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Apex’s frajectory

» Booftstrappea
» Early years — unstable income
» First decade — negative cash flow

»Traction and momentum
» Founded - 2006
» First 5 yrs - $2.7M oo
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Imposter Syndrome

» You made something out of hothing

» Your not the only one going through this
» Don’'t compare yourself

» There are many ways 1o succeed

» Avoid self sabotage
» Why not youe Don't underestimate yourself.



Risk and Reward

» Risk everythinge It's not a 50/50 proposition

» The beauty of having nothing

» Hating to lose, but not being afraid of it

» Loses are experiences (if you learn from them)

“Be comfortable with being uncomfortable”
— Elizabeth Stolfus



Maintaining relationships and
building a network

» Build a network (the “Fab 5" — Lauren Evans)
» Divide and conquer

» Befter to give than receive

» Be unexpectedly thoughttul

» Be genuine

» Always take the high road

» Your reputation is how people talk and think about you



|dentifying opportunities

» Talk to others (share your information)
» Track leads and take action

» Trust tThe process

» Create a pipeline

» It's all about fraction and momentum




Marketing Spreadsheet
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CDOT opportunities

Q COLORADO
. w Department of Transportation

B Office of the Chief Engineer

Region|s) 1st Ad Date* Project Description Contact Email Proposal Due Date

R2 PS Roundabouts Design eric
R1PS CR 314 Reconstruction CM, Cl & MT

|4 unknown  [RANPSROW/Survey/Plans 0000000000000
|4 lunknown  |R4NPSHydraulics EngineeringServices |

[ 4 |unknown =~ |R4 PSTimber Bridge Replacement (23010/23014) CM, CI & MT :

R2 PS Bridge Design Bundle D/B Schedule & Design Review CM, Cl & MT cynthia
R1 PS C-470 & Morrison Road Design ob

*All dates are subject to change




Denver DOTI opportunities

Professional Services (Procurement Outlook- Informal)

Project Name
Athmar Park Branch Library Renovation

W4D Description
Improvements to the library will yield a welcoming and useful facility to serve the area for
generations to come.

Procurement Method
TBD

Ad Date
Q1/21

Schlessman Family Branch Library Renovation

Expand and renovate the Schlessman Family Branch Library to better serve the needs of the
community.

TBD

Q1/21

Bridge - Speer Boulevard Over Platte River

Ben has been tracking for potential teaming. No teami

Bridge Reconstruction and Rehabilitation (Speer Boulevard over Platte River)

g set as yet.

Task Order

Q1/21

Bridge - Speer Boulevard Over Little Raven Street

Ben has been tracking for potential teaming. No teami

Speer Boulevard over Little Raven Street

ng set as yet.

Task Order

Q1/21

Station 14 - Kitchen Remodel

The purpose of this project is to renovate the kitchen at DFD Station 14.

Task Order

Q1/21

Deferred Maintenance - City & County Building - Interior Doors

City and County Building - Interior Doors

Task Order

Q1/21

Buchtel Multimodal Improvements (Includes Colorado Station
Bike/Ped)

Conversion of Buchtel Boulevard from University to Colorado to be a more complete street.
Improve hicycle and pedestrian connections to the Colorado Station bicycle and pedestrian
bridge.

Task Order

Q1/21




DRCOG TIP

DRCOG Regional Share waiting List

Subregional
Forum

Denver

Boulder

Broomfield

Subregional
Forum

Adams

Adams

Project
Sponsor

Denver

Boulder
County

Broomfield

Project
Sponsor

Northglenn

Aurora

Project Name

Broadway Station and [-25 Safety & Access
Improvements

LIS-287 BRT Feasibility and Corridor Safety
Study

US-36 Bikeway Realignment and Safety
Improvements

Project Name

120th Ave. Improvements: Washington 5t. to
York St. (remaining amount)
Fulton St. Bicycle Boulevard and Pedestrian

Funding
Request
($1,000's)

$12,000
S 250

51,234

Funding
Request
($1,000's)

