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First Class Customer Service…First Class Customer Service…
Yes, It’s Free?Yes, It’s Free?

Many businesses believe that 
the key to providing excellent 
customer service lies with the 

quality of their products or services. 
It’s a mindset based on, “if the 
customer is happy with what they’ve 
purchased, and we have very low rates 
of return/refunds – then it proves we 
are delivering what customers want”.

Not true. This does not equate to 
customer service excellence. This is 
“technical excellence” because the 
product or service fixed the problem 
or fulfilled the desire. And so, it 
should. Remember…. When you buy 
something, you expect it to do the job. 

When you are ready to purchase a 
product or service take a close look 
at what will happen after the vendor 
takes your money? If the initial level 
of service you received during the 

purchase was outstanding, it also 
needs to be outstanding when you 
seek follow-up service. It’s a fact of 
life that many sales people do a great 
job of providing “service” during the 
purchase phase, because they want 
the sale. But after the sale, if issues 
arise around delivery, product quality, 
a website malfunction, administrative 
procedures – anything – it’s not the 
salesperson’s problem. They’re onto 
the next sale.

In essence, businesses that excel at 
customer service consistently make 
it easy and fast to reach you and 
take pride in how well they respond 
to your needs. Knowledgeable and 
friendly employees are quick to 
respond to your needs and follow 
up after the sale. Issues are handled 
with customer focus excellence at 
every step of our journey, and on 

every occasion or your initial warm 
and fuzzy feeling will dissipate. Your 
perception about a company may 
shift, and will influence to question 
your decision.

Additional Factors  
to Consider

Communication:    

•	 Was the Communication 
Effective?  Effective 
communication 
begins with phone 
or texting etiquette, 
attentive listening, clear 
communications – both 
verbal and written.

•	 How much of a hurry 
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you were in and how 
long did it take to get 
help? Time is arguably 
the most important factor 
of customer service 
excellence and feeling 
you were served fast and 
efficiently is paramount.

•	 Did they “Go wide, go 
deep”. This means did they 
ask all the right questions 
to give you a thorough, 
exceptional experience.

Trust:
As the customer, you should know 
the company’s history of reliability 
and that future communication is 
precise and expedient to reinforce 
you made the right decision. Namely, 
the company will not take advantage 
of you. Consider the last time you 
discovered you were being hit with 
overdraft charges from your bank 
or extra fees for services you were 
not aware was part of the contract. 
More often if you don’t trust the 

organization, you probably wouldn’t 
be doing business with them any 
longer.

Reputation:
Most buyers will check out a social 
media star rating of a business to 
determine its reputation. Savvy 
customers will invest time in social 
media reviews to see what is being 
said about a company. Moreover, 
savvy customers don’t ignore 
review sites either. Reputation is 
a big part of the buying decision, 
and as a customer, you need to feel 
comfortable you are investing in a 
credible company that will support 
their claims with actions.

Consistency:
Outside of lying, there is nothing that 
erodes trust quicker than a lack of 
consistency. Each experience should 
be just as good as the last one. For 
example, if each time you visit your 
favorite restaurant, you discovered the 
quality was great on some days and 
not so great on others, you will soon 
find another restaurant.

Summary:
Doing business with a company 
that takes pride in interacting 
with customers should be “a given”. 
Companies’ should provide you with 
information in response to inquiries 
about products and services and 
to handle and resolve complaints a 
priority.

“The goal as a company is to have 
customer service that is not just the 
best but legendary”. 

~ Sam Walton

James Fino 
Robert’s Extra Space 
Digital Marketing

At Robert’s Extra 
Space, Jim introduced 
an integrated digital marketing 
strategy that focuses on conversions, 
loyalty and retention via phone, 
social media, email campaigns and 
the website.

Continued from Page 4
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What In The World What In The World 
    Are Tier II Waters –    Are Tier II Waters –

Section 402 of the Clean Water 
Act (“NPDES Program”) 
is the basis for our current 

erosion and sediment control (E/S) 
and stormwater management 
(SWM) strategies locally as well 
as at the state level. It not only 
facilitates Maryland Department 
of the Environment’s (MDE) 
contemporary criteria of returning 
stormwater runoff to the equivalent 
of “woods in good condition”, but 
also directly drives the NPDES 
discharge permitting program.

For new construction disturbing an 
acre or more, the MDE – in addition 
to a local E/S plan – also requires 
a permittee to seek authorization 
for coverage under on their NPDES 
General Discharge Permit for 
construction (GCP) activities via 

a fairly automated and straight 
forward online notice of intent 
(NOI) process.

Soon, a new five-year GCP will 
be issued with new potentially 
challenging requirements that will 
directly affect new construction 
for the first time. The industry 
has recently already provided a 
lengthy letter of comment to MDE 
during the public interest period. 
Two major highlights are requiring 
Stormwater Pollution Prevention 
Plans (SWPPP) for all projects 
- and complying with additional 
criteria to conform to what are 
referred to as Tier II sensitive 
watershed criteria. 

A SWPPP is a substantial report-
like document that incorporates 
an E/S plan but goes beyond that 

usually only required in Maryland 
for industrial and commercial 
properties with potential “hot 
spots”. But residential development 
typically did not require one when 
it had an approved E/S and SWM 
plan per MDE criteria because they 
were considered rigorous enough 
on their own already. Now all 
construction potentially can require 
one.

So what about Tier II 
waters?
In 2004, via U.S. EPA direction, 
the MDE through COMAR divided 
waters into 3 Tiers of quality and 
levels of protection, and required 
that those above level I receive 
greater protection mechanisms. 

         And Why You          And Why You 
           Should Care In 2021           Should Care In 2021
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The Tier II screening process is 
not a “permitting” one but rather 
is administered by comment 
coordination to other MDE 
permitting programs such as the 
MDE Wetland and Waterway 
Program process when needing 
a permit to impact jurisdictional 
waters, including wetlands, or 
for NPDES industrial discharge 
approval – and now soon the MDE 
NOI CGP for discharges associated 
with new construction.

Tier II waters are higher quality 
streams throughout Maryland that 
will require additional E/S and 
SWM measures determined by 
filling out a NOI online checklist 
to comply. If in a Tier II watershed, 
a project needs to go through an 
additional MDE Program review 
by policy frequently requiring 
100’ stream buffers of additional 
scrutiny, additional and redundant 
E/S and SWM practices, and a 
project need justification.

Nothing wrong with that in concept 
but it is already being done since 
this policy is from years before we 
have our current water quality and 
stormwater management criteria 
in place – local, state, and federal 
- so this now may be perceived as 
redundant.

Yet Tier II project screening will 
start this year via the NOI process 
– even if there are zero impacts 
to waters and even if no Tier II 
streams are on the project site. 
And getting MDE NOI approval 
at the E/S stage may need more 
planning, design, and regulatory 
authorizations in a Tier II watershed 
as identified on MDE website 
mapping.

Documenting how a project already 
complies with other existing and 
current environmental criteria 
already in place may well be the 
means to demonstrate Tier II 
compliance. Stay tuned.

