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Happy Holidays to all the members of Denver Chapter No. 5!

Enjoy your family and friends.  May you get some time off as 
well.  We all will need it as we learned from our November guest speaker. 

ryan Foley of FMI presented the FMI’s Construction Outlook (Q3) to the 
chapter.  FMI’s economists predict that the Colorado Front range commercial 
and residential construction markets are not going to slow down any time 
soon.  

Stay safe and best of luck in the new year!

Keep it green! Please print this 
newsletter if absolutely necessary.
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ESTIMATINg  ACADEMY
SAVE THE DATE 
Friday, March 2nd, 2018
More details to come.

DECEMbEr MEETINg 
Holiday Social Supporting 
The Emily griffith Foundation

gENErAl NOTES 
WElCOME NEW MEMbErS!

Courtney Judish, Hensel Phelps

Daniel Miller, Sure Steel, Inc.

Owen Smith, Smith Construction Estimating

Tom Deir, bluSky restoration Contractors

Abe Karraker, glacier Construction Co., Inc.

Mehiar Mehran, Hensel Phelps

Jennifer Farmer, living Design Studios, Inc.

Tuesday, December 12, 2017
4:30 board Meeting (Open)
5pm Networking
6pm Dinner & Program
register: www.aspedenver.org
Urban roadhouse
999 18th Street, Suite 101 
Denver, CO 80202

Congratulations Denver Chapter 5 Estimator of the 
Year, Matthew Rasmussen! The Denver Chapter 5 
recognized Matthew Rasmussen for his commitment 
and dedication to the Chapter this year. Thank you 
for the numerous ways you provide leadership, 
development, and continue to grow the Chapter.
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The last Hour – Part 2
Anton Takken 

FEATUrE ArTIClE

Editor’s note: This is a two part article that in last month’s issue focused on the factors of the last hour 
of a bid process. Previously, the article closed discussing a “Pivot Issue” related to a bid with a difficult 
scenario to address the construction and placement of a roof top mechanical unit. Part 2 will continue 
with focusing on the estimator and overcoming the last hour factors.

The difference in bids ultimately came down to how we managed the risk. It’s too easy to see an 
issue that impacts 15% of your bid as a do-or-die proposition. My competitor simply looked at all 
the influential factors and considered a very important question; “What will my competition do?” 
Knowing that answer, the next question becomes; “What can I do to just beat their bid?” Suddenly 
a 15% pivot issue becomes a calculated 3% risk. The only way to see these opportunities is to keep 
your head up and view the issues as strategic elements. Nose to the grindstone bidding won’t 
brute-force your way out of losing to a deft tactician.
If everything is about reducing the risk of winning a job, nothing will address the risk of losing the 
job. Lots of people convince themselves that losing work by a small amount is just unlucky. The 
thing about “lucky” people is that they tend to be observant and optimistic about the opportunities 
they see.

Beware The Spiral
Every company is going to have efficiencies of scale that make some range of projects more 
profitable and less risky than work outside of that range. Companies seeking to grow will 
continually face projects with demands that push estimators into uncharted waters. If a normal 
project requires a flood of manpower in the last quarter to complete, will your firm be able to 
adequately staff that situation when the job is several times larger than average? If not, what will it 
cost to hire staff to make it happen?
Materials are often viewed as a “pass through” cost to the job without much consideration 
to the supply chain. Doubling or tripling the size of an average project may require working 
with unfamiliar distributors, suppliers, and so forth. What worked for the small project won’t 
necessarily “scale up” to the large one.
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Consider becoming a yearly sponsor for our newsletter. Each 
year we publish nine (9), monthly newsletters. Sponsors will 
be able to help Denver #5 provide additional scholarships for 
students for the 2017-2018 school year.

PlATINUM: $40/issue = $360 – full page advertisement
gOlD: $20/issue = $180 – half page advertisement
SIlVEr: $10/issue = $90 – quarter page advertisement
brONZE: $5/issue = $45 – eighth page advertisement
Contact the Newsletter Committee Chair, Paul Jonez at  
pjonez@gtc1.net for more information.

