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The Pelican Chapter leadership team developed a strategic outlook for 2016 to 
establish goals and objectives at the chapter level. The plan was developed to align 
the Pelican Chapter goals with the goals of ABC National to strategically add more 
value to the ABC members. Following are the 2016 strategic goals and update on 
objectives established for each.  

ASSOCIATION: 84% complete 
The Association team is led by board chair-elect Andy Lopez (Cajun Industries, 
LLC). The team’s main focus is to deliver value to Pelican Chapter members. The 
team conducted an internal communications audit and consolidated emails sent to 

members into one weekly email blast. Currently, the focus is on modernizing the Southwest 
training facility and launching a formalized five year strategic plan. 

HEATLH SAFETY AND ENVIRONMENT: 80% complete 
The Health, Safety and Environment team is led by board secretary Scott Cooper (PALA-
Interstate). The team is striving to instill a safety culture in all Pelican Chapter members and 
increase contractor participation in the safety committees and STEP program. The aim is to 
promote the accomplishments of ABC members in the area of health and safety and research 
best practices to share across the membership. 

POLITICAL ADVOCACY: 89% complete 
The Political Advocacy team is led by Trey Crawford (Grady-Crawford Construction Company) 
and its goal is simple: educate members on what they can do as individuals and companies 
to support and understand issues affecting our industry. The team exceeded its goal to raise 
$115,000 for the ABC Political Action Committee. Additionally, ABC educated newly elected 
Louisiana legislature on the philosophies behind ABC during the legislative sessions and has 
plans to educate students on the importance of voting in the upcoming federal elections. 

WORKFORCE: 93% complete 
The Workforce team led by Ray Neck (Turner Industries Group) is focusing on continuing the 
accreditation process for the Baton Rouge and Southwest training centers. In addition to the 
application for accreditation, the team is increasing the number of contractors participating in 
Program Partners and increasing school participation in Build Your Future. An ongoing objective 
for the team is to track the graduates and completions each semester and grow the number of 
knowledge verified graduates and specialty offerings. 

MEMBERSHIP GROWTH: 78% complete 
The Membership Growth team led by Lee Mayeux (Cajun Industries, LLC) established the use 
of credit cards on membership applications, incorporated a new member spotlight in the Merit 
Shop Message monthly newsletter and vamped up the Ambassador Club to encourage member 
engagement. The team also is establishing a six-month new member survey to identify areas of 
improvement early on in membership. 

INFORMATION TECHNOLOGY: 84% complete 
The Information Technology team is led by Thad Rispone (ISC Constructors) and focuses on 
identifying the use of IT within the chapter and how it can be streamlined to better serve 
the membership. A break-off IT ad hoc committee has analyzed each major IT platform and 
is determining how to integrate each to work smoothly with each other. The team is also 
monitoring the use and implementation of the new WebLink membership database software. 

FINANCIAL STABILITY: 81% complete 
The Financial Stability team is led by Ryan Girouard (Whitney Bank) and has almost completed 
each objective set at the beginning of the strategic planning process. It is assisting the chapter in 
migrating away from manual processes to web-based applications. With the help of the strategic 
goals, major improvements have been accomplished with updating chapter control bulletins 
and financial procedures. 
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GLEN REDD, TRIAD ELECTRIC & CONTROLS

FROM THE CHAIRMAN: 2016 STRATEGIC OUTLOOK

The Merit Shop Advantage
Merit Shop is a way of doing business in which companies reward employees based on performance and 

encourage them to reach their highest level  of achievement, and in which contracts are awarded based on 
safety, quality, and value, regardless of labor affiliation.

Glen Redd, Triad Electric & Controls | 2016 ABC Pelican Chapter Chair
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ALVIN M. BARGAS, PELICAN CHAPTER PRESIDENT

FROM THE PRESIDENT: ELECTION SEASON DO’S AND DON’TS

With November fast approaching, we must all do our 
part to elect candidates who will help our industry 
and not harm it. Business owners are often hesitant 
to get their company involved in the political process 
for fear they may violate Federal Election Commission 
(FEC) regulations.  Your ABC National political team 
and governmental affairs staff put together a one 
page guide to help steer you to a successful advocacy 
campaign within your company and with the use of 

company resources. Please note the key term “restricted class” 
outlined on the next page. 

I encourage you to download and utilize the ABC Action app.  This 
great tool will keep you up-to-date on the impact of select issues on 
our industry.  Additionally, it is a very powerful tool that you can use 
to communicate with members of the US House and Senate. The app 
can be downloaded from the App Store and Google Play. The app is 
run by the Free Enterprise Alliance (FEA), which is a major political 
advocacy group funded by our members’ voluntary contributions 
and I would be remiss if I did not ask you for your financial support 
of FEA if your company has not already helped with funding.    

In closing, I also encourage you to utilize the complementary posters found at abcvotes.org. The general election voter 
registration deadline is October 11. Do your part and encourage your family and friends to register now!
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JOHN WALTERS, ABC OF LA VICE PRESIDENT OF GOV. RELATIONS
GOVERNMENT RELATIONS: FINAL LEGISLATIVE SESSION REPORT

The Louisiana State Legislature remained in 
session for a record-breaking consecutive 
19 weeks—composed of two Extraordinary 
(Special) Sessions and one Regular Session. 
The 2016 Regular Legislative Session began on 
March 11 and convened at 6:00 p.m. on June 6. 
Of the 1,644 bills filed in the Regular Session, 
Associated Builders and Contractors tracked 
111. This report will give a snapshot of bills of 
note tracked by ABC during the Regular Session.

