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BRANCHES SHARING KNOWLEDGE IS GOOD BUSINESS

One of the primary advantages
Valcourt has over its industry
competitors is our ability to

bring every customer the best practices
of all seven of our branches, backed by
the resources of a large corporation. ItÕs
a combination thatÕs hard to beat.

While each branch operates inde-
pendently, they draw on the combined
experience of each other. General
Managers visit each other and share best
practices for tools, equipment, materials
and safety. Office Managers get together
to discuss how to improve efficiency. 
At the sales level, managers discuss how
to attract new customers. ÒIÕll talk to
other salesmen in other branches and
use that information for estimating,Ó
says Paul LaVere, Sales Manager for the
Delaware Valley Region. ÒWe benefit
from the experiences of other branches,
which means we can bring more
resources to solve the problems of our
customers. Sometimes we can even get
in the door with a new customer if that
company already has an established
relationship with one of our other
branches,Ó Paul adds.

Getting it down to the grassroots
level is what makes this system so
successful, according to Joe Parham,
President of ValcourtÕs Georgia branch.
Joe sends his operations and produc-
tion people to other branches annually.
ÒThe reality is we donÕt know as much
about whatÕs going on in operations or
production as our larger branches do.
So the operations and productions
people visit other branches to see how
they do their jobs. They compare ideas
and return with new strategies on
how to make our branch work
more efficiently and better serve our
customers. We donÕt often think about
how we do our jobs,Ó says Joe, Òbut
when we watch others do theirs we
say, ÔWhy didnÕt I think of that?ÕÓ He
adds, ÒIf another branch is working on
a large project, the General Manager can
contact me because we have been
involved with similar projects and ask,
ÔWhat can I expect? What kind of prob-
lems are we going to run into?Õ We can
turn to other branches to solve a prob-
lem and find a solution that best meets
our customersÕ needs.Ó

A customer recently called Joe
to ask him about the quality of his
ropes. ÒI sent out an e-mail to all of 
the branches, and one suggestion I
received was to contact the Scaffold
Institute, which provided the answer.
I was able to make that customer feel
very special. When my customer in
Atlanta is wringing her hands over a
problem, I want her to know she can
turn to me for help.Ó 

This sharing of knowledge helps the
branches grow their businesses. ÒSince
each of the Valcourt companies is at a
different stage of growth, itÕs very help-
ful to be able to call up one another
and ask, ÔDo you remember when you
had faced such and such problem?ÕÓ
says Joe. 

In many companies, corporate dictates
policy and passes it down. At Valcourt,
itÕs the opposite. ÒWe are owners and set
policy for our own companies, but
corporate assists us in so many areas,Ó

Chairman Jeff Valcourt, Controller Carolyn Strealy,
Corporate Risk Manager Rick Vassar, and Staff
Accountant Karla Rodriguez meet with New Jersey
President Mike Amoroso and VPs Stan Wellinsky and
Ron Pilla to review the branchÕs performance.
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adds Joe. “Corporate buys in bulk, for example, and with the
buying power of seven companies rather than one so we are able
to pass along much higher discounts to our customers.”

“It’s not just buying power, however. It’s also the help
corporate provides with financing, insurance and legal issues,
among others,” he says. “As a business owner, there are 
so many things I just don’t have to deal with because corporate
takes care of it. I don’t have to ask, ‘Do I have enough financing?
Insurance? Is my insurance up-to-date?’ and so on. Our
corporate office takes care of all that,” he says. “I can focus on
window cleaning, keeping my crew safe, and keeping the
customer satisfied.”

Under this type of structure, Valcourt can offer its customers
more resources than its competitors. For example, Valcourt
provides an $11 million insurance umbrella whereas the indus-
try standard is $0 to $5 million. “We provide our clients with a
much higher level of comfort in a more litigious environment,”
adds Paul.

Now that these practices are firmly in place, the trend is
toward attracting customers who have multiple properties in
some or all of the areas where Valcourt branches are located.
“Often times, we can service all of the customer’s locations and
combine cities into a single package,” says Paul. “We have a
multi-state operation that stands behind every contract. We are
able to provide our customers with a much broader base of
support than what our competition can offer. It helps me to be
part of a large corporation because my customers know that a
quality corporation is behind everything I do.”

