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Jeff and the Quest for 
the Golden Sub



Once upon a time...

There was a senior estimator named 
Jeff who worked for Dynamite 
Construction.

His job was to find the best subs for 
Dynamite Construction projects.

Jeff was really, really good at his 
job. But even super-good 
estimators hit pitfalls .



Rolodex, spreadsheets 
and cold calls—oh my!



Communication break-
down at its finest.



The dog ate Jeff’s specs
and all the other stuff he 
needs for his RFPs.



Phone tag...Jeff’s 
always it.



2 EMAILS
2 SPREADSHEETS

3 STONE TABLETS

10 bids. 10 different languages.

1 FAX

1 POST-IT-NOTE 1 CARRIER PIGEON



How Jeff got carpal 
tunnel syndrome.



Comparing watermelons 
to apricots.



Still comparing 
watermelons to apricots 
(Jeff went with an apricot).



Jeff found a sub! But...
it was far from golden.



• on the brink of bankruptcy

• being sued by 3 GCs

• currently working on 24 
projects

Why Acme Concrete is 
called Acme Concrete.



Let’s re-write Jeff’s story 
because there is better way 

to find the golden sub..



Jeff had access to a 
centralized network of subs 
that updated in real time?

What if… 



What if Jeff had all of his 
files, project info and 
could collaborate with 
his team in one place?

What if… 



subs had to fill out 
scope sheets the way 
Jeff prescribed, so it 
was easier for him to 
compare bids?

What if… 



Jeff could compare 
apples to apples?

What if… 



Jeff could qualify 
subs before he chose 
them for the job?

What if… 



What if Jeff used 
BuildingConnected to find 

the golden sub?



Click here to view video demo

Product Demo

https://drive.google.com/file/d/1s1pmjYC_Lab_Phr5sG75Wa1NdsfS67d7/view?usp=sharing


5 Best practices for finding 
the best bid.



1. Get your bids to match as
much as possible.



2. Diversify your bids.



3. Don't get seduced by the lowest bid
(it's not always the best).



4. Communicate openly with stakeholders.



5. Build trusting relationships.



Q&A



Thanks!
Want to learn more about Autodesk’s 
suite of preconstruction solutions?

Learn more by visiting us at the 
Construction Quad in the Expo Hall.