CONSTRUCTION
House Bill 878 by Representative Bouie requires any 
contractor or subcontractor who enters into a contract 
with a public entity submit an affidavit certifying that he is 
in compliance with the Louisiana Equal Pay for Women Act 
covering public employers and employees.

ABC POSITION: O1 House Bill 878 was involuntarily 
deferred in the House Labor Committee.  

House Bill 1160 by Representative Davis adds multiple layers 
of transparency to the bidding and operations of quasi-public 
higher education facilities corporations.

ABC POSITION: S2 House Bill 1160 was signed by the 
governor and became Act 511. 

House Bill 895 by Representative Jerome Zeringue grants 
a 10% preference to Louisiana resident contractors for 
integrated coastal protection projects.

ABC POSITION: O1 House Bill 895 failed by a 10-4 vote in 
the House Transportation Committee. 

Senate Bill 288 by Senator Conrad Appel provides that no 
political subdivision shall enact an ordinance mandating local 
or other preferential hiring requirements conflicting with 
Louisiana’s Public Bid Law.  

ABC POSITION: S1 SB288 failed by a 10-8 vote in the 
House Transportation Committee. 

Senate Bill 430 by Senator Allain provides for a Terrebonne 
Parish exemption from the Louisiana Uniform Construction 
Code.

ABC POSITION: O1 Senate Bill 430 died on the Senate 
Local and Municipal Affairs Committee calendar. 

BUSINESS
Senate Bill 83 by Senator Ryan Gatti changes the prescriptive 
period for lawsuits from one to two years.   

ABC POSITION: O1 Senate Bill 83 failed passage in the 
Senate Finance Committee.  

Senate Bill 298 by Senator Peterson creates the “Louisiana 
Family and Medical Leave Benefits Act” (LFMLA) with a 
multitude of new employer mandates.

ABC POSITION: O1 Senate Bill 298 died on the calendar in 
the Senate Labor Committee. 

Senate Bill 332 by Senator Morrell creates new causes of 
action against employers by providing that it is unlawful 

for any employer to refuse to hire, discharge, or otherwise 
discriminate with respect to compensation, terms, conditions 
of employment, segregate, limit, or classify his employees 
or applicants for employment due to an individual’s actual 
or perceived sexual orientation, gender identity, or gender 
expression.

ABC POSITION: O1 Senate Bill 332 died on the Senate 
Calendar. 

House Bill 397 by Representative Moreno, House Bill 450 
by Representative Moreno and Senate Bill 354 by Senator 
Morrell create new causes of action for employers relating to 
gender discrimination by providing that pay “equality” shall 
extend to all persons employed in the state of Louisiana.  
These bills differ from current law by defining equal work as 
similar work and add unintentional pay discrepancy as a new 
cause of action against an employer.

ABC POSITION: O1 All of these bills failed final passage 
during the legislative session. 

WAGES
House Bill 201 by Representative Hunter, House Bill 297 by 
Representative Hunter, House Bill 425 by Representative Bouie 
and Senate Bill 347 by Senator Troy Carter repeal statewide 
restrictions  barring local governmental subdivisions from 
enacting local minimum wage laws.

ABC POSITION: O1 All of these bills failed final passage 
during the legislative session. 

Senate Bill 269 by Senator Karen Carter Peterson establishes 
a state minimum wage and sets it at $8.00 per hour beginning 
January 1, 2017, and $8.50 per hour beginning on January 1, 
2018.  SB269 also requires that if the federal minimum wage 
is raised, the state minimum wage shall also be raised to that 
level.  SB269 provides a civil fine of not less than $500 and not 
more than $1,000 per employee for employers failing to pay 
the newly created minimum wage.

ABC POSITION: O1 Senate Bill 269 died on the calendar in 
the Senate Finance Committee. 

EDUCATION/TRAINING
Senate Bill 330 by Senator Milkovich removes the Louisiana 
Board of Elementary and Secondary Education’s (BESE) 
authority to set educational standards and allows each public 
school governing authority to determine the education 
content standards and assessments to be used in the schools 
under its jurisdiction.

ABC POSITION: O2 Senate Bill 330 failed by a 4-2 vote in 
the Senate Education Committee. 

 Key: ABC Positions
 S1  Aggressive support to pass                     ABC win
 S2  Support, but other group(s) has the lead   ABC loss
 M  Monitor for amendments 
 O2 Oppose, but other group(s) has the lead 
 O1 Aggressive opposition to defeat 
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ALLIANCE SAFETY COUNCIL
SAFETY FEATURE: OSHA SUGGESTS ‘WATER, REST, SHADE’ AS TEMPERATURE RISES

Each year, as heat and humidity rise, thousands of workers become sick and 
some die due to heat-related illnesses. Heat illness can include heat rash, heat 
cramps, heat exhaustion or heat stroke. Although all outdoor work includes the 
risk of heat illness, industries that are most affected include construction; trade, 
transportation and utilities; agriculture; building and ground maintenance; 
landscaping services; and support activities for oil and gas operations. New 
workers are most at risk because their bodies need time to be acclimatized to 
excessive heat. It can take up to 14 days to grow fully accustomed to outdoor 
working conditions.
Heat-related illnesses are preventable when employers and employees are 
provided with the right information. Further, under the OSH Act, employers 
have a duty to protect workers from recognized hazards in the workplace. Since 
its inception in 2011, OSHA’s nationwide Heat Illness Prevention Campaign 
has reached over 10.7 million people and distributed nearly half a million fact 
sheets, posters, quick cards, training guides and wallet cards.
Employers can avoid incidents by developing a heat illness protection plan, 
training workers to recognize and prevent heat illness, and tracking the weather 
and heat index in order to take extra precaution during the hottest times of day. As part of the protection plan, outdoor 
workers can protect themselves from the heat by drinking water every 15 minutes (even if they’re not thirsty), cooling 
down in the shade, wearing a hat and light-colored clothing, and watching for heat illness signs (i.e., confusion, fainting and 
seizures). More frequent, shorter work periods may be more beneficial than fewer, longer exposures to summer weather.
OSHA provides a thorough guide that explains the heat index and how best to respond to high temperatures. You can find 
the guide and a downloadable app to calculate the heat index at www.osha.gov/heat.
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It is not a matter of if, but when an employer 
will be confronted with a challenging 
domestic violence-related issue in the 
workplace. Domestic violence not only 
causes lost productivity and increased 
costs for employers, but also raises a host 
of potential legal obligations and liabilities 
that employers cannot afford to overlook. 

