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Consulting Engineers of Alberta
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Suite 870, 10020 - 101 A Avenue
Edmonton, AB T5J 3G2
Phone: 780-421-1852
www.cea.ca
Contact: Wendy Cooper, CEO
Email: wcooper@cea.ca

Profile
History & Purpose
CEA is a registered organization representing
Alberta engineering firms. These firms employ
over 8,000 individuals including professional
engineers, technologists and support staff. The
industry contributes over $1.9 billion annually
to the Alberta economy.
The engineering industry is strategically
important in developing and transferring
technology for the use and benefit of society.
CEA’s role is to promote and enhance the
business interests and opportunities of CEA
member firms.
CEA and partner associations in each of the
provinces and the territories, in conjunction
with the Association of Consulting Engineering
Companies - Canada, offer clients access to a
network of quality industry services and
employee benefit programs.
Formed in 1978 under the Alberta Societies
Act, the Consulting Engineers of Alberta
(CEA) now operates under the Consulting
Engineers of Alberta Act as a not-for-profit
organization dedicated to improving the
business environment for consulting engineering
firms in the province, and providing society
with the highest standards of engineering
design and safety.

Our Vision

An effective, influential business organization
representing a strong consulting engineering
industry providing value and quality to society.

Our Mission

Serves its members by providing leadership
to foster a positive business environment and
serves society by expanding the boundaries of
and promoting the engineering industry as a
catalyst for economic growth, wealth generation
and the application of technology.

MCEA

The Consulting Engineers of Alberta Act
provides accredited member firms with the
“Right to Title” - MCEA, and demonstrates
the Alberta government’s recognition of the
importance of the engineering industry.
MCEA member companies provide high quality,
cost-effective and environmentally responsible
engineering products to their clients.
To be accredited by CEA, member firms
must:
 be managed by a professional engineer,
 have at least two years of consulting
engineering experience,
 have a valid Permit to Practice
from APEGGA,
 employ professional engineers registered
with APEGGA having at least five years
experience, and
 comply with the CEA Code of Ethics.

How CEA can help

CEA member companies offer
services related to:






















Building Sciences
Chemical Engineering
Communications
Computer Science
Electrical
Energy
Environmental
Forensic
Geotechnical
Industrial
Marine & Coastal
Materials
Mechanical
Mining Engineering
Municipal
Planning
Project Management
Structural
Surveying
Temporary Works
Transportation

Additional information
available from the CEA
website: www.cea.ca

CEA member firms
To be sure you are working
with a Member Firm of CEA,
look for the designation:		

MCEA

“The assurance of excellence in
engineering services.”

A member organization
of ACEC-Canada

ADI Limited
AECOM Canada
Almor Testing Services
Al-Terra Engineering
AMEC
AN-GEO Environmental Consultants
ARA Engineering
Associated Engineering Alberta
Beaubien Glover Maskell Engineering
BPTEC- DNW Engineering
Cascade Engineering Group Inc.
CH2M HILL Canada
Challenger Engineering
Clifton Associates
Coffey Geotechnics
Cohos Evamy
Commsult Engineering
Conestoga-Rovers & Associates
CTM Design Services
D.A. Watt Consulting Group
DCL Siemens Engineering
Delcan Corporation
Dillon Consulting
Eagle Engineering
EBA Engineering Consultants
Emans, Smith, Andersen Engineering
ESE Engineering Group
Focus Corporation
FSC Consulting Engineers
FVB Energy
Genivar Consultants
Golder Associates
Group2 Architecture Engineering
Halcrow Yolles
Hatch Energy
Hatch Mott MacDonald
HDR/iTRANS Consulting
Hemisphere Engineering
Highway Technical Engineering Services
IBI Group Architects & Engineers
ISL Engineering and Land Services

J.R. Paine & Associates
Jacobs Canada Inc.
Jacques Whitford AXYS (Stantec)
Khanatek Technologies
Klohn Crippen Berger
KTA Structural Engineers
Laviolette Engineering
Levelton Consultants
Magna IV Engineering
Matrix Solutions
McElhanney Consulting Services
McIntosh Lalani Engineering
Metallurgical Consulting Services
Millennium EMS Solutions
MMM Group
Morrison Hershfield
MPA Engineering
MPE Engineering
Northwest Hydraulic Consultants
Orbis Engineering Field Services
Patching Associates
Point Geomatics
Poyry Energy (Calgary)
Progressive Engineering
Protostatix Engineering Consultants
Read Jones Christoffersen
Ready Engineering Corporation
RWDI AIR Inc.
Sameng Inc.
SCL Engineering
Stantec Consulting
Stebnicki + Partners Consulting
Stewart, Weir & Co.
Sunwise Engineering
Terrain Group
Thurber Engineering
Urban Systems
Walters Chambers & Associates
Wardrop Engineering
Williams Engineering Canada
Yellowhead Engineering Services

To obtain more information on CEA and its
Member Firms visit CEA website at

www.cea.ca

Consulting Engineers of Alberta
The Phipps-McKinnon Building
Suite 870, 10020 - 101 A Avenue
Edmonton, Alberta, T5J 3G2
Phone: 780-421-1852 Fax: 780-424-5225
Email: wcooper@cea.ca
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A Synopsis

Trade, Investment and Labour
Mobility Agreement (TILMA)
May 2009

It should be noted that the mobility of professionals and their credentials across borders is the responsibility of
the regulatory bodies of APEGGA and APEGBC and as such is not addressed in this document. The purpose of
this synopsis will focus on the procurement of professional services.

What TILMA IS
The basis of TILMA is to break down
provincial barriers which may impede the
flow of labour, capital and commerce
between Alberta and British Columbia.
The provisions of TILMA that govern the
procurement of engineering services by
government entities, including
municipalities, municipal districts, crown
corporations and government itself,
came into effect April 1, 2009.
Architectural and engineering consultant
services require open and nondiscriminatory access to procurements
where the value is:

Exceptions:
•
Where an unforeseeable situation
of urgency exists and the goods,
services and construction could
not be obtained in time by means
of open procurement procedures.
•
Where it can be demonstrated
that only one supplier is able to
meet the requirements of a
procurement.
•
In the absence of interest in
response to a called for proposal.
•
Aboriginal groups are exempt
from TILMA.

⇒ $10,000 (Provincial) / $75,000
(MASH) or greater for goods

⇒ $75,000 or greater for services
⇒ $100,000 (Provincial) / $200,000

(MASH) or greater for construction

What TILMA is NOT
Lowest Price

Geographic location

The public interest commands that
experience, competence and quality of
work must take precedence when
choosing a consultant for a project.
Choosing a qualified consultant will
ensure the life-cycle benefit/cost ratio is
optimized.

Preference cannot be given based on
geographic location, however, clients are
able to specify that no or limited travel
costs will be allowable expenses to be
reimbursed under the resulting contracts.
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Pre-Qualification and Short-Listing Process
The pre-qualification package is used for the purposes of short-listing consulting
firms to be invited for project specific requests for proposals. A pre-qualification
request should provide enough information about the project so that professional
consultants can determine their level of ability and interest in the project and should
include what short-listing criteria will be used to select the optimal (usually three)
number of consultants to the Request for proposal (RFP) stage. The package should
request:
•
APEGGA Permit to Practice number
•
Corporate information and resources
•
Years of experience requirement for both corporate and staff experience in
delivering projects
•
Certificate of Recognition (COR) or provincial equivalent (eg. Corporate safety
manual)
•
Previous relevant experience and References
•
Past Performance
•
Technical Competence
•
Prime Consultant and sub-consultant team makeup

Once these packages have been received,
invite three consultants to the RFP stage
and request the following additional
information:
•
Work Methodology
•
Team
•
Fees
•
Schedule
•
This allows consultants to expand upon
their qualifications and experience in a
more project specific way.
The same method can be used to invite
three consultants to the RFP stage for a
multi-year Standing Offer Agreement.

The Request for Proposal (RFP) Format
The RFP normally has two components: the Terms of Reference (TOR) which outline the technical scope of the projects; and, the
Commercial Terms which specify the content of the proposal submission and the consultant selection procedure. The extent to which
all points should be included will depend upon a number of factors, including the magnitude and technical complexity of the project.

Key Components of the Terms of Reference

Key Components of the Commercial Terms

⇒
⇒
⇒
⇒

⇒ Outline of the consultant selection process and schedule
⇒ Identification of proposal evaluation/weighting criteria
⇒ Due date and time for submissions, with full address of

⇒
⇒
⇒
⇒
⇒
⇒

Project description and objectives
Project history and relevant background information
Special or unusual project issues
Currently available technical information, such as
previous reports, mapping, legal surveys, geotechnical
information and monitoring data
Proposed scope of consulting services
Project deliverables such as inspections, technical
reports, computer analyses, construction drawings and
contract documents
Special or non-engineering project needs such as land
acquisition, public hearings, environmental reports,
permits, tariff evaluations
Client requirements for project management and
reporting in addition to the purely technical
components of the assignment
Expected project schedule
Anticipated level of participation by the owner of the
project

recipient

⇒ Process for handling queries during the proposal process
⇒
⇒
⇒
⇒
•
•
•
•
•
•

including the name of a contact
Details of any proposed briefing meetings and/or site
inspections
Number of consultants invited, where possible, company
names
Proposal format, i.e. letter form and bound document and/or
electronic submissions, number of copies
Required proposal content such as sections addressing:

Project understanding
Work plan / methodology
Corporate structure and
history
References
Project staffing plans
Staff resumes

•
•
•
•
•

Related experience of key
project staff
Details of manpower
allocation
Proposed schedule
Budget
Fee basis
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Proposal Evaluation Criteria for the Selection of Professional Consultants
A number of different criteria have been developed that will allow a Client to select a professional consultant from their proposals
based on their experience and past performance rather than just price. The Terms of Reference included in the Request for Proposals
should always include the weighting for each of the criteria. Proposals should be evaluated, scored and weighted in accordance with
these criteria and weighted as specified in the Terms of Reference.
a.

Consultant Experience and Past
Performance
•
Referenced projects are similar to
RFP project
•
Budget and schedule targets are
met
•
High level of client satisfaction
•
Demonstrated quality of
deliverables
•
Responsiveness to project related
requests

b.

Prime Consultant and Sub-consultant
Team
•
Sufficient staff resources to
complete project
•
Education, experience and track
record of prime consultant
•
Education, experience and track
record of other key personnel on
the team

c.

Project comprehension
•
Quality of analysis and
demonstrated understanding of
project
•
Identification of special needs or
considerations

d.

Project Management and Work
Methodology
•
Design philosophy matches project
requirements
•
Clear description of priorities,
sequences, team coordination,
project organization
•
Project management approach,
including quality management is
clearly described for services and
deliverables
•
Proposed work methodology
reflects current, state-of-the-art
technology and professional
practice

e.

Innovation
•
Provides rationale for innovation
(e.g. gaps in current practice,
special needs of project)
•
Outlines new or improved
methods to address identified
special project needs

“It is unwise to pay too much,
but it is worse to pay too little.
When you pay too little, you
sometimes lose everything
because the thing you bought
was incapable of doing the
thing you bought it to do.”

Common Terms
RFEI
RFP
RFQ
SOQ
TOR

-

CEA
APEGGA -

request FOR Expressions of Interest
Request for Proposal
Request for Qualifications
Statement of Qualifications
Terms of Reference
Consulting Engineers of Alberta
Association of Professional Engineers,
Geoscientists and Geophysicists of
Alberta

John Ruskin
(1819-1900)
Author & Scientist, Oxford
University
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Decision Making and Investment Planning
In order to eliminate the effort and costs required to
assemble and review many proposals, CEA is
recommending public sector clients use a Qualifications
Based Competition and Selection Process (QBS) to
allow them to short-list professional consultants and
get full proposals from a select number of consultants.
Establishing a pre-qualification and short-listing
process has been endorsed as an acceptable practice
under TILMA.
The Brooks Act in the US has governed the Federal
procurement of design services since 1972. It sets forth
a QBS process requiring architectural and engineering
firms to compete for government contracts on the basis
of experience and technical expertise, rather simply on
cost. The Province of Quebec has just recently

legislated QBS be used on all provincial
government projects.
As a means of providing guidance to
government agencies in selecting
professional consultants, a Best
Practice for consultant selection was
published in June 2006 through
InfraGuide®. The FCM, Infrastructure
Canada, the National Research council and the
Canadian Public Works Association collaborated to
produce this Best Practice entitled, “Selecting a
Professional Consultant.” The Best practice promotes
the principles of qualifications-based selection
including innovation, fairness and sustainability.
(www.thebestpractice.ca)

Engineering = Investment
Studies have shown that engineering typically
represents 1.5% of the total cost of a project, while
construction costs represent 16.5% of the total cost,
and operations are 82% of the total cost. By hiring a
consulting engineer at the beginning of the project,
good design can cut 10-15% of construction costs and more in life cycle costs. It is through engineering
services that a client has the best opportunity to
manage and
potentially reduce
the remaining
98.5% of the
project’s life cycle
costs.

Consulting Engineers of
Alberta
Suite 870, Phipps-McKinnon Building
10020 - 101A Ave
EDMONTON AB T5J 3G2
For more information contact
Wendy Cooper
Chief Executive Officer
Phone: 780.421.1852
E-mail: wcooper@cea.ca

Trade, Investment
and
Labour Mobility
Agreement

April 2009

FOREWORD

This consolidation combines the text of the original Trade, Investment and Labour
Mobility Agreement (2006) together with all Protocols of Amendment which have been
adopted since the signing of the Agreement.
The consolidation is intended to be a working tool for those using the Agreement and
does not constitute an official document. Those seeking the official text should refer to
the original text and subsequent protocols which can be found on www.tilma.ca.
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PART I
OPERATING PRINCIPLES

The Governments of British Columbia and Alberta, RESOLVED to:
ESTABLISH a comprehensive agreement on trade, investment and labour
mobility that applies to all sectors of the economy;
ELIMINATE barriers that restrict or impair trade, investment or labour mobility;
ENHANCE competitiveness, economic growth and stability in Alberta and
British Columbia;
INCREASE opportunities and choice for workers, investors, consumers and
businesses;
REDUCE costs for consumers, businesses and governments;
PROVIDE access to information and programs to facilitate labour mobility and
business establishment;
PROMOTE sustainable and environmentally sound development, and high
levels of consumer protection, health and labour standards;
COOPERATE on matters related to trade, investment and labour mobility;
MINIMIZE the impacts of other measures that may adversely affect trade,
investment or labour mobility;
RESOLVE disputes in an effective, inexpensive and timely manner;
SUPPORT ongoing trade and investment liberalization both nationally and
internationally; and
DEMONSTRATE the benefits of freer trade within Canada by simplifying and
expanding upon the scope and coverage of the Agreement on Internal Trade;

HEREBY AGREE as follows:
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PART II
A. EXTENT OF OBLIGATIONS

Article 1:

Relationship to the Agreement on Internal Trade

1.

This Agreement is established pursuant to Article 1800 (Trade Enhancement
Arrangements) of the Agreement on Internal Trade, which permits the Parties to
enter into additional arrangements to liberalize trade, investment and labour
mobility beyond the level required by that Agreement.

2.

In the event of an inconsistency between any provision in Parts II and V of this
Agreement and any provision of the Agreement on Internal Trade, the provision
that is more conducive to liberalized trade, investment and labour mobility
prevails between the Parties. In the event that such a provision of the Agreement
on Internal Trade is determined to be more conducive to liberalized trade,
investment and labour mobility, that provision is hereby incorporated into and
made part of this Agreement.

Article 2:

Scope and Coverage

1.

This Agreement applies to measures of the Parties and their government entities
that relate to trade, investment and labour mobility.

2.

Each Party is responsible for compliance with this Agreement by its government
entities.

3.

The benefits of this Agreement accrue only to the Parties and their persons.

B. GENERAL RULES
Article 3:
1.

Each Party shall ensure that its measures do not operate to restrict or impair
trade between or through the territory of the Parties, or investment or labour
mobility between the Parties.

Article 4:
1.

Non-Discrimination

Each Party shall accord to:
(a)
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No Obstacles

like, directly competitive or substitutable goods;

(b)
(c)
(d)

persons;
services; and
investors or investments

of the other Party treatment no less favourable than the best treatment it accords,
in like circumstances, to its own or those of any non-Party.
2.

Each Party shall ensure that any charges it applies to persons, goods, services,
investments or investors of the other Party are the same as those charged to its
own, in like circumstances, except to the extent that any difference can be
justified by an actual cost-of-service differential.

Article 5:

Standards and Regulations

1.

Parties shall mutually recognize or otherwise reconcile their existing standards
and regulations that operate to restrict or impair trade, investment or labour
mobility.

2.

Parties shall, where appropriate and to the extent practicable, specify standards
and regulations in terms of results, performance or competence.

3.

Parties shall not establish new standards or regulations that operate to restrict or
impair trade, investment or labour mobility.

4.

Parties shall continue to work toward the enhancement of sustainable
development, consumer and environmental protection, and health, safety and
labour standards and the effectiveness of measures relating thereto.

5.

Parties shall cooperate to minimize differences in standards or regulations
adopted or maintained to achieve legitimate objectives.

Article 6:
1.

A Party may adopt or maintain a measure that is inconsistent with Articles 3, 4 or
5, or Part II(C) provided that the Party can demonstrate that:
(a)
(b)
(c)

2.

Legitimate Objectives

the purpose of the measure is to achieve a legitimate objective;
the measure is not more restrictive to trade, investment or labour mobility
than necessary to achieve that legitimate objective; and
the measure is not a disguised restriction to trade, investment or labour
mobility.

Subject to paragraph 1, Parties may establish the level of protection necessary to
achieve a legitimate objective.
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3.

No Party shall prohibit or restrict an investment or the import of any good or
service from the other Party or the export of any good or service to the other
Party for a legitimate objective unless the prohibition or restriction on investment
or the import of the like good or service from all non-Parties or the export of the
like good or services to all non-Parties is similarly prohibited or restricted.

Article 7:

Transparency

1.

Each Party shall ensure that its measures covered by this Agreement are made
readily accessible.

2.

A Party proposing to adopt or amend a measure that may materially affect the
operation of this Agreement shall, to the extent practicable:
(a)
(b)
(c)

notify the other Party of its intention;
provide a copy of the proposed measure to the other Party on request;
and
provide the other Party with an opportunity to comment on the measure,
and take such comments into consideration.

3.

Each Party shall ensure that documents requested by the other Party or
interested persons of a Party are supplied in a non-discriminatory manner and
that any fees charged therefor are reasonable.

4.

Nothing in this Agreement shall be construed to require a Party to provide or
allow access to information the disclosure of which would:
(a)
(b)
(c)
(d)
(e)

be contrary to its freedom of information or privacy legislation;
impede law enforcement;
prejudice the legitimate commercial interests of particular enterprises;
involve a waiver of privilege; or
otherwise be contrary to the public interest.

5.

This Article applies notwithstanding any other provision of this Agreement.

6.

The provision of notice under paragraph 2 is without prejudice as to whether the
measure is consistent with this Agreement.

