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Welcome New DBE’s!
Newly Certified Firms:
Bel Technology Solutions, LLC dba Good Life Media Productions | Chicago, IL
www.goodlifemediaproductions.com
Decertified:
Lakota Source L.L.C., RHS, Inc., Innovative Trenchless Solutions, Inc.

Trainings Available
Check out some training videos here on everything from Construction Safety to Recruitment and
Retention to Free Online Marketing Tools!
SD DBE trainings are presented by Project Solutions Inc.
If you are looking for specific training please contact us at dbe@projectsolutionsinc.com
Click here to access the video library.

Upcoming Training & Events
May 25

Culture Cohort Panel
Wed, May 25, 2022 (Sioux Falls, SD)
8:00 AM – 10:00 AM CT

June 01

Register Here >

May 26

The “I” in “team”:
Inspections as a team sport
Thursday, May 26, 2022 (Online)
12pm-1pm MT
Register Here >
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Protect Profit Margins and Reduce
Risk With Contracting Partners
Wednesday, June 1, 2022 (Online)
12pm-1pm MT
Register Here >

June 02

AGC of SD Safety & HR Summit
June 2, 2022 - June 3, 2022 (Ft.
Pierre, SD)
Cost: $300
Register Here >

Disadvantaged Business Enterprise
(DBE) Supportive Services Benefits
Why should I participate in DBE Business Development
Programs?

Participation in the DBE Business Development Programs allow qualifying
firms to have financial and business management training and one-on-one consulting - at zero cost. The program
also allows for networking opportunities, increased revenue, better bidding abilities, and more bonding and
loan opportunities. As part of the support services benefits, PSI can also assist firms with the development of a
capability statement (see further sections for details about capability statements).
One of the priorities of the DBE program is to help firms grow and build their business management potential. To
accomplish this task, DBE-certified firms can receive custom training sessions tailored to firm’s needs.

What business development training opportunities are available through DBE?

PSI has developed program trainings that are customizable to firm’s needs. Again, services are provided free of
charge to certified firms. Services that can be requested include:
•
•
•
•

Private and confidential business review to formulate a plan that fits firm’s needs and goals.
Business management consulting with follow-up sessions as needed.
Recordings of virtual training sessions are available in the library of recorded trainings.
• Click here for more information pertaining to virtual trainings
A complete business development training program is available free of charge. Our training program assists
with the creation of a viable business plan and annual reviews to help firms measure their progress and
adjust their goals
• Click here for FAQs regarding the DBE program

What is a capability statement and how can PSI assist in
developing a capability statement?

Capability statements are one-page marketing statements that discuss a
business’ capabilities. Essentially, capability statements allow businesses to
be set apart from competition. It allows others to see why they would want
to do business with you and how your firm is set apart from the competition.
Capability statements are also displayed in the DBE Directory that is shared
on the www.sddbe.com website.
DBE supportive services benefits include assisting firms in the development of a capability statement. PSI can
assist in any stage of writing a capability statement.

What other supportive services does PSI provide?

Project Solutions Inc., a DBE Support Services Consultant, is dedicated to assisting firms with application and
program assistance. The DBE Business Development Program is committed to the growth and development of
small business firms in all capacities. Technical assistance is available in many forms including:
•

DBE’s application process
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•
•
•
•
•
•

New DBE orientation
Bidding and estimating assistance
Reading project plans
Building bonding capacity
Understanding DBE program guidelines
Matchmaking with other business development organizations

To view a customer testimonial attesting to DBE services, visit the
following link: DBE Support Services - South Dakota DBE Program
(sddbe.com). The DBE Program is committed to the success and growth of DBE qualified firms. Contact us today;
Hope to hear from you soon!

