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FIRST A REVIEW- FROM LAST MONTH

WHERE TO LOOK FOR THE OPPORTUNITIES?

• Newspapers- DJC – requests for bids; Sub bids wanted

• Puget Sound Business Journal- PSBJ - GC & sub bids

• Builders Exchange of Washington- BXWA- GC’s and Owners 
looking for bids – both GC and sub bids

• Fed Biz Ops.com- FBO - Federal opportunities

• State of WA - DES

• Ports, Cities, Counties & Other Public Agencies (Utilities, etc.)

• General Contractors websites looking for bids

• Owner websites looking for bids

• Major Subcontractors looking for second tier sub bids and supply 
bids

• Networking with pier group associations



HOW IS YOUR FIRM ORGANIZED?

• Is all business managed by internal staff?

• Is the estimating done in house?

• Does the firm self perform any work?

• What types of work does the firm pursue?

• Does the firm bid or negotiate the work?

• Who is your client base?

• Is firm a set-aside classification? (OMWBE, HUB-

ZONE, SDVOB, SCS etc.)



TYPES OF BID 
PROPOSALS-
WHAT  TYPE 
OF BUSINESS 
DOES YOUR 
COMPANY 
CONDUCT?

• Lump sum competitive bids (public & 

private)

• GMP (guaranteed maximum price) 

(generally private sector)

• Time and materials (T&M) (not to exceed)

• Labor and materials, plus percent of 

overhead- (no cost limitation)

• Cost plus percent of overhead and profit

• Cost plus fixed overhead and profit (public 

GCCM delivery)



LOOKING FOR 
THE RIGHT BID 
OPPORTUNITY IS 
KEY TO SUCCESS

• Project description by owner, engineer or architect (scope of 

work)

• Public vs Private Sector Opportunities

• Set Aside Public Work Opportunities- Hub-Zone,etc

• ITB, Instructions to Bidders; Specifications, drawings 

(Contract Documents)

• Schedules and Phasing (for GC calculations)

• Bonding requirements (including major 

subcontractors/suppliers <>$300k)

• Submittal requirements (Prebid Approvals for substitutions)

• Applicable government requirements or regulatory impact 

(prevailing wages - state & federal);sales tax on materials, etc. 

for certain projects; apprenticeship criteria; small business 

contracting plans; SCS firms, etc.)

• Self – Perform work packages

• (READ ALL THE GENERAL CONDITIONS)







PREPARATION PAYS





ESTIMATING PROCESS OVERVIEW

• Preliminary bidding and estimating considerations

• Estimating labor and equipment costs

• Estimating materials and subcontract costs

• Overhead expenses (General Conditions)

• Recap of project costs, markups, and fee



ESTIMATE STRUCTURE

• Direct costs

• Labor

• Materials

• Equipment

• Subcontractors

• Indirect costs

• General conditions

• Overhead and profit

• Markups (Bonds, Insurance, Taxes)



BID MARK UPS

• Labor Burden

• Bonds

• General Liability Insurance

• State & City B&O

• Builders’ Risk

• WSST

• Fee



COMPONENTS OF A BID PROPOSAL

• Response to scope of work

• Inclusions and exclusions

• Special conditions

• Quoted price (lump sum, GMP, T&M, etc.)

• Timeframe to start and finish project

• Bid bond commitment 

• Subcontracting plan (when required)



GETTING ORGANIZED



BID DAY TIMING POSTING PROCESS



POSTING & EVALUATING BIDS



SELECTING SUBCONTRACTORS AND 
SUPPLIERS (PREQUALIFICATION)

• Ask for and check references

• Consult with industry peers

• Send out requests for proposals/bids

• Compare bid sheets and select best bidders

• Build network of reliable subcontractors and suppliers



BID SUMMARY









SELF PERFORM PRICING



GENERAL CONDITIONS (OVERHEAD COSTS)









CONTINGENCY (COVERING THE 
KNOWNS & UNKNOWNS)

• Contingency – A stipulated sum that is added to the bottom line of an estimate to 

cover a variety of issues from unresolved design, additional scope, or escalation, etc.  The 

amount varies depending on the state of project design, e.g., it’s greatest in the 

conceptual design stages and least in the construction documents phase.

• Types: Design, Estimating, Construction/Buyout, Escalation



FOLLOW UP

• Develop standard estimating checklists or forms

• Make forms & codes consistent with the way you will record job 

costs

• De-brief on both successful and unsuccessful bids (Process QC 

Check)

• Maintain files on all successful and unsuccessful bids for future 

reference



QUESTIONS


