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CUSTOMIZED PARTNERING GOALS:  In order to meet our project goals, we are committed to the 
following partnering goals: 
 


Safety
We will not have any lost time injuries. Fall Protection on roof to be strictly followed.


Financial
Project completed within budget without any escalation.  Additional funding will not be 
provided.


Quality
Contract conformance. No Leaks. Roof leaks can damage aircraft. Flashing and seams 
to be correctly sealed and tested.


Timeliness
Complete project by September 25, 2012 prior to rain/snow season.


Other
No hearing damage. Ear protection shall be provided for all employees near flight line 
operations.


  
  
CUSTOMIZED PROJECT GOALS:  As partners, we are committed to the following goals to 
complete our project: 
 


Decision Making and 
Problem Solving


Decision to be timely (within 2 days for most RFIs). Take ownership of the 
solution, not the problem.


Relationships
Celebrate successful conflict resolution. Conflicts ok. Timely resolution 
important. Anyone can call for re-partnering if they feel it is necessary.


Communication
Call at the time an issue arises. Use conference calls and face to face 
meetings. Everyone to have team phone list in phone and computer.


Trust and Honesty
Honesty expected and Trust is given and can be lost.  Re-partner if any loss in  
Trust


Pride and  
Satisfaction


All  team members agree to take pride and satisfaction in their work to provide a quality 
final product to the customer.
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GROUND RULES FOR DISPUTES RESOLUTION 
In order to keep the project moving forward, we agree to the following ground rules: 
  
1.  Resolve issues at the lowest level, i.e., by those closest to the problem. 
2.  Actively resolve issues, i.e., "no decision" is not an option. 
3.  Either party can escalate unresolved issues to prevent delays to the project. 
4.  Do not skip levels of authority. 
5.  Communicate...if the research required for decision-making is going to take additional time. 
6.  The Contract is between NAVFAC and the Prime Contractor.  Issues raised by Sub-Contractors should be raised to the 
Prime Contractor.  Issues raised by any other Government Representatives should be raised to NAVFAC.
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Escalation Timeframe
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GROUND RULES FOR DISPUTES RESOLUTION 
In order to keep the project moving forward, we agree to the following ground rules: 


1.  Resolve issues at the lowest level, i.e., by those closest to the problem. 
2.  Actively resolve issues, i.e., "no decision" is not an option. 
3.  Either party can escalate unresolved issues to prevent delays to the project. 
4.  Do not skip levels of authority. 
5.  Communicate...if the research required for decision-making is going to take additional time. 
6.  The Contract is between NAVFAC and the Prime Contractor.  Issues raised by Sub-Contractors should be raised to the 
Prime Contractor.  Issues raised by any other Government Representatives should be raised to NAVFAC.
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Mark Brit, President 
Fallon Roofing 
921-452-4440


Commander Michael Wilks, 
FEAD Fallon, NV 
 921-452-5555


Bob Bacer, VP 
Fallon Roofing 
921-452-4443


Ray Myers, PMEB 
FEAD Fallon NV 
921-452-5556


Ed Montellone, PM 
Fallon Roofing 
921-452-4442


Chris Tolleson, CM 
FEAD Fallon, NV 
921-452-5557


Tony Russell, Superintendent 
Fallon Roofing 
921-452-4443


Tom Paciforic, ET 
FEAD Fallon, NV 
921-452-5559
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(Optional) Partnering Team Decision Ladder 
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Commander Michael Wilks, 
FEAD Fallon, NV 
921-452-5555


Executive Level


Name(s) 
and 
Contact 
Information


Ray Myers, PMEB 
FEAD Fallon, NV 
921-452-5556


Engineering/Management Level
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and 
Contact 
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Chris Tolleson, CM 
FEAD Fallon, NV 
921-452-5557


Onsite/Field Level
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Tom Paciforic, ET 
FEAD Fallon, NV 
921-452-5559
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Tyler Ortiz, DM 
NAVFAC SW, San Diego, CA 
619-532-2252


Kayla Teal, P.E. Branch Head 
NAVFAC SW, San Diego, CA 
619-532-2294


Jack Tein, P.E. BLTL 
NAVFAC SW, San Diego, CA 
619-532-2235


Don Robinson, P.E.  DAOPS 
NAVFAC SW, San Diego, CA 
619-532-2273


Master Chief Higgens, Site Ops 
NAS Fallon, NV 
921-452-0003


Steven Fronzak 
NAS Fallon, NV 
921-452-0002


Tyler Kasl, Facilities Director 
NAS Fallon NV 
921-452-5501


Col. Larry Knocksville 
NAS Fallon NV 
921-452-5500


Lt. Mike Mahoney, Air Ops Scheduler
NAS Fallon, NV 
921-452-9438


Lisa Vinterelli, Air Ops Supervisor 
NAS Fallon, NV 
921-452-0135


Aaron Makin, Air Ops Branch Head 
NAS Fallon, NV 
921-452-2403


Michael Dutchman, Director 
NAS Fallon, NV 
921-452-3003


The Partnering Team Decision Ladder is an optional tool to help organize the internal Government personnel decision 
making process. The Disputes Resolution Ladder is for contractual disputes only.  The Decision Ladder is used to identify 
who needs to be involved in the major project decisions. This can include ROICC, IPT, Supported Commander, or End 
User. Change the headers as necessary.  Use the remarks box to identify specific topics and what level they are to be 
decided.  Reminder, decisions made amongst the members of this ladder are non contractual or legally binding. 


