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of Balance?

Y

ou wouldn’t be in business if it
weren’t for your clients. Yet,
sometimes it is almost forgotten
that you are ultimately in business to
receive a salary and to make a profit. In
large companies, a balance must be
maintained between serving clients and
serving the shareholders. In your small
business, the shareholder is YOU, so the
pull is between you and your clients.
The question is, are you winning? Are your
clients winning? Or is there a balance?
Here are some tips to see if your business
is out of balance, and if it is, how to get back
in balance.
1. Pay yourself first.
This might sound very basic, but it’s
surprising how many small business
owners will pay everyone else first and
then have nothing left over for themselves.
Recently, a client realized how much her
employees and assistants were cutting
into her business margins on one
particular service line. She cut back on
her assistants’ time and employee hours,
stopped doing some tasks that weren’t
generating a return, and had more profit
left over for her own paycheck.

The solution is to remember to always pay
yourself first, literally, by cutting your payroll
check or taking a regular draw from your
business before you pay anyone else.
2. Price your services carefully.
Be sure that not only your costs and overhead
are covered when you price, but that also a
fair profit margin is left over for all your time
and trouble. Too many people are pricing for
the short term in this economy. Price for the
long term, and emphasize the value you
bring to your clients.
One example is to ask yourself whether
you’ve made an adjustment for the higher
gasoline rates. If not, you’ve just given yourself
a pay cut. You probably wouldn’t work as an
employee for someone else who gives you a
pay cut; why tolerate it in your own business?
As TDOT’s supportive services provider, we
can help you determine whether your pricing
is adequately covering your expenses. Check
with us if you want help in this area.
3. Maintain excellent time boundaries
with clients.
If you charge by the hour, be sure you charge
Continued on page 2
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what you are worth. It’s typical not to charge for
your learning curve time, and writing off some
of that time is fair. However, if you are constantly
writing off time that you work on a client’s
account, something is wrong.
Whenever you write off time that truly deserves to
be billed, you are cheating your family out of your
hard-earned money, taking time away from them,
and spending your money and time on a
customer instead. You are also misleading the
client, who will be expecting you to be cheap in the
future. I think we do this because we love pleasing
our clients, but I think everyone would agree that
family is where all of our true priorities lie.
Answering emails and phone calls, and giving
bonus products and other freebies are
examples of items that should be billed. It’s one
thing to make a conscious decision to be
competitive and consistent across all clients,
and another to be sloppy in your recordkeeping
or to say yes (when you really meant to say no)
but didn’t have the courage. If you need help
with setting up better time tracking or billing
systems, give us a call.

www.tn.gov/tdot

4. Don’t try to do it all yourself.
There’s power in numbers. There are a couple
of options when hiring a team to help you get
everything done:
• Delegate the tasks that you do that are
worth the lowest hourly rate on the
market. For example, what are you
doing that someone earning minimum
wage could learn to do? This will free up
your time for more strategic tasks or
billable time.
• Hire someone that you can receive at
least a 4 to 1 return on salary. Your
employee then becomes a profit center
for you that is billable.
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see what emails and text messages have
come in even though it’s off hours.
Leave work behind during the evenings and
weekends (or take time off regularly).
Everyone needs to re-charge with social
events, hobbies, and interests outside of work.
You’ll be refreshed, well-rounded, and more
creatively able to do your best work when you
are serving clients. Do any of these five tips
speak to you about getting your business
back in balance? If so, take the step toward
making some changes.
When you do, you’ll start to feel more in control,
less burned out, and back in balance.

Jay B. Mercer
In either case, you are maintaining the balance
by freeing up time and/or generating additional
revenue as you incur additional costs.

QuickBooks Pro-Advisor
and Tax Specialist
TDOT DBE Supportive
Services

5. Get a life outside work.
Unfortunately, our society is perfectly designed
to promote workaholism. With devices we can
access 24/7, some of us can’t resist peeking to

Want To Improve Your Profits? Hint: Know Your Costs

I

n the first two months of 2012, TDOT
DBE Supportive Services conducted four
regional workshops on “How To Estimate
Road Construction Accurately.” Workshop
participants received a step-by-step
methodical approach to cost estimating road
and infrastructure construction work items.
I was amazed at how many participants said
they knew how to estimate well. However,
when asked how many of them were making
a profit, very few hands were raised. This
leads us to two points:
Point #1.Trying to make a profit by being
the low bidder does not make you a good
estimator and it won’t get you enough
jobs to cover your overhead.
Point #2.The only negotiable variable on
any bid should be the profit markup.

