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Bryan Dodge is one of America’s most popular speakers on the subject of personal and professional
development. Nearly 20 years ago, in his home in Colorado, Bryan began to study success habits and
ways to bring these proven techniques to the marketplace. As an avid student of success principles, he
used much of what he discovered to personally change his own life. He developed a business in
marketing that has presented these materials to more than 41,000 major corporations throughout the
United States and Canada. The growth of this business venture prompted him to move to the Dallas
area over a decade ago where the opportunity for progress was even greater. Soon, Bryan's

reputation spread throughout the United States and he found himself in demand as a guest speaker G O O D
at service club luncheons, business conventions, and other dynamic organizations. He is the author LI F E o
of two books and several audio educational programs. Besides keeping an ambitious speaking
calendar he also hosts a weekly radio show.

WHAT YOU CAN EXPECT TO LEARN

Bryan will open your mind and heart to help you focus on the most essential aspects of life. Most
importantly, he will inspire you to reach your full potential with your family and career. To

accomplish this goal, Bryan teaches a stair-step method on how top producers and The
effective leaders keep on the cutting edge and achieve excellence. Bryan's message on Good Life
professional growth and personal development focuses on three key areas. First, he will show you Rules”

how to have your best year ever. Second, he will coach you on how to create consistent upward all
growth in your life. Third, he will train you on how to harness the power of personal energy and bookstores!

tap its unlimited supply. Bryan touches his audiences through his own gift of love and
encouragement and helps them have a clearer vision to make right choices. The best part of his
message is that his delivery style makes learning fun and memorable!

TESTIMONIES FROM PAST APPEARANCES:

“Bryan, many thanks for conducting a terrific seminar at yesterday’s conference. Rarely does one
get an opportunity to learn so much in such a short time.”
- Sam Zurawel, Merrill Lynch

“Bryan, you have impacted our lives and touched us for the better to influence people in a positive
way and make our world a happier place for all of us.”
- Liz Butler, Henry S. Miller Co.

L

Listen to
“Bryan, we really enjoyed having you at our sales meeting. Tidbits have been popping back into my
mind all day, like | need more of those $1.00 employees! Your session was super; man, you covered Brvan on
a lot of ground. Unbelievable! y
- Bob Jenkens, TM Century Inc. WBAP 820
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www.bryandodge.com “BAP
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A SSOCIATION OF NONTH AMENICA

Glass Informational Bulletin GANA BECD 02-0109

Bid Considerations for Contract Glazing Proposals

Today's business climate requires glazing subcontractors to take steps to reduce their agreements
to writing, clarify those agreements and limit their exposure. The purpose of this document is to
list optional inclusions, exclusions and qualifications for glazing subcontractors to consider
adopting. This is not a comprehensive list; it is a tool to assist subcontractors in evaluating their
bid proposals. Compare it to the standard boiler plate language attached to all bid proposals. If a
glazing subcontractor does not have a standard list of conditions it attaches or includes on its
bids, he/she should consider doing so. A list of conditions is not a guarantee of protection but it
will establish a position describing the scope of the bid. Individual companies might have
additional considerations above and beyond these. Consider what points you as a Subcontractor
should adapt to your bid proposals and include as terms to a contract. In today's climate, do not
assume anything unwritten is agreed upon or that details may be negotiated later.

Reference the project name and owner.

Reference the General Contractor.

Reference the Bid Category.

Restate the scope of the Bid Category.

Qualify any exclusions or exceptions to the Bid Scope as described in the bidding documents or

architectural drawings. (i.e., performance bonds)

Itemize changes to the scope that impact the Subcontractor’s ability to perform.

List critical dates that must be met by the project management team to keep Division 8 on

schedule. 8. List critical dates that the Subcontractor knows before bidding cannot be met.

9. List equipment needed to complete the project that are included or excluded from
Subcontractor’s bid.

10. List the material included in Subcontractor’s quote by manufacturer and product name. (It is
important to identify any known or potential substitutions of specified manufacturers.)

11. Identify any project specific custom extrusions to be utilized in the work.

12. List insurance specific issues (i.e., excessive limits, OCIP / CCIP, etc.).

13. Specify field labor as non-union, union (trades), prevailing wage, Davis Bacon.

14. List W/M/D/L BE patrticipation.

15. Identify potential Leadership in Energy and Environmental Design (LEED) specific areas covered.

16. List taxes included / not included.

agrLONE

N o

2945 SW Wanamaker Drive, Suite A Topeka, KS 66614-5321
(785) 271-0208 Fax: (785) 271-0166
www.glasswebsite.com




17.

18.
19.

20.
21.

22.

23.

24.

26.

27.

28.

29.

30.

31.

32.
33.

34.

List the bonds that Subcontractor includes in the quote (and limitations for maintenance
warranties covered by bonds).

List any deviation to the product performance values listed in the bidding documents.

List equipment required to complete the project that is required to be supplied by others (such as
RELIABLE electrical power and material hoist (w/operator) to be supplied by the General
Contractor (GC)).

List Subcontractor’s expected means and timing for payment.

