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Introduction

ABOUT THIS RESEARCH

Contractors face a complex and evolving business environment
in 2026, shaped by economic uncertainty, policy shifts, cost
fluctuations and continuing workforce challenges. Meanwhile,
demand is softening, competition is increasing, projects are
becoming more complex, and margin pressure is relentless.

This report is based on a Dodge Construction Network survey of 262
US general and trade contractors conducted in Q1, 2026 (see page
38 for survey details). It examines how contractors are responding
to external conditions and sharpening internal capabilities to meet
these challenges.

The findings reflect an industry adapting to a more constrained
environment by emphasizing selectivity, strengthening risk
management and focusing on execution in 2026 and beyond.

Dodge thanks CMIiC for sponsoring this study and for all they do
to support the growth and success of construction companies in
North America.
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Message From CMIC

The construction industry continues to evolve rapidly across the globe,
shaped by shifts in the economic landscape, technological innovation
and growing regulatory pressure. In the US, this evolution is especially
pronounced as industry leaders embrace emerging technologies

such as Al, while also navigating material cost fluctuations and supply
chain disruptions.

To help construction leaders stay ahead of these trends and remain
competitive, we partnered with Dodge Construction Network to produce
this report, which focuses on US data and the insights contained within.
Our findings reflect what we hear from construction firms every day:

The industry is navigating a more complex and constrained environment,
and the margin for error is shrinking. With 91% of contractors already
reporting cost impacts from tariffs, and project pipelines slowing across
nearly every segment, financial visibility and operational agility have
become imperative.

Key Business Trends for US Contractors in 2026

The research also identifies the pressure points these firms face, a critical
first step toward building systems resilient enough to absorb them. Over
80% of contractors report dealing with compressed schedules and post-
bid material cost increases, while 72% report losing skilled workers to
retirement, competitors, or attrition. Yet despite these pressures, 74% of
contractors remain optimistic about performance in 2026. As strong as
that resilience is, it requires the right tools to sustain it.

At CMIC, we've spent decades helping construction firms manage the

full complexity of their business using our fully integrated construction
ERP. With only 36% of contractors reporting effective use of technology
on their projects, the opportunity to close that gap is significant. As Al
continues to reshape how construction projects are delivered, we remain
committed to providing technology that keeps pace with industry demands
both within the US and globally.

Gord Rawlins
President and Chief Executive Officer
CMiC
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Key Findings

Contractors face converging economic, policy and workforce pressures in 2026, driving more selective,
margin-focused growth strategies. However, they remain resilient and optimistic.

This and the following page summarize the
key findings, organized by major themes.
More detail on each is available in the body
of the report.

ECONOMIC CONDITIONS AND
WORKFORCE ISSUES DOMINATE
CONTRACTORS’' TOP CONCERNS
FOR 2026

Several key themes emerge from descriptions
of contractors’ top business concerns
for 2026.

e Work availability, market conditions and
competition are cited equally as often
as their continuing challenges of project
staffing and labor availability.

e Economic uncertainty (e.g., interest
rates, inflation and funding levels) also
ranks as a major concern.

e Costmanagement and technology-
related issues are mentioned less
frequently but still reflect ongoing

pressures and important considerations.

CONTRACTORS FACE INTENSE
PRESSURE IN PURSUING NEW
BUSINESS

Competition and market uncertainty are
making it increasingly difficult for contractors
to secure profitable work.

e Aggressive competitive pricingis the
most widespread challenge, cited by
84% of contractors.

SmartMarket Brief

e Other majorissuesinclude
decreasing quality of design
documentation (80%) and for GCs,
difficulty obtaining adequate bid
coverage from trades (68%).

¢ Clients are also shifting risk,
with 62% reporting more onerous
contract terms such as risk transfer
and payment provisions.

CHALLENGES ARE EXPECTED
TO WORSEN AND IMPACT
COMPETITIVENESS

Contractors widely anticipate that current
business development challenges will
intensify.

e Nearly half (46%) expect these
challenges to increase in frequency over
the next 12 months.

e Amongthose expectingincreases, a
large majority (83%) believe this will

negatively impact their competitiveness.

CONTRACTORS ARE IMPLEMENTING
MORE SELECTIVE AND DISCIPLINED
STRATEGIES

Rather than pursuing volume, many
contractors are becoming more disciplined in
how they pursue work.

e Firms are focusing on more selective
bidding, with greater emphasis on
project fit, risk and profitability.

e Many are strengthening client and
subcontractor relationships to improve
positioning and reduce uncertainty.

e Risk managementis a growing
priority, including greater focus on
contract terms, early engagement and
preconstruction planning.

LABOR SHORTAGES ARE A
FUNDAMENTAL CONSTRAINT ON
PROJECT EXECUTION AND
COMPANY GROWTH

Continuing a long-standing trend, contractors
report widespread difficulty finding skilled
workers, impacting their ability to deliver
projects and pursue new opportunities.

e Two-thirds (65%) say shortages are
affecting schedules, and nearly that
many (61%) report asking workers to
do more.

e Nearly half are increasing bids or turning
down work opportunities due to
labor constraints.

e Nearly three-quarters (72%) report
they are losing skilled workers: 76% of
them cite retirement as a key workforce
attribution factor, and 58% report losing
them to competitors.

Dodge Construction Network
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Key Findings

Contractors face converging economic, policy and workforce pressures in 2026, driving more selective,
margin-focused growth strategies. However, they remain resilient and optimistic.

GOVERNMENT POLICY AND COST
PRESSURES CREATE SIGNIFICANT
UNCERTAINTY

Contractors report widespread concern about
the impact of policy changes on both costs
and project demand.

e Anaverage of 72% anticipate negative
business impacts related to government
policies (e.g., tariffs, immigration
enforcement and above-targetinflation).

e Tariffs are already affecting most
contractors, with 91% reporting
costimpacts.

¢ Most (78%) believe ongoing or
expanded tariffs will negatively
affect US construction volume.

e Many are sourcing alternate
materials or procuring from
different suppliers/countries.

PROJECT MANAGEMENT CHALLENGES
ARE INTENSIFYING

Contractors are facing increasing pressure on
schedules, costs and project execution.

e Over80% report compressed schedules
and post-bid material cost increases.

e Increasing project complexity (72%) and
material availability issues (67%) are
compounding these challenges.

e Many contractors report that these
challenges are increasing in frequency
and are expected to continue rising.

| SmartMarket Brief

FINANCIAL HEALTH STRONGLY
CORRELATES WITH COMPANY SIZE

Contractors’ financial resilience is uneven
across the industry.

e Larger firms are significantly more likely
to report excellent financial health, while
smaller firms are less stable and more
exposed to financial risk.

COST MANAGEMENT IS A SIGNIFICANT
CHALLENGE

Passing increased costs on to clients is
common. While this practice helps protect
margins, it relies on shifting cost risk rather
than eliminating it.

MOST CONTRACTORS REMAIN
OPTIMISTIC, BUT OUTLOOK VARIES

Despite these challenges, contractors
maintain a generally positive outlook for 2026.

e Nearly three-quarters (74%) report
being optimistic or highly optimistic
about their company’s performance
in 2026.

Nonbuilding contractors report lower
confidence, likely due to uncertainty
about project funding.

e Larger contractors are far more likely
to express strong optimism than
smaller firms.

Dodge Construction Network « www.construction.com
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Contractors’ Top Business Concerns for 2026

Top-of-Mind Business Concerns for 2026

As an opening pulse-check, the first question in this survey asked
contractors to tell us, in their own words, about their top concern for
their business in 2026.

While most respondents focus on one key concern, some cite several,
reflecting the dynamics of the current construction economy and
their unique operating environment. The graphic below shows the
most frequently mentioned terms.

Key Terms Appearing Most Frequently in Responses About
Contractors’ Top-of-Mind Business Concerns for 2026

AVAILABILI;I;m QUALIFIED
BACKLOG

PRICE MANAGEMENT TRADES

PEOPLEBID FUNDING

RATES

MATERIAL

MANPOWER

AVAILABLE LACK === "~ TARIFFS

« IATERIALS

STABLE
SHORTAGES SUFFICIENT
ECONOMIC INTEREST COST HIRING OPPORTUNITIES
e ECONOMY
OBTAINING PRIVATE
AI [HELATION LANDSCAPE  pERSONNEL =quirment
LABOR = o
. COSTS
COMPETITION SUPPLY
INCREASED WORKERS
KILLED -
WORKFORCE
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FIVE MAIN CATEGORIES

Contractors’ concerns fall into five main categories, shown in the
table below with their percentages of the total. Key subcategories
are also called out.

Selected responses, in full or in part, appear on the following
two pages.

Five Main Categories of Contractors’
Top-of-Mind Business Concerns for 2026

» Work Slowdown/Backlog/Pipeline (25%)
- Competition/Market Pressure (3%)

+ Business Growth/Expansion (2%)
« Skilled Trades Availability (18%)

« Finding/Retaining Qualified Professionals (7%)
- Immigration/Workforce Pipeline (5%)

» Economic Uncertainty/Recession Risk (10%)
- Interest Rates/Financing/Credit (5%)

« Tariffs/Trade Policy (5%)

« Government Funding/Policy/Regulation (3%)
cosTmanacEmMENT(3%) |
« Inflation/Rising Costs/Material Prices (9%)
- Supply Chain/Material Availability (4%)

+ Technology/Al/Software (4%)
« Other/Miscellaneous (2%)

Dodge Construction Network « www.construction.com
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CONTRACTORS'’ TOP CONCERNS FOR 2026

The Voice of the Contractor: Top Business Concerns for 2026

NEW BUSINESS/GROWTH AND
WORKFORCE MANAGEMENT
Over the past several years, contractors have generally experienced

strong demand for construction services and have primarily
struggled to adequately staff projects.