Over the years working with clients, I’ve found
that most business owners have never actually
taken the time to compute their true and total
cost associated with a project. The goal of the
estimator is to insure he/she assembles all
costs as accurately as possible for job labor,
equipment, materials, and indirect and overhead
costs. The process is to cost out the job first,
then price it to make a profit for your company.

My statement to workshop participants was
very simple, “Know your costs, understand
your costs, add appropriate overhead and
reasonable profit to your costs. Then once on
the job, control your costs with documentation
of the actual results.”
Times are getting better. Let’s prepare now.
See you at our next workshop!
Much Success

If you attended any of the sessions, I am
sure you remember the above statements.
I repeated them quite often during the
sessions. I pleaded with you to stop creating
mystery bids (e.g. not having enough details).
Make your bid more than a “guesstimate.”
Make each estimate an accurate prediction
of what the costs are to build every project.
It may be unglamorous, but it’s necessary
homework for the estimator.

Victor C. Tyler, P.E.
Program Manager
Construction Business
Specialist
DBE Supportive Services

DBE Fastrac
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DBE Profiles
civil engineering services forwater/
wastewater, highways and site design.
Consulting services include planning,
permitting, design, construction
management, construction engineering
and inspection, utility design and
relocation, feasibility studies, and
drainage and flood control. DCI
supports all project phases from
preliminary design, engineering and
permitting, through project management
and construction.

Design Consultants, Inc.
Civil Design Services
NASHVILLE, TENNESSEE
Design Consultants, Inc. (DCI), a family
owned civil engineering company, was
started in 2010. DCI is a multi-disciplined
engineering consulting firm providing
technically sound and economically efficient

B & B Lawn Service, Inc.
Industry Service Company
KNOXVILLE, TENNESSEE
B&B Lawn Service, Inc. is an 8(a) minorityowned company managed by father and
son team, Baffin Harper, Sr., and Baffin
Harper, Jr. B&B began operation in 1987,
by Baffin R. Harper, Sr., as a sole
proprietorship. It has evolved from a small
residential lawn care company to both a
private and commercial industry service

Kenneth Ellzy, the engineer of the family,
has more than 16 years of experience in
civil engineering working with private civil
consultants specializing in roadway
design. Ken has completed numerous
projects for the TDOT, Metropolitan
Nashville, and various counties throughout
the State of Tennessee. Rena Ellzy,

president, has over 25 years as a real
estate specialist and has marketing and
management expertise that guarantees
an efficient operative organization.
Together, the DCI team has a thorough
working knowledge of civil engineering
design concepts and governmental
design processes. Their civil engineering
team has excellent experience that
extends throughout Tennessee, Colorado,
Georgia, Kentucky, Alabama, and Virginia.
With great communicative skills,
proficiency, and the slogan “Always
Expect the Best,” this family owned
company will work hard to meet your
engineering demands.
For more information about DCI, please
visit www.designconsultinc.com, or call
their office at 615-400-8410.

company. B&B has managed well over
1,000,000 square feet of property in the
City of Knoxville, Knox County, and
surrounding counties. Some of their
speciality services include fertilizing,
seeding, mulching, debris cleanup, leaf
removal, shrub trimming, flower bedding,
lawn renovation, grass cutting, installation
of fences and sidewalks, tree planting and
transplanting, property clearing, land
leveling, irrigation systems, erosion, and
herbicidal control.

B&B Core Values

B&B works as a prime contractor on
lawn maintenance contracts and also
as a sub-contractor on larger scaled
projects. At Oak Ridge TN Y-12 Plant,
B&B provided fence repairing and
installation, fence clearing, and
herbicide spraying. Some of their other
clients include the Knoxville City and
Knox County Government. B&B has
completed projects associated with
Highway and Interstate, and with
Knoxville Utilities Board.

B&B presently performs community
service by providing ground maintenance
for Community Evangelistic Presbyterian
Church and Boyd Street Church of God.
This involves grass cutting, tree removal
and trimming, shrubbery planting and
trimming, mulching, leaf and snow removal.

• Treat customers and employees with
respect while maintaining excellent
customer service
• Offer the best service at a very
competitive price
• Develop and maintain a professional
working relationship with the
customers and employees
• Exceed the expectations of the
customers
• Strive to improve our services by
evaluating and performing selfassessments

You can contact B&B Lawn Services
at 1725 Linden Avenue, Knoxville, TN
37917, call 865-525-3877 or email at
baffinharper@aol.com.

