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Objectives

Eliminate “Low-Bid” mentality
Minimize the Entity’s risk

Hire high performing vendors
Reduce Project Management time
Shift project responsibility to vendor
Reduce change orders

Produce projects that are on-time, on-budget,
and with satisfied customers 98% of the time



Benefits of Best Value

Efficient, more economical, better value, higher
performance

Leadership based structure, minimize client
construction management by up to 90%

Increase construction performance to 98% (on time,
on budget with no contractor generated cost change
orders, meets quality expectations)

Pay no more, but contractors/vendors increase profits
by 5%

Uses logic that is very sustainable

Contract administration and surprises minimized



Best Value Procurement as o
Structured Process

o Developed by Arizona State University's
Performance Based Research Group
(PBSRG)

o Conducting research since 1994

o Over 600 procurements documdented

0 98% customer satisfaction

o Significantly decreases management functions
o 50 different clients (public & private)



Preparation

Education of Staff and formation of Core
Team

Education of vendor community
o Conduct focus group meetings
o Start to talk the principles of Best Value

Use some of the concepts

Selection of projects and creation of the
solicitation document



System Structure

Past Performance Information

Proposal and Risk Assessment/Value Added
Plan

nterviews

Prioritization — ldentify Best Value
Pre-Award Phase

Weekly Report and Post-Rating
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Past Performance Information

References from vendor (will be their best)

If no great references, they will ultimately
disqualify themselves

Standard survey is used which is returned to
County

Scoring entered into database at ASU
All vendors may pass through this phase
Pass on to next stage



‘ Performance Information Procurement

System (PIPS)

Filter 1
Past

Performance Risk / Value
Plan

Information

L
Q
>

Quality of Vendors

Low

Filter 2
Proposal &

Filter 3
Interview

Filter 4
Prioritize
(Identify

Best Value)

Filter 5
Pre-Award
Phase
(Pre-Plan)

Filter 6
Weekly
Report &
Post-Rating

Award

Time




Proposal and Risk Assessment/Value
Added Plan (RAVA)

No more than 2 pages for Risk Assessment
Looking for vendor to identify unknown risk

Value Added Plan will reveal vendors
knowledge and experience

Will reveal the high performing vendor
May or may not add cost to project
Scoring entered into database at ASU
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Interviews

Separate interviews of key personnel
o Principle or Project Manager

o Superintendent

o Major Subcontractor

Sessions will reveal weak links
Scoring entered into database at ASU
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Prioritize — Identity Best Value

Rely on dominant information
2o Understood by all
a Simple and plain
o Provable
U
U

Predicts the future outcome
Complete

Compare scores and price to identify Best
Value within budget
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Pre-Award Phase (Pre-Plan)

Best Value selection moves to pre-award

Selected vendor determines If they want to pursue
the project

County’s professional reviews the Best Value
technical approach and expresses any concerns

Create the quality control plan
Set up weekly report

Coordinate guality control plan, weekly report, and
schedule

County’s professional reviews documents
Pre-award presentation
Add QC plan and weekly report to the contract
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Weekly Report

Weekly report identifies the following:

o AnycC
o AnycC
a Allris
o Expla

nange in the project schedule or cost
nanges to the contract

Ks that caused changes to the contract
nation of the risks, source of the risk, a short

concise explanation of why the risk was not
minimized, and what was done to minimize the

risk
o Thep

erformance of the vendor in responding to

risks that they did not control.
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Post Rating

After punch list items are complete
All systems perform as expected

All documentation on systems including
warranties and as-builts have been updated
and turned In

The site Is inspected and all documentation is
complete

County rates performance



Results of Best Value Procurement

More competition

Better competition

Lower costs

Better performance

No lingering problems

Continual maintenance by contractors

22



Selection of Construction Manager at Risk
Contractor Utilizing Best Value

Project Budget was $790,000.00

Five contractors with master agreements
Invited to participate

Conducted meeting with contractors to
explain the process

Results were as follows



Company 1

Offers by Category Offer Score (1-10) Weight Total
Category
Score
Preconstruction phase services percentage 10
offer 0.00% 15 25
General Conditions percentage offer 5.8% 9 25 32
Construction Management Fee percentage 8
offer 6.25% 1.25 18
Bond percentage offer 1.70% 7 0.05 7.35
Risk Assessment Plan 6.25
6
Value Added Plan 6.25 6
Construction schedule offer (calendar days)
160 8 8
Survey score total 8.59
9
Interview score
0
TOTAL SCORE (County use only) 110.94

