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Given the complex-
ity of even the 

most mundane con-
struction project, it is 
understandable that a 
key consideration of 
all parties involved is 
the allocation of risk. 

While there are 
many parties in a 
construction project, 

ranging from the owner to the design con-
sultants to the general contractor, trade 
contractors, suppliers and regulators, it is 
ultimately the owner that assumes the risk. 
The success or failure of the other parties 
will have an impact on the risk assumed by 
the owner. 

Most successful projects allocate risk 
to the entity that can manage it the best. 
Over the years there have been a multi-
tude of different procurement methods 
developed, starting with the traditional 

design-bid-build scenario to public-private 
partnership to lump sum turnkey contracts. 
For some projects where the risks are well 
identified and the entity has the ability and 
influence to manage the risk, it may be ap-
propriate for one entity to take on most of 
the responsibility. For other projects where 
the risks are less defined due to limited 
geotechnical information, labour avail-
ability, regulatory uncertainty, weather, First 
Nations issues, schedule, local community 
issues, or technical decisions required, de-
sign-bid-build or other method where the 
risk is shared will result in a better outcome.

Owners need a good understanding of 
the capabilities and work risk profile of the 
design consultants, contractors, suppli-
ers and their own ability to manage these 
parties to determine the implementation 
method that gives the best value as well as 
cost certainty.

As noted, there are many players involved 
in construction, and it is critical that there 

be an open and respectful dialogue be-
tween all parties. These discussions allow 
each party to determine what risks they can 
manage, while offering the most certainty 
and best value for fees. It gives a better 
understanding of the capabilities of each of 
these parties. Better understanding leads 
to a better outcome. In recent years there 
has been decreasing dialogue between 
owners, project managers, engineers 
and contractors, and this is an increasing 
concern.

One reason for this evolving state is 
because of more stringent procurement 
rules and the desire not to give any bidder 
an unfair advantage. While procurement 
professionals must, of course, be cogni-
zant of concerns about the possibility of 
anti-competitive actions, and must respect 
professional codes of conduct, it should be 
recognized that when there is interaction 
and a personal bond between people, 
there is a sense of trust, which helps each 

of the parties better understand the other 
and find better ways to work together.

This follows through into the implemen-
tation of projects. There needs to be a con-
tinuous dialogue between the parties and 
the confidence to speak up when problems 
arise in projects. Problems always come up 
– a successful project is one that deals with 
the problems and resolves them. 

We, as an industry, work at keeping the 
communication channels open for suc-
cessful project execution while adhering to 
fair procurement practices and following 
the requirements of our contracts. 

The Association of Consulting Engin-
eering Companies of BC is working with 
construction associations and owners to 
enhance the dialogue between parties to 
advance the goal of excellence in projects 
undertaken in British Columbia. 

Ken Wiecke
Chair, ACEC-BC board of directors, 

Amec Foster Wheeler
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taking the Lead on rationalizing 
the Procurement Process

By Keith Sashaw, 
president and CEO of 
ACEC-BC 

As members of 
ACEC-BC know, 

great projects start 
with great design, 
prepared by know-
ledgeable and experi-
enced professionals. 

Since, in most cases, “engineering design” 
represents 1% to 2% of the overall life-
cycle cost of a project, it makes sense 
that the selection of design consultants 
should be made on the basis of qualifica-
tions rather than which proposal is the 
cheapest.

ACEC-BC is pleased to focus this issue 
of Engineering in BC on discussing best 
practices for procuring engineering servi-
ces, since the selection of an engineering 
firm may be the most important decision 
in ensuring the success of a project. For 
that reason, the procurement process 
is of specific interest to members of the 
Association of Consulting Engineering 
Companies British Columbia.

