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PCCA 2010 More Than the Maglcﬂ

A Peaceful Transfer of Power: Outgoing President Ron
Tagliapietra and Incoming President Kevin Mason




ﬁ “Our 8 Case compact excavators are always in demand.
. Customers love the way they perform and the zero tail
swing. They’re great for business because they are so
dependable. We never have any downtime.”

e 4
3

Kelly Ranadall, Advantage Rental

Let’s get it done. Because they’re as easy to trailer as a Case skid steer, you can move on to your next subdivision, roadside trenching or landscaping
job quickly. With new Tier IV-certified engines, Case compact excavators deliver more power and faster cycle times too. Plus, you can bank on Case
for more uptime and reliability. Why? Daily maintenance is easy with our swing-out access panels and ground-line fuel, coolant and hydraulic fluid fills.

FUEL EFFICIENCY SERVICEABILITY

Isn’t it time you added a Case compact excavator to your fleet?
Contact your Case dealer for a demo today.
www.casece.com / 866-54CASE6

Find us on CASE
Facebook CONSTRUCTION
www.facebook.com/caseconstruction

Facebook is a registered trademark of Facebook, Inc. ©2010 CNH America LLC. All rights reserved. Case is a registered trademark of CNH America LLC.


http://www.casece.com/
http://www.facebook.com/caseconstruction

FMI is pleased to have served as an exclusive financial advisor
in the following transactions:

MERGERS & ACQUISITIONS | FINANCIAL ADVISORY SERVICES

Engineering Associates, Inc.*
and its affiliate

EA Technical Services, Inc.*
Alpharetta, GA

Riggs Distler & Company, Inc.”
Cherry Hill, NJ

has been acquired by

were acquired by

CVTech
il |G S5
Thirau, LLC ]
a subsidiary of CVTech Group, Inc. Quanta Services, Inc.
Drummondville, Québec Houston, Texas

*Represented by FMI

FMI Corporation is the premier investment banking and management consulting firm serving
the worldwide engineering and construction industry. For more than 55 years, FMI has built

a reputation for assisting our clients in the creation and realization of value in their firms.

MANAGEMENT CONSULTING ¢ INVESTMENT BANKING

EMI |

For more information, visit our website at www.fminet.com, or contact:

W. Christopher Daum at 919.785.9264 / cdaum@fminet.com



http://www.fminet.com/
mailto:cdaum@fminet.com

THIS IS WHEHE_T NAME
ON THE MACHINE MATTERS MOST.

UERMIEER HELPS MEET YOUR TOUGHEST UNDERGROUND CHALLENGES. whetrer ore  YGTITIGCT

facing a tight, congested urban setting or a remote river crossing, Vermeer and our global dealer network
will be right beside you. We know the conditions you work in are demanding — it's why we make equipment
that’s up to the task. We offer the industry’s most complete lineup of horizontal directional drills, tooling, and
accessories designed to take on your installation challenges. So when it’s tough going out there — look to
Vermeer — the trusted name for proven equipment and reliable support.

Vermeer and the Vermeer logo are trademarks of Vermeer Manufacturing Company in the United States and / or other countries.
© 2010 Vermeer Corporation. All Rights Reserved.


http://vermeer.com/
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PCCA 2010: More Than the Magic 17

More than 350 PCCA members, family, and friends made the
magical journey to Orlando, Fla., in March for the 65" Annual
PCCA Convention to develop their professional skills, cultivate
relationships in the industry, and learn more about power and
communication construction—what’s happening now, what’s
coming down the road, and what the long-term looks like.

An Upside to the Downturn 27

By Andy Patron

Because people are your most valuable asset, this slow-down
time offers you the best opportunity to put your limited
resources to work, learning. Invest in your people now to
manage risk today and make them more valuable as you
rebound in the coming months.
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® Everything you need for powerline and
telecommunications line work

* Over 1000 high quality lineman tools
and products

* Heavy-duty siringing blocks
® Most in stock and ready for fast delivery
* Backed by 85 years of indusiry experience

NOW BUY OR RENT POWERLINE
CONSTRUCTION EQUIPMENT ONLINE!

wagnersmithequipment.com

Eastern / Central USA Western USA
921 S. Burleson Blvd.,
Burleson, TX 76028
800-666-6567

Fax : (817) 447-8917

Tualatin, OR 97062
800-444-7064
Fax : (503) 692-0474

E-mail: sales@wagnersmithequipment.com

Burleson, TX Dayton, OH Tualatin, OR Lawrenceville, IL Sanford, FL Phoenix, AZ Ontario, CA

19020B S.W. Cipole Rd.,

Wagner
Srath (7a%\

Equipment Company



mailto:sales@wagnersmithequipment.com
http://equipment.com/
http://equipment.com/
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FCC Survey Finds That 93 Million Americans Are
Disconnected from Broadband Opportunities

t the Brookings Institution

on February 23, the Feder-

al Communications Com-

mission (FCC) released its

National Broadband Plan

Consumer Survey, Broad-
band Adoption and Use in America,
which found that affordability and
lack of digital skills are the main
reasons why 93 million Americans—
one-third of the country—are not
connected to high-speed internet at
home.

“We need to tackle the challenge
of connecting 93 million Americans
to our broadband future,” said FCC
Chairman Julius Genachowski. “In

the 21% century, a digital divide is
an opportunity divide. To bolster
American competitiveness abroad
and create the jobs of the future
here at home, we need to make sure
that all Americans have the skills
and means to fully participate in the
digital economy.”

On March 17, the FCC deliv-
ered a National Broadband Plan to
Congress that details a strategy for
connecting the country to affordable,
world-class broadband. “This will be
a strategy for U.S. global leadership
in high-speed internet to create jobs
and spur economic growth; to un-
leash new waves of innovation and

investment; and to improve educa-
tion, health care, energy efficiency,
public safety, and the vibrancy of
our democracy,” the FCC said.

As part of the plan, the FCC con-
ducted a national random digit-dial
survey of adults in October and
November 2009 to assess America’s
attitudes toward broadband. The
survey found that 35 percent of adult
Americans do not have high-speed
internet connections at home.

The survey identified three main
barriers to adoption: affordability,
digital literacy, and relevance.

NTCA Says National Broadband Plan
May Not Incent Broadband Deployment

he National Telecommunications Coopera-

tive Association (NTCA) in March hailed the

FCC and the Broadband Task Force for their

significant work on the National Broadband

Plan, particularly on portions of the plan

that focus on reforming the federal Universal
Service Fund (USF). However, the group said other
aspects of the plan may not incent broadband deploy-
ment in rural America and must be addressed. NTCA
represents locally owned and controlled telecommu-
nications cooperatives and commercial companies in
rural America.

NTCA supports targeting future USF support through
the proposed Connect America Fund (CAF) to areas
of the nation that cannot support broadband deploy-
ment by a single provider without USF support, a move
that appears conceptually consistent with NTCA’s own
broadband plan.

“The plan takes a critical first step toward making
universal broadband a reality for every American by
recognizing the integral role of USF reform in ensuring

PCCA Journal | 2" Quarter 2010

a viable broadband infrastructure for the future,” said
NTCA CEO Michael E. Brunner. “But to truly achieve
the goal of universal broadband, the plan must ac-
curately account for all of the costs associated with
providing high-quality, affordable broadband to rural
and remote areas throughout the country. Put simply,
the plan fails to do this right now.”

Of particular concern to NTCA are the plan’s current
failure to allow rural broadband providers to adequate-
ly recover lawful costs related to universal service and
intercarrier compensation, failure to account for vital
costs associated with carrier of last resort obligations,
and the recommendation to eliminate rate-of-return
regulation for all carriers regardless of economies of
scope and size.

“Collectively, these aspects of the plan would dis-
courage rural investment and would make it unlikely
that affordable broadband services could be further de-
ployed and maintained in many high-cost rural areas,”
Brunner said.

News Briefs continued on page 8
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Survey: Hundreds of Local Telecoms Already
Upgrading to Gigabit-Enabled Fiber Networks

undreds of small independent

telecoms, broadband service

providers, municipalities, and

cable television companies
have brought gigabit-enabled, all-
fiber service to a total of more than
1.4 million North American homes
(about a quarter of all fiber to the
home connections on the conti-
nent), according to a report released
in April by the Fiber-to-the-Home
(FTTH) Council.

The study found that all-fiber
networks are now available to 16
percent of homes in North America,
with 5.8 million homes now receiv-
ing television, high-speed internet,
and/or phone service over these
networks.

While a large portion of the FTTH
deployment thus far has been due
to Verizon’s $23 billion investment

in overbuilding its wireline service
in many areas, the report noted
that FTTH is now being deployed
by more than 750 service providers
across North America, with most of
those being small, independent tele-
phone companies that are replacing
their copper lines with end-to-end
fiber to ensure their future competi-
tiveness as broadband providers.

The study also found that more
than 65 percent of small indepen-
dent telephone companies that have
not upgraded to FTTH said they
would very likely do so in the future,
with another 11 percent saying they
were somewhat likely. More than 85
percent of those that have already
deployed FTTH said they would be
adding more direct fiber connections
going forward.

“With Verizon approaching the

end of its initial FiIOS expansion,
we are seeing a lot of small local
exchange carriers in the U.S. who
are ready to pick up the slack, along
with some cable TV companies de-
ploying RFoG and some larger Cana-
dian companies going FTTH,” said
FTTH Council President Joe Savage.
Savage said he is delighted that
Google’s plan to build gigabit FTTH
networks in several cities has raised
awareness of how many communi-
ties want superfast connections.
“But our survey results show that
many communities aren’t waiting
and are instead taking matters into
their own hands, sometimes through
their local telephone or cable compa-
nies and in some cases by operating
their own FTTH network as a public
utility,” he said.

U.S. Business Telecommunications

Spending Expected to Grow

espite slowdowns and spending cuts in

many industries, overall spending by all

U.S. businesses on wired and cellular call-

ing is forecasted to exhibit modest growth
over the next five years, according to a new market
research report from Insight Research. The study
predicts that cellular calling will account for nearly
44 percent of the U.S. corporate phone bill for
telecommunication services in 2010 and is the only
enterprise market segment showing substantial
growth.

