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Introduction 
 
Matt Dragon: Everyone is here because they have an interest in this GPR roundtable. The 
purpose of the roundtable is for everyone to kind of exchange ideas about GPR, and we have 
three questions that we are going to put to the group. Hopefully we will have some people that 
own GPR equipment and they can share their thoughts and ideas and the struggles that they 
went through, regarding the questions. So who owns GPR equipment here now? So maybe we 
can get one of those guys to move over to this table over here, that way we've got owners and 
prospective owners so you have a good exchange.  
 
How this is going to work is the three of us: Vince, Greg and myself, are going to circulate 
around the room. We have a handout that has the questions on the handout to inspire the 
discussion. If you'd like to take notes on the handout, we'd like to see them back so that we can 
have some feedback.  
 
Greg Summers: Probably the best thing is, why don't we go around the room and find out who 
you are and why you're here.  
 
Chris Pyneburg (Table 3): I'm just a true believer in it, so I'm trying to get more information on 
it so that I can pass it along to my customers. 
 
John MacIsaac (Table 3): I'm with MacIsaac Drilling. We do some scanning now, and I just 
wanted to learn more about it. 
 
Pat Harris (Table 3): Concrete Renovation. I don't have any GPR, yet. 
 
Pat Stepanski (Table 3): Holes Incorporated. We have GPR now. We're just trying to learn 
more about it. 
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Todd Pejakovich (Table 3): I'm from Cougar Contracting out of Michigan. We don't have any 
yet, but we're here to learn about it.  
 
Roger Allen (Table 6): I'm just never too old to learn something.  
 
Tony Burnette (Table 6): With Structure Scan. We've been doing GPR for about eight years 
now, or nine years. It's pretty much all we do, and I'm here to learn more. 
 
Russ Hutchison (Table 6): I'm with the Saw Manufacturers Institute, a manufacturer's trade 
association. I'm here just to learn and I'm older than Roger Allen! 
 
Eric Hill (Table 6): I'm with American Concrete Cutting in Oregon. We do not own any GPR 
equipment, however we work with some people that do. Just here to learn more about it. 
 
Jack Sondergard (Table 5): Central Concrete Cutting in Wisconsin. I don't have GPR but I've 
been considering it for a couple of years, so I'm just trying to learn. 
 
Ty Conner (Table 5): Ditto. 
 
Patti Conner (Table 5): Austin Enterprise, out of Bakersfield. We don't have GPR, but we're 
here to learn more about it. 
 
Jenine Dvoratchek (Table 5): Here with Jim Dvoratcheck. Our daughter has GPR and she's 
been using it for about a year-and-a-half. We'd like to learn a little bit more. 
 
Ron Dailey (Table 5): With the Coring and Cutting Group in Kansas City. In Tennessee, we 
have a company that scans, and in Tampa they have a company that scans. 
 
T Conner: Actually I do have something to add. We are interested in it, but we're also looking at 
the structure by which we set the company up. You just mentioned your daughter. I have kept 
away from GPR thinking it's a conflict of interest, for a concrete drilling contractor to be 
associated or be involved. Because everything we've had done in front of us, we've hit steel on 
every job. So first off, I need to become convinced that it works, because I've never had a layout 
that will make us miss the steel. And secondly, if we do it, how do we protect ourselves or 
properly set it up?  
 
Rick Norland (Table 4): I'm with Construction Solutions. We've been doing GPR since 1998-
99, around 11 years. I have a serial number that's extremely low on one machine. We do all 
aspects of GPR as far as we know it to be, right now. Which, to those of you who don’t know 
this, that's the structure in the concrete but we do a tremendous amount of what's below that 
structure. What we call dirt work, which are utilities below the slab. Rock shelf mapping, ground 
water mapping. We've done some body locations. Highway surveys, bridge deck surveys, 
corrosion analysis, void detection and we're now just getting into ballast scanning.  
 
David Liao (Table 4): I'm from Protech Diamond Tools. Learning something new is always 
helpful in our industry. Thank you. 
 
