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2016 CGS‐SOS Christmas Dinner Lecture
The Power of Breakthrough Thinking in Geotechnical Services
Thursday, December 8, 2016
Pearson Convention Center, 2638 Steeles Ave E, Brampton, ON, L6T 4L7
Evening Program:

5:30 PM
6:30 PM
7:30 PM

Cocktails and Socializing
Dinner
Lecture

Abstract: Who in geotechnical-engineering services wasn’t worried when, just a few short years ago, top
economists and bankers were proclaiming a major correction was due for the “dangerously overheated GTA
construction market?” Well, we have come to the end of another year in a long string of outstanding years for
construction, which, together with strong government spending on infrastructure, again has produced strong
demand for geotechnical services.
Business has been good—but not nearly good enough. In a market like this one, any decently managed
geotechnical-firm should be highly profitable, especially in light of the following characteristics of the business,
every one of which, from a business-strategy perspective, make it a business where profits should be
outstanding in a strong market:
1. Clients risks are proportional to the quality of geotechnical services, including everything from project
design to work-product quality to client service.
2. Client risks can quickly become problems that impact safety, cost and schedule and that also create
costly ripple-effects throughout a project. Add in longer-term contingent liabilities involving subsurface
risk and the result is failure-averse clients that should be happy to pay more for geotechnical services
that reduce risk.
3. Geotechnical firms that respond quickly and effectively to problems during construction ought to be
rewarded by strong client, boosting their share of clients’ business and margins.
4. Ontario’s geotechnical professionals constitute a relatively fixed resource that, when demand is strong
and utilization rates high, should command premium rates.
5. Since geotechnical-engineering costs as a percentage of total budget is small, clients should be much
more quality-sensitive than price-sensitive.
Given all this, why are geotechnical firms’ profits nothing like those in management consulting, accounting and
law—all partner-based professional services?
More to the point, why invest in the geotechnical business?
Join Dr. Hart as he explains the profit opportunity in geotechnical services that can be unlocked through
breakthrough business thinking.

Visit the CGS-SOS website at: www.cgs-sos-toronto.com
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Speaker: Dr. Christopher Hart. Dr. Christopher Hart has been a professor of business at Cornell and
Harvard, where he taught courses in strategy, marketing, business transformation and operations management.
His research and writing have focused on the unique challenges faced by service businesses. His best-seller,
Service Breakthrough: Changing the Rules of the Game, translated into 16 languages, was co-authored with
Harvard colleagues James Heskett and W. Earl Sasser, Jr.
Chris has written more than 60 articles for academic journal and business magazines. Awards include a
McKinsey Article of the Year Award from Harvard Business Review and two Article of the Year Awards from
The Cornell Quarterly.
Beyond academia, Chris founded Spire Group, a management-consulting firm specializing in service.
Professional service firm clients include Bain and Company, Deloitte, Environmental Resource Management,
KPMG, Norton Rose Fulbright (law) and Spencer Stuart (recruiting). Other clients he has counseled on service
issues include American Express, Bell Canada, Citigroup, Disney, Federal Express, Fidelity, Four Seasons,
GE, Harley Davidson, McDonalds and Marriott.
Chris moved from the U.S. to Canada and now lives in Richmond Hill. Over the last three years, he has
consulted with geotechnical firms. Additionally, he teaches Operations Strategy at U of T’s Rotman School.

CGS Members – Early Bird: $50.00
CGS Members: $65.00
Non‐Members – Early Bird: $80.00
Non‐Members: $90.00

*Students: Please note that a limited number of spaces are available on a first
come, first served basis through corporate sponsorship.
Student Sponsors, who subsidize CGS‐SOS events, will be recognized at the
Dinner Lecture. Please purchase student sponsorships on Eventbrite to
contribute to this worthwhile initiative and your company will be recognized at
the event. We thank you for your support!

Student: $50.00
Please confirm your attendance by November 25, 2016, 11:30 PM to qualify for the Early Bid price or by December 2,
11:30 PM, using Eventbrite: http://www.eventbrite.ca/
This event will be booked solely through Eventbrite.
If you have difficulties using Eventbrite, please contact Olta Kociu (Olta.Kociu@ontario.ca) for assistance.
Visit the CGS-SOS website at: www.cgs-sos-toronto.com

