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Winner of the Best Newsletter Award 2012-13 Award in the Northwest Region! 

April 2017

In This Issue

Tower cranes are still springing up like April flowers all over the 
front range of Colorado. As busy estimators, we all fall back to our 

offices to process the tremendous work load. Not getting out to meet clients and business 
associates like we know we should. I know, as I write this article my e-mails are piling 
up waiting for responses. 
 
I would love to close the door to my office do some quantity survey. The most basic 
of tasks, and the best way to get to know a project. But alas my fate has been one of 
meetings and more meetings. My outlook calendar and my lab notebook are always at 
my side ready to remind me where I must be for the next event. 

This does not mean that we should all aspire to become hermits or just drive on to the 
next meeting.  There is a better way to handle the load. Reach out to your team mates and 
work together. Your team can be your co-workers, your subcontractors, your vendors, 
and even your fellow ASPE members.

The March Chapter meeting was a great example of sharing with other estimators. During 
the networking and dinner, the attendees got to share 

Keep it green! Please print 
this newsletter only if 
absolutely necessary.

Date:  Tuesday, April 11, 2017

Time:  4:00pm Tour
 6:00pm Dinner-Urban Roadhouse
 
  1515 Arapahoe, 
 Tower 1, Suite 110,
 Denver, CO

LIMIT 25 PEOPLE! REGISTER EARLY!
 
Cost:  $40.00 Members*
 $45.00 Non-Members*
 $30.00 Unemployed or  
             Retired Members
  *$5 additional if you register after Apr. 6.

SIGN UP TODAY!

Program information on page 14. 
Register at: www.aspedenver.org

Green Valley Ranch Club
June 8th, 2017

7:30am - shotgun start

Field Trip!
1144 Fifteenth 

BUILDING TOUR

Annual Golf Tournament

Chapter Meeting 
Notice

April Program

Continued on page 3...
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Seven new estimating ideas to try
By Anton Takken, estimatorsplaybook.com

FEATURE 
ARTICLE
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We’re all looking for an edge to win a bid or make a project more profitable.  
Estimating is a profession with deep roots going back through history.  It stands to reason 
that many of our current problems were familiar to our ancestors.  As with all human 
endeavors, we’re trying to improve on old problems, and sometimes a “new” idea is 
really just a rediscovery of a forgotten gem.  With that in mind, I hope the following 
seven ideas are at least new to most contemporary estimators.

#1 Provide constructability review for fee instead of conceptual competition for free

Conceptual estimating provides financial 
feedback on incomplete designs.  Since the 
complete design-development process can 
take months or even years, it’s important 
for clients to have a way to maintain 
alignment between their design and their 
budget.  There are many situations where 
a conceptual estimate can help the client to 
make an informed design decision.  General 
Contractors (GC’s) have traditionally 
extended this professional courtesy to assist 
and encourage upcoming projects.

Some GC’s believe they can make 
themselves indispensable to a project by 
providing extensive conceptual estimating.   
They hope to secure a contract award before 
the design is completed.  This is commonly known as “client capture” and it’s the reason 
some firms will spend a considerable amount of time on conceptual bidding.

Since neither the Architect nor the Client pays for these conceptual estimates, they are 
naturally enthusiastic about soliciting bids from GC’s.  In some markets, it has become 
common to solicit competitive conceptual estimates from several GC’s without any 
intention or obligation to work with the “winning” GC on the final project.  The request 
for proposal (RFP) on such projects  encourage GC’s to provide design solutions, while 
studiously avoiding any reference to contract award.

GC’s with more optimism than caution end up as unpaid design consultants.  Some truly 
callous Clients will  “refine by bid” which is where all the estimators best ideas from 
one round of bidding are incorporated into the plans before they’re put back out to bid 
with their competitors.  This process is repeated until the client is satisfied that they’ve 
got the cheapest contractors building the best ideas.  I encourage estimators to find less 
frustrating ways to help their competition!

Clients may be unwilling (or unable) to award a contract to a GC on the basis of the 
conceptual estimate.  Nevertheless, these clients need budgetary feedback on their 
designs.  An unspoken detail of complimentary budgeting services, is that you can’t 
hold anyone responsible for bad information.  Clients who solicit several bidders are 
hoping to work around this problem by putting their trust in a budgetary consensus.  This 
encourages bidders to game the uncertainty to their advantage.  The bidders goal shifts 
from providing insightful conceptual estimates worthy of contract award, to landing an 
invitation to the final round of bidding.

Membership Statistics
(as of March 19, 2017

          Current Member Count 61  
 
57.38% 35  Estimator ( E )
1.64% 1  Student (S)
4.92% 3  Fellow (FCPE)
1.64% 1  Member Emeritus (ME)
34.43% 21  Certified Professional  
  Estimator (CPE)   
100.00% 61  Membership

Continued on page 3...
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what they are doing and seeing in the industry. Most of us found out that we are not going 
this alone and help is in the room.

