
Value ratios

Zweig Group recently released the 
2018 Valuation Survey. Researchers 
found that valuations performed for 
an ESOP, ERISA, or IRS requirement 
produced value ratios that exceeded 
the overall median in five out of six 
value ratio categories. This may be 
because firms using an ESOP structure 
are typically more advanced from a 
financial perspective than other firms. 
Of firms seeking financing, many of 
these went through private equity 
channels to raise money. The overall 
median for the equity value to profit 
ratio was 3.43.
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Mark 
Zweig

“You have to 
be able to 

respond to 
opportunities 

and threats 
quickly. 

It should 
be almost 

reflexive. Either 
it passes the 
litmus test or 

not.”

If you’ve ever actually done a litmus test you 
know that one of the best things about it 

is that it’s fast. Dip the paper in the solution 
or put a drop of solution on the paper and 
“voila,” the results are shown immediately! 
That’s gratifying. 

Decision-making for leaders is kind of like 
that as well. You have to be able to respond to 
opportunities and threats quickly. It should 
be almost reflexive. Either it passes the 
litmus test or not. This is a necessary quality 
to have in a rapidly changing environment. 

What may seem to some that you are making 
decisions impulsively or with incomplete 
information is at least partially incorrect. 
You have done your homework. You have 
done your research. Your planning has helped 
you to “pre-think” the decision. That way you 
know what to do when faced with whatever 
you are facing – good or bad. 

A lot of firm principals have a real hard 
time with this. It hurts their effectiveness, 
though, and reduces their ability to keep 
things moving in a positive direction. People 
like working for people who can make a 
decision. It is motivational for them. 

For instance, we made a new employee here 
very happy recently. She needed some new 
equipment to fit out our e-learning studio. 
She made a detailed request. The request was 
granted within 30 minutes and she ordered 
her stuff. This was compared to the last place 
she worked where it would have taken weeks 

OPEN FOR PARTICIPATION
zweiggroup.com/survey-participation/

The litmus test for decision 
making
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and the request either modified or only partly granted. She was very grateful for 
the quick decision and it allowed her to feel more enthused about her job and her 
work environment. 

There are a million other examples. The point is this: know what you are trying 
to do with your business. Have a clear idea of the end in mind. Ask yourself every 
time you have to make a decision if what you are doing is best for the long-term 
health of the company or not, and whether or not it is consistent with your stated 
plans and goals. If so, go. If not, no go. Seems like a simple idea. 

The point is you can work on your ability to act faster by simply acting faster. That 
takes pre-planning but the time spent, and time saved, is well worth it!  

MARK ZWEIG is Zweig Group’s chairman and founder. Contact him at mzweig@zweiggroup.com.

MARK ZWEIG, from page 1

TRANSACTIONS //  ON THE MOVE
D. WAYNE KLOTZ IS RECIPIENT OF THE 2018 
OUTSTANDING PRACTITIONER IN WATER RESOURCES 
ENGINEERING AWARD D. Wayne Klotz has been 
announced as the recipient of the 2018 AAWRE 
Outstanding Practitioner in Water Resources 
Engineering Award by the American Academy 
of Water Resources Engineers, a subsidiary 
of the American Society of Civil Engineers. 
Klotz is being recognized for his significant 
contributions in the practice of water resources 
engineering and his visionary leadership in the 
civil engineering profession.
In support of AAWRE’s mission to “advance 
the practice” – to broaden and deepen the 
body of knowledge for practicing engineers, 
AAWRE was founded in 2004 to improve 
the practice, elevate the standards and 
advance the profession of water resources  
engineering.
The AAWRE Outstanding Practitioner in Water 
Resources Engineering Award was established in 
2014 to recognize a diplomate, water resources 
engineer who has demonstrated a significant 
contribution to the engineering practice based 
on either a single outstanding achievement or 
through a body of work related to the practice of 
environmental or water resources engineering. 
Klotz is the fourth recipient of the Outstanding 
Practitioner in Water Resources Engineering 
Award.
Klotz was named a diplomate, water resources 
engineer in 2007 and he was the president of 
Houston-based Klotz Associates, Inc. Klotz 
was appointed to the Coastal Water Authority’s 
board of directors in 2011 by Houston’s Mayor 
Annise Parker, and serves as board president. 
He also served as co-chair for public works on 
Parker’s transition team and was a member 
the U.S. Department of Homeland Security’s 
Community Resilience Task Force. In addition, 
Klotz chaired Mayor Sylvester Turner’s tranisiton 
committee. Klotz earned a bachelor’s degree in 
civil engineering from Texas A&M University in 
1974 and a master’s degree in civil engineering, 
from the University of Houston in 1976, and he 
has established the Klotz Associates Endowed 

