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N
o

m
atterhow

good
the

design
orhow

w
elladm

inistered
the

contract
for

construction,
a

project
can

suffer
from

costly
delays,extras,and

disputesw
hen

a
contractorisse-

lected
solely

on
the

basis
of

price.
A

carefully
chosen

contractor,
on

the
other

hand,
can

help
m

inim
ize

prob-
lem

s
inherentin

the
construction

process.
To

define
an

effective
contractorselection

process,the
projectow

nerm
ustlook

atthe
scope

and
characterofthe

w
ork,the

capabilitiesrequired
ofprospective

contractors,
the

responsibilities
allocated

to
the

design
and

othercon-
sultants,and

any
externally

im
posed

requirem
ents

on
the

aw
ard

ofconstruction
contracts.W

hile
these

factors
m

ay
vary

significantly
from

project
to

project,
the

steps
re-

quired
to

align
contractor

selection
w

ith
projectrequire-

m
ents

are
w

ellestablished.

Step
1.Identify

and
R

ank
the

P
roject’s

O
bjectives
T

he
ow

ner
needs

to
think

aboutprojectpriorities
and

m
ake

explicitchoices.Forexam
ple,iscostparam

ount?
Is

m
eeting

a
particulardeadline

crucial?
H

ow
w

illthe
con-

structed
facility

be
used

and
how

does
this

affectproject
priorities?

B
y

addressing
these

issues
at

this
stage,

the
ow

ner
w

illensure
thatcontractor

selection
decisions

are
aligned

w
ith

projectrequirem
ents.

Step
2.Identify

and
A

nalyze
P

robable
Sources

ofR
isk

T
he

ow
nershould

think
aboutpossible

problem
s,their

consequences,and
w

aysto
avoid

them
.R

esponsesduring
thisproblem

-seeking
step

w
illinform

developm
entofthe

design,the
overallprocurem

entstrategy,and
the

contrac-
tor

selection
criteria.

Step
3.C

hoose
a

C
onstruction

P
rocurem

ent
Strategy

T
he

ow
ner

should
now

have
sufficientinform

ation
to

decide
on

the
m

osteffective
type

of
contract(e.g.,fixed

price,costplus),num
berofprim

e
contracts,and

w
hether

the
projectshould

be
phased

in
its

execution.

Step
4.D

evelop
C

riteria
for

C
ontractor

Selection
T

he
ow

ner
is

now
in

a
position

to
establish

selection
criteria

thatfitthe
specific

needs
of

the
project.T

he
fol-

low
ing

contractor
attributes

need
to

be
considered:

■
R

eferences
■

Previousexperience
w

ith
sim

ilarprojects,type
ofcon-

tract,
geographic

area,
local

labor
environm

ent,
and

localregulatory
agencies

■
C

urrent
and

projected
w

orkload
as

a
percentage

of
overallcapacity

■
Financialstability

and
creditrating

■
M

anagem
ent

processes,
including

safety,
planning

and
scheduling

m
ethods,estim

ating
and

costcontrol
techniques,and

quality
assurance

■
O

verallprojectm
anagem

entability
and

techniques
■

R
esponsiveness

and
interestin

the
project.

Step
5.E

stablish
M

ilestones
for

C
ontractor

Selection
N

ow
the

ow
ner

should
form

ulate
a

tim
e

line
for

col-
lecting

and
analyzing

the
inform

ation
provided

by
the

candidates.A
tthispoint,a

schedule
forthe

tasksrequired
to

reach
contractaw

ard
can

be
established.

Step
6.P

utTogether
a

Tentative
L

istof
C

ontractors
T

he
listofpotentialcontractors

should
notbe

too
long

because
the

ow
ner

w
illneed

to
collectinform

ation
from

each
entity

on
the

list.H
ow

ever,the
list

should
include

enough
viable

candidates
to

m
ake

the
procurem

entpro-
cess

com
petitive.

Step
7.P

requalify
C

ontractors
B

y
applying

the
previously

determ
ined

selection
crite-

ria,the
ow

nernow
can

w
eed

outcandidatesthatm
ightnot

be
able

to
com

plete
the

w
ork

satisfactorily.
T

he
ow

ner
w

ill
w

ant
to

obtain
inform

ation
through

personalinterview
s,w

ritten
statem

ents
ofqualifications,

or
a

com
bination

of
the

tw
o.

Q
uestions

should
be

carefully
constructed

to
elicitinform

ation
thatisrelevant,

valid,
and

com
parable.

D
uring

this
process,

the
ow

ner
should

take
advantage

of
the

opportunity
to

preview
the

contractor’s
perform

ance
by

judging
how

w
ell

requests
for

inform
ation

are
handled.

