
specific. Landing pages are built to
present and showcase an event or
product. The pages should also be
indexed with highly specific keywords,
making them easier to find and more
likely to appear in related searches.
Social media platforms are also
helpful places to find new leads. For
example, you can leverage LinkedlIn,
Facebook and Twitter to promote an
event, document or webinar. Some
platforms offer lead-generation tools
able to create look-alike audiences
based on your followers and other
information you may already have.

The effect of this approach is completely
different than solicitation. Here, technol-
ogy works like a net that catches people
who show interest and filters others out.
However, procuring those leads is not the
end of the story. Success requires follow-
ing up and understanding that this relation-
ship is quite different, making it imperative
to nail down your approach.

3. KNOW YOUR CUSTOMERS

Due to the wealth of information available
online, customers are much more knowl-
edgeable than they were in the past. They
have already shopped around when they
reach your website. They have also read
blog posts,
other customers, and have a better idea
of your products, services and capabilities.
So, they have price expectations based

reviewed comments from

on their findings. Consequently, the cus-
tomer expects (at least) the same level
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of knowledge about their needs on your
part, since you have much greater access
to industry analytics and customer demo-
graphics information. Therefore, asking the
customer’s basic information—like compa-
ny size and revenue—is considered a faux
pas in the web-generated relationship.

Additionally, you must ensure that your
CRM integrates data that will provide all
basic customer demographics information
and more.

Today, your company’s sales representa-
tives should not only see information about
the prospect (company name, number of
employees, revenue, etc.) but also people
they know, schools they went to, compa-
nies they worked for and more. This infor-
mation is now richer than ever, and proof
of knowledge on the sales representative’s
end boosts their credibility and furthers
their business development skills.

4. UTILIZE SALES INSIGHTS
When it comes time to decide whether or
not to invest in one specific customer over
another, sales professionals rely mostly on
instincts. Nevertheless, it is nice to have
true indicators to help make the decision.
To the rescue comes the data, as analyt-
ics are not confined to opportunities in the
pipeline. CRM systems use machine learn-
ing and mathematical science to enrich
contact profiles, allowing you to examine
relationship health and generate a reliable
lead score. Sales insights gathered through
predictive models that score and prioritize
leads enable sales and marketing to know
in advance which consumers and business
are most likely to purchase their products
and services. In this way, CRM becomes an
intelligent tool that provides sales represen-
tatives the information they need to build
strong, effective customer relationships.

Your company can evolve toward a more
modern business development model
when you utilize sales analytics and insights
gathered through the resulting data. CRM
elevates business development by allowing
your sales team to deliver new value-added
information to prospects and simplifying
the decision-making process. After all, why
merely drive your business development
when you can turbocharge it? CBO

Melanie Philion has over 6 years of experience
with Microsoft Dynamics 365 and more than

10 years with CRM. Her experience spans
multiple industries, including insurance and legal
services, aerospace and defense, technologies

and telecommunications, the United States
federal government, and much more. Philion

has implemented more than 20 projects from
beginning to end. She has extensive knowledge on
the different Microsoft products to bring the best
and most effective solutions to her clients. Visit
dynamics.microsoft.com.
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* Custom engineered and conventional steel designs

* Regional manufacturing proximity

* Cutting-edge technology and material management apps
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Contact Varco Pruden today. Let us show you how, together,
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IRMI's 38th CRC Boosts Awareness

2,000 industry professionals convene to talk trends & tackle emerging risks

BY KATHY WELLS

he International Risk Management

Institute Inc. IRMI) held its 38th

Construction Risk Conference
(CRC) November 4-7 at the Marriott
Marquis in Houston, Texas. The CRC
hosted over 2,000 construction and risk
professionals, along with industry thought
leaders to talk trends and tackle emerging
risks in construction, and provide practical
solutions and best practices. Over 600
contractors were represented, as well as
many major construction insurance pro-
viders. IRMI reports that attendees were
comprised of 36 percent construction firm
representatives, 25 percent agents and
brokers, and 22 percent insurers.

SHARPENING SKILLS

According to Ann Hickman, IRMI's edito-
rial director, the goal is always to provide
the best educational and networking expe-
riences in the industry. “We give attendees
a wide variety of topics to choose from and
we screen speakers thoroughly to ensure
attendees leave with tools and strategies
they can go back to their offices and imple-
ment,’ Hickman said. “We try to include
something for everyone. For those in the
early stages of their career, we always
include some sessions that cover the
basics of construction risk management;
and for the seasoned veterans, we provide
advanced topics that take a deeper dive,

QL
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Left to right: IRMI President, CEO & Conference Co-Chairman Jack Gibson, CBO Editor Kathy Wells, Charles Pankow Builders
Ltd. Chief Risk Officer Dick Walterhouse, and Charles Pankow Builders Ltd. General Counsel Ed Farricker

such as emerging technologies, changes
in insurance case law, and public/private
partnerships.”

This year's curriculum featured three
general sessions and over 40 sessions
presented by more than 80 nationally
recognized insurance, risk management,
safety and surety experts.

A new course option called “Snap
Talks” provided four separate, high-level

30 I CONSTRUCTION BUSINESS OWNER DECEMBER 2018

talks, during which attendees took in con-
centrated content covering better man-
agement techniques and technology tools
with implications for insurance and con-
struction. Other popular sessions includ-
ed the “Interactive Risk Managers Forum”
and “My Wrap Doesn't Wrap!," discussing
common coverage issues that arise in
the wrap-up process, including coverage
gaps, eroding or insignificant limits, from
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the perspective of both the insurer and the
insured. Also of note was “Impairment in
the Construction Workforce, a session
covering the spike in functional and cogni-
tive impairment in workers and the expan-
sion of legalized medical cannabis.

EXPLORING TRENDS

With CRC taking place during midterm
elections, economic concerns were top of
mind. The topic of United States infrastruc-
ture spending was one of the most press-
ing topics at hand. “Where is it? We were
promised all this money and here we are
with a lack of spending,’ said Karen Reutter,
Zurich North America's head of construc-
tion. “There are some states investing bil-
lions, but in Wisconsin, there's nothing.
And even more so, it's been reined in. |
look at bridges and | think the construction
industry has just not yet seen the spend;
Reutter said.

Minnich Manufacturing
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The week following the midterms and
the conference, U.S. voters approved at
least $24.4 billion in bond initiatives to
support construction projects across dif-
ferent segments. The majority of the bond
proposals were in California—approxi-
mately $16.4 billion in borrowed funds—
with the goal of improving the state's
water infrastructure, schools, hospitals
and more. This is a trend that construc-
tion business owners and top insurance
executives alike will continue to monitor.

Reutter took on her current role in
September and has a keen eye on indus-
try trends. Generational diversity is a topic
she will be addressing at Zurich, and it's
one she views as a great point of interest
for the construction industry as a whole.
“By nature, the industry respects experi-
ence (meaning age), and what we have to
do as an industry is become more genera-
tionally minded," Reutter said.

“Generational diversity is important in
construction, as future clients and teams
will be tech savvy. We need to learn from
younger generations, as well as older
ones. We need to listen and build on that”

Reutter is not alone in her opinion. The
skilled labor shortage and its effects on
the industry, construction business owners
and their teams, were addressed heavily
throughout the majority of CRC sessions.

