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VALCOURT'S INDUSTRY
COMMITMENTS PAY OFF IN MANY WAYS

t is said that people are judged by the

company they keep. That’s true in

business, also. At Valcourt, we're in
good company through our active
involvement in the major trade
associations representing the industries
we are in. Our commitment to those
industry groups is an important key to
our success as a business.

The three associations most important
to Valcourt are the International
Window Cleaning Association (IWCA),
the Sealant, Waterproofing and
Restoration Institute (SWRI) and the
International Concrete Repair Institute
(ICRI). We were one of IWCA’s

founding members in 1989 and Jeff
Valcourt, Jon Capon and Mike Amoroso
have served as Presidents of the
association. Stan Wellinsky is currently
President of SWRI. George Reedy, a
charter member of ICRI, is a frequent
speaker at its educational seminars. In
addition, Jeff served as a Director of the
Building Service Contractors Association
(BSCA) for six years, and Valcourt’s Dan
Short served as President of BSCA in
2000. Jeff worked with the Scaffold
Industry Association (SIA) on its
Education Foundation. Jeff and Jon also
serve on several American National
Standards Institute (ANSI) committees.
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STAN WELLINSKY ACCEPTING THE PRESIDENCY
AT THE SWRI CONFERENCE IN TUCSON.

Valcourts dedication to these industry
groups requires a lot of time and effort
on the part of our people, including
time away from their families. But
attending industry meetings and trade
shows and participating in other
association activities, particularly at the
leadership level, is time well spent for
Valcourt as a company and for our
partners and employees.

“My experience at IWCA was seven
years long, and it was quite a ride,”
said Jon. “It was very enjoyable. I met
a lot of wonderful people, and I
learned things I never would have had
the opportunity to if I wasn't involved
at that level.” As IWCA President, Jon
traveled to Tokyo to meet with its
Japanese membership. “That ended up
being tremendously valuable,” he
related, “because they don’t do things
in Tokyo the way we do them in the
United States. I was able to bring back
to Valcourt some techniques in
managing large staffs, because they
have companies with ten times the
number of employees most U.S.
companies do.”
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There’s an adage that the more you put into
something, the more you get out of it. | think that’s
true of our commitment as a company, and as
individuals, to the major trade associations
representing industries that we work in.

We put a lot of time, energy and resources into these
associations. Most companies and employees who
haven't done it couldn’t imagine how much time it
takes to be a board member or an officer. It requires
our people to be away from their families for
meetings or other activities. | deeply appreciate that
our families are so understanding and supportive.

When one of our employees reaches the highest level
of leadership, we make it a point to support them by
inviting their entire family to the event, such as when
Stan Wellinsky became SWRI President in Tucson in
February. It was the highlight of the SWRI conference,
and since Stan grew up in Tucson it was a homecom-
ing for him. Even his parents were able to attend.

The personal sacrifices we make to fulfill our industry
commitments pay off. When we serve on association
boards, we meet 15 or 20 people who are experts in
different facets of the industry. When we run into a

problem, we can call them and ask “can you help me
out?” and they will. And we'd do the same for them.

It's good exposure for our people to travel to industry
events — it makes them feel good about themselves.
They become more confident as public speakers and
learn how to run organizations and deal with an
infinite variety of people.

I'm proud of the dedication to these industries and
the professional associations we've formed. They are
becoming better and more valuable every year. They
help us as a business and as individuals, and we can't
ask anything more than that.
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VALCOURT'S INDUSTRY COMMITMENTS PAY OFF IN MANY WAYS —
CONTINUED FROM PAGE 1

THE ENTIRE WELLINSKY FAMILY CELEBRATING STAN'S NEW PRESIDENCY.

IWCA Executive Director Jack Pitzer said Valcourt has been
instrumental in helping the association develop. “The early
foundations created by the likes of Jeff and Jon helped give us a
solid base on which to build programs, governance and fiscal
responsibility, Pitzer stated.” “Valcourt has been a team player as
far as encouraging us to grow and explore new ways to serve the
industry.”

Stan Wellinsky got involved in SWRI nine years ago because
“We wanted to learn more about the waterproofing and
restoration business and SWRI is the premier association in that
industry. I heard it was a great place to learn and to meet people
in our industry. We saw that we needed to get more involved by
joining committees.” Stan began moving up the SWRI
leadership ladder, became a member of the Board of Directors,
Secretary-Treasurer and then President-Elect, and now serves as
President. “There’s quite a bit of travel,” Stan said. “I'm involved
in making a lot of decisions and making sure we follow the
organization’s strategic plan. We want to add new members and
create alliances with similar types of organizations that are on
the periphery of the waterproofing and restoration business.”

George Reedy remains actively involved in ICRI’s activities from
local to international levels. This past March he spoke to its
membership about a problem with buildings composed of pre-
cast concrete and its tendency to cause staining of window glass.

“"LEADING AN ORGANIZATION MEANS A TREMENDOUS
AMOUNT OF WORK THAT’'S ABOVE AND BEYOND ALL
THE DUTIES WE HAVE IN OUR REGULAR JOBS AS WELL
AS AT HOME. BUT IT KEEPS US IN THE FOREFRONT OF
EVERYTHING HAPPENING IN THE ENTIRE INDUSTRY.”