Andrew Der is Principal of Andrew 
T. Der & Associates, LLC practicing 

in the consulting industry regionally 
and nationally since 2001, previously 
completing 18 years of service 
at the Maryland Department of 
the Environment. He specializes 
in natural resource and water 
compliance, regulation, permitting, 
environmental assessment, 
feasibility studies and advocacy. He 
is an Academy of Board Certified 
Environmental Professionals 
Certified Environmental Professional 
and also teaches seminars, 
publishes industry-related articles, 
an industry representative of 
advisory committees and provides 
expert testimony. He can be reached 
at 410-491-2808 or AndrewTDer@
comcast.net.

Continued from Page 6
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these as the Fatal Four:

•	 Falls account for 
approximately 33% of the 
deaths.

•	 Being struck by an object 
accounts for roughly another 
11%.

•	 Electrocution comes in at 
8.5% of fatalities.

•	 “Caught-in/between” causes 
5.5% of the deaths. This 
latter category includes 
workers who are caught 
in or compressed by 
equipment. It also includes 
those unfortunate enough 
to be hit or crushed by 
falling material, collapsing 
structures, or equipment like 
cranes. The United States 
Bureau of Labor Statistics 
(BLS) has statistics showing 
an average of 44 workers 
die each year from crane 
accidents. That’s not 
counting non-workers and 
an ever-increasing number of 
trespassers!

Trespassers and the Allure of 
Tower Cranes
The definition of trespassers has 
evolved over the years. This group 
sometimes includes: 

•	 Children looking for a new 

playground 

•	 People hurrying home via 
a shortcut through your 
construction site 

•	 Urban explorers

These “urban explorers” are the 
most common trespassers — and 
the greatest threat to your bottom 
line — and include people who break 
into construction sites specifically 
to film themselves doing dangerous 
stunts on cranes. They then post their 
“daring deeds” on social media in an 
effort to gain fame and fortune. Here’s 
what you need to know about urban 
explorers:

•	 Some of these thrill-
seekers have expanded 
past just breaking in and 
clambering all over dangerous 
equipment. 

•	 They’ve discovered they can 
build a following and generate 
revenue with illegal antics. 

•	 Unfortunately, this only 
encourages others to follow in 
their footsteps!

•	 Social media provided a 
platform for them to show off 
their ever-more-dangerous 
stunts.

•	 Instead of simply showing 

T ower crane safety and security 
is always a major concern on 
construction sites. Of course, 

safety and security are always of 
paramount importance wherever 
construction is taking place, but it’s 
even more important when tower 
cranes are involved.

Having a standard operating 
procedure (SOP) is an important 
step in protecting your workers and 
materials. It can even protect your 
construction project itself as well as 
your timeline for completion. Security 
is an essential component of that 
SOP, and this guide will help you get 
a better understanding of how to 
ensure your site is safe.

How Common Are Tower 
Crane Accidents?
Unfortunately, tower crane 
accidents happen each year and the 
consequences are often devastating. 
The potential for loss of life from a 
tower crane accident is fairly high 
due to the sheer size of the crane, the 
weight of the load it may be lifting 
at the time of the accident, and the 
number of people at a busy worksite.

According to the Occupational 
Safety and Health Administration 
(OSHA) statistics, one out of every 
five workers killed on the job is a 
construction worker. There are four 
main causes of so many construction 
worker deaths, but OSHA refers to

Improving Tower Improving Tower 
Crane Safety & Crane Safety & 
Security On Security On 
Construction SitesConstruction Sites

Continued on Page 9
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panoramic photos taken 
atop high buildings, they are 
dangling or even parachuting 
from those same buildings. 

•	 Now they’ve turned their 
attention to tower cranes.

These urban thrill-seekers have 
already placed first responders 
in danger when rescuing them from 
cranes. The inevitable will eventually 
happen, and thrill-seekers will face 
serious injury or death after scaling 
tower cranes.

Although tragic, these accidents will 
also have devastating consequences 
for the construction companies in 
charge of the cranes involved in 
the incidents. For this reason, it’s 
important to incorporate trespasser 
detection and deterrence into 
companies’ tower crane safety and 
security plans.

Improving Tower Crane 
Safety & Security
A thorough understanding of the 
dangers associated with cranes is 
the essential first step in improving 
crane safety on the job site. The 
biggest hazards posed are listed 
below:

•	 Power line contact often 
results in the electrocution 
of anyone in contact with the 
crane. 

•	 Exceeding the capacity rating 
of the crane can result in 
it tipping over or buckling, 
injuring or killing anyone 
within range.

•	 Failure to properly support 
the crane with outriggers can 
cause it to turn over. 

•	 Inadequately supporting the 
boom during disassembly can 

cause it to collapse onto any 
nearby workers.

•	 Not providing a solid, 
stable, level foundation puts 
everyone around the crane in 
danger if it starts slipping or 
tipping over.

•	 Good visibility is essential for 
safely operating a crane! 

•	 Falling loads and workers 
caught in the path of the 
crane are generally the result 
of poor visibility on the part of 
the crane operator.

So, how can you decrease the 
chances of a crane accident occurring 
on your job site? First, make sure that 
all cranes are regularly inspected, 
properly maintained, and always used 
in accordance with all relevant safety 
protocols. OSHA standards specify 
proper crane operating standards and 

Continued from Page 8

Continued on Page 10

9FEBRUARY 2021NETWORKED & CONNECTED BACK TO TABLE OF CONTENTS

https://www.cp24.com/news/crane-climbing-a-dangerous-new-trend-among-young-thrill-seekers-york-police-1.3455479
https://www.graphicproducts.com/articles/crane-safety/


10 FEBRUARY 2021 NETWORKED & CONNECTEDBACK TO TABLE OF CONTENTS

should always be strictly adhered to 
whenever a crane is on your job site. 

Some of these regulations include:

•	 Allowing only qualified and 
properly trained workers to 
operate the crane.

•	 Having each crane’s load 
capacity clearly marked on it.

•	 Ensuring excellent visibility by 
making sure that the cab is 
free of obstructions.

•	 Using spotters trained 
in approved hand signals 
or equipped with a radio to 
communicate clearly with the 
crane operator.

•	 Using warning devices 
to signal workers and 
bystanders whenever a crane 
begins lifting a load.

By following OSHA regulations 
and industry best practices, you 
can greatly reduce the chances of 
a devastating crane accident on 
your job site. Having proper security 
measures in place can help prevent 
any after-hour accidents that might 
occur when your job site is closed, 
too.

The Safety Benefits of a 
Video Camera Alarm System
Imagine the devastating 
consequences of a trespasser 
suffering a serious injury or death on 
your worksite. Besides the guilt and 
blow to workplace morale, it would 
cause a public relations nightmare. 
Add in a possible lawsuit and a rise 
to your insurance costs and the 
effects are potentially devastating. 
Fortunately, there are steps you can 
take to prevent such an incident. 

•	 One of the most important 
is installing a good video 
camera alarm system to 
alert you to the presence 
of trespassers before they 
can cause mischief or begin 
dangerous stunts. 

•	 CCTV surveillance systems 
can be monitored by security 
professionals with law 
enforcement experience 
during the critical overnight 
hours, from 6 pm to 6 am. 

