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Great Meeting on  
Tap in Orlando
The program is set for another outstanding 
get-together, this time April 19-21 in Orlando, 
Florida, at the fabulous Disney Contemporary 
Resort; the one that has the monorail  
gliding through it, for a smooth journey to 
Disney World. As inviting as Mickey, Minnie, 
and d-CON might be, we have a great  
program planned in the hotel, focusing on:

Out with the Old New,  
in with the New New
Old? Used? Previously owned? Call them what 
you will, the Red Bull-gulping New Leaders 
Class of 2007 has been replaced with the  
all-new New Leaders Class of 2012. Not that 
the ‘07 model was out of date; it still had  
some pretty good get-up-and-go. But it was  
time for new blood, especially so because the 
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ASFE Launches Website 
Survey; Be Rewarded for 
Sharing Your Opinions
ASFE has formed a Board-level task force 
to review, evaluate, and optimize our on-line 
presence to better serve you and to better 
communicate our purpose and value to the 
outside world. We need to hear from  
you to do that. You can make yourself heard 
in one of two ways. First, by completing a brief 
questionnaire at http://www.asfe.org/index.
cfm?cdid=11621. It will only take about three 
minutes for you to respond and, to show our 
appreciation, you’ll receive a coupon code 
good for a $5 discount off anything we offer. 
(What ever happened to “A penny for your 
thoughts”?) Second, especially if you want to 
provide more detailed feedback, contact  
ASFE Operations Director Sarah Lanning at 
sarah@asfe.org or 301/565-2733, ext. 231. 
Note that you are not at all limited to website 
issues. If there’s ANYTHING about ASFE’s 
on-line resources you’d like to see modified, 
replaced, or augmented, please let us know.

President Gaboury Unveils 
2012-2015 Strategic Plan
Fellow members of ASFE. I am delighted to 
report, on behalf of your Board of Directors, 
that we have completed work on ASFE’s new 
2012-2015 strategic plan, presented below.  
I encourage you to read it; it serves as  
ASFE’s roadmap to tomorrow.  
 

“Foundation for the Future” 
Now “Fund for the Future”
It’s ironic: The Foundation for the Future has 
been so successful, we’ve had to change its 
name. Our efforts to get the outreach ball  
rolling have resulted in the establishment of 
The Geoprofessional Foundation, an educa-
tional, not-for-profit foundation whose purpose 
is to create more awareness of and apprecia-
tion for the geoprofessions and geoprofes-
sionals, to help geoprofessionals maximize 
their importance and value to the marketplace. 
Supported by some 15 not-for-profit geo-
professional societies, institutes, and trade 
groups, the Foundation will work on behalf  
of all geoprofessionals: geoprofessionals in  
private practice; geoprofessionals in govern-
ment and private industry; geoprofessionals  
in construction (design/build and otherwise); 
and geoprofessionals in education (faculty and 
students alike). This does not mean that ASFE 
will no longer have to engage in outreach for 
its members; far from it. But it does mean that 
all geoprofessionals will work together in order 
to achieve their many common goals, so that 
any segment will find it that much easier to  
get its message across effectively…and in 
a manner consonant with others’. However, 
because having both a Foundation for the 
Future and The Geoprofessional Foundation 
could create confusion, the Board of Directors 

 continued on page 2

http://r20.rs6.net/tn.jsp?llr=7gxzp6aab&et=1109302855124&s=40&e=001Hpwb4eZbPjjL8Z3Eqec2QhP3VhmviUb_F215U2E7jAwIQo1fyTAI1glRZYOkMgxi9t9UX90zK6zwN2V7tk9i63jgBXGftMaKFq64paZt4gp-CLYICJpqWso_Ix00IcCpt0V_anI-jNQ=
http://r20.rs6.net/tn.jsp?llr=7gxzp6aab&et=1109302855124&s=40&e=001Hpwb4eZbPjjL8Z3Eqec2QhP3VhmviUb_F215U2E7jAwIQo1fyTAI1glRZYOkMgxi9t9UX90zK6zwN2V7tk9i63jgBXGftMaKFq64paZt4gp-CLYICJpqWso_Ix00IcCpt0V_anI-jNQ=
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NewsLog is published six times a year  
(bi-monthly) by ASFE. Copyright 2012  
by ASFE. All rights reserved. 

Address comments and inquiries to:
ASFE 
8811 Colesville Road 
Suite G106 
Silver Spring, MD 20910
phone: 301/565-2733
fax: 301/589-2017 
e-mail: info@asfe.org
Internet: www.asfe.org

Although the plan is relatively brief – it’s  
probably a two-minute “read” – an incredible 
amount of work went into its creation. We all 
owe a tremendous debt to the Board members 
who each put in dozens of hours of effort to 
get the job done for us all. 
 
You’ll notice, first of all, that we’ve changed 
the wording of our purpose statement. Based 
on feedback from members, we expanded it  
to make our intent crystal-clear. It now reads: 

Help geoprofessionals maximize their 
importance and value to the market-
place, achieve business excellence, and 
manage risk.  

In essence, this change amounts to combining 
the former purpose with the former strategy 
section.  
 
The most significant changes to the plan  
are the new strategic goals (formerly called 
strategic objectives) for the next three years. 
They are: 
•	 Increase Membership 
•	 Develop Outreach to Alliances, Clients, and 

Influencer Groups 
•	 Achieve Deeper and Broader Engagement 

of Member Firms 
•	 Enhance Educational Resources 
I think it safe to say that most such goals  
tend to be somewhat aspirational. As I’ve 
noted before, however, as aspirational as the 
2009-2012 goals may have been, the Board, 
our committees, and ASFE staff achieved  
just about every one. I have no doubt that  
they will equip themselves just as well with  
this new plan.  
 
Thank you all for your input to and support 
for this endeavor. Stay with us and encourage 
others to get involved. It’s going to be a  
great ride!  
 
David R. Gaboury, P.E. 
ASFE President 
2011-2012

STRATEGIC PLAN 2012-2015
Adopted January 27, 2012

PURPOSE
Help geoprofessionals maximize their impor-
tance and value to the marketplace, achieve 
business excellence, and manage risk.

STRATEGY
ASFE will accomplish its purpose through 
advocacy, education, and collaboration.

GEOPROFESSIONAL FIRMS
Geoprofessional firms provide geotechnical, 
geologic, environmental, construction  
materials engineering and testing, and  
related services.

ASFE VALUES:
•	 Professionalism          
•	 Business focus
•	 Responsiveness          
•	 Enjoyable relationships
•	 Openness and trust

PLANNING CONTEXT 
•	 Geoprofessionals are essential to the  

welfare of society.
•	 Marginalization and commoditization are 

critical business issues challenging the  
welfare of geoprofessional firms.

•	 Excellence in business practices, with  
particular emphasis on risk management 
and loss prevention, is essential to the  
success of geoprofessional firms.

•	 ASFE must become a more influential  
organization to lead change. Increasing 
membership and resources is essential  
to do this.

•	 Collaboration with alliances (organizations 
that comprise or include geoprofessionals), 
clients, and influencer groups (organiza-
tions that comprise or include clients and/
or those that influence clients) is critical to 
achieving our purpose.

•	 Globalization is an increasingly important 
business consideration. 

LONG-TERM VISION
•	 Geoprofessionals’ enjoy significant market-

place influence and a highly positive image. 
 continued on page 3



•	 Clients commonly appreciate  
geoprofessionals’ value and so 
deploy them wisely.

•	 ASFE-Member Firms outperform 
nonmember firms.

•	 ASFE is: 
– a leader in advancing the  

geoprofessions; 
– an attractive, dynamic, growing 

organization;
– recognized as an important 

resource by those who comprise 
member and nonmember firms;

– extensively engaged with alliance 
and influencer groups; and

– relevant to geoprofessionals  
outside North America.

STRATEGIC GOALS 2012–2015
Increase Membership
1. Employ a membership director who 

is effectively recruiting new members 
and retaining existing members.

2. Identify prospective members and 
provide incentives that encourage 
them to join. 

3. Achieve effective outreach to  
members and nonmembers using 
digital media – including social 
media and webinars – as well as 
person-to-person contact. 

4. Host at the Fall and Spring (Annual) 
Meetings representatives of  
targeted, Meeting-local prospective-
Member Firms.

5.  Develop and implement marketing 
and branding plans.

Develop Outreach to Alliances, 
Clients, and Influencer Groups
1. Develop and employ mechanisms 

for active collaboration among  
alliances.

