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PROFESSIONAL
ESTIMATOR Denver, Chapter 5

MESSAGE FROM YOUR PRESIDENT
Heather Boulanger

CHAPTER MEETING
NOTICE

Date: Tuesday, Oct. 13, 2009

Time: Gather: 5:00 p.m.
Dinner: 6:00 p.m.

Place: Red Lion Hotel
4040 Quebec Street
Denver, CO 80216
(303) 321-6666

Cost: $45.00 w/registration*
$50.00 w/o registration*
$20.00 for students

*$5 off if you register by Oct. 6
See additional details and registration

information on page 4
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Getting Your Piece
of the Stimulus

Package

After listening to Kevin Kilgore’s presentation about how companies
are responding strategically to the downturn, it brought to mind how
my own company is responding, and some of our recent experiences:

Bidding in areas outside of our local geographical area: We have been doing more and
more of this, and we are getting less and less successful.  No local contractor wants a
“new guy in town” that they will have to share the limited amount of work with, so
their numbers are getting very competitive – to the point that it is not worth our while
to go that far away.

We have certainly also seen a greater number of bidders on projects.  That is unusual
in our industry.  We used to see 3 or 4 fireproofing bidders on a project, whereas now
there could be as many as ten.

Conversely, we have had to deal with G.C’s who are coming into unknown markets and
territories for them:  I just finished putting together a price for a Tennessee contractor

President’s article continued on page 3...
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Ethics in Estimating
A forum for discussing ethical situations in our current construction market
by Marc Reid, CPE

As members of the American Society of Professional Estimators we subscribe to a Code of
Ethics that requires honesty and integrity in dealing with our customers, employers, and
construction associates.   However, current market conditions in our industry are
influencing most of us to acquire work with ever tighter estimates and thinner profit
margins.  The pressure to acquire work for the economic well being of our organizations,
and for some even their survival, is tremendous and can lead to relaxing our ethical
standards and practices.  How do we as construction professionals and members of ASPE
combat this increasing pressure to lower our ethical standards in the preparation of our
estimates and acquisition of new work?

This question will be the focus of this column over the next several newsletter issues.  I
hope each of you will consider your organization’s circumstances and how project owners,
employers, competitors, and general contractor/subcontractor/supplier associates are
influencing you to relax your adherence to ASPE’s Code of Ethics.  I hope each of you will
share stories from your experience about this influence and ideas you may have to combat
it.  I hope in the coming months to post in this column a selection of stories and ideas on
this theme from readers like you.  In future columns readers will have the opportunity to
respond to the experiences and suggestions shared in past columns as well as post new
experiences and ideas.  The success of this column will be dependent in large part on
your readership and participation.

Please e-mail me your experiences and suggestions.  Remember to remove from your
stories any names or specific information that would identify companies or individuals as I
cannot reprint this information in this column.  I look forward to hearing from you and
getting feedback from everyone regarding this subject.

Marc Reid, CPE
2nd Vice President, ASPE Denver
dcb Construction Company
e-mail address – amreid@comcast.net

Group Leaders Needed for Colorado
Construction Career Days
The 2009 Colorado Construction Career Days will be held on October 6 and 7 at the
Adams County Fairgrounds.  Group leaders are needed to lead small groups of students
around to the various activities.  This is a great opportunity to help us introduce the
opportunities available in the construction industry to high school students.  If you are
interested in helping, please contact Leslie via email at cccdcoordinator@agccolorado.org.
For more information about the Career Days, visit their website at:
www.coloradoconstructioncareerdays.com.
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ASPE Code of Ethics
Professional estimators shall perform services in
areas of their disciplines and competence.

Professional estimators should continue to expand
their professional capabilities through continuing
education programs to better enable them to serve
clients, employers and the industry.

Professional estimators should conduct
themselves in a manner, which will promote
cooperation and good relations among members
of our profession and those directly related to our
profession.

Professional estimators shall safeguard and keep
in all confidence all knowledge of the business
affairs and technical procedures of an employee
or client.

Professional estimators shall conduct themselves
with integrity at all times and not knowingly or
willingly enter into agreements that violate the
laws of the United States of America or of the
states in which they practice. They shall establish
guidelines for setting forth prices and receiving
quotations that are fair and equitable to all
parties.

