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trong relationships among clients, members and those you
do business with remain the most valuable foundation in
any business. It is with great pride the Builders Exchange
boasts of such strong relationships with construction
industry employers for over 145 years. While the Association has
morphed over time into a full-service construction industry Association,
we have done so with the support of great employees and even better
member firms for which we have the pleasure of serving.
Managing a not for profit construction industry Association is more
than just delivering services. Relationship building has and always will
be important, especially when working with architects, engineers,
suppliers, manufacturers’ representatives, general contractors,
subcontractors, etc. The ability of our staff to rely on industry partners
to assist in the facilitation and gathering of information has never been
more important than today. The challenge of identifying the most
important industry needs to be delivered in the future by the Association
to our members is one I do not take lightly.
The experience of our staff, and that of the Builders Exchange Board
of Directors, has positioned the Association to take advantage of future opportunities when they exist, and it remains critical
to the success of the Association, and the industry in which we serve, that our members provide our staff with important
feedback and suggestions on how to not only improve our existing services, but more importantly – what new services
should be considered. I not only welcome such,
East Coast Companies provides
but encourage our members to the take time to
‘CONCRETE’ solutions and
email me your suggestions.
The Builders Exchange has adapted over the
past 145 years to the fast-paced, ever-changing
world of construction, and we remain positioned
today to utilize assets to further expand our
services important to construction employers
throughout central New York. Our mission will
always be to further the best interest of the
building and construction industry in central New
York, and to acquire and disseminate information
and material which are useful to employers and
their employees.

ADVANCED maintenance
programs for CNY

EPOXY COATING

CONCRETE JOINT
REPAIR

• )ORRU*ULQGLQJDQG3ROLVKLQJ
• ,QVWDOODWLRQVRI(SR[LHV00$ VDQG3RO\VSDUWLFV
• (PHUJHQF\&RQFUHWH6ODE5HVWRUDWLRQ
• (FR)ULHQGO\&KHPLFDO7UHDWPHQWVIRU
'XVWSURRILQJDQG6HDOLQJ
• 5HPHGLDWLRQRI)DLOLQJRU1RQ)'$DSSURYHG
([LVWLQJ0DQXIDFWXULQJ)ORRU6XUIDFHV
• 6ODEDQG-RLQW,QVSHFWLRQ
• 3ODQW:LGH$'$&RPSOLDQFH5HYLHZRI$//
)ORRULQJ

• (DVW&RDVWRIIHUVD)8///LQHRI:DON%HKLQGDQG

Please take a moment and provide me with
your suggestions at ehall@syrabex.com.

5LGH2Q)ORRU&DUH0DFKLQHVDQG(TXLSPHQW
IURP,3&(DJOH

Yours truly,

24/7 ON CALL Technical Facilities Support

Earl R. Hall, Executive Director
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CREATIVE UNDERWRITING
QUICK RESPONSE
IN-HOUSE AUTHORITY
PEACE OF MIND
REFERRALS

Gary, Joseph, and Daniel
attending the Bison Children’s
Scholarship Fund in Buffalo,
NY this past year. This
endeavor is spearheaded by
Jon Williams and his wife
Heather. Not only do we
provide bonds for Ontario
Specialty Contracting Inc., we
also have created a special
relationship
with
their
personnel over the years. We
help them out anytime they
ask us! We are always
involved with our clients when
it involves a good cause.

How does an insurance company differ from
a bonding company?
GC: Insurance is a two-party agreement between the
insurer (the insurance company) and the insured (the
customer). Bonding is a three-part agreement. You have
the insured (the contractor), the owner (who hires the
contractor to perform a project and wants that bond to
guarantee completion), and you have the bonding
company. The bonding company guarantees the owner,
that the contractor they decided to bond, will fulfill their
contractual obligation for that project.

You list teaching and coaching as two of your
company’s strengths. How do you explain to
a potential customer why that customer may
wish to set up a bond program?
GC: That is one of the biggest obstacles in our business.
The vast majority of potential customers feel they don’t
have the necessary tools to become bonded. At WWBA,
we rearrange that logic by walking clients step-by-step on
what information we need to move forward. If this process
is successful and a bonding program is able to be

established, then that customer just added another
revenue source to their balance sheet. For example, a
contractor may build his company by having a series of
private work where a bond is not required. Why not
build it even bigger by going after bonded work? We
work with our clients, we work with their bankers and
their certified public accountants. Communication is the
biggest key throughout this process—one team
achieving that common objective. We keep it simplified.