2. Begin engaging clients and  
influencer groups and advising  
them about the importance and 
value of the geoprofessions.  

Achieve Deeper and Broader 
Engagement of Member Firms
1. Continue to bring Member Firms’ 

“rising stars” into ASFE via the  
New Leaders’ Committee. 

2. Develop and leverage digital media, 

including social media and webinars, 
to achieve effective outreach to 
members.

3. Develop and promote peer-to-peer 
communications.

4. Develop and promote communica-
tion among Member Firms’ IT, HR, 
legal, and finance personnel.

5. Increase Fall and Spring (Annual) 
Meeting attendance.

Enhance Educational Resources
1. Deliver Fall and Spring (Annual) 

Meeting programs that are highly 
valued by attendees. 

2. Make selected Fall and Spring 
(Annual) Meeting presentations read-
ily available to a broader audience. 

3. Develop educational materials  
specifically to support our purpose, 
including a library of PowerPoint 
presentations. 

4. Make all educational resources  
easily available in digital form. 
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A not-for-profit association established in 1969, ASFE’s 
purpose is to help geoprofessionals maximize their 
importance and value to the marketplace, achieve busi-
ness excellence, and manage risk. ASFE creates more 
awareness of geoprofessionals’ value through outreach 
activities targeted to organizations of clients and those 
that influence them. It increases the supply of trusted 
geoprofessional advisors through high-impact programs, 
services, and materials it creates for the personnel of 
ASFE-Member Firms. 

2011-2012 BOARD OF DIRECTORS

President
David R. Gaboury, P.E.   
(Terracon, Olathe, KS)
913/599-6886 / drgaboury@terracon.com

President-Elect
David A. Schoenwolf, P.E.
(Haley & Aldrich, Inc., McLean, VA)
703/336-6706 / dschoenwolf@haleyaldrich.com

Secretary/Treasurer
Kurt R. Fraese, L.G.
(GeoEngineers, Inc., Seattle, WA)
206/328-0897 / kfraese@geoengineers.com

Directors-at-Large
Joel G. Carson
(Kleinfelder Group, Omaha, NE)  
402/331-2260 / jcarson@kleinfelder.com

Mark K. Kramer, P.E.
(Soil and Materials Engineers, Inc., Plymouth, MI)
734/454-9900 / mkramer@sme-usa.com

Gordon M. Matheson, Ph.D., P.E., P.G.
(Schnabel Engineering, Inc., Glen Allen, VA) 
804/264-3222 / gmatheson@schnabel-eng.com 

Steven D. Thorne, P.E., D.GE  
(GEI Consultants, Inc., Montclair, NJ)
973/873-7110 / sthorne@geiconsultants.com

Woodward L. Vogt, P.E.
(Paradigm Consultants, Inc., Houston, TX)
713/686-6771 / woody@paradigmconsultants.com

STAFF

Phone: 301/565-2733
E-mail: info@asfe.org

Executive Vice President
John P. Bachner
Ext. 223 / john@asfe.org

Operations Director
Sarah P. Lanning
Ext. 231 / sarah@asfe.org

Program Director
Kristen J. Dineen
Ext. 222 / kristen@asfe.org

Program Manager
Sara Menase
Ext. 232 / sara@asfe.org

Membership Director /
Organizational Relations Director
Colleen F. Knight
Ext. 230 / colleen@asfe.org

Membership Manager
Susan A. Ford
Ext. 227 / suzy@asfe.org

Controller
Phillip D. Pettway
Ext. 233 / phil@asfe.org
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President Gaboury Unveils 2012-2015 Strategic Plan  
...continued from page 2

 UPCOMING MEETINGS

Mark your calendar! You 
don’t want to miss any of 
the upcoming meetings of 
ASFE/ThE GEoproFESSionAl 
BuSinESS ASSociATion.

April 19-21, 2012
ASFE Spring (Annual) Meeting
Disney’s  
Contemporary Resort
Orlando, Florida

October 25-27, 2012
ASFE Fall Meeting
Sheraton Denver  
Downtown Hotel
Denver, Colorado

April 25-27, 2013
ASFE Spring (Annual) Meeting
Wild Dunes Resort
Isle of Palms, South Carolina

October 10-12, 2013
ASFE Fall Meeting
Boston Marriott Copley Place
Boston, MA



This guy named Smith walks into a bar. The bartender 
says to him, “Hey, Mr. Smith. Howya doin’?” Smith sits 
on a stool and says, “I don’t know.” “You don’t know?” 
the bartender asks in amazement. “Why not?”

Smith looks up. “I dunno. I’m kinda down in the dumps 
I guess. Business has been awfully tough lately. I think  
I could have a lot more get-up-and-go; do a lot more 
and do it better than ever, but I just don’t know.” “Well 
gee whiz, Mr. Smith,” the bartender says. “Why don’t 
you get a check up? Have all those tests performed. 
They’ll tell you just what kind of shape you’re in. And  
if there’s something you should do better, y’know,  
or some medicine you need, the docs will tell you. 
You’ll be the best you could be in no time.”

“You know what,” says Smith. “That’s great advice.  
You got any more?”

“Yes, I do,” the bartender says. “You could probably  
do the same thing with your business. Have some  

professionals come in. Check it out from top to  
bottom. Speak with your employees. Speak with your 
client reps. Figure out what you’re doin’ good and 
what you could do better. You’d be able to amp up the 
company’s performance, y’know? Keep all the good 
employees and good clients. Bring in some new ones. 
Offer more services better. Increase your margin. That 
business could be runnin’ like a top and you’d feel on 
top of the world.”

“Nah,” says Smith. “Who’d wanna do that?” And he 
walks out of the bar.

Is Smith a dummy or what? “Who’d wanna do that?” 
Well, for one, NTH Consultants, Ltd. in Detroit, 
Michigan. Just ask Kevin B. Hoppe, P.E. about the 
value his firm got. Or ask Barry K. Thacker, P.E. about 
the benefits Knoxville, Tennessee’s Geo/Environmental 
Consultants derived. It’s called Peer Review. It’s a 
physical for your firm. Why would you not do this? Find 
out more at http://www.asfe.org/index.cfm?pid=10283

A Guy Walks into a Bar…
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First Reserve Corporation, a 28-year-old private-equity 
firm with more than $20 billion under management, has 
raised $1.2 billion for First Reserve Energy Infrastructure 
Fund LP, its first fund devoted solely to infrastructure 
investments. First Reserve said the fund will invest in 
pipelines, utilities, and renewable energy, among other 
infrastructure elements, in Western Europe and North 
America. Funds like these try to deliver annual returns  
in the mid-teens, somewhat lower than the 20%+ target 
of traditional private-equity funds. Infrastructure funds 
take less risk, however, and managers design their 
investments to generate regular dividends over the life 
of the fund. First Reserve Energy Infrastructure Fund 
will operate for 15 years, instead of the 10 years  

common among private-equity pools. According to 
Mark Florian, First Reserve managing director  
quoted by Bloomberg, “There’s population growth, 
a replacement cycle for existing infrastructure and a 
policy shift toward cleaner sources of energy. All of 
these things are going to create a velocity of investment 
needs.” KKR & Co., the New York firm managed by 
Henry Kravis and George Roberts, reported earlier  
this year that it had raised more than $1.5 billion for  
infrastructure deals. And whom do you think these 
money managers are going to rely on to help them 
make sound investment decisions? Those who can 
demonstrate they can be trusted geoprofessional  
advisors. Is that you? It could be.  

