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couple of weeks ago, at the very successful

Building Excellent Businesses Forum, | sat

in on an interesting session called "Managing Millennials."
In fact, it was more than interesting - it was eye-opening.

Learning how to work with this generation that has grown
up in a digital world, surrounded by parents that have
spent more time and money on themselves than any
previous generation (all those hockey, soccer, T-ball and




dance lessons!) hasn't always been easy. But session
leader Alan Quarry of Quarry Communications did an
excellent job of encapsulating some of the key
characteristics and motivations of this new generation.

The overriding characteristics of this group (born after
1982) is that they are collaborative , believe they can
contribute from Day One, want balance in their lives,
possess great confidence, appreciate diversity, are
optimistic and will work hard to accomplish a
task/project/job if they understand the "why" of it  and
are allowed to innovate.

Being the techno savvy group they are, who literally grew
up in an environment of game playing, innovation and
parental praise, they are often strangers to us Gen Xers
(aged 29-44) and Baby Boomers (aged 45-63). While
some of us dread it when our computer asks us to
download updates (anything could happen, usually bad,
we think!), the Gen Y folks can't imagine a day without all
their digital essentials. They also can't imagine working
like their parents used to such as incredibly long days
spent "at the company". If they witnessed their hard-
working parents laid off or downsized, no wonder they
swore they would never be like us. Good for them,
because our way of doing things isn't any better than our
parents, or their parents. It is just different.

That's it in a nutshell. This new generationisjus t
different. Not bad, lazy, stupid or selfish - just

different. Since their ways of doing things isn't going to
change, we need to learn how to adapt to and appreciate
the Millennials' ways of thinking. Doing this is actually a
successful business strategy.

Alan was also quick to point out that we don't just have to
roll over and let the new generation do whatever they want
and whenever they want. They look to us for guidance,
but they aren't going to buy into the "do it becaus el
said so." Instead they want to understand why the j ob
needs to be done, how they might be able to do it

better (or differently) and how to evaluate the res  ults.

What Gen Y wants us to do is to "communicate" with
them. Whether it's in person, in email, Facebook or by cell
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phone, they want us to share our ideas, visions and A
reasons - and they want to share theirs! And while it
may take a few more minutes of our day to talktoo  ur " #3
employees and work collaboratively, it will still be far

more productive and profitable than if our younger workers &
quit and go work for a progressive company that has

recognized this difference and adapted it. If our "#S
competition has learned to communicate with this L
generation and we haven't, then we are doomed. &'+

As another session speaker pointed out, asking a male-
dominated industry to "communicate" in order to succeed
is a tall order. But it has to be done. Communication is

*
innovation, and innovation means success. Or as Alan put >
it so succinctly "innovate or die." (
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Please download the BE conference session notes:

Session One BIM: How it will affect your business
today and tomorrow

Session Two Part A Taking the Fear out of LEED ## #
Buildings Session Two Part B $%& "
Session Three Fraud in the Construction Workplace "

Session Four Managing Millennials : Getting the

Most from the Next Generation . (

Sincerely, % * +
/}/?Wa )&%/)/(_,M

Martha George, P.GSC
President, GVCA
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Many of us remember the human and economic toll that
the SARS crisis created in Canada. Now, faced with a
Phase 5 alert from the World Health Organization .
concerning Influenza A HIN1 (Swine Flu) we are well

aware of the importance of having accurate and trustworthy g . ‘:f
information concerning handling this health crisis.
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For current Canadian information, please visit the

Canadian Diihlicr Haalth Anancv wiaheita




%

You can also visit a pandemic website created by Marsh, a
leading insurance broker and risk management firm:
PANDEMIC RESPONSE CENTER AND WEB PAGE.
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As an award-winning
Construction Association,
the GVCA offers its
members the services they
need to succeed. In many
cases, these services are
unique to our Association
and are the envy of other
construction associations.
(Yes, they look to the
GVCA to see what we are
doing and then copy us!)

If you are not taking
advantage of these
member-only services, you
are missing out on the
"difference makers that will
make your business more
successful. If you are
unfamiliar with the
following services, please
contact the GVCA office,
info@qgvca.org and we
will be pleased to give you
a detailed explanation of
the service
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3/ E- Plans Room
1 o # We offer E Plans Room

training that shows even
the most technophobic
person how to get

hooked up to this fantastic
service that .allows you to
check addenda quickly,
confirm closing dates and
bidders list - anywhere you
have an internet
connection! You can book
a personal demonstration
- we will come to your
office and show you how it
easy it is to use from vour
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own computers!

Email mike@gvca.org

Private Plansroom
Attention General
Contractors and Prime
Contractors!

Did you know that GVCA
offers a service that can
set you up with your very
own private electronic
plans room? You are able
to restrict access to the
plans and specs in the
design phase through to
tender and post tender.
You get to choose your
bidders and the GVCA
allows the access. This
service provides automatic
notifications on addenda
and changes instantly.
You can see who viewed
the plans as well as who
saw the addenda. Contact

mike@gvca.org for more

info.

Become
a GVCA
Member

Jain none
and sawve!
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before June 6th) a nd .
$140/person (if registering June 6th and after).

&
Price includes lunch, dinner, prizes and golf cart. L. 4
Shot gun tee off: 11:00am at Foxwood and 11:30am at i
Conestoga. The format will be scramble. .
We will hold a playoff at Conestoga between the two low ++0 (
net foursomes before dinner.
Dinner: Steak dinner served at 6:30 pm at Conestoga. /1 + 1

The GVCA is seeking Construction Industry partners to
sponsor our Annual Spring Golf Tournament. This

event attracts over 280 golfers representing various
general contractors, trade contractors, suppliers and
manufacturers from the construction industry. B

The major gift this year will be a snazzy wind jacket, : %
embossed with our sponsor's logo (as well as GVCA). A
definite "best dressed" item...imagine, seeing your

company's logo everywhere! £ (

To give everyone an equal chance to be the sponsor of 0 2)
this gift, we are offering you a chance to bid on this
sponsorship opportunity. -

Sealed bids starting at $2,500 will be accepted at  the
GVCA until Friday, May 8 at 12 Noon. A public opening
will be held at that time. A

There will be no addendum issued on this and the lowest Forward this emara(M

bidder will not win. Bid shopping is allowed, and to qualify,
you have to have the money, and be willing to pay before
the tournament

Other sponsorship opportunities exist, including:

SOLD $800.00 to sponsor the Cart Lunch

SOLD$500.00 to sponsor a golf shoe bag [ #

$200.00 sponsorships include: WWW.QVCA.Org

Closest to the Line
Clncact tn tha Pin




Longest Drive - women
Longest Drive - men
Hole Sponsorship-54 holes available!

We would like to make each hole interesting and help you
get the most out of your sponsorship. If possible, we are
asking hole sponsors to staff the holes with volunteers who
will hand out info on your company, water, or a little snack.
GVCA would be glad to work with you on this. This is not
required, and should not stop you from considering
sponsorship.

# 1) '@

+01/&+ * | 2**+. .['

M A'6 ! ! 6

(i@l

PRE BID REPORT,

Insight and information on
proposed future projects
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