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EIGHT TIPS FOR DEALING WITH PROJECT CONFLICT

Subbie Sam Says:
A great banker can
make a huge
difference!
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A project team was separated only
by the locked doors to the two
trailers that sat side-by-side on their
wastewater treatment project site.
Every day for six months, the
owner’s team and the contractor’s
team filled their days with writing
letters. Back and forth, they literally
emailed over 1,200 letters. The
purpose of each letter was clear—to
prove the other side was to blame.
This type of scenario plays out far
too often on construction projects of
all sizes and types. Even good
people with outstanding records can
get “stuck” in conflict. Imagine if you
will, you’re at an awards ceremony
and a contractor was praising an
owner’s project manager as the best
person he had ever worked with!
The very next day you get a call
from a different contractor telling you
about an owner’s representative on
his new project and how he was the
worst person he had ever worked
with in his career. Then, you find out
it was the same person!
Conflict is not only frustrating,
demanding, and unfulfilling—it is
downright expensive. A study done
at Michigan State University in 2012
found that the average job site conflict took 161 hours (around 20 days)
to manage. The wages of the
workers involved cost an average of
$10,948! This is only for the labor
costs due to the lost time and does
not include the impacts that the
conflict had on the cost of the
project. This study was the first of its
kind to assign a monetary value to
the conflicts that occurred on actual
jobsites. So what can you do to help
deal effectively with jobsite conflicts?
Here are eight tips to help:
TIP 1: DON’T BECOME ENGAGED
You can help the resolution process
by not becoming engaged in the
battle. How?
Try to remain as if you were an
interested onlooker. Don’t let your

co-worker’s words or behavior
make you favor one side over the
other.
Here’s why: when people are upset
about something, they can become
engaged in the battle. At that point,
they lose perspective. They stop
trying to find a resolution and begin
to focus on finding a way to win. If
you become engaged, you become
part of the problem—not part of the
solution
TIP 2: SET GROUND RULES
You’ve probably seen people engaged in a conflict. Everyone tends
to talk at once. Each person is
shooting verbal arrows at the other
and very little listening happens. So,
set some ground rules for talking—
and listening. The best rule is that
one person talks at a time while the
other person must listen. Reassure
everyone that they will have a turn
to talk and ask questions.
TIP 3: REMEMBER, IT’S ALWAYS
PERSONAL
People are seldom upset about
what they say they are. It’s usually
all about hurt feelings or bruised
egos. You can help people resolve
their conflict by recognizing this and
getting them to express their underlying feelings. A simple apology can
work wonders.
TIP 4: AGREE ON THE PROBLEM
It sounds simple, but it’s powerful to
identify the actual problem that is
causing the friction. During a dispute, people tend to talk at each
other. They don’t really talk to
understand. You will be able to
agree on the problem when you’ve
really talked and listened to how
each side views the issues. When
you can agree on the problem and
write it down, it is very likely that
you will also be able to find a
resolution.
TIP 5: BREAK IT INTO BITESIZED PIECES
How do you eat an elephant? One

bite at a time! The same is true for
conflicts. When you feel overwhelmed
by the problem (or the emotion
involved), try breaking the problem into
bite-sized pieces. It’s okay to start with
the part of the conflict that is easiest to
resolve. Get that part resolved and you
will have a history of being able to
resolve conflicts together. Then take the
next bite…and so on.
TIP 6: BRAINSTORM IDEAS FOR
RESOLUTION
It’s said that two heads are better than
one. This can really be the case when
you work to find a way to resolve a
conflict or dispute. Have everyone brainstorm their best ideas for resolving the
problem. Make sure everyone has given
you at least a couple of ideas.
TIP 7: SELECT THE BEST SOLUTION
After brainstorming, you will begin to
see patterns (Just look for the ideas that
get repeated). Discuss these ideas and
explore their feasibility. Maybe there is a
way to execute one person’s idea and
still give the other side what it needs.
The main thing is to stay focused on
resolution—not winning.
TIP 8: AGREE ON A “FAIR” DEGREE
OF RESPONSIBILITY
“This is really gonna cost you…” or “I
have really been damaged!”
Don’t begin your argument with costs or
the threat of a penalty. Such statements
usually exacerbate the conflict and the
dispute grows more heated. Wait to
discuss money or penalties until way
after you have agreed on the problem,
brainstormed potential solutions, and
can see that you are coming to an
agreement. Only then should you begin
to discuss what would be a fair
distribution of responsibility (who will
pay what and when).
Try to integrate these eight tips into your
personal approach when managing onsite job disputes. With practice, you will
be considered a trusted leader with the
wisdom to help others find the path to
peace.
Sue Dyer
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DFW CONSTRUCTION SLOWING DOWN