Scholarship in Civil Engineering at both 
universities.
His accolades include ASCE’s 2005 Edmund 
Friedman Professional Recognition Award, the 
2011 Texas Engineer of the Year Award, and 
the 2011 Houston Engineer of the Year Award. 
Texas A&M named him a distinguished graduate 
in 2004, and ASCE’s Texas Section and that 
section’s Houston Branch have recognized 
his contributions with awards. The American 
Water Works Association honored him with 
lifetime membership for his more than 30 years 
of dedication to the association and the water 
profession.
Klotz made significant contributions throughout 
his 45-year career to the disciplines of 
environmental and water resources through 
engineering practice. Klotz has been involved 
with ASCE at every level, including serving as 
its President and has supported several other 
professional engineering organizations.
In 2010, Klotz led ASCE to cofound the Institute 
for Sustainable Infrastructure and served as 
Chair in 2013. He has served on the board ever 
since, shepherding the institute’s education of 
civil engineers in sustainable design, certification 
of thousands of individuals nationwide 
and recognition of the first Gold Award for 
sustainable infrastructure. Wayne achieved ISI 
certification and encourages civil engineers 
nationwide to do the same. Today, some 350 
projects are estimated to be using ISI’s Envision 
guidelines for sustainable infrastructure, and 
nearly 5,000 engineering professionals have 
earned their Envision Sustainability Professional  
designation.
His overall engagement in policy for water 
resources demonstrates his commitment to 
securing and providing a safe, clean, abundant 
water supply to the Houston area, state of 
Texas and the nation, and is demonstrated by 
his involvement in every major water initiative 
in this region for over 30 years. His experience 
has allowed him to work on major projects 
throughout Texas.



3

 THE ZWEIG LETTER  March 12, 2018, ISSUE 1239

A best practice in business development/project initiation that you can adopt 
today is to always ask clients why they hired your team. Not just new clients – 

ask existing clients why they continue to trust you and your colleagues with valuable 
work. It’s important to know what we are doing that the market likes, and it’s a lot 
more fun to share this feedback than it is to share the “here’s what you’re doing 
wrong” feedback that we all have to endure sometimes.

While clients want to be in the hands of an expert, they also want that expert to care 
deeply about the success of their project.

O P I N I O N

My favorite reason to be hired for a job is 
a glowing recommendation from a client. 
Something that I very rarely hear is that our 
technical expertise or resume was the most 
impressive. While clients want to be in the hands 
of an expert, in my experience, what clients 
really want is to be in the hands of an expert who 
cares deeply about the success of the project. I 
believe that the way we treat people matters, and 
that energy and ambition are more important 
than credentials (but again, I am a University of 
Arkansas grad). While I’ve heard dozens of reasons 
why a client engaged us, sometimes I hear reasons 
that shock me. Some specific examples in the 
“shock” category are below:

 z Competitors took a week to respond to an in-
quiry/RFP, or didn’t bother to respond at all. If 

there’s one thing I am, it’s alive and able to respond 
to an email or call. Responsiveness is quite literally 
the easiest differentiator – the “low hanging fruit” – 
and yet it is repeatedly, consistently cited as either 
an area of excellence or an area for improvement on 
client perception studies. Clients value responsive-

Why me?

Jamie 
Claire 
Kiser

See JAMIE CLAIRE KISER, page 4

“My favorite reason to be hired for 
a job is a glowing recommendation 
from a client. Something that I very 
rarely hear is that our technical 
expertise or resume was the most 
impressive.”
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ness in a way that I can’t state more simply than this: They 
really, really care.

 z We acted like we were part of the team from the intro-
ductory call on. I had a now-client tell me that they were 
immediately impressed that Zweig Group consultants re-
ferred to the firm on the other end of the phone as “we” and 
“us” instead of “you.” They said we made them feel that their 
concerns, questions, and values were shared, and they felt 
that we would take on their challenges as our own. This takes 
some reinforcement with your internal staff, but I visibly 
cringe when someone says “I” or “me” in a meeting when re-
ferring to a team.

 z You heard us when we explained our specific needs and 
allowed us to deviate from your normal process. This is 
vital to consulting in the A/E and management worlds. If we 
don’t hear what our clients say (and what they don’t say), and 

we push “our” way onto them from the initial call on, we are 
telling the client that they don’t know what they need, and we 
know better than they do. Can you imagine retaining some-
one to help you who has already made it clear that they are 
always right?

 z The project team we presented clearly likes working with 
each other. I am pleased to hear this. Building rapport and 
camaraderie on a project team is vital to presenting a unified 
front to clients and to co-workers. If you are ever concerned 
if your team is, in fact, a team, spend some time talking to 
them about their interactions with each other. Ask a team 
that’s constantly blamed for something internally to teach a 
lunch-and-learn and tell the rest of the group what they do 
and what they need in order to be successful, and how they 
like to interact internally and externally. Provide some vis-
ibility to the “whipping boy” areas in the firm and see how 
that changes the conversation. Throwing colleagues under the 
bus to clients (even tacitly) is immediately recognized. If we’re 
willing to blame our co-workers, we won’t be there for our 
clients when they need us.

Upon reflection, there’s really only one wrong answer to 
the question of why a client hired your firm: We proposed 
the lowest fee.  

JAMIE CLAIRE KISER is Zweig Group’s director of consulting. Contact 
her at jkiser@zweiggroup.com.