Frank Keeling (Table 4): With EQ Consulting Company. I'm here for informational purposes. 
I've had a long term interest in the highway paving market and dowel bar replacement, and 
problems with dowel bars have always been an issue. Trying to pick up some information on 
that so I can take it back to some of the local chapters to see if people can take a good, hard 
look at it. That's why I'm here. 
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Tracey Campbell (Table 4): I'm with Salinas Saw Cutting. We have no GPR, so I'm just here to 
get educated.  
 
John Salinas (Table 4): I'm from Salinas Sawing and Sealing. Same thing. Just research more 
than anything.  
 
Tom Monaghan (Table 4): With Concut Diamond Products. Just here to learn more about GPR 
for my customers. 
 
Vincent Ferrara: How you doing guys? I'm with a company called MALA Geoscience. We make 
concrete imaging products, as well as many other types of GPR. I'm here to hopefully answer 
any of those questions that you guys are just talking about, and help you figure out if GPR is 
going to be the correct thing for you. 
 
Dragon: I'm with GSSI. It's great to see so much interest in GPR, because I think the interest is 
generated because you guys see it more and more, and are asked more about it. We see it on 
proposals, and that's a good thing. So hopefully everybody will get what they need out of this 
little meeting here.  
 
Summers: I'm with Sensors & Software. We're actually a Canadian company and we 
manufacture ground penetrating radar. Hopefully we can answer all of your questions, if we can. 
 
Dragon: I'm going to pass out the questions here, 
 
Question 1 – Scanning liability. What are you liable for? How do you protect 
yourself? What forms of risk management do you have in place? 
 
Question 2 – Selling your services. What groups to focus on, other 
contractors, design engineers? 
 
Questions 3 – What are the most difficult challenges? What are the primary 
challenges faced by the scanning contractor? How have these challenges 
been solved? 
 
The second question is, when selling a service, who do you go after? Who do you talk to? Who 
are your contacts in the industry? Do you talk to engineering firms or design firms in the area? 
How do you market that side of the business? And then perhaps a vague question, but 
challenges. What kind of challenges to GPR people face out there? I would encourage people 
that don't have GPR, to ask the experienced people at your table what have they faced in terms 
of challenges. Does that make sense? 
 
If we can just hold up for a second. It seems like the liability issue is a huge issue with 
everybody. Fortunately we do have a lot of people that already do a lot of scanning and they are 
having a lot of input at each one of the tables. I think what we found is that a lot of people do the 
liability differently. Jim Dvoratchek set up a company for his daughter, and that's a little bit 
different. Holes [Incorporated], over here, does it a little bit different. If we could get some of the 
guys that are really concerned about the liability to ask a question. What would be the 
recommendation from the other people? We'll get some of this on mic, so that we have some 
good information.  
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Harris (Table 3): I'm really concerned about the liability issue.  
 
Stepanski (Table 3): What we talked about at the table regarding the liability issue, is that you 
have to understand that this is the latest and greatest technology when you look at what's 
available out there. We talk about x-ray, we've all hit cables and pipes and things of that nature 
after it was x-rayed. There is a learning curve when trying to match your tech with his 
knowledge and the way buildings were being built, and still being computer savvy is paramount. 
It's making sure that we know this is the best, but it's not foolproof. I'm trying to communicate 
that to the customer. What we try and do is, we get an indemnity signed before every job and 
we've proved successful with that. Not to say that that relieves you of still trying to take care of 
your customer, but it does help in certain circumstances.  
 
Dragon: So what's happened when, let's say, you scan something and then the guys went out 
and cored a hole and they hit something? 
 
Stepanski: When we first started scanning to alleviate a little bit of risk, we followed up with a 
driller that was with our GPR tech and we purchased a drill stop. So if you hit anything, it 
stopped, it chipped out the hole to make sure you weren't cutting anything you weren't 
supposed to. So he was learning and we were learning. What I talked about at this table, was 
that a few times when we did hit something, like a conduit or post-tension cable, it's not the end 
of the world and they're not that expensive to fix. We made partner with the contractor to cut out 
an area, chip it out for him and they would splice it back together. It wasn't the end of the world, 
but some people think it is.  
 
