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Date:  Tuesday, Jan. 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/reservation
  $50.00 w/o reservation
  $20.00 for students
  

Calendar

January Program
January 13, 2009

ASPE 2009 Estimating 
Academy & Annual 
Convention
July 22-25, 2009
Sheraton St. Louis City 
Center Hotel

*See Tim’s bio on page 2

Bidding Strategies

Recently estimators from many companies, representing both general 
contractors and specialty contractors, have noted that more companies 
are competing for every project, and more projects seem to be awarded to 

general contractors on a “hard bid”, rather than a “negotiated” basis. The reasons for this, 
and whether this is good for our industry, are better suited to an opinion piece. The goal 
here is to provide feedback on some specifi c ways participants can help make the hard 
bid process better for all involved. The following suggestions are based on responses to a 
survey sent to members of our local chapter.

General Contractors can help subcontractors provide more complete and “apples-to-
apples” bids, thereby reducing everyone’s risk, by taking some of the following steps:

•  Provide sales tax and nay prevailing wage information clearly on Invitation to Bid
•  Review specs for completeness prior to sending out to bid.
•  Try to get the owner/architect to allow for adequate time during the bid process for 

bidder RFI’s. 
•  Ensure the architect is responsive in answering questions. This will clarify scope 

and minimize exclusions, mistakes or incorrect assumptions on bid day.

Speakers: Tim Van Stelle 
President, Duro Electric 

&
Richter Schneider

Manager of Estimating
Jacobs Global Buildings 

North America
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Member Spotlight...Mark Kaiser, Senior Estimator, Piper Electric Co.
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JANUARY PROGRAM SPEAKER BIO

I have nearly 30 years experience in the electrical contracting business and currently 
hold a Master Electrician license for the state of Colorado. I began my apprenticeship 
in 1979 as a residential electrician and service truck technician with subsequent 
advances into purchasing and estimating. As a purchasing agent, I was responsible 
for all purchasing of electrical materials including conduit, wire, boxes, fi ttings and 
hardware along with procurement of tools and rental equipment. As an estimator, 
I have performed general estimating procedures including job walks, reviewing 
specifi cations, detailed take-off, requesting material and subcontractor quotes.

With 16 years of service with my current employer I have had an opportunity to work 
with many different people and I can say that it is true that there is something to be 
learned from every living being. I feel fortunate to have worked with several other 
estimators and project managers who have taught me how to become a more complete 
and accurate estimator.  It seems that the more I learn the more I realize that there is 
much more that can be learned about the construction industry. I hope that as time goes 
on I can pass on a little of what I have learned to the younger estimators who are in our 
offi ce.

Though I am not a native to Colorado, I have lived in the Arvada area since 1969 when 
my family moved here from Chicago. My entire family, along with myself, soon fell 
in love with the Colorado outdoors and have all enjoyed skiing, fi shing and golfi ng 
ever since. My parents spent many years as ski instructors at a local resort which 
allowed us kids to enjoy many days on the slopes. My current passions are now golfi ng 
and fi shing as my knees are not what they used to be. My favorite trip is an annual 
fi shing outing in the fall with my dad and my brothers to several lakes in the Flattops 
Wilderness area near the town of Meeker in northwestern Colorado.

I joined ASPE Denver chapter to broaden my knowledge and understanding of the 
construction estimating process on both the general and subcontractor side. I hope to 
do this through the networking, socializing and instructional programs at the monthly 
ASPE meetings.

TIM VAN STELLE
Tim Van Stelle is President/Owner of Duro Electric Company.  He began his electrical career in 
1978.  Tim went to work at Duro Electric in 1984 as a journeyman electrician and was promoted in 
1995 to an estimator/project manager position. In 1996, Tim was presented with an opportunity to 
purchase the company. Duro Electric has been one of the top 10 Electrical Contractors in Colorado 
(rankings for Colorado sales) for over 15 years.  He is a Colorado native with two children. His 
current resume includes the following:

• Colorado Masters License/NICET Level II Fire Alarm certifi ed/LEED accredited 
• Executive Board Member of CITC (a BAT Certifi ed metro area apprentice school) since 1995
• 2009 Chairman of CDA (Constructors & Designers Alliance), a collaboration of 23 

construction industry associations ranging from landscapers to architects
• Executive Board Member of Associated Builders & Contractors (ABC) Rocky Mountain 

Chapter
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ASPE Code of Ethics

Professional estimators shall perform services 
in areas of their discipline and competence. 