We also were introduced to Forensic Estimating by Robert (Bob) Pratt, FCPE. Bob started 
by reminding all of us in the room that we are a team. The vendors, the subcontractors 
and general contractors all work as a team to put together an estimate. Not one person can 
put an estimate together by themselves. Even a high-level concept estimate is built with 
information gathered from history. A history created by a team.

Bob also talked about how the work product that we put together last long after bid day. 
Our data, our information is used by the project team to produce change orders later in the 
project. Even the client will use the information afterwards to plan future projects.
So, as you plan your work and get ready for the next estimate, make time to reach out to 
your team.  

President’s Article
...cont from pg 1

Since Architects act as gatekeepers to new project opportunities, the GC’s will favor 
the Architects interests wherever they can.  This means that GC’s aren’t as interested in 
finding budget-blowing design choices as they are in delivering a plausible-sounding 
number.  GC’s who mostly chase conceptual work won’t attract market-leading 
subcontractors (subs) who have real opportunities to pursue.  Firms that cannot attract 
market-leading subs must often cut corners to be competitive.   All of these conflicting 
motivations serve to move the outcome of a conceptual estimate further from its purpose.   
Many clients end up blind-sided by a budget blowout on their final bid as a result.

Estimates are not free.  Competitive bidders submit their estimates in a good faith 
exchange for either contract award, or bid results which help them to win their next 
bid.  Competitive conceptual bidding with no obligation to award or even select a 
contractor is a terrible practice that’s harmful to all parties excepting the Architect.

GC’s should offer clients an alternative.  A constructability review would furnish 
the client with not only the conceptual estimate, but a comprehensive report on the 
constructability of the plans. Furnishing the client with a list of outstanding budgetary 
issues provides a way to track changes and guide progress. The fee for these services 
should be commensurate with the labor involved in meeting the client’s needs, including 
recompense to any subcontractor consultants involved.

#2 Include sample subcontracts with every invitation to bid

It’s impressive that with the incredible amount of information that’s being effortlessly 
transmitted via email, and bid-letting software that one crucial document is virtually 
never shared before the bid deadline; the subcontract.   Many GC’s provide the sample 
contract under Division 1: General Conditions in the project specifications.  However 

Continued on page 4...
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that sample contract is only between the Client and the GC.  Most GC’s include 
subcontract terms that are much more stringent than those in the General Contract.  The 
most common are the “pay when paid” provisions which allow a GC to deny or delay 
payment to a sub because the client hasn’t paid them.  Some GC’s restrict the allowable 
percentages of overhead and profit on change orders on subcontractor’s change orders as 
well.  Other GC’s require every subcontractor to provide several hours of daily cleanup.  
These are just a few of the many contractual requirements that Subs are expected to agree 
to after they’ve bid the job.  GC’s factor the general contract terms into their estimates as 
part of the project risk.  Providing a sample subcontract with every invitation to bid (ITB) 
shows the subs what the GC is expecting of them.  This avoids unnecessary arguments 
and negotiations for the Project Manager trying to get the project started.

#3 Provide bidder responsibility matrix to delegate trade overlaps and identify sole-
sourced vendors

Building on the concept of telling Bidders what you want from them, it’s a good idea to 
provide a bidder responsibility matrix.  There are tons of situations where several trades 
will overlap, yet nobody knows which trade the GC expects to do the work.  Rather than 
leaving these things to chance, it’s far better to actually provide direction so there won’t 
be any bid-day surprises.

Sole-sourced vendors are companies that must be hired for the project.  Sometimes they 
sell an exclusive material, other times there are proprietary systems that require specialist 
training.  The most common sole-sourced vendors will pertain to systems like; Security, 
Access control, HVAC Control, Fire Alarm, Elevators, Point of Sale (POS) systems, and 
Telecom.  Many of these vendors are “ghost trades” who only operate in a sub-tier-sub 
relationship.  If the affected trades don’t know who to call, they’ll just exclude the work 
entirely.   It’s absolutely incredible how much time gets wasted by all the subs trying to 
figure out who these sole-sourced vendors are.  GC estimators that provide leadership and 
information will quickly earn the loyalty of their subs.

#4 Provide “sellable” target budgets for individual trade solicitations on design-build 
estimates

GC’s who pursue competitive design-build bids rely on subcontractors to fill in a great 
deal of information.  These projects typically provide a narrative along with a rudimentary 
sketch of the work.  Lacking a target budget, the subcontractors have no context to 
interpret the design intent of the project narrative.  As a result, a lot of work is wasted in 
developing proposals that don’t meet the client’s needs.  Getting the subs dialed in to the 
GC’s expectations gives the whole team a cohesive plan of action.  Providing leadership 
and perspective is vital to successful bidding in a competitive market.