$ 790,000.00

45,820.000

49,375.000
13,430.000

$ 108,625.000



Company 2

Offers by Category Offer Score (1-10) Weight Total
Category
Score
Preconstruction phase services percentage 7
offer 1% 15 18
General Conditions percentage offer 17.30% 7 25 25
Construction Management Fee percentage 7
offer 6.5% 1.25 16
Bond percentage offer 0.8% 10 0.05 10.50
Risk Assessment Plan 5
5
Value Added Plan 6.75 7
Schedule offer (construction period in
calendar days)
182 7 7
Survey score total 8.72
9
Interview score
0
TOTAL SCORE (County use only) 95.72

&

&

7,900.00
136,670.00

51,350.00
6,320.000

202,240.00



Company 3

Offers by Category Offer Score (1-10) Weight Total
Category
Score

Preconstruction phase services percentage 9
offer 0.25% 15 23
General Conditions percentage offer 7.00% 8 25 28
Construction Management Fee percentage 9
offer 6.0% 1.25 20
Bond percentage offer 1.0% 8 0.05 8.40
Risk Assessment Plan 55

6
Value Added Plan 6 6
Schedule offer (construction period in
calendar days)

150 9 9

Survey score total 8.55

9
Interview score

0
TOTAL SCORE (County use only) 108.20

&

&

1,975.00
55,300.00

47,400.00
7,900.000

112,575.00



Company 4

Offers by Category Offer Score (1-10) Weight Total
Category
Score

Preconstruction phase services percentage 8
offer 0.5% 15 20
General Conditions percentage offer 4.00% 10 25 35
Construction Management Fee percentage 10
offer 3.0% 1.25 23
Bond percentage offer 0.98% 9 0.05 9.45
Risk Assessment Plan 2.75

3
Value Added Plan 4 4
Schedule offer (construction period in
calendar days)

110 10 10

Survey score total 8.43

8
Interview score

0
TOTAL SCORE (County use only) 112.13

3,950.00
31,600.00

23,700.00
7,742.000

66,992.00



Company 5

Offers by Category Offer Score (1-10) Weight Total
Category
Score
Preconstruction phase services percentage 10
offer 0% 15 25
General Conditions percentage offer 7.00% 8 25 28
Construction Management Fee percentage 9
offer 6.0% 1.25 20
Bond percentage offer 1.0% 8 0.05 8.40
Risk Assessment Plan 5.75
6
Value Added Plan 6.5 7
Schedule offer (construction period in
calendar days) 240 5 5
Survey score total 8.34
8
Interview score
0
TOTAL SCORE (County use only) 108.24

»

B &

55,300.00

47,400.00
7,900.000

110,600.00



Survey Form

NO. | CRITERIA UNIT
1 Ability to manage costs (1-10)
Z Ability to maintain construction schedule (1-10)
3 Quality of work (1-10)
4 Professionalism and ability to manage project (1-10)
D Ability to minimize need for change orders (1-10)
§ Communication and documentation (1-10)
7 Abilit}f to follow the users rules, regulations, and (1-10)
requirements
3 Overall customer satisfactionand hiring again based on (1-10)

performance (comifort level in hirnng vendor again)




Questions




Non-Dominant vs Dominant Information

return

Non-Dominant

Roof material is high
performing

Tensile strength is 800
PSI

Elongation is 300%
Tear strength is 400 Ibs

Xenon testing: 10,000
hrs

Dominant

Roof material has been
Installed and iIs
performing

65 Customer Responses

Average Roof Age: 25
years

Percent Not Leaking:
99%

Customer Satisfaction:
0.8



return

B-2

Risk Assessment Plan

Flease pricritioe e riska (st the greatest risks first). This bemiplabe must be used. Al of these
risks/sclubions should be induded in your bease bid,

Major Risk Items
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