
Georgia 

A N  O F F I C I A L  P U B L I C A T I O N  O F  T H E  G E O R G I A  B R A N C H ,  A G C

TH
E 

AS
SO

CI

ATED GENERAL CONTRACTORS
             

HCNARB AIGROEG  
  

CONSTRUCTION       TODAYCONSTRUCTION       TODAY

THIRD QUARTER 2007

Georgia Branch, AGC

NAVIGATES
Tough Legislative

Process
in

2007

Georgia 

Best Practices for
Improving Safety Among
Hispanic Construction Workers  .......12

Why Can’t My Company Change? ....16

Best Practices for
Improving Safety Among
Hispanic Construction Workers  .......12

Why Can’t My Company Change? ....16



Call Before You Dig.
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Georgia Branch, AGC 
Navigates Tough Legislative 
Process in 2007  
The Georgia General Assembly’s 2007 session was 
among the longest and most contentious in recent 
history. Even so, Georgia Branch, AGC helped pass 
proactive legislation beneficial to the industry and 
Georgia citizens, including Senate Bill 146.

ConsensusDOCS: The New 
Voice for Construction 
Contracts
AGC of America is publishing a consensus set of 
contract documents, including more than 70 contracts 
and forms.

Why Can’t My Company 
Change?
Many construction companies have a difficult time 
implementing good ideas. We’ll give five steps to help 
break down resistance to change and move towards 
positive growth.

Controlling Fleet Costs Every 
Step of the Way
For many, maintaining a vehicle fleet requires a large 
upfront cost and considerable time and resources to 
manage. Here, we’ll give options to make maintaining 
a fleet manageable for your company.

Recently Signed SB 115 
Makes Changes to the 
Contractor Licensing Law
SB 115 makes substantive changes that were needed 
in our license law prior to its enforcement as a 
condition of doing business – in this article, we’ll give 
a rundown of the changes.

Best Practices for Improving 
Safety Among Hispanic 
Construction Workers 
Your company can be successful at improving the 
safety records of Hispanic employees through an 
understanding of cultural issues and culture-specific 
training.
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You can immediately access productive craftsmen in all trades.
Each is guaranteed to be at the skill level you expect and the reliability
you demand. Only Tradesmen ensures all our employees are:

• Interviewed by construction 
experienced recruiters

• Skill Tested prior to hire

• Checked carefully through 
multiple references

• Required to take 10-Hour OSHA 
Compliant Safety Training

• Guaranteed with a written 
“no-charge" policy

What's more, Tradesmen International 
has Total Labor Support ®services that:

• Substantially Reduce Labor Costs
• Greatly Improve Workforce Productivity

• Optimize Per-Project Profitability
• Minimize unemployment, workers' comp,
overtime and hiring expenses

Don’t get labor from a temp agency, when you can...

Rely on Skilled Craftsmen from a

company.
Construction Labor Support  Construction Labor Support

www.tradesmeninternat ional .com

For skilled craftsmen or to learn more about 
our Total LaborSupport® services call our 

Atlanta District Office at 877.798.9926.
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FALL
Protection

• Highways and Bridges

• Commercial Buildings

• Concrete Structures

• Frame Construction

Simply anchor the Safety 
Boot and quickly build a 
free-standing OSHA compliant
guardrail in any length or direction 
with construction grade 2x4’s.
Independently tested and widely 
used in construction of:

Quick & Easy
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The construction department at Synaxis
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pledge our continued support to the Georgia
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Challenging Ourselves
to Become Better Leaders

Rick W. Allen, President
R. W. Allen & Associates, Inc.
2007-2008 Georgia Branch,  
 AGC President

It is my honor to serve as the chapter’s new president, 
and I look forward to visiting with you at some of our 
many planned activities. Based on what we have accom-
plished this past year, there is much to be proud of and 
efforts continue to emphasize AGC accountability, value, 
service and workforce development.

As business and community leaders, each of us 
are challenged to grow, learn and become the best at 
what we do. Our co-workers, employees, customers and 
business partners expect this 
of us, and the construction 
industry benefits when our 
leadership roles are performed 
exceptionally well.

To help me in my own 
jou rney of becom ing a 
stronger leader at R. W. 
Allen & Associates, I had the 
good fortune four years ago of being introduced to the 
concept of “servant leadership.” This style of leadership 
is practiced by many great business leaders.

I am eager to share this philosophy with chapter 
members. It emphasizes the leader’s role as a steward of 
an organization’s resources (people, finances, technology, 
etc.). The overall objective of this type of leadership is for 
leaders to serve individuals in the organization and value 
what workers do and contribute from the very top to the 
very bottom in order to produce the greatest results and 
the best relationships.

Servant leadership offers us a powerful example of 
steps we can take to improve our industry and its image 
in the marketplace. The construction industry is about 
much more than building something to help us grow 
revenues or because we like to work outdoors. It is about 
building schools to educate our children to lead the 
next generation; it is about building office buildings to 
provide a place for people to work and provide for their 

families; and it is about serving a vision greater than 
ourselves.

Servant leadership practices reinforce a message that 
every person counts and every person employed by a 
company has value and deserves to be listened to and 
understood. It espouses that everyone deserves to be 
respected and to work in an environment where they 
can grow and develop to increase their contributions 
to the organization. You can find servant leadership 

in the smallest of gestures, 
includ ing cal l ing each 
employee to wish them a 
happy birthday so they know 
you are thinking of them. 
It is also observed when a 
CEO requires all employees 
to participate in annual 
training classes regardless of 

their position because everyone’s role is valued. Consider 
the smallest details of a project from the first brick to 
the mixing of concrete. These details are essential to the 
overall success of constructing a building.