Article 8:
1.
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Rules Relating to Exceptions to the Agreement

With the exception of this Article, measures listed in Part V are not subject to
Parts II and IV, except as otherwise provided in Part V.

2.

Additional measures may be added to Part V only by mutual consent of the
Parties.

3.

A Party may, of its own accord, remove any of its measures listed in Part V.

Article 9:

Transitional Measures

1.

With the exception of this Article, measures listed in Appendix I are not subject to
Parts II and IV, except as otherwise provided therein.

2.

The Ministerial Committee shall oversee any consultations and negotiations
relating to Appendix I and approve any amendments related thereto.

3.

Parties shall:
(a)
(b)

ensure that no measure listed in Appendix I is amended or renewed in a
manner that would decrease its consistency with this Agreement; and
seek to minimize any adverse effects on the other Party or its persons of
measures listed in Appendix I.

4.

A Party may, of its own accord, remove any of its measures listed in Appendix I.

5.

Additional measures may be added to Appendix I only by mutual consent of the
Parties.

C. SPECIAL PROVISIONS
Article 10: Purpose:
1.

The special provisions in this Part II(C) augment and further elaborate upon the
general rules in Part II(B).

2.

Except for Article 6, where a provision in this Part II(C) is inconsistent with a
provision in Part II(B), the provision in this Part shall prevail to the extent of the
inconsistency.

Article 11: Investment
1.

(a)

(b)

Parties shall reconcile their business registration and reporting
requirements so that an enterprise meeting such requirements of one
Party shall be deemed to have met those of the other Party.
Parties and their municipal governments shall consider options to provide
for the reconciliation of municipal business licenses. Until such time as

5

the matter is resolved, Article 11(1)(a) will not apply to municipal business
licenses.
2.

No Party shall require an enterprise of the other Party to establish or maintain a
representative office or enterprise, or to be resident, in its territory as a condition
for carrying on business activities.

3.

A requirement by a Party that an enterprise has an agent located within its
territory for service of notices of proceedings or other judicial documents is
deemed not to be a requirement to establish or maintain a local presence or to
be resident in its territory. Parties shall further consider options for eliminating
measures requiring the designation or maintenance of agents for service.

4.

Nothing in this Agreement shall be construed to prevent a Party from
maintaining, designating, or regulating a monopoly for the provision of goods or
services within its own territory.

Article 12: Business Subsidies
1.

Parties shall not directly or indirectly provide business subsidies that:
(a)
(b)
(c)

provide an advantage to an enterprise that results in material injury to a
competing enterprise of the other Party;
entice or assist the relocation of an enterprise from the other Party; or
otherwise distort investment decisions

unless such subsidy is to offset a subsidy being offered by a non-Party or a
government entity not subject to this Article.
2.

Parties shall jointly encourage non-Parties to eliminate subsidies to business and
refrain from bidding wars.

Article 13:

Labour Mobility

1.

Subject to paragraph 4, any worker certified for an occupation by a regulatory
authority of a Party shall be recognized as qualified to practice that occupation by
the other Party.

2.

For greater certainty, requirements imposed on workers to obtain a license or to
register with a Party or one of its regulatory authorities prior to commencing work
within the territory of that Party shall be deemed to be consistent with paragraph
1 provided that no material additional training or examinations are required as
part of that registration procedure and such registrations are processed on a
timely basis.
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3.

Any worker certified to practice a trade under the Red Seal Program shall be
recognized as qualified to practice that trade in both Parties.

4.

A Party may adopt or maintain an occupation-related measure considered to be
inconsistent with Part II where that measure relates to a difference between the
Parties in the permitted scope of practice of an occupation.

5.

Further to Article 7, each Party shall ensure that any requirements imposed on
workers to register with a regulatory authority prior to commencing work are
published on that regulatory authority's website or through a readily available
website of the Party.

6.

Occupations requiring certification, registration or licensing prior to commencing
work in only one of the Parties shall be listed on the Labour Mobility
Transparency List published on www.tilma.ca.

7.

A Party shall advise the other immediately of the addition or deletion by the
advising Party of any occupation on the Labour Mobility Transparency List and
any change made by that Party to the title of any occupation included on that list.

8.

A Party shall:
(a)
(b)
(c)
(d)

9.

amend its list of occupations on the Labour Mobility Transparency List
after any change made by it to that list pursuant to paragraph 7;
maintain an up to date copy of its list of occupations on the Labour
Mobility Transparency List;
forward a revised list of occupations on the Labour Mobility Transparency
List to the other Party after every such change; and
ensure a revised list of occupations on the Labour Mobility Transparency
List is published on www.tilma.ca after every such change.

This Article 13 does not apply to occupations that are regulated by one Party
only, regardless of whether it is listed on the Labour Mobility Transparency List.
Once a Party regulates a previously unregulated occupation that is regulated by
the other Party, that occupation is bound by the terms of this Agreement,
regardless of whether such occupation is listed on the Labour Mobility
Transparency List.

Article 14: Procurement
1.

Further to Articles 3 and 4, Parties will provide open and non-discriminatory
access to procurements of the following government entities:
(a)

departments, ministries, agencies, boards, councils, committees,
commissions and similar agencies of a Party where the procurement value
is:
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(i)
(ii)
(iii)
(b)

Crown Corporations, government owned commercial enterprises, and
other entities that are owned or controlled by the Party through ownership
interest where the procurement value is:
(i)
(ii)
(iii)

(c)

$10,000 or greater for goods;
$75,000 or greater for services; or
$100,000 or greater for construction; and

$25,000 or greater for goods;
$100,000 or greater for services; or
$100,000 or greater for construction; and

regional, local, district or other forms of municipal government, school
boards, publicly-funded academic, health and social service entities, as
well as any corporation or entity owned or controlled by one or more of the
preceding entities where the procurement value is:
(i)
(ii)
(iii)

$75,000 or greater for goods;
$75,000 or greater for services; or
$200,000 or greater for construction.

2.

Articles 3 and 4 do not apply to any procurement under the thresholds specified
in paragraph 1.

3.

Parties shall ensure that procuring government entities post tender notices for all
covered procurement through an electronic tendering system or systems
provided by the Party. Additional means of providing notices may be used.

4.

Parties shall consider options to improve the dispute settlement process as it
relates to procurement, including the development of an effective bid protest
mechanism. Until such time, the monetary award provisions of Articles 29, 30
and 31 do not apply to any disputes relating to procurement measures or specific
procurements by covered government entities.

5.

Entities covered by this Article that participate in group purchasing activities
through buying groups shall ensure that the activities of such buying groups are
carried out in a manner consistent with this Agreement and neither Party shall
direct the procurement activities of buying groups in a manner inconsistent with
this Agreement.

Article 15: Energy
1.
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Parties shall ensure that their standards-related electricity measures are not
incompatible with generally accepted and applicable North American standards

or standards of the Western Interconnection Region, including those relating to
energy system security and reliability.
2.

Parties shall work toward improving existing arrangements and promote
enhanced inter-jurisdictional trade in energy.

Article 16: Transportation
1.

Parties shall require all vehicles owned by a person of a Party to be licensed and
registered in the Party where the person is ordinarily resident.

2.

Each Party shall provide full and free registration reciprocity for temporary interand intra-provincial vehicle operations as provided for by the Canadian
Agreement on Vehicle Registration (CAVR) without exceptions or additional
registration fees for those Category B vehicles described in paragraph 1(a)(i) of
CAVR. For the purposes of this Agreement, temporary intra-provincial operation
as referenced in paragraph 4 of CAVR means operation for a period of up to 90
days in a calendar year. A Party may require carriers operating such vehicles in
its territory in excess of 90 days in any calendar year to obtain a prorated license
or temporary operating permit.

3.

Upon request, a Party shall identify to the other its carriers having a National
Safety Code number for any vehicle with a licensed gross vehicle weight of less
than 11,794 kg.

4.

Parties shall continue to work toward the enhancement of public safety and
preservation of highway infrastructure through measures relating to cargo
securement, and vehicle configurations, weights and dimensions.
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PART III
ADMINISTRATIVE PROVISIONS

Article 17: Ministerial Committee
1.

Each Party shall appoint a Minister to a Ministerial Committee to:
(a)
(b)
(c)
(d)
(e)
(f)

ensure the implementation of and ongoing adherence to this Agreement;
review annually the exceptions listed in Part V with a view to reducing their
scope;
oversee consultations and negotiations relating to Appendix I;
consider reports of any working groups formed under this Agreement;
approve any amendments to the Agreement; and
consider any other matter that may affect the operation of this Agreement.

Article 18: Ministerial Committee Structure and Procedures
1.

The Ministerial Committee shall be composed of cabinet-level representatives
authorized to act on behalf of their respective governments in matters pertaining
to this Agreement.

2.

The Ministerial Committee shall be convened upon the request of either Party.

3.

The Ministerial Committee may establish its own practices and procedures.

4.

All decisions and recommendations of the Ministerial Committee shall be taken
by consensus.

Article 19: Administrative Facilities
1.

Parties shall either establish a Secretariat or appoint one or more administrators
prior to the entry into force of this Agreement.

2.

Each Party shall maintain a contact point for the other Party or interested
persons of a Party to answer or refer reasonable enquiries and to provide
information in a timely manner pertaining to its existing and proposed measures
and other matters covered by this Agreement. The contact points will be
published on both Parties' websites.

3.

The contact points shall publish the contact details for the administrator for the
purposes of Part IV.
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Article 20: Accession and Withdrawal
1.

Further to Article 1800 (Trade Enhancement Agreements) of the Agreement on
Internal Trade, any Canadian province, territory or the Federal Government may
accede to this Agreement upon acceptance of its terms.

2.

A Party may withdraw from this Agreement on 12 months written notice to the
other Party.

Article 21: Further Negotiations
1.

The Parties may enter into negotiations to amend this Agreement.

2.

The Parties may establish such working groups as they consider necessary to
ensure that the obligations of this Agreement are met.

Article 22: Further Co-operation
1.

Parties shall cooperate to promote their mutual interests nationally and
internationally.

2.

Parties shall continue to jointly advocate for the removal of any Federal
Government measures that operate to restrict, impair or distort trade, investment
and labour mobility between the Parties.

Article 23: Entry Into Force
1.

This Agreement shall enter into force on April 1, 2007.
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PART IV
DISPUTE RESOLUTION PROCEDURES

Article 24: Application
1.

This Part applies to the avoidance and resolution of disputes between Parties, or
between persons and Parties, regarding the interpretation or application of this
Agreement.

2.

Further to Article 25(2), where a dispute falls within the jurisdiction of a regulatory
body with an established dispute resolution process, that process shall first be
used prior to utilizing the procedures set out in this Part. An illustrative list of
regulatory bodies with such dispute resolution processes can be found at
www.tilma.ca. This list shall be updated by either Party as circumstances
require.

3.

Where a Party or person believes that a measure is inconsistent with both the
Agreement on Internal Trade and this Agreement, they must choose which
agreement's dispute resolution process to use and, once chosen, will have no
recourse to the other process regarding that same measure.

Article 25: Consultations
1.

A Party may request in writing to the contact person of the responding Party that
the responding Party engage in consultations to resolve any matter regarding the
interpretation or application of this Agreement.

2.

Where a person of a Party has first exhausted all other reasonable means to
resolve any matter regarding the interpretation or application of this Agreement,
that person may request in writing that a Party initiate consultations with the
responding Party on its behalf.

3.

Following the delivery of a request made under paragraph 2, a requested Party
must determine within 21 days whether to proceed with consultations on the
person's behalf. If the Party accedes to the request, it shall request consultations
with the responding Party within 7 days.

4.

If the requested Party declines the request under paragraph 2, it must provide
written notice to the person, setting out the reasons for its decision, within 21
days from delivery of the written request. Failure to provide notice to the person
within the 21-day period shall be deemed to be a rejection of the request.
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5.

Following the rejection of its request under paragraph 4, the person may, within
six months, request in writing to the contact point of the responding Party that the
responding Party enter into consultations with that person to resolve the matter.

6.

In a request for consultations under paragraph 1, 3 or 5, the Party or person, as
applicable, requesting consultations shall:
(a)
(b)
(c)
(d)

provide the factual basis for the matter at issue, including the existing or
proposed measure at issue;
list those provisions of this Agreement it considers to apply to the matter;
describe in detail the alleged inconsistency; and
provide an address for service.

Should the matter proceed to panel under Article 26, the consultation request
shall establish the basis of the complaint.
7.

The consulting parties shall exchange all reasonable information pertaining to the
matter.

8.

Consulting parties may include relevant sectoral and trade officials in the
consultations and, by mutual consent, may use mediation or other cooperative
means to resolve the matter.

9.

Consultations shall be without prejudice to the rights of the consulting parties in
any further proceedings.

10.

Consultations shall be completed within 30 days from delivery to the responding
Party of the written request for consultations under paragraph 1, 3 or 5.

Article 26: Establishment of a Panel
1.

Prior to the entry into force, each Party will establish and maintain a list of at least
five individuals to act as panellists. If a Party fails to establish or maintain a list,
the other Party's roster of panellists shall be exclusively used.

2.

If, following consultations under Article 25, the consulting parties have failed to
resolve the matter, either of them may request the establishment of a panel to
consider the matter. Such request shall be made in writing to the other consulting
party. A copy of the request shall be delivered to the administrator and the
Ministerial Committee.

3.

In order to access the panel process established under this Article, a person
must acknowledge, in writing, its consent thereto and such consent shall be
included with the request made under paragraph 2.
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4.

If more than one administrator has been designated, the administrator located
within the territory of the responding Party will administer the dispute.

5.

Once the request has been delivered under paragraph 2, each disputant shall
select a panellist within 15 days. If the disputants are Parties, they each shall
select a panellist from the other Party's list. If one of the disputants is a person,
that person shall select a panelist from the responding Party's list and the
responding Party shall select a panellist from the other Party's list. If a disputant
fails to select a panellist within 15 days, the chosen panellist shall select the
second panellist by lot from the applicable list of the disputant which has failed to
choose a panellist.

6.

Within 10 days of their appointment, the two panellists shall choose, by
consensus, a panellist from the lists of their Parties to chair the proceedings. If
the two panellists are unable to agree, they shall choose a chair by lot from the
lists of the Parties.

7.

As an alternative to the panel selection process under paragraphs 5 and 6, the
disputants may, by mutual consent and within 15 days of the commencement of
the selection process under paragraph 5, choose a single panellist to consider
the matter.

8.

All panellists selected must be independent and impartial in the matter under
dispute.

Article 27: Panel Proceedings
1.

Except as otherwise specifically provided in this Part, the panel shall conduct its
proceedings in accordance with the UNCITRAL Arbitration Rules.

2.

Within 7 days of the panel being established, the complainant will also provide to
the administrator a copy of the request for consultations issued under Article
25(6) and, if that complainant is a person, that person will provide to the
administrator and the other disputant a copy of the notice, if any, issued under
Article 25(4).

3.

Subject to the requirements of this Part, the panel shall determine the manner in
which it intends to proceed and, through the administrator, shall so notify the
disputants.

4.

In a dispute where one of the disputants is a person, the non-disputing Party may
make oral and written submissions to the panel regarding the interpretation of
this Agreement.
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5.

Without prejudice to a panel's authority to address other objections as preliminary
questions, a panel shall address and decide as a preliminary question any
objection by the responding Party that the matter under dispute is not one for
which an award in favour of the complainant may be made under this Agreement.

6.

Subject to Article 7(4) and any concerns relating to confidential information, panel
hearings shall be open to the public, and the panel shall determine, in
consultation with the disputants, the appropriate logistical arrangements therefor.

7.

The hearing of the matter shall take place within 45 days of the establishment of
the panel under Article 26 and shall take place at a location within the territory of
the responding Party, as determined by the panel.

8.

On agreement of the disputants, the panel process may be terminated at any
time prior to the issuance of the panel's final report.

9.

The panel shall, within 45 days of hearing the dispute, issue a report to the
disputants that contains:
(a)
(b)
(c)
(d)
(e)

findings of fact;
rulings on any applicable interpretations and whether the measure at issue
is or would be inconsistent with this Agreement;
any findings as to the possible economic effect of the measure;
recommendations, if any, to resolve the dispute; and
specification of a reasonable period of time for implementation of the
panel's recommendations, which shall be no longer than one year from the
issuance of the report.

10.

Within 10 days of the delivery of the panel report to the disputants, either
disputant, with notice to the other disputant, may request in writing to the
administrator that the panel clarify or reconsider any part of the panel report. If no
such request is received by the administrator within that 10-day period, the
panel's report will be considered to be final.

11.

Within 5 days of delivery of a request to the administrator under paragraph 10,
the other disputant may provide a response thereto to the administrator. The
panel shall, within 15 days of delivery of the initial request to the administrator,
provide the requested clarification or rule on the requested reconsideration.
Thereafter, the panel's report, including any clarification or reconsideration
thereof issued by the panel, will be considered to be final.

12.

The final report of the panel is binding on the disputants and, subject to Article
7(4) and any concerns relating to confidential information, shall be made public.
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Article 28: Implementation of Final Report
1.

Disputants shall, within 30 days of delivery of the final panel report, agree on the
resolution of the dispute. Absent any other agreement between the disputants,
resolution of the dispute will require compliance with the determinations and
recommendations of the Panel.

Article 29: Non-Implementation
1.

If a disputant believes the panel's final report or the agreement reached between
the disputants under Article 28 has not been complied with, that disputant may
request that a panel be convened to determine whether there has been
compliance. Such request shall be made in writing to the administrator and to the
other disputant. A copy of the request shall be delivered to the Ministerial
Committee.

2.

The panel established to determine if there has been compliance shall be
composed of the original panellists unless otherwise agreed to by the disputants.
Any new panellist, or any panellist that is unwilling or unable to participate, shall
be replaced using the process established under Article 26(5), (6) and (7).

3.

The panel shall convene within 30 days after the date of delivery of the request to
the administrator. The panel shall determine the manner in which it intends to
proceed and, through the administrator, shall so notify the disputants.

4.

Subject to Article 7(4) and any concerns relating to confidential information, panel
hearings shall be open to the public and the panel shall determine, in
consultation with the disputants, the appropriate logistical arrangements therefor.

5.

In a dispute where one of the disputants is a person, the non-disputing Party may
make oral and written submissions to the panel regarding compliance with the
panel's final report.

6.

The panel shall, within 30 days of being convened, determine whether the final
report or the agreement reached between the disputants has been complied with
and issue a compliance report.

7.

Subject to Article 14(4), if the panel determines that there has not been
compliance, it shall:
(a)

(b)
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if the disputants are both Parties, issue a monetary award determined in
accordance with Article 30 or authorize retaliatory measures of equivalent
economic effect, or both; or
if one of the disputants is a person, issue a monetary award determined in
accordance with Article 30.

8.

Subject to any judicial review initiated under Article 31, any remedy determined
under paragraph 7 shall be effective at a time of the panel's discretion.

Article 30: Determination of Monetary Awards
1.

