Mark Your
Calendar

November 8th -
Puget Sound
Solar, Master
Builders Assoc.

December 13th -
Holiday Potluck,
UW Constr
Mgmt Bldg

January 10th -
Social Media,
MBA

February 7th* -
WSDOT Viaduct
Tunnel, MBA

March 14th -
Insulated Con-
crete Forms
(ICF), MBA

April 11th - Job-
site Tour, TBD

May 9th - VIP
Night, MBA

June 13th - Job-
site Tour, TBD

July 11th - Stra-
tegic Planning,
TBD

August 14th*

September 12th
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P reS I dent,S M essage By Sue Z. Hart, Building Beyond the Walls

For Everything, There is A
Season

| feel fortunate to live in a
climate where we get to
experience the beauty of
each season. Being a phi-
losopher at heart, | like to
take time to reflect how the
changes in our environment
can cause us to reflect on
our own lives.

As | look out my office win-
dow, | see a lawn covered
with bright colored leaves.
When we were very young,
mom would take us outside
and show us the wonder of
all the different colors and
shapes, looking for the per-
fect one to take to class for
show-n-tell. There was
never just one for me. The
details of the inner workings
of the leaves are never
more prevalent as they are
in their last days.

Fall symbolizes the old
making room for the new. In
six months, the same
branches that are losing
their foliage will begin
anew, at least the ones that
have survived the winter.
Some trees may have lost

branches in the fall storms
or were broken with the
weight of snow will not sur-
vive. Have you noticed that
in some years, when it has
been an especially hard
winter, these trees come
back more beautiful and
abundant then ever? And
maybe it is because we just
have a better appreciation
for them.

As itis in nature, so itisin
life. This has been a hard
time for many in our indus-
try. Layoffs and business
closures have hit us hard. It
is now when we see the
inner workings of our com-
panies the clearest. How
are you doing? What would
you have done differently to
prepare for the hard winter
of business we are in? Why
not make those changes
today? Spring will come for
us. Now is the time we
must trim our own branches
to control the direction of
our growth. We need to put
into place the things that
will make us stronger for
the changing seasons.

Change is the only constant
in life, so we must have

deep roots and strong
branches that bend in any
storm. What are your great-
est assets? | hope your re-
sponse is your employees.
If you treat them well, they
will help you through any
storm and help you grow to
new heights. Value those
who have stayed with you
through the hard times and
they will not leave when
things begin to bloom
again.

So when | look at leaves on
the lawn, | do not see the
work that | need to do. |
look at it as an opportunity
to spend time reliving the
joyful memories of my
youth. It was my mom who
gave me my wonder lust
and in raking the leaves |
revisit moments of time in
my life when happiness
bloomed.

As Thanksgiving ap-
proaches, | hope you will
spend some time reflecting
on all the things you are
grateful for. Living life with
love, hope and gratitude will
weatherize you in any sea-
son.

To enhance the personal & professional success of women in the construction industry by

Believing in ourselves * Persevering with the strength of our convictions *
Daring to move into new horizons * Caring for each other & our community
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CONTACT YOUR
BOARD OF DIRECTORS

President
Sue Z. Hart

suezhart@juno.com

Vice President

Nicole Martin
Nicole.Martin@macmiller.com

Treasurer

Judy Jewell
JudyJ@olyprecast.com

Secretary
Gwyn Hart

ghart@cadman.com

Director
Sue Maddox

sue@jacksondean.com

Director
Jenni Wakida

Jenni.wakida@mossadams.com

Parliamentarian
OPEN

Please contact Sue Z. Hart

Fundraiser
OPEN

Please contact Sue Z. Hart

Newsletter Editor/Publisher
OPEN

Please contact Sue Z. Hart

VIP Chair

OPEN the buffet of pretzels,

Please contact Sue Z. Hart sausages and sauer- tion. We aim to
kraut, cheese, fruit, and provide both

Past President desserts. And of course, an academic

Julie Stalzer there was a fine sam- scholarship

Julie.stalzer@gmail.com plings of Hales Ale beers  and a voca-

**&x% Article submission
deadline is the 25th,
monthly ****
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Upcoming Membership Meeting

Does Solar Work in
Western Washington?

