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Not all projects are this simple.
That’s why you need Travelers’ new EDR bond.

When a dispute disrupts your project, getting it resolved quickly can save the schedule, the budget
and your reputation. Travelers’ new Expedited Dispute Resolution (EDR) bond provides a speedier
path to resolution.

Travelers’ EDR bond offers a 100% performance guarantee and a streamlined claim process.
You’ll work with a dedicated claims professional to resolve disputes within 45 days. With the
EDR bond, you can be confident that disputes, no matter how complex, will reach resolution
quickly so that your projects stay on track. Talk to your Travelers agent today.
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It’s better under the umbrella®

travelers.com

© 2016 The Travelers Indemnity Company. All rights reserved. Travelers and the Travelers Umbrella logo are registered trademarks of
The Travelers Indemnity Company in the U.S. and other countries. CP-8953 New 8-16
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Market Overview:
Creating Sustainable
Growth With Surety Bonds

BY BRYAN SURCOUF

i N

hanges in the surety market
have created opportunities
for construction companies
across the nation to achieve
controlled and sustainable
growth.

A construction company must
establish a strong network with legal
and accounting professionals in
order to be successful, but building
a relationship with a surety bonding
company places a contractor in a
caliber of its own. Bonding capacity
and prequalification transform busi-
nesses and help them prosper.

Industry experts agree: Now is
the time to either establish or grow
a relationship with a surety bond-
ing company.

“With so much surety capacity
available, creditworthy companies
can find surety capacity on acceptable
terms, and there is very little differen-
tiation among the small, middle and
large segments,” says Ross Fisher, chair
of The Surety & Fidelity Association
of America Board of Directors and
senior vice president of specialty
commercial for The Hartford.

Small
The small contractor market
remains highly competitive. With

.;ﬁa :‘LLL o'

the expansion of the Small Business
Administration’s (SBA) Surety
Bond Guarantee Program, there
has never been a better time for
small, emerging and disadvantaged
firms. The program increased

the guarantee percentage for its
Preferred Surety Bond Program
from no more than 70 percent to
no more than 90 percent; increased
the Quick Bond Application

from $250,000 to $400,000;

and guarantees bid, payment and
performance bonds for contracts
up to $6.5 million (and up to $10
million with a federal contracting
officer’s certification).

“In my 44 years in the surety
industry, I have never witnessed as
much surety capacity and availabil-
ity for small contractors as we now
have,” says Howard Cowan, presi-
dent of the National Association of
Surety Bond Producers and prin-
cipal of Cowan-Hill Bond Agency.
“Small contractors will be able to
grow their companies.”

“Now is a perfect time to estab-
lish your first bonding line, even
if you do not immediately need
it,” says Scott Paice, vice president
and head of surety operations with
FCCI Insurance Group. “Just like a

bank line of credit, the best time to
get one is when you don’t need it. If
you establish some surety credit his-
tory now, it will be readily available
when opportunities arise.”

“The expansion of the SBA
Surety Bond Guarantee program
and various credit-only-based
underwriting programs provide
small contractors with additional
options to obtain surety credit,”
says Steve Dorenkamp, vice pres-
ident and claims manager for
Merchants Bonding Company.

Adds Paice: “The bad news is the
increased number of bidders that
can now obtain bonding; even the
ones that you didn’t think would,
or should, qualify. Not all con-
tractors deserve to be bonded. A
significant part of a surety’s value
and responsibility is in the prequal-
ification process.”

Medium

The landscape of the medium
market remains equally robust and
competitive. As savvy companies
incorporate bonding strategies into
their business plans, many can
move from the small to the medium
market. The key to this transition is
not to expand too quickly. Taking



on a project too complex, or outside
the firm’s scope of expertise, can
damage the construction company’s
ability to successfully transition into
the larger market.

“Middle market surety availability
has grown as small contractor mar-
kets have expanded their capacity.
This has been driven by strong results
and favorable reinsurance terms. Due
to consistently favorable loss ratios,
surety capacity has expanded in the
middle market as insurance carriers
continue to invest in highly profit-
able lines of business, such as surety,”
says Antonio Albanese, vice president
and head of surety for Nationwide
Insurance Company.

“There appears to be no end in
sight for qualified contractors to
find sufficient surety capacity,”
adds Michael Cifone, senior vice
president of surety underwriting
for Hudson Insurance Group.
“Capacity remains available in the
specialty surety markets for contrac-
tors that have weak balance sheets,
and successful contractors have an
opportunity to increase capacity
and improve terms and conditions.
Contractors that struggled during
the past year will also find surety
support in this market.”

Mike Specht, vice president of
surety for Insurica, adds, “There is
more than adequate capacity avail-
able for folks in the $10 million to
$100 million annual revenue range.
If you've developed a solid relation-
ship with your surety, there’s a good
chance it will stretch for you.”

Large
Opportunity for growth abounds

in the large market, but as projects

become increasingly complicated,
so does the risk.

“With a lot of capacity and
construction volume robust
during the last five years, it’s a
buyer’s market for surety bonds.
The biggest issues facing con-
tractors are finding the labor and
supervision to successfully manage
multiple projects. A professional
surety agency that is well-versed in
construction, including a repu-
tation of integrity working with
underwriters, can be a tremen-
dous asset,” says Mike Mitchell,
vice chairman and principal of
Graham Company.

“There are many surety pro-
viders for programs under $250
million. Programs in excess of
this range have fewer options on a
sole or co-surety basis,” says Kevin
Waldron, senior vice president and
director of construction for Chubb.

“There are certain sectors, such
as oil and gas and health care,
where the amount of work is
increasing and larger contractors
are taking advantage of that,” adds
Dorenkamp. “Underwriters are
being challenged with creative
delivery systems, such as public-
private partnerships.”

Losses

Unforeseen circumstances can force
even the most experienced and
established contractor into default.
Opverall, there remains a downward
trend in losses throughout the
industry.

“Surety losses are down as
contractor capacity and backlogs
increase. There is a slight increase
in delay notices related to the lack

SPECIAL SECTION:
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of skilled labor,” Dorenkamp says.
“Owners and general contractors
supplementing labor and withhold-
ing contract funds (or assessing
liquidated damages) to overcome
delays will constrain cash flow and
result in surety performance and
payment bond losses.”

“Contractors are benefitting by
managing backlog, bonding back
subcontractors and identifying
onerous contract terms,” Cifone
adds. “Mitigating risk involves
identifying and minimizing risks
in project execution, understand-
ing contract terms and working
for the right owners. Concerns to
attract and retain qualified workers
grow as the construction work-
force ages.”

“While contractor defaults may
be somewhat lower than antici-
pated, subcontractors need to be
cautious of contract provisions
that allow general contractors to
supplement your labor forces to
expedite the job schedule and then
send you the bill at a later date,”
Paice says.

A strong, competitive market
coupled with changes to the SBA
Bond Guarantee Program means
that construction companies are
poised to grow into the future.
Taking advantage of the oppor-
tunities to establish or expand a
relationship with a surety company
can empower construction com-
panies to create controlled and
sustainable growth. €€

Bryan Surcouf is communications
manager for The Surety & Fidelity
Association of America. For more
information, email bsurcouf@surety.org.
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Stq bility. SOI uti ons. experience in surety and specialty

liability insurance ranging from

management liability to cyber and

professional liability. Our surety

operation specializes in both
commercial and contract surety bonds. We
pride ourselves on developing a close working
relationship with our agents, brokers and
principals in order to ensure a consistent
underwriting approach to mitigate losses.

CORPORATE PROFILES

Our expertise allows us to be innovative.
Our relationships allow us to understand the
needs of your business. The result: unique
surety and insurance products, and an
analytical approach unrivaled by any other
firm. We offer comprehensive surety bond
solutions, including 50-state capacity and
a flexible, multi-tiered rating plan, and we
continue to add products each year.

When you work with us, you know you
are working with a strong and stable carrier.
Nationwide is a Fortune 100 company that
the U.S. Treasury listed and approved with a
T-listing in excess of $1.1 billion', and it is
one of the largest in the industry. Add to that
an A.M. Best Rating of A+ (Superior), FSC
XV?and an S&P A+ rating®, and you can
be sure you're working with one of the most
financially stable companies in the industry.

Nationwide and the Nationwide N and Eagle are service marks
of Nationwide Mutual Insurance Company. ©2016 Nationwide.

il

~
(@]

% COMPANY CONTACT COMPANY HIGHLIGHTS

% 7 World Trade Center e Nationwide®is U.S. Treasury listed and

3 250 Greenwich St., 37th FI. approved with a T-listing in excess of $1.1

= New York, NY 10007 billion, one of the largest in the industry’

g Antonio C. Albanese e A.M. Best Rating of A+ (Superior), FSC XV?

g p: (212) 329-6984 e 50-state capacity

z f: (480) 905-5454 ® Flexible, multi-tiered rating plan

z antonio.albanese e National organization offering a full range of

o L

5 @nationwide.com surety products to meet all needs, from small

E nationwide-mls.com to middle markets and large national firms. Antonio Albanese
(2]

§ 1. Nationwide Mutual Insurance Company, March 2015, https://www.fiscal.treasury.gov. 2. Affirmed July 2016 3. Affirmed April 2016
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Surety solutions:
Commercial and
construction
866-387-0457

bondcomm@nationwide.com

Source: 'Affirmed April 2016. 2Nationwide Mutual Insurance Company, March 2015, https://www.fiscal.treasury.gov. Coverage is provided by Nationwide Mutual Insurance Company
and affiliated companies. *FORTUNE is a registered trademark of Time Inc. FORTUNE and Time Inc. are not affiliated with, and do not endorse products or services of, Nationwide
Mutual Insurance Company. “A.M. Best, 2014 DWP. *Conning, 2014; Conning Strategic Study: The Small Business Sector for Property-Casualty Insurance: Market Shift Coming.
Nationwide and the Nationwide N and Eagle are service marks of Nationwide Mutual Insurance Company. ©2016 Nationwide
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Your Success Is Their Success

ith successful, profitable outcomes for both their

contractor principals and appointed agencies, it’s

easy to see why Old Republic Surety has one of

the best loss ratios in the surety business. Ensuring

success through sharing best practices and surety

knowledge continues to be a contributing factor
in the company’s double-digit contract market growth.