Insight’s newly released market analysis report,
Telecom Services in Vertical Markets, 2009-2014,
reveals that wireless service revenues are expected
to grow at a compounded rate of nearly 18.4 per-
cent annually from 2009 to 2014, while growth in

wired services remains essentially flat. The biggest
spenders on cellular services will come from four
market segments: construction; financial, insur-
ance, and real estate; professional business ser-
vices; and transportation. The study analyzed 14
vertical industries categorized by the NAICS and
focused on corporate spending for wireline and
wireless telecommunications services in each of
the 14 industries.

“The year 2009 was all about cutbacks and re-
trenchment in every industry sector we examined,”
Insight President Robert Rosenberg said. “However,
it is continued demand for wireless services that
will keep the telecom industry in the black over
the next five years, and that demand is going to be
uneven across the various business sectors.”

PCCA Journal | 2™ Quarter 2010



Manassas Retires Its BPL Internet Service

ased on a recommendation from the Manassas Utilities Commission, the Manassas City Council voted to shut
down its broadband over powerline (BPL) internet service in July. Overall, BPL served a small customer base of
about 520 residential and business users, who were advised to find a new broadband service provider.
Although once touted as “the most successful BPL deployment in the nation,” the city finally decided to cut its
losses and get out of the business for good.
Despite its early promise, Manassas’ BPL service not only caused interference with licensed ham radio operators, but
it was also a financial drain. The city said that the service was losing $166,000 annually.

Commerce
Department
Announces
Broadband
Funding

.S. Commerce Secretary Gary

Locke on March 2 announced

23 grants that the agency said

will help bridge the tech-
nological divide, boost economic
growth, create jobs, and improve
education and health care cross the
country. The grants, totaling more
than $160 million, will increase
broadband access and adoption in
17 states and Puerto Rico.

“In a globalized 21% century econ-
omy, when you don’t have regular
access to the internet, you don’t
have access to all the educational
and employment opportunities it
provides,” Locke said. “Fast, reliable
internet can help keep communities
safer, open doors for small busi-
nesses, and provide job training and
skills to more Americans.”

The Department of Commerce’s
National Telecommunications and
Information Administration’s Broad-
band Technology Opportunities Pro-
gram provides grants to support the
deployment of broadband infrastruc-
ture, enhance and expand public
computer centers, and encourage
sustainable adoption of broadband
service.

A list of grant recipients is at
www.ntia.doc.gov or by calling Mike
Ancell at PCCA. |
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TRANSMISSION & DISTRIBUTION =« DATA COMMUNICATIONS
RENEWABLES = SUBSTATIONS = URBAN & RURAL TELECOM
POWER PLOWING & TRENCHING < ELECTRICAL CONTRACTING

We are Aevenia.
The way energy moves.

We are Aevenia, Inc., a premier energy and electrical construction company. We
offer a powerful bundle of services and back it up with 40 years in the energy and
electrical construction industry. Every day, we show our customers what it’s like to
do business where trust, integrity, efficiency and quality are principal values.

AN

A E V E N | A WWW.aevenia.com - 218.284.9500
Energy and Electrical Construction 3030 24th Ave So. Moorhead, MN 56560
wn é OTTERTAIL comman

VISIT US AT BOOTH #7020 DURING WINDPOWER 2010

CALL TO SCHEDULE YOUR MEETING TODAY



http://www.aevenia.com/
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Agriculture Department
Announces 33 Rural Broadband Projects

n announcements in February and March, Agri-
culture Secretary Tom Vilsack announced the se-
lection of 33 broadband infrastructure projects to
give rural residents access to improved economic
and educational opportunities. Funding for the
projects is being provided through the American

Recovery and Reinvestment Act.

Funding of individual recipients is contingent upon
their meeting the terms of the loan, grant, or loan/
grant agreement.

Alaska, Supervision Inc., The Farther and Faster Proj-
ect: $174,680 grant and $43,671 private investment to
provide last-mile cable to deliver broadband capability
in Tanana.

American Samoa, American Samoa Telecommunica-
tions Authority, Broadband Linking the American Sa-
moa Territory Project: $10 million loan, $81.034 million
grant, and $4.462 million private investment to replace
legacy copper infrastructure with a fiber optic network
that will link the main islands of American Samoa.

California, Ponderosa Cablevision, Millerton Project:
$1.926 million loan and $1.926 million grant to provide
fiber-to-the-premises (FTTP) in a 31-square-mile area
adjacent to Ponderosa’s current service territory.

Colorado, Wiggins Telephone Association, Weldona-
Orchard FTTP Project: $2.168 million loan and $2.159
million grant to provide FTTP in the Weldona-Goo-
drich-Orchard area.

Georgia, Flint Cable TV, Flint Digital Wave Project:
$4.095 million loan and $4.095 million to provide a
Hybrid Fiber Coaxial (HFC) network to homes in un-
derserved areas central Georgia.

Idaho, Coeur d’Alene Tribe, Coeur d’Alene Reservation
FTTH Project: $6.142 million loan and $6.142 million
grant to provide a FTTH broadband system in northern
Idaho.

Indiana, Sunman Telecommunications, 700MHz
WIMAX Wireless Broadband Plan Project: $5.694 mil-
lion loan and $5.694 million grant to provide needed
broadband services in rural communities of Indiana.

Indiana, Smithville Telephone Company, Inc.: $37.729
million loan to provide broadband service.

lowa, Southeast lowa Rural Wireless Broadband:
$3.836 million loan to provide internet services to 80
rural communities using proven wireless technology.
Kentucky, Mountain Rural Telephone Cooperative
Corporation ILEC Broadband: $39.843 million loan and
$38.281 million grant to provide fiber to Morgan, Meni-
fee, Wolfe, and Elliott counties.

Louisiana, Allen’s Cable FTTP Broadband Network
Extension: $3.584 million loan and $3.513 million grant
to extend fiber into rural areas of three South Louisiana
parishes.

Louisiana, LBH, LLC, Rural Broadband Powered by
Fiber: $16.693 million loan and $16.691 million grant
to expand existing broadband into rural areas around
Moss Bluff, Oakdale, and Vinton.

Kansas and Oklahoma, Totah Communications, Inc.,
the Totah Broadband Expansion Project: $4.852 million
loan, $3.660 million grant, and $2.1 million private
investment to upgrade existing copper-fed DSL nodes
to fiber-fed DSL nodes and install additional fiber-fed
DSL nodes throughout the service area.

Michigan, Southwest Michigan Communications, Paw
Paw and Antwerp, MI FTTP Project: $4.165 million
loan and $4.165 million grant to provide advanced
broadband services in the rural Paw Paw area.

Minnesota, Halstad Telephone Company, the HTC Min-
nesota Exchanges FTTP Project: $3.277 million loan
and $3.277 million grant to provide FTTP broadband in
Norman and Polk Counties.

Minnesota, Southwest Minnesota Broadband Group:
$6.35 million loan and $6.35 million grant to provide
service to eight rural communities throughout south-
western Minnesota.

Mississippi, Bay Springs Telephone Co., Bay Springs
Broadband Initiatives Project: $4.304 million loan and
$4.135 million grant to expand advanced DSL broad-
band services to unserved and underserved areas in
Jasper, Jones, Rankin, Scott, and Smith Counties.

PCCA Journal | 2™ Quarter 2010



Missouri, Unionville, Missouri FTTP Project: $5.140
million loan and $5.14 million grant to provide broad-
band services in the Unionville area.

New Mexico, Pueblo de San lldefonso, TewaCom
Broadband Initiative, Phase 1-Upper Rio Grande Valley
Project: $632,225 loan and $632,225 grant to expand
service.

New Mexico, Penasco Valley Telephone Cooperative
Inc., the Penasco Valley Telephone Incumbent Lo-

cal Exchange Carrier Project: $4.818 million loan and
$4.77 million grant to provide high-speed broadband to
unserved areas.

New Mexico, Western New Mexico Telephone Com-
pany, Broadband Infrastructure Project: $11.516 million
grant to provide last-mile broadband services through-
out western New Mexico.

New Mexico, Baca Valley Telephone Company, Inc.:
$1.651 million loan and $1.586 million grant to expand
fiber optics to DSL nodes in northeastern New Mexico.

North Dakota, Halstad Telephone Company, the HTC
Hillsboro North Dakota Town Broadband Project:
$246,500 loan, $246,500 grant, and $7,000 private in-
vestment to increase broadband capability in Hillsboro.

Ohio, Wabash Mutual Telephone Co., Fort Recovery
Area FTTH Project: $2.201 million loan and $2.174
million grant to provide an optical fiber network in the
region.

Oregon, Sandy Broadband Infrastructure Project:
$374,548 loan and $374,537 grant to provide broad-
band service to the underserved rural area of Sandy.

Texas, PRIDE Network, Inc., the Texas South Plains
Project: $22.720 million loan and $21.829 million grant
to provide an FTTP infrastructure in the Texas South
Plains region.

Texas, PRIDE Network, Inc., the Burkburnett and lowa
Park Project: $12.811 million loan and $6.309 million
grant to provide an FTTP infrastructure, with a WiMAX
service-extension overlay, in Burkburnett and lowa
Park.

Texas, XIT Rural Telephone Cooperative, Inc., the FTTP
and Very High Speed DSL2 Combination Application
Project: $3.065 million grant and $3.190 million private
investment to provide FTTP and fiber-to-the-node ad-
vanced DSL technology in Dalhart and Stratford.

Texas, Southern Texas Broadband Infrastructure Devel-
opment and Adoption Project: $40,093,153 loan and
$38,520,868 grant to develop a broadband infrastruc-
ture in rural communities of the South Texas Plains.

West Virginia, Gateway Telecom LLC, West Virginia
Last Mile Project: $1.475 million loan and $1.417 mil-
lion grant to provide a wireless last-mile broadband
solution in unserved rural areas of West Virginia.

