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How to Win More Construction Bids in 2022

By Kendall Jones

Are you looking to win more construction bids
in 2022? Maybe you’re planning to grow and scale
your construction business in the new year or perhaps
you’re just looking to be more efficient in your
estimating and bidding process to improve your
bid-hit ratio.

What does it take to win more construction
bids? Here are a few tips on how to bid smarter by
going after the right opportunities to win more work.

Find Quality Construction Leads

You shouldn’t bid on every opportunity that
comes your way. You also can’t sit around and expect
project leads to come to you. Market your business
to owners and general contractors you want to work
with by showcasing your experience and expertise
in your trade.

Reach out to your network to find out about
upcoming opportunities. Take the time to get
prequalified with general contractors or owners
you want to work with, so you can receive more

invitations to bid (ITBs). Make sure they know
what trades you can perform and the types of
projects you are interested in bidding on.

Take a proactive approach by utilizing as many
tools as possible to ensure you are receiving quality
leads. Word of mouth, bid boards, local contractors
associations, and your subs and suppliers are all
great sources for learning about upcoming bidding
opportunities. Consider investing in a leads service
with a searchable database, updated project details,
and plans and specifications attached so you can focus
on finding the right opportunities for your business.

Select the Right Projects to Bid

Winning construction bids on projects your
business can’t adequately perform can be just as
costly as not winning them. Remember, it is never
too late to abandon a bid—even after you’ve started
working on it.

Once you start crunching the numbers you
might discover that your company won’t make a
reasonable profit if you were to win the contract.
The best thing to do is dump it and move on to
the next project.

For example, you may discover during your bid
preparation that your company cannot adequately
handle the scope and requirements of the project.
At that point, you need to make the smart business
decision to walk away from the bid.
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Click to read more

George Harms Construction is seeking
DBE vendors, suppliers, subcontractors

Click for details

American Bridge Company is seeking
DBE subcontractors and suppliers

Click for details

GREEN LINE
EXTENSION PROJECT

SEEKING DBE FIRMS
FOR SUBCONTRACTING
OPPORTUNITIES

CONSTRUCTORS

GLXC IS WILLING TO ASSIST DBE
SUBCONTRACTORS AND SUPPLIERS IN
OBTAINING ACCESS TO BONDS, LINES OF
CREDIT AND INSURANCE.

FOR REQUESTS OR ASSISTANCE:
Alexandra.Cann@GLXConstruct.com
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SBE OUTREACH SERVICES

With over 1.6 million businesses in our active
database—the country’s largest non-public
diversity database—SBE sets the professional
standard for diversity outreach across the
nation. For more than three decades, we have
served small businesses, prime contractors,
and agencies—with proven results.

Advertisements

Placed in various Small Business Exchange
Northeast digital publications each month,
and at www.sbenortheast.com

Fax, Email, and Postal Solicitations
Targeted mailings sent to businesses chosen
according to your criteria

Live Call Center Follow-Up
Telephone follow-up calls using a script of
five questions that you define

Computer Generated Reports
Complete documentation that will fit right
into your proposal, along with a list of
interested firms to contact

Special Services

Custom design and development of services
that you need for particular situations such
as small business marketing, diversity goal
completion, and agency capacity building

Call for more information: 800-800-8534
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Available Opportunities and Bidding Dates:

« Site Work—Dbids due 12/23/21

¢ Ornamental Metals—Dbids due 1/7/22

* Miscellaneous Metals—bids due 1/5/22
» Waterproofing—bids due 1/12/22

» Landscaping—bids due 1/14/22

Building the Future

IS SOLICITING COST PROPOSALS FROM NEW YORK STATE CERTIFIED,
M/WBE and SDVOB CONTRACTORS, SUPPLIERS AND VENDORS

Construction Services for High Line x Moynihan Connector Project

Description of Project: The work under this contract consists of an elevated pedestrian walkway
connecting the existing High Line Spur at 10th Avenue and 30th Street to the intersection of Dyer
Avenue and 31st Street. The walkway will connect the existing High Line to Manhattan West Plaza.
It is approximately 600 linear feet and 14,000 square feet. Skidmore, Owings & Merrill (SOM)
is the design architect for the project. Thornton Tomasetti (TT) is the structural engineer for
the project. The proposed connector design includes steel, precast, and timber elements with
immersive plantings, lighting, drainage, and finishes along the walkway. The timber structure
is a Warren Truss design, running north-south along Dyer Avenue.

