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What is 
Artificial 

Intelligence?





Not This



AI is software 

that can do unique things

without explicit programming



AI is math, not magic



Standard software is 
based on Instructions.

AI is based on Probabilities.



Probability means risks

• AI responses can vary
• Software is built to manage this

• AI is not a silver bullet—good for some things, not for 
others



Ai is not just one technology 
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Two types of AI

Deep Learning
2011 to present
• Machine learning

• Tons of Labeled Data

• Classification

Generative AI
Nov. 2022 to present
• Transformers

• Documents, knowledge

• ChatGPT & LLMs



Deep Learning vs. Generative AI

• Deep Learning turns 
Data into Information

• That photo is a dog

• That email is spam

• Generative AI turns 
Knowledge into Action

• Surveying, summarizing 

pre-existing content and 

knowledge

• Enabling better decisions

• Making its own decisions



Why this distinction matters

Deep Learning has been around for over a decade

Lots of hype, limited impact:
• Few companies have enough good data
• Most applications powered something else – limited user 

interface

Risks:
• Data quality, quantity and problem size



Why this distinction matters

Generative AI is new

Lots of hype, significant impact:
• Data is not the key input – knowledge is
• Users are directly interacting with GenAI

Risk:
• Trusting before it’s ready



Different challenges with use

Generative AI challenges: 
• Asking good questions, or “prompting” 
• Treating it like Google



Different challenges with use

Deep Learning challenges:
• Smallest possible problem

• Lowest possible accuracy

• Most possible data

Data

Problem 
SizeAccuracy



Accuracy

Deep Learning data requirements 
scale exponentially

Data 
Required

*This is why product demos 
always look so good



Trusting AI



AI doesn’t fail like a human would



AI is not a “silicon brain”

• We all have a “theory of mind” for how other human brains 
might work

• This fails us with AI

• Results that come from AI do not emerge the way they do 
in humans



Bottom up vs. top down

• In 2017 researchers built an image recognizer

• It confused huskies with wolves

• A human would assume because they look alike
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Key takeaway: 
Always have a human in the loop



AI and project delivery



2024 is already moving fast

• Agents: AI that can string together actions to produce end 
results

• Imagine replacing a bundle of tasks you might give junior 
staff, or an intern

• If the intern was a genius with zero people skills…
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How can GenAI help?

• No more blank sheets of paper
• Jump start thought process
• Increase output

• Minimize tedious search & 
summarizing

• Specifications 
• RFIs/Change Orders
• Communications – who said what, and 

what did that mean
• Lessons learned



How can GenAI help?
• Speed up Job Analysis

• Extract plans 
• Extract Spec information 
• Summarize it in a table on demand

• “Give me window schedule” or “Give me 
the hardware schedule"

• Avoid guessing about terms or 
requirements

• Help us quickly reference contract 
details such as how many weather 
days do I need to include in my 
schedule? 

• Are there liquidated damages? 



What if you could automate the 
paperwork, the repetitive tasks, the 

double checking information?
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AI will completely change the 
economics of project delivery and 

the industry
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Is AI coming for your job? 
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AI as Economic Input
Economics of Inputs is not new

• When an input cost is reduced, other entities that do similar 
things lose value

• However, when an input cost is reduced, entities that use 
that input gain value

32
Source: Prediction Machines, A. Agrawal et. al, 2018 



Within the next 5 years:

Skilled trades expertise is not being automated

Judgement is not being automated

Experience is not being automated
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In 30+ Years, 
nothing has moved 

anywhere near this fast



What you can do now:

• Avoid hype. Construction is still hard.

• Have someone really learn how to write 

prompts

• Check out AI in Construction Webinars 

(Linkedin)

• Try some lower cost GenAI products

SpecGPT



Thank You
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hugh.seaton@thelink.ai



Q & A

37



How to Effectively Manage Risk

in Construction

Nashville | May 13, 2024



`

Antonio Landivar
Landivar & Associates

Brad Ellis
Flow Construction Company

Jay Snyder
BBI



Nashville | May 13, 2024

What’s New with RedTeam

A Product Recap and Lookahead



What’s New with RedTeam

About the presentation

This session lead by our product team will share a recap and 

lookahead of our product updates for RedTeam Flex, 

RedTeam Go, and Fieldlens by RedTeam. Get first hand 

details, best practices, and ask your questions during the live 

Q&A with the team.



