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So look to Building Entrepreneur 
to bring you valuable insights with 
each issue.  

We are delighted to bring you this issue 
of Building Entrepreneur, and once you 
begin reading it, you’ll find out why.  It’s 
chock-full of information owners and 
stakeholders can use about this growing 
industry.  In fact, the industry is not just 
growing, it’s booming!  And we want to 
make sure you’re not only aware of op-
portunities that await you, but that you 
are also prepared to take advantage of 
them.  

Our Feature Story...We’re more than a 
little excited about this issue’s Feature 
Story.  The Illinois Tollway is in its sixth 
year of a fifteen-year $14 billion capital 
program called Move Illinois, and there 
remain numerous opportunities for 
small construction business owners to 
be a part of it.  Their P4G Program has 
been an oasis of opportunities for pro-
fessional services firms, and Building 
Entrepreneur readers will be some of 

the first to know that this very successful 
program has been expanded to include 
the construction sector.  The Illinois 
Tollway is committed to the success of 
small, diverse and veteran-owned busi-
nesses in construction and engineering.  
But businesses wanting to participate 
must have the capacity and preparation 
to take on the job.

Part of that preparation means having 
knowledgeable staff or team members 
to whom you can delegate some of the 
tasks you perform.  Tasks that quite 
honestly keep owners too busy to grow 
their businesses.  It may not be a new 
position, and chances are you already 
have someone performing this function, 
but in this issue you’ll find out why an 
effective, knowledgeable Construction 
Manager is vital to any project you’re 
working on.  This person is the go to per-
son and he or she should have the lati-
tude to perform their job.  Which means 
you’ll delegate some tasks you’re doing 
to your Construction Manager – from ne-
gotiating contracts, to keeping track of 
employees.   

While your Construction Manager is 
keeping track of employees, you can en-
gage with your employees in a different 
way.  

In the article, Chief People Officer, you’ll 
read about specific tips on how you, as 
the Chief People Officer, can and should 
help develop your people into the best 
trained workers in this competitive in-
dustry.

OPPORTUNITIES! OPPORTUNITIES 
GALORE!

With the new person in the White House 
being a former businessman, who by the 
way comes from the building industry, 
Josh Ladick is predicting that many GSA 
schedules will thrive under the Trump 
administration.  Exactly which sched-
ules these are likely to be are laid out in 
his article on the subject.  

And in his article, 25 Reasons GSA Con-
tracts are Rejected, once again Josh Lad-
ick provides great information on how 
to submit a killer RFP that is likely to 
get you that GSA contract.   If that’s not 
enough, be sure to check out John G. Al-
len’s article, Set Up Your Business to Win 
More Government Jobs.

When you do land that contract, you’ll 
need a surety bond. The very informa-
tive article by the National Association 
of Surety Bond Producers, Answers to 
Questions Small Contractors Ask About 
Bonding will provide answers to ques-
tions contractors often have about sure-
ty bonds.

I hope you’ll enjoy this issue as much 
as we have enjoyed putting it togeth-
er for you.  If you have any suggestions 
for future articles, please email us at  
info@buildingentrepreneur.com.  

SF Stantley
Publisher

PUBLISHER'S STATEMENT

HAVING INDUSTRY KNOWLEDGE IS ESSENTIAL.  WHILE THERE ARE 
MANY NEW PROGRAMS, PROCEDURES AND PROCESSES THAT 
ABOUND IN THE BUILDING INDUSTRY THAT MAY AFFECT AND BENEFIT 
YOUR BUSINESS, IT IS ALMOST IMPOSSIBLE FOR BUSINESS OWNERS 
AND VALUED STAKEHOLDERS TO KEEP UP.  
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Most small businesses are not likely 
to have a training or career develop-
ment department but that doesn’t 

mean they shouldn't develop their people. 

It starts with a commitment to ensure that 
your staff knows their professional devel-
opment is important to you and the com-
pany. Then it just takes a little creativity to 
put together a plan. 

Start by ensuring that everyone has a writ-
ten job description. This is critical to estab-
lishing performance goals as well as artic-
ulating what it takes to move to another 
position. Job descriptions should cover the 
basics of what needs to be accomplished 
and include how it should be accomplished. 
If teamwork and collaboration are essential 
to your company’s success then include it 
in the job description; if having a customer-
first mindset is essential, then spell it out. 

Once you have established the annual per-
formance goals, move to creating a written 
professional development plan for each 
employee. While performance goals are typ-
ically reviewed every quarter, bi-annually or 
annually, professional development plans 
are more fluid and should be reviewed ev-
ery 12-18 months. 

Professional development plans should fo-
cus both on continuing to hone strengths as 
well as working on areas to improve. Before 
you begin, ask for feedback from your team, 
your customers and the employee–“what 
does this employee do well?, what should 

Are You the Chief People Officer? 

OWNING YOUR OWN SMALL BUSINESS OFTEN MEANS YOU WEAR MANY 
HATS. AND ONCE YOU START HIRING EMPLOYEES, CHIEF PEOPLE OFFICER 
IS LIKELY ONE OF THEM. 

this employee work on improving” – this 
can be done through a formal feedback 
tool, a simple survey monkey, or via phone 
interviews. Gather the feedback to review 
with the employee and gain their agree-
ment on one or two areas to strengthen and 
one or two areas to improve. 

Then create a plan with SMART goals; look 
for “on the job” opportunities, seminars 
and workshops offered through local asso-
ciations, community college classes, and 
on-line webinars. It is important for the 
employee to own their own career and they 
should be driving the plan.  There are many 
excellent, low cost options out there.  The 
goal is to demonstrate to your employees 
you are committed to them, so they will in 
turn commit to you and your business.  Be 
sure to check in on their progress and ask 
them to share what they’ve learned with 
the rest of the team. Update their plans on 
an annual basis, just as you do their perfor-
mance goals.

The pace of change in the industry de-
mands the best trained workers, don’t let 
your team be left behind. 

FEDERAL 
GOVERNMENT 
MARKETING: 
THE ENGINE AND FUEL THAT DRIVES 

SUCCESSFUL CONTRACTORS

See Kevin P. Young at the 
2017 Construction Industry 

Conference.  Register at  
www.constructionconference.net.

FACT 1: There are more than 780,000 
companies – large and medium; small  
and set-aside; public and private; 
for-profit and not-for-profit – regis-
tered, via the System for Award Man-
agement (SAM),   to do business with 
the U.S. Federal Government.
FACT 2: The U.S. Federal Government 
spends more than $3.5 trillion per year 
on people and programs, on products 
and services … it is by far the LARGEST 
MARKET IN THE WORLD in terms of 
spend.
FACT 3: Most of these 780,000-plus 
Contractors will see an annual gross 
revenue of $0.00  due to the complexity, 
cyclicality and competitiveness of Fed-
eral Government procurements.

So, where is your company today, this very 
minute, in terms of marketing strategy, plan-
ning, and execution?

Is your company, just standing still? Perhaps 
running in place? Or treading water?

If so, be confident in the fact that doing 
nothing—or doing little—means you’re go-
ing to be losing ground.

Successful marketing fuels successful 
business; and a successful  Go-to-Mar-
ket (GTM)  strategy should include the 
basic elements of:

•	Current-state business mission and ob-
jectives

•	 Situational analysis (strengths/weakness-
es/opportunities/threats)

Continued on page 28

BY KEVIN P.  YOUNG

BY PEGGY NEWQUIST ,  PRINCIPAL, CONSTRUCTING OPPORTUNITY, LLC

Opportunity, LLC is the premier pro-
vider of leadership development and 
gender diversity awareness training 
to the A/E/C industries, learn more at  
www.constructingopportunity.com.  
Contact Peggy at  
pnewquist@constructingopportunity.com
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Surety “Designed Effectively and Built Efficiently” 

GMA CONSTRUCTION GROUP OF IL 

Griggs Mitchell & Associates (GMA)  is a fully integrated 
General Contracting, Construction Management and 
Design Build firm that is licensed, bonded, and insured in 
the States of Illinois and Louisiana.  

GMA thrives to be the sole contributor of Design, Plan-
ning and General Constructing Services for our clients.  

Our goal is to ensure that the product we deliver is 
designed effectively and built efficiently by meeting 
the budget, schedule, quality, and safety demands of 
each project we embark upon. 

As a Veteran Owned Business, GMA has established a 
balanced selection of public and private clients.  

This mixture in our portfolio allows GMA to be selective 
in the projects we pursue thereby offering each client 
a personalized and focused experience. 

Our Markets….. 

Our team has focused its pursuits in 2 distinct markets 
with 2 distinct approaches.  

In the Illinois market, led by Cornelius D Griggs, our 
team focuses on General Contracting Construction 
Management and Design-Build pursuits.  

In the Louisiana marketplace, led by Jason Mitchell, 
our team focuses on Architecture and Design-Build 
pursuits.  We have developed a balanced mix of pub-
lic and private clients that we continuously provide a 
high level of service. 

