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Insights

Soft answer works for
people, Corps, nation

By Lt. Col. (P) Tim Carlson
Chaplain, U.S. Army Corps of Engineers

The word “soft” is not one of our foremost choices
in military language. Few of us rally around “soft”
starts, “soft” promotion dates, or “soft” suspenses.
So how ironic it seems that Solomon, purported to be
the wisest man to ever live, wrote, “A soft answer
turns away wrath.” It seems like a soft answer that
avoids wrath would be the first choice of military
personnel, the ones who face the greatest risk dur-
ing an international conflict.

Many men and women are socialized today to be
firm, to be staid, to be forthright, to be hard. Such
qualities have merit, but they also embody signifi-
cant relational risk.

More than 40 years ago, ] attended sixth grade at
Sassafras Elementary School in southeastern Ken-
tucky. Fights on the playground at recess were not
uncommon. On one occasion two boys, one quite
muscled, but small, and the other quite heavy and
large had some disagreement over a relatively small
matter. A watching crowd exacerbated the conflict,
because neither boy wanted to back down in front of
his friends. Instead of seeking clarification or un-
derstanding, harsh words were exchanged and, with-
out warning, a fight ensued.

The larger boy, by the last name of Lovett, got the
worst end of the fight but, almost paradoxically, the
smaller lad carried the most guilt. Deep in his heart
he knew that softer words could have made Lovett a
new friend instead of an antagonist.

This is a principle which can be applied on any
scale. Among civilized nations, diplomacy, not com-

bat, is usually the first choice for resolving conflicts.

Despite the bitterness caused by the Civil War,
Abraham Lincoln always spoke kindly of the South.
One day, a Union supporter took him to task about
his attitude. “Why try to make friends with our en-
emies?” Lincoln’s antagonist asked. “We should de-
stroy them!” Lincoln gently replied, “Am I not de-
stroying my enemies when I make friends of them?”

Closer to home, even highly civilized members of
our organization can occasionally lose their compo-
sure. Shouting and unpleasant words are cast at
coworkers or leaders. Those affected by these situa-
tions often feel threat, dread, uncertainty, and even
fight-or-flight fear. Thankfully, such situations are
somewhat uncommon in corporate America.

All of us want to succeed and to extend success to
our customers and to our world. But the
synchronicity which teamwork demands finds its best
fulfillment in calm, reasoned interactions among
workers. Differing points of view can be seen as
strengths and as healthy components of a dynamic
organization. Leaders who encourage such think-
ing, and also model composure and calm, are best
able to empower their teams to collective success.

How has it been for you lately? Do you ever feel

‘tempted to “lose it,” to “blow your stack,” to “pop your

cork™? The example of the Corps’ leadership is a good
one to follow. While an outburst will certainly give
some immediate relief, most likely it will also leave
an aftertaste of unrest with blighted spirits that will
be unsettled and destabilized. Much like a tire that
blows out, the pressure is gone, but also the ability
to move forward ceases for everyone.

As we continue our demanding tasks of building

Vinyl replacing some steel

By Maurice Ruffin
New Orleans District

Since the U.S. Army Corps of Engineers first drove
sheet piling decades ago, steel has been the material
of choice. Now, New Orleans District (NOD) has
pioneered the use of vinyl sheet piling to replace steel
in some cases. New projects using the vinyl sheets
in seepage cut-off walls are expected to net a myriad
of benefits for the Corps in the near future.

“It's a never-ending accumulation of savings for
the Corps and our cost-sharing partners, and it’s here
to stay,” said John Bivona, Chief of Cost Engineering
Branch. He said that the money-saving uses of the
vinyl sheet pilings might still be unknown, if it were
not for the insight of Wade Wright, a technician in
civil engineering.

“The credit belongs to Wade for having the initia-
tive to organize the value engineering study on vinyl
sheet piling,” Bivona said.

Wright came up with the idea in late 1997 as he
searched for an alternative to cold-rolled steel, which
tended to allow some seepage.