According to IRMI President, CEO and
Conference Co-Chairman Jack Gibson,
“The lack of qualified and well-trained
workers, supply chain challenges, and
construction defects continue to be some
of the most difficult risks for contractors to
manage and insure,” and working to solve
these problems is part of IRMI's goal.
to CRC presenter and
Travelers' Senior Construction Risk Control
Consultant Casey Banks, “Attracting the
right people and onboarding them and the

According
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influx of millennials are how we bridge the
gap between generations”

Banks co-presented a session called
“Creating a Technology Plan for Managing
Construction Risk” with Michael Fraser,
vice president of business development
at Triax Technologies, and Donald Naber,
senior vice president of risk management
at Gilbane Building Company. The three
recently partnered to outfit more than
130 workers with wearable devices on a
six-story, 60,000-square-foot New York
City jobsite over the next 20 months. By
increasing jobsite technology and leverag-
ing the data from it, they hope to deter-
mine how wearable technology can keep
jobs on track and keep workers safe.

RECOGNIZING EXCELLENCE

New this year, the Bill McIntyre Leadership
Award was presented to Dick Walterhouse,
chief risk officer of Charles Pankow Builders

Ltd., recognizing his contributions to the
industry through innovative risk manage-
ment strategies and tactics. Walterhouse
has worked in construction risk manage-
ment for 40 years and led his company to
develop a “zero-accident culture”

The Gary E. Bird Horizon Award was
presented to Michael Feigin and Jeffrey
Hutchens of AvalonBay Communities Inc.,
for their innovative loss prevention program
designed to eliminate construction site fires
on wood frame multifamily projects. Their
approach focuses on four key pillars that
use a combination of innovative building
processes, new technologies and a novel
wood treatment. Although designed for
with wood frame structures in mind, their
approach has applications for fire loss pre-
vention and elimination beyond wood frame
construction as well. “Bringing all four risk
mitigation pieces together is an innovative
and all-inclusive approach that goes above

and beyond the immediate addressing of
the issue,’ said Travelers Vice President of
Construction Jennifer Lee.

“This is a game changer,’ said Total
Facility Solutions Regional Environmental,
Health, and Safety Manager T.J. Lyons.
“The basics of conventional safety have
been gathered in a practical approach that
now seems like an obvious fix—a fix that will
save the lives of sons and daughters this
firm will never meet" Lyons was honored
with the IRMI Words of Wisdom (WOW)
Award, which recognizes outstanding
contributions from a CRC speaker with
exceptional presentation skills.

The 39th CRC will be held November
10-13, 2019, in Seattle, Washington.
Register at irmi.com/conferences. CEO

Kathy Wells is the editor of Construction Business
Owner magazine.

To find out how we can
help with your structure needs visit or call
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The Era of the Digital Contractor

Sachse Construction’s tactical approach to modernizing operations with technology

By Andy Holtmann

Kathy Sulik, Project Manager, Sachse Construction (left)
Andrea Wright, CEO & Founder, CTP Solutions LLC (right)

34 CONSTRUCTION BUSINESS OWNER DECEMBER 2018



he world around us continues to evolve as new technologies

are developed, and contractors are under increasing pressure

to digitize and modernize their own operations to keep pace
with client demands. Cloud computing, mobile devices and apps,
sophisticated and integrated construction management software,
drones, artificial intelligence and many more advancements are
reshaping an industry that once lagged in technology adoption. Now,
a powerhouse of dynamic digital contractors is preparing to lead the
next wave of innovation.

One of these digital leaders is Sachse Construction—a premier
commercial construction firm recognized as one of the most trusted
and respected construction partners in North America. Founded in
1991 and headquartered in Detroit, Sachse Construction has built
millions of square feet of projects spanning the retail, commercial,
multifamily and institutional sectors. The company’s strategic
growth and success can be attributed to building strong relationships
with clients and embracing the latest technologies to foster project

innovation and find new ways to work smarter.

A NEED TO MODERNIZE

For Andrea Wright, Sachse’s approach to technology is just common
sense. “It’s about using technology to more efficiently and effectively
manage your projects.”

Wright spent just under 7 years with Sachse as the firm’s director
of empowerment, handling the company’s training, processes and
enterprise resource planning (ERP) software. She has helped guide
Sachse through technology changes, including the implementation
of a new construction management software platform. An ardent
proponent of technology, Wright recently started her own company,
CTP Solutions, LLC, to help contractors, including Sachse
Construction, modernize their operations and maximize team
member potential.

“It’s imperative for contractors to embrace change and digitize,”

Wright said. “Construction has traditionally been way behind in terms
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of technology, but that’s quickly changing now. If we want to appeal to
younger generations of construction professionals, we've got to get in
the game. Contractors are also being required to build faster, smarter
and have more mobility—to do things in real time at the office, at
the jobsite, on the go. If you are not leveraging technology to do that,
you're just not going to get the job done anymore.”

Kathy Sulik, a commercial project manager for Sachse Construction,
said that as clients become more sophisticated themselves, they’re
increasingly wanting to use contractors that leverage and embrace the
newest technologies as well.

“We're finding that as part of the request for proposal (REP) process,
clients want to know what kind of technologies we use,” Sulik said.
“We're going after some of these companies that are on the cutting
edge of technology themselves, and if were not keeping pace with
them in terms of the technology we use, we could find ourselves not
able to even get our feet in the door with them.

But how do construction managers, especially those with limited
internal resources and IT staff to facilitate significant technology and
process changes, get started? Wright said the journey begins with vocal
advocates for change and putting an action plan in place.

THE TECHNOLOGY JOURNEY

Sachse began embracing technology long before Wright came on
board. Around 15 years ago, when the company needed a way to
organize contacts for projects, its teams created a global address list, or
GAL program. Soon after, a developer was brought on staff to turn the
GAL into a proprietary software for operations and estimating. As the
business grew, different components were added to fill any needs that
arose. Sulik said the biggest hurdle was that the GAL couldn’t connect
to the company’s accounting software at the time.

“The GAL managed changes, but it didn’t manage the contract or
budget,” said Sulik. “If we went to accounting for a job cost report,
those costs could be outdated by the time the work occurred in the
field. Then, you had to get a paper invoice, and you could have a
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“Contractors are being required to build faster, smarter

and have more mobility—to do things in real time at the office, at the jobsite,

on the go. If you are not leveraging technology to do that,

you're just not going to get the job done anymore’

month’s lag time before costs hit your job. That’s a huge gap in your
project financials.”

To make matters worse, Sachse Constructions retail group had
projects that moved quickly—anywhere from 6 to 12 weeks long.
“The job is finishing up and you're just now getting data from your
accountant. Youre just running blind,” Wright said, noting that the
company explored every possible workaround with its software
programs. “We had to make a decision. Were we going to be software
developers or run construction jobs?”

Wright and Sulik were among a leadership team Sachse
Construction created nearly 3 years ago to look for an ERP software
platform designed for construction that would house operations and
accounting in one system and share the same data. The company also
wanted a solution that was scaled to accommodate both company
growth and future technology advancements, as well as a vendor
through which it could forge a technology partnership.

The Sachse team conducted research, studied reviews and sat
through countless software demos. They also invited end users into
the process to solicit their input, providing a layer of transparency
throughout the entire organization.

Peer-to-peer networking offered the most insight. The team split up
more than 30 companies, contacting each to see what solutions they
were using, how they were using them and what results they achieved.