59,763

51,911

Table 5. Eligible Projects for Waiting List for the 2020-2023 TIP

Project
Activity

Construction
Study

Construction

Project
Activity

Construction

Construction

Waiting List
Ranling

Waiting
List Ranking

1




Winning work

» Find your place in the market
» Try 1o be selt aware
» Put yourself out there
» Show how you add value
» Bring useful information
» Make it easy for them o want you
» DBE & ESB



Winning work

» Tier your clients
» Opportunities and direct relationships
» Direct relationships and prior work history
» Opportunities and warm intfroductions
» Warm introductions
» Cold calls

Pareto’s principal (80/20 rule)



Teaming

» Email, call, or in-person meeting<¢

» Don't send canned emails
» Tell them how you'll help them win
» Give them ideas for your role based on scope
» Timing when you contact firms
» GO exclusive or note
» Firms are cyclical
» Don't artificially change your role

» Put yourself in their shoes
» Condition teaming partners so they think of you



Getting work

» Understand contracting options

>
>
>

Project specific
Non-project specific (NPS) — on-calls

Personal services contracts

» Task order thresholds & POs

» Agreements vs procurements
» Create contracting options for your firm
» Making up work. Bring solutions.




Pre-positioning

» Meet with the selection committee. Ask them:
» Why they are doing this projecte
» What are the critical issuese
» Who you should have on the team?@
» Who else have they been talking with?
» Who else you should talk to¢
» Form teams around winning the projecte




Responding to proposal RFls

» Customize your proposal materials

» Write from the prime’s perspective

» Meet the deadline (not being a PITA is key)

» Show them you care about the team and project



Highest and best use of your time

» Procrastination
» Why are you not doing it¢
» Learn to delegate
» Creates opportunity for others
» Good enough
» Find joy through others’ accomplishments
» Effort and reward
» Time spent vs. yield
» “Why didn't you do your taskse” — Carthy Kramer



Invest in your business

» Reinvest in your business
» Leverage
» Freedom through a debt-free approach

» Live below your means
» Savings in biz Is just like your personal lite
» Invest wisely

»Fake It ‘til you make ite



Optimize your business

» Talk o other business owners and clienfts
» People want to help

» Seek counsel (tax, law, HR)
» R&D Tax Credit (alliantgroup)



Optimize your business

» Understand FAR and benetfits
» Vehicles, gas, insurance
» Refirement savings (Safe harbor 401k)
» Expenses
» Compensation (NCM)

Earn > Taxed > Spend (employee)
Earn > Spend > Taxed (business owner)



Standard Billing Rate vs. MPA

» The nice thing about standard billing rates

» Overhead and understanding your multiplier
» Direct expenses

» Profit (bonuses, fringes, fixed fees)



Know your business

» Metrics

» Primary: cash flow, revenue, UT, backlog,
marketing pipeline

» Secondary: cash flow projections, P&L, balance
sheef

» Resources
» Deltek A&E study
» ACEC salary survey
» ROG study



Revenue

B C D

hourly weekly weekly
rate billable hours  revenue

4 5 5 4 4
20,250 16,200 16,200 20,250 16,200 20,250 20,250 16,200 16,200
13,500 10,800 10,300 13,500 10,800 13,500 13,500 10,300 10,800
24,300 15,440 15,440 24,300 15,440 24,300 24,300 15,440 15,440
24,300 19,440 19,440 24,300 19,440 24,300 24,300 19,440 19,440
1,300 1,300 1,625 1,300 1,625 1,625 1,300 1,300
18,000 14,400 14,400 18,000 14,400 18,000 18,000 14,400 14,400
9,450 7,560 7,560 9,450 7,560 9,450 9,450 7,560 7,560
21,600 17,280 17,280 21,600 17,280 21,600 21,600 17,280 17,280
2,000 1,600 1,600 2,000 1,600 2,000 2,000 1,600 1,600
18,000 14,400 14,400 18,000 14,400 18,000 18,000 14,400 14,400
24,300 19,440 19,440 24,300 19,440 24,300 24,300 19,440 19,440
17,100 13,680 13,680 17,100 13,680 17,100 17,100 13,680 13,680
16,200 12,960 12,960 16,200 12,960 16,200 16,200 12,960 12,960
16,200 12,960 12,960 16,200 12,960 16,200 16,200 12,960 12,960
10,500 8,400 8,400 10,500 8,400 10,500 8,400 10,500 8,400 8,400
4,800 3,840 3,840 3,840
13,500 10,800 10,300 10,300 13,500 10,800 13,500 10,800 10,800 13,500 10,300 10,800
260,394 210,893 210,893 207,053 257,219 207,053 257,219 207,053 207,053 257,219 207,053 204,500
228,824 $193,920 203,327 243,753 217,271 193,680 156,994 228,623 207,865 321,571 232,205 245,989 S 2,674,022
Annual Targeted Revenue S 2,693,607