3520 S. Morgan Suite 222-224 
Chicago, IL  60609 

312-690-4205 

Contact Us 

President 

Cornelius D. Griggs  
MITO, EMDC, PMP 



Jerry Inman
Pro Representative - North

224-221-6626

Hands on Demos 
throughout the day

Call today for appointment and 
WIN with Glidden Professional

OSHA determined that, in both cases, Arrow 
Plumbing LLC of Blue Springs failed to provide 
basic safeguards to prevent trench collapse 

and did not train its employees to recognize and avoid 
cave-in and other hazards. Trench collapses are among 
the most dangerous hazards in the construction indus-
try. In 2016, OSHA received reports of 23 deaths and 12 
injuries nationwide in trench and excavation opera-
tions. In the first five months of 2017, 15 deaths and 19 
injuries have been reported nationwide.

“We call on all employers involved in excavation work 
to review their safety procedures, and to ensure that 
all workers are properly protected and trained on the 
job,” said Kimberly Stille, the U.S. Department of La-
bor’s Occupational Safety and Health Administration’s 

Regional Administrator in Kansas City, Missouri. “We 
support the efforts by the National Utility Contractors 
Association  to raise awareness of trenching hazards in 
the U.S.”

OSHA opened its first investigation of Arrow Plumbing 
after a 33-year-old employee died on Dec. 15, 2016, 
when a 12-foot trench collapsed at a home construc-
tion site in Belton. A second investigation began on 
Jan. 20, 2017, at a Kansas City work site where inspec-
tors found the contractor’s employees working in an 
unprotected trench at another residential work site. 
No employees were injured there.

OSHA found similar violations at both work sites, and 
they included the company’s failure to install a sup-
port system to protect employees in an approximate 
12-foot-deep trench from caving-in; training workers 
on how to identify hazards in trenching and excavation 
work, and providing a ladder at all times so employees 
could leave a trench.

Overall, OSHA cited Arrow Plumbing for six willful and 
eight serious violations of workplace safety standards 
and proposed $714,142 in penalties.

OSHA provides the construction industry and others 
with guidance on trenching and excavations. Trench-
ing standards require protective systems on trenches 
deeper than 5 feet, and soil and other materials kept at 
least 2 feet from the edge of trench. An e-tool covering 
safety procedures is available here.

OSHA also provides “Recommended Practices for 
Safety and Health Programs” advice to the business 
community. In addition, the agency offers compliance 
assistance, tips, consultation for small-and medium-
sized businesses, educational materials, training 
and other information to employers and workers on 
common workplace safety hazards and how to prevent 
illness and injury.

Each state has its own On-site Consultation Program. 
This confidential safety and health consultation pro-
gram is targeted toward smaller businesses primari-
ly; employers can find out about potential hazards at 
their workplace, improve programs already in place 
and even qualify for a one-year exemption from rou-
tine OSHA inspections. Information is available at 
www.osha.gov/consultation.

Under the Occupational Safety and Health Act of 1970, 
employers are responsible for providing safe and 
healthful workplaces for their employees. OSHA’s role 
is to ensure these conditions for America’s working 
men and women by setting and enforcing standards, 
and providing training, education and assistance. For 
more information, visit http://www.osha.gov.

Raising Awareness of
Trenching Hazards

To ask questions, obtain compliance assistance, file 
a complaint, or report amputations, eye loss, work-
place hospitalizations, fatalities or situations posing 
imminent danger to workers, the public should call 
OSHA’s toll-free hotline at 800-321-OSHA (6742).

A MONTH AFTER 
A 33-YEAR-OLD 
WORKER DIED 
WHILE WORKING IN 
AN UNPROTECTED 
TRENCH, U.S. 
DEPARTMENT 
OF LABOR 
OCCUPATIONAL 
SAFETY AND HEALTH 
ADMINISTRATION 
INSPECTORS 
FOUND ANOTHER 
EMPLOYEE OF THE 
SAME MISSOURI 
PLUMBING 
CONTRACTOR 
WORKING IN 
A SIMILARLY 
UNPROTECTED 
TRENCH AT 
ANOTHER JOB SITE.
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Many factors determine the long- term 
success of a construction company: 
thoughtful and experienced lead-

ership, skilled people in the field and in the 
office, a sound business plan, luck and more. 
But financial analysis tends to get the most 
attention when it comes to surety under- 
writing.

Most underwriters agree that a contractor’s 
strengths and weaknesses are reflected in 
the company’s financial statements in some 
way. Most underwriters also believe that 
without a face-to-face meeting, they can’t re-
ally get to know a contractor.

The business community generally under-
stands financial terms and measurements. 
What most contractors want to know is: 
“What do these financial measurements 
mean to surety underwriters, and what busi-
ness strategies can ensure our company is in 
the most favorable position in these terms?”

In the final analysis, there are no absolutes. 
Each company needs to be managed accord-

Why Are Financials So 
Important To Your Surety?
BY CHRIS MURPHY

ing to its own circumstances. For example, 
an underwriter often views a contractor’s 
balance sheet with minimal interest-bear-
ing debt quite favorably. Not having to ser-
vice debt in a future that may or may not be 
sufficiently profitable clearly lowers risk and 
improves financial flexibility. So one might 
conclude that borrowing money is a bad idea 
if impressing the underwriter is the goal. But, 

a business manager who avoids all risks also 
may avoid the possibility of meaningful re-
turns.

Contractors should have trusted advisers (a 
professional surety bond producer, under-
writer, CPA, etc.) who can provide feedback 
on their plans, but only hind- sight will deter-
mine whether the plan was a good one.

FINANCIAL STATEMENT
The income (or profit and loss) statement is 
simply a report card of how much activity 
(revenue) was performed during the period, 
how profitable that activity was (gross profit/
loss), and what it cost the contractor to run 
the business (overhead). The underwriter ex-
amines these carefully against industry and 
geographical norms. Importantly, the un-
derwriter focuses on the trend of these mea-
sures over several years.

• For example, if the trend reveals 30 per-
cent revenue growth every year, the 
immediate concern is the speed of that 

THE MISSION OF SURETY UNDERWRITING IS TO DETERMINE WHETHER A CONTRACTOR HAS THE FINANCIAL 
RESOURCES TO PAY ITS BILLS TODAY AND TO FORECAST IF THE CONTRACTOR COULD CONTINUE PAYING 

THEM IF FACED WITH ADVERSITY IN THE FUTURE.

Contractors should 
have trusted advisers 
who can provide 
feedback on their 
plans, but only hind- 
sight will determine 
whether the plan was 
a good one.
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growth. While revenue growth in a tech-
nology company may make its stock price 
surge, in construction it creates questions 
about whether pricing was sacrificed to 
create revenue growth, whether the con-
tractor has the people or systems resourc-
es to manage the growth without things 
falling through the cracks, and whether 
the contractor has the cash to finance 
larger receivables.

• If overhead seems higher than a contrac-
tor’s  peers, the  underwriter  will  question 
whether the business is being run  to max-
imize profitability and financial strength, 
or to finance expensive personal lifestyles. 
Clearly, some companies are mature and 
have built superior financial strength over 
time, and therefore minimize the need to 
retain significant profits going forward. 
But in general, overhead analysis can be 
the underwriter’s window to the contrac-
tor’s true priorities.

BALANCE SHEET
The balance sheet demonstrates what the 
contractor has (assets) and what the compa-
ny owes against those assets (liabilities). The 
difference is the net worth of the business. 
Net worth is significant to the surety because 
it measures the long-term staying power of 
the business. But short-term staying power 
is important, too. Payroll, accounts payable 
and debt payments all need to be paid regu-
larly—in cash.

• Underwriters analyze working capital to 
assess the contractor’s ability to finance 
these requirements. Any interruption of 
cash coming in—a disputed receivable 
or change order, unprofitable projects, 
etc.—can place unbearable pressure on 

the contractor’s ability to meet obliga-
tions. The underwriter analyzes the bal-
ance sheet in the context of “what if?” 
Could the company survive, and for how 
long, if adversity strikes? Contractors that 
maintain their balance sheet to support 
only normal circumstances may not be 
enthusiastically supported by their sure-
ty. Rainy-day capitalization (or risk capi-
tal) can be critical to obtaining the desired 
level of surety support.

• Leverage is an important area of focus 
as well. Taking on debt may be the best 
thing for the contractor’s business, but 
contractors should carefully question 
whether buying a piece of equipment or a 
building (and taking on debt to pay for it) 
is the best move at the time. Especially if 
the contractor’s overall financial strength 
is modest, renting equipment or putting 
off other asset purchases until financial 
strength improves may be the best course 
of action. Also, overdependence on an op-
erating line of credit to finance cash flow 
may indicate under-capitalization. These 
are areas where a contractor should solic-
it the counsel of trusted advisers.

Chris Murphy is the Underwriting Director 
for Travelers Bond, Construction Services, 
Hartford, CN. For more information, call 
(860) 277- 9354 or email cmurphy4@trav-
elers.com.