It’s worth pointing out that GC’s who have a Project Manager (PM) “bidding their 
own work” should make sure they adhere to estimating best practices .  Lots of PM’s 
“estimate” by collecting subcontractor bids and tallying the total of the lowest bids in 
each trade.  These PM’s have no idea what things should cost because they’re not actually 
estimating their projects.  GC estimators looking for an edge against their competitors 
can set themselves apart from the “bid collectors” by proving they are the firm that knows 
what a winning number should be.

In tight markets, this knowledge can undermine the hack GC bidders by giving the 
sub market a way to know when a GC hasn’t shared all the project requirements.  
Transparency leads to trust and trust leads to cooperation. The subcontractor market’s 
frustration with bidding practices that obscure, delay, and misrepresent what’s really 

Feature Article
...cont from pg 3

Continued on page 5...
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going on shouldn’t be underestimated.  Being timely, honest, and forthright with 
important information will provide a sustained competitive advantage in most markets.

#5 Improve in-house estimating by hosting “lunch and learn” sessions with a 
market-leading subcontractor

Good leadership is difficult without good information.  Market-leading subcontractors 
can be a great source of trade-specific information for a GC estimator.  Understanding 
what drives the costs in complex system can open up options that would be overlooked.  
GC estimators should strive to improve their knowledge by inviting a market-leading 
sub to a lunch hour session where they can present on some specific area of their trade 
and answer estimators questions.  These meetings can explore new materials, techniques, 
and technologies that estimators could potentially use for value engineering exercises.  
Don’t forget that subs have extensive market knowledge about Architects, clients and 
competitors.

Reciprocity is a vital component of fair-dealing so GC estimators should share whatever 
they can that would help the sub to win more work.  Feedback on how proposals are 
scoped on bid-day can greatly improve a sub’s understanding of how their bids look 
through the GC’s eyes.  Poorly written proposals may end up on the “war room” floor 
when time is short, and the prices are close.   GC’s may lose the bid by these small 
differences so it’s very important for subs to have well-written proposals.

#6 Provide a team strategy that goes beyond simple pursuit.

The very nature of competitive bidding means that the majority of bidders will lose.  
Many professionals assume that bidding is like a lottery, where your odds may improve 
in proportion to the amount you participate.  Their favorite slogan is “you can’t win if 
you don’t bid“.  If clients merely picked the winning GC out of a hat, this reasoning 
would have merit.  The reality is that the market-leading price for the proposed work 
isn’t generated by random chance.  Market leaders will consistently deliver higher 
value at lower cost than their competitors.  It therefore follows that any GC capable of 
attracting the best subs on the market will have a profound advantage in quality, pricing 
and profitability over their competitors.  When these firms pursue an opportunity, it’s 
incredibly hard to beat them without an excellent plan

Eagles and moths share the gift of flight, but moths squander their gift by banging against 
windows.

GC estimators should sincerely develop a strategy that plays to not only the GC’s 
strengths, but to their best subs’ strengths.  Winning a bid has more to do with targeting 
the right opportunity than anything else.  Blindly pursuing every opportunity leads to 
consistent losing.  This tells market-leading subs that the GC is a participant rather than 
a contender.  GC’s that can’t attract market-leading subs won’t be competitive on dearly 
needed projects without sacrificing profitability.  Eventually this spirals to the point where 
every bid is a last-minute, underfunded, and poorly managed effort to keep the doors 
open.  The ever-present urgency to pursue every project is the most visible indicator that 
an estimator is adrift.

Estimating is a deadline-driven enterprise, and everyone participating knows this.  
Invitations to bid that offer nothing but a strategy of pursuit aren’t capitalizing on the 
opportunity to communicate a viable strategy to win a profitable job.

Feature Article
...cont from pg 4

Continued on page 7...
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Our 2016 Denver Chapter 5 Estimating Academy was a great success with more than 
20 attendees! We started the day with a presentation on “Current Issues in the Colorado 
Construction Industry” by Michael Gifford, President and CEO of the Associated General 
Contractors (AGC) of Colorado. Michael discussed current legislative issues that are 
under consideration and also discussed the workforce issues facing the industry and the 
Build Colorado program. Following Michael’s presentation, Kristin Hill from InsideOut 
Consulting presented the group with a dynamic presentation about Lean Construction and 

Integrated Project Delivery in her presentation “Target Cost Delivery:  The Key Role of Estimating.” We wrapped up the morning 
session with our Chapter President Matthew Rasmussen’s presentation “Integrated Projects and the Estimator.” Matthew did a 
great job serving as the last-minute replacement for Greg Gidez from Hensel Phelps who was unable to attend.

The afternoon sessions started with Kye Holtan-Brown from Kiewit discussing “Bid Analysis and Bid Strategies” which help the 
participants prepare for her presentation of the “11th Hour Bid Day Simulation” which gives the participants a chance to see what 
happens during the last hour of a competitive bid process in a General Contractor’s office.  If you have never attended the “11th 
Hour Bid Day Simulation”, you should plan on joining us next year.

Thanks to all of the presenters who took the time to make our Estimating Academy a success!  Special thanks to Eric Ross for 
procuring the breakfast burritos, snacks and soft drinks!  Finally, thanks to the AGC of Colorado for their continued support by 
donating the use of their outstanding training room!