Dragon: You have two companies, right? One of them is cutting and coring, the other is? 
 
Stepanski: Yeah. Holes Incorporated and Holes Technology does the scanning.  
 
Jim Dvoratchek (Table 5): How do you handle the billing with the scanning?  
 
Stepanski: Jim wants to know how we handle the billing. Darlene owns Holes GT and she's 
also President of Holes Incorporated. What I explained to our guys here is, all of our salesmen 
are straight commission, so if they sell GPR they get a commission. They have an incentive to 
sell it. So Darlene bills Holes for all of her work and then we bill it to our customers.  
 
Dvoratchek: What we do is, we have the scanning company bill the customer direct. That way 
I, the customer that is, can decide who to hire as a scanning company and I take a liability on 
their accuracy. If you can get your customers to allow it, we've had very little problem with that. 
Write two purchase orders. That way, if there is an incident, that's the scanning company's 
problem and it doesn't draw you into a lawsuit.  
 
Stepanski: I see that point, but part of the marketing and sales, and part of the reason I think 
we're so busy at scanning now, is because Holes Incorporated is at the forefront. A lot of our 
customers know that we're going to help them resolve a problem if there is one, not some small, 
upstart new company, and I think that's why they're using us a lot. We also market the fact that 
Holes GT Scanning or a Holes Incorporated employee, there's not going to be any problems 
with miscommunications. A lot of the time, our GPR tech will stay on a project until all the work 
is done to help prevent any accidents.  
 
Unidentified: Not necessarily directed at you [Stepanski] but other people. Are you billing by 
the hour or by the scan? What's your method or charging customers? 
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Stepanski (Table 3): We bill by the scan. We figure, a 2-foot by 2-foot area is one scan a week, 
and put a dollar amount on that, with a minimum call out. That's a 2D scan. 3D goes up, 
depending on the level of reporting they want. Depending on what he sees, a lot of the time 
what we are scanning is just plain and simple as it can be. Half-inch rebars and 12-inch centers 
and if we're with a competent driller, somebody that's been with us 12 to 15 years, he may go 
onto another job.  
 
Dailey (Table 5): What we talked about on the liability side, the association has recently comes 
out with a standard or spec and I'd maybe like to go into a little more detail with that. I think Rick 
would be a big hand in this, that is from a liability standpoint, try to establish from the 
association and agree on what liability, if any, would be suitable. We would be able to reference 
something in the standards and specs. I'd like Rick's opinion on that. I think on the insurance 
side, Rick is also with us on the insurance, something that would protect us. If it was something 
in the standards and spec from the association, I think that would help us.  
 
Dragon: The big thing there that we kind of suggested was, some kind of statement regarding 
the accuracy of GPR. Therefore, nobody's out there saying it's 100 percent. From the official 
body, we're saying it's not 100 percent, and there's some sort of language that we'd like to put in 
there for that. Accuracy depends on the experience of the user too. With our training, we'll train 
an inch off center of the steel reinforcement. An inch to either side. Rick can talk about the "fat 
lines," as you like to call them.  
 
Norland (Table 4): Fat lines. I love fat lines. And when fat lines get fatter, the harder it is to see. 
I think as a group, collectively, we are headed towards trying to come up with an industry-wide 
statement of what accuracy is. I think we should have a certification program to certify 
operators. I think that the industry's heading that way. I will tell you, there is a new start-up, a 
GPR group, that is heavily focused on the highway side. It's called GPR Team, and 
manufacturers are involved in it. It's supervised out of Rutgers University. It ties academia 
practitioners and the transportation officials and are all hooked together. That, with CSDA, and I 
also think ASTM was also trying to come up with a spec, a certification. I think that CSDA and 
maybe a coalition in between the GPR Team and CSDA would probably be the best way to 
drive that. Especially with our insurance group, which has given us teeth behind that. Having 
said that, the liability issue I think has a lot to do with the mindset of the company and training. 
We're huge on training. I'll just lay this out as a statement, don't mean to brag or anything, but 
we've been doing this since '99 and we haven't had a single incident. We've had no claims, 
nobody trying to come back or even mentioning that they tried to come back. We spend a lot of 
time educating and communicating with our customers before we ever leave the site. 
 