Have a high-level understanding of what’s coming next for our products

Understand our feedback collection and roadmap-planning process

Session learning objectives
After attending this session, you will…

1

2

3

Know a little more about the latest updates for our products



This is RedTeam

Product Marketing Manager, RedTeam

Nicole Chance

VP of RedTeam Go

Traci VanDalsem

Presenters

Visit RedTeam.com for additional information

Construction is one of the world's most challenging industries. We get it, 

because we've been there. RedTeam understands what success looks like 

every step of the way. That's why we're focused on the entire project team 

from the office to the field. Your job will never be easy, but having maximum 

control over schedules, safety, quality and cost makes the day-to-day run 

better and more smoothly than ever before.

That’s total project control. That’s RedTeam.

https://www.redteam.com/


What’s Coming?

What’s New?

Latest enhancements in 
RedTeam Go

● Owner Contracts Upgrade 

● Estimate Import

● Project Export

● Change Orders Upgrade

● Owner Billing Optimization



Owner Contracts upgrade ● Eliminates the need to contact 
support when you need contracts 
created or updated

● New UI/UX for maintaining contracts

● Option to request owner signature 
before you sign 

● Unlimited signature sections

● Use data fields to automatically pull in 
information

● Embedded attachments

● Saves time, increases efficiency, 
reduces the likelihood of manual 
errors



Estimate Import ● Allows you to work on your estimate 
where you want and simply load it into 
RedTeam Go when you’re ready

● Error handling right on screen

● Ability to overwrite an existing 
estimate or preserve cost items 
associated with subcontractor bids

● Streamlines your estimating so you 
can start using RedTeam Go’s 
powerful bidding tools right away



Project Export ● A great tool for project closeout – add 
files to operation and maintenance 
manuals

● Includes security improvements and 
new code

● Automatic failure recovery
● UI/UX enhancements
● More efficient project closeout 

process; streamlined experience with 
a more comprehensive list of project 
documents available for exportAfter 

Before 



Roadmap candidates for 
RedTeam Go

Roadmap candidates

Change Orders upgrade

● “Ease-of-Use” improvements

● Change Orders additional 

features

● Report updates

● Additional client feedback and 

suggestions to be incorporated 

wherever possible

Owner Billing optimization

● Speed and performance 

enhancements

● “Ease-of-Use” improvements to 

make the UI more intuitive and 

efficient

● Roadmap updates planned 
based on client feedback

● Focus on ‘Ease-of-use’ and 
increased efficiency



What’s Coming?
● Submittals Enhancements

● Spec Book Enhancements

What’s New?

Latest enhancements in 
RedTeam Flex

● Estimating
● Bid Management 
● Proposals 
● SOV and IOR



Estimating
● Spreadsheet style UI/UX

● Lightning fast simultaneous cost and 
pricing calculations 

● Streamline the estimate building 
process



Bid Management
● New bid packages allow you to 

invite subcontractors to bid on 
several cost codes at once

● Coming soon: Collaborative bid 
form to see changes in real-time

● Tools for quick communication 
during the bidding process

● Build bid packages and use bid 
leveling to automatically update 
the cost and pricing calculations 
in the bid package and the 
estimate simultaneously

● Multiple team members can 
work on the estimate at the 
same time



Proposals

● Back end improvements to 
enhance your proposal forms

● Use data fields to automatically 
pull in information

● Updated attachments available for 
CM projects: Negotiated Pricing 
Summary and Negotiated Pricing 
Details

● Coming Soon: New attachments 
available for all projects: Bid 
Leveling Output for greater 
transparency 



Schedule of Values and 
Indicated Outcome Report

● New SOV Types let you control 
what’s shared with your client

● Separate your General Conditions 
SOV items from your Cost of Work 
items

● Use the IOR report to share 
progress with your client

● Quickly see Savings and Loss by 
cost code and track your profit



Roadmap candidates for 
RedTeam Flex 
Submittals enhancements Spec Book enhancements

● Submittals from Spec Book

● Submittals from Vendors

● Submittal Reminders

● Ball-In-Court

● Approver Portal

● Distinct section for Spec 

Book management

● Splitting Spec Book

Roadmap candidates

● Roadmap updates planned based 
on client feedback

● Focus on ‘Ease-of-use’ and 
increased efficiency, along with 

continued focus on risk reduction



Fieldlens by RedTeam
What’s New?

● New Mobile Application is out now! 

