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Construction Monthly Loves 
to hear from YOU
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As experts in the field, we love to hear from our readers! You’re invited to submit an article between 400 to 1200 words. We will let you 
know if we use an article! 

Would you love to see your expertise and knowledge in our magazine? Please email your article to Amy@constructionmonthly.com and 
check out constructionmonthly.com online! 

The “Construction Monthly Team” is excited to bring you an amazing 
industry-specific publication to the National Market! For the first 
time, the entire national building and construction industry will have 
a publication that will represent the growing commercial construction 
industry as a whole. Everything from architecture, design, finance, 
business...All the industry specific information that you need.

Our circulation has grown in the 25+ years that Build Expo USA has 
hosted and produced tradeshows, and now being able to take that net-
working experience to over 300,000+ national direct emails, thousands 
in social media, and building relationships and reaching commercial 
and residential construction firms, developers, engineers, government 
agencies, and top-level professionals...which Construction Monthly will 
now reach EVERY MONTH!

Our publication welcomes your support and is looking forward to work-
ing with the professionals that are exploring their careers and business-
es, and would love to see participation from YOU.

We thank you for being with us from the beginning and look forward to 
the journey we take with our audience.

Thank you from the 
Construction Monthly Team!
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amy@constructionmonthly.com
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Austin, Texas 78750
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Countertop
To start with, let’s look at the countertop. 
Many people will consider a polished granite 
countertop. Stone looks vibrant when polished, 
but will also be reflective with glare which 
can be problematic as our eyes age. If stone 
has large contrasting patterning, versus small 
texturing with minimal contrast, objects can get 
lost on the surface. Dark objects, such as knives, 
can be lost on a dark counter since there is no 
contrast. The same goes if the counter material 
is very light, then light colored objects, such as 
silverware, can get lost. A middle range color 
without contrasting patterning, and with a matt 
or leather finish might be the best combination 
to consider for aging. For a more vibrant 
patterning, use the back splash instead.

Cabinetry
Cabinetry is another item, and traditionally we 
use 24” deep base cabinets with 12” deep wall 
cabinets. Consider a series of tall floor cabinets 
that vary in depth. 8” to 9” deep is good for can 
storage. 12” is good for bulk items. And 15” to 
18” is good for larger entertaining and small 
appliances. Building out the back splash 3” to 
about 6” to 8” above the countertop surface 

KITCHEN DESIGN 
CONSIDERATIONS 

FOR 

AGING IN 
PLACE

AGING IN 
PLACE

AGING IN 
PLACE

When remodeling a kitchen, 
what are some design issues 
you might consider? We 
generally think of the appliances 
and locations, and then the 
countertop material and color. 
But there are additional items 
to consider if this is your forever 
home or if this is the one and 
only kitchen remodel you are 
thinking to do. So what are some 
issues to consider so the kitchen 
is useful as you age along with 
your house?

by Jannis Kent, FAIA, CASp
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provides a narrow shelf that can be used as an 
electrical chase for outlets placed horizontally 
and provides more open storage within reach 
range without losing useful counter space. 
Having some of the wall cabinets start on the 
countertop makes reaching items easier. If 
more storage can be placed lower, this helps 
avoid climbing on kitchen stools to reach high 
items and also places items within reach range 
for children.

Lighting
Lighting is another important factor as we age. 
Light the work surfaces rather than use down 
lights lighting the floor. By placing light fixtures 
under the wall cabinets, the countertop can 
be directly lit or the back splash can be lit so 
the light bounces off and indirectly lights the 
countertop. If the wall cabinets do not go to 
the ceiling, then a linear light can be placed 
on top of the wall cabinets to light the ceiling 
– light will then bounce off of the ceiling and 
provide general lighting. Rather than placing 
one down-light over the sink, provide two. 
This way light is more evenly distributed which 
will not be blocked when working at the sink. 
Lighting is extremely important as we age and 
generally more is better. So provide dimmers 

for when only general lighting is necessary 
rather than light for working.

Microwave
Microwave location is another issue to give 
some thought to. Microwaves were generally 
placed above ranges and also acted as a vent 
hood. This, though, is quite dangerous. Think, 
when you are zapping food to heat, it is now 
placed at face level, and when you take it out 
you are now pulling sizzling food towards your 
face. If it slips you can easily burn yourself. If 
the microwave is hung under wall cabinets it is 
not as dangerous since it is lower, but you are 
still pulling hot food towards you. Same is true 
if located on a countertop – although you are 
still pulling hot food to you, it is lower and can 
more easily be placed on the adjacent counter. 
Drawer microwaves in the base cabinet are 
much safer. When the microwave drawer 
opens, you basically lift hot food upwards to 
place on the counter, not pulling it towards 
you.

Appliances
Some cooktop controls light up when turned 
on. Consider selecting ones located near the 
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front so there is no need to reach across hot 
pots or burners. Some ovens have shelves that 
can fully extend making it easier to pull out pans. 
Some dishwashers have soap dispensers that can 
hold soap for a number of cycles making it easier 
not to have to load soap each time.

Accessories
There are many convenience accessories that 
make using a kitchen easier. Rather than fixed 
shelves in the base cabinets, consider pull-out 
shelves with full extensions. This makes it easier 
to reach items in back. Consider storing baking 
sheets and other flat cooking items vertically in 
pullout shelves rather than stacking. This way 
you can avoid removing everything to get to the 
bottom sheet. Cake mixers can be located on 
pull up shelves within base cabinets. There are 
a variety of corner type of half-moon pull-out 
shelves for the dead spaces on inside corners.

All of these are options to consider, plus many 
more other non-traditional ideas. The idea is to 
make the kitchen workspace easier and safer 
to use as you age. Provide storage options so 
you do not have to climb up and down ladders. 
Or store items in a different manner, whether 
narrow shelves or vertically so it is not a 
struggle to reach in back or on the bottom. And 
light, light, and more light. So designing to make 
things easier to use later will also make the 
kitchen much easier and safer to use even now.

Don’t miss Janis Kent’s session “Accessible 
Environments As We Age” on Wednesday.

Find the book ADA in Details & other 
articles by Janis Kent , FAIA, CASp at  
www.SteppingThruAccessibility.com

© Janis Kent, Architect, FAIA, CASp 
[2-28-2018]

Kitchen Design Considerations for Aging in Place... Continued

- Industry Discounts
- Custom furniture & upholstery 
   design and construction
- Outdoor furniture and lighting
- Custom ironworks
- Sustainable materials
- One of a kind antiques from 
   around the world
- Custom kitchen cabinetry
- Office furniture

(310) 451-3400 
www.MarcoPoloImports.com

Come see us at booth #420
We’ve worked with exclusive boutique hotel chains, Netfl ix, Sony and more!
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An estimate of the cost of construction 
is one of the critical elements for the 
success of a project. It is an axiom of 

estimating that the quality of an estimate is 
directly proportional to the amount of time 
spent on its preparation. An estimate prepared 
in haste simply will not have the integrity of one 
prepared without the pressure of a deadline. 
What is a reasonable amount of time to allot 
to the preparation of a construction cost 
estimate? Fifty years ago when I first became 
involved in estimating the usual means of 
prognosticating the man-hours necessary was 

simply to heft the roll of drawings and from 
the weight ‘quesstimate’ the time required. In 
1987 I decided there had to be a better method 
and I sent letters to my fellow members of the 
American Society of Professional Estimators 
(ASPE) asking them to maintain a log of the 
hours they took to prepare an estimate. By 
1988 I had received enough data to formulate 
two means of determining the time required 
to prepare a construction cost estimate and 
wrote an article that was published in the 
Architectural Digest.