THE DENVEr CHAPTEr 5 
NEWSlETTEr IS  
SEEKINg SPONSOrS

CONT ON Pg 4

	 	CODE ANAlYSIS
Membership as of Nov. 19, 2017

Estimator ( E ) 27 56%

Student (S) 0 0%

Affiliate (A) 1 2%

Fellow (FCPE) 3 6%

Member Emeritus (ME) 1 2%

Certified Professional  

Estimator (CPE) 16 33%

Total 48 100%
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MAINTAININg YOUr CErTIFICATION
The Construction industry changes continually and the Certified 
Professional Estimator must be aware of these changes and be able to 
evaluate their impact upon his/her trade. We, as a Society, must show the 
industry and the public that the CPE is a highly educated and motivated 
person who maintain his/her level of knowledge through continued 
education and interaction with others in the industry.

Renewal RequiRements:
The ASPE Certification Requirements Program supports the ongoing 
professional development of ASPE Certified Construction Estimating Professionals and 
maintenance of ASPE Certification. CPE’s must accrue a minimum of thirty (30) professional 
development units (PDU) per each year of the renewal cycle in at least two different categories. 
This equates to a minimum of 90 PDU’s during each full renewal cycle.

For more information, check out our website. https://www.aspenational.org

Why ASPE? 
Share, Collaborate, Exchange and Grow. If you submit numbers on bid day, then you belong in ASPE.   

The American Society of Professional Estimators serves residential, commercial and civil 
construction estimators by providing Education, Fellowship, and the opportunity for Professional 
Development. The proper Education, Ethics, Standards, Certification and Fellowship lead to the 
ultimate goal of Professionalism. Join today and contact us with any questions you may have 
about membership.

why Become a ceRtified PRofessional estimatoR?

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 a few of the many reasons an estimating 
professional should consider becoming ASPE-Certified.

• Demonstrates your commitment to the industry and estimating profession
• Enhances the profession’s image
• Reflects personal achievement
• Builds self-confidence
• Improves career opportunities and advancement
• Provides for greater earning potential
• Improves skills and knowledge
• Prepares you for greater on-the-job responsibilities

To learn everything you need to know about the certification program, contact any of the board 
members or go to https://www.aspenational.org and go to the Certification tab.
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It’s not uncommon for huge projects to have subcontractors with more dedicated project 
management staff than some general contractors have employees!

Taking these factors into consideration, an estimator bidding a big scary job may find themselves 
piling money into the bid trying to contain the risk. Every issue becomes an excuse to add money 
until the job becomes unwinnable.

Optimism and company growth quickly lose out to fear of the unknown. lacking experience, bid 
results, and market research, an estimate becomes little more than the opening ante of a gamble 
against yourself.

The way to avoid this whirlpool of self-destruction is to be more careful about what you bid in 
the first place. Whoever is working on marketing efforts, may not be aware of how much a given 
project is really worth. Quick conceptual figures at the go/no-go stage help communicate what 
you’re up against. Marketing shouldn’t be simply solicitation, it also requires market research. 
Huge gaps between conceptual and market prices indicate a need to re-evaluate what you’re 
doing compared to the competition.

Taken seriously, it should be possible to define where the differences are and what that means 
to your bid practices. Some gC’s do practice estimates on publicly read bids. There’s potentially a 
great deal to be learned from this however it’s important to understand that it’s unethical to solicit 
subcontractor bids under false pretenses. Subcontractors who are bidding anyway may be willing 
to send you a copy if you’re honest. Earning a reputation for honesty will get you better pricing 
when you’re really competing anyway.

Big Picture
There’s a final point of consideration left. The big picture of how this project fits into your firm’s 
future. Often it’s sufficient to say “it’s like all the others that went well” and let it go at that. 
However there will come times that a job will start or end at precisely the wrong time relative to 
work you’re already contracted to do. It can be devastating to a firm’s reputation to falter at a 
critical point in the project simply for lack of resources. Winning one too many jobs can create 
pinch points between jobs where it’s simply not possible to please everyone at the same time. This 
balancing act is particularly difficult when client-driven delays push anticipated start dates back 
until they collide with other commitments.

Seasonal rushes create pricing trends where market price is driven primarily by the risk of over-
commitment. It would be more forthright to simply decline to bid work when you’re too busy, but 
politics often hold sway. During slow markets, clients enjoy freedom to delay projects without cost 
impacts because contractors are fearful of losing the work. These clients are well advised to be 
cautious since the penalties for delays during boom times can be severe.