Old Republic Surety is well positioned to assist middle-
market contractors with bond programs based on flexible,
practical underwriting. The company writes contract
bonds, bid bonds, performance and payment bonds,
and maintenance bonds in all 50 states with bonding
capacity currently at $50 million. Each opportunity is
unique and deserves the common sense underwriting
approach for which Old Republic Surety is known. Your
business strengths are unique to you and deserve special
consideration. Old Republic Surety will never use a
computer-based algorithm to determine your success.

COMPANY CONTACT

445 S. Moorland Rd., Ste. 200
Brookfield, Wl 53005

Alan P. Pavlic | (262) 754-8095
appavlic@orsurety.com | orsurety.com

COMPANY HIGHLIGHTS

e A.M. Best rating of “A”

 $50 million contract bond capacity

e Licensed in all 50 states

¢ Writing surety bonds since 1923

e Subsidiary of Old Republic International

PRODUCT HIGHLIGHTS

The FastBond program is designed for

contractors who may need their first bond,

or who only have occasional bond needs.

e | ocal underwriting

® Primarily based on credit score

e |deal for accounts with no formal
financial presentation

e Subjectivity is flexible

e All construction trades

Need help setting up a standard bond program? Having

a standard bond program in place offers contractors a
more nimble approach to bidding on projects and turning
them into profitable outcomes. Prequalification can give a
contractor the opportunity to expedite the bond portion
of the bid process. Understanding the bonding process is
an essential element of a contractor’s growth. If you need
help positioning yourself with the right process in place,
Old Republic Surety can help you get that done.

Old Republic Surety has a bonding option for smaller,

growing contractors through its FastBond program. Based

mostly on credit score, its FastBonds not only offer a
quick, flexible answer for a smaller bond, but it also opens
the door for small contractors wanting to grow.

CONSTRUCTION EXECUTIVE | NOVEMBER 2017
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AVAILABLE IN
ALL 50 STATES

FLEXIBLE,
COMMON-SENSE
UNDERWRITING

FASTBOND 750
PROGRAM

FOR GROWING
CONTRACTORS

www.orsurety.com

$50,000,000 of Bonded Capacity

BRING IT ON!

Old Republic Surety Company has increased its bonding capacity
10-fold since 2004!

With $50 million in capacity, we can handle the bonding needs
of your middle market and larger contractors. The economy is

improving, your customers are growing, and we’re ready!

* ¥
<@ | OLD REPUBLIC INSURANCE GROUP
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HUDSON

[SURANCE GROUF

Hudson Insurance Company

Personalized and Responsive Contract and
Commercial Surety Solutions

r

udson Insurance Company is part of Hudson

Insurance Group, a specialty insurance group

that writes business on an admitted basis through

Hudson Insurance Company and on a non-

admitted basis through Hudson Specialty Insurance

Company and Hudson Excess Insurance Company.
Hudson offers a wide range of property and casualty
insurance products to corporations, professional firms and
individuals.

Hudson Surety is comprised of an experienced group of
underwriters with deep industry knowledge that enables
us to offer creative, personalized solutions to our clients.
We work closely with select agents throughout the United
States to provide superior service.

Hudson Surety provides surety bond products for
standard contract surety, commercial surety and specialty
contract surety. We have the expertise to work with all
types of contractors and the financial strength to grow
with our valued principals.

Regional knowledge of the construction marketplace
has been an important element of our underwriting
approach. Our contract underwriters work closely with
our agency partners to understand our customers’ needs
in order to develop a surety program that supports their
plans. Our client base consists of general contractors, as
well as many specialty trade contractors.

SPECIAL ADVERTISING SECTION

COMPANY CONTACT

100 William St. | New York, NY 10038
Michael P. Cifone, SVP, Surety

(770) 485-4461 | mcifone@hudsoninsgroup.com
hudsoninsgroup.com

... w ’

COMPANY HIGHLIGHTS

¢ Rated A (Excellent) by A.M. Best, FSC XV

e Licensed in 50 states and the District of Columbia
* Treasury listing of $45,316,000

¢ Regional expertise and superior client services
¢ Represented by select surety agents

Exceptional customer service and a broad appetite for
both standard and non-standard risks have driven the
success of Hudson’s transactional commercial surety
business. Our products include all types of license and
permit bonds, custom bonds, public official bonds, court
bonds and miscellaneous commercial bonds.

For contractors that may not fit the underwriting criteria of
the standard surety market, we offer an alternative solution
utilizing tools such as collateral and funds control. We
support the bonding needs of the contractor until they
qualify for our standard surety program and participate in
the SBA Surety Bond Guarantee Program.



The Executive Insights series is
compiled by Donald Berry, national
sales manager for Construction
Executive. For more information on
participating in a future Q&A, email
dberry@constructionexec.com.

Executive Insights

What documentation should a contractor bring to an initial meeting

for establishing a bond limit?

SCOTT PAICE

VICE PRESIDENT, SURETY

FCCl Insurance Group

Remember the
TV show “Name
That Tune,” where
contestants com-
peted to identify
songs in as little

as one note? Well,
that is what it seems like these days
with the advent of “express bond”
programs and limited informational
requirements in this competitive

market.

This may be great news for con-
tractors looking to establish their
first bonding line, but they may be
selling themselves short in the long
run. More information is always
better, particularly when you want
to stretch beyond your past experi-
ences or if you run into any speed
bumps along the way.

At a minimum, contractors
should provide three years of corpo-
rate financial statements, current
personal financials and a con-
tractor questionnaire. Additional
items regularly include aging
schedules of accounts receivable,
work-in-process schedules, bank
line information, résumés on key
personnel and references.

If you really want to develop a
longstanding surety relationship,
be prepared to discuss your current
business plan and resist taking
shortcuts.

ANTONIO C. ALBANESE
VICE PRESIDENT - HEAD OF SURETY
Natignwide

Distinguishing
yourself from your
-l rivals in today’s
highly competi-
tive marketplace
can create new
opportunities

in the public work sector. To be
eligible to bid on public work, you
must obtain bid, performance and
payment bonds. First, you must be
prequalified by a surety that can
establish parameters that will allow
you to bid on this work.

Begin by finding a respected,
professional surety bond agent.
Then be prepared to share your
corporate and personal financial
statements, recent tax returns and a
copy of your bank line. Bring a list
of your largest completed projects,
reference letters, relevant résumés,
supplier contact information and
any other information requested.

He or she will then help you
find the surety that is the best fit
for your goals. After vetting your
background information, your new
surety will establish a single and
aggregate limit for you to pursue
public work.

A long-term surety relationship is
built on trust between both parties.
Take the time to establish a solid
foundation from which to grow.

SPECIAL SECTION:
CONTRACTORS’ GUIDE TO SURETY BONDING

What should contractors
know about purchasing
surety bonding online?

THERESE WIELAGE

VICE PRESIDENT MARKETING
Merchants Bonding Company

The relationship a
construction com-
pany has with its
professional surety
agent and under-
writing company
is one that can
add great value. To secure surety
bonding online without the benefit
of surety professionals is rolling the
dice on quality and value.

A construction firm using online
tools should be sure it is working
with a reputable company. Top
sureties provide easy-to-use online
tools, as well as provide expertise
on things like onerous provisions in
the contracts. Even online, they will
promote a close relationship with a
trusted team of financial advisers,
including a surety agent, under-
writer and construction accountant.
This team will help a construction
company navigate the complexities,
protect itself from risks, and help
the company with smart growth
that is profitable, sustainable and
compliant with the ever-changing
regulatory climate.

To be pointed to reputable
resources that provide easy-to-use
online tools, look to the mem-
berships of The Surety & Fidelity
Association of America and the
National Association of Surety
Bond Producers.
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In what way does surety bonding
protect subcontractors and
suppliers working on a project?

ALAN P. PAVLIC

PRESIDENT & COO0

Old Republic Surety Company

_ First, the require-
ment of surety
bonding provides

some assurance to
subcontractors that
there is sufficient
financing for the
project. Most
surety underwriters will undertake
some due diligence to ensure that
there is adequate financing in place.
A savvy subcontractor and its surety
will understand that the general
contractor’s surety has reviewed

this issue and concluded that, in

its opinion, satisfactory evidence of
financing of the project is in place.

The primary protection for
subcontractors on a bonded project
is the payment protection offered
by the payment bond. This is not
an unconditional guarantee of
payment, nor should it be. As long
as the subcontractor/supplier can
document its claim and comply
with any statutory notice require-
ment and any notice requirements
in the payment bond (subject to
any contract defenses of the general
contractor), the payment bond will
respond to the claim.

The performance bond guaran-
tees, under certain circumstances,
that the project will be completed
and the subcontractor/supplier will
be able to count on that profit at
completion.

Is it helpful for a construction
business to have a dedicated risk
manager?

KEVIN WALDRON
SENIOR VICE PRESIDENT
Director, Construction
Chubb

It is helpful, but
various consider-
ations can affect
how and by whom
risk is managed
within a construc-
tion company.
How much of a
construction company’s resources
are dedicated to risk management
may depend on its revenue, geo-
graphical footprint, complexity of
work and particular construction
discipline.

Everyone in a construction
company participates in the risk
management process at some level;
however, the larger a company is,
the further it ventures away from
“home,” the more complex and
risky its projects are. In addition,
the type of work the company
performs itself and through others
has an impact on the need for dedi-
cated risk management resources.

In a smaller, local company,
the CFO may perform the risk
management functions. But as a
company grows, it may be nec-
essary for it to add someone who
specifically handles these functions,
such as prequalifying subcontrac-
tors, managing the insurance and
surety relationships, and obtaining
the insurance coverages and surety
bonding program for the company.

How can construction project
stakeholders resolve disputes
efficiently?

