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ÅWorldwide leader in Value-Based Project Delivery

Á 18 Years

Á 210+ Publications

Á 550+ Presentations

Á 1600+ Projects

Á $5.7 Billion Services & Construction

Á 98% Customer Satisfaction

Á Awards: PMI, NIGP, IFMA, COAA, IPMA

Á Owners: Federal, State, Local, Private

Research Background



International Efforts & Partners 

Fulbright Scholarship-
University of Botswana
BV tests

RMIT

Tongji University

6+ years
Infrastructure
ú1.8B plus ú1B

Brunsfield
Complete Supply Chain

United States 
65 clients

Univ. of 
Manitoba

Dalhousie
Univ. 

Congo
PPP

Univ. of 
Alberta 

Simon 
Fraser 
Univ.

Alberta 
Infrastructure



Information
Technology
networking

data centers

hardware

COTS software

ERP systems

help desk services

eProcurement

Facility
Management
maintenance

landscaping

security service

building systems

industrial moving

waste management

energy management

custodial

conveyance

pest control

Health Insurance/
Medical Services

Manufacturing

Business /Municipal /
University Services
dining

multi-media rights

fitness equipment

online education

document management

property management

audiovisual

communications systems

emergency response systems

laundry

material recycling

bookstores

furniture

Construction /Design /

Engineering
large gc

infrastructure

municipal

laboratory

education

hospital

financial

large specialty

small gc

renovation

repair

maintenance

roofing

demolition

development

supply chain

DBB

CMAR

DB

IDIQ

JOC

Low Bid

IPD

Health Insurance/
Medical Services



How Client Organizations work with us

ÅDesire to test BV concepts within their organization

ÅForm a Strategic Research Partnership with ASU

ïStrategic Plan, Contract, education efforts, project training, etc.

Å Identify/self -identify champion(s) of pilot / core group

ïEnsure proper executive level support

ÅChoose a test project or projects

ïProject team, needs, baseline metrics, etc.

Å Initial Efforts & First project(s)

ïStrategic Plan w/ metrics

ïStep-by-step assistance, educate heavily all along the way, 
support all aspects of the project, etc. etc.
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How Vendors/Suppliers work with us

ÅDesire to master BV concepts within their organization

ÅForm a Strategic Research Partnership with ASU

Å Identify/self -identify champion(s) of pilot / core group

ïTrainers/BV-SME (& ensure proper executive level support)

Å Implement

ïConcept Education/Leadership

ïCompetitive Proposal Response Techniques

ïPreplanning Tools, Processes, & Education

ïPerformance Measurement & Management

ïClient Education

ÅDuring Interview/Potential Preplanning

ÅExisting/Potential Clients
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Agenda

ÅTopics:

ïBV Procurement
ÅChallenges in Traditional Proposal Processes

ÅValue-Based Differentiators

ïConsiderations for Holistic Project Delivery
ÅPre-Planning Techniques

ÅProject Control & Risk Management Systems

ÅPresentation Structure:

ïBest Value Process Steps 

vs. Best Practices identified in Research (LLôs)

ïOwner & Supplier perspectives
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Challenges we have seen in the 
proposal processé

Client

Supplier

Supplier

Supplier

Supplier

Supplier



9

Client
Vendor

Challenges we have seen in the 
proposal processé



What we have seené
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Client Vendor

Client PM Vendor PM



ñThe Greatest Risk that I 
always face 

is how to accomplish all of the 
things 

that our sales team 

promised we could do.ò





We Know: Suppliers are Not a 
Commodity

Χōǳǘ Ƙƻǿ Řƻ ǿŜ 
know who to 
select?



Common Evaluation Frustrations

ÅMarketing Information ïcutting through the ñfluffò

ÅLengthy proposal binders

ÅLack of project-specific information (supplier trying to 
sell the owner what they think the owner wants to hear)

ÅDifficulty in conducting evaluations

ÅChallenging to justify selection
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What is differenté