RDUP News continued on page 12

Ohio, Intelliwave, the Athens, Fair-
field, and Pickaway County Ohio
Rural Broadband Initiative Project:
$1.162 million loan and $1.116
million grant to provide affordable
wireless broadband and VolIP phone
service to underserved rural Ohio
communities.

Ohio, Benton Ridge Telephone Co.,
the Broadband Expansion Project

- Benton Ridge: $1.611 loan and
$1.547 million grant to provide
FTTH in the Benton Ridge exchange.

Oregon, Canby Telephone Associa-
tion, Rural Clackamas Co. Service
Expansion Project: $248,046 loan
and $496,090 grant to provide
advanced DSL infrastructure and
connectivity to underserved areas of
Clackamas County.

schedule
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* Significantly reduce project costs

* Fit up to 3 times as many cables
per conduit

¢ Easily install cable - even in
occupied conduit

¢ Minimize labor and stay on

10 YEARS AnD
250,000,000
FEET oF
ProbucTIVITY

Cell

FABRIC

INNERDUCT

More Space. More Productivity.
1-888-387-3828
www.maxcell.us
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Agriculture Department
Announces Rural Electric Projects

n March 2, Agriculture Secretary Tom

Vilsack announced that 29 rural utilities

and cooperatives in 16 states were selected

to receive loans and loan guarantees to

build and repair more than 5,600 miles of

distribution and transmission lines and
make system improvements that will benefit more than
55,000 rural customers.

The funding is being provided under USDA Rural
Development’s Electric Loan Program. It may be used
to expand or improve electric service, support renew-
able energy efforts, and establish energy conservation
programs.

“Reliable electric service is a key to economic growth
and development, and the funding that | am announc-

Make us prove it!

Bethea’s Heavy Duty Line Swivels are:
1. Equal or superior to all major brands

2. In stock for immediate delivery

3. Priced at substantial savings!

BSE-BE

Bethea swivels are computer designed fo allow safe smooth passage of 2
conductor through stringing blocks without overloading insulators and
struclures.

Computer controfled machinery is used to manufaciure precision dimensioned
components that will perlorm satisfactorily under severe loading conditions
encountered in stringing conductors. These corrosion profected alloy steel
swivels are designed for long lasting cost efficient service

FOR PROOF write or call:

Bethea Tool & Equipment Co., Inc.
Post Office Box 380035

Birmingham, Alabama 35238
Bethea ron: 205 1089416 " ax (205) 4089414
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ing today will help many rural utilities improve service
to their customers and owner-members,” Vilsack said.
“These investments are a critical part of the Obama
administration’s actions to develop the infrastructure
and build the economy of rural communities.”

Below is a complete list of the borrowers. Funding
of each loan recipient is contingent upon the recipient
meeting the conditions of the loan agreement.

Alabama, Baldwin County Electric Membership Corporation, $42,950,000
Alaska, Kodiak Electric Association, Inc., $10,600,000

Arizona, Mohave Electric Cooperative Inc., $28,075,000

Arkansas, Petit Jean Electric Cooperative Corporation, $10,589,000
Arkansas, Carroll Electric Cooperative Corporation, $43,413,000

Colorado, Morgan County Rural Electric Association, $6,823,000

Georgia, Coastal Electric Membership Corporation, $18,000,000

Georgia, Washington Electric Membership Corporation, $13,346,000
Georgia, Sumter Electric Membership Corporation, $10,000,000

lowa, Butler County Rural Electric Cooperative, $12,700,000

lowa, Grundy County Rural Electric Cooperative, $732,000

Minnesota, Lyon-Lincoln Electric Cooperative, $4,483,000

Missouri, White River Valley Electric Cooperative, $51,427,000

Missouri, Farmers Electric Cooperative, $9,500,000

Missouri, Howard Electric Cooperative, $5,249,000

Montana, Ravalli County Electric Cooperative, Inc., $6,100,000

New Mexico, Jemez Mountains Electric Cooperative, Inc., $28,983,000
New Mexico, Farmers’ Electric Cooperative, Inc., $28,101,000

North Carolina, Energy United Electric Membership Corporation, $69,000,000
North Carolina, Halifax Electric Membership Corporation, $6,500,000
North Dakota, Capital Electric Cooperative, Inc., $15,000,000

North Dakota, Northern Plains Electric Cooperative, $17,000,000

North Dakota, Mountrail-Williams Electric Cooperative, $30,000,000
Ohio, North Western Electric Cooperative, $4,750,000

Texas, Karnes Electric Cooperative, Inc., $6,718,000

Texas, Houston County Electric Cooperative, $11,940,000

Texas, Greenbelt Electric Cooperative, Inc., $2,990,000

Texas, Central Texas Electric Cooperative, $34,000,000

Wyoming, Wheatland Rural Electric Association, $4,255,000 |
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Transmission Bundle Blocks & Equipment
S & R is the name you can trust to provide transmission class stringing equipment of the
finest quality available with the most experienced staff and field support in the industry.
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From deploying long-haul OSP cables to microcabling for City Rings, FTTH or MDUs, S & R offers more
deployment solutions and ultimate product support. We are America's exclusive supplier of CableJet Systems.

www.sherman-reilly.com

1.800.251.7780

sales@sherman-reilly.com
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OSHA Unveils eTool for the Electric Power Industry

o help protect worker safety

in the power construction

industry, OSHA recently

published the “Electric Power
Generation, Transmission, and
Distribution Standard” eTool. This
eTool addresses OSHA’s standard
and explains preventive measures
for protecting workers’ safety and
health, such as providing personal
protective equipment, using lockout/
tagout procedures to prevent startup
of energized equipment, and follow-
ing safety requirements when work-
ing on or near power lines. OSHA’s
eTools are stand-alone, interactive
web-based training tools on topics
that include modules for answering
guestions and providing advice on
how OSHA regulations apply to us-
ers’ worksites.

Workers in the electric power
industry are potentially exposed to
a variety of serious hazards, such as
arc flashes, electric shock, falls, and
thermal burn hazards that can cause
injury and death. This eTool seeks to
inform employers of their obligations
to develop the appropriate hazard
prevention and control methodolo-
gies designed to prevent workplace
injuries and illnesses. Employers
are required to implement the safe
work practices and worker train-
ing requirements of OSHA’s Electric
Power Generation, Transmission
and Distribution Standard, 29 CFR
1910.269. The eTool also informs
workers engaged in the generation,
transmission, and distribution of
electric power on the steps their
employers must implement in order

to provide them with a safe and
healthful work environment. Not all
the requirements of 29 CFR 1910.269
are covered, however.

Sections of the eTool include
Generation vs. Transmission and
Distribution, Medical Services and
First Aid, Hazard Assessment and Job
Briefing, Energized vs. Deenergized
Work, Hazardous Energy Control,
Grounding for Employee Protection,
Personal Protective Equipment, Insu-
lating Protective Equipment, Enclosed
Spaces and Working Underground,
Overhead Line Work, Illustrated Glos-
sary, and Glossary of Terms.

Find the eTool at www.osha.gov/
SLTC/etools/electric_power/index.
html, or just type “electric etool” in
the search box at www.osha.gov and
it will be the first option.

OSHA Levies Heavy
Whistleblower Penalty

he U.S. Department of Labor’s Occupational Safe-
ty and Health Administration has ordered e-Smart
Technologies Inc. to pay back wages with interest
and approximately $600,000 in compensatory
damages to a California worker who was discharged
after raising concerns about misinformation contained
in a draft public filing. OSHA also ordered the company
to reinstate the whistleblower to his former position.
“It is vital that employees be able to raise fraud
concerns to their employers without fear of retalia-
tion,” said Assistant Secretary of Labor for OSHA Dr.
David Michaels. “This order reaffirms both the right of
employees to raise concerns regarding violations of Se-
curities and Exchange Commission rules and the Labor
Department’s commitment to protecting that right.”
The action resulted from a whistleblower investiga-
tion conducted by OSHA’s regional office in San Fran-
cisco under the whistleblower protection provisions of
the Sarbanes-Oxley Act of 2002. The investigation sub-
stantiated the employee’s complaint that his job duties
were systematically removed and his paychecks were
delayed and ultimately stopped after he questioned the
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accuracy of several statements made in the company’s
Securities and Exchange Commission filings.

In addition to requiring e-Smart Technologies to
fairly compensate and rehire the whistleblower, OSHA’s
order instructs the company to provide a neutral refer-
ence, expunge his personnel file of any reference to his
exercise of rights under the Sarbanes-Oxley Act, and
post a notice to employees outlining whistleblower
protections.

Harvick Takes 811 to Victory Lane

uring the April 25 NASCAR Sprint Cup race at

Talladega, Kevin Harvick helped celebrate Na-

tional Safe Digging month by sporting the “Call

811" logo on the deck lid and rocker panels of
his No. 29 car to help educate fans about the impor-
tance of following the proper safety procedures when
digging. As PCCA members well know, a quick call to
811 can help avoid damage to underground utilities,
which can cause injuries, environmental incidents, and
disruption of services.

Not only did Harvick deliver this important mes-
sage, but he also raced his Shell-Pennzoil Chevrolet to
victory lane and celebrated his first points win of the
season. |
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Alittle Disney magic turned Mickey Mouse into PCCA
President Ron Tagliapietra at the Opening Session.

ore than 350 PCCA members, family, and
friends made the magical journey to Or-
lando, Fla., in March for the 65" Annual
PCCA Convention at Disney’s Contem-
porary Resort. They explored the parks,
rode the rides, and whacked golf balls
all around the Magic Kingdom. And while the looks on
the kids’ faces and the memories will last a lifetime,
the meeting was about much more than some thrills
and some mice. Construction professionals attend
PCCA meetings every year to develop their professional
skills, cultivate relationships in the industry, and learn
more about power and communication construction—
what’s happening now, what’s coming down the road,
and what the long-term looks like.

