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gram was also offered virtually which 
allows Denver Chapter members who 
are in outlying areas to a end, as well 
as give Denver a chance to share 
mee ngs, resources, and knowledge 
with other SDA Chapters and members 
at large.  Consuella Clarke of the Atlanta 
Chapter a ended the mee ng remote-
ly, and she and I will be providing our 
joint perspec ve on the roundtable 
discussion, and by doing so, highligh ng 
how beneficial it is for chapters to share 
educa on opportuni es. 

The roundtable considered the follow-
ing key topics: 

 Understanding the checks and bal-
ances needed to ensure profitabil-
ity throughout the project lifecycle; 

 Accurately calcula ng fees; 

 Correctly defining scope and how 
to prevent scope creep; and 

 What you need to do to get “paid.” 

Checks and balances throughout the 
project ensure that the project will stay 
on track and, if problems are discov-
ered, they can be handled before ex-
pensive mistakes are made. Key points 
are: 

 Begin the project with the end in 

mind and budget your profit; 

 Be sure to align and build the right 

team (internal and external), to 
ensure a collabora ve and cohesive 
fit; 

 Monitor expenditures throughout 

each phase; 

 Have a QA/QC Plan in place. 

Understand the different types of 
fees and how they are calculated 
and validate that the fee method is the 
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This ar cle is based on the SDA‐Denver Sep‐
tember Educa on Program:  “Best Prac ces 
for Sustaining Project Profitability.”  It was a 
roundtable discussion facilitated by Lou Ann 
Hight, CDFA and Kay Riley, both of the Den‐
ver Chapter. — Edited by Anne McNeeley 

I n my day-to-day ac vi es, I spend 
a lot of me reviewing Owner/
Architect and Architect/Consultant 

agreements.  I partner with project 
principals and managers in ve ng the 
terms and condi ons of the agreement.  
From a contractual perspec ve, I under-
stand the importance of building fee 
and developing scope, but if you were 
to ask me what needs to be done to 
make sure a project is “profitable”, 
from my point of view, the first thing 
that comes to mind is: don’t work for 
free and prevent scope creep.  Knowing 
those two key points are largely in the 
hands of the Project Manager/Principal 
-- and their mad skills at nego a ng.  I 
can only provide them the tools they 
need to get something down in wri ng 
in terms of an addi onal service.  Ladies 
and Gents… that only skims the surface.   

There is this insane world comprised of 
numbers, dollar signs, regula ons and 
procedures that goes by the name of 
finance.  The elite individuals who make 
up my firm’s accoun ng department 
navigate the turbulent seas with oars of 
fee spreadsheets and calculators to 
make sure the project doesn’t sink dur-
ing the voyage. 

The analogy is a bit over the top, but as 
someone who doesn’t spend a lot of 

me in accoun ng, I was eager to 
a end SDA Denver’s September 
roundtable that brought finance front 
and center.  Denver Chapter members 
Lou Ann Hight, CDFA and Kay Riley led 
an animated roundtable discussion, 
hosted by MKK Engineers, Inc.  The pro-

right one: 

 Time and Materials – Use when the 

scope is not defined enough to 
calculate a lump sum or due to 
client requirements; May be con-
verted to lump sum when the 
scope has been agreed to. 

 Lump Sum or Fixed Fee – Use when 

a clear scope has been agreed up-
on.  More poten al risk or reward; 
Harder to monitor unless small 
projects.  

 Lump Sum or Fixed by Phases – 

Use when a clear scope has been 
agreed upon for a larger project 
that needs to be broken down into 
smaller units (i.e. phases).  More 
poten al risk or reward; Easier to 
monitor; 

 Percent of Total Construc on Cost 

– Poten al loss in fee due to value 
engineering, shortening of scope, 

 

Continued on page 3 



SDA Today | January  2017  Issue 1/17 Page 2 

President’s Message  

 
 
 
 
 
 
 
 
 
 

January, the month of change. Start, 
stop, quit, begin, most of us have some-
thing we would like to change to some 
degree.  Many of you have decided to 
accept new roles in your chapters., may-
be joining a new commi ee or perhaps 
chairing for the first me.  Maybe you 
decided this was the year to join the 
board of directors.  The execu ve com-
mi ee has made a call for volunteers for 
the execu ve commi ee and we will be 
looking for na onal commi ee chairs 
and members.  Ge ng more involved in 
your organiza on is a posi ve move for 
the new year.   
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As health care costs con nue to rise and 
outpace infla on, it’s not surprising that 
more and more employers are turning 
to health savings accounts (HSAs) to 
complement high deduc ble health 
plans (HDHPs).  

