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WHAT THIS SEAT IS
Runs commercial plumbing projects: buyout, submittals, fixture and equipment procurement, coordination with mechanical and electrical, change orders, billing and margin. Fixture lead times and owner-furnished equipment are the recurring schedule risks.
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
	Underweighting procurement. On commercial plumbing the schedule is usually lost in the submittal and fixture cycle rather than in the field.


TECHNICAL QUESTIONS (16)
	Q1
	Owner-furnished fixtures are eight weeks late. What do you do about the schedule and the contract?

	Strong
	Separates the two halves of the question. On the schedule: resequence to everything that does not need the fixtures, rough in and trim later, and protect the openings. On the contract: owner-furnished material is the owner risk, so notice goes in writing the day they know, with the impact and the cost of working out of sequence, before anybody has absorbed it quietly.

	Then
	What does your notice say, and who gets it?

	Said
	


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



	Q2
	How do you run coordination with the mechanical contractor on a tight ceiling?

	Strong
	Coordination drawings or a model before anything is fabricated, with the elevations agreed rather than assumed, and gravity drainage protected because it is the system with no flexibility. Meets rather than emails, signs off the result, and holds the agreement when somebody later installs through their space.

	Then
	What do you do when the duct goes in where your waste was coordinated to run?

	Said
	


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



	Q3
	What do you verify at buyout before accepting the estimator numbers?

	Strong
	Reads the estimate against the actual contract documents rather than assuming they agree: scope gaps, exclusions that did not survive negotiation, allowances, fixture counts and specification levels, and labour hours against the crew that will really be there. Raises what they will not hit before it becomes their number to miss.

	Then
	What have you found at buyout that changed the job, and what did you do?

	Said
	


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



	Q4
	How do you coordinate underground against the concrete schedule?

	Strong
	Works backwards from the pour. Underground in, inspected and tested, and signed off before anyone talks about steel, with the inspection booked early because it is the thing that holds a pour. Knows underground is the one scope where being late stops the whole job, and that a failed test the morning of a pour is the nightmare they plan against.

	Then
	How far ahead do you book that inspection, and what is your contingency?

	Said
	


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



	Q5
	What does your fixture submittal and approval process look like?

	Strong
	Submittals out early and complete, tracked with dates on both sides, and ordered only against approval rather than a verbal. Checks the approved submittal against what was specified rather than assuming the architect read it. Knows fixtures are long lead more often than people expect and that approval time is where the weeks go.

	Then
	How long do you assume for approval, and what happens when it takes twice that?

	Said
	


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



	Q6
	The architect changes a fixture spec after the order is placed. What now?

	Strong
	Checks the order status and the restocking or cancellation terms immediately, prices the change including the money already committed and any schedule impact, and does not release the new order until it is approved in writing. The failure mode they should name is accepting the change verbally and eating the restocking charge.

	Then
	What if the original order has already shipped?

	Said
	


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



	Q7
	How do you track productivity on a repetitive high-rise job?

	Strong
	Per floor, per unit, against hours, with the curve watched as floors repeat - because repetition is the one place where a trend is genuinely reliable. Expects the first floors to be slower and knows roughly how much, so they can tell a learning curve from a problem. Talks to the foreman about why a floor was slow rather than only recording that it was.

	Then
	How many floors before the rate tells you something real?

	Said
	


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



	Q8
	What is in a good closeout package for a plumbing scope?

	Strong
	As-builts that reflect the field, test and inspection records, backflow test reports, disinfection and sampling results, valve charts and tags, fixture and equipment schedules with model and serial, O and M manuals, warranties with start dates, and the commissioning record. The test is whether the facilities team could run the building from it.

	Then
	Which of those do you start collecting on day one rather than at the end?

	Said
	


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



	Q9
	How do you sequence a high-rise riser installation?

	Strong
	Plans it as a repeating cycle rather than a series of floors: material to the floor, layout, set, support, test, and move, with the hoisting and the shaft access booked rather than hoped for. Protects the test as part of the cycle so defects are caught one floor behind rather than twenty.