' ' Available work has slowed.

CURRENT MARKET
CONDITIONS

“Market volatility.”

“Lack of work in the

private sector.”
“Government infrastructure
spending is very much in
flux, and some projects
previously funded have
been delayed.”

“Other than mission critical,
markets are struggling.”

“Slowing market conditions.”

“Less projects in our bidding
pipeline now than 12
months ago.”

“Increasing competition.”

| SmartMarket Brief

NEW BUSINESS
OBJECTIVES

“Maintaining a
healthy backlog.”

“Finding enough work to
keep us busy and then
maximizing profits with
that work.”

COMPANY GROWTH

“Evolving and finding other
avenues of revenue.”

“Expanding beyond our
typical operating area
and performing work
that is outside of our
typical scope.”

“Growth into new markets.”

This year, however, a slowing economy, uncertainty about continued
government funding, and increasing competition bring these two
concerns to an equivalent level.

WORKFORCE MANAGEMENT (29%)

' ' Managing pipeline of awarded work
and proper staffing levels.

CURRENT WORKFORCE
SITUATION

“Finding qualified workers
has been a struggle.
Applicants are either
under-qualified having
no experience, or their
references come back with
negative remarks.”

“Fear from qualified skilled
laborers being detained by
ICE agents.”

“Too much work for the
available resources.”

WORKFORCE NEEDS
“Manpower in the field.”

“Manpower with skilled
trades.”

Dodge Construction Network

“Good quality project
managers, superintendents
and subcontractors who
care about the quality of the
projects we are working on
and deliver to a client.”

“Finding enough qualified
professional staff to

manage and execute the
backlog we have.”

“Finding knowledgeable and
skilled YOUNGER workers.”

RECRUITING NEW
INDUSTRY ENTRANTS

“The younger generation is
not willing to work in the
construction market.”

www.construction.com
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CONTRACTORS'’ TOP CONCERNS FOR 2026

The Voice of the Contractor: Top Business Concerns for 2026

OTHER KEY CONCERNS

On this page, contractors share concerns about the general economy,

challenges managing costs and the need to remain vigilant and
engaged with existing and emerging technologies.

ECONOMIC ENVIRONMENT (23%)

' ‘ The economy and stability of interest rates.

MARKET UNCERTAINTY

“Overall health of the
economy and investments
in facilities.”

PROJECT FINANCING

“The cost of financing for
projects as it may affect
how much activity our

“Financially stressed clients have.

subcontractors.” “Rising construction
costs and the funding

of future projects.”
ROLE OF GOVERNMENT

“Inconsistent tariffs and
policy decisions affecting
international economics.”

“Will the owners have the
appropriate budgets
available to complete
construction projects
with increased prices in
materials and labor?”

“Geopolitical landscape
coupled with tariffs and
interest rates.”

“Government regulations.”

“Politicians bickering
) . o and not fully funding
Bonding capability. T
“Projects being canceled
due to economic

uncertainty.”

“Tariffs and government
funding stream.”

| SmartMarket Brief

COST MANAGEMENT (13%)

' ‘ | see a lot of issues with changing material
pricing on a daily basis. Vendor pricing is not
guaranteed longer than one day.

PROJECT-RELATED
COSTS

“Business right now
is stagnant while
material and labor
costs are increasing.”

“Price escalation
and delayed delivery
of products.” “Inflation and energy

prices.”
COMPANY CONCERNS

“Healthcare costs.”

“Material price variability
due to trade wars.”

“Equipment and material
price increases and

“Lower profit margins.”
shortages.”

TECHNOLOGY AND OTHER CONCERNS (5%)

‘ ' Use of Al has increased, and | am not sure if
that is good or bad currently.

TECHNOLOGY
INVESTMENTS

“Automation is changing the
construction landscape.”

EMERGENCE OF Al

“Using the right project
management and accounting
software, without going over
our budget.”

“Successfully integrating Al
and new technologies into
existing processes.”

“Lower profit margins.”

Dodge Construction Network « www.construction.com


http://www.construction.com

New Business and Growth

CONTRACTORS’ BACKLOG e COMPANY SIZE: Results differ dramatically, however, by
Backlog is a key metric for every contractor’s new business planning. company size. Far more of the large (30%) and medium-sized
The charts on this and the two following pages examine current (24%) companies feel very positive compared with small ones
status, degree of recent change and confidence in successful (8%). This suggests a much higher risk of financial stress
replenishment of their backlog. or business discontinuation among small contractorsin an

economic slowdown.
STATUS OF CURRENT BACKLOG

Respondents rated, on a scale of one-to-10, how they feel about their * PRIMARY PROJECT TYPE: The notably lower percentage of
current level of backlog. The chart below groups the ratings into very positive ratings among nonbuHc?mg c.ontractors.llkely
four categories and shows how they vary by company type, size and reflects their c.once.rn about the contlngatlon of previously
primary project focus robust and reliable infrastructure funding.

Key Business Trends for US Contractors in 2026

e COMPANY TYPE: GCs and trades show very similar
rankings, with 58% and 64%, respectively, expressing a
positive perspective.

Contractors’ Perspective on Their Company’s Current Level of Backlog
Ratings on a One-to-10 Scale, by Company Type, Size and Primary Project Type

COMPANY TYPE COMPANY SIZE PRIMARY PROJECT TYPE

. Very Positive (9, 10)
. Positive (7, 8)

. Neutral (5, 6)

. Negative (1-4)

GCs Trades Small Medium Large Building Nonbuilding
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NEW BUSINESS AND GROWTH

How Contractors’ Backlog Has Changed Over the Past 12 Months

§ BACKLOG DYNAMICS e COMPANY TYPE: The higher rate of decline reported by GCs
N - . . . .

£ A company’s backlog constantly evolves as existing projects may be because they typically secure projects first and then

g progress and bids for new work are won or lost. As a measure of engage trades, so the impact of a slowing economy is starting
3 recent dynamics, the chart below shows how respondents’ backlog with them.

5 has changed over the past year, grouped by company type, size and

bt primary project focus. e COMPANY SIZE: More large and medium-sized firms report

?6 increasing backlogs, while many more small contractors

% VARIATION AMONG RESPONDENTS report declines.

[ . .

= Contractors report mixed changes in backlog over the past 12 « PROJECT TYPE: Building-focused contractors more often

é month§, with mqst indicating growth or stability but notable shares report growth compared with nonbuilding firms, likely reflecting
é reporting a decline. the impact of declining infrastructure funding.

>

Q

X

How Contractors’ Level of Backlog Has Changed Over the Last 12 Months
By Company Type, Size and Primary Project Type

COMPANY TYPE COMPANY SIZE PRIMARY PROJECT TYPE

. Increased

Significantly

Increased
Somewhat

Stayed About
the Same

. Decreased

GCs Trades Small

Medium Large Building Nonbuilding
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NEW BUSINESS AND GROWTH

Contractors’ Confidence in Replenishing Their Backlog

WINNING ENOUGH NEW WORK e COMPANY TYPE: GCs are somewhat less confident, likely again
A top concern for 2026 is having fewer opportunities for new work because the impact of a slowing economy is starting with them.
(see pages 5 and 6). This is reflected in the responses rating, on a

scale of one-to-10, companies’ confidence in securing enough new ¢ COMPANY SIZE: Confidence increases notably with size,

work to replenish their backlog this year, as shown below. continuing the pattern seen on the previous two pages.

e PROJECT TYPE: The pattern holds between building and
nonbuilding contractors, again likely reflecting nonbuilding
firms’ concerns about the future of infrastructure funding.

VARIATION AMONG RESPONDENTS

Not surprisingly, findings follow similar patterns to those on
the two previous pages addressing current backlog status and
recent changes.

Key Business Trends for US Contractors in 2026

Contractors’ Confidence That Their Company Will Bring In Enough New Business to Maintain Adequate Backlog
Ratings on a One-to-Ten Scale, by Company Type, Size and Primary Project Type

COMPANY TYPE COMPANY SIZE PRIMARY PROJECT TYPE

Very High
Confidence (9, 10)
High

Confidence (7, 8)

B nNeutral (5, 6)

Low
Confidence (1-4)

GCs Trades

Small Medium Large Building Nonbuilding
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Challenges Contractors Face in Pursuing New Business

Contractors rated how frequently they face each of seven challenges in
pursuing new business. The chart at left shows the share reporting each
challenge either moderately, frequently or very frequently, with totals.

VARIATION AMONG RESPONDENTS

e COMPANY TYPE: GCs are more likely to cite unfavorable contract
terms and uncertain funding, probably because they deal directly
with owners. Trades more often report low confidence in pricing.

Frequency With Which Contractors Report Each
Challenge in Pursuing New Business
Aggressive Competitive Pricing

29% 31% 84%

Decreasing Quality of Design Documentation in Bid Packages

23% 26% 80%
Getting an Adequate Number of Trade Bids (GCs Only)
33% 25% [0 L7 68%

Clients Demanding More Unfavorable Contract Terms
(e.g., Risk Transfer, Payment Terms, etc.)

