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

October 2015

In This Issue

What a great start to the New Year for ASPE Denver!  September’s 
meeting had a great showing with Dustin Bass of FMI reporting 

the trends in Construction. Some of the trends are the available labor at all levels, 
megaprojects, technology advancing too quickly, significance of risk management, 
succession issues and mergers and acquisitions. Dustin went through the Architectural 
Billing Index, unemployment rates, forecasts, profit, return on equity and population 
growth to name a few areas discussed. It was an educational presentation, thanks to all 
that attended!

On September 17th, Matthew Rasmussen and I attended the Colorado State University 
Construction Management Scholarship and Awards Banquet at the Fort Collins Hilton.  
ASPE Denver Chapter 5 presented two scholarships – the ASPE/Eugene L. Joerns 
Scholarship and the ASPE Denver Chapter 5 Scholarship. The two young men that 
were awarded these scholarships were quite grateful and full of questions. They enjoyed 
hearing about projects bid, sharing classroom stories with us and comparing methods 
taught. They are so eager to learn, especially hands on through summer programs and 
internships. It makes the work we all do with our

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

Date:  Tuesday, October 13, 2015

Time:  5:00pm Registration/Networking
 6:00pm Dinner
 7:00pm Program

  Hodson’s Bar & Grill
 999 18th Street, Suite 101 
 Denver, CO 80202
 *Corner of 19th & Curtis Street
 
Cost:  $45.00 Members*
 $50.00 Non-Members*
 $30.00 Unemployed or  
             Retired Members
  *$5 additional if you register after Oct. 8th

Program information on page 8. 
Register at: www.aspedenver.org

LegaL Issues and 
standards In ConstruCtIon

Chapter Meeting 
NoticeOctober Program

Continued on page 3...
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Why is Everything a Secret?
by, Anton Takken, Chief Estimator at Kennedy Electric

FEATURE 
ARTICLE
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“Discretion is the better part of valor” : Shakespeare.

The life of an estimator involves a great deal of discretion for some very good reasons. For 
example, subcontractor (sub) bid amounts are kept confidential to maintain an ethical bid. 
Sharing subcontractor bid amounts with their competitors to achieve advantageous pricing 
is bid-shopping which is unethical.

Beyond the mechanics of maintaining a 
fair bid for the subs, an estimator must be 
aware that their competitors are watching. 
Revealing how you’re winning bids can be 
a costly misstep. Developing leads can be a 
very expensive proposition, so it behooves 
the savvy estimator to be discrete. The 
same goes for a subcontractor distribution/
invitation lists. These are the “nuts and 
bolts” of an estimators operation and should 
be considered confidential.

Design professionals face an incredible 
challenge to generate a perfect set of 
drawings. GCs should show deference and 
discretion when they find mistakes in the 
plans because strong working relationships 
are built on respect. Embarrass an Architect 
at your peril!

Code of silence
Many estimators are tight-lipped about 
everything. This code of silence begins to 
work against them in quiet ways.   It should be obvious by now that communication is a 
vital aspect of successful business. Feedback is the first victim to overriding caution. Most 
General Contractor (GC) estimators have a bid results policy of “given when asked” which 
means the subs must hound the GC for bid results. Often the answer is a terse and nearly 
meaningless reply such as “we lost”, “you were third”, and the perennial favorite: “your 
number was competitive”.

Forcing subs to bid blindly means they’ll spend more time missing than hitting. GC estimators 
who won’t share timely and meaningful results leave little incentive for subs to continue 
trying. GCs who expect bids anyway are communicating a lack of concern for wasting the 
subs time.

It bears mentioning that its standard practice for estimators to withhold bid results on projects 
they’ve won in order to allow the project manager (PM) time to review the bid for errors, 
omissions, and inconsistencies. Obliging the PM to contracting with a sub who was not 
actually the legitimate winning bidder is a serious problem . As a result, many firms have a 
policy against providing bid results before contracts are settled.

GC estimators should nonetheless provide bid results whenever they lose, and they should 
actively circle back after contracts are settled to provide feedback on wins as well. Proving 

Current Membership Count 49

Chapter Membership Classifications:
44.90% 22  Certified Professional 
  Estimator (CPE)
51.02% 25  Estimator (E)
0.00% 0  Associate Member (ASM)
0.00% 0  Constructor ( C)
0.00% 0  Student (S)
0.00% 0  Affiliate Member (AF)
0.00% 0  Member Emeritus (ME)
0.00% 0  Honorary Member (HM)
4.08% 2  Fellow (FCPE)
100.00% 49  Membership

Membership Statistics
(as of Sept 20, 2015)

Continued on page 3...
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that you’ve nothing to hide is an excellent way to build subcontractor loyalty. It’s seldom 
mentioned but the typical exchange between GCs and subs is like this: GC invites the sub 
to bid, the sub bids the job. The next reciprocal, logical, and ethical step is for the GC to 
provide bid results to the sub voluntarily. It’s a huge waste of everyone’s time making the 
subs nag for bid results that could easily be emailed the moment you know you lost the job.