Professional estimators shall utilize their
education, years of experience and acquired skills
in the preparation of each estimate or assignment
with full commitment to make each estimate or
assignment as detailed and accurate as their
talents and abilities allow.

Professional estimators shall not engage in the
practice of “bid peddling” as defined by this
code. This is a breach of moral and ethical
standards, and a member of this society shall not
enter into this practice.

Professional estimators and those in training to be
estimators shall not enter into any agreement that
may be considered acts of collusion or conspiracy
(bid rigging) with the implied or expressed
purpose of defrauding clients.  Acts of this type
are in direct violation of the Code of Ethics of the
American Society of Professional Estimators.

Professional estimators and those in training to
be estimators shall not participate in acts, such
as the giving and receiving of gifts, that are
intended to be or may be construed as being
unlawful acts of bribery.

Canon 1

Canon 2

Canon 3

Canon 4

Canon 5

Canon 6

Canon 7

Canon 8

Canon 9
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President’s Article continued...

who was bidding on a Wyoming hospital
with plans that had no dimensions, the
wrong scale, no spec, and no schedule.  He
had no plan for winter weather protection,
and no idea how he was going to phase the
project.  But he did want a “hard number”.
My list of conditions and exclusions was
especially long.

Bidding in union markets that are extremely
economically devastated:  Performing union
work has its own special considerations, but
when you have the only project of any size
in an economically devastated union
territory, there can be major pitfalls.  One
union in particular had the habit of claiming
they didn’t receive paperwork in a timely
fashion so that they could justify a $10,000
backcharge.  This union did this to several
contractors before everyone smartened up
and sent paperwork “Return Receipt”.

Bidding on scopes of work that are untried
in new markets:  Other offices of my
company are starting to do this, so I don’t
have first-hand knowledge as to how that is
working yet.

We are doing our utmost to be as thorough
as possible with our bids, our conditions
and exclusions.  Like everyone else we’ve
had to tighten our pricing, so we can’t
afford mistakes.

Our field does excellent work, and makes
sure our clients are happy.  In the long run,
that’s what will keep us going in these
times.
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EDUCATION COMMITTEE UPDATE
Warren Neubauer, Education Chair
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Biography of Gary W. Beatty, CPE – Board Member ASPE, Denver Chapter 5

I was born and raised in Zambia (Northern Rhodesia and five generations of ancestors in Africa),
Africa and attended boarding school and university in Johannesburg, South Africa. After returning
to Zambia, I assumed ownership and control of the structural steel company that my father had
started with a friend.

I closed the company in 1978 when access to rolled steel products, from South Africa, was cut off,
by the closure of the Rhodesia/Zambia international border by the Zambian government. For a few
years, after that and until I left Zambia, I was involved in civil construction machining and
vegetable, crop, and chicken farming.

I moved to Canada in 1984, when I realized that the political, security and education conditions in
Zambia would not be beneficial to the long term future and freedom of my children. In Canada, I
worked for a variety of industries, semi-conductor equipment manufacturers and nuclear power
generation component manufacturers, before forming my own company specializing in the design,
building and commissioning of machines and equipment for the paper and semi-conductor
industries. I closed the company in 1999 after coming to the US.

I came to Farmington, New Mexico in 1998 and returned to the structural steel industry as a hands-
on “iron-worker”. In 2001, I was able to secure a position as a project manager with a company in
Denver and have been here since that time, with one employer change, which led to my estimating /
project manager position and finally to the position of chief estimator.

The education committee was asked to sponsor and furnish the first speaker for the
ASPE CSU student chapter meeting on September 16th. It was decided that I would
volunteer after a very intense mental mind war during the committee meeting of one.
(Kevin Thieme called me and I agreed to join them.) I presented a round table format
on Pre-construction estimating and the design, what is it and how do we make it
work. There were 10 people in attendance for pizza, pop and to take part in the topic
of discussion. Two items were acknowledged that would help future presenters: eat
your pizza while Kevin and the members are doing introductions if you expect to get
any and ask how long their meetings usually last. The meeting starts at 6:00 p.m.and
they try to adjourn at 7:00 p.m. Sorry to the students for taking more time and lasting
close to 8:00 p.m.

The ASPE CSU student chapter meets once a month and is asking for help in filling
their topic agenda with future speakers. The next two months are taken with PCL
Construction doing October 15th and our very own Steve Larson speaking in
November.