I believe one of the most essential ways we can serve 
our respective companies and industry is to restore 
and enhance the dignity of workers in our offices and 
jobsites. As leaders, we must communicate better. We 
must articulate what it is that we do in our profession 
and teach our employees to do the same. Successes 
achieved by us in this area can greatly impact our success 
in attracting and retaining more individuals to the 
construction industry to help us deal with the worker 
shortage. By focusing on the dignity of individuals 
and dignity in every aspect of our work, we can expect 
to see our workers become more productive because 
we are helping to bring out the best in them and the 
communities we serve. To me, this is what effective 
leadership is all about! 

Message from The President

Servant leadership practices reinforce 
a message that every person counts 

and every person employed by a 
company has value and deserves to 

be listened to and understood.
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The 2007 Session of the Georgia General Assem-
bly will go down in history as one of the longest and 
most contentious in recent history. All three legisla-
tive branches of government, the Governor’s Offi ce, 
the House of Representatives and the Senate, were 
embroiled in controversy surrounding the state bud-
get. A Special Session was sure to take place during 
the summer of 2007, but it never materialized as 
the Governor moved money within the existing 
state budget to address our state’s most pressing 
needs, such as Peachcare. Within this infi ghting 
and the typically controversial political process, 
Georgia Branch, AGC and the construction in-
dustry had one of the most productive sessions 
ever, passing pro-active legislation benefi cial 
to the construction industry and Georgia citi-
zens. Unfortunately, the coming 2008 Session 
promises more of the same as each branch of 
state government continues to exert its politi-
cal independence. 

Georgia Branch, AGC enjoys its political suc-
cess in part due to providing support to pro-busi-

ness legislators through our chapter’s Political Ac-
tion Committee (PAC). We position ourselves before 

legislators and government offi cials as a knowledge-
able and reliable resource on matters impacting the 

construction industry. They recognize Georgia Branch, 
AGC as the voice of the commercial construction indus-
try and turn to our staff and membership for guidance 
on the important issues. Regardless of which political 
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By Mark S. Woodall 
Georgia Branch, AGC’s Director 
of Governmental Affairs
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party, which chamber of the Gener-
al Assembly, it is imperative for the 
chapter to continue fi nancially sup-
porting individuals who support us 
on our issues.

Of particular importance to the 
state’s contractors, revisions were 
made during the 2007 Session to 
the state’s local government Public 
Works Law. Senate Bill 146 was spon-
sored by Senator Mitch Seabaugh on 
behalf of the construction industry 
and local government. It passed both 
chambers of the legislature and Gov-
ernor Perdue signed it into law with 
an effective date of July 1, 2007. 

SB 146 requires reasonable project 
disclosure concerning the permits and 
easements required for the project 
and the basis of contract award (base 
bid or base bid plus alternates). SB 
146 addresses inconsistencies in the 
current law concerning project adver-
tising requirements regarding legal 
organs versus projects advertised 
via the internet. SB 146 requires rea-
sonable advance notice of any proj-
ect prequalifi cation requirements or 
prequalifi cation limitations. SB 146 
also requires reasonable advance no-
tice of any mandatory pre-bid con-
ference. SB 146 clarifi es an owner’s 
ability to reject all bidders or a single 
bidder for cause.

The legislation was a work prod-
uct of the collaboration between 
Georgia Branch, AGC, Georgia Util-
ity Contractors Association (GUCA), 
the Georgia Municipal Association 
(GMA), and the Association County 
Commissioners of Georgia (ACCG) 
and the Georgia School Board Asso-
ciation (GSBA). 

Although we were unable to ini-
tially develop consensus on a com-
prehensive reform package this 
year, local government agreed to 
work with the industry to develop 
consensus legislation addressing a 
number of important aspects of our 
public works law. Georgia Branch, 
AGC wants to continue dialogue 
with local government on this topic 

36-91-2. Definitions 
SB 146 creates two new defi nitions
in 36-91-2 for; 

(1) ‘Alternate bids’; and 
(2) ‘Base bid’ or ‘base proposal’ 
SB 146 adds two new defi nitions in 36-91-2 

(Alternate Bids and Base Bid or Base Proposal). 
These new defi nitions are important because SB 
146 also requires disclosure of whether the award 
of the project bid/proposal will be determined 
upon the base bid/proposal, or base bid/
proposal plus selected alternates. This change 
will allow the industry to know in advance of 
the bid/proposal how the selection will be made, 
versus fi nding out after the fact. 36-91-20 
Requirements for Project Advertisement, 
Project Disclosure, Rejection of Bids, Pre-Bid 
Conferences and Prequalifi cation 

OCGA 36-91-20.(b)(1), (2), and (3) Legal organ and 
internet project advertisements

SB 146 revises OCGA 36-91-20 (b) (1),(2) and 
(3) to recognize the different requirements 
of advertising in the legal organ versus the 
Internet. Internet advertisement and posting 
must be continuous during the 4-week 
advertisement period, versus posting on two 
random dates 4-weeks in advance of the bid. This 
should allow contractors a better opportunity to 
fi nd the project advertisement, versus having to 
guess which 2-days the project information will 
be posted. Governmental entities that post on 
the internet and experience an unintentional 
loss of service during the advertisement period 
will not be required to re-start the four-week 
clock, when reposting the advertisement after 
an unintentional loss of internet service. 

OCGA 36-91-20(B)(4) Advertisement/disclosure on bids 
vs. proposals and disclosure on process for project 
award

(I) SB 146 makes the distinction of the 
information required at time of advertisement 
for a Bid (Plans & Spec’s) versus a Proposal (Could 
simply be Conceptual Program Information); 
and

(II) SB 146 requires the plans and spec’s 
to indicate if the project will be awarded as a 
result of the Base Bid or Base Bid plus selected 
Project Alternates. This puts the contractor in 
a better position of understanding the rules of 
engagement in advance of the bid versus after 
the fact.

