FOR CONTRACTORS IN CANADA & THE U.S. .- 2026

Tariff-Proof
Your Quotes

The Price Protection Kit
for Contractors

Material prices are moving faster than your paperwork. This kit has
the contract language, quote wording, and checklists that stop a
supplier price increase from coming out of your profit.

WHAT'S INSIDE
01 Why your margin is leaking
02 Quote expiry wording
03 Material escalation clause (3 versions)
04 Supplier price hold request
05 Pre-signing checklist

06 Material cost tracking sheet
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01 - THE PROBLEM

Where your margin is leaking

You quoted a job in June. You bought the material in September. The price went up in between, and
nobody told the customer.

$2,700

Gone on a single job. An $80,000 project with $30,000 in materials. A9% material increase
between quoting and buying. You still did the work and still paid your crew. You just made
$2,700 less than you planned, and you found out when the supplier invoice arrived.

Same problem, both sides of the border

Tariffsrun in both directions. Whichever side you buy from, something in your material package got
more expensive thisyear.

YOUR TRADE BUYING IN THE U.S. BUYING IN CANADA

Framing, decks, Duties on Canadian softwood have Lumber tariffs layered under

GC tripled to around 45%, on a market everything else, with material costs
Canada supplies most of up roughly 9%

Roofing Imports are a quarter of the shingle Steel and aluminum flashing
market and more than halfofthem caught by the 25% steel-derivative
come from Canada tariff

Electrical, 50% on copperand aluminum, 25% Appliances, electronics, and

plumbing, HVAC on derivatives. Canada isthe largest equipment on the September 8 list
source of nonferrous metals at15% to 50%

Concrete and Cement, paint, plywood, and fiber Plastics, pulp and paper on the

finishes cable added August 22. Cabinets at September 8 list

25%, rising in 2027
Both sides: copper near record highs around $8 a pound, distributors narrowing what they stock.

Why it hits contractors harder than most businesses

Aretailer changes a price tag. You sign a fixed price months before you buy. That gap between
committing to a number and paying for material iswhere the risk lives.

The good news: both fixes in this kit are paperwork. An afternoon of work protects every job you
guote from here on.
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02 - FIX ONE

Put an expiry date on every quote

A quote with no expiry date isan open-ended price guarantee. A customer can accept it four months
later, at material prices that no longer exist, and you have no ground to stand on because you wrote
the number.

COPY THIS ONTO YOUR QUOTE TEMPLATE

This quote is valid for 30 days from the date issued. After that date, pricing is subject to review based on
current material costs.

Choosing your window

JOB TYPE WINDOW WHY

Service callsand small repairs 14 days Fast decisions, small material spend
Residential renovation 30 days Customers need time, risk still manageable
Larger builds, long lead items 15 days Or match your supplier's price hold exactly
Anything with heavy copper or steel 14 days Most volatile inputs right now

Make your window match your supplier's

Ask suppliers for a written price hold, usually 60 to 90 days, then set your quote window inside it.
Holding for 60 and quoting for 30 gives you a 30 day buffer.

Do this Not this

Build the expiry line into your quote Adding the line manually when you
template so it appearsautomatically. remember. You'll forget on the job that
Schedule the follow-up call for two days matters most.

before expiry.

The side benefit nobody mentions

Quotes with deadlines close faster. You're protecting your price and shortening your sales cycle with
the same sentence.

When a customer comes back late

"Happy to do the work. That quote was priced off July material costs, so let me repull current pricing
and getyou a number today." Said before you start, that's professional. Said after, it's a fight.

@ Jobtable Price Protection Kit - 2



03 - FIXTWO

The material escalation clause

On a fixed price contract you carry all the material cost risk between the signing date and the

purchase date. On a long job, or a job where you don't buy until month three, that risk is real and you

aren't being paid to take it.

Large commercial contracts have handled this for decades. Pick the version below that fits how you
work.

VERSION A - STANDARD (RECOMMENDED FOR MOST)

Material Cost Escalation. If the cost of materials required for this project increases by more than 5%
between the date this Agreement is signed and the date the materials are purchased, the amount of the
increase above 5% shall be added to the Contract Price. The Contractor shall provide the Owner with
written supplier documentation showing both the original quoted price and the increased price before
any adjustment is applied. Increases of 5% or less shall be absorbed by the Contractor.

VERSION B - NAMED MATERIALS ONLY (SOFTER, EASIER TO SELL)

Material Cost Escalation. This clause applies only to the following materials: [list, e.g. copper, structural
steel, framing lumber]. If the Contractor's cost for any listed material increases by more than 10%
between the date this Agreement is signed and the date of purchase, the increase above 10% shall be
added to the Contract Price, supported by written supplier documentation. All other materials are at
the Contractor's risk.