List the limitations to Subcontractor’s insurance policy. (Subcontractor is held liable only for the
scope of work listed in the bid and is not to be held responsible for litigation with unrelated trades
include subarea on mold insurance) List the limitations on (or exclude in their entirety) liquidated
damages.

State that the timing and schedule of Subcontractor pay are not to be impeded by issues caused
by unrelated trades.

Clarify and define project substantial completion. (Substantial completion of the project is
achieved by the glazing contractor when the framing systems, infills, and perimeter sealants are
installed at all areas available to the glazing contractor. Installation of interior or exterior battens
and trims need not be installed to achieve substantial completion. Breakage replacements,
incomplete areas due to changes by others, and hold-out areas need not be completed to
achieve substantial completion.)

Note subcontractors general payment terms including payment for materials stored offsite. 25.
Note any onsite handling and storage issues.

Note exclusions for materials protection and cleaning. (Exclude protection of stored and installed
material. Exclude final cleaning.)

Require mediation and/or arbitration in the event of a pay dispute between the glazing
subcontractor and the GC.

Include a requirement that all changes and adds be approved only with and pursuant to signed
paper work from the GC.

List a schedule of costs should conditions outside Subcontractor’s control lead the GC to ask
Subcontractor to work overtime add extra man power or lose idle days.

Urge the GC/Construction Manager/Owner to hold a post-bid scope review meeting prior to
awarding the contract to insure all products, services, issues, etc. intended to be included in the
bid specs are addressed by Subcontractor and other bidders.

Note that nothing in the Subcontract or in subsequent addenda negates the Subcontractor’s rights
to file on lien the private property or the public funds of the project.

Note the expiration date of Subcontractor’s bid (typically 30 or 60 days).

Include any manufacturers’ product warranty information as well as Subcontractor’'s workmanship
warranty period and terms.

Clearly identify the allowable rough opening and structure tolerance the proposed window or
curtain wall system(s) will accommodate. (American Concrete Institute (ACI) tolerances may not
be stringent enough; review subcontractor’'s system carefully before agreeing to ACI tolerances.)
Include a schedule of costs resulting from having to deal with out-of-tolerance rough openings, ie.
special size or shaped frames, wider caulk joints, out-of-square frames or glass, etc.




35. Exclude Subcontractor’s field measurements of openings or review of openings prior to fabrication
and installation from the bid.

36. Exclude temporary enclosure and removal or reinstallation of temporary enclosures.

37. Clarify glazing contractors’ onsite and offsite material storage and staging requirements.

38. Clarify and, if necessary, restate required procedures for payment for materials stored off site. 39.
Note if energy calculations and requirements have or have not been received with the bid
documents.

40. Clarify and confirm Subcontractor’s air, water, structural and thermal rating for the specified frame
and glass assembilies.

41. If Subcontractor has submitted energy calculations with the bid documents, note any differences
between those calculations and its thermal ratings.

42. Reference the governing bid documents including architectural and structural documents,
specification sections, addenda, Instructions to Bidders, etc.

43. Reference any catalog cuts, product information, proposal drawings, etc. included with bid.

44. Add a sentence discussing anchorage and embeds, addressing whether they are required, what
type, who is to provide them, who is to install them, and whether embed installation is to be
reviewed.

General Comments

Depending on the complexity of the project and customization, product specific testing might
be included in Subcontractor’s bidding documents.

The conditions included within the GC's contract with the Owner do not supersede the
conditions of the Subcontractor’s contract with the GC.

"Pay When Paid" is a condition of the GC's contract with the Owner and not a condition of the
Subcontractor’s contract with the GC include all applicable overhead and profit in the progress
payments.

GANA was formed to support the glass and glazing industry and to become a resource to all
members. Part of the Building Envelope Contractors (BEC) Division’s mission is to improve the
quality of its industry and the profitability of its members. Subcontractors have been taken advantage
of due to insufficient or ill advised language in their bid proposals and contract documents.
Subcontractors cannot completely eliminate but can take steps to limit their exposure to unforeseen
costs. For many Subcontractors this list will be a double check of the existing bid conditions. For
others this will be a starting point for adding safe-guard language. For all, this is a working document
the BEC Division will continue to modify and expand to keep up with changing conditions in the glass
and glazing industry. Subcontractors should take away from this list, ideas to improve the bid
proposals and advise the BEC Division of changes and additions it can include in future releases to
strengthen the BEC and the glass and glazing industry.

This bulletin was developed by the GANA Technical Committee of the BEC Division and approved by the BEC
Division membership and the GANA Board of Directors. This is the original version of the document as
approved and published in January 2009.




+&H# #& /
? -1, #& ,&(
H & &-#

| & -#/.

&

(&
. #9
1 4&

(,& " #/ 4
0, $% %% 2
& #$ % -
L #&H

it

0#,

) # (5#5-1 # #4 (-

- #

H5#2 0#7 O

"& 47 -1, #& ,&(

4# 1(# 2
6 # & "

(-

&

“H5# 5
(& - # |, &#

& & & 7 -

/1

1=>

0 &#/

_<(&

&

& . & && ) # + A &> &
2 9,7&# 1/# & J%%

&&# & IJ%2 0 &#/ " 4
(&2  , &H#( & .7 -# 5 &#
(&2 I#& &# 1%2%% [#8& &H# && -
11 2%%2 B# (2

.7 5&# , O#, 8- @ &
#, &C<( #&" -, &#12,.