In the end, Sachse opted for Viewpoints Vista ERP solution and the
integrated Viewpoint Team project management platform to replace
both the accounting and proprietary operations software. Sachses
team found these software solutions to have the complete, integrated
functionality they were looking for.

The solutions also provided cloud-based accessibility, which tied
together field and office operations, providing automated workflows
and collaboration that have helped the company realize significant
boosts in productivity and project control.

“The user-defined fields that the software provided were important,”
Wright said. “When updates were made to the software, they didn't
break the user-defined fields or the customized reports. That data
integrity was important to us and we found that other software
couldn't do that. We also liked the business intelligence tools the
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software provided and that Viewpoint shared a similar technology
strategy and was continually evolving and investing in its products.

That was key to a long-term technology partnership.

OVERCOMING FEARS:

A TECHNOLOGY COMMITMENT

JBKnowledge’s 2017 Construction Technology Report found that
construction companies tend to adopt software at the departmental

level rather than organizationally. In many cases, contractors select

out-of-the-box solutions that aren’t tailored to the construction




industry or don't integrate well with other software programs already
in use throughout the company.

Two key reasons for this? Fear of disruption and change and
a general lack of understanding how technology can improve
construction professionals’ day-to-day lives.

“People don't like change because they often don't understand the
why,” Wright said. “It's important to communicate and let them know
it's coming. Let them come in and see the software; get them involved
in the process; and let them know what’s in it for them. Have them try
it out and test it. It's about trying to be an open book to them?”

Sulik noted that during Sachse’s ERP process, the team identified
end users’ biggest pain points and worked to show how the new
software could address them.

“For example, if a dumpster invoice came into the old system, you
had to write a change order, issue the change order, wait for it to be
approved and sent back. It was just this cumbersome process—all for
a simple dumpster. It could happen five times a week on a job. There
was a lot of paperwork tied up around that;” Sulik said.

“We showed how, in the new system, the invoice simply gets routed
to me as the project manager, I code it to the right job or phase code,
approve it, and it’s done. If we can show them how their day-to-day
tasks are going to improve with the new system, that’s a big part of
getting folks on board”

Wright said keeping team members continually informed,
demonstrating how their jobs can continue to get easier through
technology, and training them to use all of the features and
functionalities available to them to maximize the technology
investment is critical to success.

“People often think, ‘Were going to do this implementation, then
we're going to be done, and then well be back to business as usual, but
that’s not the case if you're doing it right,” Wright said.

“I think of it more like a new adventure. Youre now on this new
trajectory of continual innovation, and it never stops. If youre going
to modernize your operations, it’s just the beginning. You can always
find new ways to work smarter and more efficiently, as long as you
keep leveraging software and technology to the reach that next level”

TIPS FOR GETTING STARTED
Wright understands that facilitating change and disrupting processes
that have been in place for years, even decades, can be a challenge—
one that prevents many contractors from taking the leap. Despite
the initial costs and work, the return on investment and untapped
opportunities a technology shift can bring are well worth it. She shared
four tips for contractors who are not sure where to start:
o Designate a technology advocate—“You need someone who is
very focused on operations software. Its not just ERP software;
it’s building information modeling (BIM) software, project
software, etc. You need someone to focus on how to best leverage
the software and see how it all can work together so that you

don’t end up with more technology silos. If you're going to make
the investment, you've got to make a commitment to evolving
your processes and company culture as well”

o Seek help—“There are people out there that can help you at every
step of the implementation, from evaluating software to after
go-live support. So, get help. It might seem expensive, but your
return on investment for this will be ten times what you’re going
to spend”

o Plan accordingly— “You need to make sure youre committing the
necessary resources from your company. One person cannot suc-
cessfully implement the new system. You're going to need people
in various roles from all over the company to come in and really
rethink and restructure how you're doing business.”

o Embrace the idea of change—“Don't take your processes (the
routines you're used to) and try to morph the new software to
fit them. Instead, take the software and change your processes to
use the software as it was meant to be used. If you try to change
the software before you truly understand how to use it with all
its features and functionalities, you're going to ruin it before you

even start.”

“Don't take your processes
(the routines you're used to) & try to
morph the new software to fit them.
Instead, take the software & change
your processes to use the software as

it was meant to be used

“Change is hard,” Wright said. “And the people that are resistant aren’t
just older folks that have been around in the industry forever; there are
also alot of young people who are just as resistant to change. That’s why
a lot of contractors don't get started down this path to transforming
their operations. The industry is transforming and contractors that
don’t address this will soon be at a disadvantage” CEO

Andy Holtmann is marketing content and public relations
manager with Viewpoint, based in Portland, Oregon. He
has worked in the construction software arena since 2011.
Previously, he netted multiple awards as a newspaper and
trade media writer and editor. Contact Holtmann at
andy.holtmann@viewpoint.com. Visit viewpoint.com. |
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* SOFTWARE & TECHNOLOGY

The Cost of Not Keeping Up
with Technology

How a cloud based enterprise resource planning solution could save your bottom line

By Ray Rebello

onstruction owners must constantly evaluate the best use

of their resources for benefitting customers and initiating

and sustaining business growth. This system of ongoing
evaluation often includes making difficult decisions while balancing
the funding of equipment, people, physical expansion, different types
of technology and more. As such, these critical choices are rarely easy
and can make or break a company if not properly handled. There’s
much riding on these decisions, so they should be made thoughtfully,
with specific purposes in mind and the right research to back up the
choice you ultimately make.

Funding technology that is focused on improving back-office
operations and providing in-depth, actionable insight across the
spectrum of your business is not an easy task, but it is a no-brainer
decision in today’s industry. It is fundamentally important for any

construction company to acquire these capabilities, as the risks
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of being “penny wise and pound foolish” in this regard can have
catastrophic consequences for your business. The cost of not keeping
up with the innovating industry and your competitors within it can far
outweigh any amount of savings hoarded through neglecting to invest
in upgrades to current systems.

The construction industry as a whole doesn't have a stellar record
of adopting leadership technology for internal operations. Unlike the
technologies for building projects that generate revenue and seem
to pay for themselves almost immediately, modern internal systems,
such as advanced cloud enterprise resource planning (ERP) software
solutions haven’t always been at the top of the list for construction
company purchases. However, they offer a far better return on
investment (ROI) than you might first assume.

What are some reasons to invest in a modern software solution?

Many systems currently in use are old (sometimes 20 years or more),
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making them both limiting and counterproductive for the needs of
modern construction companies. Such systems are not integrated
with other applications and are difficult or impossible to customize,
making any attempt to generate truly useful reports an exercise in
futility. Further, these systems are not designed for today’s mobility
requirements, with data that is accessible only from the office.

The overarching impact of an outdated system is that it restricts
your ability to make good decisions as an owner. Instead of having
thorough and timely insight into operations, you are working with
limited methods of obtaining and
evaluating the critical information
needed to maximize the business and
avoid potential pitfalls. The legacy
implementation can also be flawed
with problems like double entries, no
status drill-down capability and the
total lack of meaningful visibility. It's
like trying to drive a car with partially
closed eyes.

A modern system is critical for
efficient accounts payable processes,
subcontractor handling, materials
purchasing, etc. On a microlevel,
this translates to proper job costing, well-conceived bidding, a true
understanding of when and where money is being made or lost, and
lower numbers of compounding errors. There’s also the matter of time
ineficiency. Using outdated software or manual processes takes up
large amounts of owner and employee time and effort.