Domestic violence is absolutely an 
employment law issue. Not only is Louisiana 

one of the states with the highest prevalence of domestic 
violence in the nation, but this type of violence comes 
in many forms and cuts across many employment laws. 
Despite the breadth and prevalence of domestic violence, 
very few employers are aware of its significant impacts in 
the workplace, from the Americans with Disabilities Act 
to workplace violence prevention policies. Even fewer 
employers have plans in place to reduce legal risk. 

Domestic violence is not just confined to the home, and 
is not just between spouses. Louisiana domestic abuse 
laws protect victims (both male and female) who are 
spouses, dating partners (including heterosexual, gay, and 
lesbian couples), family members (including stepparents, 
stepchildren, foster parents and foster children), and 
household members. Domestic violence is much more 
than just physical violence: it is a system of power and 
control over the victim that can manifest in many ways. 
Victims may experience mental, psychological and sexual 
abuse; extreme control over the finances, whereabouts, 
and day-to-day activities; threats and intimidation; custody 
battles; physical stalking and cyberstalking; and career and 
interpersonal relationship sabotage—just to name a few. 

Louisiana has one of the highest rates of domestic violence in 
the country. In 2014 alone, over 8,000 Louisianans received 
help from domestic violence shelters and Louisiana courts 
issued over 3,000 protective orders. The Louisiana Coalition 
Against Domestic Violence estimates that approximately 
20,000 people receive assistance from domestic violence 
programs in Louisiana each year. Some of these victims may 
be your employee. 

The cost of domestic violence adds up quickly and 
dramatically impacts productivity and bottom lines. The 
Department of Labor estimates that 8 million work days are 
lost each year as a result of domestic violence, including 
time lost to diminished performance as a result of abuse, the 
abuser’s harassing communications and visits at the victim’s 
place of work, time spent preparing for and attending 
court, and health reasons. Forbes recently calculated that 
employers pay $8.3 billion annually to cover the healthcare 
costs, absenteeism, reduced productivity, and security 
costs directly attributable to domestic violence.

Domestic violence can and will spill over into the 
Louisiana workplace and expose employers to legal 
risks. This monthly series will discuss the various ways in 
which domestic violence enters the workplace, including 
employment discrimination, workplace violence, stalking, 
victim protection laws, insurance portability, leave policies, 
and considerations in hiring aggressors. 

EMPLOYMENT DISCRIMINATION

Unlike some states, Louisiana does not currently have an 
employment discrimination law that deems domestic 
violence victims as a protected class. However, current 
State and Federal laws that prohibit discrimination based 
on sex provide a framework for levying an employment 
discrimination claim against an employer. These scenarios 
are not far-fetched—in fact, the EEOC specifically warns 
that the circumstances surrounding domestic violence can 
give rise to a Title VII or ADA claim against an employer. 

First, an employee’s treatment or an employer’s actions 
based on the employee’s status as a domestic abuse victim 
could give rise to a claim of discrimination based on sex. 
Even though both men and women suffer from domestic 
violence, most victims are female. As such, the EEOC explains 
that an employer’s actions toward a victim of domestic 
violence could arguably constitute discrimination based on 
sex. For example, the EEOC suggests that refusing to hire a 
domestic violence victim for “fear of the potential drama 
battered women bring to the workplace” or permitting 
male employees to take unpaid leave for criminal court 
appearances but refusing to give female domestic violence 
abuse victims unpaid leave for their court appearances 
could be discriminatory. Offhand comments about domestic 
violence and treating domestic violence victims differently 
than co-workers in analogous situations can give rise to an 
actionable Title VII claim against an employer. Moreover, 
sex discrimination based on gender stereotyping could be 
implicated if an employer does not provide equal treatment 
to a male employee who is a victim of domestic violence.

Second, disability discrimination can arise in the context 
of domestic violence. The Americans with Disabilities Act 
(“ADA”) and Louisiana’s employment discrimination law 
define a person with a “disability” as one with a “physical 
or mental impairment that substantially limits one or more 
major life activities, a person who has a history or record of 
such impairment, or a person who is perceived by others 
as having such impairment.” Employers are obligated 
to provide reasonable accommodations to disabled 
employees that would not impose an undue hardship on the 
employer. Domestic violence can afflict victims with many 
potentially disabling physical and mental conditions--from 
bodily injury to post traumatic stress disorder--that can 
require the employer to engage in the interactive process 
to determine a reasonable accommodation. Depending 
on the disability and feasibility of the accommodation, 
employers may need to provide accommodations to the 
employees who experience domestic violence, such as 
transferring the employee to another office, providing 
leave for treatment, or changing the employee’s work 
schedule. Reasonable accommodations under the ADA are 
very fact-specific and will vary greatly depending on the 
circumstances. Regardless, employers must be aware that 
domestic violence can result in what relevant laws define as 
a disability, for which the employer could be legally bound 
to accommodate. 