Guest speaker, Michiel
Zuidweg, Project Man-
ager for Seattle-based
Puget Sound Solar will
answer this and many
other questions.

With Washington’s mild
weather and cheap elec-
tricity rates, does solar
really make sense? Mi-
chiel will cover the finan-
cial, economical, and
environmental benefits of
a solar system; what the
main components

are; how it is installed
onto a home or business;
and how it is integrated

with the utility grid.

Michiel has been in-
volved in the Renewable
Energy field for 7 years
and has installed over
300 solar electric and
solar hot water projects
in the Puget Sound re-
gion, ranging from small
residential to large scale
commercial projects. He
is the Project Manager
for Puget Sound Solar
and Electric Vehicle Sup-
port and is a NABCEP
certified PV installer (PV
or photovoltaics is the
method of generating
electrical power through
the conversion of solar

radiation into direct cur-
rent electricity). He en-
tered the field through a
combination of construc-
tion work and a physics
education and began
installing off grid systems
in trees in the San Juan
Islands.

Please join us for on No-
vember 8th at the Master
Builders Association
where Michiel will explain
just how valid and impor-
tant it is to consider solar
in Western Washington.

For meeting details and
registration, please go to
www.nawicpugetsound.org

OCtOber Meetlng Recap By Gwyn Hart, Cadman, Inc.

On October 11th, the
Puget Sound Chapter of
NAWIC held their annual
silent auction and fund-
raiser. A total of 32 mem-
bers, potential members
and guests enjoyed bid-
ding on the many auction
items, and also enjoyed

in Ballard.

In addition to the auction,
food, and beer tasting,

we also honored this
years’ scholarship winner
Cassie Pence-Hall. The
purpose of our annual
fundraiser is to
provide schol-
arships to de-
serving stu-
dents going
into construc-

tional scholar-
ship.

participants and auction
item donors, we raised
nearly $1,100 from the
auction!

Thanks to our

\
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Chapter #60: www.NawicPugetSound.org

NEF: www.NawicEducation.org

National: www.Nawic.org

ABC: www.ABCWestWA.org

Ladies: www.PearlofWisdom.us

ASPE: www.ASPEPugetSound.org

AGC: www.ConstructionFoundation.org
Trades: www.SistersintheBuildingTrades.org
MBA Career: www.constructionmatch.org

Connecting with the Industry
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MEMBER COMPANIES
AAR Testing Laboratory Inc.
ABC of Western Washington
Anderson Hung Law Firm
Ater Wynne LLP

Building Beyond the Walls
Bullivant Houser Bailey, PC
Cadman, Inc.

Cochran Inc.

Construction Center of Excel-
lence

CSl Seattle
ErgoFit Consulting Inc.
Harris & Associates

Hoffman Construction Co. of
Washington

Holaday-Parks, Inc.

Jackson Dean Construction,
Inc.

JE Dunn Construction Co., Inc.
Job Corps/NW DFSI

MacDonald-Miller Facility Solu-
tions

Mortenson Construction
Moss Adams LLP
Mowat Construction Co.

Oles Morrison Rinker & Baker,
LLP

Olympian Precast Inc.

Otto Rosenau & Associates
Pacific Fire & Security, Inc.
Phoenix Builders LLC

PSF Mechanical Inc

Puget Sound Energy

Simplex Grinnell

SME Inc of Seattle
Stoneway Concrete
The Snowden Co., Inc.
Tri-State Construction

Tueffers, Guckian & Gamon,
PLLC

University of Washington

Watt, Tieder, Hoffar & Fitzgerald

\
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NAWIC

Puget Sound
Chapter # 60

National Association of Women
in Construction

To be a spensor. to veluateer, or for
more information please contact
Maureen J Byines

Phone: (206) 499-0023
E-mail: mjbyrmes? 1@ comeast.net
http://nawicpugetsound.org/

NEF Block Kids 2011

Robert Frost Elementary

11801 N.E. 140th Street, Kirkland WA 98034
Friday, February 11, 2011 at 1:00 p.m.

The Bleck Kids Building Program 1s a national building
competition which is sponscred cn local levels. Local winning
entries advance to Regional competition. and one semi-finalist

from each region is entered in the National Program competition.