ACEC-BC members have expressed 
concerns about the procurement process 
used by many clients, in which firms must 
submit proposals that list their qualifica-
tions and technical expertise, their pro-
posed approach and the price for their 
services. All too often, clients’ evaluations 
of proposals are biased toward the price 
aspect, rather than giving due weight to 
expertise and approach. This often results 
in situations where engineering firms tend 
to interpret the scope of work narrowly, 
in order to provide the lowest price and 
win the job. Such a process effectively 
penalizes firms that have the foresight to 
anticipate complications, can propose in-
novations or have a clearer understanding 
of the client’s needs.

The ideal procurement practice will result 
in:
• Obtaining the right team for the right job
• Establishing and adhering to realistic 

schedules and budgets
• Having a project with few change orders 

and disputes
• Promoting better business relationship 

between parties

• Providing better service, better quality 
and better value for clients

ACEC-BC suggests that a good procure-
ment system:
• Clearly defines objectives and scope
• Evaluates what distinguishes proponents 
• Rewards proposals that add value
• Uses a short list where necessary 
• Considers project life cycle
• Focuses on best value and not on lowest 

price

The internationally recognized best prac-
tice for the procurement of professional 
engineering services is commonly known 
as Qualifications Based Selection (QBS). 
This best practice has been mandated by 
law in the U.S. since the 1970s, and more 
recently in the city of Calgary and province 
of Quebec. BC’s Ministry of Transportation 

and Infrastructure uses an acceptable 
variation of QBS. It is also the best practice 
recommended by the National Guide to 
Sustainable Municipal Infrastructure (In-
fraGuide) – a collaboration among Infra-
structure Canada, the National Research 
Council and the Federation of Canadian 
Municipalities.

Simply put, QBS is a systematic and 
transparent process for selecting the most 
appropriate engineering firm for any pro-
ject, and then negotiating a reasonable fee 
that will protect the public interest over the 
life cycle of the project, including design, 
construction, operations, maintenance and 
eventual upgrading or decommissioning. 

We are pleased that we have this op-
portunity to present ideas about best 
procurement practices, and we invite you 
to contact us or visit www.yes2qbs.com if 
you have any questions. •

message from the PresiDent anD ceo

Simply put, QBS is a systematic 
and transparent process for 
selecting the most appropriate 
engineering firm for any 
project, and then negotiating a 
reasonable fee that will protect 
the public interest over the life 
cycle of the project
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if human resources can Use  
QBs, Why can’t Procurement?

By Cal Harrison, 
Beyond Referrals

In the effort to 
get clients hiring 

consultants with a 
Qualifications Based 
Selection (QBS) 
process instead of a 
low-bid request for 
proposal (RFP) pro-
cess, the engineering 

consulting world has an unlikely ally – the 
human resources department.

Most clients that hire engineering firms 
are already unwittingly using the QBS pro-
cess within their firm – just not in the pro-
curement department. Instead we find the 
QBS process alive and well in HR where it’s 
being used to hire permanent staff.

For the record I have never seen an HR 
department use a low-bid process when 
hiring a permanent staff person. And in 
fact if I suggested this to any HR depart-
ment in the world they would look at me 
quite strangely, I am sure.

Instead of trying to find out who can fill 
the role for the least amount of money, HR 
wisely looks for the most qualified candi-
date within a predetermined budget and 
skill set. 

They advertise their need for a certain 
type of expertise within a certain salary 
range and invite qualified candidates to 
submit resumes (read: proposals) bearing 
objective, defensible and credible evidence 
of their expertise by listing such things 
as education, previous work experience, 
unique training, publications or articles 
they have written, presentations they have 
given, research they have completed, 
awards they have received, etc.

An initial assessment of the resumés 
(read: proposals) against the objective cri-
teria for evaluating expertise usually yields 
two to four candidates that are shortlisted 
for an interview – which is really just a 
chance for the hiring committee to explore 
and evaluate candidate claims of expertise 
with a more robust discussion. It’s an op-
portunity to further refine the initial scor-
ing of the shortlisted candidate’s resumé 
(read: proposal) using dialogue and more 
specific inquiry.

At the end of the interviews usually one 
candidate has clearly bubbled to the top, 
and negotiations then begin with that 
candidate within the previously adver-
tised salary and requirements of the job. 
Should those negotiations not go well, 
the committee is free to cease, and move 

on to negotiating with the second most 
qualified.