•	 Once a trespasser is detected, 
the system will activate 
flashing blue and red lights, 
issue an audible warning, 
and notify law enforcement 
authorities.

These surveillance systems can also 
help with other tower crane safety 
and security priorities by taking note 
of potential problems before they 
happen and:

•	 Notify you of vandalism that 
might affect equipment safety.

•	 Flag improper maintenance 
issues or a failure to conduct 
proper safety checks.

•	 Identify any other unsafe 
practices that might 
contribute to an accident.

Having a tower crane on your 
worksite raises all kinds of safety 
and security concerns. Following 
relevant rules and regulations, as 
well as industry best practices will 
dramatically decrease the chances 
of an accident involving your tower 
crane. Trusting the expert security 

717-933-5781  •   Serving DE, MD, PA, VA, WV    
www.mdandb.com

making it happen

AND COUNTING …
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of unmatched quality service
of local crews and management

of technology-driven industry innovation
and honest hard work

professionals at Mobile Video 
Guard to highlight safety errors and 
handle trespassers will give you 
additional peace of mind.

Shawn Scarlata 
CEO 
SMART Security Pros

Providing 
professional Video 
Surveillance 
Services & Armed 
Security throughout 
Baltimore and the Washington, D.C. 
Metropolitan Area, SMART Security 
Pros utilizes only off duty, retired, and 
prior police officers for our armed 
security assignments.  SMART’s 
founder, Shawn Scarlata, was an 
active duty law enforcement officer 
for 22 years in the Washington, D.C. 
Metropolitan Area.  SMART Security 
Pros specializes in utilizing our Mobile 
Video Guard to protect construction 
sites and other outdoor venues at 
over 65% less than hiring traditional 
security guards.  Call 301-719-2819 or 
submit a detailed quote online to get 
the right security solution.
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Take an Active Approach to  
Safety with Your Maturing Workforce

For many businesses, mature employees contribute 
experience, wisdom and an admirable work ethic; however, 
as your personnel mature, it is crucial for you as an employer 
to review your work environment and policies. It may take 
just a few simple changes to ensure you are providing a safe 
environment that protects the well-being of all your employees. 

CONSIDER THE FOLLOWING:
Vision changes

Evaluate task, facility and exterior lighting for safety and quality 
control. Maturing workers may experience changes in peripheral 
vision, depth perception and the ability to see well in low light. 
Are all areas of your facilities and parking lots well lit? 

Employees with severity exposures, such as forklift operators, 
truck drivers and crane operators, should have annual eye 
exams. Prescription safety glasses may be an essential part  
of an employee’s job. 

Physical changes

Gait, postural changes and muscle reduction may increase 
susceptibility to falls and strains. Are steps, railings, aisles and 
work platforms easy to see and well marked? “Safety yellow” 
paint can significantly increase awareness. Appropriate footwear 
can also help eliminate trips and falls. Does your workplace 
include safety measures, such as sufficient identification 
of work-in-progress areas, adequate lighting and proper 
housekeeping? 

Motor skill changes

With age, reaction time may slow down. Proper training and 
regular reviews will help employees maintain, update and 
enhance skills, plus make safety procedures a matter of habit. 

THREE WAYS TO MANAGE YOUR  
WORKERS’ COMPENSATION COSTS
1. Understand your loss experience. Find out which areas  

of the operation are driving loss frequency and severity.  
Conduct accident investigations 
to determine the root cause and 
implement corrective actions.

2. Implement a pre-employment 
screening process. Hiring 
candidates who are able to safely 
perform the work functions of 
your job descriptions will cut 
down on potential claims. Pre-
employment testing can include 
drug screenings and other tests 
specific to your work environment, 
such as work in a facility with 
noise levels exceeding 85 dBA, 
but proceed with caution as some 
pre-employment tests have been 
found to be discriminatory  
if they exclude people in a 
particular group, unless the 
employer can justify the test.  
See https://www.eeoc.gov/policy/
docs/factemployment_procedures.
html for more information.

3. Establish a return-to-work 
program for injured employees. 
Finding opportunities for injured 
workers to return to work while 
they heal often helps with 
recuperation and improves 
morale. Please see FCCI’s  
Return To Work Program  
Guide for more information.

Making simple changes not only improves the safety of your 
maturing workforce, it benefits everyone.

Maturing employees make up a large portion of the American workforce, and their 
numbers are projected to increase in the coming years. Now is a good time to make sure 
your business is ready.
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No claim to original government works
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5 Important Search Engine 
Optimization (SEO) Factors 

For Local Businesses
If you feel like the whole world 

has gone digital, you’re certainly 
not alone. The online shift 

had already begun to take place 
before COVID-19 was a factor. 
Once the pandemic began to 
grow, businesses and consumers 
moved online in increasingly large 
numbers. 

In fact, compared to the third 
quarter of 2019, e-commerce 
sales in 2020 were up by over 
37%, accounting for 13.5% of total 
sales in the United States. When 
consumers are looking for places 
to do business, they’re looking 
online – it’s as simple as that. Your 
business needs to be able to be 
quickly and easily searchable in 
local Google results. 

Below, you’ll find five important 
search engine optimization factors 
for any local business.

1. An Optimized Google My 
Business (GMB) Page
Whether you’re an established 
business or just starting out, the 
very first thing you want to do is 
claim or create your GMB page. In 
some cases, Google will already 
have created this for you, and you’ll 
need to go through the process to 
claim it and verify it with a phone 
number or email.

In other cases, you may need to 
start from the ground up, creating 
a whole new page connected to 
your Google map listing. 

Once your page is up and 
running, it’s important to focus 
on optimization. You’ll need to 

upload your logo, any photos of 
your business that you have, and 
make sure that you fill out all of 
the necessary sections. Google 
will ask you for your hours of 
operations, industry buzzwords, 

and a number of other identifiers.

2. Multiple Reviews Across 
Multiple Platforms
When was the last time you 
went to a restaurant without first 
checking reviews? Or bought 
a product without reading 
extensively about other peoples’ 
experiences? It’s rare these days 
for anyone to do business without 
doing their due diligence first.

Anytime you have a client or 
customer who is particularly happy 
with your service or product, 
ask them for a review. The more 
positive reviews you have, the 
more likely you are to show up 

higher in local search packs or on 
sites like Yelp.

3. Local Keywords in Your 
Content Creation
First thing is first – you need to be 
adding content to your website 
regularly. Google loves to see 
frequent updates that are useful for 
your users. Focusing that relevant 
content locally will increase the 
likelihood of ranking higher. 

“When consumers are looking 
for places to do business, 
they’re looking online – it’s as 
simple as that.”

FCCI Knows 
Contractors

Founded by contractors, FCCI Insurance 
Group has been helping contractors 
manage risks since 1959.

Now, in partnership with Maryland 
Construction Network (MCN), FCCI offers 
Contractors Select with flexible options 
tailored to meet the specific needs of the 
contracting industry. Contractors Select 
includes workers’ compensation, auto, 
umbrella, surety and more.