OCGA 36-91-20(4) (A) and (B) Disclosure of Permit and 
Easements required 

SB 146 requires basic project information 
disclosure prior to the bid regarding the various 
permits and easements required for project, 
and the status of obtaining these permits/
easements. While this may seem like a common 
sense disclosure to better educate contractors 
bidding on the project, it was one of the tougher 
components of the bill to negotiate and reach 
consensus between the construction industry 
and local government. The construction 

industry would have liked to seen more project 
information required at time of bid, including 
an estimated cost/value of the project. However, 
local government is convinced that providing 
this information is not in their constituent’s best 
interest, fearing that bids will come in right at, 
or just below the listed project cost estimates. 
However, the new project disclosure language in 
SB 146 is a positive step in the right direction, 
giving contractors additional information 
regarding the feasibility of a project actually 
moving forward. 

OCGA 36-91-20 (B)(5) Advertisement requirements for 
bids versus proposals 

SB 146 clarifi es the information required at 
time of advertisement for a proposal versus a 
competitive sealed bid. 

OCGA 36-91-20(B)(7) Reasonable advance notice of Pre-
Bids and Prequalification 

SB 146 requires reasonable advance notice of 
any mandatory pre-bid conferences that must be 
attended, or submittal of project prequalifi cation 
information. This language should prevent a 
governmental entity from requiring attendance 
or submittal of prequalifi cation information 
without providing reasonable notice to attend 
the pre-bid or adequate time to put together the 
required prequalifi cation information. 

OCGA 36-91-20(c) Rejection of Bidders 
SB 146 clarifi es that governmental entities 

must have cause to reject an otherwise low 
responsive and responsible bidder. SB 146 
continues to recognize governments’ ability to 
reject all bidders (Ex: All bids are over budget), 
but if a governmental entity rejects a bidder, it 
must be because they were either non responsive 
or responsible per the project requirements. 
This should eliminate some of the after the fact 
rejections that have occurred without cause 
pera the project documents. 

OCGA 36-91-20(f) Contractor Prequalification 
SB 146 makes a number of revisions 

concerning a governmental entity’s ability to 
prequalify contractors. Project information 
concerning prequalifi cation must be made 
available for each project that requires 
prequalifi cation. If they are advertising and 
awarding on a project by project basis, they 
can not exclude someone who didn’t prequalify 
prior to the project being advertised. The 
prequalifi cation process must indicate to 
bidders if there will be any limitation or 
conditions to their prequalifi cation (Ex: A 
bidder may be prequalifi ed to bid projects 
up to a certain dollar threshold, or under 
a certain type of project delivery). Lastly, a 
maybe most importantly, a prequalifi ed bidder 
can not be disqualifi ed without cause. AGC 
supports prequalifi cation if it is done fairly 
and objectively enforced. These clarifi cations 
in SB 146 should go a long way in helping 
achieve this goal.

Georgia Local Government Public
Works Construction Law
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Blueprint Takeoffs • Onscreen Takeoffs • Material and Grading Estimates 

In today’s highly competitive market, the success of your construction 
company relies heavily on the ability to generate quick and accurate 
estimates.  We provide affordable, industry-leading solutions that will help 
make your business more profitable.  Call today for a free demonstration! 

2144 Buford Hwy., Suite 212 • Buford, GA 30518 
(770) 491-9303 • www.cometconstructionsoftware.com 

GTCO Digitizers  •  ProEst Estimating/Takeoff Software 
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PASSIONATE THINKING
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7730 The Bluffs
Austell, Georgia 30168
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For a complimentary consultation,  
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Comprehensive Landscape Architecture and Design-Build Services for 
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www.highgrove.net
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into next year so all of the relevant 
issues can be addressed.

As you review the detailed sum-
mary (see page 7) explaining each 
section of the new law, you’ll see 
why Georgia Branch, AGC believes 
SB 146 represents a positive step 
forward in our local government 
public works law, for both the con-
struction industry and local gov-
ernment. The industry and local 
government don’t always see eye 
to eye or agree on issues, but we 
do have a healthy relationship and 
respect for one another, which al-
lows us to sit down and discuss po-
tential revisions to this law based 
upon each other’s perceived need 
to do so. Georgia Branch, AGC ap-
plauds ACCG, GMA and GSBA for 
their continued willingness to 
work with the construction indus-
try. We fi rmly believe the best laws 
are developed when the individu-
als who are impacted by it are at 
the table providing value input in
its formation.  
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unparalleled technology,
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Services
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(Service and Installation)

• Preventive Maintenance Inspections (PMI) 
- This includes equipment inspections, fi lter 
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• 24 Hour Service, 7 Days a Week
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331651_ConditionedAir.indd   1 6/4/07   3:20:37 PM



10 Georgia CONSTRUCTION TODAY   THIRD QUARTER 2007

Recently Signed 
SB 115 Makes 

Changes to 
the Contractor 
Licensing Law

Contractors need to be aware of exam 
delay of field enforcement date

By Mark S. Woodall 
Georgia Branch, AGC’s Director of Governmental Affairs

AGC had an excellent legislative session, with all of our 
pro-active agenda being signed into law by the Governor. 
Our top legislative priority for 2007 was the cleanup of our 
newly passed general contractor license laws upon receiv-
ing fi nal information from the House and Senate. This 
report focuses solely only on SB 115 (Contractor License 
Revisions) because there are time sensitive provisions in 
the legislation. 

SB 115: General Contractor Licensing Revisions by
Senator David Shafer (Governor signed into law on May 30, 2007)

SB 115 makes a number of substantive changes that were 
needed in our license law prior to its enforcement as a condi-
tion of doing business. Changes include: 

•  Giving the licensing board greater interpretation au-
thority
This will allow the board the ability to better assist and 
provide guidance to license applicants. 

•  Allows the General Contractor Division to create an en-
trance level/restricted general contractor classifi cation 
based upon fi nancial criteria 
This will allow smaller or newer companies the ability to 
gain entrance in to the general contractor market, but will 
cap the size of the project that can be undertaken under 
this classifi cation based upon project cost. 