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

Professional estimators shall 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 confi dence all knowledge of the 
business affairs and technical procedures of an 
employer or client. 

Professional estimators shall conduct 
themselves with integrity as 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 defi ned 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 express 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 or receiving of gifts, that 
are intended to be or may be construed as 
being unlawful acts of bribery. 

Canon #2

Basic Canons
Canon #1

Canon #3

Canon #4

Canon #5

Canon #6

Canon #7

Canon #8

Canon #9
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President’s Message 
continued...
•  Try to get owners/CM’s to allow for pre-
qualifi cation of key trades’ subcontractors.
•  Spend time prior to bid day talking to 
subcontractors and reviewing scope letters, 
asking what information is missing and might 
require assumptions resulting in large bid 
variations, etc.
•  Review general conditions sections of the 
spec with an eye to items that subcontractors 
need to notice. While subcontractors will be 
contractually responsible for all portions of the 
specifi cation, highlighting unusual insurance 
or mockup requirement in an “FYI” or other 
notice falls under the “ounce of prevention is 
worth a pound of cure”.

Specialty Contractors can increase their 
opportunities when bidding by following some 
of these suggestions:
•  Send quotes early and possibly send a scope 
letter even earlier. Here’s some stats to keep in 
mind on bid day:
 *General Contractors typically get 
6-12 bids per trade on every trade on a hard 
bid that for a complete building can include 
over 40 trades. That can be upwards of 400 
bids.
 *Half of bids often are received in 
the last hour or two prior to the bid time. That 
means potentially 200 bids to review by a 
team of maybe 5 estimators, in 90 minutes, 
which = 2 minutes per bid on average to read, 
decide to review in detail, or relegate to the 
“too high” or “incomplete” piles. 
 *Guess what happens to bids that are 
incomplete, unclear as to scope included, have 
many exclusions or qualifi cations, are hard to 
read, or don’t acknowledge addenda?
•  Submit bids via fax and email. E-mail only 
is not good enough – what if the addressee is 
out sick, is not the right person, or is working 
on scoping bids and isn’t able to check their 
e-mail? A good reminder: “faxes go to a 
company, e-mails go to a person”.
•  The bidder should not contact the GC prior 
to bid and ask “how does our bid look?”  This 
can be very disruptive, and really, the type of 
GC that would tell you where you stand and 
allow you to “revise” your bid would likely 

Continued on page 9...



ASPE Denver Chapter Newsletter, Volume 9, Issue 1 Page

In the course of writing the article on bidding strategies, many discussions and comments 
surfaced regarding the recent, fairly dramatic, swing in the construction industry from a fair 
amount of projects procured using a negotiated format, to a much larger percentage of “hard 
bid” projects. This change is having a strong impact on the industry across all levels – from 
owner, to general contractor, to specialty contractor. It has meant fewer projects awarded to 
a general contractor based on qualifi cations, interviews, and/or general conditions and fee 
proposals, and more projects awarded based off of lump sum bids. As a result, the “rules of 
engagement” for relationships within the industry are changing, and from the perspective of 
each participant, their choices within this framework make sense, but result is an industry that 
is becoming more contentious, is providing lower construction quality, and is more hostile to 
companies that want to provide well-paying jobs with good benefi ts.

Owners see the current market shift as opportunity to fi nally get some projects within budget, 
which in many cases was not happening under the negotiated contract format that was 
popular until recently. Whether this was due to the unexpected and unforeseeable material 
cost escalations of recent years, or due to a “seller’s market” where general contractors had 
the luxury of declining to chase work they deemed less profi table is debatable. However, 
the current market is being driven by the perception of owners that this “buyer’s market” is 
allowing them, fi nally, to get the full scope of a project for their desired budget without the 
hassle and frustration of a lengthy “Value Engineering” (read – “scope slashing”) process. This 
market is also allowing owners to demand lump sum proposals with no contingency, based 
on much less than 100% construction documents, and with few if any concessions in contract 
language.