Encouraging Diversity in Construction
by Dorothy Stephenson | constructionbusinessowner.com
Molly McShane never envisioned herself as head of a commercial building company. Like her father before her,
she entered the field as the result of a parental push.
When McShane’s dad, founder of The McShane Companies, graduated from high school, his mother told him to
study engineering. Jim McShane wasn’t terribly interested in the idea, but he heeded his mother’s advice and
eventually ended up founding the nationwide construction and real estate development company now led by
his daughter.
Similarly, Molly McShane, now CEO of the firm her dad started 38 years ago, had no interest in construction or
real estate development growing up. McShane initially pursued a degree in marketing from Boston College. “I
never wanted to be a part of it,” she said. “But in my early 20s, Dad encouraged me to give [the construction
industry] a try.”
McShane started at The McShane Companies in 2002 and worked on-site as a project engineer for her first
four or five years. Her initial projects included structures like senior living and manufacturing facilities. While
working, McShane also went back to school to secure a Master of Business Administration from Northwestern
University’s Kellogg School of Management in Evanston, Illinois.
Today, McShane oversees the entirety of her family company’s operations from her office in Rosemont, Illinois.
The McShane Companies have three distinct divisions — McShane Construction Company, Cadence McShane
Construction and Conor Commercial Real Estate — with locations in Alabama, Arizona, California, Tennessee,
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Texas and Wisconsin. McShane has her hands in every single division, whether she’s planning strategic growth
initiatives, meeting with staff, handling construction issues or touring jobsites.
McShane’s most memorable project was a challenging 2.2-million-square-foot distribution facility for Digi-Key
Electronics, headquartered in Thief River Falls, Minnesota. The McShane Companies started the project in
February 2018 and finished in September 2020. During that time, McShane and her team had to periodically
brave the frigid temperatures of northern Minnesota. “One day, it got down to minus 77 degrees,” McShane
said.
Lack of housing in the small Minnesota community was also a challenge for the McShane workers. But that
didn’t stop them. As CEO, McShane watched her workers not only step up to the challenge and work together
but connect with the clients and the surrounding community.
“We met with a lot of the members of the community to discuss their desires or concerns with the project,”
McShane said. In the end, they all shared a vision of what they wanted to create. “It was an absolute model of
how teams should work together,” she said.
“What I’ve really learned from [my dad and the superintendents I’ve worked with] is how to care about people
and communicate that [care] to them,” said McShane. She credits her mentors with having more confidence in
her than she had in herself. “I was so lucky to be surrounded by people who were passionate about bringing up
the next generation in this industry.”
Because of her mentors’ attentiveness, McShane not only wants to encourage young people to consider a career
in the industry, but she wants to encourage it for all people.
“[We have] to diversify this industry,” said McShane, who believes increased diversity will help the construction
field grow. “Women, LGBTQ+, veterans, disabled individuals … there are so many groups underrepresented in
this industry.”
Of course, McShane holds women in construction close to her heart and says it’s vital to find the right company
with the right people to support you. “You can’t work for someone who doesn’t support gender equality,” she
said. “Be picky [about who you] work for. You have to — for you, for your family, for your future.”
While McShane expects the current construction boom will continue, she also expects it will shift, so companies
need to prepare. “[That’s why] it’s important to get different perspectives in the room,” McShane said. “Different
ideas. Different backgrounds.” She insists companies can glean valuable insight from internal diverse views to
support the needs of society, especially with the unpredictable economic environment created by inflation and
labor shortages.
Despite the challenges, McShane believes there is a lot of room for young people to grow professionally in the
construction industry. She points to the rising average age of today’s skilled trade workers. According to the U.S.
Bureau of Labor Statistics, the median age of construction workers is 42.
“The construction industry has so many roles within it, [so it] can accommodate so many skills, personalities
and education levels,” said McShane. “Not everyone needs a four-year degree to make an excellent living and
support a family.”
McShane also adds trade skills are always in demand. “Construction takes place all over the nation, all over the
world,” she said. “And it’s a great career.”
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Regional Lettings

Invitation to Bid
Invitation to Bid #1: Valley Springs, SD

Aberdeen Region
06/2/2022: 000i-171; i6TL; Aberdeen Region; FY2023 Annual
Guardrail Repair Contract.
6/1/2022: 000P-151, 000N-151,
000P-152, 000N-152, 0009-151;
i63u, i6u4, i6u5, i6u6, i6u7; Aberdeen Area; Pickup of Road Kill
Deer.
5/26/2022: 0009-151; i5EY;
Brown County; Resurface Maintenance Yard and Install Fence.
5/25/2022: 012 E-151; i5um;
Brown County; Cold Milling, Asphalt Concrete Resurfacing, and
Guardrail on US 12 east of Bath.