In this manner the client is always guar-
anteed to hire the most qualified and avail-
able staff person for a mutually agreed 

upon fair price, unlike the low-bid RFP 
process where the minimally qualified and 
lowest price typically wins the day.

“But Cal,” the procurement departments 
often protest, “hiring one staff person is 
not the same as hiring a consulting firm for 
a million-dollar project!”

Hiring a $100,000 per year employee, 
with the expectation that he or she will be 
a long-term employee lasting 10 years or 
so, is not a $100,000 hiring decision; it is a 
$1 million-plus hiring decision. 

It is a QBS-style hiring decision made 
without a low-bid requirement, using 
only a two- or three-page proposal (read: 
resumé), and accepted worldwide as the 
de facto standard for hiring professional, 
permanent staff.

So explain to me again why human re-
sources can use QBS for million-dollar 
purchases but procurement can’t? •

Cal Harrison is the president of Beyond 
Referrals and the author of The Consult-
ant with Pink Hair and Buying Profes-
sional Services: Replacing the Price-Based 
Request for Proposal with Qualifications 
Based Selection.

Copyright 2015 Cal Harrison, all rights 
reserved.

In this manner the client is 
always guaranteed to hire the 
most qualified and available staff 
person for a mutually agreed 
upon fair price, unlike the low-
bid RFP process where the 
minimally qualified and lowest 
price typically wins the day
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clients gain from 
Using QBs

In today’s fiscal environment of limited 
access to money and resources being 

stretched to accomplish more, imple-
menting Qualifications Based Selection 
(QBS) can help governments at all levels 
obtain the maximum from infrastructure 
funding.

In 2009, the American Council of Engin-
eering Companies, in collaboration with 
the American Public Works Association, 
asked Dr. Paul Chinowsky of the Univer-
sity of Colorado and Dr. Gordon Kingsley 
of the Georgia Institute of Technology, 
both noted experts in public policy re-
lated to engineering and construction, 
to undertake an independent analysis of 
QBS to better understand the impact of 
this procurement methodology on project 
outcomes.

Their findings were most interesting and 
are relevant to today’s dilemma of how to 
deliver more infrastructure with limited 
dollars.

According to the study, from a quanti-
tative perspective, QBS-based projects 
exhibit better measures than the national 
average in terms of both lower construc-
tion costs and lower schedule growth, 
which are key indicators of design impact 
on the constructed facility.

While the industry average on construc-
tion cost growth (defined by the value of 
the cost of change orders as a percentage 
of the final construction cost) is approxi-
mately 10%, QBS projects are 3%.

The study clearly demonstrates that 
there is a positive relationship between 
QBS and schedule growth. Once again, 
the national average is about 10% con-
struction schedule growth in a given 
project. The QBS projects in the study 
improved upon that number with an aver-
age schedule growth of 8.7%. What is even 
more exciting, 60% of the QBS projects 
had a schedule growth of less than 3%. 
This result indicates that experience in the 
design domain can provide design solu-
tions that not only are cost-effective, but 
also have a positive impact on controlling 
the project schedule.

In today’s environment where govern-
ments are expected not only to deliver 
infrastructure but to do so in responsible 
ways, the study found that QBS procure-
ments were more likely to address emer-
ging societal needs such as sustainability 
than cost-based procurements.

By using QBS, governments can take 
positive steps to ensure efficient use of 
infrastructure funding. •

WWW.COWI-NA.COM

YOU MAY HAVE  
COME ACROSS US

As of January 1, 2016, Buckland & Taylor will 
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engineering of bridges of all sizes and types, 
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QBs success in ontario

By Diane Lee, communications co-
ordinator, Consulting Engineers of Ontario 

In late 2014 Metrolinx, Ontario’s regional 
transit agency, issued two requests for 

proposal (RFP) that procured engineering 
services using Qualifications Based Selec-
tion. The projects were for the construc-
tion of a multi-level parking garage at a 
GO Transit station just north of Toronto 
and the electrification of the GO rail corri-
dor, a major part of the Metrolinx Regional 
Express Rail program. 

