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CM/GC Project Delivery
Integrated Team Approach

OWNER/PM DESIGNER

CONTRACTOR

Every Day Counts |


Presenter
Presentation Notes
Key Message:  Describe CM/GC collaboration.

Background info: Early contractor involvement during the design phase naturally fosters an atmosphere of partnering and trust that results in better communication and issue resolution during the construction phase.

 A total of  1 minute(s).




Why do Public Owners use CM/GC
Contracting?

* Inherent project risk

e Opportunities for innovation

* Need for specialized qualifications

* Benefits from early procurement
 Need to optimize schedule & phases
e Limited or fixed budget



Presenter
Presentation Notes
Key Message: CM/GC projects have unique challenges and when the contractor is involved during design, these challenges are better approaches and resolved

Background info: Describe reasons and benefits for using CM/GC:
Unique Project Challenges:
Funding limitations:  Multi year
Earlier and better price and schedule certainty: Contractor has assisted throughout the design
Expectation of reduced claims
Owner values (incorporated into the selection criteria)
Early work releases prior to construction services contract
2. Adaptation to project complexity
As project challenges are brought up during design, they can be quickly addressed by the collective team.  
During normal DBB, the designer would not have contractor input during design to help give the additional construction perspective.
3. Advance early work
Contractor is able to start on early release packages as soon as sections of the design have been completed.  
 Early lead Items such as bridge girders can be ordered prior to full design being complete.
4. Need for special qualifications
CM/GC contractor is picked on their abilities and qualifications to do the work not because they have provided the low price and bond on bid day.
5. Benefit from contractor involvement during the design phase
Constructability input:  Reduced costs, faster completion of design
Contractor buy-in of design
6. Faster Schedule-Project inception thru completion
Expedited/faster design services
Better phasing/sequencing of the work
Faster construction schedule
7. Cost Control
Collaborative effort between all parties
Cost & budget certainty
Reduced change orders
Reduces engineering costs:  more focused and efficient design up front
Mitigating material escalation
8.  Use of Innovations
3D modeling:  No time with DBB
Collaboration between all parties to better utilize an innovative approach
9. Risk Allocation
During design, risks are identified and allocated to the party that is it is best to retain that specific risk.  The hope is that the majority of risks are mitigated prior to construction due to the collaboration.  

A total of 3 minute(s).


What is CM/GC?

e Phase I:
Preconstruction
Services Phase PROGRAM
MANAGER DESIGNER
e Phase IlI:

Construction
Services Phase

CONTRACTOR



Presenter
Presentation Notes
Key Message:  Describe how CM/GC is a 2-phase process and how it works.

Background info: 

This two-phase contract consists of a first phase where the contractor assists with construction management or consulting in the design phase. 

The second phase consists of a general contracting phase to actually build the project. 

Again, in phase one, the contractor helps with design, while in the second phase, he builds the project.

 A total of  1 minute(s).





What is CM/GC? - Two-Phase Contracting

PRE-CONSTRUCTION CONSTRUCTION

Professional Services Construction Services

* Cost Estimating Price Agreement: TMP or GMP
» Subcontracting Plan

« Scheduling
* Material Pro

curement
ordination



Presenter
Presentation Notes
Key Message: There are two distinct contracts that the selected contractor enters into during the project:  Design assistance and construction

Background info: Describe that separate contracts for the phases of the project are necessary for the process.  The slide shows the two phases from the Mountain View Corridor project.

Phase 1: Construction Management / Design Input
Unit price contract compensating the contractor for their time involved in the design process.  This fee would include overhead and profit
Decisions are made related to desired level of involvement from the contractor during design and contract is based off this level of effort

Phase 2: General Contracting
The contract is not entered into until after design which maintains severability of contract between the two phases.  
Unable to be entered into until design has been completed and agreement on costs has been arrived at.  
Same as a DBB contract once design has been completed
Separate construction contracts can be entered into as phases of the design are complete focusing on severability

Interactivity: Table elements appear on a mouse click.

