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The voice of the Subcontractor’s Industry

A LETTER FROM SAM’S NEW ED
Hello SAM members!

Subbie Sam Says:
“New Year, New Me”

I am so excited to begin
2018 as your new Executive
Director. Subcontractors
have a special place in my
heart as I grew up watching
my own grandfather build
his electrical contracting
business and I cannot wait
to get to know you and help
you build your own
businesses.

Cliché or motivationThe stress of bid day, (who
al? What are your
resolutions for 2018? remembers when you had to
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actually turn in bids by
hand?), the excitement of a
big new project, the pride of
being able to drive around
DFW and say “we built that.”
There is truly nothing like

being in the construction
industry.
My favorite thing about
construction is the stories
behind the business.
Whether you bought a
franchise or started out of
your garage, there is nowhere else you will find the
grit, determination, and
entrepreneurial spirit like
this industry.
During the next month, you
will be receiving a phone
call or email from me,
inviting you to coffee for the
opportunity to hear YOUR
story. I want to know who
you are as a business, who
you are as a person, and,

most importantly, how SAM
can help you in the next chapter of your journey.
A new year is full of new
possibilities. You may have
goals of expansion, adding a
new facility, increasing
revenue, hiring more
employees, or maybe even
downsizing and reevaluating
your business to be more
successful.
Whatever your goal, SAM is
here to help you achieve it.
Together we can make 2018
the best year yet, for you and
for SAM.
Lets get started.
Angela Zarate

WHOPPING CRANES: D-FW CONSTRUCTION IS
UP 8 PRECENT THIS YEAR
North Texas construction during November rose significantly
from a year ago.
Commercial building projects in
Dallas-Fort Worth rose 14 percent in value from November
2016 to last month. Residential
building totals were 7 percent
higher, according to Dodge
Data & Analytics.
Through the first 11 months of
2017, more than $20 billion in D
-FW construction projects have
been recorded by Dodge analysts. That's 8 percent more
than in the same period last
year.
The biggest increase — 18
percent — came in the nonresidential building sector, which
includes projects such as office
buildings, hotels, warehouses,
shopping centers and health-

care facilities.
Residential building activity
through November was unchanged from the previous
year, with almost $12 billion in
projects, according to Dodge.
In 2016, D-FW was the secondlargest construction market in
the country, topped only by
New York City. Nationwide construction starts in the first 11
months of 2017 were up 1 percent from the same period last
year, according to Dodge.
"On balance, the construction
expansion has continued during
2017, although it's true that the
rate of growth has slowed from
the 6 percent gain reported for
2016 as well as the 11 percent to 13 percent yearly gains
reported from 2012 through
2015," Robert A. Murray, chief

economist for Dodge Data &
Analytics, said in a statement.
"For nonresidential building, the
upward momentum has shifted
from commercial building to
institutional building, and the
manufacturing building category is no longer exerting a downward pull," Murray said. "For
residential building, growth is
being reported for the singlefamily side of the market, while
multifamily housing appears to
have peaked and is now retreating moderately."
Commercial building activity
fell 6 percent across the country in the 11-month period,
while residential building was
up 2 percent between January
and November compared
with the same months in 2016.
Steve Brown, dallasnews.com
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WHERE IS B2B MARKETING HEADED?
7 PREDICIONS FOR 2018
End-of-the-year predictions are a dangerous business. I will take the risk and just
hope that at the end of 2018, no one
looks back to call me on it! B2B sales and
marketing are evolving quickly as buying
behavior changes and new technologies
take hold, so there’s a lot to talk about.
But I will limit my predictions to just seven
and hope they provide food for thought to
my fellow followers of the B2B marketing
scene.
More growth in marketing technology—and more consolidation. Ever since
Scott Brinker began tracking the martech
space in 2011, when he identified 150
point solutions on the market, the category’s growth has been unstoppable. In
2017, he counted 5,381 solutions, up 40%
from the year prior. This is nuts—and ripe
for consolidation. As buyers sit paralyzed
by the deluge, vendors scramble to stand
out. I predict major M&A next year. One
corollary point is that marketing executives will need to be tech savvier than
ever to manage their ever-growing stacks.
Predictive analytics becomes an essential tool in B2B. Data and modeling
are nothing new in B2B, but the tools and
strategies that have entered the tool set in
the last few years are setting us up for a
new kind of data-driven future. Particularly
in prospecting, new resources like purchase signals (“intent data”) and lookalike
modeling will continue to expand marketers’ access to new audiences and provide
scale to their ABM programs. Look to
Lattice, Mintigo, 6Sense, Leadspace, and
MRP Prelytix.
AI gets real. The marketing buzzword of
the year, artificial intelligence will in 2018
prove its value in speeding up data processing and applying machine learning to