MICHAEL A. MARRA

VICE PRESIDENT CONSTRUCTION
DIVISION

American Arbitration Association
Most construction
clients expect the
arbitration process
to be fast and cost
effective.

In response to
that, the American
Arbitration
Association’s” (AAA) Supplementary
Rules for Fixed Time and Cost
Construction Arbitration, devel-
oped in conjunction with the
National Construction Dispute
Resolution Committee, were
designed to give owners, contrac-
tors and construction professionals
confidence that disputes will be
resolved quickly and effectively.

These rules give parties the ability
to consistently determine the time
it will take from filing a demand to
receiving an award, as well as fore-
casting the budget for this process.

By using the Supplementary
Rules, parties can calculate:

* maximum number of days to
complete the total arbitration
process;

* maximum number of hearing
days the arbitration will run;

e arbitrator costs throughout the
arbitration process; and

e AAA case administration fees.

The rules complement AAA
programs for effective mediation,
arbitration and dispute avoidance. To
learn more, visit adr.org/construction.



How do changes to AlA’s principal
A201 document impact contract
language regarding bonding?

KENNETH W. COBLEIGH

MANAGING DIRECTOR AND COUNSEL
The American Institute of Architects
The new Insurance
and Bonds Exhibit
is the single most
significant revision
to the AIA con-
tract documents.

It allows flexibility

in developing

project-specific insurance and bond
requirements. The exhibit pro-
vides details pertaining to required
coverages, prompts the parties to
consider various optional coverages
and encourages discussion between
parties.

Article 11 of the A201 also was
revised substantially in conjunc-
tion with the development of the
exhibit. One notable revision to
Article 11 is at section 11.1.2,
which now requires that the bonds
be purchased and maintained from
a company or companies lawfully
authorized to issue surety bonds in
the jurisdiction where the project is
located.

This change was made in
response to a comment made
by the National Association of
Surety Bond Producers, one of
the industry groups that reviewed
A201-2017 during the revision
cycle. The revision was made to
help ensure that project bonds are
issued by adequately capitalized and
viable sureties.

SPECIAL SECTION:
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What are sureties looking for when underwriting for a construction
company that may experience sudden growth?

MICHAEL P. CIFONE

SENIOR VICE PRESIDENT — SURETY
UNDERWRITING

Hudson Insurance Group

Sudden growth,
when anticipated,
can be a very prof-
itable opportunity
for a contractor.
The surety looks
for the reasons
behind the growth,
as well as the infrastructure that is
in place to execute the new growth.

Planned growth with known
owners or general contractors in
familiar territories is preferred.
Contractors venturing out to new
owners in unfamiliar territories
usually raise concerns for the surety.

The surety also looks to see that
the contractor has sufficient qual-
ified personnel in place to oversee
the new work. Adequate project
supervision and skilled labor
continues to be an issue in today’s
construction market. The surety is
also concerned about the contrac-
tor’s estimating skills and ability to
maintain expected profits through-
out the project.

Most contractors are not
struggling to find work in this
environment; instead, the struggles
are seen in properly staffing their
projects and executing projects in a
timely manner.

BILL WATERS

VP CONTRACT UNDERWRITING

CNA Surety

Liquidity and the
capacity to staff
and manage the
work are essential
to successfully han-

&

dling rapid growth.
] The biggest mistake
a surety can make
is bonding more work than a con-
tractor can fund and manage.

Growth consumes cash, and
rapid expansion requires liquidity.
Regardless of the profit potential
that growth offers, a significant dis-
ruption in cash flow can be a death
knell for a contractor.

But opportunity and cash are
not enough to guarantee suc-
cess. Without the right people
to manage the work and provide
financial oversight, more work
means much more risk. Contractors
frequenctly cite finding quality
people as the biggest challenge they
face in today’s market.

Successful contractors were able
to right-size their organizations
to cope with the recession, but an
even bigger challenge is whether
they can effectively staff up to take
advantage of the growth opportu-
nities that the recovery cycle offers.
Revenue growth is tempting, but
if it’s at the expense of the bottom
line profits, is pursing rapid growth
really worth the risk?

[y
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What are sureties looking for when underwriting for a construction company that

may experience sudden growth?

MIKE MITCHELL

VICE CHAIRMAN AND PRINCIPAL
Graham Company
I Sureties are look-

ing for three core
fundamentals that
are particularly

important for a
construction com-
pany experiencing
rapid growth.

First, you need a strong balance
sheet showing equity in the com-
pany, liquidity driven by good cash
flow and accounts receivables that
are consistently current.

Equally important, sureties value
depth and experience for principals
and senior management. Its critical
to showcase that the company has
built a track record for delivering
projects on time and on budget.

Lastly, the support of a banking
institution gives surety companies
an additional level of comfort. As
a construction company grows
quickly and takes on a higher
volume of projects, potentially with
additional complexities, a suffi-
cient line of credit readily shows
there is a cushion in place should
issues arise with payment or project

delays.

MIKE SPECHT
VICE PRESIDENT — SURETY
INSURICA

Sureties are conser-
vative by nature,
so they appreciate
a heads up about
sudden growth in
job size or backlog.
An understanding
of the contrac-
tor’s thinking about managing the
sudden growth, via a plan, will
assist the bonding company.

If the growth is in the con-
tractor’s sweet spot (i.e., familiar
owners, type of work and territory),
the surety will look at this more
favorably and stretch farth
r. Bonding companies would prefer
that contractors proceed with
caution with new owners, types of
work and territories.

As we all know, growth eats
cash. It’s used to start new work,
hire new people, purchase new
equipment and pay down debt.
Accordingly, the surety will want to
make sure the contractor’s working
capital keeps pace with its growth.

If the contractor’s balance sheet
already supports the jobs and
backlogs that are targeted, working
capital won’t be an issue. If analyzed
working capital doesn't support
where the contractor is headed,
the surety will want profits to be
retained in the company to main-
tain an adequate working capital to
backlog ratio.

CLINT DIERS

SENIOR VICE PRESIDENT

Marsh & McLennan Agency

Sureties prefer

to see firms take
on growth in a
gradual, calculated
manner. Doubling
or tripling volume

in one year is of
major concern, and
as history indicates, too much too
quick can lead to a disastrous end
result. Sureties thoroughly evalu-
ate these opportunities and their
potential impact on the organiza-
tion when underwriting to support
a significant increase in backlog.

Can the firm effectively manage
the new work? The contractor
should be able to answer this
question internally and prepare for
a detailed discussion demonstrating
the experience, systems, people and
resources required to manage the
increased obligations successfully
and profitably.

Equally important: Is sufficient
capital and liquidity in place to
cover the inevitable cash flow
challenges that often accom-
pany multiple project starts and
increased volume? The surety will
look for larger than normal liquid-
ity reserves and banking support
to cover a potential cash strain. In
most markets across the country,
project opportunities are abundant,
yet labor, schedule and margin
pressure remains a concern.
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What insights can you offer to contractors seeking to increases their bonding

capacity to bid on larger government projects?

HENRY W. NOZKO, JR.
CHAIRMAN, PRESIDENT & CHIEF
EXECUTIVE OFFICER

ACSTAR Insurance Company
Patience and mod-
eration can pave
the way for greater
bonding capacity.
Avoid excessively
high requests and
demonstrate a quo-

tient for consistency.
For example, if the largest
prior project your organization

completed is $500,000, don't ask
for a $5 million bond. That will
likely result in a declination and
might scare the underwriter. Your
next bigger bond request should
probably not be more than about
twice the size of the largest prior
completed project (in this example,
$1 million).

If your surety declines such a
request, you most likely could
find another surety to approve
the higher bond amount. A fresh
review from a new surety could

take a week to a month depending
on the size and complexity of your
organization and the surety con-
ducting the review.

But be careful; a record of hop-
scotching around can spook a new
surety.

If the $1 million bonded proj-
ect gets approved and successfully
completed, it could be the bridge
to a $2 million bond approval and
so on.

Patience and constraint will get
you there.

Combining an understanding of the legal

and practical issues impacting sureties with

unparalleled construction experience

Peckar & Abramson, P.C.

C O UN S E L T O T H E C ON S TR UCTI ON I NDWUSTRY

RIVER EDGE NJ
CHICAGO, Il

LOS ANGELES, CA
DEVON, PA

NEW YORK NY
OAKLAND, CA

MIAMI, Fl
AUSTIN, TX
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DALLAS, TX HOUSTON, TX

WWW.PECKLAW.COM
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Aging Infrastructure
Projects Call for Surety
Bonding Protections

BY ROBERT MURRAY

t a time when local, state
and federal government
budgets are under mount-
ing pressure, allocating
the resources to refurbish
America’s aging infrastruc-
ture—the roads, bridges, railways,
airports, water systems, pipelines

and other components upon which
our economy depends—is an
increasingly difficult challenge.
However, the deplorable state
of much of the nation’s vital
infrastructure, which earned a D+
grade from the American Society
of Civil Engineers (ASCE), can no

longer be ignored. It is becoming
an increasing drag on business
productivity, as well as negatively
affecting the convenience and safety
of individual Americans.

As a result, a growing number
of decision-makers are looking to

public-private partnerships (P3s)

Shutterstock.com
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to answer pressing infrastructure
needs. In recent times, P3 arrange-
ments have enabled the successful
completion of many high-profile
builds around the nation, such as
the new tollway express lanes of the
LBJ expressway in Texas and the
Rapid Bridge Replacement Project
in Pennsylvania.

Given that budget proposals in
the $1 trillion range for infrastruc-
ture rebuilding programs are being
discussed in Washington, D.C.,
the potential for a nationwide
surge in P3 projects could present
many contractors with significant
business opportunities. But an
infrastructure rebuilding boom also
may result in more complex risk
transfer challenges alongside those
normally baked into any major
construction program.

No matter how experienced a
contractor may be in taking on
traditionally financed public proj-
ects, winning a P3 infrastructure
bid requires heightened aware-
ness of the financial and political
environment during all phases,
from contract to completion. Risk
allocation among multiple stake-
holders, and the resulting complex
interdependence of contractual
relationships, remain key challenges
on all P3 projects. Contractors
actively pursuing such opportu-
nities should make it standard
practice to seek the assistance and
insights of a professional surety
team at the earliest stages, even as
early as the REQ/RFP phase.

