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Every company can
appreciate low turnover.
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As a company, you know you're doing something right when your people stay with you. At UPMC
Health Plan, we feel the same way. Which is why we're proud of the fact that almost all of our group
members stay with us year after year. Maybe it's because we offer a wide range of affordable plans
for every business. Maybe it's the access to the top-ranked care of UPMC. Maybe it's the MyHealth
programs and services that help employees be the healthiest they can be. Whatever the reason,
when your employees are satisfied, we're satisfied.

Call for a quote today at 1-888-383-UPMC.
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The Scalise Way. | /t's all about valued relationships.

From Construction
to Service and
Maintenance,
We’re Here for You.

With over 60 years of experience providing innovative Mechanical,
Electrical, and Fire Protection Services to commercial and institutional
clients, Scalise Industries is built for the long term, on enduring
qualities that serve our clients well:

e Financial Strength e Valued Relationships
e |nnovation e Staying Power
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Check out some of
our recent projects:

e PNC Bank Call Center

HVAC, Piping, Electrical
& Fire Protection

e Southwestern PA
World War Il Memorial
Electrical Work to
Provide Night lllumination

¢ Development Dimensions
International (DDI) World
Headquarters
HVAC, Piping & Electrical

What Can We
Do For You?

724.746.5400
www.scaliseindustries.com

EMCOR Services Scalise Industries 108 Commerce Blvd. Suite A Lawrence, PA 15055 —— E| COR SerVICeS
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Family owned, employee-centered

You can’t build a solid reputation without making sure that safety is built into every single
step. That’s why we’ve built a working culture that infuses safety into every working
moment. To see how our dedication to sustainable building, innovative technology,

quality construction and safety can bring your next project to life, visit pjdick.com

3 @PJDickinc | [ facebook.com/PJDickinc
A Drug Free Equal Opportunity Employer

construction.

You better believe we believe in safety.

PJ DICK
4 TRUMBULL
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he feature article in this month’s BreakingGround

is an example of what can happen if you let

your editorial sources tell the story you want

to publish. This particular story was slotted to

be the Best Practice column in the November/
December 2014 edition. About halfway through the research
and writing, however, the content was already 50 percent more
than the maximum for that type of piece. So instead of editing
aggressively, | decided to let the story play out.

Collaboration and integration are subjects that have become a
bit tired. | know we've been writing about them since our BIM
article in BreakingGround's first year, in 2007. As a concept,
the idea of key partners working together to make a project
go more efficiently is a no-brainer. In practice, however, it's
virtually been a non-starter. There are a number of practical
stumbling blocks to a truly integrated project delivery system —
all of which can be overcome without much effort — but the real
sticking point has been the industry’s lack of inter-party trust.

There now appears to be a real-life business case supporting
the concept of a fully collaborative delivery. You'll read about
a couple of project cases where there are measurable benefits
to all parties that participate in an approach that is integrated
technically, contractually and behaviorally. There's some actual
data to support savings. That should mean that the industry
is at or near a tipping point in its acceptance of integrated
project delivery.

Don't hold your breath on that.

Even one of the earliest adopters in this part of the world,
the Cleveland Clinic, still moderates on its commitment. The
Clinic's head of facilities, Ron Lawson, was the first owner |
heard articulate the benefits of full collaboration from design
through construction. His short summation of the outcome
- "It made construction fun again” - resonated through the
audience of people who heard the presentation of a $40
million project. Three years later, when another Cleveland
Clinic project was presented to a group of construction
professionals in Pittsburgh, the same hospital system espoused
the beauty of a collaborative delivery system, while at the same
time rationalizing why it pulled the additional profit incentives
off the table for the project. In short, the Clinic judged that it
could get the same benefits from a design/construction team
without offering the same reward.

When one of the early adopters starts tinkering with the
delivery method by trying to maximize its take at the expense
of its “stakeholders,” the case for collaboration weakens.

It seems very clear to me that we are entering a new market
phase for construction, especially within the Pittsburgh region.
The supply side of the construction equation has been offering
its services with a scarcity mentality since 2009 or so. | can't

Note

speak to the psychology of the business owners, but | can state
unequivocally that from the standpoint of the supply of skilled
labor and materials, there is about to be an actual scarcity.
Unlike the scarcity mentality, which is characterized by pricing
that you might expect on the last job ever to be built, true
scarcity brings the opposite kind of bidding. | believe owners
of construction projects will see a shift in response to bid
invitations as early as this coming year. If an industrial-driven
construction boom really does occur in the next few years,
construction will be a seller's market unlike we've experienced
in a generation or more.

This isn't meant to be a dire forecast for owners. But it is a
forecast of an environment where predictability and certainty
of outcome will be more important than squeezing a few more
dollars out of the bidders. Bargain hunters will find that no one
wants to build their projects.

Let's be blunt. A buyer’s market is one where owners benefit
from contractors and the supply chain beating each other up
to drive prices down. It's very attractive to an owner. So much
so that most forget that a buyer's market is also one in which
that same supply chain fights like the devil during construction
to get back the money that went out of the project during
bidding. That's much less attractive. That's the environment
Ron Lawson described as lacking fun. It's been the prevailing
environment for more than five years. And | believe it's about
to change.

If I'm right — by no means a certainty — the coming construction
climate will be ripe for a more collaborative approach. If
construction is going to cost more, wouldn't it be better to
know that as early as possible so you can revise the design
or your expectations? If contractors are going to be more
selective, wouldn't it be better to differentiate your project
as more attractive than others in the market? You can do that
by assuring a construction manager and a team of design-
assist trade contractors that a project will be theirs based on
their qualifications prior to the design. You'll also make your
architects and engineers happier, since they will spend less
time revising or defending their work.

The market is ultimately going to decide what a project
costs. All an owner can do is create a delivery method that
reveals that market reality. Both adversarial and collaborative
approaches will get to a result. One of those approaches yields
a "take it or leave” result, while the other offers opportunities
to change the result while decisions don’t cost money. If the
market takes off in the next year or so, owners may find “trust”
thrust upon them.

Jeff Burd
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REGIONAL
MARKET UPDATE

As anticipated, the fourth quarter of 2014 has created
more buzz and optimism about the coming year than at
any time since the recession of 2008-2009. What opti-
mism exists comes from two areas: the release or start
of construction on long-delayed projects and announce-
ments of projects that will actually have little material im-
pact on 2015. There was little increase in the bid market,
which is normally what portends an uptick in construction.

Contracting during October and November had already
exceeded the $550 million let during the full fourth quar-
ter of 2013. The estimate of fourth quarter contracting
by the Tall Timber Group is $740 million, a volume that
is higher than normal for metropolitan Pittsburgh and a
level that gave businesses a running start into 2015.

The strength of the market
remains the commercial real

Final word on the Monaca site is not expected to come
until after the first quarter of 2015 but Shell is not the only
cracker project in the hopper. In addition to the cracker
by Odebrecht in the Parkersburg WV area, there are re-
ports of a third facility being located in the region, per-
haps at the Allenport site in Washington County on the
Monongahela River.

The timing of the increased activity in the downstream
market for shale gas is interesting, coming at a point
when global oil producers are watching prices plunge
due to excess supply over demand. That surplus is largely
due to increased North American extraction, much of
which is from shale formations. In particular, the Saudi
Arabians seem intent on allowing prices to fall below the
cost of production for U. S. companies, taking advan-
tage of the low cost of Saudi oil. Recent reports from the
Energy Information Agency and producers suggest that
U. S. producers have taken strides to become more effi-
cient over the past year and that the cost of producing oil
in the U. S. has fallen well below $50 per barrel, perhaps
into the mid-$30s.

estate sector, with both con-
struction and future opportu-
nities strong in office, indus-
trial and apartment buildings.
Among the projects getting
underway in this segment of
the market were the 305,000
square foot FedEx Ground
distribution center in Jackson
Township, Butler County; the
150,000 square foot Zenith
Ridge 3 office building; the
first phase of Oxford's Three
Crossings, including 300 units
of apartments and a 53,000
square foot office to be an-
chored by contractor Rycon
Construction; the 389-unit
Skyvue Apartments, built at
the former Allegheny County
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Health Department site for
Ambling University Develop-
ment by Massaro Corporation; and of course, the first
site preparation package for the ethane cracker at the
Horsehead zinc plant in Monaca, a package being con-
structed by a joint venture of Mascaro and Trumbull En-
ergy Services.

It was the announcement of the latter project in early
November that seemed to unleash a flurry of project
announcements. Royal Dutch Shell's exercising the pur-
chase option for the cracker site had long been viewed
as a green light for the project, although Shell maintains
that it has not yet made a final commitment to proceed
with the plant.

Forecasts for 2015-2016 exclude work at the Shell cracker site
other than the enabling packages already under contract.

If true, this news should comfort those concerned that
falling oil prices will quell the good news from Pennsyl-
vania‘'s natural gas industry and limit the development
of the related industries. Chevron’s announcement of
the reorganization of its Appalachian business unit — and
subsequent deferral of its new headquarters campus in
Robinson Township — is an indication that at least one of
the multi-national producers was not as profitable in the
Marcellus play. Such reorganization is not unusual in the
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oil and gas business, which has historically adapted well
to changes in the pricing of the commodity. Given the po-
litical benefits of energy self-sufficiency, exploration and
extraction of natural gas will continue to expand, even if
the trend may not be constantly upward.

Concerns about the profitability of the gas industry didn't
seem to impact industrial interest in Western PA, which
increased immediately after word of Shell’s land acquisi-
tion was confirmed. Plastics manufacturers General Elec-
tric and Ensinger Plastics are in pursuit of sites for large
plants and developers in the airport corridor report that
interest in properties there has increased markedly in the
past two months.

The second major announcement that occurred in No-
vember was United States Steel’s decision to build a new
headquarters complex in the Lower Hill at the former
Civic Arena site. The news was viewed as a plus for the
city but there are some negatives for the Downtown of-
fice market that come with the project. First among these
is the fact that the new office lease will be some 35 per-
cent smaller than U. S. Steel’s current 420,000 square foot
space at 600 Grant Street. The net loss in size aside, the
smaller lease in what is a single occupant building means
that the steel maker has little plans to grow its presence
in the coming decade.

U. S. Steel’s exodus from 600 Grant Street will come a
year or so after PNC exits the building to occupy the new
Tower at PNC Plaza, leaving Pittsburgh’s largest multi-
tenant office building with as much as 500,000 square
feet vacant. With the headwinds facing the healthcare in-
dustry, it is unlikely UPMC will be in a position to absorb
space at the rate it has been, if at all. Moreover, with The
Gardens at Market Square and the Union Trust Building
looking for roughly 800,000 square feet of users, the up-
ward trend in rent growth in the Central Business District
(CBD) should start to level off in 2015 and 2016. With
more competition coming from the CBD fringe markets
in the Strip, North Shore and South Side Works, tenants
may regain some of the leverage that has shifted to land-
lords over the past few years.

Should these predictions come to pass, it will be more
difficult for new CBD construction but such conditions
would encourage the kind of upward mobility that has
been missing from Downtown during the recent tight
market for space. Additional inventory — especially of
blocks over 100,000 square feet — may not cheer up own-
ers but it will likely create a market for tenant improve-
ment projects.

Of course, a negative outlook for Downtown offices
discounts the possibility of expansion of the user base
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through attraction of business. As with all things real es-
tate, the potential for growing demand will depend upon
the growth of employment. The most recent data sug-
gests that job growth is occurring.

As the U. S. Bureau of Labor Statistics was reporting No-
vember’s surprising national job gains in early December,
Pennsylvania’s Department of Labor and Industry (L &
) reported on unemployment within the region, which
declined to five percent in metropolitan Pittsburgh. All
seven counties making up the metropolitan area had
unemployment below six percent. Unemployment in Al-
legheny and Butler counties was the lowest at 4.5 per-
cent, followed closely by Washington and Westmoreland
at 4.7 percent. The ranks of the unemployed shrank by
2,500 people in Pittsburgh, while those working swelled
by 5,300. L & | showed that 1,150 new jobs were created
on average each month in 2014.

None of these trends is spectacular in magnitude but
the data is persistently positive. The health of the global
economy is likely to be a drag on growth for Pittsburgh'’s
international companies, as will the continued uncertainty
about revenues and patient visits for hospitals in the wake
of the Affordable Care Act and the intense UPMC/High-
mark competition. At the same time, Pittsburgh’s infor-
mation technology sector continues to create jobs and

opportunities. The energy sector faces more challenges
than it did three years ago but there continues to be job
growth and capital investment, even setting aside the
enormous downstream potential. Manufacturing is the
other sector that is poised for growth as a result of the en-
ergy plays in Western PA, even though the recent jobs re-
port showed that sector losing jobs. On balance, the fac-
tors influencing employment — and therefore space needs
- suggest that gains of 10,000 to 20,000 jobs should be
expected in Pittsburgh during the coming years.

The construction forecast for that period will be a little
harder to gauge. The results for 2014 reflect some of the
strengths and weaknesses listed above. The final tally for
contracting is estimated to be $2.69 billion, an increase of
eight percent more than was earlier forecasted, although
a 5.7 percent decline from 2013. Residential construction
declined in 2014 compared to 2013 primarily because of
the unusual number of apartments built in 2013. Multi-
family construction in 2014 will total 2,785 units, down
about 850 units from 2013. The 2014 volume is still more
than 1,000 units higher than the historical annual norm,
however, and roughly 2.5 times the average number of
starts from 2008-2012. More than 3,000 apartment units
remain in the pipeline for construction in 2015, but with
lenders beginning to push back and vacancy rates edg-
ing up, it's unlikely that all of these will be started. Look

For more information on our
Commercial Construction,

or Metal Fabrication groups

Power & Industrial,
Service,

please visit our website:

Mechanical Contracting Services,

When it comes to

McKAMISH
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for more than 2,000 units but less than 2,500 units in the
multi-family category.

Single-family construction declined 7.5 percent in 2014,
with 1,859 units estimated in metropolitan Pittsburgh.
With home values rising by a double-digit rate, the num-
ber of new homes built was constrained by a limited lot
supply and borrowing conditions that are still more chal-
lenging for first-time buyers. There are few, if any, sig-
nificant changes expected in these limiting factors and,
therefore, little expectation for more than a modest in-
crease in single-family construction in 2015.

Non-residential construction fell below the volume antici-
pated for 2014, impacted negatively by the severe winter
weather in the first quarter and continued weakness in
sectors that have historically been leading categories.

A comparison of the major market segments (see Bench-
marks) shows that the strength of the commercial seg-
ments was offset by declines in healthcare and continued
weakness in public construction. Within the commercial
category, office construction declined compared to an
unusually strong market in 2013 for new construction

10 www.mbawpa.org

work on the petro-

chemical complex(s)
accelerate. Spending on hospital construction will remain
depressed, although activity at the AHN campuses will
be greater. The influx of users indicates that commercial
construction will see another year of growth, with more
new construction of large facilities expected. The cate-
gory with the most potential for surprise in 2015 is K-12
education, which has seen volumes fall by roughly half in
recent years.

The end of the PlanCon moratorium, which stretched
two years, invigorated a significant uptick in planning by
school districts. Pent up demand for growth and realign-
ment — which will be a greater driver of construction over
the next five years — should create a significant increase in
projects. Several programs in excess of $60 million — in-
cluding West Jefferson Hills and Chartiers Valley — are in
design and more school districts will be able to get major
renovation projects accomplished. Given that incoming
Governor Wolf campaigned aggressively on increasing
education spending, a mini-boom in school work is in
the offing. The length of the planning cycle suggests that
more projects will bid in 2016 than 2015, but activity in
the sector should be up by more than 20 percent in 2015.

Barring a dramatic change in fortune for the regional
economy or a global black swan event, the improving re-
gional outlook should finally appear in bricks and mortar
in 2015. If forecasts of the downstream industrial poten-
tial prove to be true, 2015 will be the breakout year of a
new construction cycle. @



NATIONAL
MARKET UPDATE

It has been a while since the strength of the economy
and the sentiment of the buying sector were so positively
aligned going into the holidays as they were in Novem-
ber 2014. By virtually any measure, the U. S. economy
demonstrated more activity and resilience than was ex-
pected coming into 2014.

During the difficult and uneven recovery from the reces-
sion and financial crisis of 2008-2009, there were few, if
any, quarters when the key economic drivers were com-
pletely positive. Job creation was erratic until mid-2013.
Consumer sentiment climbed steadily but consumer ac-
tivity was often disrupted by one confidence crisis or an-
other during the 2011-2013 periods. Lenders healed bal-
ance sheets and became anxious to make
loans by mid-late 2012, but federal regu-
lations blunted lending in 2013-2014. Af-
ter the spring of 2014, however, all seg-
ments began to boost the economy. With
low interest rates persisting, home values
climbing back to pre-recession levels and
a surprising 40 percent decline in the
price of oil and gasoline in the third quar-
ter, business and consumer confidence is
very high going into 2015.

November's Reuters/University of Michi-
gan Consumer Sentiment Survey regis-
tered 89 percent, the highest since late
2007. November was the fourth straight
month of significant increase after a ]
spring/summer of stagnant confidence
readings. Lower unemployment, rising
home prices and plunging prices for gas
all provided more room in the household
checkbooks, giving retailers optimism
heading into the holiday shopping pe-
riod. November's consumer retail spend-
ing rose a surprising 0.7 percent com-
pared to October and were 5.1 percent
higher than the year before. While the
Black Friday sales slumped 11 percent, on-line sales and
mid-December buying seem to be offsetting that decline.

:f!.‘nlt!lll

The updated estimate of third quarter growth in gross
domestic product (GDP) was announced on December
23 and the results underscore the widening divergence
between the health of the U. S. compared to the rest of
the world.

Earlier estimates of 3.5 percent GDP growth proved to be
too low. The Commerce Department raised the growth

Job creation was ervatic

until mid-2013. Consumer
sentiment climbed steadily but
consumer activity was often
disrupted by one confidence

cisis or another durving the
2011-2013 periods.