30% 21% LIECN 62%

Uncertainty About Project Financing/Funding or Client
Approval to Proceed on Some Opportunities

39% 15% [3/]60%
Difficulty Confidently Estimating Due to Market Volatility
33% 21% [ 60%

Clients Requesting Shorter Decision Timelines for Bids

27% 23% {27 60%

Moderately

Frequently . Very Frequently |:| Total

SmartMarket Brief

e COMPANY SIZE: Large firms are particularly concerned
about unfavorable contract terms and uncertain funding,
likely reflecting their involvement in more complex, higher-
risk projects. Large companies are also more troubled by a
decreasing quality of design documentation, perhaps also
related to more complex projects, where good documents
are critical.

e PROJECT TYPE: Nonbuilding firms see more aggressive
competitive pricing, perhaps due to fewer available
infrastructure projects. More of the building contractors
cite issues with design documentation and, among the GCs,
getting adequate bid coverage from trades.

FORECASTED FUTURE INCREASES AND IMPACT

The charts below show that, on average, about half (46%) of
contractors believe these challenges will increase this year, and
most (83%) say they will negatively impact their competitiveness.
Their plans to address them are explored on the following page.

Future Increase in Challenges and the
Negative Impact on Competitiveness

Average Expecting Challenges
to Increase in the Next 12 Months

Average Forecasting a Negative Impact
on Their Competitiveness

Dodge Construction Network « www.construction.com
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NEW BUSINESS AND GROWTH

Addressing Business Development Challenges in 2026

As shown on the previous page, 83% of contractors believe the FIVE MAIN CATEGORIES
new business challenges they face will negatively impact their The table below groups the approaches into five main categories,
competitiveness in 2026. Those respondents were asked to describe, along with key subcategories and their percentages.

in their own words, how they plan to address these issues.
Selected responses, in full or in part, appear on the following
A small share of contractors indicate that “there’s nothing we can two pages.
do,” expressing frustration about factors largely outside their control.
However, most identify specific tactical and strategic approaches,
often citing multiple actions in their responses.

The graphic below highlights the most frequently mentioned terms.

Key Business Trends for US Contractors in 2026

Key Terms Appearing Most Frequently in Responses About Five Main Categories of Ways to Address
Addressing Top Business Development Challenges in 2026 Business Development Challenges in 2026

-~ DESIGN

CONTRACT - Selective Bidding & Project Pursuit Strategy (17%)
REQUIREMENTS Docu M ENTS - Pricing Strategy & Margin Management (16%)

PRICI NG DOCUMENTATION CCTIMATING RELATIONSHIPS AND COMMUNICATION (26%)
PRICE CONTINGENCY MecOTIATE » Client Education & Communication (13%)

M ARG I N s T E RM s CLARIFICATIONS COSTS

CUSTOMERS FUNDING s E L E CT Iv E CONTRACTING AND RISK (23%)
DESIGN DOCUMENTS RELATIONSHIPS S U ——

PLANNING  MATERIAL NEGOTIATIONS . .
INSURANCE ARCHITECTS RISK COST - Early Engagement & Preconstruction (11%)

o SUBCONTRACTORS
OPPORTUNITIES B N T T R « Estimating, Technology & Process Improvement (10%)

EDUCATE ESTIMATE

« Subcontractor Outreach & Relationships (13%)

ARe R CONTRACTS + Material Procurement & Supply Chain (4%)
NEGoTiaTing | ECHNOLOGY QUALITY  Pursuits OTHER (3%)
Al

PROPOSAL DESIGNERS
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NEW BUSINESS AND GROWTH

The Voice of the Contractor: Approaches to Dealing With Competitive Challenges

BIDDING STRATEGY AND RELATIONSHIPS/COMMUNICATION
These are the top two categories of approaches contractors intend to
use to improve their competitiveness in 2026. The quotes underscore the
wide variety of challenges they face and provide insights into their plans
to address them.

RELATIONSHIPS AND COMMUNICATION (26%)

‘ ‘ Strengthen communication with

Key Business Trends for US Contractors in 2026

‘ ' We need to define our true profit/loss margins
so we know how to bid work that will generate
a profit, while still being competitive.

BIDDING STRATEGY

“We are being more selective.
If a project has too many
competitors that low-ball
bids, we will decline to bid.”

[From a Trade] “Educate GCs
about specifics of project
proposals that are expensive
or out of the ordinary to
make sure other bidders are
including them too.”

“We are using a structured
go/no-go process.”

PRICING STRATEGY
“Establish a walk-away gross
margin threshold (non-
negotiable floor).”
“Price risk explicitly
(contingency line,
not buried).”

13 | SmartMarket Brief

“Adjusting bid prices and
contingency amounts to
cushion price shocks.”

“Grow our direct
purchasing strategy.”

“Securing materials
through early
procurement strategies.”

“Reducing bids by lowering
fee or overhead.”

POOR DOCUMENTATION

“We include more
contingency or allowances in
bids to cover the quality gap
in bid sets.”

“Address poor design
documents in our proposal
and provide clarifications for
what we include.”

clients and designers including
documentation and clarification/

qualification of offers/bids/proposals.

WORK WITH TRADE
PARTNERS

“Leverage subcontractor
relationships to get
favorable pricing
from them.”

“Continue to support and
grow subcontractor base
with careful financial and
relationship building. “

“We are working to grow our
network of subcontractors
to ensure coverage.”

“Reaching out to smaller
subcontractors for sub
quotes instead of using the
go-to subcontractors.”

“Cast the net wider with
active subcontractor
outreach.”

“We work daily to find new
subcontractors to perform
the work.”

Dodge Construction Network

WORK WITH OWNERS

“[We are} working
consultatively with clients
to help them understand
reasonable timelines to
achieve accuracy, so it is
not a risk to their project.”

“Take stronger stances on
proposal time elements
including contract
terms and conditions
to help manage client
expectations. Educate the
client in a progressive way."

“Pursuing work with repeat
clients who are more
interested in safety, quality
and pushing schedules than
just price alone.”

“Checking private owners’
project financing.

Bank names, board
members, etc.”

www.construction.com
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NEW BUSINESS AND GROWTH

The Voice of the Contractor: Approaches to Dealing With Competitive Challenges

OTHER APPROACHES

In the quotes to the left, contractors describe how they intend to
more effectively leverage contract terms and manage risk in advance.
The quotes below focus on plans to modify internal processes and
leverage technology to enhance competitiveness.

CONTRACTING AND RISK (23%)

‘ ‘ Negotiate fair terms. If we can’t get

Key Business Trends for US Contractors in 2026

14 |

them, we walk away.

CONTRACT TERMS

“Best way to address all of
these challenges is to push
more toward GMP/cost-
plus contracts with clients,
or even IPD arrangements,
which allow better control,

flexibility and predictability.

Design-bid-build presents
huge risks for all of these
challenges.”

“We can only control this
on negotiated and design-
build projects, as the
design team is under our
control. It benefits them
on reducing the number of
change orders and having
a more complete estimate
and budget upfront.”

“Better cost escalation
clauses in contracts.”

“Negotiating agreements
with owners for
reimbursable pre-
construction expenses.”

SmartMarket Brief

RISK MANAGEMENT

“Reviewing existing AIA
contracts for changes
and updates reflective
of the current industry
conditions.”

“Education on contract
negotiations and tighter
project management
of terms.”

“[More] prefabrication to
shorten the duration the
owner has to finance.”

“Tighter price lock time
frames in contracts
and subcontracts.”

“Implement a structured
cadence for reviewing cost
and rebalancing project
budgets against current
market realities.”

“Being more detailed and
diligent re: contractual risk.”

' ‘ We are investing in technology, data
analytics and standardized estimating
practices to improve cost certainty.

OPERATIONAL
APPROACHES

“We are strengthening
preconstruction planning,
expanding early
subcontractor engagement,
and refining our risk
evaluation processes.”

“We are looking at ways
to streamline delivery of
work through aggressive
schedule management.”

“Add more time for vetting
subcontractors’ bids.”

“Reduce costs internally.”

Dodge Construction Network

[From a Trade] “Diversify

our services (pickup more
divisions of specifications) to
provide better solutions for
our customers.”

TECHNOLOGY

“Utilizing Al tools to conduct
drawing coordination
studies.”

“Incorporating Al into
estimating and project
management processes.”

“Better use of technology.”

“Invest more in BIM and
pre-project planning.”

www.construction.com
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Workforce Issues

While contractors are adapting business development
strategies to navigate increasing competition and uncertainty,
their ability to execute that work continues to depend heavily
on workforce capacity.

PERSPECTIVES ON CURRENT WORKFORCE SITUATION
Respondents were asked how much they agree with each of six
statements about their current workforce situation. The chart at right
shows the share who agree or strongly agree with each statement.

e Over halfreportlosing workers, struggling with schedules due
to labor shortages and/or overloading their current workforce,
all of which have significant negative implications.

e Laborshortages are causing nearly half to raise bids or turn
down work.

e Only19% report being able to recover higher labor costs in
other ways.

Contractors’ Degree of Difficulty Finding Enough Skilled

Workers for US Construction Projects
On Scale of One-to-10

5%

Difficult or Very Moderately Relatively Easy Very Easy (1, 2)
Difficult (7-10) Difficult (5, 6) (3,4)

SmartMarket Brief

CONTRACTORS ARE CHALLENGED TO FIND WORKERS
Respondents were asked to rate, on a one-to-10 scale, how difficult
it is for their company to find enough skilled workers for their
projects. The chart at left shows the findings grouped into four

categories of difficulty.

Despite recent easing in the overall US labor market, nearly
half (47%) of contractors still struggle significantly to find

enough skilled workers.

Percentage of Contractors Who Agree or Strongly Agree
With These Statements About Their Workforce

| am losing skilled workers
to retirements, competitors,
leaving the industry, etc.