But don’t miss the boat when counsel-
ling employees on the HDHPHSA ad-
vantages.  It is an even be er re re-
ments savings  op on than a 401(k) 
since it avoids both FICA taxes and in-
come tax. The savings can always be 
used for medical expenses and at 65 can 
be withdrawn just like tradi onal 401(k)  
funds, paying only the corresponding 
income tax. 

Also, make sure that the HSA  provider 
you use  includes an investment op on 
once a certain balance is reached.   

Some of the benefits you can expect to 
gain by taking on leadership roles are 
professional development skills that 
can advance your professional career, 
such as public speaking, network-
ing ,and man-
agement expe-
rience. It also 
provides expo-
sure to other 
disciplines that 
you may not 
encounter in 
your day job, 
such as finan-
cial repor ng, 
strategic plan-
ning, and 
problem-
solving.  

Many members think of board service 
as a way share their skill sets and tal-
ents with the organiza on, helping to 
achieve their goals. Volunteering in 
these posi ons opens new avenues 
and gives you unique access to busi-
ness leaders as well as provide the 
opportunity for you to show your pro-
fessional value through par cipa on. 
You might even secure several new 
business leads and/or networking op-
portuni es that will help further your 

current career. 

The execu ve commi ee would like to 
help you get started in the right direc-

on.  We are preparing a webinar to 
hopefully ease the anxiety of taking on 

a leadership 
role by provid-
ing useful in-
forma on on 
how to govern, 
strategize, 
build a strong 
team in order 
to accomplish 
the goals you 
have set, and 
keep the mo-
mentum going 
throughout the 

year.   Please join us on January 24th at 
3 pm eastern for The Mystery Behind 
Leading and Sustaining a Chapter.  The 
webinar will contain informa on you 
can apply to any leadership role you 
choose to pursue.  

Utilizing HSAs to Fund a Health Retirement 

“You give to yourself by 
giving of yourself.”  

According to research firm Devenir, HSA 
assets reached $4.2 billion by the end of 
2015 represen ng a 33% increase from 
the previous year. As saving for health 
care in re rement becomes more im-
portant, some firms predict HSAs are set 
to follow the growth of 401(k) plans. 

S ll, HSA adop on will face some of the 
same challenges as 401(k)s did in their 
infancy and some unique ones. But plan 
sponsors stand to gain by relaying the 
effec veness of HSA benefits including a 
triple tax advantage where contribu-

ons are tax-free, earnings on invest-
ments grow tax-free as long as they are 
used for medical expenses, and distribu-

ons to pay for medical expenses are 
tax-free as well.  

(Con nued on page 4) 
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or other reasons outside of design 
effort. 

Correctly define scope: 

 Contracts must clearly list what is in-

cluded in the basic scope AND what is 
excluded.  Develop a stable of con n-
gency paragraphs that project manag-
ers can go to and plug in.  Make it 
easy for them. 

 Don’t perform work for an addi onal 

service before asking for it. Actually, 
make sure you get a change order 
first or at least an NTP (No ce to Pro-
ceed).  This is a definite no-no.  All 
clients will take as much FREE work 
out of you as they can possibly get.  
Set those parameters for addi onal 
services up front. No scope creep. 

 Be prepared to say no to addi onal 

work when it is outside the scope and 
the client is unwilling to pay for it. 

 When working on a Design/Build con-

tract, be sure the CHANGES paragraph 
so o en included in D/B contracts 
does not include ALL work outside of 
the original scope.  Clearly define 
changes due to design rework and 
addi onal services.  You do not want 
your obliga on to “prosecute the 
work” require you to proceed with 
addi onal services not yet nego ated.   

 Most importantly, make sure your 

keenest listeners are in the room with 
the client during the programming 
phase of the project.  Ac ve listening 
gains the most understanding of what 
that scope will be.  

Steps to take to get paid – and 
promptly:  

 Generate prompt and accurate billing 

 Correctly reflect retainage on the in-

voice as retainage.   

