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Today is about

Seeing possibilities

Eliminating the #1 barrier
between where you are
and where you want to be

You're leaving a lot of

money on the table




If you’re trying to be the
best Apple in the bunch

Think and act like everyone else
You become a commodity product

And have to compete on price

Be an Orange




No commodity products;
only commaodity thinking

Out smart ‘em not out spend ‘em

Create a difference that matters

B B P

Beliefs create the Behaviors

that drive Performance

THE ORANGE STRATEGY




Change the Battlefield

Whoever defines
the battlefield
dictates the
terms of battle.

Battlefield strategy

= Don’t be drawn into a battle that’s not
worth losing

= Force an apples-to-orange comparison

= Just say “No” to “bad drugs”

Begins with knowing what
business you are in

Apple?

Brennan’s?

Yours?




Challenge Conventional Wisdom

Conventional
wisdom is an
oxymoron

True or False?

1. Life isn’t fair
2. Golden Rule

3. The customer
is always right

The biggest barrier between where
you are and where you want to be

The 5 inches between your ears
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“Emotions rule decisions
almost completely”

“The brain’s wiring
emphatically relies on
emotion over intellect in

decision-making.”

“Our education system
ignores the role of
emotion in learning and
decision-making.”

Brain-imaging study by
Benedetto DeMartino at
University College London

How the waiter gives candy
substantially influences the tip

Average tip 15.1%

. T

I“IIIR‘ 2 pieces of candy 21.6
A

2nd piece given

spontaneously 23%

Rationally irrational




The Core Belief

If their lips

are moving
they’re

lying.

“Price is what matters”

WHY BUYERS VISIT

A TOYOTA DEALERSHIP

Experience
24% Prior Experience
19% Word of Mouth accounts fOl'
18%  Internet 43% of visits

12% Radio or TV ad
7% Newspaper ad

J.D. Powers

“Those who sell the hardest

will sell the most”

CLOSE RATES

70% Nissan
buyers walk
off the lot due

() pressure and High Satisfaction 79%
rude treatment.

Low Satisfaction 56%

Mid Satisfaction 65%

J.D. Powers
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“If | sold cars the way
the customers say they
want to buy them, I’d
never sell any.”

“Satisfaction” by Chris Denove and
J.D. Powers IV

THE ORANGE STRATEGY

Everybody’s got a strategy

until they get hit.
Mike Tyson




Larry Taylor
713.464.4645

Taylor@BeAnOrange.com
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The business strategy of helping clients
find the to pay for your services

= Hunt It — Identify applicable funding source(s)

= Kill It — Acquire the money for your client

= Cook It — Be retained to manage/spend
the money

= Eat It — Enjoy the tasty revenues

OVERVIEW

= Markets

* Funding Sources and Money Flow

= Brownfield Market

= Water and Wastewater Infrastructure
Market

* Insights and Realities

SOIL AND MATERIALS ENGINEERS, INC.
PLYMOUTH, MI



TRANSACTION AND REUSE OF DRY CLEANING PROPERTIES
JAMES M. HARLESS, Ph.D., CHMM, RBP

MARKETS

= Brownfield redevelopment

= Water and sewer infrastructure

= Storm water management

= Community planning

= Alternative energy and conservation

= Land banks

= Urban farming

FUNDING SOURCES

= Sources
= Federal government
= State government
= Local government

= Foundations

FUNDING MECHANISMS

= Grants
s Without match
= With match (20% — 50%)
= Loans
= Tax increment financing

= Tax credits and abatements

SOIL AND MATERIALS ENGINEERS, INC.
PLYMOUTH, MI

2007 ACHMM ANNUAL CONFERENCE




TRANSACTION AND REUSE OF DRY CLEANING PROPERTIES
JAMES M. HARLESS, Ph.D., CHMM, RBP

WHERE TO HUNT (FOLLOW THE MONEY)

FEDERAL

=
—

BROWNFIELDS MARKETPLACE

The term “brownfield site” means real
property, the expansion, redevelopment,
or reuse of which may be complicated by
the presence or potential presence of a
hazardous substance, pollutant, or

contaminant.

