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Kara writes:
We are currently revising our engineer-stamped 
drawings of all precast tanks manufactured at our 
plant to be submitted at the state level. I am wondering 
if there are some guidelines or examples of what 
should be shown and noted on the drawings. Should 
the mix design name be noted? Should specific 
standards be called out on the drawings?

NPCA Technical Services engineers answered: 
Requirements for tanks and their drawings vary by state, 

municipality or city. However, at a minimum, drawings should include: 

• Structure’s description  
• All tank dimensions with units, including exterior length, width and height, 

wall thickness, lid thickness, inlet and outlet height, lid opening dimensions, 
liquid level, etc.

• Reinforcement information, including type of reinforcement (ASTM A706, 
A1064, etc.), number of bars, length of bars, bar spacing, spacing and 
positioning tolerances, and area of steel per linear foot

• Information about splices or welds
• Positioning, size and capacity of lifting devices
• Information about riser size and type
• Number of compartments and position of baffle

• Details of inlet and outlet piping
• Inlet and outlet height
• Liquid capacity
• Maximum depth of cover and condition of soil (saturated or unsaturated)

Other information to consider including is whether the tank 
assembly is traffic-rated; the structure’s weight and the lid’s weight; 
inlet and outlet connection (type of boot or gasket); and whether it 
complies with ASTM C1227. Any other applicable codes or standards 
should also be noted.

Clark writes:
When I was an active civil engineering technician,  
I learned organics would retard the set of concrete. 
However, I stumbled across information that there are 
some organic accelerators. How can both be true? Can 
you offer some details?

NPCA Technical Services engineers answered: 
Thank you for your inquiry about the effect of organics on concrete 

set time. You are correct that, in general, the concrete industry notes 
that organics will retard the set time of concrete. Organic compounds 
present in soils will have such an effect. The study, “The effect of 
organic matter on the setting of soil-cement mixtures,” reports on 
conducted experiments where the type of organic compounds found 
in soils were added to clean sand to observe the effect on concrete set 
time. All behaved as retarders.

You touch on a concept that is continuously studied on the 
micro level, since organic matter exists in various forms. In the 
2015 November-December Precast Inc. article, “Material Matters: 
Accelerators,” we do reference organic soluble accelerators, specifically 
triethanolamines. However, the type of organic compounds found 
naturally in soils should not be confused with the chemicals created 
using organic matter as an ingredient. Naturally occurring organic 
compounds (simple or complex) will have a retarding effect and, as a 
production practice, those materials should not be introduced during 
the batching process at any precast concrete plant. Chemicals created 
using organic matter will behave differently and may accelerate set 
time.

The short answer is – you were trained correctly. In the field, 
naturally occurring organic matter will retard the set time of concrete 
if batched into an otherwise sound mix. PI

Questions from the Field is a selection of questions NPCA Technical Services engineers received from calls, emails and comments on 
blog posts or magazine articles on precast.org.  

If you have a technical question, contact us by calling (800) 366-7731 or visit precast.org/technical-services.

TECHNICALLY Speaking

Questions from the Field

Precast concrete tank
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By Kayla Hanson, P.E.

Editor’s Note: This is the second article in a year-long series explaining common raw materials used in precast.

A Closer Look:
CEMENT TYPES I THROUGH V

TECHNICALLY Speaking

E vidence of cementitious material use dates back to the 
beginning of recorded history. Egyptians used a blend of 
cementitious materials as a mortar to secure each 2.5-
ton quarried stone block of the Great Pyramid more than 

4,500 years ago. Romans employed a pozzolanic cementitious blend 
to construct aqueducts and other engineering marvels including the 
Pantheon, whose roof is still the largest unreinforced concrete dome 
in the world. Europeans in the Middle Ages used hydraulic cement to 
construct canals and fortresses, some of which still stand today.

Today, we primarily use portland cement in our concrete. Ingredients 
in modern portland cements are carefully selected, manufactured, tested, 
and regulated for quality and consistency. Portland cement is available 
in numerous varieties, each comprised of precise quantities of various 
materials that are designed for specific concreting applications.

 PORTLAND CEMENT SPECIFICATIONS
ASTM C150, “Standard Specification for Portland Cement,” outlines 

10 cement types, five of which are generally regarded as the primary 

types of cement used in precast plants:

Type I – Normal/General Purpose
Type II – Moderate Sulfate Resistance
Type III – High Early Strength
Type IV – Low Heat of Hydration
Type V – High Sulfate Resistance

Type I
Type I cement is considered a general, all-purpose cement and is 

used when the special properties of the other cement types are not 
required.

Type II
Type II cement is specified in scenarios where the concrete product 

is required to exhibit increased resistance to sulfates. Concrete made 
with Type II cement can be useful for underground structures in areas 
where soil and groundwater contain moderate levels of sulfates, as well 
as in roadways, transportation products, and more.
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Type III
Type III cement offers expedited early-age strength development. 

Because colder ambient temperatures can cause cement to hydrate 
slower, Type III cement is often used in cold weather concreting 
applications to expedite strength development in the early stages of 
cement hydration. Type III cement is also beneficial when precasters 
cast the same form twice in one day.

Type IV
Type IV cement generates less heat during hydration and curing 

than ordinary Type I portland cement. When conducting mass pours 
or casting large-volume concrete products, Type IV cement is often 
used to lessen the amount of heat generated and reduce the risk of 
flash setting or thermal shock. Type IV cement’s ability to generate 
less heat during hydration is also beneficial in hot weather concreting 
applications where fresh concrete may cure at an expedited rate due to 
high ambient temperatures.

Type V
Type V cement is used in concrete products where extreme sulfate 

resistance is necessary. Coastal structures, piers, underwater tunnels, 
submerged structures, foundations, roadways and transportation 
products are all common applications for Type V cement.

 CEMENT ELEMENTS
Portland cement is manufactured first by producing clinker in a 

massive kiln. Production of portland cement clinker relies primarily on 
limestone, clay, sand, iron ore and gypsum. These source materials are 
excellent providers of calcium, iron, silica and alumina among other 
elements. The prevalence of these elements in portland cement is 
determined by the proportion of each source material used during the 
production of clinker. The amount of each element present in cement 
will affect the cement’s physical characteristics and behavior.

Cement phases
Four predominant phases or compounds make up each type of 

portland cement: C3S, C2S, C3A and C4AF.1 Each phase plays a unique 
role in cement’s performance. The proportion of each phase found 
in portland cement clinker is attributed to the amount of the source 
material used.

• C3S (tricalcium silicate) comprises 50% to 70% of portland cement clinker. 
C3S hydrates and hardens rapidly, and, as a result, is largely responsible for 
early-age strength gain and initial set. As portland cement’s C3S content 
increases, so does its ability to contribute to early-age concrete strength 
development.

• C2S (dicalcium silicate) comprises 10% to 25% of portland cement clinker. 
C2S hydrates and hardens slowly, and, as a result, contributes primarily to 
concrete strength development beyond one week.

• C3A (tricalcium aluminate) comprises up to 10% of portland cement clinker. 
Although it only contributes slightly to early-age strength development, C3A 
is the most reactive of the four main phases and readily generates heat 
during the first few days of hydration. Cements with lower percentages of 
C3A are more resistant to soils and water containing sulfates.

• C4AF (tetracalcium aluminoferrite) comprises up to 15% of portland cement 
clinker. Its contribution to concrete strength development is minimal. 
Portland cement’s typical gray color is largely attributed to C4AF.2

Protect outside aggregate 
storage bins from inclement 
weather with either a permanent 
awning or temporary covering.
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Figure 1, below, shows C3S and C2S at about 400X magnification.

 IMPACT OF PHASE COMPOSITION
The chemical makeup of each ASTM C150-compliant cement type 

must meet a required limit or fall within a specified range set in the 
standard. Certain composition requirements apply to all cement types. 
For example, each type of ASTM C150-compliant cement is allowed a 
maximum magnesium oxide content of 6%. Magnesium oxide causes 
slight expansion during cement hydration, so the amount of this 
material must be limited.

Composition requirements for Type II through Type V are tailored 
to help the cements perform in accordance with their intended 
purpose.

Refer to Figure 2 to correlate the relative reactivity of each phase to 
the following cement attributes.

Sulfate resistance
Lower C3A contents in cement correspond to increased sulfate 

resistance. Therefore, Type II cement, which is intended for moderate 

sulfate resistance, is allowed a maximum C3A content of 8%. Similarly, 
Type V cement, which is intended for high sulfate resistance, is allowed 
a C3A content no greater than 5%.

Early-age strength development and increased heat of hydration
C3A is also a major contributor to portland cement’s heat of 

hydration. Type III cement, which is specified in scenarios where 
high early strength or increased heat of hydration is desirable, allows a 
relatively high C3A content of up to 15%.

Lower heat of hydration
Conversely, Type IV cement, which is specified when low heat of 

hydration is necessary, allows a maximum C3A content of 7%.
Additionally, Type IV cement requires a minimum C2S content of 

40% because C2S hydrates and hardens slowly and contributes to 
strength gain beyond one week. This helps ensure slower strength 
development and less heat generation at early ages.

C3S hydrates rapidly and is a significant contributor to early-age 
strength development and initial set. Therefore, Type IV cements allow 
a maximum C3S content of 35%, which regulates early-age strength 
gain and heat generation.

 IMPACT OF PHYSICAL CHARACTERISTICS
Particle size

Blaine fineness is a measure of the fineness of the cement particles, 
determined in accordance with ASTM C204, “Standard Test Methods 
for Fineness of Hydraulic Cement by Air-Permeability Apparatus.”

The total surface area of particles filling a given volume increases as 
the particle size decreases. Therefore, smaller particle sizes provides 
more contact area for mix water. Increased cement surface area and 
greater contact area for mix water allows finer cements to react more 
readily with water, which can expedite hydration, early-age strength 
gain and setting time. Some of the primary cement types have particle 
size requirements in the form of Blaine fineness limits to help the 
cements perform as designated by their type.

For example, Type III cement will have a higher proportion of 
smaller particle sizes to help achieve greater early-age strength 
development, while Type IV cement is likely to have a greater 
proportion of larger particle sizes to help regulate set time and provide 
lower heat of hydration.

Compressive Strength
ASTM C150 also outlines minimum compressive strength results for 

pastes made with each of the primary cement types. It is important to 
note these are minimum values and they are not representative of the 
concrete’s compressive strength at these ages. Figure 3 shows average 
set times for certain portland cement samples.

Paste made with Type I cement is required to achieve a minimum 
compressive strength of 1,740 psi at 3 days and 2,760 psi at 7 days. 
Paste made with Type II cement is required to achieve a compressive 
strength of 1,450 psi at 3 days and 2,470 psi at 7 days. Paste made with 
Type V cement is required to exhibit a minimum compressive strength 
of 1,160 psi at 3 days, 2,180 psi at 7 days and 3,050 psi at 28 days.

