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▪ David Bickerstaff
▪ Former Board member of Stonebriar Village HOA (Frisco)
▪ Current AMC (Architectural Modifications Committee) Chair
▪ Personal Experience- Consulting business assisting companies in 

sourcing large contracts with vendors from RFIs/RFPs, selection, 
negotiations, contract execution and implementation.

About Me

2

2

Note: This presentation does not disclose any non-publicly 

available information regarding Stonebriar Village HOA



▪ About Stonebriar Village

▪ Large contract bid solicitation policy

o Why have a policy

o What is in the policy

▪ What contracts should be considered

o Landscape

o Security

o Property Management

o Others

▪ The Process

o Timing and where to begin

o Vendor list

o RFI and RFP

o Keeping the Board informed

o Vendor selection & communication

Agenda
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About Stonebriar Village

▪ Stonebriar Village

❑ Stonebriar Village is a gated residential community located 

adjacent to Stonebriar Country Club in Frisco Texas. There 

are 625 single family homes within our community. We are 

proud to have achieved the Five Star Gold Neighborhood 

Designation in Frisco. 

❑ The HOA manages certain common areas which including 

the following:

o Landscape and irrigation

o Ponds

o Gatehouse

o Streets

o Walls, fences

o Trees

o Parks, sport court and playgrounds
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Large Contract Bid Policy

▪ Why have a policy

o Texas Senate Bill (SB) 1588 went into effect 9/1/2021 and requires HOA’s to obtain multiple 

bids for any job estimated to cost more than $50,000

o Ensures competition – at least three bids

o Considers your governing documents and state laws

o Ensures board does not become complacent

o Board’s fiduciary responsibility

o Provides transparency to residents

▪ Sample Policy

o Contracts costing $50,000 or more annually

o Requires at least three bids

o Vendors needs to conform to certain terms (insured and licensed)

o Board should consider all factors and not be required to simply select the lowest cost bid

o Allows the option for a contract to automatically renew limited to the Consumer Price Index
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Large Contract Bid Policy.pdf



What Contracts Should Be Considered 

▪ Develop a list of current vendors for your HOA

o Scope of services

o Annual contract amount

o Expiration dates

o Notice requirement

o Automatic extension

6

Vendor Name Service Provided

Contract 
Expiration 
Date

Annual 
Amount 
Over $50k

RFP 
Required

Automatic 
Renewal Notice Requirement

xxx Audit/Tax 12/31/2025 No No No None
xxx Holiday Lighting 12/31/2025 No No No None
xxx Landscape 12/31/2026 Yes Yes No 30 days notice
xxx Legal NA No No Open Ended Written notice- either party
xxx Pest 10/1/2025 No No Every 12 months 90 day notice
xxx Property Manager 2/28/2025 Yes Yes No 30 days notice
xxx Pond ManagementNA No No Open Ended 30 days notice
xxx Security 12/31/2025 Yes Yes No 30 days notice
xxx Tree Maintenance 12/31/2025 Yes Yes No 30 days notice



Timing and Where to Begin

▪ Prioritize the expiration date of your large contracts

▪ Develop a workplan that will allow you to make a decision prior to the 

“notice requirement“ of your current vendor’s contract

▪ Where do we begin?

o Develop a workplan

o Gather a small committee (note: if you are seeking bids for management services, 

then the current management firm should not participate in selection process)

o List possible alternative vendors 

o Consider if an RFI is necessary (then issue an RFP)

o Budget timing considerations

o Legal should be engaged throughout the process

o Current contract – what needs to change / improve

o Communicate to your current vendor regarding the process

Large Contract 

Process
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Vendor List

▪ How can we determine a list of vendors?

o Your property manager

o Your outside legal firm

o Other HOAs

o HOA Connect group

o Your prior RFPs

▪ How many vendors should receive the RFI / RFP?

o No firm rule, but consider your time to review each response

o Initially we sent RFIs to 7 vendors 

o The list was then narrowed to 4 vendors that received the RFP

o Goal of having 3-4 proposals / bids to comply with our large contract policy
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Should I Start with an RFI?

• Goal- determine the vendors to receive an RFP
o Allows you to send the RFP to a more focused group of vendors

• The RFI allowed us to gather basic information from several 

vendors
o Financial information about the company
o References

o Number of clients

o Credit reference

o Sample contract

• After responses are received
o Determine if any vendors should be eliminated
o Call references (3 references for each vendor x 7 vendors = 21 calls!)

▪ Leverage the selection committee, but ask the same questions

▪ Document the answers!

o Determine the final list to receive the RFP

RFI Sample

Sample Reference 

Calls
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RFP

• What should be included in the RFP?
o Overview and expectations

o Key dates

o Points of contact

o Evaluation criteria

o Terms and Conditions
o Detailed description of services

o Description of the HOA Common Area and 

Amenities

o Should we include our budget?