I’ve always believed that if
we at Valcourt only knew
what we know, there

would be no stopping us. That’s the philosophy
behind our efforts to create a corporate culture
based on all of our branches working together and
drawing on each other’s wisdom and experience to
solve common problems. It’s really a beautiful
thing when we can adopt the best practices of
seven branches to provide our customers with
smarter solutions.

This is something I’ve been talking about and
promoting within our company for more than
20 years. The cumulative strength of our seven
branches, backed by the resources of a large
corporation, makes us stand out from the
competition. It’s a very powerful, new and better
way of sharing information. It’s like having six of
your best competitors sitting across the table from
you, giving you straight answers. 

The most difficult challenge was teaching people
to first, recognize, and secondly, share, the new
and innovative ideas that were occurring at the
branch level. They had to learn to identify
innovative ideas they have developed and share
them with other branches. Making that
adjustment was especially difficult, and I owe a
great deal of thanks to the branches for being able
to pull it off. It still requires a lot of work by them
to make it run smoothly.

I’m a strong advocate of this corporate culture
because it really works. We can’t become
complacent. The power of Valcourt is limitless as
long as we act as one, sharing our wisdom and
experiences across all levels of the company. Our
customers will reap the benefits, and that’s what it
is all about.
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Chairman’s
View

Dan Short, President, Cal Duncan,
Executive VP, and Mark Boss,
Business Unit Manager – all from
Florida – meet with General
Manager Mike Ford of DC to share
information about their branches.
Also participating is Assistant
Controller Joe Mellow of the
corporate office.

BRANCHES SHARING KNOWLEDGE IS GOOD BUSINESS —
CONTINUED FROM PAGE 1

“LOCALLY, WE’RE SMALL,” SAYS PARHAM,
“BUT COLLECTIVELY WE REAP THE BENEFITS OF
A LARGER, MORE SOPHISTICATED COMPANY.”



NEW CONTRACT:
Lowe’s Annapolis Hotel in Annapolis,
MD, recently awarded Valcourt a façade
rehabilitation contract. The project is
valued over $350,000 and the work
began this past spring. Darius Toraby
Architects served as consultants on the
project which includes tuck pointing,
brick replacement and other façade
rehabilitation issues.

NEW RECOGNITION:
Valcourt was recently recognized by
IREM (Institute for Real Estate
Management) Chapter 77. This 
Northern Virginia chapter spotlighted
Valcourt as a friend and sponsor of the
organization for five consecutive years.

NEW FACES:
DC Restoration and
Waterproofing
welcomes Joe Bona
to our team. Joe will
serve as a project
superintendent. He
brings over 10 years
experience to
Valcourt, including
experience in concrete
restoration, deck coatings, masonry
façade rehabilitation and caulking.
Joe has received specialized training in
scaffolding safety, estimating, chemical
grout injection and several other areas
relating to waterproofing and restoration.
Welcome aboard Joe!

NEW CITIZEN:
Congratulations to Doris Mejia, payroll
administrator and office assistant, who
became a U.S. citizen May 7th in
Baltimore, MD. Doris has been with
Valcourt for three years. She is the
mother of three and lives in suburban
Maryland. Doris is a native Honduran
who came to the U.S. 14 years ago.
Becoming a citizen has long been her
goal and is finally a reality.
Congratulations Doris!

Joe Bona
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Michael Brobrowski
graduated from
Oklahoma State
University with a
BA in Business
Administration,
majoring in
Marketing. He
began his career
in 1999, traveling

to various universities where he served
as a client of American Express. Later he
moved on to the construction industry,
then the insurance industry where he
was a top seller of life insurance products
serving all members of New Jersey Labor
Unions. In June 2004, Mike joined
Valcourt Building Services as Sales
Representative for the New Jersey
Window Cleaning Division. Mike resides in
Central New Jersey, where he and his wife
are expecting their first child in August.

In July 2004, Valcourt Building Services
welcomed Bill Flaherty to our team as
Manager of Safety & Compliance. Bill will
oversee all aspects of Safety and
Compliance for both Valcourt Building
Services of New Jersey as well for our
Delaware Valley Division. Bill brings over
11 years of Management experience in
the manufacturing industry within the
New York/New Jersey area. He is currently

pursuing a degree
in Business
Management at the
City University of
New York where he
previously attained
a Mechanical
Technology Degree.

