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Success in commercial construction starts with finding the right project leads. Whether a lead is referred to you 
from an established relationship or you learn about it using a lead generation service, knowing which projects to 
pursue will have an impact on your productivity and your bottom line. 

If you are using both methods, congratulations, you’ve given your company a leg up in a highly competitive field. 
If you are not using both methods, you should be.

Your goal is to keep a steady flow of profitable work while maintaining a healthy backlog of upcoming projects. 
To build a job, you must first win the job—and winning bids begins long before submitting a bid or proposal.

BID SMARTER

Don’t make the mistake of pursuing all work that comes down the pipeline. If you bid on 
projects that are targeted to your strengths, you’ll be in a better position to make your bid 
more competitive. 

Conduct a self-analysis to determine which work you do best and which work is most profitable. 

Analyze the projects you have completed over the past 12 to 24 months. Look at key areas 
such as the clients, project type and location. Find a pattern based on any of these categories. 
Which projects were completed on or ahead of schedule? Which ones were completed on or 
below budget? These are the types of projects your firm should be targeting. 

FINDING BIDS

When looking at project leads services, make sure the service provides the types of leads 
you want in the location(s) you want. Ask for a free trial to get to know the software. Talk to 
users of that service to see if their experiences (positive and negative) would translate to your 
business. Are project leads easy to search? Are documents, plans and specifications included, 
accurate and updated with each project? Is contact information, including a name, number 
and email provided? What opportunities are available to promote your firm and help create 
relationships in the industry? 

Once you find a project lead that interests you and falls in your targeted area, arm yourself with 
as much information about the project as possible. Research the project, its location and its 
key players. Get to know the client, their previous projects and expectations. Understand the 
prequalification process. 

A good project leads service should provide you with project details, documents, plans, 
specifications and addenda to help with your research and save you time and money. It also 
should provide you with contact information to key players allowing you to connect with 
everyone involved in the project and start building a relationship. Introduce yourself, your firm 
and your capabilities. Even if this opportunity might not work out, the time and resources put 
into developing that relationship may pay off in the future. 
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CONCEPT PHASE 

During this phase, an owner or developer has a property and a vision for that property. They 
are beginning to seek approvals for the project and has either hired or is looking to hire a 
design team. While the traditional design-bid-build (see the chart, Types of Construction 
Delivery Methods). method is still common, a growing number of projects are using other 
methods of contracting. 

The conceptual phase is ideal not only for architects and engineers to market their services, 
but also for project managers (PMs), construction managers (CMs) and design-builders 
(D-Bs). Even if the owner or developer originally intended to pursue the traditional design-bid-
build method, this is the time for PMs, CMs, and D-Bs to showcase their qualifications. With 
the growing implementation of Building Information Modeling (BIM) and Integrated Project 
Delivery, contractors can make an effective argument in favor of the CM-at-Risk (CMAR) or 
design-build methods.

DESIGN PHASE 

The design phase is an excellent opportunity for general contractors (GCs) and suppliers’ 
and manufacturers’ representatives to market themselves. During this phase, the owner or 
developer decides on a contracting method and hires either a traditional design firm or a PM, 
CM, or D-B. If the owner or developer has chosen the traditional design-bid-build method, 
there still is an opportunity for GCs to market to the owner or developer and the design firm.

Approximately 50% of all private sector work is negotiated during the design phase. A GC 
should contact the owner or developer and/or design firm during this phase to eliminate 
the uncertainties of the bidding process. Suppliers’ and manufacturers’ representatives can 
connect with the design firms or CMs or D-Bs to get their product specified in the project’s 
actual designs. In addition, subcontractors can interact with CMs and D-Bs during this phase to 
prequalify for the bid phase.

When responding to a project lead, another factor to consider is the project’s status. Not all leads should be 
handled in the same manner. As a project progresses through the lifecycle, firms should modify their marketing 
approach and objectives with the lead. 

