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WHAT THIS SEAT IS
Manages commercial flooring projects: takeoff and buyout, material lead times and dye lots, moisture testing and mitigation decisions, phasing in occupied buildings, installer scheduling across jobs, and the attic stock and closeout the owner expects.
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
	Treating flooring as a commodity buy. The moisture decision and the phasing plan are where the margin and the disputes live.


TECHNICAL QUESTIONS (16)
	Q1
	Moisture testing comes back high two days before installation. What happens?

	Strong
	Does not install and does not quietly delay. Confirms the result, establishes whether the slab is still drying or there is a source, and puts the options to the general contractor the same day with costs and schedule impact: wait, install a moisture mitigation system, or change the flooring to something the slab can carry. Knows who pays depends on whose scope the slab was, and raises that early rather than at the invoice.

	Then
	Whose cost is the mitigation on a typical contract, and how do you establish it?

	Said
	


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



	Q2
	How do you phase a floor replacement in an occupied office?

	Strong
	Phases by what can be emptied and returned to use, not by what is efficient to install: areas sized so furniture is moved once and the space is back the same day or weekend, with the route protected and a single contact for the occupant. Agrees who moves furniture and who disconnects equipment in writing. Builds in the adhesive cure time before furniture returns, which is the step that gets compressed and causes failures.

	Then
	How long after installation before furniture can go back, and who enforces it?

	Said
	


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



	Q3
	A dye lot shortage leaves you short on a corridor. What are your options?

	Strong
	Looks first at whether the remaining run can be placed where a shade difference will not read - a separate room, behind a threshold - rather than finishing a corridor in two lots. Asks the mill what is available in the original run and what the lead time is for a matched run. Puts the options to the owner honestly with what each will look like. Does not install two lots across one open area and hope.

	Then
	Where can a lot change go without being seen?

	Said
	


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



	Q4
	How do you sequence flooring against the paint and casework schedule?

	Strong
	Wants to be after the wet trades and the overhead work and before or after casework depending on the detail, and settles that at coordination rather than arguing it on site. Knows flooring under casework versus to the casework changes quantities and the installer's access. Protects the finished floor if anything follows. Raises the sequence that will cause damage before it is in the programme rather than after.

	Then
	Do you run flooring under the casework or to it, and who decides?

	Said
	


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



	Q5
	How do you decide whether to self-perform floor prep or sub it out?

	Strong
	Treats prep as its own scope with its own risk: looks at the quantity, the equipment needed, whether it involves coating or adhesive removal that may be hazardous, and whether their crews can do it without stopping the installation. Knows prep is where flooring jobs lose money because it is estimated from an assumption about the slab. Prices it as a unit rate against measured conditions wherever the contract allows.

	Then
	How do you price prep before you can see the slab?

	Said
	


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



	Q6
	How do you handle attic stock and overage on a multi-phase job?

	Strong
	Orders overage deliberately against waste factors that reflect the pattern, the room shapes and the installation method rather than a flat percentage, and keeps attic stock from the actual runs installed rather than a later order. Stores it labelled by area and lot, and hands it over with a record. Knows the owner will want matching material in three years and that attic stock from a different run is almost useless.

	Then
	How much waste do you carry on a patterned carpet versus a plain one?

	Said
	


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



	Q7
	What do you do when the owner changes a product selection mid-job?

	Strong
	Prices it fully before agreeing: the new material, the restocking or write-off of what is ordered or delivered, the lead time, the schedule impact, and any change in prep or adhesive. Raises what has already been installed and whether it will be matched or replaced. Gets it as a signed change before ordering. Knows a mid-job selection change that is absorbed to keep the client happy is the one that turns the job negative.

	Then
	What happens to the material already delivered when the selection changes?

	Said
	


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



	Q8
	How do you measure productivity on a repetitive floor?

	Strong
	Tracks installed quantity per crew day against the estimate daily, separates prep hours from installation hours so the two are not hidden in each other, and knows the rate differs between open floor and cut-up space. Uses the trend to forecast rather than to blame, and acts in the first week rather than the last. Can quote their own crews' rates for the common conditions.

	Then
	What is your crew's daily rate on open floor versus small rooms?

	Said
	


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



	Q9
	How do you handle a material lead time that will not meet the schedule?

	Strong
	Raises it the day they know, with the dates, rather than hoping the schedule slips anyway. Checks stock across distributors and the mill, looks at a substitute that the design team would accept, and prices air freight or a partial shipment to open a critical area. Puts the options and costs to the general contractor and owner and lets them choose. Documents it so the delay is not theirs by default.