To find an agent, visit www.fcci-group.com 
and click on Find An Agent. 

www.fcci-group.com

http://www.fcci-group.com
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For example, a fencing company 
in the Baltimore area might want 
to rank for the term “vinyl fencing 
installation.” One of the best ways 
to do this is to tailor the article to 
the city – a better keyword may 
be “vinyl fencing installation in 
Baltimore” or “Baltimore vinyl 
fencing installation.” 

Additionally, it can be useful 
to write articles pertaining to 
local events with links to other 
businesses in the area or even 
local government sites.

4. Mobile Optimization
Over 51% of all internet traffic 
comes from mobile. As a local 
business, it’s critical for you to 
have a mobile-friendly website, 
especially if you own a restaurant 
or retail establishment. The closer 
to your business someone is, the 
more likely it is to come up in 

search for relevant keywords.

Someone searching for your niche 
on mobile wants to be able to find 
as much information about your 
business as possible – and they 
want to do it quickly. Your mobile 
site needs to load fast and be easy 
to navigate, above all else.

5. Local Citations and 
Directories
One of the most important factors 
for SEO across the board is 
your name, address, and phone 
number (NAP). Your NAP should 
be consistent across all platforms, 
from your website to your social 
media and local listings/citations. 
You may need to claim these 
listings manually or you can work 
with an agency to help take care of 
them for you.

There you have it – the top five 
SEO factors for local businesses. 

Keep in mind, though, these aren’t 
the only factors that matter. SEO 
is constantly changing and it’s 
important to stay on top of it to 
make sure that your business 
shows up on the first or second 
page of Google locally!

Gina Ramsey 
is the 
President 
of Pink Dog 
Digital, a 
full-service 
digital 
marketing 
agency 
based out 
of Baltimore, Maryland, offering 
SEO, social media marketing, 
paid advertising services, website 
design and development, and 
online reputation management. 
Chief among Gina’s mission is to 
help local businesses grow their 
digital footprint and generate 
qualified leads.

FCCI Knows 
Contractors

Founded by contractors, FCCI Insurance 
Group has been helping contractors 
manage risks since 1959.

Now, in partnership with Maryland 
Construction Network (MCN), FCCI offers 
Contractors Select with flexible options 
tailored to meet the specific needs of the 
contracting industry. Contractors Select 
includes workers’ compensation, auto, 
umbrella, surety and more.

To find an agent, visit www.fcci-group.com 
and click on Find An Agent. 

www.fcci-group.com
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Premiums Continue To Rise: Premiums Continue To Rise: 
Navigating The Current  Navigating The Current  
Insurance MarketInsurance Market
A previous article in this space 

addressed the current ‘hard 
market’ in the insurance 

industry. Essentially, that means that 
underwriters and insurers are less 
willing to take on new risks, and that 
commercial coverage in general will 
cost more.

A number of contributing factors 
have brought us to this point, ever-
increasing jury awards and the 
associated litigation costs primary 
among them, as well as a several-
year trend of higher loss ratios. 
Whatever the causes, the reality can’t 
be ignored: for more than a year now, 
commercial insurance coverage has 
been both pricier and harder to obtain.

What’s next? In previous hard 
markets, rising costs have been 
tamped down in typically a 6-month 
to 12-month period. There are two 
problems with that scenario, though: 
First, we’re already beyond that 
window; and second, prior markets 
weren’t impacted by a global 
pandemic.

The COVID-19 pandemic was not the 
cause of the current market, which 
was hardening already at the start of 
2020, but it will undoubtedly have an 
impact. The full scope of that impact 
is hard to assess, because the word 
‘unprecedented’ certainly applies here. 

Many policies incorporate exclusions 
for pandemic-related losses, which 
would seem to mitigate the situation, 
but the general sentiment is that in 
some form the other shoe is still to 
drop. In other words, it’s likely that we 
will not fully understand the impact of 
this ‘black swan’ event on the industry 
for some time. There is some optimism 

on this front from at least one industry 
analyst, who projects a settling-down 
of COVID-related effects on the 
insurance markets by the end of 2021.

What to do in the meantime? The 
short answer is that you’ll probably 
need to work harder on managing 
your risk profile in order to present 
a more attractive picture to insurers. 
That work can take several forms:

Cultivate your relationship with 
your broker. Hopefully your insurance 
professional has reached out 
proactively by now to help you stay 
ahead of this situation. You should 
draw on their experience as your best 
ally in presenting a better profile, as 
well as the suite of risk assessment 
tools they can bring to the table.

Get active about quality control 
and safety. A full review of policies 
and procedures around minimizing 
risk is in order. The more you can 
demonstrate to an insurer that you’re 
serious about reducing the risk you’re 
asking them to assume, the better it 
will go.

Consider all types of risk. In 
construction fields we tend to focus 
on physical risks like workplace safety, 
and rightly so. But a data loss or 
ransomware incident can jeopardize 
your company just as much, if not 
more. Among the many negative 
impacts of the pandemic has been 
a huge spike in malware incidents 
as hackers and phishers exploit the 
security holes created by a suddenly 
remote workforce. Make sure you’ve 
taken steps to protect your vital 
systems.

Renewal coming up? Be ready. Don’t 

assume a rubber-stamp renewal 
process. As they become choosier 
about assuming commercial risk, 
insurers are likely to expect a full, top-
to-bottom look at your business and 
its operations. Specifically, carriers will 
want to fully understand how you’ve 
weathered the pandemic and what 
controls you’ve put in place to keep 
a handle on any operations that have 
changed as a result. Are there loss 
control recommendations you haven’t 
implemented? That’s a red flag for the 
insurer. A tight, complete submission 
that makes life easier for a swamped 
underwriter is your goal here. 

In any type of market, telling a better 
story to an insurance carrier will work 
in your favor. In this current hard 
market with no end in immediate 
sight, it’s no longer optional.

Josh H. Marvel, CIC, AAI, CAWC 
Risk Advisor 
Consolidated Insurance +  
     Risk Management 
jmarvel@consolidatedinsurance.com 
443-738-2746

Josh works with 
clients to align 
their corporate and 
risk management 
goals in a way 
that will stand out 
to the insurance 
marketplace.  Josh 
specializes in 
Business, Strategic, 
and Hazard risk 
identification and planning, as well as 
Experience Mod. Rating management, 
reputation management, and insurance 
contract reviews.  

https://www.consolidatedinsurance.com/
https://www.consolidatedinsurance.com/
mailto:jmarvel%40consolidatedinsurance.com?subject=


Contractors who have 
been competing in the 
prevailing wage market 

are typically well-versed in the 
rules, regulations, and reporting 
requirements that come with these 
types of projects. However, one 
unique aspect of these regulations 
is often overlooked – the potential 
impact to the company-sponsored 
401(k) plan. When managed 
properly, employers and employees 
will benefit from a 401(k) plan 
designed to maximize fringe 
dollars, which are required to be 
paid on public works projects. 