RACHAEL COE, BREAZEALE, SACHSE & WILSON, LLP

LEGAL FEATURE: WHY YOU SHOULD PAY ATTENTION TO DOMESTIC VIOLENCE
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The wise, 20th century Nobel 
Prize winning economist Milton 
Friedman once accurately said, 
“The existence of a free market 
does not of course eliminate the 
need for government. On the 
contrary, government is essential 
both as a forum for determining 
the ‘rule of the game’ and as an 
umpire to interpret and enforce 

the rules decided on.”
Recent action taken by a trial court in the eastern 
district of Texas proves Friedman’s statement 
true in the 21st century. 
Josh Harman owns companies that competed 
with Trinity Industries in the manufacturing of 
highway safety devices. Under the pretense of 
being a whistleblower, Harman filed a claim 
under the False Claims Act (FCA) alleging Trinity 
defrauded the government by modifying their 
guardrail safety device without fully informing 
the Federal Highway Administration (FHWA) of 
the changes. 
The FHWA not only declined to participate in Harman’s 
suit, but it also confirmed before trial that the Trinity ET-
Plus device at issue remained in compliance with federal 
guidelines and was always eligible for reimbursement. 
Despite a warning from the Fifth Circuit Court of Appeals, 
the trial court moved the case forward and a jury found 
Trinity liable for more than $680 million in damages.
This decision clearly violates the intended purpose of the 
FCA: to protect the government – and through it, the public 
– from fraud not to empower individuals to contest policy 
judgements of federal agencies in 
court for their personal advantages.
Misusing the FCA to secure a 
competitive advantage without any 
corresponding benefit to the United 
States or the public distorts the free 
market and threatens the innovation 
and competition that makes America 
so great. If private companies and 
individuals can use the FCA to 
override the FHWA’s judgments, 
states and contractors cannot rely 
on federal approval in determining 
which products are proper to use in 
their projects. 
In defense of economic liberty – I 
joined my colleagues from Texas, 
Alabama, Arkansas, Colorado, 
Indiana, Nevada, Oklahoma, South 
Carolina, Utah, and Wisconsin in 
filing an amicus brief in support of 
reversing the trial court’s decision. In 
the best interests of Louisiana and its 
people, I hope we prevail. 

If the trial court’s decision is affirmed and this new precedent 
of delegating the federal government’s enforcement 
authority to enable individuals to oppose the United States 
is set, Trinity will not solely bear the damages; rather, our 
entire economy will. Many job creators will choose to not 
enter the marketplace, to not improve their products, 
or to raise their prices – subsequently, raising the federal 
reimbursement for them.
In the case of Trinity v. Harman, the Court should adhere to 
the letter and spirit of the FCA and extend liability no further 
than necessary to prevent fraud on our Nation.

ATTORNEY GENERAL: THE COURTS MUST NOT DISTORT OUR FREE MARKET
JEFF LANDRY, LOUISIANA ATTORNEY GENERAL
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ROB POWELL, CARDINAL CAPITAL
MARKETING FEATURE: SELLING TO THE RIGHT CUSTOMERS

Marketing guys like me love data.  Among 
other things, it helps shed light on how 
consumers behave. In the ABC Business 
to Business (B2B) world, customer data 
is rare so when we get a chance to look 
at info, we jump at it.  In a recent study of 
700 customers across a broad spectrum of 
business categories, we discovered that 

customers fall into one of seven segments across a typical 
B2B sale.  These seven types aren’t necessarily mutually 
exclusive. Most people tend to share at least some attributes 
across these boundaries.

What the data clearly indicates is that virtually every 
customer has a “primary posture” when it comes to both 
working with suppliers and driving change across their 
organization.  We’ve outlined each of these types to better 
understand what makes them unique.  You’ll hopefully 
recognize each from your own experience in working with 
your customers.  So, which ones do you seek out and which 
ones do you avoid?

THE “GO-GETTER”

This person is all about organizational improvement. He’s 
constantly looking for good ideas and champions them when 
he finds them— no matter where they come from.

What’s more, he delivers results. This person is the project 
manager, the pragmatist, the one who immediately 
starts translating new opportunities into work plans, key 
deliverables, implementation milestones, and success 
metrics. When sitting down with the Go-Getter, he will 
immediately focus on the how of what you’re proposing as 
opposed to the why of what you’re proposing.

THE “SKEPTIC”

In contrast to the Go-Getter, the Skeptic is more focused 
on the why behind a change proposal and will hold a high 
bar in terms of burden of proof. The Skeptic pushes back on 
everything and will often start from the assumption that the 
change you’re talking about isn’t going to go as planned— 
the one whose first reaction to a new idea or opportunity is 
“Let me explain why that isn’t going to work here” or “You 
know, the last time we tried something like this, it took twice 
as long, cost twice as much, and delivered half the benefit 
we expected.”

Mind you, it’s not because he’s annoying, but because he’s 
wary of large, complicated projects and tends to take a “ 
glass- half- empty” perspective on the benefits of a given 
solution, as described by the salesperson. It’s typically not 
because the Skeptic finds the salesperson deceitful, but 
rather because he doubts his organization can fully realize 
the benefits of the change. As a result, the Skeptic tends 
to need a lot of convincing and is especially careful to lay 
the groundwork and set expectations in order to ensure a 
successful, measured implementation.

THE “FRIEND”

Just as nice as they sound, the Friend is readily accessible 
to reps and willingly networks reps with other stakeholders 

across the organization. These folks always make time 
to meet with outside salespeople— whether out of 
professional courtesy or a genuine interest in expanding 
their own networks, they are characterized by an openness 
and willingness to make time for meeting with salespeople.