Bonding requirements have
helped assure the completion of
public infrastructure contracts for

many decades and will continue to
do so going forward. A surety bond
is among the most time-tested
methods of providing security
for infrastructure rebuilds. They
have much to offer to contractors,
government entities and taxpayers
in terms of protections.
Construction is an inherently
risky business, especially large-
scale, mission-critical infrastructure
projects. A variety of factors can neg-
atively impact the completion of a
specific assignment. One such factor
could be as simple as the selection of
a contractor lacking adequate expe-
rience or financial resources for the
scale and type of project being built.
A well-crafted surety bond
strategy delivers risk mitigation
advantages in two key areas. First,
due to the in-depth prequalification
process typically associated with
the underwriting of performance
bonds, contractors that may lack
the proven capability for success-
fully completing a particular type
of infrastructure program (such as a
bridge or highway overpass) may be
eliminated from consideration earlier
in the planning phase. This can help
provide greater assurance to deci-
sion-makers assigning the project.
Second, payment bonds provide
greater economic security for local
subcontractors and suppliers, which
are often small business owners
unable to absorb non-payment on
a P3 infrastructure project. While a
P3 contract transfers construction
financing risk to private entities,
the project remains public property
and mechanics’ liens are not typi-
cally an option to protect against

non-payment. In the absence of
mechanics’ lien rights, payment
bonds help provide assurance that
laborers, subcontractors and sup-
pliers will be paid for work and
materials even when a potential exists
for unanticipated interruptions in
private financing of public property
P3 ventures.

Ultimately, surety bonds help
ensure contract completion in
compliance with the contract terms,
protecting the interests of taxpayers
and investors should a contractor
default. The right surety team can be
a major asset to a contractor under-
taking a complex P3 infrastructure
project. Experienced surety under-
writers can help contractors navigate
the nuances of the P3 procurement
process and the complex relation-
ships that exist between public and
private stakeholders. Because they
understand the continuum of risks
associated with P3 projects, they can
act as advocates for the contractor
and for the project overall. They also
can provide assistance in identifying
project risks and can tailor bond lan-
guage to meet the needs of various
stakeholders, including concession-
aires, lenders and rating agencies.

With the nation calling for
urgent action on vital infrastructure
improvements, rebuilding programs
financed by P3 solutions are likely
to grow in number, scope and cost.
The surety industry will play an
ongoing role in helping to rebuild
America in the years ahead. [6E

Robert Murray is global head of surety
at Zurich Insurance Group. For more
information, visit zurichna.com.
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A Capitol Hill and State
Legislative Update

BY LENORE MAREMA AND LAWRENCE LECLAIR
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uring his campaign for the
presidency, one of Donald
Trump’s key initiatives was a
$1 trillion 10-year infra-
structure spending package
with funding from private
investors and the federal govern-
ment. Specifically, financing from
private investments would secure
public-private partnership (P3s)
agreements to help address the
nation’s infrastructure problems.
President Trump recently has
moved away from P3s by ques-
tioning their effectiveness, and
the administration’s focus for the
remainder of 2017 will be on tax
reform. As such, all signs seem to
point to the unveiling of an infra-
structure plan in early 2018.
However, states are not waiting
for Congress to act. Eight states
increased their gas tax this year to
fund needed infrastructure projects,
and 26 states have raised their gas
tax in the last four years. But state
budgets are tight for the foresee-
able future, leaving little room for
significant increases in spending.

Federal Activity

Rep. Nydia Veldzquez (D-N.Y.)
sponsored an amendment to the
House version of the FY 2018
National Defense Authorization

Act (NDAA) that exempts the
Federal Miller Act from required
indexing of the bond threshold for
inflation. Periodically increasing
the Miller Act threshold means
that subcontractors and suppliers
on federal construction projects
will have no payment protection
on increasingly larger projects.
Members of the Construction
Industry Procurement Coalition
signed a letter in support of the
Veldzquez amendment and deliv-
ered it to the chairmen and ranking
members of the House and Senate
Armed Services Committees.

The annual defense spending bill
is being reconciled in conference
committee and is expected to reach
the House and Senate floors some-
time in December.

A provision included in S.1320,
the Senate’s version of the Federal
Aviation Administration (FAA)
Reauthorization bill, establishes
P3 agreements for the construc-
tion and renovation of general
aviation (GA) facilitates, but it is
silent on surety bond requirements.
There was interest in the Senate to
consider bonding requirements,
but Congress was unable to
reach a compromise on the FAA
Reauthorization bill prior to the
Sept. 30 funding deadline.

Subsequently, Congress approved
a short-term extension to fund the
FAA through March 30, 2018.
Discussion among members of
Congress regarding the importance
of including bonds for P3 agree-
ments for the construction of GA
facilities will resume next year.

On the regulatory side, the Small
Business Administration’s Office
of Surety Guarantees established
regulations to:

* increase the guarantee
percentage in the Preferred
Surety Bond Program from 70
percent to not more than 90
percent;

e increase the contract amount
for its Quick Bond Application
from $250,000 to $400,000;
and

* raise the threshold change
order notice requirement from
$100,000 to $500,000.

Finally, the construction indus-
try awaits the release of proposed
regulations to address the recent
statutory changes adopted in the
FY 2016 NDAA that restrict the
types of assets that individual
sureties can provide to secure their
bonds on federal construction con-
tracts. The industry anticipates that
these regulations will be released in



the fall and will include a 60-day

public comment period.

State P3 Activity

This year, half of the states con-
sidered legislation authorizing P3s
or expanding existing authority to
use P3s. Even though procurement
methods have evolved, construction
remains a risky business, making
the protections that surety bonds
provide for taxpayers’ investments
and the payment guarantees for
subcontractors and suppliers just as
relevant and important in P3s.

Most new P3 laws enacted in the
past five years require bonding of
any construction, and that trend
continued in 2017. The Arkansas
and Oklahoma legislatures enacted
legislation providing guidance on
the terms and conditions for a P3,
which require consideration of
bonding. In Arkansas, regulations
were promulgated that require
bonding. In Oklahoma, the Little
Miller Act was amended in 2012 to
require bonding in P3s for con-
struction on public land funded
with public money, so bonding
already is required.

Connecticut extended the
authority for a P3 pilot project
under an existing law that requires
bonding for the P3s. Kansas
enacted a new law to require
contractors to provide payment and
performance bonds in public works
projects under a P3. Louisiana
now allows the Regional Transit
Authority to use P3s, which must
follow the bonding requirements
for any other transportation

project. Nevada authorized coun-
ties with a population in excess of
700,000 to use P3s for transporta-
tion projects under a new law that
provides that payment and per-
formance bonds may be required
under the P3 agreement. It remains
to be seen how that law will be
implemented.

Oregon now allows the Port of
Hood River to use private partners
in tollway projects and requires any
P3 to comply with prevailing wage
and bonding requirements. Utah
amended its procurement code to
include P3s as another method of
delivery for state and local public
works projects, leaving bonding
and other requirements applicable
to P3s. West Virginia extended
the authorization for the Division
of Highways to enter into P3s for
transportation facilities, which was
set to expire this year.

With the Trump administration
signaling that an infrastructure
bill in Congress would include
leveraging of private funds, federal
financing and grants, as well as
direct funding, states without P3
authority may seek a P3 law in
2018 to assure their participation in
any new federal program.

State Bond Thresholds

Three states considered raising their
bond threshold to $150,000. North
Dakota and Washington raised
their threshold to $150,000, while
negotiations in New Hampshire

led to an increase in the state

bond threshold from $35,000 to
$75,000 (and to $125,000 for local
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governments). As more states look
to the Miller Act thresholds, sub-
contractors, suppliers and workers
will work on larger jobs without
payment protection. This makes
eliminating the indexing of the
Miller Act all the more important.

In other action, a new law in
Idaho established a $50,000 bond
threshold for public building and
public works projects. There was
no bond threshold under prior
law. Indiana now allows state
educational institutions to waive
bonds for projects under $500,000.
Wisconsin eliminated the bien-
nial indexing of its state and local
bond thresholds for inflation. The
new law freezes the state bond
threshold at $369,000 and the
local government bond threshold
at $148,000. The thresholds were
scheduled to increase to $413,000
and $165,000, respectively.

Local governments in Virginia
sought to waive existing prequal-
ification requirements for any
projects under the $500,000 state
bond threshold. A compromise
was reached to waive bonds only
for Class A contractors and for no
more than 10 contracts annually
between $100,000 and $300,000.
The waiver provisions expire ]uly 1,
2021. (&£

Lenore Marema is vice president of
government affairs for The Surety

& Fidelity Association of America
and Lawrence LeClair is director

of government relations. For more
information, email Imarema@surety.
org or lleclair@nasbp.org.
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Filling the Surety Industry’s
Generation Gap

BY SCOT ALBRINCK AND COLIN LENGYEL

ord of the construction

industry’s labor shortage

is being heard loud and

clear: Two-thirds of U.S.

contractors are having a

hard time finding qual-
ified workers and possess a virtually
nonexistent backfill of young talent
entering the industry. But what about
the surety professionals working
behind the scenes? Are they facing
the same challenges?

They are indeed. Both surety
companies and agencies have a short
pipeline of talent, with companies
and headhunters alike struggling to
fill well-compensated positions for
strong corporations. To add to the
dilemma, the large generation gap
in the surety and insurance industry
forces companies to choose between
an individual who has perhaps five
to seven years left of their career and
a younger, mostly unproven (yet
more motivated) individual to drive
their business into the future.

Keeping in mind that a large
portion of surety business doesn’t
frequently move (and long-term
relationships reign), this presents a
large question mark.

