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INTRODUCTION

CSDA members who get the most out of membership know they have to be proactive in their
efforts to take advantage of the association’s resources. But first, members have to be fully aware
of the opportunities available to them. The goal of this roundtable is to familiarize members with
the full spectrum of CSDA benefits, which will be outlined and evaluated by participants. Which
resources are the most valuable? How do you rate their effectiveness? What resources or benefits
you are not using and why? Discussion will focus on how to make the most out of membership to
improve business. Participants will also recommend adding or improving CSDA benefits.

ROUNDTABLE DISCUSSION TOPICS

1. Evaluating CSDA Member Benefits and Their Value
- What CSDA products, services or programs have you used the most?
- How have they impacted your company? Have you tracked their effectiveness?
- What are the most valuable benefits to you? (Rank your top 5)

Many participants felt that networking was the number one benefit. One group described its
value by saying they enjoyed networking with an incredible group of talented people who have
been in this industry for many, many years — there are thousands of years of combined
experience in the association. Many remarked how information is so freely shared between
members.

Another major benefit was the interaction with manufacturers and the contractors. New ideas are
born every day. As a contractor, we can put ideas out there and the next thing you know, they’re
out there and ready for our use. Manufacturers get ideas from us and we get ideas from them,
and that’s become a very important interaction. We also look out for each other’s interests. It
makes it a more profitable place for all of us. That’s a big part of what this association is about.

Other major benefits mentioned were the training program, safety manual and insurance
program. Some discussion groups ranked their most valuable benefits:



Top 5, Group 1:
1. Networking – Our table felt the most important benefit is networking with other members for 

job methods and communication. Not everybody knows everything, and with this
organization and the professional contractors, you know you’ve got brothers that you can call
and use their experience. Somebody else has already done the job you’re looking to do. And
there’s a wealth of information out there, a lot of years of experience and a lot of great
people who are willing to share that information.

2. Concrete Openings – We always looking forward to getting each issue, the different job
stories and how methods were used, the equipment, the things that were done.

3. Safety Resources – Everybody’s got to have the safety meetings. You have to comply with a
lot of different regulations, so the safety resources are a good thing to have.

4. Promotional Literature – Some members like to use the CSDA promo items — they put their
own sticker on it and pass it out — because it lends a lot of credibility to the contractor when
they’re a part of a professional organization like CSDA. Passing out that literature lets those
people know that you’re a member of the best organization in the concrete sawing and
drilling industry.

5. Website – Members frequently visit the website to look for resources, discussions on
technical Q&A and more. 

Top 5, Group 2:
1. Training program – Helps to elevate the cutting profession and make it more recognized.

Other benefits are that it helps to retain better employees. You can send someone whose been
with you for a while to Cutting Edge and then on to Operator Certification. It helps them feel
more valued as an employee. CSDA Operator Certification was used by one member to
become the only bidder on a hospital project. It shows specifiers that you’re a professional
company, you’ve got certified operators and you can send those operators into environments
where it’s important that the work’s done properly.

2. Insurance Program – A major benefit for U.S. companies.
3. Safety Manual – Specific to the cutting business. Good to have, you can show this to your

local safety authority when they come and do inspections. You can give them to your
employees as a safety reference. Also helps companies develop their own safety programs.

4. Standards & Specifications – Several members use these to pass on to engineers, architects
or government agencies as a way of specifying how we would like to see the concrete cutting
work being done.

5. Networking – Really valuable tool for people to get together and share their knowledge. 

One group said CSDA benefits help make their company more profitable. One participant said
his philosophy when he goes to a meeting or convention is to look for one idea that’s going to
pay for his trip. He said he got a few ideas at the 2005 Convention that easily made up for his
expenses, and more.

Pride and professionalism were other benefits discussed. Many participants felt that being a
member of CSDA shows true professionalism. They thought displaying the logo was very
important and often had it printed on T-shirts or advertisements. One person said that as a



member of CSDA, he feels like a total professional — a cut above the rest. He said he is proud to
be part of CSDA and likes to talk about it with other people. Armed with all the information and
all of CSDA’s accomplishments over the years, he is confident and proud of this industry.

2.   Making the Most of Your Membership
- How often would you say you use CSDA resources/programs? 
- What keeps you from taking advantage of more of them? 
-    What CSDA resources/programs would you like to try that you haven’t 
      already?

Overall, most participants said they use CSDA resources and programs fairly often, in most
cases, more than once a week. Though responses varied from table to table, the range was from
sometimes to often. No one reported that they never or rarely use CSDA benefits. 

The CSDA website is one of the most used resources, with many saying they log on at least
weekly, with many logging on several times a week. Member use varies from never (because
there’s no computer in the office) to two or three times a week or more. Another common benefit
used is training-related resources and programs. The slab saw course, Flat Sawing 101, was well
received among the participants, and many said they are planning to send their employees to it.
Another topic addressed was how often members contact each other, outside of meetings and
conventions. It seemed to be on a fairly regular basis. Some of the longer-time members contact
each other quite often.

Some said they had published a job story in Concrete Openings. One person said that when his
employee looked at it and saw his picture in the magazine, he was very proud of it. So that
proved to be a morale booster for the employee, and it could eventually prove to be helpful for
employee retention. Several participants had also published job stories with favorable results,
citing improved company morale overall and good marketing pieces for prospective customers.