Whereas the vast majority of customers never respond to 
e-mails or voice mails left by salespeople, the Friend would 
never be so inconsiderate.

THE “TEACHER”

The Teacher is all about sharing insights and ideas. 
Colleagues seek him out for his advice and input. He’s good 
at convincing others to pursue a course of action. Because of 
their unique storytelling and communication abilities, these 
people are frequently tapped to help senior leadership craft 
their own messages. They are the “Blue Ocean Strategy” 
folks within the customer organization— they love to paint a 
bold, aggressive vision and see others get as enthused about 
it as they are. Passion and excitement are the currency of the 
Teacher.

THE “GUIDE”

The Guide willingly provides information typically unavailable 
outside the customer organization. Their stock in trade is 
information, plain and simple. They use the information 
(especially confidential, privileged information) to enhance 
the perception others have of them (the thinking being 
that if others see them as “in the know,” they’ll perceive 
them as being more senior and important than perhaps 
the title on their business card suggests). Because of this, 
they’re best thought of as the “oversharers” of the customer 
organization— the ones who dish the dirt and catch you up 
on the latest comings and goings of various players inside the 
company (often sharing information about colleagues and 
internal politics that makes outsiders a bit uneasy).

THE “CLIMBER”

The Climber is focused almost entirely on personal gain. 
These are the “skin in the game” stakeholders who actively 
back projects that raise their profile, increase their influence, 
or expand their fiefdoms. When they back a project or 
initiative, they do so out of the belief that— if it goes well— 
they will be rewarded for their success. The Climber also 
likes to brag about past successes and accomplishments.

THE “BLOCKER”

Finally, we have what might be considered the “anti-
stakeholder.” The “Blocker” is wired to avoid change and 
defend the status quo. They strongly prefer stability and 
continuity, actively avoiding (and preventing) initiatives 
that would bring change and disruption. As a result, they 
rarely help suppliers and almost never go out of their way to 
speak to outside vendors. Whether they block for personal 
reasons (e.g., being burned by suppliers in the past or being 
the person who invented the legacy system or approach) or 
because they are “pro status quo,” it makes little difference. 

These are the seven customer profiles we find. If you look 
back on your most recent deals or pitches, you could probably 
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SHANE POURCIAU, TRIAD ELECTRIC AND CONTROLS

SAFETY FEATURE: SAFETY POLICIES NOT REVIEWEDput a customer name against each of these profiles.  You may 
even identify them within your own organization. 

WHAT DO WE DO WITH THIS INFO?

While this information easily falls into the “hey Rob that’s 
interesting but what do we do with it?” category, here’s 
the kicker:  if sales reps go looking for a single person who 
embodies all of those attributes, they’re going to be looking 
for a long time.  It’s not realistic to find all attributes in one 
person.  

Here’s where it gets fun.  The data showed that ‘core’ sales 
reps and ‘star’ sales reps target in nearly opposite directions.

To show you what I mean, do this: Go back and look at those 
seven profiles again. If your ‘star’ sales reps were to focus 
on building strong relationships with three of the profiles, 
which three do you think those would be? Next, do the same 
for your ‘core’ performers.  What three would they gravitate 
toward?

Analysis of the data shows: high- performing reps (star) focus 
on building connections with Go-Getters, Teachers, and 
Skeptics, while average performing salespeople (core) target 
Guides, Friends, and Climbers.

So while it is true that people sell to people, it turns out that 
‘core’ and ‘star’ performers don’t just sell differently to the 
same people, they actually sell differently to different people.

Why does this happen?  It turns out that the Go-Getter, the 
Teacher, and the Skeptic are fantastic at driving consensus- 
based change. The Go-Getter because she’s looking to 
champion great ideas that can be turned into tangible 
business results, the Teacher because he can paint a vision 
that will build momentum for new ideas. The Skeptic— while 
more cautious— will carefully look something over and then 
push for change in bite- size increments.

Far and away, these are the key people making things happen 
inside any organization.  They are the ones who mobilize 
the organization to act, the ones who forge consensus, the 
architects and champions for change.

Meanwhile, we have the three profiles that core performers 
target—the Guide, the Friend, and the Climber— each of 
whom has relatively little impact on organizational change. 
They are very interested in talking, but much less so in acting.

It’s not just that people sell to people. It’s that good people 
sell to the right people. And the difference here can be huge. 
In fact, when we went back to our sales rep performance 
analysis, we found that sales reps who engage Go-Getter, the 
Teacher, and the Skeptic are 31 percent more likely to be a 
high performer than those who don’t.

Source:  AMA, “The Challenger Customer”, Adamson, Dixon, Spenner, Toman.
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Disasters come in all shapes and sizes and can 
strike at any time — often without warning. 
Businesses can face natural disasters such 
as hurricanes, earthquakes or snowstorms, 
and man-made disasters such as hacking, 
embezzlement or a violent attack.  With all 
the time, money and effort you put into your 
business, it’s vital you protect it by having a 

disaster plan in place. Having a plan to follow when disaster 
strikes can mean the difference between your company’s 
survival and having to close down forever.  I’ve connected 
with some experts to get additional advice about creating a 
disaster plan for your business.

Know The Rules

According to the Fair Labor Standards Act, employers are 
not required to pay nonexempt employees for hours they 
would have worked. However, your state may have laws 
that require a minimum level of pay for being available to 
work or showing up and being sent home. Employers must 
pay exempt employees the full salary if the workplace is 
closed for less than a full work week. They may also require 
exempt employees to use leave instead.

As part of your disaster plan, consider the kinds of decisions 
you may be faced with in the event of a variety of disasters, 
such as:

• If you lose your payroll records, how will your employees 
get paid?