M
oreover,

no
contractor

should
be

prequalified
w

ithouta
visitto

the
hom

e
office

and
one

or
m

ore
job

sites.
O

nce
the

ow
ner

has
analyzed

the
inform

ation,those
contractorsthatare

notlikely
to

be
a

good
fitcan

be
elim

i-
nated.From

the
rem

aining
candidates,the

ow
ner

should
then

choose
those

that
seem

the
best

suited
and

invite
them

to
subm

ita
proposal.

Step
8.R

eceive
and

E
valuate

P
roposals

B
id

docum
ents

should
be

clear
and

unam
biguous

so
thatallbidders

rely
on

the
sam

e
inform

ation
and

subm
it

responsive
bids.

Further,
the

organization
of

the
docu-

m
ent

should
facilitate

final
selection

of
the

contractor.
B

ased
on

the
previously

identified
projectpriorities

and
criteria

forcontractorselection,the
ow

nerm
ay

preassign
a

particularpriority
orw

eightto
bid

item
s

to
m

ake
com

-
parison

of
bids

quick
and

fair.

Step
9.A

w
ard

the
C

ontract
Proper

planning
and

preparation
should

m
ake

itrela-
tively

sim
ple

now
to

select
the

contractor.A
pre-aw

ard
conference

can
be

arranged
to

resolve
any

lingering
ques-

tions
or

concerns.
To

som
e

ow
ners,the

above
process

m
ay

seem
unnec-

essarily
cum

bersom
e,but

the
rew

ards
are

considerable.
C

ase
studies

of
projects

thathave
failed—

projects
char-

acterized
by

costly
disputes

and
disappointed

ow
ners—

show
that

it
is

w
ell

w
orth

the
tim

e
and

effort
to

follow
these

steps
to

align
contractor

selection
w

ith
projectre-

quirem
ents

and
priorities.

Statem
ents

concerning
legalm

atters
should

be
under-

stood
to

be
generalobservationsbased

solely
on

ourexpe-
rience

as
risk

consultants
and

m
ay

notbe
relied

upon
as

legaladvice,w
hich

w
e

are
notauthorized

to
provide.A

ll
such

m
atters

should
be

review
ed

w
ith

a
qualified

advisor.
Victor

O
.Schinnerer
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anaging
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In-
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P
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m

ended
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N
SP

E
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E
P

P
since

1957.

only
4%

of
U

.S.com
panies

currently
offer

their
em

ployees
any

dow
n

paym
ent

as-
sistance.

To
test

the
idea

in
the

private
sector,

M
PC

launched
a

tw
o-yearpilotprogram

at
System

Sensor,a
large

m
anufacturing

plant
in

St.
C

harles,
Illinois,

now
ow

ned
by

H
oneyw

ell.T
he

com
pany

provided
$5,000

in
dow

n
paym

entassistance
to

each
of

35
em

ployeesto
buy

hom
esw

ithin
15

m
ilesof

w
ork.Ifthe

em
ployee

stayed
five

years,the
loan

w
ould

be
fully

forgiven;
if

the
em

-
ployee

left,the
unforgiven

portion
($1,000

per
year)

w
ould

have
to

be
repaid.

D
uring

the
test

period,
System

Sensor
not

only
recouped

its
original

investm
ent

butalso
saved

an
additional$225,000,due

to
reduced

turnover.
N

eedless
to

say,
the

pilotprogram
has

becom
e

a
perm

anentfix -
ture

in
the

com
pany.

“It
sounded

like
an

excellent
program

for
us,”

K
ing

recalls.B
ut

it
sounded

even
betterw

hen
he

learned
thatIllinois

is
offer -

ing
financial

carrots
to

encourage
com

pa -
nies

to
setup

E
A

H
program

s.
B

ased
on

Sensor
System

’s
success,the

IllinoisH
ousing

D
evelopm

entA
uthority

in
2001

approved
a

pool
of

m
atching

funds,
specifically

targeted
to

em
ployers

in
north -

eastern
Illinois—

w
here

R
obinson

special -
izes

in
public

infrastructure
projects.

T
he

authority’s
m

atch
am

ountis
deter -

m
ined

by
the

em
ployee’s

household
incom

e
and

size,w
ith

IH
D

A
m

atching
up

to
$5,000

for
first-tim

e
hom

e
buyers

earn -
ing

less
than

50%
of

the
region’s

area

m
edian

incom
e

and
up

to
$3,000

for
those

earning
betw

een
50%

and
80%

.
T

hus,for
exam

ple,in
2003,a

first-tim
e

hom
e

buyer
in

a
four-person

household
earning

$56,500
w

ho
participates

in
an

E
A

H
program

in
the

C
hicago

area
could

re -
ceive

up
to

$3,000
from

the
state

tow
ard

the
dow

n
paym

ent.
A

s
a

further
incentive,

the
Illinois

A
f -

fordable
H

ousing
Tax

C
reditprogram

w
as

introduced
in

2002,w
hich

allow
s

em
ploy -

ers
to

receive
a

$0.50
tax

crediton
incom

e
tax

liability
for

every
$1

invested
in

an
E

A
H

program
benefitting

households
earning

no
m

ore
than

120%
ofthe

region’s
area

m
edian

incom
e,

or
roughly

$90,000
for

a
fam

ily
of

four
in

the
C

hicago
region.