● A whole new mobile app for Fieldlens, with updated technology for a 
seamless work between web and mobile 

● Optimized processes to enhance speed & faster response times

● Standard UI between iOS and Android

● Markup functionality now expanded on the mobile platform to match the 
web version

The classic Fieldlens mobile app will not be updated with new features and 

enhancements. Please download the new app in Google Play or the Apple App Store.

Android Apple



Fieldlens Mobile App 



Feedback and suggestions

Your feedback matters

● How do we collect feedback

● How do we make decisions for 
the roadmap

● Who should you contact?



Questions?

Thank You!

Traci VanDalsem

VP of RedTeam Go

/tracivandalsem/

Nicole Chance

Product Marketing Manager

/nicole-chance-cook/

Survey

https://www.linkedin.com/in/tracivandalsem/
http://linkedin.com/in/nicole-chance-cook/
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Lump Sum vs. Negotiated 
Construction Contracts

Vendor relationship management

There are benefits and challenges to hard bidding a job 
and negotiating a contract with clients. Learn why 
you'd want to negotiate a job versus why you'd want to 
hard-bid a job.



You’ll walk away with the knowledge why a General Contractor would choose to 
hard-bid a job

You’ll gain an understanding of why a General Contractor would choose to Negotiate 
a contract

Session learning objectives
After attending this session, you will…

1

2

3

After attending this session, you’ll understand the difference between Hard-Bid and 
Negotiated Work

Lump Sum vs. Negotiated Construction Contracts

4 You’ll gain best practices for how to leverage construction management software to 
successfully execute on different delivery methods and contract types



About me Cinthia Gil
Sr. Industry Specialist

10 years of commercial construction experience

In the following type of construction

● Industrial Construction

● Medical Facilities

● Ground-up and renovations 

Focusing on the following areas

● Design-Build & Turnkey Construction

● Budget Management 

● Contract Compliance

Experience with the following commonly used applications

● RedTeam Flex

● Procore Technologies

● Sage 300 CRE

● Sage Paperless

● Textura TPM



Hard Bid vs. Negotiated

Lump Sum vs. Negotiated Construction Contracts



Negotiated contracts

Advantages

● There is more control of the outcome, less change orders

● Highly collaborative

● Construction time is reduced 

● Opportunity for value engineering input, reducing overall cost

Lump Sum vs. Negotiated Construction Contracts



● Order long lead items ahead of construction commencement 

● Collaborate with key subcontractors during preliminary design phase

● Develop a preliminary construction schedule

Ways to promote timely completion of a job

Negotiated Contracts

Lump Sum vs. Negotiated Construction Contracts



Construction Management vs. Construction 
Management at Risk (CMAR)

Construction Management

CM is hired by the Owner as an advisor during all phases of 
the project.

CM acts as the Owner’s Representative.

One contract between the CM and the Owner. 

CM is not the General Contractor during construction.

CM is not responsible for project exceeding the budget or 
the schedule not being met by the General Contractor.

Construction Management at Risk

CM is hired by the Owner as an advisor during all phases of 
the project.

CM acts as the General Contractor during the construction 
phase.

The Owner hires the CM and the CM hires the 
Subcontractors. The design firm may or may not be hired by 
the CMAR.

CM is also the General Contractor.

CM is at risk of losing money if the project goes over budget 
or not completed on time.

Lump Sum vs. Negotiated Construction Contracts



Construction Managers are involved at every stage

Lump Sum vs. Negotiated Construction Contracts



Advantages for the General Contractor

✓ You’re being compensated for preconstruction services

✓ Provide value engineering, and constructability consultancy during the 
pre-construction phase 

✓ Risk of losing money on a project is lower, as there is more cost certainty

✓ You have some ability to sway the design your way if it's more convenient 
down the road