•  Addresses contractor license portability 
Clarifi es portability of license for both qualifying agents 
and sole proprietors. The prior law only allowed portabil-
ity for qualifying agents. 
 This provision also helps contractors who have subsid-
iaries that did not meet the exam exemption require-
ments of the law. The law originally required a fi rm to 
have their actual license “in-hand” before they could 
submit application to license their subsidiaries based
on their experience and qualifi cations that granted 
them their “primary” fi rm’s license. Contractors will 
now be able to submit application for subsidiaries based 
upon receiving approval status on the primary fi rm after 
the board develops rules to implement this change. This 
all will occur prior to the fi eld enforcement date of
July 1, 2008. 

•  Provides for further clarifi cation on the specialty con-
tractor exemption in the law 
SB 115 requires the license board to identify specialty 
contractors that will be exempted under the law. This will 
help prevent some local governments from using the law 
to require everyone (painters, fence builders, mail box 
installers, etc.) from being licensed as home builders or 
general contractors. 

•  Delays enforcement an additional six months
until July 1, 2008
SB 115 extends the enforcement date from January 1, 
2008 until July 1, 2008. Both the license board and the 
Secretary of State’s offi ce requested the extension to pro-
vide an adequate amount of time to process current ap-
plications. In 2006, the Secretary of State’s offi ce received 
18,000 applications from candidates submitting for exam 
exemption. Over half of the 18,000 applications were re-
ceived in the month of December. The Secretary of State 
has dedicated additional resources to address the backlog, 
but it would have been extremely diffi cult, if not impos-
sible to meet the prior timeline in the law. 

If you need assistance or have questions, contact Mark Woodall at 
678-298-4116 or Alyson Abercrombie at 678-298-4106
at the Georgia Branch, AGC. 
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Stites & Harbison is a business
and litigation law firm providing

advocacy and counsel to the
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2007 Build Georgia Award
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Best Practices for
Improving Safety
among Hispanic
Construction 
Workers

Hispanic workers make up increas-
ing numbers of construction workers in 
the United States. Unfortunately, they 
also incur more than their share of lost 
time injuries and fatalities. This study 
was undertaken to identify effective 
management practices that have posi-
tively affected injury and fatality rates 
of construction workers. Interviews 
were conducted with key personnel 
from contractors who have successfully 
managed the safety of their Hispanic 
workers. The research found that to be 
effective, managers must learn about 
the employees’ individual cultural 
backgrounds, and implement supervi-

sory and training practices appropriate 
to those cultural norms. Managers can 
be successful at improving the safety 
records of their Hispanic employees 
provided they understand cultural is-
sues and through application of cul-
ture–specifi c training.

A review of existing literature found 
that construction is one of the most 
dangerous industries in the United 
States. In a recent year, construction 
workers made up 4.6 percent of total 
United States employment, while in-
curring 20.7 percent of workplace fa-
talities. Other literature documented 
the increasing numbers and percent-

ages of Hispanics who are injured or 
killed on construction projects.

Various researchers have devel-
oped suggested work practices to ad-
dress the problem of Hispanic worker 
safety. This study was undertaken to 
evaluate the effectiveness of suggest-
ed work practices from the literature 
reviewed. Interviews were conducted 
with management and safety person-
nel working for general contractors. 
Contractors were chosen for interview 
on the basis of their evidenced success 
in management of safety for their em-
ployees, as determined by insurance 
company workers compensation ex-

By Paul Thompson and Khalid Siddiqi, Ph.D.
Southern Polytechnic State University

feature
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perience modifi ers. Respondents were 
asked if they were using one or more 
of several methodologies discussed in 
the literature review. They were fur-
ther asked to discuss procedures that 
they had used on their own to effec-
tively manage the safety of their His-
panic employees.

Results and Conclusions
The respondents suggested specifi c 

methods for managing the safety of 
their Hispanic and Latino employees. 
Analysis of the results indicated that 
they fell into several broad categories.

Culture includes several issues. These 
include an understanding of the impor-
tance of extended family ties, and rec-
ognition that they might fear negative 
outcomes because of immigration status. 
Employers also need to understand that 
employees’ relationship with authority 
might be different in Latin American 
countries. Finally, Hispanic employees 
come from countries all over Central 
and South America, and may have sig-

nifi cant differences in cultural mores. 
A wise employer will make an effort to 
understand these issues and craft man-
agement procedures to deal with them. 
Simple things, like taking the time to 
know the names of members of their 
family, go a long way.

Appropriate treatment is essential 
for all employees, but perhaps especial-
ly so for Hispanic employees, who will 
quickly learn and respond to employers 
who treat them appropriately.

Training is essential for construc-
tion safety. Hispanic employees must 
be given the same training as others, 
using language that they understand. 
Recognize that some of these employ-
ees have no concept of American best 
practices for construction safety. Thus, 
they may very well need more training 
than their native born co-workers.

Promotions should be offered to 
deserving Hispanic employees. They 
want to grow in their career like any-
one else.

United States culture may be confus-

ing to them. Help them understand the 
banking system so they don’t fall prey 
to thieves. Explain the tax withhold-
ing system to them.

Successful management of the safe-
ty of Hispanic construction workers 
is possible, and is a management re-
sponsibility. Understand the cultures. 
Invest the time and effort into using 
that understanding to effectively man-
age the work they do. Train the people 
who supervise them. If a contractor 
will take those steps, good safety re-
sults will follow.

For the full text of this report, 
please visit Georgia Branch, AGC’s 
Web site at www.agcga.org and 
type “Hispanic Workforce” in the 
search box. 

This article was originally pub-
lished at the 43rd Annual Internation-
al Conference of Associated Schools 
of Construction at Northern Arizona 
University in Flagstaff, Arizona, on 
April 12-14, 2007.
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For the fi rst time in the industry, 
owners, contractors, subcontractors, 
designers and sureties are uniting to 
publish a consensus set of contract 
documents called ConsensusDOCS. Set 
to be released on September 28, AGC 
of America is essentially folding its 
contract documents program into this 
consensus process. 

