Here at CNV, we have always been fans of baseball, especially of our home team, the Padres.
For years, we watched Tony Gwynn play, and he was our favorite player of all time. Hearing
of his passing, we are heartbroken that we lost such a wonderful person so early. One of our
daughters, Amanda Fitzsimmons, had the pleasure of writing a story about Tony for the SDSU
Aztec newspaper during his first year coaching at SDSU.

Amanda’s comments after his passing:

“I had the pleasure of covering T during his first season coaching
at SDSU and the stories you hear about him are all true.
I just re-read a story I wrote 12 years ago about T and his hopes
and dreams for the team. Amazing to look back on it now and
realize how little he had to work with and how much he was able to
accomplish through hard work, tenacity and passion for the team.
RIP T, you will be missed!!!”

Tony Gwynn sells Aztec baseball to SDSU
By: Amanda Fitzsimmons

You're sitting on the couch in your dorm room, doing
your homework or watching some TV, when you hear a
knock on your door. You begrudgingly get up -- 99 percent
sure it's someone dying to tell you about a religion that can
"change your life."
But when you open the door, you see a man. He's wearing a suit, a San Diego State baseball cap and holding a bat
bag in his hand. He's a salesman, and he wants to sell you
something.
He wants to sell you San Diego State baseball.
When he applied for the coaching position at SDSU,
Tony Gwynn had no idea what he was getting himself into.
"When I took the job, I thought I would be a coach,"
Gwynn said. "My brother Chris and I were talking about the
program, and what we'd do if we ever had the chance to run
it. This conversation went on for 10 years."
But little did he know he would have many more duties
in addition to filling out a lineup card and teaching some
wide-eyed freshman how to swing his bat like a pro.
He soon discovered that leaving his mark on a program
that had been run by his predecessor, Jim Dietz, for 31
years wouldn't be so easy. He'd have to get his players, the
university and the community to buy into his dream -- the
dream of taking the SDSU baseball program to the next level.
Today, the reality of his position is as clear to Gwynn as
ever.
"I'm a salesman, and I have to sell people on this program," he said. "I have to sell the kids on our style of play. I

have to sell them on how we should act, what we should do
and why we are doing it. I have to go to the dorms and sell
the students on baseball and how their support can make
a difference."
But even with the image of a championship banner in
center field anchored at the forefront of his mind, it has
been tough for Gwynn to adjust to the salesman's frame
of mind.
"I'm not polished yet," he said. "I'm still kind of rough
on the edges. A lot of times you still feel uncomfortable going to people and asking for this or asking for that. But I
think deep down, people know I am trying to do the best
things I can for this university, and trying to get us to that
next level."
To get to the next level -- a College World Series -- Gwynn
believes it is a matter of recruiting.
"My biggest thing is you've got to recruit the best guy,"
he said.
However, unlike football and basketball, good baseball players are usually taken in the draft right out of high
school. But Gwynn remains confident that he will be successful in wooing top preps to SDSU.
"To me, too many coaches make it easy on themselves
because they know a guy is going to get drafted or a guy is
going to sign," Gwynn said. "They're not even going to put
their effort into signing this guy. For me, I'm the new guy -the new, stupid guy. I am going to go and try to sign them."
But with a tight budget to the tune of $55,000, even
GWYNN Continues on Page 2
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Gwynn admits that getting the best players will be tough.
Considering he only has 11.7 scholarships to work with, he
must be especially attentive to who he goes out and gets.
If there's a guy in state or out of state, there will have to be
a distinct reason for Gwynn to offer the out-of-state player
a scholarship.
But recruiting isn't the only thing that can get his team
to a Regional, or even a World Series.
One of the other items at the top of his agenda is making
a more competitive schedule -- something that has already
received attention this season with the additions of Arizona State, Miami and South Alabama.
"Coaches are no different in any sport," Gwynn said.
"Every coach likes to have a couple of games against people you feel you've got a good chance to beat. But in baseball, anybody can beat anybody on a given night; we might
as well be playing the better ones."
For Gwynn, last season was full of proof that winning
games does not translate to a regional berth.
"We won 43 games, but our RPI was like 77, and I think
the lowest RPI ranking of a team that got in last year was
60," he said. "You've got to upgrade your schedule. We
have got to play some of the better teams because our conference RPI isn't going to justify two teams getting in from
a six-team conference."
And what left an even more sour taste in his mouth was
the fact that the Aztecs could have hosted a regional if only
they would have made it in. And hosting a regional means
big bucks for a program like SDSU's.
"To have a ballpark that's nice enough to host a regional is hard in today's college environment," Gwynn said. "It
gets the ball rolling. We fell one game short of hosting. Now
that I know they even considered us as a host makes my job
a little bit easier. I know now that if we get in, the NCAA
thinks we have a nice enough place to host.
"And I tell you, it's a whole lot easier to get to the World
Series hosting your regional, than having to go to somebody else's home and try to win on the road."
But even getting to a regional can be tough without
things like team chemistry and confidence -- more things
for Gwynn to sell.
Developing team chemistry can be difficult when budget
and NCAA rules place restrictions on how many can travel
on road games. Against Arizona State, Gwynn was only permitted to take 30 of his 40 players.
And having a new coach who has had no coaching experience does not make it any easier for a team to gain confidence in itself. But for Gwynn, this is the area where volunteering as an assistant coach under Dietz last year has