You can contact Kevin Thieme, VP ASPE CSU at Kevin.Thieme@gmail.com if you
would like to help them out.



ASPE Denver Chapter Newsletter, Volume 9, Issue 7 Page 6

No this is not a comedy bit taken from the famous routine that George Carlin did back in 1972, it’s
actually something I’ve always wanted to talk about; good, clear and precise communication. I
feel that this is a very important skill we should be good at in our estimating careers. If you can
communicate with someone or a group of others clearly and get your meaning across precisely
without having to talk on that topic for a long time, congratulations! I wish I had your gift. I spend
additional amounts of time trying to get the words out of my mind and off my tongue in a way that
I intended it to have meaning. From this, my seven words or phrases begin as lessons I have
learned and the mishaps or issues they have caused.

I was an early estimator one day when I spoke the first phrase with the key word that caused a
demise that would haunt me for two and a half years, “Your number looks good”.  Actually it
went like this: “Hey Warren, this is Mr. Insulator Contractor and I was just wondering how we
looked on that quote we turned into you last week?” “Hey Mr. Insulator, I just need to check the
scope of work on your bid but your number looks good to me.” (Mr. Insulator) “Oh, don’t worry,
we got everything covered, thanks and let me know when you start issuing the PO’s, see ya.”
(Click, hangs up phone.) What the...? What just happened? I just meant his number looked in line
with the other four I received; surely he didn’t think I meant he was low, did he? (Fast forward
two months and guess what) Mr. Insulator says in a direct tone, what do you mean I didn’t get the
job with you? But you told me my number looked good so that meant you used it, right? Ouch.

Then there was the next phrase, “Is this your best number?” as I went over the scope of work in
the quote given to me by one of the bidding sub-contractors. Their reply; we can drop a little if it
will get us the job since it sounds like we are too high. Now I never said anything like that, it just
looked like it took them a whole fifteen minutes to put together their half million dollar price for a
new justice center by the way the quote was written. But then I guess we don’t need completeness
just closeness.

And the one: “Don’t worry, I got it covered” our first year plumbing estimator told the chief
estimator as we were reviewing the take-offs and he was asked how the sanitary risers, that were
not sized on the drawings were taken off. Good thing it was Friday and the look from the CE only
buried the rookie four feet so he could live to estimate another day.

Or the time in a turnover meeting when the seasoned estimator told the project manager and his
foreman, “I helped you out by adding a little fluff”. I’ve always found out that if we won a bid
and someone had fluff somewhere that usually meant that someone forgot something somewhere.
Our job is to perform the take-off and estimate, not add the fluff, just the meat.

For the next one I remember when we were invited to a project walk-thru and there were only two
of us mechanical contractors invited. Sweet, I have a 50% chance of losing this opportunity or a
50% chance of winning it. You know the old philosophy about the glass of water or in my
preference the glass of Guinness. If it isn’t full then it is always half empty. Anyway the other
contractor walked around making one statement the whole time, “It can’t be done”. I could see
my glass of Guinness slowly begin to fill. By the time we finished the owner came up and looked
at us with a worried face and asked, “Can you guys do this or do you see anything that scares...

Words or Phrases an Estimator Should Never Say7
by Warren NeubauerFEATURE ARTICLE

Article continued on page 7...
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I would like to announce new members since
our May 2009 newsletter: Stephen Bradford,
Schommer Construction; Thomas Brown,
Powers Products; Curtis Bunker, Student;
David Hauck, McBride Electric; John Hope,
Eastcliffe Construction; Milo Miller, Cutting
Edge Construction Services; Stephen Mitchell,
Student; and Michael St. Marie, Weston
Solutions.

