
FLAG BEARERSCompany of



WELL-TRAINED PEOPLE PAYING RIGOROUS ATTENTION TO DETAIL 
AND MEETING THE HIGHEST STANDARDS FOR PERFORMANCE. 

A STRONG VALUE PROPOSITION IN EVERY CONTRACT.

RITZ-CARLTONESQUE SERVICE QUALITY.

Conco Construction is a company that gets things done. 
That’s enough to make it a steady earner of repeat business. 



METTLE.
For CEO/President D. Craig Nelson, unwavering attention to the company’s well-
honed value system is a basic requirement. He’s looking for something more in the 
180 people who come to work to put on a hard hat or bring an owner’s vision to life.

It’s the capacity, he says, to lead, in the field 
and boardroom, in the middle of a problem 
and when everything’s going well.

D. CRAIG NELSON
CEO/President
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EFFECTIVE COMMUNICATOR

ABILITY TO ABSORB ALL THE 
KNOWLEDGE NECESSARY TO LEAD 

DESIRE AND DEDICATION TO LEAD 

ABILITY TO MANAGE AND 
STRENGTHEN RELATIONSHIPS WITH 

BUSINESS PARTNERS 

DEPTH TO SEE THAT BUSINESS DEVELOPMENT IS 
REALLY NEED IDENTIFICATION AND ABILITY TO 

DISCERN RIGHT-FITTEDNESS TO THAT NEED

SO SINCERELY CUSTOMER-CENTRIC 
THAT BEST-IN-CLASS SERVICE AND 

PRODUCTS ARE A GIVEN

D. CRAIG NELSON ON PEOPLE AND BUILDING LEADERSHIP FOR TOMORROW

Mettle, he says, because 
this company’s brand of 
leadership will push a person.
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 “The future leaders of this 
company will look different,” 
Nelson considers. “It’s my 
job to help get them ready.”

IN THE FUTURE, THERE WILL BE NO MAJORITY 
OWNER OF CONCO. NELSON HAS DEVELOPED A 

HIGH-PERFORMER OWNER PROGRAM FOR VETTED 
LEADERS WHO HAVE EXPERIENCE IN THE COMPANY.

Aaron Korte
Tier 1 Superintendent
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 “ There are five generations in the 
Conco workforce today…each has a 
preferred and radically different set of 
communication needs and preferences.

 “ David has serious boomer traits.

 “ Luke and Kyle have positive 
millennial traits. Their view 
of performance isn’t based on 
number of hours worked; it’s about 
efficiency and measure of progress.”

Nelson, who has nearly four decades’ field management 
experience, deliberately puts effective communication at 
the top of his list of leadership requirements. 

DAVID PIPES
Assistant General Superintendent
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Nelson doesn’t mince words with his future leadership or cut them slack. David and Luke and Kyle are three of six high 
performers participating in Conco’s first PDP (personal development plan) program. Facilitated by AGH, consultant to 
Conco, it’s a two-year, 12-topic, deep dive into the leadership material that will equip them for a bigger job.

Besides effective leadership, these cohorts, all under 40 and all now Conco shareholders, are covering topics like 
insurance, surety, legal, accounting, banking and relationship management.

CONCO IS IN THE
TOP-PERFORMING

 5%

OF CNA SURETY’S CLIENTS.
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HUMBERTO 
JIMENEZ, SPHR
Human Resources 
Manager

KYLE BLASDEL
Project Manager

JON CLARK
Project Manager

 “You can’t believe the energy and 
growth in the six,” Nelson says.
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DAVID PIPES
Assistant General 
Superintendent

LUKE KUNKEL
Project Manager

AARON KORTE
Tier 1 Superintendent

Nelson calls the PDP program “a significant 
investment that’s worth every penny 
already.” With AGH, he plans to customize the program 
for a Tier 2 group of field personnel. As Tier 1 moves up, 
Conco will backfill with new, Tier 2 group talent.

Conco, he says, is working hard to understand the implications of 
the retirement of highly skilled people and how it will backfill those 
vacancies. Conco HR Manager Humberto Jimenez, SPHR, has 
created guidelines for retirement for foremen up.
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Conco, through its Red 
White Blue Collar Careers 
recruitment initiative, is 
also deeply invested in 
addressing the skilled-trade 
labor shortage in South 
Central Kansas. It has created 
fast-track opportunities for 
younger field-craft workers, 
including hands-on exposure 
to all construction phases, 
mentoring and customized 
career paths based on 
individual performance.
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MARIO PEREIRA
Human Resources Generalist

 “Recruiting young people to 
Conco is like passing a torch. 
Conco has all the controls 
in place to succeed, and it 
has something more…a keen 
sense of talent, passion and 
promise.”
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Well past the holiday, Nelson is still thinking 
about the company’s Christmas gift of work 
boots and personalized safety vests for field 
personnel. It pleases him. He believes the gift 
enhances the health and safety of his team.

 “Continue to care more and more 
for the people and they care back.”

D. CRAIG NELSON ON BENEFITS AND BUILDING A REPUTATION FOR EMPLOYER OF CHOICE
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Also top of mind for Nelson is the first Cool to be Blue Work and Learn Program 
scholarship payment that went to Dillon Call, a young frame carpenter. 

