
When performing a capital project, one of the pri-
mary factors is the actual cost. Often estimates
have already been determined and budgets set,
but the final actual cost needs to be determined.
The Bidding/Negotiating Phase is primarily when
this cost is determined. Bids are solicited from con-
tractors by advertisement, invitation, or negotiation
whereby each contractor provides a price to per-
form the project work.

The Process
In order to obtain bids, StructureTec distributes

the bidding documents. These bidding documents

are usually prepared during
the Construction Document
Phase and include the bid
solicitation, instructions to
bidders, bid forms, supple-
ments, contract forms, con-
ditions of the contract, speci-
fications, and drawings.

StructureTec always reviews these Construc-
tion Documents at a pre-bid meeting. Attendance
is usually mandatory at this meeting for all poten-
tial bidders. During this meeting, all the basic project
information is explained and any questions regard-
ing the information are answered. The date and
time for receipt of bids are outlined, as well as be-
ing written in the bidding documents. Each bidder
knows exactly what has to be accomplished and
can organize to meet the deadline. This process
establishes fair, equitable, and competitive proce-
dures for obtaining bids.

Bids are usually formatted to reflect a stipulated
sum or base bid. In some instances, alternatives,
allowances, and unit prices are also acquired. This
procedure provides the owner with a guaranteed
price to perform the work. However, if more work is
deemed necessary or advisable, the framework for
additional work has already been established, as-

The deliverable produced
by this phase is a confirma-
tion of the price to perform
the work specified in the
Construction Documents,
ensuring a quality contrac-
tor at a competitive price.

Finding a Quality Contractor at a Fair Price

www.structuretec.com
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All rights reserved.

Having a pre-bid
meeting will help

ensure that all bidders
understand the full
scope of the project
and can conform to

all requirements.
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1. The Bidder is required to provide a bid price for each Alternate Work Item that 

includes any additional cost that may be incurred, or adjustment that may be 
required, if Alternate Work Items are added to the scope of the project.  No 
subsequent “extras” will be considered for coordination or incidentals required 
to complete Alternate Bid Work Items.  

 
2. Award of this contract will be based upon the Base Bid or Base Bid and 

Alternates as selected by the Owner. 
 
3. Owner may select any or none of the Alternates based upon the priority of the 

repair and/or the project budget.  All selected Alternate Work Items must be 
completed within the contract schedule included in Part E of this section. 

 
D. Lump Sum Amount for Alternates (Reference Section 01100). 
  

1. Alternate No. 1:  Provide restoration and 
weatherproofing for the Mechanical Building.  
Lump sum price for this alternate shall include 
required tuckpointing of damaged mortar joints 
and replacing damaged brick units. 
 

 
$                                        
                      (Add) 

 
2. 

 
Alternate No. 2:  Remove and replace 35 
damaged aluminum panels at window units.  

 
 
$                                        
                      (Add) 

 
 

  

3. Alternate No. 3:  Provide new roof expansion 
joint, expansion joint cover, and masonry thru-
wall flashings above roof expansion joints at the 
roof side of stair towers.  

 
$                                        
                      (Add) 

  
 

 

4. Alternate No. 4:  Provide masonry repair and 
tuckpointing at indicated lower brick columns, in 
lieu of routing and sealing cracks. 

 
$                                        
                      (Add) 

  
 

 

5. Alternate No. 5:  Provide steel remediation and 
new thru-wall flashings at 1st and 2nd floor door 
lintels/shelf plates at inset walls. 

 
$                                        
                      (Add) 

   

6. Bonds for Alternates: – Provide unit cost per 
$1000 to provide Performance and Payment 
Bonds for the above Alternates. 

 
$                                        
                      (Add) 

 
 
 
E. Scheduling: 

 

Sample Bid Form

suring the owner that the contractor will
provide the additional work at a fair
price.

During the time between the pre-bid
meeting and the bid receipt date, ad-
denda are issued, if necessary, by
StructureTec in order to interpret,
clarify, modify, add to, or delete infor-
mation contained in the bidding docu-
ments.

Bids are prepared confidentially and
then are generally submitted in a sealed
envelope. The bid states the price and
usually the length of time required to
complete the work. The bid might also
include any other requested informa-
tion such as qualification data, references, warran-
ties, guarantees, or financial statements.

Bids are then opened and tabulated. Unless there
is a compelling reason to do otherwise, the owner will
usually elect to enter into an agreement to have the
work done by the responsible bidder providing the low-
est price whose bid is in conformance with the bid-
ding documents.
Bidding versus Negotiating

The process described above is
used primarily for competitive bid-
ding. There are a few differences if
the contract is going to be negoti-
ated with just one bidder. The main
difference is that, although the bid
is still prepared confidentially, Struc-
tureTec will also perform research
into suppliers and any subcontrac-
tors to ensure that the work will be
done for a fair and equitable price.
The owner, StructureTec, and the
contractor will usually negotiate the
contract and determine if the con-
tractor has provided the best price.
The owner retains the right to
refuse the contractor's price and
perform competitive bidding proce-
dures.

Public versus Private
In the private sector, companies have the right to in-

vite the contractors they choose to submit a bid. Con-
tractor qualifications are generally known beforehand
and therefore are not as crucial to include with the bid.

Public sector jobs, however, are performed differ-
ently. Rather than an invitation to bid, an advertise-
ment for bids is required, generally in the Dodge
Room, Builders Exchange, and the local paper, for a

set period of time prior to the pre-
bid meeting in order that all quali-
fied contractors are notified of the
bid. In public sector projects, it is
essential to include very specific,
detailed bidder qualifications within
the bidding documents. This pro-
cess can help ensure that the work
will be performed by a capable,
qualified contractor.
The Outcome

The Bidding/Negotiating Phase
is an essential part of the project
process. It allows the owner to de-
termine the actual cost for perform-
ing the work, establishes the rela-
tionship with the contractor, and en-
sures that the cost is fair and equi-
table for all parties.

BENEFITS
Provides a fair, competitive price for performing the work

Unbiased approach – no affiliation with any manufacturers
or contractors

Maximizes the budget dollars through competition or ne-
gotiation

Provides set unit pricing for additional work outside scope

Requires that contractors are pre-qualified and meet certain
quality standards
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