I would like to recognize all the guests at the
May, August and September meetings.  They
were: Steve Burnett, West Electric Group;
Timothy Eunice, Power Products; James Gray,
Seyfer Automotive; Marvin Heath, Central Fire
Protection; Bryce Huffman, Piper Electric; Tim
Jones, Quality Electric; Jason Kopp, Brannan
Construction; Steve Rademacher, dcd
Construction Company; Howie Schommer,
Schommer Construction, LLC; Colette
Armstrong, Professional Investigative
Engineers; Ryan Barnes, Professional
Investigative Engineers; Brent Erickson,
Design Mechanical; Justin Foy, Professional
Investigative Engineers; Curtis Graham,
Spacecom Speciality; Ryan Heckenberg,
Design Mechanical; Kelly Hedlund, Armstrong
World Industries; Laura Kingfisher, South
Valley Drywall; Martha Little, Rider Levett
Bucknall; Natalie Lucero, BCC Blinds; Peter
Lutz, Student; Erik Sondergaard, Armstrong
World Industries; Will Valkner, Adolfson &
Peterson; Annette Williams, Student; Edwin
Wurz, Professional Investigative Engineers;
Steve Burnet, West Electric Group; and Mark
Kaiser, Piper Electric.

If you know of anyone that you think would
enjoy the benefits of membership, please tell
me and I will contact them with a personal
invitation.  I can be reached at: (901) 359-2041,
or email me at: eross@mc2-ice.com.

Membership Committee Update
Eric Ross, PE, CPE, Committee Chair

...you?” My project manager and I looked at
each other and stated confidently, no problem,
piece of cake. We were second in price but were
awarded the project.

Sometimes things get turned around a little. In
my next phrase we worked against ourselves.
We were in an interview with a highly respected
general contractor (yes there is such a thing)
and our supervisor decided that they needed a
little Jerry Springer update. “You know”, he
began, “I heard that company X is in real
trouble” and on and on for about twenty five
minutes. As I recall, I don’t even think we were
thanked for coming to the interview. They just
said that they heard enough from us and got up
to show us the door. That was a very edgy
ending to a hard earned prospect.

Here is one of my favorites. After explaining
what I was looking for in a prequalification
package to our pre-construction coordinator I
asked that age old un-intelligent question, “Do
you understand me?”.  This one was my fault
because what do you think you will get for an
answer 99% of the time? That’s right, it would
be “Yes, why of course I understand,” (next
phrase being stated in their mind silently)
“What do you think I’m going to say you
moron? I’m not stupid and I am not going to
risk losing my job over this.”

I hope you see where I am going with these as
far as examples of poor communication tools. It
should become common practice for us to do
the simple act that my junior varsity football
coach always told us and even had posted
above his office door, “Plug in brain before
starting mouth.” Believe me it’s not as easy as
it sounds. I know; I’ve been trying for thirty-
three years.

I appreciate your time and again I hope you had
a chuckle or maybe even a slight smile while
reading my thoughts.

Feature Article continued
from page 6...
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September 2009 Meeting Recap
By Chris Morton, CPE, LEED® AP

Our September program was “Contractor’s Strategic Responses to the Marketplace” presented
by Kevin Kilgore and Ethan Cowles of FMI.  Their powerful presentation focused on several
points:

· What has changed in the past year?  Project delays are up, deal flows are down, competition
is up, backlogs are down, margins & profitability are down, Colorado unemployment is up
and stress levels are up.

· Strategies should reflect a good understanding of context and that performance problems
will emerge when context changes but strategy does not

· The “4 Cs” of context are Climate (external factors and forces), Customer/Market
(everything about customers), Competitors (everything about competitors) and Company
(internal considerations)

· The “new normal” in our industry is that government regulation is up, the use of leverage is
down, competition is up, litigiousness is up and surety market turbulence is up

·  Strategic thinking for 2009-2010
o Follow the funding, anticipate the funding and help facilitate the funding
o Understanding the “new normal” is of critical importance
o Develop contingency plans in turbulent times
o Understand the root causes of contractor failure
o Business development processes must change dramatically as the context of market

opportunities have dramatically changed
o A focus on core operational efficiency is paramount

· Concentrate on “Go/No Go” decisions for each potential project by evaluating the risks and
how much it will cost to bid the project versus the potential return

· Evaluate each client by confirming source of financing, considering past relationships,
checking reputation and references, considering cash flow quality and evaluating other
opportunities and risks

· Understand the impact of cash flow by looking at the cost of money for a 30-day, 60-day or
90-day payment cycle

· Develop a scorecard to evaluate your “Go/No Go”
o Have a clear company strategy about your customers, your services and your method of

delivering your services
o Know your company’s past performance as it relates to project type, project size,

estimated margins and actual margins
o Know your company’s current status relating to backlog, head count, etc.
o Know the project particulars:  Customer, project finances, size, location, delivery type,

competition, purchasing and estimate margin
· Colorado’s population is expected to increase by 17% from 2005 to 2015
· By 2020, per capita income in Colorado is expected to rise 90%
· Total non-residential building in Colorado is expected to decrease by 17% from 2009 to

2010
· The sun will rise tomorrow:  This is a test of our leadership and now is the time to reinvent

our business.  Focus on new and growing markets.