Thomson Reuters/University of Michigan

Consumer Sentiment Index
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The Reuters/University of Michigan Consumer Sentiment Survey found

consumers at their most upbeat prior to the holidays.

to five percent, as increases in business investment and
consumer spending proved to be larger than estimated
in October. On the heels of the 4.6 percent gain in the
second quarter, the U. S. economy is in its highest growth
spurt since the same time in 2003. Business investment
grew 7.7 percent in the third quarter rather than the 5.5
percent estimated in October and consumer spending
was up 3.2 percent. Domestic demand for U. S. products
grew by 3.5 percent during the third quarter.

Surprising December 10 reports on third quarter health
care services spending caused a variety of economists
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Monthly Job Creation 2012-2014
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Expansion of employment continued through the fall of 2014.

Another move subtle threat
for the global economy 1s the
growinyg dispavity between
the risk pevceptions of the

U. S. economy compared to
the emerging economies or
Eurozone.

to estimate that the final third quarter estimate of GDP
would jump as high as 4.6 percent.

Businesses have responded to the growth by adding to
payrolls. The December 5 report by the Bureau of Labor
Statistics regarding November's job creation survey was
a surprise, with 321,000 new non-farm jobs. The ear-
lier estimates for October were revised upward to show
243,000 jobs added that month. November was the high-
est number of new jobs since January 2012 and the tenth
consecutive month of at least 200,000 new jobs. Unem-
ployment remained at 5.8 percent, mainly because more
part-time workers joined the full-time workforce, increas-
ing the total workforce.

The strength of the labor report, especially the decline
in part-time employment, suggests that businesses have

12 www.mbawpa.org

sufficient confidence in the economy
to staff up permanently to meet growth
that has occurred. Coupled with a third
quarter increase in spending, the jobs
report gives more weight to forecasts
of expanded capital spending in 2015.

For all the upbeat data on the U. S.

economy, there remain several dark
clouds over the global economy that
could weaken earnings for U. S. corpo-
rations and slow the domestic growth
engine.
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The slowdown in China and the emerg-
ing economies has already made
an impact on manufacturing in the
U. S. Manufacturing output declined
throughout the fall into the fourth quar-
ter, dragged down by falling demand
in China. Growth in Chinese GDP is ex-
pected to be 7.4 percent in 2014 when
the dust settles, according to the World Bank. The fore-
cast for 2015 is for further slowing to 7.2 percent, with
East Asia’s GDP growth expected to be 5.3 percent ex-
clusive of China.

Slowing consumption in China has meant a pullback in
its industrial output and a slight decline in property val-
ues. The Chinese government has responded with a re-
duction in interest rates aimed at stimulating borrowing
and investment, but the fiscal stimulus may also hasten
problems at financial institutions lending in China’s real
estate market. Few experts in Chinese real estate see a
bubble creating a crisis similar to the U. S. mortgage cri-
sis in 2007-2008, but any significant slowdown in invest-
ment and construction would put significant pressure on
already falling commodity prices.

Another more subtle threat for the global economy is the
growing disparity between the risk perceptions of the
U. S. economy compared to the emerging economies
or Eurozone. Capital inflow to the developing world
has slowed since 2013. Slower growth or a recession
in Europe will escalate the shift in capital to the West,
further weakening the currencies of smaller economies
and increasing borrowing costs. That kind of weakened
position will increase the risk of loan defaults and put
pressure on the banks that are lending in the emerging
markets.

And in Europe, the world’s oldest economies continue
to struggle to recover from the financial crisis of 2008.
Germany would fall into recession with another decline
in GDP in the fourth quarter and ltaly is the leading can-
didate to reach the precipice of default on its debt in
2015. Another round of bailouts by the European Union
will weaken the Euro and there is no guarantee that
the stronger nations — especially Germany — will remain



committed to propping up those countries with
less will to solve sovereign fiscal problems.

Global political problems tend to be exacerbated
by weakening economic times. Regions that have
had a destabilizing effect on calm and prosperity —
the Middle East, Russia and Afghanistan — should
expect tougher economic conditions in 2015. Rus-
sia in particular is facing a difficult era with the pros-
pect of lower-than-needed oil prices in the offing.
Unlike in most other nations, lower oil prices results
in lower consumer spending in Russia, as well as
much steeper declines in government revenues. Ex-
perts in the Russian economy see $90/barrel oil as
the minimum price to keep recession at bay and to
balance the budget. Forecasts for oil's price in 2015
are well below that benchmark, however. Given the
nature of Vladimir Putin’s regime, economic difficul-
ties could well spark additional political moves like
the encroachment into the Ukraine. A panic in the
financial markets in 2015 could result in those kinds
of political crises, whether from Russia, ISIL, the Tal-
iban or from terrorist organizations.

These global problems present a risk for the U. S.
economy going forward but the consensus forecast
for construction in 2015 is bullish, perhaps because
it reflects the stronger recovery in 2014. Construc-
tion data at the end of 2014 showed expansion in
virtually all segments of the construction industry
save the heavy/highway sector. Construction econ-
omists see the upward trend continuing and broad-
ening in 2015.

The U.S. Census Bureau of the Department of Com-
merce announced December 2 that construction
spending during October 2014 was estimated at
a seasonally adjusted annual rate of $971 billion.
October’s volume was 1.1 percent higher than Sep-
tember and 3.3 percent higher than October 2013.
During the first 10 months of this year, construction
spending was 5.8 percent higher than the $800.6
billion spent during the same period in 2013.

Spending on private construction rose slightly in
October compared to September. At $692.4 bil-
lion, October’s volume of private construction was
four percent higher than October 2013. The non-
residential component of private spending grew
even faster year-over-year, with construction 6.4
percent higher than in October 2013. Public con-
struction spending climbed to $278.6 billion, up 2.3
percent compared to September, the first increase
in public construction since May. Construction of
schools grew 2.2 percent and highway spending
rose 1.1 percent. Both of these sectors were aided
by increases in tax receipts that resulted from high-
er housing values, increased gas tax revenues and
improving state income.

®
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Single-family starts increased 4.2 percent for the month
and 15 percent year-over-year. The multifamily category
eased, with starts decreasing 15 percent compared to
September and 6.8 percent compared to October 2013.

Robert Denk, senior vice president for forecasting for the
National Association of Homebuilders, predicted that the
economic expansion and job creation would continue to
push housing construction higher. The decline in multi-

AlA Architectural Billing Index

Billings and inquiries at architectural firms have grown steadily since mid-year,
supporting forecasts of broad-based expansion for construction in 2015.

family starts in November will be a trend that brings
apartment construction down to a sustainable rate of
350,000 units annually, Denk noted. NAHB estimates that
there will be 991,000 total housing units started in 2014
but sees the pent-up demand, move-up buyers and what
it calls “decoupling” of Millennials from shared living, as
factors driving single-family housing much higher. The
NAHB forecast for 2015 is 802,000 single-family starts, a
26 percent increase, and 1.1 million units in 2016.

The October data shows a continuation but slowing of
the gap between private and public non-residential
spending. Kenneth Simonson, chief economist of The
Associated General Contractors of America, expects the
trends shown in the October report to be the predomi-
nant themes through next year.

“For 2014 as a whole and 2015, private nonresidential
spending and multifamily spending should be the stron-
gest segments, followed by single-family construction,
with very limited prospects for public construction,”
Simonson predicts.
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Dodge Data & Analytics (formerly McGraw Hill Construc-
tion) reported on November 24 that total construction
starts were up five percent during the first ten months
of 2014, compared to the same period in 2013. Echo-
ing the Census data, Dodge reported that nonresidential
building was up 14 percent, residential building up seven
percent. Dodge’s vice president and economist, Robert
Murray, released the company’s 2015 Construction Out-
look at a November 4 conference and predicted a more
broad-based expansion for non-
residential construction of nine
percent for 2015.

Within Dodge’s forecast were very
upbeat predictions for the nation’s
commercial construction sector —
up 15 percent — and institutional
segment - up nine percent.
Dodge also forecasts a nine per-
cent expansion in apartments and
a robust 15 percent increase in
single-family construction spend-
ing, along with an 11 percent rise
in single-family units started. The
forecast for heavy/highway con-
struction is for a slight decline.

Construction of higher-education
facilities will continue to face fi-
nancial and demographic chal-
lenges in 2015. Moodly's reported
that tuition revenue will be the
weakest in a decade in 2015. The
Moody’s survey of 290 public and
private not-for-profit institutions
found that 55 percent of the pub-
lic institutions will keep tuition increases below the rate
of inflation, up significantly from the 40 percent that re-
ported last year. Demographic support for higher educa-
tion is also slipping, with more than 40 percent of schools
reporting a decline in enrollment, even though overall
enrollment should increase by roughly one percent.

Management consultant FMI, in its 2015 U. S. Construc-
tion Markets Overview, estimated that the total volume of
construction put-in-place grew by seven percent in 2014
and forecasts another seven percent gain to $1.04 trillion
in 2015. FMI highlights several challenges for the con-
struction industry, raising concern for the shortage of
funding for infrastructure projects and the workforce
competition from the oil and gas industry’s growth as two
of the biggest issues facing the construction industry. @
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WHAT'S IT COST?

Even as demand for construction heated up throughout
2014, an unexpectedly steep decline in oil prices impact-
ed the cost of nearly all construction inputs and inflation
in general. The Bureau of Labor Statistics (BLS) reported
on November's inflation on December 12 and the effect
of the lower price of oil was reflected throughout the data.
But the data covered the time prior to the November 27
OPEC meetings, meaning that another $15 per barrel de-
crease had occurred by the time of the BLS report.

As of December 15, the price of oil had declined over
45 percent since June. While another 25 percent decline
has occurred since the BLS survey, the impact of lower
oil prices is easy to see in both the consumer price index
(CPI) and in the inputs for construction. Lower oil pric-
es mean lower gas and diesel prices,
which brings down the cost of trans-
portation and of the energy used in
manufacturing.

The producer price index (PPI) for final
demand construction decreased 0.8
percent in November and increased
0.6 percent since November 2013. Fi-
nal demand includes goods, services
and five types of nonresidential build-
ings that BLS says make up 34 percent
of total construction. The overall PPI for

FERCENTAGE CHAMGES IN COSTS

ergy costs should result in year-over-year declines in con-
struction material prices during the first half of the year.
Adding to the downward pressure from cheaper oil and
gas will be the lower global demand for building prod-
ucts and basic materials. Oil-dependent economies like
Russia, Brazil and the Middle East will feel the pinch from
lower oil revenues and imbalanced sovereign budgets.
There will be no countering forces due to slower growth
in China and India and near recession in Europe.

Further expansion of U. S. construction is expected and
should put even more upward pressure on wages as
construction unemployment drops; but, any wage
growth will be less than the decline in product and
material prices. (EC)

Moy, 2014 companed 1o
1 o
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new nonresidential building construc-
tion climbed 0.1 percent for the month
and 2.2 percent since November 2013.

Because the primary driver of the price
action is the recent plunge in energy,
few materials or products have expe-
rienced much notable change due to
demand. The higher demand showed
up in prices during the first half of 2014
and most categories of construction
inputs are still higher than 12 months
hence, but those year-over-year in-

creases will be shrinking in coming
months if oil stays cheaper. During the

past 90-day period only gypsum prod-
ucts and prefabricated metal build-
ings have experienced price growth of
more than one percent and no input

has increased by as much as two per-

cent. Two out of three input categories
have declined.

Going into 2015, barring any coordi-
nated effort by OPEC and non-OPEC
states to cut production, the lower en-
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Putting (ollaboration
into Practice
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dvocates for
integration and
collaboration

in delivering
construction projects find themselves
struggling for acceptance in much

the same way advocates for green
building did less than a decade ago.
Like with green building, there are few
professionals who are against the idea
of a more integrated and collaborative
approach to doing construction; in
fact, few construction veterans look

at the status quo as anything but
broken. But, as happens in any human
endeavor, good intentions often lead
to poor results.

More projects are being delivered with
both behavioral and contractual inte-
gration. The documents and technol-
ogy exist to complete a construction
project with little wasted effort and
optimal cooperation. What is keeping a
trickle of projects from becoming a tidal
wave is a change in attitude.

Construction is fairly characterized as
an industry that changes course like an
aircraft carrier. Integrated, collaborative
project delivery and lean construction
have been among the industry’s “hot”
trends for almost a decade without
gaining critical mass. Like a massive
ship, the industry’s change in course
away from traditional project delivery is
barely noticeable, but as the middle of
the decade approaches it's possible to
see a new direction becoming clearer.
It's also possible to say that the more
things change, the more they stay the
same.

Most of the obstacles to collabora-
tion are human rather than technical. It
shouldn't be a surprise that where the
dial is being moved, progress is coming
at the behest of project owners.

BIM models allow for coordination of multiple trades before
field clashes occur. Image courtesy Astorino/Cannon.

“There’s a huge amount of waste and
rework in construction. We haven't kept
pace with manufacturing to lean out
the waste in the process,” notes Rich-
ard Thompson, vice president of facili-
ties and real estate at Allegheny Health
Network. “When you put together an
integrated solution, you put together a
team that works together from the time
design gets underway.”

Setting the Technical Stage
for Collaboration

To improve the process of delivering
construction, progress had to come
on two fronts, one technical and one
behavioral. The major challenges for
parties attempting to be more collab-
orative or integrated was the loss of the
benefits of working together on deci-
sions and the legal barriers posed by
traditional agreements. Advances have
lowered these barriers to integration.

While the technology needed to op-
timize integration will prove to be the
more difficult to develop completely, it
was the form of contract for construc-

tion that was the more daunting hurdle
to overcome initially. Traditional con-
struction agreements are between two
parties, developed separately during
the life of the project as the parties are
revealed. Owners entered into design
contracts before architects began de-
sign and then separately entered into
a construction contract after a contrac-
tor was chosen, historically after design
was completed. The general contractor
then had agreements with subcontrac-
tors and so on down the supply chain.

This traditional contractual arrange-
ment put the owner in a position in
which he or she was generally not
trained to function. As long as the intent
of the design was perfectly understood
and details for construction were clear,
things went smoothly. Alas, construc-
tion projects don’t go that smoothly
and owners found themselves between
two parties that had separate interests
and separate contracts. Each side had
certain leverage, depending upon how
far along the project was, but there was
an inherent adversarial relationship that
the two-party contract inflamed.
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IPD wasn't developed as part
of the innovation of building in-
formation modeling (BIM). But
the technology that allows all
the information about a proj-
ect to be saved and carried on
throughout the project’s lifecy-
cle certainly enhances a design/
construction process that values
sharing experience and exper-
tise. IPD can be employed on
a project with hard copy docu-
ments only and BIM can be used
on a design-bid-build project;
however, the benefits of both in-
novations are diminished if they
aren't used together. That's why

Allegheny Health Network’s Wexford Wellness Pavilion.
Photo by Alexander Denmarsh Photography. Use courtesy
of Astorino/Cannon.

In 2007, a group of 20 associations representing engineers,
owners and contractors formed the ConsensusDocs Coali-
tion, which created contract forms that enhanced coopera-
tion between parties to a project and ultimately allowed for
three-party agreements. ConsensusDocs is now endorsed by
40 organizations. The American Institute of Architects (AlA)
was not part of that coalition — the architects’ organization was
the source for the traditional standard contract form — but in
the intervening years AIA has moved to revise its contracts
to accommodate integrated projects and developed its own
tri-party contract. These forms of agreement removed the
highest barrier to collaboration, one that almost codified the
adversarial nature of construction administration.

In tri-party contracts, the three parties mutually agree to re-
solve disputes, establish schedules and budgets, and allocate
risk through a management group made up of representatives
from each party. What is unique in this tri-party contract is the
“safe harbor” provision for decisions made by the manage-
ment group. All parties agree in advance to indemnify each
other from consequences of such mutual decisions. All parties
also share in the rewards of those decisions.

The management group sets standards for performance — often
times for qualities outside construction — and creates incentives
for superior performance. Project accounting is open to all par-
ticipants. Usually, surveys are created to judge how participants
are performing with regard to the clients’ staffs or customers,
and how the supply chain is being treated. These kinds of
shared risk/reward agreements are what move a purely collab-
orative project to an integrated project delivery (IPD) method.

20 www.mbawpa.org

early adopters of BIM have usu-
ally been champions of IPD and
vice versa.

BIM developed as a practical
technology for designing and
documenting the project at
about the same time as tri-party contracts were developed.
Information modeling was intended to allow for better de-
cision-making but primarily it solved a major problem of the
construction process: the lost or wasted productivity as the
project information was handed off from stage-to-stage and
party-to party. BIM's ability to document and retain the re-
sults of decisions — and reflect the impact of those decisions
throughout the project — makes it an ideal tool for collabora-
tion. The building’s model is part of the agreement and holds
information that impacts how all parties will perform during
the project.

Software for BIM has struggled with interoperability hurdles
that have been overcome systematically as the technology
has become more widely adopted. The use of modeling for
the next step in integration will require a solution to the cur-
rent difficulty in moving information back and forth between
design and specialty contractor fabrication, a key to optimiz-
ing the benefits of using key trade contractors as design as-
sist partners. With Autodesk’s acquisition of Technical Sales
International, it is hoped that a seamless solution will be de-
veloped.

“Transparent interoperability needs to exist at the design as-
sist level, which is where you want to encourage collaboration.
Technology is still a hurdle there,” explains Mark Dietrick, di-
rector of services for Case Technologies, an Autodesk reseller
in Carnegie. “"Designers are primarily working in Revit but the
trade contractors are usually working in other products that
give them direct integration with their fabrication shop. Some
of the fabrication modeling tools have plug-ins that permit
design models to be extracted from Revit but any added val-
ue the trade contractor creates can't typically flow back into
the model as of yet.”



feature

That interoperability between design and fabrication limits
the technical integration of the design assist process but as
has been proven in the field, integrated project delivery is still
possible. Participants who are willing parties to an IPD can
make full collaboration work. The agreements and technology
permit it; it's the will of the owners, designers and contractors
that matter. Of the three, it is the owner that is making the
difference.

