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INTRODUCTION

The purpose of this roundtable is to identify functional areas and features that concrete cutting
companies need to improve their operations. We will brainstorm with ideas and summarize the
most common goals. The focus will be on what methods are currently being used and what new
features are desired.

ROUNDTABLE DISCUSSION TOPICS

1. Tracking and Maintenance of Trucks & Equipment
a) What assets are worth tracking? Prioritize the value (anything is fair game here from

saws to safety glasses).
b) What mechanisms do you use for giving out the equipment (assign to operator, truck,

division, etc.)? Assign mechanisms to the equipment.
c) What type of maintenance schedules do you implement? How are they driven (hours,

mileage, date, etc.)?
d) How should the cost of service and/or maintenance be entered? What elements should

be entered (i.e., labor hours, part cost, etc.)?
e) Bar coding for inventory — is it worth it? Is it worth the $800 equipment cost to

purchase a PDA (Personal Digital Assistant) with a scanner attachment?

Computers are great at tracking — after the data is entered it can be easily manipulated in a
number of ways. The problem is that putting in the data can be very time consuming. At some
point, employers can reach a point of diminishing returns where they try to put in and track too
much information. This can be compared to spending $5 to save $1. This discussion question
asks companies what they currently track and what they would like to track. Groups will also
explore ways to collect data that are less intrusive and less time consuming.



A) Several companies said all assets are worth tracking, but it is particularly important to track
the trucks and the larger pieces of equipment. Many agreed that the more valuable an asset,
the more often and the closer they track it. One participant said the item has to be worth over
$1,000 to be worth tracking too closely since his business is not run by large amounts of
small tools. On the other hand, some companies track down to safety glasses and anchor
bolts, but with the value being less, it is difficult to know how often these items are kept up-
to-date.

One company's GPS (Global Positioning System) tracks their trucks and also records
mileage. This helps them know when a truck is due for service. Hour monitors are wired into
portable equipment that will actually flash "oil alert" when it's due for an oil change (every
50 hours).

B) Much of the tracking is done manually. To track bits and blades, some companies use bit and
blade cards. They stamp the employee's unit number and the next blade in concession onto
the blade and put it on the blade card. Some do a sign-out sheet and make operators sign out
for anything that is not inventoried on the truck, such as special equipment, etc. Equipment
must also be signed back in; that way it can be tracked at all times. Some used DSM
(Dispatching, Scheduling & Maintenance) software.

C) On maintenance schedules, the consensus was tracking equipment by the hour and trucks by
the mile. At some companies, the larger trucks are serviced every three months regardless of
mileage. One company said their electrical equipment is tagged and reviewed very carefully
every three months.

D)  For tracking maintenance costs, data entered should include everything regarding the
      maintenance: labor hours, the cost of the part, etc.

E) No one reported using bar coding for inventory purposes. However, several said they would
like to use the method but are unsure if the technology has arrived where the bar code can be
securely put on the diamond tool so it will stay in place. There is a significant concern for
how long the bar code will last.

2. GPS Tracking
a) What features are important?
b) What data would you like to enter from the field?
c) What data do you need access to in the field?
d) What are the biggest problems with solutions you are already using?
e) How should mapping work?
f) What system do you currently use?

Many companies are using some kind of GPS tracking system, and several are using At Road.
There are obvious benefits to knowing the location of a truck and being able to eliminate wasted



travel. For a busy dispatch office, the ability to send job information directly to the truck has
proven to be a valuable timesaver.

Roundtable moderator Mike Greene said he put a lot of pressure on Charlie Warrell, his
co-moderator, to take GPS system abilities to a new level where more technology and benefits
are available. Greene has been using Warrell's system since 1995. On display during the
roundtable was a prototype of an in-truck computer. Participants were invited to take a look.
Warrell said he hoped it would spark their imagination about what infrastructure could do for
their companies. Some ideas immediately came to mind that are fully workable on the prototype.
For example, the in-truck computer has a cell phone modem and could send dispatching signals
back to the shop. It could update DSM information directly and send the information to other
systems as well. It could also easily transmit information to the shop such as maintenance hours
or miles.

