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MEMBER BENEFITS ON THE WAY

Subbie Sam Says


Your best source of
Construction information is from SAM



If you check out your
customers before you
sign their contract,
you will probably
make money.



Don’t forget your
friends at SAM. Often
a conversation over a
cocktail will save you
money or make you
money.
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SAM-NSA ALLIANCE fits for NSA member
TO YIELD SAM MEM- firms. The committee is
headed up by the NSA
BER BENEFITS
Chicago chapters ExecuAs most of its members
tive Director, Virginia
know, SAM is affiliated
“Ginnie” McFarland, and
with the National Subcon- SAM Executive Director
tractors Alliance (NSA), Pete Snider is actively
an umbrella organization participating as a commitof local subcontractors’
tee member.
associations around the
country. Since its incep- The Member Benefits
tion in 2003, NSA has
Committee has met sevgrown from five founding eral times, has entertained
chapters, to twelve, and
proposals from potential
more growth is on the
benefits providers, and it
way. All of these local
looks like NSA is nearing
groups benefit from hav- the roll-out of its first
ing a national affiliation, “bundle” of member
and member associations benefits, which is likely to
and their leadership often include some very subshare market in formation, stantial discounts on shipmember news and
ping (both express and
(through the NSA’s Attor- truck), national-account
neys’ Council) new legal savings on office supplies
developments affecting
and equipment, preferred
the construction industry. pricing on computer
equipment and more. Be
At the recent NSA Naon the lookout for an antional Conference in
nouncement of the proCharleston, SC (and you gram and its valuable
should have been there!), benefits to SAM’s memthe NSA Board estabbers. There will be no cost
lished a committee to
to SAM members to parlook into and implement ticipate.
third-party relationships
for national-scope beneThere are other member

benefits being looked into
now; if you have an idea
for something you’d like
to see sponsored as a
member benefit, with the
buying power that over
3,500 member companies
can provide, be sure to let
SAM Executive Director
Pete Snider know so he
can propose it to the NSA
Member Benefits Committee.

PUNCH LIST

Mike Mehno and McGraw Hill Forecast
SAM is fortunate to have a
friend like Mike Mehno of
McGraw Hill. Mike has
become a yearly fixture,
bringing us the McGraw
Hill Construction Forecast
right after the May update.
The good news was that if
you survived 2011, you

probably will survive
2012.
Construction for
this year is expected to be
much the same as it was
last year, much slower
than the boom times from
a few short years ago.
There were a few rays of
hope. If you build apartments and multi-family
housing, it’s up right now

and expected to stay
strong. The long range
forecast is for new projects
to see a sizeable increase
in the second half of 2013,
so it might be a good idea
to plan on getting a piece
of that pie at the end of
next year.
Many thanks to Mike for
bringing us a fine program.

DON’T LET A BANKRUPT CUSTOMER BRING DOWN
YOUR BUSINESS

Top—Speaker-Mike Mehno with President, James Mayhew.
Bottom– A cheerful Carrie Edomm of
Astro Sheet Metal.

Clem Lesch and Brad Gross, telling
war stories from their past.

Cindy Pollard and Linda Gindrup
from Holland Marble, getting educated on the Construction Forecast.
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The economy is improving, or
is it? In today’s roller-coaster
economic environment, the risk
that a key customer of your
small business might declare
bankruptcy is ever-present.
How can you protect your business from a key supplier or
customer’s misfortune?
Some steps to protect yourself
should be taken before you ever
take on a new client. If you
haven’t already done so, make
the following two steps part of
your process for every new
customer.
1: Credit check: Each new
customer should complete a
credit application and you
should verify their information
with a major credit agency. If
your customers are other business, you should request and
contact references from several
other businesses they’ve done
business with. Find out
whether the company has any
history of late payments or
other problems.
2: Contract: It’s easy to get so
excited about a new customer
you proceed without having a
firm contract in place. That’s a
big mistake, because without a
contract you severely limitChances of ever getting repaid
if the company dews declare
bankruptcy. For added protection, put a clause in your contract that specifies what will
happen if the your customer
declares bankruptcy or is un-

able to pay.

unpaid bill.

Once you are satisfied that the
customer meets your credit standards and you have a contract in
place, your work isn’t done. Keep
abreast of your company’s financial data and accounts receivable
so you notice when customers
suddenly start to pay more slowly.
If you use accounting software
such as QuickBooks, it’s easy to
track payment histories and see
patterns.

If worse comes to worst and your
customer declares bankruptcy,
you’ll receive a notice in the mail.
The first step, again, is contacting
the customer personally. You
may be able to resolve the matter
without getting an attorney involved. If you have shipped product that hasn’t been paid for, see if
you can get it returned. The
United States Bankruptcy Code
gives you 20 days after the business has filed for bankruptcy to do
this.