Estimating 
the Cost of 
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The Horse Before the Cart Method
 This method requires an estimator to 

have an idea of what the cost of construction 
will be either through development of a 
conceptual estimate, updating an estimate of a 
similar project or use of a valuation service such 
as Marshall & Swift. A percentage of the cost 
of construction is then applied to arrive at the 
sum of funds to be allocated to estimating. (See 
the attached chart). This sum then is divided 
by the hourly rate paid the estimator, or the 
sum of the hourly rates paid to an estimating 

staff, to arrive at the total man-hours required. 
If a bid date has been set then the man-hours 
are converted to days and worked backward to 
indicate the date the estimator or estimating 
staff must receive drawings if the estimate is 
to be ready in time. Good practice is to allow 
extra days for review prior to submitting a bid.

The Sheet Count Method
 As the title indicates this method 

involves counting the drawings that will be 

an Estimate
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used to produce a quantity take-off. Drawings 
that will not be used or involve only a minimum 
of time are discounted. Drawings such as the 
title sheet, index sheet, symbols sheet and to 
some extent the general information sheets. 
At the time the article was written the average 
time spend on each drawing was two hours. 
Today with the use of digitizers and computer 

estimating systems the time require is probably 
no more than one to one and a half hours 
per drawing. It is prudent to continue to use 
two hours per drawing to set a not to exceed 
time frame. Obviously if a project incorporates 
repetition of elements the time calculations 
should take this into consideration and reduce 
accordingly.

Trenching & Excavation Safety... Continued

Percentage of Total Cost Method

Obtain an approximate cost of construction 
from a conceptual estimate or from any square 
foot estimating manuals such as Marshal & 
Swift, R.S. Means, National Estimator. etc.. 
Find that position in $ x 1,000 and find the 
corresponding high and low percentage of the 
total cost that should be applied to production 
of the estimate. 

Article by Charles C. Munroe III FCPE 

Member of the Council of Fellows of the American 
Society of Professional Estimators & a 
Certified Professional Estimator (CPE)

  See his educational session 
  “Construction Cost Estimating”  
  at 9:30am on Wednesday & Thursday 
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For many years I have been taught in the 
Profession of Architecture that extensive 
attention must be put on the appearance 

of the Building as well as how it functions inside. 
Does it have an appropriate Architectural Style 
to match the function? What about its scale and 
proportion? Little or no emphasis what focused on 
the experience or reaction of the occupants. For 
example, would the individuals that use the space 
enjoy the space and respond with an appropriate 
attitude based on its function?

Whether it was a morgue or a theme park, it 
seemed that if the individuals that were using 
the space did not have the appropriate feelings 
for that space was considered out of character 
architecture. By just looking at the differences 
in experience and energy levels between the 
functions of a morgue and a theme park, should 
be our first hint as to how a building needs to be 
designed for proper and appropriate energy and 
vibrational levels.

It has been found over time that the human body 
responds to all the senses when experiencing a 
space. It is said that we only have five basic senses 
which are: Sight, Smell, Touch, Hear, and Taste. 
These five senses are defined as having total 
consciousness; however, I believe that we have 
many more. In addition to having the physical 

senses, we also perceive through our Mind, Spirit 
and Soul.

I pose the following questions to the readers 
as a way to bring in more awareness and expand 
our reality: Is using the five basic senses defined 
as total consciousness? Do we perceive beyond 
the five basic senses? For example, have you ever 
experienced, with your sense of Sight, a child 
playing ball with his father and related it to your 
past experience as you take on that same feeling? 
Additionally, have you ever experienced, with your 
sense of Smell, fresh bread just coming out of the 
oven and suddenly remember your mother baking 
fresh bread in the kitchen when you were a child.

The above are examples of experiencing thoughts 
through the sense of memory. Perhaps even going 
beyond and retrieving memories of a past life or 
another existence (past, future, parallel, etc.) 
These sometimes could be called soul memory, or 
perhaps are ingrained in our DNA.

Let us imagine that a living existence; a human 
could be directed to experience a certain feeling 
or thought when entering a building or structure 
of some sort. Then let us say, the source of this 
directed experience could be from the materials, 
light types, sounds, smells, etc. inside this building 
or space. The experience has to be appropriate for 

Vibrational 
Green 

Architecture
Holistic Approach - The Whole Picture

Michael P. Boardway, R.A.  * Professor * Architect *
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the function or space, and if it is out of context, 
then it will not work. For example, you would not 
want a relaxed resort type of feeling in an office 
environment. The office should be more of a 
productive and exciting learning environment, 
stress-free of course.

Perhaps at this point, it would be beneficial to 
look at what Architecture is. One definition of 
Architecture is the art or practice of designing 
and constructing buildings, the style in which a 
building is designed or constructed, especially 
concerning a specific period, place, or culture. 
For example, Victorian Architecture. Other 
definitions state that Architecture is the complex 
or carefully designed structure of something: the 
conceptual structure and logical organization of 
a computer or computer based system: a client/
server architecture. It is essential to be aware that 
if the space does not function properly, it will not 
be successful.

The word “Architecture” has also been adopted 
to describe other designed systems, especially 
in information technology. Notice that all the 
definitions above are defining the building and or 
structure and the end product; however, never 
mentioning anything about the occupants and 
their experience.

In looking at how the shape of a building creates a 
certain type of vibration that could be experienced 
by the occupants of the space the Parthenon 
is an excellent example of unique design. This 
building is rectangular and made of white marble 
with eight columns supporting a pediment at the 
front, and a long line of columns visible at the side. 
The Parthenon in Athens, Greece, is considered 
a supreme example among Greek Architectural 
sites. The theory at that time was to build temples 
to accommodate the statues they worshiped.

In using the Parthenon as described above, is 
it possible for the shape of a structure to dictate 
the level and type of energy that it generates? 
Furthermore, the ancient Temples, Pyramids, 
Obelisks, Sacred Geometry are all uniques shapes 
that can generate their specific vibrational 
frequency. Perhaps the combination of the shape 
of the structure and the materials would produce 

the appropriate vibration and experience required 
for that space.

In days past, it appears that Architects had a 
keen understanding of the value of each person’s 
experience of a building’s exterior and interior 
and the effects it had on them, which includes 
all of their senses. In today’s world, how many 
Architects go back and check the experience 
of the occupants who are inhabiting the spaces 
designed for them? As a licensed Architect with 
over 40 years of experience, the answer to that 
question is very few. I believe that this should be 
a requirement for every Architect so that the next 
time they design a building, they can take that 
experience and apply it to their next project.

To further elaborate this point of understanding 
the appropriate experiences attached to the 
various building types, let’s examine a couple of 
examples.

• Office Building
* Cutting Edge Ideas
* High Productivity
* Smooth Surface - Fast Pace

• Health Spa
* Colors and materials to invoke adrenalin
* Heavy Mass Design

• Hospitality
* Come to relax
* Release stress
* Forget about challenges of the day

As we become more aware and conscious within 
ourselves and our living, work, entertainment 
spaces, etc., we start tapping into the senses 
beyond the basic five. In returning to the subject 
of the five senses (Sight, Smell, Touch, Hear, 
Taste) as I discussed above, let us look deeper 
into this subject. Do we only have five senses? 
I believe that we have many more, which have 
lain dormant. As we become more aware and 
conscious within ourselves and our living, work, 
entertainment spaces, etc., we start tapping into 
the senses beyond the basic five. Vibrational or 
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Energy medicine using science understands that 
all matter vibrates to a precise frequency and by 
using a specific vibration that resonants to the 
proper environment can create an appropriate 
attitude and experience for the individual.

Furthermore, in looking at the whole picture 
when someone experiences a space, they bring 
in their energy and that energy is absorbed by 
the building materials. How does the materials 
filter, transpose, transform any negative energy 
into positive. How does that affect the space and 
people in that space?