Because Type II and Type V cements have lower C3A contents to 
achieve greater sulfate resistance, it is reasonable to expect slightly 
lower compressive strength results at early ages. Paste made with 
Type III cement for use when higher early-age strength is desired is 

Figure 2  Relative reactivity of cement compounds. The curve labeled “Overall” has a 
composition of 55% C3S, 18% C2S, 10% C3A, and 8% C4AF, an average Type I cement 
composition (Tennis and Jennings 2000).3

Figure 1  Polished thin-section examination of portland cement clinker shows 
C3S as light, angular crystals. The darker, rounded crystals are C2S. Magnification 
approximately 400X.3
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required to exhibit a minimum compressive strength of 1,740 psi at 
1 day and 3,480 psi at 3 days. No further strength requirements are 
outlined because early age generally applies to the first few days of 
hydration.

Paste made with Type IV cement is required to achieve a 
minimum compressive strength of 1,020 psi at 7 days and 2,470 
psi at 28 days. Type IV cement’s low C3S content reduces heat 
of hydration by slowing the rate at which cement reacts, which 
in turn reduces early-age strength gain. Therefore, compressive 
strength requirements for paste made with Type IV cement are 
lower than the requirements for the other cement types.

 CEMENT FOR EVERY APPLICATION
Each cement type has a different range of chemical and 

physical requirements that promote preferential behaviors in a 
concrete mix to optimize it for most any application. As cement’s 
characteristics are continually tailored, precasters can achieve 
enhanced concrete performance in more demanding conditions.

Consider reviewing your cement mill certifications for 
information about each lot’s composition. Because a distinct range 
of values is allowed for many components in a cement type, it 
could be beneficial to use the details outlined in the mill certificate 
to anticipate fresh or hardened concrete characteristics or to 
troubleshoot minor inconsistencies. Consult with your cement 
supplier to learn more about your cement and how it interacts with 
other materials in your mix design to achieve your best results. PI

Kayla Hanson, P.E., is NPCA’s director of technical services. 
 
REFERENCES:

1. These are shorthand designations for the chemical compounds. Per ASTM C150, when expressing 
phases, C = CaO, S = SiO2, A = Al2O3, F = Fe2O3.

2. PCA Design and Control of Concrete Mixtures, 15th Edition
3. Kosmatka, Steven H. and Wilson, Michelle L., Design and Control of Concrete Mixtures, EB001, 16th 

edition, Portland Cement Association, Skokie, Illinois, USA, 2016, 632 pages.

Figure 3  Average (mean) ASTM C191 time of set for portland cements.  
Numbers on the columns indicate the number of cements included in the 
average (Tennis 2016).3

precast.org   9



TECHNICALLY Speaking

By Phillip Cutler, P.E.

Self-
Audits: 
A NECESSITY  
IN TODAY’S 
MARKETPLACE 
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As we begin a new year, have your 
customers been asking for a higher level 
of quality assurance for the same products 
purchased last year? Rest assured if it 

hasn’t happened yet, it probably will. Expectations 
trend upward year after year, no matter the 
customer.

With this in mind, a precast manufacturer must 
then ask themselves what can be done to meet a 
customer’s higher expectations. Is there a value-
added process that will not only satisfy a customer’s 
needs, but increase a plant’s level of assurance that 
its processes are running at the highest possible 
level? 

The answer is yes – by performing self-audits. A 
self-audit is conducted by your employees whereas 
an independent audit is conducted by a third-party 
agency not employed by the audited company.

WHERE DO I START?
If the self-audit is driven or requested by your 

customer, they likely have a predetermined set 
of criteria they are seeking to discover in order 
to ensure compliance. If the audit is driven 
internally by plant management, they are seeking 
to determine if current processes are adequate for 
manufacturing a quality product efficiently and 
economically or they are looking for something new 
or innovative. Considerations for a self-audit might 
include validating the frequency of concrete tests, 
ensuring the physical properties of the concrete 
meet specifications, verifying that the product is 
reinforced as designed, or the plant is following 
current policies and procedures for pre-pour and 
post-pour checks. Lynn Grimm, quality control 
manager for Lindsay Precast’s plant in Canal Fulton, 
Ohio, said self-audits are one way a plant remains 
accountable for maintaining consistent product 
quality control.

“They want to ensure the components that go 
into their projects are being evaluated by the quality 
department, along with incoming inspections,” 
Grimm said. “It’s bridging the gap with ISO-certified 
customers that require a self-audit or an inspection.”

Whether the plant is NPCA certified or not, 
they can use the NPCA Quality Control Manual for 
Precast Concrete Plants as a guide for conducting 
a self-audit. Self-audits on specific areas or small 
segments of your operation can help break the 
activity into manageable pieces. Or, you can perform 
a complete process audit of the entire manufacturing 
facility. The focus of the audit should reflect the 
specific customer request or self-identified critical 
areas of manufacturing.

NPCA Certified Plants can use the self-audit 
tool within the Producer Portal, which is designed 
specifically to mimic the annual unannounced NPCA 

audit. The tool is identical to the one used by our 
independent, third-party agency when they perform 
a plant inspection and can be used to organize all 
essential documents in one place. 

“We do the audit on the portal, and it’s all 
documented,” Grimm said. “You have the ability to 
print the report out, which has a date stamp on it. So, 
if a customer asks if you are doing self-audits, you 
can say, ‘Yes, we are, and we did it back in January.’

“It’s a tool that helps our customers know we are 
governing our quality control systems.”

WHAT’S IN IT FOR ME?
If the request for self-audits comes from outside 

your business, management must be the first to 
adopt, implement and commit to performing them 
consistently. A self-audit can be another useful tool 
a company can use to identify areas of improvement. 
Also, showing customers you are performing self-
audits and looking at internal processes ensures 
they receive a consistently high-quality product that 
provides true value to them in the marketplace. PI

Phillip Cutler, P.E., is NPCA’s director of quality assurance 
programs.
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The Producer 
Portal Self-Audit 
Feature 
A FREE BENEFIT TO 
CERTIFIED PLANTS
NPCA Certified Plants have access to a 
number of features within the Producer 
Portal. One such benefit is the self-audit 
tool. Certified plants can access this tool 
and perform an audit using the exact same 
program NPCA third-party auditors use when 
they perform the plant’s annual, unannounced 
inspection. The plant can print a report and 
track performance between each self-audit. 

Another useful feature of the Producer 
Portal is the document upload feature which 
provides certified plants a place to upload 
annual material certifications and other 
quality control documents so the third-party 
auditor can review these ahead of time and 
spend more time on the floor observing plant 
processes. 

For more information and additional tools 
available in the Producer Portal, visit  
precast.org/producer-portal.
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W hen heavy equipment is 
present, it immediately 
creates one of the largest 
and most serious sources 

of potential safety concerns. However, as long 
as operators are properly trained, exercise 
caution at all times, and equipment is properly 
maintained, those risks are minimized. 
When it comes to training and maintenance, 
common questions are: what training tips are 
universal to all heavy equipment operation, 
how often is operator training necessary, and 
how often should have routine maintenance? 
These important questions were addressed 
by industry experts with many years of 
experience on this topic. 

TRAINING FIRST
When new hires come on board at your 

company, no matter the capacity, training 
on the front end is always key. Nobody 
would place a new employee into an office 
environment they know nothing about 
without training, no matter how deep their 
experience, and heavy equipment operators 
are certainly no different.

“Many times, we hire someone whose 
résumé and application says they’ve had past 
experience [certified or licensed] with heavy 
equipment, so we hand them keys to the 
equipment and say, ‘Go to work,’” said Troy 
Clark, president of MSC Safety Solutions, a 
Colorado-based training and consultative 

SAFETY

By Mindi Zissman 

Consistent Training and Maintenance 
CRITICAL for Heavy Equipment Use  
Two industry experts weigh in on how to best ensure heavy equipment operator safety
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NPCA Safety Video:  
Powered Industrial  

Truck Safety
In 2018, NPCA launched a series of 
safety videos specific to operations 
at precast plants. One of the topics 

covered is the safe operation of powered 
industrial trucks. This video, as well as 

videos on five other topics, are available 
in English and Spanish on the  

NPCA YouTube channel at  
youtube.com/NationalPrecast.
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safety solutions provider. “We need to be doing more than that.”  
Clark advocates classroom training coupled with hands-on field 

training prior to allowing all new hires – regardless of previous 
experience – to operate heavy equipment. Each company policy should 
dictate specific rules for heavy equipment operation, based on the type 
and age of the equipment in their fleet, and the project. 

In addition, these policies need to be retaught on an ongoing basis. 
He said these rules may not always be communicated to employees 
outside of official training. For example, OSHA requires equipment 
back-up alarms to work, or the operator must have a spotter. Some 
companies will not allow a truck without a back-up alarm to run, while 
others may use a spotter. Training new employees at onboarding and 
annually thereafter will ensure safety policies and procedures such as 
these are upheld across the organization. 

ENSURE THE ESSENTIALS
There are a lot of components to training employees who use heavy 

equipment, and it varies based on the equipment they use. However, 
heavy equipment training should always teach operators to follow six 
steps each time they handle heavy equipment:

1. CONDUCT A PRE-SHIFT INSPECTION. Equipment should be 
inspected at beginning of each shift. This includes the machine’s brakes, 
fluids, windshields and every vehicle safety feature to ensure it’s working 
properly. 

2. CLEAR THE CAB. A cluttered cab can lead to injury. For example, 
hardhats left underneath the operator seat can prohibit the seat’s suspension 
system from flexing properly, causing back injuries to the operator. 

3. WEAR A SEATBELT. 

4. MAINTAIN THREE POINTS OF CONTACT AT ALL TIMES. Two 
feet and one hand, or two hands and one foot should always maintain in 
contact with the equipment when entering and exiting the cab and during 
pre-shift inspection. Adhering to this rule requires the operator to face the 
equipment, which is another best practice. Operators who climb in and out of 
a cab like they do a car commonly face ankle, knee and back injuries. When 
steps are muddy or icy, or there are large rocks below the equipment, these 
injuries are even more common. 

5. SURVEY THE GROUND. Hearing back-up alarms all day means they 
can easily become background noise. Operators should make eye contact 
with those on the ground while inside the heavy equipment. Train ground 
personnel – and, more importantly, site visitors who aren’t familiar with the 
equipment – to make eye contact with heavy equipment operators at all 
times.  