Infrastructure Investing: Growing Big-Money Appeal

 DOCTOR ENGLISH

“Including” does not mean  
“limited to.” Nonetheless,  
some people seem to write as 
though “including” doesn’t exist. 
What does? “Including, but not 
limited to.” How dumb does that 
sound? As dumb as eschew-
ing “The alphabet includes A, B, 
and C.” in favor of “The alphabet 
includes, but is not limited to,  
A, B, and C.” If you stated,  

“The alphabet comprises A, B, 
and C,” you’d be wrong, because 
comprises implies a limitation, 
which is why “The alphabet  
comprises 26 letters.” would be 
correct. Of course, there are  
those who would also point out 
that “The alphabet currently  
comprises 26 letters,” in case you 
might confuse today’s alphabet 
with one that may come into  

existence sometime in the future. 
And there also are some who 
would say, “The alphabet does 
not comprise 46 letters,” without 
indicating how many it does  
comprise. And, by all means, 
let’s give a big shout-out to those 
afflicted with PVA (passive-voice 
addiction), who would state,  
“The alphabet is comprised of  
26 letters.”  

http://www.asfe.org/index.cfm?pid=10283
http://topics.bloomberg.com/europe/
http://topics.bloomberg.com/north-america/
http://topics.bloomberg.com/north-america/
http://topics.bloomberg.com/population-growth/
http://topics.bloomberg.com/henry-kravis/
http://topics.bloomberg.com/george-roberts/
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You may recall the article about 
Thompson v. Gordon, et al., 
(2009 WL 3969619 (Ill. App. 2 
Dist. 2009) in the September/
October 2011 NewsLog. It was an 
awful Illinois appellate-court deci-
sion. To quote from the article:

The case arose from a contract 
the defendant engineering com-
panies (“defendants”) signed, 
calling for them to design a 
roadway interchange and a 
bridge-deck replacement in 
connection with a shopping-mall 
project. The defendants’ designs 
for the bridge-deck replacement 
included a four-foot-wide-by-
seven-inch-tall median (the  
original median was four feet 
wide by six inches tall). 

In November 1998, well after 
construction was complete, a 
vehicle traveling eastbound  
on the bridge went out of  
control, hit the median, 
became airborne, and hit the 
westbound vehicle carrying  
the plaintiff’s husband and 
daughter; both died.

The plaintiff, individually and 
as administrator of her hus-
band’s and daughter’s estates, 
sued the defendants, claiming 
they were negligent for simply 
copying the original median 
design as opposed to specify-
ing a Jersey barrier “that would 
have prevented the eastbound 
vehicle from becoming air-
borne and causing the acci-
dent.” The plaintiff based her 
argument on her expert civil 
engineer’s [Andrew Ramisch’s] 
testimony that, had the defen-
dants met the standard of 
care, they would have recog-
nized the vaulting characteris-
tics of the existing median and 
would have notified their client 
that the median they were 
designing was dangerous.

The appellate bench (with one 
dissent) overturned the trial court 

and said that, indeed, the defen-
dant engineer did breach the 
standard of care, obviously con-
fusing what the law says standard 
of care is (“the care ordinarily 
exhibited by peer engineers in the 
same area, performing the same 
or similar services at the same 
time”) vs. what the heart says 
standard of care is (“what engi-
neers should have done to have 
prevented a tragedy, even though 
the engineers were fulfilling their 
contract and even though none of 
the engineers’ peers would have 
performed differently”). As long-
time NewsLog readers know, it’s 
not at all unusual for a trier of 
fact to modify long-established 
principles in order to make an 
injured party whole, and that was 
no different in this case. What 
was different was the extraor-
dinary significance of the law 
being overturned. In essence, the 
appellate judges were saying that 
“the standard of care now has 
nothing to do with what peers 
ordinarily do. Now it’s what you 
should have done based on what 
happened because you didn’t do 
what you should have done, even 
though you weren’t supposed to 
do it and even though you had 
no way of knowing what was 
going to happen before you did 
what you did.” With a ruling like 
that, plaintiff’s lawyers and their 
asocial/aprofessional hired-gun 
experts could bring injustice to 
just about every engineer in  
private practice and bleed them 
and their PL insurers dry. Now 
the good news.

The Supreme Court of the 
State of Illinois overturned the 
appellate-court decision. It said 
that the defendant engineer’s 
responsibility was to follow the 
standard of care with respect 
to its bridge-deck-replacement 
services – explicitly identified via 
the contract’s scope of services 
– and not the standard of care 
that would have applied had the 
contract required the engineer to 

improve the bridge deck through 
a total redesign. To quote from 
the decision:

As the appellate court dissent 
stated, the majority’s hold-
ing, that there is a question 
of fact whether defendants’ 
standard of care included a 
duty to investigate the need 
for an improved median bar-
rier, imposes an obligation on 
defendants that is not pro-
vided for in the contract…. 
The imposition of this duty is 
contrary to well-settled law, 
which provides that a court 
cannot alter, change or modify 
existing terms of a contract, or 
add new terms or conditions 
to which the parties do not 
appear to have assented…. 
The parties easily could have 
included a provision in the
contract requiring defendants 
to improve the bridge deck to 
include a Jersey barrier, but 
they did not. The appellate 
court therefore erred in holding 
that, based upon the standard 
of care clause in defendants’ 
contract, there was a question 
of fact whether defendants 
owed a duty to consider and 
design a Jersey barrier….  
The trial court in this case  
correctly found that defen-
dants’ duty to plaintiff, and 
the scope of that duty, was 
circumscribed by the terms 
of defendants’ contract…, 
which did not require defen-
dants to consider and design 
an improved median barrier. 
Because defendants owed no 
duty to plaintiff to consider and 
design an improved median 
barrier, the trial court properly 
granted summary judgment 
in favor of defendants. The 
appellate court, therefore, 
erred in reversing the judgment 
of the trial court.

If you’d like a copy of the decision 
in this matter, send your request  
to info@asfe.org.

 FROM THE BENCH
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ASFE’s Business Practices Committee conducts  
business roundtable discussions at each Fall Meeting. 
Participants readily agree that the ability to choose 
topics from a well-considered menu and to participate 
in two sessions were extremely valuable benefits of 
themselves. Having a knowledgeable facilitator at each 
table was also highly effective. But most important – the 
source whence participants discovered the BIG value – 
was the openness and frankness of the discussion, and 
– as ever – ASFE-Member Firm representatives’ willing-
ness to share information to help one another improve. 

Roundtable participants chose from seven topics at  
the October 2012 meeting in Portland, Oregon:  
•	 “Strategies for Selling Value through Exceptional 

Client Service,”
•	 “Leadership Development,”
•	 “Financial Management,”
•	 “Public-Private Partnership and Design-Build Projects,”
•	 “Internal-Communication Enhancement,”
•	 “Business Expansion,” and
•	 “Project Management.”

At the Fall Meeting in Phoenix, Arizona (October 2011),  
the topics were:
•	 “Leadership Development,”
•	 “Financial Management,”
•	 “Health and Safety,”
•	 “Implementing Change,”
•	 “Increasing Productivity,” and
•	 “Enhancing the Image of Geoprofessionals.”

The summaries of discussions (which include differ-
ing points of view) are available at http://www.asfe.
org/index.cfm?pid=11672. Just to give you a taste of 
the gems that are yours for the reading, consider this 
excerpted summary of Leadership Development  
from the Phoenix get-together:

Leadership is…
•	 Generally defined as “the ability to lead others.”
•	 Leaders inspire people to do more.
•	 Philosophy: “Lead yourself. Lead your team. Lead 

your company.”
•	 Managers do things right. Leaders do the right things. 
•	 Leaders invest time outside work limits (community/

professional activities).

Identifying Leaders…
•	 Leaders need to be identified by those above them; 

not self-selected. 
•	 Leadership traits and capability should be evaluated 

as part of the selection/hiring process. 
•	 Develop a “rising-star list” to identify candidates.
•	 Develop standard criteria to identify minimum  

qualifications and characteristics.
•	 We have a formal process to identify leaders  

whom we then direct into an assessment and  
development program.

•	 A formal program is not necessary; cream rises  
to the top.

•	 Leadership candidates tend to come from  
operations and marketing.

•	 Look for leaders in all job categories: client  
leadership, technical, administrative.

•	 When you promote one person, you often need to 
promote others to fill vacated positions. Consider 
two to three people for each need.

•	 Entire staff goes through a 360° program to help 
identify potential leaders.

•	 Not all will be leaders. Assessments and completion 
of follow-up goals dictate who really wants to  
step up.

•	 Concern over having the new generations taking  
on more responsibility; don’t think we have the  
personnel inside.

•	 Identify potential leaders and place them on  
committees; watch who emerges.

•	 Mentoring, leading, and consulting are the traits  
we track to identify leaders.

•	 Writing skills are important in new leaders.
•	 Leadership-defining moments/traits can be identified 

and directed to personnel files.
•	 Leadership assessment program (corporate  

psychologist assistance).
•	 Management Action Program includes 360°  

development opportunity vs. performance  
opportunity.

•	 Based on their interaction with others, learn if pro-
spective leaders are energy-givers or energy-takers. 

There’s much, much more to this, including a discus-
sion of leadership-development programs, suggested 
reading, and “other.” Take a look at these excellent 
resources! Plan to participate!

