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Join the pursuit. 

If you’re a general contractor or engineer, finding your next best project is 
part of your livelihood. Finding out about a project before your 
competitor does can mean the difference between winning and losing 
the contract, so many industry professionals in the construction space 
have used lead services for decades to help keep tabs on who’s doing 
what in their market. Today, however, they have found these traditional 
lead services provide results that are often too late in the game and too 
vague to be actionable or competitive.  

This is not human error, the technology powering traditional lead services 
isn’t smart enough. It gathers information submitted and researched by 
other people, but doesn’t go out and hunt for information itself based on 
your preferences to catch negotiated-bid work before they’re 
negotiated. 

So, how can general contractors and engineers ensure they’re getting the 
earliest and most reliable information on upcoming projects? A more 
effective lead service would eliminate this problem by snooping out 
leads straight from the one place upcoming public and private projects 
are first officially discussed on a consistent basis: local commission, 
committee, and board meetings. 

This guide will explore why it is time for general contractors and 
engineers to replace traditional lead services — because with all of these 
valuable discussions accessible to the public through regularly-posted 
local meeting minutes and agendas, why continue to settle on hand-me 
down information about upcoming projects that is often too late or 
unreliable? 
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1. They don’t make sense on a construction-timeline basis. 

What’s more important: the bid date or the date a project first comes to 
the city/village/town for discussion? Traditional lead services will tell you 
bid date. This is why they have gotten such as bad rap in the industry. By 
the time a project is posted in a report — when it is tacked with a bid 
date — it’s typically already too late. But, what good is a lead to a GC or 
engineer when only a small window (nay, a sliver) of opportunity is given 
to bid on a project for themselves? That isn’t a lead service. That’s a 
tease service.  

A more effective lead service understands the construction timeline more 
clearly. It reports projects as soon as they’re tacked on an agenda. That 
is, the agendas of local commission, committee, and board meetings. 
What’s the first real step to making a napkin idea a reality? Discussions at 
local community meetings. These discussions could take place months or 
years before a bid date is even set. 

The real estate developer is going to take that a napkin idea to the city 
planning commission and say, “Hey, my team did our research and we’ve 
got a grand idea to support our growing city. We want to rezone our 20-
acre parcel of land from agricultural to residential.” The city would discuss 
this request to determine if it fits within their comprehensive or master 
plan, and to discuss any special requests they have for the developer 
about the proposed use of a future apartment complex. Traditional lead 
services don’t look solely into these important, local community 
discussions. They rely on late-to-the-game information such as architect 
drawings and news articles about projects as their information source, 
primarily to pinpoint a bid date. By putting up blinders to everything but 
these information sources, they likely miss tidbits of information clueing 
in about upcoming projects, such as rezoning or certified survey maps, 
available elsewhere — often not published in the local newspaper. 
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2. They don’t allow you to nurture your network. 

We all know the construction and engineering industries are based on 
who you know, and how well you know them can mean the difference 
between getting first dibs on a project or coming in too late. Traditional 
lead services, however, just barely scratch the surface when it comes to 
leveraging your already extensive network. While they may be able to 
tee up useful insights for you most of the time — such as the contact 
information of key players, like engineers or architects, already involved 
on a project — that information is often only necessary when you actually 
intend to pursue a project and work with those key players.  

A more effective lead service, therefore, would allow you to find projects 
based on who’s already in your network, who you want to be in your 
network, or who’ve you had successful partnerships with on past 
projects. After all, the industry is all built on strong relationships; not just 
to garner repeat clients but repeat project partnerships as well. It would 
be programmed to search for projects in discussion by those specific 
people from the get-go, so that you would know for certain the leads you 
get will actually be worth your time pursuing.  

Without this more effective lead service though, things slip through the 
cracks. We’re all super busy, and we know our friend Jim from A-1 
Architects might forget to tell us himself about his next best design 
project, but that’s ok! Our fellow humans’ fatal flaw of not being able to 
keep us top-of-mind all the time is a totally rational reason for our using a 
lead service, but it only makes sense to use one when we get to choose 
from the very onset exactly who we want to be top-of-mind for — 
someone who we already have a strong relationship with through past 
partnerships and want to nurture that relationship with future 
partnerships. Winnowing down and finding those future repeat 
partnership opportunities is what a lead service should do, and what a 
more effective lead service would.



 

3. They cater to too many + depend on too many people. 

Having been around for decades already, traditional lead services have 
garnered the loyalty of several — but stretching their reach so thin may 
contribute to the frustration general contractors and engineers 
experience with them today. In order to provide the best possible 
information that can be filtered by multiple industries using their 
interface, traditional lead services must analyze several different intel 
sources. This works great for providing a forecast for the city of 
Springfield’s markets. But, when it comes to finding exact information 
about that specific parcel on 1st Street in Springfield, traditional lead 
services may not be the most straightforward way of doing so. 

Overall, traditional lead services are better than nothing no matter what 
your industry. They tee up the right information about a project and 
contact information for who you’re gonna call, but it might as well be the 
ghostbusters. Traditional lead reports contain information so analytical it’s 
hardly worthy or personal to be a conversation starter — the industry’s 
golden ticket, especially for general contractors and engineers. Bulleted 
information (valuation, bid date, number of bidders, phone numbers, city 
name, etc.) are really more so vanity metrics, which are hardly actionable. 

And, gathering this intel on projects currently depends on other humans, 
such as people involved on the project or market researchers who pick 
and choose information to provide you. The more human intervention 
required to gather project intel, however, the more opportunities for 
error. Therein lies the biggest issue with traditional lead services that, 
frankly, our advanced society should be embarrassed to admit. Why are 
we still gathering information for multi-million dollar projects like it’s a 
game of telephone? It’s time to cut the string and build a better line 
directly to the source of these formal project discussions happening each 
and every week: local committee, commission, and board meetings. 
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4. They don’t provide valuable details GCs want to know. 