The Construction Industry Roundtable, with a packed
room as always, provided a bit of optimism in these
uncertain times, but the message was more mixed as
one might expect from a national group with people
working not just in separate regions, but in separate
niches of the industry as well. The roundtable included
reports from Tom Harter of the Association of Commu-
nications Engineers, Mark Bridgers and Chris Daum of
FMI, and Brad Radichel of Condux, who provided an
overview on how PCCA’'s manufacturer and supplier
members are faring. The wide-ranging discussion that
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followed included the impact of federal stimulus mon-
ey on telecom work, the negative effects of the recently
passed health care bill, difficulties with Davis-Bacon
prevailing wage requirements, the increased demand
and cost for fiber and other commodities, and the rate
of economic recovery.

Skills development at PCCA conventions occurs dur-
ing the educational sessions, most notably the Young
Construction Professionals (YCP) program. The YCP
holds a 4-hour session at every PCCA convention and
mid-year meeting. In Orlando, participants covered key
performance indicators—defining and measuring prog-
ress and risk. Convention attendees also turned out in
force for sessions on managing a construction company
in a tight economy and emerging trends in power, com-
munication, and utility construction. Another valuable
learning experience at the convention was the Annual
Associates Exhibit, where contractor and associate
members discussed jobs, products, and business in a
relaxed, low-pressure atmosphere.

PCCA 2010 featured two fantastic speakers, both of
whom made their audiences think hard about what
they believe in, though in very different ways. At the
Opening Session, magician Craig Karges wowed the
crowd with tricks that just didn’t make sense (and still

Continued on page 18
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Continued from page 17
don’t!). At the Annual Prayer Breakfast, Don Piper During the final party, PCCA thanked outgoing asso-
talked about real belief as he recounted his remarkable ciation President Ron Tagliapietra, Michels Corporation,
story of near death (he was actually pronounced dead for his years of service and for hosting such a fantastic
by four sets of paramedics) and his amazing recovery. convention, and it welcomed new President Kevin Ma-
The many serious subjects at PCCA meetings are son of ElectriCom. PCCA also added three new mem-
usually offset by some memorable parties, and this bers to its Board of Directors during the convention: Ed
year was exceptional in that regard with an enjoyable Campbell of Henkels & McCoy, Pomona, Calif.; Mat-
marina-side Welcome Reception, the always-wild PCCA thew Gabrielse, Gabe’s Construction Co., Inc., Sheboy-
Auction (which raised more than $110,000 for PCCA gan, Wis.; and Jerrod Henschel, Michels Corporation,
programs), and a hilariously unique final night party at Brownsville, Wis. |

Hollywood Studios.

2010-2011 PCCA Officers

President 1st Vice President Treasurer

Kevin Mason Tommy Muse Steve Sellenriek
ElectriCom Aubrey Silvey Enterprises, Inc. Sellenriek Construction, Inc.
Paoli, Ind. Carrollton, Ga. Jonesburg, Mo.
President-Elect 2nd Vice President Secretary

Larry Libla Glen Amerine Timothy Killoren

W & L Construction Amerine Utilities Construction, Inc. North States

Poplar Bluff, Mo. Great Bend, Kans. Eagle River, Wis.

Left, billed as an “extraordinist,” Craig Karges
dazzled the crown with an array of tricks that
backed up the claim—extraordinary, indeed.

Right, Austin Shanfelter seems hungry, but
Janet Duff doesn’t seem to care.

Below left, the tacky tourists are delighted to
meet new PCCA President-Elect Larry Libla.

Bottom right, Kristin Thulin and Scott Wadell
at the President’s Welcome Reception.




Top, Tim Wagner (left) and Ron Tagliapietra discuss association business at the Board of
Directors meeting, which included (above, from left) Larry Pribyl, Tony Briggs. Robert
Orr, Brad Radichel, and Bryan Westerman. Below, whether Andy Patron (left) and Dan
Levac are discussing decision-making strategies or resort fashion, Joe Oden (right) and
Dan Stephens are surely agreeing with Andy. Bottom, Faustino Reyes (left) and Jim
Simpson discuss a pipelaying snag during the YCP session.

Above, from left, Jameson Ringger, Kevin Mason, Herb Fluharty, and Robert Carpenter. Guess which one didn't get
the blue shirt/khaki pants memo.

Below, Marty Ferguson learns that if Sam, Don, and Dan Stephens give you read, go for it. Bottom, Tim Fisher belts
one down the fairway under the watchful eyes of (from left) Bob Breeden, Denis Scharnhorst, and Troy Gipson.




Above, John Howell (left) and Jim Dillahunty discuss utility vehicles during the Annual Associates Exhibit. Top, Jim
Simpson (left) and Larry Libla (right) visit with Alec Nations and John Hale in the Deere booth.

Below, Faustino Reyes (right) gets the latest information on confined space ventilation from Gary Pelsue.

The Construction Industry Roundtable tackles many serious topics but is not without some
lighter moments. Top (from left), Jack Jeffrey, Robert Juarez, Kevin Mason, Steve Sellenriek,
Ryan Steinbecker, and Heath Sellenriek. Above (from left) Troy Gipson, Gene Klaasmeyer,
Martin Kobs, Joe Boxrucker, John Fluharty, Scot Fluharty, and Mark Kwilinski. Below, the
session on managing a company during a tight economy attracted quite a crowd. Bottom,
a relaxing moment for (from left) Pamela, Max, Olivia, and Rob Pribyl, Carrie Hoppnen, Nick
Anderson, and Sophia and Kelly Pribyl.




Above, Martin and Dan Schmoldt keep close tabs on the Disney Gift Basket during the Silent Auction.

Below (from left), Colleen and Dave Moore and Patty and Denis Scharnhorst at the Auction Reception. Bottom, the
heads-or-tails game was a big hit at the Auction. If your hands are on your head, take a seat!
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Top, Auctioneers Michael Whitebread (left) and Charles Cook always lend the
association a big hand during the Auction. Above, a group effort from (from left)
Kaylee Miller, Michaela Amerine, Pat Amerine, and Jeremy Miller scores the golf
package for Grandpa Glen.

Below, Mackenzie Fluharty takes a break from her balloon-running duties to pose for
a picture with Pops.




Above, Gina Nicoli reads from the New Testament during the Annual Prayer Breakfast. Above right, Past President
Winston Weaver welcomes friends and colleagues to the breakfast.

Below, PCCA partiers were met at Hollywood Studios by a crush of adoring fans. Bottom, accompanied by security to
keep the paparazzi away, Mason Trawick stops to sign a few autographs.

Above, Don Piper has an amazing story of life and death and a resonant message about
the power of faith.

Below, Disney’s first couple is thrilled to meet Pat, Kara, Kevin, and Patrick Hunt.
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Kids! Kids! Kids! Left, (from left) Christina Radichel, Mary Fowles, and
Darlene Radichel are all smiles at the Hollywood Studios party. Top
left, Luca Nicoli and Tyler Tagliapietra are looking stylish at Grandpa
Tag's Welcome Reception. Middle left, Roxanne and Cooper Sellenriek
play airplane by the marina.

Right, the Briggs, Trawick, and Reyes crew enjoys the show. Top right,
Abbie Fowles gives somebody a flip; we think it looks like Venice
Westover. Middle right, McKayla, Keisha, and Tammy Aubrey strike a
pose with a dandy at Hollywood Studios.
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Above, Dixie and Roxanne Sellenriek enjoy the thrill ride and preserve some family
dignity while Bob covers up and Heath.....well, we're not really sure what Heath is
doing.

Below, PCCA's new first couple, Debra and Kevin Mason. Bottom, Georgi and Brad Pelsue
enjoy the closing night party.
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Top, PCCA members always get straight, hard-hitting analysis from FMI's Mark Bridgers. Above, two beautiful smiles
and.....Tyler. From left, Candice Bartson, Nicole Dearth, and Tyler Myers.

Below, Past President Herb Fluharty and his wife, Chris, stay warm during the Hollywood Studios party.
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the best opportunity to

An Upside
to the Downturn

By Andy Patron

Because people are your most valuable asset, this slow-down time offers yo

t your limited resources to work, learning. Invest in

your people now to manade risk today and make them more valuable as you

rebound in the coming month.~

ur people are our most valuable as-
‘ ‘ set.” Many executives share this view,

and most really mean it. However,

if you were challenged to prove it,

could you? You might try looking at

your balance sheet because this is
where your company’s assets are listed. Typically, you
will see “cash,” “accounts receivable,” “materials,” and
“fixed assets,” but probably not “people.”

According to the accountants, “people” are not an as-
set. Your accountant, though, will point you to another
financial report: your income statement. There, he or
she will show you line items entitled “direct labor” and
“salaries” in Operating Expenses, with both categories
making up the “people.” The dollars there represent
the direct cost associated with having people on your
payroll. In addition, many of your other costs exist to
provide benefits, supervision, shelter, and communi-
cations for your people. After only a little research,
you find that the most valuable, yet unbooked asset is
really one of your biggest costs! You can see that your
people are expensive, but what are you doing to show
them how valuable they are? Moreover, are you doing
anything to make them more valuable?

Many companies have taken a hard look at their fi-
nancials during this tight economy and have cut costs.
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They have made the tough decision to slash overhead
and reduce headcount by trimming “direct labor.”

In other words, they have fired, laid-off, or let some
of their people go. Generally, this first round of cuts
involved jettisoning the “C” and “D” players, reducing
salaries, or asking some staff to work part-time. Many
firms now find themselves in an uneasy place, not
wanting to let any more people go because they may
be needed to do the work the company is chasing. So,
a few extra, topnotch people are hanging around the
office with little or no work to do.

Your “most valuable assets” are costing you cash and
not producing revenue. Your choices are A) pay their
salaries and hope that the economy will turn around in
time or B) terminate them to cut your direct labor costs
today. The expedient, default answer for most business
owners is option B. It is the logical answer. The math
supports it. But if you take only a short-term financial
view, you risk losing some of the very people that
made your business what it is today. This will change
the trajectory of what your business can become
in the future. Before you choose option B, consider
how much you have already invested in your people.
How much money have you spent on the following:
time working with them, the equipment and tools

Continued on page 28
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An Upside to the Downturn
Continued from page 27

purchased for them, the shared experiences, and all
the coaching and correcting that you and others have
invested in them?

