
an office in 1979. They’ve been close col-

leagues ever since, even as their careers

have taken them along different routes—

Bill to increasingly responsible positions

running Heery’s East Region and Ted to

serving as interim regional manager in the

Northwest and West and Heery’s Chief

Information Knowledge Officer (CIKO).

“We started out working together on

projects 29 years ago, and now we have

come full circle,” quips Bill, who points

out that it doesn’t mean they agree on

everything. “Ted and I agree 90 percent of

the time. That 90 percent is important to

the firm, as is the 10 percent.” 

Looking forward, Bill and Ted are

optimistic. “Heery’s future is exciting. We

will continue to focus on what makes us

great: design and construction expertise,

client advocacy, smart acquisitions and

steady growth.”

Here, Bill and Ted share some insights

on Heery’s performance in 2007 and plans

for 2008.

A Look Back at 2007
2007 was a significant year for Heery

and the firm hit an all-time high on many

fronts.  Our dramatic increase in back-

log—rising during the year by 33 percent

over an initial record starting point of

$155 million --was especially strong in our

construction management at risk and

design-build practices. “I think a lot of

people are surprised to learn that our at-

risk contracts total more than $1.7 bil-

lion,” explains Ted. “It continues to be one

of the fastest growing and most profitable
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hey’ve heard the quips about “Bill

and Ted’s Excellent Adventure” and

they hope it’s true. 

In its 56-year history, Heery

International has had two presidents. This

year, Heery welcomes its third.  Bill Heitz,

a 28-year Heery veteran, took over the day-

to-day operation of Heery on January 1,

succeeding Jim Moynihan who remains as

Chairman/CEO of Heery, but is also now

Chairman/CEO/President of several of

Balfour Beatty’s other companies in the

United States.  

Along with Bill, Ted Sak becomes

Heery’s second CFO in the company’s his-

tory, taking the reins from Jack Hill, who

retired at the end of the year. Ted and Bill

joined the company together and shared

INSIDE THIS ISSUE
Northwest Region
Central Region
Southeast Region
East Region
West Region
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Welcome to 2008 and all of the successes
and challenges that await us.This will be a year of
transition, growth and dynamic opportunity for
everyone at Heery.

We have a new, but not unknown, team lead-
ing the day to day operations of the company. I
am still here, but Bill Heitz and Ted Sak have now
officially assumed their new roles as President and
Chief Financial Officer of Heery. In reality, they
spent much of fall 2007 working with Jack Hill and
me so that the transition would be smooth. While
Jack and I are still very much around, Bill and Ted
have already jumped into their new responsibility
for day-to-day operation of the company. I do not
believe that a leadership transition could be
planned any better—we have enduring success,
we have overlap and continuity, we have consis-
tency, and we have a team that has worked
together for many years. That’s what builds and
maintains a great company.

Bill and Ted will continue to strengthen the
characteristics that make Heery special and to rein-
force our training and quality assurance programs.
I am particularly pleased that this will be a focus. I
cannot emphasize enough how important this train-
ing is in making sure we are all doing things the
Heery way.  

Our performance in 2007 was in many ways
our best ever. We met our financial targets, added
record backlog, enjoyed the opening/dedication
of major, high profile projects that were completed
after years of hard work and launched new, excit-
ing projects for which we will be recognized in
years to come. However, this year has also shown
us that no matter how great our systems are, it all
comes down to people and doing the right thing.
If someone in our organization doesn’t do the right
thing, we all suffer.

The Heery way involves professionalism, tech-
nical excellence, client advocacy and honesty.
Whenever someone veers from these basic princi-
ples, lawsuits arise, references are lost and careers
are ruined. I am not talking about simple human
error—I am talking about walking away from the
codes of professionalism that bind us together as a
company. I expect only the highest and best behav-
ior from anyone associated with our company.

While my expanded duties with Balfour Beatty
keep me busy, Heery remains first and foremost in
my mind and heart. While day-to-day responsibili-
ties will be with Bill and Ted, I will be around as
always, just not as much. You will be happy to
know that Balfour Beatty Infrastructure and Balfour
Beatty Rail, Inc., are doing very well. Many older
issues have been resolved and the team is excited
that their results will show them to be on the posi-
tive side of the ledger for the first time. They see
what we have done at Heery over the years and
they are encouraged for their future.

Heery is a role model within our corporate
family as well as in the industry as a whole.  Let’s
work hard to keep it that way.

DOING THE RIGHT THING IS
STILL THE RIGHT THING

Jim
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parts of our business.”