I am challenged to meet
schedule requirements because
of a skilled labor shortage.

| am asking skilled workers
to do more work.

| am putting in higher bids due to
a shortage of skilled workers.

| am turning down
opportunities for work
due to a shortage of
skilled workers.

I make up for the increased cost
of skilled labor by reducing
costs in other areas.
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WORKFORCE ISSUES

Reasons Contractors Are Losing Skilled Workers

The 72% of contractors shown on the previous page who report
losing workers were asked to select all of the causes shown in the
chart, below left, that they are experiencing.

RETIREMENTS ARE EXACERBATING AN

EXISTING PROBLEM

The greatest share (76%) identify retirements, suggesting that not
only is the industry struggling to attract new entrants (see page 6),
but also current skilled staff is rapidly aging out.

To examine the issue more deeply, this group of respondents was
asked to identify the share of their current skilled workforce that is
likely to retire in the next 12 months.

Key Business Trends for US Contractors in 2026

As shown in the chart at lower right, 1in 5 companies (21%) believe
more than 10% of their skilled workforce will retire in the next
12 months, and over one-third (37%) estimate 6% to 10%. This could

be a damaging brain-drain of a company’s most experienced workers.

Percentage Citing Each Reason
Among the 72% Who Report Losing Workers

58%

Skilled Workers
Are Retiring

Skilled Workers
Are Leaving the Policies/

Competitors Are
Hiring Our Skilled
Workers Construction Enforcement Are
Industry Discouraging
Workers From
Showing Up

Immigration
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POACHING IS ANOTHER COMMON PROBLEM

Well over half (58%) experience this issue. Unfortunately, this
can reduce a company'’s willingness to invest in critical staff
training if leaders believe it will simply enhance workers’
attractiveness to competitors.

NEARLY HALF REPORT WORKERS LEAVING THE INDUSTRY
This is a particularly troubling finding, compounding retirements

in depleting a workforce that is already having difficulty growing
organically through new entrants. Other recent Dodge research*
identifies safety concerns, career path/advancement and concerns
about employment reliability as factors affecting both recruitment
and retention in the construction industry. (*See back cover for a link
to this workforce report.)

ONE-QUARTER NOTE IMMIGRATION ISSUES

While this is the least-cited of the four causes contractors were asked
about, 23% is a meaningful share of companies identifying it as a
cause of losing their skilled workers.

Percentage of Contractors’ Current Skilled Workforce That Is
Likely to Retire in the Next 12 Months

6% to 10% 37%
1% to 5 % 34%
Less Than 1%/Not Sure 8%
Dodge Construction Network « www.construction.com
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WORKFORCE ISSUES

Contractors’ Concerns About the Available Skilled Workforce

Contractors were asked to rate, on a scale of one to 10, their level of
concern about five aspects of the available workforce in their market.
The chart shows how many rate their concern for each as moderate,

high or very high.

SKILL LEVEL AND COST ARE THE MOST-CITED CONCERNS
Nearly two-thirds (60%) cite high or very high concern about the skill
level of available workers. Labor cost ranks second overall, aligning
with contractors’ broader cost management concerns identified

earlier in this report (see pages 5 and 7).

to see this concern expressed by 70% here.

VARIATIONS AMONG RESPONDENTS
Responses are very similar across company types, sizes and primary
project types, indicating a widely shared perspective among
contractors on these issues.

Level of Contractors’ Concerns About Available Skilled Workers in Their Market
Based on a One-to-10 Scale Reflecting Relative Level of Concern

Adequacy of Skill Level

Cost to Employ

Willingness to Stay
at my Company

Fitting Into my Company
Culture and Process

Availability of Workers With
Current Legal Work Authorization

SmartMarket Brief

21%
30%
28%
31%
21%
Moderate High
Concern (5, 6) Concern (7, 8)

16%

. Very High

Concern (9, 10)

38%

33%

26%

Total
Concerned (5-10)

WILLINGNESS TO STAY ECHOES OTHER FINDINGS
The previous page notes that 58% have lost workers to competitors
and 44% have had workers leave the industry. So, it is not surprising

Dodge Construction Network
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WORKFORCE ISSUES

Contractors’ Strategies to Address Skilled Labor Challenges

From a list of nine strategies, contractors were asked to select e Not surprisingly, trades (63%) also dominate among
all those their company is currently deploying to address labor the contractors working with trade schools and
shortages. The chart shows the share using each, color-coded to apprenticeship programs.

reflect relative frequency.

While the other strategies are less frequent, they still show solid
COMPENSATION, TRAINING AND EDUCATION usage (i.e., higher than 10%) across the industry, highlighting the
PARTNERSHIPS ARE THE MOST COMMON STRATEGIES breadth of approaches contractors are deploying.

e Although it exacerbates cost management challenges, raising

, . . EFFECTIVENESS CORRELATES CLOSELY WITH FREQUENCY
workers’ pay is the most widely used approach.

Findings from a follow-up question to rate the effectiveness of
 Despite concerns about increased poaching (see page 16), strategies in use closely mirror these frequency results, suggesting
training ranks a strong second, particularly among trades (62%). that each contractor is focusing on the ones that work best for their
company in this critical area.

Key Business Trends for US Contractors in 2026

Percentage of Contractors Currently Implementing Each of
These Strategies to Address Skilled Labor Challenges

35% 35%
31%
18% 18%
11%
Increasing Investing More  Partnering With Improving Self- Implementing Recruiting Using More Reducing Project
Wages/ in Training/ Trade School/ Benefits Performing Technologies From New Prefabrication/ Volume to
Compensation Upskilling Apprenticeship Packages More Work Intended Geographic Modular Match Available
Existing Workers Programs (GC Only) to Increase Markets Construction Workforce
Labor

Productivity
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Impact of Government Policy Actions in 2026

Government policy actions related to interest rates, tariffs, immigration, LIKELIHOOD AND POSITIVE IMPACT OF FOUR POSSIBLE
regulations, and funding for infrastructure and manufacturing projects GOVERNMENT POLICY ACTIONS IN 2026
have a profound impact on contractors. The four policy actions in the chart below would be expected to have

generally positive impacts on contractors.

This section explores how contractors are thinking about policy actions
and which ones matter most to their business model, including: e The darker columns show the share of all respondents who

SmartMarket Brief

believe each action will occur in 2026 (average 57%).
Contractors’ perspectives on both the likelihood and the potential

impact of nine government policy actions in 2026. e Thelighter columns show the share among those respondents
who further believe it would have a positive impact on their
A deeper look at the impact of tariffs and how contractors are company (average 56%).

responding to accommodate that impact.

VARIATIONS AMONG RESPONDENTS

Not surprisingly, more nonbuilding contractors are enthusiastic about
infrastructure funding, while building firms, whose clients often rely
on debt, focus more on rates.

How contractors believe government policy actions will affect
overall construction volume in 2026.

Percentage of All Contractors Who Believe Each Policy Is Likely to Occur in 2026 and, Among Those,
Percentage Who Believe It Will Have a Positive Impact on Their Company

60%
49%
Interest Rate Decreases Further Rollback Renewal of Federal More Federal Funding
by the Federal Reserve of Environmental Infrastructure Spending for Manufacturing/
Regulations Legislation Reshoring That Will
. Likely to Occurin 2026 Would Have a Positive Impact on my Company Generate Projects
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GOVERNMENT POLICIES

Likelihood and Negative Impact of Government Policy Actions in 2026

LIKELIHOOD AND NEGATIVE IMPACT OF FIVE POSSIBLE TARIFFS, IMMIGRATION AND INFLATION DOMINATE

GOVERNMENT POLICY ACTIONS IN 2026 Reflecting the breadth and depth of contractors’ concerns for 2026

The five policy actions in the chart below would be expected to have (see pages 5-7), an average of 72% anticipate these negative policy

generally negative impacts on contractors. actions. Fewer than one-third expect rollbacks in safety regulations.
e Thelighter columns show the share of respondents who believe VARIATIONS AMONG RESPONDENTS

each action will occur in 2026 (average 64%). While responses are generally consistent across company type, size

and primary project type, trades are somewhat more focused on

e The darker columns show the share among those respondents . oo
rrercold W r 9 resp tariffs. The next two pages explore tariffs in greater depth.

who also believe it would have a negative impact on their
company (average 63%).

Key Business Trends for US Contractors in 2026

Percentage of All Contractors Who Believe Each Policy Is Likely to Occur in 2026 and, Among Those,
Percentage Who Believe It Will Have a Negative Impact on Their Company

(1)
76% e 78%
. 0 (Of This
(Of This .
(Of This G
Group) G roup)
54% roup)
(Of This
Group
) 33%
(Of This Group)
Continued or New Stricter Immigration Continued or New Continued Higher-Than- Further Rollback of
Tariffs on Steel, Enforcement Impacting the Tariffs on Vehicles or Target Inflation Workplace Safety
Aluminum, or Copper Construction Workforce Construction Equipment Regulations

. Likely to Occurin 2026 . Would Have a Negative Impact on my Company
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GOVERNMENT POLICIES

Impact of Tariffs

Contractors were asked to select, from the options shown in the chart

at right, the degree to which tariffs on construction materials (e.g., steel,
aluminum, copper) have impacted their company’s material costs over the
past 12 months.

Percentages of Contractors Experiencing
Cost Impacts From Tariffs

SIGNIFICANT
Experienced Significant Material
Cost Increases Due to Tariffs.

