


To the Strategic Partnership Program Participants:

On behalf of Clark Construction Group-California, LP (Clark Construction), it is
our pleasure to welcome you to the 2016-2017 Strategic Partnership
Development Program. This program is a comprehensive initiative developed
by Clark Construction to supplement the capabilities of local, small, and
disadvantaged businesses in the greater Los Angeles and Southern California
area. Clark’s goal is to help you to build capacity, and succeed in today's
competitive environment by providing you with key business management
strategies. The following pages contain a complete outline of the Strategic
Partnership Program.

Program Highlights

The program will start with a half day, introductory orientation and class on
Building Capacity for Sustainable High Performance. The following nine months
of interactive evening classes, covering Financial Statements and
Accounting, Insurance and Bonding, Architectural Blueprint Reading,
Estimating, Purchasing, Project Management and Presentation Skills, will
enable participants to study the fundamentals of growing a business in today’s
competitive environment. In addition, monthly lunch time seminars will be
facilitated by various community partners. The program will culminate with a
Capstone Team presentation to industry leaders. Upon completion of the
program you will receive a certificate, and be recognized for completing the
Clark Construction Group Strategic Partnership Program.

You are an important business associate to Clark Construction and we share
mutual goals of increasing the productivity and capabilities of our Strategic
Partners. We hope you take full advantage of the opportunity to enroll in this
program, and you and your company experience personal and professional
growth as a result.

Sincerely,
Clark Construction Group-California, LP

Kwaku Gyabaah Richard M. Heim
Director of Purchasing CEO and President
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Important Information
Contact Information

Contact: Clark Construction Group-California, LP
18201 Von Karman, Suite 800
Irvine, California 92612

Email: Kwaku.gyabaah@clarkconstruction.com
Molly.huddleston@clarkconstruction.com

Phone: Kwaku Gyabaah (714) 427-2820
Molly Huddleston (714) 427-2842

Attendance

The Strategic Partnership Program allows a maximum of four (4) excused
absences. More than four (4) excused absences will result in dismissal from the
program, no exceptions. In addition, you will be required to attend 4 of the 7
Lunch & Learns.

Cancellation Policy
If you cannot attend a class, please notify one of the above Clark Construction
contacts.

Attire for Classes
Unless otherwise specified, the appropriate attire for Clark courses is business
casual. The training rooms are often cool; you may need a sweater or jacket.

Mobile Phones/Pagers

As a courtesy to other participants and to the instructors, the use of mobile
phones and laptops is not permitted while class is in session. These devices
should be turned off during class. You may retrieve messages and make phone
calls during the scheduled breaks.
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Instructors

Financial Statements and Accounting
Glenn M. Gelman & Associates
Larry M. Kane, CPA, Director

Larry M. Kane earned a Bachelor of Arts degree in business administration with
concentrations in accounting from the University of Wisconsin, La Crosse. He
has been in public accounting for more than 27 years with expertise in
construction, real estate development and property management,
manufacturing, home builders, and corporate/partnership tax planning. Larry is
a contributing author of various articles for "Construction Niche Builder

The highly qualified and efficient staff of Glenn M. Gelman & Associates
provides professional services which include accounting, auditing, tax
preparation, tax planning, and management consulting services, including
computer consulting, human resource consulting, employee recruiting, and
litigation support services. They have expertise in benefit plans, ESOP's, and
captive insurance. They offer financial services and risk management services
through affiliations with outside experts.

Bonding
Pinnacle Surety & Insurance Services
Mark Richardson, Vice President and Principal

At Pinnacle Surety, Mark Richardson is the sage who
helps the top-rated agency grow stronger by questioning
everything and bringing in perspectives from other
industries. Before joining the company in 1995, he spent
10 years in various capacities, learning the equipment
leasing/finance, mortgage banking/brokerage, and land
development markets. He also took part in the acquisitions of retail centers. He
applies his broad set of knowledge at Pinnacle to ensure that the agency never
approaches a deal with a one-size-fits-all attitude and applies the best market
knowledge — regardless of the industry — to the surety business. As a surety
bond specialist, Mark helps clients meet their goals by aligning them with the
appropriate surety or with attorneys, bankers and CPA'’s that specialize in the
construction industry. In Mark’s spare time, he enjoys his family, playing golf,
horseback riding, and skeet and trap shooting.