6. LOWER RAISEABLE IMPLEMENTS. Heavy equipment operators must 
remember to lower all raiseable implements to the ground and set parking 
brakes before exiting equipment. This is a commonly overlooked OSHA 
requirement that when not adhered to can cause serious injuries or death. 

REGULAR EQUIPMENT MAINTENANCE IS KEY TO SAFE 
OPERATIONS

Maintaining heavy equipment, the way the manufacturer intended, 
will ensure optimal operation long term and provide a greater ROI on a 
company’s capital investments. 

Dan Reinholtz, director of industrial sales at ShuttleLift, said the 
most common concern he sees in the industry is failure to maintain 
equipment properly.

 “Maintaining proper tire pressure, for example, is critical for making 
a proper lift,” Reinholtz said. “Tire failure can create major issues and 
safety concerns.”

Reinholtz also mentioned heavy equipment will come with a 
manual and inspection checklist with a maintenance schedule 
based on machine use. Daily, weekly, monthly, biannual and annual 
manufacturer-recommended inspections are designed to alert business 
owners and operators of equipment issues prior to them becoming a 
danger in the field.  

Knowing the warranties for each piece of equipment means when 
something does go wrong on a regular inspection, you’ll know what 
to do. Catching a defect or abnormal wear and tear early on when it’s 
still covered by the manufacturer’s warranty will not only prevent a 
potential accident but can also protect your bottom line. 

Engaging in service agreements with the equipment manufacturer 
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or a third party is an option that ensures your 
equipment is meeting regular operations and 
maintenance (O&M) milestones. 

IT’S MORE THAN JUST THE HEAVY 
STUFF

Clark warns that smaller equipment can 
be experience wear and tear just as much or 
even more than the heavy equipment, noting 
the same training and proper maintenance 
is important even when it comes to small 
machinery. 

“It doesn’t matter what industry you’re in, 
or what type of job site you’re working on, 
when you’re working with equipment and 
you’ve got people on the ground, that’s always 
a hazard,” said Clark. 

Conducting regular training and engaging 
in proper preventative maintenance are both 
key to reducing the likelihood of danger both 
on the job site and at the plant. PI

Mindi Zissman is a Chicago-based freelance writer 
who has covered the AEC industry, commercial 
liability and health care for more than 15 years.

Top Safety Features for 2020
Technology has advanced the design and engineering of heavy equipment, providing 
new and enhanced safety features on today’s machines. If you’re considering a capital 
equipment purchase in 2020, check to see if the new equipment you’re looking at has 
the following safety features:

 WIRELESS REMOTE CONTROLS. Helping operators gain clear views of the equipment and 
increasing flexibility, wireless remote controls allow the operator to be anywhere around the 
equipment while still directing its use. 

 EMERGENCY E-STOP SWITCHES. Located on the corners of cranes, for example, 
emergency e-stops can enable those on the ground to quickly stop heavy equipment in motion.

 LED WORK AND DRIVE LIGHTS. Improving visibility in low light conditions, LED lights are 
virtually maintenance free and provide improved light output.  

 LEVERS VS. JOYSTICKS. Traditional levers have been replaced with joystick-like controls in 
some equipment updates to enhance the ease of operation.

 TRAVEL ALARMS AND STROBE LIGHTS. More than just a backup alert, new and 
improved sirens, including strobe lights, visually and audibly warn those on the ground when 
equipment is moving.  

 WIRED/WIRELESS CAMERAS. Small cameras can be strategically placed around the 
equipment to provide the operator with better views of the area, visible on a digital screen in 
the operator cab.

14   PRECAST INC.
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P recast concrete manufacturers 
need to stay ahead of the reality 
that there will be more than 3 
million available manufacturing 

jobs left vacant by 2025.1 Tactics used over the 
past two decades to find plant-floor employees 
will need to be revamped in the coming years. 
The good news is proper strategic workforce 
planning can help companies identify 
improvements to their human resource 
practices that also align with their overall 
business strategies. 

For many decades, companies have been 

able to assume people would be available to do 
the work regardless of what types of precast 
products are made. If you have a multi-year 
strategic plan in place right now, it’s time to 
take a fresh look at that assumption. A plan 
may need to be added to find and keep the 
workforce necessary to make your business 
strategy work. 

A CHANGING DEMOGRAPHIC
Although it may seem impossible, the 

workforce today is both younger and 
simultaneously older than ever before. The 

economic crisis in the late 2000s caused many 
baby boomers to postpone retirement.2 With 
an improved economy, retirements now loom. 
At thee same time, millennials now make 
up a sizable chunk of the workforce. The 
older, more seasoned industry veterans will 
retire within a very short timeframe, leaving 
millennials to make up the majority of the 
workforce by 2025. 

A new generation shaped by not just the 
advent of technology, but by the speed with 
which it continually evolves, millennials will 
remain with employers who are innovating, 

MANAGEMENT

By Alex Morales, M.Ed.

STRATEGIC  
Workforce Planning
Ensure your business strategy 
includes a properly staffed future.
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changing, evolving and that align with their 
values.3

The precast concrete industry has 
flourished in large part due to the loyalty 
by employees who love their work and 
the industry at large. Unfortunately, the 
prevalence of that level of industry loyalty 
is predicted to retire with the boomers. 
Precasters have to plan to innovate in order to 
mimic the same employee loyalty and thrive 
beyond 2025.

In order to innovate, companies need to 
look at their strategic plan. Is the presence of 

the workforce a key performance indicator 
(KPI) in your strategic plan? Have you 
considered whether your plan works if you 
have fewer plant-floor employees than you 
have now? Or, did you take for granted a ready 
workforce? These are important questions 
that a solid strategic workforce planning 
activity will help you answer.

WORKFORCE PLANNING
By definition, workforce planning is 

a process used to align the needs and 
priorities of the organization with those of its 
workforce to ensure it can meet its production 
requirements and organizational objectives.4 
A typical workforce planning activity is a five-
step process:

1. Understand your current and future business 
goals

2. Identify the capacity and capability of your 
current workforce to achieve these goals

3. Forecast the capacity and capability of the 
workforce you think you will need

4. Identify any gaps and strategies to close those 
gaps

5. Review and evaluate the workforce strategy  
you put in place

STEP 1: Review business strategy
Successful precast operations conduct 

regular strategic planning sessions to address 
business decisions such as product line 
diversification, capital investments, hiring and 
firing, spending freezes and more. However, 
workforce shortages will require companies to 
review their current strategy, especially if they 
haven’t been considered.5 While you may look 
at this step as already completed, the point is 
to bring the strategic planning activity back to 
the forefront for a fresh look. 

STEP 2: Analyze current workforce
A company with a great staff may believe 

this step is relatively straight forward. 
However, this isn’t an HR-centric, annual 
appraisal-type activity. This step in the 
workforce planning process is to look at the 
current employee roll and consider not only 
how well they are performing their assigned 
tasks but what they excel with overall.

Many businesses have reviewed their 
employees, identified their strengths 
and focused them in those areas. In a 
manufacturing environment that thrives 
on process repeatability, that can work 
well. But a company must also know its 

employees well, or ask the right questions, 
to determine some intangible skills. Do they 
respond well to change? How do they handle 
stressful situations? Do they learn new tasks 
quickly? Do others look up to them? It’s a 
high-level, objective look at skills that aren’t 
always evaluated when conducting annual 
performance reviews.

This step takes time and can involve 
management, leadership and representatives 
from HR. Depending on the employee, their 
involvement in the process can assist in 
getting them to accept your company’s vision.

STEP 3: Forecast future workforce
Unlike step 2, forecasting your future 

workforce is not about specific individuals. 
This step refers to your business plan and 
looks at what your workforce needs will be in 
the future, regardless of who is on the current 
payroll. If you’ve established a preferred 
future that includes the impact of workforce 
shortages, potential economic contractions 
and other factors, it may include a plan to 
diversify product offerings, automate some 
processes, and/or sunset lower performing 
product lines or products that become 
obsolete. Whatever the plan is, this step asks 
to look at how you envision your future plant 
and how to begin staffing the vision by skillset. 
Questions to ask may include:

▶ What roles are needed to make the vision work? 

▶ Will a crew lead be needed for a wet-cast line 
and a separate crew lead for a dry-cast line? To 
whom would they report? Who would report to 
each crew lead?

▶ What type of person should handle sunsetting 
a product line? What skills should they have? 
If that person is me, who will do the work I am 
doing now?

A robust version of this activity could 
yield a proposed organization chart for 
your envisioned future and several key job 
descriptions for the staff needed to make that 
vision a reality. 

For many decades, 
companies have been 
able to assume people 
would be available to do 
the work regardless of 
what types of precast 
products are made.
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STEP 4: Identify skills gaps and plan to address them
This step has two parts and they are interrelated.

Identify skills gaps
Now that you’ve identified the skills of all the people employed and 

have identified the skills of the workforce you’ll need in the future, you 
can focus on the gap in skills you want to address. This will be unique to 
every plant. Some plants may identify they want someone with dry-cast 
equipment experience. Others may determine they need to change a plant 
manager. Plants may identify they need more production floor employees 
in 2025 or that their management-level succession plan needs to be 
addressed. Whatever specific skills gaps you identify, you need to address 
how to fill those gaps in order to make your overall strategic plan work. 

Skills gap action plan
Once you have identified the skills gaps between your current 

workforce and your future strategy, you need to address them. The beauty 
behind this process is it is not part of an individual evaluation. These are 
overall workforce skills gaps attributable to your preferred future as a 
business. It presents an opportunity to engage your HR department in 
strategic-level work. 

Some skills gap assessments reveal current employees should be 
cultivated for new roles. If that’s the case, you can gauge employees’ 
commitment to the company and, if they’re willing, use their 
development as a retention strategy.6 Developing current employees and 

addressing skills gaps is an investment in your company’s future. It is 
certainly better to enter 2025 with a fired-up existing employee with the 
right skills than to hire a new person.

Employee development opportunities will allow you to prepare 
employees for new company roles, but it will also create needs in the 
areas they vacate. An action plan should include a hiring strategy for new 
roles and an overall plan to attract individuals to your plant.7  

STEP 5: Monitor and evaluate 
Once your company’s HR/workforce strategy aligns with your overall 

business strategic plan, you must revisit it periodically to determine 
progress. It’s important to assess the impact of your plan on all your 
employees. Are employees responding well to training or coaching 
initiatives? Has there been a market impact to a product line you intended 
to expand? It is impossible to list every scenario for every plant around 
the country, but the point of this step is to continually assess strategic plan 
changes and evaluate their impact on your workforce plan.

CREATE YOUR OWN WORKFORCE PLAN
You might find examples of workforce planning cycles online that 

contain more or fewer steps in the process. Although there are many 
customized examples on the internet, all will guide you through a skills gap 
analysis to close that gap and conduct periodic reassessments of your plan.