TARIFF IMPACTS ARE WIDESPREAD

The findings reveal that a vast majority of contractors (91%) report
experiencing some degree of cost impact from tariffs, with two-thirds (67%)
rating the impact as moderate or significant. These policies add uncertainty
to an already challenging cost management environment. And, as shown on
the previous page, 81% expect new or increased tariffs on steel, aluminum
and copper, materials that are used frequently on construction projects.

Key Business Trends for US Contractors in 2026

VARIATIONS AMONG RESPONDENTS
Although findings are generally consistent across company type, size and

project type, trade contractors and building firms are somewhat more likely MODERATE

to report significant cost impacts. This likely reflects the fact that trades 91% Experienced Moderate Material
are at the front line of material procurement, and building projects typically :_:;zc?zgn CostlIncreases Due to Tariffs.
deploy a wide variety of material types, amplifying the risk of cost impacts. by Tariffs
IMPACT OF ALL TYPES OF TARIFFS
In a follow-up question about how tariff increases across all materials (not
just building materials) might ultimately affect construction, over three-
quarters (78%) believe they will have a negative ripple effect (see below).
Percentage of Contractors Who
Believe OnQOing/NeW High En;:elzl:?g%:ed Minimal Impact on
Tariffs for All Materials (Not Just Material Costs From Tariffs So Far.
Those Used in Construction)
Will Have a Negative or Very
Negative Impact on the
Construction Economy 9% NO IMPACT OR NOT SURE
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GOVERNMENT POLICIES

Responses to Further Tariffs

From the seven practices shown in the chart at right, contractors
selected all they plan to use in response to further tariff-related
cost increases.

PASSING COST INCREASES THROUGH IS THE TOP PLAN
Nearly three-quarters (73%) plan to pass increased costs directly
through to their customers. This is especially true for trades (81%)
passing them on to GCs.

MODIFYING SOURCING PRACTICES

On average, about 40% report plans to source alternative materials
or work with different suppliers/countries. This varies by company
size, as shown below. Only 38% report success sourcing tariff-free
materials thus far, as shown in the inset chart at lower right.

Percentages Planning to Modify Sourcing Practices
By Company Size

Small Medium Large

. Sourcing Alternative Materials . Would Have Sourcing From
Different Suppliers/Countries

SmartMarket Brief

Percentages Planning to Implement Each Practice in

Response to Further Tariff-Related Cost Increases
Among Those Who Report Being Impacted by Tariffs

Passing Costs
Through to Clients

Sourcing
Alternative
Materials

Sourcing From
Different Suppliers/
Countries

Being More Selective
About Which
Projects to Bid

Stockpiling
Materials Before
Tariffs Take Full Effect

Percentage of Those
Impacted Who Have Been
Able to Source Materials
Not Subject to Tariffs
Absorbing Costs

and Accepting
Lower Margins

Renegotiating
Contracts
With Clients
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GOVERNMENT POLICIES

Impact of Negative Policy Factors on Volume of US Construction in 2026

Contractors who believe that immigration enforcement, tariffs IMMIGRATION ENFORCEMENT
and higher-than-target inflation will persist (see page 20) were Although immigration enforcement ranks third here, 59% is still a
asked to rate their likely impact on the overall volume of US very high share expressing concern, so it is a significant issue.

construction projects in 2026.
VARIATIONS AMONG RESPONDENTS

INFLATION WILL BE THE MOST NEGATIVE FACTOR Importantly, the share who believe all three policy actions will be

As shown at right, 84% believe high inflation will have a dampening highly negative is nearly equal across company type, size and project
effect on construction volume this year. This echoes contractors’ type, as shown at lower left. This reinforces the strong industry-wide
concerns about inflation affecting project financing as well as cost level of concern.

management in their own companies (see pages 5-7).

Key Business Trends for US Contractors in 2026

TARIEFS Percentages Believing Each Factor Would Have a
Ongoing/new tariffs would amplify inflationary pressure, so this Negative or Very Negative Impact on the Overall
factor is also widely cited (78%) for its negative impact. Volume of US Construction Projects in 2026
84%
.. 0, Total
Average Percentages Believing All Three Factors Would 78%
Have a Negative or Very Negative Impact 299
. . (]
by Company Type, Size and Projects
y Company Type, j 59% 20%
. Highly
<— COMPANY TYPE —» <«—— COMPANY SIZE ——» <«— PROJECT TYPE — Negative
0 Impact
21%
Negative
55% Impact
49%
38%
9 ) ) 75% 77% )
Ongoing/New Ongoing/New Continued Higher-
Immigration High Tariffs for Than-Target
Enforcement All Materials (Not Inflation
"~ GCs  Trades  Small  Medium  Large  Buildings Nonbuilding Large Buildings Nonbuilding Targeting Just Those Usedin
Construction Construction)
Workers
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Managing Construction Projects

While contractors wrestle with new business challenges, workforce
issues and fluctuating government policies, their core responsibility
remains successfully executing their construction projects.

KEY PROJECT MANAGEMENT CHALLENGES

Contractors were asked how frequently their company faces each
of five key project management challenges. The chart at right
shows the shares reporting moderate, frequent and very frequent
experiences for each.

SCHEDULE AND COST ARE MOST FREQUENT

82% report more compressed schedules, with 56% citing frequent or
very frequent occurrence. This adds pressure to an already challenging
process and is often driven by factors beyond a contractor’s control.

Post-bid material cost increases are nearly as frequent, echoing the

inflationary, tariff-related and material sourcing challenges cited earlier.

Frequency of Key Project Challenges Is Increasing

Average Reporting
an Increase in the
Past 12 Months

Average Expecting
an Increase in the
Next 12 Months

SmartMarket Brief

OTHER PROJECT MANAGEMENT CHALLENGES

72% report increasing project complexity, which amplifies the schedule
and cost management challenges as well as increasing quality risk. This
also aligns with the two-thirds (67%) citing material availability issues,
which are almost certain to be more challenging on a complex project.

Nearly half (49%) report post-award delays/cancellations, and many of the
factors addressed in this report may compound to increase this trend.

INCREASING FREQUENCY

As shown at left, about half report that the frequency of these challenges
has increased over the past year and is expected to increase further in 2026.

Frequency at Which Contractors Are Experiencing Key
Project Management Challenges

More Compressed Schedules

26% 37%

Material Cost Increases After We Have Bid a Project

Increasing Project Complexity
33% 26% 72%
Material Availability Issues

Projects Being Delayed and/or Canceled After Award

24% 17% 08 49%

Moderately

I:l Total

Dodge Construction Network

Frequently . Very Frequently
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Aspects That Are Working Well on Contractors’ Projects

Contractors were asked to select all among the eight processes
shown below that are working well on most of their projects.
Color-coding reflects relative frequency.

SAFETY PERFORMANCE RANKS HIGHEST
This is an extremely encouraging finding, as safety is a top focus for
every contractor and can also impact workforce recruiting and retention.

STRONG COLLABORATION AND PLANNING/SCHEDULING
Good collaboration indicates positive team health. Effective planning and
scheduling suggests well-managed processes and high-quality tools.

COST/BUDGET CONTROL AND PROCUREMENT
The matching 43% shares reflect a close alignment owing to the direct
impact procurement processes can have on effective cost management.

TECHNOLOGY
Despite wide adoption, only 36% cite effective technology use. This gap
warrants further study.

EMERGING PRACTICES

Only 24% are effectively leveraging prefabrication. The growing trend
toward industrialization may help to improve contractors’ experience
with prefabrication.

A similarly low share report success in achieving predictable project
outcomes. Improved use of technology may help address this over time.

VARIATIONS AMONG RESPONDENTS

e COMPANY TYPE: Not surprisingly, 34% of trades report
effectively using prefabrication compared with only 18% of GCs.

e COMPANY SIZE: This has a major impact on technology use, with
55% of large companies compared with just 24% of small ones.
Large firms also average 53% across all eight practices, versus
47% for medium-sized firms and just 36% for small firms.

e PROJECT TYPE: Nonbuilding contractors are better at cost/
budget control (52%) and predictable project outcomes (30%).

Percentage of Contractors Reporting That Each Aspect Is
Working Well Most of the Time on Their Projects

43% 43%
36% 0
24% 23%
Safety Collaboration Project Cost Control Procurement Effective Use Use of Predictable
Performance Among Project Planning and and Budget Processes of Technology Prefabrication/ Project
Team Members Scheduling Management Offsite Outcomes

SmartMarket Brief
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MANAGING CONSTRUCTION PROJECTS

Working Relationship Between GCs and Trades

Several questions in this section of the survey explore the nature of Frequency of GCs and Trades Reporting
the relationship GCs and trades have with each other. That the Other Party Is Struggling
PERCEPTION OF HOW THE OTHER PARTY IS PERFORMING o 78%

To gauge jobsite stress levels, GCs were asked how frequently they 77%

perceive subcontractors are struggling to meet project requirements.
In a parallel question, trade contractors were asked how often they o
perceive GCs are struggling to effectively manage their projects. The  very Frequently . 14%
findings are shown in the chart at right.

. Very Frequently

THESE PROBLEMS ARE ACCELERATING

¢ Over half (53%) of GCs and over two-thirds (68%) of trades
report that the frequency has increased over the past two years.

Key Business Trends for US Contractors in 2026

e 58% of each group expect this trend to increase in 2026.

REFLECTION OF THE CURRENT INDUSTRY CHALLENGES
The finding that about half of each company type often perceives the
other as struggling underscores the broader concerns and challenges
examined in this report. However, most companies also report solid
plans to address these issues, particularly in areas where they have
influence and control.