Honest dealing is the hallmark of a professional which attracts market-leading bidders. It 
may seem counter-intuitive, but sharing how you lost directly leads to winning more often. 
Rapid bid results and high hit rates are constant companions in the hard-bid world.

Avoiding responsibility
The pre-bid stage of a project can be a very fluid process involving changes to the plans, scope, 
and budget. Often there can be substantial contradictions in the Construction Documents 
(CDs) that need clarification. Some estimators don’t bother to do Quantity Take Offs (QTOs) 
of subcontractor scope. This invariably means they aren’t pursuing Requests For Information 
(RFIs) like they should. Worse still, some GC estimators are afraid to “appear stupid” for 
asking a question that may be answered in the plans. The subcontractors questions go 
unanswered by the GC, whose “strategy” is to simply demand all subs bid per the plans and 
specs.  This is bid collecting instead of estimating. Some firms have secretaries collecting 
bids which is arguably better because at least the secretary will reliably answer their phone .

Since the subs are barred access to the design team, they have no way to know if the GC 
wrote an RFI or not.   Lacking acknowledgement or direction, the sub is left to decide what 
the GC’s silence implies. Jobs can be expected to suffer any time there’s an obvious lack of 
leadership, accountability, and communication. This adds to the subcontractors risk which 
raises their prices. This kind of secrecy is costly.

GC estimators who quickly acknowledge the issue, state that the RFI’s been submitted, and 
provide intermediate direction for everyone affected earn their subs best efforts.

fundraisers worth it, to know that we truly are making a difference in the next generation.

ASPE Denver Chapter 5 now has a Facebook page! If you’re on Facebook please like the 
page and invite others. Social media is another great way to keep members informed with 
the on goings of the chapter.

I’ll be travelling to Seattle the first weekend of October for the joint regional with the 
NW and SW chapters. Look for next month’s newsletter for that and the sporting clay 
tournament recap.

September 
Program
Pictures

FEATURE 
ARTICLE
...cont from pg 2

President’s Article
...cont from pg 1

Michael Chifala, the 2015 National 
ASPE Scholarship winner from the 
University of Colorado at Boulder

Continued on page 4...
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Match existing: I don’t know what’s existing and neither do you. But it won’t be me that 
pays, it’ll be you!

There are design teams that offer discounted services to clients which cut out site visits 
and fully vetted plans. Low-end remodels are particularly given to notes requiring “field 
verify”, “match existing”, and so forth. Imagine trying to bid a job where the finished 
items in question are 30’ off the floor in an occupied space. How would a bidder go about 
determining the make and model of existing materials during their site walk? Bidders trying 
to price the work off these plans often wonder why this information is a secret. The design 
team doesn’t know what’s existing, so they place design responsibilities on the bidders. 
It’s unprofessional, unfair, and it happens all the time. The only way it will stop is if these 
designs fail to attract bidders.

If the client couldn’t or wouldn’t provide the team with as-built drawings, the design team 
will often resort to depicting minimal areas of the project to reduce drawing costs. This 
creates many predictable problems for bidders.

For example: A grocery store remodel may have a frozen foods section with miles of wire 
running to a panel that’s not located on the plans. RFI’s asking for the panel location go 
unanswered because the engineer never made a site visit and doesn’t have access to as-built 
drawings!   Rather than admit they don’t know, these design teams opt for silence. The risk 
this creates for bidders is unconscionable.

Remodel projects are the most likely to omit basic information like; utility locations, deck 
heights, even the correct address!   GCs seeking to help these clients can contribute greatly 
to resolving these problems with well-written RFIs. Alternately, these GCs could provide 
bid directives that provide the stipulated conditions of the GCs proposal. By limiting what 
you’re promising to do, you can reduce the risk for everyone. Be wary of landing a hornets’ 
nest in the process. Some of the worst projects start with trying to “help” a client with their 
poorly drawn project.

Transparency: The great reducer of risk
GC estimators who make it a point to ensure that every bidder gets the same information, 
the same opportunity, and the same amount of time can actually spendless time running 
down loose ends. In today’s age of communication it’s easier than ever to instantaneously 
share information. Subs can run an estimator ragged trying to answer all their calls about 
a project issue. Letting them pile up on your voicemail leads to a whole lot of incomplete 
proposals on bid-day.  One email to everyone can make the phone stop ringing.