These QBS pilot projects were the result 
of a year of discussions between Metro-
linx and Consulting Engineers of Ontario 
(CEO). The prospect of using QBS had 
both its champions and its critics. The 
critics were concerned about the optics, 
perceptions and implications, at the board 
of directors’ level and with the public, of 
not simply using the lowest price. What 
CEO realized, however, was that Metrolinx 
is a self-declared proponent of evidence-
based decision-making. So in its endeav-
our to convince the decision-makers, 
the association provided the agency with 
all the research on QBS and arranged a 
meeting with Jennifer Enns, the manager 
of engineering and energy services for 
the City of Calgary, a jurisdiction that has 
successfully been using QBS for quite 
some time. This conversation, along with 

RFP documentation provided by the city, 
helped the decision-makers to move for-
ward. Metrolinx will use these projects to 
measure the success of QBS. With posi-
tive results, there will be more projects to 

come. 
This success comes as a result of a 

strong relationship between Metrolinx and 
CEO, as defined by a memorandum of 
understanding (MOU) signed in April 2014. 

The MOU established the CEO/Metrolinx 
Joint Transit Engineering Council as the 
forum for discussion and consultation on 
matters of mutual interest. As they discuss 
alternative delivery methods, there is al-
ways a consideration as to whether Quali-
fications Based Selection is compatible. 

As CEO visits other government agen-
cies and municipalities, it raises Metrolinx’s 
foresight and commitment to innovation 
in using QBS. As a result of such a high-
profile client’s move in this direction, more 
clients are becoming open to the QBS dis-
cussion; and it is, in fact, a serious discus-
sion of doing what is in the best interest of 
the people of the province of Ontario. •
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Qualifications Based selection and 
the P3 Project Delivery model

By Ian Rokeby, P.Eng., 
MBA 
Principal, Collings 
Johnston Inc.

Qualifications 
Based Selection 

(QBS) has long been 
demonstrated to be 
a superior method of 
selecting engineering 

consultants for today’s important pro-
jects. This is particularly true in the world 
of public-private partnerships (P3). The 
P3 delivery model  typically includes the 
design, construction, finance, operations 
and maintenance of an infrastructure pro-
ject by a single party (often referred to as 
the concessionaire, or Project Co.) over 
an extended period, typically 30 years. In 
exchange for providing the infrastructure 
in accordance with predetermined per-
formance requirements, the owner may, 
depending on the cost recovery model, 
make a series of “availability payments” to 
the Concessionaire over the term of the 
agreement. P3 has been used for a sub-
stantial number of public-sector roads, 
buildings and other infrastructure projects 
in the U.K., Australia and more recently in 
Canada. Arguably one of the more com-
plex infrastructure delivery models, P3 

offers public-sector owners significant 
advantages over other delivery models for 
many larger projects. 

A number of Canada’s consulting engin-
eers have gained substantial experience 
in application of this model since its Can-
adian introduction approximately 15 years 
ago. In order to facilitate the successful 
procurement and delivery of P3 projects, 
the owner assembles its team of profes-
sionals, including an owner’s engineer, to 
advise on the development of the project 
concept and the procurement approach. It 
is essential that owners select engineering 
teams for this work on the basis of their 
qualifications. This will enable owners to 
secure the requisite experience and com-
petencies, thus setting the stage for suc-
cessful P3 projects. 