“Starting in the late 1990s and
continuing through the 2000s, the
insurance industry was largely for-
gotten as the hot ticket, with college
graduates centered around Wall Street

and the booming tech environment,”
says Randy Noah, vice president
of surety at Cincinnati-based
AssuredPartners. “The insurance
industry did a poor job of recruiting,
training and retaining surety and
insurance professionals during this
time. Now, as the industry once
again seeks talent, it is important to
remember that insurance remains
a strong and vibrant industry with
immense opportunity in both the
sales and underwriting arenas.”
Qualified applicants currently
trade back and forth among compa-
nies—looking for a change in scenery,
upward mobility or perhaps a mon-
etary increase. When an individual
leaves one company, the incumbent
company is often left scrambling to

retain the business and begin the long
process of hiring the right replace-
ment, imposing an extra burden on
others within the organization to pick
up the slack in the interim.

Job openings often can last a year
or more. Combine that with “job
hopping” becoming more normal-
ized, and the backfill becomes more
important than ever.

With a lack of formal surety
education (many in the industry will
describe how they “fell” into the field
as opposed to choosing it), surety
knowledge is largely gained by way
of a finance or accounting major,
on-the-job training and reading
technical books. The pipeline for tal-
ented individuals begins post-college,
making early recruitment difficult.



Finding Talent

So where is talent found, and how
does the surety industry go about
avoiding another wave of the 20-year
gap between the future leaders (with
the majority now in their 30s and
early 40s) and incoming industry
talent? Encouraging new employees
to participate in local and national
surety and insurance organizations,
and establishing mentoring relation-
ships between surety professionals
and insurance professionals, may
provide key opportunities.

Now is the time to address educa-
tional involvement by collaborating
with business and construction
school programs. For example, a
surety professional can volunteer to
speak on behalf of the industry at
colleges offering finance, business
and accounting tracks to spark some
interest in students who may not
otherwise have a clear career path.

Presentations for students are
available for download on the Surety
Information Office website (sio.org).

In addition, getting students
started early with internships (both
high school and college) provides
a path to future employment. Just
don’t forget to involve them in more
interesting parts of the job, not
just mundane tasks such as typing
reports and entering WIP schedules.

Once those students are interested,
encourage them to leverage their
vast alumni networks at colleges and
universities throughout the coun-
try—providing another business
opportunity for not only themselves,
but for the company as well.

This year at the Gamma lota
Sigma conference in Dallas, The

SPECIAL SECTION:

CONTRACTORS’ GUIDE TO SURETY BONDING

Surety & Fidelity Association of
America (SFAA) expanded its
efforts to recruit on behalf of the
industry. Gamma lota Sigma is an
international business fraternity for
students of insurance, risk manage-
ment and actuarial science. Special
webpages were created with links to
member companies’ recruiting web-
sites and two industry professionals
delivered a presentation to explain
the role of a surety professional. The
event was a success and SFAA looks
forward to expanding its efforts in
the future.

Mentoring Through Local and
National Organizations
Industry groups such as SFAA and
the National Association of Surety
Bond Producers, along with several
local surety and construction
groups, serve the interests of the
industry well and provide opportu-
nities beyond daily work life. Active
involvement in these organizations
can be a targeted effort on the part
of surety companies and agencies
alike; don’t wait until employees are
five years in to get them involved.

Individuals willing to immerse
themselves in the field provide a
voice for the industry; plus, they
are much more likely to stay in the
field and advocate on the industry’s
behalf. It’s no secret that employee
engagement is one of the keys to
retention, and these groups provide
yet another avenue toward achiev-
ing this goal.

Collaboration and mentoring
are great tools for senior leaders to
educate the industry and ensure
business continuity. The Mentoring

Quick Guide was developed by
the SFAA Diversity & Human
Resources Advisory Committee’s
Learning & Development Work
Group. This toolkit, available at
surety.org, has comprehensive
information focusing on four
areas: leadership commitment and
organizational accountability, talent
acquisition strategies, learning and
development, and engagement and
networking.

From a surety perspective, while
some agencies and brokers have
dedicated surety departments and
experienced surety producers, not
all of them have the knowledge
or the resources to provide formal
bond training, yet most agencies
still handle bonds. Mentoring helps
agencies become more successful
and well-rounded while expanding
their role as a full-service fiduciary.

Preventing another talent gap in
the surety and insurance industry
will, like most things, take time
to develop. A concerted effort by
carriers and brokerages to prospect,
develop and maintain a steady pool
of talent is just as necessary as it is
on the construction side.

The more proactive the industry
can be with its recruitment and
training, the less scrambling will
need to be done. In effect, the gen-
erational gap in the surety industry
will only be addressed by eliminat-
ing its existence down the road. €

Scot Albrinck and Colin Lengyel are
bond managers with Old Republic
Surety Company, Brookfield, Wis. For
more information, email salbrinck@
orsurety.com or clengyel@orsurety.com.
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The Power of Partnership:
Choosing the Best Surety
Agent for the Job

BY SCOTT PAICE

hanks to several years of
favorable industrywide
results, there is plenty

of capacity in the surety
marketplace. Carriers and
agents are aggressively

competing for contractors” business.

Most companies have probably
received numerous solicitations
from agents and brokers near and
far, via the internet, promising
larger programs, better terms and
lower rates.

In today’s soft market envi-
ronment, practically any licensed
insurance agent can help a firm
obtain bonding. It is a buyer’s
market right now and a great
opportunity for contractors to
establish their first bond line or
reevaluate their current situation.

As with any relationship, choose
a partner carefully. A professional
surety bond producer can be a con-
tractor’s most trusted and valued
ally.

For firms that are new to surety
or who are considering a change,
following are several questions to
consider.

Does the agent truly listen and
care about the business?

Have they invested their time
to understand the company’s
business plans and specific
needs?

Can they be trusted to keep
financial information and bid
estimates confidential?

Is the agent part of the
company’s inner circle when

it comes to providing strategic
advice?

Is the agent always available
when needed? Do they have
sufficient support staff?

Do they execute and deliver bid
and performance bonds in a
timely and accurate manor?

Do they have multiple surety
markets available to them?

Do they do enough business
and have enough clout within
those markets?

Have they matched the
company with a surety that best
fits its needs, not just their own?
Do they have a backup market
in place for the company’s
account?

* Do they anticipate the
company’s needs?

* Do they help review
contract documents and bid
specifications?

* Do they help identify and
resolve onerous contract
provisions?

* Do they have experience and
advice in handling a surety
claim situation?

* Can they make introductions to
other customers, subcontractors,
suppliers and business owners?

* Can they identify and
introduce other professional
service providers, such as
certified public accountants,
construction attorneys, industry
experts and safety professionals?

* Are they active and invested
in community and charitable
organizations?

* Are they invested in industry
associations, such as Associated
Builders and Contractors?

Many Options to Choose From
Practically all contract surety carri-
ers deal with licensed property and
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casualty agents or brokers as their
sole distribution channel. Most of
these agents are independent and
represent one or more carriers.
There are literally thousands of
agents and brokers, although there
has been a tremendous amount

of consolidation during the past
several years. The individual the
contractor is dealing with is just as
important (if not more) than the
organization for which he or she
works.

While the universe of licensed
agents is vast, the number of agents
or brokers that specifically specialize
in surety is much narrower. Some
of the best agents were once under-
writers on the carrier side and can
guide contractors with firsthand
experience and perspective. There
are also many “bond only” agents
who do not deal with other insur-
ance coverages and specialize only
in bond placements and service.

A good resource for surety
bond producers and information
is nasbp.org, the website for the
National Association of Surety
Bond Producers (NASPBP), which
helps members stay informed on
current issues and educational
opportunities.

Whether a contractor selects
a small local agency, a national
broker, an NASBP member, a
specialist or a generalist, one size
does not fit all and there is no
right or wrong answer. The best fit
typically comes down to who works
the hardest for the company and
who that company likes and trusts
the most.

‘ ‘ A professional surety bond
producer will not push program
parameters that cannot be sustained.

Buyer Beware

Contractors need to be wary of
prospective agents offering to “over-
serve” them. While it is tempting
to hear offers to double or triple

a bond program, these are often
short-term, attention-grabbing
enticements. If it sounds too good
to be true, it probably is.

A professional surety bond
producer will not push program
parameters that cannot be sus-
tained. With skilled labor in short
supply and rising materials and
health care costs, one of the biggest
risks today could be biting off more
than you can chew.

True program parameters
should be based on the company’s
past experience and its financial
wherewithal, not the whim of
the competitive marketplace and
aggressive marketing.

Annual Review

Available bond line capacity is

a contractor’s lifeline. Program
parameters and underwriting appe-
tites can change each year, or even
throughout the year, so it is import-
ant to know where the business
stands with its surety provider at all
times. The agent should be on top
of this to ensure there are no dis-
ruptions throughout the year. This
works both ways; the contractor

needs to provide timely and accu-
rate information as well.

Material decisions or changes
should be discussed with the surety
agent before they are implemented.
If the agent is afraid to ask or relay
questions or concerns, it could
result in a roadblock at the most
inopportune time and may cost the
contractor the ability to make that
last-minute bid and obtain work.

An agent should schedule annual
meetings (for active accounts) with
the surety underwriter. A face-to-
face meeting can go a long way to
improve both parties’ comfort level.
The agent should coach the con-
tractor prior to any meeting and be
an active participant in the discus-
sion. It is their job to represent the
contractor in the best possible light
and make recommendations to
maximize the firm’s bondability and
profitability.

A strong surety producer can be a
powerful partner and an invaluable
member of a contractor’s core team.
Choosing the right surety partner
can be one of the most important
business decisions a contractor

makes. [6E

Scott Paice is vice president of surety
for FCCI Insurance Group. For more
information, email spaice@fcci-
group.com.
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Bonding as an

Empowerment Tool

BY JOANNE BROOKS

t’s a fact: Small businesses are

the backbone of the American

economy. And surety bonding

is the lifeblood of any successful

contractor, regardless of size.

Another fact: Construction is

risky business. Contractors often
face a myriad of challenges during
the life cycle of a construction
project.

