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 UCONN, CT DEP STEP UP CAMPAIGN TO FIND AND FIGHT
MILE-A-MINUTE VINE, AN INVASIVE PLANT

Scientists and staff at the University of Connecticut (UConn) and the CT Department of Environmental Protection
(DEP) are teaming up to tackle a problematic invasive weed. Mile-a-minute vine (Persicaria perfoliata), sometimes
referred to as “the Kudzu of the North” due to its fast growth and climbing habits, was originally found in Greenwich
and has since spread to fifteen towns and cities in Connecticut. A new agreement between CT DEP and UConn makes
mile-a-minute vine a top-priority species.

UConn and CT DEP are seeking the assistance of the public in locating populations of mile-a-minute vine in the state.
The public is asked to report any sightings of this highly invasive plant.

A newly created website (www.hort.uconn.edu/mam) will serve as a public, central source of mile-a-minute vine
information. This site features mile-a-minute vine fact sheets, identification guides and related web links, in addition
to hosting a new reporting form designed to streamline incoming reports of the species when it is found in the state.
The paperless reporting system will allow staff at UConn to follow up on mile-a-minute vine sightings on public or
private property, confirm the vine’s identity, and provide control options.

Mile-a-minute vine outcompetes and overgrows native species, interferes with forest regeneration, disrupts normal
ecosystem functioning, and can smother and shade out small seedlings of other species. Under ideal conditions, a
single plant can grow up to 6 inches in a day—almost ¼ inch per hour if growth were constant in a 24-hour cycle. It is
important to be sure the vine has been correctly identified before attempting removal. Many other species, including
native plants, may be confused with mile-a-minute vine.

Visit www.hort.uconn.edu/mam
for identification tips, photographs,
and control information.
You can also contact Logan Senack
(logan.senack@uconn.edu) or
Donna Ellis (860-486-6448;
donna.ellis@uconn.edu)
for additional information.

Leaves of a minute-a-mile vine
are triangular.

Fruits ripen to blue in the summer.
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A single minute-a-mile vine can grow up to six inches a day.

Below, a severe minute-a-mile vine (Persicaria Perfoliata)
invasion in Delaware.
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The Value of
PROFESSIONAL SERVICES

I f you have worked as a professional for any length of
time, you’ve probably had a conversation like this with
a client. It starts out innocently enough over lunch or a

coffee, but at some point the conversation takes a noticeable
shift when your clients says, “We’ve decided to bid out our
next project. We are trying to get costs down, so we’re going to
send this out to a few companies, yours included, and get
everyone to submit their best price.”

You take a moment to consider what your client just said.
Despite the long-term relationship you have with them, despite
the number of times you kept their projects from going off
schedule, and despite the time and money-saving advice you
provided over the many years, this client has decided to open
up the client/professional relationship to the lowest cost
provider. You think to yourself, “This can’t be good! How did
it happen? What changed?”  To really understand what hap-
pened, you need to understand what motivated your client to
make that decision and the information they based this decision
on.

This type of thinking shows up in different ways too, from
clients asking for deep discounts on professional fees, to
comparing fee schedules from company to company as a way
of making comparisons between professionals. In the end, this
thinking stems from the same reasons based on the same
motivation.

People do what they are motivated to do, and your client
follows this principle too. It is good for your client to spend
their money as wisely as possible on the goods and services
they need. Your client probably thinks that he is going to get
the best value by bidding out the work for the lowest price, but
that line of thinking is based on an incorrect assumption: that
goods and professional services are the same thing.

GOODS VS. PROFESSIONAL SERVICES
It is important to remember the difference between
goods and professional services and then educate your
clients all the time on why this difference should
matter to them. Goods (or commodities) are usually
some sort of tangible thing that can be bought or sold,
for example, a toaster. It is usually quite easy to attach
standards of quality to goods. Using our example
toaster, it is easy to understand the qualities of it
through descriptive terms such as two-slice, CSA
approved, stainless-steel finish, and so on. Once those
standards of quality are understood, then negotiations
over toasters become boiled down to a few key factors
such as price, amount, delivery timelines and payment
terms.

