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OCA SERVICES:
At Oregon Contractors Association we
offer many services that are designed to
help those within the construction
community.  In addition to this newsletter,
we are creating member discounts on
various services and products from
sponsoring companies.  We have a great
Workmans’ Compensation Program set up
with the Oregon Contractors Workmans’
Compensation Trust, and now the Oregon
Contractors Association Health Care Plan,
and other benefits in the works.  We also
keep you aware of political changes that
could effect you.

WE WANT TO HEAR FROM YOU.
The reason this newletter is so successful,
is because of you, the reader.  We created
The Level to act as a help to our members
and the rest of the construction community.
Please feel free to submit stories about
your work or your client’s projects, or tell
us what you would like to read about.  We
are here to serve you.

ADVERTISING:
Special rates are available to our members,
and other groups.  Call to see if you qualify.
A&E firms, and General Contractors can be
featured & highlighted as part of our special
advertising service.  Get your logo
promenatly featured in our newsletter or on
our website.

Safety Meeting Material Provided by:
This Issue: First-Aid Kits - Page 7

5895 Shoreview Lane N
Keizer, OR. 97303
ph.  503-393-3535
fax. 503-390-3954
www.orcontractors.org

Construction Estimating.
 - Cover Story

U p c o m i n g  E v e n t s  f o r  O C A
April  30th - OCA Training Class for Flagger Certification.  Member Cost $60
See the story on page5.

May 13th - OCA Membership Meeting starting at 5:30pm

- Page 6

Construction Estimating: Is It More
Than Just Submitting A Bid?

All too often in the construction industry we get into a rut believing that the only
way we can get a job is to be the low bidder, but that doesn’t have to be the case.
When I was young I remember when my dad was explaining to me what he did as an
estimator.  Words like, “gambling”, “betting”, “rolling-the-dice”, “crap-shoot”, “under-
bidding” and “winning the lottery” made me think that perhaps dad was involved in
something shady.  I remember asking him, “if you get the job if you are the low bidder,
how can you make any money?”  That ultimately is the major question many estimators
ask themselves.

There are more ways to get work than just being the low bidder.  If you
provide a good service or excellent craftsmanship at a reasonable price for the services
offered you will be able to find customers willing to pay you.  Making yourself different
from the competition by creating a niche, can also increase what you can charge for
your services.  We have all heard the ads on the radio for “The General” (General
Steel Corporation), in which they not only found a niche, but exploited that market to
provide lucrative financing options for their customers.  How many construction
companies mass market their services and offer financing too?

Other companies have created a specialty market where they have been able
to step away from the competitive
bidding to a position where customers
end up bidding for their services.  If you
can distinguish yourself from the competi-
tion, provide excellent craftsmanship, and
exceptional service, then you can demand
more for what you offer.  A prime ex-
ample of this can be found in Architec-
tural Aesthetics a Hawaiian based com-
pany started by Randolph Craft in 1971.
Originally, he started out doing what most
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We provide rental & sales of safety equipment and material.
Find out why our clients love our services, you will too:

“I wouldn’t use any other
Safety Supply Company.”

- Kim Thatcher,
KT Contacting - Salem, OR.

Safety Supply Company Call for all your Safety Needs:

503-390-1113
Highway Specialties

of us do, estimating projects hoping to
be the low bidder in order to get the
work.  As time went on he started
getting creative with the welding he was
doing and branched out making some
artistic gates and rails.  Then he realized
that he had something, his product
shifted as did his customer base, soon he
was working with an elite clientele
demanding a rate that he set.  As you
can see by the photos, his work de-
mands top dollar and no longer is doing
estimating to get the job, but estimating
to set the price he wants to make.

Obviously not all companies are
able to make that shift, drywall is drywall
right?  Wrong.  This is where it can get
uncomfortable for most estimators; you
have to market yourself.  What is meant
by that?  Well, take the example of
Framed Openings, a Californian com-
pany.  They realized that in order to
break into the upscale home market they
needed to do something a little bit
different.  They went to HOW Studios
to rebrand
their company
logo and
image.  The
difference
provided gave
not only a
boost to the confidence of this door and

window
company but
also to the
upscale clients
they were
trying to
market to.
According to Howard Lim, the force
behind HOW Studios, the solution for
this logo was to create a, “simple, clear,
unique mark [which] gives elegance and
sophistication to the company’s image –
raising it to the level of its upscale
clientele.”  The results were a 33% jump
in profits in one year accompanied by a
massive increase in market share.
Creating or updating the brand wasn’t
the only factor to increasing sales,
marketing also consists of sales.