Gems of Business Wisdom Are Yours for the Asking

 YOU’VE JUST GOT TO BE KIDDING

No kidding, you’ve just got to view this amazing time-lapse video, because it shows something just  
about unimaginable: The erection of a prefabricated, 170,000-square-foot, 30-story hotel in 360 hours.  
http://www.youtube.com/watch?v=Hdpf-MQM9vY&feature=player_embedded

http://www.asfe.org/index.cfm?pid=11672
http://www.asfe.org/index.cfm?pid=11672
http://www.youtube.com/watch?v=Hdpf-MQM9vY&feature=player_embedded
http://www.youtube.com/watch?v=Hdpf-MQM9vY&feature=player_embedded
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ASFE2: A Social Forum for Everyone in ASFE  
provides fun, multimedia guidance on how to navigate 
and take advantage of opportunities in the fast-growing 
world of social networking. This newest resource comes 

to you direct from the New Leaders’ Committee and the 
Education Committee. Click here (http://www.asfe.org/
index.cfm?pid=12828) to check out the first installment 
about joining ASFE’s LinkedIn group.

ASFE Launches ASFE-Squared

 HUMAN RESOURCES

Although some may have you 
believe otherwise, “managing 
Millennials” is not an oxymoron. 
You just need to know how to do 
it, especially when you need to 
offer guidance on how they can 
improve. Consider the following 
suggestions for providing effective 
feedback. 

1. Balance negatives and posi-
tives. Don’t tell Millennials what 
they are doing wrong unless 
you also tell them what they are 
doing right. They want to be con-
sidered valuable and valued, so 
emphasize how they contribute 
and how, by making just a few 
changes, they can contribute 
even more.

2. Be specific about behavior. 
Boomers often approach prob-
lems holistically or theoretically. 
Millennials find that approach 
vague and confusing. They’d 
far prefer to focus on behavioral 
dos and don’ts. For that reason, 
try offering detailed instructions 
about how the Millennial can 
adjust behavior to improve per-
formance. 

3. Seek suggestions. Millennials 
tend to respond well to having 
their input sought and valued, 
even in a conversation about 
their need to improve their  
performance. Rather than 
instructing them in a “do-this-
not-that” manner, identify  

the problem as you see it and 
ask them to develop some  
constructive suggestions. They’re 
far more apt to make things  
better when they feel they are 
part of the solution rather than 
part of the problem.

4. Follow up. Work with your 
Millennials to develop a spe-
cific plan for implementing the 
changes; establish measurable 
benchmarks. Check in at  
regular intervals to ensure  
the Millennials are on track. 
When they are, and when you 
see specific improvements as 
a result, let them know you 
noticed; give positive feedback 
on the spot.

Most of the wines we review  
are red “value” wines; i.e., red 
wines that generally garner  
90-plus points from Wine 
Advocate and Wine Spectator; 
pass the rigorous ASFE tasting-
team taste test; and sell for $25 
or less, preferably a lot less. So 
now we’re recommending as a 
routine wine buy wines that, by 
comparison, are a wee bit expen-
sive, but easily among the best 
values we have reviewed in years; 
they’re that good. We’re talking 
about the wines of Walter Hansel 
and Hansel Family Vineyards 
(http://walterhanselwinery.com/). 
We were alerted to the wine 
when a wino-friend called as he 
was leaving the tasting room, 
saying that not buying the wine 

was not an option. We ordered 
a mixed case specifically so we 
could report to you. The report’s 
executive summary? “WOW!” 
The pinot noirs are among the 
best we’ve tasted. The Walter 
Hansel we’re tasting as we write 
is The South Slope Vineyard 
2009. The dark fruit seesaws 
between cherry and raspberry; 
it feels nice in the mouth (“good 
mouth-feel” is Parker’s coinage), 
and the taste lingers long after 
you’ve swallowed. Cuvee Alyce 
2009, Cahill Lane 2009, and 
North Slope 2009 are the oth-
ers we’ve sampled, and they’re 
even better. Parker rates the 
four up to 96 points. That’s the 
kind of acknowledgement that 
usually means the wines sell for 

$80-$120 a bottle. And truth be 
told, if that were the sell price of 
these wines, we’d have to say – 
no question – “They’re worth it, 
but we can’t afford it.” But these 
wines sell for $35-$40 direct 
from the winery, over the phone. 
We guarantee (but nonbindingly) 
you’ll absolutely love them. This 
just in: Bordeaux makes great 
wines but they can be pricey, 
especially in a good vintage year 
like 2009. If you like a cabernet-
sauvignon-based Bordeaux, or if 
you just like good cabs, you must 
try the 2009 La Tour St Bonnet. 
It’s a big wine from the Medoc, 
bursting with dark-red fruit. It’s 
rated as high as 90 points. It 
will last for ten years. It’s about 
$12.50/bottle.

 GRAPE PRESS

http://www.asfe.org/index.cfm?pid=12828
http://www.asfe.org/index.cfm?pid=12828
http://www.asfe.org/index.cfm?pid=12828
http://walterhanselwinery.com/
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 NEW MEMBERS

What a diverse group of new 
members! New ASFE-Member 
Firms. A new Consultant Member. 
A new Government Member.  
New Faculty Members. And 
almost 80 new Student Members. 
Welcome to the ASFE community 
one and all! 

Aspect Consulting, LLC provides 
earth-science and engineering 
services with a focus on water 
resources, environmental ser-
vices, geological and geotechni-
cal engineering, and information 
management. The firm’s client 
mix includes public agencies as 
well as private-sector, industrial, 
and commercial entities. Doug 
Hillman, LHG is the firm’s prin-
cipal hydrogeologist. (Aspect 
Consulting, LLC / 401 Second 
Avenue South / Suite 201 / 
Seattle, WA  98104 / tel: 206/ 
328-7443 / fax: 206/838-5853 / 
www.aspectconsulting.com)

Drash Consultants, LLC pro-
vides geotechnical engineering, 
forensic engineering, foundation 
design, construction-materials 
engineering and testing, and envi-
ronmental consulting. Long-time 
ASFE member Chester J. Drash, 
P.E. is the firm’s executive vice 
president and senior principal. 
(Drash Consultants, LLC / 1045 
Central Parkway North / Suite 103 
/ San Antonio, TX  78232 / tel: 
210/340-5004 / fax: 210/340-5009 
/ cdrash@drashconsultants.com)

Kumar & Associates, Inc. pro-
vides geotechnical-engineering, 
environmental-sciences, engi-
neering-geology, construction-
materials engineering-and-testing 
services for land development, 
transportation, water-resources, 
and mining projects. The firm also 
provides forensic engineering and 
expert opinions for geotechnical-
engineering projects. Alan F. 
Claybourn, P.E. is a principal  
and senior consultant at the  
firm. (Kumar & Associates, Inc. / 

2390 South Lipan Street /  
Denver, CO 80223 / tel: 303/742-
9700 / fax: 303/742-9666 /  
www.kumarusa.com)

Our newest Government 
Member is Jack A. Touseull, 
P.E., P.E.G., P.G., a geological 
engineer and geotechnical spe-
cialist in the Denver office of the 
U.S. Bureau of Reclamation. Jack 
concentrates on geotechnical-
related activities for all types of 
dams, powerhouses, and related 
water-conveyance structures 
involving both new construc-
tion and rehabilitation of existing 
structures. (Denver Federal Center 
/ Building 67 / P.O Box 25007 / 
Mail Code 86-68312 / Denver, CO 
80225 / tel: 303/445-2346 / fax: 
303/445-6472)

D. Frank Wright, Esq., has joined 
ASFE as a Consultant Member. 
A shareholder of Wright, Fulford, 
Moorehead & Brown, P.A., Frank 
has practiced construction litiga-
tion since graduating from law 
school in 1996. He has represent-
ed architects, engineers, manag-
ing general constructors and  
subconstructors, suppliers, and 
owners in all facets of construc-
tion litigation, including construc-
tion defects, delay claims,  
breach-of-contract disputes, 
contract negotiations, account 
collections, liens, and bid pro-
tests/disputes. (Wright, Fulford, 
Moorehead & Brown, P.A. / (505 
Maitland Avenue / Alamonte 
Springs, FL  32701 / tel: 407/425-
0234 / fax: 407/425-0260)

Bruce E. Beverly, P.E., F.ASCE 
has joined ASFE as one of our 
newest Faculty Members. 
Previously president, chief execu-
tive officer, and chair of the board 
of directors of Haley & Aldrich, 
Inc., Bruce is now an adjunct 
professor within the Department 
of Civil and Environmental 
Engineering at Worcester 
Polytechnic Institute (WPI) teach-

ing topics related to professional 
practice and the professional- 
services business. Bruce also 
does part-time consulting with a 
small number of selected clients 
and serves as a board advisor to 
an Ohio-headquartered engineer-
ing and testing firm. (12 Lorna 
Drive / Auburn, MA  01501 /  
tel: 508/612-7805)

John E. Lens, P.E. also joins 
ASFE as a Faculty Member. 
John is a lecturer in civil engineer-
ing at the University of Vermont 
School of Engineering. He has 
been involved in ASFE programs 
beginning in 1983 when he joined 
Goldberg-Zoino and Associates 
(now GZA GeoEnvironmental) and 
then as a principal at GeoDesign, 
Inc. from 1995 through 2010. 
(UVM School of Engineering / 
239 Votey Hall / 33 Colchester 
Avenue / Burlington, VT 05405 / 
tel: 802/656-8616)

Welcome new Student 
Members from the University of 
Vermont School of Engineering! 