A) Messaging and information exchange seemed to be regarded as a better feature than the
tracking systems, although many companies said they were glad to have the tracking feature
even if it did not work as well. On the GPS, many companies enjoy the messaging feature
and use it quite a bit. In some cases, the GPS system is integrated with the DSM system and
jobs can go from the dispatcher's computer screen right to the operator's truck with the click
of a mouse. Many said the report functions are extremely important for auditing time. It
allows companies to view old records, which would be helpful if they happened to get a
phone call about someone driving erratically, for example. Maintenance reports are
especially useful. DSM's e-mail feature, which allows dispatchers to send a job order
electronically to a truck, is very useful and has proven to be more important than knowing
where the truck is. Location and speed monitoring were very useful too.

B) Many companies said they would like to be able to get a job ticket from the field so they
could bill that day. This way, they would get paid faster and not have to worry about
operators losing job tickets. One person thought it may be a good idea to get a signed job
ticket with proof of delivery, similar to how UPS confirms delivery with the pad the receiver
signs. Another person thought that photos, like are available on some cell phones, would be
great to help supervisors see what the operators actually cut, as sometimes it is hard to tell
what was actually cut, how many openings, etc. Participants generally believed that the
technology exists, but that nobody is really putting it all together right now. Many believed
there is a strong demand for more integration.

C) For many owners/employers, it has been a while since they were in the field. But they
believe they are providing everything necessary for their operators as far as a job tickets, etc.

D) One participant said the only problem he sees with GPS is the real-time tracking feature. His
system takes a snapshot every 15 minutes, and it is usually slow in updating. This is very
frustrating when there is a contractor on the phone wondering where the operator is and
waiting for the information to update. Contractors don't want to sit on hold.



Integration was discussed again, and many agreed that the technology companies are not on
the same page. One participant said the systems available now are somewhat limited and
none are specific to the concrete cutting business.

E) Most companies felt it would be ideal to have mapping correspond with the key map system
in the respective town. One person said he uses the "Get Map" feature on his DSM system —
it gives a picture but it doesn't correspond with the map or the book the operators have in
their trucks. A visual map like a Mapquest map would be helpful. One person said he doesn't
think it would take much more to have the map system talk through the directions like
OnStar does now. Nextel also has this technology available now.

F)   Most participants are either using AtRoad or nothing at all.

3. Equipment Schedules
a) In-house equipment reservations — how should it work? What kind of buffer

parameters need to be available to assure there's enough time to get it from Site A to
Site B?

b) Rentals — Pickup / Delivery. Return Schedules. What tools do you use to manage this?

A) Having an in-house system would be ideal because it would help track all equipment
including specialty equipment or large equipment. This would be especially useful in cases
where the equipment shows up a month later and it's in disrepair. One company said that
tools being left at the job site can also be costly problem, and that in-house tracking could
minimize that.

B) Most of the tracking is still done manually, probably because it's so easy and has not caused
problems. One company uses a white-board system where information is written down and
erased. Another company has been using a T-Card system for the past 20 years. For tools that
are not kept on a truck, the items are on a board. When the item is transferred to an operator's
truck, the card is moved to the operator's name and it stays there until the item is returned.
Many companies use similar methods.

Some companies use a DSM system that tracks rentals through the Purchase Order (PO)
system. The rental returns are mostly manual; the dispatcher tracks it and makes sure it gets
back in time. But it would be helpful if DSM had a special feature that could track rentals. It
could detail what was rented and what the value of the equipment was. One company uses
Outlook Express to track rentals. When they rent a piece of equipment, they assign
themselves a task in Outlook. The dispatcher enters an estimated date when they're going to
call off rent, and on that date a message automatically pops up on the computer screen. They
said it would be very useful if this type of feature was available on DSM.