 Include progress or invoice reports to 

the client describing services provided 

 Include lien waivers if needed 

 Follow up with the client regularly to 

ensure they received the invoice and 
they don’t have any ques ons 

 Send out monthly AR statements and 

follow up with the client when invoic-
es are nearing 60 days 

 Know when to say when – if the client 

isn’t paying you, find out why. 

 If possible, in the contract nego a-

on, under the Rights of Ownership 
paragraph, insert ‘final ownership of 
the documents is transferred to the 
client/owner upon payment.”  This 
allows you to stop work if you are not 
ge ng paid.   

In addi on to the issues iden fied by the 
roundtable above, I would add it’s im-
portant to read an agreement all the way 
through, so you understand what you’re 
obligated to do. Contract administra on 
and billing must work together.  One of 
the biggest disconnects I’ve discovered in 
my experience is how li le the accoun ng 
team knows about the contract.  I find it to 
be crucial that any accoun ng team be 
familiar with the agreements they’re bill-
ing against and not just the fee por on of 
the agreement.  Some examples,  

 Specific invoicing dates, 

 Progress or benchmark billing terms, 

 Par al or full lien waivers required, 

 Project management reports or deliv-

erables to accompany or proceed the 
invoice, 

 Small business reports, Services Con-

tract Act hours, or contract manage-
ment repor ng due with the invoice. 

Those are some general best prac ces. To 
follow, Consuella Clark (CC) (Atlanta Chap-
ter) and I (AM) are going to share some of 
our own experiences to give even more 
insight into the common hurdles we need 
to overcome to ensure profitability during 
the lifecycle of a project. 

CC (Atlanta) 
(Con nued on page  6) 

Best Practices for Sustaining Project Profitability (cont. from pg 1) 
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10 Lack of Joint Venture Experi-
ence 

When it comes to your first joint ven-
ture, it seems like Murphy's Law take 
precedence. Before jumping into your 
first Joint Venture, please do yourself 
a big favor and talk to a trusted advi-
sor or design firm owner that has 
Joint Venture experience. It's a small 
investment of me that can save 
countless hours of aggrava on and 
substan al dollars. 

9 Compe ng Against Your JV Part-
ners on Other Projects 

Let's say your JV has an exclusive long
-term arrangement to pursue educa-

onal projects in the State of Louisi-
ana. Eventually you will wind up com-
pe ng against each other on non-
educa onal projects or you could 
wind up compe ng against each oth-
er on educa onal projects outside of 
Louisiana. Consider the implica ons 
and how you might deal with them 
before the situa on arises. 

8  No Joint Control of the Cash 
I have seen many joint venture 

partners get involved in dis-
putes. When it comes to financial 
disputes, the JV partner with the 
checkbook usually wins. You can level 
the playing field by insis ng upon a 
joint checking account that requires 
dual signatures. By this I mean that a 
signature of each joint venture firm is 
required on every check disbursed. 

7  Thinking Your JV Partner is a 
Good Business Person 

Let's face it, many firms that do a 
terrible job of managing their financ-
es. Your partner might be one of 
them. Proceed with cau on. 

6 . Failure to recognize there is no 
such thing as equal partners 

Chances are that one party will do a 
lot more than the other to earn the 
fee. Chances are it will be you who 
contributes more than 50% of the 

will be put in charge of the JV financ-
es. Make sure that monthly financial 
statements are provided along with 
invoice copies and bank statements. 
No partner should be put in the posi-

on of asking for the informa on, it 
should be distributed every month 
automa cally. 

1 There Is No Way to End the Joint 
Venture 

Yes, a Joint Venture is like a marriage. 
Your pre-nup al agreement should 
spell out the specifics of how to end 
the joint venture. It's a lot easier to 
nego ate a fair deal when both par-

es s ll like each other. 

By: Herbert M. Cannon 

AEC Management Solu ons, Inc. 

 
At AEC Management Solu ons, Inc. we recognize that 
architects, engineers, and related industry profession-
als create extraordinary value through their crea ve 
efforts.  Our simple goal is to help them earn and keep 
the money they deserve. 