The Benefits of a Prevailing Wage 
401(k) Plan

Contractors have the option of 
paying fringe dollars to their 
employees as cash wages or using 
the funds to provide qualified 
benefits to their employees. When 
paying fringe dollars as cash wages 
they are processed through payroll, 
leading to higher payroll taxes and 
workers’ compensation premiums. 
However, if the employer has 
a 401(k) plan with the ability to 
accept fringe dollars as employer 
contributions to the plan, fringe 
dollars can be removed from 
payroll, reducing payroll taxes and 
the cost of workers compensation 
premiums. This leads to a 
substantial labor cost savings for 
employees and an average of 10% 
reduction in overall labor costs on 
these jobs. 

The next piece of the puzzle is to 
ensure your 401(k) plan is properly 
designed to accept and maximize 
these contributions to your 
plan. This is why it is especially 

important to make sure you are 
working with a company that 
specializes in prevailing wage plans 
vs. traditional 401(k) plans.

One Plan is Better than Two

One common misconception 
is contractors thinking they 
need to setup and manage two 
separate retirement plans – one 
for prevailing wage employees 
and one for non-prevailing wage 
employees. While this type of 
arrangement is possible, it comes 
with added costs and risks. 
Managing two retirement plans 
doubles the fees you are paying, 
increases administrative work, 
and increases your fiduciary and 
compliance risks. 401(k) providers 
who specialize in prevailing wage 
plans can offer one plan to fit the 
needs of your business and all of 
your employees. 

Another way for employers to 
improve their 401(k) plan is by 
using fringe dollars to offset or 
meet matching requirements that 
they may choose to include in their 
plan. This includes discretionary 
employer match, safe harbor, or 
profit-sharing contributions to the 
plan. Contractors are often hesitant 
to include matching contributions 
to their retirement plan due to the 
costs. Utilizing the prevailing wage 
dollars to meet a portion of these 
contributions allows you to offer 
more retirement benefits to all your 
employees at a reduced cost to the 
company. 

Required annual compliance 
testing for all 401(k) plans can be 
extremely complicated and are 

put into place to ensure that all 
participants are benefiting equally 
from the plan. When working with a 
plan administrator who specializes 
in designing retirement plans for 
prevailing wage contractors, you 
can ensure that you are staying 
compliant and offering the best 
solution for all your employees and 
the owners of the company. 

Beneco has been in business for 
over 30 years helping prevailing 
wage contractors navigate the 
challenges and complexities of 
these jobs. Please reach out to us 
to learn more about how we can 
help support you and your business 
in the years ahead. 

Jason Sperfslage, 
Director of Sales 
Beneco, part of 
FuturePlan by 
Ascensus 
www.beneco.com  
480-850-2556 
jsperfslage@
beneco.com 

Jason Sperfslage is Director of Sales 
with Beneco; a unique employee 
benefits, compliance services, 
and HR solutions company. 
Beneco specializes in offering 
these services to contractors who 
work on prevailing wage projects. 
Jason has been in the industry for 
over six years and leads Beneco’s 
nationwide sales team, while also 
working with contractors to design 
unique employee benefits solutions. 

401(k) Plans:  401(k) Plans:  
What Prevailing Wage  What Prevailing Wage  
Contractors Need To KnowContractors Need To Know
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The Solution The Solution 
For Email For Email 
OverloadOverload
The Solution for Email Overload is Not Found in 
Special Software, Fancy Apps or Fly-by-Night Hacks. 

The Solution is OUTSIDE of the Email Inbox.

If you asked professionals today 
about email, most—if not all—
would say, “It’s too much to 

handle.”

Email is still the most often 
used communication method in 
the business world today and 
understandably, professionals are 
overwhelmed by the number of 
emails received daily. 

However, there’s been a big 
misunderstanding. Email itself is 
NOT the problem. 

Saying “email” is the problem is like 
saying the “phone” is a problem. 
Email is just another communication 
tool, just like the phone. There are 
others, too, of course, such as texts, 
instant messaging, video chats, 
meetings, in-person conversations 
and picking up voice mail. These are 
ALL ways to communicate. 

But the communication tools are 
NOT the problem.

It’s how to manage the information 
and the outcomes FROM the 

communication tools that is posing 
challenges.

And from what I’ve seen over the 
years, professionals have just 
as much trouble managing the 

information and outcomes from ALL 
forms of communication—not just 
email.

Luckily, you don’t need any special 
software, fancy apps or fly-by-night 
hacks to overcome the challenges. 
You don’t need to make any 
monetary investments for something 
that won’t work and won’t last. You 
already have the power to take 
charge of email—and ALL forms of 
communication. And you can take 
charge RIGHT NOW. Starting today. 

What’s Really Happening with 
Email Management

Email pours into your Inbox and as 
you try to deal with each one, there 
are MANY emails you’re not sure how 
to handle.  Here are some common 
statements and questions you may 
have had when reading an email…

“I can’t handle this right now.” 
“I don’t know what to do with 
this.” 
“I don’t know where to put this.” 
“I don’t know when I’m going to 
be able to do this.” 
“I want to read this, but I don’t 
know when.”

“I can’t think about this right 
now.” 
“I might need this later, but where 

do I save it?” 
“I don’t want to work on this yet.” 
“I need to talk with someone else 
before I can respond.” 
“I need to get some information 
first before I can reply with an 
answer.”

All of these statements reveal 
what is missing in daily workload 
management, which is WHY email 
management is so stressful. But 
again, it is essential to understand 
that it’s not EMAIL that’s causing 
the stress. 

The missing piece is a system for 
workload management. You’ve got 
to have a workday strategy that 
works. If you don’t have reliable 
systems to manage information 
and tasks, the slower you’ll be in 
dispensing with email, achieving 
faster outcomes and results, and 
reaching higher levels of progress 
and success.

For instance, if you don’t have a 
centralized, digital Task List, tasks 
and follow ups will remain stuck in 
email in the Inbox. If you don’t have 
a contact system to rely on, contact 
information will stay trapped in 
emails, too. If you don’t have a place 

Continued on Page 17



you trust in which to save useful 
attachments and documents, those 
will stay buried in email as well. If 
you don’t have a set of email folders 
to use, you won’t be able to move 
emails out that you are finished with, 
but would like to reference again in 
the future. 

As a result, you may see a single 
email two, three, or four more 
times before getting it out of the 
Inbox. Now multiply that number 
by the number of emails you may 
have flagged to return to later. This 
means you’re doubling, tripling or 
quadrupling the amount of time 
you’re spending on those emails. 

Essentially, you’re wasting time re-
reading emails you’ve already seen, 

but couldn’t do anything with.

Professionals have 
made a LOT of 
attempts to keep up 
with email, as well as 
the information and 
tasks within. A few 
of the most common 
methods include 
flagging emails, 
marking them as 
“unread” so they 
stay bold in the 
Inbox, or sending an 
email to themselves 
again so it lands at 
the top of their Inbox. 
But sadly, these are 
not the most efficient 
and effective ways to 
manage email.

There is also no 
shortage of email 
software out there claiming to have 
the solution for email management, 
making promises to lessen the 
burden on you. Some say you’ll get 
“radical new organizational ideas” 
or the achievement of “an ideal 
work-life balance.” Another lets you 
hurl email BACK out into cyberspace 
so you can designate a time to see it 
again, which is terribly unproductive 
and wasteful of time. And one review 
of a particular software states that it 
requires “significant up-front effort 
to make use of its organizational 
system.” 