helped the most.
"Being a volunteer last year was the best thing I could
have done," Gwynn said. "If I'd have had to come in here
and tried to be the coach of a club and not had any knowledge of how baseball is played in our conference, I would
have fallen flat on my face.
"This year I still worry about that but I think I am better
equipped to make the kind of decisions I'm going to have
to make. Last year, I don't think I could have made them."
And his players don't seem to have any doubts about his
abilities, which could explain why their relationships with
the first-year coach are so unusually strong.
"He is one of the best coaches," third baseman Chad
Corona said. "He isn't as intense as coach Dietz. He will
take me aside instead of yelling at me, and if you have a
problem -- mental or physical -- he's going to try and fix it."
Said second baseman Pete Stonard: "He's a future Hall
of Famer, and we can pick his brain. I think his experience
gives us the confidence to know that we can beat anyone in
our conference."
But after 20 years in the big leagues, changing roles in
the dugout can be difficult.
"I can't give signs worth a nickel," Gwynn said, chuckling. "That's why I'm on the bench. I have my signs that
I give [assistant coach] Jay [Martel] when I want to put
something on. Then I have signs I have to deke where I
might do nothing. But I am so quirky at it, I just know I'm
going to tip them."
And when it comes to lineup cards, it might take some
more time before Gwynn gets the hang of filling those
things out.
"It sounds like a corny thing, but I have to have a roster
with my lineup card," he said. "I have to practice getting
everybody's name on there so I don't forget when I turn [it]
in to the umpire."
And ground rules?
"Two times last year in the five games that I coached,
I went up to the plate, I handed in my lineup card and I
turned around and started coming back, and they said,
'Hey! Don't you want to know the ground rules?' and I was
like 'Oh yeah, that's right, the ground rules,'" Gwynn said.
It's all part of the learning process, and as he progresses on this journey to the next level, he will only perfect his
coaching abilities.
And once he sells the players, the university and the
community on his dream, it may only be a matter of time
before the World Series championships come.

REST IN PEACE TONY GWYNN
YOU ARE TRULY MISSED!!!
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2009 CAT 740 Stk#2295, 75% Rubr,
S/N: B1P04681, 7348 Hrs, 40 Ton,
6WD, A/C, Tailgate, Bd Htr. $265,000