Some kinds of labor activities can be handled like a
commodity. For example, once a person learns how to
assemble a toaster properly, their labor can be bought
in the same way the product will be. There can be a
negotiation over how many toasters will be produced
and how quickly they will be done, but as long as the
toasters are put together according to the instructions,
there is not much else to negotiate. The intrinsic value
of the labor to build the toaster is no different from
person to person, so therefore the labor can be treated
as a commodity.

A long-term working relationship between
the client and their professional yields the
highest level of service and meets the
needs of the client better than an
ever-changing service provider
relationship based on price.
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Professional services are different in that it is
difficult to capture everything about them in
standards of quality. Professional services
frequently include intangibles such as:

- relevant experience,
- advice,
- service tailored to client needs,
- good judgment,
- ethical behavior,
- innovation.

Is it easy to set a standard for something like good
advice? If not, then how does a client ensure the
advice they get is up to the standard they need?
These intangibles are why some professionals are
valued more than others and are the reason why the
lowest cost professional is not necessarily the best
choice.

THE SIMPLIFICATION
It is quite easy for a client to make the decision to
award work to the lowest bidder - all they need to
do is charge their perception of a professional
service so that it looks the same as a commodity. To
do that, they attach a few standards such as delivery
date and final project deliverables and then gloss
over all the intrinsic value that stems from the
intangible qualities of a professional. Once that
change in perception is made, it is no big leap to
start looking for the lowest price. The bid process
seems to be a perfect fit!

On the surface it seems the client is getting
what they asked for...

On the surface, it seems the client is getting what
they asked for; they get the product they asked for
when they wanted it done. However, by making a
decision based solely on price, they have motivated
their service provider to do one of two things: First,
the service provider will do exactly what the client
requested in their bid documents and nothing more.
So, if the client’s bid specifications was unclear
about what they wanted, they are not going to get
exactly what they needed because the service
provider did only what was requested in the bid
documents.

Second, the service provider is strongly motivated to do
extra things not specifically covered by the bid document
standard, and then charge the client for doing those extra
things. This is such a strong motivation that a potential
service provider may submit a bid with a ridiculously low
price, knowing that they will “make it up” by charging high
prices for extras. To make matters worse, there is no
motivation for the service provider to help their client avoid
problems, because problems lead to extra work outside the
original scope. So, did the client end up getting the results
they needed for a lower price?

THE PROFESSIONAL RELATIONSHIP IS BETTER IN
THE LONG TERM
A long-term working relationship between the client and
their professional yields the highest level of service and
meets the needs of the client better than an ever changing
service provider relationship based on price. A professional
will ask questions to make sure they truly understand the
client’s needs. A professional will regularly find ways to
reduce the amount of work they need to do for their client,
knowing that they are creating goodwill that should lead to
more work later. A professional will help their client avoid
problems because they think long term and know that if their
client succeeds, they succeed too.

Interestingly, when a client is confronted with a situation in
which they clearly need the services of a skilled profes-
sional, for example a massive lawsuit, they will often,
deliberately seek out the higher-cost professional. The
perception, and there is much truth to it, is that a $400/hour
lawyer provides a higher level of service than a $150/hour
lawyer. So, when a client truly understands the value of the
professional, they are willing to pay more money for that
level of service.

WHAT CAN THE PROFESSIONAL DO?
There are several ways to deal with changing perceptions
about the value of professional service and remind your
client about why they chose to work with you in the first
place.

... ensure that your services are truly up to the
professional level...

The Value of Professional Services continued...
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First, ensure that your services are truly up
to the professional level and that you
haven’t turned yourself into a commodity
through complacency. If the work you do
for your clients has become routine and
nothing more, then your level of service is
not up to professional standards. It is time
to reevaluate what you are doing and bring
back the level of service that got you there
in the first place. If you are unable to see
the professional touches in your own
work, then your client will most certainly
not be able to see them.