Estimating 
Academy Recap 

By Chris Morton, 
FCPE, LEED AP

Chris is a Denver native who has always enjoyed the many outdoor activities the Rocky Mountains 
have to offer, including several years as a ski instructor. He grew up inspired by his father’s direct 
involvement as a construction executive of many high-rise buildings in downtown Denver which 
motivated him to follow in his father’s footsteps pursing a construction career.

An alumnus of the University of Colorado at Boulder, Chris received an Architectural Engineering 
degree with the Construction Option.  Following graduation, he began his career as a Safety Director for 
Petry Construction Company in the Denver metro area.  Next he became an Estimator/Project Manager 
and worked on numerous successful projects in the area, including the BlueCross/Blue Shield building 
in downtown Denver.

Following employment at Petry Construction Company, Chris decided to change careers and joined the 
Associated General Contractors of Colorado (AGG/C) as the Membership Director.  With this opportunity, 
he realized that he truly enjoyed working for general contractors, so he became an Estimator/Project 
Manager for Madsen Western Builders and then Etkin Construction where he worked on multiple projects 

at the Lockheed Martin Waterton facility.

In 1990, Chris relocated to Pasadena, California, and started work for Parsons, a large engineering firm, at their headquarters.  From 
1992 until returning to Denver in 1998, he held the position of Lead Estimator on the Chemical Stockpile Disposal Program (CSDP) for 
the U.S. Army Corps of Engineers.  While working on this program which involved eliminating the stockpile of chemical weapons at 
eight storage sites around the United States, Chris supervised a department of twenty-five through the preparation of numerous estimates 
for the storage sites with each site exceeding an estimated cost of $300 million.

Chris joined Howell Construction in Denver in 2000 as Chief Estimator and in 2007 received the designation of LEED AP.  With his 
retirement on the horizon, Chris recently moved to a Senior Estimator position. After joining ASPE Denver Chapter 5 in 2001, Chris 
received his designation as a Certified Professional Estimator (CPE) in 2004.  He has served as Chapter President 2004 - 2005 and 2012 
– 2013 and he has received the Chapter 5 Estimator of the Year Award in 2004, 2006, and 2013.  Since joining Chapter 5, Chris has held 
the position of Chair of the Chapter 5 Education, Industry Relations, Trade Relations, Industry Liaison, Membership and Newsletter 
Committees. At the national level, Chris has served as the Northwest Regional Governor 2005-2009, Membership Committee 2003-
2005, and continues on the Scholarship Committee since 2008 and the Finance committee and Treasurer since 2013.  Chris received 
the designation of Fellow at the 2016 ASPE Estimators Summit in Tampa, FL.

Chris believes that it is important to give back to the construction industry so he is an active participant with the Associated General 
Contractors (AGC) of Colorado, serving on the Subcontractor Relations Committee since 2008 and as Co-Chair of the Committee since 
2014.  He is also a member of the 7 X 24 Exchange, and in the past has worked with the Constructors and Designers Alliance (CDA), the 
Associated Builders and Contractor (ABC) Rocky Mountain Chapter and the U.S. Green Building Council (USGBC) Colorado Chapter.

Get to know your 
Board Members:

Chris Morton
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ITB’s with statements like ;”we’re really going after this job” are presenting  their 
enthusiasm for the pursuit as a reason for subs to team up with them.  When these ITB’s 
are followed up with interns or secretaries nagging subs to bid, the tone shifts from 
enthusiasm to desperation.  Excellent GC’s don’t nag subs for bids.

GC’s who carefully select project opportunities based on their best allies in the 
subcontractor market aren’t doing themselves any favors by writing an ITB that 
implies the GC is desperate for company on their mindless pursuit. If the GC’s best 
subs are market leaders, nothing is gained by soliciting every company in the book (or 
the database).  ITB’s can and should indicate when subs are short-listed for a targeted 
opportunity.  If it’s a great opportunity because the GC’s got a great team of subs, then the 
GC should clearly commit to their team. 

It’s worth mentioning that scoundrels who think “blind copy” gives them the power to 
misrepresent their commitments are mistaken.  Dishonesty is revealed in the supply chain 
just before the subs bids are due.  This is because the sales reps at distributors who sell 
to all the subs in a given trade have a vested interest in helping their customers to win.  
Since everyone has the same deadline, the vendors can see who’s requested pricing.  
Subs may have a lot of opportunities vying for their attention.  Sinking a few weeks of 
effort into bidding a one project may require turning down a lot of great opportunities.  
Competitive bidding operates on principles of good-faith.  Once a sub knows the GC is 
willing to lie or cheat, there’s no reason to believe in fair competition.  Honest subs will 
choose to either withdraw from bidding or intentionally lose the bid so they can escape 
dealing with the dishonest GC.