It is extremely difficult to summarize all of the information they gave us during our meeting.
I thank Kevin and Ethan for taking the time to present this information to us!

8
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Current Membership Count 107

Chapter Membership Classifications:
24.30% 26  Certified Professional

    Estimator (CPE)
51.40% 55  Estimator (E)
8.41% 9    Associate Member (ASM)
0.93% 1    Constructor (C)
7.48% 8    Student ( S )
5.61% 6    Affiliate Member ( AF )
0.00% 0    Member Emeritus ( ME )
0.00% 0    Honorary Member ( HM )
1.87% 2    Fellow ( FCPE )
100% 107 TOTAL

Membership Statistics
(as of Sept. 10, 2009)

Estimating Academy
Update
Submitted by Warren Neubauer
Education Committee Chair
The 2010 estimating Academy is right
around the corner and coming up quick!
Please mark your calendars and reserve
the date of February 26th, 2010 to be
sure and participate as a speaker,
sponsor or attendee. We are presently
forming a committee to help and would
really appreciate some members to
assist us in making this the best EA yet.
You can contact me at 303-576-3875 or
altitude_runr@msn.com with
suggestions, input or to join the
committee.

Two items that come to mind and could
use some input on right away, Should
we stay with our typical 2 track format
and should we keep the agenda split
between beginning and senior
estimators?

I would like to thank Chip Caldwell and
Jim Dent for already helping this year,
your help is and will be greatly
appreciated!

Our 2009 Sporting Clay Tournament was
held on September 11th at the Kiowa Creek
Sporting Club in Bennett. The weather
cooperated, so it was a beautiful sunny
Colorado day.

The winners were:
1st Place Overall Score - Justin Geis
(Adolfson & Peterson Construction)
Score of 78

2nd Place Overall Score - Cole Mayer
(Adolfson & Peterson Construction)
Score of 77

3rd Place Overall Score - MonteTelitz
(Fiore & Sons, Inc.)
Score of 73

1st Place Team - Adolfson & Peterson
Construction: Justin Geis, Peter Martinez,
Anthony Durst, Jered Minter, and Cole
Mayer

We’d like to sincerely thank all of our
sponsors for this event:

Lunch Sponsor:
-Adolfson & Peterson Construction

Station Sponsors:
-West Electric Group
-Murphy Company
-Front Range Roofing Systems
-Heartland Acoustics

Other Sponsors:
-Construction Specialties Inc. donated the
safety glasses and ear plugs

We hope you can join us next year!

September Clay Shoot

9



ASPE Denver Chapter Newsletter, Volume 9, Issue 7 Page

Accurate Const. Cost Engineering, LLC
Acoustical Concepts
Adolfson & Peterson Construction
Alliance Construction Solutions
Alutiiq
ARC Integrated Program Management
Assoc. Construction Consultants
Black Roofing, Inc.
Building Tech Consultants, Inc.
C.P.C. Painting Inc.
Catamount Constructors
CDM Constructors
CFC Construction Company
CH2M Hill
CLC Associates, Inc.
Cutting Edge Construction Services, LLC
Dcb Construction Company, Inc.
Demand Construction Services, Inc.
Denver Drywall Company
Design Mechanical Inc.
E&K of Denver
Eastcliffe Construction
Encore Electric
Golden Triangle Construction
Heartland Acoustics & Interiors
Heggem-Lundquist
Howell Construction
Hyder Construction, Inc.
Interior Alterations, Inc.
J.E. Dunn
Jacobs Facilities, Inc.
JKM Masonry
Kellogg, Brown & Root, Inc.
Kenny Electric Service
Kiewit Building Group
Landtech Contractors Inc.
LPR Construction
Ludvik Electric
M.A. Mortenson Construction
Madsen Kneppers & Associates
Main Electric
Management Computer Controls
Maxwell Builders
McBride Electric
Merrick & Company
Metro Steel Fabricating
Monument Roofing Systems
Mountain Steel & Supply Company
Murphy Company
MWH Constructors
PA Consulting Group
Palace Construction Co.
Parsons Brinckerhoff