Then there’s the software that has 

you declare email bankruptcy, 
change your email address and then 
lets you screen email BEFORE it 
lands in the Inbox. But did you know, 
even though you can screen out 
email senders you don’t want to hear 
from, the software STILL accepts 
those emails? They’re just landing in 
another folder... and accumulating. 
This is so very counter-productive.

Unfortunately, none of these 
strategies or the software will work 
optimally and efficiently. There are 
several underlying problems with 
all email management software, 
apps and hacks that claim to have 
the solution. One of the MOST 
important problems is that they 
only address EMAIL and leave the 
rest of your workday out. They try 
to compartmentalize email as if it’s 
the ONE and ONLY system in your 
workday that will make or break your 

productivity, your progress and your 
peace of mind.

But it’s not.

While many emails are easy to 
reply to, forward or possibly delete, 
there are many, MANY emails that 
require different treatment. And 
this is where most people get tripped 
up. The question becomes what to 
DO with the information or the tasks 
that arrive in email. And each one 
requires one of TWO things. 

Information you want to reference 
in the future requires a variety of 
systems in which to put the different 

kinds of information. Tasks require 
ONE centralized, digital system for 
managing anything that requires 
action. 

You’ll be relieved to know that 
getting systems in place to handle 
tasks and information is NOT 
hard to do. You already have the 
technology at your fingertips. You 
just need a METHODOLOGY for your 
technology—a way of thinking and 
executing that is strong and reliable, 
as well as simple and easy-to-use. 

The systems you use—or the ones 
that are missing—can make or 

break your productivity each day.

The management of information 
and tasks are the TWO MOST 
IMPORTANT processes that 
support you and your progress. You 
MUST be able to find information you 

need when you need 
it and you must be 
able to take action 
on important tasks 
when the time is 
right. 

Many different 
reference systems 
ALREADY exist to 
that are MEANT 
to handle the 
information you 
create or receive 
every day. One of 
these includes an 
e-document library, 
like the Windows File 
Library or a place in 
the cloud for storing 
digital documents. 
Another is a contact 
system or a CRM. 
Another is your email 

folder system for emails to reference 
in the future. And yet another is a file 
cabinet or at least a file drawer that 
can hold physical papers and files.

For tasks, there should only be 
ONE, reliable system to use. There 
is no other way to easily see or 
properly manage tasks and follow-
ups unless they are ALL in one 
location. HUGE amounts of time 
and energy are LOST when trying to 
keep up with tasks from more than 
ten difference sources. And when 
tasks are all spread out—on paper 

Continued from Page 16
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I don’t think I’m alone in saying this, 
but I’m happy that 2020 is over.  It 
was a difficult year for many of our 
friends and colleagues so I hope this 
year will bring more opportunity for 
everyone.  As I reflect on the past 
year since the COVID-19 pandemic 
I can point to many things that I’ve 
learned about myself, my business 
and my life.  It would take way too 
long for me to cover all of that stuff 
and quite frankly you’d probably be 
bored with most of it.  I did want to 
share a few things that I’ve learned 
from a business development 
standpoint though and what I feel 
has changed and what hasn’t since 
March of 2020.  

Over the past several months I’ve 
been reading a lot, talking to peers 
and working with clients on what has 
changed about developing business 
and building relationships. What I’ve 
learned is that there is one constant, 
those of us that want to build 
relationships will make it happen and 
that building relationships is more 
important than ever.  Right from the 
beginning I learned that it doesn’t 
matter how we get together, it’s 
just important that we do.  Whether 
it’s in person (which I prefer) or via 
video conference, it’s important that 
we continue to reach out to one 

another to see how we can help in 
building stronger businesses. I’ve 
seen that the “give-to-get” mentality 
has never been more relevant in 
building relationships and many of 
us focused on how we could help 
our fellow businesses. It was nice 
to see colleagues bending over 
backwards to see where they could 
help connect or give advice.  I’ve 
particularly liked the small virtual 
roundtables that we’ve put together 
for clients or have partnered on with 
colleagues, we’ve always walked 
away with different ideas on how to 
keep our businesses growing and 
help each other.  Yes, I miss the in-
person meetings with friends and 
colleagues, but has it hindered me 
to build on those relationships and 
develop more? I don’t think so.  As a 
matter of fact, because of technology 
I can now have more interactions, 
reach more people and spend more 
time giving value to clients. 

When it comes to thinking about 
what I’ve changed and where I 
feel I can make the biggest impact 
moving forward, I think about 
referrals.  As I mentioned, I’ve been 
reading some articles and books 
around the subject and talking 
to my colleagues and I feel that 
building deeper relationships is the 

key to true referral success.  When 
I think back on what I was doing 
with referral strategy, some of that 
involved asking clients or friends for 
direct referrals.  It involved looking 
on their social media to see where 
they were connected and trying to 
get an introduction.  I’m not saying 
that I’ve completely abandoned that 
methodology or that it doesn’t work 
in some situations.  I now realize 
however that this methodology 
makes the referral about you and 
not the person that needs your 
product or service.  I’ve created 
my own referral plan for 2021 that 
mainly involves building stronger 
relationships with my centers of 
influence and referral champions, 
giving them value and tracking how 
I’m engaging them.  Those people 
that are in a position to give me 
a referral when the time comes.  
What’s important to remember here 
is that you first must be referrable 
so you must do good work.  Then 
you must be memorable to your 
centers of influence and referral 
champions so that when they are 
confronted by a colleague that needs 
your product or service, you are 
the first person that comes to mind.  
Build on those people and build on 

What I Learned In 2020

FROM A

PERSPECTIVE
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those relationships.  It’s a long-term 
process but the impact can be game 
changing. 

The second thing I’ve learned and 
that has had a positive impact on 
my business and those around me is 
the power of partnerships.  Building 
partnerships was around, of course, 
before the pandemic, however, 
I’ve noticed in my business that 
seeking out new partnerships and 
building on current ones has worked 
particularly well.

When I was the publisher at the 
Baltimore Business Journal, I 
always looked for organizations or 
companies to partner with where 
we could both benefit from the 
relationship. In some cases, that was 
a nonprofit, other cases a local or 
regional business association and in 
other cases, competition.  I think that 
has become even more relevant over 
the past several months. There are 
so many benefits to partnering with 
organizations including meeting new 
people, helping that organization 
extend its reach and building the 
credibility of your brand.  There 
are too many to mention, but the 
point is, when you can identify the 
right partner and develop the right 
partnership, you both will benefit 
immensely and forever change the 
way you do business. The key is to 
find someone that is as passionate 
about partnerships as you are. It’s 
not going to work if it’s one-sided. 
When both sides benefit and are 
equal partners, a lot of good can 
happen. As I’m thinking about 
partnering with an organization 
for one of my clients, I’m not just 
thinking how that partner will benefit 
my client but how I can help them 
extend their reach and provide value 
to their customers or membership. 
The more value I can give to the 
partnership and make it easy to do 
business with me, the better off I am 
in building a long-term relationship. 