In determining the amount of any monetary award under Article 29(7), the panel
shall take into account:
(a)

(b)

(c)
2.

the efforts made by the responding Party to conform with the
recommendations of the panel in its final report or the agreement between
the disputants under Article 28;
the nature and extent to which the measure has caused economic injury to
the complainant and the extent to which that injury would continue should
the responding Party continue to be non-compliant; and
any other factor the panel considers relevant in the circumstances.

In no circumstances shall a monetary award exceed $5 million with respect to
any one matter under consideration.

Article 31: Judicial Review
1.

A disputant may, within 15 days after the delivery to the disputants of any
compliance report that has awarded a monetary award under Article 29(7),
request judicial review of that report under:
(a)
(b)

section 30 of the Commercial Arbitration Act (RSBC 1996 c. 55) if the
responding Party is British Columbia; and
paragraphs 45(1)(c) and (f) through (i), and subsection 45(8) of the
Arbitration Act (RSA 2000, c. A-43) if the responding Party is Alberta

and solely for the purpose of this Article, the Parties agree that this Part
constitutes an "arbitration agreement" and any compliance report constitutes an
"award" as those terms are defined in the applicable statute.
2.

The effective time of any award as determined by the panel under Article 29(7)
shall be suspended during the period of any judicial review under this Article.

Article 32: Costs and Remuneration
1.

The panel may apportion costs at its discretion. For greater certainty, if the
disputants agree to terminate the panel proceedings prior to the issuance of the
panel's final report under Article 27(8), the panel retains the power to apportion
any costs incurred up to such termination.
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2.

Each Party shall provide under its laws that any monetary award issued under
Article 29(7), or any award of costs under paragraph 1, shall be enforceable in
the same manner as an order issued by that Party's superior court.

3.

Parties shall, prior to the entry into force of this Agreement, and thereafter every
five years, establish the amounts of remuneration and expenses that will be paid
to administrators, panellists, or any experts that they may engage.

Article 33: Abridgement or Extension of Time Periods
1.

Consulting parties or disputants may, by mutual agreement, abridge or extend
any time period specified in this Part.

Article 34: Other Provisions
1.

A person may not initiate proceedings under this Part if more than two years
have elapsed from the date on which the person first acquired, or should have
first acquired, knowledge of the alleged inconsistency.

2.

A person may not initiate any proceedings under this Part regarding any measure
that is already the subject of proceedings under this Part until such time as those
ongoing proceedings have been completed.

3.

Parties shall establish a code of conduct governing panellists prior to entry into
force of the Agreement.

4.

The Parties may, at any time, issue a joint decision declaring their interpretation
of this Agreement. All such joint decisions shall be binding on panels and any
subsequent decision or award by a panel issued under this Part must be
consistent with such joint decisions.
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PART V
EXCEPTIONS TO THE AGREEMENT
BOTH PARTIES

General Exceptions
1.

Measures adopted or maintained relating to:
(a)
(b)
(c)
(d)
(e)
(f)

(g)

Aboriginal peoples;
Water, and services and investments pertaining to water;
Subject to Article 12, taxation and associated compliance mechanisms;
Subject to Articles 4 and 12, other revenue generation, including royalties
and mark-ups, and associated compliance mechanisms;
Regulated rates established for the public good or public interest;
Social policy, including labour standards and codes, minimum wages,
employment insurance, social assistance benefits and worker's
compensation; or
Subject to Article 4, land use.

Business Subsidies
1.

Measures adopted or maintained to provide:
(a)
(b)
(c)
(d)
(e)

Compensation to persons for losses resulting from calamities such as
diseases or disasters;
Assistance for book and magazine publishers, sound recordings, and film
development, production and distribution;
Assistance for recreation;
Assistance for academic research; or
Assistance to non-profit organizations.

Government Procurement
1.

Articles 3, 4 and 14 do not apply in the circumstances listed below in paragraph 2
provided that procurement procedures are not used by the procuring Party to
avoid competition, discriminate between suppliers, or protect its suppliers.

2.

Procurements:
(a)
(b)

from philanthropic institutions, prison labour or persons with disabilities;
from a public body or a non-profit organization;
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(c)

(d)
(e)
(f)

(g)
(h)

(i)

(j)
(k)
(l)

of goods purchased for representational or promotional purposes, and
services or construction purchased for representational or promotional
purposes outside the territory of a Party;
of health services and social services;
on behalf of an entity not covered by Article 14;
by entities which operate sporting or convention facilities, in order to
respect a commercial agreement containing provisions incompatible with
Article 3, 4 or 14;
where it can be demonstrated that only one supplier is able to meet the
requirements of a procurement;
where an unforeseeable situation of urgency exists and the goods,
services or construction could not be obtained in time by means of open
procurement procedures;
when the acquisition is of a confidential or privileged nature and disclosure
through an open bidding process could reasonably be expected to
compromise government confidentiality, cause economic disruption or be
contrary to the public interest;
of services provided by lawyers and notaries;
of goods intended for resale to the public; or
in the absence of a receipt of any bids in response to a call for tenders.

3.

Articles 3, 4 and 14 do not apply to any procurement undertaken by nongovernmental bodies that exercise authority delegated by law.

4.

Articles 3, 4 and 14 do not apply to any procurement of treasury services.

Energy and Minerals
1.

Subject to Article 4, measures adopted or maintained relating to:
(a)
(b)
(c)

2.

the licensing, certification, registration, leasing or other disposition of rights
to energy or mineral resources;
exploration and development of energy or mineral resources; or
management or conservation of energy or mineral resources.

Measures adopted or maintained to promote renewable and alternative energy.

Transportation
1.
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Measures relating to the licensing of a motor vehicle operated by or on behalf of
a person who may charge or collect compensation for the transportation of
passengers in that vehicle.

Regional Economic Development
1.

Regional economic development measures, provided that such measures:
(a)
(b)
(c)
(d)
(e)

are only adopted or maintained under exceptional circumstances;
are not more trade restrictive than necessary to achieve their specific
objective;
do not operate to unduly harm the economic interests of persons, goods,
services or investments of the other Party;
minimize the discriminatory effects and impacts on trade, investment and
labour mobility; and
are consistent with Article 12(1).

Forests, Fish and Wildlife
1.

Measures adopted or maintained relating to:
(a)
(b)
(c)

the licensing, certification, registration, leasing or other disposition of rights
to the harvesting of forest or fish resources;
the management or conservation of forests, fish and wildlife; or
requirements that timber be used or manufactured within the territory of a
Party.

Environment
1.

Measures adopted or maintained relating to the management and disposal of
hazardous and waste materials.

ALBERTA

Investment
1.

Fair Trading Act- Collections and Debt Repayment Regulation and Public
Auctions Regulation, requiring that funds be maintained in an Alberta-based
account.

2.

Fisheries (Alberta) Act requires residency for:
(a)
(b)

Commercial Bait Fish Licence; and
Commercial Fish Licence.
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3.

Wildlife Act requires residency for:
(a)
(b)
(c)

Registered Fur Management;
Registered Fur Management Partner; and
Resident Fur Management.

Energy
1.

Power Purchase Arrangements Regulation, Section 3 that restricts access to and
ownership of Power Purchase Arrangements.

Agriculture
1.

Measures adopted or maintained relating to regulated marketing and supply
management which restrict trade, or the right to invest in the production of, or to
produce poultry, dairy and eggs.

BRITISH COLUMBIA

Energy
1.

Measures adopted or maintained relating to the use of dams, reservoirs and
generation facilities provided that such measures are not used for the purpose of
preventing access to electricity transmission facilities.

2.

Measures to ensure domestic load is served as provided for in the British
Columbia Transmission Corporation's Open Access Transmission Tariff, where
filed with, and approved by, the British Columbia Utilities Commission.

3.

Provisions of the BC Hydro Public Power Legacy and Heritage Contract Act,
S.B.C.2003, c. 86, and any regulations or special directions pursuant thereto.
Without limiting the foregoing, the Act prohibits BC Hydro from selling, or
otherwise disposing of, protected (heritage) assets, and Heritage Special
Direction No. HC2 to the British Columbia Utilities Commission that ensures
domestic customers of BC Hydro receive the benefit of the utility's low-cost
resources on an embedded cost basis for a minimum of ten years, beginning
April 1, 2004.
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Transportation
1.

Measures to ensure adequate insurance coverage for commercial vehicles.

Agriculture
1.

Existing regulatory measures adopted pursuant to the Natural Products
Marketing (BC) Act which restrict trade or investment in agricultural products or
production regulated thereunder.
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PART VI
GENERAL DEFINITIONS
In this Agreement:
administrator means the Secretariat, if established, or a third party contracted to
provide secretarial and operational support as provided under Article 19;
business subsidy means a financial contribution by a Party, namely:
(a)
(b)

(c)

cash grants, loans, debt guarantees or an equity injection, made on
preferential terms;
a reduction in taxation and other forms of revenue generation, including
royalties and mark-ups, or government levies otherwise payable, but does not
include a reduction resulting from a provision of general application of a tax
law, royalties, or other forms of a Party's revenue generation; or
any form of income or price support that results directly or indirectly in a draw
on the public purse

that confers a benefit on a specific non-government entity, whether organized as one
legal entity or as a group of legal entities, but does not include generally available
infrastructure, assistance to provide generally available infrastructure, or subsidies
defined as non-actionable under Article 8 of the World Trade Organization Agreement
on Subsidies and Countervailing Measures;
buying group means a group of two or more members which combines the purchasing
requirements and activities of the members of the group into one joint procurement
process. Buying groups include cooperative arrangements in which individual members
administer the procurement function for specific contracts for the group, and more
formal corporate arrangements in which the buying group administers procurement for
group members. Buying groups may involve a variety of entities, including public
sector, private sector and not-for-profit organizations.
carrier means a person that seeks to provide or provides a motor vehicle transportation
service;
complainant means the Party or a person that has requested the establishment of a
panel under Article 26;
construction means a construction, reconstruction, demolition, repair or renovation of a
building, structure or other civil engineering or architectural work and includes site
preparation, excavation, drilling, seismic investigation, the supply of products and
materials, the supply of equipment and machinery if they are included in and incidental
to the construction, and the installation and repair of fixtures of a building, structure or
other civil engineering or architectural work, but does not include professional consulting
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services related to the construction contract unless they are included in the
procurement;
consulting parties means the Party or person that has initiated consultations under
Article 25, and the responding Party;
disputants means a Party or person that has requested the establishment of a panel
under Article 26, and the responding Party;
enterprise means an entity constituted, established, organized or registered under the
applicable laws of a Party, whether privately owned or governmentally owned, including
any corporation, trust, partnership, cooperative, sole proprietorship, joint-venture or
other form of association, for the purpose of economic gain;
existing means existing as of the date of the entry into force of this Agreement;
good means a good that is produced, manufactured, grown or obtained in, used for a
commercial purpose in, or distributed from, the territory of a Party;
government entity means a Party's:
(a)
(b)
(c)

(d)

(e)

departments, ministries, agencies, boards, councils, committees,
commissions and similar agencies of government;
Crown Corporations, government-owned commercial enterprises, and other
entities that are owned or controlled by the Party through ownership interest;
regional, local, district or other forms of municipal government as well as any
corporation or entity owned or controlled by any such form of municipal
government;
school boards, publicly-funded academic, health and social service entities as
well as any corporation or entity owned or controlled by one or more of the
preceding entities; and
non-governmental bodies that exercise authority delegated by law;

investment means:
(a)
(b)
(c)
(d)

an enterprise;
financial assets, including money, shares, bonds, debentures, partnership
rights, receivables, inventories, capital assets, options and goodwill;
the acquisition of financial assets; or
the establishment, acquisition or expansion of an enterprise;

investor means:
(a)
(b)
(c)

a Party;
a person ordinarily resident in the territory of a Party; or
an enterprise carrying on business in the territory of a Party;
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that seeks to make, is making, or has made an investment within a Party;
legitimate objective means any of the following objectives pursued within a Party:
(a)
(b)
(c)
(d)
(e)
(f)
(g)
(h)
(i)
(j)

public security and safety;
public order;
protection of human, animal or plant life or health;
protection of the environment;
conservation and prevention of waste of non-renewable or exhaustible
resources;
consumer protection;
protection of the health, safety and well-being of workers;
provision of social services and health services within the territory of a Party;
affirmative action programs for disadvantaged groups; or
prevention or relief of critical shortages of goods essential to a Party

considering, among other things, where appropriate, fundamental climatic or other
geographical factors, technological or infrastructural factors, or scientific justification;
"Legitimate objective" does not include protection or favouring of the production of an
enterprise of a Party;
measure includes any legislation, regulation, standard, directive, requirement,
guideline, program, policy, administrative practice or other procedure;
non-governmental bodies that exercise authority delegated by law means any
organization, institution, corporation or association to whom regulatory or supervisory
authority has been delegated by a Party;
party means either signatory to this Agreement;
person means a natural person or an enterprise of a Party;
procurement means the acquisition by any means, including by purchase, rental, lease
or conditional sale, of goods, services or construction, but does not include:
(a)
(b)

any form of government assistance such as grants, loans, equity infusion,
guarantees or fiscal incentives; or
government provision of goods and services to persons or other government
organizations;

procurement value means the estimated total financial commitment resulting from a
procurement, not taking into account optional renewals when the compulsory part of the
contract is of at least one year's duration;
regulation means a standard that has been adopted into law;
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regulatory authority means a government entity with authority to certify or regulate an
occupation;
responding Party means the Party whose measure is at issue in consultations under
Article 25 or a complaint under Article 26;
sanitary and phytosanitary measures means a measure that a Party adopts or
maintains to:
(a)
(b)

(c)

(d)

protect animal or plant life or health in its territory from risks arising from the
introduction, establishment or spread of a pest or disease;
protect human or animal life or health in its territory from risks arising from the
presence of an additive, contaminant, toxin or disease causing organism in a
food, beverage or feedstuff;
protect human life or health in its territory from risks arising from a
disease-causing organism or pest carried by an animal or plant, or a product
thereof; or
prevent or limit other damage in its territory arising from the introduction,
establishment or spread of a pest;

service means a service supplied or to be supplied, by a person of a Party;
standard means a specification, approved by a Party or by a recognized body, that sets
out the rules, guidelines or characteristics for:
(a)
(b)
(c)
(d)

goods or related processes and production methods,
services and service providers or their related operating methods,
occupations and occupational qualifications, or
sanitary/phytosanitary measures;

treasury services means services or financial products relating or ancillary to any of
the following:
(a)
(b)

borrowing, lending, investing, managing or holding money, securities or other
property; and
without limiting the generality of paragraph (a),
(i)
(ii)
(iii)

managing debt, loan, asset or investment portfolios,
entering into commodity or other derivative transactions, or
acquiring, exchanging, disposing of or otherwise transacting in
securities, foreign currencies or any property acquired as a result of
borrowing, lending, managing or investing money or securities.

water means surface and ground water in liquid, gaseous, or solid state, but does not
include water packaged in containers with a capacity of 20 litres or less.
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APPENDIX I
TRANSITIONAL MEASURES

BOTH PARTIES

Credit Unions
1.

Subject to Article 9(3), until April 1, 2010, the Agreement does not apply to any
measure of Alberta or British Columbia in effect on April 1, 2009 relating to credit
unions.

BRITISH COLUMBIA

Procurements by Crown Corporations, government owned commercial
enterprises, and other entities that are owned or controlled by the Party through
ownership interest
1.

The Agreement applies to procurements by British Columbia Crown
Corporations, government owned commercial enterprises, and other entities that
are owned or controlled by the Party through ownership interest subject to the
following:
(a)

Until April 1, 2010, the following thresholds apply to such procurements in
substitution of the thresholds specified in Article 14(1)(b):
(i)
(ii)
(iii)

(b)

28

$250,000 or greater for goods;
$250,000 or greater for services; and
$2,500,000 or greater for construction.

After April 1, 2010 the thresholds specified in Article 14(1)(b) apply to such
procurements.
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STRIVING FOR SUCCESSFUL PROJECTS IN 2009

Introduction
2009 has brought a dramatic change to the members of
Consulting Engineers of Alberta (CEA) and our clients.
Canada, like most of the
world, is in a recession.
Economists are talking about recovery by
Oil prices are down,
2010 and warning employers to invest in
along with drilling
their people so that they are ready.
activity. The Alberta-B.C.
Trade and Investment
Labour Mobility
Agreement (TILMA) has come into effect, and some
public-sector clients are taking more time to consider how
they spend public dollars. All this represents a very
different climate than the past several years, when people
were hard to find and the list of projects on our clients’
agendas seemed endless.
Despite the sudden turnaround, we have reasons to be
optimistic. Economists are talking about recovery by 2010
and warning employers to invest in their people so that
they are ready. Oil prices have stabilized and oil companies
are starting to talk about resuming activities. The
infrastructure deficit is a high priority with local, provincial,
and federal governments. Much of the public sector is
taking advantage of
lower construction
prices by putting more
projects out to tender.
CEA member firms
provide value to our
clients. We help them
provide a high quality of life for Albertans. In the midst of
a soft economy that we trust will begin to recover soon,
we at CEA wish to share our concerns on a few matters
with you, our clients.

strategy to attempt to match the average engineer salaries
of our member firms with the Association of Professional
Engineers, Geologists and Geophysicists of Alberta’s
(APEGGA) “All Industries” salaries, which represent the
average salaries of Alberta’s engineering community.
While we have gained some ground, the engineering
consulting industry continues to lag behind APEGGA’s All
Industries values.
CEA firms are facing pressure to keep our rates, and by
association our salaries, down. However, it is vital that we
as an industry do our best to maintain healthy salaries for
our people. We all want to attract and retain the best
people for the benefit of our clients, and that means
paying our people appropriately.
Healthy rate structures
are vital to our industry
for several reasons, and
we appreciate that many
of our clients in Alberta
recognize this. They
allow us to maintain
reasonable profits in
sync with a) salaries
which have risen
significantly in the past few years when the best people
were hard to find, b) high office rents, and c) insurance
costs that are not going down. With the advent of TILMA,
we are all writing more proposals, resulting in higher
overhead costs. We also must continue to train our people
so that they will be prepared for the economic recovery
that is on its way. Keeping our rates at a reasonable level
allows us to reconcile these costs without drastically
affecting our ability to be profitable. CEA member firms, in
turn, recognize that our clients must be fiscally responsible
and we always seek to balance their needs with those of
our industry.

Alberta’s economy is
largely resource-based.
Salaries and Rates
Consequently, prices in
many business sectors rise
For the past several years, CEA has made
and fall in concert with the
recommendations to its member firms regarding targets
price of oil. This is
for salaries and rates. CEA member firms want to attract
especially true of
and retain well qualified staff so that we can provide highcommodities such as the
quality, cost-effective, solutions to our clients needs. For
construction industry,
many years, salaries in the consulting industry have been
which experienced significant cost increases in the past
at or near the bottom of the
few years as oil prices reached record highs.
engineering salary scale in Alberta.
This is not true of engineering consulting,
We all want to attract and retain the best
In response, several years ago the
which services its clients by providing
people for the benefit of our clients, and that
CEA Board initiated the
intellectual property and expertise in project
means paying our people appropriately.
implementation of a multi-year
management and the applied sciences.