THE SME EXPERIENCE 1995 - 2010

= Total incentives acquired: >$90,000,000

= Total redevelopment supported:
> $1,000,000,000

= Managing programs for >30 communities and
coalitions in 3 states
= Typical revenues
= Grant and loan programs 15% — 90%
= Tax increment financing programs: 5% - 100%
= 2010
» $3,000,000 - $3,500,000 environmental
» ~ $500,000 other services

SOIL AND MATERIALS ENGINEERS, INC.
PLYMOUTH, MI

2007 ACHMM ANNUAL CONFERENCE
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WHAT TO HUNT

= USEPA brownfield program:
/year

Site Assessment Grant: $200,000 - $1,000,000
Cleanup Grant: $200,000

Brownfield Revolving Loan Fund (RLF) Grant:
$1,000,000 + supplemental

Area-Wide Planning Pilot Grant: $175,000
RCRA Brownfield Pilot

Job Training Grant

WHAT TO HUNT

= Other federal brownfield programs
= Clean Water State Revolving Fund Loan

= HUD Brownfield Economic Development
Initiative (with a Section 108 loan guarantee)

= State brownfield programs
o Grants
s Loans
= Direct services (EPA grant funds to states)
o State and local tax increment financing

WHAT TO HUNT

= Other federal programs

= Community Development Block Grants
= USDA Rural Development Grant
o EDA Infrastructure Grant, Title IX RLF Grant
= DOT (various)
EPA Clean Water Grants
» Storm water

» Watershed protection

2007 ACHMM ANNUAL CONFERENCE

SOIL AND MATERIALS ENGINEERS, INC.
PLYMOUTH, MI
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OTHER PROJECT FINANCING

= Low income housing grants and loans
= DOE grants and loans
= SBA loan guarantees
= Federal and state tax credits
= Brownfield
= Historic
= Low income housing

o State/local development tax
credits/abatements

PREPARE TO KILL (STALKING ISSUES)

= Find a needy client
= Community looking for development

o Site developer
» Community
» Commercial developer
» Industry
» Institution
» Non-profit

PREPARE TO KILL (STALKING ISSUES)

= Eligibility
= Community
s Site
= Project
= Funded activity

= Community commitment (and politics)

= Funding and development schedule

= Application process and requirements
= Match?

SOIL AND MATERIALS ENGINEERS, INC.
PLYMOUTH, MI

2007 ACHMM ANNUAL CONFERENCE




TRANSACTION AND REUSE OF DRY CLEANING PROPERTIES

JAMES M. HARLESS, Ph.D., CHMM, RBP

WATER / WASTEWATER MARKET

WHAT TO HUNT

= Clean Water State Revolving Fund
Loan Program:

= CWA Section 106 Water Pollution
Control Grants to states

= Targeted Watershed Initiative Grants

= Section 319(h) Non-point Source
Management Program

WHAT TO HUNT

= Drinking Water State Revolving Fund
Loan Program:

= US/Mexican Border Water Infrastructure

Program

= EPA Source Water Protection Grants

= USDA Natural Resources Conservation

Service Grants

SOIL AND MATERIALS ENGINEERS, INC.

PLYMOUTH, MI

2007 ACHMM ANNUAL CONFERENCE
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PREPARE TO KILL (STALKING ISSUES)

= Find a needy community
= Eligibility
= Community

= Project

= Community commitment

= Funding and project schedules

= Application process and requirements
= Match?

KILL IT (GET THE

= Verify eligibilities

= Verify community commitment

= Understand application schedule

= Know the application guidelines and
evaluation criteria

= Prepare a winning application

= Meet application deadlines

COOK IT (WIN THE CONTRACT)

= Assist client (awardee) fulfill
administrative tasks to get the money

= Encourage QBS consultant selection
process (most programs require
competitive procurement)

= Provide an example RFP/RFQ

= Prepare quality proposal and/or
qualifications submission

SOIL AND MATERIALS ENGINEERS, INC.
PLYMOUTH, MI 7
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Tasty CASE STUDIES
have been prepared for
your dining pleasure