156 W. Mission Ave. - Escondido, CA 92025
jphawthorne@toolshedrentals.com

2007 CAT 740 Stk# 2296, 40 Ton,
S/N: B1P02275, 6833 Hrs, 6WD, A/C,
Bd Htr, 75% Rubber .............$225,000

WWW.TOOLSHEDRENTALS.COM

2007 DEERE 310SJ Stk# 1908, 2658
Hrs, 4WD, 4x4, JD Controls, Estick,
A/C, Fork Hooks, Tier 2........$49,000

2007 BOBCAT T300 Stk# 2242, 1406
Hours, 81 hp, 4x4, Aux. Hydraulics,
Quick Disconnect Bkt.......... $27,500

2004 CAT 345BL Stk# 3008, No Bucket, A/C, Q/D Coupler, 6842 Hrs, Dual
Direction Flow, Tier 2...........$105,000

2004 CAT 420D Stk# 1751, S/N:
DP19303, 3136 Hrs, 4WD, 4-in-1 Bkt,
4x4, JD/CAT Controls, Tier 2...$39,900

1999 SKY TRAK 10542 STK# 1882,
New Engine with only 628 Hours, 54’
Reach, 10000 CAP, Tier 1.....$34,500

2002 CAT 320CL Stk# 2104, 6517
Hrs, EROPS, Aux Hydraulics, A/C, Q/D
Coupler, Tier 1......................$74,500

2002 CAT 345BL II Stk# 2125, S/N:
GS01394, 9798 Hrs, Aux. Hyd, EROPS,
A/C, Tier 1..............................$77,500

2005 CAT 308C CR Stk# 1981, 2540
Hrs, Aux. Hydraulics, Hyd. Thumb, Auto
Lube, EROPS, A/C Tier 2........$49,500
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Petco Park Turns 10!
By: Mary Montgomery

A sandstone and stucco exterior was
patterned after the region’s sandy colored cliffs and beaches, exposed steel
is painted white and seats are blue to
reflect the waterfront location.

All 42,000 seats include cup holders,
ample leg room, and comfortable
seat design. The also are all angled
to the infield so every seat becomes
the best seat in the house.

8

Open and inviting with great views of the field from just
about anywhere, Petco Park is celebrating one decade as a
world class sporting venue. The open-air ballpark in downtown San Diego opened in 2004, replacing Jack Murphy/
Qualcomm Stadium as the home park of Major League Baseball team the San Diego Padres. Today, the ballpark successfully anchors an expanding redevelopment district, boosting
the region’s civic value.
Built at a cost of $456.8 million on 18 acres of land in the
heart of downtown, Petco Park was constructed by San Diego
Ballpark Builders, a partnership with Clark Construction,
Nielsen Dillingham and Douglas E. Barnhart, Inc. The project
CONTRACTOR NEWS

was partially funded by the Center City Development Corporation and the San Diego Redevelopment Agency.
The stadium was intended to be part of a comprehensive
plan to revitalize San Diego's aging downtown, particularly
the East Village area. As planned, Petco Park is now part of
a flourishing downtown ballpark district surrounded by skyscraper hotels and condos, office buildings, parking decks,
shops, restaurants and San Diego’s Central Library.
Less than two weeks after the San Diego Padres appeared
in the 1998 World Series, San Diego voters approved funding
for a new ballpark. Approved by 59.5% of San Diego voters,
Proposition C, as the ballot measure was known, provided fi-

JUNE 2014

info@contractor-news.com

A century-old historical landmark:
Western Metal Supply Co. building houses the padre store, party
suites, and a restaurant and bar.

Just off of center field is the Park at the
Park, a 2.7-acre park where fans can
hangout during gametime, or locals
can visit when there is no event

nancing for 26-blocks of downtown redevelopment that would
be anchored by a new ballpark. Construction began on May
22, 2000.
Before Petco Park came into existence, the Padres had
spent 35 years playing baseball in a stadium built for football. The team shared Jack Murphy/Qualcomm Stadium with
The National Football League's San Diego Chargers. Of all the
multipurpose stadiums that hosted Major League Baseball
and the NFL, only the Padres played second fiddle to a football team when it came to scheduling priority.
With the grand opening of Petco Park in 2004, everything
changed for the San Diego Padres. Even today, few ballparks

760.466.7790

in the Major Leagues can boast of such a prime location. Surrounded by downtown skyscrapers of the San Diego skyline,
Petco Park is woven into the fabric of the city. The Coronado
Bridge runs parallel to the ballpark and is seen from the upper deck concourse, along with dramatic views of San Diego
Bay. Not too far away from the park are the Gaslamp District,
Seaport Village, and easy access to the San Diego Trolley
transit system.
Constructed of materials designed to reflect the local
landscape, Petco Park has a sandstone and stucco exterior
that was patterned after the region’s sandy colored cliffs and
PETCO Continues on Page 10
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A look back...