STATUS OF PROJECTS
A surety also looks closely at the financial 
status and trends of individual projects via 
the work in progress (WIP) schedule. Analysis 
of the estimated cost to complete the back-
log may indicate how heavily the contractor’s 
resources are being utilized and measure the 
contractor’s capacity. The estimated gross 
profit in the backlog gives an idea of future 
profitability, assuming the estimates hold 
up over time. The WIP also shows whether a 
project is underbilled or overbilled.

• An underbilling suggests the contractor 
is financing the project for the owner in 
some way. It also may be a sign that the 
contractor has prematurely counted the 
revenue of a change order to which the 
owner has yet to formally agree. Or, it may 
simply indicate the contractor has not re-
vised cost estimates on the project. Rath-
er than acknowledging that costs have ex-
ceeded budget, resulting in a lower gross 
profit, an underbilling occurs. Gross profit 
decreases on jobs are often disguised as 
underbillings, so substantial underbill-
ings are subject to scrutiny by the under-
writer. 

• Also significant is the underwriter’s abili-
ty to view WIPs over several periods and 
track the estimated gross profit on a job 
over time. Steady margins that hold up 
through completion are a sign the con-
tractor likely produced a solid estimate 
before beginning construction and was 
able to execute in the field according to 
the estimate. This is an extremely favor-
able indicator of the contracting firm’s 
overall quality. Contractors that con-
servatively report their estimated gross 
profit during construction, and then con-
sistently report an increase on comple-
tion, are held in high esteem not just for 
their ability to execute, but also for their 
conservatism. On the flip side, WIP trends 
that show project gross profits regularly 
slipping from start to completion tell the 
underwriter there is a problem in estimat-
ing, in execution, or both.

Not all underwriters have the same perspec-
tive on the business or on financial analysis. 
Construction executives should discuss the 
financial analysis with a professional surety 
agent and an underwriter to ensure a mean-
ingful relationship.

The estimated gross 
profit in the backlog 
gives an idea of future 
profitability, assuming 
the estimates hold up 
over time.
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A partnership, like a building, is more than the sum of its parts. And 
both require true collaboration to grow. At Pepper, we’re always 
looking for responsive partners. Because we believe the relationships 
formed at the start of a project determine how it will finish.

pepperconstruction.com
312.266.4700

Forming inspiring, 
personal relationships



Starting a business takes great courage.  The ability to 
operate successfully comes as a result of hardwork, 
dedication and innate traits that help define and shape 
the individual.  

“Owner Spotlight” will feature and highlight a business 
owner in construction, architecture or engineering who has 
demonstrated an ability to operate a successful business and 
who has a well-defined vision, not only for their organization, 
but for their community and their industry as well.

We not only want to highlight this individual in the magazine, 
but we also want the winner to share some pearls of wisdom 
with other businesses that may assist them in achieving a 
greater level of success in a future issue.

If you know someone who runs a successful construction, 
architecture or engineering business and has exhibited the 
characteristics listed below, we would like to feature him/her 
in “Owner Spotlight” starting with our next issue in 2017.  
Anyone can nominate an individual you feel is deserving, as 
long as they meet the criteria.

Deadline  for the next Issue is June 1, 2017.  

The nomination cannot be secret  to the nominee because 
we will need to obtain a few items from them in order to com-
plete their nomination. These are described in the operation 
section below. 

Nomination Criteria

I. Leadership and Management Ability

1. Honesty-Whatever ethical plane they operate on, when
a business owner is responsible for a team of people, it is
important to raise the bar high. His/her business and its
employees are a reflection of him/her, and operating honestly
and ethically is an important attribute to be possessed by an
effective business owner.

2. Delegation-One of the most important skills a good leader
must possess in order to grow their business is having suffi-
cient confidence to delegate tasks to the appropriate individ-
ual/s or departments.  The nominee must have demonstrated

this trait. 

3. Communication-Has the ability to clearly and succinctly
describe the task at hand, the vision for the business, and
successfully engage with others both inside and outside the
business.

4. Confidence-Have the confidence to be able to assure ev-
eryone on his/her team that setbacks are natural and that the
important thing is to focus on the larger goal.  As the leader,
the nominee must possess the ability to remain calm and
confident and help keep the team feeling the same.

5. Creativity-Has demonstrated his/her ability to think
outside the box and choose wisely which of two bad choices is
the best option.

6. Commitment-An individual who leads by example; who
expects his/her team to deliver, and demonstrates his/her
commitment not only to the work but to his/her promises.

II. Operation

1. Business has 1-50 employees.
2. Has operated the same business five or more years.
3. Can produce references from a minimum of three project

owners or primes as to his/her follow-through and suc-
cessful completion of projects and the reference must dis-
close the project amount.  You must visit our website
to obtain the Letter of Recommendation and give it
to your nominee to submit with your nomination.

4. The business has annual revenue of $1,000,000+ (this
will be determined based on the cumulative value of the
projects indicated by the references).

Nominate someone for

Owner Spotlight

Deadline for the next issue is September 15, 2017.

The deadline to submit your nomination is 5:00 p.m., 
September 15, 2017.  You can use the nomination form 
on the next page and fax it to 312-934-0116, or go to our 
website www.buildingentrepreneur.com, to submit your 
nomination online.

Owner Spotlight Nomination.
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We are committed to increasing access to 
contract opportunities for certified 

disadvantaged, minority- and 
women-owned business enterprise 

(D/M/WBE) firms as well as veteran-owned 
and small businesses.

For more information on the Illinois 
Tollway’s diversity programs, please visit 

www.illinoistollway.com

The Illinois Tollway remains focused on 
promoting, assisting and ensuring diverse 

participation in aspects of operations— 
including contracting, consulting and

 the supply of goods and services.
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So many questions!

How do I even get started?

Where do I go to find opportunities?

What is all this paperwork?!! 

Wait! Keep reading! It’s not as hard as you 
might think. 

We get it. We recognize the challenges en-
trepreneurs face on the road to building a 
business. We know you’ve got a lot going on 
– securing financing, budgeting, marketing, 
networking, hiring the right people and serv-
ing as the chief cook and bottle washer. And 
we understand there’s a lot of information to 
wade through to make sense of doing busi-
ness with state government agencies. 

The good news? We believe in breaking down 
barriers. 

We want to make it as easy as possible for 
small, diverse and veteran-owned firms to do 
business with us. 

That’s not only good for you, it’s good for us. 
We want firms working on Tollway projects 
to reflect the diversity of the communities we 
serve throughout Northern Illinois. 

BY GUSTAVO GIRALDO ,  Chief  of 
the I l l inois Tollway Department of 
Diversity and Strategic Development

The fact is, we need you! 

We are only in the sixth year of a fifteen-year, 
$14 billion capital program called Move Il-
linois. There is a lot of work that remains to 
be done to help us achieve the goals of this 
program, which includes relieving conges-
tion, reducing pollution, creating as many as 
120,000 jobs and linking economies through-
out the region. The more firms we have on 
board helping to deliver this program, the 
better. 

So, what’s the secret sauce? 

Partnering. Big firms showing the ropes to 
small firms. 

The Illinois Tollway created its Partnering 
for Growth (P4G) Program for Professional 
Services as a way to help firms owned by mi-
norities, women and veterans gain on-the-job 
experience and learn new skills from more 
established firms. 

HOW THE P4G PROGRAM FOR 
PROFESSIONAL SERVICES WORKS
The P4G Program for Professional Services is 
a win-win-win situation. 

The program offers mentor firms incentives 
to provide meaningful instruction, technical 
assistance and beneficial resources to di-
verse and veteran firms. 

Diverse and veteran firms, in turn, learn from 
more established firms how to become more 
self-sufficient, competitive and profitable 
businesses. They have the opportunity to 
gain experience that can help them become 
qualified to work on a greater array of proj-
ects and improve their ability to successfully 
compete for contracts as a subconsultant or 
prime consultant. These diverse and veteran 
firms can build capacity that puts them in a 
better position to take on new challenges, 
grow their businesses, create jobs and, ulti-
mately, succeed in being selected to work on 
Tollway projects. 

In other words, take these businesses to the 
next level. 

For the Tollway, these relationships create a 
larger pool of firms competing for contracts. 
That means more firms working on Move Il-
linois projects, more competitive proposals 
and higher quality services. 

But enough about us. 

THE IDEA OF BIDDING ON A CONTRACT WITH A LARGE STATE 
AGENCY LIKE THE ILLINOIS TOLLWAY CAN BE SCARY. 

Illinois Tollway Expands its
P4G Program to include
the Construction Sector
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You probably want to know what it takes to 
get in on this. 

•	 Your firm must be certified as a disadvan-
taged business enterprise (DBE) or veter-
an-owned small business (VOSB) and be 
in good standing. Besides DBE certifica-
tion, the Tollway accepts City of Chicago 
and Cook County M/WBE certifications 
and the U.S. Small Business Administra-
tion 8(a) Business Development Program 
certification. 

•	 You must have an established track record 
as a professional engineering services 
firm. 

