





complete P3 projects, as well as design-build
and bid-build contracts throughout
Western Canada by providing a full range
of construction and engineering services.

“Public-private partnerships are
desirable because they enable public
owners to accelerate project schedules
by transferring the burden of financing,
operation and maintenance to the private
sector for a certain number of years,” says
Brandon.

Flatiron’s work on the Kicking Horse
Park Bridge is comparable to its work on
the I-70 in that it solidified its presence in
Western Canada. Constructed under Phase
2 of the Kicking Horse Canyon Project,
the Park Bridge is a 405-metre span of the
Trans-Canada Highway, featuring five piers
that reach as high as 90 metres. Approaches
to the bridge and realignment of more than
five kilometres of new four-lane highway
east of Golden were an integral part of the
project, which was organized as a P3, with
the federal government’s contribution
coming from the $4-billion Canada

Strategic Infrastructure Fund. “It’s arguably
the most famous P3 in Canada,” says Kelsey,
adding the project was completed in 2007,
21 months ahead of the owner’s schedule.
Flatiron opened an office in Calgary in
2006, and in three short years the company
has won two innovation awards from Alberta
Transportation. The Technical Innovation
Award recognizes a redesign of two major
interchanges on the Northwest Anthony
Henday Drive project, a 21-kilometre
portion of a new ring road around Edmonton
slated for completion in 2011. The design
improves constructability, shortens the
construction timeline and decreases project
costs by more than $10 million. Flatiron’s
duties leading the design-build portion
of this project were also recognized as
Public-Private Partnership Deal of the
Year by Project Finance International.
Additionally, Alberta Transportation
recognized the Northeast Stoney Trail
with the 2009 Process Innovation Award,
because Flatiron and its partners developed
a new method for multiple stakeholders to

review and approve drainage plans. This
condensed a process that might have taken
several years into a few months.

Brandon credits the Flatiron network for
the Richmond and Calgary offices being able
to achieve distinction in a relatively short
space of time.

“I communicate daily with our COO
Bob French, who is based in Denver. We
enjoy a free-flow exchange of resources,
and also work closely with local subcontrac-
tors and other Canadian professionals,”
he says. “This liaison will help us achieve
further expansion: sometime down the road
we intend to expand into Saskatchewan and
Manitoba.”

Flatiron’s success in Canada is part of an
overall corporate objective to pursue growth
to provide opportunities for employees,
clients, partners and communities. The
company will achieve this growth by opening
regional offices and continuing to pursue its
core bid-build business, expanding design-
build opportunities and providing turnkey
solutions in the P3 realm.



The project includes 23 bridge structures and six interchanges.

In the meantime, work has commenced
on the new Port Mann Bridge, which
was originally a P3 contract but has since
become a design-build undertaking. Aside
from creating a cable-stayed structure that
will provide motorists with 10 lanes of navi-
gation, Flatiron’s duties include upgrading
over 37 kilometres of Highway 1 on each
side of the Fraser River. The new bridge
will alleviate traffic congestion that occurs
on the existing bridge and reduce travel
times by up to 30 per cent. The project is
scheduled for completion in 2013.

Flatiron has some bold goals; first and
foremost to be in the top 25 of Engineering
News Record’s Top 400 Contractors list by
2013. The company also intends to become
one of Fortune’s 100 Best Companies to
Work For, along with achieving sustained
profitability and creating a profit margin to
invest in future growth.

For Brandon and the rest of the
B.C.-based Flatiron team, there are simply
alot more projects to bid on.

“Many P3s are coming down the

road both here and
in other areas of
Western Canada,”
says Kelsey. “We
may be in a recession,
but because most
of our projects are
long-term we don’t
feel it as severely as
other parts of our
industry.”

Says Matt Girard,
vice-president of
business development
for Flatiron, by way
of conclusion:
“Flatiron is excited
about the growth of our Canadian region
and its current success and future in the P3
market.” m
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