IWCA Certification
Valcourt Building Services continues
to show its commitment to safety and
training by utilizing the International
Window Cleaning Certification Institute
(IWCCI) program. We are happy to
report that four additional window
cleaners in the New Jersey office have
become certified window cleaners
through the IWCCI. The association’s
certification program ensures that
window cleaners are well-trained, more
knowledgeable and safety conscious
employees. And we are working towards
having four more of our window
cleaners gain their certification before
the end of this year.

Michael Brobrowski

Bill Flaherty

DC RESTORATION AND WATERPROOFING BRANCH

NEW JERSEY WINDOW CLEANING BRANCH

VIEW FROM OUR
BRANCHES
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Creating sales
opportunities from
Tampa to Marco
Island, Sandi Snow
provides waterproof-
ing solutions for this
area’s developers,
builders, engineers
and property man-

agers. Sandi’s 20 year history of success-
ful facility services sales, facilitates her
ability to provide uncompromised value
for her customer base.

“Our motto of pride, savings and peace
of mind makes Valcourt Building Services
the right company to provide solutions
for our customers’ waterproofing needs.”

Sandi is a member of BOMA, CAI, BMI
and NAIOP.

Utilizing his 35
years of industry
experience, Gary
Bodenbender man-
ages the Valcourt
sales effort in the
Florida Panhandle.
His many years of
providing innovative

waterproofing solutions for this area’s
condominiums, hotels, health care and
commercial facilities, have earned him a
reputation that has produced many long
term client relationships.

“I enjoy the satisfaction I receive from
working with people to provide the peace
of mind that comes with Valcourt’s ability
to solve their waterproofing needs.”

Gary is a member of BOMA, CAI and CSI.

Leading the sales
effort in Valcourt’s
Mid-Atlantic Region,
Robert Amos has
been actively
involved in the
weatherproofing
industry since
1996. Extremely

knowledgeable and competent in plan-
ning and implementing successful proj-
ects, Robert’s dedication to service has
earned the trust of his many customers.

“I believe in doing business the old
fashioned way: promise only what you
can deliver, and deliver more than you
promise.”

Robert is member of MBAHA, CSI, BOMA
and CAI as well as an active member of
the Board of Directors of WCA.

Sandi Snow Gary Bodenbender Robert Amos

Richmond, Virginia, is home to hundreds
of historic places with deep roots in the
foundation of our country. Recently,
Advantis GVA chose Valcourt Building
Services as the window cleaning service
provider for one of Richmond’s oldest
historic buildings: 100 West Franklin
Street. Also, known as The Chesterman
Place, this landmark site is located in the
heart of Downtown Richmond’s historic
district. The Chesterman Place has roots
dating back to the mid 1800’s. The
house was built by a United States Navy
Captain who delivered goods from
Hampton Roads to Richmond by way of
the James River. The beauty and detail of
this building are evident upon first
glance. The large building was originally
built as a single family home for the
Captain while residing in Richmond. The
Chesterman Place highlights the unique
detail that was given to homes along the
West Franklin section of Richmond. The

architecture style is Italianate with
much detail given to the large archways,
unique woodworking and detailed
masonry design.

Upon the award of this window
cleaning contract, Valcourt Building
Services realized the sensitivity of such
an historic building. Extra precautions
were taken to protect Chesterman Place
during the entire window washing
process. During the job, the Valcourt
management team also noted severe
hydrochloric acid stains on certain
windows, possibly from a previous
pressure washing job. The condition was
known to Advantis GVA, and a solution
to the problem was proposed. Through
the application of many years of industry
knowledge and experience, Valcourt
Building Services has helped restore the
beauty and curb appeal of this
Richmond landmark. Valcourt helped to restore the historic

Chesterman Place.

RICHMOND WINDOW CLEANING BRANCH

FLORIDA WEATHERPROOFING BRANCH



RESTORATION AND WATERPROOFING
When the owner of a high-rise condominium on the New
Jersey Shore came to Valcourt with a problem, Ron Pilla,
Vice President of New Jersey Exterior, knew just what to do.

The client’s problems included spalled and delaminated
concrete on the condominium’s balconies, and spalling on
the top slab, slab edge and the ceilings of the balconies
above. Some of the spalls looked as if it could fall at any
time. The failed concrete was hazardous to pedestrians,
vehicular traffic, parked cars and the balconies themselves.
Chunks of concrete at the base of the building could become
a future problem if not corrected.