Overhead costs, such as salaries, office rents, and
insurance have risen in recent years, although not to the
same degree as oil
prices or the cost
By selecting the best qualified firm for the
job, the client receives the best value for
of raw materials
their investment in engineering solutions.
and construction
services. Even now,
with a slowdown
in the economy, our overhead costs have not been
reduced. The only way the engineering consulting
community can sustain cost reductions is to significantly
reduce staff; however, to do so would reduce our
industry’s capacity to serve our clients, both now and after
economic recovery.

Qualifications Based
Selection (QBS)
Selecting consultants on the basis of qualifications and
experience instead of price, benefits the client as well as
the consulting industry. You wouldn’t choose your heart
surgeon because he was the cheapest price, would you? By
selecting the best qualified firm for the job, the client
receives the best value for their investment in engineering
solutions. The engineer’s competence is key to an efficient
and cost-effective project. It promotes teamwork between
client and consultant, and improves the prospects for
innovative methods and alternative approaches. Most U.S.
states, as well as the Province of Quebec, legislates the
selection of consultants on the basis of QBS.
Typically, when a client issues a price-competitive request
for proposal, one of three things will happen:
1. A firm will win the job with a low price, then scope the
client back up so that the final cost is what it should
have been in the first place;
2. The firm will cut back on the level of effort to avoid
lost profit, and the client will not receive the value
they wanted, or;
3. The successful firm will do the job with the level of
effort it should receive and lose money.

None of these are ideal for the client or the consultant. A
common misconception is that QBS results in significantly
higher fees. However, selecting the right consultant for
your project, based on their qualifications, allows a fee to
be negotiated in good faith that is in keeping with the
product the client desires.
Investment in effective engineering solutions is small
compared to construction expenditures, yet it can lead to
long-term life cycle cost savings. It is important to
recognize that QBS does not necessarily mean higher
engineering fees. Fees are negotiated in good faith
between the client and the successful proponent, so that
the fee matches the level of effort the client desires.

InfraGuide
InfraGuide, a partnership of the Government of Canada,
the National Research Council, and the Federation of
Canadian Municipalities, established a
best-practice guideline for selecting a
professional consultant. This initiative
was led by a committee of public-sector
employees, and assisted by
representatives from the academic,
technology, and consulting sectors. The
committee recognized the value of QBS,
and prepared a guideline that can be
used by any client in the procurement of
a consultant. The best-practice guideline encourages
clients to see their consultants as trusted advisors who
share their objectives in achieving successful outcomes on
their projects. The full document is available at
www.thebestpractice.ca

What Can You Do?
We, in the consulting engineering industry want our clients
to be successful and we share your desire to invest your
money effectively. We appreciate your willingness to
consider the issues discussed in this document.
Representatives of CEA would be pleased to meet with you
to discuss any questions or concerns you might have.
Contact Wendy Cooper, Chief Executive Officer, Consulting
Engineers of Alberta, wcooper@cea.ca or 780-421-1852
www.cea.ca
May 2009
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Selecting a Professional
Consultant
This document is the eleventh in a series of best
practices that transform complex and technical
material into non-technical principles and
guidelines for decision making. For titles of other
best practices in this and other series, please
refer to <www.infraguide.ca>.
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Introduction

INTRODUCTION

InfraGuide –

InfraGuide – Innovations and Best Practices
®

Why Canada Needs InfraGuide

A Knowledge Network of Excellence

Canadian municipalities spend $12 to $15 billion

InfraGuide is a national network of experts and a

annually on infrastructure but it never seems to be

growing collection of best practice publications for

enough. Existing infrastructure is ageing while demand

core infrastructure, offering the best in Canadian

grows for more and better roads, and improved water

experience and knowledge of core infrastructure.

and sewer systems responding both to higher

With our founders — the Federation of Canadian

standards of safety, health and environmental

Municipalities, the National Research Council and

protection as well as population growth. The solution

Infrastructure Canada, and our founding member,

is to change the way we

the Canadian Public Works

plan, design and manage

Association — we help

infrastructure. Only by doing

municipalities make

so can municipalities meet

informed, smart decisions

new demands within a

that sustain our quality

fiscally responsible and

of life.

environmentally sustainable framework, while
preserving our quality of life.

groups—with the assistance of consultants and other
stakeholders—are responsible for the research and

Municipal Infrastructure (InfraGuide) seeks to

publication of the best practices. This is a system of

accomplish.

shared knowledge, shared responsibility and shared

Infrastructure Canada Program (IC) and the National
Research Council (NRC), joined forces with the
Federation of Canadian Municipalities (FCM) to create
the National Guide to Sustainable Municipal
Infrastructure (InfraGuide). InfraGuide is both a new,
national network of people and a growing collection of
published best practice documents for use by decision
makers and technical personnel in the public and
private sectors. Based on Canadian experience and

Best Practices

Volunteer technical committees and working

This is what the National Guide to Sustainable

In 2001, the federal government, through its

Innovations and

benefits. We urge you to become a part of the
InfraGuide Network of Excellence. Whether you are
a municipal plant operator, a planner or a municipal
councillor, your input is critical to the quality of
our work.

Please join us.
Contact InfraGuide toll-free at 1-866-330-3350 or visit
our Web site at <www.infraguide.ca> for more
information. We look forward to working with you.

research, the reports set out the best practices to
support sustainable municipal infrastructure decisions
and actions in six key areas: decision making and
investment planning, potable water, storm and
wastewater, municipal roads and sidewalks,
environmental protocols, and transit. The best
practices are available online and in hard copy.
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The InfraGuide Best Practices Focus
Decision Making and Investment Planning
Current funding levels are insufficient to meet infrastructure needs. The
net effect is that infrastructure is deteriorating rapidly. Elected officials
and senior municipal administrators need a framework for articulating the
value of infrastructure planning and maintenance, while balancing social,
environmental and economic factors. Decision-making and investment
planning best practices transform complex and technical material into
non-technical principles and guidelines for decision making, and facilitate
the realization of adequate funding over the life cycle of the
infrastructure. Examples include protocols for determining costs and
benefits associated with desired levels of service; and strategic
benchmarks, indicators or reference points for investment policy and
planning decisions.

Potable Water

Environmental Protocols

Potable water best practices address various
approaches to enhance a municipality’s or water
utility’s ability to manage drinking water delivery
in a way that ensures public health and safety at
best value and on a sustainable basis. Issues
such as water accountability, water use and loss,
deterioration and inspection of distribution
systems, renewal planning and technologies for
rehabilitation of potable water systems and water
quality in the distribution systems are examined.

Environmental protocols focus on the interaction
of natural systems and their effects on human
quality of life in relation to municipal
infrastructure delivery. Environmental elements
and systems include land (including flora), water,
air (including noise and light) and soil. Example
practices include how to factor in environmental
considerations in establishing the desired level
of municipal infrastructure service; and
definition of local environmental conditions,
challenges and opportunities with respect to
municipal infrastructure.

Storm and Wastewater

Transit

Ageing buried infrastructure, diminishing financial
resources, stricter legislation for effluents,
increasing public awareness of environmental
impacts due to wastewater and contaminated
stormwater are challenges that municipalities
have to deal with. Storm and wastewater best
practices deal with buried linear infrastructure as
well as end of pipe treatment and management
issues. Examples include ways to control and
reduce inflow and infiltration; how to secure
relevant and consistent data sets; how to inspect
and assess condition and performance of
collections systems; treatment plant optimization;
and management of biosolids.

Urbanization places pressure on an eroding,
ageing infrastructure, and raises concerns about
declining air and water quality. Transit systems
contribute to reducing traffic gridlock and
improving road safety. Transit best practices
address the need to improve supply, influence
demand and make operational improvements
with the least environmental impact, while
meeting social and business needs.

Municipal Roads and Sidewalks
Sound decision making and preventive maintenance are essential to managing
municipal pavement infrastructure cost effectively. Municipal roads and
sidewalks best practices address two priorities: front-end planning and decision
making to identify and manage pavement infrastructures as a component of the
infrastructure system; and a preventive approach to slow the deterioration of
existing roadways. Example topics include timely preventative maintenance of
municipal roads; construction and rehabilitation of utility boxes; and progressive
improvement of asphalt and concrete pavement repair practices.
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Executive Summary

EXECUTIVE SUMMARY
“It is unwise to pay too much, but it is
worse to pay too little. When you pay
too little, you sometimes lose everything
because the thing you bought was incapable of doing the thing you bought it
to do.”
John Ruskin (1819-1900)
This quotation captures the reality faced by
public officials engaged in commissioning the
services of professional consultants. Often,
cheapest price gets mistaken for best value.
The need to re-introduce the concept of value
to consulting procurement was the impetus for
this document.
The best practice was written for four primary
audiences:
Decision-makers — senior staff responsible
for administrative policy and processes;
Technical staff — those responsible for
implementing policy and administrative
processes;
Procurement Staff and Auditors — staff
responsible for conducting or monitoring
procurement processes; and
Policy-makers — primarily elected officials.
Adaptation of this best practice will create a
common ground of understanding between
professional consultants and governments
seeking their services. The knowledge that a
fair and transparent process is being used,
in which all proponents are given proper
consideration, should contribute to reducing
the tendency for consultants to seek
advantage by lobbying senior and elected
officials.
There is a large body of knowledge on
worldwide practices to select professional
consultants. The most common method
recommended is qualifications-based
selection (QBS). This procedure facilitates
selection of professional consultants based on
their qualifications, experience and
competence as it relates to a particular
assignment.

The United States Brooks Act, enacted in 1972,
requires all federal procurement of architectural
and engineering services to incorporate QBS.
Forty-seven states and many local jurisdictions
have adopted similar legislation since.
Several US studies are also referenced that
support QBS over traditional price-based
methods, including professional consulting
services.
In Canada, many professional bodies
recommend qualifications-based methods,
but the process is not widely used. Federal,
provincial and local governments primarily
use price-based methods.
The procurement of goods and services in
the Canadian public sector is most often
obtained through a public tendering process.
Government purchases are guided by policies
designed to ensure transparency and value.
The product or service is described in detail in
a tender document and sealed bids are invited.
The lowest bid normally receives the contract.
This approach is not appropriate for
professional consulting services because it is
frequently not possible to provide sufficient
detail about the services required to ensure
that all firms are bidding on equal footing. This
is because part of the undertaking may be an
exploration for the most appropriate solution.

The knowledge
that a fair and
transparent process
is being used,
in which all
proponents are
given proper
consideration,
should contributeto
reducing the tendency
for consultants to
seek advantage
by lobbying senior
and elected
officials.

The most appropriate solution is not
necessarily the cheapest design solution.
Furthermore, the consultant’s ability to devise
the most appropriate solution depends on
expertise, training and, most importantly,
experience. It follows that purchasers wishing
to identify the most appropriate solution
should implement a selection process that:
■ Leads to the selection of the individual or

team that is best qualified to undertake the
particular assignment, and
■ Employs the experience of this team to

develop the scope of services to ensure
that all opportunities for adding client value
are provided for within the project.
Selecting a Professional Consultant — June 2006
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Executive Summary

Best Practice Principles
This Best Practice incorporates principles
that ensure a sound and fundamentally fair
process and one that will achieve the goal
of adding the greatest value for the client.

Recommended Best Practice
The recommended consultant selection
practice is a competitive qualifications-based
process that is principle-based and meets the
following objectives:
■ selecting a consultant who is

best qualified for a specific project, and

The recommended
method encourages
clients to view
consultants as
“trusted advisors”
who share their
priorities and
interest in
achieving the best
outcomes for their
project.

This approach does not preclude the
consideration of price in the process. Rather,
it encourages consideration of price within a
more meaningful context by bringing the fee
into the equation after the scope of work has
been jointly established and agreement
reached with the top-ranked firm.
Understanding the relative contribution to
overall costs of 1) engineering required to
solve a problem, 2) the cost of construction,
and 3) the future operation and maintenance
costs of the solution, underlines why it is so
important to start with the “right” or “best”
consultant.
“Engineering design” typically represents
1 to 2 percent of the overall lifecycle cost of
a project, with construction accounting for
approximately 6 to 18 percent of the cost. All
the rest—80 to 93 percent of the lifetime asset
cost—is accounted for by operations, annual
and capital maintenance and
decommissioning.
This cost relationship is apparently well
understood by engineers working in the public
sector, but its consequences may not be
applied during the tendering process. The
appeal of the lowest-price design solution
appears to override the value that can be
gained from considering lifecycle costs.

10
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■ providing a client the benefit of the

consultant’s skill, knowledge and
experience to jointly develop a scope of
services that considers all opportunities
for adding value.
BEST PRACTICE PRINCIPLES

Qualifications
Quality
Innovation
Relationships
Fairness
Respect for Intellectual Property
Efficient and Effective
Flexibility
Non-Predatory Pricing
Sustainability

The recommended method encourages clients
to view consultants as “trusted advisors” who
share their priorities and interest in achieving
the best outcomes for their project.
The best practice diverges from price-based
selection practices in that it frees consultants
to demonstrate how they can add maximum
value to a client’s project rather than focusing
on how to minimize their fees to ‘win’ an
assignment.

DMIP 11 Selecting a Professional Consultant.qxp
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Implementation Challenges
Municipal engineers and other practitioners
knowledgeable in the long-term implications of
selecting the most qualified consultant for
technical assignments generally support the
recommended best practice intellectually and
philosophically. They understand that
selection on the basis of lowest price may not
achieve the best outcome. However, when
working in government, it is much easier to
justify objectivity on the basis of quoted fees
(lowest price) than on the basis of qualitative
assessment (qualifications-based selection).
Satisfaction with present price-based methods
in Canada suggests leadership to adopt this
best practice will not generally come from
within municipal or other governments. Only
when some jurisdictions begin to use the best
practice, and promote its benefits, will others
do so. The first step to convincing municipal

9:02 PM
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RECOMMENDED BEST PRACTICE

Executive Summary

Request for Qualifications
Evaluate and Rank Consultants
Request for Proposals
Select Highest-Ranked Consultant
Define Scope
Negotiate Fee Agreement
Award Assignment

and other governments of the benefits of
applying the recommended method will be a
broad initiative that enlists the support of
those jurisdictions that have used and
benefited from its use, as well as industry,
professional and educational leaders.

Selecting a Professional Consultant — June 2006

Satisfaction with
present pricebased methods in
Canada suggests
leadership to
adopt this best
practice will not
generally come
from within
municipal
or other
governments.
Only when some
jurisdictions
begin to use the
best practice,
and promote
its benefits,
will others do so.
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1. General

1. General

1.1 Introduction
1.2 Purpose and Scope

1.1

Introduction

This is one of a number of best practices being
developed under the auspices of the National
Guide to Sustainable Municipal Infrastructure
(InfraGuide). Several of these best practices
describe activities that, for many municipalities,
will be undertaken by professional consultants.

Planning and Defining Municipal Infrastructure
Needs (InfraGuide, 2003), for example, is a
best practice that gives municipalities the
basic tools for defining municipal
infrastructure needs and for developing
strategic plans to address them. Best
practices include such issues as:
■ Exploring new and innovative methods for

continuous improvement, and
■ Linking capital expenditures with operations

and maintenance costs over the lifecycle of
the asset.
Identifying those best qualified to address
such issues is one of the most important tasks
related to hiring a professional consultant.
The method used should:
■ Ensure the selection of the most qualified

and competent consultant to perform the
work at a fair and reasonable price.
■ Be fair, transparent, clearly understood by

all parties and supportable by those using
the method.
This best practice defines a process to
achieve those objectives.

1.2

Purpose and Scope

This best practice is written for those public
sector officials responsible for selection of
professional consultants. It will assist them to
select the most appropriate consultant for a
given assignment.
While it is primarily an administrative tool, this
guide should also foster an appreciation
among elected officials and policy-makers of
the long-term value of selecting the most

qualified and competent consultant, rather
than the lowest-cost consultant.

1.3 How to Use This
Document

The best practice is also intended for
professional consultants who respond to
government requests for proposals. It will help
them understand the processes being used to
select a successful proponent.
Following the best practices highlighted will
gradually bring uniformity to methods used by
various levels of government. It should also
foster uniformity within organizations, where
multiple individuals may be responsible for
selecting or recommending professional
consultants.

1.3

How to Use This Document

This best practice should be applied with a
clear understanding and appreciation that its
practices and methodologies are intended to
guide the achievement of best outcomes from
the selection of professional consultants for
engineering/infrastructure projects.

1.3.1

Identifying those
best qualified to
address such
issues is one of
the most important
tasks related to
hiring a
professional
consultant.

General

This guide was written for four primary
audiences:
Decision-makers — Senior staff responsible
for administrative policy and processes to
reinforce how high-quality engineering
services add value in the form of innovation,
sustainability and lifecycle analysis.
Technical staff — Those responsible for
implementing policy and administrative
processes; to assist in their selection of the
most appropriate individual or firm for a given
project.
Procurement Staff and Auditors — Staff
responsible for conducting or monitoring
procurement processes that: ensure fiscal
responsibility and best value for taxpayers,
and adherence to established procurement
policies.
Selecting a Professional Consultant — June 2006
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Policy-makers — Primarily elected politicians;
to foster an appreciation of the long-term
value a client receives when the best qualified
and most competent consultant, not the
lowest-cost consultant, wins the bid.

1. General
1.3 How to Use
This Document

It is expected that
the knowledge
that a fair and
transparent
process is
being used,
in which all
proponents are
given proper
consideration,
will remove the
perception of
bias that leads
consultants to
seek advantage
in this manner.

It will also help professional consultants
understand government procurement
processes. Knowing that procurement
processes give all proponents proper
consideration will allay fears that the process
is biased and belie the contention that direct
lobbying is the best way to win bids.
Consultants engage in marketing activities to
expand their businesses similar to most
corporate entities. They will seek opportunities
to engage clients and potential clients to help
them understand the role of the professional
consultant, the areas of expertise they have
and how value can be added to a client’s
project if the most appropriate consultant is
selected using a fair and transparent selection
process.
Occasionally, consultants who feel they are
being unfairly managed within a selection
process may attempt to influence the selection
through direct representation to senior or
elected officials. They may believe resorting
to such tactics is necessary to ensure they
receive fair consideration in the selection
process. Lobbying in this fashion undermines
the process and often creates resentment
between the parties.
It is expected that the knowledge that a fair
and transparent process is being used, in
which all proponents are given proper
consideration, will remove the perception of
bias that leads consultants to seek advantage
in this manner.
This document is organized into four sections
as follows:

14
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1.3.2

Research

The Research section describes fact-finding
undertaken for the writing of the guide.
Research included review of printed
publications, web reviews and searches,
surveys of municipal engineers and consulting
engineers, and interviews with selected
practitioners. In addition, members of the
working group and other stakeholders,
including the Royal Architectural Institute
of Canada, provided information on
methodologies currently in use or being
proposed.
The municipal survey sought input from all
geographic regions of Canada and from a
cross section of small, medium and large
municipalities. The consultant survey targeted
firms from all geographic regions working
primarily in the public sector. Detailed
stakeholder interviews were conducted with
a representative sample from each group
and from several external agencies.
Summaries of findings are reported in the
appendices.