Since the P3 delivery model is typically 
used for large, high-profile projects, which 
often have unique risks and unusual fea-
tures, a highly collaborative approach 
to developing the project procurement 
documentation is required. This ongoing 
dialogue and discussion will involve the 
owners, technical and legal consultants, 
and business advisers. It has been found 
that the optimization of the overall pro-
ject, including financial, risk, commercial 
and long-term ownership considerations, 

may require the engineering consultant 
to adopt tactics that differ from those that 
might be applied in a more traditional set-
ting. P3 projects exist within a different 
legal and commercial framework than 
traditional design-bid-build contracts. With 
the long-term financing and maintenance 
obligations to the concessionaire, it is im-
portant that engineering consultants sup-
porting P3 project owners have familiarity 
with some of the basic legal and financial 
concepts underlying the P3 model. In par-
ticular, understanding the transference of 
risk through performance-based contract-
ing and the ways in which well-intentioned 
directives to the concessionaire can in-
advertently undermine this important fea-
ture of P3 contracts are essential to project 
success.

The increasing prominence of the P3 
delivery model for major Canadian public 
projects requires the successful integra-
tion of important project considerations 
in the technical, legal and commercial/
financial realms. Without experience in 
P3 project delivery, important technical 
considerations may not be appropriately 
reflected in the procurement documenta-
tion. Ensuring that the public’s interest is 
protected while obtaining value for public 
funds requires a thorough understanding 
of the P3 model as well as the long-term 
performance requirements of the asset. 
Achieving a competitive market response 
from P3 bidders is essential to realizing 
the benefits of the P3 model. This will de-
pend on the development of appropriate 
contract terms by the owner’s engineer 
that secure the required infrastructure 
performance while facilitating innova-
tion in the infrastructure design. Retain-
ing experienced consultants through 
Qualifications Based Selection is the only 
sure way to provide the needed expertise: 
owners who select consultants without 
consideration of these important factors 
may compromise the long-term perform-
ance of important infrastructure, with 
enduring consequences for public-sector 
owners. •

Achieving a competitive market 
response from P3 bidders is 
essential to realizing the benefits 
of the P3 model
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Best Practices for evaluating 
Proposal responses to rfPs:
Why Lowest cost isn’t always the Best Deal

By Michael Asner and Sharon Sheppard

Those of us who grew up in frugal 
households are very familiar with the 

concept of false economy: the extra-cheap 
“great deal” that wasn’t really such a deal 
after all – like the “bargain” plumber whose 
inept work cost more to fix than if you’d 
gone with the highest bidder, or the “free” 
computer application you downloaded that 
erased your hard drive. 

As consultants specializing in public pro-
curement, we often see public agencies 
adopt the same attitude, and while it’s true 
that in many cases lowest cost should be 
the desired outcome when spending public 
money, it depends on what you are buying. 
What might make sense when purchasing 
three years’ supply of two-ply toilet paper 

doesn’t hold for acquisitions of compli-
cated engineering, architectural or geo-
technical services or complex information 
technology. The goal for the latter should 
be best value/least risk, not lowest cost.

As evaluators on high-risk procurements, 
we understand first-hand the pressures 
on public agencies. They must demon-
strate that they are following public policy 
to maintain a fair, open and transparent 
process.

For this reason many agencies are re-
quired to use the request for proposal 
(RFP) for complex procurements. Using 
this method, a contract is awarded to the 
vendor whose qualifications and proposal 
best fit a specified set of requirements, not 
simply the price. These requirements may 
be the vendor’s track record, its project 
management plan, its technical solution, its 
training capabilities and its service organiz-
ation – many elements in addition to price. 

When we run high-risk, high-value RFPs, 
we always consider these best practices 
to improve the evaluation process and 
increase the probability of an on-time, on-
budget project:
• Build negotiations into your process 

to obtain improved proposals. Include 
language in your RFP that gives you the 
option of negotiating with shortlisted 
vendors to give them feedback and to ac-
cept their revised proposals.

• Use life-cycle costing information, not 
just the vendor’s price, to determine the 
entire cost of the project. 

• Request relevant third-party credentials 
of key project team members.

• Demand specific information about past 
performance (successes, lessons learned) 
on similar projects with the same project 
team using similar technologies in similar 
organizations. 

• Require a project risk management plan. 
Have vendors address risks to the budget, 

timing and deliverables to learn about the 
vendor’s relevant experience. 