Closing Thoughts
I was once talking with the owner of a gC about the rising pressure in the final moments of a hard-
bid. He surprised me by saying that he thought the total bid amount didn’t change appreciably 
in the last sixty minutes. His opinion was based on the assumption that most of the useful 
subcontractor bids had already come in by that point, so it was mostly reviewing late bidders in 
desperate hope of finding a new low sub. He even posited that a printout of our current estimate 
an hour from deadline would be virtually the same as our final number. I tested his theory and 

FEATUrE ArTIClE cont from pg 2
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discovered that in some cases the dollar amount was similar, however traction we’d gained in 
terms of knowing what would decide our fate was profound. big price changes in that last hour 
were driven by a change of plan made necessary by what we’d learned. Clearly the bid price was 
driven by more than just the sum of subcontractors quotes!

generally speaking, once people have been told what to look for, they tend to think the problem 
was more obvious to everyone than it really is.

As a result a subcontractor proposal or email message may come through with a little comment 
on it that exposes a profound insight into an issue. Estimators need to be more flexible and 
nimble than an orderly spreadsheet would suggest is possible. Opportunities and hazards may 
quietly present themselves with little time to react. Have faith in your work, and use your best 
judgment. That last hour of a bid can become the final strokes of your masterpiece.

Anton Takken is the Chief Estimator at Kennedy Electric and is the author of the blog “Estimators 
Playbook” www.estimatorsplaybook.com

January Chapter Meeting
Tuesday, January 9th, 2018
Project Interview Preparation & Tips for the Estimator:  Come learn how to sharpen your 
interviewing and presentation skills for project interviews with Owners and Clients. One of the 
ways your company can stand-out is with a well thought-out interview presentation with the 
estimator leading the preconstruction effort. 

Denver Chapter 5 Estimating Academy
Friday, March 2nd, 2018
Our annual Estimating Academy is quickly approaching and is a great opportunity for junior 
estimators and seasoned estimators alike to share knowledge and grow in the industry.

FEATUrE ArTIClE cont from pg 4
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SAVE THE DATE

DENVEr CHAPTEr 5 SCHOlArSHIP 
COlOrADO STATE  
UNIVErSITY rECIPIENT
glenn brink is a non-traditional CM junior and an Army 
veteran. Prior to attending Colorado State University, 
he spent eleven years on active duty. Originally, 
from southern Wyoming, glen jointed the Army right 
out of high school. He is President of CSU’s Student 
Veteran Organization, and is the founding President 
of CM VetNet – a new student club in the Construction 
Management Department that veterans formed, but is 
open to all students in the CM department. Matthew Rasmussen, Glenn Brink, Paul Jonez
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If you’re interested in the certification program and becoming a Certified Professional Estimator 
(CPE), I encourage you to visit the National website to find out the eligibility requirements,   
http://www.aspenational.org/?page=Appsbrochures. 

ASPE certification is a two part process. The candidate is required to write a 2,500 word technical 
paper and take two examinations. 

The first exam is a general Estimating Knowledge Exam (gEK) consisting of over 500 questions 
across a broad variety of construction topics, including AIA documents such as the Instruction for 
bidders and the AIA 201 Contract between the Owner and Contractor. The candidate has four 
hours to complete the test. 

The second exam is the Discipline Specific Test (DST). This exam is a test of the candidate’s specific 
area of expertise. Currently ASPE has Discipline Specific Tests in seven categories. Each exam is 
an eight hour test with true/false and multiple choice questions as well as estimating problems 
that are mini-estimates. As an example, a general Estimator is asked questions across all 16 CSI 
Divisions and estimating problems on Earthwork, Concrete, Wood Framing, and Structural Steel 
estimating. 

Upon successful completion of the program the candidate receives the designation of Certified 
Professional Estimator, (CPE). The renewal requires CPE’s to accrue a minimum of thirty (30) 
PDU’s per year of the renewal cycle in at least two of the four different categories which now 
consist of: Continued Education/Training; Authorship, Presentations and Teaching; Professional 
Organizational Activities and Other Professional Activities. The minimum total for the full renewal 
cycle of three years is ninety (90) PDU’s.