The following bid opportunities are becoming available:

If you are interested in Turner Construction’s prequalification process and bidding information on
this project, please contact Turner’s Project Manager Adam Bukberg via email at abukberg@tcco.com
and Purchasing Agent Glenn Dickerson via email at gdickerson@tcco.com.
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Show Packages

have. Come and join our team!

Tutor Perini

EXPRESSION OF INTEREST FOR M/W/SDVOB/LBE FIRMS
TUTOR PERINI/ PARSONS JV

IS CURRENTLY INVITING ALL CERTIFIED PORT AUTHORITY OF NEW YORK
AND NEW JERSEY MBE, WBE, AND SDVOB, AND ALL LBE
SUBCONTRACTORS, VENDORS, SERVICE PROVIDERS
To complete and submit their EXPRESSION OF INTEREST for the
AirTrain Newark Replacement Project in the cities of Newark and Elizabeth, New Jersey
PANYNJ RFP No. 70027
All interested firms are asked to contact us at EWRAIRTRAIN@TUTORPERINI.COM to
receive a copy of our business registration form as well as answer any questions that you may

NORTHEAST EVENTS

SBA and SOS Monthly Webinar

Thursday, January 6, 2022, 9:00 am-11:00 am
Online

Main Sponsor(s): US Small Business Administration,
New Hampshire Secretary of State Corporation
Division

Contact: Miguel Moralez, 603-225-1601,
miguel.moralez@sba.gov

Fee: Free; registration required

Starting a new business? Looking for capital
and finance options? Looking for general advice
on starting or maintaining your business? Hear
from representatives from the local SBA office
and the New Hampshire Secretary of State
Corporation Division.This workshop (currently
held online during the pandemic) is offered on
the first Thursday of every month. To join this
free webinar, copy and paste the link below
into your browser, then register for tickets for
the date of your choice to receive the access
code. https://www.eventbrite.com/e/monthly-
workshop-on-sba-programs-resources-at-sos-
tickets-138501643143

Contracts and Risk Management for Small Business
Owners and Entrepreneurs Webinar

Thursday, January 13, 2022, 12:30 pm-1:30 pm
Online

Main Sponsor(s): US Small Business Administration,
Pace University Small Business Development Center
Contact: Teresa Detelj, 212-618-6655,
aflamm@pace.edu

FOR YOUR BUSINESS

Fee: Free; registration required

Learn about contracts and risk management,
including the significance of: contracts and
mutual assent; risks and responsibilities of the
contractual relationship; assessing business risk
for working with letter agreements, memoranda
of understanding, letters of intent, and other less
formal contract documents; understanding key
contractual elements and clauses to mitigate
risk and spot issues on which to seek legal
assistance; and working effectively with counsel.
Register at https://register.gotowebinar.com/
register/5792904974023513358

Selling to the Federal Government Webinar
Thursday, January 27, 2022, 1:00 pm—4:00 pm
Online

Main Sponsor(s): US Small Business Administration
Contact: George Tapia, 610-382-3086,
george.tapia@sba.gov

Fee: Free; registration required

Did you know that the federal government is the
largest purchaser of goods and services in the
world? Interested in learning how your business
can market your services or goods to the federal
government? Register on line at https://www.
eventbrite.com/e/how-to-sell-to-the-federal-
government-tickets-21790713611 SBA helps to
ensure small businesses get fair opportunities to
share federal government prime contracts. Topics
will include: How to Register, Small Business
Certifications, Finding Opportunities, Marketing
Your Firm, Federal Supply Schedules, Getting
Paid, Tips to Prepare Your Offer, How to Seek
Additional Assistance. All training sessions are
held via Microsoft Teams Meeting. Participants
must ensure Microsoft Teams is functioning
correctly prior to attending the scheduled class.

1160 Battery Street East, Suite 100
San Francisco, California 94111
sbe@sbeinc.com « www.sbeinc.com

Copyright © 2021 Small Business Exchange, Inc.

CORPORATE OFFICE

Tel 800-800-8534
Fax 415-778-6255
www.sbenortheast.com



http://www.sbenortheast.com/cms.cfm?fuseaction=news.detail&articleID=4786&pageId=164
http://www.sbenortheast.com/cms.cfm?fuseaction=news.detail&articleID=4786&pageId=164
mailto:Alexandra.Cann%40GLXConstruct.com?subject=
https://www.glxconstructors.com/opportunities.html
http://www.sbenortheast.com/cms.cfm?fuseaction=news.detail&articleID=4786&pageId=164