Jason O
Melissa
Scott
Nate
Admin
Tony
Diana
Alex
Kristine
Bart

Jason D
Malinda
Ryan
Johnny
Michael
Jeff
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Utilization

2016 Employee Utilization AZBLE01E6

Target July (FR2ME-TI20/16) Bug (TIA0ABG-8126/16)

Eplayes Bill ability

Billable Billable Billable | Hours T Billable | Hours k]

Aleander Larson TE% 412 43225 128 1G0 BO% o7 160 §0.5%
Anthony J. Hurd anss 410 30200 112 144 7% 121 144 B4.00%
Bartlomie) Praybyl a0% 432 423 ol 152 58% I 124 T
Brian J. Stalay 0% 310 530 175 1G0 145 160 oG
Casay P. Callanan 20% 534 51 166 160 164 160 102%
Chrgdepher L Carrillo 20% 475 181 160 145 160 1%
David R. Judy =i 44 503 124 160 108 160 2%
Diara L, McHale 0% 263 s £ &4 21 ! 2 a8 g&ad
Elliatt K. Hecklar 0% 485 452 128 1G0 152 160 5%
Erig M. Fullar 20% 575 541 o0 160 214 160 124%
Jagen | Qesaki 0% 336 330 il 120 123 120 103%
Jason R. Duffy G0% 406 522 160 231 160 144%
Jeffray M. Ream ansh 2BD 112 a1 112 2%
Johrny W, Bland S0% 4 454 144 144 T3%
Karthik . Murthy 0%, 0 o 40 1G0 MT%
Kenneth V. DeFinta a0% 412 447 152 128 104%
Kimberly & Garber B0% =i 458 160 160 113%
Krigtice 1. Thomas 5% 17 24 &0 1] 24

Leu Ann Hight 20%: 113 160 1680 289,
Lowis T. Dawenport 0% 556 160 160 1405
[ialinda 5. Rassa 0% 445 160 160 100%
Melissa M. Rosas 40% 458 180 160 03%
Magar Karimi Khauzan 20% 0 1G0 160 112%
Faula 5. Gibhs 10% 21 160 160 1%
Ryan Boathe 20% 160 160 23%.
Ryan M. Kelzenberg 20% 1G0 160 21%
Scctt G. Themas 40% 160 160 TE:
Employee Talal TH% 3,820 3,862 89%




Backlog

Apex Design Backlog by Quarter

Updated 1-5-09

Project Number

Project Title

Time
Remaining
hours

q1 2009

q2 2009

q3 2009

q4 2009

end date

Actual

70021
70023
70024

Greeley-FPhase 1
DC Comm Plan
DC Functional Requirements

27
5
858

27
6
88

3/31/2008
3/31/2009
1/31/2008

80030
80032
80035

DC On-Call

|Greeley -Phase 2

Beck Street

170
338
1083

170
203
650

12/21/2008
4/31/08
5/31/2009

80037

FHLU - Region 1 Ramp Metering Support

20

20

80038
80039

Pioneer Crossing

|Loveland

1288
240

773
120

5/21/2008
12/31/2008

SUBTOTAL HOURS COMMITTED[ 3250 | 2056 | 1% | 48 | 0
SUBTOTAL DOLLARS COMMITTED| T 36204026 | § 230 464 16 | S 136,706 10 & 500400 [ & E1000 ]
% COMMITTED 98.83% 55.55% i

Pctential (at 75%)
DRCOG Traffic Signal System
Stolfus - Statewide Camera Cameleon