Keith Bell has announced his candidacy
for the state House of Representatives.
Find more information on his website:
www.BellForTexas.com
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digital advertising, predictive analytics, responsive websites, chatbots, and all manner of customer
management. Look, when
Salesforce introduced an AI plugin called Einstein, my point was
proven.
Self-service analytics. As martech gets more complex and
CMOs are close to controlling tech
budgets as large as CIOs, next up
is the need for simplicity and new
ways for marketers to take advantage of technology without
becoming total geeks. Enter selfservice, which essentially means
more sophisticated business intelligence tools that feature ease of
use along with speed and power.
IBM’s Watson may be the most
famous of the bunch. But I believe
cheaper, more accessible competitors will be coming along.
GDPR will give B2B marketers a
break. This is certainly wishful
thinking, but my gut says the EU
regulators will clarify whether

some exceptions or workarounds
may be available to B2B marketers
as the May 25, 2018 deadline
approaches. B2Bmarketing.net in
the UK has prepared a useful
guide for B2B marketers on how to
begin their compliance efforts. In
the meantime, Forrester predicts
that 40% of marketers are going to
take their chances and not even
try to comply.
Customer experience will become a key discipline in B2B.
It’s been a long time coming, but
B2B marketers are finally waking
up to the fact that purchase decisions are based far less on price
and more on direct and indirect
experience with the product, the
brand, and the company. Even in
B2B, where things are supposed
to be so rational. Sirius Decisions
has been following this topic for
some years. As interest grows, so
will marketing departments focus
on how to deliver consistent, informative, and enjoyable experi-

ences—online and off—to customers and prospects.
Understanding millennial buying
behavior will be key to success.
I’ve offered tips about marketing to
millennials before. But new data
suggests that this demographic is
more influential than ever. They
are now responsible for researching and influencing 65% of purchase decisions, and in 13% they
are the decision-makers themselves. Moreover, it turns out that
the first place they look for solutions is not Google search and
your website, but on social media.
As these people age, their influence will grow. We need to be on
their wavelength.
Those are my predictions for B2B
marketing in 2018. Anyone have
others to offer?
Ruth Stevens,
business2community.com

LEGAL MINUTE
ONE OF OUR OWN,
HEADED TO AUSTIN?

One of the most important
things we do as members of
SAM, besides sharing business tips and industry information, is supporting and promoting our mutual best interests through the support and
education of the legislators
whose actions can affect us
and our businesses. This
includes, at times, helping with
the legislative actions of our
state of Texas industry advocate affiliate, the Texas Construction Association (TCA).
Everything we do as subcontractors and construction industry participants is affected
by state laws and the legislators who propose and pass
them. Those of you who have
participated in our industry
advocacy through TCA, and
through other industry groups,
know how difficult it is to find
legislators who truly understand what it is like in the construction business, much less
for subcontractors.
Keith Bell, the President of
long-time SAM Member, Intex
Electrical Contractors, Inc.,
has announced his candidacy
for the state House of Repre-

sentatives, in District 4, a district which encompasses a
broad swath of the Metroplex
east of Dallas, including Kaufman and part of Henderson
Counties.
Keith is no stranger to service
and advocacy, because he
has served (and is now serving) as President of the School
Board for the Forney Independent School District. In
addition, Bell has been heavily
involved in legislative affairs
for the Independent Electrical
Contractors of Texas, and has
served on the Electrical Contractors Licensing Board Advisory Committee for the Texas
Department of Licensing Regulation since the inception of
the statewide electrical contractors' license.
Besides being founder and
president of Intex, and being a
school board President, and
actively volunteering his time
for the benefit of the electrical
contracting industry in a multitude of ways, Keith Bell is also
a cattle rancher. Keith has
“been there, and done that,”
and his experience and
knowledge will be welcome in
Austin.