In the decade that I’ve been an estimator, every profitless, contentious, mismanaged, and 
unpaid project started with some form of dishonesty.  It’s never the bid you lose that puts 
your business under, it’s the terrible job you won.

#7 Replace boilerplate bureaucracy with clarity of purpose

Modern construction is very litigious which is why companies call themselves “General 
Contractors” instead of “Builders”.   This is why GC estimators often think in terms 
of contractual liability.  Estimating is about controlling risk so it follows that many 
estimators would seek to reduce their risk by using standardized forms covered in catch-
all provisions, clarifications, and exclusions.  This “boilerplate” can get so extensive that 
very little on the form is actually pertinent to the project at hand.

I’ve encountered proposals that were so riddled with boilerplate that they barely outlined 
the work to be done for the proposed amount.  Some GC estimators try to circumvent this 
practice by requiring their subs to use a “bid template” to standardize the format for the 
bid.  This is predictably unpopular with the subs because the GC’s formatting  limits the 
risky exclusions, clarifications, and notes.

Both of these examples illustrate how boilerplate bureaucracy swaps risk for cooperation.  
The best cooperation is achieved when the risk is assigned to the parties who can best 
control the factors driving the risk.  Subcontractor proposals with boilerplate meant to 
replace a contract are false economy.  The GC’s ITB is a solicitation to bid on work under 
the terms of the GC’s subcontract.  While the GC’s get to set the terms of the contract, the 
subs are independent firms who must strike a balance between protecting their interests, 
and offering a useful proposal to the GC.  If the subs knew what the GC’s subcontract 
would require, they would have less risk to control.
Subs who don’t include the complete scope of work for their trade are generating 

Continued on page 8...
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liabilities for the GC.  The GC’s patience with those liabilities grows in proportion to 
their ability to find someone else to address them.  The more skilled the trade, the fewer 
options there will be.  This is why some “concrete” firms can get away with excluding 
rebar and/or concrete.  In contrast,  Electrical contractors are expected to include all 
wiring for the building, even when that requires a sub-tier contract for proprietary 
systems such as Fire Alarm, Communications, Building Management Systems, or Point 
Of Sale (POS).

Inexperienced GC estimator’s sometimes try to counterbalance their lack of knowledge 
with additional bureaucracy.  This translates to numerous and tedious bid revisions that 
steadily move away from a collaborative effort to win a job.  These revisions generate 
additional risk to the subs because risk-averse GC estimators are prone to losing bids.

Clarity of purpose is what’s needed here.  The GC estimator must understand it’s their 
purpose to profitably win work by controlling risk.  This is best accomplished by working 
collaboratively with market-leading subcontractors.  Demanding protection from all risk 
isn’t estimating, it’s one-sided policy that leads to profitless work.

In competitive bidding, profit may be considered to be a function of risk versus reward.  
Making projects rewarding for subs increases the GC’s ability to attract top talent.  It 
therefore follows that reducing the risk for bidding subs will correspondingly increase the 
GC’s profitability.

It’s here that an engaged GC estimator can provide committed leadership to direct the 
best course of action.  The most common problems will pertain to what gets included, or 
excluded from the scope of work.  The design teams believes their primary function is 
to provide design intent, which the General Contractor  uses to develop a cohesive scope 
of work.  Design teams can successfully argue that even incomplete plans, convey the 
design intent.  As a result, the GC may find they’re facing a choice between losing the 
bid by including something or winning the bid by excluding something the design team 
expects you to have.

Many GC estimators are reluctant to carry subcontractor exclusions into the proposals 
they send to their clients. This creates a situation where the GC estimator must force their 
subs to remove the exclusions (pushing the risk onto the subs), or take the risk that they 
can be negotiated during the contract buyout (pushing the risk onto the build team).  Risk 
is always expensive, but problems get more difficult when there’s less time to solve them.

When a specific risk is dependent on the actions of the client or their design-team, it’s 
wise to clarify what’s included in the proposal based on your understanding of the design 
intent.  Giving the client insight into how you’ve managed the uncertainty clarifies your 
position in terms they can understand.  On bid day clients may interpret exclusions 
presented without context as inconsequential.  Yet when these selfsame issues cause a 
change order later on, they’ll feel cheated.  Empower the client to make informed choices 
by connecting their choices to project outcomes.

I hope these ideas push estimators to think beyond statistics, measurements and 
spreadsheets.  It’s easy to become confident in a process that has become complacent 
through repetition.  Estimators looking for an edge can set themselves apart by exceeding 
the standards of their competitors.  As Thomas Edison once said; ” Opportunity is missed 
by most people because it’s dressed in overalls and looks like work“.

8
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ASPE Code of Ethics
Professional estimators and those in training shall perform services in areas of 
their discipline and competence. 

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

Professional estimators and those in training shall conduct themselves in a 
manner that will promote cooperation and good relations among members of our 
profession and those directly related to our profession. 