Ian Adams, 
Genevieve Anthony, 
Danielle Bassignani, 
Robert Calderon, 
Mollie Caliri, 
Reed Case, 
Alex Centofranchi, 
William Chandler, 
Tyler Cofelice, 
James Coolidge, 
Shawn Cunningham,
Kasey Cybulak, 
Jesse Danner, 
Nicholas deMontigny, 
Eric Denardo, 
Sebastian Downs, 
Margaret Duffy, 
Whitney Dumville, 
Ryan Dwosh, 
Patrick Flaherty, 
Michael Gifford, 
Travis Gingras, 
Timothy Glassberg, 
Ross Golde,  

 continued on page 9

http://www.aspectconsulting.com
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 NEW MEMBERS ...continued from page 8

Scott Goodwin, 
William Greenwood, 
William Hayden, 
Blake Isaacs, 
Benjamin Joslin,
Joshua Kline, 
Olivia Lincoln, 
Eric Mackin, 
Hannah Maloy, 
Timothy Manahan, 
David Marsee, 
Matthew Matuszewski, 
Joshua Maxfield, 
Susan Molzon, 
Claire Musser, 
Garrett Organek, 
Colter Peterson, 
Kelsi Record, 
Brian Ribbans, 
Nathaniel Robeson, 

Ian Robison, 
Nichole Rogers, 
Odanis Rosario, 
Chandler Smith, 
Erik Soderstrom, 
Richard Sughrue, 
Mitchell Switzer, 
Danielle Sylvia, 
Yao Tan, 
Lindsay Taylor, 
Daniel Thomas, 
James Thorne, 
Jonathan Watroba, 
Michael Webb, 
Ryan Wetzel, 
Danylo Whalen, 
Justin Whipple, 
Joseph White, 
Christopher Wismann, and 
Robert Worley II.

Welcome New Student 
Members from Worcester 
Polytechnic Institute!  

Corey Alemian, 
Ekaterina Atanasova, 
Michael Baker, 
Sarah Bertin, 
Amanda Bowden, 
Nicholas Catano, 
John Flannagan, 
Hajar Jafferji, 
Sean Serra, 
Alyson Stuer, 
Kevin Tongue,
Ucher Szczepan, 
Samantha Varnerin, 
Kyle Warren, and 
Lu Zhao.

Minot, ND. Home to a major intercontinental bal-
listic-missile base. Home of Minot Air Force Base. 
Devastated by last year’s Souris River flood, with huge 
amounts of demolition and rebuilding still required. 
Aware that a new levee system needs to be designed 
and constructed. And, since 2008, struggling to keep 
pace with the housing, infrastructure, and related 
demands imposed by frantic development of the  
four-billion-barrel Bakken shale formation. (Williston,  
ND is actually closer to the state’s oil patch, but its  
population has already doubled and it cannot handle 
any more growth; Minot can.) Housing, which was 
scarce in Minot before the flood, is now scarcer still; 
the flood destroyed more than 4,000 homes. Many 
people are still living in temporary housing, but the 
need is being addressed: The value of building permits 
issued in 2011 – $204 million – was double that of 

permits issued the year before. Quoted by Engineering 
News-Record, legal counsel for Sen. John Hoeven 
(R-ND) said, “There is enormous demand for construc-
tion and engineering services in North Dakota.” In 
Washington, Hoeven said he would work over the long 
term to ensure North Dakota gets federal aid to build 
flood-protection systems. Already, more than $500 
million has been allocated for road repair and improve-
ments. Coincidently, Minot Air Force Base is spending 
$134 million for upgrades, and hundreds of homes 
are being razed to make way for new developments. 
New developments mean new infrastructure needs, all 
of which increase work-force demands on an insuffi-
cient supply. Not surprisingly, short-term scarcities are 
increasing along with the price of just about everything. 
Fortunately, the state of North Dakota is running a  
budget surplus. How do you spell opportunity? ND.

“Knock. Knock. It’s Opportunity.” “Just a Minot.”

THOUGHT FOR THE ISSUE

Q: What happens to a load of concrete that’s rejected by an ASFE-Member 
Firm’s CoMET field representative? A: It’s taken to the closest project 
where quality-focused CoMET field representatives are not available.  
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 EDITORIAL

This editorial relates solely 
the opinion of the editor. Your 
response is encouraged. 

I am so tired of hearing about 
“work/life balance.” Who comes 
up with this stuff? The word  
“balance” implies a balance 
beam; a teeter-totter. So on one 
side is work and on the other  
side is…life? Of course not. If you 
really want to balance “work,” 
you’ve got to use an opposing 
force. In other words, those who 
jabber on about work/life balance 
should really be thinking and talk-
ing about “work/play balance.” 
And when they do that, they’ll 
finally start to put the whole thing 
into its proper perspective. 

Face it: Work is not fun. If it were 
fun, it wouldn’t be called work. 
It’s not doing something you love 
to do, or want to do, or even like 
to do. It’s work. It’s a four-letter 
word. It’s the drudgery you have 
to do to earn the money you need 
to live on and, occasionally, have 
fun, by playing.

Playing is having a good time. 
Maybe it’s playing tennis or golf 
or video games. Or maybe it’s 
striving for a personal objective 
of some kind, which is what most 
people do when they play tennis 
or golf or video games. And what 
some people are lucky enough 
to be able to do through their 
jobs, thus turning those jobs into 
careers with a purpose, elevating 
them way, way beyond “work.”  

So what’s work/play balance all 
about? It’s all about bringing play 
into work and work into play. 
Starting with the former, it means 
making work fun, thus turning it 
into something other than work. 
Having an objective to strive for 
is just one way of doing that; of 
making each “workday” a person-
al, purposeful challenge; another 
step or series of steps forward; 
progress. That’s exciting stuff. It 

can also mean occasional goofi-
ness in the office, or a staff outing 
of some kind, or any one of who-
knows-how-many opportunities 
to make what you do for a living 
genuinely enjoyable.  

But what’s this stuff about inject-
ing work into play? Let’s say, for 
the sake of discussion, that your 
work really is work; little more 
than digging ditches using a com-
puter instead of a shovel, and 
you hate it. Being a highly edu-
cated geoprofessional, you need 
to have some kind of play outlet 
(each person can have many, 
after all) that gives your life mean-
ing. And chances are you already 
have that outlet; that passion. 
Let’s say it’s tennis, or golf, or 
video games. How about injecting 
a bit more work into it by teaching 
those less fortunate how to play 
or play better? You can find that 
outlet easily enough by getting 
involved with an existing organ-
ization like Boy Scouts or Girl 
Scouts, or Boys’ and Girls’ Clubs 
of America, or Catholic Charities, 
or any one of hundreds of others 
likely to exist in your community, 
to help achieve their vision of a 
better world. Or you might even 
want to create a program of your 
own; one that you, your firm, your 
coworkers, and your colleagues 
can get behind. That’s what hap-
pened in Tuscaloosa, AL, when 
Dean McClure – CEO of TTL, 
Inc. – started his extraordinarily 
successful Accelerated Reader 
Recognition program. The model 
that the Engineers’ Leadership 
Foundation used to create its 
Engineering Better Readers pro-
gram, Dean’s program is aimed at 
elementary schools in disadvan-
taged areas of each community 
where TTL has an office. The 
program encourages hundreds 
of first-through-six-grade kids 
to read, is personally fulfilling for 
everyone involved, and gets loads 
of well-deserved good press for 
TTL. Or maybe, because you like 

to fish, you start a program to 
clean up a potential trout habitat, 
and wind up restoring a com-
munity, physically and spiritually. 
That’s what Barry Thacker, P.E. 
of Knoxville’s GeoEnvironmental 
Associates did, and he wound 
up testifying about his efforts 
before the Democratic National 
Convention Platform Committee...
and he’s a Republican! Sure, 
you have to work at it, but is it 
really “work work”? Not, I submit, 
when you see kids taking books 
out of the library at a rate more 
than 60% above normal. And not 
when a ten-year-old boy from 
Appalachia, when asked if he’d 
like to be an environmental scien-
tist when he grows up, responds, 
“Nope. I want to be an engineer 
just like Barry”…and, thanks to 
Barry’s efforts, that boy has a 
solid chance of realizing his  
ambition.

