
THE	CHALLENGE

You	Can't	Manage	What	You	Can't	See
Most	owners	trust	their	property	managers.	The	question	isn't	trust—it's
verification.

As	an	owner	or	asset	manager,	you're	making	capital	decisions	based	on
recommendations	from	your	property	management	team.	A	new	roof,	an	HVAC
replacement,	a	parking	lot	resurface—these	aren't	small	numbers.	And	in	most	cases,
you're	approving	a	vendor	based	on	a	recommendation	that	arrives	as	a	name	and	a	price
with	limited	context	about	how	that	decision	was	made.

This	isn't	a	failure	of	your	PMs.	It's	a	failure	of	process.	Without	a	structured	bid	and
comparison	workflow,	even	the	most	diligent	property	manager	can't	show	you	the	full
picture—because	they	never	had	it	themselves.

�	
Visibility

Can	you	see	every	bid	that	was	collected	for	a	project,	or	just	the	winner?

�

Documentation

Is	there	a	paper	trail	that	explains	why	each	vendor	was	chosen	or	passed	over?
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�	
Defensibility

If	a	decision	was	questioned	by	a	partner,	lender,	or	board—could	you	defend	it	with	evidence?

THE	UNCOMFORTABLE	TRUTH

When	there's	no	documented	process	for	vendor	selection,	the	default	is
relationship-based	decision-making.	That's	not	inherently	bad—but	it's	invisible	to
you,	and	it's	indefensible	under	scrutiny.	The	goal	isn't	to	remove	human	judgment.
It's	to	make	human	judgment	visible	and	documented.

THE	FRAMEWORK

5	Questions	to	Ask	About	Every	Contractor
Decision
You	don't	need	to	micromanage	the	bid	process.	You	need	to	know	these
five	things	were	done.

"How	many	vendors	bid	on	this	project?"

A	recommendation	based	on	a	single	bid	isn't	a	recommendation—it's	a	default.	At
minimum,	you	want	to	know	that	multiple	vendors	had	the	opportunity	to	compete	and
that	the	scope	was	distributed	fairly.	If	only	one	vendor	bid,	understand	why:	Was	the
timeline	too	tight?	Was	the	scope	too	vague?	Or	is	there	a	relationship	dynamic	you
should	be	aware	of?

Why	it	matters:	Competitive	bidding	drives	better	pricing	and	better	scope	coverage.	A
single-bid	project	has	no	benchmark	for	value.

"Were	the	bids	compared	on	equal	terms?"

This	is	the	leveling	question.	If	one	vendor	included	disposal	and	another	didn't,	they're
not	actually	comparable	at	face	value.	Your	PM	should	be	able	to	show	you	a	side-by-side
comparison	where	every	bid	is	broken	into	the	same	categories	with	the	same	line	items.
If	they	can't,	you're	comparing	numbers	that	don't	mean	the	same	thing.

Why	it	matters:	The	lowest	bid	is	meaningless	if	it's	missing	scope	items	that	will	become
change	orders	after	the	contract	is	signed.



"Were	discrepancies	identified	and	resolved?"

When	bids	are	compared	at	the	line-item	level,	gaps	become	visible:	a	missing	warranty
here,	an	unspecified	material	there,	a	disposal	cost	that	one	vendor	includes	and	another
doesn't.	Your	PM	should	be	able	to	show	you	what	discrepancies	were	found,	what
clarifications	were	sent,	and	what	the	vendors	said	in	response.	If	this	step	was	skipped,
the	comparison	is	incomplete.

Why	it	matters:	Unresolved	discrepancies	are	where	change	orders,	disputes,	and	budget
overruns	originate.

"Why	this	vendor	and	not	the	others?"

The	rationale	should	be	specific	and	documented:	best	total	value	considering	scope
coverage,	material	quality,	warranty,	timeline,	and	price.	"They	were	the	cheapest"	isn't	a
rationale—it's	a	number.	"They	were	the	most	complete,	used	specified	materials,	and
their	total	was	within	5%	of	the	low	bid"	is	a	rationale	you	can	stand	behind.

Why	it	matters:	A	documented	rationale	protects	your	PM	from	unfair	criticism	and	protects
you	from	uninformed	approvals.

"Can	I	see	the	full	comparison	and	decision	trail?"

If	the	answer	is	yes—if	your	PM	can	hand	you	a	comparison	table,	clarification	history,	and
written	recommendation	that	you	can	review	at	your	convenience—you	have	a	process
that	works.	If	the	answer	is	"let	me	explain	it	to	you	verbally,"	you	have	a	knowledge	gap
that	only	exists	in	one	person's	head.