JAMIE CLAIRE KISER, from page 3

“Upon reflection, there’s really only one 
wrong answer to the question of why a 
client hired your firm: We proposed the 
lowest fee.”

BUSINESS NEWS
THE DREVER COMMENCES “PARTHENON” MARBLE 
MAKEOVER Drever Capital Management’s 
1.5-million-square-foot redevelopment of the 
former First National Bank of Dallas building in 
the heart of the Dallas Central Business District 
has commenced removal and restoration 
of the historic marble slab panels on the 
building’s façade. 
The highest quality materials available were 
sourced during the construction of the historic 
building, originally importing the dense, 
handsomely veined white marble slabs from 
the same quarry in Greece as the marble used 
to build the still-standing Parthenon.
Steve McCoy, president of Drever Construction 
Co., worked with lead architect, Merriman 
Anderson/Architects, and contractor, Andres 
Construction, to develop a solution to remove, 
restore, and reinstall the slabs with new 
connections that will secure and stabilize the 
tower’s exterior for decades to come. The 
process provides a surplus of marble and 
terrazzo that, to the delight of the project’s 
interior designers, will be reutilized in the 
building’s interiors. The project is scheduled to 
be complete by the end of 2018.
“The process will allow this irreplaceable 
stone to not only be restored to its former 
glory, but remain as a sound element of the 
building’s structure for many years to come,” 
says McCoy. “The fact that the team was 
able to find a way for the excess marble to be 
repurposed adds another layer of history to 
this already impressive structure.”
Dallas-based architects, Merriman Anderson/
Architects, are the lead architects and 

designers designing the reimagined interior 
and exterior, and are delighted with the 
decision to recycle the existing marble panels.
“The original marble is from Mount Pentelikon, 
a mountain range located in Attica, Greece,” 
says Aimee Sanborn, AIA, principal, Merriman 
Anderson/Architects. “It’s a beautiful natural 
stone with wonderful veining. We were able to 
locate the quarry in Greece and have identified 
the exact species. To repurpose 100 percent of 
the existing exterior marble tells a compelling 
cradle-to-cradle story of upcycling.”
The condition of the panels and the integrity 
of the building’s engineering necessitated 
the decision to refurbish the marble. Existing 
mechanical connections were separating 
from the original structure. The panels will be 
refurbished by cladding the natural stone to a 
structural aluminum honeycomb backer panel, 
which will insure the engineering integrity and 
the historical value of the original marble slabs.
HyCOMB USA is responsible for the stone 
cutting and the application of the new structural 
aluminum honeycomb panel. Besides creating 
extra marble slabs for the building interiors, 
marble remnants from the cutting and cleaning 
process will be crushed and repurposed into 
terrazzo to be utilized in the elevator cab 
floors, elevator lobby flooring and flooring on 
the 9th floor amenity deck.
“I commend Drever Capital Management for 
their unwavering commitment to the quality of 
this project,” remarked Jerry Merriman, AIA, 
president, Merriman Anderson/Architects. 
“Repurposing is generally more expensive 
and time consuming than demolishing and 

replacing with new. The building’s owner, 
Maxwell Drever, appreciates the significance 
of this building to the history of downtown 
Dallas.”
Soon after the building was acquired, the 
largest abatement project in Texas history was 
completed. More than 5 million square feet of 
asbestos-ridden material that included 50,000 
linear feet of ductwork was removed from the 
building so that interior construction and the 
marble restoration could begin.
Now known as THE DREVER, the skyscraper 
was originally designed by architects George 
Dahl and Thomas E. Stanley and has been 
home to Hunt Oil, the Dallas Petroleum Club, 
and the fictitious J.R. Ewing’s office set for 
Ewing Oil in the television hit program, Dallas.
The mid-century 52-story tower’s distinctive 
façade was often compared to the pinstriped 
fabric of a traditional banker’s suit because of 
the repeating pattern of white marble and dark 
gray floor-to-ceiling windows. THE DREVER 
redevelopment will include a luxury high-rise 
offering 324 residential units, a Thompson 
Hotel planned with 218 rooms, spa, retail, 
office, and destination restaurants.
Maxwell Drever, chairman of Drever Capital 
Management, known for his team’s cost-
effective multi-family redevelopments has 
said that he saw 1401 Elm “as a responsible 
rare investment opportunity for not only our 
family but especially for our legacy, impact 
investment-minded investors. It was a perfect 
fit for our ‘doing well by doing good’ investment 
philosophy of adding value to troubled 
properties and transforming neighborhoods.”



SONOMA, CA  April 26-27 

CHARLESTON, SC  October 25-26

ASPEN, CO  June 7-8 

The Industry’s #1 Choice for Principal Training

MONTREAL, QC  July 19-20 Attendees of The Principals Academy earn 12 PDH / 12 CEUs. 
Zweig Group seminars are eligible for Professional Development 
Hours credits and Continuing Education Units. All attendees 
receive a certi�cate of completion indicating the number of hours 
earned during each seminar.

Zweig Group is a registered provider with the 
American Institute of Architects.