Notes: 
Utah Example – During preconstruction agreements have to be re-crafted, but they fall under the federal requirements; the general conditions part is run through the consultant services group in Utah.
Discuss joint venture vs. competing or independent CM’s during preconstrcution.

A total of 2 minute(s).





What is CM/GC? - Two-Phase Contracting

Professional Services

Early Work Contract 1

Construction Contract 2



Presenter
Presentation Notes
Key Message: There are two distinct contracts that the selected contractor enters into during the project:  Design assistance and construction

Background info: Describe that separate contracts for the phases of the project are necessary for the process.  The slide shows the two phases from the Mountain View Corridor project.

Phase 1: Construction Management / Design Input
Unit price contract compensating the contractor for their time involved in the design process.  This fee would include overhead and profit
Decisions are made related to desired level of involvement from the contractor during design and contract is based off this level of effort

Phase 2: General Contracting
The contract is not entered into until after design which maintains severability of contract between the two phases.  
Unable to be entered into until design has been completed and agreement on costs has been arrived at.  
Same as a DBB contract once design has been completed
Separate construction contracts can be entered into as phases of the design are complete focusing on severability

Note: You could conceivably have multiple early work packages.

Interactivity: Table elements appear on a mouse click.

A total of 2 minute(s).





Comparison of Project Delivery Methods

Project

HENS

Risk
Management

Collaboration
w/Designer &
Contractor

Price Certainty

Schedule
Acceleration/
Compression

Construction
Quality

Very limited

Very effective

Best for risk shifting

Very limited

Very collaborative

Moderate collaboration,
contractual limitations

None, subject to over-
runs and change
orders

Very effective, early price
certainty during project
development

Very effective, early price
certainty during project
development

No ability to overlap
design & construction,
can accelerate
construction with A+B

Ability to overlap design &
construction, ability to
optimize schedule not just
accelerate

Ability to overlap design &
construction, very effective
for accelerating project
delivery

Low bid can
compromise quality

Very beneficial to building a
quality project

Very beneficial to building
a quality project



Presenter
Presentation Notes
Key Message: Compare CM/GC to D-B- and D-B.

Background: In addition to the traditional design-bid-build project delivery method, FHWA has selected two other methods for promotion under EDC.

Each of these methods have their advantages and disadvantages; however, for certain situations, each has the potential to reduce the overall project delivery cycle while maintaining quality equivalent to the DBB method.

Please note that CMGC is not more exotic than DBB.  

From a contractual relationship viewpoint, CMGC is very similar to DBB.  

Design-build on the other hand, incorporates contractual relationships that provide for changes in business relationships.  Sometimes this results in significant changes in business relationships and project approaches.

A total of 2 minute(s).



Comparison of Project Delivery Methods

D-B-B

Project Traits

Design Innovation only,
very limited
opportunities for
contractor innovation

Innovation

CM/GC

Very effective for capturing
design and construction
innovation

D-B

Very effective for capturing
design and construction
innovation

Very difficult to obtain
construction input
during design

Constructability

Optimal delivery method for
obtaining construction input
before design is complete

Effective delivery method for
obtaining construction input
before design is complete

@)//a[=1f{®s]5tie] N High level control

Optimal level of owner control

Somewhat limited owner
control, more performance
based outcome

Competitive

.. High level
Pricing <

Somewhat limited, competitive
markup not final project cost

Good Competition, but
usually limited to short-listed
teams



Presenter
Presentation Notes
Key Message: Compare CM/GC to D-B- and D-B.

Background: In addition to the traditional design-bid-build project delivery method, FHWA has selected two other methods for promotion under EDC.

Each of these methods have their advantages and disadvantages; however, for certain situations, each has the potential to reduce the overall project delivery cycle while maintaining quality equivalent to the DBB method.

Please note that CMGC is not more exotic than DBB.  

From a contractual relationship viewpoint, CMGC is very similar to DBB.  

Design-build on the other hand, incorporates contractual relationships that provide for changes in business relationships.  Sometimes this results in significant changes in business relationships and project approaches.

Note: Optimal refers to a more preferred method; Effective connotes getting the job done.

A total of 2 minute(s).