Valcourt determined that rebar corrosion was the primary
problem due to continuous saturation of water, salts (chlo-
rides) and oxygen migrating through the unprotected con-
crete slabs and attacking the rebar. Valcourt conducted a
detailed inspection and survey of the entire building to iden-
tify all problem areas. Pilla then presented a full scope of

work to the customer. The solution included 1) removing all
spalled and delaminated concrete down to rebar; 2) securing
all loose and hanging rebar; 3) cleaning the rebar and apply-
ing a protective coating; 4) repatching all open areas and
applying a coating to the entire balcony.

Valcourt is in the midst of completing this important
project. “It is a work in progress,” says Pilla, “and we’re glad
that we brought the right solution to our client.”
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WINDOW CLEANING
Since the ANSI I-14 Window Cleaning Standard was first
published in October 2001, Valcourt has worked with its
clients to navigate the new standard. “We formed a compli-
ance department to educate our clients that the standard was
coming, and worked with them on how to comply,” says
Bruce Lapham, Director of Compliance Programs for the
window cleaning division in Washington, DC.

The I-14 is an American National Standard, which means
it is the accepted safe practices of the industry. It is not a
law, however, failure to comply with the standard leaves the
owner and contractor vulnerable to a liability lawsuit in the
event of an accident. “In an effort to help our clients to
comply we facilitate engineering inspections, provide Plans
of Service, and help them find their way through any
necessary anchorage installation issues,” Lapham says.

Valcourt’s efforts appear to be paying off. Bob Potterton, VP
of Operations for Spaulding & Slye, says, “Valcourt has been
invaluable in helping us comply with both OSHA and ANSI
Standards, not only in helping us stay current with what is
going on, but also in educating us on best practices to come
into compliance with the I-14 standard.”

This sentiment is echoed by Gary LaFrancois, Director of
Engineering of the Mid-Atlantic Region for Transwestern
Commercial Services. “Valcourt has always been a valuable

partner and expert in helping us comply with all related
safety issues. They have helped us for years in facilitating
engineering inspections and now they are helping us
through the more stringent requirements of the I-14.”

Like all Valcourt branches, Lapham conducts educational
seminars for customers on the I-14 Standard. “We let them
know that our company is keeping up with the all
compliance issues and that they can count on us to keep
them in compliance with the latest standards,” he says.

The I-14 standard requires that 
contractors provide procedures
and assurances of compliance.

BRINGING SOLUTIONS TO OUR CUSTOMERS

Many buildings require anchors to be installed in order to comply with the I-14.

FPO

Valcourt repaired failed concrete on
the condominium’s balconies that was
hazardous to pedestrians.



VALCOURT BUILDING SERVICES, L.C.

1621 NORTH KENT STREET, SUITE 1101
ARLINGTON, VA 22209

Safety, Service, and Solutions—
that’s the Valcourt difference!
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TIMBERLINE AND MIS HELPS US BETTER SERVE OUR CLIENTS

V alcourt successfully completed the conversion of all
branches to the “Timberline” Construction Accounting
Software in August 2003 using eight different modules

(Estimating, Project Management, Contracts, Billing,
Purchasing, Accounts Payable, Accounts Receivable and Job
Costing). “This was a major step forward,” according to
Carolyn Strealy Valcourt’s Controller, “because it provided
the company with better visibility and control over jobs,
billings and costs.”

At the same time, the company integrated its proprietary
Management Information System software (called “MIS”)
used by its window cleaning branches into Timberline. MIS
was developed by the company years ago to meet the unique
scheduling and other requirements of our window cleaning
customers.

MIS is used to schedule the work, monitor it, and bill the
customers according to customer specifications. Every new
contract or any change to an existing contract is entered into
MIS which converts the contract into one, or a series of, work
order(s). Detailed instructions and special customer requests

are entered in these work orders to ensure that the work is
completed according to the agreement with the customer.

At the beginning of the month, the branches use MIS to
determine what work has to be done according to the
schedule and frequency agreed to in customer contracts.
From these reports, a customer’s work order is generated,
the appropriate customer representative is contacted and the
work is scheduled and completed according to the detailed
instructions in the work order. “With MIS the customer is
not constantly required to reeducate us,” says Dan Frix,
Chief Financial Officer of Valcourt. Once the job is com-
plete, the customer signs the work order approving the
work and can then be invoiced for the services performed.
At the end of the month, all work orders must be accounted
for to ensure that all work scheduled was completed and
billed accordingly.

With our Timberline Accounting System and our
Management Information System, our customers can be
assured they have employed a contractor and service partner
with solid controls of their accounting  and associated systems.


