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Steven D. Thoms, MCN, APLD, CLP, Treasurer of the IC?I Great Lakes Chapter

An industry association brings benefits to its members
who have a common interest. These benefits could
include, but are not limited to, networking opportuni­

ties, group discounts, political legislation, and education.
In educating its members, associations primarily focus on

technical skills. From what I have seen from the Interlocking
Concrete Pavement Institute (lCPI) in the past three years that
I have been involved, it concentrates heavily on technical
knowledge.

Technical knowledge of installation of brick pavers is
extremely important to run a successful paver business. This
was a huge reason why I joined the board of the ICPI Great
Lakes Chapter. Our mission statement is "To promote stan­
dardization of specifications and installation of concrete
pavers to our industry through awareness and education." As
a board, we strongly believe if we can improve installation
techniques and increase quality of jobs, that everybody in this
industry will benefit. If the general public has a positive image
of brick pavers then more brick pavers will be sold. If sales
increase, it will have a domino effect. This would be good for
all installation contractors, good for suppliers, good for man­
ufacturers and, as a result, good for the entire industry. We all
have seen poorly installed jobs. This does not just hurt the
contractor who installed that job, but the general public's per­
ception of brick pavers, so it affects all of us. As such, educa­
tion on technical aspects is very important.

In addition to technical knowledge, there are other very
important skills that we need to possess if we want to improve
our business and the industry. Business is all about relation­
ships with your customers, employees, suppliers and subcon­
tractors. If you do not succeed in these relationships, you will
fail as a business owner. Customers will not buy from you,
employees will not perform, and suppliers and subcontractors
will not be there for you. We have all heard the saying, "It's not
what you know; it is who you know." You could not know one
thing about installing pavers, but be extremely successful at it
if you have the right employees to install for you, know the
customers to install for, and have suppliers that can help you
through the process. Most of us know it isn't that easy, but it
should be. Why isn't it? ... because most of us are not mas­
ters of relationships.

Why are most of us not masters of relationships? Of
course, we all have some great relationships. But most of us
lack certain skills to be successful with all of our relationships.
In Dale Carnegie's Golden Book, he lists thirty principles on
How to Win Friends and Influence People. These principles
are broken down into three categories: Become a Friendlier
Person, Win People to Your Way of Thinking, and Be a Leader.
By following these principles you will build trust in your rela-

tionships.
In Dana Telford's book Integrity Works: Strategies for

Becoming a Trusted, Respected and Admired Leader, he writes
"Trust is the basis for all successful relationships-in business
and in life. And integrity is the foundation of trust. Any leader
who wants to be trusted, followed and admired must lead with
integrity." What do you think of when I say integrity? Most
people know it is a good character to possess. But do you
actually know what it means? Integrity is so important in busi­
ness, and personal life. Integrity makes or breaks your busi­
ness and yourself. Telford does ten case studies in his book
proving this theory that integrity works. He also gives insights
to help implement ten principles of integrity that are proven to
increase customer and employee loyalty and the bottom line.

So what is integrity? In simple terms, "Integrity is doing
what you say you will do." Starting the job when you say.
Excavating the depth you communicate to the customer. Being
at a meeting when you say you'll be there. If you set up an
appointment at 1:00 p.m. on Monday, are you there then? Or
do you arrive at 1:30 p.m. or 2:00 p.m.? Do you call at 1:15 p.m.
to tell the customer you will be late? You already are! Do you
notify customers of overpayment, or hope they won't realize
it? Do you tell your employee that they'll get a raise next week,
and forget? When your suppliers make a collection call, do you
tell them the check is in the mail to get them off your back?
When your supplier accidentally loads up an extra plant on the
truck, do you bring it to their attention? Be your WORD!

If you don't do what you say, you'll start to have a reputa­
tion with customers, employees, suppliers, and subcontrac­
tors. People will not believe you. Integrity is not only impor­
tant with other people, but it has a huge effect on you. If you
lie to other people, you lie to yourself. When you think of
achieving a goal, but have gotten accustomed to lying to other
people, your psyche does not believe you. You will not believe
in yourself when you think that you want to land that job, or
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