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HOUSEKEEPING

PLEASE KEEP ALL MICS 
MUTED THROUGHOUT THE 

PRESENTATION

WE ENCOURAGE YOU TO 
HAVE YOUR CAMERA ON!

PLEASE SUBMIT ANY 
QUESTIONS ALONG THE WAY 
IN THE CHAT. THERE WILL BE 
A Q&A AT THE END OF THE 

PRESENTATION



▪ Market Analysis & Setting Goals

▪ Understanding Your Support

▪ Making the Connection to Business Development

▪ Procuring Work: Understanding Your Approach

▪ Connecting with Hensel Phelps

▪ Q & A

TODAY’S TOPICS



MARKET ANALYSIS
AND SETTING GOALS



MARKET ANALYSIS & SETTING GOALS 



MARKET ANALYSIS & SETTING GOALS 



MARKET ANALYSIS & SETTING GOALS 



REALISTIC GROWTH

General Outreach and Implementation Plan
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UNDERSTANDING YOUR SUPPORT
Success through Relat ionships



THE TENANTS OF SUCCESS

Establish personal connections 

Pursuit of work within firm’s capabilities 

Differentiation of proper certifications 

Realistic goals for growth

Experienced and consistent personnel

A pre-plan for the work



SUPPORTING PLAYERS

Develop relationships with these parties for purposes of bonding, 

working capital and competitive pricing:

▪ Insurance Agent

▪ Surety Bond Producer / Surety

▪ Banker

▪ Attorney 

▪ CPA

▪ Suppliers / Vendors



HEAD START BONDING PROGRAM

In association with an A++ surety provider, Hensel Phelps can 

provide construction-related bonds to small businesses. 

▪ 92% of applications receive bonding

▪ Bonds secured below market rates

▪ Over $160 million in secured bonds issued for Hensel 

Phelps subcontractors

▪ No bond failures



MAKING THE CONNECTION TO
BUSINESS DEVELOPMENT



THE RULE OF 7

THE RULE OF 7 STATES THAT A 
PROSPECTIVE CUSTOMER NEEDS TO 
VIEW YOUR MARKETING MESSAGE AT 

LEAST SEVEN TIMES BEFORE NOTICING 
AND TAKING THE DESIRED ACTION.



TRACKING LEADS

SAM.gov (www.sam.gov)

National Organizations 

Local Municipalities / Organizations 

Publications

Industry Events

http://www.sam.gov


INDUSTRY EVENTS

www.bisnow.com

www.agcdc.org

www.abcmetrowashington.org

www.wbcnet.org www.naiop.org



INDUSTRY EVENTS | VERTICAL MARKETS

www.ashe.org

www.ispe.org

www.same.org

*National Small Business conference

www.amac-org.com

*Airport Business Diversity Conference



INDUSTRY ORGANIZATIONS
How to Market Yourself



INDUSTRY ORGANIZATIONS

▪ Join a committee

▪ Become a board member

▪ Submit a presentation for a local or national conference

Women in Construction ConferenceAssociated Builders and Contractors Legislative Committee

MARKETING YOUR COMPANY



▪ Organize so that the things we 

are looking for are most obvious

▪ Put your certifications front and center!

▪ Core competencies second

▪ Clearly highlight your trade

▪ Highlight Successful Past 

Performances

▪ Add photos for visual appeal

MARKETING YOUR COMPANY
Capabilities Statement 



HOW DO I CREATE ALL THIS?

Microsoft Suite

Adobe Creative CloudCanva

Microsoft Publisher



PROCURING WORK
UNDERSTANDING YOUR APPROACH



PROCUREMENT METHODS

Design-Bid-Build (Traditional/Hard Bid)

Design-Build (D-B)

 

CM at Risk (CM@R/CMAR)

Public-Private Partnership (P3)

Integrated Project Delivery (IPD)



PROCUREMENT TIMELINE

Public Projects

Private Projects



SCHEDULE/TIMING
Design | Construction

ProcurementDesign

Trade Partner Involvement

Design-Bid-Build

Construction

Design

Construction

Design-Build

Procurement

Trade Partner Involvement

Design

CM-at-Risk

Procurement Design

Construction

Trade Partner Involvement



SCHEDULING / TIMING 
Bidding | Purchasing

▪ Bidding schedules based on procurement 

method and project details

▪ Owner changes, amendments, or finances 

can impact bid dates

FACTORS:



SUBMITTING 
YOUR PROPOSAL:    
GO / NO GO

KEY FACTORS:

✓Availability of Staff

✓ Location of Project

✓ Timing
• Procurement and Construction Start

• Project Duration

✓Owner/Client Relationship
• New vs. Repeat Client

✓Contract Reviewed

✓Shiny Object vs. Targeted Opportunity



SUBMITTING 
YOUR PROPOSAL:    
KEEP THE
CLIENT IN MIND



SUBMITTING 
YOUR PROPOSAL:    
FOLLOW-UP & 
DEBRIEF



FIND CURRENT OPPORTUNITIES

Go to www.henselphelps.com, 
scroll to the About menu on the top 
right of the page and click on Trade 
Partners.

Scroll down to the map. Scroll over 
the map to highlight and select the 
region you’d like to view.

Scroll down to Opportunities and 
click on the yellow arrow to get to 
the Bid Opportunities page.

1

2

3



Q&A



THANK YOU

Brian Skipper
C o r p o r a t e  D i r e c t o r  o f  
P r o j e c t  D e v e l o p m e n t

B S k i p p e r @ h e n s e l p h e l p s . c o m
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