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

Professional estimators and those in training 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 and those in training 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 and those in training 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 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, which are intended to 
be or may be construed as being unlawful acts of bribery. 
Revision September, 2013

CANON 1

CANON 2

CANON 3

CANON 4

CANON 5

CANON 6

CANON 7

CANON 8

CANON 9
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Quote of the Month
“Kindness is a language which the deaf can 

hear and the blind can see.”  
~Mark Twain



ASPE Certification ASPE Certification ASPE Certification    

American Society of Professional Estimators 



Everybody knows that MD following an individual’s name means Medical Doctor. And most 

people know that CPA signifies Certified Public Accountant. Associations and professions use 

certification to recognize qualified and competent individuals.  The certification process is one 

of the single most important steps in career development. Here are the top ten reasons an esti‐

mating professional should consider becoming ASPE‐Certified.  

1.  Certification grants you professional credentials.  

2.  Certification demonstrates your commitment to the industry and estimating 

profession.  

3.  Certification enhances the profession’s image. 

4.  Certification reflects personal achievement.  

5.  Certification builds self‐esteem.  

6.  Certification can improve career opportunities and advancement. 

7.  Certification may provide for greater earning potential. 

8.  Certification improves skills and knowledge. 

9.  Certification prepares you for greater on‐the‐job responsibilities. 

10. Certification offers greater recognition from peers.  

 

 

Top 10 Reasons to Become  ASPE Certified 



ASPE Certification  
The Certification of Professional Estimators is an acknowledgment that you have met, and continue to meet, the criteria 

established for this designation as determined by the American Society of Professional Estimators (ASPE).  Attaining 

this recognition requires continuing commitments to ethics, education, and employment.  It is a commitment by the 

individual to the construction industry and to ASPE.  

ASPE certification is the highest form of professional recognition an estimator can receive.  Through its certification 

program, ASPE recognizes the estimating proficiency and ethical awareness of the Certified Professional Estimator 

(CPE).   

CPE recognition is being sought and attained by an ever growing number of construction estimators each year.  It is the 

only program of its kind to attest that a construction estimator has met the necessary educational and experience re‐

quirements and has the capabilities required of our profession.  

With such diversity of backgrounds among estimators, the development of programs for both education and certifica‐

tion of professional construction estimators has been a demanding and rewarding process.  For all the varied disci‐

plines and levels of detail, the fundamental principles of construction cost estimating remain universally applicable.  

Beyond these fundamentals, however, the realms of varied disciplines make construction estimating one of the most 

unique challenging, and fulfilling professions an individual may pursue.  

ASPE recognizes the fundamental estimating principles inherent to all types of construction estimating.  Whether for 

general, mechanical, electrical, or specialty disciplines, or for an owner, designer or contracting firm, the estimator re‐

quires knowledge that is applicable in virtually all circumstances.   

Each candidate seeking certification must meet five basic requirements.  

 Experience—Minimum of Five Years 

 Completion of Orientation Workshop 

 Technical Writing Abilities 

 Communication Skills  

 Successful completion of Certification Examinations. 

The Certification Committee then evaluates each of the criteria for conformance to the program.  

ASPE has established that a CPE candidate must possess a minimum of five years of estimating experience in a specific 

discipline to be accepted into the certification program.  

All candidates seeking certification must complete an orientation workshop. This workshop provides the candidate 

with an overview of the requirements and guidelines of the certification process.  

Communication Skills and knowledge of estimating must be demonstrated to the Certification Board. This is done 

through the writing of a technical paper on a subject approved by the Board.   

The certification exam is designed to evaluate the CPE candidate’s overall knowledge of estimating.  It includes quanti‐

ties, contract terms and conditions, cost reporting, ethics, and other fundamentals of estimating. The exams consist of a 

General Estimating Knowledge Exam (GEK) and a Discipline Specific Test (DST).  The DST concentrates on specific 

practices such as General Contracting, Mechanical, Electrical, Excavation, and Concrete estimating. Preparation for the 

exam is recommended.  A candidate will not be notified of CPE status until all requirements of the certification process 

have been passed.  

Once recognized as a CPE, the estimator will be expected to keep abreast of current trends and improved practices in 

the construction industry.  Conformance is measured under the provisions of the Certification Renewal Program.  This 

program requires renewal of certification every three years.  See the Renewal Program Guidelines for further details.  

Professional evaluation through certification is one of many ways the American Society of Professional Estimators en‐

deavors to promote the profession and benefit the construction industry. 



WELCOME TO THE ASPE
CHAPTER 5!

After your application and dues are received and processed at our administrative 
office, you will be sent a new member packet, which includes additional 
professional estimating information.

Benefits for ASPE Members

•	 Receive	ASPE’s	official	publication	-	Estimating Today -	monthly,	which	
features	Industry	&	Society	news	and	our	member’s	Technical	Papers.