What is the most common question asked
by potential clients?
GC: The first is ‘Can we be bonded?’ then, ‘How much
will it cost?’ All situations are different when it comes to
answering those two questions. They may already have
what we need to say yes, you will be bonded, but if not,
we ‘roll up our sleeves’ and with their help, make it
happen. On cost, it depends on the exposure, meaning
if you have a contractor laying down flooring, the
exposure isn’t as great as a contractor removing
contaminants from a contaminated area. The costs will
be different, and as you would already know, that
flooring contractor will pay less.

How big does a job usually have to be
before a contractor should seek a bond?
Are bonds limited to specific types of
projects or customers, such as government
entities?
GC: Contractors will seek a bond only and if the owner

World Wide Bonding Agency provided a performance and payment bond for
Ontario Specialty Contracting Inc for the demolition of Millard Fillmore Gates
Circle Hospital on October 3rd, 2015 in Buffalo, NY.

www.syrabex.com

they look to work for is requesting a bond. In some
instances, the owner will pay for the bond, but many
times they do not. If a contractor can get a non-bonded
contract with an owner, he will not need to go through
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WWBA’s office is located right off the William Street Exit off
the Interstate 90 in Buffalo, NY. Contractors regularly stop
by to visit and pick up their bonds. Delivery options are also
made available at the contractors request!

www.syrabex.com

The performance bond will guarantee completion of the
job for that owner. The payment bond will guarantee
payment for all parties associated with that project—the
laborers, suppliers and subcontractors. We charge one
exclusive premium rate for that performance and payment
bond.

Please explain the difference between a
credit-driven surety market and the sureties
that you provide?
GC: The surety market has changed. Today, we are

WWBA beyond the state of New York. Dan [Roustum]
has harnessed almost a dozen bonding clients on a part
time basis, and most importantly has the work ethic we
all have, knowing that service and being reactionary are
the backbone to our success. We look forward to having
two dynamic individuals, Joseph and Dan, be on our
field team and garnering more prospects that will enjoy
being part of our team and family.
For more information about World Wide Bonding
Agency, visit wwbagency.com or call 1-888-681-7685.

teamed up with many of them that provide bonding based
off a healthy credit score. We generally can work with a
contractor up to $500,000 with a strong credit score that
will only require an application. You have a group of
contractors that will only want this type of bonding, not
wanting to exceed those limits. You also have a group of
contractors that use the credit based surety companies as
a stepping stone and then graduate to a traditional surety
company that can provide them with larger limits. When
doing that, in addition to a healthy credit score,
[contractors] will also need to provide other required
criteria for us to begin the process and achieve their overall
request for bonding at levels exceeding $500,000.

What distinguishes you as a company?
GC: Our mission statement day in and day out, is great
service! That is what separates WWBA from all others. We
are reactionary and we stay close to our clients. Having
this in place provides a positive impact each and every
day. When a client feels that intimacy knowing you’re there
for them in the good and the bad times—they become
family. WWBA’s family is not only my employees and me,
it’s our customer base. Each one of them is family. Having
customers that have been with us 15, 20, 25 years-plus,
speaks for itself.

What are some qualities you’d like to share
about the WWBA team members?
GC: Danielle [Barclay] and Wendy [Montante] are huge

assets to this company and are so well liked by all of our
customers. They make my job easy. They took what I
believed in and further enhanced it. WWBA has further
grown in important areas due to [son] Joseph’s abilities to
fine tune our technology and marketing, that being our
website [and] joining key associations. Joseph is [also]
targeting bordering states and his vision is to expand

www.syrabex.com
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Diana Sroka is committed in ‘All
Ways’ to family, life and work
Tami Scott

