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What work
do we
subcontract?

e Site & civil work

® Excavation

® Masonry

* Steel studs

* Waterproofing

® |nsulation

e EIFS

* Fire proofing

® Roofing

e Siding

® Doors & windows

¢ Drywall

® Paint & wall coverings

e Acoustical ceilings

e Flooring

* Specialties

e Casework & millwork

e Pre-engineered metal
buildings & erection

e Elevators

® Cranes & hoists

¢ Plumbing

e HVAC

e Electrical

* Fire Protection

e Carpentry

e Concrete

Who is Friede & Associates?

Friede & Associates is a commercial general contractor celebrating 75 years in
commercial construction and more than 100 years in business. We generally
serve the southern two-thirds of the State of Wisconsin but do go outside that
target area if requested by our existing clients.

What work do we typically
self-perform?

Friede & Associates’ crews include superintendents, carpenters, concrete
finishers and certified welders in our field operations. We typically will perform
all carpentry (rough & finished) and concrete on our projects and will also
perform incidental steel erection/assembly within larger projects. It's important
to note that project schedules and our workforce commitments often result in
us subcontracting for both carpentry and concrete.

Typical Projects

We typically perform projects between $500,000 - $5,000,000 when completed.
More than 90% of the time we have been pre-selected as the general
contractor and will team up with an Architectural/Engineering firm for project
design and development.

How do you get on our
subcontractor list?

Complete the subcontractor pre-qualification form. For more information
about becoming a part of the Friede & Associates subcontractor network,
please contact:

Ms. Tabitha Tiffany
Chief Financial Officer
Friede & Associates
500 Utility Court
Reedsburg, WI 53959
608-524-4383
tstiffany@friede.com
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BUSINESS GROWTH
POINTS

Bidding Tips:

e Understand bid specs
and clearly identify
the parts that you are
bidding

e Take every
opportunity to talk
with the general
contractor’s contacts
about bid specs.

It will raise their
awareness about
your capabilities.

* Make bid details clear
and relevant.

¢ Include complete
contact information

* Do not submit
your bid at the last
minute.

® Remain reachable
up through the bid
deadlines.

* Low bids do not
always win.

* Follow up with the
general contractor
to find out who won
and what the bid
range was. Ask for
any insight that could
help you in future
bids.

CONTACT Us:

P.O. Box 248

500 Utility Court
Reedsburg, WI 53959
T 608.524.4383

F 608.524.8393
www.friede.com

Subcontractor Bidding Tips

General contractors are always being asked by subcontractors if they can
bid to them on future work. While price typically plays a large role in
subcontractor selection, other important factors can increase the
likelihood of getting future opportunities, and ultimately, more work.

Preparing your bid: We all get busy and unfortunately often put off

things that do not need to be done right away. A bid for future work that
does not need to be turned in for two weeks is an easy candidate for
“something that can be looked at later.” Although the actual bid may not
be due for two weeks, it is not uncommon for many things to happen before
you submit your actual bid on bid day. This may include mandatory and
optional site visits that can provide you with a better understanding of the
scope of work. These visits are typically scheduled about a week before the
bid so that the contractors can familiarize themselves with the plans prior to
submitting a bid. These visits also allow the general contractor to see who is
actually taking advantage of the visit, which can create more confidence in
the bids that are received by the general contractor on bid day.

When you receive the bid documents, take a few minutes to check out the
scope of work and the proposed schedule. Evaluate whether this project
truly fits your firm. If there is a scheduled site visit, plan to attend. But prior
to arriving, become more familiar with the documents and make sure you
understand the scope of the project. This prep time also affords you the
chance to develop questions about the work that you can have answered at
the site visit.

If there is not a mandatory site visit, contact the general contractor to

see if anyone there is planning their own site visit. Quite often, a general
contractor will schedule a visit and invite key project team members to
attend with them to help them better understand the project and to
develop their game plan for construction if they are selected as the general
contractor. This is your chance to discuss options and to also hear how the
general contractor plans to staff the project and to make sure you bid the
job in a similar manner (i.e. four ten-hour shifts).



Build a Relationship: Another important tip is to
have contact with the general contractor to whom
you will be bidding. Confirm when the bid is due to
the general contractor and whether you will or will
not be submitting a bid. This is important because
different general contractors may have different times
when they need your bid.

