
Field Management of Systems Projects 
This training course is designed to prepare installers, technicians, and project managers in effectively 
managing work in the field. As an introductory course in project management, this course offers a 
foundation to prepare your employees for a successful career in project management. 

 
The one-day course covers:   

 

 Understanding your role in the project 

 Understanding the project plan 

 Planning the fieldwork 

 Controlling fieldwork schedules and project resources 

 Coordinating with other trades and subcontractors 

 What to say (and not to say) on the jobsite  

 Documentation of field conditions and changes 

 Demobilizing and closing a project 
 
 
Systems Project Management 
This training course is designed specifically to teach professionals how to successfully manage systems 
projects. It provides a practical approach for practicing project managers so they can proactively manage 
and control their projects.  

 
The one-day course covers: 
 

 Defining roles of the project team  

 Defining responsibilities and tasks of the project manager 

 Identifying risk areas in execution of systems contracts 

 Planning and scheduling systems projects effectively 

 Controlling project budgets and schedules 

 Recognizing and negotiating change orders 

 Managing multiple small projects 

 Managing subcontractors 

 Identifying how to effectively close a project  
 

 
Managing the Business and Contractual Sides of Projects 
This training course is designed to help practicing project managers learn how to manage the financial 
and contractual aspects of a project. It also provides practical tools for assessing and mitigating risk on 
systems projects. 
 
This one-day course covers: 
 

 Business and Financial 
o Review of the basic financial statements 
o Application of performance metrics and ratios 
o Project cost accounting and controls 
o Revenue forecasting and recognition 



o Billings and SOV 
o Change-orders pricing 

 Contractual and Risk 
o Construction contract elements 
o Contract types and methods 
o Mechanics liens and bonds 
o General conditions elements 
o Special conditions terms and conditions 
o Project risks assessment and mitigation 
o Project flow cycle risk identification and factors 

 
 
Estimating Systems Projects 
This training course is intended for account executives, sales managers, estimators, and project 
managers. The seminar is designed to prepare professionals to adopt the “smart way” of estimating 
systems projects and writing effective scope letters and proposals. It also provides tools to assess 
existing estimating skills within the organization. 

   
The one-day course covers: 

 

 Review of the estimating case study 

 Ways to maximize estimating time and resources 

 Typical systems project cost breakdown 

 Estimating systems projects using bottom-up methods 

 Review of effective sales proposal elements 

 The role of sales in successful project management 

 Introduction to project managers wins 

 How to sell your company’s project management capabilities 


