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As a small team, we don’t 

have time to chase bids 

or cold call just to get 

on a list. Dodge puts real 

opportunities directly in 

front of us, the kind we 

can actually win. If I bid 

on 10 jobs through cold 

calling, I might have a 

shot at two or three. With 

Dodge, that number easily 

jumps to six or seven.

Stone Bridge 
Flooring

• Embedded Dodge into daily bid discovery workflows to 

replace manual searching and cold calling. 

• Shifted from reactive bidding to proactive visibility by 

receiving direct bid invites earlier in the project lifecycle. 

• Prioritized subcontractor-ready opportunities where general 

contractors were actively assembling project teams. 

• Used project phase and fit signals to bid selectively, focusing 

time only on jobs with the highest likelihood of success. 

• Smoothed and spread pipeline timelines to plan work months 

ahead, avoid overbooking, and stay focused on best-fit projects.
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For years, Stone Bridge Flooring relied on cold calling and manual searches 

to find work. As a two-person operation, that meant spending valuable time 
chasing bid invites, often too late in the process, with no visibility into which 

projects were actually worth pursuing.

The Dodge Solution

The Results

2.5x
higher bid

win-rate

120 $1.9m
hours saved annually 

on bid discovery

in incremental 

contract value annually

25%
of annual projects 

sourced through Dodge