But what if I don’t know the answer?
If the subs are stuck on; do I do this or that, questions, you might respond by admitting you 
don’t know yet, but that you’re rolling with option 1 until told otherwise. The GC estimators 
goal should be to provide uniform, and reasonable direction whenever there isn’t a firm 
answer. Telling them “I don’t know, I’ll have to ask and get back to you” is a huge mistake 
because you can’t be sure the answer will come before the deadline. Pick a direction that 
you’d be willing to stipulate to on bid-day as your fall-back plan. If the design team response 
is completely different before the deadline, adjust accordingly.

Show your team that they have a leader at the helm. Leadership isn’t gifted guessing, it’s 
about taking risks, accepting responsibility, and maintaining momentum.
On some occasions it’s appropriate to ask the sub what’s at stake. If a given issue has only 
two reasonable solutions, it might be best to price them both. Asking the sub what the 
approximate cost, schedule, and risk differences are between options can quickly narrow 

Continued on page 5...
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things down. If the “premium” option is nearly the same price, but take substantially longer 
to get, you might clarify that detail on your proposal rather than asking the subs to price 
each option separately.

Wait and see...what a mess you’ve made.
An awful lot of GC estimators respond to questions with a request for alternate pricing. 
The intention is to “wait and see” if the question really merits their investigation or not. 
In practice, this tends to generate a maelstrom of prices which may not be presented in the 
orderly manner you imagined. Each sub might choose a different way of adding up all the 
options. As the deadline grows closer you’ll be burning up the keys on your calculator trying 
to sort it all out. Unwarranted alternates are a terrible burden to put on yourself when time 
is short. They can also increase the subs workload exponentially. In some cases alternate 
requests are so burdensome subs will decline to bid.

GC estimators should make decisions when they’ve got time on their side. Plus there’s 
always the possibility that you’re the only responsible GC estimator answering questions.  
The entire subcontractor market may default to your directions which keeps your competitors 
from receiving incomplete (and cheaper) proposals. Being a professional can pay dividends 
in unexpected ways.

Time bandits
There are some subs out there who will find a question to worry about no matter how 
straightforward the CDs are. Entertaining their anxieties is worthwhile in direct proportion 
to their ability to deliver market-leading prices. Risk is costly, so anxious bidders are rarely 
market leaders.

I’m not saying you should ignore the worry-wart bidders. In good market conditions, these 
folks won’t send a bid until they’ve been answered. Their bids tend to be very thorough and 
low-risk which can be a huge help on complex projects. The questions with merit are worth 
the full effort, whereas the anxiety is best handled through mutually understood default 
assumptions.

Nurture the nature of the best bidders
Still, there are some really excellent subcontractors who’ve got an estimator who simply 
won’t bid unless you actually talk to them beforehand. As a GC estimator, you’re trying to 
reduce risk by attracting market-leading subcontractor proposals. Sometimes that means 
maintaining relationships with difficult people. If it’s any consolation, these people are just as 
difficult for your competitors who might lose out on the winning number for lack of patience.

Discretion vs. Secrecy
Discretion is sharing information judiciously as opposed to secrecy which is simply 
withholding information. Earlier I touched on bid-results being withheld until contracts were 
resolved. This is an act of discretion to allow reasonable precautions. Every businessperson 
can understand the need for discretion. However, making necessary information a secret is 
bad business. Secrecy is a poor substitute for knowledge as it serves to keep out as much as 
it keeps in. Business depends on relationships which are social at their roots. Short-changing 
the social obligations brands a relationship as one-sided.

Like a wall blocking the sun, secrecy stifles growth. Discretion can quietly move mountains 
by building trust in relationships.

© Anton Takken 2015 all rights reserved.
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I grew up all over the United States and Europe as my father was in the Army.  I graduated 
from High School in a small Virginia town and immediately joined the Army as well as a 
mechanic.  I have always been interested in how things go together and loved my time in 
the Army.  I was stationed in Germany for 4 years and worked as a Department of Defense 
contractor after leaving the service.

In 2004 I enrolled full time in the University of Colorado at Boulder and graduated with a 
Bachelor of Science degree in Architectural Engineering with an Emphasis in Construction 
Engineering Management in 2008.  I worked for several medium to large general contractors 
in Denver and Phoenix before taking a position as an estimator for a small acoustical 
ceiling subcontractor in 2011.

In 2013, I accepted the Lead Estimator position with Heartland Acoustics & Interiors. 
Heartland Acoustics & Interiors is the leading subcontractor of suspended acoustical 
ceilings, specialty metal ceilings, wood ceilings, security ceilings, acoustic wall panels, 
acoustical sound treatment and stretch wall systems in the Rocky Mountain Region and 
Southern California.  I love being able to walk into a building with a complex ceiling 
feature and being able to say “We built that!”