• Other tips
o Host a Q&A session for all vendors

o Site visits might be beneficial

o Stick to your key dates as much as possible

o Schedule interviews (invite full board) with finalists

o Follow up with references as needed
o Have legal reviews of the terms and conditions

o Board review of the final RFP

o Have the vendors provide a red-line back to you 

regarding the terms and conditions
RFP TOC

Date Activity 

5/2/2022 RFP released 

5/13/2022 Vendor submits intent to bid 

5/18/2022 Bidder’s conference and tour of 
property 

5/27/2022 Bidders provide questions 

6/3/2022 Responses to bidder questions 

7/1/2022 Proposals due 

7/4-29/2022 Association review of proposals 

8/1-19/2022 Presentation by Bidders 

9/6/2022 Finalist(s) recommendation to 
Board of Directors (“BOD” or 
“Board”) 

9/27/2022 BOD meets with finalist, if required 

10/3-25/2022 Final negotiations 

10/26/2022 Contract execution 

10/27/2022 Communication with all bidders 

11/1-30/2022 Vendor Orientation 

1/1/2023 New Contract effective date 
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RFP

• Other Information to Include in the RFP
o Vendor Intent to Bid

o HOA Site Map
o Irrigation Location Map (if applicable)

o Association’s Contractor Rules

o Vendor Monthly Report Format (what do you expect to see each month)

o Bidder’s Response Form

• Specific services that will be offered by the vendor 
• Fees in detail- we ask for three years

• Agree to comply with terms and conditions or provide red-lines

• List of key personnel

• Proof of insurance and certifications
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Keeping the Board Informed

• Boards will be interested in the progress, so provide updates at each board 

meeting

• Invite the Board to be engaged during the process:
o Reference calls

o Vendor Q&A sessions
o Finalist interviews

• Key is full transparency throughout the process
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Vendor Selection

• Evaluation of RFP Responses
o Evaluation of proposals will include an assessment based on the 

degree to which the Bidder’s response conforms to the Association’s 
intent and requirements of the contemplated relationship with the 

vendor and this RFP

o Proposals will be evaluated using “best value” based on experience, 

cost, abilities, quality, delivery performance, available capacity, 

references, vendor’s acceptance to the Association’s terms and 
conditions and other possible factors applied at the Association’s 

discretion, and equally to all proposals criteria, rather than “cost” 

alone

o You will need to ensure that you are comparing “apples to apples“

• Key Personnel
o Interviews of key personnel are important
o Experience in a leadership role

o Other HOAs they support

• Recommendation
o Prepare a recommendation to the Board based on the evaluation 

criteria – Final interviews by the Board may be needed
13



Vendor Selection

• Sample Fees Evaluation of RFP Responses 
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Vendor Selection

• Sample Evaluation Criteria
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Sample Landscape RFP Evaluation

1.6   EVALUATION CRITERIA (from RFP)

Evaluation Category RFP Reference Vendor A Vendor B Vendor C Vendor D

Cost

Experience & Delivery Performance

Attachment F (Bidder Response Form)

  (Question 7) Experience with irrigation and water resources 5 5 5

  (Question 8) Experience managing ponds 4 1 1

Available Capacity

Attachment F (Bidder Response Form)

  (Question 2) Key Personnel 4 5 4

  (Question 3) Personnel Strategy 4 4 5

  (Question 4) Attrition of personnel 4 4 4

  (Question 5) Staffing strategy during winter months 4 4 4

References & Quality

Attachment F (Bidder Response Form)

  (Question 6) Top Competitors & Competitive Advantage 3 4 5

Acceptance of Terms and Conditions

Attachment F (Bidder Response Form)

   (Question 1) Comply with Terms & Conditions 5 5 5

Scope & Abilities

Total 33 32 33

Markup 50%

15-18% net 

profit 50%

                                      (Lawyer) will provide review of acceptance of terms & conditions
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Evaluation of proposals will include an assessment based on the degree to which the Bidder’s response conforms 

to the Association’s intent and requirements of the contemplated relationship with the vendor and this RFP. In 

addition, proposals will be evaluated using “best value” based on experience, cost, abilities, quality, delivery 

performance, available capacity, references, vendor’s acceptance to the Association’s terms and conditions and 

other possible factors applied at the Association’s discretion, and equally to all proposals criteria, rather than 

“cost” alone.

Valuation Rating

Pricing review with be done by sub-committee



Final Tips

• Start Early

• Transparency is Important

• It is a Time-Consuming Activity and Should be Taken 

Seriously

• Don’t Simply Pick the Lowest Cost Vendor

• Key Personnel Interviews

• Give the Vendors at Least 30 Days to Prepare a 

Response 

• Be as Specific as Possible in the RFP

• Check the References!
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Contact Information

David Bickerstaff

Stonebriar Village HOA AMC Chair

david.bickerstaff@sbcglobal.net 

903-340-9502
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