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Section 1:
Concept
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Initial Considerations
• What is the Need?

– Are you out of space for employees/public/storage, etc?
– Are there efficiencies to be gained in operations such as lower utility costs 

or leaving rental space?
– Build new or rehab?

• How Big?
– Conduct space needs analysis-start big
– Plan for minimum of 25 years of growth, both population and staff

• How Much?
– Select location of new facility 
– Based on space needs study, compare cost/sf of similar construction
– Don’t forget FF&E Costs, IT, moving
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Don’t Use 
Your 
Neighbor’s 
Costs for 
Your Budget
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PLAN 
YOUR 
SPACE

Political Considerations

• Does the project have community support?
–What does the community expect from the 

project?
–What are County Council’s expectations for 

project?
–Will always have critics
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Political Considerations
• Public engagement 

and input
–Decide the right level 

of engagement
–When would this 

level of input be 
needed
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Q&A

• What has worked (or not worked) well for you 
for community engagement in planning a 
project?

• Tell us an example of a time you budgeted for 
a project and missed the mark. What did you 
learn?
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Section 2:
From Design to Construction
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Cost: Wants vs. Needs
• The tension — how to deliver what everyone 

wants on budget.
• Cost must be a consideration every step of the 

way.
• Must consider the cost of the project and the 

costs you may save if you are consolidating 
space. 
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Efficiency and Function
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Efficiency and Function
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Construction Methods

• Choose a construction method that fits your project
• Popular Options:

– Design-Bid-Build
– Design Build
– Construction Manager at Risk

17

DESIGN/BID/BUILD

O
OWNER

A
ARCHITECT

E
ENGINEERS

CM
CONTRACT 
MANAGER

S
SUB-

CONTRACTORS

PROS

• Most traditional / best 
understood method

• Longest legal history
• Can create highly 

competitive pricing
• Best for straightforward 

projects with adequate 
timeline

• Least personality driven

CONS

• Architect as owner 
advocate

• Pricing arrives late 
in process

• Low bid oriented
• Scope changes result in 

change orders
• Can create conflict

CONTRACT: AIA B101
Standard Form of Agreement
Between Owner & Architect

Construction Delivery Methods
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CONS
• Owner must accept

some uncertainty
• Requires extensive pre-

project communication
• Needs defined conflict 

resolution process
• Quality can sometimes 

suffer / Contractor-led
• Architect-as-Owner 

Advocate not promoted

PROS
• Works well for 

repetitive projects
• Allows for fast track

timeline / schedule
• Early CM involvement
• Owner is not mediating 

the Designer and CM
• Guaranteed maximum 

pricing early
• Owner writes one check

DESIGN / BUILD

E
ENGINEERS

A
ARCHITECT

S
SUB-

CONTRACTORS

S
SUB-

CONTRACTORS

S
SUB-

CONTRACTORS

OWNER
O

CONTRACT
MANAGER

CM

CONTRACTS:
AIA B104: Standard Form of Agreement Between 
Owner & Architect for a Project of Limited Scope

AIA 141: Standard Form of Agreement
Between Owner & Design Builder

Construction Delivery Methods
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CM AT RISK

CONS
• Need right mesh of 

personalities
• Contractor must be 

comfortable reporting 
directly to the Owner

• Owner needs sufficient 
expertise to manage both
CM + Designer

• Designer + Builder have
separate contracts with
Owner

• Architect as owner 
advocate

O
OWNER

A
ARCHITECT

E
ENGINEERS

S
SUB-

CONTRACTORS

S
SUB-

CONTRACTORS

S
SUB-

CONTRACTORS

PROS
• Collaborative approach
• Pre-select CM after 

schematic design
• Crucial pre-construction 

services at each phase
∙ Develop + confirm 
budgets

∙ Provide input on materials
and systems

∙ Address 
constructability issues

• Schedule driven

CM
CONTRACT 
MANAGER

CONTRACT: AIA B103
Standard Form of Agreement
Between Owner & Architect for a large
or Complex Project

Construction Delivery Methods
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Takeaways on Construction Methods
• What could influence the method you choose?

– Complexity of the project 
– Schedule

• Design/Build may sometimes be quicker
– Level of contractor interest
– Design/Bid/Build does not always equal lowest price

• Change orders
– Level of risk

21

Aiken 
County 

Timeline 
and 

Budget 

• Design Team Selection: 
Spring 2010

• Space Needs 
Assessment: Spring-
Summer 2010

• Feasibility Studies: 
Summer- Fall 2010

• Start Design: Winter 
2010- 2011 

• Construction: 2012-2014
• Completion/ Move In

April 15, 2014

• Site Acquisition Cost: 
$1.9M

• Total Project Cost: 
$38M

• Total Construction 
Cost: $28.5M
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Q&A

• What challenges have you faced trying to right-size 
a project?