Why	it	matters:	Documentation	that	lives	in	a	system	is	an	asset.	Knowledge	that	lives	in
someone's	head	is	a	liability	that	leaves	when	they	do.

THE	RISK

What	Undocumented	Decisions	Actually	Cost
The	risk	of	a	poor	bid	process	isn't	just	overspending.	It's	the	cascade	of
problems	that	follow	an	uninformed	decision.

DOCUMENTED	PROCESS

Decisions	can	be	reviewed,	defended,	and	improved	over	time.	Institutional	knowledge	is	preserved.

INFORMAL	PROCESS

Decisions	are	made	reasonably	but	can't	be	verified	after	the	fact.	Risk	increases	with	PM	turnover.

NO	PROCESS



Decisions	are	relationship-based	and	invisible.	No	audit	trail.	No	learning.	Full	exposure	to	scrutiny.

The	cost	of	an	undocumented	bid	process	compounds	at	three	levels:

The	Direct	Cost

When	scope	gaps	aren't	caught	before	contract	signing,	they	become	change	orders	after
work	begins.	A	bid	that	looked	like	the	best	deal	turns	into	the	most	expensive	one.	The
money	was	always	going	to	be	spent—it	just	wasn't	visible	at	decision	time.

The	Relationship	Cost

When	vendors	feel	the	process	is	opaque	or	inconsistent,	the	best	ones	stop	bidding	on
your	work.	They	don't	want	to	invest	time	in	a	process	where	the	decision	criteria	are
unclear.	Over	time,	you're	left	with	a	smaller	pool	of	vendors	who	are	willing	to	tolerate	an
unstructured	process—which	rarely	correlates	with	the	highest	quality	work.

The	Organizational	Cost

When	your	PM	leaves,	retires,	or	transfers,	everything	they	knew	about	vendor	history,
pricing	benchmarks,	and	decision	rationale	leaves	with	them.	The	next	person	starts	from
zero.	A	documented	process	creates	institutional	memory	that	survives	personnel	changes.

THE	PORTFOLIO	MULTIPLIER

These	costs	don't	just	apply	to	one	project	at	one	property.	They	apply	to	every	bid
decision	across	your	entire	portfolio.	If	you	manage	50	properties	and	each	one	runs
10–15	vendor	decisions	per	year,	that's	500–750	decisions	annually.	Even	a	small
improvement	in	process	quality	across	that	volume	creates	meaningful	protection
for	your	assets.

THE	SOLUTION

Accountability	That	Everyone	Embraces
The	best	bid	processes	don't	add	burden	to	your	PMs—they	reduce	it	while
giving	you	the	visibility	you	need.

Accountability	gets	a	bad	reputation	because	it's	usually	implemented	as	oversight:	more
reports,	more	approvals,	more	checkboxes.	That's	not	what	we're	talking	about.	The	right
bid	process	makes	your	PMs'	jobs	easier	while	simultaneously	giving	you	visibility.	When
those	two	things	happen	together,	everyone	wins.

WHAT	YOU	GET

Visibility	into	every	bid	across	your	portfolio✓



WHAT	YOUR	PMS	GET

WHERE	TO	START

You	don't	need	to	overhaul	everything	at	once.	Start	with	one	change:	ask	your	PMs
to	provide	a	one-page	comparison	summary	for	the	next	vendor	recommendation
they	bring	you.	That	summary	should	show	the	vendors	who	bid,	the	leveled
comparison,	any	discrepancies	that	were	resolved,	and	the	rationale	for	the
recommendation.	If	they	can	produce	that	document,	you	have	the	foundation	for	a
scalable	process.	If	they	can't,	you've	identified	exactly	where	the	gap	is.

STRUCTURE	CREATES	CONFIDENCE

The	most	respected	property	management	teams	aren't	the	ones	that	never	make
mistakes.	They're	the	ones	that	can	show	their	work.	When	every	vendor	decision
has	a	documented	comparison	and	a	clear	rationale,	you're	not	just	protecting	your
assets—you're	building	a	reputation	for	thoroughness	that	attracts	better	vendors,
better	talent,	and	better	opportunities.

BidBuddy	Gives	You	the	Visibility	Without
the	Micromanagement

See	What	Visibility	Looks	Like	→

Documentation	for	every	vendor	decision✓

A	clear	audit	trail	for	due	diligence✓

Objective	criteria	for	vendor	selection✓

Confidence	when	approving	capital	spend✓

Less	time	on	administrative	tasks✓

Documentation	that	protects	their	decisions✓

Objective	criteria	that	backs	up	recommendations✓

No	more	ownership	second-guessing✓

Professional	tools	that	make	them	look	thorough✓

https://martir46.sg-host.com/for-owners/
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