Client

Supplier

Supplier

Supplier

Supplier

Supplier

Plan



Value-Based Project Delivery

Objective : minimize cost by increasing efficiency  

ÅHolistic view of the contract lifecycle

ÅLink procurement to operational performance

ÅSystem to promote sustained performance



Value-Based Project Delivery

1. Differentiate Expertise: within a value proposition



Value-Based Project Delivery

1. Differentiate Expertise: within a value proposition

2. Pre-Planning Before Award: focused on operational risk

Contract 
Award



Value-Based Project Delivery

1. Differentiate Expertise: within a value proposition

2. Pre-Planning Before Award: project teams - focused on operational risk

3. Performance Measurement: track risks & impacts to operational plan

Contract 
Award



DOES NOT CHANGEé

ÅSpecifications

ÅTerms and Conditions

ÅInsurance & Bonding

ÅContract 

ÅDelivery System

ÅPricing / Financials

Overlays on top of theseé



Value-Based Project Delivery

Must be a win-win scenario

ÅOwner - minimize the risk of non-performance

o Greater value for cost

o Differentiate key individuals & leverage expertise

o Become a client of choice

ÅVendor ïminimize client management & decision-
making

o Ability to lay out the optimal operational plan

o Identify any support needed from the client

o Maximize profit by being more efficient



Value-Based Project Delivery

1. Differentiate Expertise: within a value proposition

ï Identifying, prioritizing, and minimizing project risks

ï Opportunity to propose value added options

ï Interviewing approaches & structures



Filter 1
Proposal

Evaluations

Filter 2
Interview   

Key Personnel

Filter 4
Cost

Reasonableness
Check

Filter 5
Pre-Award &
Clarification

Project Execution
Risk Reporting & 
Close Out Rating

Filter 3
Prioritization

(Identify 
Best Value)  
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Evaluation Criteria
- Price / Cost / Fee
- Project Capability
- Risk Assessment
- Value Added
- Past Performance

Information (PPI)

Short List 
prior to 

Interviews 
(if necessary)

Pre Award Activities
- Training
- Kickoff Meeting
- Plan & Clarify
- Summary Meeting

Total Evaluation 
Scores are 

determined

Logic check to 
confirm Selection of 
the potential Best 
Value Proponent

Project Execution
- Weekly Risk Report
- Director Report
- Performance Meas.
- Close Out Ratings

Value-Based Project Delivery

Copyright Arizona State Univ. 2013
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What are we trying to accomplish?

Scenario 1 Scenario 2

Question:

LŦ tǳǊŎƘŀǎƛƴƎ ǿŀƴǘǎ ǘƻ ōǳȅ ŀ άƎǊŜŜƴ 
ŎƛǊŎƭŜέΣ ƛƴ ǿƘƛŎƘ ǎŎŜƴŀǊƛƻ ƛǎ ƘƛǊƛƴƎ ǘƘŜ 
ǊƛƎƘǘ  άƎǊŜŜƴ ŎƛǊŎƭŜέ ŜŀǎƛŜǎǘ ǘƻ ƧǳǎǘƛŦȅΚ





Submittal Requirements
Ì In order to minimize any bias, the Submittals must NOTcontain any names that 

can be used to identify who the proponent is (such as proponent name, personnel 
names, project names, etc).  

Ì Template are provided and must be used.  Proponents are NOT allowed to re-
create, re-format, or modify the templates.

Ì The plans should not contain marketing material.

Ì Each Submittal must NOT exceed 2 pages.

Ì Recommended Evaluation Procedures

Å Blind

Å Independent

Å Comparative



Å Plan 1

ïWe will work with the user to minimize the impact of noise from 
demolition.

Å Plan 2

ïWe have planned to demolition during off hours and weekends.  This 
will have a slight impact on our cost (less than 1%), but the impact 
to customer satisfaction justifies this.  

ïWe will also install rubber sheets on the floors to diminish noise and 
vibrations. 

ï Both solutions can be performed within your budget. 

ï Both solutions have been used on multiple previous projects w/ high 
levels of customer satisfaction (9.4/10).

Example of Solutions
Risk: Noise from Demolition

Type: Project Capability



Example of Solutions 
Risk: Loss of Radio Flagship in Major Market
Type: Risk Assessment

Å Plan 1

ïWe will work very hard to maintain excellent affiliate relationships.  If we 
lose a radio station (e.g. it changes its format) we will move quickly to 
replace the lost station.  If we cannot quickly replace a flagship station, we 
can be very creative and could even consider purchasing all local inventory 
from a new flagship station.

Å Plan 2

ï In the past 10 yrs, on over 50 accounts, 7 radio stations format changes 
have occurred.  The following solution is optimal.

