INTERVIEW PACK AND SCORECARD
Commercial Electrical PM
Commercial Electrical
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WHAT THIS SEAT IS
Owns electrical projects commercially: buyout, submittals, gear procurement, manpower forecasting with the field, change orders, billing and margin. The gear lead times make procurement the defining constraint on most commercial jobs.
HOW TO USE THIS
Ask the questions as written. They are technical rather than behavioural because a commercial trades hire fails on what the person can do, not on how they describe themselves, and because a question about a real piece of equipment cannot be answered from an interview-prep article.
Score against what a strong answer contains, which is printed under every question, rather than against how fluently the candidate speaks. That line is the difference between a scorecard and a feeling. Where a follow-up is given, ask it: it is chosen to separate someone who has done the work from someone who has read about it.
Write what the candidate actually said in the Said box, not your impression of it. You will be comparing notes with someone who was not in the room, and an impression does not survive that conversation.
RATING SCALE
	
	What it means

	1
	No evidence in the interview

	2
	Some evidence, not enough for the seat

	3
	Clear evidence, meets the seat

	4
	Strong evidence, beyond the seat


THE MISTAKE THIS SEAT INVITES
	Hiring a strong foreman into the seat and expecting the commercial instincts to follow. The two jobs share a vocabulary and almost nothing else.


TECHNICAL QUESTIONS (16)
	Q1
	Gear is quoted at 40 weeks. How does that change your buyout and your schedule?

	Strong
	Buys the gear first and everything else around it, because the forty weeks starts at approved submittal and not at order. Protects the submittal and approval window in the schedule, asks for a hold on the quote and a firm price, plans storage and delivery access for equipment that will arrive before the building wants it, and tells the general contractor what date the energisation now hangs on.

	Then
	When does the forty weeks actually start, and who controls that date?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q2
	How do you build a manpower curve, and who do you build it with?

	Strong
	From the estimate hours spread against the real sequence, not a bell curve drawn to look right. Built with the foreman and the superintendent rather than at a desk, checked against who is actually available, and used as a tripwire: when the curve and the timesheets diverge, something is wrong and it is early enough to fix.

	Then
	What does it tell you when the actual curve runs above the planned one in week three?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q3
	Describe a change order that was denied. What did you do next?

	Strong
	A real one, with what the denial was based on, and a next step that is neither rolling over nor escalating straight to a claim. Went back to the contract and the documentation, established whether they had actually proved entitlement, and either produced the evidence or accepted it and said why. The lesson they took should be about documentation at the time, not about the other party.

	Then
	What would you have documented differently on the day?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q4
	How do you price and defend a change order for circuits added after rough-in?

	Strong
	Prices the whole impact rather than the material: the added work, the demolition and rework of what was already installed, the lost productivity of working in a finished area, and any schedule effect. Ties it to the specific drawing revision or directive. Knows the defence is built from the as-built record and the dated photographs, not from the argument.

	Then
	What is the part of that price people always leave out?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q5
	What does your buyout look like on gear with a long lead time?

	Strong
	Scope compared line by line against the specification rather than the quote, exclusions read, substitutions identified early enough to get approved, freight and storage terms agreed, price escalation and hold periods understood, and the submittal schedule written into the purchase order. Releases the order against the date that matters rather than when the paperwork is comfortable.

	Then
	What is in the purchase order about what happens if they are late?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q6
	At the halfway point, how do you forecast labour to complete?

	Strong
	Units installed against hours burned by cost code, projected forward at the rate actually being achieved rather than the rate estimated. Talks to the foreman about what is left and what is harder than it looks. Says explicitly that budget minus spent is not a forecast, which is the distinction the question is really asking about.

	Then
	What do you do when the honest forecast is worse than the budget?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q7
	What makes a good RFI, and how many is too many?

	Strong
	A good one states the question, the documents it arises from, the impact of not answering, and a proposed answer the designer can simply approve. On volume: too many usually means the documents are poor or the team is asking rather than reading, and they should be able to tell those apart. Knows an RFI is a schedule item with a date, not a message.

	Then
	How do you tell a document problem from a team that is not reading the drawings?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q8
	How do you close a job out so retainage is released without a fight?

	Strong
	Starts closeout during the job. Knows which documents actually gate the money, collects them as they are produced rather than at the end, keeps a live punch list, and submits in packages rather than one pile. Walks the job with the owner early. Treats retainage as money already earned and chases it weekly rather than quarterly.

	Then
	Which single document holds it up most often in your experience?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q9
	How do you build and maintain a submittal log?