General contractors, in turn, are fi nding that they no longer have the luxury of turning down 
hard bid opportunities in favor of less risky negotiated projects. Many owners are still using 
requests for qualifi cation in order to select a short list of pre-qualifi ed general contractors. 
However, instead of allowing the general to in turn limit their risk by pre-qualifying lower 
tier contractors, owners are requiring the bidding general contractors to compete against each 
other in a “hard bid” process that pretty much forces the general to use any low subcontractor 
bid that shows up on bid day and that appears to be complete, after just a few minutes’ 
review. If generals refrain from using a low subcontractor bid because they do not know the 
bidder or suspect the bid is incomplete, they can be sure at least one of their competitors will 
use that bid, and they will lose out. The only upside (for contractors) within these “rules of 
engagement” is found on the other side of the blade that cuts both ways – change orders to the 
owner for work that was unclear or incompletely shown on the bid documents.

Using an open “cattle call” type of bid process has a number of potentially large downsides:
The subcontractors can walk away from a bad bid with few to no repercussions. They 1. 
typically do not have to post a bid bond to the general, and unless they are one of the 
general contractor’s regular subcontractors, there is no relationship to risk ruining.

Already some participants in this process are noticing the trend that “low bid” = “in-2. 
complete bid”, and the low bidder either left something out, or relied on a subcontrac-
tor bid that left something out.

Owners see the benefi t of the lower initial bid, or fi rst cost, in stark black and white, 3. 
while costs due to change orders or poor quality will not show up for a long time and 
will be less easy to quantify.

IN MY OPINION...an editorial by Kye Holtan-Brown
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Project quality suffers as projects are awarded to whichever company happens to be 4. 
low bidder, rather than to a pre-qualifi ed company. With ten, fi fteen, or more, bidders, 
often at least some of those are bidding projects which are too big for them, which 
they cannot bond, or which they do not have the expertise to do. 

Architects may not realize the extent to which incomplete specifi cations or plans 5. 
may open them up to E&O claims that previously were mitigated because the general 
contractor had more time for questions during the more lengthy pre-construction 
process, or who just “fi xed” problems during construction in order to maintain good 
relationships.

The result?
Owners are treating construction like a commodity, rather than a service, with the  
underlying assumption that the product to be delivered would be the same regardless of 
price.

General contractors are being forced either to accept much more risk by relying on  
subcontractor bids that may be incomplete or incorrect, or else decline to bid and hope 
their companies can survive while they wait out the current swing in the market.

Experienced, qualifi ed specialty contractors are competing against others that do not  
have the same qualifi cations, which means those with better training, benefi ts, and pay 
are often at a disadvantage. 

Many companies will go out of business, but not before their failures cause a cascade  
of problems for all the participants in the projects in which they are involved.

What can be done? 
The industry can work to educate owners on the differences in service and quality  
from companies that have better paid employees, more experience in the type of 
construction offered, and reputations for minimizing change orders. This education, 
however, may only come after many owners have been burned by poor quality, lots of 
change orders, and possibly even litigation.

General contractors can work with architects and owners to minimize opportunity  
for mistakes or misunderstandings by subcontractors by ensuring bid documents are, 
indeed, 100% construction drawings, and not something less, and by insisting on 
adequate time for bid RFI’s.

Specialty contractors can work with generals to review documents immediately and  
fl ag missing or incomplete information.

Will we survive all this? Yes, at least most of us. But many owners, general contractors and 
specialty contractors will be unhappy with the results of the current “rules of engagement”. 
And in the meantime, the work that could have been successfully completed with few change 
orders by a team of qualifi ed contractors will instead be more likely to be a fi nancial disaster, a 
quality nightmare, and a potential litigation fi eld day. Once again, the construction industry will 
get a black eye in the perception of owners and the public, all because construction companies 
are just trying to survive the new “rules of engagement” of the current market.

IN MY OPINION...by Kye Holtan-Brown
continued from page 4...
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Registration:
Early Bird Registration 
Ends January 6, 2009 
Members:  $40.00 
Non-Members:  $45.00 
Students:  $20.00 

After January 6, 2009 
Members:  $45.00 
Non-Members:  $50.00 
Students:  $20.00 

To Register Online: 
http://aspedenver.eventbrite.com 

To Register by Phone: 
(720) 248-2770 

ADDRESS 

P.O. Box 3948 
Parker, CO 80134 
CONTACT 

Phone (720) 248-2770
Fax (303) 755-7363 
www.aspedenver.org 

SOLUTIONS

JANUARY CHAPTER PROGRAM 
The Estimator as CEO

Event Description: 

Typically, Estimators have an extremely varied skill set.  Not only do they 
understand the nuances of estimating their respective trades, but they 
also need to understand how things are built, how to operate several 
different software packages, and how to communicate effectively with 
their upper level managers, project managers, field personnel and 
architects.  In addition, Estimators must understand relationships and how 
to procure work based on this understanding of relations.  Add to these 
skill sets the fact that we are generally detailed-oriented people and you 
begin to see why Estimators are the type of well-rounded individual that is 
required as a senior level manager—and even as CEO. 