In September, the Master Builders’ Association presented an
Owner’s Roundtable workshop that focused on the practical
application of collaboration. Two projects were presented
that employed some of the core principles of integrated de-
livery and BIM. Both achieved successes that the participants
credit to the delivery methods. Both projects have results that
quantify the benefits of integration and modeling, although
the benefits varied significantly. That variance bears out the
importance of a commitment to integration and collaboration
from the top down and suggests that project owners need to
invest for the project to run smoothest. Ultimately, the lessons
learned from the projects suggest that the basis for the suc-
cesses and failures of the jobs was the non-technical qualities
of collaboration.
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Allegheny Health Network’s (AHN) Wexford Health and Well-
ness Pavilion on Route 19 in Pine Township was developed
during a time of significant transition for the healthcare pro-
vider and the Pavilion is a key piece of AHN's strategy to
transform how healthcare is delivered. Pittsburgh architect
Astorino/Cannon was hired to design the building and to act
as the construction manager at risk. An advocate of BIM and
alternative delivery systems, the Astorino project team advo-
cated for non-traditional delivery at the outset.

Astorino/Cannon’s Chief Compliance Officer, Ron Dellaria,
has been involved in American Institute of Architects and As-
sociated General Contractors groups advocating for BIM for
most of the past decade. With AHN, Dellaria says that he en-
countered the prevalent reluctance of owners to adopt IPD in
favor of the low bid; however, Astorino was able to get some
movement.

“We convinced AHN that we could do 100 percent [design
development documents] — which are essentially 50 percent
[construction documents] — and use the technology to allow
the subtrades to bid the job and then plan the details,” Del-
laria explains. “We built a guaranteed maximum price (GMP)
that included a contingency. Once we released the documents
and brought the trade contractors on board, we adjusted the
GMP but kept the contingency.”
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Astorino/Cannon was confident enough
of the GMP after working with the key
trade contractors that it convinced AHN
to split the contingency with them, es-
sentially ensuring AHN would save half
the contingency while assuring the owner
that Astorino/Cannon would use the con-
tingency to support the trade contractors
as construction proceeded. When con-
struction was completed, half of the con-
tingency was sufficient, even though the
project as originally designed may have
been accomplished within the original

bids.



“The owner added to the scope but
didn't give us more schedule to com-
plete,” recalls Dellaria. “We tapped into
the contingency to accelerate other work
so the additional scope would not de-
lay completion. We rallied the troops to
see where we could push to get things
done.”

One of the “troops” was interiors con-
tractor Wyatt Inc. Fred Episcopo, Wyatt's
president, says the BIM technology al-
lowed them to be leaner and meet the
schedule challenge within budget, al-
though he notes that it was difficult to
fully collaborate within the context of the
delivery system.

“The owner wouldn’t let [Ron] collabo-
rate as he wanted. We had to bid from
50 percent documents, get low and then
finish the documents,” Episcopo says.
“For casework and millwork we always do
the shop drawings anyway. You do them
the way you want to build them and hope
it gets through approval as is. Highmark
wanted everything in the BIM model,
even down to the screws and hardware.
You can blow up those details and see
every component.”

AHN Wellness Pavilion used technology
for collaboration, coupled with design
assistance from key subcontractors to
advance schedule and minimize addi-
tional costs from changes and re-work.
The commitment to hard bidding the
specialty packages meant that the same
limitations of a non-collaborative deliv-
ery still crept into the project. Specialty
contractors were able to perform without
significant re-work but issues that were
ameliorated in the field could have been
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Investment in examination of existing conditions and design assist fees has resulted in
the use of just four percent of the project’s contingency as construction winds down.

avoided during design had the subs been assisting with the
architects and engineers. This limited collaboration — Dellaria
calls it “IPD-ish” — had somewhat limited benefits.

The key missing piece remains trust. “The lack of trust be-
tween the parties is still a chasm that is pretty wide,” notes
Joe Massaro lll, CEO of Massaro Corporation, whose com-
pany had the general trades contract for the Pavilion. For
owners committed to a more collaborative process, that trust
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now translates to a significant investment
during design.

A different owner is most of the way
through a project using a different meth-
od of delivery with much different results.

Cleveland Clinic began using more col-
laborative systems of project delivery
somewhat in self-defense almost a de-
cade ago, after finding itself well over
budget in the early stages of a billion-dol-
lar-plus capital program. After concluding
that the design-bid-build model was the
culprit, Cleveland Clinic adopted a form
of integrated project delivery — called
Owner Controlled Team Project Delivery
— that gets input from key trade contrac-
tors as AHN did, but at the earliest stages
of design. What makes OCTDP different
is that the trade contractors aren’t bidding
to get the work but rather are hired to be
the best fit for the process.

Chade gt

Currently, a team of trade contractors, con-
struction manager, engineers and architect Bostwick Design
Partnership are completing the $18 million expansion at the
Clinic’s Lutheran Hospital. Instead of using trade contractors
to complete and detail design after bidding, Cleveland Clinic
invested in a process that uses the contractors’ expertise dur-
ing design. Utilizing BIM, the design-assist contractors solved
problems of constructability, budget and field conflict within
the design model long before construction began. Moreover,
the team invested in field investigation of existing conditions
to add more certainty to the design.

This OCTPD team approach wasn't just investing time. The
Clinic paid the construction manager and various participants
$250,000 in pre-construction fees, in addition to the fees paid
to the design team. The investment doesn’t necessarily re-
duce the cost of construction but it helps to get what Robert
Bostwick calls “predictable outcomes,” a result that is valu-
able to any owner. In the case of the Lutheran Hospital proj-
ect, however, that $250,000 investment may have saved as
much as $9 million, according to Bostwick's research of histori-
cal data on similar projects at the Cleveland Clinic.

“There are two big distinctions between this approach and
others. The Clinic approached this project with very specific
criteria for choosing the team,” explains Bostwick. “First was
a predisposition for collaboration, not only the design/engi-
neering team but also the CM and design-assist contractors.
The second was a willingness to supplement project delivery
with a team development process.”

The team development process goes well beyond what seems
normal for a construction project. The Clinic established the
purpose of the project and asked that the construction team
meet with its senior leaders — nurses, administrators, doctors



and department heads — early on to reach an understanding of
how the business and community goals of the project would
be served by the construction team. That's very “outside the
box" for construction, but Bostwick and the construction team
say it was what focused them throughout the project.

“"When you read about successful teams, almost everything is
about a sense of purpose,” Bostwick says. “When you create
a high-level purpose then everyone can understand how they
serve that purpose, what their role is.”

Bostwick's CFO, Pam Neckar, served as project coach for the
Lutheran Hospital job, holding more than 20 non-construction
meetings during the project. Neckar says that the meetings
ensured that the team understood why the Lutheran proj-
ect was important to the patients, Cleveland Clinic and the
community, and that created the sense of purpose. She also
explains that the meetings
established the framework
within which the team would
learn to work.

“If you're going to be suc-
cessful with IPD, you have
to be collaborative to be-
gin with; you have to align
with the goals of the project
instead of your business,”
Neckar says. “It takes real
commitment to align what
drives you with what drives
the project. We spent a lot of
time on process, what open
book really means.”

When the team gelled
around that sense of pur-
pose, Neckar says that the
modus  operandi  shifted
from what the team mem-
ber owned to what the team
member could contribute.
“We say all the time that it's
not in my scope but I'm the
best person to do this,” she
relates. “You are able to get
outcomes through the commitment of the team. It's about
getting the right people, about transparency.”

AHN'’s Dick Thompson joined the healthcare system in Sum-
mer 2014 after a career in the Army Corps of Engineers and
seven years at City of Hope Hospital in Los Angeles. After
inheriting a difficult project at City of Hope, Thompson deliv-
ered his next major project as an IPD and concurs with Pam
Neckar’s assessment about the importance of the team.

“Because the subcontractors designed their own work there
wasn't an opportunity for something to be missed in a way
that required additional compensation,” Thompson says. “I

got everyone's “A" team. If we identified someone who wasn't
a team player, we could do so early enough in the process to
get the situation corrected.”

As you hear the participants describe successful integrated
projects, it is the relationship dynamics that drive success as
much as any other factor. When a committed owner chooses
a committed team, the construction process seems to be a
more satisfying problem-solving experience.

Joe Massaro believes that the change in problem-solving ap-
proach to a more collaborative delivery system are apparent
to his staff at Penn State, where Massaro CM Services is serv-
ing as construction manager on a multi-phase renovation and
expansion of Henderson Hall. The first phase of the project
was built using a traditional design-bid-build delivery system,
as Penn State’s Office of Physical Plant was coming to grips

Photo courtesy Massaro CM Services.

with how it would embrace integrated project delivery. The
current phase - Health and Human Development (HHD) build-
ing - is being delivered in an integrated fashion and Massaro
says the result is starkly different.

“We're leading full-blown planning sessions with the subs all
in one room. The difference is night-and-day from the first
phase,” he says. “We have the perspective of having done
the first phase in the traditional way so we can see how much
better the project is running.”
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Penn State’s John Bechtel, assistant director of design and
construction at the university, says that as owner, PSU made
deliberate changes between the phases. “We intentionally in-
stituted a number of collaborative principles on phase two, the
HHD project. Phase | was delivered in a more traditional CM
Agency with Multiple Primes process. HHD had the same proj-
ect delivery method but collaborative principles were embed-
ded into the process to optimize and improve project results,”
Bechtel explains. “Collaborative principles such as team en-
vironment surveys, pull-planning techniques, and implemen-
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tation of a ‘Big Room’ during construction were all incorpo-
rated to promote better communication and cooperation. The
project is not yet complete but we are experiencing improved
project results and a more positive team environment.”

Kevin Nestor, Massaro’s senior project manager who runs the

CM Services' office in the State College market, believes that

the lessons taken from the first phase — as well as Massaro’s

evolution in project integration — have led to changes in proj-

ect management for the HHD job. One of the most significant
is among the simplest changes
that could have been made.

“One big thing instituted [with
HHD] is direct collaboration,
meaning collocation of offices. Ev-
eryone is contractually obligated
to share one office,” Nestor ex-
plains. “Everything that happens
on a daily basis is very transparent.
Even though we tried to promote
collaboration in phase one, you
would have a meeting in the job
trailer but then everyone would
go back to their own offices and
you wouldn't see them for another
week.

“Everyone is a friendly person,”
Nestor continues. “We have our
issues but when you are working
side-by-side every day we tend to
work to solve them first. Some of
the people that we thought were
going to be the most difficult to
work with have become the most
collaborative.”
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Like many of its peers, Penn State
experienced mixed results with
traditional and even alternative
methods of delivery where the
parties were in an inherently ad-
versarial relationship. Bechtel says
his department was searching for
opportunities to road test a differ-
ent approach, not necessarily with
— any bias towards project size.

“"We feel that a more collabora-

tive method of delivery will reduce
project risks, deliver the best so-
lution, and increase the probabil-
ity for a successful project. In our
opinion, collaborative principles
can be applied to projects of any
size with added value to the proj-

www._jendoco.com
2080 {incaln Road, Pétcbargh, P 15735 - 117361450
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ect process,” he says.



Penn State’s commitment to collaborative project delivery has
moved beyond the sort of “soft” collaboration to what may
be the first contractual IPD project for higher education in the
Commonwealth. As 2014 ended, the university was in the pro-
cess of selecting a team to renovate and expand its Agricul-
ture Engineering Building using IPD-based contracts to bind
the parties. Bechtel explains that the project met its needs for
an IPD test.

“We were searching for a complex
project that would benefit from a fully
collaborative environment. [But] we
did not want our first IPD project to
be in the $100 million range,” he says.
“The Ag Eng Renovation was perfect:
a complex project that would demand
an innovative solution, complicated site
logistics with the adjacent North Halls
project under construction at the same
time, and a project with a total project
cost below $50 million. With this first
IPD project, we are hoping to identify
collaborative and lean best practices
that we can apply to all projects at PSU
regardless of delivery method. We are
also excited to have a PSU graduate
student connected to the project and,
thus, will contribute academic research
for this trending delivery model.”

The $30 million project — for which
Penn State will invest $41 million over-
all — will have the architect, construc-
tion manager and university bound by
either ConsensusDocs 300 or AIAC191
agreements. Both of these contract
forms are specifically for tri-party IPD
agreements, which have several facets
that differ dramatically from the tradi-
tional two-party contracts.

Penn State feels comfortable trying the
new agreements. “We do not expect
any legal constraints with the tri-party
agreement. | am sure the contract ne-
gotiation will be a learning experience
for the entire team but we are confident
that the selected IPD team will cooper-
ate fully with the IPD principles estab-
lished in the proposed agreement,”
notes Bechtel.

Making Collaboration
the Norm

is appropriate. The Cleveland Clinic, for example, withdrew
the opportunity for its team to increase profits by perform-
ing better on the Lutheran Hospital Emergency Department.
The Clinic reasoned that it would be able to get collaboration
from the team without having to pay an incentive. That kind of
rationalization may have been a shrewd evaluation of the mar-
ket, but it also conveys a message that all sharing isn‘t equal.

RUTHRAUFF O SAUER

Matters.™

Our commitment to excellence through intelligent design,

Even owners that support integrated
project delivery moderate on when an
IPD or collaborative delivery system

www.RuthrauffSauer.com
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Penn State’s Health & Human Development Building.

Architects and contractors have complained about the dys-
function of the industry for decades. The competitive nature
of the business has imbalanced risk and reward but the com-
petitors are not going to be the ones in a position to tilt the
scales back to balance. That impetus will have to come from
owners who are just as frustrated.

“There was a little bit of a tipping point when construction
managers began embracing and then requiring BIM, but
there hasn't been that anticipated wave of higher levels of
collaboration to follow,” observes Mark Dietrick. When asked
what he thought was holding back large-scale adoption of in-
tegration, Mark Dietrick pointed to the top of the food chain.
“I think it's the fear owners have of giving up the bid process
or investing more upfront for more integration for the hope of
a more efficient process. They think they need that to protect
themselves from overpaying. It's a focus on that first cost — not
unlike with LEED - instead of life cycle cost.”

Dietrick advocates for owners to focus on the process and
the savings that can be accrued from an integrated planning
phase, but doesn't expect to see much change until savings
can be proven. “The industry is building up evidence. Owners
will start to see the overall cost reduction over time so that
they are not as concerned about first cost.”

Dick Thompson favors getting architects and contractors to-
gether early when there are opportunities to avoid problems.
“| like design/build on renovations because you don't know
what'’s there. If the architect draws one thing and the contrac-
tor finds another it puts the owner in the position of adjudicat-
ing the next step,” he says. “The kinds of things that make a
big difference in cost aren‘t able to be implemented at that
stage of the process. There is more opportunity to save costs
up front than can be obtained trying to save a few bucks a
square foot in paint.”

Robert Bostwick has been practicing architecture for more
than three decades. His embrace of collaboration goes to is-
sues that are as much personal as professional.

“It's one of the more exciting developments in our busi-
ness. Without real effort to find different approaches, the
industry will continue to suffer the lost time and productiv-
ity that we experience today,” he observes. “Perhaps the
best thing is that [collaboration] connects designer and
builders again. It's tremendously exciting for my staff to sit
across the table from contractors to try to solve design
issues instead of disputes.” BS
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PASSAVANT SENIOR LIVING
Construction superintendents are charged with making a
project happen at the grass roots level. A superintendent
is the person charged with taking the critical path
down to its component tasks and making sure that the
construction team understands what is expected. The job
is a key communications point for the project. When dck
worldwide Assistant Superintendent Bryan Hockenberry

speaks about the challenges of the Passavant Senior Living
Center, however, his conversation goes to the residents

before he talks of construction.

ll One of the challenges of phase one
was that we had to get Passavant's
residents throughout the community
by road traffic and foot traffic. There

are residents who use [carts] to get around
and we had to build temporary sidewalks and
roads for them,” Hockenberry says. “It was
rough on the residents at first because some
were used to going certain ways to get to cer-
tain buildings and we had to reroute them.
Demolition of the houses was also part of
phase one. That was tough because some of
the residents had been there for years and we
were telling them that they had to move. It
was a challenge for them.”

The concern that Hockenberry showed for the
residents of the Passavant community was an
echo of the approach that dck took as it pur-
sued the project in 2012. As it presented its
technical capabilities and resume, dck’s team
also tried to project how it would protect Lu-
theran Senior Life's interests.

David Tobasco, dck’s vice president of con-
struction, says the team pitching the project
to Lutheran Senior Life tried to focus in on
how they would make the client comfortable
handling the disruptions that were planned.
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“| said to the client, ‘you can pick any con-
tractor, but if you were doing this in your own
home, you couldn’t pick a contractor that you
would feel as comfortable as you would with
this team. You could hand them the keys,
and you would feel comfortable knowing that
when you came back, your house would be in
better shape than when you left it.”

That approach worked, according to Rocco
Mastrangelo, corporate director of construc-
tion and facility management for Lutheran
Senior Life. “There was a feeling of comfort
that came right from the superintendent inter-
viewed for the project,” Mastrangelo recalls.
"He was very disciplined in the way he pre-
sented himself. | felt good about his leader-
ship ability. We also visited their offices and
were confident of the team that would esti-
mate the GMP and deliver the project.”

“We went through an extensive evaluation of
contractors and thought dck was the best fit
for both their personnel on site and with our
culture,” explains Laura Roy, executive direc-
tor of the Passavant Community for Lutheran
Senior Life. "We went through an interview
process and narrowed it down to the top two
contractors and then did additional interviews.




We had two board members who worked in the construc-
tion industry [George Ehringer and Laura Deklewa] and
they helped us with questions for the contractors. At the
end, we got a sense that dck was a good fit.”