If you notice a customer suddenly
paying later and later, get on top
of the situation. You may need to
instigate a discussion to see what
the problem is. Perhaps it’s something as simple as a new office
manager or accountant who is
getting up to speed on the company’s system, but you need to
find out.

If a customer stops paying
entirely, or if a check bounces,
act quickly. Contact the customer and find out what’s going on. If there is a problem
with the customer’s finances, it’s
important that you not fill any
further orders or provide services
until they get current on their
missed payments. You will also
what to put future products or
services on a payment-up-front
basis. What you want to avoid is
a situation where you keep delivering for a customer who can’t
pay, thus running up a bigger

What if you can’t get your money
back? Then you need to enlist an
attorney. Good record-keeping
will help in your cause. Gather all
the documents you can about your
relationship with the customer,
including how much money they
owe you, contracts with the company, invoices and any other records that prove what the company owes you.
If you use the preceding steps,
however, hopefully it won’t come
to that. When it comes to protecting your business from the fallout
from customer bankruptcy, an
ounce of prevention is worth a
pound of cure.
Source: NFIB Smart Brief
SAM says: SAM is your best
source of credit information for
the subcontracting industry.
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GIVE YOUR INPUT ON BURDENSOME REGULATIONS
As business owners, oftentimes rules and regulations
from the government can put
an unwanted burden on dayto-day tasks as well as the big
picture. But now business
owners have the opportunity
to make their concerns
known to the U.S. Federal
Government officials.
The White House is asking
for input from business owners about burdensome regulations that negatively impact
their businesses so that they
can make necessary changes
to help businesses succeed in
the current economy.
Last year, President Obama
ordered that all current rules
and regulations be reviewed,
so it can be determined which
rules are working and which
ones are not. As part of this
continuing effort to better
understand the needs of business owners and entrepreneurs, the Whit House is now
asking for business owners to

Joe Cooper of Garland Concrete is becoming a regular.
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speak up about which regulations are doing more harm
than good. Then the White
House plans to streamline or
eliminate those overly burdensome, ineffective, or outdated rules.
To achieve this task, the
White House has set up a
website where business owners and other individuals who
may be burdened by government regulations can easily
submit their comments and
ideas about how to improve
the system so that businesses
can more easily succeed. The
White House is looking for
ideas from all types of companies, from small businesses
or entrepreneurs to large corporations. Government agencies have already been working toward cutting these types
of regulations, but Administrator of the Office of Information and Regulatory Affairs, Cass Sunstein, said that
those who work for the government can only go so far in

Rod Kropelin of Striping
Plus is intent on learning
the fate of the industry.

deciding which regulations can
and should be cut, and that is
why public comments will be
so crucial for the next step in
the process. The White House
has stated that all comments
submitted will be carefully
read and many will be acted
upon.

Charlie Morris in Dallas
from his Tyler office.

To submit your suggestions go
to:
http://www.whitehouse.gov/
advise.
Source: NFIB Smart Brief
SAM says,

Alan Nelson and Greg
Paschall from Intex
Electric

A well thought out argument
against an unfair or burdensome regulation may well be
useful. We all know how
much experience the residents
and staff at the White House
have at running a business.

Annette Jefress of Zubras Electric, with hubby Tommy.

Subcontractors Association of the Metroplex
Pete Snider, Executive Director
1420 Hubbard Drive
Forney, TX 75126
Phone: (972) 771-.0188
Cell: (214) 908-9248
E-mail: execdir@sam-dfw.org

The Subcontractors Association of the Metroplex was founded with the
purpose of creating an affordable forum for Subcontractors to exchange
information and learn from each other how to be better business men or
women.
Sam is a member of the National Subcontractors Alliance, the largest
Subcontractors association in the USA, and also a member of the Association of Specialty Contractors where we have a voice in National Legislation.
Sam is also allied with the National Federation of Independent Business
who has a voice in the Texas Legislature on small business issues.

Your Source for Subcontractor’s
information.

Visit us at:
http://www.sam-dfw.org

Our Association Officers
President and B.P.I. Chair:
James Mayhew,
Apex Services, Inc.

Associate Representative:
Clem Lesch
PCL Contract Bonds

jmayhew@apexservicesinc.net

clesch@pclbonds.com

Treasurer:
Kay Schultz

Legal Counsel:
Spike Cutler

Baker Triangle

Cutler-Smith, PC

kschultz@bakertriangle.com

scutler@cutler-smith.com

Member:
Eric Lindberg
PCI Construction

If you’re not a member of SAM,
you should be.

ericl@pciconstruction.com

Member:
Tim McSorley
Storage Equipment
tmcsorley@secdfw.com

Call Pete Snider for a membership application.
(972) 771-0188
Cell (214) 908-9248

SUBCONTRACTORS–
THE ONES WHO
REALLY BUILD THE
BUILDING