Our shareholder, Balfour Beatty, has

recognized the significance of the U.S.

market to their future. At Balfour Beatty’s

recent world-wide management confer-

ence, Ian Tyler, the Chief Executive,

acknowledged that Balfour Beatty’s core

market was now a dual UK and U.S. mar-

ket, rather than just the UK market. This

means Heery is getting a lot more atten-

tion, but it also means that Balfour Beatty

is becoming increasingly aware of our

accomplishments.

Based in part on Heery’s past twenty

years of excellent performance, Balfour

Beatty tapped Jim Moynihan at the begin-

ning of 2007 to become CEO of Balfour

Beatty Infrastructure and Balfour Beatty

Rail. This move brought about at least

three significant developments:  (1) those

two business units are now on solid

ground due to Jim’s efforts; (2) there is

better integration of the back-office opera-

tions of Balfour Beatty’s U.S. operating

companies; and (3) it has hastened the

succession plan of Heery’s leadership.

Balfour Beatty’s acquisition of Centex

(now known as Balfour Beatty

Construction Group) has also added a new

dimension to our world. It presents both

challenges and opportunities, but in an

August 2007 meeting between the Heery

and Balfour Beatty Construction leader-

ship teams, Jim Moynihan pledged to find

at least three projects on which our firms

could team, jointly pursuing and winning

the work.  

Further strengthening the relation-

ship between Balfour Beatty and Heery in

the U.S., Ted Sak doubles as the interim

CFO for Balfour Beatty Capital in the U.S.,

including transitioning Balfour Beatty

Capital onto Heery’s Oracle, information

technology and email platforms. Balfour

Beatty Capital invests in capital projects

as part of long-term public-private partner-

ships and, in the U.S., developer-style

design-build-finance arrangements.

2008 Will Be An Exciting Year
Looking forward to 2008, Bill and Ted

foresee an exciting year, filled with oppor-

tunities to refine what Heery does so that

everyone can do his or her job better.

Based on meetings with the management

teams in many of the offices, they have

several initiatives in the pipeline.

“Increased communication between

Heery’s regions is a positive trend that we

want to accelerate. Bill and I will be

focused on tools, activities and a culture

that facilitates that,” asserts Ted. “The pri-

mary idea behind these initiatives is to

reinforce all of us acting as one company.”

This means Bill and Ted want better

communications among regions and

quicker assimilation of the acquisitions.

One important step came about just a

few weeks ago as the company made a sub-

stantial move to unify our ten design stu-

dios into one national design practice.

While this move does not in any way under-

mine the authority and responsibility of

our regional structure, which has proven

to be a cornerstone of Heery’s success, it

does address another part of our matrix

organization, which integrates people who

are providing the same service across the

company so that they can draw upon each

other’s knowledge and expertise. 

“We have talented designers in the 10

Heery design studios throughout the coun-

try,” asserts Bill. “Closer collaboration on

projects will raise the quality and creativity

of their work.” The recent announcement

video highlighted many of the talented

people who comprise Heery’s design prac-

tice across the country and gives a voice to

this inspired group of professionals.

Bill and Ted will be encouraging cross-

regional meetings at all levels to strength-

en the company, help us work better and

improve what we do. One major area that

could benefit from this interaction is busi-

ness development and marketing, and

plans are in place to make this the first in

what will hopefully become a series of

inter-regional meetings affecting all disci-

plines and levels in the company. The

equipment planning & logistics/medical

equipment planning/move management

staff have already proposed such a meet-

ing to get their groups cooperating and

working together on a national platform.

“I am also committed to sustainability

and want to see us walk the talk in our

practices,” says Bill. “We are working on a

program that integrates sustainability

into both our workplace and our practice.

I think both our employees and our

clients will be quick to realize the bene-

fits.”

Bill also intends to take a fresh look

at Heery’s training program and expand

the QA/QC program.

“2007 was a year of surprises, positive

and negative,” explains Bill. “We need to

make sure that good things come out of

all of them in 2008.”  

The Adventure Continues
“Bill and I will benefit from Jim’s

remaining as Chairman/CEO, as will the

firm,” points out Ted. Jim Moynihan will

be close at hand to work with Bill and Ted

for a long time to come.

“Heery has a great legacy, formed

over the last 55 years. I’m looking forward

to being a part of the next chapter in our

proud and remarkable history,” Bill says

with a smile.

Bill Heitz, President

Ted Sak, CFO

Orlando Federal Courthouse

Tennessee Office Building



As we move into 2008, the

Northwest Region is in a period of

dynamic change and growth that promis-

es to deliver tremendous opportunity for

all of our Northwest staff.