[N

Insurance
Gallant Risk & Insurance
Daniel Vaughn, Principal & CEO

Daniel brings to the table 24+ years of Insurance experience, Farmers
Insurance, Liberty Mutual, Willis Risk Insurance, Marsh Insurance and Sullivan/
Curtis/Monroe.
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Architectural Blueprint Reading - Clark Construction

Eric Klemme Steve Oakley Russ Floeske
Superintendent Precon Manager Sr. MEP Coordinator

Microsoft Excel
TBD

Estimating - Clark Construction

Megan Calhoun Manasi Pitkar Brad Weisbecker
Director of Sr. Precon Manager Sr. Precon Manager
Estimating & Precon

Purchasing - Clark Construction

Kwaku Gyabaah Emily Sullivan
Director of Purchasing Purchasing Executive
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Project Management Fundamentals - Clark Construction

Kevin Hadley David Scherling Mike Bradford
Sr. Project Manager Project Manager Project Executive

Presentation Skills - Clark Construction

Kwaku Gyabaah
Director of Purchasing
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Course Curriculum
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Financial Statements and Accounting

Course Description

This course will begin with the introduction of accounting for construction
contracts and will cover job cost accounting, calculation of under and over
billings, job profitability, billed retainage, backlog calculation, AIA documents
and a sample chart of accounts.

The next topic covered will be financial statements of contractors, which will
include sample financial statements, overhead rates, labor burdens and
company and industry ratios. Mr. Kane will review bonding requirements as
they relate to bonding capacity and the documentation typically required by
bonding companies as well as lender requirements such as lines of credit, loan
types, and loan collateral and documentation that is normally required by
bankers. An overview of current accounting software for contractors will allow
you to compare between industry-specific software and "off the shelf" software
including QuickBooks. Various construction taxation topics will also be
discussed.

Learning Objectives

Upon completion of this course, you will know:
» Accounting for construction contracts
* Financial statements of contractors
+ Bonding requirements
» Lender requirements
» Accounting software for contractors
» Construction taxation topics

Delivery Method
Lecture/discussion, followed by application to the participant’s own business.

Instructor
Larry M. Kane, CPA, Director

Dates/Times
September 29, October 6, 13, 2016
Thursday 6 - 9 p.m.
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Insurance and Bonding

Course Description

There are many issues that are taken into consideration by surety companies
when underwriting the credit worthiness of contractors. However, all of the
evaluations can typically be lumped into three broad categories: Character,
Capacity, and Capital. These three headings are otherwise known as the three
“C’s”. Character refers to the integrity of the owners of the business entity to be
bonded. Capacity concentrates on the ability of the company to do the work to
be bonded. Capital is concerned with the financial condition of the company to
be bonded.

This course will cover many issues related to both surety and insurance. You
will be exposed to the type of information underwriters request when evaluating
risk and why they ask for it. At the conclusion of the course, you will have a feel
for the processes involved in surety and insurance underwriting and thereby
have a better appreciation of the role both play in supporting the construction
industry.

Learning Objectives
Upon completion of this course, you will know:
» AICPA guidelines for construction accounting
» The balance needed between the Principal, bond company and obligee
» How to pick the right surety: T-Listing, licensed
+ How to obtain relationships with a bank that has a proven construction-
related track record
» How to obtain relationships with a contracting attorney
» Good employee practices
» How to secure strong vendor/supplier relationships
» Proper insurance programs for your company

Delivery Method
Lecture/discussion followed by application to the participant’'s own business.

Instructors

Bonding - Pinnacle Surety and Insurance Services, Mark Richardson
Insurance - Gallant Risk & Insurance Services, Daniel Vaughan

Dates/Times
October 20, 27, 2016
Thursday 6 - 9 p.m.
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Architectural Blueprint Reading

Course Description

This course will introduce you to construction documents, with emphasis on
interpreting contract drawings. Topics include graphic information found on site
plans, elevations, plan views, sectionals, and detail drawings used in both
commercial and residential drawings.

Learning Objectives
Upon completion of this course, you will know:
+ Basic components of blueprints
+ Title blocks
* Line symbols
* Revision symbols

Delivery Method
Lecture/discussion, followed by application to the participant’'s own business.

Instructor

Whtiney Byrd, Precon Manager, Clark Construction
Steve Oakley, Precon Manager, Clark Construction
Russ Floreske, Sr MEP Manager, Clark Construction

Dates/Times
November 3, 10, 17, 2016
Thursday 6 - 9 p.m.
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Estimating

Course Description

In this course, you will learn about the art of the bid and what happens in the bid
room. This sets the groundwork for your project’s execution strategy. You will
also examine the types of bids prepared by Clark and ultimately, how we win
our contracts. Estimating will provide you with a solid understanding of how a
job is priced, the factors that contribute to the shaping of a bid, and how the
basis of a job’s project schedule is established by activities during the
estimating phase. This course will also expose you to methods for preparing
your bids more effectively.

Learning Objectives
Upon completion of this course, you will know:
*  What goes into the process of preparing an estimate, including how an
estimator will quantify and assess risk
+ The contribution of different team members to the bid
» Your role in contributing to the bid
» How research during the estimating process will affect your job’s
budget, schedule, and coordination

Delivery Method

Instructor-led. Course delivery involves discussion that draws from the
instructor’s proven field experience as well as a hands-on practice exercises on
putting together a bid.

Special Instructions
Participants should bring a hand-held calculator with them to class.