The Principals Academy is Zweig 
Group’s �agship training program 
encompassing all aspects of managing 
a professional AEC service �rm. It’s the 
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F r a n k l i n
P R O F I L E

Conference call: Christine Franklin
Comprehensive Environmental, Inc. (Best Firm #1 Geotechnical, #3 Environmental, and 
#13 Civil for 2017), a Miami Lakes, FL, based 80-person engineering and contracting firm.

Christine 
Franklin, 
President, 
Comprehen-
sive Environ-
mental, Inc.

“I’ve never termed any event in my life as a fail-
ure, but as an opportunity to learn what not to 

do the next time,” Franklin says. “My biggest per-
sonal lesson is that I cannot succeed if I try to do 
everything myself. People are put in your life to 
help you achieve your goals and you are here to help 
them achieve theirs.”

A CONVERSATION WITH CHRISTINE FRANKLIN.

The Zweig Letter: While M&A is always an op-
tion, there’s something to be said about organic 
growth. What are your thoughts on why and how 
to grow a firm?

Christine Franklin: Organic growth is cleaner 
and makes it easier to maintain the pure culture 
of the firm. However, it’s more difficult to achieve 

the growth targets without merging with synergis-
tic firms to provide a more robust product or ser-
vice. It depends on what you want to accomplish. 
It takes time and patience to grow organically. It 
takes a broader vision and the ability to compro-
mise for the M&A but, if successful, your growth is 
more rapid.

TZL: While plenty of firms have an ownership 
transition plan in place, many do not. What’s 
your advice for firms that have not taken steps 
to identify and empower the next generation of 
owners?

CF: I think it’s a big mistake not to have a plan in 
place – formal or informal. Time flies when you’re 
having fun so you don’t want to be caught without 

By LIISA ANDREASSEN
Correspondent
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F r a n k l i n
a good plan in place. Start identifying your replacement at 
least five to seven years ahead of your planned exit date and 
begin the mentoring and guidance necessary to help that 
person develop the confidence to step into the role. This 
should be done for all key firm positions.

TZL: Monthly happy hours and dog friendly offices. What 
do today’s CEOs need to know about today’s workforce?

CF: Today’s workforce is comprised of many generations 
of people working together. And they each need to be un-
derstood and dealt with according to what resonates with 
them. Stability, flexibility, work-life balance, upward mobili-
ty – these all mean different things to different generations.

TZL: Zweig Group research shows there has been a shift 
in business development strategies. More and more, 
technical staff, not marketing staff, are responsible for 
BD. What’s the BD formula in your firm?

CF: Our technical staff is responsible for major business de-
velopment as these are the people closest to our clients and 
potential clients and have first-hand knowledge of oppor-
tunities. Our marketing staff supports our technical staff 
and also identifies long-term opportunities that our techni-
cal staff can align the firm to pursue.

TZL: The talent war in the A/E industry is here. What 
steps do you take to create the leadership pipeline need-
ed to retain your top people and not lose them to other 
firms?

CF: We continually work on attracting and retaining the 
great people needed to maintain our leadership position. 
We have a formal leadership development program that 
we’re still honing and trying to get right. In the interim, we 
continue to offer our top people challenging and reward-
ing assignments that push them into developing the criti-
cal thinking and decision-making abilities way beyond their 
industry peers. We’ve also established a stock option plan 
for key employees and continue to benchmark our salaries, 
benefits, and other perks and keep them in line with the 
Best Firms to Work For.

TZL: As you look for talent, what position do you most 
need to fill in the coming year and why?

CF: Project managers are the key to a project’s successful ex-
ecution. The difference in the outcome of a well-trained PM 
and a good one is big.

TZL: Diversifying the portfolio is never a bad thing. What 
are the most recent steps you’ve taken to broaden your 
revenue streams?

CF: If it makes sense, diversifying a portfolio is never a bad 
thing. If it’s directly connected with strategic direction of 
the firm, we would consider it. Recently, we added a capa-
bility that was directly related to our airport-related work.

TZL: The list of responsibilities for project managers 
is seemingly endless. How do you keep your PMs from 
burning out? And if they crash, how do you get them back 
out on the road, so to speak?

CF: It’s a never ending struggle to keep your project manag-
ers refreshed and renewed as project management respon-
sibilities can be endless and overwhelming. We always try to 
keep the projects adequately staffed and provide the senior 
level support needed to resolve complex issues quickly and 
effectively.

When a PM crashes it’s usually as a result of a combination 
of work-life issues, so we try to provide additional support 
and be flexible with schedules and assignments so that he/
she can work out any conflicts and take the time needed to 
recover.

TZL: What is the role of entrepreneurship in your firm?

CF: We encourage our employees to have an entrepreneur-
ial spirit by rewarding behavior where employees take own-
ership of assigned tasks. We believe our employee stock op-
tion plan also motivates our employees to think and behave 
like entrepreneurs.

TZL: In the next couple of years, what A/E segments will 
heat up, and which ones will cool down?

CF: Infrastructure improvements seem to be heating up. 
Regulatory activities will cool down under this administra-
tion.

