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Manager of Business Development
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This paper holds my personal impressions from Doug Strohmeier’s presentation and class discussion on 29, September 2000.  The topic of that discussion was: “What is Strategic Planning?”   The following paragraphs are my impressions or thoughts on the topic that I found most meaningful to me.  Italicized statements are those which Doug spoke on.

A strategic plan is a plan of action made of goals and objectives that a company wishes to pursue and achieve for the purpose of company growth or prosperity.

I have heard the term of strategic planning but I never hear of one really being created or implemented in such a way that a company or organization really puts it into effect.  After reviewing Auburn University’s strategic plan it was apparent just how complex and painful the plan was to read let alone try to monitor and implement.

The overriding impression was that a good plan should be concise, clear, and short so goals are manageable and an evaluation can be conducted quickly and accurately.

It is important and encouraged to bring in a third party consultant to help formulate a new strategic plan.

I do not know how easily the President and CEO would accept this because of the sensitive information that must be given to the consultant.  The CEO, if not humble and truly interested in positive change, would find this to be a slap in the face towards the way he or she has conducted and led the company so far.

I do believe it is an excellent idea to break away from the old, stagnate way of things to reach a new direction and breath of fresh air.  A consultant would also break down negativity between coworkers as well as diminish the rivalry of  “sides” and get to the heart of an issue in a timely manner.

The Role of Business Development at Doster Construction and Doug’s System for Quantifying His Productivity.  

I was interested in learning about Doug’s personal goals and his steps at documentation and analysis of “productivity”.  Doug was able to quantitatively express his work so he and his boss could measure his performance.  He did this by analyzing how many phone calls were made, how many leads were made and followed, and his phone call time was categorized as “productive” or just coffee talk.  This takes confidence and a drive to work hard.  It was a great time to learn about his business development practices in researching the markets, the trade journals, networking, and then formulating ways to network with key personnel to court the company for a possible construction contract.

Doug was willing and able to express that his company is a positive and enjoyable work environment without making it sound like a “sales pitch” or marketing theme.  

His enjoyment of the company indicated to me that Doster Construction is a good company in the sense that the culture is positive and light.  I also enjoyed learning about Doug’s’ background and career steps as the doors opened.  It was interesting to hear about his experiences in the field and then having his boss ask him to change paths into business development.  That is a large responsibility and shows the talents and ability of Doug were positively portrayed to the boss.  

During our class discussion, one problem area was in the implementation and evaluation of success.  We often would ask how do you earn buy-in with employees as well as form a system of evaluation that really works?  An article by John F. Schlegel in Association Management deals with linking performance assessment to the strategic plan.  In the article Mr. Schlegel describes tips for evaluating accomplishments of a company. 

To achieve key objectives throughout the company, the plan must be based on performance.  This type of performance based goal setting is common with all businesses and the strategic plan should include every employee.  Leaders can then rely on performance-based criteria that are directly connected to the strategic plan for evaluation.

In today's challenging business environment, companies must become more strategically focused if they expect to be successful. Leaders must begin to view departments as serious businesses operating on performance-based criteria that demonstrate strong accountability to fellow personnel within the whole company.  Simplicity is the key to success.   Writing the strategic plan in a format that makes it easy to read, implement, and evaluate is the first step.  The only way the strategic plan will work is based on how well the plan ties the work of the company back to the plan. For example: 

1. Ensuring a process for defining strategic direction and priorities. 

2. Allocating resources (dollars, volunteer time, staff time) against these strategic directions and priorities. 

3. Evaluating effectiveness and efficiency of the association's people, systems, and strategies in terms of achieving the defined strategic direction and priorities. 

4. Leadership must lead by example and fully participate in the implementation process by setting goals that are performance based and expect a full evaluation of their performance. (Schlegel, Association Management. P. 75).

One final note: Although it is very difficult to formalize a good strategic plan, they must be done for the vision of a company in order to create a set of goals that is company wide but department specific.  Yet, just creating the plan is only the beginning.  Steps must be put in place for mangers to monitor the progress and ability of the company to meet the goals and then use the plan as a benchmark for evaluations.

Analysis

Jerry Coleman

Director of Commercial Lending

SunTrust Bank in Columbus, Georgia

This paper is my personal impressions from Jerry Coleman’s presentation and class discussion on 28, November 2000.  The topic of the discussion was: “Commercial lending in the construction environment.” Having never sat and listened to a banker speak about lending and construction; I found this to be a very enjoyable topic.  The following paragraphs are my impressions or thoughts on the topic that I found most meaningful to me.  Italicized statements are those which Jerry spoke on.