... educate your clients on what you
do for them.

 Second, educate your client on what you
do for them. Ensure that they know what
sorts of regulatory traps you are steering
them past. Remind them of the times you
kept their project on track and reduced
costs through an innovative solution you
provided. And most importantly, educate
them on these benefits all of the time
rather than waiting until they decide to bid
out work. If a client always understands
the extra value they derive from working
with you, they won’t see any benefit in
seeking out a lower cost, lower quality
service.

Finally, get back to some basics with your
client by asking key questions. Make sure
you understand their current needs so that
you can bring solutions to the table that
matter to them. Find out some of their
recent challenges. Through the right
questions, you may just discover they
need your services more than either
of you realized and there is room to
 grow that working relationship.

Taken from ALS News/March 2009
By Bryan Bates

The Value of Professional Services continued... CALS 2009 Golf Outing

See results
and more photos
on CALS website
www.ctsurveyor/

bulletinboard
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Professional Development at CALS
Securing the Future Through Education

n July 22, 2009
GPS POST-PROCESSING HANDS-ON WORKSHOP
Course Summary:
This one-day computer lab workshop is designed to empower surveyors to post process their own single point or pair of
points solutions for local survey projectsthat require NAD83 coordinates, using free and demonstration software.
Those who have taken the course should be able to post process raw static GPS observations provided by themselves or
others. Surveyors who formerly contracted out GPS and paid for the post processing might be able to comfortably
contract out only for GPS data collection. Survey technicians will gain marketable skills for applying in their survey
firm.

Registration fee for the workshop: $200 (CALS members) $280 (non-members).
Full refunds for cancellations made 48 hours prior to the workshop.
Up to 5 seats will be reserved for current members of CALS who are unemployed. The cost of the seminar will be $15.
Please provide a copy of your unemployment document with your registration.
Seating will be filled on a first come first serve basis.
Note - This seminar has been approved by NYSAPLS

RENSSELAER HARTFORD CAMPUS IS OFFERING LICENSING  EXAM REVIEW  PROGRAMS FOR
PROFESSIONAL ENGINEERS & LAND SURVEYORS
click here for more information http://www.ctsurveyor.com/Rensselaer%2009.pdf

n      September 24-26, 2009
SURVEYORS HISTORICAL  SOCIETY RENDEZVOUS ‘09
Camp Caesar, Cowen, West Virginia
$225 full registration includes breakfast, lunch, banquet and all lecture sessions.
One day registration is available.
Contact information:812-537-2000, shs9@embarqmail.com

n     TO THOSE INTERESTED IN CT  SURVEYING  HISTORY:
CALS is looking for people interested in researching and sharing knowledge on 19th century compass and chain
surveying (1804-1870)for purposes of presenting seminar(s) on the subject.

Pat Toscano, Rick Martel and Jay Doody invite you to contact us if interested. We will be using a common surveying
text written by Connecticut’s Survey General in the 1830s, which is in reprint for a reasonable price. Topics include but
are not limited to field operating orocedures, office computing, office drafting, 19th century boundary law, State Statutes
pertaining to surveying, biographies of well known surveyors, comparisons of surveying texts of the 17th, 18th and 19th
centuries, old maps, etc...
For more information contact Jay Doody at jay.doody@po.state.ct.us, Rick Martel at martelnorthstar@aol.com, or
Pat Toscano at ptoscano@ch.ci.new-britain.com.
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SEEKING POSITION:

1) Licensed Land Surveyor, with extensive knowledge and
experience, seeking to obtain a position as a Senior Land
Surveyor and Project Manager for a Surveying / Engineer-
ing firm in central Connecticut that has a goal to grow in
all sectors of the surveying market including State,
municipal, and private sector projects, using the latest
technology. Extensive experience in DOT, DPW, and
municipal on-call survey projects. Licensed in CT, MA &
NJ. Well versed in project management, GPS & Least
Squares Adjustment, and field to finish AutoCAD work.
Resume and excellent references available. #4092

2) Associate Member, experienced as field person with
ability to use a variety of instruments. A.S degree from
Mitchell College. Excellent references. Willing to travel
anywhere in CT for the right position. Contact the CALS
office for resume #4093.