Why ConsensusDOCS? 
Currently there are a variety of 

construction associations, including 
AGC, that produce standard form con-
struction contracts. However, there is 
an industry perception that standard 
contracts published by one associa-
tion ultimately favor that association’s 
membership. There is also a growing 
industry frustration that heavily mod-
ifi ed standard form documents hardly 
resemble the original text. 

ConsensusDOCS is the new choice 
in contract documents, because all the 
parties were invited to the drafting ta-
ble and had a full vote in deciding fi nal 
contract terms. Stephen E. Sandherr, 
CEO of the AGC of America, points out, 

Who is participating in 
ConsensusDOCS? 

• Construction Owners Association of 
America (COAA) 

• Construction Users Roundtable (CURT)
• National Association of State Facilities

Administrators (NASFA)
• Associated Builders and Contractors (ABC) 
• Associated General Contractors of America 

(AGC) 
• Associated Specialty Contractors Inc. (ASC) 
• American Subcontractors Association Inc. 

(ASA) 
• Construction Industry Round Table (CIRT) 
• Engineers Joint Contract

Documents Committee (EJCDC)* 
• Finishing Contractors Association (FCA)
• Mechanical Contractors Association of 

America (MCAA) 
• Plumbing-Heating-Cooling Contractors

—National Association (PHCC) 
• National Electrical Contractors Association 

(NECA) 
• National Insulation Association (NIA) 
• National Subcontractor Alliance (NSA)
• National Roofi ng Contractors Association 

(NRCA) 
• Painting and Decorating Contractors of 

America (PDCA) 
• Sheet Metal and Air Conditioning 

Contractors’ National Association (SMACNA)
• National Association of Surety Bond 

Producers (NASBP)
• Surety & Fidelity Association of America 

(SFAA)

* Actively participated in the drafting
process but considering endorsement

after initial publication. 

ConsensusDOCS: 
The New Voice 

for Construction 
Contracts

“All parties in a construction project 
deserve to work under a fair contract—
one they have confi dence in because 
each of their respective associations 
had a true seat at the drafting table.” 
The ConsensusDOCS drafting process 
is similar to negotiations for a specifi c 
project contract. The drafting mantra 
was to represent the best interests of 
the project, rather than a singular par-
ty. At all times, the contracts employ 
best practices and fair risk allocation 
for all of the parties. Consequently, 
these contracts focus on yielding bet-
ter project results and fewer disputes. 
There is a growing frustration in the 
industry that parties, owners in par-
ticular, are presented with heavily 
modifi ed standard form documents. 
Parties often perceive standard docu-
ments drafted ultimately by a singu-
lar organization as protective of that 
organization. Moreover, it is also hard 
to keep up with the many “standard 
documents” that have surfaced in 
recent years. Parties in the Houston 
market report 54 different versions 
of “standard” documents being used. 
This makes the construction process 
less effi cient and fractured. This un-
precedented effort and level of diverse 
buy-in among all parties will literally 
transform the industry. 

The result
ConsensusDOCS publication (pow-

ered by the DocuBuilder software) will 
include more than 70 contracts and 
forms, and address all project deliv-
ery methods, as well as cutting edge 
issues such as electronic communica-
tions, and building information mod-
eling (BIM). Initial publication will 
also include an innovative Tri-Party 
Collaborative Agreement (also known 
as Alliancing), which will encourage 
lean construction. In a fashion similar 
to the ConsensusDOCS process, the Tri-
Party Agreement will have all the par-
ties sign the same contract and create 
a core team. The core team, which may 
include key specialty contractors and 
consultants, will make consensus deci-

sions based upon the best interests of 
the project. 

More information 
Look for more information prior 

to the September 28 launch. Feel free 
to contact Brian Perlberg, AGC senior 
counsel for contract documents, at 
perlbergb@agc.org; or Jessica Salmoi-
raghi, director, construction law and 
contracts, at salmoiraghij@agc.org.  
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Whenever we start working with a company, we ask 
“How good is management on follow-through?” And the 

answer is generally the same throughout the construc-
tion industry. 

“Well, management always says we are going to change 
the way we _____ (fi ll in any process), then we start do-
ing it, but it fades away after a few weeks.” 

In many companies, it’s a running joke when the 
president gets up at a meeting and says a given process 
or policy is going to change. The employees snicker, 
and in the backs of their minds they think, “Here we 
go again.”

Many contractors have gotten this way because 
management repeatedly tries to implement change 
but fails to follow through. The president learns 
about a new process and thinks, “That would work 
great at my company.” Then he goes back to make 
the changes, but they are never successfully im-
plemented.

What is the real problem here? Why do con-
tractors repeatedly try to implement things 
only to fi nd the same problems with creating 
change in their organizations? 

It’s because they are trying to cure the symp-
tom and not the disease. They are attempting 
to change actions rather than change behavior. 
Management throws out a new policy and pro-
cedure and expects the organization will just 
change the way it has always done things.

The following is the typical pattern a con-

Why Can’t My
Company Change?

By Jason Baumgarten, 
FMI

feature
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tractor follows when it is trying to 
change. 

The president learns of a better pro-
cess and announces that the company 
is going to implement the change. 
He is very excited and the rest of the 
management team agrees it will be 
benefi cial to the company. The presi-
dent announces, “From now on, this is 
the way we will do it at ABC Contract-
ing.” 

For the next few weeks, manage-
ment pushes and enforces the change. 
Most employees begrudgingly go along 
because they have no other choice. 
However, most employees are resis-
tant by nature and they usually view 
change as meaning additional work 
for them. They haven’t been told why 
they have to do things differently, 
only that the change will benefi t the 
organization. 

Most contractors will have a few 
old-time hardliners that say, “The old 
way worked fi ne for me all my life, and 
I’m not about to change now.” Often, 
these people are the company’s best 
fi eld managers and it is diffi cult to 
reprimand them because they are too 
valuable to lose. After a few weeks, the 
company gets busy or there is a crisis 
to handle, and the emphasis switches 
from implementing the new process to 
the task of the day. When this hap-
pens, the organization slowly reverts 
back to the old ways of doing things 
and change goes away. And when 
this situation occurs over and over, 
the organization becomes resistant to 
change. Instead of creating a culture 
of change, management’s lack of fol-
low through reinforces that, in time, 
new processes will go away.