Construction Management at Risk

Lump Sum vs. Negotiated Construction Contracts



Construction Management at Risk

Disadvantages for the General Contractor

✗ Not as many new job opportunities in comparison to the traditional project delivery 

method of hard bid

✗ Lose out on large profit margins

Lump Sum vs. Negotiated Construction Contracts



Advantages for Owners

● Cost certainty for the Owner. Owner will not pay 

more than the agreed upon amount

● Contingency is popular, with unused money 

often being returned to the client, or split 

amongst the CM and the Owner

● Open book! The Owner has more visibility into 

how much is spent for every component of the 

project

Lump Sum vs. Negotiated Construction Contracts



Guaranteed Maximum Price
Advantages for the Construction Manager at Risk

✓ Both the Owner and the Construction Management at Risk firm agree to a reduced 

risk in order to have a predictable cost outcome

✓ The chances are higher that you will earn a profit when compared to a lump sum

✓ Providing a price breakdown increases the level of trust in the Owner-CM 

relationship

✓ Less change orders due to errors and omissions

Lump Sum vs. Negotiated Construction Contracts



Disadvantages for the CM at Risk

✗ Unlike a lump sum contract, cost savings don’t necessarily belong to you

✗ You can potentially make less money than you would on a lump sum

✗ Increased administrative burden to provide information to the Owner on cost detail

Guaranteed Maximum Price

Lump Sum vs. Negotiated Construction Contracts



Which of these project delivery methods is considered 
traditional?

Construction 
Management at Risk 

(CMAR)

 Job Order 
Contracting

Design-Bid-
Build

Turnkey

Design 
Build

Lump Sum vs. Negotiated Construction Contracts



Which of these project delivery methods is considered 
traditional?

 

Design-Bid-
Build

Lump Sum vs. Negotiated Construction Contracts



Design-Bid-Build
Sequence

Lump Sum vs. Negotiated Construction Contracts



Competitive Bids

Perceived advantages and why it’s common

● The notion that the Owner will receive the lowest possible price for the work

● Brings opportunity for emerging contractors

● Brings opportunity for GCs wanting to break into new markets

Lump Sum vs. Negotiated Construction Contracts



Ways to incentivise timely completion of a job

Lump Sum Contracts

● Be innovative about accelerating the schedule

Example: Jobsite trailer refreshments and food for subcontractors when key milestones are met ahead of time

What are some ways your company is innovative about accelerating the schedule?

● Be innovative about the means and methods to reduce cost

Example: Negotiating supplier contracts, buying materials in bulk to be used in several jobs

What are some ways your company is innovative about accelerating the schedule?

● Be aggressive during the buyout process to capture savings

Lump Sum vs. Negotiated Construction Contracts



Design-Bid-Build

Advantages for the General Contractor

✓ Great opportunity for new GCs to win jobs

✓ Easier to price because it has a defined scope 

✓ Less design-related liabilities 

✓ It’s a way in to break into new markets

Lump Sum vs. Negotiated Construction Contracts



Design-Bid-Build
Disadvantages for the General Contractor

✗ More change orders 

✗ You’ll spend a lot of time and money chasing after jobs which you may not get

✗ High risk, you may make a lot of money, or you may lose a lot of money

Lump Sum vs. Negotiated Construction Contracts



Attributes of a Lump Sum 
Agreement

● Pricing is not transparent

● Not collaborative by nature

● Fluctuating profit; win big or lose big!

Lump Sum vs. Negotiated Construction Contracts



Trivia

What are the differences between these 
types of contracts:

● Lump Sum
● Stipulated lump sum
● Fixed Price

Lump Sum vs. Negotiated Construction Contracts



Nothing!

General Contractors use different 
names for the same thing!

Lump Sum vs. Negotiated Construction Contracts



Cinthia Gil

Sr Industry Specialist

www.linkedin.com/in/cinthia-gil-ba1332170/

Questions?

Thank You!

Survey
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Construction Management at Risk

as a Project Delivery Method



This session will focus on industry best practices and real-life insights for 

performing Construction Manager at Risk (CMAR) projects. We’ll touch on all 

key phases of CMAR projects including Preconstruction, establishing a Fee 

rate and other markups; negotiation of a Guaranteed Maximum Price (GMP), 

change management, progress billing and most importantly, managing 

your customer’s expectations around budget and schedule. All within the 

context of RedTeam’s solutions.

Construction Management at Risk (CMAR) as a 
Project Delivery Method

Session overview

Construction Manager at Risk



Get a clear understanding of the different phases involved in setting up and running 
successful CMAR projects 

Gain insights and tips on how to effectively manage customer expectations around budget 
and schedules

Session learning objectives and outcomes
As a result of today’s session, you will…

1

2

3

Learn best practices for performing Construction Manager at Risk (“CMAR”) projects

Construction Manager at Risk



Preconstruction best practices 

How to establish unit prices and negotiated 
pricing rates, fee rate and other markups

Session agenda
Today’s session will cover…

1

2

3

The different phases of CMAR projects explained

Construction Manager at Risk

How to prepare your proposal for a Guaranteed 
Maximum Price (GMP)4

5 How to set up your CMAR project to effectively 
manage changes

How to complete Progress Billing using 
Construction Management software

6

Tips on effectively setting and managing 
customer expectations

7



Built for 
contractors, 
by contractors.