DBE Fastrac
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How To Head Off Trouble
Before It Starts
GIVE YOUR BUSINESS AN ANNUAL CHECKUP

J

ust like regular medical exams and
exercise are great ideas for keeping
your body in shape, annual business
checkups are an excellent way to keep your
business in good condition. If done properly
and honestly, a business checkup can assist
you in developing a plan of action that will
focus on improving your company’s weak
points and perfecting your company’s strong
points. To remain competitive in the
marketplace, every business needs a plan of
action outlining the specific areas that will
make their business more successful.
Begin by taking a hard look at your business
and ask yourself the tough questions below:

• Estimating & Bidding Road
Construction
• Bidding & Pricing Strategies
• Construction Project
Management
• Financial Analysis for
Non-Financial Types
• Marketing Communications
That Gets Their Attention
• Effective Business
Development Strategies
• HR for Small Businesses
• Creating a 1-Page
Business Strategy
• Small Firm Leadership
Boot Camp
• Small Business Owners
Roundtable
• 2012 DBE Annual Meeting
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Are your financial systems outdated?
Outdated or poorly setup accounting
systems can hurt profits. Your accounting
system should be able to easily generate
financial reports that a banker or surety requires.
Do you have a 1-, 3-, and 5-year
business plan?
Is your plan up-to-date and how often have
you referenced your original plan? If you
focus entirely on the short-term, your longterm results may not be what you had in
mind originally.

A good thought out plan will help you target,
attract and retain the right customers for you.
Are your bids competitive and profitable?
When was the last time you reviewed your
budgeted vs. actual costs? This simple
analysis can show you how you really operate
your business. Good cost records are a
great foundation to building a great bid and
proposal strategy.
And by the way, if you are a TDOT Certified
DBE, the TDOT Supportive Services
Consultants are available to assist you with
answering the above questions and more.
When you are ready for that checkup, schedule
an appointment with one of the DBE
Supportive Services consultants. We will travel
to your office or job site at your convenience.
The success of your business is largely
based on the efforts you put into it.
Call 1-888-385-9022 or
DBE_Supportive_Services@tyler-engineers.com.
Make the call, schedule that meeting and
get prepared for more success in the
coming years.

Is your employee handbook current?
You need good people on your team.
Review your job descriptions, pay scale,
benefits, and non-cash employee incentives
that you offer. Make sure all employees follow
your policies and procedures, including you,
the owner.
Do you have a strategic marketing plan?
Strategy is an identified approach to a target.
If your marketing and business development
is not thought out and written down, it’s not real.

Ericka L. Hayes, CPA
Business Operations & IT Specialist
TDOT DBE Supportive Services

DBE Fastrac
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Employee Return on Investment

W

hat is my Employee Return on
Investment (ROI)? Good
question. I’m glad you asked!
The answer is that it depends! The answer
actually depends on a variety of factors, such
as what you as the owner desire from each
hired employee in relation to the position
responsibilities to be performed.

determined by the expectation and
accomplishment of predetermined job duties
and responsibilities. This is true for both
production and administrative employees.
Use these tools to help you evaluate your
“Employee ROI”:

your expectations of them, so that they
clearly understand any areas that require
additional improvement, as well as to
provide reinforcement and appreciation of a
job well done. Your feedback should therefore
be timely, honest, professional and positive.
Performance issues should be addressed,
but in a non-threatening manner.

Company Goals and Objectives
For many owners, they have recognized the
need to attract and retain qualified and talented
employees capable of helping you reach the
level of success necessary for long-term
financial profitability. Recognizing this need,
however, is not enough. Rather, it is also critical
to develop systematic and consistent ways to
evaluate the effectiveness of your employees
in being able to positively contribute to the
overall bottom line of your company.
So how much thought did you give to this
task? What process did you use to select
potential candidates for employment, and
did those candidates have those identified
qualifications to perform specific job
requirements, or were they selected because
they were friends of the family? How do you
measure employee performance in achieving
company goals? These are just a small
sample of questions that should be considered
and assessed when evaluated your
“Employee ROI.”
Furthermore, to be competitive in today’s
economy, each employee has to
demonstrate their ability to work efficiently
and productively towards accomplishing a
company’s strategic goals. While your company
policies and procedures should detail your
company’s process for recruiting, hiring,
training, promoting, disciplining and terminating
employees, your “Employee ROI” is, in part,

Successful companies set annual goals to
engage their workforce and encourage
employees to focus on and successfully
achieve those goals. It is management’s
responsibility to effectively communicate
company goals to all employees. It is
important for each employee to understand how
his/her efforts will serve the company’s goals.