Most of us when we hear the
word ‘sales’ instantly think of a used car
lot with that annoying salesman, slick as
oil, in a bad checkered blazer, or some-
thing similar.  But those types of sales-
men don’t have the finesse to create life
long customers who will refer people
and companies to them.  Becoming a
good salesman, which every estimator
should strive to become, doesn’t happen
immediately, but rather is
a learned skill.  One of
the best books on how
to improve your sales-
manship skills can be
found in the book: “Zig
Ziglar’s Secrets of
Closing the Sale”.

A number of years ago I made
the mistake of teaching my son (3½ at
the time) a better way of asking for
things, using some of the skills Mr. Ziglar
taught in his book.  I didn’t think too
much of it until a month later when we
were at the store and my son came up to
me holding a container of vanilla cup-

cakes in one hand and chocolate
cupcakes in the other.  My first reac-
tion was to tell him to go put them
back, but because he wasn’t whining I
decided to listen to what he had to say.
“Dad, remember how you said we
could make a treat when we got
home?  Well, when we get home it will
be too late and I will have to go to
bed, so dad, I was wondering…would
you like the chocolate cupcakes or
would you prefer the vanilla ones
instead?”  Now how can you say no to
a cute three year old saying that?  He
had successfully employed not one,
but two closing techniques on me.  I
decided at that moment to stop sharing
sales techniques with him.  If a three
and a half year old can learn closing
sales techniques, then as an estimator
you can too.

Finally, in recent years we
have seen more and more projects
being issued as design builds, or with a
whole set of criteria where price isn’t
the only consideration.  It is important
to keep this in mind when bidding
jobs, because you don’t have to be the
low bidder to secure work, but you do
have to sell the client that you are
bringing something to the table that is
far more valuable than money: your
company, skills, know how, and your
quality and dependability in performing
the work.  Sales really can play a huge
role in increasing your bottom line.
Sure there are other things that can
help your bottom line, like estimating
software, increased productivity, and
other management saving ideas, but
understanding that you don’t have to
always rely on being low bidder is the
first step towards recovery.

-   Jared Thatcher
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Bidding for Success with
Estimating Software

By Leonard Buzz, President & CEO
On Center Software, Inc.

Blueprints are no longer blue. And
they’re no longer on paper. Estimators
and project managers are turning to
digitized takeoff software to make the
bidding process faster, more reliable and
above all, more profitable.
     KENPAT USA, LLC, a Apopka,
Florida-based provider of commercial
drywall, framing, ceilings and architec-
tural specialties, turned to estimating
software when ramping up for construc-
tion on a local school campus. The
work, which would start at different
times on 10 buildings, included metal
framing, drywall, insulation, veneer
plaster, stucco, direct coat exterior
finishes, acoustical ceilings, acoustical
wall panels and GFRC columns.
KENPAT needed to break out each
building with each scope for material
ordering, labor budgeting and general
tracking for billing purposes.
     Phil Klote, KENPAT USA’s owner,
said that the use of estimating software
enabled his team “to order materials to
the exact sizes required and be more
precise with materials and labor for
construction.” Compared to the estimat-
ing and takeoff tools that the firm for-
merly used, Klote believes the software
decreased total estimating time by 45%,
increased accuracy by 75% and
boosted net profits by 30%.
     Display features let the user see
different colored lines and segments that
represent different types of walls, rooms
or anything that the user defines. Good
bidding software makes tracking
changes and additions easier by provid-
ing a layover feature that puts the new
and the old together but in contrasting
colors. Easy-to-understand graphic
displays can be generated quickly,

providing everyone on a project with a
clear picture of what needs to be done.
     These systems can also work in
tandem with accounting software,
making the figuring of costs a much
easier endeavor. That means more bids,
more jobs secured and more money for
the builder.
     With more and more builders turning
to digitized takeoff software, the com-

petition has heated up. And companies
not prepared for digital competition
will be left behind.