n life, Diana Sroka has adapted the philosophy of,
“You Never Know What Tomorrow May Bring.” This
has carried over from her personal life where she is a
breast cancer survivor into the way she runs her
business, All Ways Concrete Pumping, on which
she prides being family oriented. She runs the
business alongside her husband, Ken Sroka, to whom she
has been married 30 years. Together, along with their
steadfast commitment to family, health and a “concrete”
work ethic, they have successfully opened two companies
in the construction field: All Ways Concrete Pumping and
Repair Plus, a diesel repair shop.
All Ways Concrete Pumping was established in May 2005
in Weedsport N.Y. The company has since grown from a
three-pump operation into a 12-pump fleet of Putzmeister
(a German manufacturer) equipment. Diana Sroka
became majority owner of All Ways in 2014 when her
husband decided to focus more exclusively on Repair Plus.
“We’ve grown tremendously since we started,” said
Sroka. “Everybody has ups and downs and bumps in the
road, but overall we’re very happy and I’ve got wonderful
people working for me.” Currently, All Ways employs 10
people and boasts a low turnover rate, which is a
tremendous value for clients with long-term projects. They
can feel confident that the same people who started the job
will also complete it, she said. Her drivers all meet and
exceed federal regulations. They are ACPA certified, OSHA
certified, experienced and follow the highest standards of
safety.
All Ways takes pride in its fleet of Putzmeister trucks. In
fact, All Ways moved into their current facility located at
2682 Turnpike Road in Auburn due to expansion
opportunities. This added space allowed Sroka to add two
more telebelts and five more boom trucks, including a 2016
20-meter boom truck and a 2015 31-meter boom truck,
making her company one of the few in Central New York to
8 CONSTRUCTION CONTRACTOR • Summer 2018
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have this specialized equipment. The varied-size fleet
allows the company to complete jobs ranging from a
small patio to a 20,000 yard wastewater treatment
plant. Another remarkably unique feature about four of
her trucks is the paint choice: Pink.
Prior to launching All Ways Concrete Pumping, Sroka
was diagnosed with breast cancer. She had a double
mastectomy and underwent chemotherapy. Her goal
since has been to help publicize the “pink” campaign,
the color now widely accepted and synonymous with
breast cancer. “[Putzmeister] came up with the paint
color because there’s a special code for breast cancer
pink,” she said, adding the other trucks in the fleet are
painted a standard orange and blue. An inspirational
quote adorns the trucks’ sides, which reads, “Live,
Laugh, Love.” She said that people approach her daily
to share their own stories of survival and admire her
drive to raise awareness. “It makes me proud, my whole
family, everybody.”
In addition to the pink trucks, the Sroka family
established the Turn 4 a Cure Breast Cancer Walk
in 2015. The walk originally was held at the Weedsport
Speedway for the first two years, but has since moved
to Dickman Farms in Auburn. This year’s event is
scheduled for Sunday, Oct. 7 at Dickman Farms (visit
turn4acurewalk.com for more information). Last year,
roughly 200 people participated and the event raised
approximately $27,000. Proceeds benefit the Upstate
Cancer Center at University Hospital in Syracuse.
Given her generous spirit and zest for life, it’s not
surprising to learn that when asked what she loves
most about her business Sroka said, its meeting new
people every day and being outdoors. She also said
she appreciates having a dependable crew that gets
the job done without micromanagement.

www.syrabex.com

“They respect me,” she
said of her employees
adding that the feeling is
mutual. “I can’t say enough
about [them].” Worksites
can get stressful, but at the
end of the day, she said
team members can always
go home knowing that they
put in a honest day’s work.
And to keep the positive
energy in check, Sroka
often provides the comic
relief.

recently expressed interest in getting involved in the
family business and joined the office team last year.
Their son, Thomas (TJ), 30, has been on board for
almost 10 years helping to manage the repair shop.
Their youngest daughter, Lindsey, 20, will be starting
her third year in the nursing program at St. John Fisher
College in Rochester. Sroka said that Lindsey was
inspired to join the health field after witnessing her
mother’s breast cancer battle.

“I’ll try to make jokes a lot of the time to make somebody
feel good,” she said, acknowledging the industry demands
long hours and hard work from her team, and laughter
helps to offset the strain.

The Sroka family—five strong and growing (TJ is
married with three children and another due this
summer)—all live within a couple houses of each other
and keep a weekly tradition of getting together for
Sunday dinners even though they work together daily.
Their lives mirror their mantras of “You Never Know
What Tomorrow May Bring” and “Family First” and the
Sroka’s wouldn’t have it any other way.