Having a good fit was going to be important to the suc-
cess of a project that would help redefine the residential
character of a Lutheran mission that was a century old.
The Passavant campus developed over the decades into
a full continuum of care community, with a mix of living
arrangements. The Abundant Life Center is the keystone
of the campus but there had been an ongoing process
to update the physical plant. Lutheran Senior Life always
had the philosophy of abundant life and that meant pro-
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viding the opportunity to do a variety of activities after re-
tirement. The Passavant campus had, in fact, been ahead
of the trend by creating a “Main Street” within its central
building in the 1980s, providing a gathering place for its
residents from the outlying cottages. That concept was
on the covers of national magazines at the time, but by
the new century, Lutheran Senior Life saw the facility as
too dated to serve its needs. Planning began for a new
building.

"The project was part of a campus repositioning effort,”
notes Roy. “In order to stay competitive and relevant in
the market for elderly residents we needed to reposition
the community.”

Photo by Jim Schafer Photography.
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Roy says that repositioning encompassed a number of
facets of living and a re-thinking of the built environment
at Passavant. The program that was developed during the
downturn was a continuation of an effort to build more
independent residential units from 2004 through 2009.
During the downturn, when demand for retirement living
declined as retirees couldn’t sell their homes, Lutheran
Senior Life asked its architect, Noelker and Hull, to master
plan a new building that would replace its oldest facilities
with something up-to-date.
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“"We wanted to provide an environment
that is more life-affirming for the elderly
living here and make sure that we had the
right complement of living units to health-
care beds,” Roy says. “Plus, we needed
to create a more efficient and sustain-
able environment. As you can imagine, a
100-year-old building is not efficient.”

Founding partner Mike Hull explains that
the planning was different than working
with a blank site. “The complexity came
from developing on a fully-developed
site,” Hull says. “It was going to involve
the demolition of occupied cottages. And
it was complex working with Zelienople
from a zoning perspective because the
campus is integrated with the surrounding
neighborhood. The client was very careful
to be a good neighbor.”

As part of the master plan, the architect decided to use
the Abundant Life Center project as an opportunity to re-
align the streets within the campus with those in Zelieno-
ple that surround it. The program called for the demoli-
tion of 38 occupied independent living cottages and a
147,000 square foot main building. To prepare, Lutheran
Senior Life began leaving cottages vacant after residents
moved for a couple of years. Replacing those residences
would be a 224,000 square foot, multi-faceted building



that contained 34 assisted living
apartments and a dementia neigh-
borhood, 20 independent living
apartments with enclosed parking,
and a 102-bed skilled nursing facility
arranged in a “household” concept.
Once the Abundant Life Center was
completed, the plan called for 10
new single-family homes to be built
on the street front that adjoins the
town of Zelienople, knitting the cam-
pus into the community.

“The repositioning also represented
a culture change, a move away from
an institutional building and towards
a home environment,” says Hull.
“Skilled nursing was downsized from
155 to 108 beds. We created a series of neighborhoods  Beyond the residential units, the $43 million Abundant
within the building, two per floor grouped around country  Life Center included a community center, fitness center,
kitChenS and common space forthat neighborhood." HU” pooll CliniC, physical therapy, adult day care, d|n|ng and
exp|ains that the physica| Change reﬂected a Shlft in the other support areas. The heart of the new bu||d|ng was
standard of care. “The old building was like a hospital.  the Main Street. Residents in the cottages and indepen-
The thinking at the time was that you treated residents  dent living have access to the Main Street, which has an
like patients. That's not the thinking now.” ice cream shop, library, restaurants, game room, gift shop
and other amenities.

Photo by Jim Schafer Photography.
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MICA members are interior contractors who share a common
mission: to provide their customers with the highest quality
craftsmanship. We partner with the union trades that supply the
best trained, safest and most productive craftsmen in the industry.

Alliance Drywall Interiors, Inc. Laso Contractors, Inc.
Easley & Rivers, Inc. Precison Builders Inc.

Giffin Interior & Fixture, Inc. RAM Acoustical Corporation
J. J. Morris & Sons, Inc. Wyatt Inc.

Edinboro University Pedestrian Bridge
Interiors contractor, RAM Acoustical Corporation
Another high quality MICA project
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The ornamental iron signs were fabricated by Bill Fugate,
a Passavant resident. Photo by Jim Schafer Photography.
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Residents i the cottages and
independent living have access
to the Moun Street, which has
an ice cveam shop, hibrary,
VEStAUYants, game voom, gift
shop and other amenities.

Before this new center of the Passavant campus could
open for its residents, there was a considerable amount
of work to be done. When dck was brought into the
project, it was responsible for pre-construction services,
the most critical of which was bringing the project into
the budget that Lutheran Senior Life had for the build-
ing. There was a significant amount of value engineer-
ing done and then a guaranteed maximum price (GMP)
was developed. Getting to a GMP that could become
dck’s contract took months and with winter approach-
ing, the team decided to rework the phasing, getting on
with the site work while making the
final numbers work.

Phase one included underground
detention - including a 72-inch pipe
for the detention tanks — construc-

de W0r|dWide ............................................... Constl’uction Manager tion of two new roads and a reten-

Lutheran Senior Life ......cocveveveeiiiieieieceeeee e Owner tiog F;Ond' End. back;:eeding power

. an ata. During the excavation,

Noe!ker and HUll oo Architect dek's crews encountered the first
Renick Brothers......ovvveieiiiiiiiieie e HVAC Contractor major challenge of the project.

Ryco Plumbing InC. ..ccovvvvevennnn Plumbing/Fire Protection Contractor c o for th et

0 0 XCavation T1or € project was ex-

Canova EIeCtriC ..cvvvveiiiieiiceec Electrical Contractor tended because tﬁ:ej coils were

KUSIEr Masonmy......cocevereierienieieeieeeeeeeneas Masonry Contractor found to have fatty clays — soils

Modany Falcone .......c.eveeveeveeveseeeeeeseeeseeeenn. Concrete Contractor with high clay plasticity -~ and had

. to bring in engineered fill to un-

Peter J. Caruso & Sons INC. ...ocvvvvevvcieevieiecienan, Paving Contractor dercut and replace the poor soil.

T. D. Patrinos Painting & Contracting ...... Drywall/Painting Contractor The undercut was six feet on one

Marous Brothers Construction ................... Roofing/Siding Contractor end of the building and 11 feet at

the other. The operation created a

Montgomery Truss & Panel INC........cccvvvvveviiiinninns Roof Trusses massive dirt-moving exercise involv-

DeGOl FIOOMNG v.vvcvvvicvciiceece e Flooring Contractor ing abﬁut 1|.5kt”;g'85 1d2aci)|y' “We had

. , t - t
AQUE POOI INC. .o Swimming Pool Contractor sometning e nby 9oms

The new Abundant Life Center is a three-story building
with a pre-fabricated structural wall system from Infinity
Structures. The walls are fabricated of metal studs and
engineered bracing that is assembled in panels off site
and installed in sections. The construction allows more
ceiling height to be used for the HVAC, plumbing and
electrical chases.
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every day to move the dirt,” recalls
Hockenberry.

As the demolition of the existing
main building approached, there was concern by Luther-
an Senior Life about the loss of the fitness center for its
residents. dck offered a phasing solution.

"Between Passavant and dck, we didn’t know what to do
about their fitness center. At one point they were going
to rent trailers. Then they were going to bus the resi-



dents off campus,” remembers Hockenberry. “There
was a separate new maintenance building that was go-
ing to be built in phase three, at the end of the project
but we put a rush on getting that building done early.
We essentially turned a six-stall garage into a fitness
center. That was their fitness center until they opened
the new building.”

One portion of the new center presented several inter-
esting twists. The chapel attracted significant donors
who altered the plan for construction. A major gift was
given by someone who brought in her own architect to
change the interiors, most of which was in place. An-
other donor made a gift to pay for the construction of a
new steeple, although the plan for the chapel was to re-
use the steeple from the existing chapel. dck salvaged
the carillon from the old steeple so that the residents
could listen to the same chimes and bells as they were
accustomed to hearing. Bryan Hockenberry was directly

involved in that relocation and got to experience those
bells first-hand.

"I was actually up in the steeple removing the carillon
and asked when the bells were set to go off,” he laughs.
"They said we had about a half-hour but | asked ‘so why
is this thing buzzing?’ The chimes went off right then and
| had to get out of there very quickly.”

The chapel was also the site of one of the favorite as-
pects of the job for the dck team. “They took the trees
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that were cut down for the project, sent them to a saw mill
and cut them up into boards and dried them. There was a
company that came in and built the chapel furniture, the
altar and the baptismal font using the wood from all the
trees on the site,” says Hockenberry.

Construction of the Abundant Life Center took more
than two years, with the final group of residents mov-
ing in early November. Passavant’s residents remained
engaged and in the loop throughout the project. One
resident, Bill Fugate, operates a blacksmith shop as a
hobby and made the ornamental iron signs. Because
the campus remained fully operational, dck made sure it
communicated regularly with the residents.

“IWE ARE PROUD UNION FAMILIES, BUILDING COMMUNITIES & SERVING.CONTRACTORS THROUGHOUT WESTERN PENNYSLVANIA"
PHILIP AMERIS, PRESIDENT & BUSINESS MANAGER

LABORERS
DISTRICT COUNCIL OF WESTERN PR

~~= #12 81H ST.6TH FLOOR PITTSBURGH, PR 15222
PHONE: 412-391-1712 FAX: 412-391-1712 LABORPA.ORG
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“One of the main points of our interview when we got the
job was that we were going to take extra care of the resi-
dents,” explains J. David Jacob, project engineer for dck.
“So we developed disruption schedules to be able to
give the owner an idea when the disruptions were going
to happen so they could give the residents enough notice
that they could plan their day around the disruption. That
was one way we were able to help the community know
what was going on.”

dck also included information about the schedule in a
regular column in Passavant's bi-weekly newsletter, Hard
Hat Headlines. It was another way to keep them informed
about disruptions but Jacob says it also acted as an activ-
ity program of sorts.

“A lot of these guys would come out in their [carts] and
watch what was going on. It was entertainment for them,”
Jacob says. “We found out a lot of them were engineers
or construction workers themselves.”

That engagement and communication with Passavant's
residents was the follow through on the claim Dave To-
basco made during the interview process.

PRrRoJEcT PROFILE

“All the way through the project, even with any cost is-
sues and delays, we always showed the client that he
was first and everything was to make sure that at the end
of the day, the client was satisfied,” says Tobasco. “The
bricks and the mortars are there, and it is a beautiful,
quality facility, but mainly we delivered on our promise of
client satisfaction.”

Count Rocco Mastrangelo as one of those who are satis-
fied with the final result and the construction process that
got it there.

“We're very pleased with the building. There's a lot of
technology in this and a lot of detail,” he says. “And it
was a good learning experience too. dck used an Infinity
wall system, which | had never worked with before.”

“| think the architects did exceptional work with the de-
sign, the detail work. It's just a beautiful building,” con-
cludes Roy. “But what | like most is the life that is going
on here. To see the residents using the facilities and en-
joying life there, that was the purpose of the work that
went into it.” €@®
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For over 100 years Local 66, in partnership with our
employers, has been committed to providing Qualified
and Competent Operating Engineers. For Local 66, meeting
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The Operating Engineers lead the nation in pipeline training.
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A. J. Vater &
Company Inc.

Dan Vater and his cousins — Bob Klink
and brothers Andy and Mark Vater —
have roughly a century between them
working at painting and wallcovering
specialty contractor A. J. Vater & Com-
pany. Dan jokes that the next generation can take the reins
any time they want, but says his generation isn't going any-
where soon.

“We don't have a machine out back making widgets. We're
not turning out 5,000 widgets a day so that we can sit back
and count the money we make on each one,” Dan says.
“We're salesman. We're project managers. We're billing.
We're estimating. The service is what gets us separated
from our competition.”

The current generation of the Vater family at A. J. Vater is (from
left) Bob Klink, Andy Vater, Mark Vater and Dan Vater.

The third generation business was started in 1928 by Adam
or A. J. Vater, who was joined about one month later by his
brother Franz Joseph or Frank. The company started paint-
ing houses a year before the stock market crash. The story
of why the brothers took up painting has been lost through
the years — neither was a painter by trade — but Mark Vater
has an inkling why his half of the family joined in.

“I think my grandfather got into it because 1928 was when
my dad was born. Adam had started the company and
Frank needed a job,” Mark jokes. “Then the crash came not
much longer after that.”

A. J. Vater & Company survived the long Great Depres-
sion and began to prosper. The family business eventually
grew into commercial buildings and what Andy Vater calls
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"oddball” work — sandblasting and painting railroad cars for
example — prior to World War I, when the company signed
agreements with local unions. Although there were plenty
of industrial buildings available to paint during the next 30
years or so, A. J. Vater's bread-and-butter business was then
what it is today — painting offices, banks, churches and other
commercial buildings.

After the war ended, another generation of Vaters was in-
volved. Francis — who is Andy’s and Mark’s father — and A.
J.'s sons Norbert and Fred — who is Dan’s father and Bob's
uncle — managed the company into the late 1980s and early
1990s. During the stewardship of the second generation
Vater Hardware was developed as a diversification strategy
and grew to 13 different locations.

Dan got involved as a young man in the hardware business,
which his father managed for the company. “I worked in
the stores, even as a kid bagging bolts. When | was older
I moved around to different parts of the hardware busi-
ness,” recalls Dan. "My dad basically ran the
hardware division and | thought | might follow
him into that business. That was my dad’s idea
too but the circumstances changed and the
big boxes came to town. They took the mom-
and-pop hardware store, which we were, and
pushed them out of business.”

It was decided to close the hardware division,
selling some of the stores and shutting the
doors on the rest. “I was just coming out of
college at the time [in 1982] and we probably
had two or three stores left,” Dan says. “They
said they wanted me to work in the painting
business to get familiar with that side of things.
The next thing you know the stores are gone.
That's how | got into the painting business,” he
laughs.

Mark also spent his weekends and summers
working at the hardware store in Crafton-Ingram. He recalls
those times as fun for the family. “We were the ones who
were doing the inventory at the end of the year, using tally
sheets and the old adding machines. It was fun though, be-
cause it was a way to get together with all the cousins. We
were the labor for the inventory.”

"My dad was the bookkeeper here, the controller. That was
my training too but he said that ‘we only need one per-
son for that job and I'm it and he still had 20 years to go,”
Mark jokes. "l worked for a newspaper down in Donaldson’s
Crossroads as controller for about 10 years and then when
my father decided he was ready to retire in 1995, | came on
board.”

Andy also started out in the hardware side of the business
and did a couple summers painting during college and then
after graduation joined the company learning the estimat-
ing and project management of the trade.



Bob Klink was not a Pittsburgher, spending his formative
years in lllinois. He attended college for a year, studying
construction management, but decided that college life
wasn't for him. He had worked building houses during high
school and enjoyed construction, so when he was contem-
plating his next move in 1982 he thought of his mother’s
family business. “I called my uncles and asked if they would
give me a shot. The next thing | knew | was packing my car
and moving to Pittsburgh,” Klink relates.

When Dan and Bob came into the company, it basically just
serviced the Western PA market. By 1991, the company
started to look at work in West Virginia. “At that point | felt
we had farmed Western PA as much as we could and so we
needed a bigger piece of farm land. | went down to West
Virginia and started to try to pick up work down there. We
landed one job down there — Mountainview Rehab — and
by the time that job finished up we had five or six others on
the books. We just kept spinning from there.”

Klink was working in Pittsburgh but his parents had once
lived in West Virginia and when A. J. Vater began landing
work in the state Klink accepted the opportunity to repre-
sent the company there. “Bob was instrumental in making
us successful in West Virginia,” says Dan. “West Virginia
has seven local unions and we hire exclusively out of those
unions. We use 100 percent West Virginia labor there. Over
the 25 years we've developed our own little shops through-
out the state. We've had a good run in West Virginia with
Bob in place there.”

The move into West Virginia helped diversify the business
in the same way the hardware stores had a generation ear-
lier. A. J. Vater's business had doubled since 1995, and has
stayed at higher levels even during downturns. The expan-
sion grew the business volume and helped even out the
volatility in the market from year-to-year.

“When we went there, Pittsburgh was the dog and West
Virginia was the tail but we've had some years where the
tail was wagging the dog,” says Mark.

Dan Vater tends to simplify the explanation of the busi-
ness’s success. “We come to work each day and do what
we do. We bid the work that is out there to bid but we can’t
force people to paint buildings. We take what is available
to us and work it as hard as we can to acquire it and then
finish it. We have a reputation that we have built over the
years so we've stayed with our good contractors and our
good contractors have stayed with us through the tough
years.”

"We seem to come up with that one key job that makes
that year work,” says Mark.

A. J. Vater has a payroll of about 100 employees, depend-
ing on its field needs in a given year. The main office in
Pittsburgh handles all the estimating and project manage-
ment and it maintains a small warehouse in Clarksburg, WV.

FirMmM PROFILE

In addition to Western PA, the company works throughout
the state of West Virginia and uses the locations to serve
the adjacent markets in Ohio, Kentucky and Maryland. “For
the most part we're staying within that boundary now, al-
though we'll go anywhere with one of our regular custom-
ers,” says Andy, who runs the Pittsburgh operation.

The Vaters' low-key approach may help explain how they
manage the ups and downs that construction can give a
business. And as Dan Vater says, none of them is looking
for the executive work style.

“It's funny but over 32 years I've never walked into the of-
fice here and said boy | don’t have anything to do today,”
laughs Dan. “You grind away on the bad years as well as
you do in the good years and you hope it pays off. It is a
life-long pursuit. You can't get rich on one job, in one day
and turn your back. You build relationships that last your
whole life.”

Dan’s stepson Ryan is now the fourth generation in the
business and both Andy and Mark have sons interested.
The Vaters know full well the odds of survival for multi-gen-
erational businesses, but also feel like they have learned
one of the secrets.