 

To see a full schedule of 2017 seminars visit the web-
site:  h p://aecmanagementsolu ons.com/ 

Ownership Transi on & Valua on 

Prac cal Project Management 

Pathway to Profit 

effort. Try to recognize that each par-
ty brings something different to the 
table - this is why we needed a JV 
partner to begin with. Address the 
level of effort and fee split before you 
start the project. 

5 Your JV partner has a conflict of 
interest 

Let's assume that your partner has 
long-standing rela onship with the 
client. You were brought into this 
project because it was too large or 
they required your exper se and rep-
uta on to win a major commission. 
Once the JV has won the project, you 
may have served your purpose and 
your partner is now more interested 
in their rela onship with the client 
than maintaining JV rela ons, includ-

ing you in the project decisions or 
making a profit. Address your con-
cerns early on. 

4 Thinking your JV partner will 
look out for your interests 

Refer to #7. They might not even be 
looking out for their own interests. 
You must be proac ve in your JV rela-

onship. If you are concerned about 
your own interests, it is up to you to 
take care of it. 

3 Forge ng that you now have a 
partner 

In our efforts to please our clients 
and produce a great project, it is easy 
to forget that we now have a partner. 
Make sure that you lay down ground 
rules as to each party's decision-
making authority and when consulta-

on is needed with your partner. 

2 No Regular Financial Update 
Usually one of the partner firms 

ʺWhen it comes to financial 

disputes, the partner with the 

checkbook usually wins.ʺ — Herb 

Cannon 

HSAs and Retirement 

HSAs can serve as powerful savings 
account for health care expenses that 
can be combined with re rement plans 
and other benefits programs to support 
a comfortable and healthy re rement.  

These benefits along with HSA portabil-
ity can’t be ignored in light of es mated 
re ree health care costs reaching rec-

ord levels for healthy couples. Fidelity 
projects a 65-year-old couple re ring in 
2016 will need an es mated $260,000 
to cover health care costs throughout 
re rement, a 6% increase from last 
year’s es mate and the highest since 
the firm began making projec ons in 
2002.  

Moreover, employer health care de-
(Con nued on page 9) 
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Poten al Drawbacks: 
Businesses will use employees’ W-2 
informa on to complete the EEO-1 
survey, which won’t necessarily pro-
vide an accurate comparison of work-
ers’ total compensa on. 

In a Sept. 30, 2016 press release by 
SHRM, they pointed out that 

 The resul ng highly aggregated 

pay data will not help iden fy pay 
discrimina on 

 Employers may face oppressive 

inves ga ons based on false posi-
ves, and 

 W-2 earnings data may show pay 

dispari es where none actually 
exist.  

 

Prepara on for the revised EEO
-1 Survey 

 Conduct a pay-equity analysis to 

find any wage dispari es that may 
raise red flags, and adjust them 
according to equity standards. 

 Assess exis ng HRIS and payroll 

systems to ensure they can pro-
duce the necessary reports. 

 Iden fy job tles in each EEO-1 

job category and determine 
whether your company’s job de-
scrip ons are accurate and will 
support pay decisions. 

 Iden fy the pay bands your com-

pany uses and correlate them with 
the new pay bands on the EEO-1 
form. 

 Determine how to report exempt 

employees’ work me. 

 

Resources: 
Visit h ps://www.eeoc.gov for 

Q&A, FAQ’s, and fact sheets for small 
businesses 

Sample EEO-1 Form (to collect pay 
data) 

 

Source:  Paychex  

What’s changed, and what it 
might mean for your business 
 

On September 29, 2016, the U.S. Equal 
Employment Opportunity Commission 
(EEOC) released a revised EEO-1 Re-
port that includes the requirement to 
collect summary pay data from certain 
employers.   

 

Up un l now the EEO-1 Report or EEO-
1 Survey reported on employee demo-
graphic data only — gender, race, or 
ethnicity.  This will con nue for federal 
contractors and subcontractors with 
50-99 employees, but for federal con-
tractors and subcontractors with 100+ 
employees, star ng with the 2017 re-
port, the requirement will also collect 
summary pay data. 

 

Requirements: 
The new revised report will be due on 
March 31, 2018 rather than the usual 
annual deadline of September 30, 
2017.  It will collect two new catego-
ries of informa on: 

 Summary pay data:  Employers 

report the total number of full and 
part- me employees they had 
during the year in each of 12 pay 
bands listed for each EEO-1 job 
category, but do not report indi-
vidual pay or salaries. 