Confirm that you can submit the bid by fax or email
and make certain that someone will be checking that
source for bids on bid day. Sending your bid to the
wrong fax number or to an email account of someone
not involved in the actual bid day preparation will
frustrate everyone involved. If the general contractor
has regular contact with you and know that they

can expect a bid from you, they are much less likely
to start calling around to other subcontractors to
solicit bids. If you have not worked with a particular
general contractor to whom you will be bidding, this
is an excellent chance to get some references and
past project information to them so they will feel
comfortable with your firm'’s capabilities and take your
bid seriously.

Present your bid: Nothing makes an estimator
crazier on bid day than a multi-paged bid that

does not appear to align with the specifications for
the job. While you know what you are providing,
the estimator may or may not. Since the general
contractor ultimately needs to present its bid to the
specifications, or to offer clearly defined alternatives
to the specifications, they are looking for you to do
the same.

Estimators look for a brief description of the
specification sections to which you are bidding and
any exceptions or alternates to these specifications
that you are offering. This will help the estimator
make sure they have every section covered on

bid day. While including information about your
equipment or an exact number of electrical openings
or linear feet of piping seems helpful, it is of little use
to the estimator. Instead, they want to make sure, for
example, that the entire plumbing section, as defined
in the specification, is being bid. It is likely that they
will not have time to calculate the linear feet of
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piping or number of bath fixtures to compare against
your bid in the closing minutes before submission.

Make sure you clearly include who prepared your

bid and the number that person can be reached at

if questions should arise. It is imperative that your
bid is clearly legible and arrives as early as practical.
Sending your bid in a few hours before the bid is due
and having a brief conversation with the estimator
might get you a bid that is not selected solely on low
price. The estimator will have confidence in the bid

if they know that you have made site visits, asked
questions and clearly understand the scope of the
work. General contractors make this choice virtually
every bid day; even if it is slightly higher, they will
choose a bid from a known entity over an unsolicited
or potentially incomplete bid.

After you submit the bid: Your work is over, right?
Quite the contrary, if you want to make sure you

get the job. General contractors often receive bids
that do not have contacts on them and they end up
calling the subcontractor’s office to track down the
person who is responsible for the bid. You can score
points with a general contractor by staying close to
the phone or within easy reach by email in case there
are questions before the bid deadline. Lunch can wait
a few minutes if it means getting the job.

Follow up after a selection is made: General
contractors typically handle releasing bid information
differently. Some openly provide bidders with a bid
tally, while others will not provide any information.
Ask if the general contractor will share the range of
the bids or tell you how much higher your bid was
than the one selected. You may need to develop a
working relationship with the estimator before you
get the information you would really like. There

will be times when the low bidder is not selected.
Sometimes the project owner has a business
relationship with one of the subcontractors who won
the job. Whatever the reason, it does little good at
this point to create hard feelings with the general
contractor. In fact, often times, how you handle
yourself after the bid may create an advantage for
you on future work.

P.O. Box 248 | 500 Utility Court
Reedsburg, WI 53959
T 608.524.4383 | F 608.524.8393



PO Box 248
Reedsburg, Wl 53959
SUBCONTRACTOR PREQUALIFICATION FORM

rownais FRIEDE
(608) 524-4383
GENERAL INFORMATION

Business Name: Website:
Address

City: State:_ Zip: County:
Telephone Number: Fax Number:

Contact Person: Position:

E-Mail: Cell Phone:

Please Check One: O Corporation O Self Proprietorship O Partnership O Other

Incorporated in State of: How long has the company been in business?

Please list the most frequent type(s) of work performed by your firm:

Has your company or any of its principals ever filed for Bankruptcy?

Have any claims been made or legal action been brought in the past five years (or made earlier and still
pending) against your company or its principals?

PRINCIPAL OWNER & OFFICER INFORMATION

Name Title Date of Birth

Name Title Date of Birth

BONDING & INSURANCE INFORMATION

Performance Bond Capacity: Insurance Capacity:

Insurance Agent: Agent Telephone:

Has your company ever defaulted on a project? Approximate Annual Sales $

Does your company have a written Safety Program? OSHA Violations in last 5 years?

What is your Worker’'s Compensation Experience Modification Rating (EMR) for the last three years?




