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$24M MEDICAL OFFICE DEVELOPMENT
TO BE BUILT IN LAS COLINAS
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Site work will begin this week
on a 70,000 square foot, Class
A medical office building with a
$24 million project cost in
Irving’s Las Colinas area,
Rubicon Development and
Bow River Capital Partners told
the Dallas Business Journal
Tuesday. UT Southwestern , in
one of its few ventures off of
its own large campus in Dallas’
Medical District, will anchor
the Las Colinas project and has
pre-leased space on the upper
two floors, Kyle Jacobs of Rubicon Development said Tuesday
in an exclusive interview with
the DBJ. Jacobs said the project will be “the new epicenter
of health care in Las Colinas.”
The vision for the development
is for health care specialists to
partner with primary care
physicians to create an
environment of optimal care
for the patient, Jacobs said.
Residential absorption in Las
Colinas is driving demand for
medical space as more people
decide to live and not just
work in the area, Jacobs said.
“More and more specialists are
flocking to Las Colinas,” he
said.
“You create an allinclusive solution for the
patient. If we’ve got primary
care where you go see your
family doctor, and they refer
you to a specialist to scope
your knee or whatever, you
can get it all done.”
Excavation at the site starts
this week, and the project is

slated for completion by May,
2019, Jacobs said.
The development is located at
the hard northwest corner of
State Highway 161 and Gateway Drive. It’s about five
minutes from DFW
International Airport and near Dallas Area Rapid Transit’s Belt
Line Station.
The medical office building
will be next to, and share
driveways with, the newly
developed 95,000 square foot
medical office building, whose
practice consists of about 50
primary care physicians.
Rubicon’s new development
will have medical office and an
ambulatory surgery center on
the first floor.
Clinical
Pathologies Labs has also
leased a portion of the first
floor. Both tenants plan to
start their practices upon
completion of the development, which is slated for June
of 2019.
“We are building a multispecialist haven that will
produce synergy for all
involved,” Jacobs said.
Dallas-based
Rubicon
Development LLC commercial
real estate firm and Denverbased Bow River Capital
Partners, a private alternative
asset management company
with buyout , real estate firm
and energy fund platforms,
are partnering on the project.
Bill Hethcock
Dallas Business Journal

59 people attended our July Lunch
Meeting! Keep an eye out for
more lunch meetings in 2019.
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TWO ATTITUDE-CHANGING QUESTIONS
FOR THOSE YOU SUPERVISE
If you were to work for a person who made every decision
and dictated how every task
would be done, how would
that make you feel? Would
that inspire you to put forth
your best effort? Would you go
the extra mile in the face of
challenges? Would you look
for opportunities to improve
how things are done? Or
would you likely sit back and
wait for instructions pertaining
to even the smallest decisions?
For the person in charge, if you
make every decision and dictate how every task will be
done, what impact does that
have on you? It certainly
affects how you spend your
time. If you’re spending time
on things that others could
and should be trusted with,
chances are you’re not doing
the things that you should be
doing. And you’re probably not
going home on time most
days.
If you’re a directive leader and
you’re content with that, you
may not feel the need to
change. However, if you’d like
to reduce turnover and grievances, be promoted, or earn a
raise, you should want to improve.
A leader shows value through
productivity – getting the most
out of available resources.
That means increasing efficiency and effectiveness. How do
you increase the efficiency and
effectiveness of your team?
You increase motivation and
job satisfaction.
If you do research on motivation or job satisfaction, you’ll
see that the reasons employPage 2

ees become unmotivated or
dissatisfied are rarely a result
of compensation alone. Obviously, compensation is very
important, and if compensation is too low, it will become
the driver. That’s especially
true in 2018, with the unemployment rate around 3.8% in
the United States. If people
see a significantly better opportunity, they will jump ship.
But if compensation is within a
reasonable range, the drivers
of motivation and satisfaction
have more to do with how
individuals feel about the people they work for. People want
to be treated with respect and
trust. Bosses who make every
decision and dictate how every task will be done make their
reports feel like they’re being
treated like children. The reports feel disrespected, not
trusted, and stressed.
If you’re a boss and you recognize that you’ve been taking
this approach, what can you
do? The quickest and easiest
thing to do is to learn to use
two simple questions:
1. What do you think needs to
be
done?
2. How would you do it?
Think about what those questions will do for you and for a
team member’s self-esteem
and job satisfaction. For the
leader, these two questions
will give you insight into what
each team member knows and
about his or her judgment.
That will help you assess the
trust and confidence you
should place in letting the
team member have more responsibility. When you trust
your team members with

more responsibility, you gain
time back to get your responsibilities done during the normal workday – maybe enough
to actually go home on time.
If you’ve been a directive boss,
you’ve already done some
damage. People will be conditioned to expect that you’ll
make every decision and supply directions as to how you
want something done. By
shifting to asking team members these two questions,
you’ll give them the chance to
show you that they know what
to do and how to do it. This
can be empowering and motivating, and they’ll feel more
respected.
If you’re a team member
who’s always being told what
to do and how to do it, what
can you do to improve how
your boss treats you? Proactively use these two questions.
Don’t simply dump a problem
on your boss and wait to be
told what to do. Good leaders
find this frustrating.
Tell your boss what the situation is, and then tell him or her
what needs to be done and
how you’ll do it. As the boss

develops trust in your judgment, he or she will concur
with your approach. Eventually the boss will just ask to be
notified about what you did.
Be patient, though. Sometimes the boss may have information you don’t or a specific reason why things should
be done differently.
Bosses and team members
both can benefit from asking
these two attitude-changing
questions. If you take the initiative, you may see immediate
changes, or changes may take
a little time. It all depends on
individuals involved and how
much previous damage was
done.