Two years ago, Sroka applied for the Women’s Business
Enterprise (WBE) certificate, but was denied on the basis
that she can’t do the same type of work that her husband
did when he was majority owner. “But I said no, I oversee
everything and do everything,” she said. “From day one I
was [here].” As owner, Sroka is involved in and ultimately
responsible for all aspects of the business, from operating
the fleet to maintaining the books. “Maybe I can’t go out
and fix a truck, but I’ve driven and operated [them] before.
Everybody has people that work for them for some
specific area.
“We fought for a while. I’m not done fighting yet,” she
added. When she does revisit the process, she said she
may choose to apply for the federal WBE certification over
the state.

“It makes me proud because she’s also
representing, in a different way, our family and
what I have been through,” Sroka said.

“I am truly blessed,” Sroka said. “In my family, my
business and in life. We work hard and this has allowed
my husband and I to grow our businesses and to leave
this legacy for our children and we couldn’t be happier.”
For more information you may contact Diana at
315-255-6981, by email at

Dsroka@AllWaysConcretePumping.com
or you may visit online at AllWaysConcretePumping.com
or Turn4ACureWalk.com.

In the meantime, All Ways keeps doing what it does
best—maintaining
experienced
employees,
high
standards of safety and a work-life balance for healthy
interdependence between management and staff. “Family
comes first, even with our employees,” she said. “If [you]
have something going on, you need to take care of your
family. It’s all about family. If it wasn’t for the employees
we have and as hard as they work, we wouldn’t be where
we are now. We want to make sure they know they’re
appreciated by us.”
Two of the Sroka’s three children work for the company
businesses as well making them truly owned and operated
family businesses. Their oldest daughter, Julie, 27, has
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Choosing the Right Broker

Brokers come in all shapes and sizes, and finding one who wants
to help you further your goals can be tricky. Let’s make it easy.
Adam B. Brown, CIC
uying insurance can be difficult. It’s complicated
and expensive, and can be more than
confusing if not managed properly. Brokers are
there to help, but finding a good one can be just
as difficult as sorting out your insurance policy.
The information in this article is not usually
shared by brokers, and might even be
strategically withheld from the consumer. I
hope my insights provide you with a better
understanding
and
appreciation
for
insurance buying, so you can be in a better
position to confidently control your
insurance buying process.

brokers looking to get their foot in the door, schedule a
meeting, save them money, quote their business, etc.
Remember: not all offers are equal.
Throughout my career, I have been fortunate to learn
from some of the industry’s best. They taught me that
Continued on page 19

Don’t be sold by an insurance salesman
We are all targets of constant marketing.
Advertising and sales strategies reach us
more frequently every day through an
increasing variety of channels.
As consumers, we ignore, avoid and
defend ourselves against salespeople. We
see them as persistent, aggressive and at
times, dishonest.
We commonly find insurance
professionals in the “slimy” category.
This is something I was forced to confront
head-on at a very early stage in my career. I
jumped right into sales after college and
learned quickly that there are very few
business owners opening their arms to a
guy looking to “sell them some insurance.”
I have customers tell me all the time that
they’re constantly receiving calls from
10 CONSTRUCTION CONTRACTOR • Summer 2018
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being successful isn’t about getting the “sale”; it’s about
continuously learning and using creativity and experience
to assist a client in solving problems. That’s how a broker
delivers “value”.
When you’re choosing a broker, look for someone who
sees value the way you and your company do. Find
someone who cares about your business and wants you to
succeed – not someone trying to make a quick buck.
The True Cost of a Bad Broker | It’s Not All about the Quote
Insurance is a significant cost to most companies. For

this reason, business owners can and should c
the process. Not all business owners know
though, and that can cost them even more.

The process goes awry when:
•

The business provides limited information
wants a “quote.”

•

The broker gives his/her pitch, secures copi
existing policies, and presents a lower price than
the business was paying. He/she hopes for add
commission.

Both of the above present a problem fo
business. You may see a lower price
existing errors will be replicated, new one
be created and the underwriters may not
a true understanding of your expo
without complete and proper information
believe me, it’s a lot of information.)