	Then
	How many floors behind the install do you test, and why that number?

	Said
	


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



	Q10
	What is your approach to a fixture that is discontinued after approval?

	Strong
	Finds the actual replacement from the manufacturer rather than the nearest thing in the catalogue, checks rough-in dimensions and carrier compatibility before proposing it, and submits it as a substitution for approval rather than installing it and hoping. Raises it with the architect quickly, because rough-in dimensions are the part that bites.

	Then
	What dimension do you check before you even propose the replacement?

	Said
	


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



	Q11
	How do you coordinate sleeves and penetrations with the concrete pour schedule?

	Strong
	Sleeve layout verified against coordinated drawings, set and checked by somebody other than the person who placed them, and walked with the concrete contractor before the pour. Knows a missed sleeve means coring through post-tension or rebar later, which is expensive, slow and sometimes refused outright.

	Then
	Who walks the deck with you before the pour, and when?

	Said
	


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



	Q12
	What does your change order process look like from field notice to signed?

	Strong
	Notice the day it arises, separate cost coding from the first hour, daily tickets signed at the time, pricing out quickly rather than in a batch at month end, and a log that shows what is pending and how long it has sat. Knows unpriced work that has been performed is the weakest negotiating position there is.

	Then
	How long does a change sit in your log before you escalate it?

	Said
	


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



	Q13
	How do you manage a job where the general contractor is behind and you are ready?

	Strong
	Documents readiness rather than just complaining about it - dated photographs, written notice that areas are not available, and a record of crews stood down. Redeploys people where there is work rather than keeping them parked, and preserves the entitlement to the delay cost without turning it into a fight on the spot.

	Then
	What do you do with the crew that week, and what do you put in writing?

	Said
	


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



	Q14
	What is your approach to testing and inspection scheduling?

	Strong
	Books inspections as a planned schedule activity with real lead times rather than ringing on the day, tests their own work before the inspector arrives, and never schedules an inspection they are not confident will pass, because failed inspections cost credibility with that office as well as time.

	Then
	What do you do the day before an inspection?

	Said
	


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



	Q15
	How do you forecast labour to complete on a repetitive job?

	Strong
	Should answer consistently with the productivity question earlier, which is partly why both are asked. Remaining floors or units multiplied by the rate actually being achieved, not the estimated rate, adjusted for what is genuinely different about the remaining work. Says plainly that budget minus spent is not a forecast.

	Then
	What is different about the top three floors that your rate will not capture?

	Said
	


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



	Q16
	What is in a closeout package the owner will actually accept?

	Strong
	The same contents as a good package, plus the thing that makes it accepted: it was agreed with the owner at the start rather than guessed at the end, assembled as the work went, and handed over with a walk-through rather than emailed as a zip file. Someone who has been through a rejected closeout will say so.

	Then
	When do you agree the closeout requirements with the owner?

	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

	Fixture schedules and owner-furnished equipment described as a tracked risk
	
	1 [ ]  2 [ ]  3 [ ]  4 [ ]

	Coordination with mechanical described in terms of sequence and space, not goodwill
	
	1 [ ]  2 [ ]  3 [ ]  4 [ ]

	Can state the margin carried and what moved it
	
	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

	Journeyman or Master Plumber License
	Where the state requires it
	State or county licensing board license lookup
	[    ]

	OSHA 30-Hour Construction
	Preferred
	Card copy plus OSHA Outreach trainer verification
	[    ]

	Driver License and Motor Vehicle Record
	Required
	State motor vehicle record pulled through the company insurance carrier
	[    ]

	Backflow Prevention Assembly Tester Certification
	Preferred
	ASSE or state program certificate number
	[    ]

	Medical Gas Installer and Brazer, ASSE 6010 and 6050
	Preferred
	ASSE certification registry or the third-party verifier of record
	[    ]


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.