Maybe taking your play to the 
community is not “play play” in 
the traditional sense, but you get 
so much out of it, all in the form 
of psychic income, it’s certainly 
not “work work.” And guess what 
else: When you keep at it, sooner 
or later what you bring to the 
table gets recognized by others 
and you will become part of the 
community’s leadership commu-
nity, just like Dean and Barry, on a 
first-name basis with any number 
of people who inhabit the C levels 
of their organizations: the CEOs, 
COOs, CFOs, CMOs, et al. of the 
community’s industrial, commer-
cial, educational, religious, and 
governmental organizations. And 
then you become what’s called – 
and rightfully so – a “player.” And 
by being able to play on the job…
you’ve got it made. That’s real 
balance!

You can’t do that work/play-play/
work stuff all the time, of course: 
You also need to spend time with 
your family, meaning you need to 

 continued on page 11
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The average starting salary of 2011 college grads? 
$41,701, 2.3% more than 2010 graduates’, according  
to the Winter 2012 Salary Survey report published  
by the National Association of Colleges and  
Employers (NACE). Graduates in the engineering  
and computer-science disciplines fared best in terms  
of overall average starting salary: engineering  
graduates $61,872 (up 1.5 percent over the 2010  
average); computer-science majors $60,594, up  
4.1% over the 2010 average. Overall average salaries 
by discipline:          

Among 2011 Grads, Engineers Can Say, “We’re No. 1”
Discipline  2010 Avg.  1011 Avg. 
Group  Salary Salary  % Change
 
Business $46,378 $48,144 3.8%
Communications $38,450 $39,577 2.9%
Computer Science $58,229 $60,594 4.1%
Education $37,040 $37,830 2.1%
Engineering $60,971 $61,872 1.5%
Health Sciences $44,451 $44,955 1.1%
Humanities and 
   Social Sciences $34,856 $35,503 1.9%
Math and Sciences      $39,749 $40,204 1.1%

What do you call a road warrior 
whose smart phone or laptop runs 
out of power? A very upset individ-
ual. Avoid that situation by using 
less power, getting more power,  
or charging while you drive.

Use less power. A device uses 
a lot of power whenever it sends 
or retrieves data from the Internet 
or through GPS. Accordingly, you 
can reduce the battery drain by 
adjusting related settings; e.g., 
by disabling automatic e-mail 
retrieval and applications that 
automatically update, and by turn-
ing off your GPS when you don’t 
need navigation or location-based 
apps like Google Maps. Lighting 
the screen and keeping it illumi-
nated also use a lot of power. 
Consider dimming the screen 
and/or reducing screen lighting’s 
on time. For best results, install 
a free battery-management app 
like BatteryDoctor. It will tell you 

exactly which apps are draining 
the most power. 
 
Get more power. If you’re one of 
those for whom turning off apps is 
utterly unacceptable, you’ll have 
to take more power with you. 
Just Google “portable batteries” 
to locate dozens of devices and 
providers. Something like RFA 
Brands’ myCharge provides uni-
versal extended-life batteries that 
are compatible with smart phones, 
tablets, and e-readers. The unit 
plugs into most any device via 
micro USB, mini USB, or Apple 
connector. Snap-on batteries also 
work. Something like Mophie’s 
Juice Pack is an external iPhone 
battery that also functions as a 
protective iPhone case. PowerSkin 
by XPAL Power does much the 
same for Android devices.
 
If you worry about more than your 
smart phone, you might want to 

consider a Powerbag backpack 
whose built-in battery can charge 
up to four mobile devices at a 
time. You could also consider 
something like a Voltaic Systems 
solar backpack that’s able to 
charge a tablet. 

Charge while you drive.  
USB adapters for charging  
devices from your vehicle’s  
power outlet are available for  
less than $20. Use them with 
caution! Most cars’ electronic 
systems put out a continuous 
charge that can overheat and 
possibly destroy a device,  
especially if you leave it  
plugged in long after the device 
has been fully charged. In  
addition, remember to unplug 
your device before starting your 
vehicle’s engine and before  
turning it off. Either event can 
significantly drain the device’s 
battery.

 ROAD WARRIOR

 EDITORIAL ...continued from page 10

find personal-time/family-time  
balance. That’s when you talk 
with one another, play with one 
another, go on trips together, 
worship together, and do who-
knows-what-else as a family,  
to reap the rewards that only 

being a family can provide. But 
don’t confuse family time with  
life, because life offers more 
than that, in the way of personal 
development, something you can 
achieve at work by playing more, 
and at play by working more.  

And finding that balance can be 
a sure path to social leadership; 
something you can do for your-
self, the organization that employs 
you, and your profession.

It’s about time.

http://itunes.apple.com/us/app/battery-doctor-pro-max-your/id340171033?mt=8
http://www.mychargepower.com/universal-extended-batteries.html
http://www.entrepreneur.com/article/222763##
http://www.mophie.com/mophie-juice-pack-air-iPhone-4-battery-case-p/1145_jpa-ip4-blk.html
http://power-skin.com/
http://www.mypowerbag.com/
http://www.voltaicsystems.com/


•	 employee engagement, 
•	 successful ownership transition: critical-path  

decisions,
•	 the benefits of developing a creative/innovative  

culture in your firm, 
•	 developing the firm’s future leaders, 
•	 the Davis-Bacon Act: what’s new, and
•	 the construction of Mickey’s hat,
just to name a few! Remember, this is the meeting  

where we install the new Board of Directors and  
give our thanks to those rotating off after donating  
100s of volunteered hours to benefit us all. We’ll also 
have plenty of valuable networking opportunities,  
two ice-breaker receptions, exhibits provided by our 
meeting sponsors, and the ever-popular ASFE Wine 
Tasting with John. Go on-line now to reserve your  
spot. Rumor has it this is going to be one of our most 
popular meetings in years (and that’s saying something!). 

Great Meeting on Tap in Orlando ...continued from page 1

created a new name for the former: Fund for the 
Future. And what a future it can be, as long as we’re 
willing to work to achieve it. To collect stories that  
illustrate how wise selection and deployment of geo-
professionals save time, save money, and lower risk.  
To put the stories into action via PowerPoint presenta-
tions, magazine articles, news releases, advertisements, 
and other media. To tell our story on person-to-person, 
firm-to-firm, and organization-to-organization levels.   

Right now, we need financial support to jump-start  
our efforts, in part to increase the size of ASFE so 
we have the additional financial, media, and human 
resources needed to prime the pump and so create  
a self-perpetuating flow. Those who have pledged  
their assistance so far are, for the most part, paying 
four years’ worth of dues during the three fiscal  
years spanning 2011-2014. Some are paying or  
have already paid more. 

We all owe a huge debt of thanks to those who have 
rolled up their sleeves for ASFE over the years; who 
have contributed their time, talent, and enthusiasm for 
the betterment of the organization and those – many of 
them competitors – who comprise it. That’s what has 
gotten us to where we are and what we’ll need so much 
to get us to where we’re headed. We all owe thanks, 
too, to those who have also dug into their wallets, our 
economic malaise notwithstanding, to fund the future. 
They are: 
 
ASFE-Member Firms
Active Environmental Services, Inc.
AMEC Environment & Infrastructure
Anderson Engineering, Inc.
Blackburn Consulting
BSK Associates
Creative Engineering Options, Inc.
DiGioia, Gray & Associates, LLC
Dr. Clarence W. Welti, P.E., P.C.
EARTH SYSTEMS, Inc.
French & Parello Associates, P.A.
GAI Consultants, Inc.
GEI Consultants, Inc.