“I wanted something with more water-tight integ-
rity,” said Wright, who then began to investigate the

possibility of using vinyl. One reason it would prove
to be a good alternative is because it featured an I-
beam locking system, which resists separation once
placed in the ground and provides a tighter seal
against water seepage.

In January 1998, Wright initiated the study and
wrote specifications on the properties of vinyl sheet
pilings. Word spread and he began receiving calls
from engineers at other Corps districts who were
interested in using vinyl in their projects.

Private industry has been using the material in
non-seepage projects for a few years, Bivona said,
but that to his knowledge NOD is the first Corps
district to design projects that specify vinyl as the
sheet material.

The vinyl sheet pilings save the Corps 30 to 50
percent compared with steel, for at least three rea-
sons. First, the steel sheet piling NOD uses costs
between $10 and $12 per square foot; vinyl costs only
$4.50 to $7.50. Second, vinyl sheet piling is lighter.
Steel weighs between 20 and 22 pounds per square
foot, while vinyl weighs from 3.5 to five pounds. This
means lower transportation costs since more vinyl
sheets can be loaded on each delivery truck. Also,
steel sheets require heavy lifting equipment, while

and maintaining the nation and world, let us follow
the example of Lincoln and employ the wisdom of
Solomon. More than 2,900 years ago Solomon ssaid,
“A soft answer turns away wrath.” What a powerful
way to make a friend! What a reasonable way to
solve a problem! What an understanding way to hear
another’s concerns! What a time-tested way to build
an indomitable team! And finally, what an effica-__
cious way to strengthen our Corps of Engineers!

(The views expressed in this article are those of
the author and do not reflect the official policy or
position of the U.S. Army Corps of Engineers, the
Department of the Army, the Department of Defense,
or the U.S. Government.)

sheet pilings

workers can carry vinyl sheets. Third, lighter in-
stallation equipment (vibratory hammers and im-
pact hammers) can be used, for even more savings.

Engineering Division has specified vinyl sheet use
on five projects that are under construction. It has
already been placed in the ground in a Southeast
Louisiana Drainage Control Project (SELA) at the
Woodmere-Sunnymeade. The accumulated savings
for these projects will total about $100,000.

“This may seem like a small savings, but it repre-
sents a significant beginning, since most flood c¢on-
trol projects require seepage cut-offs,” Bivona said.

The vinyl sheet pilings are made of modified poly-
vinyl chloride, a plastic that can be placed in the
same environments as steel, said Peter Manning of

- Materials International in Atlanta, the company that

won the bid on the first NOD project using vinyl
sheets. And vinyl, unlike steel, does not corrode when
exposed to the elements, said Manning.

“Salt, water, sunlight...all these things take a toll
on steel,” Manning said. “Vinyl will outlast steel
every day of the week and taxpayers get to save a
tremendous amount of money as a result.”

Continued on next page

ENGINEER UPDATE is an unofficial publication under the provisions of AR 360-81. It is published

monthly by offset for the Headquarters, U.S. Army Corps of Engineers.

Editorial views and opinions expressed are not necessarily those of the Corps of Engineers or the

Department of the Army. Letters to the editor are encouraged.

Deadline for submitting articles is the 15th of the month preceding publication. Subscriptions are
available free of charge but must be requested in writing. Circulation: 35,000.

Commander, USACE

Address mail to: EDITOR, ENGINEER UPDATE, CEPA-C, Washington, D.C. 20314-1000. Telephcne
(202) 761-1808. Photographs are U.S. Army photos unless otherwise credited. Available on the
Internet at http://www.hq.usace.army.mil/cepa/cepa.htm.

Lt. Gen. Joe N. Ballard

Chief, Public Affairs....... [T,

............................................. David Hewitt

Chief, Command [nformation

George E. Halford

EdiOr...cccciiiimnvnrerreniinneniiannnnn

reeereneeeeeee-BEPNAd W, Tate






4 ENGINEER UPDATE May 2000

Partnering’s 7 habits yield ‘win-win’

By Bruce Garwood
Transatlantic Programs Center

“The significant problems we face cannot be solved
at the same level of thinking we were at when we
created them.”