VERSION C - SHARED (BEST WHEN THE CUSTOMER PUSHES BACK)

Material Cost Escalation. If the cost of materials increases by more than 5% between the date this
Agreement is signed and the date of purchase, the increase above 5% shall be shared equally between
the Owner and the Contractor, supported by written supplier documentation. If material costs decrease
by more than 5%, the savings shall be credited to the Owner on the same basis.

Version C wins arguments. Offering to pass savings back the other way shows the clause is about
fairness. Most customers stop objecting once they see it.

HAVE THIS REVIEWED

Contract law varies by province and by state, and every business is set up differently. Take this
language to your own lawyer before putting it in a contract. Not legal advice.
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04 - USING IT

When to use it, and how to explain it

Use it on Skip it on

¢ Any contract above the number that e Service callsand small repairs

makes you nervous ¢ Jobswhere you buy material the same

e Jobswhere 30+ days pass between week
signing and buying e Anything under your threshold, itisn't
¢ Anything heavy on copper, steel, or worth the conversation

lumber

¢ Phased work where later phases buy
months out

How to raise it without killing the deal

Bring it up when you present the quote, not when they're signing. Nobody objects to a clause they
read a week earlier.

"One thing | want to flag before you decide. Material prices have been moving on us because of
the tariff changes. Rather than pad the quote to cover myself, I've priced this at today's real cost
and added a clause that only kicks in if materials jump more than five percent before | buy
them. If they do, | show you the supplier invoice. If they don't, nothing changes. That way you're
not paying for risk that might not happen."

That reframes the clause as the reason your price is lower rather than a way to charge more later,
which is accurate.

Documentation you need to keep

The clause is only enforceable if you can prove the increase:
e The dated supplier quote your bid was priced from
e The dated purchase invoice showing the higher price

* Written notice to the customer before you apply the adjustment, not after

Without those three, the clause is decoration. Save the original supplier quote to the job file the day
you win the work.

Also worth doing

» Buy out long-lead items at signing, not at start of work.

* Ask what's made domestically. Both governments now favour local steel and lumber on public
@%gg@at supply chain exists and it's open to you. Price Protection Kit - 4



05 . TEMPLATES

Supplier price hold request

Most suppliers will hold pricing if you ask in writing. Most contractors never ask. Send this when you
request a quote for anything you're bidding.

EMAIL OR TEXT TO YOUR SUPPLIER
Hi [name],
I'm quoting a job and need pricing on the attached list. Two things in writing with the quote please: how

long you'll hold this pricing (60 days if you can), and current lead time on each line, especially [long-lead
items].

If it can't be held that long, tell me the window you can do and I'll set my quote to match. I'd rather
know now than find out at PO.

Thanks,
[your name]

Pre-signing checklist

Run this before every contract over your threshold.

Before you send the quote

Supplier pricing is current, dated, and in writing
Supplier price hold window confirmed
Lead times confirmed on long-lead items

Quote expiry date ison the document

00000

Quote window sits inside the supplier hold window

Before the customer signs

Escalation clause included and version chosen
Threshold percentage filled in, no blanks left
Clause explained verbally, not just printed
Named materials listed if using Version B

Payment schedule front-loads the material buy

Jobtable Price Protection Kit - 5
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06 - TRACKING

Material cost tracking sheet

Most contractors find out a job lost money six months after it closed, when the year-end numbers
don't add up. Tracked job by job, you catch it in week three. Print one per job, or rebuild it in whatever
you already use.

Job: Client: Signed:

ACTUAL VARIANCE ESCALATION

MATERIAL EST. COST VARIANCE
COSsT % APPLIED?

TOTAL

Reading it

VARIANCE WHAT IT MEANS DO THIS

Under 3% Normal estimating noise Nothing

3% to 5% Your pricing is going stale Shorten your quote window
Over 5% Escalation territory Apply the clause, with

documentation

Over 10% Your whole estimating base is out of Repull every supplier price list
twice date

The one number to watch. If variance on the same material runs positive three jobs in a row,
that's your estimating template pricing off numbers that no longer exist. Fix the template, not
the job.
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Stop guessing at
job profit

Jobtable puts quoting, invoicing, scheduling, and job costing in one
place, so estimated and actual material cost sit side by side on every
job instead of turning up at year end.

Built for trades, by a trades company. $59/month for 3 users.
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