The last aspect I’d like to talk about 
is content strategy. I’m sure everyone 
has heard this a million times, right? 
So, what have you done about it? I 
think we all have the right intentions 
when it comes to a good content 
strategy. One thing I’ve learned 

during the pandemic is that if you 
don’t have a plan and accountability 
around your content strategy it’s 
not going to happen. So, when you 
look at 2021, start with developing a 
3-month editorial calendar.  Things 
are changing too fast to plan further 
than that.  Develop a theme for each 
month and stick to it.  It doesn’t 
mean that’s the only thing you’ll 
post or write about it will just help 
you focus your thoughts on good, 
relevant topics. Next, develop an 
internal or external plan on how you 
will execute on your strategy. Will all 
of your content be created in-house 
or will you be outsourcing?  Another 
thing to consider is which content 
venues will you be using, social 
media, blogs, podcasts, etc.  There 
are a ton of ways to deliver content 
and if you can use different methods 
your messaging will be stronger.

As I mentioned, I’ve learned a lot 
this year on what to do differently in 
2021 and I’m sure I’ll learn a lot more. 
Ultimately, we still need to build 
relationships with our prospects, 
centers of influence and referral 
champions to grow our businesses.  

I encourage you to try new methods 
and put together a strategic plan so 
you can reach your revenue goals in 
2021. 

John Dinkel is Founder & CEO 
of Dinkel Business Development 
LLC, a business development 
strategic advisory focusing on 
helping companies with business 
development planning, training & 
execution, relationship marketing 
lead  generation, content strategy 
& creation as well as company-
wide BD culture planning. For more 
information please reach out to John 
at 443.226.0163 or email: john@
dinkelbd.com.  Visit our website: 
www.dinkelbusinessdevelopment.
com.
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Here we are well launched into 
2021, 2020 is behind us at 
long last, but so many people 

I talk to are still feeling stuck and 
down.  Unfortunately, the pandemic 
hasn’t gone away magically, and it 
is going to be many months before 
enough of us are vaccinated to 
really make a difference. January 
has seen some of the worst political 
turmoil this country has experienced 
in decades.  All these environmental 
factors are keeping a damper on our 
collective hopes and dreams for a 
better future. 

For business owners, this feeling of 
still being mired in the interminable 
drag of the pandemic can leave you 
feeling frustrated and overwhelmed. 
Those feelings of frustration that 
you, your family, your department 
or your company are not growing 
and moving forward. February 2nd 
was Groundhog day, and like the Bill 
Murray film showed, as the weeks 
come and go, we feel we are stuck 
at that same place, again and again.

In the Entrepreneurial Operating 
System (EOS), we call this time of 
plateauing in the business Hitting 
the Ceiling.

Taking a step back and realizing that 
your business has hit a ceiling is 
the important first step.  If you think 
that’s what is going on, then stating 
it, bringing it out into the daylight, 
and writing it down gives you that 
stake in the ground that allows you 

to turn the corner, change direction 
and realize that this is an issue that 
needs to be solved.

Many leadership teams ignore 
their issues, or spin their wheels 
attacking surface problems when 
they’ve hit the ceiling. But great 
teams, built on trust and prepared 
to engage in healthy conflict, get 
to the root cause of why they’ve 
become stuck.  They use objective 
processes and systems to get to the 
root cause, solve their issues and 
grow again.

In the Entrepreneurial Operating 
System, we reach into the processes 
and systems in our EOS Toolbox 
to each our clients five critical 
leadership abilities to help them 
break through the ceiling.

1. Simplify

Do you ever stop to think about 
how complicated your business has 
become?  The Nobel prize winning 
physicist, Albert Einstein knew the 
power of the simplicity on the other 
side of complexity.  He described 
the five ascending levels of intellect 
as: ‘Smart, Intelligent, Brilliant, 
Genius, Simple.’  

Taking a step back and asking, 
“Why are we doing the things 
we are doing?”, with a view to 
constantly simplifying, simplifying, 
and simplifying more is an 
important leadership ability.  

Simplify Question: What is your 
organization doing today that is 
more complicated than it needs 
to be and is standing in the way 
of you getting what you want in 
2021?

2. Delegate

Do you wish there were more hours 
in the day to get everything done?  
Do you feel like you are doing 
everything and you struggle to really 
get the people in your organization 
clutched in and working shoulder to 
shoulder with you?  Well, you aren’t 
alone.  The good news is, we can fix 
this.

Sit down and make an inventory of 
all the things you do on a weekly 
and monthly basis.  Write it all 
down, from setting annual strategy, 
negotiating deals to cleaning the 
cold coffee grounds out of the 
kitchen coffeemaker and doing 
Costco runs.   

Then assess your activities and 
figure out which are the ones you 
really love, that you are passionate 
about and feed your soul. Separate 
out the tasks that you don’t like, 
even if you might be good at doing 
them, and the tasks you definitely 
don’t like and aren’t good at.  These 
last two categories: delegate them! 
We all have unique abilities that we 
are really great at, so find someone 
who is really great at doing the 

Breaking Through 
The Ceiling  
In 2021
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things you aren’t and delegate those 
activities to them.  

Delegate Questions: What are you 
great at? What can you delegate?

3. Predict

Are you frustrated because you 
seem to be putting out fires all the 
time? Feel like you’re always in 
reaction mode?  

In EOS we use two simple tools to 
radically shift your team’s focus and 
energy from reactive to proactive: 
Rocks - where we commit as a 
leadership team on the priorities 
over the next 90 days to bring your 
vision to reality, and a Level 10 
Meeting Pulse - where we spend 
structured time together solving 
issues on a weekly basis.

When we are sailing through the 
waves of our business ocean, we 
need to check in with the weather 
forecast and take regular sunsights 
to plot our course and stay on track. 
From there we predict where we 
steer next.

Predict Question:  Do you know 
where you are heading in the next 
90 days? 

4. Systematize

Are you frustrated with having to 
fix mistakes that should have never 
happened? Do you want your 
business to be easier to manage, 
more efficient, and profitable? The 
secret to success is consistency.  
With consistency, your business can 
now scale. It will also be easier to 
run, more profitable, and much more 
fun for everyone. 

The way you achieve consistency is 
to systematize your core processes.  
Every business has 6-10 core 
processes that describe the way 
you go about running the business.  
Document them, simplify them, and 
get everyone who touches those 
processes to get trained in how to 
do things the right way and the best 
way, every time.

Systematize Question: Where are 
you getting the most variability, 
errors or confusion that’s 

impacting your progress the 
most?

5. Structure

Do you have the right people 
in the right seats to take your 
business to the next level? Right 
people are people who share your 
organization’s core values, they 
fit the culture of your company.  
Right seats are people who are 
really great at their job, and have 
the passion, skills, experience, and 
capacity to do what they do really 
well.  

In setting your business up for 
growth, you have to take a big step 
back to see the big picture and 
decide the simplest, most effective 
way to structure your team so you 
can get the right people into the 
right seats to get to the next level.