Dragon: So with that being said, you've disappointed customers though, because you've gone 
up to them and said, "Hey, I can't scan this." 
 
Norland: Absolutely. You have got to be able to have confidence in your capabilities. If you 
can't see it, or if you're uncomfortable with it, then the clause or the policy is that you tell the 
client. "You can't put that hole here. It's got to go somewhere else. That's not my decision. If you 
want to go somewhere else I'll scan another location for you right over here or over here, but it's 
not going to go here." If the customer wants to go forward with that, you need to take it up with 
them right up front. You need to get with engineering, your structural guys or somebody else 
that makes that decision, because you cannot put that hole there. We do that a lot. When I say 
a lot, we probably tell the client six or seven times a week that they cannot, because we do a 
high volume of scans that we say, "You can't put this hole here or here." Inevitably they'll come 
back, they'll say they can redo it and suggest another place or they'll ask for you to talk to their 
structural guy to make a decision to whether you cut the top bar or the bottom bar in this 
location. Then you want to identify what is that bar. Your radar technician has got to have the 
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ability to stand his ground and feel secure when he's unsure if there's a clear spot, and he has 
to do it in a way that's not in your face so that the client understands that this is what you were 
hired to do, and that they can’t put it there.  
 
Dailey (Table 5): As an industry, in that standards and spec, we could say something like we've 
talked about. To have something mentioned as to the accuracy. How well you can read it, 
however you write it. Put it in there that there is some question as to the accuracy. If we could 
agree as an association and have that in the standards and specs, then if we do have a serious 
claim down the road it would give us something to go back on. 
 
Dragon: Something like that, it also benefits the scanning contractor out there because when 
they have that discussion and they've got their expectations with the client, they can point to 
that document. They can point to that specification and use the same kind of language. So it's a 
good tool. Another question would be, if I was considering a scanning business or considering 
buying the equipment, what steps would I take to think about how I would want to set up that 
organization? Or what would you recommend for thinking about that? These guys here in the 
room that are really sitting here thinking about GPR, what would they do? 
 
Norland (Table 4): Do you want my opinion on how to set it up?  
 
Dragon: Well not necessarily your opinion, but whoever's got a GPR business now. What would 
they consider? 
 
Norland: Well, I think that it's number one. If you're concrete cutting, I think that you should set 
up an independent business, not through your cutting, for two reasons. One obviously is if 
something should go wrong, then you're going to get pulled in and they've got a double source 
to go to. They may see it as two companies but it's still one pocket and that's a problem. But the 
second issue is that, some of your customers are going to look at this as this is a self-serving 
type deal, or they're going to say, "He's a concrete cutter and they're concrete cutters so they're 
questionable." They'll take how good you are as a concrete cutter and you're immediately that 
good as a radar operator, or they'll take how good you are as a radar company and suddenly 
this is how good you are as a cutting company. I think that's not healthy. I think you should have 
those set up as separate. I think there are other advantages there to do that, but that's one 
concern especially when you're talking to specifiers, architects, engineers. You have a lot more 
credibility. Unfortunately in our business, sometimes we walk in as a cutter and they look as to 
say you're just a dumb concrete cutter. Your technical people, your engineers and architects, 
they want something with a little bit more moxy. It sounds stupid, but a different company 
sometimes doesn't have that competition and has its own credibility, to work the ways the other 
guys are set up. Other guys have a separate deal.  
 