•	 You must have a desire to expand your 
services in such professional services 
fields as architecture, landscape architec-
ture, professional engineering and profes-
sional land surveying.  

Check, check and check? Then you’re good 
to go. 

As part of the P4G Program, you will get help 
building and expanding your capabilities as a 
professional engineering services firm. 

That could include: 

•	 Overall guidance and oversight of project 
work

•	 Assistance with the development of a 
comprehensive project management plan 
from concept through completion

•	 Assistance with the development of a 
quality assurance/quality control plan

•	 Information and guidance on applicable 
laws, regulations and rules

You may also receive help with:

•	 Developing and implementing proce-
dures in accounting for daily actual cost 
of labor, production and overhead

•	 Preparing change orders, filing claims, 
resolving disputes and managing project 
schedules

•	 Preparing contract documents, proposals 
and statements of interest

•	 Identifying and addressing unique chal-
lenges 

Participants in the P4G Program may also 
receive training in basic business operations. 
That could include invoicing, accounts re-
ceivable, marketing, business forecasting 
and budgeting, human resources and infor-
mation technology development, selection 
techniques for insurance and banking rela-
tionships. 

So far, 95 mentoring agreements have been 
established with professional engineering 
services firms totaling nearly $66 million. 
This includes 64 mentor firms and 56 small 
and diverse firms.

P4G PROGRAM FOR CONSTRUCTION
Based on the success of the P4G Program for 
Professional Services, the Tollway has ex-
panding the program this summer to include 
construction firms. 

The goals are to increase opportunities 
for minority, women, and veteran-owned 
businesses that have little or no experience 
participating on Tollway contracts and help 
them gain the knowledge and experience 
necessary to succeed. 

Like professional engineering services firms, 
construction contractors that want to partic-
ipate in the program must be certified DBE or 
VOSB firms and maintain that certification in 
good standing throughout the term of their 
involvement in the P4G Program. 

But, the P4G Program for Construction differs 
from the professional services program in a 
couple of ways. 

First, the agreement is relationship-based, 
not contract-based. Over a period of one to 
three years, mentor construction firms may 
provide assistance with:

•	 Business planning
•	 Record keeping

•	 Technical assistance related to project 
management, construction techniques, 
plan interpretation, estimating and cost 
accounting

•	 Capital formation, financial counseling 
and bonding

•	 Equipment utilization
•	 Submitting quotes
•	 Employee management 

Second, potential diverse and veteran con-
struction firms must apply for the program 
through the Tollway’s Technical Assistance 
Program. There, they will be evaluated to de-
termine the best way to help them succeed 
and receive support throughout the course of 
their involvement in the P4G Program. 

The Technical Assistance Program prepares 
established firms, including small, diverse 
and veteran-owned businesses, to partici-
pate as subcontractors and prime contrac-
tors on highway and vertical construction 
contracts, including the Move Illinois Pro-
gram. 

FOR MORE INFORMATION 
The Illinois Tollway is committed to the suc-
cess of small, diverse and veteran-owned 
business in the engineering and construction 
fields. A wide array of resources is available 
on the Tollway’s website, illinoistollway.
com/doing-business. 

Diverse and veteran-owned professional en-
gineering services firms can find guidelines, 
requirements and procedures on how to par-
ticipate in the P4G Program in the Diversity 
section of the Tollway’s website. Guidelines 
for construction firms will be posted when 
the P4G Program for Construction kicks off.

Additional information on other diversity 
programs that may be of interest, including 
the Illinois Tollway Technical Assistance Pro-
gram, the Earned Credit Program, the Small 
Business Initiative and the Small Business 
Set-Aside Program, can be found online, as 
well. 

The Doing Business section of the Tollway’s 
website includes information on upcoming 
contract opportunities. Professional engi-
neering services firms can consult the Profes-
sional Services Bulletin while construction 
firms can refer to the bid-letting schedule. In 
addition, goods and services providers can 
find current solicitations here. 

For more information about the P4G Pro-
gram, please contact the Tollway’s Depart-
ment of Diversity and Strategic Develop-
ment by calling 630-241-6800 ext. 2349 or 
emailing diversity@getipass.com. 
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A few years ago, the GSA stopped includ-
ing a “Checklist” in the Solicitation 
package. This is probably for the best. 

There are so many if/then’s during the process 
of preparing a GSA Contract that a checklist 
was too simplified. This being the case makes 
GSA Contract services on par with an Accoun-
tant or Attorney. You could probably learn to 
do it yourself, but it is advisable to seek out a 
trusted source.

Around page 5 of the Solicitation document for 
your GSA Schedule  you will find an itemized 
list of the documentation and details required 
(SCP-FSS-001, 002 and 003). Unless everything 
within this list is included in your Offer, you 
will very likely face GSA Contract rejection. 
Here are some common problems that result 
in rejection of a GSA Contract:

1. Missing Documentation
There are some documents, like the Pathways 
to Success, Readiness Assessment, etc., that 
are easy to miss.

Reasons GSA 
Contracts 
are Rejected

2. Pricing is not competitive
As outlined in the solicitation, pricing must be 
competitive both compared to current GSA 
Contract offerings and/or to your customer 
discounting methods.

3. CSP Document
Often times this is incomplete, and customer 
discounting is not properly disclosed, or is dis-
closed but in a confusing way.

4. Service Contract Act (SCA) Matrix
Possibly the most confusing (and least in-
structed) part of preparing a GSA Contract. 
The required format is given, but there is no 
instruction on how to gather the necessary 
information. This is impossible to complete 
properly unless you know about SCA or Davis/
Bacon going into the process.

5. Open Ratings Report
This third-party report must be completed, 
and any negative feedback (and even exces-
sive neutral feedback) must be addressed.

6. Digital Certificate
An employee  from within the company must 
have a digital certificate, supported by a 
screenshot.

7. Employee Handbook (PCP/UOT)
This is needed for almost every offer, but it is 
often overlooked. This document should out-
line Employee Benefits, an Affirmative Action 
plan, etc.

8. Licensing Agreements
The GSA’s Legal team will review your licens-
ing agreement. They will remove or revise any-
thing contradictory to the Federal Acquisition 
Regulation (FAR). This is big for Schedule 70, 
but is relevant to other GSA Schedules as well.

9. Industry Specific Requirements
Your specific Special Item Numbers (SINs) 
may have some extra requirements. So, look 
through the Solicitation package for any men-
tion of them.

10. “Ghost Documents”
This is a document that is required in your 
offer, but it is not mentioned anywhere in the 
Solicitation package. Yes, rejection can hap-
pen sometimes even if there was no way for 
you to know.

11. Human Error
The person reviewing your offer is human. 
Sometimes rejections happen because they 
missed something that actually was submit-
ted.

12. Frozen Schedules or SIN’s
This may not be your fault, but it is usually 
posted somewhere on the Internet. So, you 

are responsible for knowing if the SIN you are 
submitting for is frozen (i.e. currently not tak-
ing any new offers).

Scope &  Project History Issues  = GSA Re-
jection

Section II, Factor Four (Technical Proposal), is 
by far the most difficult task in the process of 
getting a GSA Contract. Even if you supplied 
all necessary documents, if the instructions 
for the Technical Proposal were not followed 
perfectly, then you face GSA rejection. It takes 
years of experience to master this section. 
And, most novices to GSA contracting will fall 
hard when writing the Technical Proposal. 
Locating projects and writing the Technical 
Proposal for scope justification is an art and a 
science.

13. Stuck between two GSA Sched-
ules
Some Contractors offer products and/or ser-
vices that fall just perfectly between two cat-
egories (GSA Schedules). So, when you submit 
to the first, they say that it fits better into the 
scope of the other. And when you submit to 
the other GSA Schedule, they say it fits better 
into the scope of the other one that you were 
already rejected from. It’s a very frustrating 
way to get a GSA rejection!

14. Project History does not match 
SIN Descriptions
Unless the preponderance of the work for the 
projects offered in the Technical Proposal 
perfectly match the scope outlined in the SIN 
Description, you face GSA rejection. Also, the 
SIN descriptions are oftentimes very vague. 
This makes the Technical Proposal a mine-
field for a novice. When there is a discrepancy 
between the SIN description and the project 
documentation (and there always is if you dig 
deep  enough), then the project is unusable. 
Therefore, you must critically review the entire 
Statement of Work submitted and remove or 
offer supplemental explanations for confusing 
areas. Once a project is deemed unusable it is 
oftentimes “permanently stained.” This makes 
it unusable for resubmission because the Con-
tracting Officer (CO) has made a determina-
tion. The burden is on you to convince them 
otherwise.

15. Offered Products or Services 
Not Supported
The Solicitation states that every item offered 
must be supported by an invoice (and it must 
have a direct and clear link). This is challeng-
ing if an offer has hundreds of offerings.