Dated technology that functions on-premises only is incredibly
limiting and unable to take advantage of todays cloud-based
solutions that provide companies with tremendous efficiency and
flexibility. Construction business owners are fortunate to have access
to construction-specific cloud and mobile functionality in the latest
systems. According to a BDO Technology Outlook Survey, nearly 75
percent of chief financial officers (CFOs) named cloud computing as
having the most measurable impact on their business.

The newest cloud-based systems combine project and cost
management features with contracts, commitments, subcontracts,
compliance, retainage and other construction industry needs. The
way new technologies are obtained offer greater flexibility than ever
before, minimizing costly capital expenditure in favor of subscription
models where payment is spread over time and system capabilities are
adjusted as required.

Based in Bonita Springs, Florida, Curran Young Construction
Company is an example of a construction business that recognizes
the need to improve its technology for internal operations. According
to President Bruce Young, “Historically, technology and innovation
are lacking in the construction industry. It's one of the last major
industries that hasn’t applied efficiencies”
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Funding technology that is focused
on improving back-office operations &
providing in-depth, actionable insight
across the spectrum of your business
is not an easy task, butitis a to

no-brainer decision in today's industry.

Thankfully, with the recognition of the need for change and the
gusto to start doing so, owners like Young are writing a new history
for construction.

Young wants his business to be innovative by taking advantage
of new sector capabilities, such as cloud ERP software, created
specifically for the construction industry. Young decided to partner
with Alliance Solutions Group and Acumatica Construction Edition
to help Curran Young Construction Company to innovate and create
efficiencies to stand out in the construction market. “In the past, many
people successfully worked on
grit alone, but it now requires the
right technology;” said Young. The
most critical considerations when
evaluating new technology are
determining if it integrates and
“talks” with other software in the
company and whether or not its
reporting tools can be customized
distribute information
throughout different levels of
the organization. “It needs to be
intuitive,” Young said.

“We aren’t accountants, so we
need to navigate and understand our accounting software. It shouldn’t
take six clicks to get things done, but rather, everything should be at
your fingertips. Flow and accessibility are essential” These sentiments
should resonate with other construction business owners who are
too busy keeping an eye on customer needs, and an array of other
requirements, to deal with software packages that don’t provide proper
ease of use.

Capabilities like building information modeling (BIM), virtual
reality (VR), thermal imaging, 3D printing, engineered living materials,
remote surveillance and drones are technologies that also contribute
much to the construction industry. When it comes to technology
spending, construction business owners have a vast array of options,
across many sectors, including those addressing internal operations.

Cloud-based systems for internal operations should be approached
and revered as fundamental to the soundness of a business in the
same way that a foundation is to the integrity of a building. While
technologies like augmented reality certainly come with more frills
and thrills than internal-systems technologies do, they are no more
integral to your business’s success—an important thing to keep in
mind as a contractor considering how to allocate finite resources

within an industry of infinite possibilities. CBO

Ray Rebello, PE, is director of product marketing at Acumatica,
a rapid-growth cloud enterprise resource planning (ERP)
company based in Seattle, Washington. Visit acumatica.com.
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* SOFTWARE & TECHNOLOGY

Accelerating Adoption in 2019

3 areas of construction tech launching the industry forward

By Pete Schermerhorn

fter decades of lagging technical adoption, the construction

industry is working hard to forge a new digital identity. Over

the last 2 years, a combination of internal and external forces
has driven contractors to experiment with and embrace technology
like never before, including increased demand spurred by a growing
population and skilled labor shortage. Following this period of
examination, the coming year will see contractors focusing on the most
effective ways to implement technology and leverage data analytics
across their organizations.

A TRANSFORMING INDUSTRY

The journey to digitization is not without challenges. This year, as
technology adoption and innovation in the industry moved from a
few early adopters to the growing majority, it became clear that not all
tech strategies and solutions are created equal. It also became apparent
that technological transformation isn't only about the products, but
the people and processes as well. When new data sets or tools are

implemented, organizational change must follow.
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While some technologies solely streamline or digitize existing
processes, internet-of-things (IoT)-based technologies create entirely
new processes and data sets. The question for construction companies
then becomes how to best prepare for and manage change while
ensuring that new tech solutions deliver results and create real value
for their organizations.

Over the last year, construction business owners and solutions
providers have begun to wrestle with finding the right answer to this
question. The valuable lessons learned provide a roadmap for the next
12 months. As a result, in 2019 construction business owners can

expect to see an increased focus in the following areas.

1. INTERNAL PROCESSES & INFRASTRUCTURE

Record investment in construction technology companies over the
last 7 years has given rise to an emerging construction technology
ecosystem comprised of wearable devices, sensors and drones. These
devices collect and transmit real-time location, activity and utilization

data from workers, equipment, tools and the environment.



The industry’s ability to leverage this new groundswell of IoT data
continues to evolve. Business owners are beginning to realize the
strategic value that data and technology have to offer organizations.
However, in 2019, the most successful contractors will be the ones
who tie technology adoption, implementation and action to defined
business problems, allowing for faster arrival at a solution.

Previously, contractors might have used internal technology (IT)
and/or innovation budgets to test the latest tech solutions on the
market, all in hopes of developing a specific use-case and achieving
great return on investment (ROI) along the way.

In 2019, contractors are expected to take a more integrated, strategic
approach to technology investments. This focus will become even more
important as more solutions hit the market and employees in both the
field and the office grow weary and frustrated with a revolving door of
promising solutions that do not deliver.

As the market matures, so too do processes and procedures, and what
worked in the early days may no longer suffice. Different stakeholders,
including solutions providers and industry partners, will work even
closer together to identify challenges and develop concrete use-cases as
they better consider how solutions will be implemented and how data
will be stored, analyzed and acted upon.

For example, consider a construction company that wants to reduce
the time it takes to report an injury or incident on-site. Employees from
the risk management, operations and technology departments can
work together to define what a successful solution would look like. By
assessing a variety of solutions in the market, they can outline different
use-cases, ensuring that there is enough value to justify the investment.
And by trying the solution on-site and in the office, the organization
is able to compare multiple data flows and reports, refining internal
processes in a way that best interprets and acts on the information.

Additionally, by working with the solutions provider and bringing in
other key project participants, such as the owner and insurance carrier,
the contractor is able to test the limits of the solution and develop an
actionable, scalable solution that evolves along with the business. This

process is replicable across project sites.

2. INTEGRATED PLATFORMS & EXPERIENCES

In 2019, technical partnerships and integrations are expected to
become more meaningful and actionable. Over the last year, a solution’s
ability to integrate with existing solutions or third-party applications
transitioned from being nice to have to nonnegotiable. Companies
will continue to invest in increasingly sophisticated application-
programming interfaces (APIs), allowing different applications to
“speak” by sending and receiving data across systems.

This focus on quality over quantity will continue with the
maturation and expansion of the construction technology ecosystem.
As contractors become more familiar with the IoT marketplace, a
solution’ ability to integrate and leverage data from different hardware
or software will be a central concern. To achieve this, technical

integrations and partnerships need to step out of the conference room
and into the real world.

In the coming year, the industry will see more initiatives like Oracle’s
Construction and Engineering Innovation Lab, which debuted in late
August and enables contractors to experience both the power of IoT
dataand technology, as well as the interaction between various solutions
and tools within a simulated worksite environment. Initiatives like
this help participants evolve their own products while also enabling
them to consider how that evolution will affect existing partners and

integrations.