So I think that you should consider it, and then when you set that up this isn't something that's 
an occasional-use product. You have to dedicate somebody, and they have to constantly stay 
on top of doing radar. So many times I've given this advice to a lot of cutters. If you don't have a 
radar job that day, or you're not having him out selling that job, then he goes out on every other 
cutting job you got and he scans for you. I mean, you own the company. It's great experience 
for him and it is insurance for you. So if he isn't scanning for somebody else, he better be 
scanning for you because he, or she, whoever's doing it, is going to get better. This is a good 
opportunity for women in the field. This is a very good opportunity for women in the business. 
But you have to develop an eye and you have to train. You've got to train, constantly. 
Manufacturers are very good support. Personally I'd like to see them put in more training 
programs. We've pretty much exhausted the training programs that are out there. We'd like to 
see more. It's easier for you to do it than me. Training is a key piece. You don't train once. I 
really strongly believe in this, is when you set up that company you should put a budgetary deal 
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in there that says, "I'll just tell you right up front, every one of our radar technicians goes through 
training every six months or period of some type, on a rotating basis and if it's a radar based 
training we take it twice. We've taken every training program that our manufacturer offers, by 
everybody, twice. We have to reread the manual once a month, and I've read that manual since 
1999 and there's still stuff you pick up with which you didn't make the association. Those are 
some things that you have to do. Those are what I would suggest if you look at setting up. It 
can't be a casual use piece, this is something that's not a casual use. Although, manufacturers 
are working very diligently, trying to make it more user friendly. It is not a casual use piece, you 
have to keep this up. Tony, if you've got any comments, because you've been doing this almost 
as long as we've been doing it. I would say that we ought to get to his comments too. 
 
Burnette (Table 6): I agree with just about all you've said. The two biggest factors, or two 
biggest variables you're going to run into when you're doing GPR, are site conditions which are 
going to have variable effects on the quality of your data. If your technician isn’t doing it full time, 
he's not going to understand the relationship between the data he's getting and how to fix it. 
How he's going to tweak his equipment to get better data. Why can't I see the bottom of the 
slab? Big question. The second variable is going to be the experience of your operator, and 
that's why training and using the equipment every day is important. You guys, as cutters, your 
learning curve should be shorter because you guys have been busting up concrete for so long 
that you should have a reasonable idea of what's supposed to be in there, and how it's been 
constructed. You can go out on every single job, as Rick said, and scan. Stand there while you 
guys cut it, and then if he's off half an inch, well why? Well, when you took it out of the box did 
you calibrate the survey width? No? Well maybe you should try that next time before you use it. 
That sort of thing. Like Rick said, it's not something that you're going to put in your truck and use 
every three weeks and it will be in good health. If you want to be good at it, you've got to use it. 
You don’t have to live, eat and breathe it like we do, but you have to know what you're doing. 
 
T Conner (Table 5): Rick, you mentioned DOT in there somewhere. Was it you that mentioned 
it? The natural sequence is for a guy to buy a saw. Next thing you know he's core drilling and 
the next thing is he's wall sawing. What's the progression a person can go through? I guess, my 
first thought would be to take it inside structures where we're drilling holes. That's just kind of a 
given, but you mentioned the highway. What market is there? Dowel bar retrofit, did someone 
mention that? 
 
