


























Early Business
Approaches Still
Relevant

Certainly there were lots of business
opportunities after WWII, but not every
enterprise that was started back then
automatically achieved the long-term
success of CH2M HILL. Then, as now,
the first 2 years or so of operations were
critical for survival. The keys to success
that allowed CH2M, CAHA, and BC&E
to survive their first years and grow are
reflected in today’s list of CH2M HILL
Organizational Values, codified recently
as a result of the reengineering process.
It seems we can still say, “Some things
never change.”

Client Focus - To do engineering busi-
ness, one must have identified clients
and know their needs. The founders
started in their home geographic areas,
developed business relationships from
initial academic and professional soci-
ety contacts, under-

“I remember with admiration Don Marske’s tenacity in establishing a working
relationship with the District. The District had a long-term relationship with
another major engineering firm, but the need for some ‘new’ and innovative
thinking led us to CH2M HILL. [Your firm’s] work on developing our Metrogro
program in the 70s [and facilities planning] showed significant ﬁores
innovation. Best wishes for another successtul 50 years!”—James L. Nemke,
Chief Engineer and Director, Madison Metropolitan Sewerage District, Wisconsin

ight an

making. Bonuses and ownership pros-
pects were combined with personal
attention, respect, and involvement
extended by senior staff. Little things
can count. A word of encouragement
here, an opinion asked there, a thanks
given for the extra effort.

Honesty and Integrity - As with any
professional service provider, engi-
neers need the trust of their clients to
get work. After all, people’s health,
safety, livelihoods, and pocketbooks
are at stake. Trust comes from being
openly honest and unswerving in in-
tegrity. The maxim was and is,
“Don’t do anything you wouldn’t

want to read abouton

stood the what and
why of clients’ prob-
lems, and then ap-
proached their clients
with the needed an-

“During the interview process
[other consulting firms] were
represented by their outstanding
engineers. However, ance they
had the contract, | never saw or

the front page of
tomorrow’s newspa-
er.” Sure, we have
een accused in the
past, but for a firm

swers and abilities to | heard from them again. With thissize theinstances
solvethose problems. | CH2M the opposite was true... have been rare, we
For example, Clair | Bob Adams was constantly have been vindi-
Hill, a Redding native, available and a frequent observer cated, 3,”d our f“"!e
knew many farmers; on the site during construction. | reputation 15
Fred Merryfield was | always got what | paid for... intact. As the Seattle
active in the Ameri- | probably a big element of your Post-Intelligencer said
can Water Works success."—Alfred M. Eschbach, in an editorial (April

Association: and A.P. Former Chief Engineer for the Port | 4,1993),“CH2M

Black’s laboratory ser- of Portland

HILL's integrity:...it is
laudable to see a con-

vices started with the
University of Florida. Also, CH2M
bought core drilling equipment when
such services were notavailable, CAHA
bought airplanes and cameras for aerial
surveying, and BC&E expanded its labo-
ratory and engineering services.

Emphasis on People and Collaborative
Environment - The firms were selective
about the people who would join their
staffs. Once they got the “right” people,
how were they to hold on to them?
Share in the prosperity and decision-
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tractor willingto goto
such lengths to ensure the taxpayers get
their money’s worth.”

Continuous Quality Improvement -
From educational classes for employ-
ees, to pilot Flants for testing

rocesses, to protessional society con-
erences and journals for sharing tech-
nologies, to process-oriented and
client-focused business practices for

rofitable growth, there has been a
ong-standing acknowledgment that a
better way may be out there.
The firm has consistently
supported itsemployees in pro-
fessional development as well
as making engineering
advancements to water
treatment, environmental res-
toration, and community
planning and infrastructure im-
provements. CH2M, inthe days
of the 44-hour work week, de-
voted part of Saturday morn-

ings to training; now we have PMI?
and QI training.