TZL: With overhead rates declining over the last five 
years and utilization rates slowly climbing back up to 
pre-recession levels, how do you deal with time manage-
ment policies for your project teams? Is it different for 
different clients?

See CONFERENCE CALL, page 8

“Organic growth is cleaner and makes it 
easier to maintain the pure culture of the 
firm. However, it’s more difficult to achieve 
the growth targets without merging with 
synergistic firms to provide a more robust 
product or service.”

“Start identifying your replacement at least 
five to seven years ahead of your planned 
exit date and begin the mentoring and 
guidance necessary to help that person 
develop the confidence to step into the 
role. This should be done for all key firm 
positions.”

facebook.com/ZweigGroup
facebook.com/ZweigGroup
twitter.com
linkedin.com/company
ZweigGroup.com
vimeo.com
http://hotfirm.com/our-awards/best-firms-to-work-for/
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CF: Our time-management policies are the same for all cli-
ents. We strive to complete our projects as efficiently as pos-
sible.

TZL: Measuring the effectiveness of marketing is diffi-
cult to do using hard metrics for ROI. How do you evalu-
ate the success/failure of your firm’s marketing efforts 
when results could take months, or even years, to mate-
rialize? Do you track any metrics to guide your market-
ing plan?

CF: We establish goals, objectives, and tactics and evaluate 
them on a regularly scheduled basis. The metrics we use to 
guide our marketing plan include number of new proposals 
and presentations; number and value of wins; and hit rate.

TZL: The last few years have been good for the A/E indus-
try. Is there a downturn in the forecast, and if so, when 
and to what severity?

CF: What goes up must come down. There will be a down-
turn, as business is cyclical. Within the next five years the 

industry will cool down and the severity will depend on 
what plans are put in place in 2018 to stimulate the contin-
ued health of the A/E industry.

TZL: They say failure is a great teacher. What’s the big-
gest lesson you’ve had to learn the hard way?

CF: I’ve never termed any event in my life as a failure, but 
as an opportunity to learn what not to do the next time. My 
biggest personal lesson is that I cannot succeed if I try to 
do everything myself. People are put in your life to help you 
achieve your goals and you are here to help them achieve 
theirs.

TZL: What’s your prediction for 2018?

CF: Overall, it should be a good year. We’ll experience a la-
bor shortage and a shortage of managerial talent. If we do 
manage to get an infrastructure improvement bill passed, 
that labor shortage will be hard on the industry.  

CONFERENCE CALL, from page 7

“When a PM crashes it’s usually as a result 
of a combination of work-life issues, so we 
try to provide additional support and be 
flexible with schedules and assignments so 
that he/she can work out any conflicts and 
take the time needed to recover.”

“What goes up must come down. There 
will be a downturn, as business is cyclical. 
Within the next five years the industry will 
cool down and the severity will depend 
on what plans are put in place in 2018 to 
stimulate the continued health of the A/E 
industry.”

ON THE MOVE
ARUP NAMES SHEBA HAFIZ WEST COAST WATER 
LEADER:  ENGINEER BRINGS NEARLY TWO DECADES 
WORTH OF EXPERIENCE IN WATER PROCESSING 
TO FIRM Arup, the design and consulting firm  
for the built environment, announces that 
Sheba Hafiz, PE, has joined the firm as 
West Coast water leader, focused on client 
support for the firm’s growing portfolio of 
water projects west of the Rockies. She  
is also a member of Arup’s leadership team 
in the San Francisco office. Hafiz has 20 
years of experience providing planning, 
program and project management, design, 
construction management and facility 
operations advice to clients in the water  
sector.
John Eddy, Arup principal and San Francisco 
infrastructure leader, said, “Our water 
challenges in the West are as numerous as 
the solutions and as the jurisdictions involved. 
Sheba’s experience in water, wastewater 
and recycled water significantly grows 
our West Coast sector water skills, which 
already include water conveyance and green  
infrastructure.”
“I’m honored to join the Arup team here on 
the West Coast,” Hafiz said. “Water is an 
integral part of a healthy and sustainable 
built and natural environment. I’m looking 

forward to bringing my skills and experience 
in this field to Arup’s diverse range of  
clients.”
Hafiz boasts both public and private water 
utilities as her clients. Her project work spans 
the Western United States, from California to 
Arizona and Hawaii to Washington. Clients 
have utilized her expertise to advance their 
business imperatives from early planning 
stages to design, construction, training, asset 
management and optimization of operations. 
She is also experienced in alternative 
project delivery methods including design-
build and construction management at  
Risk.
Hafiz received a B.S. in civil engineering from 
Jamia Millia Islamia in New Delhi and a M.S. in 
environmental engineering from Arizona State 
University.
Arup’s recent water work in the Western United 
States includes the Polhemus (Crystal Springs 
Bypass) Tunnel for the San Francisco Public 
Utilities Commission, the Lake Mead Intake 
No. 3 tunnel in Las Vegas, and the Silicon 
Valley Clean Water Gravity Pipeline project in 
San Francisco.
Other Arup water work in the West includes 
advanced surface water hydraulic modeling 