Albert Einstein

Partnering, the modern day handshake, works!

The process of partnering is a dynamic excursion
into the world of mutual business cooperation. The
simple yet sophisticated process allows two or more
people (let’s call them partners}) to reach agreement
and understanding of the rules under which they
will operate and exactly what constitutes success.

T have facilitated more than 100 partnering work-
shops since 1991, and I have experienced a great deal,
both good and bad. Those experiences have led me to
this conclusion — partnering works and is absolutely
critical in today’s business relationships.

Years ago, the handshake was often enough, sig-
naling that each partner trusted the other to act in
good faith. But today’s global commerce and techno-
logical impact have created an “in order for me to
win, you must lose” attitude among business associ-
ates. They seem to be natural adversaries instead of
partners. The partnering process enables partici-
pants to succeed in a win-win situation.

Partnering (done correctly, exercised religiously,
and administered faithfully) gives up nothing con-
tractually. The contract establishes a legalrelation-
ship between the parties; partnering establishes a
workingrelationship, the framework for all parties
to reap contractual success.

Successful partnering is the result of an issues-
oriented process. Each contract is unique and each
group of partners is unique, therefore each partnering
session is unique. But I have concluded that there
are seven fundamental conditions, the seven habits
for successful partnering, that must be satisfied:

¢ Choose the right attendees.

@ Choose the right facilitator.

e Identify the issues.

o Resolve issues with a formal resolution process.

e Create and sign the partnering agreement.

e Conduct periodic evaluations.

e Select an honest broker.

T'd like to describe these seven habits in more de-
tail.

Choose the right attendees

Selecting the right mix of people to attend the
partnering meeting is paramount to success. The
right people are leaders who can make a corporate-
level commitment and ensure implementation, and
the people who will be responsible for interfacing with
the other partners daily. If leaders do not partici-
pate, commitments made by a subordinate may not
have the support of leadership. Those responsible
for carrying out the partnering terms daily must be
present to understand their mission and leadership’s
expectations.

Choose the right facilitator

The facilitator is critical, the glue that holds the
meeting together and assures the group’s desired
results. The facilitator keeps communications open
and the group headed towards its goal. However,
the facilitator cannot accomplish this task without
knowing the group’s desired outcome, and thus be
able to recognize when it is achieved.

Facilitators need more than just basic facilitation
skills. For example, the facilitator for sophisticated
engineering and construction or other highly techni-
cal contractual situations musthave enough techni-
cal skills to recognize and understand the industry
acronyms and language, knowledge broad-based in

contracting, engineering, and construction method-
ologies, techniques, and terms.

When searching for a suitable facilitator, rely on
established reputations. Also, the Associated Gen-
eral Contractors, among the pioneers of partnering,
maintains a list of successful construction industry
facilitators.

Identify the issues

Each facilitation must have the attendees focused
on identifying potential issues and problems specific
to that contract and group of partners. When you
concentrate on issues specific to your audience and
their relationships, chances of success are maximized,
and the potential for redundancy is minimized.

Resolve issues with a
formal resolution process

During this phase of the partnering session, all
parties are invited to identify potential or historically
troublesome issues that may relate to that specific
contract, and to establish a mechanism for dealing
with them. Resolving issues with a formal resolu-
tion process is at the heart of partnering success.

Contract issues may be identified for clarity or
emphasis, but they are not negotiable at the
partnering table. This is where you establish a work-
ing relationship; the contract signing has already
established the Jegalrelationship. Although all is-
sues are not normally resolved in this forum, they
are all dealt with and diminished to non-problem sta-
tus by the partners. The most important aspect of
this process is that all issues are identified, dealt
with or resolved, committed to record, and become
part of the partnering agreement as to how the part-
ners will treat each other during the contract.

Create and sign
the partnering agreement

The partnering agreement is a formal document
developed by all partners at the meeting, spelling
out the goals and objectives related to the contract.
An addendum with issues and resolutions is attached
and becomes part of the formal document. Every
participant should sign the partnering agreement as
an expression of commitment to the process. Each

participant is given a copy of the document to serve
as a constant reminder of the commitment through-
out the life of the contract.

