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Enabling Success

Creating Alignment Between the Field and the Office
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Maxim Consulting Group Overview

Management 
Consulting

▪ Strategic 
Planning

▪ Operational 
Excellence

▪ Technology 
Integration

▪ Training & 
Development

Lean 
Transformations

Peer Groups

▪ Electrical

▪ Mechanical

▪ Fire Protection

▪ General 
Contractor

▪ Heavy Civil

▪ Utility

Corporate 
Finance Advisory

▪ Mergers & 
Acquisitions 
Advisory

▪ Equity & Debt 
Financing

▪ Ownership 
Transition

▪ Management 
Succession

▪ Captive 
Insurance

▪ Supply Chain 
Management

▪ Design 
Standards

▪ Enterprise 
Scheduling

▪ Process 
Standardization
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ALIGNED VISION
Us Versus Them – Breaking Through 

the Barrier
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Four Tenants of the Most Successful 

Construction Firms

1. Hire the Right People

2. Strong Organizational Culture 

1. Communication

2. Leadership

3. Consistency

3. Financial Aptitude

1. Understanding how “MY” actions create an impact

4. Discipline

1. We do things one way, the best way
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Us Versus Them - Cause and Effect

LACK OF:

• Trust

• Discipline

• Defined processes

• Role definition

• Involvement

• Incentives

• Training

CAUSES:

• Confusion

• Impatience

• Anger

• Disengagement

• Lack of  accountability

• False starts

• Lack of  motivation
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Us Versus Them – Root Causes

• Ego

• Loyalty to “One Side”

• Status

• Greed

• Control
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Collaboration Gone Wrong
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Collaboration Gone Wrong

1. Who should have been consulted

2. What different input may have been shared

Overcomplication Success
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DEFINITION OF 

SUCCESS
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What Does the Client Want?

Faster

CheaperBetter
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Types of Clients

Internal Clients

• Estimating

• Design

• Manufacturing

• Project Operations

• Field Operations

• Etc.

External Clients



Slide # 12

How Do We Drive Customer Satisfaction?

Behaviors:

• Trust

• Discipline

• Defined processes

• Role definition

• Involvement

• Incentives

• Training

Results:

• Operational Excellence

• Superior Company Culture

• Financial Opportunity

• Etc.
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What Does The Field Want From 

Operations?

Accomplished by:

• Defined processes

• Great 

communication

• Effective 

structure

• Strong leadership

Desired:

• Right information

• Right tools

• Right materials

Furnished:

• When needed

• How needed

• Where needed
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COMPLEXITY OF 

CONSTRUCTION 

OPERATIONS
Identifying Opportunities for Synergy 
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Construction Operations - Detail
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The Field Performs/Uses/Contributes to 

These:
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TOOLS TO ENABLE 

SUCCESS
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Change Order 
Zero

Process

Estimating 
Turnover 
Process

Planning 
Meeting Process

Project Award

Accomplished 
within 30 Days

(Yes or No)

Accomplished 
within 30 Days

(Yes or No)

Accomplished 
within 60 Days

(Yes or No)

Construction 
Execution

Lead Estimator Project Manager Project Manager

Pre-Job Planning Process Overview
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Handoff Process Workflow Example (Slide 1 of 2)
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Complete 
New 

Project 
Form

Create 
Project 

Number

Provide Bid 
Folder to 

PM for 
review

Review Bid 
Folder 

Documents

Conduct 
Turnover 
Meeting 
(PM to 

arrange, 
estimator 

to conduct)
Follow up on 

Turnover 
Meeting 

Action items

Export 
Estimating

Budget

New Project 
Form In 

Preconstruction 
Workbook

Estimating 
export 

example

Bid File 
Template 
example

Open Start 
Up Codes 
With 1 Hr
and Qty. 1

Estimating Turnover 
Compliance Metric 

(Acct. Verification in  
Desktop Icon Folder)

Preconstructi
on Workbook
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Handoff Process (2 of 2)
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Follow up on 
Planning 
Meeting 

Action Items

Establish 
Schedule of 
Values (see 

process)

Establish 
Change Order 
Zero Budget 
(see process)

Planning 
Meeting 
(PM to 

conduct)

Complete 
Action 

Items as 
Assigned

Compile 
Estimating 

Documents and 
Review in 

Preparation for  
Turnover 
Meeting

Preconstru
ction 

Workbook

Identify 
Action
Items

See 
Financial 
Controls

See 
Financial 
Controls

BIM & Prefab 
(If Applicable)

Pre-Job Planning 
Compliance Metric 

(Acct. Verification in 
Desktop Icon Folder)
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Short Interval Plans

• 3 week look aheads are done to communicate the plan 

including materials, equipment, tools, other needs that are 

not yet on site for the work, as well as production targets
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Short Interval Plans –

Underutilization

Obstacles to excellence:

• “I don’t have time”

• “I don’t see the value”
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Short Interval Plans
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Short Interval Plans – Done Poorly

Unplanned Calls to Shop
<48 Hours Notice

Planned Calls to Shop
>48 hours Notice
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Short Interval Plans – Done Poorly

Unplanned Calls to Shop
<48 Hours Notice

Planned Calls to Shop
>48 hours Notice

70% 30%

This means that 70% of the time, we are using HOPE as a 

strategy to achieve excellence.  
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Short Interval Plans – Done Well

Unplanned Calls to Shop
<48 Hours Notice

Planned Calls to Shop
>48 hours Notice

70%

30%

30%

70%

How different would this be?  