Additionally, the energy signature of a person 
is also sensed by others in that same space. 
For example, if a person arrives in their work 
environment after having experienced something 
traumatic, they bring in the emotions associated 

with the event. Consequently, this may affect 
the moods of others in that same surroundings. 
However, the energy of a space can be shifted to 
elevate to a more positive vibration, thus, allowing 
the occupants to continue productively as well 
as helping the person who had the traumatic 
experience.

Just as certain materials can drain the energy 
of people such as concrete, some materials can 
positively amplify the energy of people. So taking 
a holistic view with the application of appropriate 
materials to create the desired effect, such as light, 
sound, smells, and crystals*, we can see how the 
environment and energy can be changed to benefit 
all the occupants and visitors. Please see the table 
below for specific descriptions of elements that 
benefit the energy of particular building types.

Vibrational Green Architecture... continued
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*As you might know, there are all 
types of crystals (see image), and the 
energy that they emit. Also note that 
with crystals they will amplify the 
predominant feeling of energy in that 
space, which is the reason why it is so 
important that we stay alert of the type 
of energy we are emitting.

Don’t Miss Professor Boardway’s 
Presentation “Controlling Construction 
Cost” on Thursday 

Michael P. Boardway, R.A.
* Professor * Architect *

Michael P. Boardway is a 
licensed Architect and Credentialed
Professor. He is President of his 
Architectural Company, “MBA
Architectural.” 
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GLENDALE’S HIGHLY ANTICIPATED 
LUXURY COMMUNITY NEXT ON LEX 

CELEBRATES GRAND OPENING

GLENDALE’S HIGHLY ANTICIPATED 
LUXURY COMMUNITY NEXT ON LEX 

CELEBRATES GRAND OPENING
NEXT on Lex and Modern Luxury to host Grand Opening 

soiree featuring designer showcase and local culinary and 
entertainment favorites
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February 6, 2019  

Century West Partners and 
Modern Luxury are celebrating 
the official grand opening of 

NEXT on Lex. Located in the heart of 
Glendale, NEXT on Lex is a mixed-use 
community anchored by Citibank. The 
community is notable as the largest 
for-rent community to be built in Los 
Angeles County since 2016. 

The delivery of the community marks a major 
milestone for Century West Partners as they 
present this notable set of living spaces for 
urban renters in Glendale and the Los Angeles 
area who demand the best finishes, features 
and amenities, all within a luxurious, walkable 
community with easy transit access.

494 units are presented in a collection 
of studio, one- and two-bedroom floorplan 
options, all set above a ground floor retail 
space to be anchored by Citibank. Located 
in the 200 block of Lexington, NEXT on Lex 
is strategically located in thriving downtown 
Glendale just steps from major employers 
and premier retail destinations including The 
Americana at Brand and the Glendale Galleria.

NEXT on Lex is located at 275 W Lexington 
Drive, Glendale, CA 91203.

The Century West Partners venture was 
formed in 2010 by industry veterans Steven 
Fifield (Fifield Companies) and Michael 
Sorochinsky (Cypress Equity Investments) to 
build sophisticated, best-in-class apartment 
communities on urban infill, transit-oriented 
sites in highly sought areas of Los Angeles. A 
highly respected apartment developer serving 
renters in the Los Angeles metropolitan 
region, the firm specializes in the delivery of 
tech-friendly and amenity-rich contemporary 
communities. The current Century West 
Partners’ LA development pipeline includes 
1,487 quality apartments.

“NEXT on LEX is different than 
other apartment communities 
in Glendale. It is built around 
the Paseo and the shared green 
space, views and walkability make 
it more of a green neighborhood 
experience.  Local people and 
businesses essentially share in 
the park and experience of the 
community alongside residents.”

Randy Fifield, principal of  
Century West Partners
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Enacting a 
Construction 
Sales Process
Contractors often have to wear many hats. 
Everything from estimating to project 
managing, vendor relations and, oh yeah, 
selling! The selling part can often be an after 
thought. The problem is it needs forethought. 
Not allotting time and strategizing to sell 
can cripple a construction firm. Instead of 
trying to reshape an entire construction 
firm’s approach to sales, I often find it more 
effective to increase the level of efficiency and 
time usage. This is a process but once enacted 
produces opportunity. My biggest challenge is 
to convey cause and effect as many contractors 
tend to be a point A to point B type of thinker. 
Sales rarely flows in that fashion. But, if you 
practice the basics efficiently and consistently 
results follow. The first step is to actually allot a 
percentage of time consistently to selling. This 
will require looking honestly at the amount 
of time you currently commit and what you 
can realistic designate for sales. Whether a 
percentage of time or actual hours, start where 

you are, increase that number a bit and stick to 
it. A weekly total is most desirable.

     The next level is to determine what to do 
with that time. What will get you the most 
bang for the buck? What actions will get you in 
front of more clients and potential customers? 
What is the quality of that contact time? This 
may sound daunting but if you put a little 
effort into it,  you’ll save time in the future. 
Analyze which associations are most effective 
in generating opportunity. Which of the events 
you normally attend which produce leads and 
relationships? What current relationships you 
have encompass quality business opportunity? 
Invest time in these areas and reduce time in 
those that are non-productive. Remember, 
you’re busy and you have other responsibilities, 
so you’re sacrificing the more hit or miss 
opportunities that are out there. As a side note, 
make sure those other responsibilities are 
worth sacrificing any type of sales time at all. 

by Tom Woodcock



     After you have time allotment laid out and 
where you’re going to  get in front of people, 
you need some preliminary marketing. 
The quickest, least expensive fashion is 
electronically. Even in this realm you need 
to use your time efficiently. Hitting every 
aspect of social media can be alluring and 
trendy but realistically investing quality 
time into one avenue is best. Getting active 
on Linkedin by joining the proper customer 
groups, connecting with industry professionals 
and looking out for high caliber networking 
functions should suffice. At least as far as social 
networking goes. Tie that activity to a monthly 
electronic newsletter properly designed as 
well as produced and you have en effective 
platform. For next to nothing financially 
and with the proper apps, minimal time 
commitment. Now you’re set to implement. Ah, 
there’s the rub! It’s far easier to get a company 
to strategize their approach and another to get 
them to diligently implement the plan. Even 

though we’re being conscientious of all the 
other responsibilities an individual my have, 
still, they tend to put sales on the back burner. 
Effort cannot be structured into a strategy. It 
either exists or doesn’t. 

      Practicing efficient sales time usage will 
help with your corporate sales results but 
true dedication to your firm’s sales dynamic 
always produces. Efficiency is effective, but 
a high level of time committed to a sales 
effort trumps it. Even if it’s not as effectively 
managed as a smaller, tighter effort.  There’s 
a principle in sales that holds true. If you’re 
out amongst people more, you’ll discover 
more opportunity. Projects come from 
unique leads and introductions can be made 
to stronger network contacts. Creativity can 
be invoked in the sales approach resulting 
in greater attention or differentiation. This 
larger type of time commitment is very rare 
in the construction industry. Usually reserved 
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for larger contractors that can afford specific 
business development personnel. 

      The final stage in this process is to 
continually evaluate what is producing the best 
results. Adjust your time commitment to those 
areas and expand their impact. Take actions 
producing good results and develop them into 
producing even greater success. Discontinue 
actions that are not producing sales 
opportunity and you have a formula to grow 
greater results. Of course this will eventually 
hit an artificial ceiling your time allotment 
has created. The decision at that point will 
be to stay put or adjust the level of time your 
company commits to sales work. This is a good 
problem to have and takes companies to the 
next level in revenue as well as profitability.

      Construction is a hands on industry. It’s 
filled with individuals that take complex plans 
and turn them into projects. Sales can be 
foreign and is often practice on an as needed 
basis. If the same amount of planning goes 
into a sales approach, quality results should 
be the expectation. The efficient usage of time 
in relation to sales can solidify a revenue base. 
Not to mention increasing overall profits. The 
old adage “time is money” must’ve been coined 
by a sales individual. If you consider Benjamin 
Franklin a sales rep!