Mitchell Region
5/26/2022: 034-253, 281-253,
050-253, 258-253, 090E-252 &
042-252; I6TQ, I6TR, I6TT, I6TU,
I6TV, I6TW, I6TX & I6TY; Aurora,
Brule, Buffalo, Davison, Jerauld,
McCook & Miner Counties; Spot
Asphalt Concrete Resurfacing
(Mit Area)

Pierre Region
5/25/2022: 000N-391; i66a;
Jackson & Pennington Counties;
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Sealed combined bids will be received by the State Engineer on behalf of the
South Dakota Department of Transportation at the Office of the State Engineer,
Joe Foss Building, 523 East Capitol Ave, Pierre, South Dakota 57501-3182 until
May 26, 2022 at 3:30 PM CT for the Valley Springs/Homestead, Picnic Shelters,
Department of Transportation, Valley Springs, South Dakota, OSE# T2222--06X.
There will NOT be a pre-bid meeting. Campus contact is Chris Ott, 605.773.4114,
Chris.Ott@state.sd.us. OSE contact is Steven Palmer, steven.palmer@state.
sd.us.
Copies of the Plans and Specifications may be obtained by bidders at the Office
of the State Engineer, 523 East Capitol Avenue, Pierre, SD 57501.
Anyone requesting, reviewing, or copying Plans and Specifications for this
project agrees that they are doing so for the sole purpose of submitting a bid
on the project. Bidder further agrees the Plans and Specifications are the sole
property of the State.
Invitation to Bid #2: Brookings, SD
Sealed bids will be received by the State Engineer on behalf of Henry Carlson
Construction, LLC. at the Office of the State Engineer, Joe Foss Building, 523 East
Capitol Ave, Pierre, South Dakota 57501-3182 until June 7, 2022, for the FB& T
Arena and SJM Additions and Renovations- Bid Package 02, South Dakota State
University, Brookings, South Dakota, OSE# R0319--23X/FBT. Please see project
manual for specific bid items and bid times.
There will be an on-site pre-bid meeting on May 24, 2022, at 1:00 PM CT.
All bidders can meet in the Frost Arena Room 104 on the campus of South
Dakota State University. This pre-bid meeting is optional but is the bidders only
opportunity to review the site. Campus contact is Reed Leibel, 605-688-4136,
Reed.Leibel@sdstate.edu. OSE contact is Todd Baack, Todd.Baack@state.sd.us.
Copies of the Plans and Specifications, as well as general project information
may be obtained through the Henry Carlson Construction Plan-room at
https:ljhenrycarlson.com/plan-room/public-jobs-bid/. Hard copies of bid
documents can be checked out from the office of EAPC Architects Engineers,
101 N Phillips Avenue, Suite 300, Sioux Falls, SD 57104. Contact: Shawn Crowley,
605-444-1612, Shawn.Crowley@eapc.net, or Henry Carlson Construction, LLC,
1205 West Russel St., Sioux Falls, SD 57104. Contact: Chad Nelson, 605-3362410, CNelson@henrycarlson.com. Anyone requesting, reviewing, or copying
Plans and Specifications for this project agrees that they are doing so for the
sole purpose of submitting a bid on the project. Bidder further agrees the Plans
and Specifications are the sole property of the State.
Invitation to Bid #3: Brookings, SD
Sealed bids will be received by the State Engineer on behalf of Henry Carlson
Construction, LLC. at the Office of the State Engineer, Joe Foss Building, 523 East
Capitol Ave, Pierre, South Dakota 57501-3182 until May 26, 2022 at 2:30 PM

CT, for the FB& T Arena and SJM Additions and Renovations - Bid Package 0lR,
South Dakota State University, Brookings, South Dakota, OSE# R0319--23X/
FBT. This invitation is for the earth work and site utility portions of the project.
Please see project manual for specific bid items.
There will NOT be a pre-bid meeting. Campus contact is Reed Leibel, 605-6884136, Reed.Leibel@sdstate.edu. OSE contact is Todd Baack, Todd.Baack@state.
sd.us.
Copies of the Plans and Specifications, as well as general project information
may be obtained through the Henry Carlson Construction Plan-room at https://
henrycarlson.com/plan-room/public-jobs-bid/. Hard copies of bid documents
can be checked out from the office of EAPC Architects Engineers, 101 N Phillips
Avenue, Suite 300, Sioux Falls, SD 57104. Contact: Shawn Crowley, 605-4441612, Shawn.Crowley@eapc.net, or Henry Carlson Construction, LLC, 1205
West Russel St., Sioux Falls, SD 57104. Contact: Chad Nelson, 605-336-2410,
CNelson@henrycarlson.com. Anyone requesting, reviewing, or copying Plans
and Specifications for this project agrees that they are doing so for the sole
purpose of submitting a bid on the project. Bidder further agrees the Plans and
Specifications are the sole property of the State.