“| think the longevity of the family business is because the
people in the business have worked the business. We
haven't had somebody who just sits to the side and says I'm
in the family and | get a paycheck because it's my right,”
notes Dan. “That's been the key in the survival of the three
generations to this point. The people that have come on
board have worked hard and been smart enough to see the
potholes and avoid them. We hope that continues into the
next generation.” @

CompPaNy FacTs

A.J. Vater & Company Inc.
201 Munson Avenue
McKees Rocks, PA 15136
T: (412) 331-4477
F: (412) 331-9625
www.ajvater.com

ajvater@ajvater.com
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Financial Perspective

What Do These Financial Statements Mean?

By Todd J. Lucas, CPA

Whether it's commercial or heavy highway or specialty,
no one can dispute that a successful contractor knows its
business and industry inside and outside. However, just
as important is knowing the numbers behind your busi-
ness and what those numbers mean.

Often, business owners want to know which financial ra-
tios matter when evaluating their performance and more
importantly, what do these ratios mean and how do these
ratios compare to other like contractors. Likewise, project
owners are interested in financial ratios when comparing
contractors for awarding projects.

Through a process called benchmarking, companies can
compare their financial results to others in the same field.
The first step in the benchmarking process is to deter-
mine the appropriate peer group. This can be based on
size of the company (in terms of revenue), industry seg-
ment (commercial, residential, heavy highway, etc.) and/
or geographic area.

Once you have determined the appropriate peer group,
the next step is to identify key performance indicators
(KPIs) which will be used to measure performance. KPIs
are not only useful in gauging your company’s financial
performance, but can be beneficial in making informed
business decisions. While there are many different ratios
to utilize, primarily all ratios can be grouped into one of
four categories: liquidity (or solvency), profitability, lever-
age and efficiency ratios.

e Liquidity ratiosare used to measure acompany’s
ability to meet its short-term obligations.

e Profitability ratios measure a company’s ability
to generate earnings compared to its expenses
during a specific period of time.

* Leverage ratios measure a company’s method
of financing or its ability to meet financial
obligations.

e Efficiency ratios measure how well a company
utilizes its assets and liabilities internally.

Here are a few common benchmarking ratios from the
aforementioned categories. Included is a description of
what the ratio represents, what a recommended or ac-
ceptable score is and how the ratio is calculated.
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Liquidity Ratios

Current ratio

Current ratio estimates a company’s ability to meet its
short-term obligations (current liabilities) using its current
assets. The formula for calculating current ratio is

Current Assets/Current Liabilities

The higher the ratio, the greater a company’s ability to
repay its short-term obligations. As a general rule, a mini-
mum recommended current ratio is 1.0 (or 1.0 to 1.0).

Quick ratio

Quick ratio is a measure of a company’s short-term liquid-
ity. The quick ratio is useful in determining a company’s
ability to meet its short-term obligation using its most
liquid assets (i.e., cash, investments and contract receiv-
ables). The formula for calculating quick ratio is:

Cash and Cash Equivalents + Short-Term Investments
+ Contract Receivables/Current Liabilities

As with the current ratio, the higher the ratio, the greater
a company’s ability to repay its short-term obligations. A
quick ratio of 1.0 (or 1.0 to 1.0) is generally considered to
be a liquid position.

Profitability Ratios

Return on Equity

Return on equity is the amount of net income generated
in relation to the shareholders’ equity (or amount invest-
ed by owners) of a company. Usually expressed as a per-
centage, return on equity is calculated as follows:

Net Income/Shareholder’s Equity

Typically, the higher the return on equity percentage, the
better. While a high percentage may indicate a profitable
company, it may also be an indicator that the company is
significantly undercapitalized.

Gross Margin
Usually expressed as a percentage, gross margin indi-

cates how much of every sales dollar is retained in earn-
ings. While gross margin can vary greatly based on the
type of work performed, the better you can control costs
and therefore increase gross margin, the greater advan-
tage you will have over your competitors. Gross margin
percentage is calculated as follows:



Gross Margin/Revenue

Leverage Ratios

Debt to Equity

Debt to equity is a measure of a company’s financial le-
verage and indicates how much of a company’s equity
and debt are used to support its assets and is calculated
as follows:

Total Liabilities/Shareholders Equity

A debt to equity ratio of 3 or less is typically considered
acceptable.

Equity to General and Administrative Expenses

Equity to general and administrative expenses is a mea-
sure of the relationship between overhead to equity (or
net worth). Ideally, these amounts would grow in unison
with each other. As the company grows and becomes
more profitable, it takes on more overhead. Similarly, if
a company takes on more overhead, it expects to see
greater results. However, this is often not the case. Equity
to general and administrative expenses is calculated as
follows:

Shareholder’s Equity/General and Administrative
Expenses

Efficiency Ratios

Days in Accounts Receivable

Cash is extremely important to any business and maybe
even more so in the construction industry. Days in ac-
counts receivable measures the number of days needed
to collect accounts receivable and is calculated as follows:

(Accounts Receivable - Allowance for Doubtful
Accounts) x 360/Revenue

Days in accounts receivable should be 60 days or less.
If the number of days is greater than 60, this could put
a significant drain on cash flows. Retainage is excluded
from the calculation.

Days in Accounts Payable

Days in accounts payable is an indication of how quickly
payables are liquidated. Days in accounts payable should
be viewed in conjunction with days in accounts receiv-
able. If days in accounts payable is significantly lower
than days in accounts receivable, cash flow may be ad-
versely impacted. Generally, this ratio should be 45 days
or less, but should also be viewed against the repayment
terms of your vendors. Days in accounts payable (exclud-
ing retainage) is calculated as follows:

Trade Accounts Payable x 360/Total Costs
Companies can utilize financial ratios in one of two ways.
First, the ratios can be used as a tool to measure a com-

pany’s improvement over time against past results. The
second way is to compare your company’s results with
industry benchmarks as a way to determine if you are
operating as effectively and efficiency as your competi-
tors. The former is often more beneficial than comparison
against industry peers.

Industry benchmarks can be useful in establishing an ini-
tial comparison, but it is more important to understand
what these various financial ratios say about your com-
pany and what you can do to improve the results. Com-
parisons of financial ratios cannot simply be viewed over
a one-year or two-year period. Instead, this information
needs to be viewed over an extended period (ideally two
to five years) to allow for better correlation of these in-
dicators to performance of the company. This helps to
better identify one-time events versus a potential trend.
Timely and accurate recordkeeping is essential as you be-
gin the benchmarking process. The information utilized
should be reliable and available to allow for a more in-
formed decision.

As previously discussed, using financial ratios as a way
of measuring improvement over time can often be most
beneficial. Why, you may ask? Unfortunately, just look-
ing at the financial ratios of your peer group doesn't tell
the entire story. Some things you may not be able to
glean from indictors alone are: size of the company, cost
structure, stage of company (growing company versus a
mature company). Additionally, it can be difficult to even
obtain benchmarking data.

Many of these same ratios are utilized by banks and
bonding companies when determining how much credit
or bonding capacity to give contractors. Banks and bond-
ing companies may be able to provide you with some in-
dustry averages to assist in developing your benchmarks.
Your CPA firm may be able to help as well.

Now that you know some key performance indicators,
you can begin to develop and align your company’s goals
accordingly. These financial ratios may identify strengths
and weaknesses of your company. Your company goals
should be designed to maximize the ratios you identify
as being important, and doing so might allow you to in-
crease your borrowings with the bank or your bonding
capacity with the surety.

Todd Lucas is senior audit manager at Schneider Downs
& Co., a full service accounting and financial advisor lo-
cated in downtown Pittsburgh and Columbus. He can be
reached at tlucas@schneiderdowns.com or 412-697-

5313. @®
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Management Perspective

Seven Symptoms of Bad Meetings
and What You Can Do About Them

By Joel D. Levitt

The door to the meeting room opens and it's the person
who called the meeting, running 10 minutes late because
the previous meeting ended late and he had to stop by
his office and pick up some notes to remind him of what
this meeting was about. The folks already in the room are
discussing last night's game and wondering how long the
meeting is going to last. Only one person remembers get-
ting the notes from the last meeting. And he's the only one
that has a copy of the report they’re supposed to discuss.

Does this sound or feel familiar? You're not alone. One
topic that everyone can agree on is this: meetings are of-
ten a waste of time and money. Scary meeting statistics
abound. Software company Atlassian’s infographic states
that U.S. businesses waste $37 billion a year. Some of that
meeting time may have been wasted in your organization.
What is strange is why this situation isn't on the top of
anyone’s list to get fixed. If we are wasting billions, why
don't corporations make the effort to fix the problem?
Perhaps it boils down to a lack of accountability. But this
is something that is entirely within our control. Here are
some symptoms of bad meetings and what you can do
to fix them.

1. Your meetings ramble on without a clear purpose.
If there's an agenda, no one follows it.

Good meeting practice says that a specific agenda will
almost always reduce the time wasted in a meeting. A
poll of 471 management leaders noted that 90 percent
of those polled attributed the failure of most meetings to
a lack of advanced planning and organization. So be sure
to send out an agenda before the meeting. Review the
agenda at the beginning of the meeting and gain agree-
ment to follow it. It's also important to empower people
to point out when the meeting veers off the agenda. That
way everyone can share the responsibility to keep things
on track.

2. People are doing their own thing during the meet-
ing - texting, talking on the phone, responding to
email, carrying on unrelated conversations.

One way to avoid this is to establish ground rules that ev-
eryone agrees on before the meeting begins. These rules
include removing temptation by setting limits on texting,
email and phone conversations, and requiring people to
listen without interrupting. Even if people have agreed in
advance to these rules, they may need to be reminded
of the ground rules at the beginning of the meeting or
during the meeting itself if the rule-breaking is particularly
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egregious. Such reminding may be done by fellow mem-
bers or by the meeting leader if there is one.

3. People show up who are not prepared. They
haven’t read the report, document or spreadsheet that
the meeting was about or they have not done the re-
search they promised to do.

A well-run organization holds staff members accountable
for doing their jobs and keeping their promises. But real
life often falls short of how we know we should oper-
ate. Holding people accountable should be part of any
set of ground rules for meetings. When you distribute
the agenda in advance, state clearly the preparation that
is expected of each member who will participate. Even
when you reiterate expectations, there may still be people
who don't think they are the people who are supposed to
be prepared. In a separate setting, the meeting leader or
their manager needs to state the obvious:

Meetings are places where people report on their work,
share information, etc. When members fail to do what
they promised, they are being disrespectful of other peo-
ple’s time — those who came to the meeting in order to
participate and learn what progress had been made. Not
only are they being rude to coworkers — they are also cre-
ating actual economic waste of organizational resources.

4. There is no closure for decision-making. Decisions
are discussed but not decided. There is no agreement
to support collective decisions once they are made and
people continue to fight them, disavow them or bad-
mouth them afterwards.

A good business process gets essential activities done with
a minimum of waste. A good meeting process requires
decisions or a decision that the topic be continued to the
next meeting. Create the expectation that a decision will
be made during the meeting and drive for consensus. If
a decision still can’t be made, the decision may need to
be kicked upstairs or assigned to a sub-group. Then, after
everyone has their say and decisions are made, the deci-
sion needs to be supported by the entire group, even if
some disagree. Otherwise the disagreements move un-
derground and undermine the workings of all. There is
one special exception: if the decision is illegal, immoral or
dangerous. In such cases, dissent may be healthier for the
organization in the long run than cooperating in the short
run with bad decisions.

5. Meetings are dominated by a few talkers (not nec-
essarily the leader) or there are knowledgeable people
who never volunteer to speak up.

Facilitation can improve both the process and the out-
come of meetings. According to an article in the Fall 2006
issue of The Facilitator, using a skilled meeting facilitator
increases the productivity of a project by 25%. Of course



the magazine may have a bias, but having someone with
training in meeting facilitation has the potential to im-
prove most things. If that's not an option, help the meet-
ing leader develop some basic meeting facilitation skills
that will help even out participation.

6. Meetings start and end late. Some people come
late or leave before the end.

Timeliness is a matter of integrity. Here we are using
the word “integrity” in the sense of being unimpaired
or sound. Consider the integrity of the steel beams in a
building. If one or more was missing or askew, wouldn’t
the building sag or fall down? Similarly, the integrity of
your work group or team is undermined when key people
are missing during updates or decision-making times; it
doesn’t matter why or how. They will inevitably miss im-
portant communications, updates, reframing of the issues
under discussion, and waste everyone else's time when
they have to be specially brought up to date. Because
they missed the original sequence of events, they may
also leave the meeting with an erroneous impression of
what was discussed or agreed upon. Set the expectation
for timeliness in advance and then start and end the meet-
ing on time. If you respect peoples’ schedules, they will be
more likely to respect the integrity of the meeting and its
objectives.

7. People leave meetings tired, frustrated, angry or
depressed.

Your current meeting style might not be healthy for you.
If your meetings include donuts, coffee, soft drinks and
bagels, they may spike your blood sugar and then cause
it to crash. Are your meetings longer than necessary or
are they run without breaks? Or perhaps you are holding
the wrong type of meeting for the particular time of day.
Consider the logistics of the meeting to see if your meet-
ings actually help or hinder the work of the organization.

With more than 30 years of management experience in
the maintenance and engineering fields, Joel D. Levitt
is a leading trainer of manufacturing, operational and
maintenance professionals — having trained more than
15,000 maintenance leaders from 3,000 organizations in
25 countries. Since 1980, Levitt has been the president
of Springfield Resources, a management consulting firm
servicing clients of all sizes on a wide range of mainte-
nance issues, and is currently the Director of International
Projects at Life Cycle Engineering. Mr. Levitt is the author
of 10 popular books and over 150 articles on maintenance
management, as well a frequent speaker at related indus-
try conferences.

Learn more at www.meetingdefender.com €@
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Legal Perspective

Crossing the Panhandle:
Risk Shifting and
Anti-Indemnity Legislation
in Pennsylvania, West
Virginia, and Ohio

By Phillip R. Earnest

Construction contracts invariably con-
tain "hold harmless” and “additional in-
sured” provisions favoring the party with
the most bargaining power. Owners and
developers — who pay for the projects
- require and receive complete indem-
nification from their contractors gener-
ally without question by legislatures or
courts. Similarly, general contractors seek
to shift their own liability and risk to sub-
contractors, often through broad form
indemnification agreements that require
subcontractors to indemnify and hold
harmless general contractors even for
the general contractor’s sole negligence.
To contractors, broad form indemnifica-
tion agreements are preferable because
they reduce the financial exposure of the
contractors to damages claims by injured
employees and third parties, thereby re-
ducing the contractor’s insurance and legal costs.

To subcontractors, such indemnification agreements can
increase the costs of a project by shifting the financial re-
sponsibility for damages claims to the subcontractors or
their insurers. When subcontractors purchase insurance
naming contractors as additional insureds, contractors
are forced to pay higher insurance premiums for cov-
ered losses, even though the subcontractor may not have
been negligent or even where the subcontractor may be
barred by a workers’ compensation statute from any li-
ability.

Seeking to address the inequity of non-responsible par-
ties bearing the liability of responsible parties, many
states have enacted anti-indemnity legislation that pro-
hibits or voids provisions in construction contracts that
require a subcontractor to indemnify another party for its
negligence. Currently, 41 states have enacted some ver-

sion of an anti-indemnity statute, even though many of
these states limit the application of the statute to public
projects. Of those 41 states, 27 prohibit a subcontractor
from indemnifying a contractor for its sole or partial fault,
while 14 only prohibit a subcontractor from indemnify-
ing a contractor for its sole fault. Additionally, at this time
only six states have enacted statutes that prohibit one
party from requiring another party to name it as an ad-
ditional insured.

Each of the jurisdictions in which anti-indemnity statutes
have been enacted provides its own interpretation of the
correct public policy. For instance, Texas has enacted
an anti-indemnity statute that prohibits broad form in-
demnification clauses for both sole and partial fault but
specifically excludes claims for bodily injury by subcon-
tractors’ employees. Similarly, New York also generally
bars indemnification provisions in construction contracts,
but New York permits subcontractors to be required to
indemnify a contractor for claims “arising out of” a sub-
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Considering the importance
of choosing the jurisdiction

in which a construction

cloim will be hitigated or

the law which will govern

a construction contract, the
following 1s o summary of

the status of anti-indemnity
statutes in our tri-state vegion:

contractor’s work, which courts in New York have inter-
preted to include the alleged negligence of other sub-
contractors.

Considering the importance of choosing the jurisdiction
in which a construction claim will be litigated or the law
which will govern a construction contract, the following is
a summary of the status of anti-indemnity statutes in our
tri-state region:

Pennsylvania

Pennsylvania remains in the minority of jurisdictions that
does not prevent broad form indemnification clauses in
construction contracts, with one exception: architects
and design professionals are not permitted to contract
with owners, contractors, subcontractors or suppliers for
indemnification. 68 P.S. § 491. Owners and developers
should be aware, however, that architects are still per-
mitted to include limitation of liability clauses in their
contracts. Such limitation of liability clauses can limit an
architect’s liability to a relatively low amount, thus effec-
tively shifting the burden of paying damages claims on
to owners and developers. For instance, in Valhal Corp.
v. Sullivan Associates, Inc., the Third Circuit approved
an architect’s contract limiting the architect’s liability to
$50,000.00. The Court specifically held that the limitation
was “a reasonable allocation of risk between two sophis-
ticated parties and does not run afoul of the policy dis-
favoring clauses which effectively immunize parties from
liability.”

Contractors should also be aware that while Pennsylva-
nia‘s legislature and appellate courts do not bar broad
form indemnification agreements in construction con-
tracts, it has been the law of the Commonwealth for
over 100 years that the language in such indemnifica-
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tion agreements must be stated with precision and in
unequivocal terms. Perry v. Payne, 217 Pa. 252, 66 A.
553 (1907). Consequently, general contractors will typi-
cally favor Pennsylvania law to govern contracts contain-
ing indemnification provisions and should be aware, as
discussed below, that even when their contracts contain
broad form indemnification agreements, they may be
nullified by the law of the jurisdiction in which the project
is located unless the contract specifically chooses Penn-
sylvania as its governing law.