• Publish the budget. Eliminate those pro-
posal responses that are over the upper 
limit. This saves time and money for you 
and the vendors. Public agencies spend-
ing public monies have constraints, and 
it saves everyone involved in the process 
much grief to know the budget cap up 
front.

There are many other ways to improve 
proposal evaluation on complex public-
sector procurements. Most of these ideas 
involve acquiring key information to intel-
ligently differentiate amongst the offerings. 
The take-away here is that for proposals 
based on RFPs, the best deal should always 
be best value, not lowest cost. •

Michael Asner, owner of Michael Asner 
Consulting, and Sharon Sheppard provide 
advice and assistance to governments, 
auditors, procurement executives, public-
sector agencies and lawyers related to 
RFP issues. They also help private-sector 
companies understand the RFP process 
and how to create effective proposals. 

When we run high risk, high value 
RFPs, we always consider these 
Best Practices to improve the 
evaluation process

 

For more information, please contact:
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and worldwide.
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Best Practices in Procurement –  
a risk management Perspective

By Cameron Elder, Harper Grey LLP, and 
Rob McLeod, CIP, CAIB, Metrix Insurance 
Brokers

The procurement strategy on large, 
complex construction projects is often 

driven by cost. These same projects are 
frequently plagued by delays and cost 
overruns sometimes to the extent that 
litigation is the inevitable result. In many 
cases, the delays and cost overruns are 
caused at least in part by a lack of special-
ized skill or experience on the part of the 
design professionals (and/or the contract-
ors) selected on the basis of their low bid. 
This focus on the low bid can create a 
so-called “race to the bottom,” which en-
courages design professionals to cut fees 
and services. In the result, projects may 
be constructed based on a sub-optimal 
design or they may not be properly con-
structed because the work in progress is 

not adequately reviewed. 
A Qualifications Based Selection (QBS) 

procurement strategy is a procurement 
strategy by which design firms compete 
for projects on the basis of experience 
and technical expertise. 

From the owner’s perspective, par-
ticularly in the public sector where the 
success of a project is often measured 
by whether it completed on time and on 
budget, the benefits of QBS far outweigh 
the costs (higher fees and a potentially 
longer procurement process). As a per-
centage of the total project budget, design 
fees are typically modest, perhaps 10% 
to 20%. Paying a premium to the design 
team to encourage optimal design and 
to minimize the risks of delay claims and 
cost overruns does not result in a signifi-
cant increase to the overall project budget 
when contrasted with the costs (both 
time and expense) of dealing with those 
claims. The cost of litigation arising out 
of a large, complex construction project 
cannot be overstated. By engaging in QBS, 
owners are less likely to become involved 
in disputes arising from differing assump-
tions and expectations as to the design 
professional’s scope because the owner is 
involved in negotiating both the scope of 
the work and the corresponding fee.

For design professionals, it is argued that 
QBS favours only the largest or longest-
tenured design firms. Properly executed, 
however, QBS should recognize that firms 
with specialized expertise and experience 
may be more suited to a large and com-
plex project. Firms that seek qualification 
under QBS must consider and address 
their expertise and capacity to take on a 
particular project. They will typically have 
a clearer understanding of their scope and 

the negotiated fee will reflect their scope. 
By engaging in QBS, design firms neces-
sarily manage their risk by taking on only 
appropriate projects with an appropriate 
scope and fee.

When the benefits of QBS to all stake-
holders are weighed against its costs, it is 
clear that QBS is the best tool available to 
encourage excellence in design and pro-
ject delivery and to manage the risks of 
delay and cost overruns. •
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Recognizing the importance of promot-
ing best practices and acknowledging 

clients who engage with the consulting 
community effectively and appropriately, 
the Association of Consulting Engineering 
Companies British Columbia (ACEC-BC) 
is pleased to announce the creation of a 
new award to be presented annually to 
the most outstanding client as nominated 
by ACEC-BC members.

