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Good morning. Welcome to Orlando and Disney World. They say that in the Magic Kingdom, “your dreams can come true.” Well my dream is of a Labor Management Partnership that creates an environment of trust, cooperation and action that will maximize the market share of union construction.

In fact, that is the shared vision of SMACNA and SMWIA executive committees. To create an environment of trust, cooperation and action in order to maximize market share for the union industry. Together we have come to the realization that our futures are interdependent and that we are responsible for each other’s success.

The SMWIA and its members cannot achieve their goals of membership growth, increased market share and good wages and benefits without the help of SMACNA and its member contractors.

SMACNA and our contractors cannot achieve growth and profitability goals without the help of the SMWIA and its members.

In most of our companies, our union employees make up the majority of our workforce. If we are to meet the quality, schedule, safety and cost requirements of our customers, we need these employees totally engaged and committed to our success.

The union is our future!

As with any group of diverse individuals and organizations, we all come into our partnerships at different stages. For some the partnership road will be rocky, and for others it will come easily.

Some locals and SMACNA chapters are at the top of the partnership spectrum. These people have created an environment of trust, cooperation and are actively working together and aggressively going after new business and markets – our ultimate goal. 

However, at the other end of the spectrum we have chapters and locals struggling to even communicate. And, we have partnerships that fall somewhere in between. As leaders in our industry, we all must guide and nurture these fledgling relationships to insure their success and our success. 

Competition keeps us on our toes. And in our case, the competition actually can bring us together and help us build our partnership. The competition I am speaking of is the non-union sector. Management is not the enemy. Labor is not the enemy. The enemy is the non-union contractor. 

Ironically they depict union construction as bad for America, while painting a picture of themselves as the good guys. The truth be known – these “good guys” are bad for the construction industry and bad for America. 

They don’t pay their employees a fair living wage. They don’t give their employees the health insurance they deserve. They don’t pay into employee retirement funds and they don’t offer the proper training to enable their employees to do a quality job – safely for the benefit of our customers. By not providing these traditional employee benefits they force their employees to rely on taxpayers to take care of them when times get tough. 

Then after shirking their moral responsibilities to their workforce, they underbid our team on the jobsite and of course reap the profits. 

Quite frankly, our partnership efforts scare our non-union competition. Our individual components are strong – manpower, training, and management. If we can unite these elements, and work in an environment of trust and cooperation – we will be a formidable opponent to the non-union and a valuable ally to the business community. Every time, we, labor and management, unite and speak out against the non-union we are further strengthening our partnership. Nothing is more powerful than fighting side-by-side against a common enemy.

As we work toward expanding our markets we must understand that success goes to those who know which rules to break and how much risk to take. Antiquated work rules must become things of the past. We must encourage innovative thinking such as breaking cultural barriers in recruiting our workforce. As they say, insanity is doing the same old thing and expecting different results!

In addition, we must develop a culture of information sharing. Information sharing must start at the top. If one person hoards information everyone will. We must foster communication not only from leaders to subordinates, but from subordinate to subordinate.  This is how we create trust!

We must stop recreating the wheel time and time again, because it’s a dead end road to nowhere. We must build on our successes.  

I am very pleased that sometime next week we will have a partnership Web site on which to share our information and materials. Log on to www dot sheet metal partners dot org. You’ll find many of the presentations from this conference. This site will be an ongoing communication tool for this partnership campaign.

One final issue I must address is our customers. Buyers of construction services are becoming increasingly sophisticated. We have not done an adequate job promoting the true value and benefits of using union construction.  

Many owners hold the common perception that there is no quality or value advantage to building union.  

Unfortunately, negative stories of jurisdictional disputes, work stoppages and perceived higher costs stereotype and plague union construction.

Only time and positive experiences will change this perception. We must learn from past mistakes and ensure that we share our success stories.

We must also listen to our customers to truly understand their requirements and what adds value in the construction process. We will have an opportunity to do this tomorrow in our “owners perspective” session.

We must not let the challenges ahead dampen our hopes and enthusiasm. Our goal of market expansion through a labor-management partnership is very realistic. We must strive to build lines of communication, to build trust and mutual understanding between our two organizations as well as with the owner community. 

In closing, these are exciting times in the sheet metal industry. Forging this new labor management partnership is very exciting. We are actually writing a new chapter in the labor-management history books. Our success and our reward will be a strong partnership that will enable us to expand our markets and gain well-deserved market share.  I hope you enjoy the conference.
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