These employees probably embrace your company
culture and live out many of your corporate values,
which they have learned over time through blood,
sweat, and tears. These “sunk costs” are what make
your “most valuable asset” valuable to you. As you
wrestle with how to stay in business, consider this
“investment” cost. What would it cost you to start all
over with new people? Because the start-up cost of
new hires will likely be much higher than the start-up
costs of the players that you let go, the aggregate cost
and time of replacing staff is quite large and can be up
to 2.75 times the investment that you made in the old
team. The best long-term business decision is option A
unless your situation is quite desperate. Now go a step
further. If you decide to continue to invest in your ex-
perienced team, ask yourself, “What can | do to maxi-
mize the investment | have made in these people?” The
answer is to continue to develop them and make them
even better.

Now is strategically the best time to invest in the
development of your people. The demographics of our
industry are changing, with only a short window of
opportunity to prepare. Baby Boomers (born from 1946
to 1964) make up about 45 percent of the workforce
and are 77 million strong. While some are delaying
retirement plans due to the recession and loss of retire-
ment funds, the ticking clock still poses a problem.
Some Boomers are retiring, and many more will as
soon as they are able. Generation Xers (born from 1965
to 1980) make up about 40 percent of the workforce
within a cohort of only about 49 million people. They
are assuming the leadership positions as Boomers
retire, but there are not enough of them to fill all the
empty seats. Millennials (born from 1981 to 2000ish)
make up only about 10 percent of the workforce, but
there are more than 73 million of them. As more of
them enter the workforce, they will be required to step
into leadership roles sooner then any generation before
because of the vacancies left by the Boomers as they
leave the working world. Most of these Millennials are
nowhere near ready for such roles.

Exhibit 1
Populations by Generation

Current Total Population
Millions

Other

MiIIennia%

40%

Boomers

Xers 49

Millennials 73 Xers

28

Current Workforce Population Breakdown

100% = Total Workforce

Boomers

The current economic downturn provides precious
time to execute a transfer of knowledge and expertise
from Boomers to Xers and Millennials. This might be
the only good thing about the current economic condi-
tion (See Exhibit 1 below). There are plenty of internal
options for this transfer of experience. Many compa-
nies already have mentoring programs, one-on-one
and group coaching, rotational programs for “high-
potentials,” and special assignments with a seasoned
leader. The object is to transfer real-life experience
from those with more than 25 years in the business.

In most cases, this means from Boomer to Millennial.
The upside of this information/experience transfer op-
portunity is significant. Done correctly, the trauma of
management/ownership succession can be minimized,
and your business can continue to thrive (or begin to
thrive). The fly in the ointment is that most Boomers
(and Xers, too) are very busy and do not have the skills
to adequately pass their knowledge to the next genera-
tion of leaders. Many will try to find a way to make it
happen, but most companies need some help.

The days of “sink or swim” learning are over. Letting
people fail is just too expensive. Your projects are too
complex, too costly and the margins are too small to
contain any mistakes, politically or financially. There
is just too much at stake. You need to provide some
expert lessons to transfer knowledge and experience to
your future leaders. You need to provide education and
training to give them the skills and abilities they need
to be more effective and to manage risk so that you can
stay in business.

Determining the training needs of your people is
not an easy task. You could commission a formal
competency assessment to determine specific train-
ing needs for each individual in the company. This
allows decision-makers to target their training dol-
lars and select courses that will give them the biggest
return. Without a formal assessment process in place,
determining the training-dollar allocation can be hit
and miss. Jerry Porras, author of Success Built to Last:
Creating a Life That Matters, provides a framework for
determining training needs. He contends that if there
is something that you like doing AND you are good
at, you should do it. The converse is if you do not like
doing something and are not good at it, you
should avoid it. In theory, this is the road to
long-term personal success. Unfortunately,
we rarely have that option. There are many
tasks that we NEED to do, that we do not
like doing and/or are not good at doing.
Exhibit 2 takes Porras’ idea and tweaks it to
create a matrix that has two axes: “Need”
along the vertical and “Skill Level” along
the horizontal. The intersections create four

Continued on page 30
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Exhibit 2
The Need/Skill Matrix

Need is High

Need is Low

Low Skill

High Skill

guadrants: 1) Need is high/Skill is low, 2) Need is
high/Skill is high, 3) Need is low/Skill is high, and 4)
Need is low/Skill is low. This provides a framework for
how to focus your people-development thinking. The
tasks with high need and low skill level (quadrant 1)
should get your first dollars. However, also consider
the tasks in other quadrants. Even if your people are
good at something, when the cost of failure or loss
is high, training is imperative. Now fill in quadrant 1
(See Exhibit 3). Some topics that are common across
the industry are pre-bid evaluation, pre-job planning,
job start-up, short interval planning, job cost analysis,
productivity feedback, change order management, job
status review, closeout, and post-construction review.
Consider your target audience. One size does not

Exhibit 3
The Need/Skill Matrix

Sample Quadrant 1 Items
« Pre-Bid Evaluation

« Pre-Job Planning

- Job Start-Up

« Short-Interval Planning
+ Job-Cost Analysis
« Productivity Feedback
« Change Order Management
- Job Status Review
« Closeout
= « Post-Construction Review

Training Focus
1

Need is High

Need is Low

Low Skill

High Skill

fit all when it comes to effective training. The content
should vary by job title. Field staff use different skills
and knowledge than project managers. Senior project
managers need more business and people management
skills than the project managers they manage. The
senior team has to deal with broader industry issues
than the mid-level managers, so their training focus
should be different. The delivery method should vary
by job level, also. As you move from field to office,
the training methods and content should reflect those
changing audiences. For example, meetings manage-
ment training has a different focus if the audience is

a group of superintendents versus senior executives.
Although there are some common practices, field staff
generally require training examples directly applicable
to the field environment or they will not use them. A
daily huddle meeting is very different from a quarterly
financial review.

The training should be industry-specific and practi-
cal. The issues that field managers face in construction
are very different from those experienced by their peers
in manufacturing or technology. For example, generic
meetings management training will not be as effective
as construction-specific meetings management train-
ing designed specifically for field staff. They will more
easily relate to the curriculum, see the application, and
use it more effectively if they can see how it directly
applies to what they do everyday. Choosing the most
targeted, focused training programs will extend your
training dollar and give you the greatest return. Exhibit
4 helps illustrate this concept. Furthermore, there are
market sectors within the construction industry such as
heavy civil, specialty, and general contracting, and the
development needs of each level within each industry
sector can vary widely. Find content and material that
speaks to the right level and group to be most effective.

After you define the focus of your training, do not
waste it on a poor delivery. Invest in a high-quality
training and development program. Consider important
adult learning characteristics before you decide on who
and how to train your people. Some of the characteris-
tics of great learning experiences include:

e Relevant, real-life, and practical

e Good leader/trainer/teacher

e Challenging learning environment

< Creative, unique, and interactive delivery

< All learning styles (visual, auditory, written, Kines-
thetic) impact design and delivery;

= Participants are moved in some way, often to take
certain actions

e Fun—Ilearning should be fun, especially for adults

Investing in targeted, experiential training is the
greatest risk-reducing investment in a tight, competi-
tive market. Determine the highest returns on your
training dollars. When the training is strategically
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Exhibit 4 list of quadrant 1 tasks, and target the one or two that

Training by Level and Experience

Leadership Institute I Project Manager Academy W|” giVe yOU the blggest I’eturn on investment (ROI)
I Project Manager Academy |1 Construction Supervisors Academy - oy . .
B Construction Profitability W Emerging Manager Institute Relevant content, engaging facilitators, and interactive

Time Spent presentation help the participants learn and retain the
Levelin / In-Office information, increasing your ROI. Following are three
Organization - .-
| — / approaches for calculating training ROI.
C-Level
Vice President °

o Cost/Benefit Ratio Approach
Director R .

' 1. Calculate direct costs: materials, conference fees,
Project Executive trainer compensation, consultant fees, and trainee
Moo Erolect wages, travel, meals, and hotels. Divide this num-
Project Manager ber by the number of trainees in the program.
Superintendent 2. Calculate indirect costs: loss of productivity while
Foreman employees are in training and not on the job.

Field Engineer 3. Calculate total training program cost.
Next Generation 4. Estimate expected productivity benefit resulting
fimespent o5 50 75 100 125 150 175 200 from training (be conservative).

5. Calculate the first-year profit improvement with the
productivity increase.

Years of Experience
Source: Andrew B. Patron, FMI Senior Consultant
6. Estimate length of time of training effect using a

important, the need (risk) is high, and the skill level is discount rate formula to reduce the value of future

low, you need to provide the necessary developmental
opportunities. Money is tight, so do not waste it on

Continued on page 32
the wrong type of development. Look back at your P
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An Upside to the Downturn

Continued from page 31

years’ productivity increases.

7. Add 5 and 6 to total estimated profit increase from
training.

8. Calculate total training benefits after training cost
by subtracting 7 from 3.

9. Calculate training ROI. This method rolls all return
into the first-year calculation (which is the period in
which the training cost is expensed), so an annual-
ization of return is not needed.

Individual Commitments Approach

This approach focuses on changes accomplished and
overall business results instead of mathematical projec-
tions. The idea is to identify two or three core behav-
iors that if employed by a specific business unit within
the organization, would dramatically improve business
results. The next step is to provide the training and
focus on ensuring that participants who complete the
program are truly capable of performing the specified
behaviors.

The participants then receive three to six months of
reinforcement and support related to the target per-
formance and their subsequent progress. The specific
financial impact related to that business unit is com-
pared each month (or week) after the training experi-
ence. The impact of implementing the target competen-
cies is determined and evaluated in terms of strategic
benefit.

The ROI process involves the participants and their
managers and extends well beyond the learning event.