General Contractor & Subcontractor
Bridge Replacement & Rehabilitation
Culvert Replacement & Rehabilitation
Dam Construction & Rehabilitation
Precast Concrete & Steel Erection
Structural Concrete
Earthwork & Grading
Transmission Tower Foundations
Cofferdams & Excavation Support
Value Engineering
Constructability Review
Design-Build

The business then runs the risk of not
adequately protected at the time of the
There are strategies that if deployed pro
can assist in providing you with a
understanding of where your coverage b
and ends. The best way to prevent
types of problems is to find a broker wh
your best interests in mind.

How to Choose a Broker

Far too often, we’ll see the broker-fi
process play out like this:

1. The business allows two to three insu
brokers to bid on its insurance, two to
months ahead of the policy’s expiration d

2. The brokers
are given
Winn Construction
Services,
Inc.limited inform

encouraged to come in with option
74 Hudson Riverand
Road
mirror what the business currently

Waterford, New York
12188
Premiums are withheld to keep the br
Phone: 518-238-2210
“honest” and loss information may or ma
be available.
Fax: 518-238-2211

www.winn-construction.com
An Equal Opportunity Employer

art I of this two-part series discussed some
differences between Article 8 and Article 9 of
the New York Labor Law. As explained in Part I, the
applicable prevailing rate a contractor must pay its
service workers is not a crystal clear determination. This is
because certain service work may be fairly characterized
as falling under Article 8 and Article 9 of the Labor Law.
This Article goes one step further in discussing how the
prevailing rate might vary, or not apply at all, depending on
how a service worker is classified under the Prevailing
Wage Schedule.

Applying the correct rate from the Prevailing Wage
Schedule is extremely fact-specific, and depends on
several circumstances. It is also extremely important,
and should be determined with diligence. Since a
maintenance worker may fairly fall into Article 8 or
Article 9, a contractor should consider which employee
classification is more beneficial. That is, which requires
the lower rate. It may risk misleading readers if I
conjured up an example here. So, such inquiries are
better left to real-world situations where the totality of
the circumstances are known.

Classifying Service Workers:
The Prevailing Wage Schedule

Exceptions to Prevailing
Wage Requirements

In the context of public works, to submit a competitive
bid it is vital to have your labor costs precisely calculated.
To do so, contractors should know which prevailing rate
applies to the labor included in their bid. Since a different
prevailing rate may apply depending on how an employee
is classified, contractors should not jump at the first
classification they think fits the description of labor.
Moreover, since there are certain exceptions which render
the prevailing rate inapplicable, contractors should not
assume they need to pay the prevailing rate for every
single employee on a public job.

Rather than determining which prevailing rate applies,
sometimes a contractor must determine whether the
prevailing rate applies at all. There are certain
exceptions and exemptions which may render any
Prevailing Wage Schedule completely inapplicable.
The resulting freedom in setting labor costs could
provide a contractor with the ability to submit a more
competitive bid.

Generally speaking, if a contractor’s employees fall into
either Article 8 (construction-type work) or Article 9
(building services) of the New York Labor Law then the
contractor likely needs to pay its service workers the
prevailing wage on a public job. The exact wage to be paid
depends on the Prevailing Wage Schedule. These
Schedules list numerous labor classifications with varying
wage rates. They also vary by County.
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For example, supervisors and/or foremen who strictly
oversee workers are not required to be paid the
prevailing rate under Article 8.
This exception,
however, is not unlimited and only applies so long as
the foreman or supervisor is strictly overseeing
workers. If a supervisor or foreman is working with
tools they must be paid at the prevailing rate for the
classification of work being performed. This “working
with tools” qualifier is not always as simple as it sounds.
Nonetheless, strictly limiting the role of supervisors and
foremen to oversight may alleviate a contractor from
the requirement to pay that employee the prevailing

www.syrabex.com

rate under Article 8. While there are several other
exceptions, the supervisor/foreman exception offers a
good flavor of such classification exceptions.

prevailing wage issues. Undoubtedly, some contractors

Conclusion

classify certain categories of employees.
Taking
advantage of such employee classifications could be
the difference in submitting the lowest bid.
Furthermore, certain exceptions could alleviate
contractors from the prevailing wage
requirements for certain employees
altogether.