—JON CAPON, VALCOURT BUILDING SERVICES
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VALCOURT ATTENDS KEY INDUSTRY CONFERENCES

SWRI IN TUCSON

The cold weather—unusual for the Arizona desert in
February—didn't cool the enthusiasm of the 17 Valcourt
representatives who attended the Sealant, Waterproofing and
Restoration Institute’s (SWRI) annual conference in Tucson.
This year’s conference was a special event for Valcourt: Stan
Wellinsky, Vice President of Sales on our New Jersey
waterproofing team, took office as SWRI President.

“Technical and educational sessions, manufacturers’ exhibits,
and opportunities to share new concepts and techniques
and network with your peers are what help to make it all
worthwhile”, said Denny Miller, President of our
Washington/Baltimore waterproofing team. In one program
this year, Ron Pilla, Vice President of Operations of our
New Jersey waterproofing team, made a presentation on a
recently completed masonry restoration project.

Denny also cited sessions held on blindside waterproofing,

a high-rise facade restoration of a building near Ground Zero
in New York that was damaged in the 9/11 attacks, and an
OSHA presentation on mast scaffolding safety.

Y

IWCA IN DALLAS

For Jerry Wolfe, who joined Valcourt and the window
cleaning industry last September, attending his first
International Window Cleaning Association (IWCA) annual
convention was a real eye-opener. “There’s nothing like
learning from your peers, even if they are your business
competitors,” said Jerry, who is Business Development
Manager of our Georgia branch.

Jerry learned plenty, from the “feel good” presentations of
motivational speakers to the nuts-and-bolts tips and
techniques he gained from the educational and

RON PILLA PRESENTING AT THE SWRI CONFERENCE.

In addition to the benefits gained from attending SWRI's
annual conference, Valcourts participation and commitment
are worthwhile for “the continuing education available to us
through technical meetings and publications, as well as a
SWRI-sponsored training school for our field-level
employees”, Denny added.

So cold weather or not, the conference reaffirmed that
Valcourt and SWRI have a lot to share and gain from each
other in the industry.

informational sessions. “There’s a lot to like about window
cleaning,” he remarked.

One session was on “The Art of Winning Repeat and
Referral Business.” The key, Jerry learned, was “not just
selling to get the order; it's building long-term relationships
to keep customers.” Another session focused on manners
and being civil to customers. Greeting customers properly,
wearing the right clothes, and little things like controlling
bad breath all make an impact on customers, Jerry added.

Then there was the lesson on “How to Turn an Unhappy
Customer Into a Happy Customer.” The speaker talked
about the American paradigm for good service: if you do
something wrong, you fix it immediately. But the real goal,
Jerry said, should be “to do it right the first time.”

Finally, there was the trade show. “I didn’t know there was
so much equipment in this industry,” said Jerry. “I was
overwhelmed by the variety, the breadth and depth of the
equipment. It was incredible. It gave me a great behind-the-
scenes insight into how big an industry window cleaning
really is.”

Allin all, Jerry concluded that his first IWCA convention
taught him a lot about what it takes to do a better job for
the customer -- which he now applies to his Valcourt
clients in Georgia.
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VALCOURT SALUTES
TOBY WINNERS

There’s no bigger deal in the office building industry than The
Office Building of the Year (TOBY) awards. Created in 1985
by the Building Owners and Managers Association (BOMA),
the TOBY award recognizes and honors excellence in the
office building industry. Today it remains the most prestigious
and comprehensive program of its kind in the commercial real
estate industry, recognizing quality in office buildings and
awarding excellence in office building management.

Congratulations to the category winners in BOMAs

Middle Atlantic Conference:

1) Advanced Realty Group for Bedminster II, Bedminster, NJ,
for “Under 100,000 sq. ft”

2) CarrAmerica Realty Services for 1201 F Street N.W,,
Washington, DC, for “100,000-249,999 sq. ft.”

3) Kaempfer Management Services for Commonwealth Tower,
Arlington, VA, for “250,000-499,999 sq. ft.”

4) Trizec Properties for Newport Tower, Jersey City, NJ, for
“1,000,000 sq. ft.”
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5) Cushman & Wakefield of Virginia for Time Life Building,
Alexandria, VA, for “Corporate Facility”

6) TrizecHahn Mid-Atlantic Management Services for Watergate
Office Building, Washington, DC, for “Renovated Building”

7) Liberty Property Trust for Great Valley Corporate Center,
Malvern, PA, for “Suburban Office Park Low-Rise”

8) Jones Lang LaSalle Americas for Trinity Centre, Centreville,
VA, for “Suburban Officer Park Mid-Rise”

BOMA Atlanta produced these category winners in the

Southern Region competition:

1) Atlanta Landmarks for The Fox Theatre for “Historical”

2) Cousins Properties for Meridian Mark Plaza for “Medical
Building”

3) Cousins Properties for Ten Peachtree Place for Renovated
Building”

4) Colonnade Properties for Peachtree Center for “Over 1
million sq. ft.”

WE CONGRATULATE THESE REGIONAL WINNERS, WHICH MOVE ON
TO THE INTERNATIONAL TOBY COMPETITION TO BE HELD THIS
SUMMER AT THE BOMA INTERNATIONAL CONVENTION IN TORONTO.
OF COURSE, VALCOURT WILL BE THERE TO CHEER THEM ON!

OUR DELAWARE VALLEY OFFICE HAS RELOCATED!
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Safety, Service, and Solutions—
that’s the Valcourt difference!
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