• Is there any way your employees could continue 
working from home?

• If weather keeps people from getting in to work and 
they can’t work remotely, will you require employees to 
use their leave, or simply pay them?

Document Your Disaster Plan

Skip Williams of KingsBridge Disaster Recovery recommends 
compiling a list of the ingredients needed to rebuild the 
core of the company. This might include personnel and 
their contact information, a departmental structure list, key 
vendor and customer contact information, a list of hardware 
assets and where they can be sourced, and other essential 
details.

“There really isn’t any rocket science involved — the 
information already exists within the business, but it is just 
scattered across too many locations, and in many cases it 
exists only in the heads of some key employees,” Williams 
says. Developing a plan means pulling the information 
together in one place, and documenting it in an organized 
manner so it’s readily accessible.

Mark Norton, director of continuity planning at Agility 
Recovery, says there are four basic elements to include in a 
comprehensive disaster plan:

1. A team that will lead during a crisis.

2. A list of the most common examples of risk your 
business could face and what you can do to mitigate 
those risks.

3. A list of your most essential business functions and your 
strategy to get them restarted after an interruption.

4. A crisis communications plan for reaching employees, 
emergency workers and other critical parties.

Data Management Must Be Part of the Plan

Your IT assets will need particular attention in your business’s 
disaster plan. First, you’ll need a geographically distant 
recovery site, which can come in the form of a dedicated 
duplicate data center or the shared infrastructure of a cloud 
service provider, says Alberto Farronato, director of product 
marketing, storage and availability at VMware. You’ll also 
need duplicate server infrastructure to run recovered 
applications, software for moving data to a recovery site, 
and processes and software solutions to restart servers and 
reinstall operating systems.

As part of your continuity planning, it’s important to define 
recovery objectives for your technology and data, Farronato 
says. Work with your IT department to identify the “Recovery 
Point Objective,” which is the  maximum amount of data 
loss your organization can withstand, and the “Recovery 
Time Objective,” which is the maximum amount of time 
an organization can withstand without IT services from the 
starting point of the outage.

Test and Update Your Plan on a Regular Basis

Planning for a disaster includes training your employees so 
they know what their duties are if something goes wrong. 
Depending on the disaster, your employees may need to 
shelter in place, evacuate, respond to emergency situations, 
or do a mix of the above. Training employees to respond to 
different emergency situations and updating that training 
on a regular basis can help ensure they’ll do the right thing 
if disaster strikes.

Testing your disaster plan is an essential part of your 
businesses preparedness efforts, according to the SBA and 
Agility Recovery. Testing can help you identify problems in 
the plan and help prepare employees to fulfill their assigned 
roles should you need to put the plan into action one day.

Once you have a plan in place, make sure you revisit it 
annually and revise it as necessary, Norton says. “You’ll 
never have a perfect plan, but you can always improve the 
plan you have through regular updates and testing. The 
more planning that has occurred, the better performance 
you can expect in a disaster situation. During a disaster, 
employees will be stressed, tired and facing increased 
pressure, which will affect their abilities to make decisions; 
having a plan can give them a place to start.”

MICKEY MATRAN, HR SOLUTIONS

HUMAN RESOURCES FEATURE: DOES YOUR BUSINESS HAVE A DISASTER PLAN?
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ANNA ZEBEAU, DIRECTOR OF MEMBERSHIP GROWTH

MEMBERSHIP: AMBASSADOR CLUB - ABC “KOOL KIDS!”

If your sales force is looking for a way to 
start building relationships with fellow ABC 
members, then the AmBassador Club is 
your place to start. It can help promote your 
company and also helps build relationships 
with potential customers. 
But most of all, it is fun!

The purpose of the 
program is to promote 

membership retention through the 
development and implementation of 
member involvement programs.  

The ambassador’s role would be to: 

• Adopt a minimum of 5 - 10 non-
participating or new members 

• Be familiar with ABC discount 
programs, committees, 
legislation and training 
programs

• Call and/or visit adopted 
members and make sure they 
are aware of the benefits of 
membership

• Invite adopted 
members to 
attend monthly 
events or to 
participate on a 
committee

• Attend ABC 
events – welcome 
and introduce 
a d o p t e d 
members to other 
ABC members

• Get prospective 
referra ls/ leads 
from adopted 
members

• Present feedback 
to membership 
director on 
c o n t a c t s /
responses from 
adopted members.

We currently have 26 
members participating 
in the program. 
AmBassador Club chair 

Angie Bush, Sandler Training, refers to the AmBassadors 
as the ABC “Kool Kids.”  The AmBassadors are actively 
volunteering at our events welcoming new and prospective 
members. They also introduce the new and prospective 
members to other members.  

Some AmBassadors volunteered to help out at 
our annual ABC of Louisiana 
Fishing Rodeo which was 
held in Grand Isle, La. We 
greatly appreciate their 
assistance and time to help 
make the fishing rodeo a great 
success. Seen in the photos 
are Joe Weidel, LA Green; 
Angie Bush, Sandler Training; 
Mike McMullen, TrueBlue; Lisa 
Kelleher, SAMUEL; and Scott 
Smith, Building & Earth Sciences 
(Scott won several awards at the 
fishing rodeo). Ambassador’s 
not pictured are Anna Stevens, 
Tradesmen International and 
David Elbourne, Rhorer Mutual 
Industries.

“I would have to say that our 
AmBassadors are 
special volunteers 
that are very 
e n t h u s i a s t i c , 
motivated and 
dedicated to 
helping the Pelican 
Chapter retain its 
members,” Bush 
said. “At the same 
time helps them 
to build valuable 
r e l a t i o n s h i p s 
among the 
membership.”