GeoEngineers, Inc.
Geotechnical Consultants, Inc.
Geotechnical Services, Inc.
Geotechnology, Inc.
Haley & Aldrich, Inc.
Hirata & Associates, Inc.
Hultgren-Tillis Engineers
Jeffers Engineering Services, LLC
Kleinfelder
Klohn Crippen Berger Ltd.
LAN Associates Engineering Planning Architecture 

Surveying Inc.
L. Edward Wilson and Associates, Inc.
Lourie Consultants
Northern Geotechnical Engineering – Terra Firma 

Testing
NTH Consultants, Ltd.
Padre Associates, Inc.
Paradigm Consultants, Inc.
Richard T. Reynolds, P.E., Consulting Geotechnical 

Engineer
S&ME, Inc.
Sanborn, Head & Associates, Inc.
Schnabel Engineering, Inc.
SCI Engineering, Inc.
Shannon & Wilson, Inc.
Shepardson Engineering Associates, Inc.
Soils Engineering, Inc.
Soils & Engineering Services, Inc.
Soil and Materials Engineers, Inc.
Strata, Inc.
Synchropile, Inc.
Targus Associates, LLC
Terracon
TTL, Inc.
 
Consultant Members
Lee R. James, CPA, CMC, CBI (Lee James & 

Associates)
Gerald J. Salontai, P.E. (Salontai Consulting Group, LLC)
Terry Scanlan, Esq. (Skellenger Bender)
 
Faculty Member
Dr. Charles C. Ladd (MIT)

“Foundation for the Future” Now “Fund for the Future” ...continued from page 1
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http://www.asfe.org/index.cfm?cdid=11683&pid=10466
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former new leaders are now just leaders, serving on  
the ASFE Board of Directors and chairing or otherwise 
lending vital support to the committees they’re  
with. In lauding the Class of 2007, ASFE President  
David R. Gaboury, P.E. (Terracon) noted, “We extend 
our thanks to each of you, the inaugural New Leaders 
Class of 2007, for your inspiration, dedication, and hard 
work. What started out as a one-time meeting of talented 
young individuals has blossomed into a very successful 
program beyond any ASFE Board’s expectations! The 
pioneering New Leaders Class of 2007 did what its  
name implies, Lead! You helped further the mission of 
ASFE in all of your activities. The Board thanks you.”

The New Leaders Class of 2012 came into being  
at a day-long session on Friday morning of the  
Winter Leadership Conference, facilitated by  
Past President James K. “Jim” Johnston, P.E. 
(Birdsall Services Group). By the end of the  
day, the New Leaders had drafted their  
Committee’s goals and objectives for the  
2012-13 fiscal year and elected its leaders:  
Chair Julie A. Griffin, P.E. (Kleinfelder) and  
Vice Chairs Belinda Butler-Veytia (URS Corporation) 
and Benjamin D. “Ben” Crawford, P.E., G.E. 
(Blackburn Consulting, Inc.). 

Out with the Old New, in with the New New ...continued from page 1
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Organizations need to be more committed and engaged 
to enhance the value they derive from transferring learn-
ing to the workplace. That’s the conclusion of Applying 
Training and Transferring Learning to the Workplace: 
How To Turn Hope into Reality, a just-released ESI 
International study that highlights key weaknesses in 
on-the-job application of learning, including: inadequate 
manager support and lack of trainee preparation, effec-
tive incentives, and effective program design and mea-
surement. More than 3,000 government and commercial 
training-related managers responded to the survey. 

According to ESI’s Raed S. Haddad, “The study points 
out some striking contradictions in how well organiza-
tions think they transfer learning and the lack of proof to 
back up their estimate of learning transfer or on-the-job 
application. Client experience shows us that organiza-
tions often fail to establish success criteria or identify 
expectations for learning engagements. This is a  
key pre-training strategy in order to measure trainee 
performance against agreed upon standards.”

Key study findings included:
•	 The top three strategies indicated as the most 

important for the transfer of learning are: (1) trainees 
have the time, resources, and responsibility to apply 
learning (30%); (2) manager support (23.8%); and  
(3) the instruction approach simulates the actual 
work environment (21.8%).

•	 While two-thirds of respondents estimate that they 
apply more than 25% of training knowledge back 
on-the-job, they have little proof. Almost 60% say 
the primary method for measuring this estimate 
is either informal/anecdotal feedback or “simply a 
guess.”   

•	 Sixty percent of those surveyed indicate that they 
lack a systematic approach to preparing a trainee  
to apply on-the-job learning.  

•	 When asked what specific rewards motivate trainees, 
almost 60% said the “possibility of more responsibil-

ity,” followed closely by an impact on their HR/ 
performance review. Only 20% indicated that  
financial rewards or other incentives were involved.  

•	 When it comes to post-learning tools and programs 
to help trainees recall and apply what they’ve 
learned, survey responses indicate a varied mixture 
of tactics, including:
–  post-course discussions with the manager/ 

team leader,
–  on-the-job tools,
–  informal support like social networks or on-line 

forums, and
–  practice communities such as peer groups/

coaching. 
•	 Sixty-three percent said managers formally endorse 

the program; only 23% percent of managers hold 
more formal pre- and post-training discussions.

When asked to share specific learning-transfer tactics 
and identify best practices, respondents instead  
identified a to-do list:
•	 incorporate real projects in the training and make it 

more relevant,
•	 conduct more training and/or better marketing and 

communication about what exists,
•	 communicate a transparent measurement strategy,
•	 establish change management guidelines, and 
•	 increase managers’ involvement before and after 

training.

“Employees need to know that the application of  
learning is a priority for management,”  Haddad said. 
“This can be shown by aligning training with company 
strategy, motivating employees by setting expectations 
beforehand, and through incentives and sharing  
post-training reports on employee success or failure  
in applying what they learned.” 

For a free copy of the full ESI study, visit  
www.esi-intl.com/learningtransfer. 

Study Finds Serious Inadequacies in Employee Training

http://www.esi-intl.com/learningtransfer
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 PROFESSIONAL SELLING

Selling professional services is 
different from selling products. 
People can look at, touch,  
and otherwise poke, prod, test, 
and evaluate a product before 
they decide to buy. And while 
whom they buy it from may be 
important, the fact is that the 
product itself usually takes pri-
macy. Not so with professional 
services, where the decision to 
buy must be made before the 
service can be evaluated. So 
what does the client representa-
tive really buy? In a word, YOU. 

If the buyer likes you and trusts 
you, in part because you make 
the individual feel important to 
you, the sale is yours. So, what 
do you do to make the person 
feel important to you? We can 
tell you one thing you shouldn’t 
do, and that’s have your cell-
phone number printed on your 
business card. What does the 
card say about you to a prospec-
tive-client rep when your cell-
phone number is printed on it? It 
says, “I don’t care who you are. 
Call me any time of day or night. 

I don’t care. I don’t have a life.” 
Now imagine a situation where 
you take your card without a  
cell-phone number on it and 
write your cell-phone number on 
the back of the card just before 
you give it to the prospective-
client rep. What does the card 
say? It says, “Here’s my private 
number. Call me when you need 
me to help. You’re important to 
me.” Especially when it comes  
to relational sales, little things 
don’t mean “a lot.” They mean 
everything.

Pennsylvania has long been home to a traditional joint-
and-several-liability law (42 Pa. Cons. Stat. § 7102(b)) 
that made every multiple-party-lawsuit defendant 
potentially liable for 100% of damages; a situation that 
would arise when they were the only defendant with  

the means to pay and they were at least 1% at  
fault. Under the new “Fair Share Act,” a defendant 
determined to be less than 60% at fault would pay no 
more than its share of the damages awarded by the 
trier of fact. Next on tap for the state: The 21st century. 

Pennsylvania Enters 20th Century;  
Eliminates Joint-and-Several-Liability Law

A survey of more than 500 U.S.-, small-business IT 
managers reveals that 93% of their companies have 
selected IT solutions based more on price than qual-
ity, causing 89% of those companies to experience 
IT-related problems, in particular: low-performing  
hardware (46%), out-of-date hardware (37%), and 
unreliable hardware (23%), all of which have cost far, 
far more than whatever savings they provided, given 
their drag on productivity. Conducted by Wakefield 
Research, the HP-sponsored survey also revealed:
•	 Computer processing speed (35%) and reliability 

(19%) are the most-needed computer improvements.
•	 IT managers recommend solving common concerns 

by upgrading to newer, better-quality components 
(29%), investing more money in IT systems (21%), 
and spending more time researching the best  
solutions (13%). 

•	 Planning their company’s IT strategy is a better use 
of IT managers’ time (41%) than hardware support 
(11%). 