Cost of Training

Consider a two-day training program for 16 em-
ployees.
< If you pay each employee $200 per day, multiply

that by two days. You would pay $400 times 16

employees for a total of $6,400 in trainee wages.
e Estimated costs for training facilitator, materials,

room, a/v equipment, and travel equals $16,500.
 If the company makes 20 percent profit on each

employee hour worked, the loss in employee

productivity while in training would be $1,280

($200 per day X 20 percent X 16 people X 2 days)

= the total training costs are $24,180, in this

example.

Assume that each of the 16 employees improved
productivity, which resulted in an additional 10
percent of profit per employee. The added profit af-
ter the training would equal $79,360 ($200 per day
X 10 percent X 16 people X 248 days) in the first
year, which, in this example, is a return of three
times the cost of the training.

Once the detailed commitments are established, em-
ployees submit progress reports. Implementing the new
skills is linked directly to the business activity that is
the beneficiary of the changed behaviors.

Root Cause Analysis

1. ldentify the root cause of organizational “pain”
(e.g., closeout, change orders, or customer service).

2. Determine how much the pain costs. Using closeout
as an example, determine the total cost of delay in
closing out, number of days of accounts receivable,
cost of general conditions for extra days, cost of
each “additional” punch list item, overtime, and call
backs.

3. Design a training program around focused training
that would reduce the closeout cycle by a targeted
number of days, identify who and how many
people would be involved, and determine the costs
associated with it.

4. Develop a cost/benefit ratio. How much is earned
by implementing training to closeout sooner versus
the current closeout cycle?

These are just a few examples of how you might try
to determine ROI. Return on investment in the area of
training is a somewhat subjective exercise. Collecting
enough evidence to point to training as the main rea-
son for success will undoubtedly require a great deal
of time, calculations, and expertise. It may take some
time for that investment to return to you through the
changes exhibited in your people. However, remember
that any training is an investment in your greatest as-
set, your employees. Training and development shows
them how valuable you think they are and increases
their value to you.

One-time training is useful but ongoing develop-
ment demonstrates to your people that you continually
invest in their value. A common concern from many
companies in this economy is they just do not believe
they have the money for training. Former Harvard
University President Derek Bok said, “If you think
that education is expensive, try ignorance.” With that
in mind, consider an analogy in our industry to help
frame this discussion. During this slowdown, a number
of companies have used the time to do maintenance on
their “fixed assets” (equipment). The “yellow iron” is
the cleanest and most maintained it has been in years.
The strategy is sound: you have to do the maintenance
on it anyway and it is money well spent in the end. It
is a good time to get everything in good working order
so that it is ready to go when you need it (or want to
sell it.) An added bonus is that you can keep some
good workers busy for a while. You spent some money,
but you know it will pay back when the work picks up
again. After all, as long as the equipment was sitting
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idle it was not making you any money, so you might as

well take advantage of the lull to get it in tiptop condi-

tion. That same logic holds true for your “most valu-
able asset,” people. Unlike equipment, talented people
improve with age, experience, and training.

Here’s a recap:

« Your people are your most valuable asset.

= The current economic times have forced many to
make some tough decisions, and you now have the
best performing, most productive group of people
available in your company.

* The demographics of the construction industry are
pressing you to transfer skills and ability as quickly
as possible to the next generation because Baby
Boomers will be retiring.

= Your backlogs are smaller, projects are less profit-
able and tougher to produce, and your service area is
more spread out than it has ever been. Mistakes are
more costly than ever.

e Invest your first training dollars where the training
need (risk) is high and the skill level is low to get the
greatest return.

« Before you invest in training, target your training
efforts by selecting the best, most focused delivery
and content possible for each group to maximize the

GET

UNDERWAY
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e 84 (213 cm) Plow Depth
e Left/Right Offset

BRON is a registered trademark of RWF Industries - a division of Roberts Welding & Fabricating

effectiveness and application.

= Because people are your most valuable asset, this
slow-down time offers you the best opportunity to
put your limited resources to work, learning. Invest
in your people now to manage risk today and make
them more valuable as you rebound in the coming
months.

Many owners take the position, “If we train them,
they might leave.” Job-hopping was a bigger risk a few
years ago; not so much today. Today, a better follow-
up question is, “What if we don’t train them and they
stay?”

A senior executive with a billion-dollar general con-
tracting firm observed, “Even if you think you are good
at what you do, | want you to get better.” This attitude
helps him manage project risk, grow his business, and
create a gap between his company’s performance and
the next guy’s. In this economy, he is taking the long-
term view of success and proving that his people are
his most valuable asset. You can prove it, too. [ |

Andy Patron is a senior consultant with FMI Corpora-
tion. He can be reached at (919) 785-9239 or apatron@
fminet.com.

www.rwfbron.com
1.800.263.1060
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2010 Mid-Year Meeting

The Lodge at Torrey Pines «|La Jolla, California - July 7 - 10

CCA's 2010 Mid-Year Meeting at the Lodge at

Torrey Pines is sure to attract a lot of atten-

tion. For golfers, “Torrey Pines” is a head-

turner. You don’t even need to add “Home of

the 2008 U.S. Open” or “annual stop on the

PGA Tour.” They know. For frequent travel-
ers, La Jolla is a dream destination: perfect weather,
beautiful bluffs and beaches, countless recreation
options, and unbeatable culture, shopping, and restau-
rants. For people working in power and communica-
tion construction, the PCCA Mid-Year Meeting is the
perfect place to develop professional skills, cultivate
important relationships, and learn more about the
industry. And when the business is done, they’ll enjoy
some memorable parties, lots of great folks, and the
beautiful La Jolla area.

This year’s Mid-Year features a Young Construction
Professionals program on decision-making skills, the
always-informative Construction Industry Roundtable,
a session on Business Ethics, the PCCA Golf Tourna-
ment on the famous Torrey Pines course, lIronman
Champion Mark Allen on how to overcome obstacles
on the road to success, and tours that include surfing,
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shopping, sailing, Segways, and more!

Perched upon the dramatic Southern California coast-
line with a stunning backdrop of rugged cliffs, the roll-
ing Pacific, and soul-stirring sunsets, the Lodge at Torrey
Pines is located in the sophisticated resort town of La
Jolla. The hotel is immediately adjacent to the 18" green
of the famed Torrey Pines Golf Course, and the Torrey
Pines State Reserve, a beloved California State Park with
beaches, golden cliffs, and forests of Torrey Pine (the
rarest native pine in the U.S.), is but a short walk away.
The lodge is a 20-minute drive from downtown San
Diego and the San Diego International Airport.

Arriving guests are greeted at the Lodge’s grand
porte-cochére by doormen attired in kilted Scottish
Dress. Inside are 170 guest rooms including eight
suites, a 9,500 square-foot full-service spa, and expan-
sive public rooms with fireplaces, large mantelpieces,
overstuffed couches, comfortable leather chairs, and
amazing views of the golf course and the Pacific Ocean
beyond. Behind the Lodge is a heated pool with relax-
ing poolside cabanas, whirlpool, croquet lawn, and
a large terrace with chaise lounges for basking in the
SoCal sun.
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Schedule of Events

Wednesday, July 7
3-7:30pm Registration
3-5pm Board of Directors Meeting

6-7:30pm  President’s Welcome Reception

Enjoy some fun and relaxation as Kevin and Debbie
Mason welcome you to the Lodge at Torrey Pines and the
2010 PCCA Mid-Year Meeting. Catch up with old friends
and meet new folks over cocktails and hors doeuvres
overlooking the Pacific Ocean and the famed 18th hole at
Torrey Pines.

Thursday, July 8

7:30am-12 pm Registration
7:30-8:30am Continental Breakfast
8:30-9:45am Opening General Session

The Art of Ironman Success with Mark Allen

How can we create certainty in an uncertain environ-
ment? Will we let defeat stop us or will we use it as
feedback for change that brings about ultimate victory?

Where will we draw strength from when we want to
quit? Are we the person our dreams demand us to be

to achieve them? These were some of the many difficult
questions Mark Allen had to answer in his seven-year
journey from defeat to ultimate victory at the Hawaiian
Ironman. Accompanied by compelling race footage, Al-
len’s presentation incorporates strategies for dealing with
change and unexpected challenge, how to come back
when success seems impossible, and the importance of
doing the work required of becoming a champion.

The Ironman Triathlon, held on the Big Island of
Hawaii, is the most difficult one-day sporting event in
the world. It starts with a 2.4-mile ocean swim, followed
by 112 miles of cycling, and then a 26.2-mile marathon.
For most of the 1,500 men and women who compete in
the Ironman, crossing the finish line amounts to a victory.
Mark Allen had a different destiny. His first six attempts,
all losses, were casualties of everything from flat tires
to internal bleeding. Yet each defeat served to galvanize
his commitment to fulfilling his dream of becoming the
Ironman Champion. Finally on his seventh attempt, Allen
won and went on to win five more Ironman titles. His
final victory came at the age of 37, making him the oldest
champion ever in this incredibly challenging event.

10 - 11:45 am Construction Industry Roundtable

This fast-paced and frank discussion touches on the vari-
ous segments of the industry and promotes the sharing
of insights and opinions from contractors, suppliers, and
manufacturers working in different market sectors all over
North America as well as representatives from the USDA
Rural Development Utilities Program and the American
Communications Engineers.

1-5pm La Jolla Shopping Tour

From dawn well into the night, the streets of downtown
La Jolla are alive with the world's shopping elite. The
range of storefronts in La Jolla Village is dazzling. From
high-end art galleries to charming boutiques, you'll be
tempted by countless opportunities to bring a piece of La
Jolla home with you. You will also enjoy the many restau-
rants, cafes, and artists'studios. Shuttle departs the Lodge
atTorrey Pines at 1. The shuttle returns to the Lodge every
30 minutes starting at 2:30 with the last pickup at 5 pm.

$40 includes transportation, shopping map, taxes, and
gratuities.

Continued on page 37

A-D TECHNOLOGIES

¥,
Futurgpagho icroD O™

A-D Technologies

11400 Parkside Dr., Suite 300
Knoxville, TN 37934

Customer Service:

Toll Free: 800.847.7661

Phone: 865.218.3460

Fax: 865.223.5085

Web: www.adtechnologies.com

Today’s MicroDuct is Designed for Future Expansion.