In many ways, 2007 was a record-

setting year for the region.  It has been

our most successful year ever for fee

generation, with labor revenues topping

our previous best year by 3.5 percent.

2007 was also a banner year in the

region on the marketing front, setting a

new mark for backlog adds, with just

over $27 million in new contracts writ-

ten.  We also ended the year with 129

full-time staff located in offices around

the region—another new high. 

Most important, we have just com-

pleted another year of delivering award-

winning services to our clients, having

received national recognition and

awards for our design, project manage-

ment and commissioning work during

the year.

To underscore these statistical and

aesthetic successes, 2007 has been the

second most profitable year in our his-

tory! 

During the year we opened a Boise

office, completed our first construction

management at risk project, began to

deliver commissioning services from

every one of our offices (and in Miami

and Los Angeles), delivered on the

promise of re-opening a vibrant architec-

tural office in Seattle, moved the equip-

ment planning & logistics (EP&L) busi-

ness out of our traditionally exclusive

focus on schools and healthcare, and

opened project offices in Korea and

Wyoming.

Anchored on these successes, the

Northwest Region is solidly positioned

for 2008. For me, however, our most

exciting news comes from some things

that the region began quietly during

2007 and will develop more fully during

the next few years. These new initiatives

will positively affect all of our businesses

and lives into the future.

We have long been a leader in the

quality of the services and products we

deliver to our clients. I am proud that

the Northwest Region has received

national recognition for what we do

every year since 2000. In 2007, we

began to invest heavily in our training

and quality assurance processes, which

will allow this tradition to continue into

the future. 

In 2007 Northwest Region project

management began making regional

project directors and quality assurance

staff available to every project manager

and project, and started a series of

training/re-training seminars. The aim

has been to bring consistency and suc-

cess to all of our clients and projects.

This process will continue and broaden

during 2008 to fully encompass archi-

tecture, facility services and EP&L, and

expand to include safety training for all

staff during the year.  

As we look to the future, the

Northwest Region has made a serious

commitment to the identification, hir-

ing, training and promotion of the next

generation of Heery leaders, a serious

commitment to the ongoing viability of

our business and our company in the

Northwest. It’s all about the people, and

significantly, about attracting the

strongest of the young people who are

coming into the business now. During

2007, as a region, we focused ourselves

on seeking to recruit the best and

brightest new talent in every one of our

disciplines and offices, using our training

initiatives to indoctrinate them in the

Heery way of success and creating oppor-

tunities for them to move quickly into

positions of responsibility and leader-

ship. We’ve just started, but we believe

we are on track for this to make a posi-

tive impact in future years.

Fortunately, opportunity in the

Northwest is extensive - we fully expect

to capitalize on and expand upon the

prospects our successes present. More

exciting, though, is the whole new world

of opportunity we see opening up as we

begin to combine our services for our

clients. Currently, we are delivering mul-

tiple services to clients in a variety of

combinations - architecture and project

management to Lake Chelan and Skyline

Hospitals, as well as the Small Business

Incubator; EP&L and construction man-

agement at risk to the Rocky Mountain

National Laboratory; and facility ser-

vices, EP&L and project management to

a multitude of school, criminal justice

and aviation clients. Current efforts will

expand this list and lead into delivering

design build services for clients during

2008. 

Opportunities are also being gener-

ated in greater numbers than ever before

by working in conjunction with other

parts of the Heery world. We are collabo-

rating with other regions on nine pro-

3

jects, which represent all of our services

and work in many parts of the United

States.

I am looking forward to 2008 with

pride in the impressive accomplishments

of the talented and committed staff in

the Northwest Region. Our people strive

and manage to exceed our clients’ expec-

tations at every turn. I am confident that

we will continue to excel in such innova-

tive, expert and capable hands.

Jim Isaf

NORTHWEST REGION

Jim Isaf 

Cleveland State University

Songdo



The Central Region ends 2007 with

steady growth in our primary markets

and poised to expand into new markets.

In our traditional core markets, we added

over $400 million in new K-12 school

contracts as well as a number of new

healthcare design projects. Additionally,

our efforts to attract work in the higher

education market have paid off with the

award of several significant programs for

higher educational clients at the

University of Texas, Cleveland State

University and Dallas County Community

College District. These achievements are

on top of our many successful on-going

projects around the region, such as the

Cotton Bowl design build project, which

is a collaboration of the Atlanta sports

design group with Heery Dallas as the

project managers and Charter Builders as

the construction managers. 