 Aggregate hours worked:  Employ-

ers tally and report the number of 
hours worked that year by all the 
employees accounted for in each 
of 12 pay bands.   

 

Effects on businesses: 
Collec ng pay data on the workforce 
increases the administra ve burden on 
employers.  O en mes human re-
sources informa on systems (HRISs) 
containing employee demographic 
data, o en don’t interface with payroll 
or me-keeping systems, making EEO-
1 data collec on costly and difficult for 
businesses.  

Equal Employment Opportunity  

Background 
 

The EEOC is an independent federal 
agency that enforces federal laws pro-
tec ng against job discrimina on.  
Those laws make it illegal to discrimi-
nate against a job applicant or an em-
ployee because of the person’s: 

 Race 

 Color 

 Religion 

 Sex (including pregnancy, sexual 

orienta on and gender iden ty 

 Na onal origin 

 Disability 

 Gene c informa on 

 Age (40 or older) 

The extent of EEOC jurisdic on de-
pends on the size of your firm: 

 One or more employees:  You are 

required to provide equal pay for 
equal work to male and female 
staff 

 15-19 employees: You must ad-

here to the laws that prohibit 
discrimina on based on charac-
teris cs above. (except age) 

 20 or more employees: You must 

prohibit discrimina on on those 
above plus age discrimina on. 

 
State and/or local employment dis-
crimina on laws may also apply to 
your business — and may be even 
more rigorous.  
 
All employment ads must indicate that 
your are an EEO employer if required.   
 
The EEOC receives and inves gates 
charges of workplace discrimina on 
from the public. If it finds that discrim-
ina on has occurred, its representa-

ves a empt to reconcile differences 
between the employer and the em-
ployee to obtain back pay or other 
monetary relief for the individual.  The 
agency can also seek non-monetary 
relief, such as job reinstatement or 
policy changes. 
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Diamond Sponsors 

proach to the bo om line instead of being 
proac ve before things get out of control. 
One of my biggest challenges is conveying 
the importance of financial management 
in our business. The more we discuss reve-
nue and profit, the less resistance there 
seems to be.  Se ng up phases and budg-
ets can help a lot with this process.  That 
way they are not just looking at the overall 
fee and thinking ‘I s ll have money’ when, 
in reality, they’re really ea ng away at 
future phases or consultants who haven’t 
even invoiced you yet. 

One more common obstacle to making a 
profit is doing work beyond the scope 
without securing wri en approval for ad-
di onal services. Typically, this problem 
manifests itself in one of two ways - either 
by staff doing more than the contract in-
cludes or by asking the client for an in-
crease for addi onal services a er the 
work has been completed. In both cases, 
it’s very possible that we won’t get paid 
for the work being done. Discussing money 
can be awkward, so PMs some mes avoid 
the conversa on for too long. 

AM (Denver) 

Well said!  I’ve also found that designers 
will never stop designing without a dead-
line put in front of them, and regular com-
munica on by the PM to their team mem-
bers is crucial.  Task melines for a project 
are not infinitely long.  There is a me 
frame in which to get the task completed, 
and it is expected to be done so within a 
budgeted number of hours.  If a rendering 
takes eight hours to render, it shouldn’t 
take three days,  and the team needs to be 
accountable for it. 

Conclusion 

Contract Administra on and billing must 
work together to ensure that invoicing is 
accurate, maximized, and paid on a mely 
basis, and be able to iden fy to manage-
ment poten al scope creep at the me of 
invoicing. 

Project Managers must know the rudi-
ments of the financial side of project man-
agement including project budgets.  They 
also must receive mely feedback in an 

(Con nued on page 9) 

Best Practices for Sustaining Project Profitability (Cont. Fr. Pg. 3) 

Gold Sponsors 

Silver Sponsors 

I’m a project accountant and must admit I 
have been guilty of scanning through the 
contract just looking for the dollar signs 
and whatever informa on I need for in-
voicing. I rely on the project manager to 
know the details, and I’m o en surprised 
at how li le they know about what they 
are obligated to provide. Even a simple 
ques on like “Is CA included in this pro-
ject?” can result in a blank stare from the 
PM. Over me I’ve learned that I need to 
dig more deeply into the contract to keep 
the PM financially aware as they devise 
the ini al budget, and when we will deter-
mine monthly revenue. 

