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Stronger, Smarter, More Successful: Turbocharge Your ROI from GBA Membership
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Table # (1 to 16): Moderator:

Topic:

Number of participants:  1st session 2nd session

Brief abstract of the topic:

For over 50 years, GBA has been a transformative partner of member firms and voice for the
enterprises of our industry. Our focus on the business success of geoprofessionals differentiates us
from other trade organizations with technical and market orientations. While membership provides
unfettered access to GBA materials and conferences, those firms and individual professionals that
receive the most value from the association engage their membership on multiple other levels. This
round table session will explore the many ways members can maximize the return on their
investment in GBA membership including new employee participation, career development,
leadership development, and what it means to be a GBA Ambassador in your firm.

Summarize 10 key points from the discussion, concerns expressed, advice given, solutions offered,
lessons learned, case histories presented, or anything else related to the topic:

1 1 How widely known/utilized are GBA offerings in your firm? Answers ranged from 25% to 100% of

employees being aware of GBA, with 10 to 20% of those employees routinely using the GBA
materials.

2 | GBAneeds to upgrade its website and digital media profile; in particular the search function should be improved to
make items easier to find and most importantly, GBA should get rid of the "antiquated and cumbersome" download
system for materials, there are "too many steps"; it is "clunky and confusing" and likely impedes wider use of materials.

3 | The most valuable GBA materials are: case studies - the new ones are particularly appreciated; business briefs; the Go/No Go
form - which served as a catalyst to transform project selection for one firm; isky language, fundementals of field report writing
and other best practice documents were cited as very useful; one firm said that they put the "How to Use This Geotechnical
Report" document in every report they provide their clients.

4 The most valuable GBA offerings are conferences and in particular the networking associated with getting together with peers; GBA is encouraged to
keep offering virtual participation in conferences. Webinars with Joel including "how to get more out of GBA membership" are very useful. The
podcasts are great and more needs to be done to raise awareness and use of them throughout member firms. Peer Review was hailed as the best
return on investment, even by one firm that said they were not Terra insured (and yet they did a peer review that was "worth every penny".

5 |GBAcan encourage more engagement and stretch value by creating a tip sheet for in-firm GBA "ambassadors" and
have longtime members mentor new members. Also it was suggested that GBA should offer ways of helping
technicians get credits for using GBA materials. GBA should become a preferred credit provider for ICC accreditation.




Firms can best realize the value of their membership by getting their younger people involved. It shoudl be made clear within firms that GBA is not just for engineers, scientists
and business managers derive just as much value from GBA. Holding regular lunch and learns utilizing GBA materials is a great way to raise awareness and derive value. It
helps to rotate leadership of the lunch and learns. Those firms that involve more of their people get more value from their membership. Conference participation and networking
also is key. One firm share that they " learned more around the bar at a GBA conference" than in most of the formal sessions at other conferences. Participating in committees
is particularly effective for leveraging GBA, it draws you much closer to peers and provides for consistent engagement. One firm suggested starting a campaign to tap into the
incredible GBA energy and tying that to professional development efforts in their firm. A strategy of multiple areas of engagement is best.

/ Help firms recognize that GBA thinks and acts beyond risk management with emphasis on
broader business issues. Not sure what the contact list is based on or how it has been
built and maintained.

8
GBA is a great vehicle for giving younger staff within firms a voice and confidence. Education/career development resources are substantial. Commit to placing selected staff in Emerging Leaders Class

9
Some firms find sending multiple people to a conference provides more value. Also, Those that attend conferences should always widely debrief members of their firms and encourage others to watch presentations on video

10

Participants generally were unfamiliar with the Annual Engagement Survey and with ways to build the GBA contact list within their firms. Expanding GBA awareness/contacts within member firms should be a top priority.

Summarize the 3 most important items from the discussion to share with GBA members:

1 | Best measures of GBA value are avoidance of claims, better client relationships, effective
project management, reduced write-offs, staff retention and staff development. GBA helps
create a great work environment with fully engaged.

2 Participate on GBA committees and in the conferences. Widely distribute the best video presentations from
conferences. Hold lunch and learns within your firm to explore/discuss case studies, business briefs and
other GBA materials on at least a monthly basis. Build your professional development around GBA offerings.

3

Involve multiple people as GBA ambassadors within your firm. Make it clear that GBA is
not just for engineers.

Should we consider a follow-up on this topic at a future conference?
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Include any additional notes here:

One participant shared that they see "GBA is a way to help limit risk; one of the primary
reasons “we haven’t had to pay out on a lawsuit in 22 years” — their key to GBA education is
using the materials to do monthly in house lunch and learns

Please complete and email this form by November 1% to sara@geoprofessional.org.
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