The actual labor fee in 2007 for the

Central Region is 16% greater than in

2006 and the contribution is 20 percent

greater than 2006.The region has grown

from 175 employees at the end of 2006

to 195 as of December 2007. The most

significant growth has been in Charter

Builders who continue to add at-risk con-

struction management backlog at a rapid

pace. The recent addition of the Denton

Independent School District’s $200 mil-

lion bond program, along with the

Burleson Independent School District’s

$206 million bond program earlier in the

year, has certainly fueled their impres-

sive growth. Houston Independent

School District (HISD) passed an $805

million bond measure in November and

we are looking forward to the upcoming

construction manager selection process.

Heery has been involved continuously

since 1996 in the past two programs for

HISD as one of their construction man-

agement teams. A recent proposal to the

Chicago Department of Aviation has

been preliminarily approved and will

keep us involved through May 2010 at

both Chicago airports. 

Despite a reasonably successful year,

we anticipate taking greater strides

toward expanding the region’s business

and improving our profitability in 2008.

Comprised of sixteen states that stretch

from the Canadian border to the Gulf of

Mexico, the Central Region is Heery’s

largest geographically. Our challenge is

how to effectively market this vast area

and develop the region’s business beyond

our familiar core markets in Ohio, Texas

and Iowa. We know there is significant

opportunity out there for our services

and we have to tap into it if the Central

Region is to continue to grow. One of

our initiatives in the coming months is

to develop a strategic marketing plan to

help us identify and capture those

opportunities. 

Determining where to allocate our

resources, approaching these target mar-

kets competitively and developing a real-

istic action plan are critical to our

future success. To assist in that process,

we recently added one member to the

business development team in the North

Central office who is helping us identify

and select the most promising opportu-

nities in parts of the region where we do

not have a permanent presence.

Another element in our growth plan

is establishing a Chicago area office,

presently scheduled to open in the first

quarter of 2008. A Chicago office will

not only enable us to bolster our pres-

ence in the active Chicago market where

we have become more visible due to our

performance on

the airports, but

also allow us 

easier access to

those states in

the region where

we have not been

active.  We are

considering sev-

eral options and

locations in

downtown

Chicago, and look forward to a grand 

opening celebration in spring 2008.

An equally important focus for the 

coming year is employee development. The

competition for work is intense. Green build-

ing initiatives are taking place at all levels.

Projects call for an increasing array of skills,

service and technical competence. New tech-

nology, trends and approaches are emerging.

Legal requirements are increasingly complex.

All of this means that it is imperative for our

staff to be up to speed on the latest industry

developments. We are going to emphasize

that more of our region’s project managers

attain the LEED Accredited Professional and

Certified Construction Manager credential,

as well as take part in more continuing edu-

cation and training in the coming year. The

Central Region is proud to say that all of

Charter Builders employees have completed

the 30-hour OSHA training class. This is a

significant accomplishment because it

includes more than just our technical staff;

each and every individual in the office

regardless of his or her position, has been

through the training. We will encourage

more of the Central Region staff to take

advantage of the many opportunities and

incentives that Heery offers to its employees

for professional development.    

The Central Region is looking forward to

a prosperous and rewarding 2008 for our

clients, our staff and our colleagues.  

John May

John May 

CENTRAL REGION
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project in Berlin, New Hampshire. At $238

million, this is Heery’s largest design build

project to date. The team is mobilized and

the site work has begun. I understand that

the project site features a large population

of very big moose.   

Following this big theme, we were also

selected to design a 45-story tower in

Center City Philadelphia, which will be the

tallest tower design by Heery in the firm’s

history.

Still, we had some big challenges

during 2007. The decline of some of our

key markets, particularly the federal

General Services Administration, had a

significant impact on our volume. I will

be working with our staff to identify new

opportunities and to create a retooled

business development focus to supple-

ment this reduced source of work. The

ability to offer clients diverse services

and talent makes us better prepared to

take advantage of the opportunities that

arise.  

Moving forward, the key word to

describe 2008 will be N-E-W. With new

leadership at the regional and area levels,

I expect it will bring new ideas, new

strategies and new approaches

to all areas of our business.

What won’t change in the East

Region, however, is a commit-

ment to core Heery values such

as a singular focus on the

client. 

The New Year should be a

busy one for me, meeting with

all of the East’s employees to

talk about the future and how

each of us can be a part of the next big

Heery success. We will all be asked to

step up and to get involved, to be more

vigilant on our projects in terms of quali-

ty and control and to take advantage of

all that Heery offers, such as the firm’s

tremendous training programs and incen-

tives.  