About the Author
Leonard Buzz founded On Center Software 20
years ago with the launch of his software
concept, Quick Bid. Under his direction, the
company continues to develop and release
innovative software products such as On-Screen
Takeoff® and Digital Production Control™ for
construction industry professionals.

Create estimates faster, with greater accuracy,
and keep track of labor and production with a
precision never before possible.

Contact us today at 866.627.6246, or visit us on the Web
at www.oncenter.com to learn more about the On Center
ProfitBuilding Suite, which includes: On-Screen Takeoff®, 
Quick Bid, and Digital Production Control™.

...

www.oncenter.com • 1.866.627.6246
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EXECUTIVE FINANCIAL INSURANCE
Independently Run - Serving Your Insurance Needs

DICK  BAUER
5895 Shoreview Lane N. / Keizer, OR. 97303

503-390-755 / 800-318-4401 / FAX 503-390-3954

Prioritizing - An
Important Time
Management Skill

What do you do when you have
too much to do and no where near the
time needed to get it all done? Prioritize.
I know this seems simple, but often times
it is hard to figure out the order of impor-
tance on the tasks that need to get com-
pleted.  Learning to use our time well is
one of the most important things we can
do.  The Pareto Principle says that 20
percent of your activities will account for
80 percent of the value of your activities.
In other words, if you had ten things to
accomplish, two of them would be worth
the same value as the remaining eight
items.

One way to prioritize you tasks it
to assess the potential consequences of
doing or not doing a task.  Another way,
which could also be used in connection
with assessing consequences, is to priori-
tize based on which task will help you
achieve you’re a value or goal.  For
example, in business your goal or value
might be maximizing revenue, in which
case you would prioritize based on which
task will generate you the most money,
invoicing might be more important than
getting out to the jobsite.  In your per-
sonal life, you might have a choice be-
tween fixing the leaky faucet or spending
quality time with your son; don’t assume
that you can’t incorporate activities, multi-
tasking works, get your son to help you
fix the faucet while you spend time
listening and encouraging your son.  It
takes practice, but by taking a few extra
moments to write down a list of to-do-
items, and then prioritize that list, you will
find you can accomplish more with your
time than other’s can with theirs.

Action Items:
1. Make a list of everything you

need to get done.  Look over
the list and select the top 20% of
items that are of more impor-
tance to you than the other 80%
of the items on the list.

2. Imagine that you are going to
receive a bonus equal to your annual
salary at the end of the month if you
can work on your highest priority
items every minute of every day.
Would this change your behavior?
What would you do differently?
Now get out there and do it.
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Next OCA Flagger Training
Class Scheduled for April 30th  -
Sign up TODAY

The Oregon Contractors Association will be offering
the next Flagger Training on Wednesday April 30th
from 4:00 - 8:00pm .  Be sure to check the expiration
dates of all your employees who have their certifica-
tion.  Member’s rate for the class will be $60.00
which will include all training material and the cost of
the class, plus members and their employees already
receive preferred pricing through Highway Specialties
on all their construction safety equipment needs.

OCA Now Offers
Health Insurance
Benefit to
Members
Last month we created a new benefit
program for our members.  The associa-
tion has started the Oregon Contractors
Association Health Care Plan, a self-
funded program that provides medical,
dental, vision and an Rx plan with
excellent benefits and great rates.
Members have already begun to enroll in
this new Medical Health Insurance
Program underwritten by First Choice
Health.  If you would like to see if this
benefit program can save your company
money, then contact Dick Bauer with
Dick Bauer Insurance (EFI) at
(503) 390-3755.
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Clear
Estimates

©

Same, easy-to-use software, with new features:
Integration with 
More control over 
Automated
And 

Quickbooks Pro ©
material lists

 price updating
much more...

Same, easy-to-use software, with new features:
Integration with Quickbooks Pro ©
More control over material lists
Automated price updating
And much more...

�

�

�

�

Collaboration with RemodelMAX brings:
�A database of more than 8,000 parts
�Dozens of new templates
�Customized pricing for 400 regions in the U.S.
�Quarterly price updates
�Confidence in the accuracy of your bids

ree d w bo yp

ob ot ks soc

Get started today at

www.ClearEstimates.com
$39 for your first month, then $59/month. No Contract!