Norland (Table 4): Right now the radar, without giving away the farm on my business, the radar 
market specifically from the highway is, and this kind of bites. Most of the highways departments 
do their own core drilling, but if you have a falling weight deflectometer, the data from the falling 
weight deflectometer cannot be used until you have a positive calibration or measurement for 
the depth of the slab. That's telling you what the slab deflection is, but to do their calculations for 
pavement design or pavement construction or pavement maintenance, they have to know the 
thickness of that slab and they need to know the thickness of the sub base. Radar does that 
fast, or faster than they can make the falling weight deflectometer work, and it does give you 
sub-base. It does give you the concrete, and at the same time, if you are doing that scan, you 
can tell them what the rebar is like, what the dowel bar is like, whether you have corrosion, 
whether you've got delamination. There is a lot of stuff that's of great value to the DOT. The 
issue is to educate the DOT, and if you have ever worked with DOT, they are the most 
frustrating group of people, I swear, you will ever work with because every district has to 
reinvent the wheel, and every state has to reinvent the wheel. So if it works in say, for instance 
with us, we get Kansas to accept this, Missouri won’t even talk to you until you run a new test 
and a new trial. You've got to win them all over. Iowa will at least listen to Kansas, but it is very 
frustrating. You are working with a group of engineers that, I'll just tell you from an engineering 
community, when you go into public service as an engineer that takes a little bit of a different 
group than those that go into private practice. Private practice engineers will take a lot more 
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risks and they'll run high-tech real fast. Your public service engineers don’t like to get noticed, 
they don’t want to get their head above the radar. They like the ostrich approach and so they do 
not want to try something new until it is so proven that there is no way in hell they can be 
whipped for anything. And that is part of the frustration. Frank's been working with DOT for a 
long time, and if that's a misstatement, then please correct me. It's very frustrating. They have 
no talent anymore. No experience. It's all gone. So there's a great big market potential there for 
the radar. It takes a little bit more specialized equipment to do that.  
 
As far as what you look at in your market as a progression, the way I look at it is a suspended 
slab, locate my rebar. That's the bread and butter, and that's what I call my dirt simple stuff. 
That's the easiest stuff to do, it’s the easiest stuff to image. If you want to take a push-button, 
you can take any one of the units we just saw on display here before this meeting. You can take 
a guy with half a day's instruction, and give any one of the manufacturers a couple of hours with 
him, and he could go on a suspended slab. If the guy has paid attention, he can start doing 
rebar locates. There's going to be a few traps that he's going to step into, but you're going to 
make locations and you're going to do ok.  
 
The next move is to go slab on grade, and that's a different ball game now. Slab on grade is a 
harder thing to do, especially when the client is obviously wanting to say, "We want to locate the 
conduit" which can be in the slab a little bit because they laid the conduit on the ground before 
they poured the slab. There you're trying to locate something that is existing at the interface 
between two different medians, and the physics of radar camouflages that. So now you have to 
have a much more trained person. They can’t just go out and do a kind of a quick-and-dirty. This 
is where they push the 3D, trying to get a resolution for those targets. We don't 3D, we do it 
differently. You have to do different techniques to pull those targets out of that.  
 
The next progression from there is to go down in and look at the sub-base and look in for 
utilities. We call that dirt work, and that is a lot more training. It takes more antennas, more 
specialized equipment typically. Equipment that, for instance, boy if I speak out of turn, Greg, on 
your stuff, this is where all of a sudden where you may not be able to take your unit that your 
were demonstrating on the floor today, in fact all of them in there. Those have a depth limitation, 
and those are something that's not really going to apply to go in and do in that setup, in that 
configuration, you are not going to be able to go in and do that utility work. That is a different 
game. Then when you start doing the specialty stuff like looking for corrosion and looking for 
delamination and looking for voids, and the reporting that goes with that, it just keeps ratcheting 
that up. It takes more engineering, it takes more calculations and takes more reporting. Because 
the other thing that you have to do when you get up to that level, is you have got to take very 
sophisticated radar data and you have to put it into some kind of a format that a layman can 
understand, that doesn't know any of the terminology, they've never seen this before and that is 
extremely difficult to do.  
 