Conduct periodic evaluations

The signatories of a partnering agreement must ™
periodically evaluate performance to see how the par-
ties measure up to their collective agreements. Be-
fore the partnering session ends, participants should
develop an evaluation document that they can leave
with. The evaluation should be formal, written, and
ask specific questions about the agreements the par-
ties made to each other.

Normally, a quarterly evaluation is adequate for
yearlong contracts, and time is adjusted accordingly
for shorter-duration contracts. Also, a submission
may be made whenever a participant feels the pro-
cess has broken down.

To whom are these evaluations submitted? That
is another significant point in the partnering pro-
cess — having an honest broker to monitor success.

Select an honest broker

Participants should not leave a partnering meet-
ing without completing this last crucial step. They
must select an honest broker to monitor the process
and work with the partners to ensure concurrence
and success. In the workshops I facilitate, I gener-
ally serve as the honest broker. When the facilitator
cannot serve in that capacity, partners should choose
someone else among the group.

The need for an honest broker is crucial. If there
is no honest broker to monitor the partners, the es-
tablished process could (and probably will) break
down. Then “business as usual” will prevail with a
resulting failure in the partnering process. Too much
is at stake to avoid this step.

“T can’t understand why people are frightened of
new ideas. I'm frightened of the old ones.”
John Cage

It is very difficult, if not impossible, to deliver a
quality product on time and within budget in an
adversarial relationship. Using the partnering pro-
cess wisely is an alternative that leads straight down
the road of success. :
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By Gay Monteverde
Portland District

With the passage of the Small Busi-
ness Act in 1953, Congress officially
recognized the importance of small
business to the national economy. The
act states that small businesses will
be given a fair proportion of federal
government procurement dollars. To
that end, federal agencies have com-
mitted to ensuring that small busi-
nesses receive a prescribed share of the
federal contracts available to the pri-
vate sector.

There are small business programs
throughout the U.S. Army Corps of
Engineers. In Portland District, the
task of running the Small Business
Program belongs to Rene Baron,
Deputy for Small Business in Contract-
ing Division.

“The contributions of small busi-
nesses enhance the global competitive-
ness of the nation and contribute di-
rectly to the quality of life and the stan-
dard of living of all Americans,” said
Baron, who has held the position five

‘years. “Congress has recognized this
with several programs to encourage
and develop the actual and potential
capacity of small business, using the
$179 billion the government expends
annually in its procurement program.

Defining small business

Within the Small Business Pro-
gram, there are four designated cat-
egories — small businesses, small dis-
advantaged businesses, women-owned
businesses, and historically under-uti-
lized business (HUB) zones.

The definition of small business var-
ies. For example, architect/engineers
can make $4 million a year but still be
considered a small business; for other
industries, the amount is much less.
The size of some industries is measured
by the number of employees they have.
The Corps has set a goal of 38.3 per-
cent of all contacting dollars to go to
small business. For Portland District,
that means contracting out 38.3 per-
cent of about $100 million each year.

A woman-owned business is one in
which 51 percent of the business is
owned and operated by women. Five
percent of total contracting dollars goes
to women-owned small businesses. For
Portland District, this goal has been a
challenge. According to Baron, the
Pacific Northwest does not have many
women-owned construction firms or
businesses that produce the kind of
products that Portland District buys.

The third target group is small dis-
advantaged businesses, those owned by
minorities (African American, His-
panic, Native American, etc.). The
Corps targets these businesses for 10.5
percent of all contacting dollars.

A fourth target group was developed
recently — HUB zones. An area where
the average income is very low or un-
employment is very high is considered
a HUB zone. The intent is to encour-
age businesses to locate in these ar-
eas, or to encourage the growth and
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Small businesses do big job for Corps

expansion of businesses there. A busi-
ness must not only be located in the
HUB zone; it must also have 35 per-
cent of its employees living in a HUB
zone. The initial goal is to designate
1.5 percent of contracting dollars to
HUB zone firms. According to Baron,
Corps contacting dollars for this tar-
get group are modest, but when com-
bined with contacting dollars from
other federal agencies, the impact could
be dramatic.