Conco’s Cool to be Blue “Work and Learn” Program is a new, accelerated 
learning program that gives eligible employees the opportunity to work and 
get college credit through the WSU Tech carpentry certificate program. Conco 
provides tuition assistance.

“It feels good.”
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Conco recently introduced a total rewards benefit 
package to the entire team that’s focused on 
physical and financial wellness.

If you look at the public-facing side of Conco, you 
see a full-time, 180-person—and growing—team of 
construction professionals and in-house craftsmen. 
Look deeper and you see a cross-generational 
family of employees who like what they do and 
the people they do it with and for. 

To Nelson, this is the key:  

TAKE CARE OF HEALTH, FRIENDS, 
FAMILY AND COMPANY. 
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D. CRAIG NELSON ON PERFORMANCE AND BUILDING TRUST

 “We’re not a soft company. We continually evaluate performance. If needed, we yank 
the bandaid. A low-performing, poor producer won’t last here.

 “A guy like Hank Bell, on the other hand, is our future. He came here with a limited 
skill set. After lots of job exposure, we eventually promoted him to GPS technician. 
Like his father Henry, who has been here 25 years, and other family members who 
have worked for Conco, he brings drive.”
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 “We’re a process-driven company. 
Details are minded here.”

WAYNE WINKELBAUER
Senior Vice President Project 
Management/Corporate Vice President
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Performance, says Nelson, is as much about effective problem solving as production. “The fundamentals of problem 
solving—methods, schedule and observation—are intact here. We’re ready to turn 
on a dime at all times. Because weather, labor and material affect schedule, we 
start every morning with a plan A, B and C.”
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 “ No one works in a silo. It’s 
a team effort that involves 
expert problem solving, 
quality scheduling and 
overall management of 
crafts throughout the 
company. In the early 
years we managed projects 
with a Big Chief tablet and 
carpenter’s pencil. Today, 
thousands of details are 
digitally played out each 
morning on a 24" x 36" 
labor schedule.”

NORRIS “SLUP” SLUPIANEK
General Superintendent
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 “We serve a 200-mile radius around Wichita today. 

 “Self-performance is our big differentiator. We 
maintain in-house crews for everything from 
dirtwork to finish carpentry. We can price 
or evaluate a bid quickly, expertly control or 
accelerate schedules and flexibly respond to 
program or scope changes.”
Self-performance, Nelson says, creates over time a very deep well of knowledge. And that makes Conco 
scalable, able to skillfully vet vendors in far-reaching places.

D. CRAIG NELSON ON PLACE AND BUILDING GREATER MARKET INFLUENCE
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Audi of Wichita—Wichita, KS

AGC KANSAS 
AWARD
OF EXCELLENCE
WINNER
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Viega Megapress—Wichita, KS

22



Jaguar & Land Rover of Wichita—Wichita, KS
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Best Western Plus Hotel—Norman, OK
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Fidelity Bank South Seneca Branch—Wichita, KS
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 “We’ll do record volume in 2017. An $8 million job was huge three years ago. 
We’ve grown exponentially to the point of having $18 million, $20 million, 
$30 million dollars on the table.

 “Our present economy will be good for Conco.

 “We’re most grateful, however, for the referrals our clients give us that result 
in our being invited to the table.”

D. CRAIG NELSON ON PROJECTS, NEW INITIATIVES AND BUILDING PROFITABLY
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 “We’re learning how to work for companies 
outside the U.S. Recent repeat business from a 
German company is a big deal to us. We’re the 
only contractor in the country that’s received 
a second opportunity from this company, 
and we’re told the decision was based on the 
experience, quality and performance we 
delivered.

 “Leaders here, though, know you never, 
ever slow down to enjoy bragging rights to 
something like that. The day we start letting 
our guard down, the day we don’t come to 
work looking for ways to step up our game 
is the day we start to underperform.”

Eighty-five percent of Conco’s business is repeat 
business, Nelson says, so client satisfaction is as 
key to profitability as margin.
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Conco has a long history of looking for ways to step up its game. 
Its newest innovation is the Facility Performance Group, a division 
dedicated to helping clients maintain their buildings to last. Conco 
brings a total care, 360-degree perspective to help clients manage 
the lifecycle cost of their largest investment.
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Conco has also spent hundreds of hours developing 
the next generation of its safety program to ensure it 
remains best in class. The top priorities:

100 PERCENT BUY-IN FROM THE 
CONCO WORKFORCE, STRINGENT 
ACCOUNTABILITY AND POSITIVE 
REINFORCEMENT.
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 “Our promise to our clients is to 
produce a best-in-class product 
on time that will deliver long-
term lifecycle value.

 “We promise every Conco 
employee will be cared  
for like family.”

D. CRAIG NELSON ON BUILDING TO DELIVER A PROMISE
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 “This is a company of flag-bearers. These 
people come to work every day to deliver 
the Conco value system. They symbolize it.”

Conco won the 2017 Chamber Over the Years Award for long-standing performance as 
a good business citizen and major contributor to the area’s economic well being. Nelson 
regards the honor as the truest measure of commitment of 180 men and women.
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316.943.7111
CONCOCONSTRUCTION.COM


