CORE RENOVATION TERMS

Most renovation problems do not start with bad work.
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They start earlier.

They start when the project 1s vague, the scope
1s unclear, the quote 1s incomplete, and
everyone thinks they are talking about

the same thing.

This guide gives you the core language every
homeowner should understand before
comparing contractors, approving a price,
Or signing a contract.

®

INSIDE:

Created by Bid Ready Home

Homeowner preparation before
contractor pricing.

YOULL LEARN HOW TO:

Spot vague scope before it
becomes an expensive assumption.
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Compare quotes, bids, estimates,
and proposals more fairly.

Educational guide only. Not legal, engineering, or contractor advice.

Understand allowances, alternates, o 4
change orders, punch lists, and PLAN FOR CLARITY.
warranty terms before they BUILD WITH CONEIDENCE.
- cost you money. 1 L
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g 01 - - | i Most renovation problems do not
O " fgf?gzsr ::Iv?acea visien begin during construction.
l, They begin earlier, when the
project is still vague.
SCOPE |
02 . [f the scope 1s unclear,
Define exactly what
< o eluded. the quote becomes unclear.
l, If the quote 1s unclear,
the contract becomes risky.
N QUOTE .
03 S . . [f the contract is risky,
Receilve a price based :
on the defined scope. the build becomes stresstul.
J/ N
The goal is not to memorize
O 4 CONTRACT every industry term.
Agree to terms, price,
, and ti line. ‘ .
scope, and timeling Thf goal 1S O know 'UUhICh WOTdS
J, affect your money, your timeline,
BUILD your expectations, and your ability
to compare professionals fairly.
05 The work i1s performed p p f f y
and managed. s ~
J, EE]\ Key Terms on This Page
¢
/~ N CHANGE ORDERS -
_ _ Scope — what the project includes.
Adjustments to price,
K_/ scope, or timeline.
Quote — what someone says
J, the project may cost.
¢ 07 PUNCH LIST Contract — what both parties
57 O" Final items corrected agree to 1n writing.
o before closeout.
— = Change Order — a written change to

& | J, price, scope, or timeline.

i WARRANTY Punch List — the final correction list
Coverage and support \befm*e closeout. /
after completion

f"';,.- \‘\
. The clearer the language,
— . IC the clearer the quote.
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CORE RENOVATION TERMS

1 — 02 | SCOPE OFWORK
4

ooy Scope of Work:
The Box Around

the Project

The written boundary that defines what

Is included, excluded, assumed, and still
needs verification.

4
/
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® Included Q Not Included

» Demo » Electrical upgrades

» T1le install « Permit fees

 Vanity install  Hidden damage

» Shower fixtures  Material upgrades

o We talked about

» Painting » Plumbing relocation it, but it wasn’t

N\ written...
QP

The scope of work 1s the written boundary around the

project. It defines what is included, what is excluded, what is

assumed, and what still needs to be veritied.

When a homeowner asks, "How much will this cost?" the real

question should be: "How much will this exact scope cost?"

Without scope, every contractor is pricing a different

imaginary version of the project.

4
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Key Terms on This Page
¢
Scope of Work — a written description of - ™
() Client-Facing Seript
Exclusions — items specifically not included in _ ¢
the quote. Poor question:
“How much to remodel this bathroom?”
Assumptions — things treated as true until _
verified. Better question:
“Can you price the scope and clmrl_}! list what is
Field Verification — Checking real conditions included, excluded, assumed, and needs ﬁffd
in person before final decisions or pricing verification?”
o NG )

A oaguc SCOP(:’ creates room

for expensive assumptions.

¢
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QUOTE DECODER

¢

.o wany  NOUEvery Price _
Means the Same Thing

Learn the difference between an estimate,

— H O M E —
% ESTIMATE
aall]  $45,000-$65,000

QUOTE
$52,750

BID
$56,900

PROPOSAL
$58,950

quote, bid, proposal, and pricing model.

4

What it usually

means

I AEE

What to ask

Proposal

+ terms

this line by line?”