for numerous clients in California and Oregon, 
featuring large infrastructure projects like 
the High Speed Rail, sea-level rise and 
extreme weather adaptation planning for the 
Bay Area Rapid Transport in San Francisco 
and the Kapalama Canal Catalytic Project 
in Honolulu, Hawaii. Arup has planned 
and implemented green-infrastructure on 
numerous projects including Bay Meadows 
Phase II. Arup is also providing transaction 
advisory and technical due diligence services 
to Rialto Water Services on their capital 
projects delivered under public private  
partnership. 
Arup provides planning, engineering, 
design, and consulting services for the most 
prominent projects and sites in the built 
environment. Since its founding in 1946, 
the firm has consistently delivered technical 
excellence, innovation, and value to its clients, 
while maintaining its core mission of shaping 
a better world. Arup opened its first US office 
more than 30 years ago and now employs 
1,400 people in the Americas. The firm’s 
employee-ownership structure promotes 
ongoing investment in joint research to yield 
better outcomes that benefit its clients and  
partners.
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The emphasis on water and energy conservation and enhanced security is changing 
how developers, investors, municipalities, and tenants are looking at new 

development. Shared infrastructure is the prudent way to go for all, including the 
planet.

To save scarce resources, provide enhanced services, and reduce costs, the trend is to 
look at multiples of buildings as a district with common utilities.

O P I N I O N

For many years, unless those in our industries 
controlled a large, multi-building parcel (and even 
sometimes then), each building was designed 
with stand-alone utilities. Today, to save scarce 
resources, provide enhanced services, and reduce 
costs, the trend is to look at multiples of buildings 
as a district, where shared infrastructure supports 
the entire area.

This approach is not new. Typically, shared 
infrastructure is part of college, medical, and 
large industrial campuses and, occasionally, for 
multiple-building office parks.

I started down this path of shared infrastructure 
in Orange County, California, in the mid-‘80s on 
a handful of multi-building office complexes. The 
execution then was simple, but the objectives 
are the same as today. On one project, we put 
the chillers, boilers, and cooling towers along 
the parking structure to achieve efficiency in 

operation and allow better access for servicing the 
equipment. More than one building could utilize 
the ground-level heating and cooling equipment 
rather than depending on individual rooftop 
equipment and the attendant servicing costs.

On a more advanced project, we installed sun 
shades around four buildings to reduce heat 
gain and had one set of chillers and boilers in a 

Shared infrastructure

Ed
Friedrichs

See ED FRIEDRICHS, page 10

“Today, to save scarce resources, 
provide enhanced services and 
reduce costs, the trend is to look at 
multiples of buildings as a district, 
where shared infrastructure supports 
the entire area.”
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central plant. Those shared resources could be staged into 
operation to accommodate demand, without having to 
run all of them all of the time. This was done at the time 
the local utility company had dramatically increased peak 
hour rates. We installed large tanks under the central plant 
filled with slurry that allowed us to chill the medium in the 
tanks at night when rates were low, and then use that in 
the chillers during the day when rates were high.

In addition, we used a raised floor in the office spaces 
which allowed air to be delivered from under the floor at a 
higher temperature and at lower fan speeds than if the air 
was delivered through ceiling diffusers, which often caused 
drafts on office workers. If you’ve ever been in an office 
and noticed a piece of cardboard taped over a diffuser, or 
a space heater under a desk to keep someone’s feet warm, 
you’ll appreciate the advantage of this approach.

Additional benefits included no discoloration around the 
diffusers, since air was delivered from under the floor 
without recirculating with room air that had dust particles 
and germs mixed in. It also gave us the opportunity to 
reconfigure wiring without drilling holes in the slab. With 
most of the ductwork eliminated, the floor-to-floor height 
was the same as a normal office where space for duct work, 
sprinkler pipes, and light fixtures have to be planned 
above the acoustic tile ceiling. Finally, since this client 
reconfigured their offices frequently, and the floor and 
ceiling were laser-level, we were able to use demountable 
partitions.

When offices had to be reconfigured, sheet-rockers, taping, 
and sanding were not necessary, providing a much cleaner 
and more pleasant work environment. Since it was such an 
unusual approach at the time, we monitored the project 
over the next 10 years. During that time, there were no 
air quality complaints and absenteeism due to colds and 
flu was reduced. The approach proved to yield a much 
healthier environment, and the project was awarded the 
energy company’s Sustainable Building of the Year  
award.

Today, we’ve designed the shared infrastructure approach 
into plans for the West 2nd District in Reno, Nevada. We’ll 
have a central plant for 30 buildings. There will be no 
equipment on the rooftops, so there will be a dramatic 
decrease in maintenance cost and a projected savings of 
36 percent in energy use. Plus, we can use the rooftops 
for something much more attractive than mechanical 
equipment.

In addition, a waste water treatment plant for the 
entire district will reduce the district’s water use by 
approximately 50 percent. That’s critical in Reno because 
of its high-desert climate. We’ll be able to recycle our 
water for irrigation, cooling towers, and toilet flushing. As 
global warming continues and water becomes increasingly 
scarce, this approach will become increasingly important. 
We will produce more recycled water than we’ll use, so, as 
autonomous vehicles begin to decrease parking demand, 
we’ll be able to grow our own fruits and vegetables in 
hydroponic gardens in what had formerly been parking 
floors.