Recognizing these facts, the
United States government has
required surety bonds on public
works projects since 1894, and
increasingly, many prime and
general contractors use bonds for
prequalification and the payment
and performance assurance on pri-
vate work. There is no doubt that
surety bonds protect taxpayer and
owner dollars, as well as ensure that
subcontractors and suppliers (that
properly perform work) are paid.

Yet, when bonding is mentioned
to small, emerging or minority
contractors, there can be a great
deal of trepidation and a sense of
defeat. The simple truch is that
the requirements needed to run
a strong, thriving business are
the same requirements needed to
become bondable.

The Surety & Fidelity
Association of America (SFAA) is
leading the effort to educate small,
emerging and minority contractors

Angela Berry Robinson (right), director of diversity contract compliance for Ferrovial Agroman US
Construction Companies, Joanne Brooks, and Kai Earle-Marion (left), DBE manager at The Lane
Construction Corporation gather at SFAA's Construction Diversity & Inclusion Summit 2.0 in Washington, D.C.

Angela Berry Robinson (right),
director of diversity contract com-
pliance for Ferrovial Agroman US
Construction Companies, Joanne
Brooks, and Kai Earle-Marion
(left), DBE manager at The Lane
Construction Corporation gather
at SFAA’s Construction Diversity
& Inclusion Summit 2.0 in
Washington, D.C. on why bonding
matters, and changing the conver-
sation from bonding as a barrier to
bonding as an empowerment tool
that leads to controlled growth, job
creation and legacy wealth.
Successful contractors understand
that construction is risky business
and that risk mitigation includes

not only achieving excellence in
one’s craft, but also handling the
back-office issues of accounting,
engineering, human resources and
law. A surety professional helps con-
tractors determine their strengths
and weaknesses. Bonding benefits
small contractors by ensuring pay-
ment, but also because the bonding
process helps businesses understand
their viability.

One benefit of a surety is that it
can provide objective analysis of a
contractor’s business and financial
health. Sureties are likely to say
“no” if a particular project is out of
a contractor’s area of expertise, if
it is not in their interest to pursue



When you have a solid foundation of experience by your side,
there’s nowhere to go but up.

www.chasurety.com

KNOWLEDGE AND SUPPORT ARE ALWAYS AN ADVANTAGE.

CNA Surety stands alongside contractors and subcontractors at every step of the bonding process to help them better manage their
risks. Through our strong relationships with brokers and independent agents located in all 50 states, Puerto Rico and Canada, we offer
a full range of products, including Bid, Performance and Payment bonds for contractors, as well as Commercial bonds for customers
ranging from individuals and small businesses to Fortune 1000 companies. All backed by the financial strength of the CNA Insurance
Group and highly rated for financial strength by all the major independent rating agencies.

To learn more, contact your independent agent CNA SURETY
or visit www.cnasurety.com.

One or more of the CNA companies provide the products and/or services described. The information is intended to present a general overview for illustrative purposes only. It is not intended to constitute a binding
contract. Please remember that only the relevant insurance policy can provide the actual terms, coverages, amounts, conditions and exclusions for an insured. All products and services may not be available in all states
and may be subject to change without notice. Use of the term “partnership” and/or “partner” should not be construed to represent a legally binding partnership. “CNA" is a service mark registered by CNA Financial
Corporation with the United States Patent and Trademark Office. Certain CNA Financial Corporation subsidiaries use the “CNA" service mark in connection with insurance underwriting and claims activities.

Copyright © 2017 CNA. All rights reserved. AD018M




CONSTRUCTION EXECUTIVE | NOVEMBER 2017

~J

SPECIAL SECTION:
CONTRACTORS’ GUIDE TO SURETY BONDING

the work, or if a contract contains
unfavorable terms and conditions.
A surety looks beyond just winning
work—focusing instead on viabil-
ity and profitability, and helps the
contractor consider what risks a
particular project might pose.

Because surety professionals have
the pulse of the marketplace, they
can provide invaluable insights. The
surety also is keenly aware of what
factors lead to contractor distress
and failure. The surety looks at
the broad picture, not at just one
project. It can assess the risk and
determine if risk-shifting makes
sense for the contractor, given the
company’s financials and perfor-
mance record.

When a conflict arises, the sure-
ty’s services are invaluable because it
can independently assess the situa-
tion in pursuit of the best outcome.
The surety wants the contractor to
complete its work, and it often only
takes the surety being there to assist
with cash flow or other support
to help the contractor through a
short-term crisis. The strength of
the surety’s balance sheet stands
behind the contractor, ensuring
that projects get completed and
bills get paid on time.

The surety industry has a long-
standing commitment to assisting
small, emerging and minority con-
tractors with becoming sustainable
contractors. The SFAA developed
the Model Contractor Development
Program” (MCDP) in 2000 to
give disadvantaged contractors the
educational and practical tools nec-
essary for them to become successful
business owners and bond ready. The
MCDP consists of an educational
component and bond readiness

component, during which partici-
pants work one on one with surety
professionals to get their finances and
bond applications in order.

In 2010, the SFAA partnered
with the U.S. Department of
Transportation (DOT) to imple-
ment the Bonding Education
Program to assist Disadvantaged
Business Enterprises (DBEs) in
becoming bond ready and meeting
requirements to bid on and win
transportation-related construction
and services contracts. Through
these programs, contractors learn
to develop a trust-based relation-
ship with a licensed surety, become
bondable, and have the ability to
successfully bid on contracts and
win profitable work. Since 2010,
the SFAA has held more than 100
Bonding Education Programs, and
contractors have achieved approxi-
mately $700 million in bonding.

The federal government’s com-
mitment to small, emerging and
minority contractors is further
exemplified in the Small Business
Administration’s (SBA) Bond
Guarantee Program. Working in
conjunction with the surety indus-
try to assist these contractors, the
program has historically provided
surety bond guarantees between 70
percent to 90 percent to participat-
ing sureties on qualified, yet more
risky businesses. The law changed
recently, and now the bond guar-
antees are up to 90 percent. In the
SBA program, sustainable con-
tractors are developed through the
combined effort of private industry
and public support.

Recently, the SFAA held its
Construction Diversity & Inclusion
Summit 2.0 in partnership with the

Airport Minority Advisory Council,
and featuring the National Forum
for Diversity in Construction. The
SFAA and its partners recognize
that small and emerging contractors
benefit the most from the bonding
process when it is tied to pro-
curement opportunities. Working
with prime contractors, the SFAA
is steadily increasing the pool of
qualified DBEs that are capable of
bonding and participating in the
building of American infrastructure.

The summit also highlighted
private owners that understand the
benefits of bonding and are focused
on empowering contractors to take
advantage of job opportunities. For
example, Johns Hopkins University
has provided educational oppor-
tunities for contractors to learn
how to build strong businesses and
achieve bondability.

Because obtaining bonding is a
ongoing process, taking advantage
of education opportunities will ben-
efit contractors for years to come.
Once a contractor understands the
fundamentals, it can begin to grow
in a measured and sustainable way.

For small, emerging and
minority contractors, bonding may
seem intimidating at first. However,
those that are willing to learn about
the process and put in the time and
effort will come to recognize that
being bondable is an invaluable
asset that leads to strong, sustain-
able businesses. @€

Joanne Brooks is vice president and
counsel at The Surety & Fidelity
Association of America. For more
information on the benefits of
bonding or the programs offered by
SFAA, visit surety.org.
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How to Handle Higher
Project Volume Without
Overextending the Business

CARL CASTELLANO

igher project volume—
whether it’s more projects
of the same size or the same
number of projects at an
increased size—can place
stress on any contractor. The
starting point for handling that
stress is the business plan, which
should be prepared and continually
updated. Accordingly, contractors
that decide to increase project
volume should only consider doing
so after careful planning.
Keep in mind, the business
plan for well-run organizations
incorporates the five Ms: money,
machine, material, manpower and
methodology.

Money

As contractors grow in volume,
cash flow becomes increasingly
important. The business plan
should include monthly (if not
weekly) cash flow projections,
which will help determine the
projected excess cash balances as

well as the need for additional cash.

The amount of cash needed will
help determine the requirements
for additional capitalization from

stakeholders or borrowing from
lending institutions.

Well-run contractors maintain
positive relationships and partner
with their lending institutions.
Accordingly, share the business
plan with the company’s lending
institution when trying to obtain
the required financing, such as a
working line of credit.

Machine

The goal of a well-run contractor is
to maintain just enough equipment
to execute its work without result-
ing in too much idle equipment
which, of course, results in excess
overhead costs. The business plan
should include revenue and cost
(including equipment) projections
to help determine the forecasted
“machine” required.

As business volume grows, con-
tractors should consider the various
options available to increase their
equipment fleet (if needed), includ-
ing outright purchasing, leasing,
lease-to-own or a combination of
these, and the resulting impact on
their balance sheet, income state-
ment and cash flow.

Material
The business plan should include
cost projections, including mate-
rials and, for these purposes,
subcontracted work. Well-run
contractors maintain good rela-
tionships with their vendors and
subcontractors with the goal of not
only obtaining favorable payment
terms, but also partnering with
them to assist in receiving priority
delivery time for materials and
high-quality subcontract crews.
One way to bolster top-line
volume is to increase the amount
generally subcontracted. Obviously,
contractors should enjoy a favorable
relationship with their subcontrac-
tors and secure their exposure by
at least bonding the subcontractors
critical to the performance of the
project.

Manpower

The business plan should include
labor cost projections covering

all categories: field labor, project
management, superintendents,
estimators, and accounting, infor-
mation technology, administrative
and executive staff. In the current
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environment, maintaining compe-
tent and adequate manpower in all
categories is one of the industry’s
greatest challenges.

As volume increases, contrac-
tors should consider their staff’s
experience handling larger proj-
ects, multiple projects, various
owners, etc. As volume grows, more
stress will be placed on man-
power (including subcontractors).
Ultimately, manpower could be the
driver of the amount by which the
company can grow.