==
ooo| Estimate Rough expected Medium/ “What could
E E EI cost High change this?”
L . . .
Quote Price for Medium | What is
stated work included?”
5 . .
' Formal price Medium/ “What
V4 Bid to perform scope Lower assumptions are
built in?”
Offer + scope Depends “Can I compare
N\

/

exclude, assume, and depend on?"”

The word matters less than the structure behind it.

= ‘i The right question 1s: "What exactly does this number include,

¢ Homeowners often hear a number and assume it 1s a firm price. But
not all prices are the same. An estimate may be a rough prediction.
A quote may depend on assumptions. A bid may be more formal. A

proposal may include scope, terms, exclusions, and payment details.

-

PRICING MODELS

¢

Fixed Price
Known price,
defined scope.

Pay for actual

Cost Plus
Actual cost plus

CGIONS

Time & Materials

labor and material.

fee or percentage.

L@

Key Terms on This Page

~

Estimate — A rough expected range based on
limited information. It can change.

Quote — A price for a specific set of work and
assumptions. May change if details change.

Bid — A formal offer to perform the scope you
define. Based on stated assumptions.

Proposal — An offer that includes scope, terms,
exclusions, schedule, and pricing.

Fixed Price — One agreed price for a defined scope.
Changes usually require change orders.

%

Time & Materials — You pay for actual time and
materials used. Final cost can vary.

\_

Cost Plus — You pay actual costs plus a fee or
percentage. Final cost can vary.

¢

A number without scope is
not a real comparison.

BETTER QUESTIONS. BETTER BIDS. BETTER RESULTS.
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— 04 | THE BUDGET DRIFT
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ooy Where Renovation
Budgets Drift

)
=
1
",'_J How allowances, alternates, and upgrades
% quietly move the final price.
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'&'CJ BASE BID ALLOWANCES ALTERNATES
8 The core scope and — Placeholder amounts — Optional items
materials included in for items not yet priced separately
the contract price. selected. Final cost from the base to add
may vary or subtract.
BATHROOM PRICING EXAMPLE : h
|| Key Terms on
P | - Base Bathroom &
Remodel: Allowance — a placeholder
budget for something not fully
S 18 O O 0 selected yet.
) . .
Alternate — an optional item
T [l priced separately from the base
“ | project.
ALLOWANCE _ CHT ) .
o Upgrade — a higer-cost option
Tile alowance: $5/sq ft. — o compared to the base assumption.
Final selection: $12/sq ft. ’ |
. . Allowance Tile Selected Tile
Difference: Added cost $5/sq ft. $12/sq ft. Base Bid — the core project
| | price before optional upgrades
@ ALTERNATES |
Selection — the actual
Heated floor +51,800 product, material fixture, or
finish chosen.
Shower bench +$900
- /
Shower sytem +$600
Premium lights +$1,200 Heated Shower Handheld Pr?mium / . . . \
¢ Floor Bench Shower Lights B CllCHl—FaCng SCI’ID[
¢
—1 A quote can look affordable because some decisions are not o o
| Please separate the base scope from
[ fully priced yet. That is where allowances and alternates
. | ' ' allowances and alternates, so I can
matter. An allowance 1s a placeholder. An alternate is an _ _
, , , , , understand what is reqmred, what
/|| | option. An upgrade is a chioce that increases the tinal cost. | S y
None of these are automatically bad. They only become a 'S optionat, and what cou
problem when the homeowner does not understand them. increase the final price.
. N Y
b=l | (7 ~
. .j;é Allowances are not final prices.
i Alternates are where choice becomes visible.
4
N /