Last year, we completed Academic Building One on the University of Colorado Denver 
Campus with Saunders Construction.  It is a cornerstone project for us and is one of the 
most complex acoustical and specialty ceiling projects we have seen.

Outside of work, I enjoy anything that gets me outdoors. I like to spend my summers 
camping and fishing and my winters skiing.

Get to know your 
Board Members:

Geoff Johnson
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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
“The difference between a successful person 
and others is not a lack of strength, not a lack 
of knowledge, but rather a lack of will.”   
   ~Vince Lombardi



 

 

 

 

 
 

Jack Storti is an Associate at Berg Hill Greenlead Ruscitti with a focus on business and   
commercial litigation.  In the construction industry he has advised owners, general             
contractors, subcontractors and suppliers in a broad range of disputes involving defects,     
international mining, contract disputes, bid protests, foreclosure actions and delay claims. 

Jack will discuss legal issues facing estimators, including bid mistakes, liens and claims.   
Legal standards and issues impacting contract terminations, along with Notice and Cure     
provisions and consequences of a wrongful termination will also be reviewed. 

Born and raised in Boise, ID, Jack has lived and worked in the Denver/Boulder area since 
2005 and is licensed to practice in both states. 

 

ASPE OCTOBER CHAPTER PROGRAM 

LEGAL ISSUES & STANDARDS FACING THE 
CONSTRUCTION INDUSTRY 

Tuesday, October 13, 2015 
5:00pm Registration / Networking 
6:00pm Dinner 
7:00pm Program 
 

Location: 
Hodson’s Bar & Grill 
999 18th Street, Suite 101 
Denver, CO 80202 
*Corner of 19th & Curtis Street 

To Register: www.aspedenver.org  
$45 Members* 

$50 Non-Members* 
$30 Unemployed or Retired Members 

*5.00 additional if you register after October 8th  

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









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.
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All Wall Contracting, Inc.
Assoc. Construction Consultants
Bristol Industries, LLC
Buckles and Associates
Building Tech Consultants, Inc.
CDM Constructors, Inc.
CFC Construction Company
CMC Group Inc.
Commercial Building Services
Cumming
dcb Construction Company Inc
Demand Const. Services, Inc.
Diamond Excavating, Inc.
Faith Enterprises, Inc.
Faithful + Gould
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 Engineering Group
Jacobs Facilites, Inc.
Jordy Construction
Kiewit Building Group
L.P.R. Construction Company
Ludvik Electric Co.
Madsen Kneppers & Associates
Maxwell Builders
Merrick & Company
Mortenson
Northern Electric, Inc.
Palace Construction
RES Americas
RFP Consulting, Inc.
RIB Management Computer Controls, Inc.
Roche Constructors, Inc.
Rolling Plains, Inc.
TEPA
Trautman & Shreve, Inc.
UFP Technologiel
Vertex Construction Services, Inc
Weifield Group Contracting
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Board Members & Committees 2015 - 2016      

ASPE Denver Chapter Inc.
18952 East Clear Creek Dr. 

Parker, CO 80134-4833
(720) 570-5750 

info@aspedenver.org
www.ASPEdenver.org

OFFICERS:
President: Stacie Flynn, E, Jordy Construction 
    (720) 570-5750   stacie@jordyconstruction.com
1st VP:    Matthew Rassmussen, E, Hensel Phelps Construction Co.
    (970) 352-6565  mrasmussen@henselphelps.com
2nd VP:     Eric Ross, CPE, RIB Management Computer Controls, Inc.
    (901) 359-2041  eross@mc2-ice.com
Secretary: 
Treasurer: Eric Ross, CPE, RIB Management Computer Controls, Inc.

    (901) 359-2041  eross@mc2-ice.com

BOARD OF DIRECTOR MEMBERS:
Geoffrey Johnson, E, Heartland Acoustics and Interiors, geoff@heartland-acoustics.com
Danielle Nicol, CPE, Diamond Excavating Inc., danielle@diamondexcavating.com
Robert Steele, E, Maxwell Construction, rsteele@maxwellbuilders.net

2012 President: Chris Morton, CPE, Howell Construction, Email: cmortoncpe@comcast.net

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

(720) 570-5750  stacie@jordyconstruction.com
Certification Committee Chair:
Bruce Thompson, CPE, Merrick & Company
(303) 751-0741  bruce.thompson@merrick.com
Education Committee Chair:
TBD
Ethics Committee Chair:
TBD
Membership Committee Chair:
Eric Ross, CPE, RIB Management Computer Controls, Inc.
(901) 359-2041 eross@mc2-ice.com
Program Committee Chair:
Officers and Board Members
Newsletter Committee Chair:
Chris Morton, CPE, 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!