16. Projects Are Too Old
In some cases, the projects used must be 
within one year old, but most of the time the 
requirement is two years. When the GSA’s re-
view time approached 6-12 months, the proj-
ects will oftentimes expire. And if they took a 

BY JOSH LADICK

OVER THE PAST 6 YEARS, THE GSA 
HAS SHIFTED TO A “GATE KEEP-
ER” MODEL. A PASS/FAIL REVIEW IS 
CONDUCTED FOR EACH GSA CON-
TRACT OR PACKAGE. THIS RESULTS 
IN A VERY HIGH RATE OF GSA REJEC-
TIONS. HERE IS AN INFOGRAPHIC OF 
THE 25 MOST COMMON GSA REJEC-
TION ISSUES.

Continued on page 28

18  |  Building Entrepreneur

http://eoffer.gsa.gov/eOffer/util/solicitationUtilAction.do?method=view&displaySolList=Y
http://eoffer.gsa.gov/eOffer/util/solicitationUtilAction.do?method=view&displaySolList=Y
http://www.gsaelibrary.gsa.gov/ElibMain/scheduleList.do
http://www.gsaelibrary.gsa.gov/ElibMain/scheduleList.do


Phone: 1.888.505.8881 · Fax: 404.205.8344
LIVE SUPPORT: MONDAY – FRIDAY 8AM – 5PM EST

AB_5637_1016

A wireless lighting control solution comprised of nLight AIR® 
enabled fixtures, wireless battery powered wall switches and 
CLAIRITY, your mobile app for quick and easy start-up.

 � No On-Site Wiring Required

 � 360° PIR Occupancy Detection

 � Occupancy and Daylight Sensor - All in One

 � Smart-Building Ready

Pairing nLight AIR®

with the BLT LED Troffer
Simple As

Install nLight® AIR enabled fixtures. 
The factory-installed, embedded 
smart sensor helps to achieve 

Energy code compliance.
Install wireless battery powered 
wall switch. Multiple configurations 

Available to meet the needs of 
your customer. Download the 
CLAIRITY app, pair the fixtures to 
the wall switch and configure the 
lights to match your space.

2

3

1

Special Order with Our Dedicated Local Support Team

We offer full lighting solutions for every application. Browse all of our products at HomeDepot.com

BROWSE
Acuitybrands.com/Lighting 
HomeDepot.com or Quotes Center
VIEW THOUSANDS OF LIGHTING PRODUCTS

CONTACT
1-888-505-8881 
Quotes@CompPlusLLC.com
LIVE SUPPORT!

ORDER
Through Enhanced Special Services 
(ESVS)

nLight AIR®

Because Your Time Matters 
Simplified Wireless Lighting Control



The Role Of Civil Engineers In 
The Construction Industry

In recent times, major construction projects have in-
cluded the Suez Canal, the Golden Gate Bridge, the 
underground railway channel between Britain and 

France, and the North Sea Protection Works.

SCOPE 
Broadly divided into three major segments, the con-
struction industry includes general contractors, heavy 
and civil engineering contractors, and specialty trade 
contractors. In 2004, there were about 818,000 con-
struction companies in the United States. Of these, 
57,000 companies were involved in heavy and civil en-
gineering construction work. Overall in 2004, the con-
struction industry accounted for around 7 million jobs 
in the country. 

Civil engineers form an important component of the 
heavy and civil engineering construction industry. Civil 
engineers provide innovative and cost-effective solu-
tions to a variety of construction-related problems. 
Civil engineers design, plan, and execute a wide range 
of construction projects like roads, bridges, buildings, 
airports, dams, and sewage systems. 

Construction projects encompass a variety of govern-
ment, defense, public, and private programs on a na-
tional as well as international scale. The construction 
industry employs a substantial number of civil engi-
neers. Of the 1.4 million jobs that engineers held in 
2004 in the United States, around 16.4% of jobs were 
in civil engineering, which constitutes the largest per-
centage of engineering jobholders in the country. 

AREAS AND EMPLOYMENT PATTERNS 
Civil engineering makes use of major disciplines such 
as structural, water resource, construction, environ-
mental, transportation, and geotechnical engineering. 

These fields are not static and defined; they are dy-
namic and diverse. 

A substantial percentage of civil engineers usually work 
at sites which may be in different geographical areas 
than their organizational headquarters. Though civil 
engineering involves substantial project execution, it 
is not essential that all civil engineers be involved in 
only construction or project-based programs. Many 
civil engineers also hold administrative and superviso-
ry positions with a variety of government and private 
employers. Still other civil engineers are employed to 
do research and design, and to teach. 

Civil engineers can also find work as independent con-
sultants for a variety of construction projects. They 
can consult for public and private enterprises or work 
alongside government, defense, or civil construction 
authorities. Consultant civil engineers usually pro-
vide services like site investigation, feasibility studies, 
problem solving, cost estimates, and construction 
scheduling. They also interact with a variety of profes-
sionals—architects, geologists, survey engineers, and 
others—to complete projects according to established 
standards. Civil engineers need to be good team play-
ers with solid technical skills. 

QUALIFICATIONS 
Civil engineers usually possess bachelor’s degrees in 
civil engineering. In order to be able to offer their ser-
vices directly to the public, engineers must possess 
licenses. After obtaining licenses, they can use the 
Professional Engineer (PE) designation. To obtain a li-
cense, civil engineers should have Accreditation Board 
for Engineering and Technology (ABET) degrees and at 
least four years of relevant experience. Additionally, 
they should successfully pass relevant state examina-
tions. Licensing ensures that individuals possess the 
ability and competence to practice as civil engineers. 

EARNINGS AND BENEFITS 
According to the National Association of Colleges and 
Employers, entry-level annual salaries for civil engi-
neers in the construction industry are about $47,750. 
Salaries usually vary depending upon individual skills, 
experience, and employers. Salaries also depend upon 
geographical locations and costs of living. Depending 
on the employer, benefits can include flexible hours, 
sharing of profits, retirement benefits, holiday, paid 
leave, and continuing education opportunities. 

To summarize, the construction industry offers strong 
employment opportunities for civil engineers. Civil en-
gineers can look forward to prosperous futures in the 
construction industry.

This article originally appeared in Construction Crossing,  
www.constructioncrossing.com.

BY NIHIT AURORA

CONSTRUCTION IS 
ONE OF THE OLDEST 
ACTIVITIES IN THE 
WORLD. SOME 
LASTING EXAMPLES 
OF CONSTRUCTION 
PROJECTS ARE THE 
PYRAMIDS IN EGYPT, 
THE TAJ MAHAL 
IN INDIA, AND THE 
EIFFEL TOWER 
IN FRANCE—ALL 
WHICH REMAIN 
AWE-INSPIRING 
EXAMPLES EVEN 
TODAY. IN THE 
UNITED STATES, 
THE CONSTRUCTION 
INDUSTRY IS 
GENERALLY MORE 
CONCERNED WITH 
THE BUILDING AND 
CONSTRUCTION OF 
STRUCTURES LIKE 
HOUSES, OFFICES, 
APARTMENTS, 
FACTORIES, ROADS, 
AND BRIDGES. 
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WHAT IS A SURETY BOND? 
A surety bond is a promise to be liable for the 
debt, default, or failure of another. A surety 
bond is a three-party contract by which one 
party (the surety) guarantees the perfor-
mance of a second party (the principal) to a 
third party (the obligee). Surety bonds that 
are written for construction projects are 
called contract surety bonds. (Otherwise, 
they are called commercial surety bonds.) 
The surety is a company licensed by a state 
department of insurance to provide surety 
bonds to third parties to guarantee the per-
formance of a principal. The principal is the 
person or entity (in construction, the con-
tractor or subcontractor) on whose behalf 
the bond is given. It is the principal’s obliga-
tion that the surety guarantees.

The obligee is the individual or entity with 
whom the principal has a contract and to 
whom the bond is given. In construction this 
is the project owner or the prime contractor. 
If the owner is the bond obligee, then the 
prime contractor is the principal. If the prime 
contractor is the obligee, then the subcon-
tractor is the principal.

ARE SURETY BONDS LIKE 
TRADITIONAL INSURANCE POLICIES? 
No. Surety bonds are almost always written 
by insurance companies that are licensed by 
state insurance departments, but they are 
not like traditional insurance policies. Sure-
ty bonds are three-party agreements, and 
traditional insurance policies are two-party 
agreements, such as life insurance policies or 
property insurance policies. The surety does 
not “assume” the primary obligation, but is 
secondarily liable, if the principal defaults 
on its bonded obligation. A surety does not 
expect to suffer losses because the surety 
expects the bonded contractor to perform its 
contractual obligations AND the surety has a 
signed indemnity agreement from the con-
tractor to protect it from any losses the surety 
suffers as a result of having issued the bonds. 
This means that, if a surety incurs expenses 
and/or pays out as a result of a claim(s), the 
bonded contractor (or any other of the in-
demnitors) must reimburse the surety.