•	 One-fifth of IT managers said their biggest computer 
problem is inadequate vendor support. 

Survey Reveals IT Managers’ Computer Issues

A National Chiao Tung University research team has 
developed fiber-grating water-pressure and ground-
movement sensor technology to predict slope-collapse 
probability and the resulting amounts of sediment that 
would flow to reservoirs.

As reported in Taiwan Today, the research team 
used fiber Bragg grating (FBG) as the core sensor 
component, then installed the sensors in the ground 
to carry out automatic monitoring of water pressure 

and displacement distribution. According to team 
leader Huang An-bin, a professor in the university’s 
Department of Civil Engineering, the team used this 
technology to simulate conditions in the Shihmen 
Reservoir catchment area during Typhoon Krosa in 
2007 and the result matched actual slope collapse  
and sediment volume with an accuracy of  
98.7%. “The technology could be of assistance in  
precautionary removal of sediment and allocation  
of downstream water resources,” Huang said. 

New Technique for Predicting Slope Collapse



THANK YOU
MEETING  
SPONSORS

Learn more about them by cLicking on their Logo

Agile: Agile Frame-

works provides 

management and IT 

consulting services, 

SaaS solutions and 

managed services for 

architecture, engineer-

ing and construction 

markets; all enable  

dramatic improve-

ments in profitability, 

cash flow and service 

delivery with a  

fast ROI.  
 

contact: 

Doug Bonestroo 

800-779-1196 

dbonestroo@agile 

frameworks.com

EDR: As the innovator 

of the world’s largest 

and most accurate 

database of environ-

mental and historical 

land use records,  

EDR has become the 

leading provider of 

environmental risk 

information in the 

United States by  

focusing on under-

standing and serving 

the needs of our 

customers. 
 

contact: 

Brett Dehler 

800-282-2844 

bdehler@edrnet.com

ElmTree: ElmTree 

System is a laboratory 

management software 

system designed  

for engineering labs 

that test construction 

materials. Customized, 

comprehensive, and 

easy to use, ElmTree  

helps materials  

testing labs operate 

more efficiently –  

and profitably. 
 

contact:  

Cheryl Wilkerson 

866-350-8661

cwilkerson@elmtree 

system.com

GeoSpec: GeoSpec’s 

Microsoft-based  

software solutions 

meet the needs of  

geotechnical engi-

neering firms across 

the board, providing 

geotechnical services 

in all soil, structural, 

concrete, asphalt, 

aggregate and other 

construction material 

testing operations.  
 

contact:  

Wayne Rogers 

435-680-6849 

wrogers@geospec 

systems.com

Geo-Institute of ASCE: 

The Geo-Institute  

(G-I) is a specialty 

membership organiza-

tion focused on the 

geo–industry. As  

one of ASCE’s eight 

Institutes, the G-I has 

more than 11,000  

individual members 

and more than  

50 Organizational 

members. 
 

contact:  

Rob Schweinfurth 

703-295-6015

rschweinfurth@asce.org

Hayward Baker:  

Hayward Baker is  

North America’s 

leading geotechnical 

contractor, offering 

a range of pre/post 

construction services 

for foundation  

rehabilitation,  

settlement control, 

liquefaction mitiga-

tion, soil stabilization, 

groundwater control, 

slope stability,  

excavation support  

and underpinning. 
 

contact:  

Jeff Hill 

314-802-2923 

jrhill@haywardbaker.com

Menard: Menard is a 

design-build specialty 

geotechnical contrac-

tor offering expertise 

on ground improve-

ment for sites with 

poor soil. By combining 

value engineering and 

innovative techniques, 

we deliver practical 

alternatives to deep 

(pile) foundations.
 
 

contact:  

Jennifer Portaro 

412-257-2750 

jportaro@menardusa.com

www.agileframeworks.com
www.edrnet.com
www.elmtreesystem.com
www.geospecsystems.com
www.asce.org
www.haywardbaker.com
www.menardusa.com
mailto:dbonestroo@agileframeworks.com
mailto:cwilkerson@elmtreesystem.com
mailto:wrogers@geospecsystems.com
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 BUSINESS 101

What can possibly go wrong? 
We ask that not to display blind 
optimism, but rather to encourage 
you to identify some of the  
terrible things that can happen 
and potentially pose a PR disaster 
if you are not prepared.   

Clearly, some of the disasters 
can occur on site, when a project 
you’re involved with experiences 
an accident; e.g., the collapse  
of partially completed structure, 
like a building or retaining wall;  
a trench cave-in; an accident 
associated with one of your or 
one of your subcontractor’s drill-
ing rigs; a slip/trip/fall; equipment 
falling on someone; or a post-
construction event, such as dif-
ferential settlement or structural 
collapse. There’s also potential 
for an automobile accident or for 
a high-profile lawsuit being filed 
against your firm. And you’re 
probably aware of more. 

Of these various events, which 
of the most likely are also most 
likely to generate publicity? That’s 
a key concern, because how you 

respond can mean the difference 
between negative publicity and 
neutral publicity or even positive 
publicity. To enhance the likeli-
hood of a good outcome, or to 
make a bad outcome unlikely, 
you first of all need to know who 
is in the best position to respond. 
You need more than one person, 
because you always need reassur-
ance that you will have someone 
“on the ground” to respond. 

Everyone in the firm needs to 
know whom to contact in case of 
an unfolding PR emergency, to 
help ensure expedited response. 
Bear in mind that someone in 
your firm could be an eyewitness, 
or the call could come in and the 
person answering the phone will 
need to initiate contact, or some-
how someone else could be the 
first to learn and so be anointed 
“first corresponder.”

What types of events should be 
considered possible PR emer-
gencies? Do people know? Do 
people also know what they 
should and should not do and 

say when they are involved? Do 
they know whom not to talk with? 
Do they know to say, “I have no 
idea what happened. I’m not in a 
position to say anything of value.” 
or “What you see in cases like 
these is often not nearly as impor-
tant as what you don’t see.” or 
“Right now I’m focusing on doing 
my best to help the injured. Get 
back in touch with me later or 
contact John Doe with my firm.” 
or “Our legal system relies on the 
adversarial process. Everybody 
involved blames everyone else. 
We’re confident we did everything 
right and that the process will  
ultimately prove that point.” Key 
concern: People who have not 
been taught and authorized to 
respond specifically in situations 
like these should not respond. 

What can possibly go wrong? 
Lots of things, especially if you  
do not respond properly. Be  
prepared to put your best foot 
forward. People tend to remember 
how you respond, not what the 
final outcome might be months  
or years later. 

To say that iPads are popular among ASFE members  
is an understatement; just look around yourself at 
a meeting. In fact, some firms are now purchasing 
the tablets for just about every employee. For many, 
however, the device has one glaring deficit: It cannot 
run Microsoft Office. Yes, workarounds are available, 
like Apple’s iPad office apps, Documents to Go, and 
QuickOffice. But they’re not the real thing. You know 
what is? CloudOn, which brings Word, Excel, and 
PowerPoint to the tips of your fingers. How? Because 
you don’t really install the Office apps on your iPad. 

Instead, they run from a remote server that renders 
them in a virtualized PC on your iPad. And it’s the real 
Office: You can open your documents, read and edit 
them, and then save them without compromise. Nothing 
is abbreviated, rearranged, or in any other way changed. 
However (you knew this was coming, right?), because 
CloudOn is the real deal, it means you get a program 
designed for a desktop monitor, mouse, and keyboard, 
not for fingers on a touch screen. (We assume that an 
iPad-compatible keyboard would help.) Also, you need 
an Internet connection; if you’re off-line, CloudOn is, too. 

Microsoft Office for Your iPad

According to a KITV-TV news report, the city of Honolulu 
is proposing a radical change to Hawaii’s accept-the-
low-bidder, constructor-procurement regulations. The 
change being called for? The city wants to use a two-
envelope system. In one envelope – which city procure-
ment officials would open first – the bidder would provide 

information about its capabilities, experience, and past 
performance, among other issues bearing on compe-
tence and quality. Then, in the other envelope, the bidder 
would submit its price proposal. Imagine that! Public  
officials with enough guts to say that considering only 
the price is dumb. (For more details, click here.)

Radical Change Proposed for Honolulu Construction Procurement

http://www.dataviz.com/DTG_Home.html
http://www.quickoffice.com/
http://site.cloudon.com/
http://www.clipsyndicate.com/video/play/3151782/city_may_no_longer_look_for_lowest_bidder_on_construction_jobs?wpid=103