3) 2009 Dean’s List college graduate from Wentworth
Institute of Technology, BS in Civil Engineering Technol-
ogy. Has extensive experience as a field surveyor, survey
technician. Technicial Competencies - Field Work: Total
Station, Theodolite & Automatic Level; Software -
AutoCAD, Autodesk Land Desktop, ArcView GIS,
Microsoft Word, Microsoft Excel & Powerpoint. Excellent
references available upon request. Contact the CALS
office for resume #4095.

4) Associate Member of CALS looking for full-time
position. Hartford County. Eleven years experience. B.S.
in Geography and A.A. in Mathematics. Skilled in Autocad
Mapping, Eagle Point Coordinate Geometry; Trimble,
Topcon , TDS, Sokkia total stations and data collectors;
Leica and Trimble GPS. Excellent references. Contact the
CALS office for resume #4091.

Employment Opportunities...

The Department of Civil & Envir onmental
Engineering at the University of Connecticut is
looking for an adjunct instructor  for a basic
surveying course (CE 2410 – Geomatics and Spatial
Measurement) to be offered in the Fall semester.
The catalog description follows:

2410. Geomatics and Spatial Measurement

First semester. Four credits. Three lecture periods
and one 3-hour Laboratory. Recommended prepara-
tion: MATH 1060 or 1120 or 1131.

Elementary plane surveying, geospatial coordinate
systems, error and accuracy analysis, introduction
to geographic information systems, theory and uses
of global positioning systems, introduction to
photogrammetry and land-surface remote sensing in
the context of civil and environmental engineering.

This course typically meets twice a week for lecture
and practice/lab sessions.

Compensation is negotiable. Since the Department
does not anticipate hiring a faculty in this field, this
may lead to a teaching engagement that gets
renewed yearly should the instructor and the
Department wished to do so.

Those interested can contact the Department Head,
Dr. Ross Bagtzoglou at acb@engr.uconn.edu
or (860) 486-4017.
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FOR SALE
Nikon Total Station DTM-522/3", Crain Tri-Max
Composite Tripod, 12' Crain Cosmopolite Prism Pole,
Omni Advanced Tilting Prism w/bag, Seco Prism Pole
w/bag, 36" Survey Crew Vinyl Sign with base. Unit is
in excellent condition with only a total use of approx.
100 hours. Call Luis Santos at 203-395-4656 
SALE PRICE - $4500.00.

Topcon GPT-8005A Auto Tracking Pulse Robotic
Total Station, excellent working and cosmetic condi-
tion, one man operation, ready to use, complete system
includes: Topcon 8005A reflectorless total station with
heavy duty case, regular case, manual, three batteries,
& charger; external battery pack with converter that
runs instrument up to a week without charging; Carlson
Explorer 600 data collector with Carlson SurvCE
software version 2.07 with three batteries & charger;
RC-2R communication device with quick lock; 360°
prism with tilting bracket for steep slopes; prism pole
with bi-pod stand & data collector bracket; tripod; all
necessary cables. $10,000.00. 
Call Doug at Lindquist Surveying LLC
203-736-0197.
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The following Puns were submitted by Reese Robert
CALS resident jokester...

1. The foundest knight at King Authur’s round table
    was Sir Cumference.
    He acquired his size from too much pi.
2. I thought I saw a palm tree lined beach with bikini
    babes on an Alaskan island, but it turned out to be
    an optical Aleutian.
3. She was only a whiskey maker, but he loved her
   still.
4. A rubber band pistol was confiscated from algebra
    class because it was a weapon of math disruption.
5. No matter how much you push the envelope,
   it’ll still be stationary.