ANSWERS TO QUESTIONS SMALL 
CONTRACTORS ASK ABOUT BONDING

WHAT ARE CONTRACT SURETY 
BONDS? 
Bonds written by a surety company for con-
struction projects are referred to as contract 
surety bonds. The four main types of contract 
surety bonds are: bid bonds, performance 
bonds, labor and material payment bonds 
(generally called payment bonds), and war-
ranty bonds. The two basic functions of these 
bonds are: 

ü	Prequalification—assurance that the 
bonded contractor is qualified to per-
form the contracted obligation 

ü	Financial protection if the contractor 
defaults on its obligation—guarantee 
that the contract will be performed 
and certain laborers and suppliers will 
be paid for work and materials

WHO DO I GO TO IN ORDER TO GET A 
BOND? 
As a contractor, you are now ready to po-
sition your business to obtain surety cred-
it—to qualify your construction business to 
get bonds and to grow your business. The 
first thing you need to do is contact a pro-
fessional surety bond producer and start de-
veloping that relationship. Bond producers 
are business professionals who specialize 
in providing surety bonds to contractors, 
subcontractors, and other construction proj-
ect participants. They are knowledgeable 
about the surety and construction markets 
and focus their main activities on the surety 
market and position construction firms to 
qualify for surety credit. They provide invalu-
able business advice and expertise to assist 
a contractor in securing its surety credit re-
lationship and increasing its surety credit, if 
appropriate. They obtain from the contractor 

information and documentation needed by 
the surety to evaluate a request for bonding. 
They nurture a successful relationship be-
tween the contractor and the surety compa-
ny. They develop and maintain with the con-
tractor a relationship of trust, commitment, 
respect, and teamwork. 

HOW DO I PLAN FOR MY FIRST 
MEETING WITH A SURETY BOND 
PRODUCER?
You will probably be both excited and anx-
ious about your first meeting with your bond 
producer. As much as possible, bring to the 
meeting all the information, statements, and 
reports requested by the bond producer in 
the checklist he/she sends you. You may not 
have every document or all the information 
requested. If not, you and your producer can 
work out a game plan during the first meet-
ing to obtain such information. Your first 
meeting is mostly about the bond producer 
learning more about you and your business 
history and setting the stage for moving for-
ward to meet your business’s surety goals. 
You should bring to the first meeting informa-
tion that demonstrates organizational struc-
ture, experience, and financial wherewith-
al. At a minimum a contractor should bring 
the contractor’s questionnaire and financial 
statement. Resumes, brochures, letters of 
recommendation and/or accomplishments 
and CPA-prepared financial information al-
ways make a strong statement of commit-
ment to your business. For more information 
on what to bring to the first meeting, see the 
Q&A below.

WHAT CAN I EXPECT AT MY FIRST 
MEETING WITH MY BOND PRODUCER?
At a contractor’s typical first meeting with a 
bond producer, the bond producer will spend 
a good deal of time listening to and under-
standing the history of the contractor’s busi-
ness, company ownership, project expertise, 
operations, and goals/desires for bonding. 
The bond producer will explain whom he/she 
works for, how surety companies underwrite 
bonds, how bond rates work, how to request 
a bond, the importance of a good construc-

BELOW ARE ANSWERS TO QUESTIONS CONTRACTORS OFTEN HAVE ABOUT SURETY BONDS, WHICH HAVE BEEN COMPILED BY THE 
NATIONAL ASSOCIATION OF SURETY BOND PRODUCERS (NASBP) IN, “ANSWERS TO 51 QUESTIONS SMALL CONTRACTORS ASK ABOUT 
BONDING.” 
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tion accountant, why bond underwriters care 
about construction accounting and bank 
support, how he/she can add value to coach-
ing the contractor to obtain higher levels of 
surety capacity, and the general lay of the 
land in the surety marketplace.

What factors does a surety consider in 
the underwriting and prequalification 
process? Contractor prequalification, 
as performed by surety underwriters, 
involves a thorough and continuing pro-
cess for reviewing and evaluating balance 
sheets, work-in-progress schedules, and 
financial statements. Surety underwrit-
ers also evaluate factors such as the risk 
under the specific contract for which the 
contractor seeks a bond, the contractor’s 
entire work portfolio, past performance, 
experience, operational efficiency, mana-
gerial skills, business plan, and reputation 
for integrity. Obtaining bonds is more like 
obtaining bank credit than purchasing 
insurance. Different sureties will stress 
varying factors during the underwriting 
process, but almost all will consider the 
following factors:

ü	Financial capacity
ü	Net worth
ü	Cash flow
ü	Assets
ü	Credit score
ü	Work in progress
ü	Work history, including expertise 

and experience
ü	Banking relationship
ü	Nature of project to be bonded
ü	Character of the contractor

ARE BONDS REQUIRED ON PUBLIC 
PROJECTS OR PRIVATE PROJECTS, OR 
BOTH?
Contract surety bonds can be required by 
the federal government, state governments, 
local governments, private owners, and gen-
eral contractors.

Under the federal Miller Act and certain reg-
ulations, any federal construction contract 
valued at $150,000 or more requires a per-
formance bond and a payment bond. Each 
state has a “Little Miller Act,” similar to the 
federal Miller Act, which requires a perfor-
mance bond and a payment bond for state 
contracts over a certain amount, called the 
bond threshold. Many local jurisdictions 
have their own public works performance 
and payment bond requirements. In the pri-
vate sector, there is no mandate for the use 
of bonds on construction projects. Under-
standing the value of contract surety bonds, 
however, many private owners choose to re-
quire contract surety bonds on their projects 

for the same reasons the government does: 
to ensure the contractor is qualified to per-
form the contract, to ensure the contract will 
be completed in accordance with the plans 
and specifications, and to ensure that certain 
subcontractors and suppliers will be paid. 
In the same manner, as a risk management 
tool, prime contractors will often elect to 
require that their subcontractors obtain per-
formance and payment bonds. Sometimes 
lenders require owners to obtain bonds on 
projects as a condition for receiving financ-
ing.

WHY IS FINANCIAL STATEMENT 
REPORTING OF SMALL CONTRACTORS 
SO IMPORTANT TO SURETY 
COMPANIES AND BANKS?
Small contractors will eventually be required 
to provide their bank and surety financial 
statements in order to obtain a bank line of 

credit or to obtain bonds for a project. The 
accuracy and proper presentation of this fi-
nancial statement is critical to ensure that 
the contractor maximizes the amount of 
credit extended by its bank and surety. A con-
tractor’s financial statements tell the story of 
where the contractor is from a financial per-
spective, and the banks and sureties use this 
information to perform their underwriting 
processes. A poorly prepared financial state-
ment that is not up to industry standards 
with regard to form and content will reflect 
poorly on the contractor and could lead to 
rejection of credit by the bank and surety, as 
they will have concerns about the accuracy 
and completeness of the financial present-
ment.

Access the entire free publication from 
http://suretylearn.org/resources.
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Competition for government jobs and 
maintaining compliance with govern-
ment regulations is tougher than ever 

but there is good news for the small business 
contractor. The Federal and IL State Govern-
ments want to award more prevailing wage 
jobs to you!  In 2016, the Federal Government 
awarded almost $500 Billion to contrac-
tors (usaspending.gov) and the State of Illi-
nois-Chief Procurement Office reported for 
FY2015 that total contract expenditures for 
All Agencies was $9,913,475,446!!

Contractors that work on government jobs 
may be missing an opportunity to reduce 
labor & payroll costs on prevailing wage 
projects.  Even companies that do a small 
percentage of projects covered by prevail-
ing wage laws can realize significant sav-
ings once they understand how to manage 
the mandatory wages and  fringe dollars 
required under the Federal Davis Bacon Act 
and state prevailing wage laws. There has 
never been a better time to consider prevail-
ing wage laws and to increase your chances 
of winning more government contracts.

Federal construction contracts in excess of 
$2,000 are subject to the Davis-Bacon Act, 
which requires payment of locally “prevail-
ing wages” including the “anticipated cost 
of prevailing benefits.”  Generally this is ex-
pressed as a per-hour wage and per-hour 
cash equivalent value of benefits, and is of-
ten based on a union scale.  Prevailing wages 
are set by the DOL and are included in the 
bid specifications of covered contracts. Many 
states and the District of Columbia have their 
own prevailing wage laws, often referred to 
as “little Davis-Bacon Acts.”

Many contractors pay the fringe benefit por-
tion of the prevailing wage as additional 
cash wages, believing it’s the easiest way to 
comply with the law. But allocating the fringe 
amount to a bona fide benefit plan or plans 
results in significant cost savings – and can 
dramatically improve a company’s bottom 
line. Benefits that might be included in a 

bona fide benefit plan offering are retire-
ment, medical, dental, vision and life insur-
ance plans.  

The reason contractors save money by offer-
ing a bona fide benefit plan is that when the 
fringe portion of the prevailing wage is used 
to provide benefits for hourly workers, this 
amount is not subject to payroll costs such as 
FICA, federal and state unemployment taxes, 
and in most states, workers compensation. 
Although there are variances in the rates for 
the last two, conservatively these taxes rep-
resent an additional 25 cents on each dollar 
paid as cash wages.  Here’s an example of 
how much can be saved by removing these 
dollars from payroll:

SAMPLE CALCULATION
Say the company has 15 employees doing 
prevailing wage work and the base wage 
is $30/hr and the fringe benefit package is 
$15/hr for a total prevailing wage of $45/hr.   
These employees work approximately 800 
hours each per year on PW jobs. Here is an 
example of the cost savings assuming the ap-
proximate payroll burden (FICA, FUTA, SUTA, 
Work Comp & GL) is 25%.