Are you next in line to be the CEO? 

What are the steps you need to take in your career to make this a realistic 
goal? 

Come to our January Chapter Event to see how the career paths have 
developed for some of the local Estimators—turned Executives.  This will 
provide you with a clear understanding of the tools you need to enable 
this transition for you and your career. 

Time will be allowed for Q&A after the presentations. 

Join us for an evening of learning and networking!  Register today!

To register, go to: 
http://aspedenver.eventbrite.com 

Cancellation Policy: Although we hope you are able to attend each event for which you register, should 
you find it necessary to cancel your registration, please do so four business days before the event. If we 
receive your cancellation within this timeframe, you will receive credit towards a future event. However, if 
we receive your cancellation less than four days before the event, we will be unable to issue a credit and 
full payment is required.  All cancellation requests are to be received in writing via fax to (303) 755-7363.  
No shows are required to submit full payment.

Event Details: 
Date/Time:
Tuesday, January 13, 2009 
5:00pm Registration/Networking 
6:00pm Dinner Program 

Location:
Red Lion Hotel 
4040 Quebec Street 
Denver, CO 80216 

DENVER CHAPTER 5 

www.aspedenver.org 



Join us for 
the largest 
Estimating 
Event in 
Colorado!

Join us for 
the largest 
Estimating 
Event in 
Colorado!

2009 ASPE Denver 
Estimating Academy

PPA Event Center
2105 Decatur Street
Denver, CO 80211

The ASPE Denver Chapter is pleased to announce that it is hosting the 3rd 
Annual Estimating Academy on February 27, 2009.  This full-day event is 
packed with educational seminars and networking opportunities for those 
in the construction industry.  Attendees can expect to learn practical and 
innovative ways to position themselves and their companies to respond 
successfully to new opportunities, changing market forces, and the evolving 
needs and preferences of customers.



This event will feature two educational tracks: 1) Basic Training and 2) Advanced Estimating.  Each breakout 
session will incorporate case studies, outline real-life successes, offer solutions to common industry 
challenges, and address emerging issues and trends that can significantly impact your overall business and 
position in the marketplace.

The tracks include:

Track 1: Basic Training
Bid Solicitation/Invitation to Bid•	
HVAC Systems 101: What Are They and What Do They Do?•	
Design-Build Estimating•	
Electrical Systems 101: What Are They and What Do They Do?•	
Pre-Construction in the Subcontractor World•	

Track 2: Advanced Estimating
Risk Assessment and Analysis•	
LEED Projects: How Do They Affect the Estimate?•	
Uniformat, V.E., LCCA & BIM: New Technologies Changing What and How We Do Things•	
Life Cycle Costing•	
Construction Markets in the New Economy•	

In addition to the exciting educational opportunities, you won’t want to miss the opportunity to learn about 
new products, get advice from industry experts, and network with industry leaders.  Register today!

Registration
Early Registration Discount – expires January 30   Standard Registration – after January 30
ASPE Member   $95    ASPE Member   $115
Non-ASPE Member  $115    Non-ASPE Member  $135
Student Chapter Member $15    Student Chapter Member $25

To register, go to: http://aspedenver.eventbrite.com
For more information, call (720) 248-2770

Sponsorship Opportunities are also available for those organizations interested in being recognized as a supporter of the 
construction and, specifically, the estimating industry.  As a sponsor, your firm enables the ASPE Denver Chapter to 
continue providing educational and networking opportunities for the construction  community.  All sponsors will receive 
verbal recognition and will be included on all print materials and event signage.  

Sponsorship Opportunities
Lunch Sponsors   $750 (2 available)
Breakfast Sponsor   $750 (1 available)
Session Sponsor   $250 per session (10 available)
Collegiate Chapter Sponsor  $150 (10 available)

To sponsor the 2009 Estimating Academy, go to: http://aspedenver.eventbrite.com

A full-day of action-packed learning, education, training, communication, networking and fun.A full-day of action-packed learning, education, training, communication, networking and fun.