1.3.3

Rationale

The Rationale section provides justification
for this best practice and describes benefits
to be achieved by its application.

1.3.4

Methodology

The Methodology section describes what
needs to be done and how to use the
recommended best practice. The guide
provides details of how to apply the
methodology.

1.3.5

Limitations

The Limitations section describes potential
limitations associated with the application of
the recommended methods described in this
guide.

DMIP 11 Selecting a Professional Consultant.qxp
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Glossary

The following words and terms are used in the
document and are defined for clarity only, not
to add any judgmental component.
Best Practices — State-of the-art
methodologies and technologies for municipal
infrastructure planning, design, construction,
management, assessment, maintenance and
rehabilitation that consider local, economic,
environmental and social factors.
Budget Method — The client supplies a
budgeted figure for consultant fees to shortlisted firms within the terms of reference for
the project. Consultants are expected to
respond with a proposal priced at or below
this upset. Consultant selection is based on
the best quality proposal that best meets the
needs of the client.
Design Competition — A small group of prequalified consultants is invited to participate in
a design competition. The consultants are
requested to submit a “concept design”,
estimates of construction cost and their fee
proposal to complete the overall project.
Competing consultants are either paid for their
concepts at cost or (more commonly) paid a
set fee established in the competition’s terms
of reference. The concept that best meets the
needs of the client is usually accepted as the
“winner”. Ownership of the unsuccessful
design submissions should be addressed in
the competition guidelines.
Consultant — See “P
Professional Consultant”.
Lifecycle — The lifecycle is the full life of a
project from planning through design,
construction, operation, annual and capital
maintenance, rehabilitation, and eventual
disposal or decommissioning.
Lifecycle costing — A method of expressing
cost that includes the anticipated costs
associated with the construction, operation,
annual and capital maintenance and possibly
decommissioning. It can be expressed as a
“present worth” that represents the current

9:02 PM
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investment that would have to be made at a
specific discount (or interest) rate to pay for
the initial and future costs of the works.

1. General
1.4 Glossary

Operations and Maintenance (O&M) — The
process of running an infrastructure asset,
including consumable resources such as
labour, equipment, energy, chemicals and
other materials; and all actions necessary for
retaining the asset as near as practicable to a
condition that will continue to provide the
service required, but excluding rehabilitation
or decommissioning.
Price Negotiation — A small group of prequalified consultants are invited to participate
in a project as defined by the owner. Design
fees for the completion of a project are
negotiated with each consultant
independently. The consultant offering the
lowest negotiated price is successful.
Professional Consultant — Includes
professional project managers, architects,
engineers, construction managers,
geoscientists, land surveyors, engineering
surveyors, landscape architects, contract
administrators etc.
Qualifications — “Qualifications” include both
technical and non-technical considerations
such as local knowledge, past performance,
long-term relationships and availability of
resources that a client may consider when
qualifying a consultant for selection.
Qualifications-based Selection — QBS is a
competitive process for the procurement of
professional consulting services based on
professional qualifications. Qualifications are
submitted to an owner, who evaluates and
selects the best-qualified firm or individual(s)
for the proposed project, based on technical
qualifications. The selected firm and the
owner then jointly develop the final scope of
work for the project. The consultant’s fee is
then negotiated based on the agreed-upon
scope of work and the consultant’s submitted
rate schedule.

Selecting a Professional Consultant — June 2006
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RFP with Prices — A selection method
requiring proponents to respond to a request
for proposals and include their proposed fee
as part of their submission. The owner’s
evaluation process addresses the submitted
fee as one of the weighted evaluation criteria.
(Also referred to as; qualifications cost-based
selection, QCBS, cost-weighted method,
value-based or price-based selection).

1. General
1.4 Glossary

Scope of Service/Scope of Work — A detailed
description of the work to be undertaken by a
consultant in the fulfillment of a consulting
assignment.
Sole Source/Direct Appointment — An owner
selects a professional consultant based on its
knowledge of the consultant’s abilities, usually
through previous working relationships.
Sustainability — Conditions that meet current
needs without compromising the needs of
future generations. Sustainability considers
environmental, social, and economic factors
together. The term sustainability and
sustainable development can have varying
interpretations, depending on perceptions,
values, priorities, and perspectives.
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Two Envelope Method — A selection method
in which consultants are requested to submit a
priced proposal in two sealed envelopes. The
first envelope contains the technical proposal
including corporate and key personnel
qualifications, methodology, schedule and any
other technical requirements of the proposal
call, exclusive of price. The second contains
the proposed fee for the services. The second
envelope containing the price is only opened
for the highest ranked firm from the technical
evaluation.
Value — The cost savings a client will accrue
over the lifetime of a project or facility,
calculated by comparing the lifecycle costs of
alternative design solutions and selecting the
lowest-cost solution that meets the client’s
needs.
Whole lifecycle costing — A costing
methodology that includes engineering costs,
construction costs, operations and
maintenance costs, decommissioning costs to
the public and sustainability costs.
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2. Research

2. Research

2.1 Literature Review
2.2 Stakeholder Surveys

2.1

Literature Review

more expensive than Florida’s from an
administrative perspective and took
considerably longer to complete.

The References section, at the end of this
report, provides a synopsis of the documents
reviewed to write this best practice.
There are many Internet references to methods
of selection for professional consultants. Most
references support a qualifications-based
selection process, (QBS), particularly when
the scope of services is not readily definable.
In cases where the scope of work can be
definitively established at the outset, a fee-based
request for proposals (RFP) or qualifications
cost-based system (QCBS) is referenced.
The most notable references relate to the
United States Brooks Act enacted in 1972.
This requires all federal architectural and
engineering services procurement to follow
“qualifications-based selection.” Forty-seven
states and many local jurisdictions have
adopted similar legislation.
Most professional engineering associations
throughout Canada and the rest of the world
recommend the qualifications-based selection
method.
Two of the referenced studies provide
particularly strong arguments for
qualifications-based selection:
1) The American Institute of Architects:
Selecting Architects and Engineers for
Public Building Projects: An Analysis and
Comparison of the Maryland and Florida
Systems (AIA, 1985).
This 1985 study compares the experience of
Maryland’s Department of General Services,
which used a qualifications/price-based
selection process, with that of the Florida
Department of General Services and the
State University System, both of whom used
qualifications-based selection processes,
exclusive of price. Data were collected on
projects over $50,000 in fees awarded by
both states from 1975 to 1983. Conclusions
reported were:

and Interviews

❍ Maryland’s process was significantly

❍ Florida selected on the basis of technical

competence, Maryland on the basis of
both price and technical competence but
price was becoming the dominant factor
(of 40 contracts studied,
83 percent were awarded to low bidder).
❍ User agencies in both states were

generally satisfied with their respective
processes, but most architectural and
engineering firms in Maryland were
resentful of the system and viewed work
for the state to be “work of last resort”.
2) Polytechnic University:
Qualifications-Based Selection (QBS)
For the Procurement of Professional
Architectural-Engineering (A/E) Services.
This study (undated — 2001/2002), reviewed
the arguments for and against a proposed
initiative in the City of New York to require
a qualifications-based selection process
in line with state policy, rather than the
current qualifications/price-based process.

The United States
Brooks Act, enacted
in 1972, requires all
federal architectural
and engineering
services
procurement to
follow
“qualificationsbased selection.”
Forty-seven states
and many local
jurisdictions have
adopted similar
legislation.

The conclusion stated:

“…it can be concluded that QBS offers
significant advantages over competitive
bidding and it should be the preferred
method for the procurement of A/E services.
QBS not only ensures that the most qualified
firm is selected for each project, but it is
also cost-competitive and has the best
potential to reduce long-term project costs.”

2.2

Stakeholder Surveys
and Interviews

Two surveys were undertaken to obtain input
from a representative sample of municipal
engineers and consulting engineers. The
municipal survey solicited input from a broad
geographical base of small, medium and large
communities across Canada. The consultant
Selecting a Professional Consultant — June 2006
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survey was also geographically diverse and
targeted firms that were active in the
municipal infrastructure field.
Summaries of the municipal and consultant
surveys are contained in Appendix A.
A summary of interview key points is
contained in Appendix B.
Following is a summary of the outcomes:

2.2.1

Lifecycle asset
management
achieves business
requirements of
safety, environment
protection, and
service delivery at
minimum cost of
ownership
(Kennedy, 1993).

Municipal Survey

■ The RFP with prices and the sole sourcing

method are the most commonly used by
respondents. Price represents on average
22 percent of the evaluation criteria.
■ Qualifications-based selection methods

are not well understood, particularly
with respect to how price is treated.
■ The value of lifecycle costing, while

understood, is seldom applied.
■ 92 percent of respondents expect

consultants to consider innovative and
alternative design solutions. 73 percent
of respondents said that their terms of
reference specifically require this. These
statements are “at odds” with data
received in the consultant survey.

2.2.2

Consultant Survey

■ Qualifications-based processes, including

sole source, are considered to be two to
three times as likely to add value for the
client as price-inclusive processes.
■ QBS is well understood by consultants, as is

the value of jointly establishing the scope of
services.
■ The value of lifecycle costing and

innovative and alternative design reviews
is similarly well understood. However,
93 percent report that they are “seldom
or never” required to consider lifecycle
costs when responding to RFPs.
■ 80 percent also report that terms of

reference typically do not specifically
require the investigation of innovative
and/or alternative solutions.

18
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2.2.3

Stakeholder Interviews

In-depth interviews of a cross-section of
respondents were undertaken to further
explore emerging issues. The results:
■ There is a need for a faster selection

method, with less paperwork involved.
■ The larger the municipality, the more likely

it is to view consulting services as a
commodity.
■ Municipalities have become overly

prescriptive; a too-well-defined scope of
service can limit innovation and creativity.
■ Best value for the client is achieved by a

selection method focused on qualifications
and joint scope development.
■ There is an identified need for education at

all levels.
■ Price-based selection methods often lead to

an adversarial relationship between client
and consultant. The objective should be a
team relationship.
■ The best practice should provide for the

reality that some engineering/infrastructure
projects might appropriately use a pricebased selection method. For example: lesscomplex projects, where scope can be
readily defined, and work such as materials
testing, traffic data gathering, water quality
testing, etc.
■ Recognition that lifecycle costing provides

value, but is seldom asked for.
■ Whole lifecycle costing goes beyond

project lifecycle costing and considers cost
to the public and sustainability costs.
Recent emphasis on green buildings may
drive an appreciation for lifecycle costing.
■ Risk transfer to the consultant is an

outcome of joint development of the scope
of service that can directly benefit to the
client.
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3. Rationale

3. Rationale

3.1 Background
3.2 Lyfecycle Costs

3.1

Background

The public sector buys most commodities
through a public tendering process designed
to identify the vendor with the lowest price.
Public tendering is cost-effective for materials
and equipment that are readily described, and
for construction contracts with clearly
specified deliverables.
Consulting services, however, are not
commodities and their procurement cannot
effectively be obtained in this fashion. For this
reason it is commonplace to use a request for
proposals (RFP) process to evaluate candidate
credentials to identify the best-suited
consultant. Generally, the RFP process requires
submission of a fee component for the
proposed work. The fee component is often
allocated considerable weight in the evaluation,
with the result that the lowest-priced proposal
is often accepted on the assumption that it
represents best value for the client. The
literature reviewed does not support this
assumption. In the USA, the federal and most
state governments have legislated against this
method (Federal Brooks Act, 1972 and others).
The general wisdom is that best value for a
client is most likely achieved when the focus
is on finding the most effective, long-term
solution to a problem, not the cheapest design.
As in most professions, expertise varies,
based on an individual’s training and often
more importantly, their experience. Therefore,
to meet the goal of identifying the most
effective, long-term solution, a selection
process must result in the selection of the
consultant best qualified to undertake the
assignment and consequently bring the most
added value to the project.

being considered, with the objective being to
identify the most suitable candidate, not the
cheapest.

Figure 3–1
Lifecycle Costs

Selecting a consultant based on qualifications
does not preclude consideration of price. It
simply removes it from the consultant
evaluation phase and introduces it once the
scope of service has been determined.

3.2

Lifecycle Costs

Best value is achieved for the client when
design alternatives are evaluated based on
their lifecycle costs. It is during design that
both construction and operations/maintenance
cost savings are most easily achieved.
This is a complex process and the desired
outcomes are seldom achieved through hiring
the consultant offering the lowest fee.
Emphasis on lowest lifecycle cost drives a
different process than one designed to ensure
the cheapest design fee.

The general
wisdom is that
best value for a
client is most likely
achieved when the
focus is on finding
the most effective,
long-term solution
to a problem, not
the cheapest
design.

Lifecycle costing is critical because public
infrastructure projects are long-term
investments, paid for with public funds. Best
value for the taxpayer means the asset is
delivered with the least financial impact in the
long-term. Best value is not achieved by
deferring costs for later payment.

Figure 3–1: Lifecycle Costs

Selecting a consultant is aptly compared to
the task of selecting a technically trained,
temporary employee for a specific assignment.
The focus at the time of selection will be the
training, experience, and skill of the individual
Selecting a Professional Consultant — June 2006
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3. Rationale
3.2 Lifecycle costs

Figure 3–2
Lifecycle Savings through
Design Innovation

“It is unwise to pay
too much, but it is
worse to pay too
little. When you
pay too little, you
sometimes lose
everything because
the thing you
bought was
incapable of doing
the thing you
bought it to do.”
John Ruskin (1819-1900)
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It follows that lifecycle costing is an integral
part of municipal sustainability analysis and
essential for Integrated Community
Sustainability Plans hoping to qualify for
Government of Canada funding under
programs that require real, measurable
progress towards sustainability.
The key to understanding and ultimately
implementing this best practice is making a
clear distinction between cost and value. In
the context of selecting professional
consultants, cost refers to the cost of the
consulting services to be provided. Value
refers to the savings the client will receive
over the life of the project; from construction
through the entire lifecycle of the particular
asset, to it’s decommissioning. Best value is
achieved with the design solution that
produces the lowest lifecycle cost, measured
as the sum of consulting, construction and
operations/maintenance (O&M) costs. The
method recommended in this best practice
focuses on achieving the lowest lifecycle cost
and hence the “best” value for the client.

Figure 3–2: Lifecycle Savings through
Design Innovation

Construction accounts for 6 to 18 percent of
lifecycle cost and the remainder is taken up by
operations, maintenance, refurbishment and
ultimately, decommissioning costs. Actual
percentages will vary by project and discipline
but trends are the same.
The Figure 3–1 illustrates the rationale for
evaluating design alternatives with rigorous
reviews. For a project with the following costs:
Engineering:
Construction:
O&M:

$200,000
$2,000,000
$9,000,000

If a 5 percent reduction in the O&M costs can
be achieved through design innovation on this
project, the municipality would save $450,000
over the life of the asset.
Assume this saving is achieved for an
additional design cost of $40,000 or a
20 percent increase in project consultant fees.
This increase is more than offset by the
lifecycle savings—an increasing investment
from 1.8 to 2.1 percent of lifecycle cost,
returns savings in the ratio of 11:1 (almost
twice the total engineering design fee).
Not a hard business case to make!
Without a detailed review of design and
construction alternatives it is impossible to
assess the long-term advantages that might
be gained for this small increase in consulting
fees.
Most professionals and municipal engineers
understand the principle of minimizing
lifecycle costs through value engineering.
However this principle is infrequently applied.

Return on Investment: 11:1 (over life of asset)
Professional consultant services account for
a small percentage of direct project cost but
their impact on both construction costs and
operations/maintenance costs is significant.
Canadian and USA studies report that
engineering/design typically represents
1 to 2 percent of project lifecycle cost.
20
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The potential for long-term savings achieved
by placing an emphasis on selecting the
consultant with the qualifications, skill,
creativity and experience to analyze all design
alternatives will generally far outweigh
potential savings from a low-bid selection.

“It is unwise to pay too much, but it is worse
to pay too little. When you pay too little, you
sometimes lose everything because the thing
you bought was incapable of doing the thing
you bought it to do.”
John Ruskin (1819-1900)
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Selection Methods

There are several methodologies available
for selecting professional consultants. Most
evaluate and compare capabilities to rank
the proponents. Selection practices and their
benefits and shortcomings are outlined in
the Table of Selection Methods found in
Appendix C. The table defines common
practice, but many variations exist.
Selection processes are primarily
distinguished by how the scope of services is
created and how fees are treated within the
evaluation process.
RFP and Price Negotiation — These methods
include fees within the initial evaluation, based
on a scope of services established by the
client.
Two Envelopes — This method is based on the
evaluation of qualifications and experience
relating to a client-defined scope of services,
with fees considered after the technical
evaluation has been completed.
Budget and Design Competition — These
methods require the consultant to write or
finalize the scope of services:
■ In the budget method, the consultant

identifies the services proposed (to be
undertaken) for the budget amount.
■ In the design competition method, the

consultant provides a conceptual design
for evaluation.
In both cases the client chooses the proposal
that provides the best solution for their
application.
Qualifications-Based Selection and Sole
Sourcing — These methods determine the
preferred consultant based on qualifications
and experience. They provide the opportunity
to jointly establish the scope of services
before bringing the fee into consideration.

3.3.1

Request for Qualification (RFQ)

Since many consultants will have the
qualifications necessary to undertake most
assignments, the owner is faced with the
challenge of deciding who is most or best
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qualified for the assignment. If the assignment
is advertised for all interested parties to
respond, evaluating request for proposals
can entail a considerable (and inefficient)
use of time and effort for the owner.