Concrete services subcontractor
specializing in Floor Leveling,
Sound Control, Waterproofing,
and Decorative Concrete.
972.620.0004

There are more signs that the building boom is peaking in North Texas.
A new report by construction analyst
Dodge Data & Analytics showed
plans for most types of building
projects were down significantly at
midyear in the Dallas-Fort Worth
area.
Construction contracts for
nonresidential building — which includes
office, retail, hotels, warehouses and
manufacturing — fell 46 percent
from June 2016 levels.

www.advancedconcretesurfaces.com And residential construction activity

for both single-family and multifamily
homes was off 22 percent from a
year before.

Groves Electrical
Services, Inc.
2410 Squire Place
Farmers Branch, TX 75234
972.484.2717
Www.groveselectric.com
“Our people and experience makes
Groves Electric successful.”

SAM General Counsel
Sewall C. “Spike” Cutler, Jr.
Cutler-Smith, PC.
P: 214.219.0800
scutler@cutler-smith.com
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For the first six months of 2017,
nonresidential building is down 2
percent from the same period last
year. And residential construction
contracts are 8 percent lower.
Even with the cutbacks, Dodge
recorded almost $10.5 billion in new
construction jobs so far in 2017.
Forecasts have called for a decline
in both office building and apartment construction in North Texas
this year as major projects are
completed.
So far, there has been no slowdown
in single-family home building or
retail construction for 2017.

In 2016, North Texas construction
starts rose 10 percent, led by a
jump in commercial building.
Nonresidential building starts in
the Dallas-Fort Worth area were
15 percent higher in 2016 than in
2015, with a record of more than
$20 billion in projects.
The D-FW area was second only
to New York City in total building
last year.
SOURCE: Dodge Data & Analytics
Steve Brown
Dallas Morning News

LEGAL MINUTE
H OW I S TH AT PR OJEC T
FINANCED - OR, IS IT AT ALL?
Since our speaker this month is a
banker, I thought I would throw out a
banking-related note for
consideration by SAM members.
As many SAM members know, the
Texas "Contingent Pay" law
encourages contractors to notify
subcontractors how the owner of the
project is paying for the project (if
they know!). Some contractors are
very diligent in seeking and
distributing this information to subs
for their use in risk evaluation, while
others could not care less – but it
does matter!
Most private projects are financed
through a combination of investor
funds, and money borrowed from
lenders, usually commercial banks.
Make it your business to learn who is
lending on projects, and the basic
terms of the lending package (most
importantly, that it is not in default),
before extending credit. If the
general contractor provides no
information about how the project is
being funded, you (or your
construction-skilled lawyer) can find
out important information about the
financing, including what banks are
lending, what security they have in
the project, and whether there is a
payment bond on the project. With

this information you are ahead of
the game in the event of payment
issues on the project, because you
will know who and how to notify the
lender of any defaults in payment, at
the SAME time you notify the
owner, and of course, who the
surety is for notice of unpaid
account, as well.
In our experience, notifying lenders
of slow payments often has quick
and beneficial effect on payment to
subs, because lenders don't like to
have their security (the project)
placed at risk.
But what if there is no lender?
We recently encountered several
high-profile projects on which payment had essentially ceased, and to
our amazement, a diligent review of
the property records showed that
there was no secured lender on the
project. The owner of the project
intended to fund all construction
from its own capital reserves, without borrowing any money. At first
blush, this looks great – who better
to work for than a wealthy owner
with lots of money?
The problem is, while the owner
owned the property free and clear, it
did not have enough cash left to
complete the construction. The
result? Project shutdown, unpaid
subs and litigation!

Ironically enough, for large-scale
projects, you might be more
secure, rather than less secure, if
there is a commercial bank
involved in the project, because
before banks or other responsible
lenders will extend credit to project
owners for construction projects,
the owner must have
demonstrated to the loan underwriters that the project is financially
viable. In addition, when such a
project goes into actual default
(and it does happen, as we have
all seen), the lender usually has a
financial motive to get the project
completed, thus protecting its
security interest, and this means
there is a greater likelihood of
contractors ultimately being paid
for the work. On the other hand, an
owner-financed project that gets
half built may be worth less than
the value of the unimproved
property, depending upon how far
along the project got and the
viability of the business case for
the project itself.
The moral? If you are looking at
extending credit to a general
contractor on a construction
project with no apparent lender, be
very cautious, and "drill down" to
find out whether money is really
there to build the project. A little
prevention goes a long way!
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HAVING A TEAM SCOREBOARD
Why is sports such a common, and
effective, metaphor for teamwork?
Why not cub scout packs, or ballet
companies, or marching bands? After
all, those are basically teams, too.
What makes sports so special?
Well, I think the answer has everything to do with the scoreboard. I
believe the scoreboard is what makes
an athletic contest compelling, and
provides the context for teamwork.
A scoreboard provides players,
coaches, officials and fans alike with
the framework for why they should
care about what is happening on the
court or field. And it informs them
about what needs to be done, in what
period of time, and to what extent, in
order for the team to succeed. Without a scoreboard, there is just too
much room for ambiguity and
interpretation about whether a team
has succeeded, and what they need
to do to get better next time.