$ BETTER QUESTIONS. BETTER BIDS. BETTER RESULTS. & 4OFS5
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oS, The Words That
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. Protect the Finish Line
=
0
'-}'_J How change orders, punch lists, and closeout
= protect both the homeowner and the project.
@,
= &
§ 4 ) During renovation, things change.
% New request or That is normal.
E':J Q) unexpected issue The problem is not change.
appears :
1] 3 PP ) The problem 1s undocumented change.
0
O
O e D A change order protects both the
Is it In the homeowner and the contractor because
original scope? it puts the decision in writing before
L ) the work continues.
\£ L l N At the end of the project, the punch list
Yes: No / Unclear: becomes the final correction tool.
complete under ?f write change It helps both sides agree on what still
current order ‘
agreement needs to be completed, repaired,
. : J N : J adjusted, or cleaned up.
4 ™\ ¢
Change Or:der 7 ~
should define: ~— , _
« What Changed I\C}T TCI'IIIS 01l ThlS P}]gC
» Cost impact ¢
+ Timeline impact Change Order — a written change to
! + Approval ) scope, price, or timeline.
J’ N Timeline Impact — how the change
affects the schedule.
Work proceeds
) Punch List — a list of final items to
4, complete or correct.
.
: Warranty — a written promise about
Punch List what 1s covered after completion.
J
4, Closeout — wrap-up including payments,
) corrections, warranties, and documentation.
Warranty / Closeout
4 N
4

O Clicnl—FaEing Sceripl

"Before approving this change, can

| o L you provide the cost impact, timeline
-] \.ﬂ. & = impact, and whether it ajjrects any
} x, other part of the project?”
| ‘ | . /
| The project is not finished when the work looks done.

It is finished when the scope, corrections,
payments, and warranty are clear.
LT ¢

% BETTER QUESTIONS. BETTER BIDS. BETTER RESULTS. ¢ 50F5
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o0 Before You ==
Compare Prices,
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L:_E A cheaper quote is nhot always cheaper. A higher |
- : : : |4 i *
8 quote is not always overpriced. Until the scope is 1
5 clear, the numbers are not truly comparable. T [l
nd ¢
L
% If you are planning a renovation, the next step is not |
O just getting more quotes. TP QUOTE COMPARISON WORKSHEET
The next step 1s making sure each professional is ;cm,mm;.——;—METT:EHWTT
deigecat) 2 |
pricing the same project. Exclusions 7 "
o | Allowances | ../- | ? S (aa 'J'
That means organizing your scope, selections, i B O | = T
assumptions, exclusions, allowances, alternates, Timeline v v P
. . . ] . Warranty = —
change order rules, timeline questions, and finish-line - : 2 v
expectations before you commit. -
That 1s what Bid Ready Home helps you do.
p START HERE 3
: The Bid Ready Review
Free Renovation Y 01
i 1. A focused project review designed to help Quote Clarity Review
RealeleSS Ché’CkllSt you find unclear scope, risky assumptions, Risk notes +
Use this checklist before requesting or missing details, and better questions before questions to ask
comparing renovation quotes. you approve a renovation quote.
0 Scope clarity checklist Best for homeowners who already have:
* A quote, bid, estimate, or proposal 02
0 Contractor qU.EStiﬂIl list e A rgug‘h prﬂject idea Scope Starter paCK
‘ e A contractor conversation started Scope outline +
0 Quote comparison worksheet * Aremodel planned but not fully defined decision checklist
0 Allowance and alternate review prompts /—% + /—eﬁ
03
0 Change order and punch list questions @ » Q » @ Bid Rea dy Packet
You send We review for You leave with Visuals, scope notes,
9 Download at BeforeYouRenovate.org what you have clarity and risk better questions :
. | 4 I i and comparison tools
A vy L9 vy
4 b T ™
4

Why homeowners like this approach

0 Scope clarity checklist o Clearer pricing conversations

0 No contractor lead-selling o Better decisions before signing

not sold to contractors, designers, or third-party services.

@ We are not a lead-selling site. Your information is
2

S

L

Client-Facing Script

”Before [ compare prices, | want to make
sure each quote 1s based on the same scope,
assumptions, and expectations.”

,

\

@) Preparacionis what makes pricing useful

“

/

& BETTER QUESTIONS. BETTER BIDS. BETTER RESULTS.
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