3. Rationale
3.3 Selection Methods

To prevent this waste, clients often use a
request for qualifications (RFQ) or a request
for expression of interest (RFEI) to develop a
“short list” of three consultants who will be
invited to respond to a detailed proposal call.
Municipalities can use the RFQ or RFEI
process to:
■ identify the three firms, which will be

requested to submit a detailed proposal
for a particular assignment; or
■ create a list of pre-qualified firms that will

be:
❍ invited to bid on projects on a rotational

basis; or
❍ used in the selection of a sole-sourced

consultant.
The RFQ typically requests proponents to
provide information about the firm, the type of
business entity, address, contact information,
main areas of expertise, and recent project
experience relative to the project at hand. It will
also request information on key personnel who
will be assigned to the project, if successful,
their roles, qualifications, experience, and
references for comparable projects. It should
not require proponents to provide details on
their approach to project design.
For relatively large assignments or complex
projects, clients typically establish a technical
evaluation team, consisting of two or three
members of their engineering group who
are familiar with the project and possibly
a representative from their purchasing
department. This team establishes the
evaluation criteria and weighting, and
evaluates the proponents. The three topranking firms are sent a detailed RFP for a
specific project.
In some circumstances, special considerations
apply to the pre-qualification process. An
example is the cost of travel for projects in
Selecting a Professional Consultant — June 2006
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3.3 Selection Methods
3.4 Search for a Best
Practice
3.5 Conclusions
Regarding Process

While research
indicates municipal
engineers believe
qualificationsbased selection is
more effective,
there is a
reluctance to
challenge the oftstated reality that
the public is best
served and receives
best value through
price competition.
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small and/or remote communities where these
costs may be an extraordinarily high
percentage of the overall fee. These additional
costs should be factored into the RFQ process.
If the impact is considerable and one or more
local firms have the expertise and experience
necessary to undertake the work,
consideration should be given to “solesourcing” the project or inviting local
consultants only to respond to an RFQ.
Conversely, in a “hot” economy, demand for
services may exceed local supply. In this case,
sole sourcing or the RFQ process may
supplant the RFP process.
The cost (for both municipalities and
consultants) of the request for proposal
process underlines the importance of using
pre-qualification (RFQs) to create a short list of
firms and to limit the invitation to respond to a
proposal call to three companies.
Several consultants reported that the cost of
writing an RFP for a mid-sized project could be
8 to 10 percent of the value of expected fees.
Municipal representatives also report that
evaluation costs are considerable. Failing to
acknowledge these costs results in higher
costs to all clients, as consultants must
ultimately recover these costs of preparing
proposals.
An example taken from a recent municipal
project illustrates this point:

Strategic study; value approximately $110,000
in fees. Cost incurred by successful consultant
to respond to RFP approximately $10,400.
Municipality invited three firms to submit
proposals, thus if each firm expended roughly the
same amount of effort preparing their response
to the RFP, their combined costs approached
one-third of the value of the assignment. In
addition, the municipality reported that staff
time to evaluate the RFPs using a three-person
team was approximately 45 hours.
The cost to respond to an RFP underlines the
importance of using a pre-qualification
process to create a short list of firms and
limiting the number invited to respond to a
proposal call to a maximum of three.
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3.4

Search for a Best Practice

This guide seeks to identify the practice most
beneficial to the needs of the client and worthy
of the best practice designation. Research
shows that a client’s needs are best met when
the “best suited” consultant is selected by
virtue of its qualifications, skills and experience
to deliver a quality product. This ensures that
the considerations most likely to add value for
the client are thoroughly investigated.

3.4.1

Best Practice Principles

A best practice should incorporate principles
that will ensure a sound and fundamentally fair
process and one that will achieve the goal of
adding the greatest value for a client. The
principles shown in Table 3–1 are reflected in
the recommended best practice:

3.5
3.5.1

Conclusions Regarding Process
Price-Based Methods

Price-based methods usually require that fees
be included in proposal responses.
Justification for this requirement often refers
to the common misconception that the public
interest is best served when price competition
is present. Some jurisdictions such as the
Northwest Territories and Quebec require
price to be a component of a competitive
selection process. While research indicates
municipal engineers believe qualificationsbased selection is more effective, there is a
reluctance to challenge the oft-stated reality
that the public is best served and receives
best value through price competition.
A requirement to bid fees in a proposal call
does not achieve the expected outcomes.
Inevitably it forces the consultant to focus on
“how to minimize fees to win the assignment”
instead of “how to deliver a service that will
add the most value for the client.”
This is a serious problem, as it minimizes or
even eliminates the “value-added” services
that an owner should be seeking in all
professional consulting assignments. Elements
such as quality control and assurances, value
analysis of design alternatives to minimize
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Table 3–1: Principles of a best practice consultant selection process
#

3.5 Conclusions

Principle

Description

Qualifications

Training, skill, and experience should be considered paramount in the selection
process.

Quality

The delivery of a quality service that includes identification of appropriate
design alternatives and evaluation of lifecycle cost implications, and valueadded services such as peer review, value analysis and value engineering.

3.

Innovation*

An assurance that new, innovative and creative opportunities will be
considered.

4.

Relationships

Create an opportunity to expand internal team with external professionals

5.

Fairness

Ensure an open, transparent process that focuses on identifying the most
competent professional for a particular project.

6.

Respect for
intellectual property

Recognition that design ideas belong to the professional proposing them and
should be respected.

7.

Efficient and Effective

The process should consider the input required to achieve the desired
outcome.

8.

Flexibility

The process should be adaptable to different needs.

9.

Non-predatory pricing

The process should not encourage firms to under-cut competitors.

10.

Sustainability

The process should encourage identifying and incorporating practices into the
design solution that consider issues of sustainability.

1.

2.

3. Rationale

Regarding Process
Table 3–1
Principles of a best
practice consultant
selection process

* Innovation is the process of converting knowledge and ideas into new and improved products and services that are
valued by the community (i.e. construction industry) or into better ways of doing business (sustainable infrastructure).
The innovation process incorporates research and development, commercialization, and technology diffusion.
(Working definition of the National Round Table on Sustainable Infrastructure (NRTSI), 2005.)

construction costs and optimize sustainability,
and lifecycle cost analysis to evaluate
operating and maintenance implications are
important value-added services that will yield
savings far greater than any achieved through
minimizing design fees.

■ Public sector engineers fear they may be at

a disadvantage negotiating fees with a
consultant who is a specialist.
■ Perception that consultants who are

qualified to undertake the work are
essentially equal in their capabilities,
therefore awarding to the low bid provides
best value.

Stakeholder surveys and interviews
canvassed views on these points. Following
are their comments in favour and against
price-based competition:

Arguments against Price-Based

Arguments for Price-Based

■ A great deal of input is required to develop

■ To many in the public sector, fees are

expected to be included in the selection
process to ensure competitiveness.
■ Purchasing/finance/internal auditor would

not support a process that did not include
price in evaluation process.
■ In government, decisions tend to be made

based on short-term costs; therefore not a
lot of room to place emphasis on long term
such as full lifecycle costs.

■ Process is very time-consuming.

scope of work with sufficient detail to
ensure a sound comparison of fee
proposals.
■ Even after investing a lot of time and effort,

scopes can still be somewhat “fuzzy”
resulting in numerous claims for extras
when assignment undertaken.
■ “Fuzzy” scope will tend to favour consultant

and lead to an adversarial relationship
between client and consultant.
Selecting a Professional Consultant — June 2006
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■ The consultant’s experience is negated in

3. Rationale
3.5 Conclusions
Regarding Process

the process of developing the scope thus
depriving the client of a valuable resource.
■ Consultant tendency not to include or

consider creative or innovative solutions in
proposal responses for fear of having ideas
“shopped”, likely to the detriment of the
client.
■ Price-based methods will not generally

achieve the desired outcomes.
■ The research indicates that price

competition acts as a constraint to
exploring options or innovations that may
lead to reduced lifecycle costs.

3.5.2

Best Practice Methods

The research undertaken in the course of
preparing this guide provided a clear vision of
the elements inherent in a consultant selection
best practice. Information from the United
States, Europe, Australia and many other
jurisdictions pointed to the most effective
selection method as one that:
■ Identifies the consultant that best

demonstrates the training, skill and
experience necessary to undertake a
project; and
■ Ensures that opportunities to add value are

not only provided for but also encouraged.
In all cases, the method most often cited is
qualifications-based selection (QBS). QBS
facilitates the selection of consultant services
based on qualifications, including technical
competence, availability, methodology, local
knowledge, long-term relationship, past
performance and other factors of relevance to
a specific project; and the subsequent
determination of a fair and reasonable price,
all relative to the scope and needs of the
project.

Arguments for Qualifications-Based
■ QBS is objective, fair and transparent, and

ensures efficient, sustainable and costeffective services.
■ It embodies the previously stated principles

and leads to the identification of the “best
qualified” consultant to perform the work.
24
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■ The methodology encourages the

development of a close working relationship
with the client, which in turn ensures open
exploration of project issues, needs and
opportunities, all leading to the
maximization of value and minimization of
the risk of unforeseen costs for the owner.
■ Client jointly develops the scope of services

with the highest-ranked firm as determined
through the technical evaluation process.
This methodology:
❍ Allows the consultant, through its

proposal, to identify opportunities that may
add value to the client’s project, rather
than seeking ways to minimize the fee.
❍ Affords the opportunity for the client and

the consultant to develop the scope of
services jointly, thereby ensuring that all
opportunities for adding value to the
assignment are provided for and properly
accounted for within the budget.
■ The final fee or price responds directly to

the jointly developed and agreed to scope
of services, greatly minimizing future
disagreements or misinterpretations.
■ If the client and the top-ranked consultant

are unable to finalize an acceptable scope
and associated fee, the process gives the
client latitude to negotiate with the secondranked firm. The consultant is not selected
until agreement is reached on scope and
fee and the contract executed.
■ The method is widely used in the United

States and considerable process
information is available regarding
implementation, benefits, etc.
■ It is well suited to work where scope of

work has not yet been determined, such as
when applying for grants; it supports the
role of consultant as “trusted advisor.”
■ The method is commonly used by major

industries in the form of sole-sourcing or
direct appointment.

Arguments against Qualifications-Based
This best practice takes into account the
interests of the client. The following points
remain as concerns for some practitioners:
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■ There is limited knowledge of QBS within

Canadian municipal and other government
sectors.
■ Municipal engineers fear that they will be at

a disadvantage in fee negotiations with
consultants.
■ Does not respond to the requirements of

those who want, or are required, to include
price in the technical evaluation. (This
method specifically argues against this
inclusion.)

3.5.3
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Comparing Price- and
Qualifications-Based Methods

The primary differences between the two
methods are how the scope of service is
created and how fees are managed. The
scope defines the project and establishes the
requirements the consultants will be expected
to address. Projects (except straightforward
projects and those with easily described
deliverables) can be relatively complex,
making the definition of scope a difficult
undertaking at best.

3. Rationale
3.5 Conclusions
Regarding Process

Table 3–2
Comparing price-based and
qualification-based
methods

Table 3–2: Comparing price-based and qualification-based methods
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Price-Based Method

3. Rationale
3.5 Conclusions
Regarding Process

In the price-based method the client develops
the detailed scope. Consultants are required to
respond to this scope. They will be evaluated
against a set of criteria and scored on their
response to the proposal and their proposed
fees. Price is usually weighted at 10 to
35 percent of the overall criteria.
Although it is possible to write a performance
requirement for the physical aspects of a
project it is extremely difficult to prescribe how
a consultant is to perform. Factors such as the
extent of investigations, consideration and
evaluation of design alternatives and their
implications, and any number of other variables
make this a daunting task. A great deal of time
and effort will be required of the client if there
is to be any assurance that proposals
submitted can reasonably be compared one
against the other. A “fuzzy” scope will
invariably lead to numerous changes after
the fact, including claims for extras.

Qualifications-Based Method
A qualifications-based method takes a
different approach. It requires the client to
develop the scope of service in general terms
only. It should provide sufficient information to
guide development of consultants’ proposals
and to facilitate evaluation of those proposals
on the basis of technical and managerial
capabilities of the firm and key personnel, a
suggested methodology, references,
availability, etc.

26
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The client’s evaluation team evaluates
proposals, ranks proponents and works with
the highest ranked firm to jointly develop a
detailed scope of services. Once the scope is
finalized, the consultant is requested to submit
a fee proposal based on the agreed scope.
This method draws on the consultant’s
experience to develop the scope of services.
The client and consultant are free to discuss
matters such as alternative design solutions,
lifecycle cost analysis, and innovative and
creative design options and other issues that
could add long-term benefits. Not only is value
added but the guesswork and hence the risk,
is removed from the equation. When the price
is subsequently submitted, the client clearly
understands the work the fee is based upon.
A secondary benefit of including the
consultant in the development of the scope of
services is that the traditional risk of claims for
additional fees need only be anticipated in the
circumstance where the client chooses to
modify the agreed-upon scope.
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4. Methodology

4. Methodology

4.1 The Recommended
Best Practice
4.2 Development

4.1

The Recommended Best Practice

The recommended consultant selection
method detailed in Tables 4–1 and 4–2, is a
qualifications-based process that meets the
best practice principles. It both:
■ Ensures the selection of the most qualified

and competent consultant to perform the
work at a fair and reasonable price, and
■ Is a fair, transparent process, easily

understood by all parties and supportable
by those using the method, that ensures
that opportunities to add value are not only
provided for but also encouraged.
The best practice encourages clients to view
consultants as “trusted advisors” who share
their objective of achieving best outcomes.
It gives the client the advantage of the
consultant’s skill, knowledge and experience,
with the result that the jointly developed scope
of services embraces options for adding value.
The best practice frees consultants to
demonstrate how they can add maximum
value to a client’s project rather than focusing
on how to minimize their fees in order to ‘win’
an assignment.
While Tables 4–1 and 4–2 set out the basic
steps in a best practice methodology, it is not
a prescriptive solution. Users are encouraged
to seek the latest methodologies for the
application of each step in the process. This
detail is readily available through professional
organizations, other stakeholders and the
Internet. References at the end of this
document provide a detailed listing of such
organizations.

4.2

Development of Scope

The primary differences between the
recommended best practice and other
methods for selecting a professional
consultant are how the scope of service is
determined and how fees are treated.

There are three ways to develop the scope of
services:

of Scope

■ Jointly between the client and the

consultant
■ Independently by the client
■ By the consultant for client approval

Fees are established through a methodology
that depends on how the scope of service is
developed. Each of these differences is
addressed in the following sections.

4.2.1

Jointly Developed Scope
of Service

Projects that are complex and for which the
scope is not readily definable at the outset will
respond well to a process that affords the
client the opportunity to use the expertise of
the consultant in its development. Once the
scope of service is agreed upon, the
consultant is requested to submit a fee
proposal reflecting the agreed scope.

The best practice
encourages clients
to view consultants
as “trusted
advisors” who
share their
objective of
achieving best
outcomes.

A fee proposal that responds to a jointly
developed scope will be a much more realistic
representation of the work to be undertaken
and will be an appropriate level of funding to
ensure the client’s best interests are met.
Jointly developing the scope develops a
“team” approach, which also contributes to a
successful project.
The recommended best practice incorporates
this process.
Sole source and qualifications-based methods
are based typically on jointly developed scope
of service.

4.2.2 Client-Developed Scope
of Services
Where the scope of services is easily defined,
clients may independently develop the scope
of services. The scope must be developed in
sufficient detail to form the basis for
competitive proposals.
Selecting a Professional Consultant — June 2006
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Professional Consultant
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Table 4–1: Recommended Best Practice—Selecting a Professional Consultant
Best Practice
Jointly Developed Scope
(4.2.1)

Alternative Practice
Client Developed Scope
(4.2.2)

Alternative Practice
Consultant Developed Scope
(4.2.2)

Request for Qualifications

Request for Qualifications

Request for Qualifications

Request for Proposals

Request for Proposals

Request for Proposals
Based on General Scope of Work

Based on General Scope of Work

Based on Detailed Scope of Work

RFP Without Prices

Two-Envelope Process

Budget Method
Design Competition

Evaluate / Rank Proposals

Evaluate / Rank Proposals

Evaluate / Rank Proposals

Select Highest-Ranked
Consultant
Define Scope
Highest-ranked firm and client
jointly define scope of work

Negotiate Fee Agreement

Negotiate Fee Agreement

Using Agreed Scope

Using Fee Envelope

Award Assignment

Award Assignment
Revisions
Scope and fees revised as required
during assignment

Application Considerations
Roster 4.3.1
Standing Offer 4.3.2
Extended Partnership 4.3.3
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Table 4–2: Recommended Best Practice—Selecting a Professional Consultant
Request for
Qualifications

To set out in writing, the general scope and expectations of the client to enable
Purpose: consultants to assess their interest and their suitability for the assignment. The
client will develop a list of qualified consultants from whom proposals will be
requested.

What
to do:

Evaluate and
Rank Consultants

The client describes the general scope of services for the assignment, including
any special project or client requirements. It should take the form of a brief, nontechnical written statement of what the assignment will include. Advise
consultants that there will be an RFP for the assignment.

4. The Recommended
Best Practice
4.1 Development
of Scope

Table 4–2
Recommended Best
Practice—Selecting a
Professional Consultant

The client prepares a list of consultants believed to have the requisite
qualifications for the assignment. The size of the list should reflect the value of the
assignment, (maximum of 10 to 12). Invite consultants to submit their qualifications
and availability for the assignment.
Evaluate and rank consultants, perform reference checks and short-list three
consultants.
Consider an alternate process for small or specialized assignments.

Request for
Proposals

To obtain detailed information from the consultants invited to participate in the
Purpose: assignment, to enable a client to select the consultant best suited for the
assignment.
What
to do:

Define the scope of services in sufficient detail to enable consultants to submit
project-specific proposals. Short-listed firms from the RFQ are requested to submit
proposals to complete the assignment.
Proposals should include methodology and options, design alternatives,
assignment personnel, preliminary schedule, basis for fee negotiations and
evaluation criteria. Fees are not a part of this step.

Select HighestRanked Consultant

Proposals received, evaluated, and ranked by the owner.
Define Scope

Purpose: The owner and the first-ranked consultant jointly finalize scope of services to
ensure a common understanding of the assignment.
What
to do:

Negotiate Fee
Agreement

Finalize an agreement on the scope of services upon which the consultant will
be retained and remunerated. Scope the project in detail, review and assess options
and innovations to be explored, lifecycle costs comparisons to be developed, the
involvement of the consultant in project processes, approvals and documentation, etc.

Purpose: To negotiate consultant’s fees and how consultant will be paid based on the
agreed scope of services and to create a supporting client-consultant agreement.

What
to do:

Fine-tune the scope of services and negotiate fee revisions with the consultant
until agreement is reached on project scope and fees. Include in the negotiation
how the project’s design risk will transfer to the consultant. Consider setting out a
payment schedule and provisions related to deliverables to minimize
administrative needs.
If agreement cannot be achieved, client undertakes negotiations process with the
second-ranked consultant. This process is continued until agreement is reached.

Award
Assignment

Purpose: Finalize formal consulting contract for the agreed project scope and fee estimate.
What
to do:

Sign consulting contract-awarding assignment. Notify and thank unsuccessful
consultants.
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Clients should
respect the
intellectual property
of the proponents
and are not at
liberty to mix
elements from the
offered solutions
without prior
agreement of the
proponents.
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Where the scope can be defined with a
reasonable level of effort, a variation on the
pure QBS approach commonly applied is the
two-envelope method for receiving proposals.
Qualifications, experience, and past project
performance should be the primary
determinants in the evaluation process. The
sealed fee envelope should not be opened
until the technical evaluation is complete.
This avoids introducing a price-based bias
to the evaluation process. Typically, the fee
envelope of the highest ranked firm is opened.
Negotiations are undertaken with this firm if
clarification or changes to the scope of
services are required.

In the design competition method, firms are
invited to submit a conceptual design solution
and their estimated cost of completion. The
client pays a set fee to each respondent for
its conceptual solution. The client is free to
choose the concept solution it believes best
meets their needs and will enter into a
contract with this firm. Clients should respect
the intellectual property of the proponents and
are not at liberty to mix elements from the
offered solutions without prior agreement of
the proponents.

Some jurisdictions currently use a process
that is purely price-based for projects where
the scope of services is easily determined
and where minimal exercise of professional
judgment is required. Examples are
assignments such as materials testing, survey
layout, traffic data gathering, water quality
testing and similar type engagements.