Pasterkamp Heating & Air Conditioning
Pinkard Construction
Powers Products
Precision Construction Solutions
Professional Investigative Engineers
Progressive Roofing, Inc.
Quality Electric
R.D. Simmermon & Company
RFP Consulting, Inc.
Rider Levett Bucknall
Roche Constructors
Rolling Plains Construction
Schommer Construction, LLC
Shaw Construction
St. Andrews Construction Services
Sturgeon Electric
Sunstate Equipment
Swinerton Builders
T.P. Enterprises, Inc.
Tepa EC, LLC
The Blue Book
TJS Construction
Total Plumbing, Inc.
Trautman & Shreve, Inc.
Universal Forest Products
Vertex Engineering
Weifield Group Contracting
West Electric
Weston Solutions, Inc.

Member Company Roster
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The following is a list of
companies who are
represented at ASPE
Chapter 5…

HEY YOU!!

Please contribute an article to our
ASPE Newsletter!

• Are you working on an interesting
project?

• Has your company been featured in
our newsletter?

• Have you run into an unusual
circumstance in the industry?

• Have you been effected by the new
LEED requirements?

• Are there estimating practices that
you find unique?

• Anonymously - did a G.C. or sub just
do something ridiculous!?!

Contact: Chris Morton, Newsletter
Chair at: cmorton@howellconst.com
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Board Members & Committees 2009 - 2010

ASPE Denver Chapter 5
P.O. Box 3948

Parker, CO 80134
720.248.2770

info@aspedenver.org
www.aspedenver.org

OFFICERS:
President: Heather Boulanger
Rolling Plains, Inc., Email: heather@rollingplains.com
1st Vice President: Eric Ross, CPE
Management Computer Controls, Email: laurenanderic@comcast.net
2nd Vice President: Warren Neubauer
Murphy Company, Email: wneubauer@murphy-den.com
3rd Vice President: Marc Reid
dcb Construction, Email: amreid@comcast.net
Secretary: Jim Dent
Weifield Group Contracting, Email: jdent@weifieldgroup.com
Treasurer: Steve Larson
Design Mechanical Inc., Email: slarson@comfortsystemsusa.com
BOARD OF DIRECTOR MEMBERS:
Gary Beatty, CPE, Mountain Steel & Supply Company, garyb@mountainsteel.com
Chip Caldwell, CPE, Encore Electric, 2otc@qx.net
Gary Fallico, Quality Electric, Inc., gfallico@qualityelectric.com
Cole Mayer, Adolfson & Peterson Construction,  cmayer@a-p.com
Craig Tarr, CPE, Madsen Kneppers & Assoc., ctarr@mkainc.com
COMMITTEES:
Awards Committee Chair:
Kye Holtan-Brown, CPE, Pinkard Construction
(303) 345-2842 Email: kyeholtanbrown@yahoo.com
Certification Committee Chair:
Bruce Thompson, CPE, Merrick & Company
(303) 751-0741 Email: bruce.thompson@merrick.com
Education Committee Chair:
Warren Neubauer, Murphy Company
(303) 576-3875 Email: wneubauer@murphy-den.com
Ethics Committee Chair:
Marc Reid, dcb Construction
(303) 287-5525 Email: amreid@comcast.net
Industry Liaison:
Chris Morton, CPE, Howell Construction
(303) 899-4784 Email: cmorton@howellconst.com
Membership Committee Chair:
Eric Ross, CPE, Management Computer Controls
(800) 225-5622 Email: laurenanderic@comcast.net
Program Committee Chair:
Ralph Kasper, CPE, Adolfson & Peterson Construction
(303) 363-7101 Email:rkasper@a-p.com
Newsletter Committee Chair:
Chris Morton, CPE, Howell Construction
(303) 899-4784 Email: cmorton@howellconst.com
Newsletter Editor/Webmaster
Suvi Caton, CPSM, Strategic Marketing Concepts (SMC)
(720) 480-5187 Email: suvicaton@smc-strategy.com
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Association Management:
 Third Eye Group

 nsingleton@thirdeyegroup.com
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