3. IMPROVED MANAGEMENT & DECISION-MAKING
In construction, like any industry, decisions often come down to time,
money and scope. When evaluating jobsite technology, business owners
often find themselves asking when they might see the return on their
investments. The trouble with this question, however, is that it often
forces contractors into a holding pattern, reluctant to change processes
or invest in emerging technologies that will surely pay dividends
in the long run. By focusing on recovering just 5 to 10 minutes per
day, contractors can begin to unlock efficiencies and increase their
bottom lines.

Next year, IoT technology will see continued growth on the jobsite,
changing the project management mindset from one of monitoring
results to making things happen across safety, lean, quality and other
organizational initiatives. Instead of taking a more reactive, after-the-
fact approach to safety, project leaders and teams will use real-time
notifications and feedback for a proactive approach. For example, with
a business problem and corresponding solution already identified, as
well as the proper procedures in place to respond to the data, safety
leaders can go straight to the location of an incident and ensure that the
appropriate medical attention is received or that a hazard is controlled

to minimize exposure to others.

As the industry enters a new phase of digitization and focuses on the
strategic application of technology and data to solve business problems,
gaining the greatest value from innovation requires construction firms
to put the right processes and partnerships in place and implement
daily process improvements. Realizing the potential of tomorrow
requires practicing today, and by focusing on daily decision-making
and site management, contractors and business owners can create value

that drives further adoption of technology in the coming years. CBEO

Pete Schermerhorn is president and chief executive officer (CEO) of Triax
Technologies, a company that develops and delivers IoT solutions
for the construction industry, providing real-time jobsite
visibility into workers, equipment and safety on-site. Triax
solutions offer increased operational efficiency, faster response

to injuries and overall improved project management. Contact
Schermerhorn at pete@triaxtec.com. Visit triaxtec.com. ‘
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"EQUIPMENT MATTERS

All About the Bucket

Finding the right fit to improve productivity & profitability

BY JASON BOERGER

uckets are one of the most com-
monly used attachments for
compact equipment, specifically
compact track loaders and skid-steer load-
ers. And while a bucket may seem like a
one-size-fits-all attachment, there are many
types to choose from, depending on your
application. Working with the right bucket
not only goes a long way toward meet-
ing your daily production goals, but also
eases the frustrations of your operators.
With the right loader bucket, your opera-
tors and field teams can increase project
productivity and reduce operating costs.
To improve the way your business works
and, in turn, improve your bottom line, look
for a bucket that meets your organization's
needs in the following areas.

WEIGHT & CAPACITY

Prior to performing tasks like loading, car-
rying and stockpiling, determine the bucket
weight and capacity. Calculate the average
density of the material to be moved and
compare that to the tipping load and lifting
capacity of the loader to ensure the mate-
rial can be moved safely.

If you are working with different types
of materials, identify the heaviest material
the bucket will handle. Pushing a machine
beyond these limits can accelerate wear,
affect machine durability and significantly
lower your return on investment.

MATERIAL NEEDS
Bucket choices for compact track loaders

and skid-steer loaders are numerous, so

it's important that you understand the dif-

ferences to choose a style that best meets

your needs. Consider the following:

= Dirt buckets—A popular choice for
bulk applications, traditional dirt buck-
ets are rugged and durable, making
them a good choice for digging, as
well as moving dirt and rocks.

= General-purpose buckets—For
maximum filling and material reten-
tion, the most common bucket design
is general-purpose, which is ideal
for light-duty grading and leveling
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applications, as well as day-to-day
material handling. They offer good
breakout force, especially when work-
ing on general aggregates in construc-
tion and municipal applications.
Heavy-duty and severe-duty buckets—
For more abrasive applications, consid-
er pairing your loader with a heavy-duty
or severe-duty bucket. Typically, they
are designed for heavy-duty grading
and leveling, as well as moving higher-
density materials in construction and
industrial applications.

Light material buckets—TIf you are
looking to move larger loads

with smaller densities, a snow or



light-material bucket may be an
economical solution for you. Light
material buckets offer higher capacities
than general-purpose buckets, making
them ideal for lifting mulch and similarly
weighted materials—primarily snow.
Low-profile buckets—A low-profile
bucket is a popular choice in leveling
and grading applications for its longer
lip and lower back, which provide
exceptional visibility of the cutting edge
while performing work in tight spaces
on the jobsite.

Rock buckets—Gireat for handling
sediment and debris in construction
applications, the rock bucket features
tines, helping to easily separate
materials while the soil sifts through.
Specialty buckets—If your jobsite calls
for a different bucket style and design,
look at specialty buckets. Many
compact equipment manufacturers

make a variety of unique buckets,
including rock and combination
(four-in-one).

GROUND-ENGAGING TOOLS

Cutting through material is often easier with
ground-engaging tools. Many manufactur-
ers offer a vast number of interchangeable
bolt-on teeth options for specific buckets.
For example, weld-on teeth are offered for
heavy-duty buckets, such as rock buckets,
to reduce wear. Additionally, replaceable
cutting edges and extra guarding can be
added to buckets, protecting the equip-
ment and promoting overall productivity.

ATTACHMENT OPTIONS

There are times when more than one
bucket is necessary for your application.
On most manufacturers’ machines, an
attachment quick-change mechanism is
standard, allowing for the easy change of

DO YOU KNOW DAILY IF
PROJECT PERFORMANCE

IS ON TARGET?

YOU

WILL.

Keep jobs on time and on budget. With B2W Track, you can capture
performance data daily, analyze it immediately and empower your
teams to make faster, data-driven adjustments in the field.

You Do the Work. We Make It Flow.
b2wsoftware.com/CBO-Track
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buckets. While these systems can save you
time, construction business owners should
consider adding a powered quick-attach
mechanism to their loaders as well. These
mechanisms provide extra efficiency by
allowing the rapid change of buckets and
other non-hydraulic attachments from the
comfort and security of a cab.

With the right loader bucket, your operators
and field teams can increase productivity
and reduce operating costs. Before select-
ing a bucket, consider the weight/capacity,
application(s), accessories and couplers
that can be used in tandem with ease. CBO

Jason Boerger is a marketing
manager for Bobcat Company,
where he has spent 5 years.
During his time at Bobcat,

he has held positions in the
product training and marketing
departments. Visit bobcat.com.

s2uw
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"EQUIPMENT UPDATE

Dissecting the Differences

5 questions for finding the scissor lift that best suits your company’s needs

BY RAFAEL NUNEZ

hen it comes to scissor lifts,
there are several factors to
consider before you can

decide which machine is best for your
particular application. What's your budget?
At what height do you need to work? Will
you be working inside, outside or both?
Will you have access to a power source for
charging the machine? How much weight
will you need to lift? What features are
must-haves? The list of considerations can
be virtually endless.

However, there are a handful of questions
you should be certain to ask when purchas-
ing or renting a scissor lift. Your answers to
these questions will help guide you toward
the right unit for the job, in terms of general
specifications.

But, as with all equipment, additional fea-
tures beyond height and weight differenti-
ate one machine from another. So, while all
scissor lifts may look similar, they are not
the same.

Many scissor-lift models allow operators
to complete one specific task, but how effi-
ciently and safely that task is accomplished,
as well as the serviceability and durability of
the machine, are impacted by the model.