When navigating the competitive world of public works
contracting, a contractor must weather the storm of

pay more in wages than they might otherwise be
required to if they considered the different ways to

This article is for informational
purposes only and does not contain legal
advice. Please do not act or refrain from
acting based on anything contained in
this article. Contractors should always
seek clarification from qualified legal
counsel before hanging their hat on an
exception to the Labor Law.
For more information, contact Anthony
C. Galli, Esq. at Sheats & Bailey, PLLC,
a law firm dedicated to serving the
construction industry.
Tel:
(315)
676-7314 / Fax:
(315) 676-7189 /
agalli@theconstructionlaw.com. Or stop
in to discuss this topic personally at our
new office, 609 Vine Street in Liverpool,
NY.
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East Coast Companies
brings concrete solutions
to challenging projects in CNY

Defi Cuisine Corp.,
Downtown Syracuse, NY

CONSTRUCTION
CONTRACTOR
SPECIAL FEATURE

hen David Abdo talks business, his
foremost concerns are to address those
of his clients. Typically, those include
their budgets, project scope and how East
Coast Companies [ECC] can help them
achieve their end goals.
ECC was created to provide a multitude of services to the
general construction industry, including concrete substrate
preparation, moisture mitigation, joint control inspection,
and repair and replacement. One of the most valuable
services it provides, Abdo said, is the ability to build a
specification to a clients’ particular needs.
“We find ourselves asking the same questions again and
again,” said Abdo, “Most clients have a general idea of
what their needs are, but once on-site, we need to make
assessments, look at conditions. Ultimately, specifications,
or chemicals, may need to be changed or completely
discarded at which point a new specification may be
necessary based on the owner’s schedule, type of
concrete mix design or what the end goal is.”
He added that due to his clients’ trust and confidence in
the collective ECC team, they are optimistically open to
their ideas for specification manipulation or change. ECC
is fully committed to quality work and aware of its clients’
productivity
goals, Abdo
said.
Technological
advancements in systems and products, such as GelMaxx
and EZ Polish, have literally cut the length of time it takes
to complete some projects in half, building ECC’s
reputation as the industry go-to for last-minute or
emergency situations.
Below are four unique examples of work that ECC
acquired and completed.

EAVES Ambulance Corp
Project scope: Metallic epoxy coatings and polished
concrete

To avoid this potential problem in their new facilities,
EAVES on Fly Road in East Syracuse was seeking high
quality coatings and systems that would give the
facilities a longer life cycle between 15 and 20 years
with proper maintenance. Most traditional flooring has a
life cycle of 7 to 10 years.
“Having confidence in ECC, we were asked to help
Churchill build a specification, and more importantly, a
budget that would give the not-for-profit the best
coatings and concrete treatments at an economical
price point,” said Abdo, adding the tight budget as being
ECC’s biggest hurdle to meet. But, as the old adage
goes, where there’s a will, there’s a way. ECC
structured the budget and are donating materials and
labor to help offset a deficit that Eaves is having trouble
getting over.
“It was surprising to learn that many contractors and
other trades were not willing to donate time and money
to such a wonderful cause,” Abdo said. “East Coast
decided to up its game so Eaves will get our best with
regard to labor and quality. They’ll have something they
can be proud of.”
ECC will use an OSHA-compliant three-step system
(E-Z Polish) using a profilometer to measure the surface
texture pre-grind, this will allow the grinding process to
be refined quicker, ultimately driving labor cost down.
ECC is also choosing Pur-Epoxy products, since both
are found to be the best for value, engineering and
longevity.
“In many cases an architect seeks our input to bring
new technologies and value engineering to their
customer,” Abdo said. “This project, when completed,
will be a facility other potential architects and owners
(First Responders) can visit to see hands-on the
potential for innovative products.”

Architect James Churchill recently approached ECC after
learning of a Lewiston Fire Station polished concrete
failure that ECC was asked to resolve. Several first
respondents had fallen due to an excessive amount of
polish (refinement and sheen level) that created a very
slippery surface under certain conditions, such as standing
water, melting snow and ice.