Don’t Miss Tom Woodcock’s  
Keynote addresses 
Wednesday & Thursday  
1:15pm  - 2:15pm

Enacting a Construction Sales Process... continued

Booth #514
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533 A&K WELLNESS
515 ADVANCE LED SUPPLY
529 ADVANCED SIGN & BANNER
215 AFFINITY PAINTING
415 ALFI TRADE INC
427 ALLURA USA
126 AMERICAN CONSTRUCTION INSPECTORS ASSOCIATION
106 AMERICAN SAFETY GROUP
130 AMERICAN SOCIETY OF PROFESSIONAL  
	 ESTIMATORS	(ASPE)
104 ANDREW LAUREN SURFACES
401 ARC DOCUMENT SOLUTIONS
526 ARCHLITE & NEO SERVICES
532 ASAP DRUG SOLUTION
723 AUSTIN INDUSTRIES
426 BAD DOG TOOLS
328 BEE INSURED
320 BELLA CORE
628 BMP CONTRACTOR’S INC.
327 BOLT PRODUCTS INC
128 BOMA / GLA
422 BOYETT PETROLEUM
620 BRANDT HOUSE & BUILDING MOVER
102 BUCHANAN COUNTY INDUSTRIAL 
 DEVELOPMENT AUTHORITY
133 BUILDING INDUSTRY ASSOCIATION OF
	 SOUTHERN	CALIFORNIA	(BIASC)
429 CENTURY HOUSING CORPORATION
114 CIDER
323 COLLABORATION BUSINESS CONSULTING
432 CONTRACTORS EDGE INSURANCE SERVICES
632 CONTRACTORS SERVICES
505 CONTRACTORS STATE LICENSE PREP
523 CYANTEK LED LIGHTING
535 DJM INSURANCE
733 DOMATIC
220 DUNN EDWARDS PAINT
439 ECLISSE POCKET DOOR SYSTEMS
528 ELITE VINYL WINDOWS
727 GATORBAR BY NEUVOKAS CORP
706 GLAMOUR FLOORING
522 GO DADDY SOCIAL
223 HACKER INDUSTRIES
433 INVOICE 2 GO
122 JOB MANAGER
614 KRETUS 
622 LA FLOORS REMOVAL INC
314 MALTA DYNAMICS
420 MARCO POLO IMPORTS

423 MCCAIN WALLS
124 MILGARD WINDOWS DISTRIBUTION /
 INSTALLATION
136 MILLWORK PIONEERS
303 MOHAWK IND.
438	 MOSO	X-TREME	BAMBOO
507 MTD KITCHEN
103 MULHOLLAND BRANDS
315 NATIONAL CONSTRUCTION RENTALS
735 NATIONAL EAGLE SECURITY
434 NOODOE INC
402 OPTIMUM SEISMIC
539	 OSI	-	LOCKTITE	(HENKEL	CORP)
428 PARADYNE CONSULTING WORKS LLC
329 PATRIOT ENVIRONMENTAL SERVICES
116 PEOPLE G2 BACKGROUND SCREENING
435 PEOPLE READY SKILLED TRADES 
 A TRUEBLUE COMPANY
108 PERFORMANCE ELEVATOR
123 PETRA CPS
222 PINNACLE SURETY
421 POLYCOAT PRODUCTS
521 PROFESSIONAL STAFFING VENTURES
221 PROSOURCE WHOLESALE FLOOR COVERINGS
307 QDI SURFACES
118 REJUVENATION
121 RTA CABINETS WORK
626 SALSBURY INDUSTRIES
321 SANDHOPPER
503 SHED STORAGE
132	 SKELL	INC.	BUG-A-SALT
201 SKYLINE CABINETRY
407 SMOKE GUARD CALIFORNIA
239 STAR POWER GENERATORS
721 T AND G ROOFING CO.
120 TERRA ENVIRONMENTAL
110 TEXSTON INDUSTRIES INC
414 THE CABINETS OUTLET
514 THE FOLDING DOOR STORE
534 THE JOHN MARK COMPANIES
134 THE LAND STEWARDS
326	 T-MOBILE
305	 TRI-TECH	RESTORATION	&	CONSTRUCTION	CO.	INC
715 ULTIMATE FLOORS
520 UNIVERSAL APPLIANCE & KITCHEN CENTER
338 US DOL OSHA
527 WEDI CORP
322 WINDOW FILM DEPOT
227 ZENITH ENGINEERS

BOOTH    COMPANY BOOTH    COMPANY
Exhibitor List
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All Seminars at the Build Expo are FREE to attend!
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SEMINARS & WORKSHOPS

TOM WOODCOCK
Keynote Area

Networking and Association Use : keynote
THURSDAY :: 1:15PM - 2:15PM 
Target Audience: Architects,  General Contractors, Subcontractors, and Suppliers

ANTHONY TESVICH
Keynote Area

Bella CORE Surfacing Systems : keynote
WEDNESDAY :: 12:00PM - 1:00PM 
Target Audience: Architects,  General Contractors, Subcontractors, and Suppliers

Bella CORE will be holding a seminar to introduce our unique GROUT-LESS Surfacing Systems.
We will provide education and a brief demonstration on our Thin Stone Slab and Poly Panel Surfacing Systems. Bella CORE Surfacing 
Systems allow you to upgrade, add value, and differentiate your space to a one of a kind look without the grout!
During the seminar we will cover the following topics:

TOM WOODCOCK
Keynote Area

Closing Construction Deals : keynote
WEDNESDAY :: 1:15PM - 2:15PM 
Target Audience: Architects,  General Contractors, Subcontractors, and Suppliers

Stop letting price be the determining factor in winning projects! This topic deals specifically with the pressure to always 
be low. Learn the sales tools necessary to get the inside track in the bidding process. The goal being to consistently win 

projects and raise profitability on those projects. The most common mis-takes made in bidding are revealed and countered.

Many contractors never join relevant associations that can produce revenue for them. Even worse they spend the dues 
money and don’t maximize the effectiveness of the association. We will layout how to determine what associations 

to join, how to work them and get business from your involvement. The single greatest way to find grouped customers and network 
contacts is right in your backyard association!  
Work them to the fullest and you’ll never make a cold call again!

Keynote Area
Single Family Residential Flipping & Financing: 
Challenges of Development
THURSDAY :: 12:00PM – 1:00PM
Target Audience: Architects,  Engineers, Designers, Contractors, and Builders

This class explains how the most successful investors are sourcing acquisitions that make sense; and demonstrates 
how to Genna Gold evaluate the projected cash flow the way professional investors do, to avoid surprises and take 
advantage of the opportunities in today’s residential market. You will also hear about strategies for investing in single 
family homes, including the “fx-and-fip” business; and the strategy of being a private lender to real estate investors 

rather than an owner/operator.

JAN BRZESKI & GREG HEBNER

keynote

• What the products are
• What the products are made of
• How simple and fast the installation process is
• The different applications

• The different available accessories to personalize and 
complete any space

• Where and how to purchase
• Becoming a Bella CORE distributor
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Room 309
Beating the Price Objection
WEDNESDAY :: 9:30AM - 11:00AM
Target Audience: Architects,  General Contractors, Subcontractors, and Suppliers

Construction sales is an ever moving target. Techniques that worked years ago are less effective, yet some traditional 
sales methods still produce. Which do and which don’t? How do you know which? What new technologies and sales 
systems do you adopt? Does social media really produce opportunity in construction sales? Where do you put your 

sales time and attention? These are all great questions and will be answered.
Key points addressed:

TOM WOODCOCK

• What new technologies should I incorporate
• What truly works in construction sales

• How do I manage my sales effort
• What is working currently in regards to construction selling

TOM WOODCOCK
Room 309

Common Construction Mistakes
THURSDAY :: 9:30AM - 11:00AM
Target Audience: Architects,  General Contractors, Subcontractors, and Suppliers

Many in the construction industry consistently make the same mistakes that kill their opportunity. There are many 
common errors and mentalities that hinder sales success. We’ll put a light on these problems and give the behaviors 
that counter them. Make sure your approach to the customer base is the most effective possible. 