• Has anyone had an experience where one of the 
construction delivery methods created an unseen 
challenge down the road?
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Build the Right Team

• Your Staff
• Professionals

– Municipal Advisor
– Underwriter/Placement Agent
– Bond Counsel

25

What kind of project is it?

Essential Non-Essential
(W&S, Stormwater, Jail, (PARKING, Water Park,

Courthouse, Admin. Building) Conference/Convention Center)

Is it revenue producing?

Yes No
(PARKING, Water Park) (Conference/Convention Center)

Funding Funding

Bonds Pay-Go Bonds
(cash on hand, CPST,
grants, FILOT, other)

Revenue General Obligation
(usage/consumption charges, IPRB (constitutional, voter-

bulk contracts) approved, CPST)

Repayment Sources
Repayment Sources (any legally available funds Repayment Sources

(gross revenue pledge, including operating mils, CPST, (property taxes, 
net revenue pledge) FILOT, business license, impact fees, CPST collections)

usage/consumption charges, other)

How do we sell them?

Public Offering Private Placement

Funding of
Non-Essential Projects

26
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What kind of project is it?

Essential Non-Essential
(W&S, Stormwater, Jail, (Parking, Water Park,

Courthouse, ADMIN. BUILDING) Conference/Convention Center)

Is it revenue producing?

Yes No
(W&S, Stormwater) (Jail, Courthouse, ADMIN. BUILDING)

Funding Funding

Bonds Pay-Go Bonds
(cash on hand, CPST,
grants, FILOT, other)

Revenue General Obligation
(usage/consumption charges, IPRB (constitutional, voter-

bulk contracts) approved, CPST)

Repayment Sources
Repayment Sources (any legally available funds Repayment Sources

(gross revenue pledge, including operating mils, CPST, (property taxes, 
net revenue pledge) FILOT, business license, impact fees, CPST collections)

usage/consumption charges, other)

How do we sell them?

Public Offering Private Placement

Funding of
Essential Projects

27

General Obligation Bonds
• The “Eight Percent Limit”

– Section 15, Article X of the South Carolina Constitution permits a county 
to have outstanding general obligation debt “in an amount not exceeding 
eight percent of the assessed value of all taxable property” in the school 
district.

– The eight percent limit is calculated by totaling all of the assessed values 
of the taxable property within the county and multiplying it by eight 
percent.

(Total Assessed Value X 0.08)-(amount of outstanding GO debt)

= Permissible outstanding GO debt
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Installment Purchase Revenue BondsInstallment
IPRB Purchase

Purchasers Revenue
Bonds (IPRBs)

Non-Profit

City/County

Designated Sources Backstop Sources
of IPRB Payments of IPRB Payments

(e.g., ATAX, hospitality (i.e., proceeds of mini
fees, sales taxes, property GO bond issued by
taxes resulting from growth, City/County under
and other available sources) 8% debt capacity)

City/County budgets each

year to pay principal and
interest on all GO Bonds
outstanding

(†) Non-Profit issues IPRBs to fund City/County project(s)
(a) Each year, City/County identifies Designated Sources from which to make annual IPRB payments.  Funds constituting Designated Sources Bond

can change over time at City's/County's discretion. Investors
(b) If Designated Sources are insufficient to make annual IPRB payments, City/County may elect but is not obligated to issue a mini GO Bond

(typically fully amortizing within 1-4 years) and use the proceeds therefrom for annual IPRB payments.
(c) Accumulated Designated Sources and/or other deposits (i.e., proceeds of mini GO Bond) flow out for timely payment of annual IPRB debt service.

2053 Mini GO Bond
2054 Mini GO Bond
2055 Mini GO Bond

2047 Mini GO Bond
2048 Mini GO Bond
2049 Mini GO Bond
2050 Mini GO Bond
2051 Mini GO Bond
2052 Mini GO Bond

2041 Mini GO Bond
2042 Mini GO Bond
2043 Mini GO Bond

2044 Mini GO Bond
2045 Mini GO Bond
2046 Mini GO Bond

Funds Accumulated to Make IPRB Payments

2038 Mini GO Bond
2039 Mini GO Bond
2040 Mini GO Bond

2035 Mini GO Bond
2036 Mini GO Bond
2037 Mini GO Bond

2032 Mini GO Bond
2033 Mini GO Bond
2034 Mini GO Bond

2029 Mini GO Bond
2030 Mini GO Bond
2031 Mini GO Bond

2026 Mini GO Bond
2027 Mini GO Bond
2028 Mini GO Bond

Trustee-Held Accounts

(b)

(c)

(a)

(†)

IPRBs

Purchase Price 
of IPRBs

(b)

Purchase 
Price of 
Bonds

Bond 
Debt 

Service 
Payments

With each IPRB payment made 
by City/County, ownership of 
project(s) transfers from Non-
Profit/Trustee to City/County