Summers: Just one thing, Rick. The concern in the room was liability, and it seems like most of 
the users here, or potential users here, want to use the system for imaging concrete. When you 
bring other applications into the realm of things, you're now opening up bigger areas for liability. 
Doing utility locating, you have got to make a decision. What are you in business for? What is 
going to be the core of your business? Is it going to be utility locating? An area where you 
haven't even entered in, or done any research on, or are you going to do something that you're 
familiar with? I think that's why MALA and ourselves made the decision to go to a stand alone 
system for concrete imaging, not to add on features. There are other families of our equipment 
that can do that, and it's just a matter of having the user ask that question. We really review our 
potential prospects and find out what their need is. If their need is concrete imaging, there's one 
system, Because as your business begins to grow, the reality is you're not going to be able to 
use the utility locating device and your concrete imaging system at the same time. You're going 
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to have to have two stand alone systems anyway, because in essence I've got to believe that if 
your business starts to take off you want to have that concrete imaging system working basically 
five days a week, eight hours a day, minimum. The thing is, you are not going to be able to 
operate a utility locating device that you buy as an add-on if that concrete imaging system is 
running. You have to buy other components to operate it.  
 
Norland (Table 4): I hope you understand, I wasn't saying that this is a way to go. You were 
asking for the progression. What the progression is, how you would step up, what gets harder 
and harder. There is good business just to stay in imaging on the concrete itself, working that 
realm and getting your expertise in that realm and not look at other markets. The liability, when 
you step into the other things, goes up because now you're moving up into other different 
capabilities. You've got more risk and I will tell you that you do not use a single, when you move 
into those others, you are also bringing in other technologies besides radar. If you go out with 
just radar, or something like that, you're a fool. Pure and simple.  
 
There is an emphasis there because there have been some issues. I think that there were 
circumstances that didn't quite get followed correctly. For instance, not knowing that you can't 
see through insulated concrete, Styrofoam, because the operator went out and he could see 
real clearly for six inches. As Tony mentions, the first step you do is you look to see the bottom 
of the slab. If you can't see the bottom of the slab, you better figure out why. But some of the 
misses that we've heard about; the PT cable misses and those sorts of stuff; the concrete was 
too new, too green or there was an air void; no one looked at it. There was one that happened 
down in Florida with an air void. You had a floor which was basically a false floor. There was an 
air gap and another floor below, and the floor below was the one that had the PT cables in it. 
The scanning operator scanned the floor, he thought he was off, but I think if you'd have seen 
there was an echo down there because you'd have seen that other slab. But he didn't do that, 
and they bored through and cut a PT cable. There was a lot of things that occurred in there, 
because the drilling operator that came behind it, if he's told he is supposed to drill a 12-inch 
slab and all of a sudden he had to put an extension on because there are two slabs and an air 
gap, the warning bells should have gone off. Those are things that you hear about and that is 
where the liability issue pops in. If it is done correctly, Roger, and you communicate well it is like 
anything else. You can mitigate against that loss.  
 
Allen (Table 6): Well I don't want to put words in Tony's mouth, but when we had a 
conversation he said he pretty well educates his customers on the limitations of the equipment, 
and that he also requires a waiver for liability. Then adding the experience factor along with that, 
you're then minimizing all that risk. 
 
Norland (Table 4): You have to educate the customer. You have to be very adamant with your 
communication with that customer. When you walk away, you need to be walking away with a 
feeling that the customer, without a doubt, understands what that layout was and where he can 
and can't make that penetration, and not have a question in his mind that he's going to 
challenge your lines. If you walk away and you think that they're going to challenge you anyway, 
then you want to make it very explicit that if you move into this area it's their risk because you 
have told them this is an area they can't get into.  
 
Unidentified: I find that, if I call a guy and I recommend him not to cut into that, I have him write 
on my sheet and he signs it. I also take digital photographs of everything I scan. There's been a 
couple of instances in the past where a guy has removed my marks after I'd scanned and 
moved to a whole other spot, then found there was something hiding. Fortunately somebody 
saw him move the marks, well the contractor saw him. Since then I started taking digital 
photographs of everything that I scan.  
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Norland (Table 4): We digitally photograph every scan. We document on our work order right 
up front, that if there was anything unique, for instance if the contractor had already laid down 
stud work and he didn't want us to cut the studs but to go underneath it. So anything, any 
penetration through the stud is a plot we are not responsible for because we can’t tell you 
what's there. We'll tell you right up front we can’t get any closer, that we can’t get any closer 
than two-and-a-half inches from the wall. We have minimum clearance issues. There's all kinds 
of things you tell them about up front before you even get on there, and tell them what the 
limitation are. It's the greatest thing that we've got out there, but there are limitations to what you 
can do.  
 