Any of you who would like to
see a true friend of subcontractors should look into the
candidacy of Keith Bell and,
should consider supporting
one of our own in his bid to
improve our industry.
You can learn more about
Keith Bell's candidacy at his
website which is:
www.BellForTexas.com

SAM General Counsel
Sewall C. “Spike” Cutler, Jr.,
Cutler-Smith, PC.
P: 214.219.0800
scutler@cutler-smith.com
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9 NEW YEAR'S RESOLUTIONS FOR
SMALL BUSINESS SUCCESS
When people hear new year’s
resolutions, they often think of
“exercising more," “spending
more time with the family” or
“traveling more." Besides these
personal resolutions, you can
also create impactful resolutions
for your small business. A resolution, after all, is a decision to
do something differently to bring
about positive change. It’s a
good time to reflect on your
business’ progress and plan
how you want to grow your business in the new year.
1. I will learn how to delegate
and do more of it.
As a small business owner,
your to-do list probably doesn’t
even fit on one page. There are
so many things to do, and it’s
easy to delude ourselves that
we need to do all of them ourselves. You can only work so
many hours in a day. As a result, you’re probably exhausted,
stressed and don’t have any free
time outside of your business. Delegation is the key to a
healthy work-life balance. However, people don’t delegate because it takes a lot of upfront
effort and requires a loss of control. So how do you let someone
else do certain tasks, while making sure it’s done correctly? The
answer is simple: communication and training. Make sure
your employees are trained
enough, to the point where they
can take over some of your
tasks. The next step is to clearly
communicate the objectives and
deadlines, so that you don’t end
up micromanaging.
2. I will learn how to manage
my cash flow more effectively.
Cash flow is the lifeblood of any
small business. In fact, a prominent study from the financial
services company U.S. Bank
found that 82 percent of startups
and small businesses fail due to
poor cash flow management.
According to The Balance, “This
is a great resolution for small
business owners who have
drastic ebbs and flows in their
cash flow, have been unable to
create enough capital to invest
back into the business or those

who don’t really understand the
day-to-day finances of the business.”
3. I will take steps to improve
my digital presence.
If it’s been more than a year
since your site has been updated, if you haven’t taken action to
make your online presence mobile-friendly, if you still haven’t
created an email marketing
list or if digital isn’t part of your
marketing strategy at all, it’s
time to add this to your new
year’s resolutions. You could
even take a step further than
mobile-friendly and use a mobile
-first approach to your digital
presence.
4. I will charge what I’m worth.
Do you feel that your product or
service is undervalued? If so,
then it might be time to raise
your rates to correspond with
the value you bring to the table.
You might be thinking that raising your prices will alienate certain people from becoming a
customer. That could be the
case, but you can’t be all things
to all people. “Your target market will pay what the marketplace has proved it will pay”,
says Entrepreneur. How can you
implement this? Depending on
your business, you can shift to a
“packaged value” approach.
This is where you provide tiered
packages that give potential
customers choices, so they can
focus on the value you offer
rather than the amount of time
you spent. Your prices can then
reflect this value.
5. I will learn something new.
New year, new skill. Choose
something new to learn in 2018 - it may be directly related to
your business or completely
unrelated. Learning a new skill
will add a dimension of interest
to your life that will help to maintain that work-life balance. It will
also help you to get out of your
comfort zone and meet new
people, if you decide to take
marketing classes or learn a
new language.
6. I will make business strate-

