
��������� ���������� ������� � ���� �������������������������������������������������������

� �� � ������ ���� ��

Small Investment, Big Rewards

Microsoft Updates Forecaster 7.0

Remodeling Remains Steady

GlobalTrak Works with ZigBee

Factory Orders Revised Downward

Partnership Improves Design Review

ALL OF TODAY'S HEADLINES

Manufacturing Expands

Bridge Safety in PA

Hitting Green Slopes

Cincom and SAP

Meridian Systems in the Field

Dexter + Chaney Announces Integration with

Quote Software

Consumer Confidence Rises Slowly

Iridium to Open New Ground Station

ALL HEADLINES

��������� ���������� �������������� ���������� �����

October 12, 2006

Custom Guidelines

When it comes to custom homebuilding, the sky’s the limit when

equipping a home with automated home technology. Yet there still needs

to be some proper guidelines established in order to best execute the

process.

Eric Rose, managing partner with E.M. Rose Building Co.,

www.emrose.net, Branford, Conn., builds high-end custom homes in

Fairfield County, Conn., and Westchester County, N.Y. Through the years

he has developed some basic measuring points to working with product

vendors and contractors. 

“Typically it is treated as another trade on the job, but everything is a

function of the magnitude of what you are adding to the project,” says

Rose. “On the lower end, electricians are the ones installing, which

means you are not adding another trade and you may not be impacting

the schedule at all. But once you get to the high end you end up with a

consultant crew of six people or so, programmers, lighting designers,

sound technicians, acoustic engineers, etc.

“It gets to the point where we need to have coordination meetings (with

these professionals) that are separate from normal construction meetings

because the technologies are so varied and the integration is so

important that everyone needs to sit together and get the bugs worked

out and figure out what we are capable of and how we are going to

deliver this to the owner.”

He stresses builders to negotiate with the vendor on how they will

service the product after installation. He believes product vendors should

be obligated to return a fixed number of times post certificate of

occupancy to perform any troubleshooting needed.

“We need to build that cost in upfront to make those changes because

politically if you tell the owner that we will gladly change something, but

it will cost you ‘x’ amount of dollars, (they will not be happy),” says

Rose. “You cannot give them something and then tell them that they

need to pay more in order to get the value they had hoped for. Tell

these vendors upfront how many times you want them back within the

first 12 months, for example. What this is telling the client is that if we

don’t hit the mark when you first move in, don’t worry about it, we will

come back and get it right. You need to build in that service side

upfront.”

Below are some more articles on ��������� ���� ����������:

Selling the AHT Lifestyle
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2003 Technology’s Hottest

As any software developer will tell you, creating new and exciting products every year 
that appeal to a wide range of customers can be extremely difficult. Technology vendors 
must be deeply in tune with their customer base in order to know what is regarded as 
important software features, and as a result, have a creative mind that can turn those 
needs and desires into innovative and effective products.

Construction companies have been keeping a steady pace of spending on software, 
dedicating 16.7% of their information-technology operating budget toward software last 
year, according to a recent study by Gartner, Stamford, Conn. That percentage is expect-
ed to increase this year by about 1%. However, due to the sluggish economy, companies 
have become more cautious and selective when it comes to evaluating the software they 
do purchase.

Because of this attitude vendors have had to buckle down and go back to the drawing 
board to develop software packages that will not only be stable for years to come, but 
also bring more productivity, efficiency, and cost savings to the construction process. At 
the same time, they have had to be more innovative with new technological ideas, and 
still bring a useful and deliverable product to the table.

Luckily, there are a select few construction software vendors that have been able to be 
very successful in delivering solutions and technology that hits the mark for customers. 
What is even more impressive is that the vendors Constructech recognizes on the pages 
that follow have introduced new technology despite the unrelenting economy.

The Constructech Technology’s Hottest award highlights the best of the best among ven-
dors today that have not only demonstrated solid revenue growth, but have also landed 
some very impressive customers along the way. Chosen by a majority vote of the Con-
structech editors, it is clear that these companies have accomplished everything it takes 
to meet their customers’ needs and wants with regard to technology and innovation. 
Alongside the 14 hottest companies, the editors also identified five up and coming com-
panies, (these are companies less than two years old) and three companies to watch.
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2003 Technology’s Hottest [continued]

Without question, these “hot” technology vendors are setting the standard for what is 
to be the software norm now and in the future. Understanding the needs of construction 
professionals has helped these companies forge new strategies that are resulting in in-
creased profits. In fact, it is this knowledge that has enabled these select few to prosper 
in a very challenging and highly competitive marketplace. It is clear that the companies 
on the following pages are already well ahead of the competition, leaving nothing but 
smoke in their paths.

Geac AEC Business Solutions
Tampa, Fla.
www.aec.geac.com

Some contractors have had trouble finding a software package that is specifically tai-
lored to the construction industry. However, this is not the case with Geac AEC Business 
Solutions, Tampa, Fla. The reason that this company is so hot is because of its ability to 
develop software applications that pertain to the construction process, while fully inte-
grating contractors’ most important needs in software.

Last year, Geac focused much of its attention on its customers and the way they are 
using the integration features that Geac offers for job cost accounting, project manage-
ment, and estimating. Geac’s systems are truly integrated, and Geac has always worked 
closely with customers to make sure they are getting the most out of these systems. For 
example, by working with Geac, one general contractor gained four productive days each 
month, trimmed its staff, tripled its volume, and reduced work hours required to answer 
field inquiries.

Customers such as VCC, Little Rock, Ark.; Miller Bonded, Albuquerque, N.M.; Construc-
tion Network Inc., Jonesboro, Ark.; and E.M. Rose Builders, Branford, Conn., have all 
been able to streamline their construction projects and save time and money by fully 
utilizing these integrated features. Due to this dedication to their client base, Geac was 
able to secure another recent customer win: Desarrollos Metropolis, San Juan, Puerto 
Rico, the second largest construction company in Puerto Rico, with $500 million in con-
tracts that are in progress.

to read complete article, please visit http://www.specialtypub.com