Tapping into these official discussions verbatim — from minutes and 
agendas — provides the best opportunity to determine if a particular 
project is worth chasing for your firm. These discussions are the most 
polished presentations of information impacting a community, so they 
contain all the necessary details about a project available at that moment. 
That begs the question: When given the choice to receive leads in the 
form of second-hand information or in the form of an actual discussion, 
which would you choose to help get in front of the project owner? 

A more effective lead service understands the importance of these 
discussions in getting in front of the owner. It captures all the details 
available about a project right from the most reliable source. By cutting 
out the middle man of the market researcher whose goal it is “to provide 
you the data you need, how you need it, when you need it, and where 
you need it,” a more effective lead service allows you to decide what 
information is important for engaging your network by simply pinpointing 
and supplying you with the right discussions about project types you’re 
interested in from local commission, committee, and board meetings. 

The goal, unlike your traditional lead service, would therefore not be to 
just notify you of upcoming bids, but to empower you with everything 
discussed about projects coming down the pike in your neighborhood 
— and keep tabs on them too. A more effective lead service provides 
valuable details not just from the onset, but tacks on updates such as a 
names of engineers involved on the project as it matures in stages of 
development. It is dynamic because it is real snapshots of real 
discussions, like a LinkedIn feed but of project “status updates” overtime. 
This is how our hyper-connected industry currently digests information — 
not through watered-down reports of simple vanity metrics, but through 
what real people are discussing right now, right in your backyard.  
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5. They aren’t built to enhance team efficiency. 

As we’ve become conditioned to what information we receive from 
traditional lead services, we’ve also become conditioned to how we 
receive it and share it among our team, which is perhaps one of the most 
important aspects of using a lead service at all. While no one questions 
why lead information is kept under lock, it doesn’t make sense how we 
receive and share it. Traditional lead services sell their information like 
fingerprint access, i.e. on a per-license basis. This makes sharing the 
information difficult between team members.  

A more effective lead service understands many people will need access 
for the service to be implemented successfully. Enabling access to many 
people enhances team collaboration and communication. By using this 
more effective lead service, any activity made on individual leads — such 
as favoriting, commenting, or owning — is visible to anyone who had 
access to the information just like on an online dashboard or social media 
feed. Even if a certain members on a team do not have access, 
information from a more effective lead service is still easily shareable 
among your firm.  

For example, project managers can export certain leads to specific 
people without access in a quicker and in a more organized fashion than 
copying and pasting the information, as traditional lead services users 
often resort to. Traditional lead services bar all these free-sharing 
capabilities within firms simply to sell more fingerprint accesses. They 
are more concerned with enhancing their profit than with enhancing your 
team’s efficiency. 
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Rethinking the How, the What, and the Why. 

One of the US’s largest lead service’s website states, "Nearly 90% of 
projects posted to our database have project documents, 
specifications and drawings attached, with an average lead time of 14 
days before the bid date.” This is the way most traditional lead 
services operate today, which is probably the reason many general 
contractors and engineers who use them are consistently disappointed 
by their timeliness and competitive edge. 

So, now more than ever, we need to rethink how and what we get out 
of a lead service, as well as why. If you’re in the business to find 
projects before anyone else knows about them, it is contradictory to 
rely on intel and documents submitted by other professionals already 
involved on the project. And if you’re in the business to find projects 
happening right now on Main Street, it is contradictory to rely on 
market researchers who analyze data from hundreds of miles away.  
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The How: Sourced verbatim from official records every week. 

Never before has a lead service depended singularly on the early, 
detailed, consistent, and reliable information found in local meeting 
minutes and agendas. Thanks to the power of web-sweeping and artificial 
intelligence-based technology, such as what drives Google, a more 
effective lead service exists to do just this. It is now possible for general 
contractors and engineers to access all local discussions about relevant 
upcoming projects within their firm’s geographical reach through an 
online dashboard that is replenished with new leads every week.  

The What: Information focused on your community externally 
and internally. 

This online dashboard contains actionable snippets of discussions spoken 
directly by real people about real projects happening right now in your 
backyard. The amount of leads users receive are limitless, controlled 
entirely by the users who have complete control on keywords (such as 
names of competitors or partners) to curate their dashboard with 
discussions from the thousands of most recently-posted minutes and 
agendas throughout their state.  

The Why: To find upcoming projects before they’re common 
knowledge. 

Users of this more effective lead service are encouraged to freely share 
the information among their team to provide everyone the advantage: 
Being first to know about future construction and engineering projects 
— before the press, before the blueprints, and well before a bid date. 

This is the power of a more effective lead service.  
This is the power of Curate. 
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About Curate 

Curate is changing the way general contractors and engineers receive 
leads. Founded in 2016 by a former project manager for a $94-million 
multi-use facility and a computer science PhD candidate at the University 
of Wisconsin, Curate’s cutting-edge technology reads through local 
meeting minutes and agendas posted online to flag discussions of 
projects types customizable by each firm — allowing business 
development professionals to redirect their time and energy towards 
more face-to-face responsibilities and help them become the local 
expert in their market from anywhere. For more information, please 
visit curatesolutions.com or follow Curate on Twitter or LinkedIn. 

Book a demo to learn how you can customize your own dashboard with 
Curate today and get out of dodge with your current lead service. (Just 
don’t tell your local newspaper, they’ll want to subscribe to us too.) 
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