West Virginia

Unlike Pennsylvania, West Virginia has enacted a limit-
ed anti-indemnity statute that prohibits subcontractors
from indemnifying contractors for their sole negligence.
Subcontractors seeking to employ West Virginia law to
void such an indemnification clause should be aware,
however, that West Virginia’s anti-indemnity statute
has been severely limited by West Virginia's Supreme
Court. In Dalton v. Childress Service Corp., 189 W.Va.
428 (1993), the Court held that “a just public policy de-
mands that indemnity agreements be permitted unless
they go beyond the mere allocation of potential joint and
several liability and indemnify against the sole negligence
of the indemnity without an appropriate insurance fund,
bought pursuant to the contract, for the express purpose
of protecting all concerned.” Id. at 431. (emphasis add-
ed). The Court explained that, “a contract that provides
in substance that A shall purchase insurance to protect
B against actions arising from B's sole negligence does
not violate the statute as public policy encourages both
the allocation of risks and the purchase of insurance.” Id.
(emphasis in original). Consequently, while West Virginia's
legislature has specifically prohibited contractors from re-
quiring subcontractors to indemnify contractors for their
sole negligence, West Virginia's Supreme Court has ef-
fectively nullified the statute by permitting contractors to
require subcontractors to purchase insurance in favor of
contractors’ sole negligence.

Ohio

Of the three jurisdictions in our tri-state area, Ohio is by far
the most favorable to subcontractors. Ohio has enacted
an anti-indemnity statute that prohibits contractors from
requiring subcontractors to indemnify contractors for ei-
ther their sole or their partial negligence. Ohio Revised
Code § 2305.31. Contractors and subcontractors using
Ohio’s law to govern their agreements, however, must be
aware that Ohio’s anti-indemnity statute has been held
to prohibit only construction indemnity agreements that
arise out of bodily injury to persons or damaged prop-
erty initiated or proximately caused by or resulting from
the negligence of the promissee. Stickovich v. Cleveland,
143 Ohio App. 3d 13, 26 (2001). The Court in Stickovich
explicitly held that Ohio’s anti-indemnity statute, “does
not prohibit a construction contractor from indemnifying
others for its non-negligent intentional torts.” Id. Further-



more, the Court in Stickovich held
that, “a mere allegation of negli-
gence is not sufficient to defeat
a construction indemnity agree-
ment. Even if there were proof
that the party seeking indemnity
were negligent, the negligence
must still be the proximate cause
of the injury.” Id. Consequently,
in Ohio, a subcontractor may use
Ohio’s anti-indemnity statute as an
affirmative defense, but the sub-
contractor may still be required
to prove that it was faultless in
causing the harm to the plaintiff
that gives rise to the contractor’s
indemnity claim.

The legislatures in our tri-state
area have taken different ap-
proaches to expressing the public
policy supporting or rejecting in-
demnification provisions in con-
struction contracts, and the courts
of each state have limited or ex-
panded what was seemingly the
intent of each state’s legislature.
Parties entering into construction
contracts should be aware that
their indemnification and addi-
tional insured clauses should be
carefully drafted in conjunction
with their choice of law provisions
for each particular project. Merely
relying on a standard clause or
provision in each contract is likely
to result in more or less risk trans-
ferred depending upon jurisdic-
tion. Contractors often cross state
lines and enter into contracts with
out-of-state participants or agree
to perform work in other jurisdic-
tions. In such situations owners,
contractors, and subcontractors
may be able to negotiate indem-
nification, additional insured, and
choice of law provisions which
take advantage of the law in each
particular jurisdiction.

Phillip Earnest is a partner with
Pietragallo Gordon Alfano Bosick
& Raspanti LLP who focuses on
insurance coverage claims and
litigation, ~appellate litigation,
commercial litigation, and con-
struction claims and litigation.
For more information, contact
him at (412)263-4374 or e-mail
him at PRE@Pietragallo.com. @
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With over 80 years of fenestration and glazing experience, trust
Oculus for your next project

* New Construction *  Curtain Wall
* Replacement * Storefront
* Remodel *  Entry Systems

Design Assistance and Estimating

412-874-6036
230 Thorn Hill Rd., Warrendale, PA 15086
‘ Oculusis a s:ster—company of Gunton Corporation ‘

, Precision Laser - -
‘mnﬁ*ﬂ # Servico # Rontals & Training * Support

Coming to Clarksbung/Bridgeport, W
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Colby Design
Ltd.

Fran Colby’s passion for
design has given her a kind
of tunnel vision and fo-
cus that prevents her from
looking at her business
from a big-picture perspec-
tive, even though she was
committed to doing so for
her clients. When she real-
ized this after more than a
decade of designing envi-
ronments for others, Colby
decided to do some work
on her own business.

“In 2011, | realized | need-
ed to remake my busi-
ness,” she explains. “When
| thought about it, basically
that's what I've done for my clients: understand what
they need and where they want to be and match inte-
riors to that vision.”

Colby recognized that most of her work was part of
an effort by her clients to revise or recreate their im-
age, so she changed the way she identifies her own
services, emphasizing her role as a participant in re-
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branding. She found her approach to de-
sign was similar to that which her clients
took in re-branding. Colby spends signifi-
cant time talking with the client prior to
any creative activity and makes use of the
client’s own materials — websites, market-
ing pieces or catalogs — to help deter-
mine what the client is thinking about for
his or her new look. She says it's not un-
usual for the client to be surprised about
the results.

“| like to sit down and talk
with someone first and |
have a knack for capturing
what they want,” says Col-
by. “Very few times has a cli-
ent rejected what | came up
with. | work hard at pulling
it out of them. Some of my
clients end up thinking they
designed the space!”

Fran Colby gained her ex-
perience working with cor-
porate clients while design-
ing interiors at the former
Burt Hill Kosar Rittelmann.
Colby moved to Pittsburgh
when she married and
started working at Burt Hill
in 1981. During nearly two
decades at the firm, Colby
designed and managed
projects for Bayer, Mellon
Bank, CNG, Federal Home
Loan Bank and the Turnpike
Commission.

Fran Colby

She recalls Peter Moriarity — who eventually became
Burt Hill's CEO — as a mentor who encouraged her
and pushed her as a designer. Colby describes her-
self as a big picture person when it comes to project
management. “| start the ball rolling and the team
puts the project together,” she says. She notes that
at the same time she also cared very deeply about



“I like to sit down and talk with someone first and I have a
knack for capturing what they want,” says Colly. “Very few
times has o client rejected what 1 came up with. I work hard
at pulling it out of them. Some of my clients end up thinking

they desygned the space!”

the end product, often revising the design after the
workday ended. While her responsibility was primarily
space planning, Colby says she found her forte was
public spaces. “I must have done 1,000 toilet rooms,”
she jokes.

During her tenure with Burt Hill, Colby also played
a role in landing the firm’s first international project
for the Jindal Group. A representative of Baker Fur-
niture referred Colby to Jindal after working with her
on the Federal Home Loan Bank project. She got the
chance to sit down and negotiate an agreement with
Mr. Jindal that covered travel and the expenses of
working from halfway around the world. The project
went well and afterwards Colby was asked to speak at
seminars on getting paid overseas.

At the end of 1999, Colby was given the news that
she was not going to become a principal at Burt Hill.
She used that career news as the spark to launch her
own design firm, founding Colby Design in 2000. For
the next 18 months she had steady work as a con-
sultant to Burt Hill, finishing projects at the Turnpike
Commission and Dubai. That proved to be a solid
foundation for her business and Colby found that the
work that followed often came from repeat clients
and referrals, even if she admits to not having the
keenest sense of business development.

“It always comes in through the back door for me;
there’s never a straight line to the job,” she says.
Colby uses a corporate design project for turbine
manufacturer Elliott Group as an example of what she
means.

“] got a call from a woman who wanted her home
decorated. | didn’t return the call but she called
again the following week. | toured her house and was
hired,” she recalls. “[During the project] her husband
came home from work as an executive at Elliott, com-
plaining that he needed to find a designer for their
lobby. His wife told him to hire me.”

Colby tends to focus intently on the projects on which
she is working. That passionate practice limits the
number of projects she tackles at any one time, es-
pecially since she has chosen to remain essentially a
one-woman practice. “I'm not the easiest person to
work for,” laughs Fran Colby, when asked about her
decision to remain small. “| stay lean and add con-
tract people as | need, hiring architects or engineers
to help with the work.”

Reimagining the role her interior design business
played with the branding efforts of her corporate and
hospitality clients gave Colby Design a boost, but it
hasn’t changed Fran Colby's reason for being.

“No matter what | do, it has to be good enough for
the cover of a magazine,” she says. “Do you make a
lot of money doing business that way? No, but design
has been my life. | live it and breathe it.” @

CompaNY FACTS

Colby Design Ltd.
Fran Colby, FASID, LEED AP ID+C
fcolby@earthlink.net
870 Hahntown-Wendel Road
North Huntingdon, PA 15642
T. 724-864-0814
F: 724-864-0808

www.colbydesignltd.com
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Master Builders’ Association

of Western Pennsylvania, Inc.

Make plans to attend
The Construction Industry Evening of Excellence

is a night that celebrates the brilliant and unparalleled design and construction industry. This event unites the
firms and individuals that are developing our region with a commitment of excellence in each and every construc-
tion project. This commitment to excellence will be on display during the event as the winning projects in the
= MBA’s Buﬂdmg Excellence Awards program will be announced.

-"-.Jlt

Thursday, F February 26,2015 = 5:00 to 9:00 P.M. K
"Hem{z_ﬂeld East Club - $35 Per Ticket ¢ aﬁ
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Carson Publishing of Western PA Steptoe & Johnson

Operating Engineers Local 66 Cohen Seglias Pallas Greenhall Laborers District Council of Western PA  Tall Timber Group/ BreakingGround
& Furman PC Langan Engineering Tri State Reprographics
Desmone & Associates Architects & Environmental Services VEBH Architects
Eckert Seaman Meyer, Unkovic & Scott LLP Zurich

See you oﬁyléepy 26th at the Evening of Excellence
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Matching Veterans to
Construction Jobs is a
Workforce Solution

It doesn’t occur every day, but there are times when a real
need meets a genuine opportunity. That intersection of op-
portunity and desire exists right now with the efforts to help
military veterans find meaningful work. One of Pittsburgh'’s
best-known veterans neatly sums up the difficulty of taking
advantage of that opportunity with veterans.

“The disconnect is the stream of information,” says Rocky
Bleier, former Pittsburgh Steeler and owner of general con-
tractor RB VetCo. “Everybody wants to do something but no
one knows what to do.”

Metropolitan Pittsburgh is home to more than 250,000 veter-
ans, a demographic share that is among the highest in U. S.
cities. The region is also experiencing a mismatch of skilled
workers for available opportunities, as evidenced in the more
than 26,000 open jobs aggregated at the imaginepittsburgh.
com website. It would seem to be a “no-brainer” to leverage
the skills and experience of military veterans to fill some of
those positions.

Builders Guild Executive Director Jason Fincke sees that no-
brainer working very well for construction jobs.

“| think there is a natural transition from military life to con-
struction,” he says. “Let's face it; we're looking for men and
women with self discipline. Where better can you get the
kind of training in self-discipline that the military provides?
That environment requires them to show up every day ready
to perform.”

Fincke goes on to list the attributes that a veteran brings to
the construction trades and employers, citing the physical
and technical skills and the willingness to take direction and
operate within a team concept. “Any chance we have to try
to reach out to vets, we do. They are ideal candidates. The
average age for an apprentice now is 27 years old. That's
perfect for when most of these veterans are leaving active
duty,” Fincke explains.

Some of the edges that the local unions are giving veterans
include accepting applications year-round — most locals only
accept apprenticeship applications during limited time win-
dows of the year — and giving credits for military service on
the application tests.

Ricky Okraszewski is training director for the Keystone +
Mountain + Lakes Regional Council of Carpenters. Work-
ing with the Veterans Administration, the Carpenters are an
approved center for education and training for veterans, a
competitive advantage that allows apprentices to receive
veteran's educational benefits while working. That gives a
veteran apprentice the opportunity to supplement his or her
paycheck while learning the trade. Okraszewski says that em-
ployers like the maturity levels and preparedness of veterans
and tracks the vets in the Carpenters’ program. He also says
that the number could be higher.

“There are probably about 40 veterans in the [apprentice-
ship] program right now in all of the carpenter crafts,” he
says. “That's about five percent of the 900 carpenters in
the locals. There are not as many applications as you might
think.”

Ricky O's comment underlines the dual nature of the issue.
As much as the business community may have a heart for fill-
ing openings with veterans, most business owners and man-
agers don't really understand how military service translates
to their companies. An even larger gap in translation exists
for the veterans, many of whom had little or no work experi-
ence before enlisting. For perhaps the first time, organiza-
tions are beginning to address these gaps in understanding
in a systematic way.

One of those efforts is Service to Opportunity, a program of
the Allegheny Conference on Community Development that
is part of a larger initiative to improve the workforce in the re-
gion’s energy and manufacturing sectors. The Conference’s
point person for Service to Opportunity is Laura Fischer, se-
nior vice president of special projects. The goal of Service to
Opportunity is to connect veterans to jobs that match their
skills. The program arose as a by-product of the effort to help
the natural gas industry expand the workforce when the ex-
ploration of the Marcellus Shale started.

“We did a deep dive into the energy and manufacturing
workforce issues. It started with the Marcellus Shale and re-
sulted in ShaleNET,” Fischer explains. ShaleNET links work-
force to training and employment opportunities in the shale
gas play. The ShaleNET site has been the link to jobs for
3,300 people thus far, with an 80 percent retention rate. The
surprising nugget of information in that statistic is that about
one-third of those 3,300 are veterans. “We saw the fit and
the unlikelihood that others would see the fit,” Fischer says.

The result was a study of the energy sector's needs for work-
force and the supply imbalance through 2020. Working with
Development Dimensions International (DDI), they studied
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the needs of 37 companies and identified 14 high demand
occupations that were common across the sector. Two-thirds
of those positions did not require a four-year degree. Another
result of the study was that it uncovered part of the veterans’
dilemma in pursuing the jobs.

“One of the things discovered in the assessment of the 37
companies was that they had 14 common positions but over
150 job titles to describe those job families,” notes Fischer.
"“One of the features of the [Service to Opportunity] aggrega-
tor is that it lumps jobs together.”

DDl also did a deeper dive into the requirements of the posi-
tions and focused on behavioral requirements as well as tech-
nical skills. They discovered that there was a better opportu-
nity to match behavioral skills that veterans aren't aware that
they possess.

“The behavioral skills that veterans have that work for energy
are leadership, high safety awareness, dealing with ambiguity
in the field, willingness to work in all conditions, willingness to
work until the project is complete and comfort working within
the team framework,” recites Fischer. Those are behavioral
skills that the construction industry finds useful too. What sur-
prises many civilians — particularly employers — is that those
behavioral skills are often not in the inventory that a veteran
assesses for himself or herself.

Part of the problem is that the Veterans Administration lacks
the resources to properly support this aspect of veteran life,
especially since there are a number of issues facing returning
veterans trying to find employment. Moreover, concentrations
of veterans vary widely from region to region — as we discov-
er about Western PA for example — and the vet population
doesn’t necessarily match up to where the opportunities are.
For these reasons, a plethora of local agencies exist all over
the nation to address specific — sometimes unrelated — vet-
eran’s issues.

Roy Cheran is the executive director for Operation Strong Vet,
which works at the veteran’s employment issues from the vet's
side of the table.

“We're on the front end of what the Conference is doing, try-
ing to assist vets to get ready for employment,” Cheran says.
“That could be help with residence, legal, physical or educa-
tional. The biggest challenge is that we have this immense pot
of skilled, highly disciplined, seasoned group of professionals
who are used to hearing ‘get this done’ and then doing it, but
they are struggling to translate their skills to the workplace.”

Operation Strong Vet is aligned with five community partners
who already exist to provide support to those who need the
support veterans often do. While all aren’t specifically found-
ed to serve veterans, Operation Strong Vet is collaborating
with the non-profit agencies to give the help that a veteran
may need before he or she is ready to begin a job search.

Those partners are Checkpoint, an online service gateway
which connects vets to needed services; City Mission, which
provides temporary residence and cognitive behavioral and
job training; Neighborhood Legal Services; Pittsburgh Mercy
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Health System to care for immediate and ongoing physical
health problems; and ELeVATE, a job training and college de-
gree program with a state-of-the-art lab associated with the
University of Pittsburgh. Having this spectrum of services of-
fered under one umbrella helps veterans find all of the help
they need without searching through dozens of organizations.

Rocky Bleier had already identified skills and a career path
when he returned wounded from service in Vietnam. He sup-
ports Operation Strong Vet for its effort to offer a clearer path
to civilian life for veterans.

“We have to somehow connect all these agencies together.
Strong Vet is starting to do that,” Bleier says. “They put to-
gether strong agencies that don't take federal aid that have
the resources to handle work needs, legal services, education,
physical therapy or emotional needs.”

The government's track record with returning veterans has
been less than sparkling since the beginning of the Iraq and
Afghanistan wars. Unemployment for veterans runs signifi-
cantly higher — as much as two-thirds higher than the general
population. There are now partnerships being formed by the
federal government with local organizations to help vets iden-
tify their marketable skills and add value to those resumes that
will make them more attractive to employers. Laura Fischer
notes that the profile of Western PA is high because of its
veteran population and the Service to Opportunity program,
although the specific aim of the efforts is not geared to con-
struction.

The Department of Defense (DOD) has made employment a
higher priority for active duty soldiers. As early as six months
before discharge, soldiers have the chance to work on their
transition. Fischer says there are more opportunities to deep-
en that transition planning.

“"DOD is looking at what certifications match skills. For ex-
ample, does a field medic get an EMT certification before
discharge?” she asks. “Work could be done in advance of the
need. What competencies should be developed to comple-
ment military experience? What certifications?”