This is RedTeam

VP of RedTeam Go

Traci VanDalsem

CSO and Founder, RedTeam

A seasoned commercial general contractor with a 
history of over 25 years in construction and real 
estate development. 

Michael Wright

Presenters

Visit RedTeam.com for additional information

Construction is one of the world's most challenging industries. We get it, 

because we've been there. RedTeam understands what success looks like 

every step of the way. That's why we're focused on the entire project team 

from the office to the field. Your job will never be easy, but having maximum 

control over schedules, safety, quality and cost makes the day-to-day run 

better and more smoothly than ever before.

That’s total project control. That’s RedTeam.

https://www.redteam.com/


This product is built for commercial construction companies with 

complex business organizations and sophisticated workflows that 

demand advanced integration and configurability.

Highly configurable construction management software designed to 
help contractors manage their construction projects from start to 
finish.

Construction Manager at Risk



Construction Manager at Risk

Modeled on world-class construction processes and built for 

commercial general contractors to manage their projects from start 

to finish.

Easy-to-use construction project management software designed to 
help simplify, automate and standardize tasks for contractors looking 
to save time and money.



Intuitive construction jobsite management software for efficient, 
real-time collaboration among field, office, and trade workers, that 
reduces rework and miscommunication.

This product is built for construction companies of all sizes that are 

looking for tools to keep everyone — from project owners to 

architects to subcontractors — on the same page.

Construction Manager at Risk



Construction Manager at Risk (CMAR) delivery method
How does it differ from the more traditional Design-bid-build (DBB) delivery method?

Design-bid-build project delivery method has general contractors bid on a complete set of plans and specifications 

● Often leads to many change orders due to design and planning inconsistencies and questions about the plans 

● Schedules can be impacted and projects are often completed at a higher price than originally planned

Construction manager at risk delivery method has construction managers act as an advisor during design and 
planning and as a general contractor throughout the construction phase for more predictable outcomes 

● Construction manager (CM) and owner negotiate a Guaranteed Maximum Price (GMP) for the project. Costs exceeding the 
GMP fall solely on the construction manager, which puts them “at risk”

● “Open book” project with owner visibility into project financials

● Projects are more likely to remain on time and within budget 

Construction Manager at Risk



Advantages of the CMAR 
project delivery method

  Enhanced collaboration 

Streamlined decision making; optimized project outcomes

  Cost and schedule certainty 

Mitigate risks by incorporating a CM during the design phase

  Quality assurance 

Promotes transparency and accountability

  Flexibility and innovation 

Easy to adapt to unforeseen circumstances and design changes



CMAR project phases Construction Manager at Risk

Requests for proposal (RFP process)

Proposal packages and presentations highlight capabilities and experience
○

Separate engagements for design and preconstruction services

Design and Preconstruction

Proposal for Preconstruction Services

○ Level of effort

○ Unit prices and markups

○ Fee

Design assist / value engineering

Guaranteed Maximum Price (GMP) proposal

Construction

Act as a general contractor during construction



Generate Construction proposal

● Include negotiated cost report with unit prices

● Add your estimate details, including fee to provide owner transparency

● Guaranteed Maximum Price (GMP) 

 

Develop a cost and pricing estimate

Preconstruction best practices

● Utilize unit prices and markups

● Build out assemblies

● Break out cost of the work, general conditions / requirements, allowance

● Create bid packages

● Bid solicitation and bid leveling

Set customer expectations

● Create and share a detailed project budget

● Build a Gantt schedule, including milestones

 



Set up your projects to 
effectively manage changes

● Involvement in design helps mitigate risk

● Transparency for owner → ‘Open book’ experience

● Set up and manage Contingency

● Create baseline budget to easily manage costs and estimates at complete

● Construction can begin prior to 100% complete construction documents for 
an expedited project schedule

● Work closely with designers 

● Use construction management software to manage CMAR projects

Construction Manager at Risk



More predictable outcomes 
with RedTeam Flex
Best practices for successful CMAR projects

● Manage preconstructon in RedTeam Flex

● Set up SOV types, including Cost of the Work, General Conditions, Contingency, etc.

