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Re-Activating Toronto’s Commercial
Office Market with Industry Best Practices,
and More!
A compilation of less-than-ideal practices have emerged over the past decade
related to the procurement and delivery of project consulting and construction
services. There are many probable causes, but the result has been a slow
erosion of industry due process and the high standards of expertise, service,
and partnership. Our industry had always performed these services with a
commitment to quality and a professional know-how, second to none.
Thoughtful, knowledgeable, and inclusive project planning is what made the
Canadian commercial office industry the role model worthy of emulation.
Project partners worked collaboratively and respectfully to provide expert advice
to tenants and/or their advocates, related to project options, allowing them
to make value-based decisions for the health of the project. In so doing, the
best path forward was set in motion, which avoided the need to remap or
re-strategize on the fly, later in the process.
What could our industry focus on in order to collectively kick-start things in a
positive direction, in a post-pandemic marketplace reactivation?
The obvious and most immediately impactful place to start is to tidy up some
of the project processes that, for whatever reason, have slid from good to
not-so-good. Then there are a few longer-term strategies that would benefit
every individual, across all service providers in our industry that are worthy of
our attention: cross mentoring and leadership via emotional intelligence.
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Best Practice Refreshers
To some, these suggestions may seem too limiting, but they represent
the most common complaints heard by project partners.

>

REALISTIC SCHEDULES

>

Schedules that are based on agreed-upon timelines to complete key tasks,
especially when the project process started late. Rushing the pre-design
services to achieve a schedule, rather than client expectations, is a recipe
for conflict, errors, and stress. It usually ends up costing the tenant either
in delays or added costs, and it creates an unhealthy, antagonistic project
team dynamic that can impede the implementation process. At the very
least, team members should be consulted about the project schedule
in order to provide constructive input on how their team can achieve
the goal. It is understood that, on occasion, tight schedules happen, but
achieving it once should not reset expectations on timelines in general.
Good work takes time.

CONSTRUCTION DOCUMENTATION
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Allow adequate time in the master schedule for drawing preparation and
drawing coordination reviews. When schedules are too aggressive these
key tasks are condensed, and drawing details get left out or eliminated,
causing unnecessary confusion and errors once construction begins.
Another downside of incomplete drawings is the potential for inflated
pricing. GC’s and trades can only price what is on the drawings and, when
they see details are missing, they may later add to their base price to
cover themselves. Multiply this across numerous construction divisions
and the overall tender pricing will be inflated, and even worse, it becomes
extremely challenging to evaluate division pricing for completeness.
Accurate pricing requires accurate drawings.

Best Practice Refreshers continued

>

AGGRESSIVE FEES AND BID PRICING

>

In uncertain times, it is more a race to the bottom than a sustainable
business strategy. Unrealistic fees and bid pricing impacts quality and
service to customers, lowering the bar to unsatisfactory levels, across all
disciplines, while destroying reputations. Customers want to see realistic,
competitive pricing to get their projects done right and on time. They do not
want to see businesses fail due to a lack of differentiation. Consulting
fees must, at a minimum, be based on a considered estimate of the
time it takes to do the job properly, a reasonable number of hours, based
on similar projects not an antiquated value per square foot. And while
schedules may have shrunk, the time to perform certain tasks has not.
It is a dangerous game that will negatively impact the outcome of the
project process as team members run out of “time” to service the
requirements. Sadly, this strategy is also self-defeating because the
industry’s expectation will settle on the new pricing lows, but quality and
service expectations do NOT go down, nor should they.

BID REVIEW PRACTICES
Practices not recommended by both the OAA (Ontario Association of
Architects) and the OGCA (Ontario General Contractors Association) include
Alternate Prices (APs) and Post-Tender Addendums (PTAs). These
approaches are often misused as a means of negotiating a lower bid price,
by manipulating the combinations of alternate prices, or in the case of the
PTA, allowing changes to the base pricing rather than solely the PTA
request. The best practice, in both scenarios, is to first award to the lowest
Compliant “Base Bid,” then determine which alternates to include, or in
the case of PTA, award then negotiate the PTA pricing.
Alternate pricing
If this approach is used, the Instructions to Bidders should identify that
the contract will be awarded to the lowest “Compliant Bid” or, at the
least, the Instructions to Bidders should clearly spell out the process by
which the APs will be applied against the base bid in determining the
lowest compliant bid.
Post-Tender Addendums
PTA’s are issued as changes to the Bid Documents, as a way of lowering bid prices rather than rebid the project. This process is dangerously
misused. By issuing a PTA, the message to bidders, unless clearly
indicated otherwise, is to alter their base bids, along with the PTA
request. Again, the award should first be made to the lowest Compliant
Bidder, then the PTA added as a subsequent cost add/delete.
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The CCDC-23 “Guide to Calling Bids and Awarding Construction
Contracts” is available at: www.marant.ca/knowledge-centre/