Add to that the advanced technologies
built into the machine, and you'll quickly
find there are several differentiating fac-
tors among various brands that can impact
your return on investment (ROI). As such,

it is imperative that you do the necessary

research and choose wisely.

1. WHAT TYPE OF DRIVE SYSTEM
DOES THE MACHINE USE?
There are typically two drive systems used
in powered lifts: hydraulic and electric.
Hydraulic drive systems take electrical
energy from the batteries and convert it to
hydraulic flow. While hydraulic machines
typically cost less to purchase or rent, they
can be less efficient and, in turn, more
expensive to operate compared to electric
drive machines.

Electric drive systems have batter-
ies directly linked to motors on the drive

46 I CONSTRUCTION BUSINESS OWNER DECEMBER 2018

wheels, making them more efficient overall.
These systems require less hydraulic oil,
which helps to reduce issues with oil vis-
cosity, and renders them better suited for
colder environments.

Further, electric drive lifts significantly
reduce the number of leak points because
they require less hoses, fittings, manifolds
and other components that are critical to
their hydraulic counterparts. Electric drive
systems also boast increased battery life
and require fewer replacement parts.

2. HOW IS THE POWER
OUTPUT MANAGED?
Replacing batteries on a scissor lift can be



expensive, making it critical to have battery-management software
that allows the lift to consistently operate at peak performance.
While contractors often try to maximize the run time of a lift, doing
so may sacrifice the long-term durability and reliability of the
machine’s batteries.

For example, when the battery starts to drain during a shift,
the output voltage also begins to drop. The battery logic helps
determine how low the voltage can drop. However, the lower the
voltage drops, the more the long-term durability of the battery is
compromised.

Power management is a critical ROI consideration, and equip-
ment owners should consider working with manufacturers that
offer solutions for optimizing work times and cycles while protect-
ing the long-term battery life.

3. WHAT EQUIPMENT PROTECTION

PROGRAMS ARE AVAILABLE?

Pothole-protection systems lower the ground clearance of an
elevated lift to reduce the risk of an accident if the machine hits
a pothole. Some equipment manufacturers pin the system to the
machine'’s service doors, which can cause it to move in and out of
alignment. Mounting the system to a stationary component, like a
chassis, helps prevent alignment issues, resulting in less service
and more uptime.

Additionally, many manufacturers rely on duplicate components
(limit switches, plungers, etc.), which can increase the risk of
system failure. Manufacturers that use one limit switch and one
plunger help reduce the number of components needed to safely
activate the system.

It's also important to consider what the system’s limit switches
can handle. Systems with lower tolerance can move the protec-
tion mechanism out of position, causing the equipment to have to
be serviced.

Machines designed for high tolerance will help keep operators
on the jobsite and increase productivity. These small differences in
pothole protection design make a big impact on uptime.

4. WHAT TECHNOLOGIES OR INNOVATIONS

COME STANDARD WITH PURCHASE?

As technology has progressed, some manufacturers have pursued
solid-state electronics. A decade ago, when a machine experi-
enced an issue, diagnostics were done through the swapping
of relays and fuses until the machine's fault code disappeared.
Today, improved technologies, like solid state electronics, provide
multiple benefits to both end users and fleet managers.

From an end-user perspective, solid-state electronics provide
operators the ability to get fault codes so that they can quickly
determine the issue with a machine. This allows operators and end
users to better communicate with their service team or servicing

IT’S ALL ABOUT
OUR CLIENTS

4

The Original Florida Equipment Auction

4

KISSIMMEE, FLORIDA
FEBRUARY 12TH — 16TH, 2019

Access a global audience like no other, consign today:
yoderandfrey.com/florida1l9 | +1 407.396.6060

Boder fre3
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company to begin troubleshooting and diagnosing the problem.
The next generation of technicians is anticipated to be more
comfortable connecting to the machine’s controller area network
(CAN) bus system through a service diagnostic tool, which is
essentially connecting to the “brains” of the machine.

The service diagnostic tool can be used to monitor the
machine's critical components. In many cases, the machine will
point a technician directly to the component or part that is expe-
riencing the issue.

5. WHAT TYPE OF LOAD-SENSING

SYSTEM DOES THE MACHINE USE?

There are two types of load-sensing systems (LSSs): force-based
and pressure-based. A force-based LLS acts like a bathroom
scale by providing a reading that calculates how much the pin has
been compressed, showing how much weight is on the scissor
lift. It provides an accurate measurement that does not need to
be calibrated.

A pressure-based LSS measures pressure on the barrel side
of the lift cylinder and translates that pressure reading into weight.
While it costs less than force-based, pressure-based can pose a
challenge in colder weather. Since hydraulic oil moves slower in
colder temperatures, it is harder for the piston to push the oil out
of the lift cylinder’s rod-side to elevate the scissor.

This increases the pressure in the barrel, making the machine
work under the assumption that it's trying to elevate a large amount
of weight, when really, the sensor is giving a false reading because
the oil is so viscous.

To avoid this, some manufacturers have adopted a dual-
pressure sensor LSS, which places an additional sensor on the
rod side to calculate the differential between the barrel-side and
rod-side pressure. This reduces low-temperature error readings.

As you continue your journey to select the right scissor lift for your
business, consider the process behind the design of the brand
and model you are choosing. While scissor lifts appear similar,
they are far from the same.

Key technologies and features that drive tangible jobsite
benefits can make a big difference to your total cost of owner-
ship and the experiences of the operator, fleet manager and
technician. CBO

Rafael Nuriez is the product manager of scissor lifts for the Americas at
JLG Industries, where he develops and executes scissor strategy,
gathering customer insights and launching solutions that meet
and exceed the needs of JLG customers. Prior to joining JLG, he
worked with various equipment manufacturers in marketing,
product training and product management. Nuiiez holds a
bachelor’s degree in business economics from the University of ‘ S
Arizona. Visit jlg.com.
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JOBSITE SAFETY

The True Power of Telematics

Using data to safeguard the productivity & health of your workers & equipment

BY FRANK SCHNEIDER

ccording to Occupational Safety

and Health Administration (OSHA)

statistics, 21 percent of all worker
fatalities in 2016 took place in the con-
struction industry—a statistic that must
be improved. However, improving safety
records has more than the obvious benefits
to human safety. Your company’s safety
record is also a concern when applying
for new contracts. Clients prefer to work
with construction companies that have a
safety plan in place and maintain a good
safety record. With this in mind, it's wise to
include assets and equipment in your safety
plan, and investing in telematics is a calcu-
lable way to do so. When your company'’s
equipment assets are active on the jobsite,
telematics data can help you monitor and
react to potentially unsafe situations.

GAIN EQUIPMENT VISIBILITY
Heavy equipment tracking is a primary
benefit of implementing telematics. The
telematics solution dashboard can include
moving assets, as well as stationary equip-
ment, helping you manage proper utilization.
Consider a situation where a light tower
is placed, either remotely or in a highly vis-
ible location, to keep the jobsite well lit. You
can set alerts for specified hours of opera-
tion to ensure the light tower operates at
the necessary time and does not go out at
the wrong time, leaving workers in the dark.

=00 e
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For theft protection, the notifications also

let you know if the piece of equipment is
moved or if the engine is turned on when
it shouldn’t be. Monitoring equipment loca-
tion helps manage traffic on a busy jobsite
as well by allowing visibility into congested
areas and equipment pieces that are oper-
ating too close to one another. When you
have an immediate view of these situations,
you can respond and communicate with
the project manager, foreman and equip-
ment operators instantly, potentially pre-
venting an accident altogether.