Besides these four main categories,
there are special programs like 8(a)
businesses, so called because they are
addressed in Section 8(a) of the Small
Business Act. A disadvantaged firm is
certified by the Small Business Admin-
istration as an 8(a) firm, allowing fed-
eral agencies to contract directly with
the firm without competition. Baron
points out that sometimes district
staffs are happy to learn about 8(a)
firms because they don’t have to go
through the competitive process to hire
them, saving time and money.

Reaching out

One part of Baron’s job is to convince
small businesses to work with the fed-
eral government. She admits this is
sometimes daunting because the fed-
eral government is often seen as a huge
and unwelcoming bureaucracy. Baron
coaches companies through the paper-
work and assorted hoops, letting them
know about upcoming jobs and mak-
ing the experience easier.

Where does Baron find small busi-
nesses? She belongs to the Minority
Business Opportunity Committee
where she meets with representatives
from other federal agencies and large
businesses that have the same goals.

She works with groups such as the So-
ciety of American Military Engineers
and the Hispanic American Chamber
of Commerece.

Baron also participates in procure-
ment fairs. For example, every other
year in October there is a major pro-
curement fair in Portland that coin-
cides with National Minority Business
Week. Federal agencies, municipali-
ties and large businesses participate.

Each district and division through-
out the Corps has an equivalent to
Baron on staff, and she works with
those deputies as well, especially in
Seattle and Walla Walla districts.

In-house commitment

Baron also spends time convincing
Corps staff that it’s a good thing to go
to small businesses.

“Sometimes there’s a little resis-
tance,” she admits. “People think of
small disadvantaged business as one
that doesn’t have a lot of experience or
depth, when that is really not the case.
The irony is that when I can convince
them, they rave about how fabulous
the firm is after working with them.

“It is important that everybody know
why we do this,” she adds. “It’s not
because we have a goal, but because it
is the right thing to do. People think
they’re doing their job when they get
the job done in the shortest amount of
time for the least money. Sometimes
doing business with a small firm which
hasn’t worked with the federal govern-
ment before takes effort. But when you
think in terms of what is good for the
entire country, this program impacts
a bigger bottom line.”

Baron offers two examples of success-
ful collaborations with small business.

“Colville Tribal Service is a Native
American firm that has done work for
us, replacing the Columbia River treaty
fishing access sites,” she said. “Colville
has done such an outstanding job that
it won’t be hard to convince anybody
to go to them in the future.

“Ebony Ironworks is one of our 8 (a)
firms,” she adds. “They do metal fab-
rication on the big trash racks. At first
it was hard to make people see that a
small disadvantaged business could do
the job, but now they rave about the
work that Ebony Ironworks does.”

Chief of Engineers Lt. Gen. Joe
Ballard is firmly behind the program,
according to Baron. In fact, three years
ago, Ballard implemented a national
small business conference which is held
in December in Washington, D.C.
Every district sends their commander,
the deputy for small business, and the
chief of contracting. Small businesses
are invited from all over the country
to market directly to every district.

Baron admits, “T'm very grateful that
Lt. Gen. Ballad has picked this as one
of his emphasis areas.”

Baron is also pleased that the dis-
trict staff is supportive. “For example,
Planning, Programs and Project Man-
agement staff are considering it part
of their job to make sure that we've
met our district goals. And Col. But-
ler is also supportive and interested.

“My job is to make sure the district
meets their goals,” Baron explained.
“I'm available, regardless of whether
its in the Willamette Valley or down-
stairs in this building. I want the dis-
trict staff to know the value of the pro-
gram and what it really means to the
country. I want them to know that by
supporting the small business pro-
gram, they’re doing the right thing.”