The project start date is July 1 with a completion date
estimated at four weeks. “I would encourage
businesses in a 10-mile radius of Eaves Ambulance to
look at their GoFundMe page. Why? Because we are all
able to recall a time when someone we know is in need
of a qualified first responder!” Abdo said, from firsthand
experience with Eaves. The link to visit is
https://www.gofundme.com/urxtch2k.
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Lava Nightclub, Turning Stone Casino, Verona, NY
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uying insurance can be difficult. It’s complicated
and expensive, and can be more than
confusing if not managed properly. Brokers are
there to help, but finding a good one can be just
icult as sorting out your insurance policy.
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from some of the industry’s best. They taught me that

ONEGROUP continues

being successful isn’t about getting the “sale”; it’s about
continuously learning and using creativity and experience
to assist a client in solving problems. That’s how a broker
delivers “value”.
When you’re choosing a broker, look for someone who
sees value the way you and your company do. Find
someone who cares about your business and wants you to
succeed – not someone trying to make a quick buck.

The True Cost of a Bad Broker | It’s Not All about the Quote

Insurance is a significant cost to most companies. For
this reason, business owners can and should control
the process. Not all business owners know how,
though, and that can cost them even more.

The process goes awry when:
•

The business provides limited information; just
wants a “quote.”

•

The broker gives his/her pitch, secures copies of
existing policies, and presents a lower price than what
the business was paying. He/she hopes for additional
commission.
Both of the above present a problem for your
business. You may see a lower price, but
existing errors will be replicated, new ones will
be created and the underwriters may not have
a true understanding of your exposures
without complete and proper information. (And
believe me, it’s a lot of information.)
The business then runs the risk of not being
adequately protected at the time of the claim.
There are strategies that if deployed properly,
can assist in providing you with a better
understanding of where your coverage begins
and ends. The best way to prevent these
types of problems is to find a broker who has
your best interests in mind.

How to Choose a Broker
Far too often, we’ll see the broker-finding
process play out like this:
1. The business allows two to three insurance
brokers to bid on its insurance, two to three
months ahead of the policy’s expiration date.
2. The brokers are given limited information
and encouraged to come in with options that
mirror what the business currently has.
Premiums are withheld to keep the brokers
“honest” and loss information may or may not
be available.
Continued on page 24
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The Importance of a Bondline
to Construction Companies
Tymothy Parmenter, BondsExpress.com

ake your company to the next level by being prepared
A “Bondline” is an industry term indicating that you have an established
bonding relationship with a surety company which includes the limits of
your bonding capacity. A bondline enables a contracting company to
obtain bid and performance bonds, letters of bondability and more. This can be an
absolute necessity for larger projects and can make or break the decision for
someone to contract with you on a smaller project.
Many construction companies have lost contracts because they are unaware of
their bonding capacity, or the job limit of what they can possibly be bonded for.
They have not established a bondline or a relationship with a surety company and
will often wait until the last minute to get started. Many times contractors are unable
to bid and work on projects that require bonding which can significantly hurt their
bottom line.
Bid bonds, bonds that allow you to bid on bigger contracts, as well as a letter of
bondability from your surety company can bring your business into an entirely new
level of ability to obtain contracts and work on bigger projects than your business
has previously been able to obtain. Having a bondline with a surety company is a
basic tenet for all major contracting businesses within the U.S. Why would a
company limit the types of projects they can possibly be working on because they
simply lack a relationship with a Surety Company?
Smart and proactive business owners have established bondlines and surety
relationships with a surety company even when they don’t need bonds because
they know that having the bondline in place can make or break some jobs.

Why is it important to have a bondline?
Having a bondline shows potential clients that you have been pre-qualified by a
surety company and they have stated you are a contractor worthy of bonding. It
shows you have gone through an extensive underwriting process and through this
evaluation it has been determined you are a competent contractor with the ability to
complete projects. This alone will give your business credibility as well as a
competitive advantage over contractors who do not have a surety relationship.
Every project owner wants their projects done on time and by a qualified
contractor. Often times it is difficult for a project owner to determine which
contractors are capable and competent so they will require contractors to provide a
bid bond or a letter of bondability. Weeding out the ones who cannot get bonded
Continued on page 28
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Dannible & McKee, LLP, a Syracuse, New York
based public accounting firm with more than 90
professionals has been providing services to the
construction industry since its inception in 1978.
You may contact us at (315) 472-9127 or visit the
firm online at www.dmcpas.com.
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ONEGROUP continues

3. There may or may not be carrier assignments.
4. Options are received by the client at the last minute;
within days of the contract expiration. Some of the brokers
may have fallen off by this time, and the client is forced to
make a hurried, uninformed decision.