Many more centralized functions are planned, including 
security systems for the entire project connected directly 
to first responders – fire, police, emergency, and medical 
services. This will make our district much more secure. I’ll 
continue to elaborate on these systems, and the results we 
obtain, as the project moves forward.  

ED FRIEDRICHS, FAIA, FIIDA, is the former CEO and president of 
Gensler. Contact him at efriedrichs@zweiggroup.com.

ED FRIEDRICHS, from page 9

“We’ve designed the shared infrastructure 
approach into plans for the West 2nd 
District in Reno, Nevada. We’ll have a 
central plant for 30 buildings. There will be 
no equipment on the rooftops, so there will 
be a dramatic decrease in maintenance 
cost and a projected savings of 36 percent 
in energy use.”

BUSINESS NEWS
BOTANICAL-INSPIRED WEST HOTEL SYDNEY 
OPENS NEAR UP-AND-COMING PRECINCT 
Located in Sydney’s central business district 
and next to the new waterfront leisure and 
commercial Barangaroo precinct, West Hotel 
Sydney, Curio Collection by Hilton resides in 
the ideal location for travellers. This property 
marks the first Curio Collection by Hilton hotel 
in Australia. The 182-room new build hotel will 
be managed by Hilton, under a management 
agreement with M&L Hospitality.
Designed by Australian architecture firm 
Fitzpatrick and Partners, with interiors by 
Woods Bagot, the hotel has a modern classic 
design theme, featuring deep tones with 
marble and brass accents. A strong botanical 
theme runs throughout the hotel, most evident 
in the beautiful open-air garden atrium and 
white waratah motif in the lobby. 

“Opening the first Curio Collection hotel in 
Australia is a very exciting milestone for us,” 
said Mark Nogal, global head, Curio Collection 
by Hilton. “Being such a culturally rich city and 
the capital of New South Wales, Sydney is the 
perfect location to add to our growing global 
collection, which now boasts nearly 50 hotels. 
West Hotel will offer curious travellers seeking 
an authentic, memorable travel experience the 
ideal base to discover Sydney.”
The property features 182 stylish guest rooms, 
including four spacious suites. Each room is 
equipped with Bluetooth-enabled audio visual 
technology and an open work area, with suites 
offering a separate sleek living area. The hotel 
also features a fully equipped gym and a 
private meeting/dining room.
Contributing to the lively Sydney dining scene 

is the on-property restaurant Solander Dining 
and Bar. Named after the first fleet botanist 
who arrived in Australia from England and 
helped discover several plant types, Daniel 
Solander, the restaurant and bar offer a modern 
Australian all-day dining experience with a 
focus on seasonal and botanical produce. 
Leading the Solander team is executive chef 
David Vandenabeele who joins the hotel after 
working as the head chef at a leading hotel in 
New York. 
Jane Lyons, general manager, West Hotel 
Sydney said, “Our motivated and engaged 
team members very much look forward to 
welcoming guests to West Hotel, providing 
them with exceptional experiences that exude 
the distinctive spirit of Sydney, and offering 
them all the hallmarks of Hilton hospitality as 
part of the Curio Collection.”
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There is much hullabaloo made in our industry about growth and size. And it 
seems these are believed to be the largest measures of success for companies. 

The temptation to focus on growth is great as the topic comes up in nearly every 
conversation when peers meet. 

So many firms want to be at the top of the list for growth, but to get there, you have to be 
good, not necessarily fast.

O P I N I O N

There is a constant barrage of published lists 
in various industry trade magazines and local 
business publications. Then there are the 
conference panel discussions that quiz leaders 
on their “growth strategies,” with the larger 
companies getting marquis attention, of course, 
and thus the feeling that size matters. It’s no 
wonder companies aspire to not simply appear 
on a list, but to be on top of the list. At times, it 
appears everyone is in a “race” to the summit.

One must ask oneself if the measure of success is 
that you are bigger than a competitor? It certainly 
can’t be the sole measure. In fact, I take a different 
viewpoint on growth and size. It starts with 
the understanding that when people talk about 
“growth strategies” we need to be reminded that 
growth is not a strategy. Growth, rather, is the 

result of executing good strategy. Growth is the 
result of doing a lot of things well.

An analogy would be success in team sports, where 
it takes a combination of strategy, good coaching, 
a variety of skills, capabilities among the players, 
and the ability to execute. Like team sports, a 
successful company should include enduring client 
relationships, produce quality work, perform well 
financially, have a great workplace environment, 
advance people’s careers, be sustainable from one 
generation to another, and achieve good growth to 
name just a few characteristics.

With all the above in mind, we can now begin to 
think of how to build a well-rounded company that 
achieves success in all aspects of the business.