LEADS THROUGHOUT THE CONSTRUCTION LIFE-CYCLE

CONCEPT  DESIGN  BIDDING  PRECONSTRUCTION  CONSTRUCTION

There are five basic phases of a construction project:
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BIDDING PHASE  

In the traditional design-bid-build method, GCs submit bids to the owner or developer. This is 
the time for subcontractors to submit pricing to GCs in advance of the bid deadline. 
Similarly, if the CM-at-Risk or design-build method is selected, subcontractors submit pricing 
to CMs and D-Bs by the deadline designated for sub-bids. 

PRECONSTRUCTION PHASE (POST-BID)

Awards are made at various levels depending on the method of contracting selected. Under 
the traditional design-bid build method, the GC is selected.

Subcontractors should contact the awarded GC to see if they need additional pricing on any 
trades or are still looking to contract specific trades for the project. 

GCs, CMARs and D-Bs will finalize subcontractor awards during this phase, especially for the 
trades involved in the early stages of construction. Similarly, suppliers’ and manufacturers’ 
representatives can contact subcontractors directly to market their products that would be 
involved in the project.

Construction Phase What’s happening? Opportunities to market

Conceptual
Project Owners/Developers  
have a property and a vision. 
Starts to seek approval and 
funding. Design team hired. 

Architects
Engineers
Construction Manager 
Project Manager
Design-Build Firms

Design
Plans and designs come together. 
Type of contracting method 
(traditional, design-build or 
CM-at-risk) determined. 

Construction Manager 
Project Manager
Design-Build Firms
General Contractors
Building Product Manufacturers/Suppliers

Bidding
Plans and specs are complete. 
Project Owner/Developer solicits 
bids for project to be built. 

General Contractors
Subcontractors
Building Product Manufacturers/Suppliers

Pre-Construction
(Post-Bid)

GC and sub contracts are 
awarded. Permits are issued. 
Construction scheduled. 

General Contractors
Subcontractors
Building Product Manufacturers/Suppliers

Construction
Construction begins. General Contractors

Subcontractors
Building Product Manufacturers/Suppliers
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CONSTRUCTION PHASE   

Frequently, contractors assume the construction phase would be too late for any marketing 
opportunity and move on. However, this is a great opportunity to further develop your 
relationship. General contractors should use project reports to get their foot in the door for the 
owner or developer’s the next project. Subcontractors should remain in touch with GCs, CMs 
and D-Bs if an awarded subcontractor drops out of the project. Suppliers’ and manufacturers’ 
representatives should continue to keep in contact with all parties involved on a project to 
develop and strengthen relationships. Even if you cannot get in on a particular project, there is 
always another project in the pipeline that a contractor can get involved with.

TY P E S  OF  CONSTRUCTION DEL IVERY METHODS   

DESIGN-BID-BUILD OR TRADITIONAL 

The traditional project delivery method typically involves a design team, a general contractor, 
construction manager or project manager and subcontractors. Usually the project owner 
or developer will contract with the design team either through a RFQ(spell out) or through 
existing relationships. GCs, PMs and CMs manage and oversee the project’s construction. They 
submit a bid or proposal to the project owner/developer. Subcontractors construct the project 
and submit their bids to the GC, PM or CM. 

CONSTRUCTION MANAGEMENT AT RISK (CMAR) 

The construction manager commits to deliver the project within a defined schedule and 
price, either a fixed lump sum or a guaranteed maximum price. The CM provides construction 
input to the owner during the design phases and becomes the general contractor during the 
construction phase. 

DESIGN-BUILD 

This method of project delivery includes one entity (design-builder) and a single contract 
with the owner to provide both architectural/engineering design services and construction. 
This method could speed up the completion of a project because the design and construction 
phases can overlap. 

As you can see, finding and utilizing quality construction leads requires both time and resources. However, using a 
project leads service that can strengthen your network, build relationships and provide the leads you need can help 
drive your firm’s growth and sustainability. 