•	 Begin	to	use	the	trademarked	logo	and	“Member	of	ASPE”	as	you	see	fit.
•	 Receive	a	password	to	access	the	“member’s	only”	area	of	our	website.
•	 Take	advantage	of	the	money	saving	opportunities	our	members	get	through	

discounts	on	employment	advertising	and	online	courses	in	estimating.
•	 Most	members	feel	that	they	get	thousands	of	dollars	in	value	from	their	annual	

membership.	

Cost Savings Partners
•	 Davis-Bacon	Wage	Rates--	Look	up	all	50	States.	Free	online	service	from	BNI.
•	 Firestone	Complete	Auto	Care	and	Affiliates:	Offers	exclusive	savings	on	

maintenance,	repairs	and	tires	from	over	2,300	conveniently	located	Firestone	
Complete	Auto	Care,	Tires	Plus,	Expert	Tire	and	Wheel	Works	company-owned	
stores.	Log	into	members-only	and	get	the	link,	Choose your store, Start Saving!

•	 Lenovo:	20%	Discounts	on	notebooks,	tablets,	laptops,	accessories	and	more.	
Includes	FREE	shipping	on	all	web	orders.

Industry Recognition & Career Enhancement
•	 National	recognition	of	Certification	Program	for	Certified	Professional	

Estimators	–	Accredited	by	CESB.	
•	 National,	Regional,	and	Affiliated	Estimating	Academies	Leadership	

opportunities	&	training.
•	 Partnerships	with	other	major	industry	associations	&	builders	exchanges
•	 Online	Directory	for	members	only.	

Publications Discounted
•	 Craftsman	Books	discounted	for	ASPE	members.
•	 Free	subscription	to	Design	Cost	Data	Magazine.
•	 Subscribe	to	Engineering	News	Report	(ENR)	save	54%	off	regular	rate.	

Architectural	Record	and	GreenSource	-	The	McGraw-Hill	companies.
•	 Walker’s	Technical	Books	–	20%	off.
•	 ConsensusDocs

Other Benefits

ProEst	Software,	an	official	
sponsor	of	ASPE,	is	
pleased	to	offer	all	current	
ASPE	members	a	free	
ProEst	Estimating	software	
and	training	Package	-	a	
benefit	worth	$1,340.	
ProEst	Estimating	Lite	is	
an	estimating	and	digital	
takeoff	tool	that	allows	
estimators	to	perform	quantity	
measurements	using	digital	
plans	and	a	mouse.	

Special	rate	for	ASPE	members	
on	the	National	Historic	
Building	Cost	Database	from	
DCD	Magazine.	

PipelineSuite	bid	invitation	
and	online	plan	room	software:	
20%	Discount	off	the	set-up	
fee	for	ASPE	members.
Discount	on	
ConstructionWork.com	
Projects	Search	Service	

Construction	Estimating	
Institute	(CEI)	offers	a	20%	
discount	on	curriculum	
materials	and	course	fees	for	
ASPE	members.	Log	into	
members	only	section	for	
details.	

CPE	Stamp	&	Seal	Program.	
Must be a current ASPE 
member and CPE.



 

 

 

 

 
 

.   
The project is a 40 story, 590 foot tall building that will consist 
of approximately 708,000 SF of office space along with 477,000 
SF of parking located on two below-grade parking levels and 
twelve above grade parking levels. 

Hensel Phelps is the host and tour guide. We will be meeting at 
the jobsite office, 1515 Arapahoe, Tower 1, Suite 110, Denver, 
CO. The tour limit is 25 people so please register early.  Don’t 
forget to bring your PPE!  

Dinner to follow at Urban Roadhouse.  

ASPE APRIL 2017 CHAPTER PROGRAM 

Field Trip!  
1144 FIFTEENTH BUILDING TOUR 

Tuesday,  April 11, 2017 
4:00pm Tour 
6:00pm Dinner 
 
 

Dinner Location: 
Urban Roadhouse 
999 18th Street, Suite 101 
Denver, CO 80202 
*Corner of 19th & Curtis Street 

To Register: www.aspedenver.org  
$40 Members 

$45 Non-Members* 
$30 Unemployed or Retired Members 

*5.00 addition if you register after April 6th  

Please see cancellation policy 
on aspedenver.org 
 
This restaurant offers  
validated parking, access to 
light rail system, great food 
and drinks! 
 



 

 

ASPE Denver Chapter 
2017 Annual Golf  
Tournament 
 

 
Thursday, June 8, 2017 
7:30 am—Shotgun Start 
Green Valley Ranch Golf Club 
4900 Himalaya Road 
Denver, CO 80249 
 
Green Valley Ranch Golf Club is one of Colorado’s premiere golf-
ing facilities.  GVR is a semi-private golf club, with an award win-
ning Championship Course.  This year’s tournament will be a 
Four-Person Scramble Golf Tournament format. 
 
Early Registration Fee (Before May 12) Members:$185.00  
Non-Members:$195.00 
Registration Fee Members:$200.00  
Non-Members:$210.00 
 
Early Foursome Registration Fee (Before May 12) Members: $655.00 
Non-Members $705.00 
Foursome Registration Fee Members: $705.00  
Non-Members: $755.00 
 
Registration Fees include green fees, cart, lunch and an awards  
reception following the golf. 
 