Purchase Price of IPRBs
(i.e., construction proceeds)

Bonds

Dotted arrows (               or ) = optional and at City’s/County’s discretion
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Public Offering

COORDINATION

INFORMATION BONDS

$

Elected Officials

Engineers

Attorneys

Architects

Trustees

Auditors

Transaction
Service Providers

Rating Agencies

Bond Insurers

$ $ $ $
$

$
$

$

$

$

$

$

$
$

$
$$$$

$

$

$

$

=The Market
(institutional and retail 
buyers)

$

= Management/Staff

= Optional:
market professional
such as a financial advisor

= Underwriter
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Private Placement =The Market
(typically banks)

COORDINATION

INFORMATION

$

$
$

Management /
Staff

$

$

= Management/Staff

= Optional:
market professional
such as a placement agent 
or financial advisor

Elected Officials

Engineers

Attorneys

Architects

Trustees

Auditors

Transaction
Service Providers

Rating Agencies

Bond Insurers

31

• When/what is the just right:
- time to assemble the financing team?

- time to borrow (e.g., what’s going on in the bond market)?

- amount to borrow (e.g., not too much or too little)?

- way to draft the plan of finance (e.g., what other projects may be out there that 
we’ll need to fund)?

- way to sell our bonds (e.g., negotiated vs competitive, public offering vs private 
placement, tax exempt vs taxable, etc.)?

32
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Managing the Project
• Internal Working Committee

– Senior Staff (Administrator and/or Deputy)
– Procurement Director
– IT Director
– Director of Building Maintenance
– Finance Director
– Clerk of Court (if building is a court facility)
– Meet regularly, preferably bi-weekly

• Owners, Architects, Contractor (OAC) meetings
– Invaluable to the success of the project
– Senior staff, architects and contractor should meet regularly to discuss 

progress and issues
33

Completion and Opening

• Conduct a building orientation for employees 
– Allows them to get familiar with building before public 

access
– Allows them to learn new systems such as security
– Helps them take ownership to take care of the building 

34
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Q&A

• What criteria do you use to differentiate essential, 
non-essential and non-essential-but-important 
projects?

• Why would a lender look more favorably on 
financing an essential project with an IPRB over a 
non-essential project?

35

Questions?
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Stifel Disclosures
Stifel, Nicolaus & Company, Incorporated (“Stifel”) has prepared the attached materials. Such material consists of factual or general
information (as defined in the SEC’s Municipal Advisor Rule with current effective date of implementation of July 1, 2014). Stifel is not hereby
providing a municipal entity or obligated person with any advice or making any recommendation as to action concerning the structure, timing
or terms of any issuance of municipal securities or municipal financial products. To the extent that Stifel provides any alternatives, options,
calculations or examples in the attached information, such information is not intended to express any view that the borrower could achieve
particular results in any municipal securities transaction, and those alternatives, options, calculations or examples do not constitute a
recommendation that any municipal issuer or obligated person should effect any municipal securities transaction. Stifel is not acting as your
municipal advisor and does not owe a fiduciary duty pursuant to Section 15B of the Exchange Act to the municipal entity or obligated party
with respect to the information and materials contained in this communication.

Stifel is providing information and is declaring to the proposed municipal issuer and any obligated person that it has done so within the
regulatory framework of MSRB Rule G-23 as an underwriter (by definition also including the role of placement agent) and not as a financial
advisor, as defined therein, with respect to the referenced proposed issuance of municipal securities. The primary role of Stifel, as an
underwriter, is to purchase securities for resale to investors in an arm’s- length commercial transaction. Serving in the role of underwriter,
Stifel has financial and other interests that differ from those of the issuer. The issuer should consult with its own financial and/or municipal,
legal, accounting, tax and other advisors, as applicable, to the extent it deems appropriate.

These materials have been prepared by Stifel for the client or potential client to whom such materials are directly addressed and delivered for
discussion purposes only. All terms and conditions are subject to further discussion and negotiation. Stifel does not express any view as to
whether financing options presented in these materials are achievable or will be available at the time of any contemplated transaction. These
materials do not constitute an offer or solicitation to sell or purchase any securities and are not a commitment by Stifel to provide or arrange
any financing for any transaction or to purchase any security in connection therewith and may not relied upon as an indication that such an
offer will be provided in the future. Where indicated, this presentation may contain information derived from sources other than Stifel. While
we believe such information to be accurate and complete, Stifel does not guarantee the accuracy of this information. This material is based on
information currently available to Stifel or its sources and is subject to change without notice. Stifel does not provide accounting, tax or legal
advice; however, you should be aware that any proposed indicative transaction could have accounting, tax, legal or other implications that
should be discussed with your advisors and /or counsel as you deem appropriate.
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