June 6, 2007: Trevor Hoffman’s
500th career save happens in a
5-2 win over the Dodgers.

March 11, 2004: The first game
at Petco, San Diego State beats
Houston 4-0 for 40,106 fans

1998: Nearly 60% of Voters
approve new ballpark
2002: $169 million city bond
sale and Padres’ $135 million
contribution puts the ballpark
back on for construction

2008: Nearby Historic
buildings, Showley Candy and
Schiefer & Sons, are restored.

Nov. 11, 2005: 43,000 fans
watch the first concert ever performed at Petco Park,
The Rolling Stones
April 8, 2004: The Padres first
game at Petco and they beat San
Francisco 4-3 in 11 innings in
front of a crowd of 41,000

July 21, 2007: A 9½foot bronze statue of
Tony Gwynn is unveiled
in the Park at the Park.

2003: Petco Company pays $60 million
for naming rights over 22 years
2000: Ballpark construction
begins in May and then halted in
September due to bond issuance
problems, and multiple lawsuits

April 4, 2006: The only game to
ever be rained out at Petco Park to
date is a Padres vs.Giants game

PETCO Continued from Page 9
beaches. All exposed steel at the ballpark is painted white
and all seats are blue, reminiscent of San Diego’s waterfront
location. The 12.5-acre Petco Park features 60 suites, standing room for 1,500 fans, and seating for 42,000 fans.
Originally scheduled to open for the 2002 season, construction of the ballpark was temporarily suspended on September 29, 2000 for legal and political reasons. The city had
not been able to sell the bonds San Diego voters had approved
to construct the stadium. A court decision had nullified voter
approval of the city's portion of the stadium financing package and required that the proposition be put to the voters a
second time. More than a year after construction was halted,
the city of San Diego approved a $169 million bond in November 2001 that allowed construction to resume on February
19, 2002.
On April 8, 2004, the San Diego Padres played their first
regular season game at Petco Park, defeating the San Francisco Giants 4-3 in 10 innings. The stadium's first concert
came on November 11, 2005, when it hosted The Rolling
Stones. In 2007, Petco Park became the new host of the
USA Sevens, a major rugby event. The following year, Madonna performed at the ballpark in front of nearly 36,000 fans.
More recently, Petco Park has hosted auditions for the reality-television program American Idol.
One of the ballpark’s most striking architectural features
is the century-old Western Metal Supply Co. building. Declared a historic landmark in 1978, the four-story brick build-
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ing was renovated and included in the stadium design in an
example of adaptive reuse. The building, which contains the
only brick in the ballpark, underwent major structural renovation, with concrete being added to reinforce the brick walls
and floors. It was also seismically strengthened to meet modern building codes.
Today, the Western Metal Supply Co. houses the Padres
team store, party suites and a restaurant and bar. The left
field foul pole is even attached to the building’s southeastern
corner. Located just 336 feet from home plate, fans inside or
on top of the building are close to the action. The roof, 80 feet
above the field, is a private party area, complete with retractable bleachers that can hold 180 fans.
Another signature feature of the ballpark is the Park at the
Park – a 2.7-acre park within the confines of the ballpark in
the outfield. When no games are being played, the area serves
as a free local park for nearby residents. During the game, it’s
a hot spot for Padres fans.
The ballpark’s design and construction has received many
awards to date, including AGC of California Excellence in
Project Management; the AGC of San Diego Special Award;
Building Design & Construction Magazine Award; the 2006
Orchid Award for best design; and the California Construction
Magazine's ‘Best of' 2004.
Just like its hometown of San Diego, Petco Park has become a destination for visitors and locals alike.

Happy 10th Anniversary Petco Park!
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July 12, 2012: Petco Park turns
into a Zombie Apocalypse obstacle
course in conjunction with ComicMay 31, 2010: The Petco record for Con for the Walking Dead Escape.
runs and hits (19) is set when the
2013: Central Library
Padres win over the Mets 18-6.
opens; Hanover
Companies opens
July 2, 2009: A Major league
apartment complex at
record is set for the first game
13th and Market.
ever to be delayed by Bees!
Aug. 7, 2009: The first grand slam in
Petco is hit by Everth Cabrera and the
Padres beat the Mets 6-2.