Independent Cost Estimating (ICE)

Role of ICE
« Participate during the design
* Provide project costs
o Assist the DOT in negotiations
« Validate fair price

Qualification of ICE
« Experienced Contractor
 No conflict of interest
e Qualifications based selection



Presenter
Presentation Notes
Key Message: The Independent Cost Estimator (ICE) plays a vital role in the CM/GC process to help the DOT verify that they are getting a fair price.	
	
Background info: Describe the qualifications, role, and selection process of the ICE:

Qualifications of ICE
Experienced contractor with a transportation construction background:  Needs the same experience as the contractor’s estimating to verify that it is an apples to apples comparison of estimated project costs
Past experience estimating in the local market:   Each area of a state has it’s own unique traits that can have an impact on prices for bid items.  As the ICE is able to use their knowledge of an area of a state, it assist in the ICE providing more accurate costs to what the contractor will be providing.
No conflict of interest: The ICE must maintain an unbiased role during the estimating process.  They cannot be an employee, potential sub-contractor, or have a financial interest in the contractor.  Related to employees of the contractor may also conflict out a potential ICE. All conflicts must be disclosed to the DOT and the DOT will make a decision related to potential conflicts. 
Selected using qualifications based selection:  Because of the role of the ICE to assist and protect the DOT, the selection should be based off qualifications.

Role of ICE
Participate during the design: As the ICE participates during design, it will help ensure that the ICE and the contractor are looking at the project the same when estimating costs.
Provide project costs using the same items, units, assumptions that the contractor uses:  This will help with the apples to applies comparison and provide a way to discuss where there may be differences in the way that each party is looking at specific bid items.
Assist the DOT in negotiating the final price for the project.
Validate that the DOT has received a fair price.

Notes: 
(ICE) Negotiation is a bit different than what most people envision. 
Where does the ICE come from? Another entity hired by the Owner. Sometimes an ICE is hired statewide for multiple projects or project-by-project. Usually brought on after the selection of designer and contractor but certainly early enough to hit the first milestones.

A total of 2 minute(s).


State DOTs with Legislative
Authority to use CM/GC
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Presenter
Presentation Notes
Key Message: This slide gives a visual representation of which states currently have legislative authority to use CM/GC.   

Background info: Section 1301 of MAP-21 authorizes contracting agencies to use the CM/GC project delivery method so long as their state statutes allow for it.  SEP-14 approval is no longer needed.  

Not all states are permitted by state laws to use CM/GC (States with green shading have Legislative Authority to use CM/GC.)

Various states began using CM/GC years ago and since then, it has been growing across the county.  

Each state has it’s own individual obstacles to overcome to be able to use CM/GC effectively in that state.   

Obstacles may include the need for state legislation, resistance from contracting community, and the need to define the CM/GC process for that state.

A total of 1 minute(s).





State DOTs with CM/GC
EXperience



Presenter
Presentation Notes
Key Message: This slide gives a visual representation of which states have experience using CM/GC. 

Background info: The green shaded areas on the map provide a visual of states that have experience using CM/GC.

A total of 1 minute(s).





MAP-21 - Key Provisions

Section 1303

o Allows for the use of CM/GC contracting

 SEP-14 approval no longer required.



Presenter
Presentation Notes
So what is the impact of the recently enacted MAP-21 legislation on deployment of CM/GC?

MAP-21:
Allows for the use of CM/GC contracting
SEP-14 approval no longer required (EXPLAIN THIS FURTHER IN NOTES)
Increased Federal share for innovative project delivery methods …. (EXPLAIN THIS FURTHER IN NOTES)



Notice of Proposed Rulemaking

w FEDERAL REGISTER

The Daily Journal of the United States Government

Construction Manager/General Contractor Contracting

A Proposed Rule by the Federal Highway Administration on 06/29/2015

23 CFR Parts 630 and 635
e Published June 29, 2015

« Comments due August 28, 2015.

e https://www.federalreqister.qov



Presenter
Presentation Notes
So what is the impact of the recently enacted MAP-21 legislation on deployment of CM/GC?

