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 This process starts the moment you get a new 
idea for improvement of your facility.

 What follows the idea is some type of internal 
process of building a business case through a 
feasibility study that can include some 
conceptual design, project cost-savings, 
and/or revenue generation.

 Yay! Your project has been approved. 

Step 1: Choose a delivery method. The delivery method influences the team that is 
selected to define the scope work, this is a key step to a successful project.

Step 2: Scope development

Step 3: Project documents

Step 4: Contractor selection and contract negotiations 

Concept to contract

So, now what?



Choosing a Delivery System



Design-Bid-Build Project Delivery (DBB)
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Design-Build Project Delivery (DB)
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 Three linear phases: Design, bid and build.
 Three prime players: Owner, designer, and contractor.

 Two separate contracts.
 Owner warrants the sufficiency of the plans and specs to 

the contractor:
 The contractor is responsible to build the project 

as designed.
 The designer is responsible to design to the 

professional standard of care.
 Owner is responsible for any “gaps” between the 

two.

 Integrated process: overlapped design and construction 
– typically fast track. 

 Two prime players: Owner and design-build team.
 One contract.
 Owner supplies the project performance standards.
 The design-build team is responsible to design and 

construct the project to meet the owner’s performance 
standards.

 With respect to prescriptive designs or specifications, 
the design team is responsible for discovering 
inconsistencbetween the prescriptive requirements and 
the performance standards and the owner remains 
responsible for the cost to reconcile the inconsistent 
standards.

Design-Bid-Build Design-Build

https://dbia.org/The above information and more can be accessed at :

https://dbia.org/


Step 1: Choose a delivery method 
Step 2: Scope development

Concept to contract

*** Scope Development is Vital ***

Scope Development is vital because it 
helps other people see clearly your vision.
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Low impact/low probability
Risks in bottom left corner are low, 
you can and likely should ignore 
them.
Low impact/high probability
Risks in bottom right corner should 
managed to reduce likelihood, but if 
they occur you will be able to cope 
with them.
High impact/low probability
Risks in upper left corner could have a 
high impact. Have a contingency plan 
in place.
High impact/high probability
Risks in upper right corner are likely 
to have a high impact. Have a 
contingency plan in place and make 
these your top priority.
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Contractor Services Owner Needs

B = Waste: 
What owner doesn’t need 
that contractor charges for.

C = Unfulfilled Needs: 
Owner needs that are not 
provided by contractor.A = Value Fit

Value Fit





Contractor Services Owner Needs

B = Waste: 
What owner doesn’t need 
that contractor charges for.

C = Unfulfilled Needs: 
Owner needs that are not 
provided by contractor.A = Value Fit

Value Fit

Value fit helps facilitate cost alignment 



Once you understand all the dimensions of 
value to you, you are in a good position 

communicate your project vision.
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Step 1: Choose a delivery method. The delivery method influences the team that is 
selected to define the scope work, this is a key step to a successful project.

Step 2: Scope development

Step 3: Project documents

Step 4: Contractor selection and contract negotiations 



Project Documents

The project documents may be simple or 
complex depending on the complexity of your 

vision. The document could include the 
following:









Pictures can be a quick and clear way to 
convey scope items.
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Concept to contract
Step 1: Choose a delivery method 
Step 2: Scope and bid package development
Step 3: Contractor selection and contract negotiations



Site walk through
Have all contractors attend a site 

meeting to walk the site and review 
the bid requirements found in the 
bid package.

After the walk through, as questions 
come up from various contractors, 
respond to all bidders with a written 
answer.

Contractor selection 



Contractor Proposal Meeting
Hold a proposal meeting with each 

contractor to assess their 
understanding of scope inclusions, 
exclusions, assumptions and any 
clarifications the contractor wants to 
make.
Review the schedule during the 

meeting. Look to see that engineering 
and procurement time is included as 
well as permitting time is reflected. 
Establish key milestones with 
contractor.

Contractor selection 





Contract Negotiations
Get both parties’ attorneys 
on the same call and work 
through any revisions.

Contract Negotiations

Congratulation, you now have a project to manage.
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Detailed Design & Procurement

Step 1: Stay engaged



Review and approve drawings expeditiously. Quoted 
manufacture delivery times are typically based off 
from receipt of approval drawings.

Changes in process flow (PFD)and general 
arrangements (GA) can have schedule impacts. PFD 
and GA must be locked in early if foundation design 
requires expediting.

Engineering the foundations occurs towards the end 
of the design. While foundations are an early step in 
construction.
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Construction

 Pre-Construction Meeting(s)

 Project Closeout Meeting

 Regular Owner & Contractor meetings
 Regular Owner & Contractor site walk through.

 Pre-commissioning Meeting



Construction

Pre-Construction Meeting
 Your contractor will likely hold and conduct 

the meeting but please attend.
 All stakeholders should have a representative 

attend the meeting.
 General topics could include:
 Roles and responsibilities with 

communication channels
 Site specific concerns and orientation
 Safety plan and expectations 
 Contract administration and change order 

process
 Problem resolution process
 Project schedule
 Payment and lien waiver process



Construction

Owner/Contractor Meeting
 Meet regularly. Frequency is dependent on 

job intensity and pace.
 Your contractor will conduct the meeting.
 General topics could include:
 Safety plans, issues, and concerns 
 Schedule review
 Three week look ahead
 Progress on key milestones
 Construction impacts on facility
 Upcoming QAQC testing events

 Contract administration and change order 
process including any issues with payment 
and lien waiver



Construction
Owner/Contractor Site Walk 
Through
 Conduct walk throughs regularly. Frequency is 

again dependent job intensity and pace.
 Make a punch list from your observations
 General things to look for could include:
 Observe safety in action. Note any issues 

or concerns 
 Observe the quality of workmanship. Note 

any issues or concerns
 Observe physical progress and compare to 

the current schedule



Pre-commissioning Meeting
 This is an important meeting for any size project that 

has mechanical equipment.
 Attendees should include:
 The owner, general contractor, electrical contractor, 

automation, and mechanical contractor. 
 General topics could include:
 Lockout/Tagout process
 Roles played the commissioning team
 Sequence of energizing equipment
 Dry run test – confirm that labeling on 

equipment, electrical panels, and automation 
software are consistent.

 Product flush
 Live run of system 

Construction



Project Closeout Meeting
 After completing all contract obligations
 Contractor should provide the following:
 If applicable, present the Certificate of Occupancy
 If applicable, Consent of Surety
 Release of Lien
 Contractors, sub-contractors, and manufacturers 

warranties
 Substantial or Mechanical Completion Form
 Final application for payment

Construction
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