Methodology
Well-run contractors design and
embrace systems and procedures
to positively impact their bottom
line. Methodology includes the
organization plan, checks and
balances, estimating, scheduling,
project management, cost, financial
systems and reporting. As volume
grows, there will be a greater depen-
dency on accurate and relevant
reports to assist with profitability
management, as well as meet
potential requirements from various
project owners that may not have
been previously experienced.
Finally, the business plan should
address business continuity not only
from a financial perspective (usually
involving life insurance), but also
from an operational perspective.
The plan should be developed on a
rolling five-year basis and continu-
ally updated as conditions change.
Remember, proper prior planning
prevents poor performance. [6E

Carl Castellano is vice president

of contract surety for Philadelphia
Insurance Companies. For more
information, email carl.castellano @

phly.com.
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Always Verify a Bond

BY HOWARD COWAN

lthough the vast major-
ity of contractors, surety
bond producers and
underwriters are ethical
professionals, the number
of sophisticated fraudulent
bonds is increasing. Therefore, it
is imperative for a beneficiary of
a performance or payment bond
to verify the authenticity of every
bond before acceptance. This can
be accomplished by a simple two-
step process that will determine if
the surety is licensed to do business
in the state where the project is
located and if the surety has autho-
rized the bond.
First, contact the insurance
department in the state where
the project is located. With few
exceptions, sureties must possess
a certificate of authority from
the insurance commissioner in
each state where it is licensed
to conduct surety business. The
National Association of Insurance
Commissioners offers a map on its
website (naic.org/state_web_map.
htm) that provides a link to all state
insurance departments. Or, call
the appropriate state’s insurance
department to get the most current
and complete information.
A second great source of infor-
mation on whether a surety is
authorized to do business in

‘ ‘ Surety companies are not
immune to financial difficulties up to,
and including, insolvency.

a particular state is the U.S.
Department of the Treasury Listing
of Approved Sureties, Department
Circular 570, often referred to
as the Treasury List of Approved
Sureties. The circular lists every
state in which a surety is autho-
rized. Approval by the Treasury
Department is required to write
bonds on federal projects. As
part of the approval process, the
Treasury conducts a financial review
of every listed surety to determine
the maximum size of any single
bond that the surety can provide.
A beneficiary can access the list at
fiscal.treasury.gov/fsreports/ref/sure-
tyBnd/c570.htm.

Surety companies are not
immune to financial difficulties
up to, and including, insolvency.
Obligations under surety bonds
usually are not covered by state
insolvency funds. As a result, it is
important to monitor a surety’s
financial rating by organizations
such as A.M. Best and a surety’s

current standing with the U.S.
Treasury Department and with
the state insurance department
where the surety is authorized to do
business. If a surety is placed into
conservatorship (a form of bank-
ruptcy for insurance companies),
outstanding bonds may be prob-
lematic. Any beneficiary should
immediately demand that the orig-
inal bonds be replaced with new
bonds from an acceptable surety.
This can be extremely challenging.
The second area of essential
verification is to determine that the
surety actually authorized the execu-
tion of the bonds. Treasury Circular
570 includes a specific telephone
number to contact listed sureties for
verification. The Surety & Fidelity
Association of America administers
a program in which surety com-
panies voluntarily agree to receive
inquiries for the purpose of verify-
ing the authenticity of surety bonds.
For more information, visit surety.

org/page/VerifyYourBond.



To verify the bond, the surety
will need specific information, such
as the bond number, the name
of the principal, the name of the
obligee, the amount of the bond,
the execution date, a description
of the project and the name of the
attorney-in-fact.

The verification process also can
help catch unintentional human
errors. Producers, who are mem-
bers of the National Association
of Surety Bond Producers, must
occasionally execute bonds on
projects that have already started.

The owner, architect/engineer or
contractor may have simply let the
bond requirement slip through the
cracks. Upon the surety’s verifica-
tion of the original requirement
for bonds and its confirmation that
compliance with work and pay-
ment obligations has taken place,
surety bonds can be executed.
Although fraudulent bonds are
relatively rare, the financial con-
sequences of relying on one can
be devastating. Projects may not
be completed or may incur large
cost overruns. Subcontractors,

SPECIAL SECTION:
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suppliers and laborers may not be
paid and may have to file liens on
private projects or absorb losses on
public jobs. While the verification
process requires time and effort on
the part of a beneficiary, it is well

worth it. [6E

Howard Cowan is principal of
Acrisure, LLC dba Cowan-Hill
Bond Agency, Lubbock, Texas, and
president of the National Association
of Surety Bond Producers. 10 find a
professional surety bond producer, go
to “Get a Bond” at nasbp.org.
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Surety for an imperfect world. When
other sureties hesitate, call us.
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p: (860) 415-8400
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333 S. Wabash Ave.

Chicago, IL 60604

Bill Waters

p: (312) 822-2334
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CHUBB

A leader in the surety industry for more
than 130 years, offering the kind of
capacity, stability and service you can
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202B Halls Mill Rd.

Whitehouse Station, NJ 08889

Kevin Waldron

p: (908) 903-2966

e: kwaldron@chubb.com

chubb.com
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FCCI .
FCCl is a trusted provider of insurance
and surety bonding for the construction
industry. Founded by contractors in
1959, we have earned the trust of our
customers by keeping our promises and
doing what we say we are going to do.
FCCI INSURANCE GROUP
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Sarasota, FL 34212

Scott Paice

p: (941) 907-2726
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fcci-group.com
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At Graham Company, we are relentless
advocates for our clients—protecting
their employees, strengthening their
results and improving their competitive
advantage. We redefine “insurance
broker.”
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One Penn Square West, 25th FI.
Philadelphia, PA 19102

Chelsey Gross

p: (888) 472-4262

e: cgross@grahamco.com
grahamco.com
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Hupson
Hudson Insurance Company'’s surety
team provides surety bond products for
standard contract surety, commercial
surety and specialty contract surety.
HUDSON INSURANCE COMPANY
100 William St.
New York, NY 10038
Michael P. Cifone
p: (770) 485-4461
f: (404) 275-2311
e: mcifone@hudsoninsgroup.com
hudsoninsgroup.com

MERCHANTS S,

BONDING COMPARNY

Merchants Bonding Company focuses
exclusively on surety and fidelity bonding.
Merchants combines more than 80 years
of knowledge and experience with easy
online tools to deliver common sense
underwriting and first class service.
MERCHANTS BONDING COMPANY

6700 Westown Pkwy.

West Des Moines, 1A 50266

Josh Penwell




p: (515) 243-8171
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solutions for middle market and large
contractors with bonding capacity limits
up to $50 million. We have an A.M.
Best’s rating of “A” and consistently offer
superior service and creative underwriting
options in all 50 states.
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Philadelphia Insurance Companies (PHLY)

is rated “A++ Superior” from A.M. Best
and offers a competitively priced suite of
bonding options for qualified contract and
commercial surety accounts.
PHILADELPHIA INSURANCE COMPANIES
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Bala Cynwyd, PA 19004

p: 800.873.4552

e: phlysales@phly.com
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The Hanover has been offering highly-
rated surety capacity for more than 100
years. We excel at providing our agents
with complete solutions to a wide range of
contract and commercial surety needs in
all 50 states, Canada and Mexico.

THE HANOVER INSURANCE GROUP
440 Lincoln St.

Worcester, MA 01653

p: (508) 855-3987

hanover.com
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For more than 100 years, Travelers
has enjoyed a rich heritage as a
leader in the surety industry. Travelers
provides a variety of surety products
and services to general and heavy
contractors, construction managers and
subcontractors of all sizes.
TRAVELERS BOND &

SPECIALTY INSURANCE

1 Tower Square

Hartford, CT 06183

Gregg Lyon

p: (860) 954-2416

e: glyon@travelers.com
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INSIBIRICA.

Offering surety, property and casualty,
and risk management programs designed
specifically for the construction industry.
Offices located throughout Oklahoma,
Texas, Arkansas, Arizona, and California.
INSURICA INSURANGE

MANAGEMENT NETWORK

5100 N. Classen Blvd., Ste. 300
Oklahoma City, OK 73118

Dillon Rosenhamer

p: (405) 523-2100

e: dillon.rosenhamer@insurica.com
insurica.com

MARSH & MCLENMNAM
AGEMCY
A subsidiary of Marsh & McLennan
Companies, the largest risk management
firm in the United States, Marsh &
McLennan Agency specializes in
delivering superior employee benefits,
risk management, and surety solutions to
the middle market. Our goal is to provide
smarter service, smarter coverage, and
smarter solutions for your business needs.
MARSH & MCLENNAN AGENCY
Mid-Atlantic Region
4900 Libbie Mill East Blvd., Suite 100
Richmond, VA 23230
p: (804) 780-0611
mma-midatlantic.com
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INSIBIRICA,

Offering surety, property and
casualty, and risk management
programs designed specifically for
the construction industry.
INSURICA / MINARD-AMES
INSURANCE SERVICES

East Gateway Center

4646 E. Van Buren St., Suite 200
Phoenix, AZ 85008

Mike Specht

p: (602) 273-1625

e: mike.specht@insurica.com
insurica.com

INSIEIRICA,

Offering surety, property and
casualty, and risk management
programs designed specifically for
the construction industry.

1501 Mart Dr.

Little Rock, AR 72202
INSURICA RISK SERVICES OF
ARKANSAS

Brad Johnson

p: (501) 666-6653

e: brad.johnson@insurica.com
insurica.com

Crafting surety and insurance
solutions for the construction
industry since 1996, we look
forward to designing a program
tailored to your unique needs and
success.

GMGS RISK MANAGEMENT &
INSURANCE SERVICES

12 Truman

Irvine, CA 92620

Paul Bland

p: (949) 559-3374

e: paulb@gmgs.com
gmgs.com

At Arthur J. Gallagher & Company,
it’s no accident that construction
is our middle name. Building
surety programs for contractors
is our specialty. We do more than
help protect your business, we
help build it.