. Frequently

OVERALL GC/TRADE RELATIONSHIP QUALITY IS GOOD

Despite the perceptions noted above, the chart below shows that, Moderately 32% 0 Moderately
although not unanimous, healthy shares of each company type report 28%
their relationships with the other are working well.
Percentages
el GCs Reporti Trades Reporti
s Reporting rades Reporting
That (?'C/Tr?de That Trades Are That GCs Are
Relationships Struggling to Struggling to
Are Working Well Meet Project Effectively
GCs Trades Requirements Manage Projects
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This section examines how contractors feel about the financial health
of their company and their plans to deal with the financial pressures
they will face in 2026. It also includes a closer look at how they
expect to be more selective about the projects they bid.

FINANCIAL HEALTH CORRELATES WITH COMPANY SIZE
Contractors were asked to characterize their company’s current
financial health on a scale of excellent to poor.

Company size is the only variable that correlates meaningfully
with financial health. These findings are shown in the chart below,
compared with the average for all companies in the left column.

Key Business Trends for US Contractors in 2026

These findings align with others in this report that highlight the
relative stability and effectiveness of larger companies and reveal
that financial resilience is uneven across company sizes, with smaller
firms more exposed to financial risk.

Contractors’ Description of the Financial Health

of Their Company in 2026
For All Respondents and by Company Size

All Small Medium Large

. Excellent . Good . Fair to Poor
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Financial Health of Construction Companies

The difference between the 58% of large firms reporting excellent
financial health and the 20% of small firms underscores this gap and
points to the need for greater industry focus on helping smaller
companies succeed, especially in the current challenging conditions.

PASSING ON INCREASED MATERIAL COSTS
As shown on page 22, contractors’ top plan for dealing with material
costincreases is to pass them on to their clients.

Contractors rated their ability to successfully do this on a scale of one
to 10. The findings, shown below, reveal that nearly half (42%) report
high or very high ability. This is consistent across subcategories.

While this practice reduces the originating company'’s risk of absorbing
incremental costs and negatively affecting its financial performance,

it essentially “kicks the can down the road” by redistributing cost
pressures across the project chain rather than truly eliminating them.

Contractors’ Ability to Pass Material
Cost Increases on to the Client

Low Moderate High Very High
(1-4) (5,6) (7,8) (9,10)
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FINANCIAL HEALTH ISSUES

Adjusting Practices to Manage Financial Pressures in 2026

§ The survey presented contractors with eight options for adjusting HARDER NEGOTIATING

< their 2026 business practices to manage financial pressures and About one-third (29% to 37%) will focus on tougher negotiations.
£ asked them to select all they plan to implement in 2026. The chart This may be difficult to achieve, however, as the parties they are

:g below shows the findings, color-coded to reflect relative frequency. negotiating with are likely taking a similar hard-nosed approach.

c

[¢]

§ BEING MORE SELECTIVE ABOUT BIDDING CONTRACTING STRATEGIES

S Nearly two-thirds (64%) indicate they will take this approach. The These findings align with planned contracting approaches discussed
§ following page explores how they plan to do so. in the New Business section of this report (see page 14).

[

=

& HIGHER MARKUPS/CONTINGENCIES AND BETTER USE OF FINANCIAL TECHNOLOGY

§ LOWER OVERHEAD The relatively low 18% planning this approach may indicate

g The first practice may increase an owner’s cost of construction and satisfaction with current use of these solutions, or it may align with
" could also affect a contractor’s bidding competitiveness. The second earlier low-share findings related to technology (see page 25).

practice will require difficult choices about internal operations.

Percentage of Contractors Planning to Implement Each of These Practices in 2026

44% 39%
( 0,
37% 34% .
29% 39,
0 19% 18%
Being More Increasing Reducing Negotiating Negotiating Negotiating Using More Requiring Increasing
Selective About Markup/ Overhead Harder With Harder With Harder Cost-Plus or Better Payment Effective Use
Which Projects to  Contingencies Costs Suppliers (e.g., Subcontractors With GCs GMP Contracts Terms From of Financial
Bid On in Bids Prices, Holding (GCs Only) (Trades Only) vs. Lump Sum Clients Technology
Prices Longer,
Terms, etc.)
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FINANCIAL HEALTH ISSUES

Contractors’ Top Approaches to Bidding More Selectively in 2026

As shown on the previous page, 64% of contractors plan to be more
selective about the projects they bid in 2026. Those respondents
were asked to describe, in their own words, how they plan to do so.

Responses point to tighter internal decision-making. They also

suggest a notable shift toward negotiated work and away from open
hard bidding.

The graphic below highlights the most frequently mentioned terms.

Key Terms Appearing Frequently in Responses About Contractors’
Approaches to Bidding More Selectively in 2026

FUNDED SUCCESSFUL MATERIALS
PROFIT COMPETITION

DIFFICULT anavze BACKLOG PROFITABLE
CONTRACT NEGOTIATED
SCOPE EXPERIENCE FULLY
SUBCONTRACTOR

FINANCING RI s K

D AVAILABILITY EVALUATE RELATIONSHIPS CONTRACTS
FAMILIAR FUNDING COMPLEX
DESIGN

VETTING
CAPACITY o RESEARCH COST

NEGOTIATE contractors  CUSTOMERS
TARGET

SKILL MARGIN BIDDERS vaLue

SELECTIVE

waly O PPORTUNITIES

AVOI
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FIVE MAIN CATEGORIES
The table below groups the approaches into five main categories,
along with key subcategories and their percentages.

Selected responses, in full or in part, appear on the following page.

Five Main Categories of Contractors’
Approach to Selective Bidding in 2026

« Capacity, Skillset & Geographic Fit (14%)

« Project Type, Size & Complexity (13%)

BID STRATEGY AND PROCESS (26%)

« Formal Go/No-Go Process & Analytics (16%)

 Negotiated vs. Hard Bid Work (10%)

FINANCIAL AND RISK CRITERIA (25%)

- Profit Margin & Financial Criteria (13%)

- Risk Assessment & Contract Terms (11%)

« Client/Owner Relationships & Reputation (13%)

- Project Funding & Financial Viability (7%)

OTHER /MISCELLANEOUS (1%)

Dodge Construction Network
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FINANCIAL HEALTH ISSUES

PROJECT FIT

' ' Looking for projects our company can excel
at is the primary focus. Close in proximity
and profitable.

MATCHING SKILLS
TO WORK

“Bid projects that best match
our labor force’s skill set and
production capabilities.”

“By choosing projects
that align better with
our skillset.”

“We will focus on
projects that have
more of our core items.”

“Not let more difficult, ugly,
or time-consuming projects
interfere with workflow and
production schedules.”

“Selecting projects that
better suit our strengths.”

“Focus on areas where we
have capacity and would not
need to hire more people.”

“Find our sweet spot and
stick with it."

30 | SmartMarket Brief

COMPLEXITY AND
COMPETITION

“Less complex projects see
more bidders. We will bid the
complex projects instead.”

“We will continue to
target projects which
are multi-scope or have
a higher degree of
difficulty and therefore
are less competitive.”

“Attempt to target projects
other companies may see as
difficult or hard to handle.”

CAPACITY AND
GEOGRAPHY

“We try to keep our work
close to our home base so
we can be more efficient
with our workforce.”

“Do not overload if we do not
have the resources.”

The Voice of the Contractor: Approaches to Bidding More Selectively in 2026

BID STRATEGY AND PROCESS

' ‘ Structured go/no-go process; key market
strategy workshops and economic
forecasting.

ANALYTICS AND
PROCESS

“Using our in-house
tracking, we determine
which jobs are more or
less profitable historically
and therefore shift our
focus on future bids.”

“We will look for projects
that have a limited amount
of bidders and search
planholders lists.”

“Use analytics to better
predict the total number
of bidders on a particular
project.”

“Reviewing current workload
and capacity, and rating
opportunities based on their
impact to both revenue and
the system as a whole.”

Dodge Construction Network

NEGOTIATED RATHER
THAN HARD BID

“We will go after more
negotiated and invited bid
projects instead of open
hard bid projects.”

“Pre-selling; working to
negotiate work prior to
competitive bid for projects
that match skill set and right
resource availability.”

“Try to work relationships
to get on limited bid
lists and obtain more
negotiated work.”

“Target projects that are in
the design phase.”

“Look for those opportunities
where we can negotiate
instead of compete.”

www.construction.com
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FINANCIAL HEALTH ISSUES

FINANCIAL AND RISK CRITERIA

' ' Ask for draft contract terms during the bid
cycle. More carefully research and examine
project financing plans. When red flags are
raised, try to work them out with the owner
during the bid cycle. If unable, decline to bid.

MARGIN DISCIPLINE

“Classic risk-reward
approach. We have declined
to bid on some very large
opportunities to support
clients who have higher
award percentages with us.”

“Be more careful of which
projects we select—sorting
out the low profit ones or the
bloodbath ones.”

“Fire difficult clients; don't
pursue work that doesn't
support our margins."

“Cost plus contracts,
guaranteed fees.”
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RISK EVALUATION

“We research owners before
committing to bid. That
allows us to screen out risk.”

“Only pursue projects that
are fully funded and have no
chance of losing that funding
midway through the project.”

“We will apply a more
disciplined go/no-go
process that evaluates
project risk, contract
terms, schedule realism,
design completeness,
subcontractor availability
and margin potential.“

“Avoid federally funded jobs
if we do not need the work.”

The Voice of the Contractor: Approaches to Bidding More Selectively in 2026

KNOW YOUR CUSTOMER

‘ ' Bidding projects to repeat clients who value
our strong safety and quality culture and
aren’t just looking for a low price.