These errors are often made without the contractor even realizing they’re making them. This cripples their chances of winning 
profitable projects.

All Seminars at the Build Expo are FREE to attend!
Build 

Build business with build expo

expo
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JOSHUA RAMSEY
Room 308B

Google Partner Teaching Deeper Online Strategies (Part 2 of 2)
THURSDAY :: 9:30AM - 10:30AM
Target Audience: Architects,  General Contractors, Subcontractors, Builders,  and Engineers

Be Found By Your Customers   ::    Generate More Online Leads

If you have been wondering what Google is looking for and doing behind the scenes, are confused by online sales people and don’t 
trust what they’re saying…  This is the class you MUST attend. We’ll Explain Step By Step What Google Wants You To Know. Then 
In Closing You Can Ask Anything You Have Ever Wondered About SEO to the Google Partner and Get Direct, Honest, Unfiltered 
Feedback to Your Questions.

Room 308B
Google Specialist Teaching – 2019 Website Strategies (Part 1of 2)
WEDNESDAY :: 9:30AM - 11:00AM
Target Audience: Architects,  General Contractors, Subcontractors, Builders,  and Engineers

Learn the newest updates from Google.  How to improve your website to drive more leads.  
Additionally learn: How SEO works. How to hold your SEO person accountable. Receive Free Access to THE MOST Comprehensive 
SEO Testing Tool Available Online. Offered only to attendees, A complimentary gift from Build Expo.

Following the teaching session there will be a Q & A forum and optional website review.
E-Mail support@strategicpointmarketing.com before the show and receive 3 Free Google Tools added to your website.

JOSHUA RAMSEY

Teaching material will include:
1. Google Upcoming Changes (additional from day 1)
2. Voice Search – What Does the Future Look Like?

3. Improve Online Visibility
4. MORE contacts and leads from your existing website 

(exact strategies you can use THAT DAY!)
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All Seminars at the Build Expo are FREE to attend!
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JIM WARD
Room 306A

Commercial Property Owners:  Receive Tax Savings of $60K - $100K for each $1M 
in building cost.  Available for properties costing over $200,000.    
It’s Your Money, Keep More of It.  
WEDNESDAY :: 11:00AM - 12:00PM
THURSDAY :: 9:30AM - 10:30AM 
Target Audience: Owners, developers, general contractors, subcontractors

Recent IRS changes provide commercial property owners additional cash flow through reduced taxes. It’s done by accelerating the 
depreciation.  I’ll give an easy to understand explanation of what this means in the class.  Learn how to receive tax savings that 
average 6-10% of building cost.  A $10M building can bring you $600,000 to $1 Million in additional cash.  Do you have $500,000 
invested in a tenant space improvement – increased cash of $30-$50,000.  

This interactive class will include:
• An easy to understand overview of the new tax laws.  

Explanations will be for non-accountants and everything 
shown will apply directly to your property

• Descriptions of the process used to get these tax savings to you
• Review of various past projects showing tax savings received 

and fees charged.  

DANIEL RUSSO
Room 306A

Breaking Free: Utilizing Modern,  Sustainable Modular Wall Systems to  
Innovate Construction
WEDNESDAY :: 9:30AM - 10:30AM
Target Audience: Owners, developers, general contractors, subcontractors

Drywall and studs are no longer the only way to build a wall, new sustainable alternatives are now available. While 
traditional construction is still an option, the use of eco-friendly, modular walls offers valuable long-term benefits to design-build 
professionals and the environment.

By breaking away from traditional applications and embracing modular walls, end-users gain cost savings, garner support in 
Leadership in Energy and Environmental Design (LEED) efforts, and dramatically reduce a project’s environmental impact. Modern, 
alternative prefabricated solutions should be embraced to meet design objectives in today’s environmentally-conscious era.

We will discuss solid green design practices, cost-benefits and project savings as they relate to modular walls systems vs. traditional drywall 
applications. We’ll showcase solution examples across various industries including airports, commercial construction, and healthcare.
Topics of discussion will include: 
• How modular wall systems can help contractors increase 

return-on-investment (ROI) by reusing material on projects

• How prefabricated modular wall systems can drastically 
shorten project time and labor costs

• The environmental and health impact of traditional wall 
construction, and benefits of an alternative prefabricated 
solution

• The advantages of using sustainable modular wall systems 
and how they contribute to LEED points

• New Construction
• Purchased Buildings
• Properties owned for several years
• Residential Rental Property

• Tenant Spaces
• Remodels & Renovations 
• A closing Q&A with include plenty of time to answer all your 

questions

Property types will include:
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PAUL K. KANE III
Room 304B

Composite Rebar Leads to Advancements in Concrete 
Reinforcement
WEDNESDAY & THURSDAY :: 9:30AM - 10:30AM

Originally developed over 20 years ago fiber reinforced polymer (FRP) materials have been slow to gain market 
acceptance, but they are being used across the world for concrete reinforcement. One such material is FRP rebar; FRP rebar offers 
higher strength at a lower weight than steel and it can never corrode. For 150 years engineers have been designing concrete 
structures with steel rebar that eventually will corrode causing structural failure, designing without the fear of corrosion can change 
this paradigm. To-date the Achilles heel of FRP products has been their high cost, but that is changing with new technologies 
available today.

This presentation with cover the basics of FRP rebar, the state of the industry and applications for both repair and new construction. 
The features and advantages of FRP rebar create opportunities that developers, home owners, engineers, and contractors will all 
benefit from. This presentation will show that FRP materials are accepted and being used today

JEREMY CRAIG & SAMANTHA HALLBURN
Room 308A

QuickBooks for Contractors
WEDNESDAY :: 11:00AM - 12:00PM
Target Audience: Contractors, Subcontractors, and anyone curious about the features and benefits of 
QuickBooks

This class is an overview of how contractors can utilize the QuickBooks functionality to facilitate job costing, payroll, 
receivables and the overall benefits of either the online or desktop applications.

PDH1 /                                                         Credit

JANIS KENT, FAIA, CASp
Room 306B

Accessible Environments As We Age
WEDNESDAY :: 11:00AM - 12:30PM
Target Audience: Architects,  Designers, Contractors, Subcontractors

• Understand how different types of disabilities impact our 
navigation of the built environment

• Recognize those elements in buildings that impact and can 
be more of a challenge as we age

• Learn about different items that can easily be implemented 
now for aging in place later

• Distinguish and identify different hazards to avoid in the 
built environment

The silver tsunami is here! Now that the baby boomer generation is aging, we need to consider how this impacts our built 
environment – an overview of design considerations and lighting which can easily be addressed now to not only allow us to age in 
place later but also to have others visit us whether they have issues concerning accessibility or aging, whether just slowing down, 
or have a more vigorous disability. This seminar addresses more than just the minimum standards of technical accessible design, but 
rather good design practices and implementation overall. We will discuss common areas of concern and issues of aging and our built 
environment thru photographs of both good and more challenging examples of typical elements.

SUMMARY An overview of design considerations which can easily be addressed now to not only allow us to age in place later but 
also have others visit us whether they have issues concerning accessibility or aging.

LEARNING OBJECTIVES

AIA1.5 /                                                         Credits
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CARL EDWARDS
Room 308A

Emergency Response | Industrial Cleaning | Waste Disposal
THURSDAY :: 9:30AM - 10:30AM
Target Audience: Developers, asset managers, property managers, architects,  general contractors, designers

CHARLES MUNROE
Room 304C

Construction Cost Estimating
WEDNESDAY & THURSDAY :: 9:30AM - 10:30AM
Target Audience: AEC and real estate professionals who are not directly involved in cost estimating 
functions for their employer or clients 

A review of the essential requirements for a professional construction cost estimate. The rationale for this class is “Before the first 
shovel of dirt is moved, or the first nail driven, a project can be in serious trouble all because of a poor quality cost estimate.” 