Sept. 15, 2012: Inside the East
Village entrance, A 7½-foot Jerry
Coleman bronze statue is unveiled.

Jan. 5, 2014: Longtime
Padres Broadcaster
Jerry Coleman dies at
the age of 89.
June 16, 2014: Beloved
Padres player Tony
Gwynn dies after
battling cancer

Aug. 21, 2011: Padres retire
Trevor Hoffman’s No. 51.

760.466.7790

2014: Petco Park
Celebrates 10 years!
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Farewell to Mr. PadreTony Gwynn #19

On June 16, San Diego lost one of
its most beloved athletes of all time,
Tony Gwynn, to a battle with cancer.
A twenty year MLB veteran, Gwynn
spent his entire career with the San
Diego Padres team. He retired in
2001 with 3,141 hits and a .338 batting average in 2,440 games.
After his retirement, Tony went
on to coach for San Diego State University where he continued to touch
lives.
Tony Gwynn was not only great on
the field, but equally off the field. He
truly was inspiring to many with his
team attitude, and humbleness that
many athletes lack.
“Our city is a little darker today
without him but immeasurably better
because of him,” Mayor Kevin Faulconer said in a statement.

12
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Bloodless ConstructionADR for Management

No one wants litigation! Litigation is costly,
time consuming and out of your control.

Women’s Construction Coalition’s
members Karen Linehan and Annie
Aguilar recently received 2014 Small
Business Administration Awards!

· What is Partnering?
· How can Partnering Help You Succeed?
What are the Realities of Partnering? What if
your Partner is “Dead”?
· What is a Project Neutral?
· How Does a Project Neutral Help Me?
· What is a DRB (Dispute Resolution Board)?
· Why you want a DRB on your Project
· How to get a DRB even if it is not in the
Specifications. What are the other ADR
Processes?
· How to Utilize ADR Processes to Resolve
Problems and Disputes
· Difference between Arbitration and
Mediation

Veteran Small Business Champion of the Year

· How to prepare for Mediation and
Arbitration

San Diego Unified School District

· Why you Don’t Want to “Sue the B@!t#*ds!”

Karen Linehan

· Actual Interactive Case Studies

Dates & Locations
San Diego, CA
Los Angeles, CA
TIME:
Friday, July 25, 2014
Thurs, July 24, 2014
8:00
AM
Doubletree Hotel Circle
Doubletree Los Angeles
TO 1515 Hotel Circle South
120 S. Los Angeles St.
Los Angeles, CA 90012 4:00 PM San Diego, CA 92108

$299 Per Seminar
Women-Owned Small Business of the Year

Annie Aguilar

President/Principal Engineer
San Dieguito Engineering, Inc.

Congratulations Ladies!
760.466.7790
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To register and view the complete
PM Series Schedule, VISIT:

www.sdcassociates.com
SDC & Associates, Inc.

9150 Chesapeake Dr. Ste. 190,
San Diego, CA 92123
P: (800) SDC-3996 F: (800) SDC-3997
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San Diego Chapter

Meet the Generals
June 5, 2014
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San Diego Chapter

2014 Apprenticeship
Graduation

June 20, 2014
At the Bali Hai Restaurant
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Don't
Get Eaten Alive When
Resolving Construction Disputes

SCHOLEFIELDMEDIATION

ADR-team.com
10815 Rancho Bernardo Road, suite #105
San Diego, CA 92127
858-613-0888 info@ADR-team.com

After
participating
in hundreds
construction
mediations
the years,
Pam
Scholefieldelse.
came to
conclusion
that there
Scholefield
Mediation
is aofnew
servicerelated
designed
for overrooms
than
anywhere
Nothecramped
mini-conferhad to beconstruction
a better way todisputes.
make the mediation
processScholea desirable alternative
to litigation.
is complicated,
resolving
What makes
ence rooms
here, Construction
but instead,
a relaxing and
andeveryone
private
deserves
the opportunity
to that
have it
their
dispute
heard
by experienced
construction
Scholefield
is a new Each
field
Mediation
unique is
gives
each
of the
parsanctuary professionals.
for the parties
to feel Mediation
right at home.
program designed specifically for resolving construction disputes. Call us today 858-613-0888 to discuss your needs.
ties a chance to tell their side of the story to someone
room is tastefully decorated and furnished with leather
who actually understands construction – and not just
club chairs and coffee tables. Each room has its own
to one person, but to a team consisting of seasoned
HDTV, tune in to Netflix and Hulu, or just hook up a lapBETTER
IDEAS or engineers.
BETTER
RESULTS
construction executives,
contractors
top for group viewing.
The fully
stocked private refrigerators, the imported beer, premium coffee and healthy
snacks all add to the overall experience.
The vision for Scholefield Mediation is well founded. After participating in hundreds of mediations over
Added Value,
not Added
the Team
years,Mediation
Pam Scholefield had plenty of time to experiScholefield
believes
that Cost
the positive experience