SunTrust Bank is the 10th largest bank in United States 

Just hearing Jerry say this makes a person sit up and take notice of what he has to say.  Of all the banks in the United States I would not have guessed that SunTrust is one of the largest.

If a potential borrower applies for a loan with a project that is estimated to be greater then $750,000, SunTrust hires a third party consultant to review the plans and specifications as well as monitor the project should it proceed.

I have been researching other entry points into a construction-related career so this idea of a third party construction – finance consultant is exciting.  It is a good idea to bring in someone unbiased and able to go through the purpose and scope of the project with the ability to critique and offer suggestions without alienating the relationship of the bank and borrower.  This becomes very important when dealing with long term or repeat clients.  It is good to know that the bank chooses to do this not only for the bank’s benefit bur for the construction company as well.  SunTrust is committed to helping the business succeed so creating this system allows the contractor or developer to eliminate problem areas before it becomes a serious issue.

It was also noted that the borrower would pay for this service.  At first I thought this would cause some hesitation, but in reality the contractor or developer will only be purchasing a tool for producing a better product.

Banks are expanding into the role of financial service provider.

Banks are no longer just the holder of people’s money in either a savings or deposit account.  Banks are now offering life insurance, investment products, and mutual funds, bond issues and other fee earning services in addition to the standard interest earning services of old.  Banks are also becoming more sales oriented, creating new services to help their customers.  I believe this is partly caused by the deregulation of banking across state lines as well as Internet banking.  People can really shop the nation for the best banking services or lowest interest and so location is really not a factor.  Researching banking practices I did come across an article that indicates more banks will be setting up branches in all big cities for helping large corporate clients.  These banks have also begun to offer personal mangers for each big client to ease the hassle of banking across many states. 

This is an interesting topic because of the recent stock market boom.  Banks now offer “one-stop” shopping for money matters and I think they go hand in hand.  The interesting thing is that banks are generally safe, constant slow growth institutions and investing in stocks and mutual fund portfolios allows clients a higher rate of return but at a greater risk.  I am unsure if I would use my bank for my investment services because of this difference.  The banks are there to be consistent and strong for eternity, while I view investing as a short term, quick benefit kind of business.  My impression of the banking industry is of strong financial people who are great at managing money safely, so that means the bank must overcome this impression and hire a new type of employee.

The flip side to this is banks have to get into this industry because everyone is beginning to invest and demand a higher rate of return on their assets.  If the stock market really crashes it will be interesting to see how quickly people go back to the bank. 

Another perspective on banking is the difference between large national banks and smaller community banks.  Due to numerous large bank mergers such as SunTrust and Web-based banking many new small sized banks are left scrambling to provide personal care for clients in hopes of attracting more holdings.  Memphis, Tennessee is one city where this is occurring.  Community banks in the city have created on the spot personalized service.  These small banks rely on people-relationships and will go out of their way to help.  For example, one local contractor was unable to complete his withdrawal from his bank in order to pay his subcontractors.  As he was walking into a wedding on Saturday he called the bank and his banker took the time to arrange for the draw and proper payment of the subcontractors.  It would be interesting to find out how larger banks would have handled the situation (Flam, 27, August 2000).

Smaller banks are in the position of necessity to offer this type of practice because every dollar counts where as a large bank’s holdings are much larger and it can be more passive with customer service.  At larger banks, there will be several layers of management between customers and the people who make the decisions for the loan application.  I see smaller community banks being more willing and able to foster personal relationship and help with a start up contractor or smaller sized contractor to better manage his capital.  To me contracting is all about communication and relationships.

SunTrust Bank looks for the business or key person to have an equal amount of capital for what one wants to borrow.

Mr. Coleman indicated the conservative nature of SunTrust but it still struck me as cold in a way.  It makes sense for banks to choose this strategy if they are not interested in that type of growth or business.  Speaking with Mr. Robert McDaniel from Compass Bank of Auburn gave me another perspective of a more sales oriented bank. He mentioned that a contractor or developer must have at least 20% to 30% cash on hand for the project.

SunTrust Bank did not put too much stock or weight in the business plan.  They required a plan to be produced for review but it was not such a big deal.  Cash was key.

That was different then what I have always been told, but it makes sense that all business plans will look good so cash is still the key indicator of how serious the person is in starting the project.  It was made clear that SunTrust is a bank with a reputation for solid performance and constant but slow growth.  I got the impression that ones money is safe with them.  I believe that is why many retirees have used this bank in Florida.