ASPE Denver Chapter Newsletter, Volume 9, Issue 1 Page 9

Quote of the Month
submitted by Ralph Kasper

turn around shop your bid. Do you really want 
that?
•  Make sure the contact name and offi ce & 
cell phone numbers are listed for someone 
who can answer questions on bid day – ALL 
DAY. 
•  List bid documents reviewed and addenda 
included. 
•  List spec section numbers or scope of work 
description.  Do not just say “per plans & 
specs.”
•  Be sure to bid on the alternates that affect 
your trade. Alternates and unit prices have 
to be turned in at bid time by the GC, which 
differ from bids for negotiated jobs, where 
GC’s may have the latitude to fi gure out the 
low, complete bidder fi rst, and then take 
a couple days to chase down pricing for 
alternates. 
•  Break out sales tax and bond and always 
acknowledge if a bid is a VOLUNTARY 
ALTERNATE to the spec. Otherwise, you run 
the risk of being bound contractually to the 
spec.
•  Do not just exclude something due to 
incomplete information – ask the question 
fi rst! Here’s something many subcontractors 
may not know - general contractors are not 
usually allowed to exclude or qualify anything 
to an owner on a hard bid, so scope excluded 
by a subcontractor is usually “plugged” – 
meaning dollars are added to a sub bid based 
on a general contractor’s guess as to the value, 
which may over-compensate for missing items 
and make a competitive bid suddenly appear 
much less competitive.
•  Always follow up with a hard copy. 
•  Avoid the common mistakes:
 1. Not understanding taxes, wages, etc
 2. Not listing contact names, numbers and 

email addresses
 3. Not using company letterhead.
 4. Forgetting to change the “Contractor” 

name on their quote sheets. 

Thank you to everyone who contributed. 
While many of us are hoping this hard bid 
market gets a little less crazy, in the meantime, 
keep on sharing tips and information that will 
make things easier for all of us on bid day!

President’s Message 
continued from page 3...

“This is the true joy in life, the being used 
for a purpose recognized by yourself as a 
might one; the being thoroughly worn out 
before you are thrown on the scrap heap; the 
being a force of Nature instead of a feverish 
selfi sh little clod of ailments and grievances 
complaining that the world will not devote 
itself to making you happy.”

George Bernard Shaw (1856 - 1950)
Irish playwright and critic

CONTRACTOR -- A gambler who never 
gets to shuffl e, cut or deal.

BID OPENING -- A poker game in which 
the losing hand wins.

BID -- A wild guess carried out to two 
decimal places.

LOW BIDDER -- A contractor who is 
wondering what he left out of his bid.

ENGINEER’S ESTIMATE -- The cost of 
construction in heaven.

PROJECT MANAGER -- The conductor of 
an orchestra in which every musician is in a 
different union.

CRITICAL PATH METHOD - A 
management technique for losing your shirt 
under perfect control.

OSHA -- A protective coating made by 
half-baking a mixture of fi ne print, red tape, 
split hairs and baloney -- usually applied at 
random with a shotgun.

STRIKE -- An effort to increase egg 
production by strangling the chicken.

DELAYED PAYMENT -- A tourniquet 
applied at the pockets.

COMPLETION DATE -- The point at 
which liquidated damages begin.

LIQUIDATED DAMAGES -- A penalty for 
failing to achieve the impossible.

JOKE OF THE 
MONTH
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Acoustical Concepts 
Adolfson & Peterson Construction  
Alliance Construction Solutions
 Alutiiq
ARC Integrated Program Management 
 Assoc. Construction Consultants
 Baker Concrete
Beck Group
Boles Custom Builders
Building Tech Consultants, Inc. 
Casson Duncan Constructors
CDM Constructors
CLC Associates, Inc.
Coe Construction, Inc.
CPC Painting
dcb Construction Company, Inc.
Denver Drywall Company 
 Design Mechanical Inc.
Douglass Roofi ng
Earth Tech/AECOM
F. Rodgers Corp.
Golden Triangle Construction
 Haselden Construction
 Heartland Acoustics & Interiors 
 Heggem-Lundquist 
Howell Construction
Interior Alterations, Inc. 
J. E. Dunn 
J.R. Huston Enterprises, Inc.
Jacobs Facilities, Inc. 
Kellogg, Brown & Root, Inc.
Kenny Electrical Services
Landtech Contractors Inc.
LPR Construction
Ludvik Electric 
M.A. Mortenson Construction
Madsen Kneppers & Associates 
Main Electric
Management Computer Controls
Maxwell Construction
McBride Electric
Merrick & Company 
 Metro Steel Fabricating 
MCM, Inc.
Mountain Steel & Supply Company
PA Consulting Group 
Palace Construction Co. 
Professional Investigative Engineers
Quality Electric 
Range Fuels, Inc.