6. A dog gave birth to puppies near the road and was cited
   for littering.
7. A grenade thrown into amille feuille bakery would
   result in a Napoleon Blownapart.
8. Two silk worms had a race. They ended up in a tie.
9. Atheism is a non-prophet organization.
10. Two hats were hanging on a hat rack in the hallway.
    One hat said to the other:
    ”You stay here; I’ll go on a head.”
11. I wondered why the baseball kept getting bigger,
     then it hit me.
12. A sign on the lawn at a drug rehab center said:
    “Keep off the Grass.”
13. The short fortune teller who escaped from prison
      was a small medium at large.
14. A backward poet write inverse.
15. In a democracy, it’s your vote that counts.
      In feudalism, it’s your count that votes.
16. When cannibals ate a missionary, they got
      a taste of religion.



AEROTECH
Aerial Photogrammetry Services

Providence, RI, David Calvi - 401-351-0600

ALPHA  IMAGING , INC.
Copiers, Scanners, Printers, Fax

Newington, CT, John Bruno - 860-667-2064

AXIS GEOSPATIAL  NE, LLC
Aerial Photogrammetry Services

Fairmonth, NY, Christopher Nash - 585-388-2010

BEARINGSTAR INSURANCE GROUP
Home,  Auto and Other Personal Insurance Needs

Avon, CT, Evan Cooper - 860-300-4180

CAMILLERI & CLARKE ASSOCIATES
Insurance Center

Wethersfield, CT , Robert D. Camilleri -
860-257-4555

DESIGN PRODUCTS, CO.
Engineering Equipment & Supplies

Newington, CT, Fred Lagosh - 860-666-8573

EASTERN TOPOGRAPHICS
Aerial Photogrammetry Services

Wolfeboro, NH, Wayne Kelloway - 603-569-2400

ENGINEERSUPPLY.COM
Engineering & Surveying Instruments & Supplies

Lynchburg, VA, Rob Powell - 800-591-8907

FENNER & ESLER AGENCY
Professional Liability for Engineers & Surveyors

Oradell, NJ, Timothy P. Esler - 201-262-1200

GEOMAPS INTERNATIONAL
Aerial Photogrammetry Services

Bethpage, NY, William Crawbuck - 516-827-9100

GOLDEN AERIAL  SURVEYS
Aerial Photogrammetry Services

Newtown, CT, Lenny Johnson - 203-426-3322

KEYSTONE PRECISION INSTRUMENTS
Surveying Instruments & Supplies

Sherman, CT, Paul Carver or David Shirley
888-443-9840

LAFAVE, WHITE & MCGIVERN
Aerial Photogrammetry Services

Theresa, NY, Daren L. Morgan - 315-628-4414

LAND INTEGRA TED USE (Liu)
AERIAL  SURVEYS

Aerial Photogrammetry Services
Watertown, CT, Maan-Nan Liu - 860-274-5956

MAINE TECHNICAL  SOURCE
Surveying Instruments & Supplies

Woburn, MA, Tanya Haller - 800-322-5003

MICROSURVEY
Land Survey Software

Westbank, BC, Katie Detlor - 800-668-3312

SUPERIOR INSTRUMENT
Surveying Instruments & Supplies

Milldale, CT, Mike Jiantonio - 888-852-7377

TRIMBLE NA VIGA TION
Surveying Instruments & Supplies

Westminster, CO, Heather Silvestri - 720-587-4487

UPDIKE, KELL Y & SPELLACY
Counselors at Law

Hartford, CT, Kevin Reynolds - 860-548-2630

WADDELL  & REED
Financial Services

Hartford, CT, Matthew Peak - 860-424-0004 x118

WSP SELLS
Aerial Photogrammetry Services

Middlefield, CT, Scott W. Duncan - 860-349-7061

PLEASE SUPPORT YOUR SUSTAINING  MEMBERS


