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Commercial Construction Forecast:
Sunny and High-Tech

Just about everyone in the commercial construction industry knows the name iSqFt. Over
the past decade they’ve quickly become the industry’s leading preconstruction resource. 1’11
spare you the rest of the marketing spiel, but I recently had the opportunity to sit down with
iSqFt’s President and CEO, Dave Conway, and had a candid conversation about iSqFt, the
construction industry, and changes on the horizon.

Mona: First, thank you for taking the time to talk with me today, Mr. Conway.

Mr. Conway: Could you call me Dave? You’re making me feel old.

Mona: [Laughing] Okay, Dave it is. iSqFt has been in lowa, and has been a partner with
MBI for over a decade now. How’s that going?

Dave: Very well. [President and CEO of MBI] Scott Norvell and I talked just last night and
talked about the strategic importance of our relationship going forward. MBI has really set
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the standard for trust and reliability and they’ve been a critically important partner for iSqFt. I know that will still be true years
from now.

Mona: So, speaking of the olden days, how have things changed in the construction industry since iSqFt and MBI first formed a
partnership?

Dave: Well, when we started this, people were driving to plan rooms to find jobs, marking up paper to do takeoffs, and
communicating by fax. Some people are still doing those things, but I think the days when that’s a viable business model are
numbered.

Mona: Why is that?

Dave: Well, working with physical documents is really inefficient, and expensive. Shipping out paper documents, marking up
drawings, driving to plan rooms to get documents and stay up to date on addenda--these are all really time-consuming tasks, and
with gas prices the way they are, they’re also expensive.

Mona: How does having an online project leads service address these things?

Dave: Well, I’'m not going to speak for other services, but iSqFt, specifically, lets project owners, architects, and general
contractors send project documents electronically, with the click of a button. They update everyone attached to the project with
addenda almost instantly. And an iSqFt subscription gives people daily emails about projects that fit their profile. Yes, it saves gas
and time and money, but it’s quickly becoming the only way to learn about enough projects to stay competitive. This is a
connected world. and commercial construction is finallv hooping on the bandwagon.

Mona: Give me some context. What does “connected” mean in the world of
construction?

Dave: Okay, I’'m going to use a word that’s becoming so overused that it’s in danger
of losing its meaning, but I’'m going to use it anyway. Ready?

Mona: Ready.

Dave: Network. Everyone talks about their “network” or joining a network or
networking, but the main benefit iSqFt offers is that it plugs you into a network of
architects, project owners, general contractors, subs, suppliers, manufacturers, and
they can all communicate with each other through the iSqFt network. No driving, no
voicemails, no faxes--well, okay, fewer faxes--and questions about projects happen in
the context of the project. The iSqFt network is about having access to the very people
you need to connect with at that moment.

Mona: You’re pretty excited about this.
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Dave: Yeah, I am. This is an exciting time, and I think there’s some big stuff coming.

Mona: Like what? What is iSqFt working on? Where are you going next?

Dave: We’ve been really fortunate that at a time when most businesses are pulling back, we’ve been able to put more resources into
improving our software. Have you seen iSqFt 10?

Mona: Yes, but I’d like to hear your thoughts on it.

Dave: iSqFt 10 is where we’re going. I know you’ve seen iSqFt 10 geared toward subcontractors, and that’s been a huge success.
But next we’re rolling it out to the GCs.

Mona: Why is that so significant?

Dave: Because GCs are what we call the “project creators”--they’re the ones who put the projects in the system, invite bidders, and
so on. Projects created in iSqFt 10 can only be viewed in 10, so that means--

Mona: That means iSqFt subcontractors will have an incentive to transition over to iSqFt 10 fulltime.

Dave: Exactly.

Mona: I’ve seen iSqFt 10, and it’s a huge upgrade. It’s easy to use, it’s easy to navigate around, but what will the GC version offer?
Dave: Lots. They’ll have the ability to reuse previously sent invitation-to-bid forms, there’s a widget that lets them assign tasks and
put meetings on the calendar, and the coverage report is--and I don’t use this word lightly--revolutionary. The feedback from GCs
who have seen the new application has been phenomenal, really.

Mona: Sounds interesting. When will we get a chance to see this new application?

Dave: Actually, a number of GCs are already using the new application. It’s because of our close working relationships with these
users that we’re so confident that our customers will love it.

Mona: But you’re not going to commit to a date, huh?

Dave: No, but I will say that summer is my favorite season.
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Frequently Asked
Questions:

How Are Bidders Lists
Obtained?

At Master Builders of lowa, we know how important it is to have an accurate bidders list for each project. Therefore, there are
several stages of the process to assure that we have as accurate of a bidders list as possible. First, each reporting office obtains a
planholders list shortly after receiving each project by either contacting the architect, engineer, or owner. A planholders list may
also be obtained from a reprographer, architectural firm, or engineering firm’s website. After the planholders list is obtained, the
office reporter identifies the “general” contractors or “prime” contractors and enters these companies into the “Bidders List” tab on
iSqFt for the associated project. Between the time the planholders list is entered for a project and the time the project actually bids,
each reporter will revise the bidders list as new updates are found. If you are bidding as a general or prime contractor on a project
and want to make sure your company is listed as a bidder, it is important to contact the distributing entity of the project. That way,

your company can be sure it has taken the proper steps to be recorded as an active bidder. The day before a project bids, the
reporter obtains a final bidders list from the architect, engineer, owner, or reprographer and calls each bidder to verify if they still
plan on bidding the project as a “general” or “prime” contractor.

Some projects that are received in the plan rooms already have a general contractor selected. In these particular scenarios, the
“Bidders List” note will provide information on which general contractor was negotiated for the project and whom you need to
contact to obtain further information regarding requested sub bids.

Occasionally, the plan rooms also receive projects in which a Construction Manager is responsible. For these projects, there may
be numerous bid packages that the Construction Manager is requesting bids for. Due to the complexity that each contractor may be
bidding on only some of those bid packages and even different scopes within these bid packages, it is extremely difficult to list out
the bidders for projects in which a Construction Manager is overseeing. Therefore, in the “Bidders List” tab, the plan room
reporter inputs the following note: “Bid Package Breakdown For Bidders Is Not Available From The Construction Manager;
Please Contact.....”. As a Construction Manager, if there is a project in which you wanted to submit a list stating which package
each contractor expressed interest in, the plan rooms could formulate a list. The plan rooms would then do final confirmations the
day prior to bidding to display as accurate of a bidders list as possible.
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