CREATE BOUNDARIES & ALERTS
Asset telematics can do more than report
the current location of an asset. Setting
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up virtual boundaries or geofences allows
for immediate identification of equipment
moving into or out of an approved loca-
tion through alerts that notify you when an
asset enters or exits one of these zones.
Controlling heavy-traffic areas on the job-
site in this manner offers several benefits.

First, you can set up a boundary around
heavy pedestrian areas to send an alert
when equipment moves into that space.
Similarly, certain areas of the construction
site may be unsafe for some equipment to
operate in due to weight or stability issues.

Notifications could prevent an asset
from getting stuck or turning over in unsafe
working conditions, such as wetlands or
open roadways.



IMPROVE OPERATOR BEHAVIOR
Improving jobsite safety requires ensuring
that operators are trained on their equip-
ment and encouraging the proper utiliza-
tion of equipment. The information telemat-
ics solutions gather can tell your team a lot
about how your equipment is being oper-
ated, guiding your training initiatives.

For example: Is the operator resorting
to abrupt hydraulic usage or equipment
movements? Is there excess idling or igni-
tion turning? You can review and discuss
these incidents and habits during regular
safety training and upon occurrence. Some
companies create incentive programs to
reward the operator and/or team that has
the best safety record or achieves a speci-
fied number of days without an accident.

What if an accident occurs despite
all your best efforts to prevent one? The
record of equipment location, movement,
use and maintenance alerts can help you

Improve Your Business’s

IT EFFICIENCY

Trust the professionals at Winning ’
Technologies to help guide you with the ‘.
selection, implementation and management

of your business's technology.

We make sure that your IT investment

returns better results.

TECHNOLOGIES

conclude where safety guidelines were
not followed or where processes could be
improved. The data may also assist with
clarifying who or what is at fault.

MAINTAIN EQUIPMENT

Properly maintained equipment is safer
to operate and less likely to break down.
Equipment malfunctions in the field present
a safety concern, as damaged assets could
injure the operator or other crew members.
Even breakdowns on pieces of equipment
with no known safety issues slow down
project productivity.

A primary function of any telematics
system is to log equipment-utilization data.
Construction managers can use engine
hour data to proactively schedule routine
maintenance, keeping a project on track by
allowing you to move equipment around or
to change the punch list accordingly. Timely
information like fuel, hydraulics, oil pressure

—

and temperature levels can help to identify
equipment that is in danger of malfunction-
ing and should be inspected or repaired.
A telematics solution also provides infor-
mation on active diagnostic trouble codes
(DTCs) so that you can quickly repair the
issue as needed.

The data provided by your telematics solu-
tion is a valuable part of any safety plan.
An accident is bound to happen at some
point, but you can take steps to minimize
its severity. Having solid safety practices in
place, paired with the technology to carry
them out effectively, means you will be pre-
pared when one inevitably arises. CBO

Frank Schneider is product
management director for software as
a solution (Saa$S) at CalAmp. Contact
Schneider at fschneider@calamp.
com. Visit calamp.com.

'S

INC.

WANT BETTER ROI? call 877-379-8279 or visit WinninglTech.com
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New Products

to Watch

Selected by the editors of
Construction Business Owner,
these new-to-the-market
products are just a few of our
favarites recently released to the
canstruction community. Stay
tuned in every issue to find out
what you need to know about the
latest gear, solutions &
industry-leading innovations.

RANGER DESIGN »

Max Step

Released: 9/10/18

Availability: U.S. & Canadian markets

What’s new? Easy access to van cargo space
and roof rack reduces operator strain when stepping
into high vehicles

Specs: Anti-slip tread for a rugged grip and reflective

tape across each step for maximum visibility; manufactured to
Technical Inspection Association (TUV] standards with a 300-pound
weight capacity; protected by anti-corrosive finish to guard against
weathering; made for the Transit, Sprinter and ProMaster

Circle 210 on card.
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CPS 1800.0

A
CHICAGO PNEUMATIC POWER TECHNIQUE

CPS 1800 JD8 T4F Portable Compressor

Released: 9/27/18

Availability: U.S., Canadian & European markets

What’s new? FuelExpert technology reduces fuel consumption up to 10 percent at
75-percent load and can operate over 8 hours at full load

Specs: Liquid-cooled, 6-cylinder, turbocharged John Deere 525-horsepower engine with
starting capacity at 14 degrees Fahrenheit; 24-gallon fuel tank; heavy-duty, tandem dual
axle with 17.5-inch tires; spillage free containment frame; galvannealed steel canopy that
is sound attenuated
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MADE WITH ANTI-SLIP TREAD PLATES,
THE MAX STEP IS BUILT TO PROVIDE
A RUGGED GRIP IN ANY CLIMATE.

CASE CONSTRUCTION EQUIPMENT

Tv450 Comact Track Loader

Released: 10/18/18

Availabhility: U.S. & Canadian markets

What'’s new? The company’s largest compact track loader frame to
date with 90 horsepower

Specs: 10,610-pound, vertical-lift machine with a rated operating
capacity of 4,500 pounds at 50-percent tipping load; 9,188 pounds
of breakout force; optional high flow of 3,450 pounds of pressure per
square inch [psi) at 39.5 gallons per minute (gpm); enhanced, high-
flow (4,000 psi at 35 gpm] hydraulics for high-power attachments
Circle 211 on card.



HILTI

TE 6-A22 Cordless Rotary Hammer Drill

Released: 9/18/18

Availability: U.S. & Canadian markets

What'’s new? Mare work per charge with the B22/5.2 CPC Li-lon industrial-class or
compact-class battery; designed for weight savings, especially when working overhead
Specs: Chiseling feature for light-duty corrective chipping; TE DRS 6-A T1 dust removal
system (DRS] for dust contral when drilling into concrete; Hilti’s 20/2/1 year warranty—
20 years of repair or replacement of defective parts, 2 years of no-caost repair (including
wear and tear), guaranteed 1-day turnaround on repairs
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EPIROC

CC 2300 & CC 3100 Combi Cutter
Hydraulic Attachments

Released: 9/25/18

Availability: U.S. market

What'’s new? Robust, multipurpose attachments
offering low-noise, low-vibration operation and
suitahility for practically any primary demolition work

Specs: Available with two jaw versions (universal and A
steel-cutting) and designed for carriers in the 20-to DITCH WITCH
30-t d 25-to 40-t ti I . . .
Cimlgli; on cafd on operating classes HDD Virtual Reality Simulator
’ Released: 10/1/18

Availability: All global markets

What'’s new? Prepares operators for safe underground

construction through cutting-edge training technology

Specs: Replicates what operators see and feel, using the same
joysticks used on Ditch Witch drills, portable operator station, dongle,
lead motion detector and virtual-reality goggles
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v DRAGON SCREED
S-22
Released: 6/14/18
Availability: U.S., Canadian & Mexican markets
What’s new? Innovative design allows crews to screed concrete and
level subgrade with 50 percent less labor than traditional methods
Specs: Quickly customizahle for any flatwork project; can be configured from
10- to 24-feet wide; operable from both sides and front of machine
Circle 215 on card.
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POWR2 HYUNDAI CONSTRUCTION EQUIPMENT AMERICAS
Hybrid Energy Solutions [HES) HX220L Excavator

