
 

 

The following material has been reproduced, strictly for educational and illustrative purposes, 

related to the material´s subject.  The material is intended to be used in the University for 

International Cooperation´s (Universidad para la Cooperación Internacional:  “UCI”, for its 

acronym in Spanish) virtual campus, exclusively for the teaching role and for the students´ private 

studying, in the Management Skills course which is part of the academic program. 

 
UCI wishes to state its strict adherence to the laws related to intellectual property.  All digital 

materials that are made available for a course and for its students have educational and research 

purposes.  The use of these materials is not intended for profit.  It is understood as a special case 

of use for distance education purposes, in places where it does not conflict with the normal use of 

the document and where it does not affect the legitimate interests of any actor. 

UCI does a FAIR USE of the material, based on the exceptions to copyright laws set out in the 

following regulations: 

a- Costa Rican Legislation:  Ley sobre Derechos de Autor y Derechos Conexos (Law on Copyright 

and Related Rights), No.6683, dated October 14th, 1982, Article 73 and Ley Sobre Procedimientos 

de Observancia de los Derechos de Propiedad Intelectual (Law on Procedures for Enforcement of 

Intellectual Property Rights), No. 8039, Article 58, which allow for the partial copying of works for 

educational illustration. 

b- Mexican Legislation:  Ley Federal de Derechos de Autor (Federal Law on Copyright), Article 147. 

c- Law of the United States of America:  In reference to fair use, it is contained in Article 106 of the 

copyright law of the United States (U.S. Copyright - Act), and establishes a free use of documents 

for purposes such as criticism, comments and news, reports and teaching (which includes making 

copies for classroom use). 

d- Canadian Legislation:  Copyright Act C-11, makes reference to exceptions for distance 

education. 

e- WIPO:  Within the framework of international legislation, according to the World Intellectual 

Property Organization (WIPO), this matter is foreseen by international treaties.  Article 10(2) of the 

Berne Convention allows member countries to establish limitations or exceptions regarding the 



possibility for legal use of literary or artistic works, by way of illustration for teaching, through 

publications, radio broadcasts, or sound or visual recordings. 

In addition, and by UCI´s indication, virtual campus students have a duty to comply with what is 

stated by the relevant copyright legislation in their country of residence. 

Finally, at UCI we reaffirm that we do not profit from the works of third parties, we are strict about 

plagiarism, and we do not restrict in any way, neither our students, nor our academics and 

researchers, the commercial access to, or acquisition of, any documents available in the publishing 

market, may it be the document directly, or through scientific databases, paying themselves for 

the costs associated with such access or acquisition. 
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How to Evaluate Bids 

By Emily Beach, eHow Contributor  

 

Blueprints  

In the construction industry, most jobs are awarded through a process called 

bidding. To participate, subcontractors will review the project drawings and put 

together an estimate on what it would cost their company to perform the work. For 

instance, an electrician would include wiring, light fixtures, switches, receptacles 

and equipment. He would need to include both materials and installation costs, as 

well as a reasonable fee for overhead and profit. The general contractor is 

responsible for reviewing and evaluating the bids, and selecting a subcontractor 

from each trade to perform the work. While the idea is generally to choose the 

lowest bidder, the process is rarely that simple. The bid reviewer must examine a 

variety of factors to ensure the bids are evaluated accurately and fairly. 

Difficulty: Moderate 
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Instructions 

1. Separate the bids by trade. On larger jobs, 

you'll likely receive a half-dozen bids or more 

for each trade, and with dozens of possible 

trades, you could find yourself overwhelmed by 

hundreds of bids. Create a folder for each 

category (electric, plumbing, painting, etc.) then sort the bids into the correct 

folders. Work with one folder at a time to help stay focused. 

2. Start with pricing. If one bidder is much higher or much lower than the 

others, this bid can usually be eliminated fairly quickly. A bidder that is too 

high can't be competitive on a low-bid job. One that is too low most likely 

missed some work on the drawings. If one of these extreme bids comes 

from a contractor who you normally work well with, you can offer them a 

"second look." Ask them to look for errors in their bid and send revised 

pricing if applicable. 

3. Compare scope. With your electrical contractors for example, you'll want to 

check that they included all the basic materials and installation, but you'll 

also want to look for special items, which may include permits, underground 

utilities, mechanical connections, or any other tasks specific to the job. 

Some contractors may list the scope of work on their bid, while you may 

have to call others and ask what's included in their price. By defining the 

scope, you can do an "apples to apples" comparison of the bids. 

4. Check that general project conditions are included. This may include 

overtime or night work, wage scale, payment or performance bonds, or 

special licensing, such as security clearance. Any of these factors could 

impact a bid price significantly, so you must ensure that they are included if 

required. 

5. Ask whether any applicable sales tax is included. This is one of those items 

that some subcontractors will include automatically, while others will leave it 

out unless asked. Check with your bidders to see whether they've included 

tax before trying to compare one number with another. 

6. Determine whether each bidder is capable of meeting the project's 

schedule. Some companies may not have the man-power, or may be too 

busy with other jobs to give your project the attention it needs per your 
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schedule. If the schedule is critical on your job, ask each bidder to put their 

acknowledgment of the schedule in their bid. 

7. Evaluate your previous experience with each bidder. Quite often, a general 

contractor will select a high-performing company with a higher bid over an 

unknown with a low bid. The same is true for subcontractors that have a 

reputation for being difficult to work with, or who have difficulty keeping to 

the schedule. If you know one of your bidders will get the job done right, and 

on time, evaluate whether they are worth a slightly higher price, assuming 

they are not the low bidder. It may be worth paying a bit more to ensure the 

job will get done, and to minimize your own headaches. 

 Tips & Warnings 

 Some state and federal jobs have strict rules about awarding the contract to 

the lowest-qualifying bidder. On these projects, it is generally illegal to offer 

bidders a "second look," or to choose contractors based on anything but 

scope and price. 

 