Consider a review of your strategic plan in light of your workforce 
needs and determine if outside help would beneficial. Many state offices 
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offer local information or guidance documents on workforce planning 
and have workforce-related grant funds available to the precast industry 
through the Workforce Innovation & Opportunity Act or a Manufacturing 
Extension Partnership. NPCA will continue to report on the latest in 
workforce development and planning to ensure your company stays 
prepared. PI

Alex Morales, M.Ed., is NPCA’s director of workforce development. 

REFERENCES:

1 https://www2.deloitte.com/us/en/pages/manufacturing/articles/boiling-point-the-skills-gap-in-us-
manufacturing.html).

2 http://www.urban.org/sites/default/files/alfresco/publication-pdfs/411976-Retirement-Account-Balances-
Updated-.PDF

3 https://www2.deloitte.com/global/en/pages/about-deloitte/articles/millennialsurvey.html
4 https://en.wikipedia.org/wiki/Workforce_planning
5 https://precast.org/2018/11/workforce-development-an-issue-that-affects-everyone/
6 https://precast.org/2019/05/workforce-development-retention/
7 https://precast.org/2019/01/workforce-development-attracting-talent/

You simply cannot make your strategic 
plan a reality without all the proper 
employee skills present.

To view what workforce resources are available in your state, visit 
precast.org/workforce-grants
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A s the economy has improved, jobs 
data showed that the number 
of job openings in the U.S. (6.6 
million in 2018) equaled the 

number of Americans who were actively 
looking for a job. With more than 10,000 baby 
boomers retiring every month, predictions 
are that we will soon be in a situation 
where there are more job openings than job 
seekers.1 These statistics should be incentive 
enough for family-run precast plants to start 
putting more effort into introducing new 
family members to the business. 

There was never any question Andy 
Wieser would work for his family’s business, 
Wieser Concrete Products in Maiden Rock, 
Wis. It was started by his father, Joe Weiser, 
in 1965, and he’d been working for the 
company since he was in high school. 

“I worked in all different facets of the 
business,” said Andy, company president 
and a third-generation precaster whose 
grandfather was also involved in the industry. 
“I wasn’t interested in going to college, but I 
did go to technical school.” 

At the time, the family business included 
a precast concrete plant, gravel pits/quarries 
and a farming operation. 

“I spent time in all three [areas of the 
business] and then settled into the precast 
business,” Andy said. 

His brother Dan followed a similar career 
path, but his younger brother Mark had his 
sights set on earning a bachelor’s degree 
in civil engineering from the University 
of Wisconsin-Platteville and becoming 

By Bridget McCrea

A Family Affair
Precasters share advice for introducing family members into the business, 

particularly if it’s not their top career choice.

The Gillespie Family  
Gillespie Precast
Chestertown, Md.
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“From the stories I’ve read, the 
first generation starts it, the 
second generation grows it, 
and the third generation takes 
it down the tubes. In our case, 
every generation has grown 
past the previous generation, 
and we’re still doing that.”
– James Gillespie  CEO, Gillespie Precast

The Wieser Family 
Wieser Concrete Products 
Maiden Rock, Wis.

a registered professional engineer in the 
state of Wisconsin. While in college, Mark 
completed an internship and landed a 
part-time job with Westbrook Associated 
Engineers. He continued working at the 
firm after graduation until a colleague left to 
start a new engineering firm and offered him 
a job . At the same time, Wieser Concrete 
Products was starting a new plant in Portage, 
Wis., three hours away from the company’s 
headquarters in Maiden Rock. 

The decision to not accept the job offer 
and come back to work for the family 
business was not an easy one, yet open 
communication between Andy and Mark 
helped visualize the many opportunities 
and benefits. In addition, the distance 
between the two plants was appealing for 
Mark, who was concerned about too much 
family oversight on the job. After some more 
convincing, Mark decided to give it a go.

“I didn’t come to run the company right 
away but started as an engineer,” Mark said. 
“Yet, when the new manager at the company 
quit after 6 months, it seemed like a logical 
transition to step in as manager.”

The rest, as they say, is history. Today, he’s 
vice president of the company. 

“Mark and I manage the company between 
the two of us,” Andy said. “He’s still at our 
Portage location, and I think that separation 

has helped. We’re a lot alike and if we were 
side-by-side every day, one of us may not 
have stayed in the business.” 

BUCKING THE TREND 
In a world where only one-third of 

family businesses last beyond the founder’s 
generation, and where just 12% ever make it 
to the third generation, the odds are stacked 
against precasters like Wieser Concrete.2 But 

the joke’s on them, said Andy, who – along 
with his two brothers – have since welcomed 
their own children into the business. The 
latter is a feat in and of itself, considering 
the challenges of recruiting and retaining 
millennials in manufacturing.

The owners of Gillespie Precast in 
Chestertown, Md., are well aware of the 
statistics, so much so that the company 
website proudly states, “Lasts for 
Generations.” A virtual unicorn in the 
business world, where the experts stop 
counting survival percentages at the 
fourth generation, this 98-year-old precast 
operation is in its own ZIP code on the 
family business front. 

The company’s story began in 1922 on 
the farm of the great-great grandfather of 
the current management, brothers James 
and Todd Gillespie (fourth-generation 
ownership). James, CEO, said both of his 
sons are now in the business. 

“I didn’t really have to do any convincing 
with them,” said James, who insisted that 
both sons worked outside of the business 
for a few years before making their decision 
to join the company. This experience 
not only helped them gain exposure, it 
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also encouraged them to make their own 
decisions and not feel as if they were being 
forced to join the family company.   

To precasters that need help convincing 
family members to come aboard, Gillespie 
said creating a warm, welcoming corporate 
culture that treats everyone like family can 
help. Ensuring young family members start 
working at the bottom is another good move, 
said Gillespie, whose sons both worked 
summers as high school students tying rebar 
and handling other manual tasks. 

“There’s a rule around here that you pretty 
much have to be able to do everything,” he said. 

Finally, encourage younger family 
members to explore their options while also 
explaining the opportunities that exist right 
in front of them. 

“Talk to them about the benefits of one day 
being your own boss and the freedoms that 
come along with it,” said Gillespie, whose 
sons are both currently working in sales. He’s 
encouraged by the energy they bring to the 
company, and their enthusiasm over one day 
becoming its fifth generation of ownership. 

“From the stories I’ve read, the first 
generation starts it, the second generation 
grows it, and the third generation takes it 
down the tubes,” Gillespie said. “In our case, 
every generation has grown past the previous 
generation, and we’re still doing that.”

STEPS TO SUCCESS 
As a family and small business coach, Don 

McCrea, Ph.D., has helped many companies 
develop their succession plans. Many of 

those plans involve family members, not all of 
whom are keen on joining the organizations 
that their parents and grandparents founded 
decades ago. 

“I’m hearing that not as many young 
people are looking to go into the family 
business anymore,” said McCrea. “A lot of 
them just aren’t interested in taking on that 
responsibility.” 

To break through that barrier, McCrea said 
current owners and leaders should carefully 
assess their companies’ needs. Ask yourself 
questions like: What role could this potential 
employee fulfill? What career growth 
opportunities do we have for him or her? Is 
this individual cut out for potential company 
leadership? And, how can this person further 
the company’s mission and help it grow?

 Going a bit deeper, McCrea said the 
family bond itself also comes into play. If 
the relationship is solid, convincing younger 
family members to join the business may be 
easier than if the bond is shaky or uncertain. 
If you’re dealing with the latter, McCrea said 
working on that bond is a good first step.  
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The Wingert Family  
Concrete Sealants
Tipp City, Ohio

“Anyone who is coming into a family business needs to know that 
they have to earn respect, and that the only way to do that is by 
working harder than everyone else.”
–  Howard Wingert,  President, Concrete Sealants
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“Look at the whole process as a real 
bonding opportunity and get ready to have 
some open conversations about the family 
member’s prospects in the business,” said 
McCrea, who tells precasters to start this 
dialogue early in the young person’s life. 
“The earlier you start, the more opportunity 
there will be for good relationship building 
between parents and children.”

NO ENTITLEMENT
As president of Concrete Sealants in Tipp 

City, Ohio, Howard Wingert is a second-
generation owner who introduced the third 
generation to the business. A schoolteacher 
who spent his summers working at Concrete 
Sealants, Howard earned his law degree and 
realized he didn’t really want to be a lawyer. 

When his father-in-law, Robert Haman, 
needed someone to oversee the company 
as business manager, Howard stepped up 
to the plate. At first, he saw it as a good 
interim opportunity to fill the void between 
his teaching and legal careers. That mindset 
changed once he got involved. 

“I had a general understanding of how 

the entire operation worked and quickly 
transitioned to general operations manager,” 
said Howard.

 Now president of the company, Howard 
introduced his son Jesse to the business early. 
After earning his college degree, there was no 
question that Jesse was going to come back 
and work for his family’s business. 

“He was 14 when he got his first job here,” 
Howard said. “He’s been around the business 
his whole life.” 

For family members who need a bit more 
encouragement, Howard sees good, open 

communication as the key to success. For 
example, he says he talked to Jesse about 
the importance of never feeling entitled 
to a certain position or opportunity at 
the company, and the fact that as a family 
member he’d always be held to a higher 
performance standard.

“Anyone who is coming into a family 
business needs to know that they have to earn 
respect, and that the only way to do that is by 
working harder than everyone else,” Howard 
said. “I’ve been in this industry for 35 years, 
and I’ve seen business successions fail when 
the person coming in has an entitlement 
attitude. No one else can complain if they 
know that even a family member is working 
as much as they are.” PI

Bridget McCrea is a freelance writer who covers 
manufacturing and technology. She is a winner of 
the Florida Magazine Association’s Gold Award 
for best trade-technical feature statewide. 

REFERENCES:

1 https://www.washingtonpost.com/news/wonk/wp/2018/05/08/the-
u-s-now-has-a-record-6-6-million-job-openings/

2 https://www.pwc.com/us/en/industries/private-company-services/
library/family-business-survey.html

“Look at the whole process as 
a real bonding opportunity and 
get ready to have some open 
conversations about the family 
member’s prospects in the 
business.”
–  Don McCrea, Ph.D.,  
     family and small business coach
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Leading  
  fromZero

LO C K E  S O LU T I O N S :

When it came time to make a career change, the decision was easy for Asher Kazmann. He was ready 
to do things differently, and he knew what needed to be done. However, seven years after starting his 
own business, Locke Solutions, the company has outperformed even Kazmann’s strongest projections 
with little slowdown in sight.