gizing a weekly event.
Planning is vital if you want to
foster a growing business. But
running a small business can be
chaotic and it’s easy to get
sucked into the day-to-day operations. Business strategizing
allows you to take a step back
and highlight what worked and
what didn’t, while adjusting old
goals and setting new ones. So
why do it just once a quarter or
once a year? Set aside time
each week to review your strategies. This will help you stay on
track and allow you to have a
clear hold on your business.
7. I will drop what’s not working and move on.
After all that business strategizing, you will know exactly what’s
not working for your small business. Maybe your sales method
isn’t performing well, one of your
products isn’t selling or a specific partnership isn’t working
out… If this is the case, it’s time
to drop it. As The Balance states, “If a technique or a
product or a business relationship isn’t working for you, stop
using it. Don’t invest a lot of energy into trying to make the unworkable workable. Move on.
Something better will turn up.”
8. I will promote my business
regularly and consistently.
Since small business owners
wear a lot of hats, you might not
always have “marketing” at the
top of your to-do list. While you
should definitely focus on delivering that amazing small business experience, you shouldn’t
forget to market that amazing
experience to to the outside
world. To attract new customers,
you have to make promotion a
priority. Take the time to create
a marketing plan or, even your
funds allow it, hire a marketing
expert to help you set it up. To
get started, try some of these
ways to get press coverage for
your small business.
9. I will enhance my technology footprint.
Few things frustrate employees - and customers -- more than

working with outdated technology. Slow internet speeds, clunky
operating systems and inadequate tools can eat up valuable
time. Make an inventory list of all
your company supplies to see
what needs replacing. Maybe it’s
time to implement that online
food ordering system, or maybe
your employees could use new
computers. Start the year off
right by upgrading your technology footprint.
Kimberly de Silva, Entrepreneur.com

Don’t miss our
CPR/First Aid
Class on
March 17!

2018
New Members
·
·

Mid South Fire
Solutions
C&C Concrete
Pumping

We love to celebrate our
members!
Send any
announcements and news to
execdir@sam-dfw.org!
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Subcontractors Association of the Metroplex
Angela Zarate, Executive Director
205 Sharon Street
Irving, TX 75061

Phone: (972) 438-1110
Cell: (214) 686-8086
E-mail: execdir@sam-dfw.org

The Subcontractors Association of the Metroplex was founded with the purpose of creating an affordable forum for Subcontractors to exchange information and learn from
each other how to be better business men or women.
Sam is a member of the National Subcontractors Alliance, the largest Subcontractors
association in the USA, and also a member of the Association of Specialty Contractors
where we have a voice in National Legislation. SAM is also a member of the Texas
Construction Association, the unifying voice of the trades in the Texas Legislature and
as such all SAM members have access to all the benefits of the TCA.
Sam is also allied with the National Federation of Independent Business who has a
voice in the Texas Legislature on small business issues.

Your Source for Subcontractor’s
information.

SUBCONTRACTORS– THE ONES WHO
REALLY BUILD THE BUILDING

Visit us at:
http://www.sam-dfw.org

Our Association Leadership
President

Board of Directors

Committee Chairs

Gary Ardis

Don Weempe
Master Construction and Engineering
dweempe@masterconstruction.com

BPI: James Mayhew
Fundraising: Don Weempe
Membership: MaryEllen Evans
Programs: Selena Zarate
TCA Representative: Paul Holden
Website: Gary Ardis

Anderson Asphalt and Concrete Paving

gardis@andersonpaving.com

Past President
Paul Holden
Facility Construction Services
paulh@fcsdallas.com

Vice President
Selena Zarate
Groves Electric
selena@groveselectric.com

Secretary

Doug Cook
City Wide Mechanical
doug@citywidemech.com

Legal Counsel
George McGraw
Plains Capital Bank
george.mcgraw@plainscapital.com

Spike Cutler
Cutler-Smith, PC
scutler@cutler-smith.com

If you’re not a member of SAM,
you should be.

MaryEllen Evans
Trade Management
mevans@trade-mgmt.com

Contact Angela Zarate for a
membership application.

Treasurer

P: (972) 438-1110
C: (214) 686-8086
E: execdir@sam-dfw.org

Carrie Edomm
Astro Sheet Metal Co., Inc.
cedomm@astrosheetmetal.com

