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4 Month Projections



Cogent Analytics – Discovery Analysis

 Completed 1/15/2023

 Why?

 Thanks to those who were asked for and completed employee survey. 

• We were allowed to review the anonymous comments, but we weren’t given a copy

• We are all open to feedback—even “brutally honest” feedback—and we are taking steps 
to address those that were highlighted by Cogent Analytics as focus points

 Summary of Findings (Opportunities for HGI)

• Improved financial health through better use of business analytics

• Planning for targeted and profitable growth

• More consistent communication

• Clarification of existing and needed roles and responsibilities at all levels of 
organization, and holding everyone accountable to the same

• Recruiting to support growth objectives

• Middle management leadership training, staff development and training, career path 
mentorship



Cogent Analytics – Next Steps

 Engaging follow-up consulting starting on February 5th

 “Profit Engineering”

• Cash forecast and management systems

• Data – all necessary KPIs

• Bidding/ estimating/ job costing

• Project planning and control

• AR/ AP policies (credit and collections policies)

• Forward-looking management control budgeting

 “Organizational Engineering”



Cogent Analytics – Next Steps

 “Organizational Engineering”

• Organizational structure

• Performance-driven job descriptions

• Performance standards

• Managing and Supervising Productivity Training (how to properly manage, 

supervise, and control the productivity of one’s self and of subordinates)

• Employee evaluation for form, fit, and function

• Hire, train, and retain procedures

• Incentives 

• Operating policies and procedures

• Written 1-, 3-, and 5-year business plans



BUSINESS 
DEVELOPMENT 
UPDATE



Business Development

• Significant Proposals & Opportunities

• McCarthy:

• Constellation Real Estate Partners – John Delvac 
reached out about pivoting away from MEPFP design-
build on their specs.

• Gardner:  

• USACE Huntsville VA A-E IDC Shortlist (23SSA0002)

• McCarthy/Capuano:

• Had a Zoom call with the Central region of Prologis. 
Introductory call with this group to explain our services 
offerings and how we have helped other Prologis 
offices.



Business Development

• Significant Proposals & Opportunities

• Fuqua: 

• Had Lunch with Jessica Gremmer with Toyota to discuss 
marketing

• HGI was contacted by Enviros to assist them with 3rd 
Party Life Safety Design Package Reviews

• Gardner: Contacted by ARCO/Murray concerning a 
project to building an indoor ski slope



Business Development



Business Development

• Referrals:

• Bryan Tedford with Palmer & Cay was referred to 
Dale by Bill Blook (former HGI engineer now 
working at Affiliated FM).

• Bob Tyler of Patterson Pope:  He referred Tom to 
Jereicho Design Group last month and this month 
he referred HGI to four of his project managers 
(one has an immediate FPE need).

• Adam Seemann of Clayco contacted Tom to say 
that he has passed HGI’s name on to David Mills 
(President of Design & Engineering). Adam feels 
like they need HGI’s experience in FPE.



Business Development



Business Development

74.60% TTM at last month’s meeting
66.08% TTM at last month’s meeting



Business Development

Year-to-date



Business Development

$224,700

Year-to-date



Business Development
 World according to Tom Gardner: BD is part and parcel of everyday 

work for a consulting engineer. 

 Something you do all the time. 

 How I can do BD all the time and still get my job done?

 To me the largest part of business development is:

• Doing high quality engineering work
• Client intimacy, and
• Exceeding client expectations 



 So BD in general is living the HGI Core Values, being a Brand 
Ambassador, and Doing Quality Engineering Work.those three things 
is the best and most effective BD a consulting engineer can do.  The 
rub is they're not the only BD we must do because we have to sell 
projects in the first place in order to do those three things for our 
Clients



Business Development
• Networking:

Networking isn’t about selling. Networking is 
about building relationships and making 
connections. It’s about connecting your circle 
with other’s circles. 

How can two people in your network, who don’t 
know one another, do business together? 

You have to be thinking about how to help 
others. Networking is all about relationships.

Review Chapter 1 – “Why Networking is 
Important”



Congratulations Jon Jordan for passing the 

NFPA’s CFPS exam in late December 2023! 







Value

Delivered

Awards

Jim Rucci, Jonathan Samuel, Jim Smith, and Sherri 
Smith were nominated by Tom Gardner for their 
efforts and coordination when a major issue occurred 
while working on a Stantec submission on the Amazon 
PVD2 Multi-story.



HGI JANUARY
ANNIVERSARIES

February 5 - Diane Stone (17 years)

February 14 - Matt Graham (2 years)

February 17 - Jocelyn Harris (4 years)

February 21 - Anthony Capuano (2 years)

February 22 - Erin Lesh (3 years)

February 28 - Alex Ataiyan (2 years)



FEBRUARY BIRTHDAYS

February 10 - Ross Beach

February 13 - Tracey Foster

February 21 - Mack Newton

February 24 - Tom Gardner
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