From the Deepwater Horizon Spill to the local fires and mudslides in California, we handle just about every type of 
environmental situation. We provide industrial cleaning services for the construction industry, including elevator shaft 

cleanouts, tank removal, soil remediation, transportation and waste management services. Come take a photo tour of one of the 
fastest growing sectors in California, hosted by Patriot Environmental Services

• The need for a mandatory site visit.

• Estimating the time required to prepare a cost estimate.

• Development of a computer cost spreadsheet.

• How to hyperlink labor, material and equipment costs into a 
spreadsheet.

• Various quantities take-off software to speed up the takeoff 
process.

• The advantages of an estimator joining the American 
Society of Professional Estimators and seeking certification 
as a certified professional estimator (CPE).

EMMA VAUGHN
Room 304A

3 Digital Marketing Tips for Home Services
WEDNESDAY & THURSDAY :: 9:30AM - 10:30AM
Target Audience: Architects,  General Contractors, Subcontractors, Builders,  and Engineers

Taking the time to engage with potential customers across your Facebook, Twitter, Instagram, Yelp, and Google pages 
can help your home services business attract more new customers in your local area. However, most home services (e.g. plumbers, 
roofers, painters, landscape artists, heating & AC installers, etc.) aren’t taking full advantage of the benefits social media and 
customer review sites have to offer. We’re here to help!
In this session you will learn:
• Make sure people in your service area can find you on Google
•  Handle your customer reviews on Yelp and Google

•  Utilize social media to bring in new customers and build 
brand loyalty

MICHAEL GUNTHER
Room 306B

Growing a Scalable, Profitable Construction Business
WEDNESDAY :: 9:30AM - 10:30AM

This session focuses on accelerating business growth through process improvement, strategic planning, and leadership 
development that results in maximizing profit margins, reduces risk, and builds the necessary management infrastructure for 
construction companies.
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KEVIN PILOT
Room 303A

Exposed!: The 5 Things Your Insurance Broker Isn’t Telling You
WEDNESDAY :: 9:30AM - 10:30AM
Target Audience: General Owners, developers, general contractors, subcontractors 

Contractor’s insurance can be one of the most confusing parts of any contractor’s day and unfortunately, insurance 
brokers may glide over the nuances that can matter more than anything. This can equate to days of lost productivity and thousands of 
dollars a year, not to mention headaches that can be avoided from the start.

This session will give any contractor a leg up on the special challenges of the construction insurance space and help them learn tips, 
tricks and suggestions to work with your broker to fully understand what components are truly necessary, what are nice-to-haves and 
what you may not need to have the best fit insurance for your jobs.

BONUS: All Attendees can email info@contractorsedgeinsurance.com before the show to get a free analysis of your policy to see 
what you can correct to save money, time and headaches.

MICHAEL BOARDWAY
Room 308A

Controlling Construction Cost
THURSDAY ::  11:00AM - 12:00PM
Target Audience: Architects,  Engineers, Project Owners, Developers

In this session Michael will going over the in’s and out’s of controlling the cost of your construction projects.

ALFREDO VALDEZ
Room 306B

Tunnel Safety Awareness
THURSDAY ::  9:30AM - 10:30AM
Target Audience:  Engineers, Project Owners, Developers, Contractors, Subcontractors

In this Orientation course, you will learn about basic underground construction tunnel environments, the most serious 
hazards associated with tunneling operations and the proper methods for working safely in underground construction 

Certificate of Completion will be given to all participants completing the training.

TIMOTHY J. CORBETT
Room 303B

Risk’s Impact on Project Performance and Profitability
WEDNESDAY :: 9:30AM - 10:30AM
Target Audience: Architects,  Engineers, Project Owners, Developers

Based on industry surveys, and firm specific risk assessments, this session will identify industry claim trends along with 
the correlation between effective enterprise risk management programs, project performance and profitability for design firms. Based 
on an extensive analysis of claims (25,000 claim representing $750 million in claim expenses) key risk categories have been identified 
and the operational practices that leads to lower risk, improved project performance, higher profit margins and induced insurance 
costs for design firms. 

CE UNIT1 /                                                         Credit



34        CONSTRUCTIONMONTHLY.COM

The Construction Specifications Institute 
(CSI) has recently published CSI’s Project 
Delivery Practice Guide (PDPG) 2nd Edition. 
In this new edition, content has been 
included that aligns with current industry 
practices, plus the addition of the important 
topic of risk management in the design 
and construction process. CSI requested 
SmartRisk’s support in the writing of the new 
Risk Management Chapter. 
 
Project Delivery Practice Guide
The PDPG is the recommended study guide 
for design and construction professionals for 
the Construction Documents Technologist 
(CDT) certification exam. The PDPG 
provides a conceptual understanding of the 
entire construction process. It addresses 
skills that can be applied immediately in 
design and construction documentation 
development, administration, specification 
writing, product research and selection, 
and the understanding of the roles of the 
entire project team. PDPG aids in the 
communication and documentation efforts 
on projects, and now includes guidance for 
managing and mitigating risk in the new Risk 
Management Chapter.

Risk Management Elements
Risk management goes well beyond contracts 
and having insurance in place. A complete 
risk management program includes the 
identification, assessment, and prioritization 
of risks within a firm, and on projects. This 
process is followed by the coordinated effort 
of applying the appropriate resources for 
minimizing, monitoring, and controlling the 
impact of risk when rendering professional 
services. To be truly effective, a firm has to 
take a more holistic approach in addressing 
risk management, which means:

• Understanding risk management 
elements

• All members of the firm recognizing the 
importance

• Acknowledging there are internal and 
external risks on every project

• Critical risk management concepts are 
built into the culture, operations and 
business practices of the firm

• Continuous improved is essential

New Risk 
Management Chapter 
CSI’s Project Delivery Practice Guide
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Critical in Todays Litigious 
Environment
Applying effective risk management practices 
has become critically important in today’s 
highly litigious environment, and with 
increased pressures being placed on design 
and construction professionals with reduced 
scopes, compressed schedules and fees – all 
elements that have increased the risk and 
legal actions against design and construction 
professionals. When risk management 
practices are applied effectively, they include:

• Values gained by risk mitigation

• An integral part of the firm’s decision-
making

• Addresses uncertainty and assumptions

• Applies a systematic and structured 
approach

• Decisions based on the best available 
information

• Tailoring strategy for each project

• Consideration of human factors

 

The PDPG Risk Management Chapter - 
addresses various risk aspects; however, 
focuses primarily on professional liability 
exposures, the highest area of risk for design 
and construction professionals. In order to be 
successful, risk management must be viewed 
as problem-solving process by recognizing 
and understanding risk factors, then 
applying actions needed for mitigating those 
exposures. There are three (3) fundamental 
elements for limiting risk:  

1. Identifying risks that could impact the 
firm and project 

2. Assigning risk to the party in the best 
position to  manage the exposures 

3. Implementing a risk management plan 

 
PDPG Risk Management Guidance
The following is a sample of the guidance 
provided in the PDPG Risk Management 
Chapter regarding the analysis of risk, and the 
preventive measures that can be applied for 
managing exposures.

Risk Identification - The first critical step in 
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the risk management process is identification 
of risk and potential exposures. This is 
the process of identifying a known risk, a 
potential threat, or an action or event that 
could possibly cause problems on a project. 
To do this effectively, a professional with 
experience must be involved in the process 
with knowledge of where problems have 
historically occurred, or where they could 
possibly occur. Identification of potential 
risk could relate to the client, project type, 
services to be provided, project team, 
contractor, design, or other factors.