Released: 10/23/18 Released: 4/1/18

Availability: North American market Availability: U.S. & Canadian markets

What’s new? Portable power supply that integrates with diesel generators to What’s new? All-around view monitoring (AAVM] video camera system provides
cut maintenance and fuel costs, improve efficiency and reduce emissions 360-degree field of vision; nine views, including industry-exclusive 3D bird’s-
Specs: Six possible HES models with outputs from 3.7 kilo-volt-ampere (kVA) eye view and 20/4-channel view; intelligent moving object detection (IMOD]

to 60 kVA; storage ranges from 7.5-kilowatt hours (kWh] to 120 kWh; silent Specs: Tier 4 Final-certified Cummins QSBB.7 engine, delivering 173 net

power that is ideal for noise-sensitive applications; reduces CO2 emissions by horsepower (129 kilowatts] at 1,950 revolutions per minute (rpm); operating
up to 80 percent weight of 51,500 pounds (23,360 kilograms); standard bucket size of 1.2 cubic

Circle 216 on card. yards [0.92 cubic meters); International Organization for Standardization (IS0]
bucket breakout force of 37,100 pounds (16,830 kilogram-force)
Circle 217 on card.
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theHuddle

nstruction news in 4

Cut & Mulch brush & Small Trees in One Operation!
Built to Heavy Construction/Forestry Standards for
Long Tool Life and Heavy Duty Use!

g =~ Can be quickly converted
from brush cutting to other
functions & attachments.

» Low, Low Maintenance & Even Lower Downtime — 95%-98% Ultilization

+ Designed & Manufactured by a Clearing Contractor: Operating a Fleet of Units

» Environmentally Friendly with an Extra Light Footprint

« Perfect for: Right of Way Maintenance (R.O.W.), Department of Transportation
(D.0.T.), Road Maintenance, Land Clearing, Railroads & Forest Management

John C. Brown & Sons
14 B & B Lane, Weare, NH 03104

Toll Free: 888-227-6686
www.brownbronto.com ¢ carter@brownbronto.com

Find out what you missed this week!
theHuddle is a weekly newsletter that gives you a quick take on what's
happening across the industry. theHuddle covers everything from

cool projects you should know more about to what's next for the economy.

) ) subscribe today at
constructionbusinessowner.com/subscribe
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NEED BUSINESS HELP?

Want to:
* Grow with higher margins?
* Build a management team?
* Make more money?
* Join a Mastermind BIZGROUP
« Implement the
BIZ-BUILDER BLUEPRINT

George Hedley, Hardhat Bizcoach,
Is Available to Be Your Bizcoach

George Hedley CPBC was named
2017 Business Coach Of The Year
by the Professional Business Coaches Alliance
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Estimate Accurately.

WIN MORE BIDS.

Powerful Earthwork
Takeoff & Construction
Estimating Software

InSite+SiteWork
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www.InsiteSoftware.com
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Georoe HepLey's New Book Is
Now AvaiLapLe!

Get Your
Construction
Business To
Always Make A
Profit!

Proven strategies, systems,
steps & templates to implement
your winning:

+  5-year BIZ-Plan with targets & goals

. Financial, mark-up, margin & profit plan
. Management team & people program

*  Field & project management systems

»  Structure & organizational chart

+  Estimating, marketing & sales systems
+  Scorecard tracking system

AMAZON.COM

or hardhatbizschool.com/bookstore
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Annual Value of Construction Put in Place

September 2016/2017/2018 Annual Rate Comparison

This chart compares the two previous years’ total value of construction put in place to an
annual forecast based on September 2018 figures. (Millions of dollars. Totals may not
add up perfectly due to rounding.)

2016* 2017+ Sep 18

Total Private Construction 914,271 962,008 |1,020,358
Residential 470,108 525,404 556,424
Nonresidential 444,162 432,604 463,934
Total Public Construction 281,370 278,435 309,094
Residential 6,265 6,622 5,897
Nonresidential 275,105 271,813 303,197
TOTAL Construction 1,195,640 ' 1,240,443 1,329,452

*Seasonally Adjusted Annual Rates. Source: U.S. Census Bureau

**Notice: With the May 2018 release, unadjusted data will be revised back to January 2016 and seasonally
adjusted data will be revised back to January 2011. With each May release, seasonally adjusted data will now
be revised for an additional 5 years beyond the revision period for unadjusted data. Research has shown that
this revision span should produce more reliable seasonally adjusted time series.

$1,329,452

SEPTEMBER 2018 TOTAL ANNUAL VALUE OF
CONSTRUCTION PUT IN PLACE

AIA Architectural Billings Index (ABI)

Similar to the strong
conditions we’ve seen
nationally, architecture
firms located in the
Midwest and Southern
regions of the country
continued to report

very strong billings in
September,” said AIA
Chief Economist Kermit
Baker, Hon. AIA, Ph.D.
‘“However, billings were
soft at firms located

in the Northeast again,
where they have declined
or been flat for the entire
year so far.”

National *Regional - Billings *Sectors - Billings
Multifamily Commercial/

Month Billings Inquiries Northeast ~ Midwest ~ South Residential Industrial Institutional Mixed
Apr-18 52.0 56.7 50.3 49.6 51.8 | bb.1 50.7 52.7 52.0 50.6
May-18 52.8 59.3 50.6 502 | 560 | 519 52.1 53.6 54.3 479
Jun-18 51.3 56.0 50.2 49.8 574 | 469 54.6 534 51.6 49.3
Jul-18 50.7 60.5 48.0 493 | 5b2 | 496 54.6 50.1 51.1 482
Aug-18 54.2 58.0 46.9 52.5 570 | 54.2 5b.6 53.6 52.3 51.7
Sep-18 51.1 58.8 46.6 597 | 541 | b3.1 54.9 50.8 55.1 53.4

For more information on the index or to subscribe to the complete historical data going back to 1995 for your internal analysis, please contact economics@aia.org. The ABI presents monthly
construction billings data, using a base score of 50. A score of more than 50 indicates a growth from the previous month, and a score of less than 50 indicates a contraction from the previous
month. A score of 50 indicates no change. Source: The American Institute of Architects (AIA), Architecture Billings Index (ABI).

*Regional and Sectoral indexes are three-month moving averages, due to small sample size. All data is seasonally adjusted.
**Every January, the AIA research department updates the seasonal factors used to calculate the ABI, resulting in a revision of recent ABI values.
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Turn complex
into seamless.

Built from the ground up for people

who build things from the ground up.

No matter what your business needs—whether

in your office or in the field—Sage offers construction
software with roll-up-the-sleeves capabilities that
help you get the job done right.

www.sagecre.com/buildon
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The amount of first-year depreciation using

2018 BRINGS YOU A
REFORMED

SECTION 168

RAMTRUCKS.COM/COMMERCIAL

2]
g the post-tax reform version of section
5 168(k) can provide the taxpayer a 100%

bonus depreciation deduction. Consult your
professional to determine your tax benefits.

Consult the Internal Revenue Code, Income Tax Regulations, and a tax advisor to determine your actual tax benefit prior to any vehicle purchase. 1) Based on BIC Cargo Capacity, BIC Payload, and BIC fuel
efficiency. EPA est. 28 HWY MPG. 2.4L automatic 9-speed transmission. Actual results may vary. 2) Class is small Commercial van segment with standard engine. Ram is a registered trademark of FCA US LLC.
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