Starting fresh
Kazmann came into his plan with deep industry experience, having spent his entire career in precast 

concrete, including as a plant general manager where he made profit and loss (P&L) decisions including 
marketing, accounting, engineering, operations and cost decisions. That role prepared him well for 
developing a business plan and starting his own precast operation in 2013. 

“I realized if I wanted to run a business centered around our customers and employees, I wouldn’t be 
satisfied unless I started something new,” Kazmann said.

While the decision was easy, the capital required to create a quality precast business isn’t a low-cost 
endeavor with start-up costs for equipment, material and supplies. Throw in that the payment cycle for 
construction projects isn’t immediate and cash flow concerns become very real.

“It’s difficult to get a bank to loan money to a business when there’s no business before it has built or 
sold anything,” Kazmann said. “They must make a decision based solely on their trust in the people and 
the plan proposed to them. It’s a difficult sell.”

Despite the start-up struggles, Kazmann considers himself fortunate for the support he’s received 
from landlords, family, and a bank that agreed to loan him the money. Most importantly, he’s thankful 
for the trust of the first employees willing to take a chance with him and join a 
company that is statistically bound to not make it. 

“Those first employees took a huge risk wanting to come work for a company 
where there’s a good chance it’s going to fail,” Kazmann said. “They believed in 
the same business as I did and were willing to risk a lot to do business ‘the right 
way,’ as I like to say it.”

by Matt Werner

COVER Feature

Locke Solutions 
designs, produces 
detailed production 
drawings and 
fabricates steel 
reinforcing layouts 
in house.
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Power of small business
With a loan from the bank and some very basic equipment, Locke 

Solutions started up, adding about one employee per month for 
the first couple of years. Kazmann attributes the company’s steady, 
continued growth to the power of being a small business.

“We work with a lot of other small businesses,” he noted. “They 
want us to succeed just like we want them to succeed. When we were 
initially thinking through the competitive advantages we could utilize 
as a small business, I underestimated the power of the small business 
community working together to help all of us succeed.”

There are a number of other benefits too that only a small business 
has, like being able to make decisions quickly and locally, which offers 
Locke Solutions more flexibility and options to meet customer needs, 
Kazmann stated.

Kazmann takes a lot of pride in being a small business. He wanted 
his company to not only be considered leading edge when it came to 
its technology, but he also wanted to be “a company that does business 
the way your grandparents did business.” 

“[I wanted] the type of business where you give a handshake and it 
means something,” he said. “That’s always been our goal.”

After a couple of years, Locke was already growing out of the 
warehouse space it was leasing. While many small businesses fail 
within two years, Locke was expanding, which Kazmann admits was 
an even bigger leap of faith for the bank.

“Fortunately, they saw where we were and saw where the business 
could go,” he said. “The work was there, the business model was there, 
and we’ve continued to prove it to be successful. We were fortunate 
they were willing to take a chance and give us the funding needed to 
continue growing our capacity.”

Primed for growth
Finding or building a new facility wasn’t a simple process as the 

leadership team at Locke wanted it to be optimized for space and 
be able to expand if the need arose. At their original facility, the flow 
of trucks coming in and out caused constant traffic jams for getting 
products out and materials into the plant. Some of the first people they 
spoke with were truck drivers to get their thoughts on how it would be 
easiest to improve the flow of traffic.

They also talked with people on the plant floor to see how best to lay 
out the production space and with vendors about how to make it easier 

“I realized if I wanted to run a business 
centered around our customers and 

employees, I wouldn’t be satisfied unless  
I started something new.”

– Asher Kazmann  Owner, Locke Solutions

Bottom left: Locke’s signature “logo” panel produced for the front of 
their new facility.  

Top photos: 40-foot-long water meter vault for the San Jacinto River 
Authority Surface Water Treatment Plant. Bottom section of a sump 
designed and built for an Exxon facility in East Texas. 

Bottom right: The company manufactures a wide array of products, 
including electrical, communication, power, drainage, industrial, trench 
and custom products.
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for them to do business with Locke.
“It was very much a joint effort to set this building up,” Kazmann 

noted. “At the end of the day, we just wanted to get the best input and have 
the best layout we could. We didn’t have an ego of how to do it, we just 
wanted to build the best facility possible. We also put a lot of effort in the 
design process of the building, looking toward the future of the business.

“Phase 2 of our expansion plan at the new facility is already laid out 
and ready to go as soon as we’re ready to pull the trigger.”

Employee focus
One of the core values of Locke is taking care of its employees, and the 

new facility has touches throughout to make employees more comfortable 
like an expansive break room with large tables and chairs for the workers 
to have a cup of coffee or eat lunch. There are even plans for an outdoor 
patio area since many workers like to eat lunch or hang out outside.

“We wanted to make it a place that people were proud to come in and 
work here,” he said. “For me personally, the plant is where I spend the 
majority of my time, so I wanted it to feel comfortable for people to be 
here.”

Arlana Roberts, who serves as the company’s human resources 
manager, said she could tell the employees were close with each other 
before she started and liked that family atmosphere.

“I wanted to be a part of that,” she said. “I had no precast experience, 
but I decided that it was an organization I wanted to be a part of.”

Kazmann credits his employees for a lot of the company’s success as 
they see Locke as more than just a paycheck and want to see the company 
grow and be a part of its success. And grow it has, since Locke now 
employs more than 70 people.

Prior to becoming the operations manager, Joseph Christoferson had 
served in a variety of roles for the company and takes pride in the growth 
the company has had and the growth of the plant’s employees as their 
duties expand and change.

“It’s been stressful, there’s no doubt about that,” Kazmann noted. “But 
it’s rewarding. It’s amazing to see how many people and families are 
counting on this place.”

Customer push
From the start, Kazmann wanted his business to be focused on the 

customer and being fair, honest and doing the right thing for them. It’s 
that mindset that’s pushed the company forward.

Starting out, engineers, specifiers and others didn’t know who or 
what Locke Solutions was. Luckily, many of their first customers went 
to bat for the company with little to gain.

“The credibility of our business was one of the most difficult things 
to establish,” Kazmann said. “We want to do large projects and work for 
the Exxon’s of the world, but when you’re a new company and yet have 
a resume to show them, it’s hard for them to trust you.”

Michael Luck, vice president of sales, noted that the customers are 
the reason the company continues to flourish.

“Our customers are everything,” Luck said. “They have taken really 
good care of us, and they want us to succeed. This company’s growth is 
proof that if you take good care of your customers, they’re going to take 
good care of you.”

As more customers started spreading the word about the work that 
Locke was doing, Kazmann could see the power of word of mouth 
advertising. In his mind, it wasn’t Locke Solutions or the leadership 
team pushing the company into a new building, it was the customers. 
And seeing that come to life has made overcoming the challenges 
worth it.

“Sure, you’re doing this for yourself and for the people here, but you 
have all these external parties that have shown faith in you,” Kazmann 
explained. “I see this business growing because our customers continue 
to grow and push us to grow, and that’s exciting.” PI

Matt Werner is the managing editor of Precast Solutions magazine and is NPCA’s 
communication manager.

“I see this business growing because our customers continue to grow and  
push us to grow, and that’s exciting.”

– Asher Kazmann  Owner, Locke Solutions

Top left: Pipe Rack system using splice sleeve connections. 

Top right: The company’s greatest strength is its ability to adapt and develop 
innovative solutions for its clients.
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GREEN PIECE

Avoid the pitfalls of inventory waste with these observations  
and smart solutions from fellow precasters. 

By Shari Held 

Editor’s Note: This is the second article in a year-long series about how seven common types of waste in manufacturing can create  
unprofitable activity and how to address them in your plant.

INVENTORY WASTE

The Seven Wastes

Waste #2:
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GREEN PIECE

Inventory waste can negatively impact any precaster’s bottom 
line. Besides the obvious cost of the excess or unusable raw 
materials and finished product, there are hidden costs. Have you 
considered how much you’re paying for lighting, heating and 

cooling the storage area, containers for proper storage, moving and 
handling and insurance? And what about the lost opportunity costs 
for the capital tied up in unprocessed or unusable materials or stock 
items for which you don’t have current orders? 

Here’s what three precasters shared about the causes of 
inventory waste and the solutions they’ve implemented for 
minimizing it. 

HOW INVENTORY WASTE ACCUMULATES 
One way precasters can get caught with raw inventory waste is by 

taking advantage of bulk discounts or other deals. Chuck Babbert, 
president of sales for Columbus, Ohio-based E.C. Babbert, noted the 
time the company bought rail steel at a good price. Unfortunately, it 
didn’t meet ASTM standards and snapped when bent.

“We got a heck of a deal on the front end but, when all was 
said and done, we ended up with a bunch of waste that we had to 
dispose of,” Babbert said. 

Human error can also produce inventory waste, especially during 
busy production seasons when everyone is hustling to meet tight 
deadlines. Errors such as casting or coring blockouts that are a few 
degrees off, or mishandling and damaging product post-production 
will impact the bottom line.

“Haste makes waste,” Babbert said. “It’s waste unless you get 
lucky enough to find another job it will work for.” 

Occasionally a precaster must change direction when a product’s 
design is modified prior to or during production. Sometimes jobs 
may be cancelled, leaving precasters with excess raw inventory or 
finished goods. Materials such as hardware may not be returned to 
the supplier, especially if they were made specifically for the job. 
Restocking fees can help defray some of the costs, but not all. 

“Even if you get paid for the product, it’s still sitting there in the 
plant,” said Clay Prewitt, general manager of East Wenatchee,  
Wash.-based H2 Precast. “Now you have to haul the pieces off and 
dispose of them.” 

Another culprit of inventory waste is overproduction. It can 
be tempting to maximize a form once it’s set up in the plant and 
produce additional product to place in stock. 

“We’ve made that mistake before,” said Michael Tidwell, 
president of Cartersville, Ga.-based Bartow Precast. “You’d be better 
off to fill that order and then move the form away.”

Improper storage is also a big waste contributor. Deliveries that 
are outside in the sun, rain or snow can sometimes be damaged.

“Our business model keeps us from getting 
too far outside our specialty products. We’re 
streamlined with a niche market. We don’t take 
on a new product line unless it really fits with our 
current business model.” 
– Michael Tidwell, Bartow Precast
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MINIMIZING INVENTORY WASTE
So, what can precasters do to reduce 

inventory waste while ensuring they’re 
covered for upcoming jobs and sales?

One strategy shared by Bartow Precast 
is to spot check finished goods, castings 
and raw materials monthly, comparing 
your observations with the computer 
inventory numbers. The company also 
trains workers to place material where it 
belongs right off the delivery truck rather 
than putting it in temporary storage 
where it can get damaged. 

“Our business model keeps us from 
getting too far outside our specialty 
products,” Tidwell said. “We’re 
streamlined with a niche market. We 
don’t take on a new product line unless 
it really fits with our current business 
model. That has also helped us to reduce 
waste.”