$15/hr Prevailing Wage fringe benefits re-
moved from payroll = $3.75/hr savings

$3.75/hr savings x 15 employees = $56.25 
savings per man hour for all employees
$56.25/savings x 800 pw hours worked = 

$45,000 annual savings

Contractors searching for ways to cut costs 
and improve their chances of winning bids 
on government jobs should remove the pw 
fringe from payroll and allocate into prevail-

ing wage compliant benefit plans. The em-
ployer can use these fringe dollars to provide 
valuable benefits for hourly workers such as: 
Health Insurance, Vacation/PTO, Apprentice-
hship Training and Retirement. it makes good 
business sense to reduce costs and sharpen 
your competitive edge when bidding on pub-
lic works projects.

With the Supreme Court’s decision to uphold 
the federal health care reform bill, it makes 
more sense than ever for companies bidding 
and working on government contracts to 
use the fringe portion of the prevailing wage 
to provide major medical coverage for their 
employees. For contractors working on proj-
ects subject to prevailing wage, the funds to 
purchase coverage for employees are right 
there – included in the fringe. Starting in 
2015, employers with more than 50 full-time 
employees will be required to provide health 
insurance for their workers. Companies that 
fail to comply will face penalties. Even pre-
vailing wage contractors with fewer than 50 
employees should consider using the fringe 
to provide health insurance for their hourly 
workers.  The savings on payroll burden can 
be passed on as leaner, more competitive 
bids – and that means increased chances of 
winning contracts. Choosing to offer health 
insurance also makes sense from an employ-
ee relations standpoint in terms of being able 
to attract and retain talented workers. 

Plus, providing benefits to your employees 
is the right thing to do. Coverage provided 
with fringe dollars is paid with pre-tax money 
and employees who are not covered at work 
must be underwritten on their own and pay 
potentially higher rates with their after tax 
dollars. You have fringe dollars specifically 
earmarked to provide benefits and signif-
icant payroll and insurance costs savings 
when you do. 

SAVING MONEY FOR EMPLOYERS, CRE-
ATING A BETTER FUTURE FOR WORKERS
There’s no question that the Davis-Bacon Act, 
state prevailing wage laws and ACA can be 
confusing and overwhelming, but the good 
news is that there are resources available 
to help you – so you can focus on running 
your business. Finding an experienced part-
ner with expertise in prevailing wage benefit 
plans is the first step in navigating the maze.

BY JOHN G. ALLEN

ARE GOVERNMENT JOBS PART OF YOUR REVENUE MODEL? HAVE YOU AVOID-
ED BIDDING ON GOVERNMENT JOBS BECAUSE IT’S CONFUSING? HAVE YOU 
EVER LOST A BID ON A GOVERNMENT JOB BY JUST A FEW DOLLARS? 

John G. Allen, CRPS, is 
Director of PointOne 
Plans (www.pointo-
neplans.com) which 
has been helping 
government contrac-
tors reduce labor costs, bid costs and stay 
complaint on all prevailing wage jobs since 
2004. He can be reached at 512-663-0709 or 
jallen@pointoneplans.com.

Set Up Your Business To Win 
More Government Jobs
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As a matter of fact, many people avoid 
positions like this for a few reasons. If 
you believe you are one of those who 

can take it, then take a look at this list of the 
responsibilities associated with construction 
management jobs.

Duties of a Construction Manager
The first thing that a construction manag-
er must do is keep track of all employees. 
This will include making sure they have the 
equipment they need, as well as ensuring 
that they are actually doing their jobs. From 
this aspect, one might be led to believe that 
construction management jobs are babysit-
ting jobs, and in some cases they really are. 

In addition to that, you will need to negoti-
ate contracts with potential clients. As the 
manager, you will need to make sure there is 
a client lined up right after the current job. If 
there is not, there might be no paychecks the 
following week.

Making sure that the job is finished on time 
is another important aspect of construction 
management jobs. Sometimes the jobs are 
financed by a certain bank, and the bank will 
only provide a payout if the construction has 
progressed by a certain amount of time. In 

The Role Of A 
Construction Manager

other words, if the work doesn’t get done, no 
one will be paid. This can be a heavy burden 
to bear, but it is part of construction manage-
ment careers. 

On that note, you will need to manage the 
payroll, as this is another big part of con-
struction management jobs. In order to do 
this you will either need to keep a ledger, or 
you will need to acquire a computer program 
that allows you to keep track of paychecks 
and salaries. You could just cut checks, but 
at some point a dispute will arise, and you 
will need to make sure you have adequate 
records in order to settle any dispute. 

As you can see, this is not the easiest job in 
the world. You will need to be strong, and you 
will need to be willing to work long hours. 
Keep in mind that when you are negotiating 
contracts with potential clients, there may 
be ten other construction companies doing 
the exact same thing with the exact same 
client. You need to be convincing enough to 
get the job, and if possible, have more than 
one potential client lined up. You will need to 
be able to relate to people, because in effect 
you are a salesman. You are trying to sell your 
construction services to a company or indi-
vidual, and you need to provide them with a 
reason to go with you.

Do you guarantee your work? Do you offer 
something that the other companies don’t? 
These are the questions you need to ask 
yourself when you are representing your con-
struction company. Construction services 
are not a rarity, but quality work is. Not only 
do you need to build, you need to make sure 
the structure you erect can stand up to wind 
storms, state inspections, and most impor-
tantly the next fifty to one hundred years. 

Construction management jobs will require 
some education. You will need to have a 
background in math and science, and you 
may find that a structural engineering degree 
helps out quite a bit. These are just a few of 
the things that you might need to pursue. 
Among others, you might find that a degree 
in business helps out, and perhaps a few fi-
nance courses to help you out with the mon-
ey side of the business. As you can see, this 
isn’t the easiest career path, but if you keep 
up the good work and continue to push, you 
might find that a career in construction man-
agement is something that you can pursue 
and stay in for many years to come. 

In order to find one of these jobs, you will 
need to either use the internet or take a look 
at some of your local construction compa-
nies. Most companies are looking for con-
struction managers, and if you have the cre-
dentials, you might be just the person they 
need. You never know until you try!

That being said, it’s time for you to look into 
ways to expand your career and take up con-
struction management jobs. There are many 
opportunities and many potential routes to 
take when it comes to construction manage-
ment careers. This isn’t going to be an easy 
job by any means, but who ever said that a 
worthwhile job would be easy?

This article originally appeared in Construction 
Crossing, www.constructioncrossing.com.

THERE ARE MANY CONSTRUCTION CAREERS OUT THERE, BUT NONE QUITE 
AS IMPORTANT AS THAT OF CONSTRUCTION MANAGER. THE THING YOU 
NEED TO KNOW, IS THAT ANYONE CAN DO GRUNT WORK, AND ANYONE CAN 
BECOME A SUPERVISOR. TO MAKE YOUR WAY INTO CONSTRUCTION MAN-
AGEMENT, YOU NEED TO HAVE SOMETHING SPECIAL. 
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•	Target market (industry/segment) know-
ledge and dynamics

•	Competitive environment
•	Solution offering (products/services) and 

gaps
•	Positioning, pricing, and branding
•	GTM launch marketing plan
•	GTM launch budget
•	GTM launch goals and metrics
•	GTM launch implementation, execution, 

management, and measurement.

So why does marketing so often appear as an 
afterthought in the world of federal contrac-
tors?

•	Many contractors—of all sizes and seg-
ments—transfer their critical marketing 
roles and responsibilities into their com-
munications, business development or 
sales functions.

•	There appears to be very little or incon-
sistent GTM strategy among contrac-
tors as well as limited GTM execution, 
management, or measurement.

•	There is a constant fight for funding of 
marketing staff and programs as well as 
infrastructure to support GTM initiatives.

•	Many contractors take a  Sales-First (In-
side-Out) approach to their Federal 
Government market and treat their mar-
keting simply as a cost of doing business.

How many senior and executive managers at 
federal contractors can quickly and candidly 
answer these basic—yet company critical—
Go to Market questions:

•	 Is your company’s mission, vision, and 
value proposition(s) internally docu-
mented? Communicated? Managed and 
measured?

•	When your company  wins,  why does 
it win?

•	When your company  loses,  why does 
it lose?

•	 Is your company unknown to the market? 
Known to the market? Known for some-
thing? Known for something good? Pre-
ferred for something good?

•	How is your company preparing for the 
dynamic/changing landscape (e.g., de-
mographical, ecological, economical, 
legal, political, privacy, social, and tech-
nological)?