Bid Lettings
Bid Lettings Open June 01, 2022
1. P 0033(16) (PCN 042A): Lyman, Tripp, SWPPP = 3.50 AC, Culvert
Replacement & Repair, Various Locations in the Winner Area
2. NH-P 0033(15) (PCN 041V): Lyman, Mellette, Todd, Tripp; SWPPP =
33.14 AC; Culvert Repair; Various Locations in the Winner Area
3. NH-P 0031(53) (PCN 088C): Potter, Stanley, Sully, Walworth; Rout &
Seal; Various Locations in the Pierre Area
4. NH 0033(35) (PCN 07KH): Jackson, Mellette, Todd; Rout & Seal;
Various Routes in the Winner Area

Fence Replacement along SD44/
USFS Property
5/24/2022: 0009-351; i6U2; Lyman, Stanley, Hughes, Hyde, Sully
& Potter; Contractor to pick up
road killed deer on various routes
in Pierre Area
5/24/2022: 0009-371; i6UA;
Campbell, Edmunds, McPherson,
& Walworth Counties; Contractor
Removal of Road Kill Deer on Various Routes within the Mobridge
Area (East River)
5/24/2022: 0009-371 & 0009372; i6UC & i6UD; Corson, Dewey,
& Ziebach Counties; Contractor
Removal of Road Kill Deer on Various Routes within the Mobridge
Area (West River)
5/24/2022: 090E-391 & 090W391; i6L3; Jackson, Jones, &
Lyman Counties; Contractor pick
up of Roadkill Animals & Misc.
Debris on Interstate 90 from
MRM 130.3 to MRM 251.6
5/24/2022: 083-391; i6L6; Todd,
Mellette, & Jones Counties; Contractor pick up of Roadkill Animals & Misc. Debris on US Highway 83 from MRM 0.00 to MRM
67.8
5/24/2022: 018-392; i6L4; Bennett, Todd & Tripp Counties;
Contractor pick up of Roadkill
Animals & Misc. Debris on US
Highway 18 from MRM 129.2
(Batesland) to MRM 272.9 (Dallas)
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Rapid City Region
5/24/2022: 090E-451; i6tg; I-90
near Spearfish Snow Fence along
I-90 near Spearfish
For listings please visit the
SDDOT website’s Regional
Lettings here.

Earn More Repeat Clients With These
Three Contractor Traits
by Zulqernain “Zulq” Malik | constructionexec.com
It’s cheaper and easier to keep your clients than to earn new ones. However,
it’s not always easy to earn repeat clients in the competitive construction
industry.
If the procurement decision comes down to dollars and cents alone, you’ve
got a problem. In race-to-the-bottom bidding procedures, nobody really wins.
Bidders who bid too high may lose the work, while those who bid too low just
to win the project may find it challenging to pull the project off successfully.
Luckily, there are other elements involved in winning a project. The experience
you provide to your clients could go a long way to winning your work.
So what do owners want?
•
•
•

Of course, they want a quality project—that’s a given.
They also want the project done one time and on budget.
Owners will remember contractors by how the project process made them
feel.

Good Work

When bids come in, owners look at past performance and price points.
Demonstrated ability to get a project done well will make your company a
strong candidate for future work.
Project performance includes the quality of the finished product, which
includes your compliance record, site tidiness and flexibility through project
changes.
When it comes to excelling on these metrics, you can’t leave anything
up to chance. Digital construction solutions organize all the paperwork,
documentation, safety forms, and change orders so that the tiny details that
make up your project don’t fall through the cracks.
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Having the information laid out in a digital system that’s available to anyone, anywhere, makes it easier to do good
work the first time and can help avoid delays and rework down the line. Messages relating to the work need to be
effective and well-organized for the same reason. They help project teams do better work because teams avoid
miscommunication and confusion.
Information is power. Not only can it help your teams do good work on current projects, it can also be used in planning
future projects. A full set of data on the work you’ve already done can highlight patterns—what worked, what didn’t
work, which issues emerged out of the blue—so that you can be prepared when they come up again.