AM (Denver): 

Consuella, I couldn’t agree with you more 
regarding the PMs not fully understanding 
the agreement!  I recognize that not eve-
ryone understands all the legal language in 
an agreement, but the PM reading and 
understanding it, is paramount to the suc-
cess of the project they’re responsible for.   

CC (Atlanta) 

The biggest ini al hurdle I o en encounter 
is a lack of communica on during the de-
velopment of the fee. Too o en the per-
son who is developing the scope has not 
consulted with the disciplines who will 
perform the work. For example, how can 
an architect accurately es mate how 
much me plumbing engineering needs to 
design the required systems without their 
input? Once the contract is signed, we’re 
commi ed to ge ng the work done no 
ma er how long it takes. If there are not 
enough hours built into the fee, profitabil-
ity suffers. The way we calculate revenue 
on a monthly basis is by es ma ng the 
cost to complete and then compu ng the 
current percentage of comple on. Watch-
ing the job-to-date hours climb while the 
remaining hours dwindle pressures the 
PM to figure out how to get it all done in 
the remaining hours. 

Another profitability hurdle is convincing 
the PM to pay a en on to the financial 
side of the project. In my experience, most 
design firm staff prefer to focus on the 
design process and ignore the business 
du es. Ignoring the costs for too long 
leads to a reac ve damage control ap-

Bronze Sponsors 



 
W  I    A/E/C 

:  
I love that the work we do 
impacts so many people for so 
many years.  Implemen ng a 
green roof on a building gives 
people a place to get back to 
nature in a busy commercial 
area.  Or pu ng in solar on the 
parking garages means that 
much less industrial need for 
another power plant.  The 
things our firms do today im-
pact not just the lives of the 
people in those buildings now, 
but future genera ons. 

The business people who 

make A/E/C firms work 

Julie Hedrick King 

Business Manager/Associate 

RJC Architects,Inc. 

San Diego, California 
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W  I   , I ...  close my door and hang a sign that says do 

not disturb. ;) Seriously, some mes you just need to cut out the noise to 

concentrate.  

M  F  P    O  ...  The front lobby.  It is where everyone 

comes and goes, you meet clients, consultants, and bump into employees com-
ing and going.  It’s also the brightest, cheeriest area at our firm! 
 

M  P  G     … A end educa onal seminars 

and network with people.  

The A 
List  

 
H   SDA        ?  SDA 
San Diego has been a constant resource for me in the A/E industry.  Wheth-
er I have a ques on about insurance issues, HR laws, or anything else re-
la ng to administra on of an A/E firm, I know there is someone who will 
have the answers. 
 
I  M  P  … helping my firm grow.  Like most firms, there have 
been good and bad mes, however, we don’t give up.  We have a great 
group of employees who all work hard to keep our firm running, and run-
ning well! 
 
I   /   … Probably like most people, when 
my boss or an employee stops to thank for me for taking care of some-
thing. 

“Only those who dare to fail greatly, can ever achieve greatly” — Robert F. Kennedy 



Drug Free Workplace Policy 

What’s on Your Bookshelf? 

Presence—Bringing your BOLDEST SELF to your 

BIGGEST CHALLENGES 
Author:  Amy Cuddy 

Publisher:  Li le, Brown and Company 

ISBN:   978-0-316-256575 

Copyright © 2015 

 

Dread that  job interview?  Social psychologist Amy Cuddy (famed for her TED Talk 

about how powerful body poses can ramp up confidence) draws on scien fic re-

search to discuss the myriad ways our bodies can influence our minds and shape 

more posi ve behaviors.  Her “Fake it un l you become it” philosophy includes 

prac cal ps:  Try thinking of anxiety as excitement, sing to sooth trauma and don’t 

forget those power poses.  A must-read for anyone looking to achieve their person-

al best.  

“Chapter 1—What is Presence?  We know it when we feel it, and we know it when 

we see it, but presence is hard to define.  On the other hand, most of us are quite 

good at describing the lack of it. Here’s my story — one of many.” 

 

Presence, as I mean it throughout these pages, is the state of being a uned to be 

able to comfortably express our true thoughts, feelings, values, and poten al.    