I am a big believer in the power of

relationships – both in building business

outside the firm as well as inside the firm

between individuals in different depart-

ments, offices, areas and regions. Top on

my list of “to do’s” will be to remind and

encourage everyone to develop a relation-

ship with clients that will endure far

beyond the completion of a project. This

really is the “Heery Way”. We want to be

our clients’ “firm of choice”, not an

anonymous bidder on a project or part of

a pool of competitors. 

It will take all of us working together

to achieve the goals for 2008. But, I know

that working together we will harness a

NEW energy, knowledge, strategies and

relationships to accomplish the next BIG

thing in 2008.   

John Furman

If I had one word to describe this

past year in the East Region it would be

“B-I-G”. All across the region big happen-

ings were everywhere. First and most

obvious is the significant change in

senior management: “The big guy” in the

region was promoted to “the big guy” in

the company. As we enter the New Year, I

think you’ll agree that I have some big

shoes to fill! 

Also in 2007, the East Region added

new leadership in the Washington, D.C.

and the Philadelphia Design offices. Bob

Derrick and Mark Tufaro have assumed

management responsibilities in these

offices and we are already seeing some

big ideas and new work come our way as

a result of their efforts.

In New England, we completed the

largest high school in Massachusetts for

the opening of the 2007-2008 school

year. The Lawrence High School at

565,000 SF is home to 3,000 students

and is a big hit with the kids, as well as

the city and the state.  

Our new business backlog was also of

a big nature in 2007. We started work on

the new Federal Correctional Institution

Last year was good; this year will be

better. Thanks to a boost from our newest

constituents in Miami, we are on track to

beat last year’s bottom line by 14 percent.

Our growth in revenue and profit contin-

ues, but beyond the numbers, we have

seen some great accomplishments this

year in the Southeast Region.

We are stronger now by 56 talented

and fun loving (judging by Heery

University) people in Miami. When we

combine the capabilities of our new staff

at Miami International Airport, the new

terminal development at Hartsfield, and

our ongoing work at O’Hare, the aviation

sector has become a major component of

both our design and management ser-

vices.

The past year has brought great

progress in our design build activities.

Larger and more complex projects have

sharpened our skills and established our

presence in the design build market as a

single source provider. In addition to

sports, office, school and justice facilities

we have now substantially increased our

portfolio for healthcare design build.

This year also saw the launch of the

Electronic Standards Portal. If you

haven’t test driven the new system….give

it a try! We now have the means to col-

lect and distribute our best resources and

practices from all parts of the company.

There is much more to be done, but as a

tool to aid training and maintain a con-

sistent approach, it is a great start to

perpetuating our corporate culture.    

2007 was a bellwether for the chal-

lenges we will face in 2008. Quality assur-

ance has never been more critical to our

success as we continue to grow in size

and locations. It has been painfully clear

at times, that we must make certain the

people, tools and procedures are in place

to guarantee the standard of service we

demand for our clients.  Training, men-

toring and verification will play an ever

increasing role as we spread the Heery

brand to new locations.   

We have seen the need to focus on

increasing our depth of expertise in both

design and management services. Our

EAST REGION

John Furman

clients want a “national” practice. They

want to know they have tapped into the

best Heery has to offer, wherever their pro-

ject or assignment may be. It is our respon-

sibility to think nationally and deliver local-

ly to meet our clients’ needs. The new advi-

sory panels for the healthcare and justice

sectors are a step toward optimizing our

value to the market. A consistent voice and

a guaranteed product will build our reputa-

tion in these specialized sectors.

As our family continues to grow, we

will continue to face both challenges and

opportunities. Whether it is combining the

strengths of our own people and offices,

assimilating new resources through acqui-

sitions, or adding to the capabilities of our

sister organizations in Balfour Beatty, we

must leverage the best of all we have to

offer. 

Greg Peirce                   

Greg Peirce 
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The West Region finishes 2007 with a

consistent steady volume of work in our

primary markets of higher education,

medical, medical research, local govern-

ment, federal government, K-12 schools

and strategy planning. Clients that are

representative of these markets include

Caltech, Ventura Community College, The

Salvation Army, GSA, California

Administrative Office of the Courts, Los

Angeles Unified School District,

Providence Saint Joseph Medical Center,

The County of Los Angeles, Riverside

County, Sacramento County, The City of

Fontana, The City of Moreno Valley,

Amphitheater School District, Grambling

University, Western Washington University

and the Boeing Company. Many of these

clients continue to award additional pro-

jects to our area offices. A number of

these clients also represent long term con-

tracts with continuing work.      

