BEYOND WORDS

Emerging from the
recession’s shadow
By Peter Grose, P.E.

As government officials and the media continue to tout the
continuing economic recovery from the “Great Recession,” many

In times like these when budgets are constrained, it usually makes
client’s initial expectations.

as a conduit to alternate funding sources. Numerous federal and
state grant and loan programs can be used to fund infrastructure

recovery.
There are a number of reasons for this disconnect, but one of the
biggest is the fact that aside from the initial economic stimulus

economic development. Firm leaders should become intimately
familiar with the full range of grants and loans and position
themselves to help clients access those funds.

spending, including infrastructure investment. Likewise, with state
income and real estate tax revenues stagnant in many areas, many
states have been forced to slow spending on public infrastructure.
austerity has had a sobering impact on their bottom lines.

between private developers and local government, but P3s often
make sense for both. Private developers and their consultants
often can bring more creativity to design while public agencies

their approaches to how they serve their clients and how they
manage their own organizations. Just as the recent recession led

transportation infrastructure that’s required by new development.
can more easily afford to complete developments, thus providing
new business opportunities for the private developer and useful
services and new tax revenues to the community.

creativity.

continued focus on price, often at the expense of quality. Many
clients — public and private alike — that have in the past

longstanding relationships with clients still have to come in
among the lowest bidders.

relationships, which inevitably provide new business opportunities

The state of the economy is serving as a catalyst for encouraging
some developers and municipalities to work together.

themselves to thrive during this halting economic recovery while
providing better service to clients. There are numerous other
client. Cutting corners rarely leads to good work, and unforeseen
problems with barebones bids often lead to additional charges.
The lowest bid often isn’t the least expensive option.

the most promising prospects and how employee relations impact
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to be more disciplined about offering only what the client is
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