ARTHUR J. GALLAGHER &
COMPANY CONSTRUCTION
PRACTICE GROUP

1255 Battery St., Ste. 450

San Francisco, CA 94111

Brian Cooper

p: (415) 288-1620

f: (415) 391-1882

e: brian_cooper@ajg.com
ajg.com/construction

Callagfeer & Lo

INSIIRICA,

Offering surety, property and
casualty, and risk management
programs designed specifically
for the construction industry.
Additional California offices
located in Lake Isabella, Lindsay,
Livingston, Palmdale, Paso Robles,
Porterville, and Tulare.
INSURICA / WALTER
MORTENSEN INSURANCE

8500 Stockdale Hwy., Ste. 200
Bakersfield, CA 93311

Ron Burcham

p: (661) 834-6222
ron.burcham@insurica.com
insurica.com

EZCCIG

CCIG is based in Greenwood
Village, Colo., and employs a team
of 80 professionals delivering a
wide range of surety, business and
personal insurance products and
services.

CCIG

5660 Greenwood Plaza Blvd.,
Suite 500

Greenwood Village, CO 80111
Allen Greenberg

p: (720) 212-2063

e: alleng@thinkccig.com
thinkccig.com

Groundbreaking insurance and
bonding programs specialized for
your business and more than 60
years of experience in all types of
construction surety. Visit our blog
at bddinsurance.com/blog.
BRUEN DELDIN DIDIO
ASSOCIATES

750 0ld Main St., Ste. 203

Rocky Hill, CT 06067

Jeffery P. Deldin

p: (860) 372-4106

f: (860) 372-4160

e: jdeldin@bddinsurance.com
bddinsurance.com

Aleading insurance, risk
management and employee
benefits brokerage and consulting
firm. Offers customized
programs designed to align with
organizational goals and drive
bottom-line growth.

CONNER STRONG & BUCKELEW
40 Lake Center Executive Park
401 Rte. 73 N., P.0. Box 989
Marlton, NJ 08053

Travis Shaffer

p: (267) 702-2180

f: (856) 685-2213

e: tshaffer@connerstrong.com
connerstrong.com

B CENTENNIAL

Centennial Surety is one of the
largest bond specialists in the
region. Through our extensive
bonding network, we can service
contractors of any size.
CENTENNIAL SURETY
ASSOCIATES
251 Najoles Rd., Ste. H
Millersville, MD 21108
Michael E. Schendel
p: (410) 888-9110 X205

(301) 725-1855
f: (301) 725-2430
e: mike@centennialsurety.com
Reggie Jarvis
p: (410) 888-9110 X213
e: reggie@centennialsurety.com
centennialsurety.com



AA DORITY

Surety Bond Producers since
1899. Fifth generation family
owned and operated. All types of
contract bonds: bid, performance,
payment and lien bonds license
and permit bonds.

DISSOLVE LIEN AND

DISSOLVE ATTACHMENT BONDS
262 Washington Street., 9th Fl.
Boston, MA 02108

Richard W. Crawford

p: 617) 523-2935

f:(617) 523-1707

e: dick@aadority.com
aadority.com

*‘II’HEU&RAHHEE‘

The Guarantee Company of North
America USA (The Guarantee USA)
underwrites contract, commercial
and environmental surety through
its home office in Southfield,
Mich., and branch office locations
across the United States. The
Guarantee USA is licensed to write
surety in 50 states, Puerto Rico
and the U.S. Virgin Islands.

THE GUARANTEE COMPANY OF
NORTH AMERICA USA

One Towne Square, Ste. 1470
Southfield, MI 48076

Stephen C. Ruschak

p: (248) 281-0281 ext. 66003

f: (248) 750-0431

e: stephen.ruschak@
theguarantee.com
theguaranteeus.com

SERITT RIRVECES, BLA
Tl Bl i iy - muanry

As a national surety specialist,
Goldleaf Surety provides a wide
range of bonding capacity for all
sizes and classes of work and is
licensed in all 50 states.
GOLDLEAF SURETY SERVICES, LLC
3246 East Highway 7, Ste. 150
PO Box 466

Montevideo, MN 56265

Lori Olson

p: (888) 294-6747

f: 320-226-3154

e: lori@goldleafsurety.com
goldleafsurety.com

Newton Bonding provides
professional surety consulting
services to all types and sizes of
construction firms in the Midwest
and throughout the United States.
NEWTON BONDING

5620 Memorial Ave. N., Suite E
Stillwater, MN 55082

Nick Newton

p: (651) 342-1480

f: (651) 342-1763

e: nick@newtonbonding.com
newtonbonding.com

SPECIAL SECTION:
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JW.TERRILL
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More than just a broker, J.W.
Terrill is known for solving
complicated surety problems on
a moment’s notice. Our market
clout, professional staff, tenacious
approach and broad range

of surety bond services have
benefited hundreds of contractors
from coast to coast.

J.W. TERRILL

825 Maryville Centre Dr., Ste. 200
St. Louis, MO 63017

Andrew Thome

p: (314) 594-2659

e: athome@jwterrill.com

Michael Wiedemeier

p: (314) 594-2654

e: mwiedemeier@jwterrill.com
jwterrill.com

A leading insurance, risk
management, and employee
benefits brokerage and consulting
firm. Offers customized
programs designed to align with
organizational goals and drive
bottom line growth.

CONNER STRONG & BUCKELEW
40 Lake Center Executive Park
401 Rte. 73 N.

Marlton, NJ 08053

Travis Shaffer

p: (267) 702-2180

f: (856) 685-2213

e: tshaffer@connerstrong.com
connerstrong.com

The Blaise Group, NY, LLC
specializes exclusively in surety
and fidelity performance bonds.
Our single focus allows us to
more fully understand the needs
of our customers and to serve
them better.

BLAISE GROUP NY, LLC

256 E. 3rd St., 2nd FI.

Mt. Vernon, NY 10550

Novica Prekpala

p: (914) 667-7700

Fax: (914) 219-1034

e: novica@blaisebonds.com
blaisebonds.com

BRLEN

Groundbreaking insurance and
bonding programs specialized for
your business and more than 60
years of experience in all types of
construction surety. Visit our blog
at bddinsurance.com/blog.
BRUEN DELDIN DIDIO
ASSOCIATES

3 Starr Ridge Rd., Ste. 100
Brewster, NY 10509

Jeffery P. Deldin

p: (800) 660-6934

f: (845) 279-8482

e: jdeldin@bddinsurance.com
bddinsurance.com
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INSIBIRICA,

Offering surety, property and
casualty, and risk management
programs designed specifically
for the construction industry.
Additional Oklahoma offices
located in Lawton, Norman, and
Tulsa.

INSURICA

5100 N. Classen Blvd., Suite 300
Oklahoma City, OK 73118

Dillon Rosenhamer

p: (405) 523-2100

e: dillon.rosenhamer@insurica.com
insurica.com

ELLIN
TUCKER

Our team’s extensive construction
industry expertise provides
specialized financial reporting, tax
planning, consulting and transaction
planning services designed to

position clients for financial success.

ELLIN & TUCKER COMPANY

400 East Pratt St., Ste. 200
Baltimore, MD 21087

Todd Feuerman

p: (410) 727-5735

e: tfeuerman@ellinandtucker.com
llinandtucker.com

KWC is a team of accountants

A leading insurance, risk
management and employee
benefits brokerage and consulting
firm. Offers customized
programs designed to align with
organizational goals and drive
bottom-line growth.

CONNER STRONG & BUCKELEW
Two Liberty PI.

50 S. 16th St., Ste. 3600
Philadelphia, PA 19102

Travis Shaffer

p: (267) 702-2180

f: (856) 685-2213

e: tshaffer@connerstrong.com
connerstrong.com

Groundbreaking insurance and
bonding programs specialized for
your business and more than 60
years of experience in all types of
construction surety. Visit our blog
at bddinsurance.com/blog.
BRUEN DELDIN DIDIO
ASSOCIATES

2435 Nooseneck Hill Rd., Ste. A-5
Coventry, Rl 02816

Jeffery P. Deldin

p: (401) 822-1000

f: (401) 385-9987

e: jdeldin@bddinsurance.com
bddinsurance.com

SURETY ADVISORS AND CONSULTANTS

and trusted advisors providing
services uniquely tailored to the
construction and specialty trade
contractor industry.

KWC CERTIFIED PUBLIC
ACCOUNTANTS

5270 Shawnee Rd., Suite 250
Alexandria, VA 22312

Jeff Creskoff

p: (703) 642-2700

f: (703) 750-9258

e: jeff.creskoff@kwccpa.com
kwccpa.com

AIA Contract Documeants

AlIA Contract Documents are the
nearly 200 fair and balanced
forms and contracts that

define the relationships and
terms involved in design and
construction projects.

1735 New York Ave. NW
Washington, DC 20006

AIA CONTRACT DOCUMENTS
p: (800) 942-7732

e: aiacontractdocs@aia.org
aiacontracts.org

Given the complexities of
construction, the need for dispute
resolution may arise. AAA provides
guidance in preventing, managing,
and resolving disputes, setting

the standard for ADR rules and
procedures in the construction
industry for more than 40 years.
AMERICAN ARBITRATION
ASSOCIATION

120 Broadway, FI. 21

New York, NY 10271

p: (212) 716-5800

e: aaaconstruction@adr.org
adr.org

INSIEIRICA.

Offering surety, property and
casualty, and risk management
programs designed specifically
for the construction industry.
Additional Texas offices located
in Amarillo, Arlington, Austin,
Baytown, Houston, Pampa, San
Antonio and Tyler.

INSURICA

2301 W. Plano Pkwy., Ste. 108
Plano, TX 75075

David Winans

p: (469) 443-3488

e: david.winans@insurica.com
insurica.com

A

Long known for leadership and
innovation in construction law,
Peckar & Abramson’s results
first approach extends to a broad
array of legal services—all
delivered with a commitment
to efficiency, value and client
service since 1978.

PECKAR & ABRAMSON, P.C.
2055 L St., NW, Suite 750
Washington, DC 20036
Michael C. Zisa

p: (202) 293-8815

f: (202.293.7994

e: mzisa@pecklaw.com
pecklaw.com