Unidentified: The radar customers will always be like your concrete customers. They will have 
unrealistic expectations. 
 
Norland: I will say this, that it's a hard-fast policy for us. We require our customers to notify us 
on any miss, and we immediately go back to that job site to find out what was going on. In all 
the years we've done it, the bulk of the time we have very few misses that are our operators, 
and we are human. You can make a mistake. Most of the time, they crowded the line, they 
drilled on the line, they took the risk on their own to do it and with our documentation and 
everything we had, they said, "Yes we know it. You told us and we did it. You told us not to do 
this, but the hole had to go there." Or they turn around and say, "We really don't care. All we 
cared about was cutting. We could cut the rebar, cut the conduit but we didn't want to put the PT 
cable." We'll say that we can give them our best estimation about what is a PT cable and what's 
not a PT cable but we cannot positively indentify the targets. We'll mark them out, but if they 
choose to drill it then it's their risk. I will tell you that radar systems that are out there have the 
ability to, within good reason, to pretty much tell you you've got a PT cable. Or with a little bit or 
smarts, you understand. Because the PT cables is the only one that's going to be doing a lot of 
elevation moving through the slab, but you need to go out a scan a much brighter area, but you 
still want to leave that customer with the idea that you cannot tell them, in fact, whether that's a 
rebar or a PT cable, because at some point in time they're going to be at the same location and 
you cannot positively tell. Yes, you have a different pulse on that. Here's the situation, and you 
may hear this on PT cables. PT cables are covered in a plastic sheath, but only the newer 
cables are covered in a plastic sheath. The old ones had a paper or tar wrap-around. So when 
you go back and say, "Ok, I should have a negative pulse which means non-metallic, I'm over 
the PT cable." That may not be the case.  
  
Dvoratchek (Table 5): Do you see the industry working on getting closer to perpendicular walls, 
columns, things like that? As Rick was saying, you are two-and-a-half to three inches off so 
electricians go out and tie stuff close to the wall. You're still at risk, it's a gray area. 
 
Dragon: Yeah, it's always a challenge.  
 
Jones (Table 6): My question is, on the disclaimers, who signs that? Is it the plumber who has 
to just scan and drill there, or the owner of the building? For instance, a representative of the 
plumber who has hired you. On that, do you have just one for XYZ Plumbing, or do you have 
one just on file generically for any job you do for them? 
 
Norland: Every job.  
 
Dvoratcheck: The way Emily does it on the invoice, you don't really need that much room for 
what you did on the job. You may describe what you were looking for. Another thing that helps 
your liability is, if they tell you that you are only looking for rebar, and you put down that you are 
contracted to look for rebar only, if they do drill and hit a utility, you have limited what you were 
scanning for. If someone hires you to just look for rebar, you may pick up the utility as you do in 
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your job. But the thing is, if they are hiring you for that, and you miss and they hit that. You are 
asking a lot about educating, about asking questions up front. Try and determine what they want 
you to do. Why be liable for something that you weren't contracted to look for in the first place? 
So by doing that, if there was other stuff in there, you wouldn't have liability because you weren't 
contracted to look for that. The other thing to write on the job work orders is the agreement. I 
mean the agreement is two pages, and who she worked for was a very small area of that. At the 
bottom, it's by the authorized representative. So you may hand it to the plumber who hands it to 
the general contractor who hands it to the owner of the building, because they want it to go up 
the food chain. Or it might just be the guy you're working for.  
 
Dragon: Any other questions? So a little feedback real quick. Does everybody feel like they're a 
little more comfortable, or are you going to run for the hills? Well, I guess that's it then. Thanks 
for coming. 
 
 

END 