According to Fischer, the Conference will turn to the informa-
tion technology sector next, after the working model for en-
ergy is developed for Service to Opportunity. She agrees that
construction employment would be a good match for many
veterans. Rocky Bleier also sees the opportunities in construc-
tion in the coming years.

"Heck yeah,” Bleier replies. “If you think about everything
going on in this region right now in construction, from com-
mercial buildings to oil and gas, there are great opportunities
for skilled labor.”

“| think there are significant positions available. The height-
ened awareness — if not obligation — has grown over the past
18 months,” says Roy Cheran. “It's very gratifying. Everyone
seems to have this pent-up feeling that they should help vet-
erans in some way.”
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MBA Young Constructors Help Toys for Tots and Marion Lemieux Foundation

The MBA's Young Constructors celebrated the holidays Station Square. The evening raised over $5,000 and
with their annual fundraiser for Toys for Tots and the more than 250 toys were collected.
Marion Lemieux Foundation at the Hard Rock Café in

Tomko’s Brad Crow and Bridget Johnson (From left) Erin Heidecker and Kayleigh Gatti from CEC with
at the Hard Rock. Baker’s Jamie Vojnovich and John Wattick from Mosites
Construction.

Brooke Waterkotte from Easley & Rivers with Rycon’s Rycon’s Jordan Pollock, Brian Capone and Brendan
Danielle Hoffman (right). Madden (right) at the YC Holiday Party.
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AVISONM
YOUNG

Driving innovation in Pittsburgh commercial
real estate services and solutions

Avison Young's integrated team approach to commercial real estate engages
deep expertise from a broad range of professionals across our organization.
In a partnership, focused on your strategic business objectives, we deliver
intelligent, best-in-class solutions that add value and build a competitive
advantage for your enterprise.

avisonyoung.com

g BEST
Partnership. Performance. d;h‘l.ﬂdﬂﬁED
S COMPANIES

Real Estate | Gonstruction | Manufacturing
P. 412-227-2500 « F. 412-227-2050
www.BlumlingGusky.com

Decisive.

Intense.

Project success.
[t's what our clients do.
It's what we do.

I Blumling & Guskyl

ATTORNEYS AT LAW
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(From left) PJ Dick’s Tyler Bock, Jesse
Takosky, Mike Chambers and Anthony
Trapuzzanno at the Hard Rock.

Jendoco Sponsors Challenge
for Riverview High School

Jendoco Construction recently sponsored
the Challenge Program, Inc. during a kick
off assembly at Riverview High School. Dur-
ing the assembly, student volunteers par-
ticipated in a mock interview challenge to
demonstrate how developing the right work
habits and behaviors will set them apart
from other jobseekers. Each interview ques-
tion was aligned with one of The Challenge
Program, Inc.’s five award categories — At-
tendance, STEM (Science, Technology, En-
gineering, and Math) Community Service,
Academic Improvement, and Academic Ex-
cellence. Students will be eligible to com-
pete for financial incentives in these catego-
ries throughout the school year.

CBRE’s Brooke Huber with brother Chad Huber
of the Huber Group and Cara Esola from As-
traZeneca at NAIOP Pittsburgh’s Night at the
Fights.



Ted Pettko from Schneider Downs with Massaro’s
Jean Markewinski at the MBA Young Constructors
seminar on changing of the guard.

Horizon’s Mike Swisher (left) with outgoing NAIOP
Pittsburgh President Dan Puntil from Grandbridge
and LLI's Jamie White (right).

Beth Cheberenchick from Facility Support Services
with Bob Dezort from Anderson Interiors.
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Chapman Properties’ newest 300-acre business park is
master planned for 2.5 million SF of Class A industrial, flex,
office and retail space, providing the ideal opportunity for
development of a regional distribution center, high-end
energy service facility or corporate campus.

Sk Located in the middle of Pittsburgh’s energy corridor at the
Westport Rd. Interchange of PA Turnpike 576
% 3 minutes from Pittsburgh Int'l Airport

Sk Direct access to major four lane highway connectors (the
Turnpike, 1-376, 1-79 & U.S. Rte 22)

Sk Fully entitled pad-ready sites available for immediate delivery
J& Turnkey build-to-suits ready for occupancy within 9 to 12 months

. CHAPMAN
PROPERTIES

www.chapmanprop.com/chapman-westport
724-318-8706

BreakingGround January/February 2015 55



When it comes
to advising

our clients on
construction
matters,

we're all in.

It's time to count on more.

From our integrated business systems

and tools, to our dedicated teams of
experienced attorneys and professionals,
our full-service construction practice never
stops delivering the results you deserve.

clarkhill.com | 412.394.2428

CLARK HILL

One Oxford Centre
301 Grant St, 14th Floor
Pittsburgh, PA 15219

DESMONE ARCHITECTS

www.desmone.com

BuiLDING ON EXPERIENCE,

DESIGNING FOR YOUR FUTURE
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Atlantic Engineering’s Matt Kaufman (left)
with wife Jillian, and Andy Verrengia.

Emerald Electric’s Curtis and Deborah
Morehead with Melody O’Brien (right).

Dustin Giffin (left) with Neil Rivers and Gordon
Giffin (right).

(From left) Heather and Brad Bridges, PBX board
president, with Maggie Withrow and Colleen
Cadman from Habitat for Humanity and PBX
executive director Del Walker.




Ryan Curry and Elissa Curry from Miller Informa-
tion Systems with Landau’s Doug Brenneman at
the PBX annual banquet.

(From left) Dave Casciani from McKamish, RB
VetCo's Russ Heyz, Seubert’s Mike Petrasek, Eliza-
beth and Jay Black.

Keystone + Mountain + Lakes Council of Carpenters
Executive Bill Waterkotte (left) and Bill Wilson, president
of Specified Systems.

Representing Alliance Drywall at the PBX banquet
were Joe and Mark Silverio with Eugene Brown (right).

Big Capabilities.

When it comes to your business,
we look at the big picture. And
we never forget the importance
of a personal relationship. With
our wide range of accounting and
advisory services, you can count
on us to deliver day after day.

Personal Connections.

To learn more,
visit schneiderdowns.com

Gennaro J. DiBello, CPA
gdibello@schneiderdowns.com

k SCHNEIDER DOWNS

Eugene M. DeFrank, CPA, CCIFP

edefrank@schneiderdowns.com Big Thinking. Personal Focus.
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KEYSTONE + MOUNTAIN + LAKES
REGIONAL COUNCIL OF CARPENTERS

TOOLS [ TECHNOLOGY | TRAINING

Fifty-seven Counties of Pennsylvania | State of West Virginia | Garrett, Allegany, Washington Counties of Maryland
WWW.KMLCARPENTERS.ORG | 412.922.6200

[ It manirPuLh Com

WE WORK IN

TOUGH DIRT

Another Publication from

One-Hundred years of humble experience ready to work. CARSON PUBLISHING INC.
FIISE RGN DFHIRE $12- /535303 Print & Electronic Publishing
Graphic Design e Website Design
WRINLD. BARNMISURS... Arewr Manage Print & Production
SONTT DOWRS .. Cronwercd Muivicger Mul Wt Regiivn
SIEE PEITT_ Oncvations Manager 412-548-3823

carsonpublishing.com
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AWARDS

Sturman & Larkin Ford Inc. selected Volpatt Construction
as contractor for the expansion of its dealership and
body shop in West Mifflin. The $2.5 million project
involves the addition of 8,000 square feet of dealership
and the conversion of an existing building into a new
body shop. Baker Bednar Snyder & Associates is the
architect.

Volpatt Construction was the successful contractor on
three projects at the University of Pittsburgh: the SRCC
Lab, designed by Indovina & Associates; BST-3 10th
Floor Lab Renovations, designed by CJL Engineering;
and the Cathedral of Learning Korean Room, designed
by MacLachlan Cornelius & Filoni.

Landau Building Company will be the construction
manager for the new expansion at Karndean Design
Flooring, located in Penn Township. The ground
breaking ceremony was held on September 17, 2014.
Karndean is expanding its facility, which will double the
size and add 38 new jobs. Construction is expected to
be completed by July 2015.

Mascaro Construction was awarded the contract for the
expansion of Universal Electric Corp. in Lawrence, Cecil
Township. The scope of work involved renovation of
the existing 88,000 square foot facility and construction
of a new 81,000 square foot addition. Renaissance 3
Architects is the architect for the project.

Mascaro received a notice-to-proceed on the general
trades package (BP#3) for the Courtyard Waterfront
Hotel in Erie, Pa. Owned by the Erie County Convention
Center Authority, the 191-room hotel will be next to the
Sheraton Bayfront Hotel and will open in 2016. Mascaro
had previously been awarded BP#1 for the site work and
concrete.

Mascaro is completing preconstruction work for the
University of Pittsburgh on the Eberly Hall, West Wing
Star Laboratory renovation. Construction is anticipated
to start in March 2015.

(CONTRACTS

The Davis Companies selected Mascaro to provide
preconstruction and construction services for the
renovation of the 12-story, 515,000-square-foot Union
Trust Building. The project is looking to achieve LEED®
certification.

James Construction was awarded the Regional Industrial
Development Corporation’s Center City of Duquesne
Flex Building Project located in Duquesne, PA. The
Architect on the project is Desmone and Associates
Architects.

Rycon Construction’s future headquarters is currently
underway in the Strip District as part of Oxford
Development Company's $130 million 3 Crossings
development situated along Smallman & Railroad
streets. A groundbreaking ceremony was held on
December 9 to celebrate the start of the 11-acre mixed-
use revitalization project.

A new $6 million Dick’s Sporting Goods in Parma, OH is
underway by Rycon’s Building Group. The 50,000 sq. ft.
store is scheduled for completion in April.

Rycon's Special Projects Group started work on the
Westin Hotel lobby renovation in November. The $3.5
million, 19,000 sq. ft. project, designed by Gensler, is
scheduled for completion by March.

Rycon'’s Special Projects Group has started construction
on a new $2.5 million First Niagara Bank branch in Mt.
Pleasant. VOCON is the architect for the 4,000 square
foot building.

At Duquesne University Rycon'’s Special Projects Group is
completing a renovation of the nurse’s simulation space
within Libermann Hall. The $1 million, 11,000 sg. ft.
project was designed by DLA+.

The Special Projects Group of Rycon is completing
renovations for a REMWorks Sleep Store, part clinic/
spa/retail/medical equipment facility. Located at the
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Ironworker Employers Association

www.iwea.org « 412.922.6855

Iron Workers Local Union No.3

International Association of Bridge,
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Reinforcing Ironworkers - AFL-CIO
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Office Locations
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Waterfront, the project was designed by Cortland
Morgan Architects.

At UPMC McKeesport, Rycon’s Special Projects
Group is completing a renovation of three isolation
rooms as well as the History Experience area. The
total value of the projects is $400,000.

RB VetCo has completed two design/build projects
for the Veterans Administration Medical Center in
Erie, PA: the renovations of the Human Resources
Office and the new Behavioral Health Building.

UPMC awarded a contract to RB VetCo for office
renovations at the Iroquois Building at 3600 Forbes
Avenue in Oakland. Lami Grubb Architects designed
the project.

RB VetCo is doing the tenant buildout for the wet labs
at the Veterans Administration Research Building in
Oakland. The architect for the $8.5 million project is
Advetec. Engineering is being done by Stantec.

Verizon Wireless awarded a contract to RB VetCo
for renovations to its communications facilities at
PNC Park. The project was designed by Galetta
Engineering.

dck worldwide has been awarded a contract by
Thayer Lodging and Met Life to restore and upgrade
the Hilton Los Cabos in Mexico’s Baja California
peninsula. This 375-room luxury resort was damaged
in September by Hurricane Odile. dck will be
performing this fast-turnaround project with partner,
EPCCOR, to repair and renovate the entire interior
and exterior of the resort.

dck worldwide was awarded another contract by
Residential Capital Solutions to build the last of
the five buildings in the Corriente Residential
Community. Located in Phoenix, Arizona, each
building consists of 24 condo units connected to an
existing underground garage.

dck worldwide has been awarded a contract to
build another Jimmy Johns restaurant. This project
involves a 2,000 square foot build-out of new retail
space on McKnight Road, Ross Township.

West Virginia University selected the joint
venture of PJ Dick and Hunt to provide CM at risk
services for renovations to Milan Puskar Stadium.

CSX selected Polivka/Trumbull to construct the
$50 million Pittsburgh Intermodal Terminal in
McKees Rocks, PA. The two-year construction
is expected to begin in 2015. The facility will
enable better coordination of the movement
of long-haul freight between trucks and trains.



The Catholic Diocese of Pittsburgh selected PJ Dick’s
Facility and Asset Management Group to perform laser
scanning, space inventory, and building information
model development for a five-story building located
downtown Pittsburgh.

Burchick Construction was the successful contractor
on the $400,000 Shadyside Medical Office
Building screen wall. Radelet McCarthy Polletta is
the architect. Atlantic Engineering Services is the
structural engineer.

Massaro Corporation was awarded the Allegheny
Health Network, Forbes Hospital Oncology
Expansion. Massaro will serve as the construction
manager at risk and provide preconstruction and
construction management services for the 4,600
square foot renovation project on the 4th floor of the
POB at Forbes Hospital. The project also includes
life safety code compliance, and building upgrades.
The project architect is IKM.

Massaro Construction Management Services, LLC was
awarded the Butler County Community College
(BC3)renovation and reconfiguration of the current
John A. Beck Jr. Library, which will become the
Heaton Family Learning Commons, located on their
main campus in Butler, Pennsylvania. The existing
facility is an approximately 25,000 square feet, 2
story structure that currently houses all of BC3's
Library Services. @
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LAW FIRMS WORLDWIDE

Meyer, Unkovic
Scott.:

ATTORNEYS AT L AW

Helping Contractors Understand
The Affordable Care Act

¥,
m -

Our Construction Law and Employee Benefits
attorneys work together to advise construction
industry businesses on all aspects of the Affordable

Care Act. Our team can help you:

Assess current health care plans and alternatives

Analyze the financial impact of health care on
your company

Establish an overall benefit plan that complies
with the ACA and other prevailing wage or
collective bargaining obligations

Train human resources on the ACA’s reporting
requirements

Meyer, Unkovic & Scott provides strategic, proactive
advice to our construction industry clients. With the
ability to draw on resources in key practice areas, we
can tackle your everyday legal challenges in real
estate, business transaction, and litigation matters.
For more information, please contact James R. Mall,
Esq. at 412-456-2832 or Jason Mettley, Esq., at
412-456-2843.

Meyer, Unkovic & Scott LLP
Henry W. Oliver Building
535 Smithfield Street

Suite 1300

Pittsburgh, PA 15222
412.456.2800

www.muslaw.com
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Colliers International | Pittsburgh
specializes in adding value to our
clients to accelerate their success.

Commercial Real Estate Sales and Leasing Services

> Real Estate Management > Valuation and Advisory
> Corporate Solutions > Investment
> Sustainability > Auctions

412 321 4200 | www.colliers.com | @PghCRE kwitter¥

Learn how we are living our values of service, expertise,
community and fun at www.colliersinternationalpittsburgh.com

DLA UNIQUE APPROACH TO
YOUR UNIQUE VISION

\VlallaalrZ=NgEl 8 Maximize results.

ARCHITECTURE
INTERIOR DESIGN
PLANNING
CONSULTING

www.DLAPLUS.COM
PrrTsBURGH
412-921-4300

(-
CoNnNecT witH Us: @DLA _Puus
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Wes Donovan was hired
as senior estimator for
Volpatt Construction.

Jendoco Construction
Corporation  announces
that Chris Klehm, Vice-
President of Sustainability,
has been named a 2014
LEED Fellow by the U.S.
Green Building Council.
This year's 48 Fellows
are recognized for their
exceptional contributions
to the green building
community as well as
for  their  significant
achievements among
LEED Professionals.
To be selected, LEED
Fellows are nominated
by their peers, undergo
an extensive portfolio
review, must have at least
10 years of experience
in the green building
industry and hold a
LEED AP with specialty
credential, among other
requirements.

Mascaro welcomes Tyler
Henderson as a Health,
Safety, and Environmental
(HSE) manager. Tyler is a
2010 graduate of Slippery
Rock University with a
degree in environmental
health and safety
management.
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Michael Marini has joined Facility
Support Services, LLC as an Electrical
Estimator. Michael brings over 34 years
of electrical contracting experience to
the FSS team. As Electrical Estimator,
Michael’s responsibilities include proposal
development, estimating, and cost
containment.

Jule McDaniel joined Rycon Construction
as project engineer in the Building Group.
She received a bachelor’s degree in civil
engineering from Temple University and
has seven years of construction industry
experience. Jule will be part of The Yards
at 3 Crossings apartment complex team.

Rycon announced that Josh McCall
has transitioned from project engineer
to project manager within the Special
Projects Group.

Landau Building Company is pleased
to welcome Mike Nehnevajsa as its
new Operations Manager. Along with
production responsibilities, he will serve
as our Safety Director to ensure safe work
environments for our skilled employees
and to keep projects on track. Nehnevajsa
attended the University of Pittsburgh
and Community College of Allegheny
County, while also completing the four-
year Carpenter's Joint Apprenticeship
Program. He has held many industry
leadership positions, including President
of Master Interior Contractors Association,
President of National Fireproofing
Contractors ~ Association,  Carpenters
Negotiating Committee, Board member
of the Pittsburgh Builders’ Exchange, MBA
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124-830-3061
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ATTORNEYS AT LAW

LecaL Apvice & Sorutions BEYoND MEASURE

Construction lawyers with decades of experience in the
public and private sectors through the representation of:
Contractors
Design Professionals

Owners

Subcontractors

Sureties
Vendors
hases of t

Decaware  New Jersey  NorTH CAROLINA - PENNSYLVANIA

OHi0 SoutH CaroLiNA  WEsT VIRGINIA
PirrssurcH, PA 412.281.7272  www.DMCLAW.COM
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Value Engineering
Your Legal Needs™

The Construction Group at Eckert Seamans
Tim Berkebile ® Scott Cessar ® Tim Grieco ® Audrey Kwak e Joel Lennen
Neil O’'Brien e Chris Opalinski ® Kate Pomerleau ® Matthew Whipple

Pittsburgh Office:
NS 412.566.6000

ATTORNEYS AT LAW eckertseamans.com

PO BOX 227
Ambridge, PA 15003
(724)385-0653 (Office)
(724)385-0232 (Fax)
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Marketing Committee, and Carpenters
Joint  Apprenticeship and  Training
Committee.