R
ightnow

,how
ever,thattax

creditis
setto

expire
atthe

end
of

2006.
T

he
com

bined
state

incentives
m

ade
ita

“w
in-w

in-w
in,”

K
ing

says,for
R

obinson
to

becom
e

the
first

com
pany

in
the

southern
C

hicago
suburbs

to
sign

on
w

ith
M

PC
to

launch
an

E
A

H
program

.
Im

plem
ented

in
O

ctober2003,R
obinson’s

program
w

as
de -

signed
by

M
PC

and
is

adm
inistered

by
the

R
egional

R
edevelopm

ent
C

orporation,
a

nonprofit
m

em
ber

of
the

R
egional

E
m

-
ployer-A

ssisted
C

ollaboration
forH

ousing.
“T

he
em

ployee
has

to
be

w
ith

the
firm

for
one

year
before

they
can

do
the

pro -
gram

,”
K

ing
says,w

hich
provides

a
$5,000

forgivable
loan

in
exchange

for
staying

w
ith

the
com

pany
five

m
ore

years.In
addi -

tion,the
em

ployee
m

ustbuy
a

hom
e

in
one

of
the

35
com

m
unities

w
here

R
obinson

providesm
unicipalengineering

servicesin

...F
irm

H
elps

W
orkers

B
uy

F
irstH

om
es

transportation,w
ater

and
system

system
s,

flood
plain

and
storm

w
ater

m
anagem

ent,
and

the
like.

T
he

residency
requirem

ent
benefits

the
em

ployee,
the

firm
,

and
the

com
m

unity,
K

ing
explains,because

“w
hatw

e
do

affects
the

public;
it

affects
the

residents
of

the
com

m
unity.

B
y

living
in

the
com

m
unity,

you
have

thatm
uch

m
ore

ow
nership

in
ev -

erything
you

are
doing.Y

ou
w

illbe
driving

by
the

problem
s

you
helped

solve.
Y

ou
could

be
living

next
to

the
person

w
hose

flooding
problem

you
helped

correct.
“N

otonly
do

w
e

w
ork

here,”
K

ing
adds,

“w
e

raise
ourfam

ilies
here,too.O

urclient
com

m
unities

appreciate
our

com
m

itm
ent

to
them

,
even

in
the

subtle
m

essage
this

program
sends

to
our

em
ployees.”

W
ithin

its
first

year,
R

obinson’s
E

A
H

program
has

helped
three

em
ployees

buy
hom

es,and
the

firm
hopes

to
increase

the
num

ber
to

five
em

ployees
per

year.
K

ing
notes

thatthe
program

“is
especially

good
for

younger
engineers,

C
A

D
operators,

field
folks—

the
people

w
ith

the
incom

e
levels

to
getthe

benefitfrom
the

state.”
T

he
firstR

obinson
em

ployee
to

use
the

program
w

as
27-year-old

surveying
tech -

nician
K

evin
M

uhr,
w

ho
w

as
still

living
w

ith
his

parents
at

the
tim

e.
“I

w
as

like,
‘W

here
do

I
sign?’”

he
recalls.

“I
love

w
orking

here.Itis
like

m
y

fam
ily.”

(C
ontinued

from
previous

page)

M
aine

S
eeks

S
eniors

W
ho

W
orked

on
W

aldo-H
ancock

B
ridg

e
C

onstruction
T

he
M

aine
D

epartm
ent

of
Transportation

w
ould

like
to

interview
anyone

w
ho

helped
build

the
W

aldo-H
ancock

B
ridge

w
hich

opened
on

N
ovem

ber
16,

1931.
C

onstructed
in

record
tim

e,ata
cost

of$1.2
m

illion,the
bridge

boasted
a

central
span

of
2,040

feet,
w

hich
w

as
tw

o
and

halftim
es

the
length

of
any

other
U

.S.highw
ay

bridge.
T

he
bridge

is
now

being
re -

placed
by

w
hatw

illbe
the

firstca -
ble-stay

bridge
builtin

M
aine.T

he
replacem

entbridge
isscheduled

for
com

pletion
by

the
end

of
2006.

If
you

or
som

eone
you

know
w

orked
on

the
project’s

original

construction,
please

contact
C

arol
M

orris
at

207-772-3119,
ext.

21,
or

C
arly

D
in -

w
iddie

at207-469-0532.

Photo courtesy of Maine DOT
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