Turnkey Misc - _
TOTAL HOURS{ _ 3818 1374 ——
ToTAL DoLLARS SHE 07 ST 6 T (ST IS T i T ]

% POTENTIALLY COMMITTED 899.60% 66.05% 12.81%

12/31/2010
80036




Cash Flow

Cash Flow Report

SAon Ll LRl STATEMENT OPERATING
OPENING BALANCE o OUTSTANDING o
Balance Sheet
Cash Recesipts LOC SUB-TOTAL LOC Direct Labor Indirect Expenses Expenses Bonus/Payments SUB-TOTAL \ariance
Nov-18 481,780 3 852,088 $ 852,068 3 205131 [ § 533,322 $ 738,453 113,615 $ 595,395 147,861 743,256
Dec-18 743,256 3 623,575 $ 623,575 3 202366 | 5 885,087 $ 1,087 4563 (463.888) | $ 279,368 (279,117} 251
Jan-19 251 ] 1.361.184 $ 1,361,184 5 252000 (5 525,025 3.326 $ 780,351 580,833 $ 581,084 581,084
Feb-19 581,084 3 &75.085 $ 875,085 3 262000 [ § 264,280 453,326 | 3 250,000 [ § 1,220,215 (345.130)] | § 235,953 235953
Mar-19 235953 ] 11,785 $ 911,765 5 252,000 [ 5 258,604 3328 | § 48,000 | § 563,020 348,745 $ 584 698 584 698
Apr-19 584 698 3 798.268 $ 799,263 3 254000 [ § 287,080 3.326 (5 450,000 [ $ 974 406 (175137} | § 409,562 403,562
May-19 408 562 ] 670,817 5 679,817 ] 254000 [ § 280,880 3.326 $ 518,306 161,511 $ 571,072 571,072
Jun-19 571,072 ] 682,047 $ 692,047 5 254,000 [ 5 252,308 73,326 | § 50,000 | § 629,635 62,412 $ 533,484 533,484
Jul-19 633,484 3 855,242 $ 855,242 3 266,000 ( § 284,488 3.326 $ 543,794 311.447 $ 944,932 544,932
Aug-19 544932 3 701,488 $ 701,498 3 266,000 [ § 246,208 3.328 $ 505,532 185,968 $ 1,140,838 1,140,858
Sep-13 1,140,858 3 678,180 $ 673,160 3 256,000 [ § 285,602 3.326 $ 524 928 154,231 $ 1,295 129 1,295 129
Oct-19 1,285,129 3 201,771 5 901,771 3 258,000 [ § 286,404 3,326 $ 527,820 373,850 $ 1,660,078 1,669,079
Nov-19 1,669,079 3 678,796 5 678,796 3 258000 [ 5 202,144 3.328 $ 553,470 125,325 3 1,794,405 1,794 405
Dec-13 1,794 405 3 727,928 $ 727928 3 258,000 [ § 286,440 11,326 | § 500,000 [ $ 1,055 766 (327838 | $ 1,466 567 1,466 567




PEOPLE®

think it must be fun to be super

GENIUS,

but they don't realize how hard
it is to put up with all the

IDIOTS

in the world.
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Hiring

» Affracting talent

» Play fo your strengths
» If you build it, they will come

» The work will follow good people
» 50% rule

» When to hire

» Analysis paralysis



€3




Hiring
» How tfo hire
» The impact of a good employee
» The cost of a bad employee
» Check references...adnd references’ references
» Inferviewing
» Screening resumes
» Phone cdall

» References
» In-person (spend enough time, Iit's a two-way process)



Hiring
» You make ther

> Flexibility

» Find out wr
important t

» Pre-tax vs

» PTO, tuitic
bonus, ph
internet, movi



Hiring

» On-boarding
» First impressions
» Being prepared

Hiking
Colorado’s
|Front Range




Retaining Staff

» Being open and fransparent

» Give them opportunities and exposure
» |Q increases with expectations

» Share the success with them

» Give regular praise

» Do things that are unexpected

» A few words about adversaries

Nofe: if they're not working out then move on
(remember Pareto’s principle)



Lifelong learning

—That the Poor and
Middle Class Do Not!
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