Another strategy is to carefully select 
stock items. H2 Precast reviews annual 
sales over the past three years to make 
that determination. Each spring, the 
company tries to keep more than half of 
total annual sales for certain products in 
stock since summer is such a busy time. 

“Ninety percent of the time this 
strategy works like it should, but there’s 
always 10 percent of product that doesn’t 
seem to move,” Prewitt said. “You know 
that at some point you are going to use 
it, but it just sits there. You’re kind of 
damned if you do and damned if you 
don’t.” 

Calculations can be more complicated 
with raw materials. 

“Everybody is in a different situation,” 
Prewitt said. “It’s going to come down 
to your cash flow, how many people you 
have and your ability to recover.”

H2 Precast worked hard to get 
employees to accept its inventory waste 
reduction program, stressing how 
inventory waste affects the company’s 
bottom line.

“We have a very good crew of guys 
that consciously make sure they aren’t 
banging product up and damaging it 
because that delays everything and it 
takes manpower to correct,” Prewitt said.

Babbert has been fortunate enough 
to find a nearby source that will take 
damaged product to fill a low area. 
There’s no drop fee like there would be 
for a waste yard, although the company 

still has the expense of drivers, fuel and 
wear and tear on equipment. 

“Once our product is made, you can’t 
just fold it up and throw it away,” Babbert 
said. “It has to be pulverized and the steel 
in it can’t go through a crusher. This is 
best option we’ve found.”

Babbert feels reviewing your quality 
assurance/quality control program to 
eliminate inventory waste in the plant 
and the yard is key. He also suggests 
using a precast management software 
program to track takeoffs and job quotes 
to save time and the compnay recently 
implemented a “cost of goods module” 
for its software program. 

“We hope that will give us a better 
idea down the road on how much we’ve 
actually lost in a six- or 12-month period,” 
Babbert said. 

ELIMINATE WASTE WITH NPCA 
CERTIFICATION 

Babbert said the best tip he can give his 
fellow precasters to eliminate inventory 
waste is to become NPCA certified. Plant 
certification offers a comprehensive plan 
that any precast manufacturer can follow 
to produce quality products. The manual 
covers critical topics that includes 
production best practices, proper storage 
and handling, and more. This is all good 
information to begin a plant goal to 
remove wasteful plant practices. PI

Shari Held is an Indianapolis, Ind.-based 
freelance writer who has covered the 
construction industry for more than 10 years.

More Ways 
to Eliminate 
Inventory Waste
Two NPCA members, Garden State 
Precast and StructureCast, received NPCA 
Sustainability Awards for their efforts to 
reuse or recycle unusable precast concrete 
structures that would otherwise end up in 
the boneyard. These creative and sustainable 
ideas for eliminating inventory waste both 
benefit the environment and surrounding 
community.

Unusable to marine habitat
Garden State Precast donated 1,500 tons of 
unusable precast concrete structures to the 
Reicon Group, a marine construction company, 
to create a new habitat for marine life in the 
Manasquan River Inlet. 

Don’t waste, recycle
StructureCast created a concrete recycling 
facility to recycle its remnant concrete 
and washout to be reused in right-of-way 
construction projects. The plant serves their 
plant and other concrete producers in the area. 
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To read more about these two projects, visit  
precast.org/2018sustainabilityawards and  

precast.org/don’t-waste-recycle. 
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LEADERSHIP NPCA:  
A Q&A with Graduates
Three LNPCA graduates discuss what the program taught them about leadership.

L eadership NPCA invites employees of NPCA producer, 
associate, and professional member companies to accelerate 
their growth as high-potential employees.

During the year-long program, the focus of learning is 
emotional intelligence with a heavy emphasis on self-awareness, 
self-management, knowledge of human differences, quality listening, 
feedback and motivation. Participants also work on values and personal 
presence, including writing and presenting a values-purpose statement.

Precast Inc. sat down with three LNPCA graduates and asked how 
the program has impacted them as leaders in their professional career 
and personal life.

Jason Cross
Norwalk Concrete Industries
General Superintendent
2017 Leadership NPCA Graduate

 
Why were you interested in joining 
Leadership NPCA? What was 
happening in your career at the time 
you started?

I was interested in LNPCA immediately 
upon hearing about it. In 2016, I took on 

more managerial responsibilities and finished my Master Precaster and LNPCA 
seemed like the next logical step in my career. I went into the program excited for 
the opportunity, eager to learn and ready to improve as a leader.

 
What valuable information did you take away from the program?

Throughout the training, I learned how to work with and manage different 
personalities. I learned new coaching and mentoring strategies, listening 
skills, communication skills and presenting skills. I learned new team-building 
strategies, understanding different dimensions of motivation and establishing 
solid work relationships.

These are all great things I’m sure I will go back to often, but the most valuable 
realization I received throughout this process is my position of influence – how 
I can use my influence to lead my subordinates, my peers and my superiors. 
This course has given me more confidence to proactively use my influence to 
positively affect those around me. 

What is one thing you were not expecting to learn about?
Going into the class, I did not realize I would learn so much about myself, 

nor did I realize the students would be doing some of the teaching. Every 
single person in the class brought a different perspective, came from different 
backgrounds and added to the experience. I did not anticipate building such 
strong relationships, but I am grateful for the friendships that were established.

  
How has the class changed your perspective of leadership?

Now, a couple years removed from the class, I realize leadership is a journey 
not a destination. Leadership is an action not a title. If you are not improving, you 
are getting worse. We must personally and professionally strive to improve every 
single day we are blessed to live. I am grateful for the opportunity to grow from 
this experience on my leadership journey!

Jon Maxwell
Arrow Concrete Products Inc.
Plant Manager
2019 Leadership NPCA Graduate

 
Why were you interested in joining 
Leadership NPCA? What was 
happening in your career at the time 
you started?

I’ve been in the precast concrete industry for 
35 years as a leader, boss and plant manager, 

and have always been a hands-on type of person. I enjoy being on the plant floor, 
getting my hands dirty and keeping busy. However, the new generation of workers 
applying for jobs at Arrow Concrete Products are coming on board with a different 
work ethic than myself. I joined LNPCA to find a way to better understand the 
millennial generation. I received much more from the program and came back with 
plenty of new ideas to better approach these new workers.

 
What valuable lessons did you take away from the program?

The most valuable lessons I have taken away is to sit back and listen more, 
speak more clearly and have more eye-to-eye contact with individuals before 
talking. Surprisingly, a lot of what I learned blended right into my personal life as 
well. My daughter actually said she has even noticed a significant change in how 
I am at home. I’ve taken part in many training courses throughout my career, but 
this was by far the best training I have ever had.
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What is one thing you were not expecting to learn about?
I came into the class not expecting how open-minded everyone was going to 

be. For instance, have you heard the saying, “don’t judge a book by its cover?” 
Well, I’m that in person. People don’t easily come talk to me because I can look 
intimidating, being 6 feet, 5 inches tall and 350 pounds. I’m not that way at 
all though and everyone in my group learned that quickly. Our instructor, Jeff 
Patnaude, shared many personal stories about his own life, which immediately 
built an atmosphere that welcomed everyone to share about their own 
experiences and challenges. I now walk away from the program with 11 new 
people that I can talk to right now about anything. 

Chris Reese
Easi-Set Worldwide
Senior Engineer
2019 Leadership NPCA Graduate

 
Why were you interested in joining 
Leadership NPCA? What was 
happening in your career at the time 
you started?

I’ve been in the industry for about 11 1/2 
years now. I first started on the manufacturing 

side of the business with Smith-Midland and I am now the engineering manager 
for Easi-Set Worldwide. I was interested in LNPCA because I was eager and 
committed to advance my professional and personal career, as well as the precast 
concrete industry. Also, at the time my department and company were both 
experiencing great growth, so the timing was perfect for me to join.

 
What valuable lessons did you take away from the program?

There was a lot of valuable information, but certainly the listening and 
feedback activities helped me become a better communicator. The handbook 
that was provided during the program was a great resource with many great tools 
that I can reference back to.

Everyone’s openness and willingness to become 
better leaders was also very valuable. Talking with 
other like-minded professionals offered some great 
insights for becoming a better leader. Ultimately, I 
learned how I can better myself in order to better 
others.

The atmosphere and the class, and certainly the 
instructor, made it possible to freely participate and 
discuss different scenarios and challenges within 
your career and personal life.

 
How has the class changed your 
perspective of leadership?

Obviously, a leader is one who has the ability to 
inspire, has a vision for success, takes chances 
and exemplifies a positive attitude. However, 
what struck home for me during the course 
was learning about self-awareness and self-
acceptance. Understanding how to manage yourself 
successfully leads to a successful career as a 
leader.

 
 

Why would you recommend NPCA members join the next group?
It’s a great step toward achieving a successful journey to become a better 

leader. It was a wealth of information and, along with the relationships and 
networking involved, the programming is invaluable. PI

2020 Leadership NPCA 
Participants
Nate Benedict, Blackthorn LLC
Nathan Brissette, Shea Concrete Products – Nottingham
Monica Hernandez, Oldcastle Infrastructure
Dustin McMinn, Crossland Prefab.
Jason Miles, Columbia Precast Products LLC
Patrick O’Connor, Atlantic TNG
Keith Plokhoy, Lindsay Precast – Colorado Springs
Mitchell Rainero, Permatile Concrete Products Co.
Brittany Richardson, Gainey’s Concrete Products Inc.
Ashley Runion, Haarup North America Inc. 
Michael Vergona, Garden State Precast Inc.
Brandon Walker, Jamestown Macadam Inc.

2021 LEADERSHIP NPCA: 
The application period for the 2021 Leadership NPCA class  
will open this fall. For more information about Leadership  

NPCA and the NPCA Leadership Academy, visit  
precast.org/npca-leadership-academy.
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ASSOCIATION News

Frederick H. Grubbe Joins NPCA As 
New President

Frederick H. Grubbe started his tenure 
as President of the National Precast Concrete 
Association on January 2, 2020, as just the 
fourth President of the National Precast 
Concrete Association since its founding in 1965.

Grubbe brings more than 25 years 
of executive leadership experience in 
associations, foundations and government. He 
previously led the Appraisal Institute, National 

Fraternal Congress of America and the Think First Foundation. He 
has also been active in the Association Forum of Chicagoland, having 
served as Chair of the Board. In addition to his nonprofit experience, 
Grubbe has held senior positions with the U.S. Department of 
Transportation and in the White House.

He holds a Bachelor of Arts from Northern Illinois University, an 
MBA from the Loyola University Chicago Quinlan School of Business 
and completed an advanced strategy certificate course at the University 
of Chicago Booth School of Business. He also is a Certified Association 
Executive (CAE), which is bestowed by the American Society of 
Association Executives (ASAE).