A candidate can participate in either one of two cycles per year. The cycles are labeled the Winter 
and Summer cycles. The Winter cycle starts about now. The Summer cycle starts around May. 
As a candidate your first task is to fill out the Work Experience Verification form on the National 
website, http://www.aspenational.org/page/Applications.  You have two application choices, the 
Member or Non-member. Choose the one that fits your need, https://www.aspenational.org/
events/register.aspx?id=1012677&itemid=d3d76c7a-12c2-4435-9046-b8bdf4548a80.  review 
the application and then call me if you have questions. You may need some direction before 
you can correctly complete the application for verification. If you don’t receive good direction on 
completing the exam, you run the risk of making mistakes and missing your intended cycle due to 
a resubmittal. It takes some time to fill out the voluminous application so get started early. Once 
you complete the application and have submitted with the application fee. If you don’t submit 
your application in time you won’t be enrolled in the Winter cycle. National is very strict about the 
deadlines. No leniency about not having the applications to them by following attached schedule.  
Just one more little caveat, this entire process must be completed within the cycle you have signed 
up for. gone are the days of allowing an extension into the next cycle. If you interested and have 
more questions contact me. I’ll be glad to help.

Eric A. ross, PE, CPE
Interim Certification Chair
901-359-2041

THE CErTIFICATION PrOgrAM
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CPE Certification Schedule
Certification Path Cycle 1 (Winter) Cycle 2 (Summer)
Submittal of Professional

Evaluation Application/Fees

Last Day to submit application
for consideration January 10 July 10

Review of Applications by

Certification Committee
To be completed by February 15 August 15

Notification to Candidates of

Acceptance and assigned

Paper Topics

To be completed by March 1 September 1

Candidate Handbook Sent to

Candidates
To be completed by March 1 September 1

Study Materials Sent to

Candidates

(GEK Study Guide and SEP)

To be completed by March 30 October 1

Proctor Form to be Submitted Tests require a Proctor.
Proctor forms to be submitted
by

Per date indicated
in email request

Per date indicated in
email request

Technical Paper Due Date
Papers are to be

 submitted by
June 15 December 15

Technical Paper Review

Results
These will be issued to candidates as the review is completed.

Testing Period for Candidates

GEK and DST test and/or
Questions and Problems to be

completed during the month

July
March

(of following year)

Re submittal of deficient papers
and/or questions and problems To be completed by October 15

June 15

(of following year)

Retake of GEK and/or DST Completed during the month of November
July

(of following year)
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AMERICAN SOCIETY OF PROFESSIONAL ESTIMATORS 

DENVER CHAPTER 5 

DECEMBER 2017 PROGRAM 

Holiday Social Supporting The Emily Griffith Foundation 
 

TO REGISTER: 
www.aspedenver.org  

$40 Members 
$20 Spouses/ Significant Other 

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

$15 Students 
 

Please see cancellation policy on aspedenver.org  
This restaurant offers validated parking, access to light rail 

system, great food and drinks! 

TUESDAY, DECEMBER 12, 2017  
4:30pm Board Meeting (Open to Members) 

5:00pm Registration / Networking  
6:00pm Dinner 

7:00pm Program 
 

DINNER LOCATION: 
Urban  Roadhouse 999 18th Street, Suite 101 

Denver, CO 80202 
*Corner of 19th & Curtis Street 

 
Join our social evening with your spouse or significant other as we celebrate the Holidays and the 

season of giving with a special opportunity to support the Emily Griffith Foundation! 
 

The Emily Griffith Technical College is equipping students in a unique way with in-depth classroom 
programs to step into skilled careers. These students are supported by the Emily Griffith Foundation 
with scholarships to complete these highly effective programs.  
 

It’s at this time of year, we know there is much more than the cost of tuition that students are 
challenged with. The Emily Griffith Foundation has the 360 Degree Fund to meet immediate needs 
when crises arise that interfere with schooling. They have found that students who face hardships 
need additional support to increases retention, completion, licensure, and job placement rates. Their 
ultimate goal is for every students to graduate and get a good-paying job that will allow them to 
become self-sufficient and contributing members of their families and communities. 
 

During this season of giving, ASPE Denver Chapter 5, wants to give back to our industry in another way. 
As part of our mission to provide scholarships to students, ASPE Denver Chapter 5 is going to be giving a 
new scholarship to the 360 Degree Fund along with all proceeds from the evening! 
 