Job Descriptions
Employee job descriptions set clear
expectations regarding the specific job tasks
to be performed. As the owner, you should
ensure every employee has a definitive
understanding of their position responsibilities
and your expectations of them. Therefore
you, as owner, must have some knowledge
as to what you want from a specific job and/or
function. Developing employee job descriptions
is an easy way to involve people in your
organization's success. Make sure job
descriptions are not vague, unmeasurable,
untimely, or unused. Clearly defined job
descriptions benefit both the company
and employee.

Performance Evaluation
Performance evaluations provide an excellent
opportunity for open communication
regarding performance expectations and
feedback. Most employees desire feedback
from their supervisor regarding their
performance on the job and to understand

Performance Evaluation is a multi-purpose
tool used to:
• Measure actual performance against
expected performance
• Provide an opportunity for the
employee and the supervisor to
exchange ideas and feelings about
job performance
• Identify employee training and
development needs, and plan for
career growth
• Identify skills and abilities for
promotion, transfer, and reduction in
force
• Support alignment of organization
and employee goals
• Provide the basis for determining
eligibility for compensation
adjustments based on merit
• Provide legal protection against
lawsuits for wrongful termination
Many benefits result from the Performance
Evaluation process:
• Control of the work that needs to
be done
• Enhancement of employee
motivation, commitment, and
productivity
• Identification of goals and objectives
for the employee

Continued on page 6
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Continued from page 5

• Satisfaction of the basic human
need for recognition
• Identification of process
improvement opportunities
• Identification of employee
development opportunities

K.S. Ware receives
2011 Circle of
Excellence Award

Staff/Team Meetings
Well organized staff meetings help
employees understand what you are
hoping to achieve within your company
and how their role plays a vital part in
successfully accomplishing the company
mission and strategic goals. It also has
other tangible benefits by making you
aware of what others in the organization
are doing, and helps employees know
how what they are doing connects to the
organization’s strategy. Owners should
encourage participation in company
decision-making by allowing employees
to share both positive and potentially
challenging issues. Staff meetings are a
great information sharing tool for
achieving immediate and future success.
Remember to always have a written
agenda to stay focused.

Marshall Tabb
Financial Management & Leadership Coaching
DBE Supportive Services

qualified professionals in our industry,
they are very grateful.
Therefore, they are sharing this award
with their friends in the business, so
that they know that they are a part of
their success!
K.S. Ware wants to take the opportunity
to publicly thank all of their employees
– this award is indeed a Team award!

K.S. Ware and Associates is very
pleased to have been named a
member of the 2011 Circle of
Excellence, as designated by an
independent entity, PSMJ Resources,
Inc.! This award recognizes all of the
KSWA employees for their hard work
and dedication to delivering exceptional
client service and high quality technical
work products.
In the fifteen years since KSWA was
founded, they have had the humbling
opportunity to work with very talented
engineers, architects, owners and
agency representatives on some of the
most exciting and high profile projects in
the Southeast. For the chance to impact
these projects and work side by side
with committed and exceedingly

Additionally, KSWA congratulates two
of their clients on being named Circle
of Excellence winners for 2011:
Thomas Miller & Partners, PLLC, and
Alfred Benesch and Company, Inc.,
which recently acquired Clinard
Engineering, LLC.
During the Circle of Excellence
conference in Chicago, Ms. Kathy
Ware, P.E. accepted the award on
behalf of the company.

DBE Fastrac
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Welcome
New DBEs

Region 1

Sustainable Construction &
Consulting, LLC

First Place Finish, Inc.

Shelma Wolfenbarger / Kimberly Justice

Laurel Patrick

7509 Bathsheba Lane
Corryton, TN 37721
865-414-8931
865-771-3561
shelmaw@sustainablecc.com
www.sustainablecc.com
Stormwater Compliance, Safety Compliance,
OSHA Training, First Aid/CPR Training
541690, 611699-NAICS

New Single-Family Housing Construction, New
Multifamily Housing Construction, New Housing
Operative Builders, Residential Remodelers,
Industrial Building Construction, Commercial and
Institutional Building Construction, Highway, Street,
and Bridge Construction, Other Heavy and Civil
Engineering Construction