The following sections describe options that
can be employed in the implementation of the
selection methods. Many were identified by
survey and interview respondents and
adapted to suit the above practices. None
are inconsistent with the implementation
of the Recommended Best Practice.

4.2.3

The municipality invites interested consultants
to submit qualifications and experience. It
evaluates and places accepted firms on a
roster, often by category of expertise. As
projects come forward, consultants are either
offered assignments directly or invited to
respond to a proposal call. The scope of work
is established jointly followed by negotiations
on remuneration. The rosters are usually
established annually or biannually.

Consultant-Developed
Scope of Services

A consultant-developed scope of services
occurs when a client provides a statement of
a problem to be solved and invites consultants
to submit design solutions or proposals. Two
methods fall into this category: the budget
method and the design competition.
In the budget method the consultant defines
the work it proposes to undertake for a budget
set by the client. The client evaluates the
proposals and selects the firm offering what
the client considers to be the best value.
This is an effective method when the client
has the technical capability to estimate
accurately the value of the project and
associated fees at the outset. Providing the
municipality has set aside sufficient funds to
undertake the scope of services, the client
has an opportunity to select the firm that best
demonstrates the expertise and experience
necessary to perform the work and whose
proposal will add the greatest value for the
client.
30
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4.3

4.3.1

4.3.2

Best Practice Application
Considerations

Roster Method

Standing Offer

Consultants are invited to submit qualifications
and charge out rates (or informed of the rate
of remuneration, usually referencing published
rate schedules), again annually or biannually.
As projects come forward a consultant is
selected from the list based on their
qualifications and experience relative to the
project. The scope is jointly established and
the consultant is awarded the assignment.
Remuneration is as per the established rates.
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Extended Partnership

An extended partnership is similar to a
standing offer but is for a longer period of
time—up to five years, for example. The
municipality identifies a consulting firm,
usually multi-disciplined, that they can call
upon for a broad array of work. This is usually
either done through an RFQ process or directly
based on past relationships. The client and
firm negotiate compensation rates with most
work being completed on hourly charge-out
rates. An upper fee limit would normally apply.

4.4

Benefits of Recommended Method

The recommended best practice provides
tangible benefits for the client.

4.4.1

Maximum Value for Client

Jointly developing the scope of services with
the top-ranked firm allows the client to draw
on the consultant’s experience to develop a
scope with the greatest likelihood of providing
maximum value for the client.

4.4.3

Focus on Quality

Joint scope development will ensure that the
appropriate level of attention is given to quality
issues such as effective analysis of design
alternatives including, lifecycle analysis,
sustainability, innovative and creative ideas,
and value-engineering analysis.

4.4.4
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Development of Team

Fair and Cost-effective Outcomes

Establishing a fee for service that responds
directly to the mutually understood scope of
services produces a fair and cost effective
outcome.

4. Methodology

The process facilitates a sense of team
whereby the consultant and the client work
together to define and address the client’s
needs, removing the adversarial relationship
that often develops in a price-dominated
process.

4.3 Best Practice

4.4.6

4.5 Evaluation of

Risk Reduction

Risk, in the form of claims for extras to pay
for changes to the scope (scope creep, fuzzy
scope) can largely be reduced as a result of
the certainty of scope achieved through the
joint development process. Claims for extras
need only be anticipated in the circumstance
where the client chooses to modify the
agreed-upon scope.

Credible Outcomes

The use of a multidisciplinary evaluation team
will minimize biases that might otherwise enter
the process. Evaluating qualifications and
experience in the absence of price will ensure
fees do not influence the outcome.

4.4.2

4.4.5

9:03 PM

4.5

Evaluation of Consultant
Performance

Clients should evaluate consultant
performance and include the results of these
evaluations in the future selection process
for other engagements. A consultant’s past
performance is a good predictor of future
performance and provides valuable insight
into how they undertake their responsibilities,
their technical and managerial abilities, how
well they respond to the client’s needs, etc.

Application
Considerations
4.4 Benefits of
Recommended
Method

Consultant
Performance

The use of a
multidisciplinary
evaluation team
will minimize
biases that might
otherwise enter
the process.

Consultant evaluation should:
■ Ensure that the services provided are

meeting high-level performance objectives,
including that:
❍ The client’s expectations set out in their

performance evaluation criteria have
been met.
❍ Project targets for quality, budgeting,

scheduling and forecasting were
achieved.
❍ Internal and external communications

and citizen engagement processes were
satisfactorily carried out.
■ Provide for documented annual reviews.
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■ Provide for reviewer training to ensure

consistency.
■ Provide feedback to the consultants.

4.5 Evaluation of

■ Be implemented by a senior level manager

Consultant

in the organization and require “sign-off.”

Performance

■ Include an appeal mechanism.

32
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Limitations

5. Limitations

5.1 Implementing the
Best Practice

5.1
5.1.1

Implementing the Best Practice
InfraGuide Best Practices

The national InfraGuide initiative has
embarked on a program to develop a series
of best practices to assist municipalities with
their ever-increasing infrastructure demands.
This best practice (currently over 50)
addresses municipal selection of professional
consultants.
Municipalities and other governments are
encouraged to support and implement
InfraGuide’s recommended best practices.
While not encouraged or supported,
circumstances may require that municipalities
forego the application of a particular best
practice or implement it in an “incremental”
fashion, gradually working towards its full
application as part of a larger continuous
improvement and learning cycle.
The reader is encouraged to make his/her own
determination as to the sustainability of
applying this and other practices given current
local conditions and realities.

5.1.2

The Issue of “Fees”
in the Selection Process

Most government clients include a
requirement for consultants to include fees in
their RFP responses. They are reluctant to
undertake the technical evaluation portion of
the process without the inclusion of fees.
Some recognize the inherent value of a
qualifications-based process and have
developed a strategy of “moving towards” its
implementation by gradually reducing the
weighting granted to price in the process.
While this strategy is not recommended, its
application does not diminish the value of the
recommended best practice.
InfraGuide’s principles of sustainable
municipal infrastructure recognize

that sustainability is a dynamic evolving
process that requires us to sustain a long-term
vision, and to implement and measure
progress in a practical and incremental
fashion.

5.1.3

The Recommended Best Practice

The recommended method shifts decisionmaking from a price-based model to a model
founded on finding ways to add the greatest
value for the client. It encourages selection
of consultants who are best qualified and
technically competent to achieve value over
the asset’s lifetime.
Applying the best practice raises the quality
of consulting services and helps municipalities
identify long-term, cost-effective solutions
to their infrastructure needs. With a solid
commitment to use and follow the best
practice, communities will reap the benefits
of well-defined projects that take advantage
of innovations and technical advice that will
minimize lifecycle costs.
Implementation of the best practice by
municipalities and other governments should
include the following elements:
■ Formally documented and published

processes.
■ A competitive process that is open,

Applying the best
practice raises
the quality
of consulting
services and helps
municipalities
identify long-term,
cost-effective
solutions
to their
infrastructure
needs.

transparent, and fair.
■ Provision for meaningful stakeholder

involvement in the development of
processes that impact them.
■ Lifecycle costing principles.
■ A relationship with selected consultants

that exploits their expertise and experience
and places the consultant in the position of
“trusted adviser” on the technical team.
■ Recognition of the value of innovation.
■ Performance reviews of consultants for use

in future assignment evaluations.
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This recommended best practice is a
foundation on which municipalities can build.
It must be supported by actions that address
the many challenges set out following.

5.2 Challenges\

5.2

Challenges

Many municipal and other governments staff
members intellectually and philosophically
support a qualifications-based selection
process, but use price-based selection
methods. Unless they are convinced that
price-based selection methods have serious
shortcomings, they will not apply the
recommended best practice.
A notable roadblock for those users who want
to shift to the Recommended Best Practice is
the influence exerted by non-technical staff
on the consultant selection process. Other key
members of the infrastructure service delivery
team often drive the requirement for price to
be included in procurement processes,
without consideration for the differences
between commodity purchases and the
selection of professional services. Their role
in protecting the public interest creates
reluctance on the part of Policy-makers and
Decision-makers to act contrary to their
recommendations.

34
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Elected officials, procurement staff, internal
auditors/auditors general and others who
drive this requirement for price to be included
in the selection process, need to understand
the benefits of selecting professionals who
will create long-term value for the client as
opposed to providing the cheapest design
solution.
This challenge was met decades ago in the
United States with the enactment of laws
mandating the use of qualifications-based
selection methods. Given our quest to address
the national infrastructure deficit, it would be
beneficial to have federal/provincial legislation
that establishes a qualifications-based
framework for selection of consulting
services. In the absence of legislation,
leadership will have to come from elsewhere.
This leadership element will involve a wide
range of groups including InfraGuide, elected
officials, staff responsible for engaging
consultants, the consultant industry and
professional associations and organizations.
All have a role to play in promoting and
implementing this best practice.
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Appendix A: Summary of Survey Outcomes
Issue

Municipal

Consultant

Comments

DISTRIBUTION OF
RESPONSES

■ 27 of 60 responded.

■ 15 of 60 responded.

■ Survey not statistically

■ Good distribution.

■ Poor distribution.

■ Weighted to Western

■ Weighted to Eastern

Canada.

Canada.

A. Summary of Survey
Outcomes

representative.
Represents opinions of
those who chose to
respond.

■ 15 percent from

communities up to 25K.
■ 48 percent from

communities between
25 and 150K.
■ 37 percent from

communities over 150K.
SELECTION METHODS
IN GENERAL

■ RFP and sole source

■ Price-inclusive

methods most often
used.

methods used about 60
percent of the time.

■ Portion of weighted

■ Qualifications-based

evaluation criteria
assigned to price =
22%.

methods used about
40 percent of the time.
■ Qualifications-based

■ Personal preference of

engineers indicates
that 41% favour
qualification-based
selection and 54%
favour price-based
selection

■ 26 of 27 appear happy

with RFP and sole
source and 15 of 27
with QBS.
■ 100% of those surveyed

were happy with price
being included in the
evaluation process,
one via a two-envelope
method.

selection (sole and
QBS) seen as 2 to 3
times more likely to add
value to client as price- ■ Municipal reps and
inclusive processes.
consultants “ranked”
evaluation criteria
■ 73% of respondents did
similarly.
not feel municipal
processes were fair
■ Familiarity with QBSand objective.
type methods varies
significantly between
■ 6 of 15 respondents
consultants and
said that price results
municipalities.
in the wrong focus.
Consultants reported
■ Portion of weighted
80% “very familiar”
evaluation criteria
compared to 38% for
assigned to price:
municipal. Could point
20 to 25%
.
to a need for education.
■ Lowest engineering

fees come from priceinclusive methods
which are used 60%
of the time.
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Issue

Municipal

Consultant

Comments

QBS SELECTION
METHODS

■ 40% of municipalities are

■ 80% of consultants are

■ Need for education?

familiar with qualificationbased selection.
■ Drawbacks quoted as: lack

familiar with qualification-based selection.
■ Barriers to broader use

of familiarity; lack of political
support; lack of control over
fees; seeing no benefits.

STRENGTHS AND
WEAKNESSES OF
SELECTION
METHODS

■ Fear of being taken

of QBS: lack of control
over fees, lack of
political support,
benefits not seen, lack of
process understanding.
■ Price weighting results

advantage of.

in minimized effort
instead of maximum
value.

■ QBS method can be onerous

for smaller jobs.
■ QBS-type method enables

■ “Weights” can be

skewed to favour
lowest price.

selection based on the best
team and methodology.
■ Evaluators have to be more

knowledgeable to evaluate
qualifications.

■ Need to focus on best

“value”.
■ Price removes

incentive for innovation.

■ Sole sourcing small projects

is cost-effective.

■ Difficult to put a price

on something that is not
well defined.

■ Sole sourcing provides

incentive to maintain longterm relationships.

■ Two-envelope intent

defeated by “tie” and
opening two envelopes
or by asking for
estimated levels of
effort in envelope one.

■ Standing offer system up to a

fee value of $X using a roster
of pre-qualified firms.
■ Need a way to ensure

fairness in awarding work to
equally qualified consultants

■ Concern about

“shopping” design
concepts that are
innovative.

■ Politicians do not always

understand why we do not
just accept the lowest price.
■ Appeal process for

consultants that have issue
with the process (not the
evaluation).

■ Sole-source best for

small projects.
■ Want to promote

■ Price becomes the main

differentiator when
evaluators lack the
experience or the courage to
differentiate on subjective
criteria.
■ Price-based selection results

when inadequate spread in
technical evaluation.

36

Benefits and value of
QBS not well
understood.
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client/consultant as a
“team”.

■ Sole-source is the

best method of all.
Consultant wants to
do an outstanding job,
and doesn’t gouge the
client because he
wants to maintain the
privileged relationship.
■ Qualifications-based

yields a “trusted
advisor” relationship.
■ System may not be

seen as broken, hence
resistance to “fix it”.
Issue is should we not
always be seeking
better ways to do
business?
■ Quote “the bitterness

of a poorly designed
project remains long
after the sweetness of
obtaining a low bid”.
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Issue

Municipal

Consultant

Comments

PROCESS
IMPROVEMENTS

■ 54% of municipalities

■ 53% of consultants

■ About 50% of municipalities

report that requests
for qualifications are
used to short-list
professional
consultants as part
of the selection
process.

report that requests for
qualifications are
commonly used to
short-list professional
consultants as part of
the selection process.
■ 79% of consultants

respond to RFPs where
three or more firms are
“invited”.
LIFECYCLE
COSTING

■ 61% of municipalities

■ 93% report that they

A. Summary of Survey
Outcomes

use the RFQ process as part
of their selection method.
Higher use of RFQ process
may be a process
improvement to consider.
■ Process is failing… money is

being used on responding to
RFPs that could be used on
doing the work.
■ Responses conflict. Municipal

report that they
“Often” consider
lifecycle costs when
defining the scope
of work for a project.

are “Seldom or Never”
response does not jibe with
called upon to consider
experience of authors.
lifecycle costs when
■ Everyone agrees that,
defining the scope of
generally, project costs can
work for a project.
be minimized by the
application of an objective
■ 92% of municipalities
■ 53% report they are
analysis of engineering
expect consultants
expected to provide
design alternatives. While
to provide for the
for the investigation
municipalities appear
investigation of
of innovative and
to expect reviews, there is a
innovative and
alternative solutions.
large gap in understanding
alternative solutions.
■ 80% report that terms
this expectation being
of reference do not
■ 73% of municipalities
reported.
support this
say their terms of
expectation by
reference support
■ Consultants report that half
specifically requiring
this expectation by
of clients expect an objective
consultants to provide
specifically requiring
analysis of alternatives but
for the investigation
consultants to provide
only 20% of terms of reference
of innovative and
for the investigation
“require” consultants to
alternative solutions.
of innovative and
undertake an objective
alternative solutions.
analysis.
Life-cycle cost allocation:
Munic. Cons.
O&M
50
58
Construction 41
30
Engineering 9
10
The question may have been
inappropriately worded, leading
to these percentages, which
deviate from the general wisdom.

LOBBYING

■ 60% of respondents
find lobbying a
necessary part of the
selection process.
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Appendix B:
Summary of Interview Key Points
B.1 Process Issues
■ Want faster process with less paperwork

than experiencing with RFP processes.
■ With the budget method, establishing the

budget amount can be a challenge.
■ The larger the municipality, the more

B. Summary of
Interview Key Points

■ Best way to get ‘value’ is to have process

include qualifications and joint development
of scope of work.
■ Poorly defined scope is impossible to cost

and creates wide variation in fees.
Consultants cannot provide a valid fee
without clearly defining the project.

commodity-based they become.
■ Cost of consulting is higher for government

than for private sector because of the
processes used; proposals, negotiations,
etc. all increase cost of service.
■ Qualifications-based methodologies not

understood. Need to talk to ten clients to get
one that understands the QB methodology.
■ Qualifications-based methodology is fully

endorsed and promoted by the consulting
fraternity.
■ Selection processes can be manipulated to

favour fees or price.

B.2 Negotiation of Fees
■ Use Engineering Association fee guidelines

as a basis for negotiations and evaluating
proposals. If cannot reach agreement, move
to next ranked consultant.

B.4 Relationship Issues
■ A lack of trust between municipalities and

consultants makes it difficult to get
acceptance for a qualifications-based
methodology.
■ Challenge to keep people on-board with

process and keep politicians out of process.

B.5 Political Issues
■ Consultants often lobby city to take lowest-

cost proposal because it is often in their
self-interest—e.g. keep the out-of-towners
out of town!
■ Engineers and politicians have to stop using

“tendering” language for consultant
selection. It is very misleading.
■ Smaller communities should consider long-

term relationship with consultants.

■ In a qualifications-based methodology, fees

■ Problem with opening one envelope, as part

are the result of a bilateral negotiation prior
to any selection commitment being made.
A second proponent is always in the wings
should negotiations fail.

of a two-envelope method is that
unsuccessful consultants can lobby
politicians and claim they would have had a
lower price. This can be countered by using
a ‘team’ to evaluate.

■ Need to educate consultants and

municipalities that QBS includes price.

■ Difficult to maintain a trust with the

politicians. Price is easy to justify politically.

B.3 Scope of Work
■ A too-well-defined scope of work can limit

innovation and creativity. Municipalities
may have become too prescriptive.
■ Jointly developing scope and fees is a good

way to ensure both parties are on the same
wavelength. Systems work best when
consultant works with city staff to develop
scope. This is common practice in
architecture.

B.6 Price Issues
■ Local consultants prefer RFP with prices.

They are local, their expenses are lower
and including price favours them.
■ Price should NOT play ANY part in design

process.
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■ Consultant fees are last thing you should be

worrying about; they are a small part of the
total costs. Focus on major costs. Must sell
idea of “getting what you pay for.”
■ Price-based competition can lead to

problems. Low fees get you in the door.
Often result in animosity and conflict. Can
lead to court.
■ It is sometimes easier to justify contract

awards based on “lowest price.”
■ Clients want to use price to cover the

variation of a poorly defined scope of work.
■ There are some areas that are not strictly

a “professional” service. Might be
appropriate to include price in the initial
proposal for them. For example: materials
testing, traffic counting.
■ Federal government uses RFP/price

process; eliminating price will meet with a
lot of resistance.
■ Price is creeping up as a percentage of the

evaluation criteria across the board.
■ No legislation requires price.

B.7 Lifecycle Issues
■ Now moving beyond lifecycle and

considering “whole-life” costing approach
that includes the broader societal and
environmental costs.
■ Lifecycle costing of design alternatives is

seldom or never asked for. Standard
municipal specifications imply that lifecycle
costing considerations have been
addressed. This is a fallacy.
■ Federal government does not use lifecycle

costing.
■ RAIC has a one-day training program on

lifecycle costing.

B.8 Best Practice Issues
■ Would like best practice to present

choices…e.g. methods a, b, c, all meet best
practice. Present testimonials of successful
projects using qualifications-based
methodologies and how price is included.
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■ If risk transferred with signing of a

commission, then little reason not to
support a QBS-type of process. Risk
transfer proposal has appeal to many.
Risk transfer concept must be a part of
the contract negotiation process.
■ BP should include a “Facts and Fallacies

of QBS” section.
■ Have RFPs provide for three firms doing

technical proposal. Then select the highest
ranked firm to complete the selection
process.