Nominees for the new award will be 
judged based on how they rank in a num-
ber of areas, such as: 
• encouragement of a culture of collab-

oration and team ethic;
• communication and relationship 

management;
• appropriate risk assessment manage-

ment and allocation;
• engagement of consulting engineering 

community; 
• use of fair and balanced contracts;
• appropriate procurement and delivery 

methodology that leads to clear scope; 
and

• excellent change management.
“We are very excited about this award, 

as it allows our association to recognize in 
a meaningful manner the benefits to the 
community or owner which results from 

good client relationships and to further 
promote and encourage best practices by 
clients,” said Keith Sashaw, president of 
ACEC-BC. “By highlighting best practices 
we are optimistic that more clients will 
understand the benefits of using them.”

All ACEC-BC members may nominate 
any of their clients regardless of project 
size or type, including both private- and 
public-sector clients. The nomination 
may be based on one specific project or 
the corporate approach by the client over 

a period of time.
Call for submissions will launch on Nov-

ember 15 and will close by January 15. 
The award will be presented at the annual 
Awards for Engineering Excellence Gala 
on April 9, 2016. •

consulting engineers to recognize  
the most outstanding client in Bc
New award will pay tribute to excellence among clients for engaging consultants and will promote best practices
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on the Quest for QBs

ACEC-BC strives to promote and en-
courage the public and private sectors 

to use bidding processes that are fair, 
open and transparent. For the purpose of 
procuring design services, ACEC-BC sug-
gests that Qualifications Based Selection 
(QBS) is the most effective method. 

In order to drive our message forward, 
ACEC-BC has developed an introductory 
video (visit www.yes2qbs.com). Aware that 
procurement issues are important topics 
across the country, we reached out to 
our provincial and territorial consulting 
engineering associations, as well as our 
national organization, and asked for their 
support in the project. We are proud to 
confirm the involvement of 14 champion 
organizations, including ACEC-Canada 
(national organization), consulting en-
gineering associations from 10 provinces 
and two territories and the Association of 
Professional Engineers and Geoscientists 
of BC.

With this unity, ACEC-BC has been able 
to move forward with the next phase in 
our quest for QBS: to create a website to 
bring together in one convenient location 
QBS-related information. Even though 
QBS has been used in Ontario and Alberta 
and was just recently legislated in Que-
bec, the Canadian experience is not well 
documented. ACEC-BC wants to fill this 

void and ensure procurement officials and 
consulting engineers have the tools, ma-
terials and knowledge to pursue QBS with 
confidence and success. 

If you have questions about Qualifica-
tions Based Selection, please contact 
ACEC-BC (info@acec-bc.ca) and we 
would be pleased to discuss this matter 
with you. •
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Change is the new norm, and it’s oc-
curring at lightning speed. Just when 

you have adapted to a new device, app or 
software, a smarter, better, faster tool has 
entered the market place.

ACEC-BC, the BC Ministry of Transporta-
tion and Infrastructure and TransLink are 
partnering to present a one-day confer-
ence focusing on the challenges and 
opportunities presented by rapid techno-
logical change in the transportation indus-
try in BC and how these will impact the 
consulting engineering industry.

Session streams will look at current 
technological trends and where future 
technologies may lead us, with a focus 
on connected and autonomous vehicles. 
Off-site tour locations include the UBC 
Earthquake Engineering Research Facility, 
TRIUMF, and the Regional Transportation 

Management Centre in Coquitlam. The 
conference will conclude with the Deputy 
Minister’s Awards Dinner.

For future updates on the January 28 
conference, visit www.acec-bc.ca/events/
transportation-conference/.  •

rapid changes in 
technology headline 
2016 transportation 
conference

Automated vehicles are, in some 
forms, already here. If history is 
a guide, their rollout may occur 
rapidly

Conference Board of Canada January 
2015 report “Automated Vehicles”
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Coming Soon!

2016 ACEC-BC Awards Gala
April 9  |  Fairmont Hotel Vancouver

Special thanks to the sponsors of the 2015 ACEC-BC Awards for Engineering Excellence!
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