	Strong
	Every submittal with dates on both sides, who holds it now, and how long they have held it. Reviewed weekly and visible to the general contractor, because a log the other side can see is itself a form of pressure. Resubmittals tracked separately, since that is where the weeks actually go.

	Then
	What does your log tell you that the schedule does not?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q10
	Gear delivery slips past the energisation date. What do you do?

	Strong
	Confirms the new date in writing, works out exactly what it blocks, and puts the impact to the general contractor the same day rather than waiting to see. Looks at temporary power, a partial energisation, or a rented alternative, prices them, and starts the time extension conversation while there is still float to argue about.

	Then
	What can you energise without it, and what is genuinely blocked?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q11
	How do you handle a field directive with no price agreed?

	Strong
	Does the work if directed and the contract requires it, but documents from the first hour: separate cost codes, daily tickets signed at the time, photographs, and written notice that the price is not agreed. Knows that reconstructing a directive price three months later from memory is how contractors lose money they actually earned.

	Then
	What do you set up on day one so the price is provable in month three?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q12
	What is in your weekly cost report, and who actually reads it?

	Strong
	Committed and actual cost, earned value against hours, a forecast to complete, and the two or three items that are moving. Short enough that the people named actually read it, and honest about who those people are. A report nobody reads is a report that is not doing its job and they should say so.

	Then
	Who reads it, and what do they do differently because of it?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q13
	The owner keeps making changes verbally. How do you manage that?

	Strong
	Confirms every one in writing the same day, politely and as a matter of routine rather than as an accusation, and keeps a running log. Explains to the owner, early and once, why it protects both sides. Does not stop the work and does not let it accumulate unpriced, because by month six nobody remembers who asked for what.

	Then
	What does your confirmation email actually say?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q14
	What is your process for temporary power on a site?

	Strong
	Treats it as a designed and permitted installation rather than an afterthought: load assessed against what the other trades will actually plug in, a plan, GFCI protection, proper distribution, maintenance and inspection of cords and assemblies, and a removal plan. Knows temporary power is where a lot of site incidents start.

	Then
	Who maintains it once it is in, and how often is it inspected?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q15
	How do you assess liquidated damages exposure before signing?

	Strong
	Reads the clause for the rate, the trigger, the cap, and how the schedule is defined - because damages tied to a schedule they do not control is the real risk. Checks what relief and extension provisions exist, whether delays by others flow through, and prices the residual exposure rather than hoping. Says when they would refuse to sign.

	Then
	What is in that clause that would make you walk away?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q16
	How do you hand a job from preconstruction to the field?

	Strong
	A real handover meeting with the estimator, the project manager and the foreman in the same room, going through where the money is, what the assumptions were, what was excluded, and what worries the estimator. The field gets the thinking, not just the budget. Says what happens when the field disagrees with an assumption, which is the moment that matters.

	Then
	What does the foreman ask that the estimate does not answer?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



STRONG-CANDIDATE SIGNALS
Rate these from the whole conversation and the resume rather than from one answer.
	Signal
	Evidence
	Score

	Switchgear and transformer lead times discussed as a planning input, not a surprise
	
	1 [ ]  2 [ ]  3 [ ]  4 [ ]

	Can describe how they forecast manpower with the foreman rather than at them
	
	1 [ ]  2 [ ]  3 [ ]  4 [ ]

	Billing and retainage described in detail - cash position is part of the job
	
	1 [ ]  2 [ ]  3 [ ]  4 [ ]


VERIFY BEFORE AN OFFER
Not after. A credential taken on trust at offer is the most expensive thing on this page.
	Credential
	Status
	Verify with
	Done

	Valid driver's license
	Required
	State motor vehicle record check
	[    ]

	OSHA 30-hour Construction
	Preferred
	Card number and authorized trainer
	[    ]

	Journeyman or master electrician license
	Preferred
	State or municipal electrical licensing board
	[    ]

	Degree in construction management, electrical engineering or a related field
	Preferred
	Transcript or registrar verification
	[    ]

	Project management certification such as PMP or CMIT
	Preferred
	Certifying body verification
	[    ]


DECISION
	Total score
	          out of 76



	[    ]
	Hire. The evidence is on the page.

	[    ]
	Hire with reservations. Name them, and name what would close them in the first ninety days.

	[    ]
	Do not hire.



	Reason
	





	Interviewer
	Date
	Hiring manager
	Date

	
	
	
	


Two notes on reading the total. There is no pass mark here: where the line sits depends on the market you are hiring in and how long the seat has been open, and a threshold we invented would be worse than the judgement you already have. But a 1 on any question that matters for the seat is usually a no whatever the total says, because the total can hide it.