There is a better way. I always encourage
buyers to use the following process instead:
1. Start early. The best time to start evaluating alternatives
is a few months after your renewal.
2. Pull together the information you’ll need; know what will
be needed through the process: current policies (including
pricing), loss information (more complicated risks should
be receiving these on a regular basis), driver information,
property schedule, anticipate allowing them access to tour
the operations.
3. Interview the potential brokers. If you like them; provide
them with the above materials and ask that they return to
present their findings. Special attention should be given to
coverage, service and pricing, in that order.

4. Choose your broker before going to market.
Remember, only one broker can represent you to any
one insurance carrier at a time. By exploring many
different broker options at the time you’re shopping your
insurance, you limit those brokers’ options. None of
them will be able to compare coverage options for you,
because they cannot work with any carriers that your
alternative options are working with.

Overall, remember to shop for a broker;

not a number.
In the next issue, I’ll be covering what you need to
know about insurance policies, service and pricing. I’ll
also talk a bit about how your broker gets paid and how
that could affect your policy. By the end, you’ll be
well-prepared to control your insurance-buying process.
Adam Brown is Sr. Vice President Manufacturing &
Distribution Risk Specialist at ONEGROUP. For more
information email Adam at ABrown@onegroup.com or
call 315-457-1830.
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uying insurance can be difficult. It’s complicated
and expensive, and can be more than
confusing if not managed properly. Brokers are
there to help, but finding a good one can be just
as difficult as sorting out your insurance policy.

brokers looking to get their foot in the door, sch
meeting, save them money, quote their busine
Remember: not all offers are equal.
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insurance buying, so you can be in a better
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constant marketing.
Advertising and sales strategies reach us
more frequently every day through an
increasing variety of channels.
As consumers, we ignore, avoid and
defend ourselves against salespeople. We
see them as persistent, aggressive and at
times, dishonest.
We commonly find insurance
professionals in the “slimy” category.
This is something I was forced to confront
head-on at a very early stage in my career. I
jumped right into sales after college and
learned quickly that there are very few
business owners opening their arms to a
guy looking to “sell them some insurance.”
I have customers tell me all the time that
they’re constantly receiving calls from
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helps the project owner know the contractors who are
bidding on their projects are qualified. They know the
contractor has been vetted by a surety and has determined
them to be competent and capable.

Know your limits
A surety company will not only underwrite you based on
your abilities, they will also give you bonding limits. It is
important to know these limits to see where you stand and
to know what projects you should go after and which ones
to avoid. Understanding these limits, how they are
established and how they can be increased, will help you
see what a surety looks for in a company.
Limits are established in two ways, a single project limit
and an aggregate project limit.
• The single limit tells you that you can bid on any single
project up to that amount.
• An aggregate limit indicates that you can have multiple
bonds at once as long as the sum does not surpass the
aggregate amount.

Be prepared even if you don’t
need bonding today
All too often clients call asking for a bid bond for a
project they are bidding on in a couple of hours, or
maybe even the next day. Often times these contractors
have been in business for some time but a bond has
never been requested from them. Whether they can do
the job is usually not the issue, it’s the fact they never
bothered to contact a Surety Company to see if they are
bondable. It is normal to think if you don’t do bonded
work you don’t need a bond, but that may not always be
the best approach. More and more municipalities,
schools, and private industries are requiring their
contractors and their subcontractors to be bonded. Just
because you may not need the bond today, doesn’t
mean you won’t need one tomorrow. Being prepared is
always the best approach.
For more information on Bonding and the
requirements attached to the process you may contact
Tymothy Parmenter at 315-508-4575, by email at
TParmenter@BondsExpress.com, or visit online at
www.BondsExpress.com

SIMPLY. SMARTER. GREEN ROOFS.
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