Better is better

Gerry 
Salontai

GUEST 
SPEAKER

See GERRY SALONTAI, page 12
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This starts with developing a strong vision and purpose for 
the company. A vision that is bold enough to look beyond 
the day-to-day to ultimately take the company over the 
horizon and seize new opportunities. This, combined 
with a meaningful purpose that defines why the company 
exists, inspires commitment and engagement from 
employees, centered around why they believe their work 
is significant while ultimately contributing to people’s 
lives. In combination, these create a rallying cry that drives 
companies to unstoppable success.

Next, establish just a handful of clear and very focused 
strategies to reach the vision and live out the purpose. 
They can create a new paradigm of performance or 
strengthen the company from where it is today.

Organizationally, it’s then crucial to keep the company 
client-centered. This can include the way you are 
structurally organized, but more importantly it’s about 
empowering your people to deliver what they do best 
rather than encumbering or bogging them down with 
needless complexity and process that frustrates both 
them and your clients. Those who work with clients 
should be at the top and should be the focal point of your 
organizational chart.

Operationally, it’s important to run your business like a 
business. Be disciplined and consistent in your approach 

and overall management. Ensure you are making the right 
decisions for the right reasons that focus on financial 
success in all categories. Don’t fall prey to a “lifestyle” 
approach that benefits only a few. Accept above median 
performance only as a the “low bar” in bad years and strive 
for “upper quartile” profitability. And use prudent cash and 
balance sheet management that does not put undue risk, 
financial leverage or debt on the company.

Live the reality that we are in a people business and that 
it’s crucial to recognize that company success is directly 
tied to people success. Take the time to hire the right 
people who will occupy the right seat on the bus. For those 
who don’t quite fit or perform, either put them in a new 
seat or get them off the bus. Empower the right people to 
excel and reward them. Move their careers along.

Lastly, invest in your future. Spend profits in the right 
places. Investing in new markets, equipment, and tools, 
and training and leadership development are key to that 
future. Vigilantly retain some of that precious profit in the 
company to build a strong balance sheet to strengthen the 
company today and to ensure a smooth transition in the 
future.

Hopefully the above will help you in your endeavor to 
achieve success in your company without falling prey to 
the race to be at the top of a list. And most importantly, 
remember that bigger is not better. Better is better. And if 
you focus on better, you will get bigger.  

GERRY SALONTAI is the founder of Salontai Consulting Group, LLC. 
Contact him at gerry@salontai.com.

GERRY SALONTAI, from page 11

“Live the reality that we are in a people 
business and that it’s crucial to recognize 
that company success is directly tied to 
people success. Take the time to hire the 
right people who will occupy the right seat 
on the bus. For those who don’t quite fit or 
perform, either put them in a new seat or 
get them off the bus.”

ON THE MOVE
JQ ANNOUNCES ASSOCIATE PROMOTIONS IN 
FIRM’S DALLAS OFFICE JQ has announced the 
promotion of Josh Bronstad, PE, ENV SP and 
Jennifer Ridd, PE to associates with the firm in 
its Dallas office, according to JQ partner John 
J. Hoenig, PE, LEED AP.
Says Hoenig, “We are very pleased to 
recognize these talented individuals and look 
forward to their continued contributions to 
our firm’s pursuit of excellence in serving our 
clients and the community. They are valued 
members of the JQ team and embody our 
firm’s culture and values.”
Bronstad is an eight-year veteran with JQ 
and serves as a senior project manager in the 
Infrastructure group. Bronstad has expertise 
in structural engineering for water and 
wastewater facilities and extensive experience 
in the analysis and design of deep hydraulic 

retaining structures, ranging from pump 
stations over 60-foot deep to cantilevered 
buttressed retaining walls over 40-foot tall. 
Bronstad holds a Master of Engineering in 
Structural Engineering and a Bachelor of 
Science in Civil Engineering with a Structural 
Emphasis from Texas A&M University.
Ridd joined JQ in 2014 and serves as a senior 
project manager in the Buildings group. With 
more than 14 years of experience, Ridd 
has considerable experience in providing 
structural engineering design, analysis, 
project management and feasibility studies 
for concrete, structural steel and masonry 
structures. Ridd has experience in serving 
clients spanning diverse markets from higher 
education academic buildings and athletic 
stadiums to commercial office buildings to 
healthcare facilities. Ridd holds a Masters of 

Science in Architectural Engineering from the 
University of Texas at Austin and a Bachelor 
of Science in Civil Engineering from Purdue 
University. Ridd has held various positions on 
the DFW Chapter Board of ACE Mentoring 
and remains actively involved with the  
organization.
Founded in 1984, JQ provides structural 
and civil engineering, geospatial and facility 
performance services throughout the United 
States. The firm is considered a leader in 
engineering design innovation and technology 
to support its complex, multi-state and 
multi-market projects. Nationally, JQ has 
been recognized as a Best Place to Work 
and as a Hot Firm by Zweig Group. Based 
in Texas, JQ has offices in Austin, Dallas, 
Fort Worth, Houston, Lubbock, and San  
Antonio. 

“Invest in your future. Spend profits in the 
right places. Investing in new markets, 
equipment and tools, and training and 
leadership development are key to that 
future.”