	Then
	What do you do first when the mill quotes past your date?

	Said
	


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



	Q10
	What is your approach to a mock-up that the owner rejects?

	Strong
	Finds out what specifically is wrong - colour, pattern, texture, the way it reads in that light - rather than offering another product and hoping. Builds the next mock-up on the same substrate in the same space, and gets the approval signed with the conditions recorded. Treats a rejected mock-up as cheap compared with a rejected floor, and makes sure the mock-up happens early enough to still be cheap.

	Then
	When in the programme does the mock-up have to happen to be useful?

	Said
	


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



	Q11
	How do you coordinate moisture mitigation with the general contractor?

	Strong
	Gets the testing done early enough that mitigation is still a choice rather than an emergency, shares the results in writing, and makes clear what the mitigation system requires: surface preparation, cure time, and that nothing else can be in the space. Agrees whose scope and whose cost before the work starts. Knows mitigation adds days and that the schedule has to absorb them, so raises it at programme stage.

	Then
	How early in the job do you want the first moisture test?

	Said
	


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



	Q12
	What do you put in a flooring subcontract so the scope gaps are not yours?

	Strong
	Names the usual gaps explicitly: floor preparation and to what tolerance, moisture testing and mitigation, removal and disposal of existing floor covering, furniture moving, protection of the finished floor, transitions and trims, door undercutting, and attic stock. Says who provides power, access and conditioned space. Knows that every one of those turns up as an argument when it is not written down.

	Then
	Which gap do you most often end up paying for?

	Said
	


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



	Q13
	How do you handle a product that has been discontinued mid-project?

	Strong
	Finds out what stock exists anywhere before telling the owner it is gone, secures it if the quantity works, and otherwise brings the design team a substitute with samples and a comparison of performance and warranty rather than just a price. Deals with the mixed-product problem honestly: where the change will be visible and how it can be placed at a break. Documents the discontinuation so the change is not read as a substitution for margin.

	Then
	How do you show a substitution is genuine rather than a cheaper swap?

	Said
	


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



	Q14
	What is your approach to a claim about an installation defect?

	Strong
	Goes and looks before responding, with the installer and, where the product is implicated, the manufacturer's representative. Separates installation defects from product defects from site conditions - moisture, cleaning chemicals, rolling loads - because they have different owners. Brings the records: moisture tests, adhesive batches, conditions, the mock-up. Fixes what is theirs without argument and makes the case with evidence where it is not.

	Then
	Which record decides most flooring claims?

	Said
	


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



	Q15
	How do you price a job with multiple small rooms rather than open floor?

	Strong
	Prices from the real production rate for cut-up space rather than applying an open-floor rate with a factor, and allows for the extra waste, the transitions, the door undercutting and the setting out in every room. Allows for access, doors, and furniture. Says the quantity looks small and the hours do not, and that this is the job shape that most often loses money when it is estimated by square footage alone.

	Then
	How much slower is a floor of small rooms than open floor, in your numbers?

	Said
	


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



	Q16
	How do you forecast labour on a job already behind?

	Strong
	Forecasts from the rate actually achieved rather than the rate estimated, because the estimate has already been disproved. Separates what was lost to access and other trades from what was lost to production, since the first is a claim and the second is theirs. Says what recovery costs and what it will and will not buy, and reports the loss early. Does not forecast a recovery they have no plan for.

	Then
	When did you last report a loss, and how early did you see it?

	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

	Manages dye lot and lead time as a scheduling constraint from the start
	
	1 [ ]  2 [ ]  3 [ ]  4 [ ]

	Has made the moisture mitigation call and can explain who paid for it
	
	1 [ ]  2 [ ]  3 [ ]  4 [ ]

	Phases occupied-building work around the tenant, not around the crew
	
	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

	OSHA 30-Hour Construction
	Required
	Card number and issue date verified with the authorized outreach trainer
	[    ]

	Valid driver's license and insurable driving record
	Required
	State motor vehicle record pulled through the company's insurance carrier
	[    ]

	ICRI Concrete Moisture Testing Technician
	Preferred
	ICRI online certification registry
	[    ]

	Manufacturer project or installation certification
	Preferred
	The mill's training or technical services department
	[    ]

	First Aid and CPR
	Preferred
	Issuing provider, with a copy of the card in the employee file
	[    ]

	Out-of-state contractor or business registration documentation
	Where the state requires it
	The state licensing board for the jurisdiction of the project
	[    ]


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.