Another problem is that contractor 
executives are impatient. They are used 
to getting instant satisfaction when 
a decision is made. They can see the 
results of work they do and decisions 
they make every day. But change does 
not occur instantaneously. Changing 
part of a corporate culture is a diffi cult 
process that takes months and some-
times years. Managers must be patient 

and realize they cannot create change 
simply by changing policy.

To create constant and enduring 
change, follow these fi ve steps:
1.  Communicate – The fi rst step to-

ward creating change is to com-
municate why a process ought to 
be changed in the fi rst place. Many 
employees believe the way they do 
something has worked for them for 
years and they don’t understand 
the need for change. Their fi rst re-
action is to get defensive and feel 
like they are being told the way 
they have always done something 
is wrong. You need to demonstrate 
how new procedures will benefi t 
them and the organization.

2.  Implement – Once you have ex-
plained the reason for the change 
and how it will benefi t employees, 
you must train them on the new 
processes. They must be walked 
through step-by-step, even if it 
seems very simple. What seems like 
an easy step may change people’s 
job responsibilities and the fl ow 
of information. Do not attempt to 
change the entire organization 
at once. It is much easier to cre-
ate change with a smaller group of 
employees fi rst. Pick the employ-
ees you feel will achieve the most 
success with the new process. Once 
they have implemented the process 
and have seen the positive results, 
they can become the biggest cham-
pions for it and you can communi-
cate their positives. Also, do not 
try to change more than one or two 
processes at a time. In trying to 
make several changes at one time, 
management often loses focus and 
none of the changes get implement-
ed at all. 

3.  Reinforce – Once you have trained 
and implemented change, you 
must constantly reinforce the be-
havior and “catch people doing 
good.” Managers must talk up the 
new process until everyone in the 
organization has heard it several 
times. A lifetime of behaviors is be-

ing changed, but the organization 
will revert back to the way it has 
always done things if the change is 
not consistently implemented and 
reinforced.

4.  Accountability – After imple-
menting change and reinforcing 
it throughout the organization, 
all employees must be account-
able when they do not follow new 
processes. This means one-on-one 
meetings, verbal warnings, bonus 
deductions and possibly making 
changes. If one employee is allowed 
to get away with not following 
proper processes, others will soon 
follow. 

5.  Measurement – The last step in 
implementing a new process is 
measurement. Measure how often 
the process is properly performed. 
This measurement should be com-
municated to the organization on a 
consistent basis. Employees should 
be congratulated when they do well 
and admonished when they fail. By 
measuring change, employees will 
know the change is serious and per-
manent.
The biggest challenge for many 

contractors is convincing employees 
that the organization is committed 
to change. It is diffi cult to get buy-in 
because most employees have learned 
through experience that changes will 
not be permanent. The only way to 
overcome this mindset is to show com-
mitment to positive change and have 
future successes. 

The goal of proper implementation 
is to make the change a part of the 
culture. In the same way that poor 
behaviors become part of everyday 
processes, best practices can be imple-
mented through an organization as 
well.

Jason Baumgarten is an FMI consultant 
specializing in organizational develop-
ment, team building, productivity im-
provement consulting and partnering. 
He can be reached at jbaumgarten@
fminet.com or 813-636-1364.
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Controlling 
Fleet Costs

In any economy, smart owners look 
for ways to ensure their businesses 
run at peak effi ciency. And in the 
past few years, more companies 
have placed increased importance 
on controlling costs. 

For many, maintaining a vehicle 
fl eet represents a large cost and 
requires a considerable amount of 
upfront money while demanding a 
continuing amount of time and re-
sources to manage. But with sound 

Leasing cars, vans and light duty trucks 
under a tailored fleet-management 
program can be a better alternative 

than an outright or financed purchase. 

 Every Step 
  of the Way

By David Elliott
Enterprise Fleet Management

feature
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the leased vehicle at the end of the 
term. The vehicle is usually pur-
chased for a specifi c customer and 
customized for the business’s needs. 
Since in an open-end lease a busi-
ness will not incur any over-mileage 
charges, companies with employees 
who do a lot of driving will probably 
get more benefi t from this type, 
particularly if employees keep their 
vehicles well maintained. Often, at 
the end of an open-end lease, a 

knowledgeable fl eet-services pro-
vider will be able to sell the ve-
hicle for an amount higher than 
the vehicle’s actual worth, and the 
profi t from that sale will go back 
to the customer.

•  Closed-End Lease: Here, the cus-
tomer is not responsible at lease 
end for the difference between 
the vehicle’s residual value and 
sale price. The customer is only 
responsible for mileage over the 

planning and effective manage-
ment, controlling those costs is 
something all business owners can 
accomplish.

One way is to look at different 
ways of acquiring vehicles. Leas-
ing cars, vans and light duty trucks 
under a tailored fl eet-management 
program can be a better alternative 
than an outright or fi nanced pur-
chase. 

Increase cash flow with fleet lease 
vs. fleet purchase

A major consideration is to fund 
vehicles through a full-service fl eet 
management company. This can make 
it possible for a business to establish 
a separate line of credit and avoid 
tapping into existing lines of credit 
to fund what is a rapidly depreciat-
ing asset. 

Additionally, while most leases do 
not require a complete payback of 
the vehicle’s principal balance, tradi-
tional forms of fi nancing or outright 
purchase generally do require a com-
plete payback. Leasing can free up 
cash that the business can then use 
to invest in equipment or personnel.

Not only will monthly payments 
be lower with lease-funding, but by 
working with fl eet-management ex-
perts to set proper residual values to 
avoid losses at the end of the lease, 
the business can substantially im-
prove cash fl ow over the life of the 
vehicle. Bottom line, the amount of 
money that can be saved each month 
from leasing can have a considerable 
impact on the business. 