4. Order Entry From the Field (Remotely)
a) Salesmen
b) Home
c) What equipment do you envision operators having to do this?

A) Many companies would like to give salesmen the ability to enter orders from the field.

B) Remote access from home would have a number of benefits. One company said that access
from home would be great for quotes — owners could pull up quotes from home and set up a
job, saving the time of making phone calls to the office. Another company has salesmen who
come in on Saturday and work half a day, so if they had this system they could work from
home. However, one participant raised the point that the user configuration should be set so
that companies can grant and take away remote access rights. A few voiced concerns about
salesmen leaving early with the excuse that they were putting orders in.

C) Ideally, remote access equipment for operators would be a laptop with a wireless connection
to communicate back and forth with dispatch. Or, the laptop could have an air card or
something similar.

NOTE FROM MODERATOR CHARLIE WARRELL: Terminal services is a better solution
than PC Anywhere. Terminal services is the next generation of this technology. It works at
the kernal level, which is too complicated to explain, other than it's a glorified PC Anywhere.
It actually works faster in most cases. It might be an ounce more temperamental or difficult
to set up, but if remote access is needed, Terminal Services is a better solution.

5. Marketing Your Business
a) What information do you need to classify customers (customer type, size, etc.)?
b) What methods of querying the data do you need?
c) What do you plan to do with the data (create salesman follow-up lists, mailings, etc.)?
d) What formats of data would be the best?

For this question, discussion was focused on what participants believed was holding them back,
and what they wished they had at their fingertips.

A) Most participants did not currently have a system of classifying the customer, though they
agreed it would be a good idea because it would show the trend of where most of their work
is coming from. Then they could target the groups most likely to give them business.
Customers could be classified by type (i.e., electrician, architect, general contractor, utility),
dollar volume over a period of time, payment history, frequency of use, etc. The customer
history allows owners to see who is spending and where the work is coming from.

One company uses Quickbooks on DSM to manage this type of information. Another simply
opens the customer's file and looks at how many invoices there have been in the past couple
months.



One participant said it would be helpful to have a way to track foreman because they move
around so much. If there was a way to tell which foreman was on a certain job, this would
help the cutting contractor build a relationship with the foreman. Foremen really appreciate
being remembered.

B) As far as how to query the data, one company wanted to see the information when pulling up
the customer in the system. They also suggested classifying the customer based on dollars
spent, such as listing whether the customer is an A, B or C customer. This would give
salesman a quick reference to let them know what kind of customer they're dealing with,
without having to pull up a full report. Sometimes salesmen don't even realize who their
company's best customers are.

C) Most companies would use the organized data to follow up with customers. If a
company has a customer who has provided a certain dollar volume of business over the past
couple months and all of a sudden there hasn't been anything coming in, the company can
follow up with the customer and find out why. If the company has done something wrong,
maybe they will get a chance to correct the problem. Knowing the dollar amount a customer
spends over a long period of time can help determine something as simple as what a
customer gets for Christmas — is a card, a bottle of wine or a dinner most appropriate? It's
all about PR, and PR gets PO's.

D) Formatting the data in charts and balances would make the information easy to read and
interpret.

Q & A SESSION

QUESTION: Where do you see this type of technology headed?

ANSWER FROM MODERATOR CHARLIE WARRELL:  I see more features being automated
and integrated. The technology will be much more useful when more features are integrated into
one system, so that everything follows from one thing to another. So what I'd like to do is help
facilitate that, and keep adding functionality. Make things smoother and easier to track. Ideally,
computer systems will be smarter and will not just serve as "catalog systems." Users will be able
to tell the computer that they want to know about certain problems, and then the computer won't
bother them until one of those issues arises. Easy examples: In a GPS tracking system, who
really wants to look through all their data points just to find out when a truck moved on a
Sunday? Why not have the computer system just bring up a list, like "here are things I found based
on parameters you told me." Those are the things I would like to see. Everyone wants to tie
everything together, and that's what we’re trying to do right now for the concrete cutting
industry.