A
San
Diego
first
no
other
construction
media
When
treated
as
an
to litigation,
ence the good and not so good, and she came up ideas
goes beyond what is found early
at thealternative
physical location
and
tion
service
offers
a
team
of
industry
professionals
all
parties
can
gain
a
much
better
perspective
to make the mediation process more productive for evthis often gets overlooked. While she believesofit is
to evaluate
construction
disputes.
wheretothey
stand.
Even
if theScholefield
parties ultimately
eryone
involved.
Scholefield
Mediation is the culminaimportant
have
a nice
place,
points out
cannot
agree,
they
will
know
specifically
what
tion of those ideas.
that it is more important that the parties have a chance
Different Perspectives
are root
of the
dispute
and why theythe
to tellissues
their story
to cause
someone
that
can understand
are disputed.
The advantage of having a team - you are able
problem. How the dispute resolution process is con“Everything about the Scholefield Mediation conto get multiple points of view at one session. This
If the parties resolve their disputes quickly, the
ducted is a very important part of getting to a fair recept is new, from the team approach to the location
goes a long way toward resolving difficult disputes.
business relationships can be preserved and the
sult. high cost of litigation can be avoided.
in Rancho Bernardo. Even down to the style of chairs
in the
rooms,
all wereOpinions
planned on
out in advance” says
Bona
Fide Neutral
Scholefield.
“Waiting
litigation
is imminent
You Getuntil
a Better
Understanding
of really is a litContract Terms - Get a clear understanding of
tle
late
to
start
thinking
about
an
amicable
resolution.
each party’s rights and obligations under the
Liability - You will have true perspective
of your
More exposure
than likely,
everyone
already “lawyer-ed up”,
Scholefield believes that mediation can be a posicontract.
to any
furtherhas
claims.
and nobody
backing your
down.
tive
experience
and -works
hardand
to prove
her source
point. You
Disupted Facts
Dig deep
get to the
Risk -isManaging
risk.The
Thissooner
is your people
opportu-decide to
gototo
mediation,
the more
likely
everyone
won’t
finddispute.
a receptionist guarding the door, but you will
of the
nity
control
the outcome.
With
mediation,
the will
final
result
is
up
to
you.
be
thinking
about
settling.
Having
a
place
like
ours
and
find an inviting lounge area with leather club chairs, big
Focus
on the
Details
the right people to help you sort out the issues will realscreen
TV and
a fully
stocked refreshment center.
Maintain
Business
Focus
We analyze your dispute for what it is. With
ly help.”
Scholefield
adds.
emphasis
on the
facts and how
achieve
Improved communications
In the main
conference
room
therean
is early
plenty of
resolution
to your
dispute.
Eliminate
Lingering
Disputes
Pam
Scholefield
is confident
that she has turned her
space
to lay out
project
plans and drawings, make pre
Eliminate
unnecessary
legal
costs
best mediation ideas into reality.
San
Diego contractors
sentations and seat as many as 24 people. A lot of
Foster strong working relationships
and construction litigators should be thrilled that there
thought went into providing useful space for all particis another quality choice for resolving construction
ipants.
disputes. For more information about Scholefield
Mediation contact Bryan Weaver at 858-613-0888 or
But, it is the break-out rooms that received special
bryan@ADR-team.com
attention since everyone spends more time in these
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Estimating’s Role in
Field Productivity
By: Terry Kramer