Which is precisely why teams within
organizations—starting at the top—
need to do a better job of creating
and using scoreboards to drive their
actions. As obvious as all of this may
seem, effective scoreboards aren't
really being used correctly by
executive teams in many of the
organizations I've encountered. Most
of them are either putting too little
information, or too much, on their
scoreboard, leaving people confused
about how to affect the outcome of
the game, or overwhelmed about how
to interpret what is going on around
them.
Sports scoreboards contain just
enough information to help people on
the field or court make informed
decisions about how they can
increase the odds of winning the
game. This almost always includes a
few simple metrics like the time
remaining in the game, the number of

timeouts the team has at its disposal,
and of course, the score itself.
What is the right scoreboard for you?
That will depend somewhat on the
size of your organization as well as
your industry. But whatever it is, it
should be designed expressly to
guide the actions of the company's
leaders. That means the scoreboard
will most likely contain between two
and seven items that correspond to a
period of time that is within your
company's foreseeable and
actionable horizon. Finally, the scoreboard should also be easily understandable by people deeper in the
organization. That is, of course, if you
want them to be focused around what
really matters, and motivated to make
a difference.
Patrick Lencioni

2017
New Members
·
·
·

·
·

Alecom Metal
Works
BB&T Bank
Insurance
Reduction
Analysts
KAT Fabricators
Texas Bomanite

We love to celebrate
our members!
Send any
announcements
and news to
execdir@sam-dfw.org!

2017 MEMBERSHIP DRIVE
1. Bring Potential Members to Meetings
2. They apply for Membership
3. Repeat!
Whoever brings in the most new members from now
until December 31 will receive (2) Mavs Tickets with
Parking and $200 in Gift Cards!
CALENDAR OF EVENTS
September 7
Gary Dullum
TX Comptroller Office
Dinner Meeting
MCM Elegante

October 5
Brad Curtis
Dodge Data Analytics
Dinner Meeting
Crowne Plaza - Addison
*Mike White with TCA

October 26
Subbie Sam’s
Spooky HH

November 2
Spike Cutler
Cutler-Smith
Afternoon Seminar

Pappasito’s
Halloween
Happy Hour!

MCM Elegante
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Subcontractors Association of the Metroplex
Carrie Edomm, Executive Director
205 Sharon Street
Irving, TX 75061

Phone: (972) 438-1110
Cell: (817) 266-1909
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 a member of the Texas
Construction Association, the unifying voice of the trades in the Texas Legislature and
as such all SAM members have access to all the benefits of the TCA.
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.

SUBCONTRACTORS– THE ONES WHO
REALLY BUILD THE BUILDING

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

Our Association Leadership
President

Treasurer

Committee Chairs

Gary Ardis

Carrie Edomm
Astro Sheet Metal Co., Inc.
cedomm@astrosheetmetal.com

BPI: James Mayhew
Membership: MaryEllen Evans
Programs: Selena Zarate
TCA Representative: Paul Holden
Website: Gary Ardis

Anderson Asphalt and Concrete Paving

gardis@andersonpaving.com

Past President
James Mayhew
Apex Services, Inc.
jmayhew@apexservicesinc.net
Paul Holden
Facility Construction Services
paulh@fcsdallas.com

Vice President
Selena Zarate
Groves Electric
selena@groveselectric.com

Secretary
MaryEllen Evans
Trade Management
mevans@trade-mgmt.com

Board of Directors
Doug Cook
City Wide Mechanical
doug@citywidemech.com
Clem Lesch
PCL Contract Bonds
clesch@pclbonds.com
Don Weempe
Master Construction and Engineering
dweempe@masterconstruction.com

Legal Counsel
Spike Cutler
Cutler-Smith, PC
scutler@cutler-smith.com

If you’re not a member of SAM,
you should be.
Contact Carrie Edomm for a
membership application.
P: (972) 438-1110
C: (817) 266.1909
E: execdir@sam-dfw.org