Best Practice Refreshers continued

>

FOCUS ON CROSS-MENTORING
Every company, no matter what service or product is provided, is in a
constant process of hiring new team members. Some will have many years
of experience, while others will be fresh out of university. Companies
building for the future are keen on building a younger workforce and investing in ongoing skill-specific training, as well as investing in the development
of interpersonal and social skills. Mentoring young recruits in business
leadership skills is just as important to their success as technical skills.
Younger hires with talent and great potential will not reach their potential
without guidance in managing their role on a project, and learning to
navigating a complex project with many different consultants and suppliers.
Because commercial office projects bring together many professionals
from diverse disciplines, a young designer, as an example, must also learn
enough about those contributing roles to be an effective design manager.
There is a lot to learn from every discipline – design, mechanical, electrical,
structural, communications, construction, audio-visual, security, etc.,
and it is important to the future of our industry that the knowledge is passed
on and done in a respectful manner. The point is, we should all be involved
and looking for opportunities to teach others outside of our disciplines,
whether it is related to a technical issue or an interpersonal one. There is
a mentoring role for all members of a project team, and it is affectionately
referred to as cross-pollination, or in corporate lingo, cross-mentoring.
There are excellent practices and valuable experience within our industry,
and it should be our collective responsibility to pass it on to the next
generation of industry leaders.
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Best Practice Refreshers continued

>

BECOME AN “EMOTIONALLY INTELLIGENT” LEADER
What is emotional intelligence – EI or EQ? And why do many professionals
say it may be more important than IQ and technical skills when it comes to
developing great leaders (and project partners)?
It is not that IQ and technical skills are irrelevant, because they are not.
Daniel Goleman states in his latest book The Emotionally Intelligent Leader,
that those are only “entry-level requirements for executive positions.
(And his) research, along with other recent studies, clearly shows that
emotional intelligence is the ‘sine qua non’ of leadership. Without it, a
person can have the best training in the world, an incisive, analytical mind,
and an endless supply of smart ideas, but he (/she) still won’t make a
great leader.”
Is EQ something you are born with, or can you learn it? The good news is
you can develop your EQ, not only to become a great leader, but to enhance
interpersonal and project-relationship skills. In his book, which is strongly
recommended (see link below), Goleman says there are five components of
emotional intelligence and everyone can develop these skills:
1.
2.
3.
4.
5.

Self-awareness
Managing emotions
Self-motivation
Empathy
Handling relationships

Watch an overview Video on Goleman’s concept of EQ:
https://www.youtube.com/watch?v=OoLVo3snNA0
Read an excerpt from Daniel Goleman’s book on-line – The Emotionally
Intelligent Leader: https://books.google.ca/books/about/The_Emotionally_Intelligent_Leader.html?id=J86DDwAAQBAJ&printsec=frontcover&source=kp_read_button&redir_esc=y#v=onepage&q&f=false

5

MARANT Construction

Contact Us
FOR MORE INFORMATION:
Toronto

Gino Vettoretto
President
gino@marant.ca
Michael Donaldson
Director, Customer Care Service Division
mike@marant.ca

Ottawa

Matthew DiCintio
Regional Director
matthew@marant.ca

Kitchener/Waterloo
Justin Lunardo
Regional Director
justin@marant.ca

MARANT Construction Limited
Toronto (Head Office)
T 416.425.6650 F 416.425.3868
200 Wicksteed Avenue
Toronto, ON Canada M4G 2B6
www.marant.ca

Ottawa
T 613.569.0093 F 613.569.1366
220 Laurier Avenue West, Suite 1680
Ottawa, ON Canada K1P 5Z9

Kitchener-Waterloo
T 519.578.1694 F 519.578.2819
51 Breithaupt Street, Suite 100
Kitchener, ON Canada N2H 5G5