MAP-21:
Allows for the use of CM/GC contracting
SEP-14 approval no longer required (EXPLAIN THIS FURTHER IN NOTES)
Increased Federal share for innovative project delivery methods …. (EXPLAIN THIS FURTHER IN NOTES)


https://www.federalregister.gov/

Keys to Success:

1.

DOTs need a solid business case for implementing a
CM/GC program.

Contractor selection process must be transparent to
local industry.

DOTs and contractor industry must have a mature
partnering environment.

Dedicated staff and a champion dedicated to CM/GC
deployment.

Pilot CM/GC deployment on smaller less complex
projects.

Provide education to local industry partners on

__ implementation process.



Presenter
Presentation Notes
Spend lots of time on: partnering; regular meetings; cultivating relationships. 
CM/GC is a relationship-intensive contracting method.

We hear from the contracting industry concerns about implementing bid items as part of the selection process.

Some of those concerns can be mitigated by keeping the points allocated to price in the selection criteria low. In Utah’s model some contracts have been as low as 10 points out of 100.

Transparency can be addressed through process. The Utah model has an AGC representative involved in the selection process to ensure the process proceeds as written. Another strategy might be to have a trusted high ranking DOT official be a part of the process, again with the express purpose of overseeing the process.

One of the major hurdles we will face as we implement CM/GC, and design build nationwide will be developing an objective, transparent selection process – everyone understands and accepts low bid – we need to design and implement a selection process with that same kind of credibility.



CM/GC Panel Discussion —
Utah’s Experience

Rob Wight
Utah DOT

LEFT LANE
§| MusT ¢
{_ TURN_LEFT
§ . ‘

Sponsored By: A
AASHTO SOC Construction 1 Beperiren o rmmdion
Administration Section Federal Highway Administration




Utah’s History with CM/GC

« Why UDOT Chooses CM/GC.
e Utah’s Selection Process
e Lessons Learned and Best Practices

 What types of projects are best for CM/GC?




Why Utah Uses CM/GC.

Owners Perspective

Better understanding of True Costs early in the project
Risks Managed Throughout Project Delivery

— Uncertainty on “How this will be built” minimized

— Uncertainty with Cost minimized

Establishes an Working Environment to Optimize
Innovations

Exceed Public Expectations, Political Capital
Partnering Maximized



Presenter
Presentation Notes
Best Value:
Ability to get a project started as soon as the environmental document is completed 
Incorporate Contractor input throughout the design process to refine the design, discuss different ways to get the project built, and for the best price

Informed Decisions:
DBB (traditional) Owner chooses a design that may not address all of the constructability issues, usually resulting in change orders; and may not be the most cost effective solution; 
DB enables UDOT to deliver projects at a fixed price; 
CMGC allows UDOT to make informed decisions
Brainstorm through numerous value engineering concepts, mitigation strategies, design concepts, inclusion of new materials, products, equipment, etc. 
	What does Design Option 1 cost versus Design Option 2?  
	What if UDOT modifies Option 1, hence version 1A, 1B, etc.?
 	CMGC is an opportunity to discuss the pros/cons of various concepts/designs

Optimize Innovations:
Benefits of having all three players at the table to optimize innovations (Owner, Designer & Contractor)
Can be Owner led innovations – First time ever tried, or first time tried in Utah, etc.
Designers/Contractors can be aware of cutting edge technologies, or even practices elsewhere that have not been utilized in Utah
Everyone works together to solve project challenges 
Incorporation of innovations up front in design, resulting in fewer change orders in construction

Risk Assessment & Management :
Risk Assessment - Able to manage/assign risk and encourage Owner/Contractor innovations; 
	Paying for actual expenditures, not Contractor held contingencies 
		(Used Provisional Sums on MVC)
Risk Management – CMGC Team (Owner/Designer/Contractor) assesses risks early in the design process; Mitigation strategies are developed and cost savings managed throughout construction by the team; 
	Risks can be retired as the construction is progressed, making money available for other 
	phases or projects

Exceed Public Expectations : 
Get In/Get Out, Efficient use of lane closures;
CMGC allows you to plan/design your approach to the project with Contractor input, reducing the amount of time the public is impacted;
User Cost Savings
Reduce Construction Time
Reduce Construction Delays
Business Stays Open







Results — Reduced Construction Costs
Pre-Construction: OPCC 1



Presenter
Presentation Notes
Background info: The pricing milestone curve allowed the Mountain View Corridor team to choose the 90 percent confidence level and maintain the $350 million budget, which allowed the team to set the construction contingency budget. Pricing milestone 1 was Independent cost only; no contractor. 