It’s no secret that the most successful compa-
nies in—Business-to-Consumer, Business-to- 

Business, or Business-to-Government—are 
also leaders in marketing strategy, planning, 
and execution and in marketing practices, 
processes, and methodologies.

So, where is your company today, this very 
minute, in terms of marketing strategy, plan-
ning, and execution?

Is your company, for the most part, just 
standing still? Perhaps running in place? 
Treading water?

If so, be confident in the fact that doing noth-
ing—or doing little—means you’re going to 
be losing ground:
Losing in mind share.
Losing in heart share.
Losing in market share.

Continued from page 6

Continued from page 18

Kevin P. Young is Managing Partner of 
KPYoung & Associates, Inc.; Adjunct 
Professor at George Mason University’s 
School of Business; Co-Founder of the 
Government Market Master™ Certifica-
tion Program; and Instructor for the Vir-
ginia Procurement Technical Assistance 
Program (PTAP). He may be contacted at 
703-794-1100 or kyoung6@gmu.edu.

long time to review and reject, then you are left 
having to re-write the Technical Proposal for 
new projects because the original ones have 
expired.

17. Not Enough Projects were sub-
mitted
Similar to the age of the project, some SIN’s 
require two and some require three. The Solic-
itation should guide you here (but not always). 
You could submit 1 or 2 extra SOW’s and write 
ups. However, that is a lot of extra work and it 
may give the reviewer more reasons for a GSA 
rejection.

18. Legislative conflict (Brooks Act, 
Ability One, etc.)
For some SIN’s there are huge pitfalls. They are 
usually mentioned in the SIN description. It 
takes a great deal of extra research to under-
stand  these references, and assure that the 
Tech Proposal steers clear of them.

19. Letter of Supply (LOS) require-
ment
If you are offering products that are not your 
own, then you must provide a Letter of Supply 
(or several) to cover every product offered.

20. Trade Agreement Act (TAA) 
Compliance
The Trade Agreement Act (TAA) governs the al-
lowable Country of Origin (COO) for the items 
offered on a GSA Contract. Chinese end prod-

ucts are not allowed on a GSA Contract, but 
Taiwan end products are. You must remove 
non-compliant products before submitting 
your offer to GSA.

21. Green Requirements
Some SIN’s require that a certain green certifi-
cation be applied to all new products offered. 
For example, for Schedule 73 SIN 302-49 Freez-
ers and Refrigerator units must be Energy Star 
certified to be listed.

22. Company is too newly formed
In order to get a GSA Contract, a Contrac-
tor must be able to offer two years of financial 
documentation. This restrains  start-ups look-
ing to get into the federal market, but they can 
always “piggyback” on another’s GSA Con-
tract.

23. Loss experienced within past 2 
years
If a loss was experienced, then it must be 
addressed and explained away. This is not a 
disqualifying factor, but the GSA will put you 
through a deep  Financial Review. You must 
justify that the loss does not affect your ability 
to perform.

24. Financial Strength
If there are issues with debt or the Current 
Ratio is not strong, then the GSA will refuse to 
award a GSA Contract. Again, the GSA will put 
you through a deep Financial Review.

Weakness in Financial History = GSA Rejec-
tion

The GSA will not sign off on a Contractor that 
they feel will not be around in a few years. 
So, they carefully review each Contractor’s fi-
nancial strength. If there is not a reasonable 
expectation that a Contractor will meet the 
Minimum Sales Requirement ($25K in first two 
years, $25K every year after), then a Contrac-
tor will face GSA rejection.

25. Revenue below $250K
This sounds bad because it discriminates 
against Small Businesses. But the burden is on 
the Contractor to reasonably prove that they 
have a good chance of meeting the Minimum 
Sales Requirement. Otherwise the GSA Con-
tract will not be awarded.

CONCLUSION
You can do anything, but should you? Let’s 
face it. We are all limited by time, and getting 
a GSA Contract with GSA Focus will save you 
months and also guarantee success.

We live in a time where 75-90% of GSA offers are 
rejected. Sometimes after months of waiting 
for review. There is no silver bullet to grow your 
company in the federal market. The trick is to 
know when to take a project on in-house, and 
when it is time to lean on a seasoned expert to 
deliver in an accurate and timely manner.

Josh Ladick is the President of GSA Focus, 
Inc., and has been immersed in GSA Con-
tracts and Government Contracting for 
over 8 years. 

Contact Josh at 866-916-6484  
or josh@gsafocus.com.
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Will the next 4-8 years be a golden age 
for federal acquisition with the GSA 
Schedule program as a preferred 

method for government purchasing?

No one knows, however, the simplified and 
streamlined methods that the GSA MAS pro-
gram offer certainly lend themselves to the 
business-like approach that Trump is expect-
ed to bring into the Executive Branch.

Here are the areas within the GSA Schedule 
program that I expect to see growth in the 
coming years.

GSA Schedules 56, 03FAC, 51V – 
Construction
President Trump campaigned on an im-
proved infrastructure and more jobs. Gov-
ernment Contractors in the Construction in-
dustry will likely see some large projects to 
rebuild our roads, airports, etc. hitting FBO.
gov soon.

Additionally, because President Trump 
has come from the building industry, he is 
uniquely suited to oversee the massive task 
of renewing America’s infrastructure. His or-
ganizational (and negotiation) skills could be 
greatly complimented by a large BPA-style 
contract utilizing GSA Contract holders with-
in the MAS program.

GSA Schedule 70 – IT Products & 
Services
President Trump is a businessman and has 
campaigned on running the government like 
a business, with more efficiency. Business-
es use technology to solve problems and 
streamline processes, and GSA Schedule 70 
is the perfect tool to support the technolo-
gy purchases to bring our government up 
to speed. The new Cloud SIN 132-40 can be 
expected to take the federal government off 
of antiquated and limiting software and cen-
tralize Agencies information into the cloud.

Cyber security is a huge topic in government 
these days, with leaks of vital information 
happening left and right. The new group of 
Cyber SIN’s (132-45A, 132-45B, 132-45C) on 
Schedule 70 are uniquely suited to help gov-
ernment organizations guard from (and re-
spond to) compromises in their information 
systems.

With the repeal or reshaping of Obamacare, 
Trump and congress will also need to con-
sider any changes to the handling all of the 
Health records. Schedule 70 has SIN 132-56 
to provide qualified vendors and their solu-
tions to address the challenges that may 
arise.

Schedule 84 – Security/Emergency
“Building the wall” was perhaps Trump’s 
largest campaign promise, and he intends 
to keep it. The Border Patrol has tradition-
ally utilized GSA Contractors and has a great 
relationship with the program. Several SIN’s 
on Schedule 84 are well suited to offer the 
products and services to build the wall at the 
border and secure it for years to come.

Also, Another Trump campaign promise was 
to put a greater focus on homeland security. 
So, we can expect some extra budget dollars 
going towards security integration and pre-
paredness for attacks on American soil.

Schedule 00CORP – Professional 
Services
The greatest way that Trump can “Make 
America Great Again” is to bring jobs back. 
GSA Schedule 00CORP (aka, the Professional 
Services Schedule – PSS) can be a conduit to 
quickly bring jobs back through Government 
contracting.

Schedule 00CORP offers many profession-
ally skilled services that can improve the 
efficiency of government, such as business 
training and consulting, financial consulting, 

engineering and acquisition support, adver-
tising/marketing, worldwide logistics and 
language services.

Additionally, the future of the energy indus-
try is likely to change in the coming years. 
And with that will increase the government’s 
role in utilizing Environmental Services (SIN 
899-1) to assess the impact of these changes. 
There are also several 899 SIN’s that should 
see growth that relate to construction (re-
mediation/reclamation, materials disposal/
recycling, GIS, etc.)

VA Schedules 65 II A (and other VA 
Federal Supply Schedules)
A  troop pay raise  has already been talked 
about by Trump and if he wants to go further 
he can increase the budget for the VA care 
of soldiers. Medical products, staffing and 
pharmaceuticals are purchased through the 
VA’s Federal Supply Schedule and they would 
see a boost in sales if Trump increased the 
budget to take better care of the troops.

WHICH GSA SCHEDULES 
WILL THRIVE UNDER TRUMP?

BY JOSH LADICK
PRESIDENT TRUMP ALREADY HAS A RELATIONSHIP WITH THE GSA THROUGH 
HIS POST OFFICE HOTEL PROJECT A FEW YEARS AGO. AND HE HAS SPOKEN 
VERY FAVORABLY OF THE AGENCY.

Josh Ladick is the President of GSA Focus, 
Inc., and has been immersed in GSA Con-
tracts and Government Contracting for 
over 8 years. 

Add: Contact Josh at 866-916-6484  
or josh@gsafocus.com.

“Building the wall” 
was perhaps Trump’s 
largest campaign 
promise, and he 
intends to keep it.
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REGISTER TODAY  
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Here are a few of the activities that await you at  
this year’s conference: 

• Exhibits
• Business workshops
• Private meetings with decision makers

• Owners connect
•  Powerful 'Premier Session' presenters
• Networking lunch

And much more!!
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