SES position

Mohan Singh was selected as Director of Engineer-
ing and Technical Services in North Atlantic Divi-
sion. Singh is currently the Chief of the Design Policy
Branch in the Office of the Deputy Commanding
General for Military Programs in Headquarters. A
report date is to be determined.

Engineer of year

The Joint Committee of New Hampshire Engineer-
ing Societies (NHES) recently selected Leonard
Zabilansky, a research civil engineer with the Cold
Regions Research and Engineering Laboratory
(CRREL), as the New Hampshire Engineer of the
Year. :

This award is presented during the NHES’s Engi-
neers Week celebration. Each engineer is nominated
through a dual peer submission.

“T've always felt it was my obligation to give stu-
dents the opportunity to see engineering applied by
serving as a mentor,” said Zabinlansky. “I seeitasa
dual responsibility — teachers provide basics, and
professionals provide how it’s applied.”

Viva Las Vegas

Assistant Secretary of the Army Joseph Westphal
signed the first Section 211 Agreement at a Tropicana
and Flamingo Washes groundbreaking and dedica-
tion ceremony on Dec. 17. The amendment to the
Project Cooperation Agreement allows the Corps to
reimburse the sponsors, Clark County Regional Flood
Control District and Clark County, for about $20
million of channel work along the Las Vegas beltway.

“T've seen first-hand the death and destruction
caused by flooding in Southern Nevada,” said Sena-
tor Harry Reid of Nevada. “We’ve made great
progress in the past decade on flood control, and
much of that has been due to the Corps of Engi-
neers. During the next six years the Corps will
complete work on a valley-wide system that will
minimize damage from a major 100-year flood.”

The groundbreaking marked the start of three new
construction contracts totaling $26.7 million. The
projects are the Blue Diamond Detention Basin, the
Western Beltway/Red Rock Channel, and the Lower
Red Rock Complex Channel. All projects should be
complete by early 2001. The Lower Blue Diamond
Channel and Tropicana Detention Basin Outfall Sys-
tem were completed last October.

Under Section 211, local sponsors funded and pro-
vided the design and construction of flood control fea-
tures on this federal project. This expedites project
completion and provides flood protection. The Fla-
mingo and Tropicana Washes project is one of only
eight projects nationwide with the potential for local
sponsors to implement a federal flood control project.

R&D achievement award

Javier Cortes, a chemical engineer in the Engi-
neering Research and Development Center (ERDC}
Environmental Laboratory, recently received the
Army Research and Development (R&D) Achieve-
ment Award. Cortes and former ERDC employee
Brian Miles received the award for their work on the
Site Characterization and Analysis Penetrometer
System (SCAPS) Laser-Induced Breakdown Spectros-
copy (LIBS}).

Cortes and Miles developed, demonstrated, and
patented the LIBS probe, which scans and measures
subsurface heavy-metal contamination for SCAPS.
This on-the-spot technique results in soil charac-
terization with greater speed, higher resolution, and
lower cost than current soil sampling and labora-
tory analysis methods.

Around the Corps

Shelby Center for
Missile Intelligence

The Richard C. Shelby Center for Missile Intelli-
gence was dedicated Dec. 17 at Redstone Arsenal,
Ala. The $33 million, 200,000 square-foot facility is
a new scientific and technical intelligence center.

The facility will provide state-of-the-art accommo-
dations for 500 scientists, engineers, and technicians
who will analyze foreign material systems for DoD.
It employs a comprehensive approach to provide a
wide range of products to U.S. weapons developers,
countermeasure designers, tacticians, and opera-
tional forces.

Thirty people from Mobile District worked from
March 1996 through December 1997 on the project,
completing it for 46 percent of the normal cost to
design such a project, saving DoD about $1.77 mil-
lion during the life of the design project. The design
team staff worked weekends, nights, and holidays to
meet the tight schedule. :

Coast 2050

New Orleans District and the Louisiana Depart-
ment of Natural Resources held an historic signing
ceremony Feb. 18 at the state capitol to launch a
major coastal wetlands study.

By signing the Coast 2050 Feasibility Cost Share,
the agencies initiated a $6 million study of the
Barataria Basin in April. The study will be com-
pleted in September 2001.