A total of 1 minute(s).





Results — Reduced Construction Costs
Pre-Construction: OPCC 2



Presenter
Presentation Notes
Background info: Pricing milestone 2 included the contractor’s pricing. Flattening of curve shows that additional risks were identified by the contractor, which increased the contingency in order to remain at 90 percent of confidence level. 

A total of 1 minute(s).





Results — Reduced Construction Costs
Pre-Construction: OPCC 3



Presenter
Presentation Notes
Background info: Pricing milestone 3 concentrated on identified risks and found ways to reduce or eliminate them. Removed risk through gathering additional data. This allowed the Mountain View Corridor team to focus on highest risk and working to eliminate them. 

A total of 1 minute(s).





Results — Reduced Construction Costs
Pre-Construction: OPCC 4



Presenter
Presentation Notes
Background info: Pricing milestone 4 dropped initial pricing cost of $350 million to $276 million. These savings allowed the Mountain View Corridor team to buy more ROW, move additional dirt and invest in other places. 

A total of 1 minute(s).





Why use CM/GC?

Collaborative Effort to Reduce Risk & Apply Innovations

B Contractor Risk

B  OwnerRisk

Risk

DBB DB CM/GC



Presenter
Presentation Notes
Project Complexity
Particularly MOT
High Number of Potential Risks
Scope Flexibility/Maximizing $’s
Cost Analysis of Multiple Design Options
Contractor Input During Design
Informed Owner Decision Making
CMGC Expectations
Meet Project Goals
Fair Market Price
At or Below Proposed Price
Below the Engineer’s Estimate/ICE
Improved Schedule
Fewer Change Orders



Fair Price Strategy
FAIR PRICE vs. LOW BID

 Engineer’s Estimate
— Typically based on State Averages — Change
Thinking
« Contractor’s Estimate
— Prepared for specific project bid items
— Typically based on production rates and unit
price
* Independent Cost Estimate (ICE)
— Cost Validation

— Reflects Current Market Conditions



Presenter
Presentation Notes
Pricing and Bid Openings are the most stressful and challenging part of the CMGC process. The ICE is based on Fair Market Values and typically runs about 10-15% higher than what the Department would see in a low-bid DBB scenario.  However, due to the value gained in making informed decisions, and the savings through innovations this additional cost is outweighed by the overall value and long term cost-benefits to the Department.

Engineer’s Estimate – UDOT has purchased production estimate software, even prepared a few estimates this way and will likely move in this direction in the future.

Contractor’s Estimate – Prepared based on all project meetings, design information, and understanding of what the owner wants built; Can be unit price or lump sum bid items; Contractor’s bid may be contingent on the amount of design completed at the time of bid; Open book – equipment list (type and size, number of pieces, etc.), materials (sources, quantities, calcs, QC effort/amount, etc.), and labor (rates, crew sizes, number of supervisor/project management level) available to the Department for review

ICE – Prepared as an outside set of eyes looking in; ICE attends weekly status meetings on the project to develop an understanding of the construction contract; Role of the ICE is to perform a cost validation, and if necessary identify the competitive range available in the current market conditions ; ICE obtains subcontractor, material, equipment, and labor quotes just as if he was bidding on the project; To award, the Contractor has to be within 10% of the ICE

Cost Validation –Opportunity for Owner to review labor, material, equipment, and production rates; Encourages project team discussion around means and methods, material source selection, haul distances, etc.  The level of detail provided by the ICE, allows UDOT to “see” where the big differences are in each estimate and have detailed discussions around the “why” behind the difference.  It takes all 3 estimates in the CMGC process to demonstrate that a fair and competitive price has been provided.