When asked what keeps them from taking advantage of more CSDA resources, one group
responded by saying they did not have a need for it. It wasn’t so much an issue of time or money
or lack of awareness, it was the need. For a lot of the day-to-day activities, they just don’t
necessarily need to use CSDA resources. But when the need arises, they were quick to go to the
CSDA for assistance. 

There were a few concerns that prevented members from sending operators to CSDA training.
First, in the case of the Operator Certification course, several were reluctant to send employees
and invest in that kind of money, only to risk losing those operators to a competitor. Time and
money were concerns as well. Some commented that it is not easy to send operators down to
Florida for training. Training was the only benefit that some members perceived to be expensive.
Many said that the other materials such as training manuals are reasonably priced. 

Many agreed that they need to take advantage of more CSDA benefits, especially in the area of
training. When asked what resources or programs they would like to try, some said they would
like to try the training videos or sending operators to the CSDA Training Program. 



3. Building on Benefits
- What other associations do you belong to?
- What types of services or programs do they offer?
- What types of benefits not currently offered by CSDA would you like to have      
       available?

Many CSDA members also belong to other trade associations, including local contracting
organizations like the Associated General Contractors (AGC). AGC provides safety and training
and manual ideas, similar to CSDA only not focused on sawing and drilling. AGC also offers
plan rooms for heavy construction and regular construction jobs so members can go in and look
at the jobs that are out there. Some CSDA members also belong to the Associated Builders and
Contractors (ABC), a group that is very politically active in the right-to-work. The American
Subcontractor’s Association (ASA) is fighting for unfair indemnity for subcontractors, contract
language and holdbacks. The National Underground Contractors Association was noted for its
good networking program. Other associations mentioned included the local roadbuilders
associations, demolition associations, homebuilder’s associations, plumbing associations and the
Master Builders Association. Being a member of a local electrical contractor association was
valuable for at least one participant. Networking and the social aspect were highlights of what
these organizations offered. Some also offered insurance packages and conventions. 

One group stressed that if you belong to an association, you should get involved as much as you
can. This is beneficial from both a professional standpoint and from a marketing perspective in
terms of getting your company’s name out. 

Participants offered many suggestions for new or expanded CSDA benefits. In regards to
training materials, one participant said he would like to have some type of interactive video with
multiple choice questions at the end to test the operators. In Alberta, Canada, they have the
CSDS, so before anyone can enter a plant site they have to have their CSDS card. The test is
multiple choice, and depending on how fast you work, it can take 1 to 3 hours. He said he thinks
if CSDA put all their video tapes together with a multiple choice test at the end, when the
operators watch the videos, they’ll have to pay closer attention. They’ll have to be able to answer
the questions, and that will give them a better understanding of the subject than if they just watch
it. 

Somebody also mentioned that a Members Only section of the website would be good. [This was
implemented in April 2005, when CSDA switched website providers. The Members Only
section is a work in progress and will be continually expanded and revised.] Also, someone
mentioned that it would be helpful to have the North American rock aggregate map on the
CSDA website. It seems like the U.S. map is more widely available, but the North American
map is needed too.

To recruit other members or advertisers, someone suggested targeting more suppliers, like Bosch
and Milwaukee. Many cutting contractors use their products and equipment.

Another idea was for CSDA to offer members direct buying of parts and equipment. When you
consider that this is a special industry and the people we’re trying to buy parts from don’t know



what we’re talking about, it makes sense that we’d like to go directly to the CSDA manufacturer
to buy products. We’re dealing with specialized equipment and it would make more sense to go
straight to the manufacturer for purchasing, repairs, one-on-one maintenance and tech support.

Assistance with contract negotiations was a popular idea, as most participants felt that the
contract process can be lengthy and difficult. They felt it would be helpful for CSDA to develop
a form that could become a short-form document for smaller jobs that they could get a contractor
to sign. Cutting contractors often are bogged down with have huge contracts they have to sign
for small sawing and drilling jobs, contracts that are especially long if they’re in conjunction
with a large-scale project. Often it seems like you need a lawyer to figure it all out, and then you
have to cross out a lot of text and turn it back in. It would be a useful project if CSDA developed
something to help with this.

One group said they would like to see the continued promotion of the industry by CSDA. They
suggested CSDA submit more articles to other associations and trade magazines. They said some
really good material is published in Concrete Openings, and it would be nice to have that
published elsewhere to get more industry exposure. [CSDA sends many press releases to
industry magazines, resulting in many published clippings each year in major construction
publications.]

Based on feedback from participants, there is also a demand for business management classes
through CSDA. This was of particular interest to some of the smaller and/or newer companies. A
lot of the managers started at the ground level and moved up as the business grew, so they don’t
necessarily have that background or training to read the P&L report. Formal training in business
and management would be really useful. [CSDA has planned to develop these types of courses.]

Other ideas included more discounts and stronger lobbying. One group wanted to see more travel
discounts on hotels, airfare and car rental. Stronger lobbying was also suggested, especially with
the new proposed OSHA silica standard. Some noted that this could be quite expensive,
however.

One group commented that CSDA is good at helping concrete cutters market their industry and
their companies. Many owners started as operators and don’t have experience in marketing.
They said any support CSDA provides in that area is valuable to them and well received.

[Moderator Aimee Pavlovich]

Has anyone used the Professional Advantage brochure or any of the other brochures and direct
mail pieces? They are very professional and were designed so that you could personalize them
with your company information. Based on feedback from the audience, some have already done
this. Many more said they wanted to try this and start aggressively pursuing business.
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