NAVFAC  
PMEB


NAVFAC  
Desert IPT


Supported 
Commander


NAS Fallon 
Air OPS
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REMARKS Principal Level:   
  High Visibility Safety Impacts 
  High Visibility Operations Impacts 


Executive Level:   
  High Visibility Safety Impacts 
  High Visibility Operations Impacts 


Engineering/Management Level:  
  Safety Impacts requiring senior leader attention 
  Operations Impacts requiring senior leader attention 


Onsite/Field Level:  
  Daily Safety and Operations Impacts


(Optional) Partnering Team Decision Ladder - Pg 2
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(Optional) Sustaining the Partnership Form


DIRECTIONS:
This is an optional form to document your discussions and ideas on ways to sustain the partnership. 
Ideas can include identifying when future partnering meetings will be held, possible situations for when to 
pull the partners together if things start to break down, and ways to make the partnering team better such 
as team building activities, training and recognizing partnering successes. 


SUSTAINING THE PARTNERSHIP
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Follow-on Meetings:  Once a quarter.  Review Partnering Team Performance. 


Communication:  Frequent and respectful.  Need not to agree.  If not, use disputes resolution ladder 
to resolve. 


Pull partnering team together when communication breaks down.  Use Partnering Status sheet on 
monthly basis.  Contractor to send out with each invoice to key players. 
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Issues: 
- Safety and Fall Protection.  Need separate meeting to discuss especially with subs.  Tony lead (12 Dec)
- Roofing material delivery on critical path.  Contractor to track closely. 
- Hangar is to be operational while re-roof.  Need separate meeting to discuss.  Ed lead (12 Dec) 
- Contractor to identify ways to protect aircraft in operational hangar.   Ed lead (12 Dec) 
- Timely completion is critical.  Winter is coming and needs to be completed prior to snow and rainy 
season.  (General note to all) 
- Wind is an issue at Fallon.  Need to ensure all roofing material secured.  No transport of roofing 
material when wind is above 25 mph.  (General note to all) 
 - Laydown area to be shared with Navy for 3 months.  Coordination needed.  Chris lead (1 Dec) 


Opportunites: 
- Take stationary photos of construction progression.  Ed lead  (TBD by construction start) 
- Provide newsletter to NAVAIR Command on progress.  Chris lead (monthly)  Ed to support 
- Contractor to provide access to government to internal Construction Management system to allow for 
quicker response on RFIs.  One system equals faster response.  Ed to provide system. 
- Contractor to use 3D BIM drawings to alleviate conflicts.  Ed lead (due with design)


DIRECTIONS:  
Identify issues and opportunities that will directly affect your project. Past project and partnering 
experience may be helpful. You can use brainstorming or Round-Robin techniques to help identify topics. 
This should be a free flow of ideas.  (See Tools and Techniques for Meeting Leaders in Informal 
Partnering Toolkit). After the list is developed, consolidate and prioritize the topics and use N-3 voting and 
red-yellow-green cards to help prioritize the topics to discuss. Resolve and document agreements on 
important issues.  Capture unresolved issues and identify an action team and time frame for future 
resolution.  


ISSUES AND OPPORTUNITIES








We agree to the goals which were formulated at the Initial Partnering Meeting:
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NAVFAC is slow to respond to RFIs and is causing problems in 
keeping the schedule.  The Supported Commander's staff comes 
out on site and asks for changes.  This cause confusion and delay.  
Recommend getting the partnership back together to discuss how 
we can solve these problems.


Reset Form
(Optional) Informal Partnering Status Form


DATE Nov 16, 2010


DIRECTIONS: 
This form is a tool to measure the health of the partnering team.  It is recommended that the form be filled 
out by each Partnering team member periodically and prior to each follow-on session.  If any of the 
elements has "Needs Work" checked, it should be addressed via a discussion or follow-on Partnering 
session.  Hire a professional facilitator if the Partnering team issues are severe.  


Follow-on Partnering sessions are necessary when communication breaks down, Trust is lost, 
relationships are adversarial, there is little teamwork, individuals look for blame verses working together to 
solve problems. 


 Do not score your own column 
SUPPORTED


ELEMENT  NAVFAC     CONTRACTOR      COMMANDER


NAME (OPTIONAL) Tony Russell
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