Quest for Innovation - “Build a bet-
ter mouse trap and the world will
beat a path to your door.” Early
examples that come to mind include
the FLOmatcher variable speed
pumping system, the FLOwatcher
surface water supply turgidity moni-
toring and diversion equipment, and
the MicroFLOC multimedia filtra-

“I feel BC&E’s most outstandin
recommendation [to us] was the
decision to change from surface
water to deep wells as our source of
supply. This resulted in the largest
well drilling contract ever let in the
U.5. at that time. Reduction in
treatment costs and greatly im-
proved taste were outstanding
benefits."—Curtis H. Stanton,
Former General Manager, Orlando
Utilities Commission

tion system. Later examples include
variations of bioremediation, soil
vapor extraction, wetlands treatment
technologies, irrigation systems, the
SEGS-1 solar power project, and
infrastructure information manage-
ment systems, to name a few.

Financial Strength for Long-Term
Growth - The importance of this
was recognized early on but was
difficult to achieve for many years,
even though much of the profits
were reinvested into the business.
Starting with virtually no capitaliza-
tion and no financial backers, then
growing so quickly that buildin

capital was iﬁicuﬁ, the financia
picture was shaky for many years.
Each early partner in the CH2M and
Hill organizations was on the note
for the entire company borrowings

(continued on bottom of nexi page)

“One of my greatest privileges as
mayor of Boise was the honor of
appointing Earl Reynaolds to the
Planning and Zoning Commission, on
which he served 16 years. It has been
a source of amazement to me how he
could be so generous with his time
while establishing such an enviable
record with CH2M HILL.”—Robert L.
Day, Former Mayor, City of Boise,

Idaho




We Go Full Circle
Back to Regional
Newsletters

Very early, the need for distributing in-
ternal communicationsresulted in a now-
and-then newsletter, mostly written by
managing partner, Jim Howland. It was
believed every person in the office should
know everyone else by name and what
the projects were. In the 1950s, with two
offices (Corvallis and Boise), the need for
ascheduled weekly publication, distrib-
uted to each employee in both offices
(the first “region”) was recognized. It
was a newsletter that published the job
numbers, titles, and project engineer
initials for each new project, introduced
new employees, noted special events,
and carried short stories about projects
and the people working to getthem or do
them. Not exactly typical were these
project listings:

* C5951.0 1600 Pennsylvania Ave.
Washington, DC., Sewage study.
AF

* C5001.6 Fort Knox, Louisville,
Kentucky, Gold leak investigation.
AF

As suggested by the project engineers’
initials (AF), this was the April 1 issue,

In 1975, with several mare offices in the
firm to tie together with shared informa-
tion, the news-letter
went to a monthly

Tie Line,” issued about every 3
weeks. That newsletter, as with those
before and the one to this day, have
been largely written by Jim Howland
with the editorial and production
help of Corvallis sta#t? and the
president’s review.

Since stepping down as president,
Jim has continued to travel to offices
around the firm to share the “Events
and Philosophies that Shaped the
Firm,” meeting new

munications will be modified to ad-
dress the communication needs of a
more global organization. Stories
about people and projects continue to
be of interest, however, particularly
onaregional level. Regional newslet-
ter editors will be asked to cover local
projects of interest, and highlight em-
ployees .within their regions. Jim
Howland also will continue to submit
articles asa “roving reporter” and con-
tributing editor for

employees, gather-
ing news aboutin-

[THE TINI MIE LINE i=

regional publica-
tions.

teresting |I:>roiect5
and people’s do-
ings, and writing
articles for the
newsletter—all
with atouch of hu-
mor. One special
edition, carrying
the banner “Tini
Mie Line,” ap-
peared outside lﬁe
normal 1979 pub-
lication schedule.
It seems President
Harlan Moyer had
fallen through the
ceiling of the Den-
verofticeat 10 pm
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one night, tryin
to exit along wilﬁ
a group of board members who be-
came marooned in the building’s
locked hallways. Harlan vowed that

the “Mini Tie Line”

tabloid, “The Tie
Line.” The name was
selected through an
in-house contest.
One name not se-
lected was “The
View From CH2M
HILL” submitted by
John Graham, who
still views and does
projects worldwide
from CVO. How-
ever, budget cutting
in 1976 axed the
newsletter. In 1979,
the newsletter was
resurrected as the L.-
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"The View from CH2M HILL®

would be elimi-
nated ifit published
the gossipy story. It
survived, and the
“Mini” was finally
dropped from the
name.