David Burton, vice president of
operations for dck worldwide was
recently elected as the Chairman of the
Design Build Institute of America (DBIA)
Certification Board.

Herbert, Rowland & Grubic, Inc. named
Robert T. Zulick, PE., as Senior Sales
Executive of the firm's Western Region,
which includes the firm's State College,
Lewisburg, Pittsburgh, and Hermitage,
Pennsylvania and Ohio and West Virginia
office locations. Mr. Zulick earned his
master’s degree in civil engineering from
Bucknell University and his bachelor’s
degree in civil engineering from
Pennsylvania State University.

The law firm of Pietragallo Gordon Alfano
Bosick & Raspanti, LLP announced that
Christopher E. Ballod has recently joined
the firm specializing in Construction
Law and Insurance Coverage. Mr.
Ballod represents design professionals,
contractors, and subcontractors in
matters ranging from the contract to
the courtroom. His specialties include
construction defect litigation, insurance
coverage for construction entities, and
design professional liability.

Pennoni Associates, an award-winning
multidiscipline  engineering, science,
and design consulting firm, is pleased
to announce that Brian Hart has recently
joined the firm as manager of the
construction services division and office
director of the Uniontown, PA office.
A registered professional engineer
in Pennsylvania, Mr. Hart graduated
from the University of Pittsburgh at
Johnstown with a bachelor's degree in
civil engineering technology. Mr. Hart
is the former president, and a current
member, of the board of directors for the
American Society of Highway Engineers
Southwestern Pennsylvania chapter.

Nancy Stampahar was hired as the
Director of Customer Service and
Organizational Development for
Burns & Scalo. Nancy will spearhead
the customer service department
and corporate customer service and
organizational development initiatives.



She will focus on developing programs
and processes that create a positive and
consistent experience for all of Burns &
Scalo’s customers and its employees.
Nancy’s role also includes the creation
of training and career development
programs to further enhance the
capability and potential of employees
at all levels of our company. Nancy
holds her Bachelor's degree from Robert
Morris University in Human Resources
Management.

Becky Dawson joined Burns & Scalo as the
company’s Service Dispatch Coordinator.
Becky will be responsible for the daily
customer experience and operations
for both the repair/maintenance and
residential divisions. Becky has a strong
background in customer service and
sales with prior success in service and
revenue generating positions within
the industries of insurance, utility, and
security systems.

Mark Wilhelm joined Burns & Scalo as
a Customer Service Sales Coordinator.
Mark will focus on enhancing the daily
customer experience that includes
the inbound and a new outbound
initiative to ensure customer touch
points and satisfaction. Mark has a
strong background in customer service
and sales with prior success in revenue
generating positions in the for-profit
education industry along with various
other service-based industries.

Valerie Woodard recently joined Burns &
Scalo, serving as the Customer Service
Administrative Coordinator. Prior to her
hire, Val was serving the interim role
through a staffing agency and we are
excited to have her formally come on
board with the Customer Service team.
Val will not only serve as the front line to
customers, employees, and visitors as
she is stationed in the reception area,
but she will also perform support duties
for Customer Service, Sales, and
Operations functions. @

THEY GET OUR
BUSINESS, BECAUSE
THEY UNDERSTAND
OUR BUSINESS.

Mary Crawford, Founder and President
Crawford Consulting
MB&M client since 2002

-

WE DIDN’T JUST GET A LAW FIRM,
WE GOT A FIRM COMMITMENT.

MaleLLo BrRunGo & MAIELLO, LLP

A T ORNEYS AT LAY
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3301 McCrady Rd.Pittsburgh, PA 15235
412-242-4400 - mbm-law.net
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Another Publication from

CARSON
PUBLISHING INC.

Print & Electronic Publishing
Graphic Design
Website Design

Print & Production

412-548-3823
carsonpublishing.com &
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Join GBA’s 1,000+ members
and engage in networking,
learning, and fun at our more
than 150 events per year!

www.go-gha.org

JOIN CREW PITTSBURGH IN 2015

CREW MNetwork is the industry’s premier business netwaorking

organization dedicated to influencing the success of the commercial

real estate industry by advancing the achievements of women.

Members of our organization (women and men) represent nearly every Hmrﬂh
discipline in commercial real estate. As a member, you will have access  commercial real estate women

10 approximately 9,000 commercial real estate professionals throughout pittsburgh, pennsylvania
North America, membars-only free programming, and discounts to all

other programs and events. Confact Membership Director, Jessica Jarosz, Visit www.crewpittsburgh.org for
at 412-321-4200x202 or jessica jarosz@colliers.com to discuss joining today!

details and more information!

2015 Sponsorship Opportunities
Now Available

Each sponsorship level provides you with the
opportunity to manage your financial support
while ensuring that your company is recognized
a5 a leader in advancing the achievements of
women n commencial real estate. For more
information, contact Mimi Fersch, Sponsorship
DHrector, at412-303-2500anmferschifirstam.com.

66 www.mbawpa.org

Upcoming 2015 Programs and Events
{open to members and nonmembers)

January 13 Annual Holiday Event. Lidia’s Pittsburgh
Janwary 27 Lunch and Learn at Mass Mutual Pittsburgh ivembers Only
February 19 Connect with CREW, location to be determined



MBA OFFICERS

M. Dean Mosites
President
Mosites Construction Company

Steven M. Massaro
Vice President
Massaro Corporation

Anthony F. Martini
Treasurer
A. Martini & Company, Inc.

Jack W. Ramage

Secretary/Executive Director
Master Builders’ Association

BOARD OF DIRECTORS

Joseph E. Burchick
Burchick Construction Company, Inc.

John C. Busse
F.J. Busse Company, Inc.

Todd A. Dominick
Rycon Construction, Inc.

Domenic P. Dozzi
Jendoco Construction Corp.

James T. Frantz
TEDCO Construction Corp.

Thomas A. Landau
Immediate Past President
Landau Building Company

Michael R. Mascaro
Mascaro Construction Company, L.P.

Fred Episcopo
MICA President
Wyatt, Inc.

Clifford R. Rowe
PJ Dick Incorporated

Raymond A. Volpatt, Jr. P.E.
Volpatt Construction Corp.

REGULAR MEMBERS

AIM Construction, Inc.

Allegheny Construction Group, Inc.

Michael Baker, Jr., Inc. Construction
Services Group

A. Betler Construction, Inc.

Burchick Construction Company, Inc.

F. J. Busse Company, Inc.

dck worldwide LLC

Dick Building Company

PJ Dick Incorporated

Facility Support Services, LLC

FMS Construction Company

Gurtner Construction Co., Inc.

James Construction

Jendoco Construction Corp.

Johnstown Construction Services LLC

MBA Membership

Landau Building Company

A. Martini & Company, Inc.
Mascaro Construction Company, L.P.
Massaro Corporation

McCrossin, Inc.

Mosites Construction Company
Nello Construction Company

RB VetCo LLC

RJS Construction Consulting, LLC
Rycon Construction, Inc.

Spartan Construction Services, Inc.
STEVENS

TEDCO Construction Corp.

Uhl Construction Co., Inc.

Joseph Vaccarello Jr. Inc.

Volpatt Construction Corp.
Yarborough Development Inc.

ASSOCIATE MEMBERS

ABMECH, Inc.

Advantage Steel & Construction, LLC
All Purpose Cleaning Service, Inc.
Alliance Drywall Interiors Inc.
Amthor Steel, Inc.

Brayman Construction Corporation
Bristol Environmental, Inc.
Century Steel Erectors Co., LP
Clista Electric, Inc.

Cost Company

Cuddy Roofing Company, Inc.
D-M Products

Dagostino Electronic Services, Inc.
Douglass Pile Company, Inc.
Easley & Rivers, Inc.

EMCOR Services Scalise Industries
Joseph B. Fay Company

Ferry Electric Company

William A. Fischer Carpet Co.
Flooring Contractors of Pittsburgh
A. Folino Construction, Inc.
FRANCO

Fuellgraf Electric Company

Gaven Industries

Giffin Interior & Fixture, Inc.
Richard Goettle, Inc.

Guinto Schirack Engineering, LLC
Gunning Inc.

Hanlon Electric Company

Harris Masonry, Inc.

HOFF Enterprises, Inc.

Howard Concrete Pumping, Inc.
Independence Excavating, Inc.

Kalkreuth Roofing & Sheet Metal, Inc.

Keystone Electrical Systems, Inc.
Kirby Electric, Inc.

L&E Concrete Pumping Inc.
Lighthouse Electric Co., Inc.
Luca Construction & Design
Marsa, Inc.

Massaro Industries, Inc.
Master Woodcraft Corp.
Matcon Diamond, Inc.
Maxim Crane Works, LP
McKamish, Inc.

McKinney Drilling Company
Mele & Mele & Sons, Inc.
Menard USA

Minnotte Contracting Corp.
Moretrench American Corp.
J. J. Morris & Sons, Inc.

Nicholson Construction Co.

Noralco Corporation

Paramount Flooring Associates, Inc.

T.D. Patrinos Painting &
Contracting Company

Phoenix Roofing, Inc.

Precision Environmental Co.

RAM Acoustical Corp.

Redstone Acoustical & Flooring
Company, Inc.

Ruthrauff/Sauer, LLC.

Sargent Electric Co.

Schnabel Foundation Co.

Songer Steel Services

Specified Systems, Inc.

Spectrum Environmental, Inc.

SSM Industries, Inc.

Swank Associated Companies, Inc.

A. J. Vater & Company, Inc.

Wellington Power Corp.

Winjen Corp.

Wyatt, Incorporated

AFFILIATE MEMBERS

Aerotek, Inc
All Crane Rental of PA
American Contractors Equipment Co.
American Contractors Insurance Group
American Institute of Steel Construction
AmeriServ Trust & Financial Services Co.
AON Risk Services of PA Inc.
Apple Occupational Medical Service
ARC Document Solutions
Babst | Calland
Baker Tilly Virchow Krause
BDO USA, L.L.P.
The Blue Book Building
& Construction Network
Blumling & Gusky, L.L.P.
R.J Bridges Corp.
Bronder & Company, P.C.
Bunting Graphics, Inc.
Burns & Scalo Real Estate Services
Cadnetics
Carbis Walker, LLP
Case | Sabatini
Chartwell Investment Partners
Chubb Group of Insurance Companies
Cipriani & Werner, P.C.
Civil & Environmental Consultants, Inc.
Cleveland Brothers Equipment Co., Inc.
Clark Hill Thorp Reed
Cohen, Seglias, Pallas, Greenhall
& Furman
Computer Fellows, Inc.
Construction Insurance Consultants, Inc.
Culligan of Sewickley
Dickie McCamey & Chilcote PC
Dingess, Foster, Luciana, Davidson
& Chleboski, LLP
Eckert Seamans Cherin & Mellott
ECS Mid Atlantic LLC
Edwards APQM
Enterprise Fleet Management
First National Bank of Pennsylvania
The Gateway Engineers, Inc.
Halen Hardy, LLC
The HDH Group, Inc.
Henderson Brothers, Inc.

Hill Barth & King, LLC
Huntington Insurance, Inc.
Huth Technologies, LLC
Image 360
KFMR Katz Ferraro McMurtry PC
Langan Engineering
& Environmental Services
Leech Tishman Fuscaldo & Lampl, LLC
Liberty Insurance Agency
Liberty Mutual Surety
Lytle EAP Partners
m/design
Maiello, Brungo & Maiello
Marsh, Inc.
Merrick & Company
Meyer, Unkovic & Scott, LLP
Mobile Medical Corporation
Morgan Stanley Wealth Management
Pepper Hamilton, LLP
Picadio Sneath Miller & Norton, P.C.
Pieper O'Brien Herr Architects
Pietragallo Gordon Alfano Bosick
& Raspanti, LLP
Pittsburgh Mobile Concrete, Inc.
Port of Pittsburgh Commission
Precision Laser & Instrument, Inc.
PSI
R. A. Smith National, Inc.
Reed Smith LLP
The Rhodes Group
Henry Rossi & Company
Saul Ewing, LLP
Schnader, Harrison, Segal & Lewis LLP
Schneider Downs & Co., Inc.
Seubert & Associates, Inc.
Sherrard, German & Kelly, P.C.
Steel Built Corporation
Steptoe & Johnson PLLC
Syntheon, Inc.
Travelers Bond & Financial Products
Tucker Arensberg, P.C.
UPMC Work Partners
VEBH Architects
VEKA, Inc.
Wells Fargo Insurance Services of PA, Inc.
Wesbanco Bank, Inc.
Westfield Insurance
Wilke & Associates, LLP
Willis of PA, Inc.
Zurich NA Construction
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Closing Out

Three Strategies to Transform Our Region

By Morgan O’Brien

Chair, Allegheny Conference on Community Development

ur region is in as strong of an

economic position today as

we've been in a long time, with

a great number of prospects on
the horizon. National and global recogni-
tion of the region’s successes and com-
petitive advantages continues to pour in.
More people are working here today than
at any point in our history. And as a re-
gion, we are getting younger and better
educated.

As we look toward the next generation,
we must ask ourselves, what are the big
challenges and opportunities facing the
region? And how, as a region, can we work
together to create a prosperous future for
all? Last year, the Allegheny Conference
sought to answer these questions by en-
gaging more than 1,000 people across
the region in its 2015-2017 agenda plan-
ning process. We asked participants in all
51 listening sessions to tell us what would
make our region the "best place” to live,
work and play. We also asked them where
the Allegheny Conference can make the
biggest difference.

Regional workforce and demographics
were top-of-mind for the majority of par-
ticipants. Transportation and connectivity
- defined broadly as roads and bridg-
es, public transit, and bike infrastruc-
ture — was a close second. Competitive
strengths such as the region’s world class
leadership in energy and manufacturing
and in information technology and cor-
porate services were identified as areas
where we need to stay focused. We were
encouraged to build on the success of
our programs to strengthen communities
in our region that have been left behind.
And we were reminded to continue our
ongoing work to improve the economy
and the environment.

With all of this feedback, the Allegheny
Conference has developed a strategic
approach that will guide our activities
over the next three years to position our
region for success in the future. Funda-
mentally, we must do a better job of con-

Morgan O’Brien

necting people to opportunity and to one
another across the region.

Three strategies, focused on People,
Economy & Community, and Infrastruc-
ture, are being aligned to work together
to make the Pittsburgh region the loca-
tion of choice for individuals seeking op-
portunity.

People

The People strategy is all about connec-
tions — about connecting people to skills,
connecting job seekers to employers and
connecting populations on the move
to opportunity in our region. We have
already begun with the creation of pro-
grams targeting Puerto Ricans relocating
to the mainland and returning veterans
seeking opportunity in energy and manu-
facturing. We are now working to identify
and target additional groups, along with
underemployed populations within our
region seeking upward mobility, to con-
nect them to training and employment
opportunities.

Economy & Community

The Economy & Community strategy is
focused on maximizing business invest-
ment opportunities in energy & manu-
facturing, information technology, and
corporate services — sectors where the
region offers significant comparative ad-
vantages to employers. We are working

to make communities more attractive to
business investment by continuing our ef-
forts to improve prospects for the places
that have been left behind despite the
region’s economic transformation. To
keep our communities strong, we will
seek to realize real reform in state and
municipal pensions and work to improve
the region’s economic competitiveness in
terms of taxation and regulation.

Infrastructure

The Infrastructure strategy focuses on
improving systems and structures that
enhance the economy, sustain the pop-
ulation and improve our quality of life.
Initiatives already underway include cre-
ating a regional vision and framework
for a world-class transportation network,
including improved transit; developing
a sufficient supply of “pad ready” busi-
ness sites; addressing the region’s storm-
water challenges; focusing attention on
the electric grid as the region and nation
transition to a cleaner energy future; and
working to expand domestic and interna-
tional air service.

Each of these three strategies would be
ambitious by itself. To make progress
across all three through 2017 will require
an unprecedented degree of collabora-
tion. The Allegheny Conference cannot
do this alone. By working with numer-
ous public and private sector partners
throughout our region, we can build con-
nectivity among our people, our econo-
my & communities, and our infrastructure
in innovative ways.

It will take hard work to usher in the next
renaissance for the region. We know
the proven formula for success - all of
us working together and collaborating
openly to transform each of these issues
into future strengths.

It is time to begin.

Morgan O’Brien is president and CEO of
Peoples Natural Gas Co. @




setting the
' perfermance
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Burchick Construction is a performance-driven provider of quality construction and
construction management services. Our hands-on management approach made the
difference to the General Services Administration in completing a five-year, $75 milion
award-winning renovation of the Moorhead Federal Building. That approach can ensure

your project is done on time and on budget. Call us today:.

Photo by Massery Photography.

Burchick One Call. One Source. Complete Satisfaction.

Construction
C(mll)anV Burchick Construction Company, Inc. ¢ 500 Lowries Run Road e Pittsburgh, Pennsylvania 15237

Inc. ’ Telephone: 412.369.9700 e Fax: 412.369.9991 ¢ www.burchick.com



LET'S TALK @ 412.261.8130

LET'S DREAM A LITTLE.

Let’s scare your competition. Let’s change the rules. Let’s
talk about how our independent mutual bank fits into your
business picture.

LET'S TALK.

IF YOU'RE LOOKING FOR A BANK THAT'S INDEPENDENT LIKE YOU,
CALL DAVE WEBER @ 412.261.8130.

Dollar Bank.
— T
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@ Equal Housing Lender. Member FDIC. Copyright © 2015, Dollar Bank. Federal Savings Bank. Mutually Insplred
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