“It’s an honor and a privilege to have this opportunity with NPCA,” 
Grubbe said. “With our nation’s leaders currently considering 
significant infrastructure investment in the next few years, the future 
for precast concrete products is very solid. I’m delighted to join with 
the organization’s seasoned leadership and outstanding staff team in 
ensuring that precast concrete manufacturers and products are at the 
forefront of that historic investment in our country.”

 

NPCA Professional Staff Member 
Kayla Hanson Passes PE Exam

NPCA is proud to announce that Kayla 
Hanson, director of technical services, passed 
the professional engineering exam and now 
holds the title of licensed professional engineer.

Hanson began her career with NPCA in 2014 
after earning a Bachelor of Science in Civil 
Engineering from Purdue University. Since 
that time, she has been an integral member 

of NPCA’s technical services department. She also serves as the Vice 
Chairman of ASTM Committee C27 on Precast Concrete Products 
and is the staff liaison to the NPCA Wastewater Treatment Product 
Committee and Grease Interceptor Task Force. 

2020 NPCA Webinars
NPCA conducts webinars throughout the year, providing precasters 

with vital education for all facets of running a precast plant. If you 
purchase the 2020 Webinar Series, you will get 12 webinars for the 
price of nine and access to the entire NPCA Webinar Library for one 
year (over 125 hours of webinar training).

For course descriptions and registration, visit  
precast.org/2020webinars. PI

Association News

Frederick H. Grubbe, 
MBA, CAE

Kayla Hanson, P.E.
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ASSOCIATION News INDUSTRY News

Water and Wastewater 2020 Representation
NPCA professional staff have represented the 
precast concrete industry at more than 45 
water and wastewater-related events since 
January 2018. The rise in establishing a more 
active presence in the industry can be attributed 
to the NPCA Wastewater Treatment Product 
Committee Optional Ballot and as well as an 
influx of opportunities from presenting and 
exhibiting at conferences. 

NPCA continued its heavy promotion of quality 
precast concrete wastewater products in the first 
quarter of 2020 by participating in 13 water and 
wastewater-related events spanning coast to 
coast. Staff members conducted 16 education 
sessions and exhibited at six of the events. 

NPCA began mapping out the 2020 water and 
wastewater outreach travel schedule in Fall 2019. 
Several factors were considered in deciding 
which shows to attend, including size, location, 
membership involvement, past attendance, other 
outreach opportunities in the surrounding area 
and more. Several requests for participation 
came from show organizers who have worked 
with NPCA in the past, and other requests were 
from networking and presenting at past shows. 

Educating the water and wastewater industry

NPCA staff conducted education sessions at 
nearly all of the water and wastewater events 
in the first quarter of 2020. The result was 16 
presentations or 17.5 hours of precast concrete-
related education provided to 961 attendees. 
Topics included septic tank watertightness, 
durability, installation and inspection, 
troubleshooting, MIC and tank buoyancy. 

Providing education at water and wastewater 
industry events benefits NPCA members 
by addressing local challenges and 
misconceptions, giving visibility to NPCA 
professional staff at the conference and 

cultivating booth traffic for networking 
opportunities, showcasing the benefits of precast 
concrete as a material of choice, and creating 
more opportunities for NPCA involvement in the 
water and wastewater industry. 

Bringing visibility to precast through trade show 
floor networking

NPCA staff also exhibited at six of the water 
and wastewater events attended between 
January and March 2020. The exhibit typically 
includes NPCA’s water and wastewater booth 
along with technical handouts such as the 
Precast Solutions Water and Wastewater 
Edition, best practices manuals, a homeowner’s 
guide to septic tanks brochure, an operation 
and maintenance manual for gravity grease 
interceptors and a gravity grease interceptor 
white paper. Exhibiting at water and wastewater 
events offers an opportunity for NPCA 

professional staff to discuss with attendees and 
better understand the industry within the region. 

The impact of representation

NPCA’s participation in water and wastewater 
events is crucial for both NPCA members and 
the precast industry. While the association 
works to create opportunities for our members 
through education and exhibiting at water 
and wastewater events, we encourage NPCA 
members to get involved in local events as 
well. Your level of participation can be as little 
as sending a company representative to check 
out the trade show or as involved as offering an 
education session and exhibiting – any amount 
of involvement is an opportunity to connect with 
your local water and wastewater community. If 
you would like guidance on how to get involved, 
contact Ashley Benson, NPCA’s outreach 
coordinator, at abenson@precast.org.  
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Looking ahead, NPCA professional staff members plan to participate in water and 
wastewater shows through the remainder of 2020. For a complete listing of technical 

services representation, visit precast.org/representation.

The WWETT Show 2020 NPCA booth 
featured four demonstration areas 
that highlighted the many advantages 
of precast wastewater structures.
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INDUSTRY News

NPCA Staff Report
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It’s that time when NPCA rubs its crystal ball to predict where the 
precast concrete industry is headed this year. Our prediction is 
based on a holistic look at the construction industry, what leading 
economists are seeing in the data and hearing from those in the 

trenches.
The construction industry as a whole for 2020 is a bit of a mixed bag. 

However, we expect the precast industry to not only maintain, but even 
experience some growth. Lingering concerns of a coming recession 
are valid; however, we don’t think it’s likely to occur in 2020. Instead, 
indicators point to a slowing pace of growth with some sectors of 
construction plateauing or experiencing decreases.

SLOWING, NOT SHRINKING
No two economic forecasts are the same, and this year is no different. 

Although construction-sector economic predictions are a bit scattered, 
one thing most economists agree on is that a recession this year is highly 
unlikely, but a slowdown has arrived. Thus, while 
overall growth no doubt will slow, it will continue 
nonetheless.

Anirban Basu, chief economist for Associated 
Builders and Contractors (ABC), stated that 
momentum appears to be poised to continue into 
next year, with public spending categories remaining 
a bright spot. His assessment is in line with his 
counterpart at Associated General Contractors of 
America (AGC), chief economist Ken Simonson, who 
predicts construction spending will increase 1% to 
5% in 2020. This trend contrasts with a decline of 
2% in the first three quarters of 2019 compared with 
2018. From AGC’s survey with contractors, there’s 
no indication contractors expect anything drastic to 
occur this year.

“Contractors remain busy and upbeat about 2020, 
in spite of the overall economy moving into lower 
gear,” Simonson shared with NPCA on a recent call. 
“Looking at a survey we conducted, for every category of construction, 
more contractors expect more growth and business opportunities in 2020 
than in 2019.”

Richard Branch, chief economist for Dodge Data & Analytics, 
highlighted some of the same highs during the group’s annual 
Construction Outlook conference in October. He cited job growth, 
consumer spending and low interest rates as positives, but listed trade 
tensions, skilled labor shortages, weaker global growth, the budget deficit 
and the pending election as credible threats to the economy. Branch said 
demand for construction loans is decreasing with lenders tightening credit. 
Many of the construction segments that Dodge tracks either peaked in 
2018 or have peaked in 2019, with slight pullbacks in 2020 predicted.

However, there is good news for the precast concrete industry. Branch 
noted cement and concrete sales are rising faster than the economy. The 
Portland Cement Association (PCA) predicted moderate growth for 
cement consumption through 2019 and into 2020 in its annual fall forecast. 
Ed Sullivan, PCA’s senior vice president and chief economist, stated that 
public construction is still benefitting from the 2018 federal budget’s 
allocation for roads, bridges, water, and rail projects over 2018 and 2019.

In other good news for precasters, much of what occurs in the 
nonbuilding sector, particularly in infrastructure and public works, 
is on the healthier end of the spectrum. Dodge expects public works 

construction starts will revive 4% in 2020 after a 4% dip in 2019, and that 
highways and bridges will see moderate growth in 2020. Simonson saw 
the same sentiment among its survey respondents.

“They are particularly optimistic about water and sewer construction,” 
he said. “Specifically, 36% of respondents expect the dollar value of 
projects they compete for in water and sewer to be greater in 2020 than in 
2019. Only 11% expect the market to be smaller for a net positive reading of 
25 percentage points.

“Bridge and highway construction have a net positive reading of 
20 percentage points and that is matched by the broad transportation 
category, which takes in everything from transit to truck terminals to 
airports, and also hospital and K-12 school construction.”

GOVERNMENT INACTION INSTEAD OF IN ACTION
While the continued growth is good news, the reality is that there is 

even more capacity for growth and an enormous need for investment. 
Cris deRitis, deputy chief economist with Moody’s 
Analytics, noted infrastructure spending as a total 
percentage of GDP continues to fall and is at an all-
time low of 1.5%. Paired with languishing action at 
the federal level and the state of U.S. infrastructure 
noted by The American Society of Civil Engineers 
in its American Infrastructure Report Card, this 
paints a picture of a sector that could be thriving but 
continues to be stifled.

“Precast producers and products are ready, willing 
and able to fulfill our nation’s infrastructure needs,” 
said NPCA President Fred Grubbe. “Washington 
needs to focus its attention on what makes our 
economy run – the smooth delivery of goods and 
services across a reliable, state-of-the-art national 
infrastructure network.”

With infighting running rampant and the 2020 
election cycle heating up, an already tenuous situation 
in Washington has been made worse. As such, major 

legislation for the industry faces extra hurdles. The expiration of the 
Fixing America’s Surface Transportation (FAST) Act in 2020 and the 
status of its replacement, America’s Transportation Infrastructure Act 
(ATIA) is hanging in limbo. While ATIA passed the U.S. Senate Committee 
on Environment and Public Works with unanimous bipartisan support, it 
has been placed on the backburner like many other pieces of legislation.

On the bright side, last August, Congress passed legislation that raised 
discretionary spending caps for 2020 and 2021, a critical step to avoid 
sequestration. In addition, the House passed the Water Quality Protection 
and Job Creation Act of 2019, which allocates approximately $110 million 
for resilient infrastructure, and the Harbor Maintenance Trust Fund 
Act. Also, the United States-Mexico-Canada Agreement (USMCA), the 
replacement for the North American Free Trade Agreement (NAFTA), has 
been signed by President Trump and ratified by Mexico. Ratification in 
Canada has been delayed, but the deal is expected to be approved. All this 
is good news for the industry.

Other factors include the passage of America’s Water Infrastructure Act 
(AWIA) in 2018 and reauthorization of the Water Infrastructure Finance 
and Innovation Act (WIFIA) in 2017, which have bolstered the industry. 
Many state and municipal governments also have made a dent, finding 
ways to fund infrastructure improvements through various means.