CLIENT SELECTION

“We will choose those repeat
clients and projects that
have been successful over
general projects where
clients are only lowest
cost-driven.”

“Only bid on projects for
good customers with whom
we are familiar. Only bid on
projects we're confident can
make a good margin.”

“Evaluate the quality of the
clients and their ability to
pay their bills.”

“Select only returning clients.
Limit new clients.”

“More vetting of
unknown clients.”

Dodge Construction Network « www.construction.com

RELATIONSHIPS

[From a Trade] “Go through
a more stringent vetting
process for the GC and
engineered drawings. One
that sucks we will quit
bidding or raise margin to
cover the extra headache.”

[From a Trade] "Evaluate
the GC/CMs based on
past experiences.”

“We continue to foster
relationships with private
utility owners to participate
in non-low-bid procurements
based on experience
and personnel.”

[From a Trade] “Pairing
projects with GCs that
perform.”
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This section focuses on contractors’ views of their company'’s likely
performance in 2026 and their perspectives on the single factor most
likely to have the greatest impact on that performance.

MOST CONTRACTORS ARE OPTIMISTIC ABOUT THEIR COMPANY'S
LIKELY PERFORMANCE IN 2026

Respondents were asked, overall, how optimistic or pessimistic they are about
their company’s performance in 2026. The chart at right shows the findings.

It reveals that, despite the concerns and challenges explored in this research,
three-quarters of contractors (74%) are either optimistic or highly optimistic.
Only a tiny fraction (6%) express pessimism.

Key Business Trends for US Contractors in 2026

This very encouraging finding speaks to the positive spirit and can-do attitude
that generally characterize participants in the construction industry. No one is
pretending it’s going to be easy, but almost everyone is committed to working
diligently toward progress and has solid plans to do so.

VARIATIONS AMONG RESPONDENTS

As shown below, almost half (47%) of large companies feel very optimistic,
yet only 16% of small firms agree. Nonbuilding firms’ notably lower score likely
reflects funding concerns.

Percentage of Highly Optimistic Contractors
By Company Size and Primary Project Type

29%

Average All

34% Contractors
16%
Small Medium Large Building  Nonbuilding
<+— COMPANY SIZE ——» <+— PROJECT TYPE —>»
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Going Forward in 2026 and Beyond

Contractors’ Level of Optimism About
Their Company’s Performance in 2026

74% of
Contractors
Are Optimistic
or Highly
Optimistic
About Their
Company'’s
Performance
in 2026

Ratings on a One-to-10 Scale

Highly
Optimistic
(9-10)

Optimistic
(7.8)

Moderately
Optimistic
(5.6)

Pessimistic
(1-4)
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As the closing question in this survey, contractors were asked to
describe, in their own words, a single factor that could have the
biggest positive impact on their business in 2026. Some cited several
factors, and all were analyzed individually.

Single Factor With Most Positive Impact in 2026

FIVE MAIN CATEGORIES
The table below groups the factors mentioned into five main
categories, along with key subcategories and their percentages.

Selected responses, in full or in part, appear on the following page.

Key Business Trends for US Contractors in 2026

The graphic below highlights the most frequently mentioned terms.

Key Terms Appearing Frequently in Responses About the Single Factor
That Could Have a Major Positive Impact on Business in 2026

WORKERS

FEDERAL

GROWTH

SPENDING

TAXES

FEDERAL FUNDING

TARIFFS
WORKFORCE LABOR

MATERIAL

QUALIFIED
s KI L L E D AVAILABILITY freuen COSTS
Al COST
RATE  roree
ADMINISTRATION
INFRASTRUCTURE COMMERCIAL L ECONOMY
MONEY EMPLOYEES MIANUFACTURING
IMMIGRATION REGULATIONS

INFLATION STABILITY POLICIES —ppDIEE

RATES

JOBS

GOVERNMENT
FUNDING
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Five Main Categories of Factors That Could

Positively Impact Business in 2026

ECONOMIC ENVIRONMENT (33%)
- Lower Interest Rates (19%)

« Economic Stability/Growth (9%)

« Lower Costs/Material Prices (5%)

« Policy Certainty/Reduced Regulation (13%)

« Government/Infrastructure Funding (12%)
« Tariff Relief/Trade Policy (8%)
WORKFORCE MANAGEMENT (16%)

« Labor/Skilled Trades Availability (11%)

» Workforce Development/Younger Trades (3%)

« Immigration/Workforce Pipeline (2%)

« Work Availability/Backlog Growth (8%)

- Manufacturing Reshoring/New Market Sectors (3%)

- Company Growth/Profitability (2%)

TECHNOLOGY AND OTHER OPPORTUNITIES (4%)
- Technology/Al Efficiency (3%)

« Other/Miscellaneous (1%)

Dodge Construction Network « www.construction.com
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The Voice of the Contractor: Most Positive Factor for Their Business in 2026

SINGLE FACTOR WITH MOST POSITIVE IMPACT IN 2026

Economic environment and policy and government dominate the

discussion, with each category representing one-third (33%) of all
the factors mentioned.

POLICY AND GOVERNMENT (33%)

' ' Stability in Washington. It is hard to plan for
the future when policies change by the day.

The desire for policy certainty and tariff relief comes through
strongly in the second category, along with calls for renewed and
increased government funding.

Key Business Trends for US Contractors in 2026

ECONOMIC ENVIRONMENT (33%)

' ' Lower interest rates / financial climate
improve to make money for projects flow
more freely again.

INTEREST RATES

“Interest rate reduction
boosting private
commercial development.”

“Lowering interest rates
for owners to borrow
money and continue
facility investments.”

“Cheaper money to fund new
development work.”

“Lower interest rate so
commercial projects
become viable.”

“Owners’ ability to source
equity at reasonable terms.”
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ECONOMIC STABILITY
AND COSTS

“Stabilization. Just having
some additional stability in
lieu of large swings would
help calm things down.”

“Curbing rising costs and
material availability.”

“Lower interest and
material costs.”

“As long as the economy
is strong, we will continue
to grow.”

“A projected GDP for FY 2026
at or above 3.5%."

POLICY CERTAINTY

“More certainty regarding
government policies, taxes,
tariffs, subsidies, spending/
funding, new laws or
rollback of old laws, etc.”

“Consistent decisions
from policymakers.”

“Favorable policies from
Washington D.C.”

“Predictable federal
policies on immigration,
tariffs, regulation, interest
rates, etc.”

TARIFF RELIEF

“Tariff reductions or
elimination. Tariffs affect
not only the company but
also the employees’ lives.”

Dodge Construction Network

“Less volatile tariff
policies from the
current administration.”

“Complete rollback of
tariffs and opening better
trade agreements.”

GOVERNMENT FUNDING

“Reauthorization of
transportation
spending bills.”

“The passage of a
comprehensive state
bond bill to fund building
maintenance and
construction.”

“Renewed federal
infrastructure funding.”

“More school bonds being
passed in 2026 so there are
more educational projects in
the pipeline.”

www.construction.com
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GOING FORWARD IN 2026 AND BEYOND

The Voice of the Contractor: Most Positive Factor for Their Business in 2026

SINGLE FACTOR WITH MOST POSITIVE IMPACT IN 2026
Contractors’ concerns related to new business and workforce
management each earned stand-alone sections in this report, so

it is not surprising that they appear again here in terms of desired
improvements in 2026. Technology, particularly Al, is also represented.
(See link on back cover to Al for Contractors report.)

WORKFORCE MANAGEMENT (16%)

‘ ' Finding qualified and motivated project managers
and superintendents with a drive to succeed.

TRADES AVAILABILITY

“Finding more skilled
workers, which would allow
us to take on more projects.”

“Getting the labor market
back into control.”

“Increase in available labor.”

IMMIGRATION
“Ease on immigration policy.”

“Strict enforcement of
immigration laws currently
in place is of great benefit to
the industry.”
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WORKFORCE PIPELINE

“Training younger workers
and putting a lot of concern
into apprenticeship
programs.”

“More young people willing
to go work in the trades.
It's a long-term issue that is
shrinking our workforce as
time goes on.”

“Younger generation
finally understanding
that the trades are a
respectable career.”

“Workers staying in
the industry.”

NEW BUSINESS AND COMPANY GROWTH (14%)

' Contracts being released to start earlier
than planned.

WORK IN THE PIPELINE

“Larger projects several
years ahead in backlog
start earlier.”

“Repeat clients and honesty
upfront when bidding work."
NEW OPPORTUNITIES

“More school bonds being
passedin 2026.“

“More pharmaceutical and
manufacturing projects
in the US as a response to
the tariffs.”

“The continued population
growth of my state.”

“More private work, less
public work."

“Breaking into new markets.”

TECHNOLOGY AND OTHER OPPORTUNITIES (4%)

' ' Better project management using Al tools.

Al AND TECHNOLOGY

“Strategic integration of Al-
powered automation into
daily operations.”

“Harness the power of Al
personalization and embrace
sustainable supply chains.”

Dodge Construction Network

“Incorporating Al into
estimating and project
management processes.”

“New technologies improving
overall efficiency.”

“Al bubble not being a
bubble.”

www.construction.com
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Thought Leader Interview: Eric Gaus, Chief Economist

Eric Gaus

Vice President,
Chief Economist,
Dodge Construction
Network

1. Market Outlook

Contractors in our survey express
concern about future work pipelines
and market conditions. How do you
see the outlook for construction
activity evolving over the next few
years for construction companies?