Q    Does the Drug Free Workplace Act govern my 
workplace?  

          

The answer is: It depends.  While the Drug Free 

Workplace Act of 1988 governs federal contractors and 

NOT subcontractors, many municipal contracts  and State 

Department of Transporta on (DOT) contracts  also 

include a requirement because of background checks for 

contractors working around schools and for  State DOTs that 

receive federal funding, for example.   

The Act requires that the employer  establish an ongoing drug-free 

awareness program to inform its employees  that the unlawful 

manufacture, distribu on, dispensing, possession, or use of a 

controlled substance is prohibited in the contractor’s workplace, 

and specifying the ac ons that will be taken against employees for 

viola ons of such prohibi on.  It is very important as an employer 

that this policy be communicated upon hire.  Some companies 

even put it in their hiring ads right next to EEO and Affirma ve 

Ac on no ces so prospec ve employees cannot be surprised.  The 

program must inform employees about: 

 The dangers of drug abuse in the workplace; 

 The employer’s policy to maintain a drug-free workplace; 

 Any drug counseling, rehabilita on, and employee assistance 

programs available to the employee; 
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 The penal es that my be imposed upon employees for drug 

abuse viola ons occurring in the workplace; and 

 The necessity of the employee to inform the employer in 

wri ng of the employee’s convic on under a criminal drug 
statute.  

 
The requirements are more detailed than this.  Research them to 
read them all.  In essence, they only apply to the employees 
working on those federal contracts, but from a human resources 
standpoint, it is probably easier to establish them across the board. 
 
Most important is to remember that  your first reac on to a 
viola on cannot be to fire the employee.  You must give the 
employee a chance to “cure” the infrac on.  You must provide 
them with a path to par cipate in a drug assistance or 
rehabilita on program.  If a er 30 days, they are not drug free, you 
must remove them from working on the federal contract or 
terminate them.  Beware that the American Disabili es Act may 
come into play here, too. 
 
Make sure your policy gives you the room to walk the fine line.  If 
you establish a no tolerance policy, you must apply it to all 
employees, even that most valuable one.  Be er to offer a 
progressive method of curing the infrac on.   
 
Even in States where some drug use has been legalized, employers 
can s ll maintain a Drug Free Workplace Policy, drug-tes ng, and 
personnel ac on against employees in viola on.  
 

A 



Utilizing HSAs to Fund a Healthy Retirement (Cont. from pg. 4) 
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and come right down through my 
ceiling!  Now I had a four-foot gaping 
hole in my dining room ceiling with 
drywall and insula on every-
where.  So much for the project being 
nearly complete.  I had to laugh to 
keep from crying.  Never fear they 
said, we will patch it up and take care 
of it.  So up went some drywall while 
we wai ng for someone else to come 
and patch the ceiling and then anoth-
er contractor come to try and match 
the exis ng swirl as much as possible 
given that the original ceiling had 
been completed three years earli-
er.  Just another chapter in the story 
of downsizing to the country. 

In the mean me, I was struggling with 
my own office chaos.  Papers every-
where as the end of year avalanche 
had descended on my space.  Dues 
renewals, year-end changes, office 
change forms, two webinars along 
with 1099’s and a whole host of other 
projects were slowly growing in my 
10x12’ office space.  I couldn’t take it 
anymore!  Then a song came to mind 
– “clean up, clean up, everybody clean 
up!”  The song was from when my son 
was very young and Barney, the pur-
ple dinosaur, was popular.  It was a 

catchy, almost 
annoying tune, 
that reminded kids 
to pick up their 
toys and put them 
away.  And it was 
great reminder for 
me about the importance of cleaning 
up and clearing out the debris in my 
world.  From construc on debris to 
excess holiday items to mounds of 
papers that I no longer needed, I was 
overwhelmed and needed a fresh 
perspec ve—a cleanup and cleanout 
to prepare for a new year and all that 
lies ahead. 

Perhaps you need a fresh perspec ve 
this year.  Many folks were excited to 
close the door on 2016 and are look-
ing forward to 2017 for bigger and 
be er things.  Here at SDA Headquar-
ters, we are excited too as we have a 
few new items coming your 
way.  Watch your email for our an-
nouncements very soon.  Here’s to a 
fabulous 2017.  May you be bold and 
courageous and accomplish all you set 
out to do! 