President of Kramer Management Consulting
Phone: (480) 824-8194 Email: tkramer@k-advise.com
Most construction firms still leave
it up to the project and field management side of the business to determine
the productivity standards for each
construction project. Quite frequently, these standards are never set.
The Value of Expanded Roles
To most accurately establish productivity standards, construction
firms are missing out on the project
knowledge transfer that should take
place between estimating and the
project/field team, and they are also
missing out on the completed project
data being integrated into future cost
databases. Estimating typically will
operate in 1 of 3 ways with construction firms:
1. Silo Role: This is when estimators are left to their own devices to select projects, bid on them, and simply
hand the projects over to the project/
field team without any communication
2. Hybrid Role: This role has the
estimators involved in some customer marketing meetings, but the estimators still select and bid projects
mainly on their own. They also interact
with the project/field team in a prejob planning meeting to describe their
estimating approach and to identify
any special challenges. In this scenario, the estimators may also assist
the project/field team with difficult
change orders
3. Fully-Integrated Role: This
comprehensive role is what most
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construction firms should aspire to
become. In this scenario, the estimators are actively involved in all
pre-construction, marketing, and
closing meetings with customers.
The estimators collaborate with other management personnel on project
selection for bidding and estimating
through established project selection
criteria. When projects are awarded,
the estimators lead the internal prejob meeting to convey the estimating
process, project challenges, budgets,
schedules, potential change orders,
external industry cost standards, and
to inform the project/field team of
productivity standards. Subcontractors tend to utilize production standards by cost codes or by work phases.
General contractors will utilize production standards by divisions of work
and for general conditions. In this fully-integrated role, the estimators will
frequently visit the jobsite to interact
with field managers on productivity
performance and to interact with the
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customers & other external parties.
The estimators also become more actively involved with the project/field
team in regard to significant change
orders.
The estimators operating within
the fully-integrated role carry forth
their role in post-job review meetings where completed project data is
captured and shared. Typically, the
PM’s and field managers lead these
meetings, and the knowledge transfer
takes place in reverse where the project/field team conveys to the estimators how they were able to install the
work, the obstacles confronted, and
whether the productivity standards
were reasonable. This completed project data is captured by estimators in
a job cost and production database.
This prepares the construction firms
for the next similar project so that the
estimators can more accurately estimate job costs, allowing for companies
to be more successful and profitable
with their work acquisition efforts.
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Organizational Transformation
The big question for most construction firms is how to
transition into a different organizational structure. When
companies recognize the need for a fully-integrated estimating role, they acknowledge that more estimators will
be required. To construction firms,
this is viewed as a red flag, meaning more money is being spent and
therefore the company’s profits
will decline.
The reality in construction firms
is that the full-integrated estimator role increases profitability.
Higher profits are accomplished
through increased project awards,
better project selection, more realistic job costs estimated, improved
initial and on-going internal/external communications, project data
sharing, and with setting and measuring productivity standards.
In construction client scenarios, where fully-integrated estimators were added, profits increased. In contrast,
when construction clients kept their “silo estimating roles”
intact, profits remained static and were not impacted. Of

course, the silo role prevented and/or limited estimating
collaborations with work acquisition and project/field personnel.
One way to look at this is when a construction firm adopted the full-integrated estimating role, and the company needed 2 more estimators
to accomplish this. So let’s say
these 2 estimators cost $180K
in total salaries and fringe benefits. For a subcontractor earning
12% gross margins, $1.5M in
additional revenues are needed
to cover these additional G&A
expenses. For a general contractor earning 6% gross margins,
$3.0M in additional revenues
are needed to cover these additional G&A expenses.
At a 20% hit ratio, the subcontractor estimators would need to bid on $7.5M in additional project contracts to cover these additional G&A
expenses. The general contractor would need to bid on
$15.0M in additional project contracts. Most construction
companies can accomplish this.
KRAMER Continues on Page 22
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KRAMER Continued from Page 21