FuturePath® makes upgrades easy by providing multiple fiber pathways bundled together
in a durable, flexible oversheath. Bundling allows for the maximum number of MicroDucts
to be installed using standard installation methods.

You can install FuturePath® just like standard duct: open trench, plowed and pulled into
existing conduit, or directional-drilled. We even offer a version for aerial applications.

The quickest and simplest way of expanding your existing network is to install or override
MicroDucts over your existing cable in your current duct system. Overriding with MicroDucts
lets you cut costs and expand in ways never possible with traditional installation methods.

For more details, call or visit us online.

® 2010 A-D Technologies
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2010 Mid-Year Meeting

Continued from page 35

12:45-5pm
Coronado began in 1886, the dream of Elisha Babcok,
who vowed to create a resort that was “the finest water-
ing spot on the Pacific Coast." Along with its fabled Hotel
del Coronado, the town became one of the great play-
grounds of the world, drawing presidents and princes,
moquls and movie stars to its shores. Concurrently, North
Island Naval Station was developed into one of this
century’s most important aviation centers—Lindbergh
and Doolittle lit her skies and shaped the destiny of flight
in America. Coronado’s past, full of fabulous homes and
famous memories, is still very much a part of San Diego’s
life today. On a leisurely, quided seqway tour through
quaint Coronado, quests see the stately mansion of
famous entrepreneur John D. Spreckels and the cottage
of the Duchess of Windsor, view the home where the
Wizard of 0z was inspired, and see the magnificent Hotel
del Coronado.

Seaside Seqway Tour

$199 includes transportation, 90-minute seqway tou,
quide, taxes, and gratuities.

PCCA Golf Tournament

Torrey Pines. The name itself stirs the imagination of
golfenthusiasts all over the world. From cliffs towering
above the Pacific Ocean, golfers marvel at the views of
the coastline and deep ravines and often see dolphins
playing in the surf or gliders cruising along the golden
seaside cliffs. Designed by William Bell, Sr.in 1957, the
Torrey Pines North course is home of the Buick Invitational
PGA Golf Tournament played each February. Its signature
hole is one of the most famous in all of golf, the 6™ hole,
a beautiful downhill par 3 with a sweeping view along
rugged ocean dliffs and out across ocean.

1-6pm

S185 includes box lunch. S50 extra for rental clubs.

Friday, July 9
7:30-8:30am Continental Breakfast
8:30-9:30am Committee Meetings

internally and externally, everything from bid rigging, sub
shopping, and unsubstantiated change orders. Ethics and
integrity are crucial business issues, and your decisions
and actions will determine your long-term financial suc-
cess. We will discuss how to build trust through integrity,
intent, capabilities, and results.

The Integrity Chain:
- Fthics/integrity is a value
« Trustis an attitude
« Repeat business is a behavior
« Profitis the result

Andy Patron is a senior consultant with FMI, special-
izing in the creation and implementation of training
programs that are designed to develop world-class
leadership and organizational effectiveness. Andy’s en-
thusiastic approach draws from his real-world experience
in management and the construction industry. He has
more than 20 years of experience working with private
and public sector owners and contractors. As a produc-
tion manager in the residential market, he has been
responsible for the day-to-day allocation of resources
and learned to tackle the unique operational challenges
associated with production in the construction industry.

12:45 - 4:45 pm
Let's go surfin’now, everybody’s learin"how! You don't
need to be a Beach Boy to catch a wave and be sitting
on top of the world, just sign up for this session where
top-ranked surfers provide hands-on group training

in the water for a true California experience. It's a safe
and positive way of learning the surfing basics, step by
step. Whether you actually become a surfer or not, we
guarantee that everyone will have a great time enjoying
the sunshine and waves that make San Diego one of the
favorite destinations for avid surfers.

Surfing in La Jolla Shores

$166 includes transportation, certified lifequard instructors,
surfboard and wetsuit, snacks and water, sunscreen, taxes,
and gratuities.

12:45 - 4:45 pm Ocean Kayaking Tour

The Marketing/Membership and Labor Issues Committees
will meet.

General Session
Ethics with Andy Patron

9:45-11:45am

Recent news is full of stories about scandals, cover-ups,
and ethical breaches. The construction industry, as a
whole, has often struggled with its reputation. You may
face ethical challenges in your own businesses, both

Kayak touring is one of the fastest-growing sports in the
world. Evolving from ancient Eskimo design, modern
kayaks have changed very little, but state-of-the-art
materials allow us to paddle light, beautiful kayaks
silently and comfortably through many conditions and on
any waterway. Kayaking opens the natural wonders of the
environment as you explore the blue waters of the Pacific
Ocean. A personal quide will lead you on a 90-minute
tour through beautiful La Jolla caves.

$107 includes all equipment, certified tour quide, transpor-
tation, taxes, and gratuities.

12:45 - 4:45 pm
See description on Thursday

Seaside Segway Tour

$199 includes transportation, 90-minute seqway tou,
quide, taxes, and gratuities.

6:30-9pm Dinner on the Lawn

Enjoy a fabulous feast on the croquet lawn overlooking
the Pacific Ocean and the famed 18" hole at Torrey Pines.

Saturday, July 10

8am-12pm Young Construction
Professionals present Decision-

Making Skills with Andy Patron

We make all kinds of decisions every day. Most of them
are easy to make and do not carry painful consequences,
but sometimes the stakes are higher and the conse-
quences of a poor decision are dire. When we need to
make the right decision, understanding the process for
decision-making can help us reduce or eliminate the risk.
Attendees will discuss and define an effective decision-
making process, including introduction to decision-
making, managing agreement, managing disagree-
ment, and problem solving. At the end of this session,
you will be able to understand the factors that affect
decision-making, analyze your personal decision-making
management styles, discuss ways to improve individual
decision-making, and discuss ethical decision-making.

See Andy Patron’s bio under Friday’s General Session.

1:45-5pm Sailing on the Stars & Stripes

San Diego is the only place in the U.S. where you can sail
on modern America’s Cup class boats. Formerly home

of the America’s Cup, San Diego’s sailing heritage can be
uniquely experienced through a private cruise aboard
Stars & Stripes/USA 34 or Abracadabra/USA 54. Sailing
on San Diego Bay, quests enjoy close-up viewing of the
impressive Naval First Fleet, the downtown skyline, and
the spectacular sweeping Coronado Bay Bridge. Sailboat
skippers invite quests to participate and assist them with
the sailing, or you can just sit back, relax, and enjoy the
sunny day as Stars & Stripes glides quietly at 11 knots
across the bay.

$248 includes transportation, 3-hour cruise, water and soft
drinks, taxes, and gratuities.

To Register for the 2010 PCCA Mid-Year Meeting
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Terex Completes Auger Drill
Transition to Utility Business

erex recently announced that it has moved its

auger drill product line (formerly known as Tex-

oma) from Terex Mining to Terex Utilities. This

move is the result of the previously announced
sale of the Terex mining business to Bucyrus Interna-
tional. Production and engineering support for Terex
auger drills will now be handled in Watertown, S.Dak.,
while product and service support will be handled by
the extensive network of Terex Service Centers.

“These products complement our digger derrick and
aerial device products, and we will be able to leverage
product development, marketing, sales, channel devel-
opment, and product service and support for the auger
drill line,” said Terex Utility Products General Manager
Lee Jacobson. “Our sales and support channel has
become very familiar with this product over the years.”

“The alignment of the auger drill business within

MaxCell

ith ten years of industry-leading technology, Max-
Cell is one of the fastest-growing products in the
network construction industry. RUS accepted and

the Utilities group of Terex provides our drill custom-
ers with a team of dedicated professionals that under-
stands the utility business and the importance of supe-
rior drilling products,” said Gary Rice, Product/Sales
Manager, Auger Drills. “We look forward to providing
an enhanced product offering while further strengthen-
ing the level of service and support that our customers
have come to expect.”

A cross-functional group of Terex team members
from all areas of the company worked to enable a
smooth transition, ensuring that parts and service
support levels were uninterrupted and that production
was in place to meet the needs of our customers. In
addition, their efforts allowed for complete training of
other team members whose functions will now include
responsibility for the auger drill product line.

Member News continued on page 40

MaxCell

installed by the largest global telecommunications FABRIC

companies, cable MSOs, and Fortune 500 companies, Max-

INNERDUCT

Cell allows companies to maximize their conduit space while

reducing total system cost.

MaxCell is a flexible, multi-celled fabric innerduct solution that conforms to the shape of cables placed with-
in, greatly reducing the wasted space associated with rigid innerduct. MaxCell reduces the number of conduits
required for new construction and eliminates the need for additional conduit in overlay applications. Plus, it
enables incremental cable deployment to match system requirements as they change.

MaxCell configurations include one-, two-, and three-cell designs for use in 1.25-inch or larger conduits, and
most are available in standard, riser, plenum, and detectable versions.

As a pioneer in fabric innerduct technology, MaxCell has the industry experience and know-how to develop
unique solutions for specific application issues. Whether an overbuild of an existing network or the deploy-
ment of cable in a new FTTH system, MaxCell can help you select the right product and right design to maxi-

mize the efficiency of your assets.

MaxCell can reduce material and labor costs, and installers and network engineers can cut conduit instal-
lation time and increase cable installation speed. More than 250 million raceway feet of MaxCell innerduct

technology have been successfully installed worldwide.
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Member News
Continued from page 39

GMP Introduces Heavy
Duty Stiff Spine Conduit Cleaner

eneral Machine Products has introduced Heavy
Duty Stiff Spine Conduit Cleaners to its line of
underground cable placement tools and equip-
ment. The Conduit Cleaners are the effective
tool for removing the toughest obstructions, like dirt,
ash, sand, oxides, and debris from utility conduits. The
cleaners are constructed with hundreds of resilient,
oil-tempered spring steel bristles that can handle any
cleaning job without damaging the conduit’s surface.