The labor fee in 2007 for the West

Region is 11 percent greater than in

2006 and the contribution is 28 percent

greater than 2006. The increases in labor

fee can be attributed to our employee

growth from 115 employees to 130

employees, or a 14 percent increase. The

operating profit is projected to be 83 per-

cent greater than in 2006.

In 2007 we expanded our core capabili-

ties by providing architectural design for

The Salvation Army’s Kroc Community

Center and Young’s Market Company,

design build services for the Northwest Fire

Station and construction management at

risk for Catalina Foothills School District

and the Appellate Court for the California

Administrative Office of the Courts. 

Our Stratus group is developing into

one of the nation’s premier firms for insti-

tutional strategy planning with assign-

ments such as the waterfront campus of

Western Washington University, the master

development plan for Grambling State

University and creation of the capital

development strategy for the new Nevada

State College. As Stratus enters 2008 they

continue to be contacted by higher educa-

tion institutions to provide strategic initia-

tives. Recent assignments are educational

master plans for four new centers in the

Yosemite Community College District, Los

Angeles Valley College, Ventura College

and a feasibility study for Drexel University

in Placer County, Calif. The work of

Stratus increases our access to the senior

management at higher education institu-

tions and in some cases will allow us to

cross sell our program management and

construction management services.

Moreover, Stratus was able, in 2007, to

generate approximately $200,000 in rev-

enue for other Heery regions. 

We have continued to add to our work

at Los Angeles Unified School District

with the award of a construction manage-

ment contract for Region 2.  We were one

of only two non-repeat firms awarded the

management of a complete region. The

work in Region 2 is valued at $238 million

and comprises 139 school campuses locat-

ed throughout the San Fernando Valley.

The three-year program will include more

than 446 modernization projects.  This

award represents a significant accomplish-

ment in our effort to gain greater recogni-

tion in the Los Angeles K-12 market.

Our strongest and largest market con-

tinues to be in the Southern California

area comprised of Los Angeles County,

Riverside County and San Bernardino

County. Recently, a team comprised of our

Northern California office, the Heery

Orlando office and our Long Beach office

was selected by the Molasky Group of Las

Vegas to compete for the development of

eight Women’s Re-entry Treatment

Facilities for the State of California. If suc-

cessful, this will represent over $300 mil-

lion of design build work and greatly

expand our construction business in the

state. The coming year will also mark our

fourth year as program managers and con-

struction managers for Ventura

Community College. After four years of

planning and design, we are under con-

struction or will be in construction in

2008 for three major building projects at

three campuses. 
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We want to know if this
special New Year’s edition of
Heery News was helpful to

you.  Please take a few 
minutes to answer five 

questions about this issue 
of Heery News by logging

onto the survey at
www.heeryae.com/

strategysurvey/default.aspx.
There is also a link available

from KnowledgeNet. 

Our chal-

lenge for 2008

will be to expand

our markets in

Arizona and

Northern

California. These

are by far our

smallest area

offices. To meet

these objectives

in Northern

California, we

have added a full

time director of

business development whose efforts have

been concentrated on developing client

relationships with the northern counties

and community college districts. These

clients represent an extension of our cur-

rent business in Northern California and

allow us to capitalize on our similar profile

of clients in Southern California. To

increase our visibility with these clients as

well as others, we are attending more local

and state conferences and have purchased

a new Heery display for the West Region,

which has been well received by our staff.

Arizona has increased its business in pro-

viding design build and construction man-

agement at risk. In addition we have been

awarded three contracts with GSA for

boarder station program development

studies and one contract for construction

management of a border station. Our rela-

tionship with GSA Region 9 continues to

develop positively which bodes well for

future and continued business. If at the

conclusion of 2007 Arizona continues to

be a reasonably strong market, we will

consider adding a full time marketing

position to the area office.

We continue to promote employee

development. Several of our staff are in

the process of applying for Certified

Construction Manager (CCM) credentials

and LEED certification. In 2007 one staff

member has become a CCM, while anoth-

er has obtained a LEED certification. In

2008 we will encourage more of our staff

to obtain these certifications and to take

advantage of the opportunities and incen-

tives that Heery offers to its employees. 

The West Region is looking forward to

expanding our capabilities in 2008 and

providing a rewarding experience for our

employees and clients.  

Bob York
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