Operationally?  Culturally?  Financially?



PM Reviews & 
Approves Time & 

Qty Reported

FM Reports 
Time/Qty

Against Plan

Field Manager 
Documents 

Plan for Next 
Three Weeks 

Using PTS

Example 
PTS SIP
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SIP & Daily Production Targets
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PM Reviews & 
Approves SIP 

with Field 
Manager

M
et

ri
cs

Review 
Productivity 
Dashboards 

in Excel 
Workbook

Entered in PTS 
by Wednesday 

at Noon

Marked Final in 
PTS by 

Thursday at 
4PM

“Approved”   
Time & Qtys

in PTS

FM Sets 
Crews Based 

on SIP & 
Assoc Daily 

Prod Targets

“To Plan” in 
PTS

http://72.18.232.221/xpts_client/pts.html
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Time Reporting

• Time reporting should be accurate. 

• Critical data for estimating and for claims management
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Quantity Reporting

• Quantity reporting should be accurate

• Analysis of planned activities versus unplanned must be 

completed
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Productivity Data

• Proving the impact
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Productivity Data as a Tool

• Proving the impact

Spent 296 hours.  Should have spent 196.8 hours.  Impact 
is 99.2 hours
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Productivity Data as a Tool – Field 

Example

COST CODE BUDGET USED EARNED FORECAST

41-00 3,741 2,013 1,890 3,984

45-00 2,828 1,112 601 5,228

51-00 2,110 232 567 863

52-00 976 143 0 0

55-00 667 201 343 391

62-00 801 1,361 801 1,361

181-00 1,950 988 1,132 1,702

300-00 320 56 70 256

301-00 960 453 131 3,320

Total Job 12,845 1,256 1,375 17,105

Week Ending: 12/9/2019

Labor Feedback Report

Job Number:

Job Name: Beantown Marketplace

012345

0

5,000

10,000

15,000

20,000

Total Job

BUDGET

USED

EARNED

FORECAST

0

1,000

2,000

3,000

4,000

5,000

6,000

41-00 45-00 51-00 52-00 55-00 62-00 181-00 300-00 301-00
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Daily Project Report

• First hand account of what happens on the jobsite
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Opportunities For Communication –

Driven by Processes

1. Short Interval Plan 
• Documents what the field is planning on working on, with 

needs and obstacles identified for the team to solve

2. Time Reporting
• Record of  what we spent our time doing

3. Quantity Reporting
• Record of  what we were able to get installed

4. Daily Project Report
• Record of  site conditions, delays, and other relevant facts for 

the operations team to know

5. Production Reports
• Proving the impact on labor of  what we spent versus what we 

should have spent



Execute 
Commissioning & 
Start Up Process

Establish 
Action Items 

to be 
Completed

Compile Final 
Documentation

(As Built’s, 
O&M, 

Warranty)

Conduct Exit 
Strategy 
Meeting

Implement 
Demobilization 

Plan

Preconstruction 
workbook

Exit Strategy 
Action Plan 
Template in 

Preconstruction 
Workbook
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Exit Strategy
P
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Accomplished 
within 30 Days at 

80% Complete 
(Acct. 

Verifications on 
Q: Drive)



Transfer 
Historical Data 
to Estimating 

Lessons 
Learned 

Presentation 
Template

Historical 
Data 

Template

Lessons Learned
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Prepare for 
Lessons 
Learned 
Meeting

Lessons Learned 
Meeting (PM to 

conduct)

Distribute 
Lessons Learned 

to 
Est & Field

Preconstru
ction 

workbook

Add Pertinent 
Lessons 

Learned to 
Tribal 

Knowledge
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THAT WAS GOOD, AND 

COMPLETELY 

NECESSARY. 

THIS IS EVEN BETTER
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Making It Happen

The crews in the field are the consumer of the product.  

Therefore, they should have input as to the upstream 

activities
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Imagine This – It Isn’t Just a Dream

Imagine that every job title involved contributed in   

defining/implementing STANDARDS for the following:

Products

Assemblies

Design

ManufacturingKitting

Field 
Installation

Estimating
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THANK YOU

Stephane McShane

Director

Maxim Consulting Group, LLC

9800 Pyramid Court, Suite 400

Englewood, CO 80112

Office: 303.688.0503

Mobile: 303.898.8440

Stephane.mcshane@maximconsulting.com

www.maximconsulting.com