i,

As a result of input
from employees
through surveys
and focus groups,
publication of Tie
Line became less
frequent this year.
‘This is the last
planned issue of Tie
Line. In 1996, the

VE

single sheet “Mini

firm’s internal com-
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iLeft to Right) Lamont Mathews, Gearge Dotson,
Bob Pailthorp, and Dick Nichols, signing plans aboul 1965

(continued |

should there be a default. Today we
have a solid line of credit and record-
level earnings to support our chosen
path of growth.

Community Commitment - Our staff
have consistently devoted their time
and resources to the areas where they
live. As volunteers or financial sup-
porters, we have made significant con-

tributions individually, and the regional
offices also have sponsored commu-
nity enriching events. Blood drives,
community ?estivals. United Way,
school programs, PBS TV programs,
and computer donations are a few
ways we have made a difference in our
communities.

“The McMinnville Water and Light
Commission [Oregon] has had a long
and pleasant association with CH2M
HILL.... Their [your project managers’|
talents were and are appreciated, and
[ consider each of them a friend.”—
Alan H. Jones, General Manager
(Retired)




50th Anniversary
Plans Made

Activities commemorating the firm’s
50th anniversary in 1996 will range
from those with nationwide coverage,
such as a series of historical articles in
Reportsmagazine, to local celebrations
that will mark a date of local impor-
tance within an office or region. In
September, the firm's legacy of com-
munity involvement will be celebrated
by employees throughout the country
during “Community Service Month.”
Offices will be invited to identify and
participate in a local volunteer event
within their community. And, in keep-
ing with the firm’s focus on clients, our
founders and senior managers will par-
ticipate in events and receptions for
local clients.

Our Markets:
The World

While the firm’s core markets remain
essentially the same—public and pri-
vate sector water, environment, trans-
portation, industrial facilities and related
infrastructure—CH2M HILL is re-
engineering in order to compete more

P.O. Box 428
Corvallis, Oregon 97339
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Earl Reynalds, in 1983, finally
Bot his gray.

“I was trying to remember how we came to hire Earl
Reynolds in the first place. All | can remember is that after
my father came back from Boise, he said that he had hired
a very bright young man who had one fault. He didn’t have
any gray around his temples. The friendship that started
during those years has been a lasting one and we still enjoy
seeing each other. It is a fine recommendatton Tor your
business that that kind of relationship can be established
and maintained for over 40 years.”

—Ralph B. Peters, Former Mayor of Jerome, Idaho

effectively in a global marketplace.
Fifty years ago, our clients were typi-
cally local municipalities. Today, our
clients may range from a small, focal
water utility, to a large, multinational
corporation. The firm’s reengineering
effort positions us to serve the entire
range of clients equally well.

Six global business groups will meet
our clients’ needs: the Environmental
Business Group, Federal Systems
Business Group, Transportation
Business Groulp, Water Business
Group, Industrial Business Group, and
O&M Business Group. Additionally, a
new Capital Services Company
(CAPCQO) will deliver financing assis-
tance to all business groups.Three new
regions will serve the business groups:

CEMHILL

Celebrating

50}’}3“5

the Americas Regions(Canada, U.S.,
and South American operations);
the Europe/Mid-East Region; and the
Asia-Pacific Region.

This newest strategy positions the
firm to offer truly global, full-service
delivery to our clients worldwide. It
also gives us the capability of offer-
irlF our clients project financing in
addition to planning, engineering,
construction and operations.

When you take a good, hard look at
it, however, you'll notice that this
new strategy isn’t really all that new.
It's what we've been doing for the
past 50 years—doing whatever is
necessary to meet our clients’ needs
and help them solve their problems.
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