The bank is in the business to earn money but the bank operates on a very small margin so precautions are taken to ensure success of repayment.

It was my impression that banks made too much money and were able to always do so.  When I look around a community to see what is being built, it is usually a new bank building.  I never stopped to think of the minimum interest that banks earn, but now I see why financial services have become a larger part of the banking industry.  Banks are looking for fee income earnings as well as the earnings from interest.

One final note: Jerry was very informed about the construction system and the risks involved.  I enjoyed learning about construction and finance from an experienced person outside of the building science classroom.

Analysis

Mike Waller

Senior Project Manager

Brice Building Inc.

This paper includes my personal impressions from Mike Waller’s presentation and class discussion on 28, November 2000.  The topic of that discussion was: “What does a project manager do? What is a project manager’s typical day?”  The following paragraphs are my impressions or thoughts on the topic that I found most meaningful to me.  Italicized statements are those which Mike spoke on.

Creating a start up checklist and finding the first key items that need shop drawings and fabrication should be priority one with all project managers, or the whole project will be delayed.

Long term procurement items and other prefabricated materials is key to the overall success of a project remaining on time.  It was my impression that Mike has a checklist of sorts, written or memorized; that he follows for every project he manages.  Thinking far ahead to get orders and shop drawing started is a very important issue and he stressed that failing to start the shop drawing process for key items such as hollow metal frames and rebar will delay the project in days that can never be made up.  I agree with his views and it was good to hear an experienced project manager give us some tips for success.

Most of the paper work happens in the first few months of the job.

This statement caught my attention because I always think past the initial scope statements and contract writing negotiation and view a project mangers time being spent with change orders, pay requests, daily reports, and scheduling along with meetings.  So having a system in place that allows a project manager to complete the paper work in an accurate yet efficient manner is key.  I think it would be excellent if a checklist could be created that we took with us to our potential employers that would help us better serve the company.  Gaining experience is really the only way to learn the art of writing scope statements and contract negotiation but maybe one assignment in this class could be used for writing a few scope statements from a set of specifications given to us by the speaker.

Remember to check the financial situation of the owner.

Having heard numerous times in class the importance of liquidity in the contacting business it was refreshing to hear this statement made by an industry professional as well.  As I continue my education in building science it has become apparent just how much risk is involved with a relatively small margin for success.  I think in the years past that more people just went with a handshake or word of trust system yet as always there are bad apples out there.  It should be the goal of any construction company to offer a quality service for a fair price and checking the financial situation of an owner is just good business practice.

I thought Professor Williams’s statement on “bonding the owner” is quite a good idea.  A contractor’s business is dictated by the amount of capacity the bonding agent will allow.  Even more important is the initial bonding relationship and gaining that first bond agreement.  I believe contractors can offer more then just building expertise today.  Contractors must have knowledge of finance, management, and productivity that most owners are not fully appreciative of.  By asking an owner to show us his or her financial situation should actually put the owner at a higher trust level with the contractor.  Builders want to build, and build well.  They deserve to be compensated for their skills.  Asking for assurance of capital from the owner is just another way to show commitment to the job.

Bring the architects in when you are ready to begin, they will let you know what is important to them and he or she might show you some things you missed in the specifications.  Try and find the design intent.

Having a strong interest in architecture and the design profession I thought this was an excellent statement especially from a builder.  At Auburn and often in the industry there are too many people who have no appreciation for the designer’s intent or care and it should be important to the builder to create a close working relationship with the architect on each project.  Not only to gain better insight on the project by finding out what is really important to the architect, but just to gain a better understanding of what type of person the architect is will help the building become a successful reality.  This relationship will allow the communication lines to be more effective as well as making sure that the builder and architect releases the stereotypical animosity between each profession.  I thought Mike’s story about “no cut tile” was excellent.  The reason for this is due to the first impressions that come to mind such as “the architect is going over board” and “the architect has no real common sense”; but like everybody he wants to have his or her work appreciated. The architect is going to be sensitive to the portion on which special care and time was spent to make the drawings perfect for the builder to follow so finding out what is important to the architect will allow the whole project to proceed with everyone appreciative of the other.

Remember such items as fire stopping.  This item is rarely mentioned in specifications but will not pass inspection with out it.

Again, this statement was good to hear from someone who has the experience to know the trouble areas in specifications.  This would be a perfect item to include on a project manager’s checklist.