On-Time, On-Budget Work

Delays are a consistent part of construction work. Recent numbers show that 72% of construction projects are delayed,
and the hold-ups increase the average duration of a project by more than a third.
When project teams lay out a budget and timeline for a project, they create a best-case scenario for how things will play
out. But then, life happens. There are site complications. Material delays. Worker illnesses. Project changes.
These delays can be costly for owners and contractors alike. Owners can lose out on revenue the finished project will
bring in. Contractors could be on the hook for more labor hours, equipment rental fees and possibly costly legal disputes.
So many of the “unforeseen circumstances” that cause delays could have actually been foreseen. By reviewing past
project information, new technology can predict project outcomes.
Even without artificial intelligence and algorithms, project teams that have accurate, complete information about their
past work can better estimate the time and budget they’ll need to do a project. That can lead to happier customers.
Doing better construction work is a win-win. Not only do owners get quality work on a reasonable timeline and budget,
construction workers can avoid the endless costs that follow delays.

Transparency And Client Communication

When it’s done, the work will speak for itself. But your clients will remember how they felt while working with you
almost as much as they admire the finished product.
•
•
•

Did they feel frustrated at being unable to reach you?
Did they feel left in the dark when they asked questions nobody could answer?
Were they confident with the project’s progress at various stages?

Owners are putting a large investment into these projects, which can often last for months or even years. Diplomacy and
regular communication can go a long way to delivering peace of mind.
Communication goes both ways. Listen carefully to ongoing concerns and provide as much information as the owner
needs. The news you have to deliver won’t always be welcome—when the unexpected happens, and changes are
necessary, you may have to work to reassure the owner that you can come through with a successful project.
Learning good communication and a certain amount of diplomacy can go a long way to earning repeat clients. Like in any
other business, clients do more business with companies they like.
Repeat clients can make a huge difference in your bottom line and your reputation. Good client relationships can go a
long way to earning your contracting business repeat clients. Your company should strive to deliver good work on-time,
but it should also strive to be professional, efficient and diplomatic. These traits will help clients feel good about their
experience with your firm, and clients will never forget how you made them feel.
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Primes Seeking DBEs
MAINLINE CONTRACTING, INC. requests bids from qualified
Disadvantaged Business Enterprises (DBE), Minority Business
Enterprises (MBE), and Woman Business Enterprises (WBE), as well as all other subcontractors and suppliers
for various items of materials/construction for the WWTF Improvements Phase 2 and 3, SAGR and UV
Disinfection, Transfer Force Main, and Effluent Force Main, Custer, SD, to be let May 25, 2022, at 10:00 AM
MDT. Please send, email or call bids to Mainline Contracting, Inc., P.O. Box 3448, Rapid City, SD 57709, Phone
(605) 348-7068, Fax (605) 348-8456 or Email bids@mainlinecontracting.com
Mainline Contracting, Inc. is an Equal Opportunity Employer. Complete digital project bidding documents are
available at www.questcdn.com (Quest project #8150064) and they may also be obtained at the Construction
Industry Center – (605) 343-5252
www.constructionindustrycenter.com / cic@constructionindustrycenter.com
RCS CONSTRUCTION, INC. requests bids from qualified Disadvantaged Business
Enterprises (DBE), Minority Business Enterprises (MBE), and Woman Business
Enterprises (WBE), as well as all other subcontractors and suppliers for various items
of materials/construction for the WWTF Improvements Phase 2 and 3, SAGR and UV
Disinfection, Transfer Force Main, and Effluent Force Main, Custer, SD, to be let May
25, 2022, at 10:00 AM MDT. Please send, email or call bids to RCS Construction, Inc.,
P.O. Box 9337, Rapid City, SD 57709, Phone (605) 342-3787 Fax (605)
348-4041 or Email rc@rcsconst.com.
RCS Construction, Inc. is an Equal Opportunity Employer. Complete digital project bidding documents are
available at www.questcdn.com (Quest project #8150064) and they may also be obtained at the Construction
Industry Center – (605) 343-5252
www.constructionindustrycenter.com / cic@constructionindustrycenter.com
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