Structure Question: How can 
you streamline and harmonize 
the structure of your business to 
unlock its potential?

In conclusion, when you feel 
like you’ve hit a ceiling, first 
acknowledge it, write it down, get it 

out in the open, then solve it. Solve 
it by applying these five leadership 
skills to help you break through that 
ceiling.

Finally, no matter how successful, 
intelligent or wealthy you are, it’s 
important to have someone in 
your life who is willing to challenge 
your thinking and look in from the 
outside to say the things no one else 
will dare say.

My final question 
is: Who is 
challenging your 
thinking in 2021?

Give me a shout 
when you want 
help.  Steve Morris. 
Email: steve@catylator.com.

As a professional EOS Implementer, 
Steve Morris, brings his engineering 
and project management experience 
to helping business owners get 
unstuck, fuel growth and build a 
more fun and profitable place to 
work with their crew. You can find 
out more at his website: catylator.
com.

G.H. Nitzel, Inc.

Mechanical Contractors

11300 Pulaski Highway  
White Marsh, MD  21162

410.335.0200

Continued from Page 20
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to-do lists, in the email Inbox, on 
your desk and more elsewhere—it 
is IMPOSSIBLE to efficiently and 
effectively plan, prioritize and 
accomplish tasks without missing, 
losing or forgetting something—or a 
LOT of things.

It’s a little known fact that email is 
NOT best managed in the Inbox.

The systems you use or don’t use 
will make or break your productivity 
and progress EVERY DAY, and also 
dictate how much TIME you spend 
in the Inbox to manage email every 
day. There is a special code—a 
combination of steps—needed to 
free you from email jail so you can 
stay on top of information and tasks, 
and get things done faster and easier. 

Step 1: Establish systems and 
locations as soon as possible for 
storing reference information and 
for managing tasks. And, yes, the 
time to do it is NOW, before you 
lose track of ONE more task,  
before ONE more follow-up slips 
through the cracks and before you 
waste ONE more minute looking for 
information you KNOW you have, but 
just can’t find. 

Step 2: Actually READ the emails 
you receive and MAKE DECISIONS 
about two things: what it is—
reference or action—and how useful 
the information is, whether now or in 
the future.

Step 3: MOVE the information, 

attachments and/or tasks OUT of 
the email and into other, BETTER 
systems that are MEANT for 
managing reference information 
or tasks. Otherwise, emails can be 
archived or deleted. 

Step 4: Get the email OUT of the 
Inbox entirely. Once you’ve moved 
the information, attachments and 
tasks within to other systems and 
locations, you don’t need the email in 
the Inbox anymore.

As you get systems in place, be 
sure to protect time each day to 
PROCESS email out of the Inbox 
once and for all. It’s the only way 
to gain TRUE CLARITY about the 
information you want to keep and the 

action steps you need to take, and 
the only way to have CONFIDENCE 
that everything is in the right places 
and you are on top of your work.

Make sure that when you spend 
your valuable time and energy, you 
put it into HOW you’re managing 
information and tasks. Then 
managing email—and whatever 
arrives in email—will be a breeze.

Leslie Shreve  
Founder and CEO  
Productive Day®

Leslie Shreve is a 
workload  
management and 
productivity  
expert, and the 
Founder and CEO  
of Productive Day®. Leslie is also  
the creator of Taskology® The Science 
of Getting Things Done, a simple, 
logical and easy-to-use system that 
shows professionals how to increase 
efficiency and productivity by up to 
300% in as little as 4 weeks, while 
reducing stress by up to 90%. Clients 
previously frustrated or overwhelmed 
with too much to do, too many emails 
and too little time now claim to have 
a secret —a strategy they can use 
to get things done faster and easier, 
and make more meaningful progress 
on the projects and initiatives that 
matter the most to them and to the 
future of their company.

Continued from Page 17

http://www.productiveday.com/


When it comes to insurance, now – 
more than ever – you need to know 
what you’re paying for and what your 
coverage includes. In partnership with 
the Maryland Construction Network 
(MCN), FCCI Insurance Group 
offers tailored commercial package, 
workers’ compensation, auto, 
umbrella coverage and surety bonds 
designed especially for contractors.

In addition to general coverages, 
FCCI can offer customized protection 
for the contracting industry in 
areas including additional insured, 
contractors errors and omissions 
(E&O), medical expenses, property 
in transit, or Inland Marine, an 
important coverage needed by many 
of FCCI’s policyholders. We offer 
comprehensive and customizable 

products to meet the needs of a 
variety of businesses
Are you ready to put our 
partnership to work for you?
Speak to a Commercial Risk Advisor 
at Consolidated Insurance + Risk 
Management.
410-356-9500 
www.consolidatedinsurance.com

With the partnership of Maryland Construction Network, FCCI Insurance Group and 
Consolidated Insurance + Risk Management, you can consider your risks managed.

Stronger Together

• Expense Management
• Return on Premium Investment
• Dividend Program
• Surety Bond Program Discounts
• Classification Evaluation
• Payroll & Exposure Analysis

• Changes in Operations
• Audit Considerations
• Education
• Industry Specialization
• Risk Assessments

Areas where our partnership can help support your company:
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February 16th – Accounting Resource Group Meeting
  8:00 a.m. – 9:00 a.m.
  Click here for more information.

February 18th – Legal Resource Group Meeting
  10:00 a.m. – 11:00 a.m.
  Click here for more information.

February 24th – inDirect Connect Networking
  8:30 a.m. – 9:30 a.m.
  Click here for more information.

February 25th – Marketing & Digital Resource Group Meeting
  8:30 a.m. – 9:30 a.m.
  Click here for more information.

Maryland Construction Network has not “skipped a beat”. We’ve continued to provide education and networking 
opportunities to help you grow your business. MCN has hosted 28 virtual events in 7 months; most at no-charge to members. 
MCN = A Construction Industry Associations Still Vibrantly Active. 

UPCOMING EVENTS

HELP WANTED

Production Manager 
Wilmot Modular 
White Marsh, MD 21162

We are looking for an experienced Production Manager to organize and oversee the Make Ready/refurbishment 
process of mobile office buildings. You will be responsible for the efficiency of all production lines and the quality of 
output.

We expect you to have deep knowledge in production procedures and understanding of construction techniques. 
Ability to direct personnel towards maximum performance will set you apart as a leader. Decision-making and 
problem-solving will take up a great part of your day.

Production Managers ensure that “Make ready” and refurbishment processes run reliably and efficiently. See 
Complete Job Listing.

https://www.mdconstructionnet.net/resource-groups/accounting-resource-group-arg/
https://www.mdconstructionnet.net/resource-groups/legal-resource-group-lrg/
https://www.mdconstructionnet.net/events-2/indirect-connect/02-24-21-indirect-connect/
https://www.mdconstructionnet.net/resource-groups/marketing-and-digital-resource-group/
https://www.indeed.com/jobs?q=wilmot&l=Street%2C%20MD&advn=4090439179119510&vjk=47944601f7a6042e
https://www.indeed.com/jobs?q=wilmot&l=Street%2C%20MD&advn=4090439179119510&vjk=47944601f7a6042e