B.9 Implementation Issues
■ BP should stress need for education and

networking with peers and participating in
engineering functions. The proposed BP
will be very helpful in education efforts.

B.10 Staff Issues and Training
■ Need to have purchasing department on

side for any changes to the system.
■ Municipal generally need more training in

the area of defining scope.
■ Municipal staff noted they do not like

“negotiating” as part of the qualificationsbased methodology. The quality of staff and
their job maturity is not high, resulting in
staff feeling uncomfortable with negotiating
fees. Not equipped to handle positions and
related responsibilities such as
negotiations. Could explain municipal
reluctance to support qualifications-based
methodologies.
■ Need to educate all related staff groups in

the various selection methodologies:
engineering, finance, purchasing,
administration and politicians.
■ Process-oriented staff may drive a more

price-based selection policy in future,
because they generally lack capacity
necessary to make complex technical
judgments.
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Appendix C: Table of Selection Methods

Practice:

RFP with Prices

Description:

This method requires proponents to respond to a request for proposals with their firm’s
experience, key personnel and their specific experience and qualifications, proposed
methodology, references, any other relative information and their proposed fee for undertaking the
work. The owner evaluates the proposals based on a pre-determined set of weighted evaluation
criteria. The evaluation process addresses the submitted fee as one of the weighted evaluation
criteria.

Pros:

The evaluation process affords the client the opportunity to rank the firms based on the quality of
their submission and the qualifications and expertise they will bring to the project.

Cons:

The scope of work for engineering projects is often not well known at the outset and precludes
the joint development of a more rigorous scope, utilizing the experience of the consultant. The
consultant is expected to provide a firm price for undertaking the work. In addition, including price
will change the mindset from “what should be included in the proposal response to ensure
maximum value for the client” to “what is the cheapest proposal I can submit to ensure I win the
assignment?”

Practice:

Two Envelope System

Description:

Consultants are requested to submit a priced proposal in two sealed envelopes. The first envelope
contains the technical proposal including corporate and key personnel qualifications,
methodology, schedule and any other technical requirements of the proposal call, exclusive of
price. The second contains the proposed fee.

C. Table of Selection
Methods

All proponents’ envelope ones are opened and evaluated against the evaluation criteria and a
rank order established. The highest ranked firm’s envelope two is then opened. Negotiations can
be conducted at this stage with the first ranked firm, leading to a binding contract. If agreement
cannot be reached, negotiations are concluded with the first ranked proponent and the owner
proceeds to open envelope two of the second ranked firm. This process continues until agreement
is reached. The fee proposal envelopes of the unsuccessful proponents are returned unopened as
soon as an agreement has been reached.
Compromises to the two envelope method include:
■ Opening fee envelopes of all firms where the technical ranking of two or more firms is within

5%. The fee envelopes for all such firms are opened and the assignment awarded to the lowest
priced proposal.
■ Awarding the assignment to the firm with the lowest fee of the two highest ranked firms.
■ Establishing a “pass/fail” point based on the evaluation criteria. The fees of all firms achieving

the pass mark are scored using a formula that awards points to all the firms. The sum of the fee
score and the technical evaluation score is used to determine the final ranking of the firms.
■ Conducting a technical evaluation based on weighted criteria; then opening all of the price

envelopes and adding the price component to determine the final ranking.
Pros:

Qualifications are evaluated on technical and other relevant criteria. Excluding price removes any
bias that price might impart.

Cons:

As in the RFP method, the scope of services is often not well known at the outset and precludes
the joint development of a more rigorous scope, utilizing the experience of the consultant. Yet the
professional consultant is expected to provide a firm price for undertaking the work.
Opening more than one price envelope is an abuse of the two-envelope method, and changes
the method to a price-based one. Methods that bring more than one price envelope into play
open the method to compromise. For example: rating of the evaluation criteria to ensure minimal
differences in the technical evaluation results in price becoming the determining factor.
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Practice:

Budget Method

Description:

The client requests proposals from short-listed firms and provides a budgeted figure for
consultant fees to within the terms of reference for the project. Consultants are expected to
respond in a manner that takes the budgeted fee amount into consideration. Consultant selection
is based on the best quality proposal.

Pros:

Knowing the budget allows a consultant to tailor the proposal accordingly. The client can choose
the proposal it feels will provide best value for the given amount of money.

Cons:

If the funds are “limited” the client may not be achieving maximum value and may miss out on
investigations that could provide long-term benefits.

Practice:

Qualifications-Based Selection (QBS)

Description:

QBS is a competitive process for the procurement of professional consulting services that is
based on professional qualifications. Qualifications are submitted to an owner, who evaluates and
ranks the firm or individual(s) for the proposed project, based on their technical qualifications.
The highest-ranked firm and the owner then jointly develop the final scope of work for the
project. Following agreement on the scope of work, the consultant is requested to submit a fee
for the work as jointly established. “Negotiations” are undertaken if necessary to reach an
acceptable fee. If agreement cannot be reached with the number one ranked firm, negotiations
are concluded with that firm and commenced with the second ranked firm.

Pros:

Jointly developing the scope of work with the consultant affords the client the opportunity to
make use of the consultant’s expertise. It permits client and consultant to develop an intimate
understanding of one another’s goals, objectives, needs, preferences, risk tolerance and similar
concerns before the proposal is priced. The selection process is not concluded until an
agreement on price is achieved.

Cons:

None

Practice:

Sole-Source

Description:

An owner selects a professional consultant based on its knowledge of the consultant’s abilities,
usually through previous working relationships. The scope of work is jointly established and the
consultant is either requested to submit a fee proposal based on the agreed scope or to submit
charge-out rates to be applied to hours charged.

Pros:

Usually based on past performance, develops client/consultant trust, provides the opportunity to
discuss and develop scope of work to achieve optimum benefits for the client

Cons:

Most often is used for relatively small assignments, phased projects or for highly specialized
services. Can lead to perception of bias in other circumstances.
Commonly used by private industry clients for design services.

Practice:
Description:
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Design Competition
A small group of pre-qualified consultants are invited to participate in a design competition. The
consultants are requested to submit a “concept design”, estimates of construction cost and their
fee proposal to complete the overall project. The design fees of all competing consultants for
their concept designs may be paid for at cost, or the design fee for concept designs may be
specified by the owner as part of the competition terms of reference. The owner is expected to
award the project to one of the consultants based on their submission.

Pros:

The client has the advantage of having a clear idea of the consultant’s proposed solution and its
expected cost.

Cons:

An expensive option only appropriate for large projects, often in combination with other
considerations such as design-build or design-build-operate scenarios.

Practice:

Price Negotiation

Description:

A small group of pre-qualified consultants are invited to participate in a project as defined by the
owner. Design fees for the completion of a project are negotiated with each consultant
independently. The successful consultant is determined on the basis of lowest negotiated price.

Pros:

Low price

Cons:

Quality of product usually suffers as consultant has been forced to reduce its work to the
cheapest level possible. Most reputable firms will not take part in a process that forces them to
reduce their standards to absolute minimum.
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In Brief
Public agencies that use
Qualifications-Based Selection
(QBS) to procure architectural
and engineering (A/E) services
are better able to control construction costs and achieve a
consistently high degree of
project satisfaction than those
using other procurement methods, according to a two-year
study led by Paul S. Chinowsky,
PhD of the University of
Colorado and Gordon A.
Kingsley, PhD of Georgia Tech.
The authors, both experts and
noted researchers in the engineering and construction field,
contend that QBS should continue to be the procurement
method of choice for public
contracting officers seeking to
acquire A/E services to meet
increasingly challenging infrastructure needs.

An Analysis of Issues Pertaining to Qualifications-Based Selection

Executive Summary
Background and Summary of Findings
The Brooks Act (Public Law 92-582), which has governed the Federal procurement of design services
since 1972, sets forth a “Qualifications-Based Selection
(QBS)” process requiring architectural and engineering firms to compete for government contracts on the
basis of experience and technical expertise, rather
than simply on cost. After firms are evaluated and
short-listed based on their qualifications, the top
ranked firm is selected for price negotiations, and
a fair and reasonable price is reached based on a
detailed scope of the project. If agreement on price
cannot be reached with the most qualified firm, negotiations commence with the second most qualified
firm. In the vast majority of cases the top ranked firm
is selected at a price that fits the client’s budget.
Most states have followed the federal example and
adopted “mini-Brooks” laws and regulations. Yet,
despite its widespread use, challenges to the process
continue to emerge from advocates of cost-based procurement methodologies who place greater emphasis
on the cost of design services rather than the technical qualifications of the designer.

The study conducted by Drs.
Chinowsky and Kingsley provides a quantitative analysis
of the use of QBS, testing its
impact, relevance and implications in a number of ways.
The researchers conducted an
extensive survey of projects
and analyzed the impact of
QBS on project outcomes.
Project data was gathered
from a stratified sample, randomly drawn from geographically diverse projects. The
study assessed cost, quality
and other measurements.
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Key Findings:

QBS Ensures CostEffectiveness

QBS Lowers Risk for
Complex Projects

Hiring the most qualified professional
design services provider at a reasonable price is the best way of ensuring
that the final constructed project is
completed on time and on budget.
From a quantitative perspective, QBSbased projects exhibit better measures
than the national average in terms
of both lower construction costs and
lower schedule growth, which are key
indicators of design impact on the
constructed facility. While the industry
average on construction cost growth
(defined by the value of the cost of
change orders as a percentage of the
final construction cost) is approximately 10 percent, QBS projects are
3 percent. On construction schedule
growth, the national average of about
10 percent can be compared to QBS
projects which have an average of
8.7 percent, with 60 percent of those
projects experiencing schedule growth
of less than 3 percent.

Owners expressed special interest in using QBS on projects with
higher risk factors and/or higher
design complexity. QBS procurement enabled the owner to work
with the design team to refine
scope and explore alternatives
on projects that have difficult
technical, site location or other
engineering challenges.

QBS Results In Better
Projects and Highly
Satisfied Owners
93 percent of owners surveyed on
QBS projects in the study rated
the success of their final project
as high or very high. There was
also a strong correlation between
the ratings of owners and those of
the design teams. The study found
other similar indicators of satisfaction and quality, including a high
level of trust between owners and
designers on QBS projects.

QBS Takes Account
of Emerging Societal
Issues
The team found that QBS procurements were more likely to address
emerging societal needs such as
sustainability than cost-based procurements. QBS also addressed the
concerns of more stakeholders in
the process than cost-based procurements.

An Analysis of Issues Pertaining to Qualifications-Based Selection

QBS Encourages
Innovation, Protects
Intellectual Property
The study confirms widely-held
views that QBS promotes a higher level of innovation. In addition, there was a high degree of
satisfaction on the part of design
firms that the intellectual property included in the innovations
was properly protected.

QBS Supports Owner
Capacity Building
QBS allowed owner organizations to gain specialized quality
services from design firms as an
extension of staff. Both owner
and engineer-of-record gained
knowledge and insight based
on shared project experience.

The study results support the
conclusion that QBS should
continue to be considered
the procurement method of
choice for contracting entities seeking design professional services to accomplish
public projects. Both the
historical success of QBS
and its continued positive
performance should dissuade
contracting entities from
turning toward favoring costbased procurement methods.
The factors and analyses
that prompted the passage
of the Brooks Act have not
changed. Rather, new challenges that owners must now
address actually reinforce
the need for QBS.
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Consulting Engineers Fee Guideline
This suggested fee guideline was developed to provide a list of standard hourly
rates for engineers and technician/technologists involved in providing
professional services in Alberta. These guidelines should be used in conjunction
with the APEGGA document entitled Development of Consulting Rate Structures
and Contracts: Guideline for Professional Members. These rates are intended as
a guideline for professional services on standard projects.

Disbursements
Specific to the Project
Minor disbursements - recommended to be
charged as a percentage of fees (5-10%)
include:
• Local communication costs (phone, cell
phone, fax, pagers, palm pilots, etc.)
• Long distance phone expenses
• Routine production of drawings and
documents
• Local travel expenses (up to 25 km from
office)
• Courier and messenger services
• Standard software and computer costs.
Examples of other disbursements to be
reimbursed at cost plus an agreed
percentage (10% recommended)
administration fee include:

Salary Multipliers to Determine Fees
The Office of the Information and Privacy Commissioner has advised CEA that
the practice of disclosing salary multipliers to clients is not reasonable if a less
privacy intrusive practice can be used. Hence, CEA recommends that member
firms do not provide project fees based on multipliers of salary. Divulging salary
information of specific staff may contravene the Privacy Act in Alberta and the
security of such information may be at risk.

• Travel from or outside the local area
(suggest current gov’t mileage rate) or
vehicle rental costs
• Living expenses for personnel approved
by the client
• Project related advertising costs
• Specialized, project specific computer
software and/or services
• Use of specialized equipment
• Testing services
• Approvals, permits, licenses, and
specific taxes applied to fees
• Project specific insurance if required by
the client
• Any other third party expenses paid by
the consultant on the clients behalf
• Tender documents and other non-routine
documents.

For the most part, the practice of basing fees on salaries is not common outside
of consulting engineering. For example, the legal and medical professions have
a history of using predetermined rates, resulting in a less intrusive approach.
Where fees need to be based on a per diem basis, CEA recommends that
member firms use the hourly rates shown in the this fee guideline.

The Client and the Consultant should
review the applicable expenses prior to the
start of the project and agree on the
category disbursements apply to, and the
fees to be charged.

Many clients develop long-term relationships with a consulting engineering firm.
Consulting Engineers of Alberta (CEA) fully supports this “sole-source” selection
process as the preferred method of consultant selection. CEA recommends
using a Qualifications Based Selection system for choosing consultants on a
project when sole sourcing is not appropriate. For more information on QBS
please refer to the CEA QBS information booklet available from www.cea.ca.

Fees on an Hourly Basis
Staff
Classification

Standard
Hourly Rates

PROFESSIONAL SERVICES
E1

A

$115

E2

B

$130

E3

C

$150

E4

D

$185

E5

E

$215

E6

F

$260

F+

$290

TECHNICAL SERVICES
T1

$95

T2

$105

T3

$125

T4

$140

T5

$160

T6

$175

T7

$190

Average Distribution of Fees
based on CEA member survey
Net Profit: 9%
for reinvestment,
retained earnings,
shareholder equity

Overhead: 37%

computers, rent, utilities,
communication, maintenance,
property & business taxes,
depreciation, insurance,
interest, training, legal &
acc’ting services, supplies,
dues & registrations

Salaries, Wages:
35%

Staff Benefits: 19%

retirement & pension plans,
CPP, EI, WCB, employer health
tax, pay for time not at work
including vacation, sick leave,
stat holidays, insurance plans
(life and health)

CLASSIFICATION GUIDE
Professional Services

Ideally, this Classification applied to large and
medium sized corporations or government
agencies. However, with some extrapolation,
most Engineering jobs can be classified as
shown. * Engineer Classification Guide from the
APEGGA published Salary Survey
A Member-in-Training
On-the-job training
University Co-Op Student
Co-op student on-the-job training assignments
B Assistant Project Engineer
E.G.G. assignments of limited scope and
complexity. Work supervised in detail. May
give guidance to members-in-training,
technicians, technologists, contractor
employees, etc.
C Project Engineer
Independently puts out responsible and varied
E.G.G. assignments. Work not generally
supervised in detail, May give guidance to 1
or 2 other E.G.G.’s but supervision of other
E.G.G.’s is not usually a continuing
responsibility.
D Supervisory Engineer
First level of direct and sustained supervision
over E.G.G.’s.
Specialist Engineer
First level of full specialization in complex
engineering applications (research, design,
product application, sales, etc).
E Management Engineer
Has authority over supervisory E.G.G.’s or a
large group containing both processionals and
non-professionals.
Advanced Specialist Engineer
In addition to specialization, generally
exercise authority over a group of highly
qualified professionals engaged in complex
engineering applications.

F Senior Management Engineer
Has authority over several related professional
groups in different fields, each under a
management E.G.G.
Senior Specialist Engineer
Recognized authority in a field of major
importance and generally exercises authority
over a group of highly qualified professionals
engaged in complex engineering applications.

Technical Services
T1 Technician
Under close supervision carried out straightforward duties such as preparing uncompleted or
repetitive drawing, maintaining drawing files and
assisting with field survey. Little independent
judgment required. Acts according to standardized procedures. No previous experience
required.
T2 Technician/Technologist
Under close supervision supports engineering
personnel in field, design and/or ACAD drafting.
Performs clearly defined, straightforward tasks.
Acts according to standardized procedures.
Carries out straightforward computational work
using standard accept formulae and manuals.
T3 Technician/Technologist
Under direct supervision supports engineering
personnel in field, design, drawing production
and/or construction specifications and quality
control. Performs variety of defined assignments
with some independent judgment required. May
provide technical advice to less experienced
technicians/technologist in same area of
specialty.
T4 Technician/Technologist
Under minimal supervision carries out design
tasks and/or complex ACAD assignments and/
or performs field quality control functions.
Analyzes, provides recommendations and
makes decisions with regard to technical
problems encountered. May provide technical
advice or supervise the daily activity of all
lower level technical staff with regard to
processes and procedures. Verifies accuracy
and adequacy of their work.

T5 Technician/Technologist
Supervises directly or indirectly the work
of junior personnel while at the same time
undertaking project related functions on a
continual basis. May function as “Lead
CAD” on projects in support of the
Project Manager. Prepares production
and progress reports as required. Assists
the Project Manager in determining
personnel and man-hour requirements.
Reviews and verifies accuracy of work
carried out by others.
T6 Technician/Technologist
Independently manages design functions
on projects. Supervises the activities of
other staff in execution of projects.
Assists in recruitment and management
of personnel as required. May assume
role of Project Manager on projects.
Registered Professional Technologists
(R.P.T.) may take technical responsibility for projects within the limits of the
approved scope of practice. Assists with
marketing and client services on a
regular basis.

T7 Technician/Technologist
Independently represents the company with
clients on an ongoing basis. Manages and
supervises staff on a continual basis. Manages
major projects. Responsible for identifying and
pursuing market opportunities in area of
specialization. Registered Professional Technologists (R.P.T.) may take technical responsibility
for projects within the limits of the approved scope
of practice. Responsible for assisting in recruitment, career reviews and salary reviews for staff
under their direction supervision. Typical role is
that of Group Manager or Discipline Lead.

Consulting Engineers of Alberta (CEA) is a notfor-profit professional association dedicated to
providing society with the highest standards of
engineering design and safety and to improving
the business environment for consulting
engineering firms in Alberta.
CONSULTING ENGINEERS OF ALBERTA
Suite 870, Phipps-McKinnon Building
10020 - 101A Ave
Edmonton Alberta T5J 3G2
Tel: 780 • 421 • 1852
Fax: 780 • 424 • 5225
Email: info@cea.ca

www.cea.ca