500 Utility Court

T FRIEDE
(608) 524-4383

(608) 524-8393 Fax & ASSOCIATES

Reedsburg, WI 53959
BUSINESS BANKING REFERENCES

1. Name Contact Name

Address Telephone Email
Does your company have a Line of Credit? What is your available credit?
SUPPLIER REFERENCES

1. Name Contact Name

Address Telephone Email
2. Name Contact Name

Address Telephone Email
3. Name Contact Name

Address Telephone Email
MOST RECENT COMPLETED PROJECT INFORMATION

1. Project Name Owner Name

Contractor Name: Contract Amount: Telephone
2. Project Name Owner Name

Contractor Name: Contract Amount: Telephone
3. Project Name Owner Name

Contractor Name: Contract Amount: Telephone

AUTHORIZATION

| hereby certify, to the best of my knowledge, that the information submitted is true and accurate. | hereby authorize the above mentioned

bank, trade, or contractor references to release any and all information required by Friede &

Associates, LLC for the sole purpose of

establishing and/or maintaining a business relationship. This application and any of its attachments are strictly confidential and will be used solely

by Friede & Associates, LLC.

Signature; Name (Please Print):

Title: Date:




SCHEDULE OF VALUES Schedule of Values
APPLICATION NO:

Contractor's signed certification is attached. APPLICATION DATE:
In tabulations below, amounts are stated to the nearest dollar. PERIOD TO:
Use Column | on Contracts where variable retainage for line items may apply. PROJECT NAME:
PROJECT NO:
A B C D E F G H |
DESCRIPTION OF WORK Cost Code SCHEDULED WORK COMPLETED MATERIALS TOTAL % BALANCE RETAINAGE
Sub VALUE FROM PREVIOUS CURRENT PRESENTLY COMPLETED (G+C) TO FINISH (IF VARIABLE
Contract APPLICATION PERIOD STORED AND STORED (C-G) RATE)
(NOT IN D or E) (D+E+F)
Labor, Overhead, & Profit Gen Conditions & Other Costs $ 40,000.00 | $ = $ = $ = $ - 0.00%| $ 40,000.00 | $ =
Materials Vendor 1 1,000.00 - - - - 0.00% 1,000.00 -
Materials Vendor 2 2,000.00 - - - - 0.00% 2,000.00 -
Materials Vendor 3 3,000.00 - - - - 0.00% 3,000.00 -
Subcontractor 1 10,000.00 - - - - 0.00% 10,000.00 -
Subcontractor 2 20,000.00 - - - - 0.00% 20,000.00 -
Subcontractor 3 30,000.00 - - - - 0.00% 30,000.00 -
Subcontractor 4 40,000.00 - - - - 0.00% 40,000.00 -
Subcontractor 5 50,000.00 - - - - 0.00% 50,000.00 -
- - - - - 0.00% -
- - - - - 0.00% -
- - - - - 0.00% -
- - - - - 0.00% -
- - - - - 0.00% -
GRAND TOTALS $ 196,000.00 | $ - % - s - s - 0.00%| $ 196,000.00 | $ -

- This amount should equal your subcontract with Friede & Associates

- Any labor costs, profit, materials or overhead that you incur as part of your contract that
don't have a commitment should be summarized in this Labor Row as a dollar amount of
your entire contract.

- Please list all Materials Suppliers and Subcontractors that you have a commitment with.
We expect these dollars to match the Lien waivers you are receiving from these vendors &
subcontractors




SCHEDULE OF VALUES Schedule of Values

Contractor's signed certification is attached. Subcontractor:

In tabulations below, amounts are stated to the nearest dollar.
Use Column | on Contracts where variable retainage for line items may apply.

DESCRIPTI(?N OF WORK CostBCode SCHEEULED \?VORK COMPLETEIE MATE';IALS TOTAL 2 % BAL:NCE RETAIlNAGE
Sub VALUE FROM PREVIOUS CURRENT PRESENTLY COMPLETED (G+0C) TO FINISH (IF VARIABLE
Contract APPLICATION PERIOD STORED AND STORED (C-0G) RATE)
(NOT IN D or E) (D+E+F)
Labor, Overhead, & Profit Gen Conditions & Other Costs $ $ $ $ $ %| $ $
%
%
%
%
%
%
%
%
%
%
%
%
%
%
%
GRAND TOTALS $ $ $ $ $ %[ $ $

| hereby certify, to the best of my knowledge, that the above information is true and accurate.

Print Name & Title Signature
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