“Indeed, one of the sources of strength for the U.S. economy over NPCA Staff Report
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the last year has been a pickup in infrastructure spending,” said ABC’s 
Basu. “While the federal government has yet to fashion a full-fledged 
infrastructure plan for the nation and the Highway Trust Fund is set for 
insolvency by 2021 absent congressional action, infrastructure-related 
outlays remain a good news story. So far, state and local governments have 
come to the rescue, supported by rising collections of income, sales and 
property taxes. Several key construction segments 
have benefitted as a result, including water/sewer, 
transportation and highway/street.”

According to ABC, the backlog for infrastructure 
work is rising and the need is clear. However, one 
factor that will continue to play a role beyond 
funding is the ability of companies to actually 
complete the work.

BE“LABOR”ING THE POINT
Those working in the construction industry don’t 

need to read or hear about labor shortages because 
they are living them. Difficulty finding qualified 
candidates to meet current needs has become the 
rule rather than the exception. Dodge Data’s Branch 
noted skilled labor is the biggest concern among 
contractors, stating they have the work, but do not 
have enough help to do it all.

This trend is not going to ease anytime soon as efforts to get more 
young people interested in trades will take years to reach any sort of 
fruition. In addition, with baby-boomers retiring at a high rate and the 
workers who didn’t return to the industry after the Great Recession 
factored in, there simply are not enough candidates to fill the gap. 
The U.S. Bureau of Labor Statistics reported more job openings in 
construction in 2019 than at any other time since tracking began in 2000. 

“With the labor market so tight – we’re at a 50-year low in the overall 
unemployment rate at 3.5% – more and more businesses are finding 
it tough to fill positions or to achieve the productivity they once had 
because they’re having to take on people with little-to-no experience 
whereas before they could be much choosier about job candidates,” 

Simonson said. “On the contrary, we also asked about hiring plans, and 
75% expect their firms will be increasing their headcounts in 2020. Only 
5% expect a decrease with the remaining 20% expecting no change.

“As we’ve heard for many years, most contractors say they’re having a 
hard time filling positions. On our survey, 81% of firms were having a hard 
time filling some or all salary and hourly positions. Only 8% said they are 

having no difficulty filling positions. The remaining 
11% said they had no openings.”

YEAR-BY-YEAR
The consensus of construction-industry 

economists is slowing growth in 2020 with good 
news for many sectors vital to the precast concrete 
industry. Due to these factors, NPCA predicts 3% 
growth in 2020, consistent with its 2019 prediction.

At this point, most economists are hesitant to make 
predictions much further than one year. Branch said 
the construction economy is likely sitting at the peak 
of the cycle with a 69% increase since the trough, but 
the start of a recession is notoriously difficult to nail 
down. 

Moody’s deRitis said consumer behaviors, 
business investments and myriad other factors will 
determine the timeline. However, Moody’s modeling, 

which tracks recessions back to 1948, predicts it will be a fairly short 
recession when it comes. Households overall are in better shape than prior 
to 2008, although deRitis noted business leverage has gone up and loans 
have gotten riskier as investors have chased higher yields.

For precasters, fixating on what the future holds won’t change it, but 
preparing for it certainly helps. This will be a key to the industry’s success 
in the coming years.

“Precasters can’t stand still, especially during good times when 
resources are available to invest in new equipment and product lines,” 
Grubbe said. “It’s always a good idea to be prepared for what may be just 
beyond the horizon.” PI
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Undergraduates:
Receive up to 

$14,500

Graduates: 
Receive up to 

$3,000

Deadline: April 17, 2020

Amount: Up to $14,500 for undergraduates; $3,000 for graduates

Requirements: Must be a high school senior, or current college 
student interested in careers related to the precast concrete industry 

Field of study: Building, construction or precast industry  
(including engineering, architecture and business degrees  
with an intent to enter the precast industry)

Contact: Andi Pierce at apierce@precast.org

To apply: precast.org/foundation

APPLY 
TODAY!

precast.org/foundation

NPCA Foundation 
Scholarships
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ReCon CEO Announces Retirement
ReCon Retaining Walls CEO Stan Hamilton 

announced his retirement effective March 
9, 2020. For the last 19 years, Hamilton has 
built a large network of licensed precasters 
for ReCon worldwide. With his passion, 
dedication and hard work, he also developed 
a large network of business associates and 
industry friends.

Hamilton delivered his expertise in product 
development, sales training, manufacturing assessment and promoting 
projects. He leaves his legacy as one of the industry experts in the 
precast retaining wall business.

Luis Santana Joins Hamilton Kent 
Sales Team

Hamilton Kent announced Luis Santana 
joined the company’s sales team as a territory 
manager and is now responsible for the 
western region of the U.S. Santana will provide 
customers with technical and sales support 
while expanding Hamilton Kent’s business 
in the concrete pipe and precast concrete 
industries. 

He has been involved with the American Concrete Pipe Association 
and has served as president of the California Precast Concrete 
Association. Santana will represent the West Coast for Hamilton Kent at 
all national and affiliate industry association meetings.

Nox-Crete Sales Team Hires  
New VP of Business Development

Nox-Crete announced the addition of 
Mitch McCaulley as vice president of 
business development. McCaulley will 
provide leadership to Nox-Crete’s sales team 
and will guide the company in pursuing 
new opportunities and building strategic 
partnerships.   

Mixer Systems Purchases Acromix Systems
Mixer Systems announced that effective Jan. 1, 2020, it purchased the 

Acromix Systems product line from Elk River Machine Co. in Elk River, 
Minn. Acromix is well known for horizontal and planetary concrete 
mixers, as well as low-profile and compact concrete batch plants.

 Mixer Systems will continue to manufacture and service Acromix 
equipment from its headquarters in Pewaukee, Wis.

Strategic Materials Names New CEO; 
Opens Houston, Texas Location 

Strategic Materials announced Christopher 
Dods as its new chairman of the board, 
chief executive officer and president. Dods 
has executive leadership experience in 
the environmental and industrial services 
industries and plans to increase sustainable and 
profitable growth for the company. 

Strategic Materials also opened a new 
crushed glass abrasives production facility in Houston, Texas. The new 
facility was built in response to the regional surface preparation market 
demand, and noticeable industry shift to worker health-conscious and 
eco-friendly abrasive products. The new location will fully replace the 
company’s current Houston facility mid-year and will retain its existing 
employees.

New Taylor 
Sudden Service 
Factory Direct 
Location 

Taylor Sudden 
Service announced 
the opening of 
the new factory 
direct warehouse 
in Evansville, Ind. 
This Taylor Sudden 

Service location will provide parts sales, service and rentals 24 hours 
a day, seven days a week for all material handling needs in southern 
Indiana, southern Illinois and northern Kentucky. 

INDUSTRY News

Luis Santana

Stan Hamilton

Mitch McCaulley

People & Products is a forum where NPCA members and nonprofit organizations can share information on new products, personnel promotions, 
acquisitions or service announcements concerning the precast concrete industry. Items are printed on a space-available basis.

For possible inclusion, send your press releases and photos to sgeer@precast.org.

PEOPLE & PRODUCTS

Christopher Dods

Taylor Sudden Service, Evansville, Ind.
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INDUSTRY News

Does your company have news to share? 
Submit your press releases and photos to Sara Geer at 

sgeer@precast.org for possible inclusuion. 

Liebherr Celebrates 50 Years in the US
Liebherr is celebrating 50 years of success as a leading manufacturer 

in North America focused on its commitment to U.S. customers. The 
company plans in 2020 to complete the expansion of its Newport News, 
Va., campus, which will be home to Liebherr USA. The new buildings will 
add more than 251,000 square feet to the existing campus.  PI
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For Nance Precast Concrete Products, there’s 
the “before” and the “after.” Based in Piedmont, 
Oklahoma, Nance Precast has grown steadily since 
its founding in 1991. But there comes a point when 
keeping track of all aspects of the business using 
manual processes and several software applications 
gets a little unwieldy. That’s the “before.” 
“We had an independent quoting software and 
a different accounting program for invoicing and 
payables,” said Chad Nance. “We used Excel for 
production scheduling, along with a CAD program for 
drawings.”
It took a lot of effort and a lot of staff time to 
coordinate the wide-ranging pieces of a project 
from start to finish. So Nance, the third generation 
precaster who now owns the company with his father 
Randy and his uncle Stanley, started to look for a 
solution.
“I started doing some research, thinking that if there 
was a way to tie it all together, increase efficiency and 
reduce errors, that would be awesome,” he said. “I 
came across Titan and started talking to them.” 
That’s the “after.”

Transforming the Business
Nance learned about the Titan Precast Management 
System, committed his company to deploying the 
system, and watched it transform the way Nance 
Precast manages all aspects of its business.
“What’s great about it from our side is that it ties 
everything together,” Nance said. “Other than a few 
of the smaller packages, we use every module. We 
use it for quoting, costing, drawing, scheduling, 
quality control, loading, dispatch, invoicing, payables, 
et cetera,” he added.
“For the most part, we’re paperless,” Nance 
continued. “The only paper we use are the production 
drawings that go to the guys out back. Everything 
else is tracked and available in Titan. 
“So, for example, our sales department quotes 
the project,” Nance said. “Once sold, a project 
manager converts it to an active order and finalizes 
the drawings. It is then turned over to production for 
scheduling. Next, the parts are produced and run 
through the quality control program. Finally, the job is 
scheduled to ship, is loaded, and then shipped. 
“All of these processes are converted to the different 
modules easily and handled by the Titan program,” 
Nance said. “From the time the project is quoted to 

delivery, the information 
is only entered once at 
the beginning. There is 
no risk of errors manually 
converting from one 
module to the next. This 
is significant for us,” he 
said.
“Accessibility is a great 
benefit with Titan,” 
Nance added. “With all of 
the information being  
available to everyone at 
any time, it eliminates the 
need for employees to 
have to go back and  
forth looking for answers 
to questions. More 
importantly, you know  
that the answers you seek are in the program and 
correct. Again, from the time the project is quoted to 
the time the invoice is paid, everything is correctly 
tracked.”

Managing Growth
As the company has grown, the Titan Precast 
Management System has enabled it to keep pace 
without adding additional support staff, which is 
another key benefit.
Since implementing the Titan system, “it’s been 
record year after record year,” Nance said. “We’re 
a growing company, and because of Titan we’ve 
been able to keep the same core in the office and 
still support that growing volume. We probably have 
fewer people in the office now than we did when we 
had half the sales 10 years ago.”

Before and After: A Dramatic Difference 
The Titan Precast Management System enables  

Nance Precast to take charge of a growing operation

 TITAN TALES - The User Experience

ADVERTISEMENT

Custom software for precasters
titaniisoftware.com & titan3000.com

(732) 866-8686

Chad Nance