You can also make an impact by making a special gift when you register or attend the evening. You 
don’t need to attend to be able to provide a special gift, just see our registration page for more info! 
 

Also, we want to recognize how important our spouses and significant others are to us and rather than 
sacrifice time away from them, we’d like them to join us!  
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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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PrOJECT TEAM 2017 - 2018      

President

Matthew rasmussen, E
Hensel Phelps Construction Co.
(970) 352-6565
mrasmussen@henselphelps.com

secretary

robert Steele, E
Himmelman Construction
(303) 877-8745
robert@himmelmanconstruction.com

1st VP
Paul Jonez, CPE
golden Triangle Construction
(720) 340-6332
pjonez@gtc1.net

treasurer

Eric ross, CPE
rIb Americas
(901) 359-2041
eric.ross@rib-software.us

Justin Pollard, E
Murphy Company
(303) 999-6823
jpollard@murphy-den.com

immediate Past President:
Stacie Flynn, E
Cumming Corporation
(720) 626-1358
staciewflynn@gmail.com 

greg Spawn, E
Extreme Fire Protection
(303) 389-9910
gregs@extremefo.com

COMMITTEES:
 
Awards Chair: Stacie Flynn
Certification Chair: Danielle Nicol, CPE
Education Chair: TbD
Ethics Chair: TbD
Membership Chair: Eric ross, CPE
Program Chair: TbD
Newsletter Chair: Paul Jonez, CPE
Webmaster: Stacie Flynn
 

CONTrIbUTOrS:

Chris Morton, FCPE
Howell Construction
(303) 696-5812
cmortoncpe@comcast.net

Danielle Nicol, CPE
belair Sitework Services
(303) 394-1300
danielle.nicol@belair-us.com

PUblISHEr:
laura Verrips
SandsComm
(303) 378-1063 
laura@sandscommconsulting.com

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!
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bOArD OF DIrECTOr MEMbErS

bOArD OF DIrECTOr OFFICErS
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PrOJECT DIrECTOrY
Companies who represent the ASPE Chapter 5

Accurate Estimating Services
Assoc. Construction Consultants
bluSky restoration Contractors
bristol Industries, llC
buckles & Associates
building Tech Consultants, Inc.
CDM Smith
CMC
Cumming Corporation
Demand Const. Services, Inc.
Extreme Fire Protection
Faith Enterprises, Inc
Faithful + gould

glacier Construction Co., Inc.
golden Triangle Construction, Inc.
Heartland Acoustics & Interiors
Hensel Phelps Construction Co.
Himmelman Construction
Howell Construction
Interior Alterations, Inc.
J. r. Huston Consulting, Inc.
Jacobs
living Design Studios, Inc.
ludvik Electric Co.
Madsen, Kneppers & Associates Inc.
Metals Consulting Unlimited, llC.

Mortenson
Murphy Company
National Western Center
Palace Construction
Peak Program Value, llC.
redd Co Fence, llC
rIb Americas
rK Steel
rolling Plains, Inc.
Smith Construction Estimating
Sure Steel, Inc.
TEPA

CONTACT US AWArDS
aSpE DEnvEr chaptEr Inc.
18952 East Clear Creek Dr. 
Parker, CO 80134-4833
(970) 352-6565
info@aspedenver.org
www.ASPEdenver.org

WInnEr of outStanDIng 
chaptEr 2013, 2014, 
2015, 2016
golD lEvEl outStanDIng 
chaptEr 2016, 2017

aSpE natIonal
2525 Perimeter Place Drive, Ste 103
Nashville, TN 37214
(615) 316-9200
email National
www.ASPENational.org

ASPE COrE VAlUES, MISSION, VISION
corE valuES
Education: We care passionately about educating and mentoring the next generation of 
professional estimators.

Professionalism: We care passionately about promoting professional estimating as a lifelong 
pursuit of excellence and credibility.

Fellowship: We care passionately about developing a network of industry leaders and peers 
to which belonging is worthwhile.

mISSIon: We are a fellowship of professional estimators pursuing excellence in construction 
through a variety of resources.

vISIon: To be the innovative leader and recognized authority through education, 
certification, and standardization. 