70% completion is a milestone when everybody is on the job and things begin to go wrong.  Make sure to order millwork as well at this point.

What I really enjoyed most from Mike’s presentation was his ability to communicate what his duties are in a friendly and honest manner making him interesting and enjoyable to listen to.  That to me is a skill that cannot be taught, only desired.  Mike was giving us tips for success for us to take into consideration when making a “new project manager checklist.”

Be willing and able to delegate authority and decision making to get the job done and keep your sanity.

Many times in class the professors have discussed contractors who were unable or unwilling to delegate and eventually the company suffered.  It is a skill that a true leader must possess.  Once projects become more complex and multi-project management becomes a standard practice the ability and necessity of delegation will be the benchmark for a successful project manager.  I believe that as potential managers we must gain the tools of the profession and then begin to manage people who have experience and knowledge of those tools to produce a quality product.

People entering their new building will only look at the finishes and make their judgments.  You can never please everybody.

This is a very true statement and I am sure everybody who works in a service industry where others use the end product will experience this type of criticism.  I have dealt with this briefly in design classes as well as during my construction internship.  It is difficult for people to not take criticism personally and so easy to want to show the people just how much work and time went into the project to reach the point where people could view the painted walls and color of the carpet.   Yet, the finishes are what effects the users senses so builders must remember to take extreme care in the finish quality as well as have the interior designer or architect work with the people before choosing a concept that is out of touch with the users.

During the discussion I began to think about the question “how does one gain these types of tips for success? And “are there programs or products to help a student learn more about the working world of a project manager?”  

After thinking about those two questions I began to research the Internet for articles on Project Management just to see if there are resources to help someone create a checklist for success.  I was able to find some very interesting educational tools available.

For someone interested in individual, out-side the classroom teaching; MCI Systemhouse and Thinking Tools Inc. now offers software called Project Challenge that is a game-like training tool. The program simulates activities that can take place when setting up a typical client-server project, such as design, analysis, development and the deployment stages. Project Challenge allows the user to play the role of project manager, with a viewpoint from behind an office desk. The user can then choose the level of hostility, which they wish to operate in, depending on their own experience. The level of hostility reflects the scope of the project, how flexible the deadlines are and how tight the budget is. At the top of the computer screen a picture of a ship lets the user know how well they are doing, the ship is either sinking or smoothly sailing. Project Challenge is available for $1,495 for a multi-user single site version, and $20,000 for a site license. 

Although this software is geared toward technology engineers and project managers, the software company may be interested in developing a true building construction product.  At the very least the original could be used as a stepping-stone for industrial or design / build projects within a building science program.  I envision a lab time be included with the project management course that would take each student through a full project.  What interests me most about the software is the ability to incorporate stress levels as the complexity of a project increases  (McGee, InformationWeek, 11/11/1996).

One other educational tool for project management training includes a very interesting process.  Purdue University has established a Project Management Office (PMO) within their building construction and contracting curriculum.  A large classroom was retro fitted to appear as a typical construction office and students must operate and manage a real-life project while working for this company. 

Stephen Schuette, head of Purdue's Department of Building Construction and Contracting, states "We have replicated all the things that a construction company does, as far as even constructing the project, through various courses in the curriculum, for example, the freshman class is currently constructing a steel-framed building while the junior class provides field supervision on the project. The senior class conducts the project management assignments in the new PMO Laboratory office”. 


Programs like Purdue's are designed to fill a management need in the construction industry by developing project management skills. Many companies do not have the expertise to set up advanced computer applications for use in construction.  Mr. Schuette concluded his interview with "We see the PMO Laboratory as being one of the primary roles of our curriculum" (Building Design & Construction, April 1995).

One final note: Mike left me with the impression that he is very talented and able for his job but made the work sound overwhelming and stress filled to the point that I am cautious of the quality of life issues that are part of the job.

INTERVIEW

Industry Professional Interview

Robert T. McDaniel

Vice President

Senior Loan Officer

Compass Bank

101 South College Street

Auburn, Alabama, 36830

334-887-2265

Interview was conducted on December 6, 2000.

1. Could you describe the culture of the bank?

Sales oriented, important to get new business and take care of those already in our service.  Compass Bank also has a strong credit culture and does not normally do speculative lending.  With that said, construction lending is a big part of the bank’s business.

2. Would you say it is more conservative in nature or more willing to manage risk for a greater return?

Compass bank is interested in helping contractors with equipment financing and construction cost loans.  The bank has loaned out money for financing apartments, and other developments.  It greatly depends on the project and the presale tenants as well as the capital of the developer or contractor.