Typical Items of Discussion:
Mobilization
Direct/Indirect – Which items are “loaded”?
Markup (Home Office Overhead + Profit) – UDOT typically sees something close to 12% here.  The acceptable range has been between 11-15%; the profit portion has varied from 3-6% depending on market condition and amount of projects the Contractor is currently working on.  Definitely want to get this during Selection if your process allows for it, as it is obtained competitively with the Proposal submittal.




Engineering Solutions Due to Innovative
Contracting in Utah

* Innovations — Department directs the WHAT — Team Identifies
the HOW!

— Divergent Diamond Interchanges (DDI)

— Continuous Flow Intersections (CFl)

— Self Propelled Modular Transporters (SPMT’s)
— Slide in Bridges

— Flexible & Reversible Lanes

— Movable Batrriers




Contractor Selection Process

CMGC Selection Process
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UDOT Lessons Learned — Procurement

* Project Goals

 Project Scope

 RFP “Boller Plate”

 Well Defined Selection Criteria & Scoring Method
— Focus on the differentiators
— What are the minimum qualifications?
— Project Specific



Presenter
Presentation Notes
Project Goals
Project Scope
          If additional funding becomes available, is the Contractor “entitled” to the work?
          Be clear if there are additional phases and segments included with this Procurement
          Make sure severability language is clear, and that it is at the Department’s sole discretion 
RFP “Boiler Plate”
Keep one document current with all standard revisions
Understand where flexibility is allowed, and where it is not (Generally based on State & Federal Requirements)
Then make it project specific in defined sections
The best proposals are those that are written to the project’s goals, scope, schedule, and budget.  Drawing parallels from previous individual and corporate experience that demonstrate why they are the best Contractor for the project.
Well Defined Selection Criteria & Scoring Method
Focus on the differentiators
What are the minimum qualifications?  Find the balance between general descriptions of expectations here and specific requirements.
For example, if you are working on a very complex structures project you would probably require the project manager or superintendent to have at least worked on a couple of projects of similar scope, and in a similar role as being proposed on this one
Can you really compare 14 years experience with 5 years experience and always choose the individual or company with the greater number of years?  Should you?

Make your selection criteria project specific.  Really focus on the key “specialty” items you need from your CMGC contractor.
         Maybe it’s a really good bridge contractor who has seen a lot of different types of repairs/replacements
         Maybe it’s someone who is familiar with working in confined spaces
         Maybe it’s someone who has completed a similar project somewhere else in the last 3 years, ask them to share their lessons learned and how it will make them the best contractor for your project
         Maybe it’s someone who has worked in environmentally sensitive areas
         And so on . . .

Also, remember there are multiple ways of “short listing”:
  Mandatory Letter of Interest (Let’s the DOT know home many people may be submitting a Proposal)
  Mandatory Pre-Bid; Are there specific items that are unique to this project and/or type of work
  Mandatory Site Visit; Is there something of value to be gained in doing this?
  And of course, interviews (Like how CDOT has outlined their interview format)

Written RFC Questions/Responses – Non Contractual
If a RFC triggers a contract change, do so through an Addendum





UDOT Lessons Learned — Procurement

« Blinding of the Oversight Selection Committee
— Technical Evaluation Team presents as Proposer A, B, C, etc.

— Oversight Selection Committee provides an unbiased
perspective

« Always leave an option for interviews

 |Include a Consultant & Contractor as a member of the
evaluation team

« Documented Selection Process



Presenter
Presentation Notes
Blinding of the Oversight Committee
Technical Review Team presents  as Proposer A, B, C, etc. and explains how they scored each Proposal against the RFP
Oversight Committee can then provide an unbiased perspective of whether they agree with the Technical Review Team’s decision or if they have further questions
Always leave an option for interviews, but they are not mandatory
          Outline the scoring for interviews in the RFP so the process is in place
If there is a clear winner with the Technical Proposal, then there is no need to go to interviews
If there are 2-3 Proposals within a point or two of each other, go to interviews and all all Proposers to participate
Determine your scoring weights up front so those who are not in the top positions going into interviews can decide if they wan to participate or not

Include a Consultant & Contractor as a member of the evaluation team – Determine whether they will be voting or non-voting members; There is huge value to the program/process to have them witness it and ensure that it was consistently and fairly administered.  Great way to incorporate first timers, expand the industry, and provide hands on training.