2007 ACHMM ANNUAL CONFERENCE

INSIGHTS AND REALITIES

This business approach requires:

= Strategic/big picture/programmatic

thinking

= Strong communication skills

= Strong teaming skills (public-private

partnerships)

= Excellent writing skills (beyond report

writing )

INSIGHTS AND REALITIES

= [nvest in your clients and prospective
clients

= Educating

= Preparing applications

= In-kind services

= Become part of the team; don’t just
wait for assignments

= Manage the client(s) and project

= Be patient

SOIL AND MATERIALS ENGINEERS, INC.
PLYMOUTH, MI
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INSIGHTS AND REALITIES

= Government funding = political and
philosophical emphasis can change

= Program funding priorities

= Award criteria — current shift to green and
sustainable elements, community
involvement, etc.

= Key principle is leveraging
= Assemble multiple funding sources

= Provide as many services as possible

FAT AND HAPPY

Soil and Materials Engineers, Inc.

Dan Cassidy, CPG
Senior Associate

Ohio
Michigan
Indiana

www.sme-usa.com consultants in the geosciences, materials and the environment

SOIL AND MATERIALS ENGINEERS, INC.
PLYMOUTH, MI

2007 ACHMM ANNUAL CONFERENCE
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CASE STUDY — VENTOWER INDUSTRIES

Who's Hungry?
= Satisfying Appetites
= Downriver Community Conference
= City of Monroe
s Ventower Industries

= SME

HUNT IT

What ‘s on the Menu?
= Downriver Community Conference
(DCC)
= Provide access to a war chest of funding

= Provide technical support to member
communities
» Experienced Economic Developers
» Retained Brownfield professionals

HUNT IT

What ‘s on the Menu?

= City of Monroe

= New jobs/new tax revenue
= Spark future investment in area

= $3,500,000 for infrastructure costs

SOIL AND MATERIALS ENGINEERS, INC.
PLYMOUTH, MI

2007 ACHMM ANNUAL CONFERENCE
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HUNT IT

What ‘s on the Menu?

= VVentower Industries

= $19 million capital investment cost

HUNT IT

What ‘s on the Menu?

= SME
= Revenue
= Marketing visibility

o More revenue

KILL IT

= Acquire the money for your client

= DCC
» SME helped fill the “pantry”
» Acquired over $10,000,000 in USEPA grants

o City of Monroe
» SME helped setup funding strategy
» Obtained $8,000,000 in state tax increment

o Ventower Industries
» SME helped to obtain financial incentives to fill
$17,000,000 funding gap
» Educated them on brownfield redevelopment
and financing

SOIL AND MATERIALS ENGINEERS, INC.
PLYMOUTH, MI

2007 ACHMM ANNUAL CONFERENCE

11



TRANSACTION AND REUSE OF DRY CLEANING PROPERTIES 2007 ACHMM ANNUAL CONFERENCE
JAMES M. HARLESS, Ph.D., CHMM, RBP

KILL IT — BRINGING IT ALL TOGETHER

KILL IT — BRINGING IT ALL TOGETHER

ENVIRONMENTAL

= Isolation zone construction

= Environmental Compliance
= Management of excess soils fr constructio

= Storm water detention pond liner

= Field monitoring of caisson/pile installation

= Documentation/of environmental response

= Environmental planning and inspection ..

= Owner's Oversight and Inspection

= Contingency..

= BF Work Plan.

KILL IT — BRINGING IT ALL TOGETHER

NON-ENVIRONMENTAL
= Geotechnical engineering costs
= Soil stabilization (CMCs) ...

= Transport area construction..