Intended Consequences
There are intended consequences when construction firms adopt a
full-integrated estimating role. These
intended consequences include the
following:
•When estimators assist with and
communicate with pre-construction,
marketing and business development
personnel, contract awards increase
•Mark-ups increase on new contract
awards because of the team approach
toward work acquisition
•The hit ratios increase so fewer contract dollars are needed to cover the
additional G&A expenses
•Customer satisfaction is enhanced
through continuing involvement from
a different perspective
•Change orders are processed in a
more accurate, timely, and profitable
manner
•Productivity standards drive field
performance and job profits
•Information is captured from completed projects and inputted into databases for more successful,
profitable work acquisition awards in
the future
•Construction firms will also adopt
a matrix organizational structure to
further the team-oriented approach
prompted by estimators
Committing to a fully-integrated
estimating role is a great example of
analyzing cost/benefit trade-offs. In
this case, the benefits far outweigh
the costs. Usually this is sufficient for
construction firms to make this organizational decision.
—Our thanks to Terry Kramer, President of
Kramer Management Consulting. He has been
consulting within the construction industry
for over 25 years, and focuses on profitable
strategic management of construction
companies. He can be reached at 480-8248194, or via e-mail at tkramer@k-advise.com
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The Women’s Construction Coalition’s Mentoring Committee hosted a thank you to the teachers who have supported the Julia Morgan
Society(JMS) clubs this year at Santana High School, Patrick Henry
High School and San Diego High School and new next year, Hoover
High School. WCC members also extended thanks to industry members who have organized tours of their construction projects and
those who came speak as mentors to the girls and boys in our Julia
Morgan Society Clubs.
The celebration was on Monday June 16, 2014 at Bully’s East in
Mission Valley! Great job WCC Mentoring Committee!
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Santa Ana CPA Firm Owner, Glenn Gelman,
Receives Prestigious Associate Achievement Award
by the Associated General Contractors of California
Glenn M. Gelman & Associates

1940 East 17th Street Santa Ana, CA 92705 Phone: (714) 667-2600 ext. 267
Email: mkarver@gmgcpa.com Website: http://gmgcpa.com
SANTA ANA, CA (June 16, 2014) - The Associated General Contractors (AGC) of California, an organization of responsible construction firms and
industry-related companies, recognized Glenn
Gelman, managing director of Glenn M. Gelman
& Associates, as their 2014 Associate Achievement Award winner.
Mr. Gelman holds a Bachelor of Science degree in Accounting, a Masters Degree in Taxation and is Certified in Financial Forensics. He is
a Certified Public Accountant (CPA) licensed in
both California and New York and has more than
35 years of experience in public accounting. As
the Managing Director of Glenn M. Gelman & Associates, Mr. Gelman manages the overall operations of the Firm, serves as engagement director
for audit, accounting and tax engagements, and
participates in the litigation support segment of
the practice.
Since its inception in 1983, Glenn M. Gelman
& Associates has been a firm focused on serving the construction industry and the needs of
contractors, small and large. Mr. Gelman has always had one goal in mind and that is to provide
contractors with value-added services that pay
for themselves. Whether it's increasing bonding
capacity, assisting in obtaining lines of credit or
long term financing, minimizing taxes or creating
incentive goals for project managers, Mr. Gelman
seeks to be not only a CPA for contractors, but a
true partner in their growth.

AGC of California since 1990. He and his team
have donated their time and knowledge at regional and national conferences as an educator
and a guest speaker and currently serve on the
board at the district level, as they have for many
years. Mr. Gelman is proud to provide financial
support to the AGC of California for activities and
events which benefit its members with continuing
education, tackling of important legislative issues
and providing networking opportunities. In January of 2012, Mr. Gelman became the first CPA to
serve on the AGC Legal Advisory Committee and
he is very proud of this distinction and to work
with such talented attorneys.
Recipients of the AGC of California Constructor and Achievement Awards were presented at
the annual black-tie Awards Gala held at Disney's
Grand Californian Hotel in Anaheim on June 7,
2014.
About Glenn M. Gelman & Associates:
Glenn M. Gelman & Associates (www.gmgcpa.
com) is a premier accounting firm in Southern
California committed to providing superior tax,
audit, accounting, strategic business consulting,
litigation support and business valuation services
to private businesses and individuals to enhance
profitability, save taxes, improve accountability
and preserve wealth. As a local firm, with national and international resources, Glenn M. Gelman
& Associates attracts talented and experienced
staff members who provide clients with service
that exceeds expectations.

Mr. Gelman has been an active member of the
760.466.7790
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