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wants you to forget
everything you know
about networking
and start building
real relationships
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CORPORATE

Ben Bishop, Jr. talks to Michelle Rivera about the
benefits of working with second, third, and
even fourth generation family member employees.

M Western Construction Group
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here are a number of businesses out

there today that are family-owned,

bt it's not often that you hear of a
business having second, third, and fourth gen-
eration employees. Ben Bishop, Jr. ar Western
Consmuction Group can proudly boast about
having both.

“We have created a work force that is made up
of genemational family members throughout the
country. It does a lot for a business when you're
surounded by a sense of family,” said Bishop, a
30-year veteran employee and CEO of Western
Construction Group. “We're in the service busi-
ness, and having family values helps us with
employee recruitment and retention. We show
them we're a pood employer and that we soong-
ly believe in honest values."

Western Construetion Group, now a 5140 mil-
Jion company, was founded in 1915 by Bishop's
grandfather, Geonge, and Ben Many, Today, it
vperates 34 locations and serves all 50 stares.

Noticing the little things

Tir keep the family of more than 1,300 employ-
ees together and happy, Bishop focuses his efforts
on training. “We are our best tminers, so we
brought in consultanis to guide us and help
develop training programs,” he said.

“We're developing a university-style format and
shuffling people in and out of our corporare
office in St Louis on a regular busis to main,”
Bishop continued. He is working to have train-
ing classes that would be held perindically
throughout the year.

But it not just tining that Bishop monirors.
He pays close attention o employee retention,
which he says is an important piece of the com-
pany’s puzzle.

“Emplovee retenition is an itemn we track closely.
We put a significant amount of effort into
interviews and the review process,” Bishop
said. “Maost of the ume, when people leave

A company, it’s not because of money—it’s
hecause there’s something in the system they
aren't happy with.”

It the little things thar make a difference,
according to Bishop. “The fact thar we have
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our finger on retention is a big plus,” he said. :

“We have competirive compensation and bene- ]

fits, and we believe cur employees stand out.

When they complete a project or get a nice let-

ter from a customer, we like to recognize them.

Pemsonal recognition takes them a long way." I
|

The company is doing something right. Statistics
show thar, on average, employees in the constmuc-
tion industry sty at their respective companies
about nine years. At Western Construction
Group, the average is 17.

The road ahead

A big challenge for the construction industry is
the shortage of skilled workers due to retiring
baby boomers. “We have to replace them with
unskilled employees every vear,” Bishop said.
“We have o make sure that we get the proper
mix of skilled and unskilled workers"

Bishop is already looking for ways to combat
the problem. Three-fourths of the company is
union affiliated, and the other fourth is non-
union. Bishop and his team spend much of their
time in union offices contributing to and hosting
apprenticeship programs.

In its non-union markets, Bishop said his team
has to be their own trainers. "We have a couple
of offices that mainly focus on hinng, holding
meetings, and conducting inhouse mraining.”
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bp UMB BANK Western Construction has a safety department

LB believes that one comprised of six people who concentrate on

of the m:;‘m day-to-day field activities. Three to four of those

ativoiing rmﬁm people travel the country (two to three days per

For more than 9o years, week) and work with each office, focusing on

UMB has understood branch training, At each stap, they work on spe-

e ol cific safety initlatives thar will help the com

eoch customer so that : Ty pany

we con follar o bisiness improve and give employees the knowledge to

plan to help them grow conduct their operations in the safest possible

and succeed, We offer manner

@ wide range of ’

produds and services

designed to help our The company’s marketing department, made

csiomers g:;ﬁ their up of four people, has rhf: jﬂl‘t of gni.ng out m
local markets and spending time with architects,
engineers, and developers. *They conduct semi-
nars and workshops. If owners are informed
about what is going on, it helps them make
better decisions,” said the CEO.
“We try to find out what they're interested in
leamning about, and then we share our experiences  information. “This wireless system will feed back
and some tricks of the tade. When everyone is any information to our main frame in St. Louis,
ecducated, it presents a better job." and then we can produce daily reports on where

we are, where our people are, and what quanti-
Westem Construction is in the process of devel- ties we're getting done. Time is money, and
oping a software program that works on a PDA, proper information is critical o the success of
which will help o keep mack of large-project our business,” Bishop saicl.
; -

Turn your napkin
into a reality

Whether you've got a new business idea or you're
locused on business growth, UMB has the products
and services designed to reach your goals.

Every business is unique, and yours is no exception,
UME takes the time to learn about your business so
that we can be a belter partner to your organization.
We'll ask the questions, we'll listen 1o your answers
and we'll offer solutions. That means you can count
an more [rom a bank that believes in your dreams as

much as you do.

1-800-821-2171

umb.com
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