We expect a personal guarantee for the construction loan but we do not require the borrower to have 100% of his capital equal the amount of loan he or she desires.   As a percentage we would expect the contractor or developer to have 20%-30% in liquid capital.

3. What is the future of banking?

Financial services will continue to become more involved.  Compass now offers life insurance, investment products, bond issues, and “swaps” for our larger customer.  The bank is interested in growth of fee income in addition to the standard interest income.

4. What is a “swap”?

A borrower is allowed to transfer his balance between a fixed and floating interest rate, which ever is better for him or her at the time.  This is where our sales oriented goal becomes important.  We monitor the balance of our larger customers and then contact and visit people and help them decide what is best.

5. What does a prospective new general contractor need to bring to the banker to improve his chances of receiving a start up loan or establish a line of credit?

We do not normally give out large loans to a new business without him or her having a substantial portion of cash or collateral on hand.  We are very willing to finance equipment or give a line of credit but will not normally loan a large amount of money without a good track record to back the deal.

6. What kind of loan can a residential / light commercial contractor expect to receive from the bank for a $100,000.00 start up loan for commercial work?

We would want him to build more cash up if it is a brand new relationship but will finance specific projects or equipment on a case-by-case basis.

7. One of the contractors that came to speak with our Executive Issues class mentioned having three different kinds of accounts with the bank: a money account, a deposit account, and a zero balance check writing account. Do you offer this type of system and could you explain how one gets involved with it?

Compass Bank offers this system for large balances.  We want to help the business owner to succeed by keeping his earnings.  We freely contact people with large balances and offer them this system.  What it entails is keeping 100% of funds in an overnight investment portfolio then when a check comes into the bank we transfer the amount of the check into the checking account to cover the bill.

8. What is the key to a contractor being successful?

· Knowing and managing costs

· Reinvesting in the business  

· Establishing sound business practices

9. Do you establish any kind of relationship with the potential borrower’s bonding company?

We will contact the bonding agent for some background information and will occasionally ask for references.  We will also ask the borrower what the purpose of the loan is, and how much working capital is available.

10. If a contractor wanted to start a development project, say Game Day Condominiums in Auburn, where would he start in order to get the development money from the bank?

· Have a proven track record of same type projects.

· Previous relationship with bank

· Cash on hand

· Financial statements from the past three years.

The Game Day condominiums are a hot item; right now they are building them at Alabama, Georgia, and Tennessee.

11. What types of risk do you look for?

· Financial Risk to the bank

· Credit side-projections and how the developer plans to pay us back.

· We also hire an appraiser for large projects equal to or greater then $100,000

12. Do you use a third party consultant in reviewing potential development or construction projects?

(Compass Bank does not hire a special construction consultant like SunTrust)


· Appraiser is given the duty to review drawings and specifications

· Hire a building inspector to monitor project


· In some cases will also do a feasibility study

13. What documents does the bank require when a borrower is applying for a construction loan?

· Personal finance statements

· Business financial statements of past two to three years.

· Plans and specifications to be given to the appraiser

· Rent Roles if retail is the scope.  Compass looks at “credit tenants” which are like the rent roles but used for finding the big anchors for the leasing of a project.  A credit tenet would be J.C. Pennies in a new mall development.

· On very rare occasions the bank will also conduct an engineering study.

14. What are the key indicators for evaluating the future market?

· Occupancy rates in the area

· Number of vacancies of retail space

· Local economy.

15. What are the banks over riding goals in the commercial lending department?

· Make money

· Growth

· Manage risk and manage outstanding credit

Interview Summary

Date: 
11, December 2000

To: 
Professor Williams

From: 
Jonathan Feekes

Re: 
Summary of Commercial Lending Interview

Mr. Robert T. McDaniel is a Vice President at Compass Bank in Auburn, Alabama.  He is the senior loan officer for commercial lending.  His department works with commercial type loans, including development loans, construction loans, and equipment and building financing.

Compass Bank offers asset-based working capital lines of credit from $250,000 to $1,250,000 that is designed for smaller businesses that have sales of $1,000,000 to $10,000,000.  Compass bank is geared toward residential builders and small commercial lending as well as offering acquisition and development financing for developers (Compass Bank. 3, December 2000).

Highpoints of the interview:

· Compass Bank was the first bank in Alabama to form branches outside the state.  First branch was opened in Texas in 1987 and the bank has since moved into the Sunbelt states such as Florida and Arizona.

· Compass Bank is a sales oriented bank.