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

Member Companies Continued...
Rider Levett Bucknall
RK Mechanical
Roche Constructors
Rolling Plains Construction
Sabells Enterprises, LLP
Shaw Construction
Sturgeon Electric 
Swinerton Builders
T.P. Enterprises, Inc.  
The Blue Book 
TJS Construction 
Trautman & Shreve, Inc.
Universal Forest Products
USA Masonry
Vertex Engineering
Weifi eld Group Contracting
West Electric
Weitz Company, LLC 

Membership Committee Update
Heather Boulanger - Chair

I would like to fi rst welcome our new 
member this month.  He is:

Jonathon Harris from Alliance 
Construction

I would also like to recognize all the guests 
at December’s meeting.  They were:

Jerry Lockamy (Also submitted a new 
member application – Welcome!); Munson 
Regan; Russell Hammond; Craig Arcand 
and Jay Packard, Encore Electric; Steve 
Rademacher and Alex Szakal, dcb 
Construction; Andy Cacy, Les Chisman, 
William & Bill Eustace, Sean Lauck, 
David Swanson, Bob Wingo and Hytek 
Zdanowicz, Heating & Plumbing Engineers 
(Let’s sign these guys up!)

If you know of anyone that you think would 
enjoy the benefi ts of membership, please tell 
me and I can contact them. I can be reached 
at: (303) 659-7861, ext. 112 or email me at:  
heather@rollingplains.com.
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Offi cers:
President: Kye Holtan-Brown, CPE
Pinkard Construction
Email: kyeholtanbrown@yahoo.com
1st Vice President:  Heather Boulanger
Rolling Plains Construction
Email: heather@rollingplains.com
2nd Vice President:  Warren Newbauer
Murphy Company
Email: wneubauer@murphy-den.com
Secretary: Tom Bandy 
Alutiq, LLC.
Email: tbandy@alutiq.com
Treasurer: Newt Klusmire, CPE
Swinerton Builders
Email: nklusmire@swinerton.com

Board of Directors Members:
Eric Ross, MC2
 Email: laurenanderic@comcast.net 
Marc Reid, dcb Construction
 Email: amreid@comcast.net

Committees:
Awards Committee:
Heather Boulanger, Rolling Plains Construction
(303) 659-7861  Email: heather@rollingplains.com
Certifi cation Committee:
Bruce Thompson, CPE, Merrick & Company
(303) 751-0741  Email: bruce.thompson@merrick.com
Education Committee:
Henry Zurbrugg, Golden Triangle Construction
(303) 772-4051  Email: hzurbrugg@gtc1.net
Ethics Committee:
Newt Klusmire, CPE, Swinerton Builders
   Email: nklusmire@swinerton.com
Fundraising Committee:
Interested?  Contact Kye Holtan-Brown
Industry Liaison:
Chris Morton, Howell Construction
(303) 899-4784  Email: cmorton@howellconst.com
Membership Committee:
Heather Boulanger, Rolling Plains Construction
(303) 659-7861  Email: heather@rollingplains.com
Program Committee:
Ralph Kasper, Adolfson & Peterson Construction
(303) 363-7101  Email: rkasper@a-p.com
Newsletter Editor:
Suvi Caton, CPSM, Adolfson & Peterson Construction
(303) 363-7101  Email: scaton@a-p.com 
Webmaster:
Walter Graham, Develobling
   Email: walterg@develobling.com 
Administrative Management:
Nicole Singleton, Third Eye Group
   Email: nsingleton@thirdeyegroup.com
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Board Members & Committees      2008-2009

ASPE Denver Chapter 5
P.O. Box 3948

Parker, CO  80134
720.248.2770

info@aspedenver.org
www.aspedenver.org