4 .1 -
| 2%%

%

C

, - | 2%%
- | 2%%
- 1$ %2%%
- | $%2%%

&
&

&

&

. &
. &

. &
. &




or

[ransadbion Advisory, L1LC
it Scalutiens for Pyvvaarely Hold Civipamies

Speak to an Advisor (972) 238-8400

Visit us online: www.TrinityTransactions.com

“" A Premier Transaction Advisory Group,
Trinity provides solid exit solutions

for the privately held business...”

GUARANTEED RESULTS!

According to a recemt poll,
100% of our clients who
responded would use
Trinity again and would
recommend Trinity
to others!

Find out why Business
Owners are choosing
Trinity over Traditional
Business Brokers,
time and time again!

Specializing in Companies
whose annual revenues
range from
£1.0mm to $100nam.

If you are thinking abouf selling

your company...don 't waste time
with a Business Broker

ENGAGE A TEAM:
GET RESULTS WITH TRINITY

T must S3y, my Drevious
experience with business
brakers... were not wihat

would say positive. Only 60
days had gone by when
they had a strong
orospective buyer.. I had alf
my terms agreed fo. The
best part of s was...the
Drice agreed upon was
neary doulie of what other
bBrokerage firms hag fold
me I was worth, ™

Andy C.— ADP3, Inc.
Commercial Digital Print

"We would ke to...extend
our most sincére annrecia-
tion for 3 job extremely wall
done and &o our full
satisfaction. We would
recommend your senices at
any time and
without hesitation, ™

Rose M.—
M&EM Glass Corp.
Commercial Specialty
Glass

"Triity had the ability fo
finish the deal..and got us
a much higher price (than
the other 2 firms could)...”

Sy C—
Specialized Pharmacy
Pharrnaceutical Delivery
Systems

Trinity got us more monsy
than we expected.. (they
werel..far better. (than

the prior frms we used)..”

David 8.— The Ad Beat
Print Media and
Advertising Company




g Quality Powder Coating
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Door Control Services, Inc.
The Opening Solution

2440 Lacy Lane Ste. 110
Carrollton, TX 75006
Phone: 877-351-3667

Fax: 972-247-7120

www.doorcontrolservices.com
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OPEN THE DOOR
— TD PROFITABLE
OPPORTUNITY
Gendus 15 the work! leader In refractable screan technology.
EASY 1D MSLaN, S0apiame 1o AMast any WINDOw, 0ooT,
~ [parage or parcly; high demand and grest marging prove our
prociuect Bnes &re & work of Genius.
Benefits of Genius Retractabls Scresns:
= Great profit manging
= Min imeantary rannirem-ants
= Drop ship to your lecafion or to coptomar
Call for our new dealer infio packst = Strong customer demand
. « Easy o install
E ﬁﬂﬁ%ﬁw = Great customer support
Emal! : custymanss rvicedgenkie- eend Com « Great salas aspport

Webelte : genkisscTeans. cam
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{ ] A 1-10 $ 350 Commercial %D Mulli~smry %D Residential %Ij

[ 1 Regular membership - defined as any firm or corporation which is a) engaged in the sale,
installation, replacement, or repair of glass products, including but not restricted to architectural
£ B 11-20 § 450 glass, auto glass, mirrors and leaded glass, or b) conducting business as glazing coutructor, A
regular member must maintain glass industry equipment products or supplies. have an
established commercial location where business is transacted; maintain proper books of
accounts and records; and be registered where required by law.
[ 1 Associate membership - defined as any individual firm or corporation engaged in the
T C 21 & $ 550 distribution, manufacturing, and/or fabrication of glass products or involved in an industry
over business closely allied to the glass product industry and which does not qualify for regular
membership. Includes manufacturers representatives.

Included in your membership dues is a membership in one of the TGA Divisions (Houston, North Texas). Your membership
will be assigned to one of the Divisions based on the County in which your membership is located. If you are located in a
county not serviced by one of the Divisions, you will be an “at large™ member. If you are a statewide member, you will
belong to all divisions, with ane vote in each division and one vote on TGA matters. COUNTY IN WHICH YOUR
BUSINESS RESIDES IS:

Indicate division: [ ] HOUSTON [ 1NORTH TEXAS Sponsor:
I certify that my company's dues category and location information are correct and agree to abide by the by-laws of the
Texas Glass Association and their affiliated divisions.

Signed: date:

Enclosed is our check # Please bill CHARGE: Visa-__ M/C__ Discover _
—_— AMX_ .

Card No. exp

Name on Card

Members dues are not tax deductible as charitable contributions for income tax purposes. However, they may be deductible as ordinary and nceessary business
expense subject to restriction imposed as a result of association lobbying activities. TGA estimates up to 20% of your 2006 dues, the part affiliated with lobbying,
is NOT tax deductible. Consult your tax advisor for details. First years dues are prorated quarterly.




