
www.businessexaminer.net December, 2009   27

Bidding on 
construction 
projects is a 

complex and challenging 
process.  It is an expensive 
but necessary part of 
being in the business of 
construction contracting.  
Every contractor will relate 
to the experience of fine-
tuning their bid to the very 
last nickel and still being 
second low bidder by only 
the thinnest of margins.  We 
wondered just how often 

this happened, and if there 
was anything that could 
be learned from taking a 
closer look at the bidding 
patterns of the successful 
low bidders.  In particular, 
it might be instructive to 
measure your company’s 
performance against the 
identified industry averages 
as an indication of the 
overall effectiveness of your 
preconstruction processes 
and bidding success. 
The Vancouver Island 

Construction Association 
in partnership with three 
other regional associations 
operates sixteen planrooms 
around the province as 
well as the BC Online 
Planroom. Since the launch 
of the Association’s online 
planroom ten years ago the 
associations have helped 
public owners leverage their 
tendering and procurement 
processes on nearly 20,000 
publicly funded projects in 
BC.
The following is 

a summary of a 
comprehensive bidding 
pattern study undertaken 
in partnership with Infinite 
Source Systems Inc., the 
developer and provider of 
Plansource, the technology 
platform for the BC online 
planroom.  The complete 
study and comparison 
with the previous five years 
is available on the VICA 
website at http://www.
vicabc.ca/pages/contracts.
asp .

The current study spans 
the five year period from 
2004-2009, a period 
that embodied both 
unprecedented economic 
growth and decline.  
The study involved the 
evaluation of 2134 publicly 
funded projects in BC 
where the bidding results 
were public information.

Percentage differences and
 averages are interesting, but 

just how thin is the actual price 
margin between being declared 
the successful low bidder and an 
unsuccessful bid.  No matter how 
big or small the project, second 
place is just a few dollars away 
and there were10 projects where 

there were two identical bids on 
the project.

As might be expected, there is 
somewhat of an even distribution 
across the percentage spectrum 
with a few notable exceptions 
in the higher ranges. Highest 
bid volatility exists in the lower 
dollar valued projects. The 
differences between the 2004 
and 2009 studies indicate less 
competitive market conditions 
in the last 5 years. That is no 
surprise, but what is, is the very 
large number of bids won with a 
difference of 10% or more.

The higher the actual dollar 
values of the bid, the tighter the 
bidding in percentage terms.  For 
example, the 2009 table projects 
valued at $100,001 – $250,000, 
30 projects representing 8.2% of 

the total of 366 in the category 
had a difference between the low 
bid and second bid of only 1% or 
less.  On the largest projects, 26% 
of them are won by less than one 
percent. Obviously the larger the 
gross dollar values of a project 
the greater the actual cash value 
of the percentage difference. 

Another indication of overall 
competitiveness in the market 
is the total number of bidders 
involved in a project. After 
September 2008 it was not 
unusual to see lists of 10 or more 
bidders on a project where in 
2007 that was virtually unheard 
of. 

The construction industry and 
the purchasers of construction 

services share the challenge of 
maximizing the exposure of 
their projects and organizations 
as “principled” organizations 
to work with.  Competition is 
intense, but the three shifts to 
watch for in the construction 
industry is the convergence 
of efficiency (technology), 
with green (sustainable design 
and construction) and people 
(principled partnerships and 
integrity, and of course the 
labour demand and skills gap 
which can never be overlooked). 

Seasons Greetings!
 

Please contact VICA to support 
Kids in Need this Christmas!
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13 Out of Every 
1000 Successful 
Bids are Won by 
Less than 1/10th 

of 1 Percent

Average	
Number of bids per project	                3.65
Project Value	                            $1,637,556
Difference: low bid to second	              16%
Difference: low bid to average	           30.8%

Distribution of bid results for 2005 & 2009
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