ïWe own and will maintain two radio contracts covering the area, where 
signals can be switched if required.  The flagship station will be the station 
with the stronger signal and greater coverage.  

ï If a station is lost we will have a equal replacement within 2 months.  If 
within two months a replacement is not contracted we will purchase 
inventory from another station or discount the cost of an inventory 
purchase and add it to our payments to the client.



Å Plan 1

ïCoordination with [water company] is critical.  We will 
coordinate and plan with [water company] as soon as the 
award is made to make sure that we get water to the site to 
irrigate the fields.  

Å Plan 2

ïWe will coordinate and schedule the water with [water 
company].  However, based on past experience there is a high 
risk they will not meet the schedule (the water company does 
not meet schedule over 90% of the time).  

ïWe will have temporary waterlines setup and ready to connect 
to the nearby fire hydrant to irrigate until [water company] is 
ready.  

ïWe will also have water trucks on-site if there is problems with 
connecting the lines.

Example of Solutions 
Risk: Getting water to the site

Type: Risk Assessment 



Risk Assessment Example  

Å RISK: Major risk items typically associated with transit implementations revolve around 
change management and business process impact.  New technology implementations create 
change for the users.  Change often causes issues with technology adoption.  Requirements 
and scope creep also creates challenges.  Systems may have thought a certain technology 
or component was incorporated in the RFP and/or needs assessment process that is not 
included in the actual scope of work or contract.  Communication is also an area that can be 
a challenge.

Å SOLUTION: A clearly defined scope of work and communication of the scope at the 
beginning of the project minimizes scope creep.  If there is a discrepancy, scope or 
requirements can be discussed early on in the process versus at the end of the process.  
Communication is the key to successful implementations. Change management and business 
process re-engineering for organizations can be minimized at the technology and 
management levels.  Management can get early buy-in at the ñgrass rootsò level and include 
them in the technology planning process.  The Team focuses on providing very configurable 
and flexible tools to minimize process re-engineering tasks.  The Team focuses on 
automating existing business processes and providing additional tools to improve those 
processes that need to be improved such as data managementé.



Things to Avoid

Å Marketing data:
ïOur company is known worldwide as a leader iné 
ïWe will use our 20 years of expertise toé
ïWe will use a state-of-the-art process toé
ï Non-project specific risk solutions

Å Technical data:
ï The system we propose has 200% elongation and 600psi tensile strength.  
ï The product will pass the ASTM-568a test.
ï The system can process up to 24GB per second

Å Transferring risk back to client:
ïWe will work with the owner to resolve issuesé
ïWe will work with the user to establish the proper tests/procedures to 
ensure that data is transferred properlyé

ïWe will have team meetings / partnering meetings with the owneré
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Example:  Value Added Items

Å Reroofing this building will not stop all water leaks.  The majority of 
the leaks are caused by cracks in the parapet walls, broken/missing 
glass, and poor caulking.  For an additional $10K and 3 weeks in 
schedule we can replace and repair all of these items.



Filter 1
Proposal

Evaluations

Filter 2
Interview   

Key Personnel
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Cost

Reasonableness
Check
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Pre-Award &
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Project Execution
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Evaluation Criteria
- Price / Cost / Fee
- Project Capability
- Risk Assessment
- Value Added
- Past Performance

Information (PPI)

Short List 
prior to 

Interviews 
(if necessary)

Pre Award Activities
- Training
- Kickoff Meeting
- Plan & Clarify
- Summary Meeting

Total Evaluation 
Scores are 

determined

Logic check to 
confirm Selection of 
the potential Best 
Value Proponent

Project Execution
- Weekly Risk Report
- Director Report
- Performance Meas.
- Close Out Ratings

Value-Based Project Delivery

Copyright Arizona State Univ. 2013
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PPI Survey Form
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Interview Format

ÅQ&A, NOT a presentation

ÅAll individuals are interviewed separately

ÅStandard set of questions will be asked to 
each individual ïspecific to their project 
role.

ÅTypically 15-20 minutes per individual



Interview Questions: 
Identifying Expertise

1. Why were you selected for this project?

2. How many similar projects have you worked on?  Please briefly 
describe one.  

3. Draw out the process for this project by major milestone activities.

ï Identify, prioritize, and how you will minimize the risks of this 
project.

ï What risks donôt you control?  How will you minimize those 
risks?

ï What do you need from the client and when do you need it?