· Construction Lending contributes to a large percentage of the banks business.

· Compass Bank offers a money market account and zero balance checking writing system for larger deposits.

· Compass Bank requires a purpose / scope statement to be filed stating the true reason for needing a loan.

· Contractors and Developers are required having at least 20%-30% of liquid capital for a construction loan.

· Projects requiring loans of $100,000 or greater require the bank to bring in an appraiser and building inspector.  The building inspector and appraiser monitor the construction project and review plans and specifications.

· Lending Department uses a checklist of criteria before rewarding a loan yet the bottom line is still “gut” feeling about the owner and the proposed project.

Action Plan

As president of our company I am personally excited about our new company growth.  Because of this we have decided to create a new company wide strategic plan that incorporates the goals and values of each department of the company.  These goals must have objectives involving all employees and are performance based for evaluation purposes.

The plan shall be spear headed by JDF Consulting.  I do not wish to have any bias or “fear of change” formality to affect this new course of action.  With the help of the consultant, teams formed within each department will create and submit objectives and goals that will then be incorporated into the company wide plan by the business team comprised of the consultant and top management.  Please remember that simplicity is the key to a good plan.  Envision this document more like a value statement and career goal project then some stuffy paperweight.  This plan will be a working document only if objectives are clear, concise, and simple in statement yet challenging to each individual to perform to his or her best ability.

As President, I am committed to working with each employee during the development phase of the project and will continue to evaluate my own ability to meet the goals of the plan as the year progresses.  I pledge to you that this company will have my support in the following areas:

· Ensuring a process for defining strategic direction and priorities. 

· Allocating resources (dollars, volunteer time, staff time) against these strategic directions and priorities. 

· Evaluating effectiveness and efficiency of the firm’s people, systems, and strategies in terms of achieving the defined strategic direction and priorities. 

· Leadership will lead by example and fully participate in the implementation process by setting goals that are performance based and expect a full evaluation of their performance. 

This strategic plan shall be considered pertinent to a five-year achievement plan.  Evaluations and updates will take place annually at the executive retreat.  Any suggestions or problem areas may be brought to me and will then be reviewed periodically.  I wish to thank you for your time and help with this matter as we strive to become the best.

Thanks to our new business development staff’s hard work, the company is poised for growth in the Game Day Condominium Market.  We have been contacted and awarded exclusive rights for building these condominiums for the BIG TEN collegiate conference. Due to this growth we will be speaking with commercial bankers, researching the best banking system in which to receive a construction loan for building a new branch office in Chicago, Illinois as well as receiving equipment financing for the purchase of new equipment as this multi-year project will require a substantial inventory.   As President, I have been speaking with both community banks in our home market as well as in the Chicago area.  In addition, I have been reviewing national banks, including our company bank to find the best rate and holdings systems for this new venture.  I am currently looking at what percentage of liquid capital banks require our company to have on hand before lending, as well as establishing relationships with several of the bank’s commercial lending departments and their construction consultant or building inspector.  It will be vital that our company becomes comfortable and welcomed into each new environment and a strong relationship with a known bank will help us with that.

In addition to the financing situation, a committee has been formed to create a new team of project managers and superintendents for this project.  We will be evaluating workload, experience, and individual preferences before choosing who will be asked to travel and begin the first condominium at the University of Michigan.  Please feel free to stop by my office to express any concerns or issues you might have before December 16, 2000.  

Due to this growth and nature of the industry, we will be pressured to promote several office engineers and field engineers to become project mangers and superintendents.  I know that experience is the best tool for learning but as a company we have been committed to a strong mentor program where training is a key component.  This growth has now led the company to issue in a new learning objective.  Each new hire as well as all office engineers and field engineers will be enrolled in our Project Management Office Class that incorporates a construction management software system into a three week course on project management issues, tips for success, and is completed by having each employee work through a small construction project from start to finish as a project manager.  This final will take an additional month.  I do not want our new growth to effect the excellent quality management and supervision our company is known for, so all employees enrolled in this class will be expected to participate each afternoon for the allotted time period.  Because this will temporarily deplete our manpower we will also be hiring experienced project managers and superintendents to help us sustain our growth and quality.  This will not effect your position with the company.  It was been reviewed and analyzed that our capacity will continue to grow and all personal are and will be needed. 

Good luck on your course work.  Before purchasing the software, I participated in a training course and found it to be a very challenging and enjoyable experience.  I am proud of our company, and gladly acknowledge that each employee has contributed to our success.  
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