Leasing comes with options
For business owners deciding 

that leasing presents an afford-
able alternative, it is important to 
consider the questions of different 
lease types. 

Primarily there are two: open-end 
and closed-end. 
•  Open-End Lease: With this, the 

business has a vested interest in 
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contracted amount and any ab-
normal wear and tear. It is im-
portant to note, however, that 

although the customer has the 
ability to work with the lease-
provider to set specifi c mileage 

for the lease, once the mileage 
is chosen it becomes part of the 
contractual agreement. Because 
of the absence of residual respon-
sibility, this is also known as a 
“walk-away” lease. 
One of the main factors to consid-

er when deciding on a lease is how 
the business’s vehicles will be used. 
An open-end lease allows businesses 
complete fl exibility in determining 
depreciation rates, matching the 
vehicle’s use with its wear and tear, 
mileage and useful life. Accurately 
considering these factors will ensure 
the business will not owe money at 
the end of the lease. 

David Elliott is a senior account 
executive for Enterprise Fleet 
Management in Atlanta and can 
be reached at 404-442-7116. He 
is supported by an experienced 
team of veteran mechanics and 
accredited Automotive Service 
Excellence (ASE) technicians to 
serve the maintenance needs of 
businesses with mid-size f leets. 
Enterprise’s services also include 
vehicle acquisition, fuel manage-
ment and insurance programs, 
as well as vehicle registration, 
reporting and remarketing. Visit 
the company’s web site at www.
enterprise.com/f leets or call toll 
free 1-877-23-FLEET.

For many, maintaining a vehicle fleet represents a large cost and 
requires a considerable amount of upfront money while demanding 
a continuing amount of time and resources to manage. But with 

sound planning and effective management, controlling those costs 
is something all business owners can accomplish.
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$1.7 Million Returned 
to CompTrustAGC of 
Georgia Participants
Does your workers’ comp insurance carrier 
offer a return for excellent performance?

Georgia Branch, AGC’s workers’ 
compensation fund – CompTrustAGC 
of Georgia – is celebrating 25 years 
of superior service to members. The 
fund is managed by Affi nity Service 
Group Inc., a wholly-owned subsid-
iary of Georgia Branch, AGC, and by 
law is only available to chapter mem-
bers.

CompTrustAGC of Georgia is a 
trust fund resembling a self-insured 
large corporation. Participating fi rms 
receive the benefi ts of loss-control 
services and distribution of surplus 
premiums in the form of a dividend. 
Instead of monies going to an in-
surance company, participants in 
CompTrustAGC of Georgia share the 
fund’s profi ts.

Nearly 200 chapter members are 
fund participants and enjoy its ben-
efi ts. The fund’s annual premium is 
approximately $12 million and cur-
rent investments exceed $25 million. 
More than $18.9 million in dividends 
have been returned to fund partici-
pants over the last 10 years due to 
strong safety programs, fewer jobsite 
incidents and fewer claims. A $1.7 
million dividend was declared for 
distribution in 2007, making this a 
powerful investment opportunity for 
chapter members. 

Dividend checks to reward excellent 2006 performances were issued to 172 Georgia Branch, AGC members 
participating in CompTrustAGC of Georgia. The fund’s trustees presented many of these checks to firm 
representatives attending the chapter’s annual convention in June 2007. Pictured, left to right, are: Ted 
Cooper, Chairman, Cooper & Company General Contractors Inc., Cumming; Tony Pellicano, Pellicano Company 
Inc., Albany; Ken Swofford, Swofford Construction Inc., Austell; Bonnie Corey, President of Affinity 
Service Group; Willis Beavers, Hensler & Beavers General Contractors Inc., Doraville; Gerald Driver, Driver 
Construction Company Inc., Athens; and Dan Hartley, Hartley Construction Company Inc., Gainesville. 

•  Nearly 200 chapter members are fund 
participants and enjoy its benefi ts. 

•  The fund’s annual premium is ap-
proximately $12 million and current 
investments exceed $25 million. 

•  More than $18.9 million in dividends 
have been returned to fund partici-
pants over the last 10 years due to 
strong safety programs, fewer jobsite 
incidents and fewer claims. 

•  A $1.7 million dividend was declared 
for distribution in 2007, making this 
a powerful investment opportunity 
for chapter members. 

Complimentary loss-control pro-
grams are available to all partici-
pants and are instrumental in cre-
ating safer working environments. 
These programs drive down the 
frequency of losses and their associ-
ated costs. 

Georgia Branch, AGC encourages 
all members not currently insured 
by CompTrustAGC of Georgia to con-
sider asking their agent to contact 
Affi nity Service Group. We are ready 

to begin offering our long-standing 
and respected customized service, 
complimentary detailed safety con-
sultations and potential dividend 
returns on premiums or integrated 
claims management.

For more information on the
excellent benefi ts associated with 
being a participant in CompTrustAGC
of Georgia or to receive a quote, 
please contact Charles Sizemore at 
(800) 233-2436 or (678) 298-1880. 
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Visit our Website at: www.abccuttinginc.com
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Georgia Branch, AGC Members denoted in red.
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CIVIL ENGINEERS

Eberly & Associates, Inc.
1852 Century Place Suite 202
Atlanta, GA 30345
Phone: (770) 452-7849
Fax: (770) 452-0086
E-mail: gdelaney@eberly.net
Web: www.eberly.net
Eberly & Associates provides Land Planning, 
Civil Engineering and Landscape Architecture. 
We serve both private and public sectors 
including Mixed Used, Residential, Retail, 
Office, Industrial, Healthcare, Recreation, 
Hospitality, Education, Roads and Streetscape. 
The firm is celebrating its 25th anniversary. 
Please visit our website (www.eberly.net) for 
more information on our design capabilities. 