GAUS: We saw a spike in early-stage
planning activity in the back half of 2025;
however, at the same time we have seen a
slowdown in projects moving through the
pipeline. Coupled with slower economic
growth, it means that there will be a steady
stream of projects for the next couple

of years, but it won't be an era of rapid
growth in construction activity.

That said, there are three consequential
events that can change the outlook for
late-2026 and beyond: transitions within
the Federal Open Market Committee
(FOMC), trade renegotiations between the
US, Mexico and Canada (USMCA), and the
turmoil in the Middle East.

SmartMarket Brief

FINANCING

ffThe challenge to financing
is general uncertainty,

more so than the level of
interest rates.

2. Financing and Project Starts
Some contractors are saying that
owners’ ability to secure financing
is becoming a challenge. How are
interest rates and capital markets
affecting construction project
starts right now?

GAUS: The challenge to financing is general
uncertainty, more so than the level of
interest rates. It is making people more
risk-averse. Given the relatively high yields
in money market funds and high-yield
savings accounts, there is a fair amount

of cash sitting on the sideline. Even if the
FOMC lowers rates to neutral, it is unlikely
that a 75-basis point decline is going to
change the dynamics at play. Certainly,
commercial lending rates won’t change
since the long end of treasury yields are
likely to remain high.

The way financing influences project
starts is through the lengthening of the
planning pipeline.

3. Sector Opportunities

Which construction sectors currently
present the strongest opportunities
for contractors, and where do you
see the most risk of a slowdown?

GAUS: Data centers is the obvious hot
spot. Relative to expectations the
traditional office category has also
been strong. Energy and power
infrastructures also are strong, and
healthcare will continue to be robust.

4. Policy Impact

Government policy, including
tariffs, immigration enforcement
and regulatory changes, is cited

by numerous contractors as a
concern. What policy factors do you
see having the greatest impact on
construction activity?

GAUS: While there certainly are direct
effects of the policies, some good, some
bad, the ways that policies have been
introduced and executed have created an
environment rife with uncertainty. This has
literally not only increased the cost of doing
business via higher risk premia on lending
rates, but also through slower business
decisions. We have seen the planning
pipeline and the time to completion
meaningfully lengthen over the course of
2025 and anticipate that trend to continue
in 2026.

Dodge Construction Network « www.construction.com
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5. Workforce

Labor shortages dominated
industry conversations for
several years, and our survey
shows they still persist. How

do you see workforce availability
affecting the construction
economy going forward?

GAUS: It will continue to be idiosyncratic
and geographically dependent. Those
areas and trades dominated by foreign-
born workers will be especially tight.
That's California, Texas, Florida, New York,
New Jersey and Pennsylvania, and roofing,
plastering/stucco masons, painters

and drywall.

Key Business Trends for US Contractors in 2026

THREE KEY FACTORS

i There are three
consequential events that
can change the outlook
for late-2026 and beyond:
transitions within the

Federal Open Market
Committee (FOMC), trade
renegotiations between
the US, Mexico and
Canada (USMCA), and the
turmoil in the Middle East.
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DEMOGRAPHICS

i The largest impact
on construction is
demographics. The change
in stance on immigration
is meaningfully changing

the future path of population
and household formation.
We will need to get used

to slower growth targets.

6. Supply Chain

Contractors continue to mention
material pricing volatility and
supply chain disruptions. How do
you see those factors evolving in
the near term?

GAUS: Expect this to remain a problem

for the foreseeable future. Even if the
administration changes its behavior, it

will take a while for markets to settle
down and believe the newfound stability.
However, | do not expect it will go back

to pre-pandemic levels given the volatility
in the Middle East, which is a situation that
is hard to unwind.

7. Longer-Term Outlook

Looking further ahead, what
major trends do you believe will
shape the construction economy
over the next decade?

GAUS: The largest impact on construction
is demographics. The change in stance on
immigration is meaningfully changing the
future path of population and household
formation. The expected slowdown

in population growth and increased
imbalance between generations is going to
happen earlier, which means we will need
to get used to slower growth targets.

A potential mitigating factor is productivity
gains due to Al (artificial intelligence).
However, the range of outcomes are wide.
For now, | remain cautiously optimistic

that Al will generate productivity gains

at a scale and timeline similar to previous
technological innovations.

PROJECT DURATIONS

“We have seen the planning
pipeline and the time to
completion meaningfully

lengthen over the course
of 2025 and anticipate that
trend to continue in 2026.
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Methodology

The research findings in this report are based on an online survey of 140 general contractors (GCs), 86 Specialty Trade Contractors (Trades) and 36
Heavy/Civil/Nonbuilding contractors in the US (total: 262). It was conducted in Q1, 2026.

SURVEY RESPONDENTS COMPANY PROFILES: GCs COMPANY PROFILES: Trades
ANNUAL REVENUE
(BY THREE SIZE TIERS)
Northeast 13% SMALL: $25 Million to SMALL: $25 Million to
$49 Million ST $49 Million R
South 27% ¢ ¢
MEDIUM: $50 Million to MEDIUM: $50 Million to
$274 Million S $274 Million 200
Midwest 33%
LARGE: $275 Million to LARGE: $275 Million to
West 27% over $1 Billion cAe0 over $1Billion 8%
C-Level/SVP/VP 35% Heavy/Civil/Nonbuilding 16% Heavy/Civil/Nonbuilding 8%
Buildings: Institutional 29% Buildings: Institutional 26%
Project Executive 28%
Buildings: Commercial 33% Buildings: Commercial 46%
H 0,
Sz e = Buildings: Manufacturing/ 1% Buildings: Manufacturing/ 14%
Industrial ° Industrial °
Other 8% Buildings: Multifamily 1% Buildings: Multifamily 6%
Residential ° Residential °

SPECIALTY TRADES INCLUDED IN SURVEY

Asbestos/Lead Abatement, Concrete, Curtainwall, Demolition/Wrecking, Electrical, Elevators, Fire Protection, Glazing, HVAC, Interior Finishes/
Millwork, Landscaping, Masonry, Mechanical, Painting and Coatings, Paving, Piles/Caissons, Plastering and Drywall, Plumbing, Roofing, Sheet Metal,
Sitework/Excavation/Foundation, Steel Erection, Steel Fabrication, Thermal and Moisture Control, Utility, Wall/Ceiling.
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Contacts & Resources

DODGE EDITORIAL TEAM

STEPHEN A. JONES leads Dodge’s Industry
Insights Research division and is the primary
author of this report. He is active in numerous
industry organizations and frequently speaks
atindustry events around the world. Before
DD&A, Jones was a vice president with
Primavera Systems (now part of Oracle).
Prior to that, he was principal and a Board
of Directors member with Burt Hill, a major
A/E firm (now Stantec). He holds a BA from
Johns Hopkins and an MBA from Wharton.
steve.jones@construction.com

DONNA LAQUIDARA-CARR currently provides
editorial direction, analysis and content to
Dodge’s SmartMarket Reports. Prior to this
position, she worked for nearly 20 years with
DD&A’'s Dodge editorial team, where she
gained detailed insight into the construction
industry. She holds a PhD from Tulane
University, an MA from Boston University

and a BA from Middlebury College.
donna.laquidara@construction.com.

Stephen A. Jones
Senior Director
Industry Insights

Donna Laquidara-Carr
PhD., LEED AP
Research Director
Industry Insights

ADDITIONAL RESOURCES

4

About CMiC:

As an industry pioneer, CMiC delivers complete
and unified Financials and Project Management
software solutions for construction and capital
projects firms. CMiC’s powerful software
transforms how firms optimize productivity,
minimize risk and drive growth by planning and
managing all financials, projects, resources and
content assets—from a Single Database Platform.
With customers throughout North America and
overseas, CMiC serves one-quarter of ENR’s

Top 400 Contractors and hundreds of small and
midsized construction firms, from general and
specialty contractors to heavy/highway and project
owners. Over $100 billion in construction revenue is
handled by CMiC annually.

Learn more at: www.cmicglobal.com

DO D G E Dodge Data & Analytics: Main Website: www.construction.com Dodge Construction Central: www.construction.com/solutions
CONSTRUCTION Market & Competitive Intelligence: www.construction.com/solutions/business-intelligence Sweets: www.construction.com/solutions/sweets

N ETWO RK SmartMarket Reports: www.construction.com/resources

SmartMarket Brief

Dodge Construction Network « www.construction.com


mailto:steve.jones@construction.com
https://www.construction.com
https://www.construction.com/products
https://www.construction.com/products/construction-market-data
https://www.construction.com/products/sweets
https://www.construction.com/toolkit/reports
mailto:donna.laquidara@construction.com
http://www.construction.com

DODGE

CONSTRUCTION

NETWORK

DESIGN AND CONSTRUCTION INTELLIGENCE

SmartMarket Reports”

Get smart about the latest industry trends.

Whiidlil =,

THE VALUE OF ERP FOR THE VALUE OF ERP FOR
GENERAL CONTRACTORS SPECIALTY TRADE CONTRACTORS

DODGE D =
RETRERR RETWERR

The
Construction
Workforce:

How Can the Industry Attract
Enough New Workers?

For more information on these reports and others, visit

www.construction.com/resources


https://www.construction.com/resource/the-value-of-erp-for-general-contractors/
https://www.construction.com/resource/ai-for-contractors/
https://www.construction.com/resource/the-value-of-erp-for-specialty-trade-contractors/
https://www.construction.com/resource/the-construction-workforce-how-can-the-industry-attract-enough-new-workers/ 

http://www.construction.com/resources