Instructors

Megan Calhoun, Director of Estimating, Clark Construction
Manasi Pitkar, Sr. Precon Manager Clark Construction
Brad Weisbecker, Precon Manager, Clark Construction

Dates/Times
December 1, 8, 15. 2016, January 5, 12, 2017
Thursday 6 - 9 p.m.
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Microsoft Excel 2007

Course Description

This course will cover the basics of Excel 2007 with an emphasis on how Excel
can be used to create proposals and estimates. Topics include the importance
of planning your spreadsheet before entering data, formatting columns & rows,
different types of data, formatting data, editing cells to change data, excelling
formulas, pivot tables and much more.

Learning Objectives
Upon completion of this course, you will know how to:
» Perform calculations quickly
* Organize spreadsheets & data
» Create spreadsheets
» Create simple formulas
» Format worksheets

Delivery Method
Lecture/discussion, followed by application to the participant’s own business.

Instructor
TBD

Special Instructions
Students should bring a laptop to this class

Dates/Times
January 19, 2017
Thursday 6 - 9 p.m.
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Purchasing

Course Description

This course will provide you with a very comprehensive understanding of the
purchasing process and will prepare you for the research and scoping involved
in making a complete purchase. This course will also address the ethical issues
involved in purchasing, with emphasis on recognizing and handling situations in
which the integrity of parties involved in the purchasing process may come into
question.

Learning Objectives
Upon completion of this course, you will know:
* The five steps involved in the process of making a complete purchase
» How to research a subcontractor to obtain the necessary information for
completing the purchase
» How to identify and analyze the critical issues involved in making a
purchase
+ How to determine an appropriate strategy to complete the purchase
* How to read an Exhibit B and know what your responsibility is as a
Subcontractor
» How to identify any potential problems that may arise from coordination
issues or fabrication times
» How to scope a portion of work and complete a Scope Summary Sheet
* Some basic negotiation techniques

Delivery Method
Instructor-led. Course delivery involves discussion that draws from the
instructor’s proven field experience as well as a hands-on practice exercises.

Special Instructions
Participants should bring a hand-held calculator with them to class.

Instructors
Kwaku Gyabaah, Director of Purchasing, Clark Construction

Dates/Times
January 26, February 2, 9, 2017
Thursday 6 - 9 p.m.
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Project Management Fundamentals

Course Description

This course will provide you with a solid overview of the project management
function, and some of the project management processes that Clark has
consistently used to successfully build large, complex projects.

Learning Objectives
Upon completion of this course, you will know:
* The role of project management
* The activities involved in project management
* The tools used by project management
» The goals of project management

Delivery Method
Lecture/discussion followed by application to the participant’'s own business.

Instructors
Sam Hoelscher, Sr. Project Manager, Clark Construction

Dates/Times
February 16, 23, 2017
Thursday 6 - 9 p.m.
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Presentation Skills Workshop

Course Description

This course will provide you with the skills to design and deliver presentations
more efficiently. You will gain a greater understanding of the importance of
effective communication in securing contracts. This course will also focus on
building confidence to speak to a variety of audiences.

Learning Objectives
Upon completion of this course, you will know:
» How to plan for your presentations by analyzing your audience and
clarifying your objective
» How to focus the content of your presentations on the information that
the audience needs
» How to connect with your audience in the first few minutes of your
presentation
» Techniques to close your presentations in a way that motivates the
audience to take action
* Ways to use visuals to support the message
» Verbal and non-verbal techniques to deliver your message in a credible
and professional style
o How to develop and deliver a successful elevator pitch

Delivery Method
Lecture/discussion, followed by group participation.

Instructor
Kwaku Gyabaah, Director of Purchasing, Clark Construction

Dates/Times/Location
March 23, 30, 2017
Thursday 6-9 p.m.
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Important Dates to Remember — 2016

September 22 Program Orientation - 7:30 a.m. — 1:00 p.m.
October 11 Lunch & Learn Session - 11:30 a.m. - 1:00 p.m.
November 8 Lunch & Learn Session - 11:30 a.m. - 1:00 p.m.
November 24 HOLIDAY BREAK - No Class

December 13 Lunch & Learn Session - 11:30 a.m. - 1:00 p.m.

December 22,29 HOLIDAY BREAK - No Class

Important Dates to Remember — 2017

January 10 Lunch & Learn Session - 11:30 a.m. - 1:00 p.m.

February 14 Lunch & Learn Session - 11:30 a.m. - 1:00 p.m.

March 14 Lunch & Learn Session - 11:30 a.m. - 1:00 p.m.

April 11 Lunch & Learn Session - 11:30 a.m. - 1:00 p.m.

Mar 2 - 16 Capstone Project Introduction (3 week session)
6:00 — 9:00 p.m.

April 6 — April 27 Capstone Project Work Session (4 week session)
6:00 — 9:00 p.m.

May 4 Preliminary Capstone Presentation
6:00 p.m. - 9:00 p.m.

May 11 Final Capstone Presentation
6:00 p.m. — 9:00 p.m.

May 18 Graduation and Awards Luncheon!

NOTE: All Dates Subject To Change
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Notes:
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