COMPUTER SOFTWARE
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Evans Technology, Inc
1335 North Meadow Pkwy.  Suite 110
Rosewell, GA 30076
Phone: (770) 751-9950
Fax: (770) 751-9619
Web: www.evanstech.com
Evans Technology, Inc. provides project 
management solutions - helping our 
customers manage the project life cycle, 
collaborate and access information, minimize 
risk and maximize ROI.  Our offerings include 
Primavera software, ImageTool document 
management software and consulting.  We are 
the southeast’s largest authorized Primavera 
Training Center.  Visit www.evanstech.com or 
call 770-751-9950. 

CONSTRUCTION
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New South Construction Co., Inc.
1132 West Peachtree Street
Atlanta, GA 3030
Phone: (404) 443-4000 • Fax: (404) 443-4100
E-mail: ddavidson@newsouthconstruction.com
Web: www.newsouthconstruction.com

advertisers.com
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EDFORBEDFORD
Equipment Co.Equipment Co.

www.bedfordequipment.com

“Rental Solutions That Make Dollars and Sense”

• Excavators

• Front-End Loaders

• Dump Trucks

• Dozers

Phone: 770-716-6043
Cell: 770-714-1323

Fayetteville, GA  30215
E-Mail: bill@bedfordequipment.com

334334_Bedford.indd   1 6/12/07   7:08:04 PM

CRANE SALES & RENTAL

338491_all_crane.indd   1 7/24/07   7:58:46 AM

All Crane Rental of Georgia, Inc.
485 Riverside Pkwy.
Austell, GA 30168
Phone: (770) 944-3900
Fax: (678) 945-8835
E-mail: www.allcraneloadcharts.com/
gailguthrie
Web: www.allcrane.com
SInce 1964, ALL CRANE has built a reputation 
of excellence in sales, service, and safety, 
while providing our customers with the most 
advanced technology and equipment available.  
Asone of the largest crane, boom truck, forklift, 
and aerial lift companies in the United States, 
ALL CRANE can supply your projects with the 
equipment that will increase your productivity 
and your profits.  ALL CRANE’S  broad 
inventory can now meet your lifting needs 
with:  Forklifts, Tower Cranes, Lattice Cranes, 
Hydraulic Cranes, Industrial Cranes, Boom 
Trucks, Manlifts, Operated Cranes, Operated 
Cranes, Crawler Cranes, and Truck Cranes.

EROSION CONTROL

Grassworx
P. O. Box 489
Norcross, GA 30091
Phone: (770) 409-2391 • Fax: (770) 409-1117
E-mail: randy@efsinc.net
Web: www.grassworx.com
Grassworx is a full service provider of the most 
modern grassing and erosion control solutions.

GENERAL CONTRACTORS

Poorak & Associates, Inc.
4080 McGinnis Ferry Road, Suite 1603
Alpharetta, GA 30005
Phone: (770) 887-7300
Fax: (770) 887-7543
Web: www.poorak-inc.com
Member Since 1993.

PIPE PRODUCTS

Griffin Pipe Products
1400 Opus Place, Ste. 700
Downers Grove, IL 60515-5707
Phone: (630) 719-6533
Fax: (630) 719-2252
E-mail: rwaggoner@griffinpipe.com
Web: www.griffinpipe.com
Provide first rate quality and top flight 
service in 3” - 48”  Ductile Iron Pipe from our 
manufacturing and customer service centers 
in Council Bluffs, IA, Lynchburg, VA and 
Florence, NJ.
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ROBERT MARTIN

Tel: (770) 972-8141
Fax: (770) 985-6838

Fence & Guard Rail Specialist
Since 1953

MARTIN-ROBBINS
FENCE CO., INC.
2025 Westside Court
Snellville, Georgia 30039

Mg MULTI-graphics, Inc.

• Manufacturer of interior and exterior 
signage

• Cast letters and plaques
• Directories

Website: www.multigraphicsinc.com
E-mail: mginc@rose.net

Carolyn Roland (229) 294-4601
President Fax: (229) 294-9252



There are lots of reasons why trench safety is important. Birthday 
parties, anniversaries, graduations and family vacations to name a few.

At Coble Trench Safety, we believe that trench safety means more than just being 
OSHA compliant. We believe our business is fundamentally about making sure 
“everyone goes home every night.”  Because every time you step down into a trench, 
you’re entrusting your life to either unstable, loosely packed dirt walls, or sturdy, time-
tested trench safety equipment. Which one do you think is more trustworthy? Coble 
Trench Safety has the equipment, training and service you need to make sure your job 
site is a safe, secure environment, rather than an accident waiting to happen. Call us 
today to start working more safely in the trenches.

www.cobletrenchsafety.com

Greensboro, NC
1.866.999.8344

Atlanta, GA
1.866.587.3624

Charlotte, NC
1.877.587.3624

Raleigh, NC
1.888.587.3624

Richmond, VA
1.866.887.3630

DC/Baltimore
1.866.887.3630

Norfolk, VA
1.866.887.3630

Myrtle Beach, SC
1.866.586.9404

Charleston, SC
1.866.586.9404

Knoxville, TN
1.866.999.8344

316596_Coble.indd   1 1/23/07   4:39:50 PM



◆ Insurance for contractors by contractors since 1982

◆ $18.9 million in dividends returned over the past 10 years

◆ $1,700,000 returned in dividends for the 2006 fund year

◆ Superior claims management

◆ Free safety training

Call on CompTrustAGC of Georgia today to learn how
you or your agent can receive a competititve quote!

Charles Sizemore – csizemore@comptrustagcofgeorgia.com 

Jody Patterson – jpatterson@comptrustagcofgeorgia.com

800.233.2436 or 678.298.1880

www.comptrustagcofgeorgia.com 

Affinity Service Group, a wholly-owned subsidiary of Georgia Branch, AGC 
manages the association’s workers’ compensation fund, CompTrustAGC of Georgia.

Can your workers’ compensation insurance carrier offer you . . .
Valuable dividend benefits and added services such as safety training, 
OSHA compliance, safety audits, and aggressive claims management?
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