● Link SOV to budget

● Manage vendor commitments and changes, vendor invoice approval 

● Manage employee time and expenses and expense approval

● Create customer changes and cost-plus billing with attached backup documentation

● Financial reporting for owner transparency

● Budget management, including estimated cost at complete



More predictable outcomes 
with RedTeam Go
Best practices for successful CMAR projects

● Manage preconstructon in RedTeam Go

● Set up SOV types, including Cost of the Work, General Conditions, Contingency, etc.

● Select an SOV broken down by cost codes

● Manage vendor commitments and changes, vendor invoice approval 

● Manage employee time and expenses and expense approval

● Create customer changes and cost-plus billing

● Financial reporting for owner transparency

● Budget management, including estimated cost at complete



Create progress billing in RedTeam Flex

Generate cost plus billing with supporting documentation to streamline billing and customer review

● AIA-style G703 CW 2021 cost plus fee progress billing form

● Calculations are automatic, greatly reducing the potential for billing errors

● SOV linked to budget – as you manage your budget, your SOV matches actual costs

● Project cost backup documentation is readily available to select to add to the billing

● Option to include links to documents or show each document as additional pages of the owner billing

Construction Manager at Risk









Create progress billing in RedTeam Go

Easily generate cost plus progress billing with attached cost backup documentation 

● AIA-style cost plus progress billing form

● Calculations are automatic, greatly reducing the potential for billing errors

● SOV by cost code - can include separate profit line or itemized markups

● Changes are applied to the individual cost codes

● Project cost backup documentation is readily available to attach to the billing

Construction Manager at Risk



RedTeam Go cost plus owner billing form
Construction Manager at Risk



RedTeam Go cost plus owner billing form
Construction Manager at Risk







https://docs.google.com/file/d/1pZGrPuUBTets0Oq3W575_LdQt4PBQXkf/preview


https://docs.google.com/file/d/15V6dZmDZLQ93e4Iwzg5RTIIZU7IZhI0Y/preview


Construction Manager at Risk



Construction Manager at Risk







Michael Wright

CSO and Founder

/mtwright/

Questions?

Thank You!

Traci VanDalsem

VP of RedTeam Go

Survey

/tracivandalsem/

https://www.linkedin.com/in/mtwright/
https://www.linkedin.com/in/tracivandalsem/


Want to learn more?

Webinar hubBook a meeting
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Building a Successful 
Construction ERP-CM Ecosystem

Industry Session and Challenges

Explore best practices and latest trends in building a successful 

ERP-PM ecosystem with Jay Snyder, president at BBI. Jay will share 

his expertise on the selection process, vendor management and 

integration strategies that contribute to a quality ERP-PM ecosystem. 

He'll address common challenges and pitfalls in construction ERP 

systems and how to identify them, with a particular emphasis on the 

integration between project management and accounting systems. 

Gain valuable insights from Jay as he highlights the key differences 

between internal management systems and financial reporting 

systems, and how you can rally your teams around them.



Define the barriers to creating an integrated technology stack including your ERP 
and PM systems.

Understand the three models for integrating your ERP and PM systems.

Session learning objectives
After attending this session, you will…

1

2

3

Learn the fundamental components to proper technology management that 
supports a high performing tech ecosystem.

Session title goes here



About me
Jay Snyder

• Construction industry native, from APM to SVP of Operations.

• Experience with large market general contractor, mid-market 
general contractor, healthcare system, tech startup founder, 
business management consulting.

• Past founder of a prequalification software startup.

• Former FMI Practice Leader – Tech & Innovation.

• Lt Col in U.S. Air Force reserve.

• President of BBI.

President

• U.S. based business and technology consulting firm with 
international presence.

• Serving the construction industry only.

• 22 consultants from the industry specializing in business 
modernization, data, and technology.

• Product agnostic / not a reseller or referral partner

• Strategic planning, tech strategy, tech selection, implementation, 
data integration, database development and database 
administration

About BBI – Big Blue Innovations



Contractors’ technology situation by the numbers

Eight years ago, when I started tracking these stats, the numbers were far worse.  We are 

getting better, but still have a long way to go.

35
Average number of 
operational technologies 
in use by a contractor.

60%
Share of contractors that 
have a technology strategy.

25%
Percent of contractors 
with a Technology 
Director, CIO or CTO.