Risk managers can help firms identify areas 
of risk including developing risk identification 
categories and helpful tools for recognizing 
possible sources or risk including industry 
claims trends.

Risk Assessment - Once potential project 
risks have been identified, they must then 
be assessed as to their possible impact, and 
probability of occurrence on a project. These 
quantities can be either simple to measure, or 
difficult to know at the beginning of a project. 
Therefore, in the risk assessment process it 
is critical to make a best-educated decision 
at that time in order to properly prioritize the 
implementation of a risk management plan. 
As additional information is obtained as the 
project moves forward, the risk management 
plan should be adjusted accordingly. The 
best-educated decisions from risk managers, 
past experience by staff members, and other 
data will be the primary sources of this 
information.

Risk assessments should produce information 
for the management of services so that the 

BY THE FLAT ROOF EXPERTS
Get the Best Flat Roof System Available 

 HOAs   •   COMMERCIAL   •   APARTMENTS

Licensed, Bonded & Insured •  License #439034 Booth #721

 20 Year Warranty •  Cost Effective Cool Roofs
 Dependable Service Since 1980

818.459.0702 • TandGRoofing.com

New Risk Management Chapter... Continued
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primary risks are easy to understand and 
that the risk management decisions may be 
prioritized.

Risk Management Measures - Once 
risks have been identified and assessed, 
techniques to manage risk fall into one or 
more of the following four (4) categories. 
These measures are described in detail the 
PDPG new risk management chapter. 

4. Risk Avoidance

5. Risk Reduction

6. Risk Sharing and Transfer

7. Risk Retention 

PDPG’s Other Risk Management 
Guidance Topics
The Risk Management Chapter of the PDPG 
provides a wealth of information regarding 
risk identification methods, practices, 
processes, charts and forms to assist firms 
in the development of risk management 
programs and plans. Topics include: 

• Client and Project Selection

• Contract Agreements

• Standard of Care and Professional 
Negligence

• Risk Management Plan

• Client Expectations

• Quality Control and Quality Assurance

• Project Closeout

• Professional Liability (PL) Insurance

• Factors Determining PL Insurance Costs

• Features When Selecting an Insurance 
Carrier

• Others

Risk Management Benefits
Based on SmartRisk’s analysis of 
organizations risk management programs, 
firms with effective risk programs, benefits 
include: 

• Improved performance

• Higher profitability

• Greater client satisfaction ratings

• Fewer legal problems and claims

• Lower insurance costs 

If you are interested in reviewing information 
on CSI’s Delivery Practice Guide (PDPG) new 
edition, please visit their website.   https://
www.csiresources.org/practice/publications/
guides/pdpg 
 
SmartRisk 
Risk Performance Strategies

Timothy J. Corbett, BSRM, MSM, CERG, 
LEED GA 
Founder & President 
626-665-8150 
tcorbett@smartrisk.biz 
www.smartrisk.biz.
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Atlanta Build Expo

Houston Build Expo

San Diego Build Expo

Tampa Build Expo

Austin	Build	Expo

Los Angeles Build Expo

Dallas Build Expo

July 17-18, 2019

August 14-15, 2019

September 18-19, 2019

October 23-24, 2019

January 15-16, 2020

February 11-12, 2020

March 17-18, 2020

SAV E  t h e  DAT E

www.invoice2go.com/get/la2019
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Personal Attention  .  Competitive Pricing  .  Shorter Downtimes

Maintenance  |  Modernization  |  Safety
Geared, Gearless, & Hydraulic Elevators

Serving Southern California

Home Office: 909-592-2400     San Diego: 858-458-0766     PerformanceElevator.com
Booth #439
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Electrical 
Construction Safety:

 It’s Everyone’s 
Responsibility

Improper application of or inadequate electrical 
construction safety measures can cause serious 
workplace hazard. In a construction site, the 
workers and employees can be exposed to fires, 
electrocution, shocks, explosions, and a couple of 
other types of accidents.

There are specific standards for the electrical 
construction safety for that particular industry. 
Many workplace deaths happen simply because 
of the ignorance of the laborers about the dangers 
of electricity present in their work environment. 
It’s vital to learn about the electrical hazards and 
their solutions to decrease the death rate and the 
number of accidents.

Electrical Construction Safety 
Hazards and Solutions
The electrical accidents in the constructions 
sites happen because of some factors - insecure 
environment, faulty equipment and their 
improper installation, and risky work practices.

Exposed Electrical Parts
Keeping high-voltage electrical parts is a 
risky business because just a touch can cause 
serious shocks and sometimes death too. The 
simple preventive measures that you can take 

are replacing covers, using guards or barriers, 
protect the conductors, and close the unused 
openings. The pull boxes, junction boxes, and 
fittings must have covers. It’s your job to ensure 
that all the live electrical parts operating at 50 
volts or more are properly sealed, shielded, or 
isolated from general traffic.

Overhead Power Lines
The electrical construction safety can be 
violated if these are torn or broken away for any 
reason. These lines often carry a high voltage of 
electricity. For this reason, they should be kept 
away from high traffic areas, and watery places 
because torn energized wires will electrify the 
water and cause a fatality on a large scale.

Such installations should have warning signs in 
the vicinity. The electrical contractor working 
with power lines need to have specialized 
training and personal protective equipment. 
Apart from the electrical tools, other equipment 
used for this purpose should be made of wood or 
fiberglass.

Faulty and Damaged Cords
Most of the times accident happen because of the 
partly exposed live wires. They miss the rubber 

By Marisol Pappas    
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or plastic protective covering because of aging, 
abrasion from materials, being grazed on sharp 
objects, and improper fastening.

Such defective cords can cause shocks, burns, 
and fires. You should use only those that are 
rated for extra-hard usage, equipped with strain 
relief, and are the 3-wire type.

Overloaded Circuits
These are another reason for the violation of 
electrical construction safety. Such a problem 
occurs when the workers plug too many devices 
into a single circuit, causing overheating the 
cords and leading to a fire. Lack of protection 
from excessive flow of current and using 
malfunctioning tools.

You can ensure the electrical construction 
safety by installing high-rated fuses and circuit 
breakers. These will either melt or trip open in 
the occasion of electricity overflow and shut off 
the system. The use of adequate electrical outlets 
is necessary to avoid circuit-related accidents.

Conclusion
Employing safe work practices, using protective 
tools, discarding faulty equipment, and hiring 
an experienced electrical contractor can reduce 
the risk associated with electrical construction 
safety. Appointing a firm might be the best choice 
for project-basis work, but make sure that the 
recruits of the electric company are professional 
and skillful.

Article Source: https://EzineArticles.com/
expert/Marisol_Pappas/2442531

Electrical Construction Safety... Continued

www.american-safety-group.comAlfredo Valdez, President • (909) 728-3270 • avaldez@american-safety-group.com

• Provide F/T and P/T Health and 
   Safety Officers Level 2 through 5
• Provide F/T California Licensed 
   Tunnel Safety Representatives
• Provide F/T California Licensed Gas Tester
• Job Hazard Assessment
• IIPP and APP Program Evaluation and Audits
• Hazard Communication Program Development
• Site Assessments
• Safety Audits
• Hazard Identification
• Accident Investigations
• Confined Spaces Assessment
• Hazardous Materials and Waste Management

• Fall Protection Scaffolding 
  Confined Space LOTO
• 30hr OSHA
• 10hr OSHA
• Haz-Woper 8 to 40hr 
   PART 46/48
• Tunnel Safety Sub Part 8 
   Mine Rescue Training
• Gas Tester Course
• Competent Person 
• EM385-1-1 40 Hour
• 500
• 501

DVBE/DBE/SBE CERTIFIED

American Safety Group 
(formerly RMP Safety)  is a well 

established provider of high value 
environmental, health, and safety 

consulting services 
for the construction and 

tunneling industries, and local 
governmental agencies. 

