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Satyam Verma
Satyam is a start-up veteran who received his Economics 

degree from George Mason University. He transitioned 

from his position as Pype’s Head of Strategic Partnerships 

to his role in Autodesk’s partnerships team by building 

valuable business collaborations as well as developing 

newer more effective workflows with both Pype and 

Autodesk technology partners and clients.



Understanding the Risks for Both 
Contractors and Owners

Any sort of client-contractor relationship, regardless of project 

type or delivery method, relies on the work and success of both 

parties. It must be a mutually beneficial relationship where both 

contractor and client are better off for it, otherwise it’s doomed 

to fall apart. In construction, this often breaks down pretty 

simply: 

• Contractors want to be compensated for high quality work and 

win their next job 

• Owners want to receive high quality work and hire someone 

for their next job

Leaving aside any pomp and posture, all the fluff and extra 

detail, this is what’s left at the core of the relationship: Someone 

wants a project built, and someone else wants to build that 

project. 



Understanding the Risks for both Contractors and Owners

SO, WHAT’S THE PROBLEM? 
Due to the nature of client-contractor relationships, if someone else does something wrong, everyone feels the 
consequence. Insurance, litigation, and settlements are ways to mitigate those consequences for the uninvolved but 
having to rely on those systems are often a consequence in and of themselves (and can have little bearing on public 
opinion of the incident if it gets to the press). 

AS A RESULT…
... It’s no wonder that teams who have never worked together have trouble trusting each other. For teams and 
organizations that have a long history and work well together, this is great! It means that your chances for being picked 
for the owner’s next project are much higher because they already trust you to deliver high quality work. For 
organizations looking for new clients or trying to break into new sectors or regions, this is a major roadblock. 



Contractors, has this happened to you? 

• Performed project closeout using unclear or inconsistent 
requirements? 

• Had documents or other approvals held up by stakeholders 
change your timeline? 

• Wanted to exceed expectations, but didn’t have the man-hours 
to do it? 

• Turnover was completed quickly but found costly mistakes, shortcuts, 

and other errors that required attention? 

• Had to withhold retention against a contractor for delayed turnover? 

• Received unorganized, inaccurate, or incomplete turnover packages? 

Owners, has this happened to you? 



Contractors, Take the Lead

IDENTIFY CLOSEOUT REQUIREMENTS UPFRONT 
Closeout is your final exam by the owner. It’s the moment that everything you 

have done on this project comes together and the moment that the owner will 

remember the most clearly. Show them that you are thinking of this moment by 

including closeout requirements (as they exist at the time) in your submittal 

schedule. Go over them at your precon meeting, bring up questions and 

concerns you have about them early. This will demonstrate your proactivity, 

experience, and desire to collaborate rather than litigate. 

COLLECT DOCUMENTS EARLY 
Not only will collecting documents from your trades as they finish each scope 
show your proactivity, it’s also just smart. Your trade partners will still have the 
project fresh in their minds, will easily be able to recall which suppliers, 
distributors, and manufacturers they need to contact, and will be much more 
responsive to reminders and revise and resubmit stamps. Additionally, it saves 
time at the tail end of the project—time that needs to be spent punching out, 
finishing scopes, and completing financial closeout instead of chasing after 
documents from months ago. 

CREATE YOUR TURNOVER PACKAGE WITH 
OPERATIONS IN MIND 
If turnover is the most impressionable moment for your clients, then the 
turnover package is the most poignant reminder of that moment. 

Amit Patani, a Senior Project Manager at MCN Build, explains, “We have a 
constant communication with owners for a few years after completion to check 
in on how everything is working. They helped us to understand what we really 
need to provide them in order to operate the building. Providing a better 
turnover package based on their needs has helped us reduce warranty claims 
and work orders from clients. At the end of the day, the client is happy when 
they have seamless resources to manage their building after turnover.” 

Every time they look at those documents, every time they try to find a warranty 
or manual, they will be remembering your team and forming opinions of your 
work. If the package is a complete mess and massive pain to work with, they’ll 
wonder what else was thrown together. Instead, take the time to make the 
package user friendly—digitize it so it’s easily accessed and hard to lose, add an 
internally hyperlinked table of contents for simplifying navigation, and create 
sectioned packages for frequently accessed documents or to cater to different 
parts of the operations team. Show your client that you’re thinking of their 
needs when preparing your deliverables, not just your obligations. 



Owners, Meet Them Halfway

DUE DILIGENCE OF REQUIREMENTS 
One of the first and largest hurdles a contractor must overcome is combing 
through the requirements of the specs and drawings. Those requirements and 
logs form the basis for the entire rest of their process, from buying out trades to 
creating timelines and budgeting. Since they are so foundational to the 
contractor’s plan for success, have your design team look over them carefully, 
and listen closely to your contractor when they have concerns or questions. 
Solving potential issues early on in the process is what prevents delays, 
litigation, and costly change orders. 

DETAILS FOR THE TURNOVER PACKAGE 
Project specs will often require a turnover package containing all of the closeout 
documents to be presented relatively soon after handover of the building itself. 
This package can often be treated as an afterthought, but it’s a major pain point 
for your contractors at the end of the project, and a major pain point for 
operations teams if it doesn’t meet their needs. Find out what those needs are 
and provide details to your contractor on how they need to assemble their 
turnover packages so that they can set your operations team up for success. 

LET THEM BENEFIT FROM YOUR EXPERIENCE 
There is a big difference between simply explaining what you need and 

providing guidance on how to meet those needs. Pay attention to what other 

contractors you work with use, and the results they can produce using those 

tools. Spread that information to your other contractors, or even stipulate the 

use of those tools, software, or processes in your specs and contracts. 



PRECISION

EASE OF USE

AUTOMATED

Improving the Process with Technology

ACCURATE

The ideal software is accurate in 

anything it automates. 

Otherwise, you may as well do 

it manually.

Automate tedious tasks so you 

can focus your time on more 

important work.

Software should be intuitive 

and easy to learn to avoid 

mistakes and capitalize on 

saved time.

Use the right tool for the right 

job rather than waste time 

trying to make a square peg fit 

in a round hole.



Closeout Starts on Day One
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