2018 NEW MEMBERS
Air817
C & C Concrete Pumping
Convergint Technologies
Frost Bank
Mid South Fire Solutions
New Generation Mechanical
Superior Striping
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BEWARE THE BONDS!
Well-managed subcontractors
know that they should never
perform
work
under
subcontracts proposed by
general contractors without
review
and
extensive
modification. Likewise, quality
general contractors understand
and
expect
subcontractors to read, understand and, where appropriate,
negotiate the terms of subcontract agreements - in fact,
many subcontracts actually
include language to the effect
that the subcontractor and
contractor
have
“freely
negotiated” the terms of the
subcontract. There are some
in-house counsel at general
contractors
who
have
remarked to me that they
would
not
trust
a
subcontractor that signed
their subcontract without
modification!
BUT WHAT ABOUT BONDS?
Many general contractors,
especially on larger projects,
expect major subcontractors
to provide Payment and
Performance Bonds as an
integral
part
of
the
contracting
process,
and
under the right conditions,
there is nothing wrong with
delivering them. But, it is up
to you to make sure that the
Remember to keep your
employees safe in this hot
Texas weather! Make sure
they drink plenty of water
and take frequent breaks to
prevent heat-related injuries
and illness.

conditions are right!
THE FORMS ARE STANDARD RIGHT?
Wrong! While payment and
performance bonds tendered
by general contractors the
project owners are, to a very
large extent, "standard" forms
because
of
statutory
restrictions, the forms of
payment and performance
bonds
provided
by
subcontractors are absolutely
not standard - in fact, they can
be all over the map.
Be most suspicious of bond
forms
attached
to
subcontracts
by
general
contractors; contractors often
attach bond forms which are
overwhelmingly one-sided in
favor of the Contractor.
Performance bonds will have
language which effectively
deprives your surety of the
time and opportunity to
properly
investigate
allegations of default, and
may provide for your surety to
pay investigative costs and
damages even where the subcontractor has not been
proven to be in default at all.
Because the surety is bound,
by law, to comply with the
terms of the bond, they cannot unreasonably put off the

general contractor when
default has been declared,
and the bond form calls for
immediate action.
Worse,
your surety may be obligated
to take costly action (at your
expense) even when your GC
is not paying you for your
work!
And, how about the Payment
Bond? Should the general
contractor be entitled to
protection from claims by
your sub--subcontractors and
suppliers when the reason you
are not paying them is
because
the
general
contractor has not yet paid
you?
Bond forms are contractual in
nature, and are always subject
to negotiation, along with
every other term in the
contract package.
USE A GOOD BOND AGENT!
A good surety bond agent will
help guide you through the
process, including a good
assessment of the risk
inherent in bonding projects
as a subcontractor. They also
know
the
marketplace
well. Make certain your agent
(and the sureties they
represent) are in tune with
the special bonding needs of
trade contractors, and the

risks subs face.
AND AGAIN - THE CONTRACT!
Never forget this: when you
issue a Performance Bond to
the general contractor, it
means
your
surety
is
promising (backed up by your
money and your personal
assets) that the terms of the
bond and, of course, the
terms of the Subcontract, will
be performed. So, again, make
sure that the Subcontract has
been properly negotiated, to
eliminate unreasonable risks the risks over which you have
no control - and to allow you
proper
opportunities
for
notice and a cure opportunity
if the general contractor
believes there is a breach.
A little prevention now, goes a
long way later.
SAM General Counsel
Sewall C. “Spike” Cutler, Jr.,
Cutler-Smith, PC.
P: 214.219.0800
scutler@cutler-smith.com

Ask your fellow subcontractors to contact Carrie Edomm
to learn more about a SAM Membership Today!
972.438.1110
execdir@sam-dfw.org
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Subcontractors Association of the Metroplex
SAM
205 Sharon Street
Irving, TX 75061

Phone: (972) 438-1110
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
MaryEllen Evans
Trade Management
mevans@trade-mgmt.com

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

Doug Cook
City Wide Mechanical
doug@citywidemech.com

Legal Counsel
George McGraw
Plains Capital Bank
george.mcgraw@plainscapital.com
James Mayhew
Apex Services
jmayhew@apexservicesinc.net

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

If you’re not a member of SAM,
you should be.
Contact us for a membership
application.
P: (972) 438-1110
E: execdir@sam-dfw.org