Being actively 
involved in the 
AmBassador Club 
can help ABC grow 
its membership 
and guarantee 
existing member 
renewals. If you 
are interested in 
becoming an ABC 
“Kool Kid,” please 
contact me at 
225.753.2541.
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NEW MEMBER SPOTLIGHT AND SAVE THE DATES
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Project Supervision

Welding 1 Pipefitting

Mobile Crane
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CSST Heavy Equipment

Millwright Electrical

Instrumentation Carpentry
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The Baton Rouge Training Center successfully 
began a new semester on August 1.  The 
semester started with our traditional student 
orientation sessions, as well as an instructor 
orientation with staff. Staff and instructors 
discussed commitment and expectations to 
support students and protect organizational 
processes to remain consistent and aligned 
to ensure that quality training outcomes 

continue as our priority. 
This semester exceeds 1,200 enrollments, including our high 
school day training program referenced to as Supplemental 
Course Allocation (SCA).  There are over 900 enrollments 
in craft training classes, about 100 in specialty classes and 
around 150 in the SCA program.  Very detailed and specific 
enrollment numbers will be provided in the September 
Merit Shop Message, but preliminary enrollments indicate 
that the BRTC will once again serve in excess of 1,000 
students.  
ACCELERATED SUMMER TRAINING OFFERED
Accelerated summer training came to a close on July 28, 
and was a huge success. It never grows old for us to share 
our sincere appreciation to the Louisiana Construction 
Education Foundation for their generous contribution to 
ensure that students had cost efficient access to summer 
training. Commitment from the 70 plus students in electrical, 
pipefitting and welding remained solid throughout the 
summer.  Many welders achieved certifications and began 
training at the next level. Electrical and pipefitting students 
achieved success in Core Training, Level 1 and Level 2 
of the National Center for Construction Education and 
Research (NCCER) curriculum, providing necessary skills to 
be considered for employment in their chosen craft.  We 
look forward to providing official summer training statistics 
in the September Merit Shop Message.  
TRAINING CENTER LAB REVIEWS
In an effort to ensure that lab experiences remain high quality 
for our students, members of the Education Manpower 
Committee and Training Center staff have partnered to 
arrange for labs to be reviewed by subject matter experts 
of member companies.  This review will provide us with 
much needed feedback relative to an inventory of current 
equipment, safety, and overall lab condition.  Training 
Center staff will use the information provided by the review 
to make recommendations to Education and Manpower for 
possible upgrades and repairs to our labs so that we protect 
this very critical aspect of the training experience.  
PROGRAM PARTNERS
With a new school year fast approaching, Program Partners, 
our high school outreach initiative will be gearing up for 
what should be another record breaking year.  We will 
host our annual contractor meeting this month and invite 
school personnel in September to sign our partnership 
agreements.  We look forward to providing future reports 

and updates to our newsletter audience throughout this 
school year regarding the success of this program.  
SUMMER VISITORS
The Training Center was honored to host a small group of 
visitors from Donaldsonville, Louisiana.  A small group of 
high school students from Bright Futures Summer Camp, 
an organization founded by Donna Gaignard, visited the 
training center the last week in June.  Training Center staff 
provided these students with information about careers 
in construction and craft training opportunities that exist 
at the Baton Rouge training center.  These visitors toured 
the training center where they were able to observe our 
summer program students engaged in lab exercises in 
Electrical, Pipefitting, and welding.  The visit was a huge 
success and plans are to make this an annual field trip for 
the Bright Future high school summer campers.
UPGRADE TRAINING INITIATIVE
Brochures for skills upgrade training for ICC/GBRIA members 
has been reviewed by the Education and Manpower 
Committee in the following crafts: Carpentry, Electrical, 
Millwright and Pipefitting. This training can be customized 
in terms of session length, number of session classes, and 
cost per student based on contractor need.  
NCCER UPDATE
July 28, 2016 :  SAVE THE DATE: In preparation for this release, 
NCCER will conduct training sessions that are specific to our 
customers. Please plan to attend the appropriate webinar 
listed below to ensure a smooth transition and experience 
with the new system. Registration links and information will 
be announced soon!
Sponsor Representatives, Secondary Representatives and 

Master Trainers
Aug. 1 from 10:30 a.m. to noon EDT or

Aug. 3 from 3:30 p.m. to 5 p.m. EDT
Primary Administrators, Secondary Administrators and 

Master Trainers (for assessment centers)
Aug. 2 from 10:30 a.m. to noon EDT or

Aug. 4 from 3:30 p.m. to 5 p.m. EDT
Craft Instructors and Curriculum Performance Evaluators

Aug. 1 from 4 p.m. to 5 p.m. EDT or
Aug. 3 from 11 a.m. to noon EDT or

Aug. 9 from 4 p.m. to 5 p.m. EDT
Assessment Performance Evaluators
Aug. 2 from 4 p.m. to 5 p.m. EDT or

Aug. 4 from 11 a.m. to noon

DAVID ALEXANDER, DIRECTOR OF EDUCATION
BATON ROUGE TRAINING CENTER UPDATE
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KIRBY BRUCHHAUS, SW DIRECTOR OF EDUCATION & TRAINING

SOUTHWEST TRAINING CENTER UPDATE

More than likely, most of you just got back 
from ABC State Convention and we hope 
you had a blast! If you have never been, 
you definitely need to make plans to attend 
in 2017. Now that the fun is over, it’s back 
to business at the training centers. August 
means the start of the fall semester classes 
and seeing old and new faces around 

campus.