This party and celebration of our Free Enterprise
system of government was mixed with dancing,
live music, and a hosted bar. Freedom Fest is
cosponsored by the Oregon Contractors Asso-
ciation and held every year on the Saturday
evening after the Tent Show at the Dorchester
Conference in Seaside, which is held the first
weekend of March. Those that came enjoyed
the Dorchester Conference, and Freedom Fest
2008 was a huge success. The band “Liquid
Assets” did a fantastic job, and the event was
attended by numerous state legislators, lobbyist,
and business leaders. Be sure to make a note to
attend next year, you’ll be glad you did.

OCA Participates in
Construction Career Day
Oregon Contractors Association was
pleased to participate in the Fifth Annual
Marion/Polk/Yamhill Counties Construction
Career Day, geared towards local high
school students in the mid-Willamette
Valley.  We are grateful to our members
and other local contractors that partici-
pated in this free event.  This is a great way
to showcase your company, get favorable
press, and possibly recruit new workers.
The goal for the day is to introduce up to
600 local high school students to the wide
range of career choices and training
opportunities available in the construction
industry. Above: Mike Kelly, band member of

Liquid Assets.
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Job Specific Topics:
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First-Aid Kits
Are only Band-Aids® and aspirin taken from the first aid kit most of the time-because
you or your coworkers aren’t sure how to use the other supplies? First-aid kits can be
stocked with a variety of items, but most kits have a common assortment of supplies.
As with any tool, you must know how to use these products to get the best results. In
this safety meeting, typical supplies and their uses will be described, to help make this
helpful “tool kit” most effective for you.
• Absorbent Gauze: Use these to clean a wound or to apply first-aid or anti-
septic cream.
• Adhesive Bandages: Different sizes and shapes are provided to protect
minor scrapes and cuts after they have been cleaned and medicated.
• Adhesive Tape: For securing wound dressings or giving additional protection
over bandages.
• Antacid Tablets: For indigestion or heartburn.
• Antiseptic Soap or Pads: For cleaning skin or wounds.
• Bandage Compresses: Use these for applying pressure to a large wound or
scrape that is bleeding. Place the compress over the wound and apply pressure to
reduce bleeding.
• CPR Mouth Barrier: (e.g.: Microshield) For use as a mouth barrier in CPR
resuscitation.
• Disposable Latex Gloves: The First Responder to an injury should use this
protection to prevent contact with an injured person’s bodily fluids (blood, saliva, etc.).
• Elastic Bandages: For wrapping sprains and to help hold dressings or cold
packs in place.
• Eye Wash: The wash bottles in a fist-aid kit are typically small. Use to rinse
very minor contaminants from the eye. All other eye injuries should seek medical care.
• First-Aid Manual: A brief guide to emergency first-aid care.
• First-Aid Ointment or Antiseptic Cream: Apply this salve to wounds that
have been cleaned prior to applying a dressing.
• Gauze Roll: Gauze is used to hold flat, non-adhesive bandages in-place prior
to taping. It is not a bandage, because most gauze is not a sterile dressing.
• Instant Cold Pack: Place the pack on a sprain, fracture, or severe bruise to
reduce swelling.
• Microbial Hand Wipes: For First Responders’ clean-up after providing
emergency care.
• Pain Relievers: (e.g., Aspirin, Acetaminophen or Tylenol®) For minor
aches or pains, as the package directs.
• Scissors: For cutting clothing, tape or bandages and providing a better fit
around the wound.
• Triangular Bandage: Used to create a sling for supporting an injured hand or
arm or as protection over a large dressing.
• Tweezers: For removing foreign bodies from minor injuries. Not for use on
eye injuries.
• Wound Cleanser Wipes: Use these singlet wipes to clean minor scrapes or
cuts before applying antiseptic and adhesive bandages.
Use first aid kits for minor injuries and during emergencies before medics arrive to
treat serious injuries. So, know what supplies are in your kits—and make the best use
of them.
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If you can’t tell the difference, 
we don’t deserve your business.

Contact Todd Hennelly
Empire Pacifi c Risk Management, Inc.

5300 Meadows Rd., Suite 200, Lake Oswego, OR  97035
Phone:  503.968.6300 or 877.535.0888   Fax: 503.968.6305

todd.hennelly@empirepac.com   www.empirepac.com

Aggressive claims management.
Proactive loss prevention services.

Customized personal service.

Empire Pacifi c Risk Management
A simple choice.

The better choice.

We’re not bigger.  Just better.