Documented Selection Process
Defensible, Transparent, Clear & Concise; Shows that the Department aligned with its goals and selection criteria; Focus on key/major strengths/weaknesses (again, the differentiators); let the little stuff like type errors, font size, etc. be reserved for another day.  This is where you let the Proposer know what prevented them from getting the job.  Consider having a third party/neutral representative host the debrief.  UDOT has a 3 three program contract with an administrator that fulfills this role.  If the Department ran this meeting there is a tendency to keep talking and fill the quiet space, or answer all of the Proposers questions without thinking things through first.  It’s very hard to run a meeting while listening, and forming responses.



Summary of Best Practices

 Project Manager is Key - OWNER CHAMPION
« Open Communication Required

 Getting to Why Designer & Contractor’s Approaches &
Prices are Different

— Really understanding what is included and what is
reasonable

* Risk Assessment, Mitigation, & Management Strategies
* Trusting Team Relationships

« If Preparing Multiple RFC Phases of Project, Ensure
Severability

* Involve Industry in CMGC Process
— RFP Review Period
— AGC & ACEC Voting Members
* Production Estimating versus Historical Averages




When to Use CM/GC

Projects with
 High Complexity

— Contractor Input Valuable to Project
Design

« Owner Maintaining Control of the Design
e Introduction of New Innovations
« Early Start Possible During Design

— Early Procurement of Long Lead Items
e Third Party Risk
 Variable Scope




o CM/GC Panel Discussion —
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Utah’s Experience
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Ralph L. Wadsworth Experience with
CM/GC

o« 12 CM/GC projects (8 for UDOT)

e Sample Projects:

— 1-215; 4500 South, $6 M - SLC UT

— 1-80; State to 1300 East, $126 M - SLC UT

— 1-80; Summit Park Bridges, $7 M - Park City UT
— SR-252, $20M - Logan UT

o 30-50% of our work is Alternative Delivery

 Regional Contractor — (Western US)




1-215; 4500 South Bridge Replacement

4 leaderin |
Construction




Why CM/GC
1-215; 4500 South

* First bridge move using SPMTs for UDOT

— Needed to be a success for the future of UDOT’s
ABC program

— Challenging travel path
— Short Closure Window

— Many design challenges (Girders, Grades,
Deflections, etc)

— Need for open book estimating




|-80: State to 1300 East - Reconstruction




Why CM/GC
|-80; State to 1300 East - Reconstruction

Needed to Minimize Traffic Impacts

— Innovative Moveable Barrier System (Reversible
Lane)

— Wanted to use SPMTs and create a standard
manual

e Tight Budget - Needed to minimize throw away
temporary widening

* Tight Right of Way constraints
« Many 39 Party Utilities
 Need for open book estimating




1-80; Summit Park Bridge Replacement




Why CM/GC
1-80; Summit Park Bridge Replacement

Create Standardized Detalls for Bridge Slides

Minimize Traffic Impacts on Interstate

Spread Footings were not feasible

Severable Girder Package




SR-252; Logan Reconstruct
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Why CM/GC
SR-252; Logan Reconstruct

« Large Diameter Sanitary Sewer

e Construction Phasing
— ROW
— Utilities
— Wetlands - 404 Permit

 Multiple Severable Packages




Ralph L. Wadsworth Construction Co.
CM/GC Perspective

 Great Process for
— Complex and/or high risk projects
— New Technology/ Innovation

— Where the owner wants to maintain control of
the design & scope but wants contractor
INnvolvement

 Reduces Risk (both the owner and contractor)

e Increases Partnering & reduces change orders




Ralph L. Wadsworth Construction Co.
Perspective — Keys to Success

* Involve the ICE early so they understand the project

 Address discrepancies between the ICE and

Contractor at each milestone OPCC

« Owner must understand that this is not Design Build

and the Owner must “run the show”




Question & Answer Period
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