Sponsorships Available: 
Tournament Sponsor—$1,100.00 
Lunch Sponsor—$525.00 
Beverage Cart Sponsor—$525.00 
Awards Sponsor—$525.00 
Hole Sponsor—$225.00 
 
To register on-line, visit the events page at www.aspedenver.org  
 
THANK YOU! 
 
 

Registration and/or Sponsorship 
 

Name/s:         
 
         
 
         
 
Company:         
 
Phone:          
 
Email:          

 
   Tournament Sponsor  Lunch Sponsor 
Beverage Cart Sponsor Awards Sponsor 
Hole Sponsor 

 
Payment Information 

 
Send Invoice (Members Only)  
Credit Card: MC    VISA     AMEX    Discover       
 
Card #:         
 
Exp Date:  /      CVC:        
 
Name on Card:        
 
Billing Zip Code:     
 
Mail Registrations to: 
 
ASPE Denver Chapter 
18952 East Clear Creek Drive 
Parker, CO 80134 
 
Register On-line at www.aspedenver.org, events page 
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Assoc. Construction Consultants
Belair Sitework Services
Bristol Industries, LLC
Buckles & Associates
Building Tech Consultants, Inc.
CDM Constructors, Inc.
CFC Construction Company
CMC
Commercial Building Services
Concrete Authority, LLC
Cumming
Demand Const. Services, Inc.
Drake Williams Steel
E Light Electric
Eastcliffe Consulting, LLC
Extreme Fire Protection
Faith Enterprises, Inc
Faithful + Gould
Flynn D&D/Monarch
Fransen Pittman General Contractors
Golden Triangle Construction, Inc.
Heartland Acoustics & Interiors
Hensel Phelps Construction Co.
Howell Construction
Interior Alterations, Inc.
J. R. Huston Consulting, Inc.

Member 
Company 
Roster
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Companies who represent the ASPE Chapter 5

Jacobs
Jordy Construction
L.P.R. Construction Company
Lockwood Facades Inc.
Ludvik Electric Co.
Madsen, Kneppers & Associates Inc.
Maxwell Builders
Merrick & Company
Mortenson
Murphy Company
National Wetern Center
Palace Construction
Peak Program Value, LLC
Pendleton Resources
PreconConsult
Redd Co Fence, LLC
Redd Iron, Inc
RIB Americas
Rockford Construction
Rolling Plains, Inc.
SimplexGrinnell
Sturgeon Electric
Sure Steel, Inc.
TEPA
Trautman & Shreve, Inc.
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Board Members & Committees 2016 - 2017      

ASPE Denver Chapter Inc.
18952 East Clear Creek Dr. 
Parker, CO 80134-4833
(720) 570-5750 
info@aspedenver.org
www.ASPEdenver.org

OFFICERS:
President: Matthew Rassmussen, E, Hensel Phelps Construction Co.
    (970) 352-6565  mrasmussen@henselphelps.com
1st VP:    
Secretary: 
Treasurer: Eric Ross, CPE, RIB Management Computer Controls, Inc.

    (901) 359-2041  eric.ross@rib-software.us

BOARD OF DIRECTOR MEMBERS:
Geoffrey Johnson, E, Heartland Acoustics and Interiors, geoff@heartland-acoustics.com
Danielle Nicol, CPE, Belair Sitework Services, danielle.nicol@belair-us.com.
Robert Steele, E, Maxwell Construction, rsteele@maxwellbuilders.net
Justin Pollard, E, Murphy Company, jpollard@murphy-den.com

Immediate Past President: Stacie Flynn, E, stacie@jordyconstruction.com

COMMITTEES:
Awards Committee Chair:
Stacie Flynn, E, Jordy Construction

(720) 570-5750  stacie@jordyconstruction.com
Certification Committee Chair:
Danielle Nicol, CPE. Belair Sitework Services
(303) 432-9336 danielle.nicol@belair-us.com
Education Committee Chair:
Chris Morton, FCPE, Howell Construction
(303) 696-5812 cmortoncpe@comcast.net
Ethics Committee Chair:
TBD
Membership Committee Chair:
Eric Ross, CPE, RIB Management Computer Controls, Inc.
(901) 359-2041 eric.ross@rib-software.us
Program Committee Chair:
Officers and Board Members
Newsletter Committee Chair:
Chris Morton, FCPE, Howell Construction
(303) 696-5812 cmortoncpe@comcast.net
Newsletter Editor
Laura Verrips, SandsComm
(303) 378-1063 laura@sandscommconsulting.com
Webmaster
Stacie Flynn, E, Jordy Construction
(720) 570-5750  stacie@jordyconstruction.com
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Just as our contact 
information changes, 
we’re sure yours does as 
well. Please remember 
to contact the National 
ASPE office if you have 
any changes!