Stephanie 

Ugh…It feels as if I have spent the 
en re first week of January clean-
ing.  First it was the holiday decora-

ons (including those that weren’t 
used again this year) and the 
tree.  Not a problem since it always 
feels great to get everything taken 
down, organized and stored for the 
next year.  I took the me to pull out 
the ornaments that I always set aside 
because they just aren’t nice anymore 
and finally said “enough – it’s me for 
these to go” and sent them to the 
appropriate place.  We’re also  in the 
middle of having a brand new HVAC 
system (new ductwork in the a c and 
the crawl space, furnace, heat pump, 
etc.) which means lots of construc on 
dust and debris.  Well, the week-long 
project has now stretched into three 
weeks (sound familiar?) but the end 
was finally in sight.  I was working in 
my office and talking on the phone 
when I heard a big crunching noise, 
like squirrels (or something larger) 
scrambling across the ceiling down 
the hall.  Two minutes later, the con-
tractor pops his head in my office 
door and said “do you have a mi-
nute?”  Two steps out the office door 
and I saw what the ‘squirrels’ were 
doing.  He had slipped up in the a c 

From the Executive Director’s Desk 

easy-to-understand format in order to 
stay within the budget. 

Scope creep is real.  Project Managers 
must understand the reports, ques-

on when phases go over, and pursue 
the opportunity to recover addi onal 
services.  More importantly, all team 
members must know what the scope 
is, so they can recognize scope creep. 

Addi onal services should not be per-
formed before securing a change or-
der from the client or an NTP at mini-
mum. 

By Anne McNeely, CDFA, Denver 
Chapter President  

Addi onal commentary by  Consuella 

duc bles increased by 50% in 2016, 
according to the latest Health Plan 
Survey released by United Benefit 
Advisors (UBA), an independent em-
ployee-benefits advisory organiza-

on.  

Medicare Part B premiums also went 
up in 2016. Health care infla on, in-
cluding Medicare Part B, is expected 
to grow at an annual rate of 6% for 
the next 10 years, according to 
HealthView Services, a provider of 
so ware that projects health care 
costs.  

It’s important to note that several 
studies suggest Americans are living 
longer raising the concern that peo-

ple may outlive their re rement sav-
ings. The threat of longevity poses a 
par cularly serious re rement savings 
threat for women, says HealthView 
Services.  

Not surprisingly, more than half of 
Americans are concerned about 
health care costs in re rement, ac-
cording to a survey by financial ser-
vices firm Edward Jones.  

But this trend may be reversed 
through targeted educa on and com-
munica on that can relay the benefits 
and advantages of HSAs when used 
correctly. 

Source:  PlanSponsor 12/21/16 

Best Practices for 



Welcome to our newest Members 

SDA Today | January  2017  Issue 1/17 Page 10 

2017 Tournament of Roses Parade — “Echoes of Success” 

Every year, our family watches the 
Rose Parade on New Years Day 
toas ng the new year in with Mimo-
sas, our favorite Williamsburg Ome-
let and, of course, cinnamon buns.   

This year we got a check box on our 
bucket list and visited Pasadena and 
a ended the Rose Parade in person.  
It was everything and more.  Part of 
the package was to visit the flower 
barns the day before to watch the 
floats being constructed and then to 
view them a er the parade close up 
and personal.  That was the highlight 
of the trip for this avid flower lover.   

First see how the floats are con-
structed with wire structures, glue, 
crushed flowers, pallets and pallets 
of irises, roses, and Gerber daisies, 
and many, many volunteers.  

 

Then to a end the parade with all the 
excitement, noise, beauty, and spec-
tacle.  

 

 

 

And finally to see the floats in all their 
detail no cing the half lemons that 
made up the bumps on lizards, and the 

peeled onions that made the centers 
of the flowers, or pampas grass that 
made the monkeys and gorillas look 
so real. 

Was nothing short of amazing.   

And then we came home and 
watched it on TV with mimosas and 
Williamsburg Omelets.  Trust us it 
was worth the trip, ge ng up at 4:30 

in the morning, and the 40° cold.  

That bucket list item might just get 
more than one check.  

Deborah Gill 

Photos taken with an 
Iphone 6 
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