Barataria Basin was selected as the first area for
study and action because it is the most critical, los-
ing about 11 square fpiles annually. The study will
focus on marsh creation, barrier island restoration,
and river diversion strategies. Federal and state of-
ficials overseeing this effort estimate that an addi-
tional $14 billion will be needed to fully implement
the Coast 2050 strategy and restore a collapsing
coastal ecosystem. :

Hammer Award

Omaha District was one of several federal agen-
cies to receive a Hammer Award for its role in ex-
panding the inland maritime navigation system.
Other recipients were the Coast Guard, Federal Rail-
road Administration, Federal Highway Administra-
tion, Department of Transportation, National Oce-
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anic and Atmospheric Administration, and Air Force.

Expanding the Differential Global Positioning Sys-
tem coverage in the Upper Missouri River naviga-
tion system significantly benefits not only the Corps’
navigation, flood control, and construction missions,
but also a wide variety of land, air, and marine trans-
portation and safety activities. This project devel-
oped a low-cost, highly accurate, and reliable elec-
tronic radio-navigation system revolutionizing Coast
Guard buoy servicing operations, and enhancing safe
navigation for all mariners.

Correction

Ear]l Hothem is area engineer at Fort Gordon, Ga.,
and Fort Jackson, S.C.

ACOE award

The Huntsville Engineering and Support Center
received a Chief of Staff of the Army Award in the
1999 Army Community of Excellence (ACOE) pro-
gram. The winner of the Commander in Chief Award
was the Army Armament Research, Development,
and Engineering Center at Picatinny Arsenal, N.J.
Eleven other Army installations received Chief of
Staff of the Army Awards.

The ACOE program encourages the development
of a quality environment and excellent facilities and
services for soldiers. The ACOE integrates the
Malcolm Baldridge National Quality Award criteria
with the Army Performance Improvement Criteria
forinstallation assessments. All Army installations,
regardless of size, are assessed against this criteria.

Wetlands plan

Los Angeles District is conducting a wetlands plan
to achieve a balance between economic development
and aquatic resource protection. This federally au-
thorized effort, called a Special Area Management
Plan, focuses on three watersheds in Orange County
-- San Diego Creek, San Juan Creek, and portions of
San Mateo Creek.

The goal is to increase regulatory predictability
for development permits, and allow comprehensive
management of aquatic resources. Advanced plan-
ning would allow resolution of conflicts between con-
servation and the development of wetlands and other
waters.

225 Years

During the 1937 floods on the Ohio and Missis-
sippi rivers, Lt. Col. Eugene Reybold, district en-
gineer at Memphis, Tenn., used his military ex-
pertise to combat the record high waters.

In January, rain equal to half the normal an-
nual precipitation fell on the Ohio Valley, causing
record floods at every point of the Ohio River and
sending raging waters rushing down the Missis-
sippl. The ground was frozen and the run-off rapid,
and the flood threatened Cairo and the valley be-
low.

Reybold drew upon his training at the Com-
mand and General Staff School to deal with the
situation. He wrote an estimate of the emergency
and organized a defensive position against the un-
predictable and treacherous enemy. He called on
St. Louis and Kansas City districts for boats
equipped with radios and drew experienced flood
fighters from all districts.

Army skill defeats flood

The commanding general of the 4* Corps Area
in Atlanta supplemented the floating radio network
with Army Signal Corps units equipped with field
radios and telephones. Reybold had communica-
tions available for practically every mile of main
levee in his district.

Finally, he set up Red Cross headquarters in
Memphis to take care of anticipated flood refugees.

From his command post in district headquar-
ters in Memphis, Reybold directed his forces
against the approaching enemy. There were many
dark moments, but Reybold promptly learned of
every weakness in the levees and quickly had them
reinforced.

“My military training, and similar training of
countless engineer officers sent to my assistance,
had a lot to do with the safe passage of the great-
est flood the lower Mississippi Valley ever experi-
enced,” Reybold later observed.