= Manufacturing areas constructio

= City-owned water main loop $300,000
= Port-owned railroad spur... .$500,000

= Railroad trunk improvements .$800,000
= Dock infrastructure improvements $1,100,000
= Interest on public infrastructure bonds @ 7% ..$830,600
= Brownfield Work Plans $11,000

SOIL AND MATERIALS ENGINEERS, INC.
PLYMOUTH, MI 12
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KILL IT — BRINGING IT ALL TOGETHER

FEDERAL

B
—

KILL IT — BRINGING IT ALL TOGETHER

= Environmental - $4,070,000
o EPA RLF Grant loan (DCC) - $2,000,000
o State assessment grant - $70,000
= State brownfield grant - $1,000,000
o State brownfield loan - $1,000,000
State/local brownfield TIF - $3,000,000

KILL IT — BRINGING IT ALL TOGETHER

= Infrastructure - $8,000,000
= State DOT grant - $800,000
= State/local brownfield TIF - $2,000,000
= Other infrastructure grants - $1,000,000
o Private Use bonds - $2,000,000
= Unfunded - $2,200,000 - $3,200,000
= Financing - $11,000,000
s SBA Section 504 loan (DCC) - $5,000,000
= State equity fund - $4,000,000
= Private equity - $2,000,000

SOIL AND MATERIALS ENGINEERS, INC.
PLYMOUTH, MI

2007 ACHMM ANNUAL CONFERENCE
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COOK IT

= Be Retained to Manage and Spend Money
= DCC
» Provide grant management support and
brownfield consulting services
s City of Monroe
» Apply for local and state tax increment
financing
= Ventower Industries
» Provide grant/loan and TIF management
support

» Provide environmental and geotechnical
services

EATIT

= SME feasting on revenue buffet
= Environmental Assessment

Environmental Construction
Monitoring/Design

o Geotechnical Assessr
Design
Pavement
Design
Brownfield Consulting and
Management

Construction Materials Testing
Services

> Future projects w/ DCC and City

LESSONS LEARNED

This business approach required:
= Strategic/big picture/programmatic thinking

= Strong teaming skills (public-private
partnerships

= Strong communication skills

= [Investment in clients and prospective clients
s Educating
= Preparing applications

= Patience

SOIL AND MATERIALS ENGINEERS, INC.
PLYMOUTH, MI

2007 ACHMM ANNUAL CONFERENCE
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CASE STUDY — VENTOWER INDUSTRIES

Soil and Materials Engineers, Inc.

James Harless, PhD, CHMM
Vice President / Principal

Daniel R. Cassidy, CPG

Ohio Senior Associate
Michigan

Indiana

Www.sme-usa.com consultants in the geosciences, materials and the environment

SOIL AND MATERIALS ENGINEERS, INC.
PLYMOUTH, MI 15



Getting More From Your Geotechnical
Consultant

ASFE Fall Meeting
Portland, Oregon
October 9, 2010

By Rick Heckel, P.E.
TTL, Inc.

1/29/2010

AEE THE GEOPROFESSIONAL)

BUSINESS ASSOCIATION]

+ [Video Removed]

AEE THE GEOPROFESSIONAL)

LP Field -Home of the Tennessee
Titans

AEE THE GEOPROFESSIONAL]

BUSINESS ASSOCIATION]




Which peanut butter is better?

AEE THE GEOPROFESSIONAL)
BUSINESS ASSOCIATION]

Potential Differentiators

* Quality

+ Experience and capability
* Timeliness/schedule

* Responsiveness

* Fee

AEE THE GEOPROFESSIONAL)

Ending Illiteracy

AEE THE GEOPROFESSIONAL]
BUSINESS ASSOCIATION]

1/29/2010




Call to Action

AEE THE GEOPROFESSIONAL)
BUSINESS ASSOCIATION]

Seize the Opportunity

* Develop more business

* Educate your client
organizations

* Define your competitive
advantages

AEE THE GEOPROFESSIONAL)

Key Presentation Themes

*+ Choosing the right consultant
* Managing risk

* Getting value

* Engineering the entire project

AEE THE GEOPROFESSIONAL]
BUSINESS ASSOCIATION]

1/29/2010




1/29/2010

About the Audience

* Mid- to large-size
A/E’s with multiple
decision makers

* Lunch and learn
format

+ Continuing education
credits

AEE THE GEOPROFESSIONAL)
BUSINESS ASSOCIATION]

To download a copy of the presentation, visit

Like to share an idea or suggestion for this presentation?
Contact Rick Heckel:

AEE THE GEOPROFESSIONAL)
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http://www.levinsonaxelrod.com

http://www.levinsonaxelrod.net
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Getting More From Your Geotechnical
Consultant

Presented to
<Client Name>
<Date>

Schermerhorn Symphony Center



Your Geotechnical Consultant Can
Make You Look Good

* Choosing the right consultant
- Managing your risk

* Getting value

- Engineering the

entire project



(Geotechnical Engineering:

The practice of taking a statistically insignificant
sample from a hidden, heterogeneous environment
with the least amount of project information (that will
change) for the purpose of determining one number
used to design some of the most critical elements in a
structure that must perform better than expected at
the least possible cost but not missing any unforeseen
conditions while assuming the highest professional
liability for the least fee of all the design professionals.



It’s a Dangerous World



The Cost of Claims are Rising

Year $ Per Claim

200
200
200
200

$35,
$52,
$65,
$66,

$ per claim represents survey results from members of the American Council
of Engineering Companies

Source: XL Insurance 2009



Comparing Claims by Discipline
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Source: XL Insurance 2009



Top 4 Non-Technical Drivers of Claims
Against A/Es

Source: XL Insurance 2009



Starting Down the Path to a Successful
Project

- Have your voice heard

- Use QBS

- Take your geotechnical consultant with you
* Get and check references



Important Information for the RFP

Key 1ssues and objectives

Existing topographic and grading information
Size and type of building and structural loads
Site location

Site history (fill, mining, old buildings, existing
reports, environmental concerns, etc.)



What Else?

Known access problems
(woods, existing
structures)

Selection criteria
Schedule requirements

Budget constraints



Evaluating the Proposal

Project understanding

Adequate scope of work
- Experience of project team
Value added

* Remaining questions



Why you want the Geotechnical Engineer to
Work for the Owner

* Reliance 1ssues
* Conflicts of interests
- Payment



A Good Geotechnical Report Contains . ..

* Project description and key assumptions
* Detailed site reconnaissance
+ Site geology
* Specific recommendations
(tailored to project)



Are You on Firm Ground?

Fact No. 1: More claims and change orders involve
earthwork than foundation issues

Fact No. 2: Academic 1institutions train geotechnical
engineers to design foundations with little
focus on earthwork

Look for:
1. Warnings about potential earthwork issues

2. One or more solutions to address earthwork
problems



Example of Competent Work

Areas with high moisture contents near the ground surface — The

moisture content of the near-surface soils was relatively high in the
vicinity of Stations 140+50 through 144+50. This probably is the result of
irrigation for the soybean field. This portion of the alignment is planned
to receive little to no cuts. Therefore, subgrade instability problems are
possible due to the high moisture content of the near-surface soils in this

portion of the alignment.



Example of Excellent Work

Areas with a thin soil cover above the bedrock — Based on the cross

sections and available boring data, it appears that cuts in the vicinity of
Stations 128+50 through 136+50, and 152+50 through 156+50 will result
in only a thin soil cover being left over the limestone bedrock surface.
While not necessarily indicated by the boring and moisture content data,
1t has been our experience that the moisture content of the soil is typically
the highest and the consistency of the soil is the weakest near the bedrock
surface. Some localized subgrade instability problems should be expected

1n these areas.



After the Report

Important Topics
 (Change orders
 Budget contingencies

e Alternatives/value
engineering

Extra Services

e Plan and specification
review

e Pre-construction
conferences

Monroe Carell Jr. Children’s Hospital at Vanderbilt



Keep Your Geotechnical Engineer
Involved Throughout Construction

* Integral to the Observational

Method

« Keeps responsibility clear if

problems develop

« Lessens the likelihood of

errors

* Reduces the potential for

change orders

* Maintains continuity

through materials testing



Raising the Bar

* To get more from your
geotechnical engineer,
expect more

* A good geotechnical
engineer uses experience
and judgment, in addition
to the data collected to warn
of and solve potential
problems



Key Learning Points

« Selecting the Consultant

* Managing risk

* Getting more value

- Engineering through construction
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