The Conduit Cleaners are offered in size ranges
from 2 to 6 inches in diameter and 4 to 5.25 inches in
length, making them useful in a variety of utility con-

duit cleaning applica-
tions. Their durable
construction provides
a work load capac-
ity of up to 1,250 Ibs.
They come with pull-
ing eyes conveniently
located on either end
for pulling line at-
tachment. This makes
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cleaning fast and easy in either direction. The cleaners
are designed to stand up to years of rugged use. They
are uniquely engineered with looped bristles through
the central mounting plate, rather than just affixed

as with ordinary brush cleaners. They can be used in
almost any type of utility conduit, including lead, iron,
and other metals. For fiberglass or plastic utility con-
duit applications, GMP offers less-abrasive Stiff Spine
Conduit Brushes.

CNH Unveils Parts Distribution Center

NH Parts & Service, the product support busi-

ness of global agricultural and construction

equipment maker CNH Global N.V., held a

grand opening on February 24 for its new
246,000-square-foot parts distribution center in Port-
land, Ore. Tours, remarks, and a ribbon-cutting cer-
emony formally marked the occasion.

The facility, which began operations in January,
serves more than 140 New Holland, Case IH, and Case
Construction equipment dealerships in the Pacific
Northwest. When fully staffed, it will create 35 to 40
new jobs to the Portland area and carry approximately
$17 million in inventory, according to Anu Goel, Vice
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President, North American Parts Operations for CNH
Parts & Service. CNH committed $15 million to build
out, equip, and make infrastructure additions required
for future expansion at the site.

“We're excited. We want our dealers and the end
users of New Holland, Case IH, and Case Construction
equipment to have the best order-to-delivery service
in our industry,” Goel said. “The addition of our new
Portland facility enhances both our daily stock order
service and next day emergency order service capabili-
ties.”

The center is equipped with the newest, most ef-
ficient handling, tracking, and shipping technology.

Where Should Contractors
Start on Emissions Compliance?

NOTE: John Deere Construction & Forestry provided this
information to help contractors best manage their fleets.

missions regulations are a complex and dynamic

subject. Between federal and state regulations,

contractors can feel like they’re chasing a mov-

ing target. To help gain a little perspective, let’s
quickly review how emission tiers for new diesel en-
gines and equipment all started and then look at where
you can start on the road to compliance.

Member News continued on page 42

From left, Anu Goel, Vice President North American Parts Operations, C(NH
Parts & Service; Harold Boyanovsky, CEO, CNH Global; and Eric Bippus, Vice
President Sales and Marketing, CNH Parts & Service

Reed Website In Espanol

n March, Reed released new Spanish-

language pages on its website to increase

the company’s world reach. To view the

new pages, visit www.reedmfgco.com, go
to the world map in the upper right corner,
and choose ESPANOL. The translated pages go
hand-in-hand with the addition of new Mexico
sales representatives and an international re-
gional manager to South America in late 2009.

Reed believes the information on these pages

will help customers in all of the Americas and
Spain. Additional pages are added regularly,
and other languages will be posted later this
year.

PIPE TOOLS & VISES
SINCE 1896

www.reedmfgco.com
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NESCO Sales & Rentals

ESCO Sales & Rentals features a broad range of utility

vehicles and products. NESCO is an authorized Terex

Utilities rental partner and an authorized distributor

for many strong manufacturers: Elliott Equipment,
Manitex, Tadano Mantis, National Crane, Bayshore Systems,
Skylift, OK Champion, Hogg & Davis, Condux, SDP Manu-
facturing, Fairmont, Arnco, Super Products, IHI, STI, and
Samson Rope.

Service Network

< Nationwide service and repair network.

= Equipment locations throughout the U.S. and Canada (29
locations in 22 states and provinces).

Equipment and Parts

e Immediate equipment availability.

= High selection of late-model units.

e Customized equipment to specifications and applications.
e OEM parts for all makes and models of utility equipment.

Safety First

e Fully inspected and tested for safety and reliability.

< All of insulated units pass a dielectric test before they
leave.

Equipment Financing

NESCO Sales & Rentals offers flexible rent to purchase op-
tions on a variety of equipment to meet your particular
circumstances and needs.
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Member News
Continued from page 41

Today'’s regulations have their roots in the Clean Air
Act of 1970, one of the most significant environmental
laws in U.S. history, which created sweeping laws to
reduce and control air pollution. Among other air pol-
lutants, the Clean Air Act addresses particulate matter
(PM, known as “soot”) and nitrogen oxides (NOx). Ni-
trogen oxides react with sunlight and other substances
in the atmosphere to create ground-level ozone, oth-
erwise known as “smog.” Particulate matter and NOx
come from many sources, including diesel engines.

In an effort to reduce and control PM and NOx emis-
sions, the Clean Air Act required the EPA to, among
other things, establish and enforce progressively more
stringent emissions requirements for all new off-road
diesel engines starting in 1996, known as the “Tier”
emissions standards.

We’re now in the Tier 3 and Interim Tier 4 (IT4) pe-
riod, which requires a significant reduction in PM and
NOx emissions. Interim Tier 4 standards are based on
timetables determined by the horsepower rating of the
engine. Final Tier 4 standards begin phasing-in during
2013.

So what should you do first? See your local dealer for
an assessment, which will help you determine local
and/or state emission requirements for your existing
equipment or fleet and what strategies, such as repow-
er, retrofit, or repurchasing (buying newer iron), might
be right for your particular location, equipment, and
applications.

“Make sure your dealer has a designated T4 focus
person responsible for spreading IT4 expertise across
the dealership organization,” said Joe Mastanduno,
product marketing manager for engines at John Deere.
“That’s a sign they’re committed to emissions solu-
tions.”

“Also, ask the dealer if they are part of a manufac-
turer’s ongoing emissions compliance training program
that covers more than just IT4
technology—you’ll want the
benefits from a broad range
of training, like knowledge of
changing regulations and gov-
ernment funding resources.”

JOHN DEERE
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Since then we've developed the first fully external hydrauic duurwﬁ.ﬁ a mﬂhanil:al cam-over hdtmg r,mem elmnmng the need for door latches. We've
also made it possible to clean the tank without getting dirty, and installed vacuum blowers that operate at 1025 cfm, the industry's  highest air flow rate on a
trailer-mounted unit. Many of our industry-leading innovations are still McLaughlin exclusives, so when you want to put our superior vacuum to work for you,
remember to “Make if 8 Mac.”

McLaughlin vacuums are available at your local Vermeer dealer.
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Underground Utility Protection Policy

PART 1 - SCOPE

A. This section pertains to the protection of all existing underground
utilities that exist within and adjacent to work areas. “Paint Marks”
or “Flags” as provided by Local One Call (811) or other utility
locate services shall NOT be accepted as exact or definitive.

B. It shall be the responsibility of the Contractor to physically locate
any and all existing utilities within and adjacent to the work zone
prior to initializing work.

PART 2 - GENERAL

A. All utilities within 10 feet of a work zone MUST be found and seen
prior to the start of any excavation operations.

B. Potholing shall be performed to verify the location and depth of
the existing utilities.

C. Backhoes, trenchers or other types of mechanical equipment shall
not be used to find underground utilities within 10 feet of a work
zone.

D. At no time shall picks, round, pointed shovels, or any other type of
sharp tool be used for locating utilities.

E. Only square, blunt, non-sharp tools may be used for hand
digging.

F. Vacuum Excavation shall be allowed with the use of high-pressure
water (up to 4,000 psi) with an approved non-cutting nozzle. Zero
degree nozzles are not allowed.

G. Vacuum Excavation may also be allowed utilizing high-pressure air

(with dust containment system) or dry vacuum.

H. For more information regarding the use of Vacuum Excavation go to:

www.vacuumexcavation.com

PART 3 - EXECUTION

A. Contractor shall contact One Call (811) utility locate service (in
writing) at least 48 hours in advance to order locates within and
adjacent to the work zone.

B. Contractor shall notify all other known utility companies (those
not affiliated with One Call) at least 48 hours in advance to order
locates within and adjacent to the work zone.

C. All utility crossings are to be exposed (using methods described in
Part 2 above) prior to any excavation.

D. All existing utilities running parallel and within 10 feet of either
side of the intended work shall be physically located.

E. Contractor shall not assume that utilities found will continue on
the same line and grade.

F. Underground utility pothole spacing and frequency shall be as
follows:

1. Gas & Electric lines within 25 feet of the work zone shall
be potholed and marked every 25 feet to verify the line
has not changed directions.

2. Gas & Electric lines greater than 25 feet from the work
zone shall be potholed at least once on each end of the
limits of excavation.

3. Fiber Optic lines shall be potholed every 25 feet within
the work zone.

4. Telephone & Cable Television lines shall be potholed
every 50 feet within the work zone.

5. Water, Sewer & Reuse Utilities (less than 8” in diameter)
shall be potholed every 25 feet within the work zone.

6. Water, Sewer & Reuse Utilities (8” through 24" in
diameter) shall be potholed every 50 feet within the work
zone.

7. Water, Sewer & Reuse Utilities (greater than 24" in
diameter) shall be potholed every 100 feet within the
work zone.

8. At least two (2) potholes shall be obtained for each utility
within the work zone regardless of the size of the work
zone.

G. Material returned to the inspection hole shall be the original soil
compacted back in place.
H. All inspection holes shall be returned to original surface condition.

PART 4 - PERMITTING & SAFETY

A. Tt shall be the responsibility of the Contractor to ensure that all
applicable permits for underground work have been obtained
prior to commencement of work.

B. All work shall be performed by licensed underground contractors.

C. Contractor shall prepare and follow a written safety plan. This
safety plan shall be provided to the permitting agency and shall be
made available onsite.

D. Safety plan shall include a site map and show all known existing
utilities and shut-off valves.

E. Shut-off valve handles (for all existing water, sewer, reuse, gas &
electric utilities) are to be in place through the duration of the work
for immediate operation if needed.

Go to www.undergroundutilityprotectionpolicy.com to download and print the entire section.
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