Recently Renewed Firms
Region 1

Gibco Construction, LLC
Sharon Gilbert

EC Corporation, The

Excavating and Trucking

Orlino Baldonado
General Contractor

ELC & Company, Inc.
Ellen L. Clifton
Hauling

stakes, lines and grades line item 105M01 and
information technology applications

Panther Construction

Pec’s Construction

LaDevia Davis

Timothy Pruett

Waterproofing, stucco, building cleaning,
restoration and exterior thermal systems, exterior
finish systems, and texture coatings

Asphalt Paving, Trucking and Light Concrete Work
(Concrete Curbing, Sidewalks) Silt Fencing, Chain
Link Fencing, Erosion Control, Traffic Control,
Supplier of Liquid Asphalt and Aggregate Stone

Lynn Sanford Construction, Inc.
Mary L. Forrester

TKM, Inc.

General Construction Contractor, Hydro-seeding,
Landscaping, Sodding, Seeding and Erosion
Control, Weatherization, Tie Rebar, Concrete
Construction (Flatwork, Pour and Form), Precast
Beams and Beam Erection

Tammie K. Melton
Landscaping, Sodding, Seeding, Traffic Control
and Erosion Control

Region 3

Schematic Design, Inc.

Region 4
BASS ANNIE, Inc.
Annie Ruth Rice
Cosmetic Boat & Auto Body Repairs (Complete
paint and body repairs on automobiles, light
trucks, medium duty trucks and trailers, heavy
duty fleet trucks and trailers, light and heavy duty
machinery/equipment)

Girish Thakkar

Ace Contractors, Inc.

Civil Engineering Services, Site Planning
and Inspection

Chandan Chaudhuri

Long’s AAA Painting Contractor

Construction (Mainly Concrete and Asphalt);
Remodeling Work (Framing, Roofing and Grading)

Calvin Long

Region 2

CD Steger Construction, Inc.

Painting (Commercial and Residential), Wall
Covering

Cliff Steger

Powers Hill Design, LLC

Environmental Concepts
of TN, Inc.

General Construction

Nisha Powers

Rita W. Lonas

K S Ware & Associates, Inc LLC.

Hydroseeding, erosion control mat, sod, mulching,
silt fence, tree planting

Kathryn S. Ware

Wendy Goldstein Design

Geotechnical engineering soil analysis materials
testing and environmental consulting, construction

Wendy Goldstein

Civil Engineering Design and Consulting Services

Graphic Design Services

DBE Fastrac
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TDOT DBE Supportive Services
BUSINESS DEVELOPMENT AND TRAINING TECHNICAL

Scheduled 2012
Letting Dates
• May 4
• June 8
• Aug 3

ASSISTANCE

• Sept 14
• Oct 26
• Dec 7

BUSINESS ASSISTANCE

ONE-ON-ONE TRAINING

• Business Planning

• Strategic Marketing

• Financial Analysis

• Accounting Software

• Contracts &
Specifications

• Leadership Development

• Construction
Accounting

• Construction Plan
Reading

• Bidding & Estimating

• Project Controls

• Business Coaching

• Project Management

INTERESTING QUOTE:

“

Superb leaders seek opinions, sometimes in group discussions and
other times in one-on-one sessions. Getting candid views and advice
helps them make better decisions.

”

--Rob Kaplan, professor of management practice at Harvard Business School

Civil Rights Office
Small Business Development
Program Team

DBE Supportive Services Team

Cammie Davenport Woodle
Executive Director

Deborah Luter
Director, Small Business
Development Program

810 Dominican Drive, 3rd Floor
Nashville, TN 37228

David Neese

Phone: 615-469-5398
Toll free: 1-888-385-9022

Small Business Development
Coordinator/Bond Guarantee
Program Manager

DBE_Supportive_Services@tyler-engineers.com

Elizabeth Michael

Victor C. Tyler, P.E.

Contract Compliance Officer

Program Manager – Construction Business Practices

Stephanie Brooks
Contract Compliance Officer

Sherri Mays
Contract Compliance Officer

Ross Webb
Contract Compliance Officer
Phone: 615-741-3681
or Toll free: 1-888-370-3647

Curtis Webb

Sandra T. Webb

Strategic Marketing & Business
Development

Accounting Software Trainer

Jay B. Mercer
Financial Management & Tax Strategies

Accounting – Business Organization
& Information Technology

Marshall Tabb

Marie Y. Williams

Financial Management
& Leadership Coaching

Human Resource
& Leadership Coaching

Ericka L. Hayes, CPA