The Bleck Kids Program introduces children to the con-

struction industry in an effort to create an awareness of and to

promote an interest i future careers in one of the many facets of

the industry.

Sixty-twe 5th grade students will compete in this year’s

Block Kids competition.

We are seelking SPONSORS, vol-

unteers and judges for this fun event.

D|Sa3ter Tralnlng By Marilyn Mach, Phoenix Builders LLC

Last month, Women In
The Trades provided free
Disaster Response Train-
ing for its members and
affiliates, including
NAWIC and its members'
employees.

The training consisted of
OSHA10, OSHA7600,
and HAZWOP40 classes,
qualifying graduates to
be called on by FEMA for
clean-up and initial re-

~

pairs after a disaster.

FEMA established the
training protocol after the
confused response to the
aftermath of Hurricane
Katrina, assuring the
readiness of the agency
to supply qualified disas-
ter clean-up workers.

Several of my workers
and | participated in the
classes and now we are
ready to respond to

floods, earthquakes, fires
or other large disasters.
Also, our workers have a
new avenue for employ-
ment should our work be
disrupted by a disaster.
These trainings are usu-
ally costly, but were pro-
vided for free by Sisters
who worked very hard
with local unions and the
government to make the
classes available.
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NAWIC Puget
Sound’s

Core Purpose

To enhance the
personal and

professional suc-

cess of women
in the construc-
tion industry

Core Values

. Believe in
Ourselves

Persevere
with the

strength of
Our convic-
tions

Dare to move
into new hori-
Zons

Care for each
other and Our
community

Are You Still Using 8
Track Marketing In An
iTunes World? By Glenn
Froehlich of Knowledge
Matters

www.MyKnowledgeMatters.com

Last month’s social me-
dia presentation by
Glenn Froehlich was an
eye opener, particularly
for those still in the dark
ages like me.

It was even more helpful
that Glenn was an ener-

getic, motivating speaker
who also thrived on audi-
ence participation.

If you think you know all
about social media, |
challenge you to think
again, and then check
out Socialnomics.com’s
YouTube video: Social
Media Revolution (http://
www.youtube.com/
watch?v=sIFYPQjYhv8).

Some of the things |
gleaned from this video
that was also brought up
at last month’s presenta-
tion are as follows:

e By 2010, Generation
Y will outnumber
Baby Boomers

e 96% have joined a
social network

e 1 outof 8 couples
married in the U.S.
met via social media

are using LinkedIn as
a primary tool to find
employees

e YouTube is the 2nd
largest search engine
in the world

Knowing these statistics
reminds me that there
are boundless opportuni-
ties for businesses like
mine.

As a business owner, |
think one of the important
points | got was that so-
cial media does not
change the need to mar-
ket and sell but it
changes how it has been
traditionally done. So for
those of us who have not
been in the know, ac-
tively involved in social
media such as Linkedin,
Facebook, or Twitter, we
may be missing a very
key ingredient to ensur-
ing the health and growth
of our business.

Since | am not an expert
on social media, | will
refer the finer details to
Glenn.

One of the major points
relayed by Glenn was the
concept of Awareness &
Confirmation, taking the

consumer from online to
offline. To help us lay-
men with this, Glenn
went over his 7 Steps to
Marketing Success:

1. Strategy before Tac-
tics - know your cus-
tomer
(psychographics as
opposed to demo-
graphics), become
niche and famous so
you can differentiate
and dominate

2. Marketing Hourglass
- know, like, trust, try,
buy, repeat, and refer

3. Publish Educational
Content - a key to the
internet world be-
cause it is the fuel for
search engine optimi-
zation

4. Create Total Web
Presence - grab your
digital real estate

5. Inbound Lead Gen-
eral Trio - advertise,
PR, and referrals

6. Selling is a System
Too - engage with
customer

7. Live by the Calendar

- it's a process not an
event