FALL CLASSES

Classes kicked off on August 1, and the fall semester for the 
Southwest Training Center (SWTC) is much busier than the 
spring semester because we are training everyday from 8 
a.m. – 9 p.m. on campus, as well as at our satellite locations.

On campus, our accelerated classes are running from 8 a.m. 
– 1 p.m., our afternoon welding from 1 p.m. – 4 p.m. and 
our regular evening classes from 6 p.m. – 9 p.m. As of this 
writing, we have 587 enrolled students for the fall semester 
of training. This enrollment does not include any of our high 
school satellite classes, but it does include two satellite 
classes of 30 total students. The breakdown by crafts are 
as followed:

Our accelerated classes going on during the morning just 
started their second semester and everything seems to be 
going great. Our teachers have been telling us how good of 
quality the students are, particular in welding. The SWTC 
welding coordinator Keith Hyatt said that he is excited about 
this morning class because of how good they already were 
when they started. A good portion of the students came 

from our satellite classes while still in high school, and we 
are excited to see what the rest of the fall semesters have 
in store. 

SATELLITE CLASSES

August is extremely busy when it comes to workforce 
development and the setting up of our high school Course 
Choice classes. There is so much work that needs to be done 
in such a short amount of time at the beginning of August. 
We cannot start recruiting the students for the classes until 
school actually starts, which puts a timetable on how late 
you can start the classes. The classes need to start as quickly 
as possible to get the amount of hours needed for the AWS/
NCCER curriculum.

The welding programs are a year long class so there is 
not any recruiting involved with the spring semester, plus 
you can start speaking with the students about the spring 
semester classes as soon as the school year starts making 
it much less hectic. As of this writing, we plan on having 
10 welding classes for the entire school year as well two 
pipefitting classes in the spring. The classes will consist of 
six classes in Calcasieu Parish, one in Cameron Parish, one 
in Allen Parish, two in Acadia parish and two in Jefferson 
Davis Parish. We are still finalizing plans for the classes that 
will be held in Beauregard Parish. 

PROGRAM PARTNERS

The SWTC has officially launched its Program Partners 
program! We had our first meeting back in June and 
received a lot of interest from contractor members. We had 
another meeting in July to assign member contractors to 
the schools in our six-parish area. The CTE supervisors for 
the school boards are really excited about this partnership, 
and we plan to introduce this to the schools during August 
as soon as school starts. If everything goes as planned, 
we will have a signing day at the SWTC sometime in early 
September. 

Core: 42

Electrical: 106

Instrumentation: 7

Heavy Equipment: 63

Mobile Crane: 14

Millwright: 39

Pipefitting: 66

Welding: 248

CSST: 2
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MARK YOUR CALENDARS Pelican Chapter
Baton Rouge Staff
Office (225) 752-1415 
Fax (225) 751-9470
Training Center (225) 752-0088
President
Alvin Bargas 753-2590
Executive Assistant
Hannah Kimbrough 615-8741
Director of Finance
Janie Arceneaux 615-8742
Vice President of 
  Governmental Relations
John Walters 752-0092
Director of Member 
  Services
Mary Richardson 753-2497
Director of Membership   
  Growth
Anna Zebeau 753-2541
Communications  
   Coordinator
Katherine Fremin 448-3348
Finance Assistant
Tammy Charbonnet 753-5096
Administrative Assistant
Karen Guerin 753-2596
Baton Rouge Training 
Center Staff
Director of Workforce 
  Development
Matthew Campbell 448-3338
Director of Education
David Alexander, 615-8743
Director of Training 
  Administration
Kelly Carpenter 448-3336
Associate Director of       
  Workforce Support
Kacie Blanchard 448-3345
Training Center 
  Administration
Whitney Wheeler 753-2593
Misty Massarek
Southwest Training  
Center Staff
Office (337) 882-0204 
Fax (337) 882-6757
Director of Education &  
  Training
Kirby Bruchhaus 
Director of Workforce      
   Development
Cody Stroud
Office Manager
Kim Hornsby
Administrative Staff
Christina Frederick
Jeremy Jackson

August 2016
1    Fall Semester Starts, Baton Rouge and Southwest Training   
    Centers
2 11:30 AM - 1:00 PM Southwest Safety Committee, Southwest Training Center
3 3:00 PM - 5:00 PM OSFM / ABC Training: Modernizing the Inspection Process -   
    Part 4, ABC Admin Office
4 7:30 AM - 8:30 AM Baton Rouge Safety Committee, Baton Rouge Training Center
4 3:00 PM - 5:00 PM OSFM / ABC Training: Modernizing the Inspection Process -   
    Part 4, ABC Admin Office 
9 11:30 AM - 1:00 PM Southwest Steering Committee, Southwest Training Center
10 8:00 AM - 9:00 AM Baton Rouge Programs and Events Committee Meeting,  
    Baton Rouge Training Center
11 11:00 AM - 12:30 PM Uncommon Leadership Kick-Off Meeting, ABC Admin Office
11 11:30 AM - 1:00 PM Southwest Training Committee, Southwest Training Center
11 2:00 PM - 4:00 PM Baton Rouge Education and Manpower Committee Meeting,   
    ABC Admin Office
16 4:00 PM - 5:00 PM Budget & Finance Committee Meeting, ABC Admin Office
17 8:00 AM - 9:00 AM Baton Rouge Membership Committee Meeting, Baton Rouge   
    Training Center
18 4:00 PM - 5:00 PM  YP Committee (Contractors Only), Cajun Industries Office
23 2:30 PM - 3:30 PM Executive Committee Meeting, ABC Admin Office
23 3:30 PM - 5:00 PM Board Meeting, ABC Admin Office
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