15%
Percent of contractors with 
parameters and architecture 
to control data across their 
systems.



Fundamental Components to Technology Management

There is no faking it.  These are “Must Dos” whether in-house or outsourced.

1. Technology Leadership (Dir of Tech, CIO, CTO)

2. Focus Direction (Strategy, Roadmap, Annual Tech Spend Plan)

3. End User Engagement and Feedback (Surveys, User Groups, Committees)

4. Data and Integration Standards

5. Tech Selection and Implementation Processes

6. Active Data Management (CDE, DBA, Performance Monitoring, Maintenance)

7. Active Cybersecurity (Mitigation, Monitoring, and Training)



Barriers to an Integrated Ecosystem

You may be experiencing these every day and be aware that it’s keeping you from progressing

1. Uncertainty on the path or process and required resources

2. Unclear integration purpose and goals → What parts/pieces/data do we integrate

1. On Prem and On Prem comingled with Cloud

2. Closed systems (regardless of hosting)

3. Available but limited API functionality

4. Poor/No backend access / access to data

5. Bad data hygiene / inaccurate data / incomplete data



The Greatest Barrier – Your Tech Stack

Daily 
Reports

Accounting

/ERP
PM

Payroll

Benefits
Mgmt

Time
Keeping

Takeoff

Estimating

Scheduling

Inventory

Doc
Mgmt

Safety



The Greatest Barrier – Your Tech Stack

Daily 
Reports

Accounting

/ERP
PM

Payroll

Benefits
Mgmt

Time
Keeping

Takeoff

Estimating

Scheduling

Inventory

Doc
Mgmt

Safety

Adopting platforms 
that consolidate 

these needs is often 
best.



The Greatest Barrier

Your tech stack and … department/functional silos

• The two common departments

• Accounting

• Estimating

• Why?

Because of the need for 

accuracy and discretion.



Integrating your ERP-PM Ecosystem

Where to start…

1. Craft, at least a basic, data standard.

2. Take stock of all relevant applications in use and assess their ability to integrate.

3. Determine what type of data is important to flow between systems, and what that 

end result is (process automation, consolidated reports, reduced data entry, 

notifications, dashboards, etc.)

4. Bring your tech providers into the conversation and allow them to explain what is 

possible.

5. Loosely sketch the architecture options and determine your path.



Integrating your ERP-PM Ecosystem

Architecture Options…

1. Point-to-Point

2. Integration Platform as a Service (iPaaS)

3. Common Data Environment (CDE)



Architecture Options

Point-to-Point

• Pros

• Leverage native integrations

• Data connected where needed

• With APIs on both ends, can be 

straightforward/low code

• Cons

• Complex

• Expensive

• Cyber vulnerabilities
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Architecture Options

Integration Platform as a Service (iPaaS) e.g., Agave, Boomi, Nexus, Workato, Tray, MuleSoft, etc.

• Pros

• Usually straightforward execution

• Off-the-shelf, sort of

• Requires less expertise

• Cons

• Complexity / May require multiple 

iPaaS platforms

• Data ownership

• Maintenance

iPaaS

iPaaS

iP
aa

S

iPaaS
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Architecture Options

Common Data Environment – Consolidated database structure

• Pros

• Consistent / Cleanest to Mange

• Future flexibility of systems

• Data ownership

• Cons

• Initial Cost

• Expertise – likely requires MSP

• Requires long-term 

commitment to this structure
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Major Takeaways

The power of an integrated construction ERP-PM Ecosystem is tremendous.
Doing nothing can’t be an option.

1. Place the fundamental components in place for a high functioning tech program.

2. Ensure the systems you have will serve you in the future.

3. Have a team discussion about the ideal experience with tech.  Find the pain points where you 

are looking for info, entering data multiple times, comparing printed reports from different 

systems, etc.

4. Determine the right systems integration option for your company.

5. Plan your plan to create that integrated ERP-PM ecosystems.

6. Commit to the plan and commit the resources.

Initial time to value can be 6-12 months; when done well the value only increases over time!



Questions?

Thank You!

Jay Snyder

President

www.linkedin.com/in/snyderjayp

jsnyder@bigblueinnovations.com

http://www.linkedin.com/in/snyderjayp
mailto:jsnyder@bigblueinnovations.com?subject=RedTeam%20On%20the%20Road%20Nashville%20follow-up