CONSULTING SERVICES HEALTH & SAFETY TRAINING

Safety happens at the speed of sound. 
Accidents happen at the speed of light.

• CHST
• Environmental
• Industrial
• MSHA
• STS-C
• CPFP
• CPET
• CPCS
• CPS
• TRAFFIC
• RAIL
• RED CROSS - CPR/FIRST AID

Booth #106 
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Amy Shoulders
National and Regional Ad Sales Executive 

877-219-3976
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Build 

Build business with build expo

expo

2019
MEDIA KIT & 

ADVERTISING 
RATES

Our readers come from all 
construction industry segments 
like commercial & residential 
building, development, architecture, 
engineering, facility management, 
general contracting, government 
agencies, municipalities, 
property managers, home 
builders, remodelers, real estate 
professionals, and many more.
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DIGITAL FLIPBOOK UPLOADED MONTHLY
• Digital	delivery	on	the	first	of	every	month,	for	10	month	delivery,	

including	click	through	tracking,	embedded	links	and	files+videos	 
when included

• E-mail	blast	of	the	digital	flipbook	to	300,000+	construction	monthly	
recipients	and	20,000+	LA	construction	industry	professionals

• Opt-In	subscriptions	on	the	constructionmonthly.com	and	
buildexpousa.com websites

SOCIAL MEDIA
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BUILDING MATERIALS 
KRETUS - booth 614
WWW.KRETUS.COM
1129 N PATT ST / ANAHEIM, CA 92801
(714) 738-6640
Picture Perfect Seamless floor coatings

BUILDING MATERIALS 
McCAIN WALLS  - booth 423
WWW.MCCAINWALLS.COM
2633 PROGRESS STREET  / VISTA, CA 92081
(760) 295-9230
McCain Walls® Reusable Modular Solutions save time, 
money, and accelerate project schedules. Quick and 
easy to install, dismantle, and reconfigure, our aluminum 
modular walls systems are ideal for a gamut of project 
types and industries including multi-phase construction 
projects and permanent modern and contemporary 
interiors.

BUILDING MATERIALS
MOSO / BOISE CASCADE - booth 438
WWW.MOSO-BAMBOO.COM/X-TREME
7145 ARLINGTON AVE / RIVERSIDE, CA 92503
(855) 343-8444
Truly Revolutionary Natural Decking

CONSTRUCTION MANAGEMENT
THE JOHN MARK COMPANIES  
- booth 534
WWW.JOHNMARKCOMPANIES.COM
466 FOOTHILL BLVD STE 204 / LA CANADA - 
FLINTRIDGE, CA 91011
(818) 864-5651

CONSTRUCTION - MOVER/LIFT
BRANDT HOUSE & BUILDING MOVERS  
- booth 620
BRANDTHOUSEANDBUILDINGMOVERS.COM
PO BOX 6689 / SANTA MARIA, CA 93456
(805) 022-0575

DOORS - POCKET
ECLISSE POCKET DOOR SYSTEMS  
- booth 439
ECLISSE.US
75 W 190TH ST / GARDENA, CA 90248
(310) 313-1400
Reinventing Pocket Hardware

DOORS - FOLDING
THE FOLDING DOOR STORE - booth 514
WWW.THEFOLDINGDOORSTORE.COM
45 EDELWEISS /  
RANCHO SANTA MARGARITA, CA 92688
(949) 242-9710
Folding Glass, Multi Slide, Accordion, Swing, and  
Bi-Fold Doors and Windows

ELEVATOR
PERFORMANCE ELEVATOR- booth 108
WWW.PERFORMANCEELEVATOR.COM
965 W 5TH ST / AZUSA, CA 91702
(626) 407-6581
(909) 592-2400 24 hour service
Elevator maintenance, repairs, modernization, & 
installations in Los Angeles, Orange, Riverside, and San 
Diego Counties.

FENCING / PORT TOILETS / STORAGE
NATIONAL CONSTRUCTION RENTALS  
- booth 315
WWW.RENTNATIONAL.COM
15319 CHATSWORTH ST /  
MISSION HILLS, CA 91345
(800) 352-5675
Find solutions for Temporary Fence, Barricades, Portable 
Toilets, Restroom Trailers, Mobile Storage Containers and 
Temporary Power.
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FLOORING
WOODWUDY WHOLESALE FLOORING 
WOODWUDY.COM
163 GLEN STREET NORTH  /  
FAYETTEVILLE, GA 30214
(877) 966-3983
Woodwudy Wholesale Flooring offers hardwood, 
waterproof flooring (LVT/LVP) & flooring supplies at 
wholesale prices online and in store for our customers.

FURNITURE
MARKO POLO IMPORTS - booth 420
WWW.MARCOPOLOIMPORTS.COM
1302 SANTA MONICA BLVD /  
SANTA MONICA, CA 90404
(310) 451-3400
We are a family-owned business since 1998. We 
take pride in our elegant and functional furniture.

INVOICING APP
INVOICE 2 GO - booth 433
INVOICE.2GO.COM
2319 BROADWAY / REDWOOD CITY, CA 94063
Don’t spend the weekend sending invoices

MARKETING
GO DADDY SOCIAL - booth 522
WWW.GODADDY.COM/ONLINE-MARKETING/
GODADDY-SOCIAL
111 CONGRESS AVE STE 1200 / AUSTIN, TX 78750
(844) 870-9894
Social without the Stress
PAINTING
AFFINITY PAINTING- booth 215
WWW.AFFINITY-PAINTING.COM
536 NORTH FIRST AVE / COVINA, CA 91723
(626) 966-6605
Protect, beautify, and preserve your property.

RESTORATION
TRI-TECH RESTORATION & 
CONSTRUCTION CO. INC- booth 730
WWW.TRITECHRESTORATION.COM
3301 N SAN FERNANDO RD /  
BURBANK, CA 91504
(818) 565-3900
(800) 900-8448 - 24 hour Emergency Services 

ROOFING
T AND G ROOFING CO. - booth 721
WWW.TANDGROOFING.COM
11747 TERRA VISTA WAY / SYMAR, CA 91342
(818) 264-1607
Top Installer of Single Ply Systems in Los Angeles, CA

SAFETY
AMERICAN SAFETY GROUP- booth 106
WWW.AMERICAN-SAFETY-GROUP.COM
17061 LA VIDA COURT / FONTANA, CA 92337
(909) 728-3270
Safety happens at the speed of sound, Accidents 
happen at the speed of light.

SECURITY
NATIONAL EAGLE SECURITY - booth 735
CMTEMPLATES.NET/NATIONALEAGLESECURITY
3200 WILSHIRE BLVD STE 1208 /  
LOS ANGELES, CA 90010
(213) 716-5677

Los Angeles
ADVERTISING RESOURCE GUIDE

LA  resource Guide
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13740 Research Blvd., Austin TX
512-249-5303
info@buildexpousa.com
www.buildexpousa.com

877-219-3976

Build
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TARGET MARKET

with

HOUSTON
BUILD EXPO SHOW

Houston NRG Center
August 14 & 15, 2019

TAMPA
BUILD EXPO SHOW

Tampa Convention Center
October 23-24, 2019

DALLAS
BUILD EXPO SHOW

Kay Bailey Hutchison Center
March 17-18, 2020

LOS ANGELES
BUILD EXPO SHOW

LA Convention Center
February 11-12, 2020

AUSTIN
BUILD EXPO SHOW

Palmer Events Center
January 15-16, 2020

ATLANTA
BUILD EXPO SHOW

Cobb Galleria Centre
July 17 & 18, 2019

SAN DIEGO
BUILD EXPO SHOW

San Diego Convention Center
September 18 & 19, 2019

UPCOMING
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