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 Raise  your hand  if you are  a Ve r ifie r/ Rate r

 Raise  your hand  if you are  a Provide r or QA age nt

 Raise  your hand  if you are  “Prog ram Staff”

 Raise  your hand  if you are  a b uilde r or contractor



Age nda



 Walking  p rod uct

 Insp e cting  sticks

 Itchy and  scratchy

 Pookie

 Sp arky

 Boss

 Blue  room

 Bone  p ile  

 Brain b ucke t

 Mud  wre nch

 Smurf b lood

 Pe rsuad e r







“Sure , I insulate d  all the  way out to the  e dge  of that slab.”





“Se al up  the  attic?! Code  says I ne e d  a r idge  ve nt! … you don’t know what 
you’re  talking  ab out!”



• Imp le me ntation of consiste nt stand ard s  
• Tools and  te chnique s to ap p ly ag re e d  up on 
stand ard s
‐Know how
‐Manuals/ Sp e cs
‐Pe rformance  Scop e s of Work
‐Training / coaching  Me thod s



Minimize  r isk
Imp rove  quality
Incre ase  reve nue
Clie nt Satisfaction
Re fe rrals



A p lan to achieve  the  transfe r of knowle d ge , skills 
and  ab ilitie s within a te am to me e t b usine ss and  b ig  
p icture  goals.



Proble m  Sta te m e n ts

 My b uild e r (or trad e s, or archite cts, or 
staff, or p rog ram, e tc…) is not eve n 
aware  of what’s wrong !

 The  b uild e r or trad e  I’m working  with 
ke e p s insisting  that this is NOT calle d  
out in the  sp e cs!

 The  b uild e r ke e p s saying  he  has a 
vap or b arr ie r on the  outsid e  of the  
b uild ing, b ut I have n’t se e n anything  
more  than house  wrap.

Goa ls

 Ge t p e op le  to und e rstand  the  
stand ard s, cod e s, re quire me nts, and  
b asic construction p r incip le s.

 Discuss the  d e sire d  outcome  and  
inte nt. Ensure  the  re asoning  alig ns with 
p rog ram or cod e  inte g r ity.

 Ge t alig nme nt on the  te rminology use d  
for b uild ing  comp one nts. Many ite ms 
make  up  a vap or control laye r.



Le t’s move  b eyond  
the  conce p ts to 
d e tails!



 Builde r claims slab  e dge  has b e e n insulate d

 Slab  is comple te ly cove re d  at time  of your site  visit

 How would  you inquire  ab out slab  e dge  insulation?



 You ne e d  the  HVAC contractor as an ally, and  
to e stab lish trust

 But, the ir se le ction of ve ntilation controls is 
NOT GOOD…

 How would  you convey the  stand ard s in a way 
that value s the  installe rs knowle d ge  and  
exp e r ie nce ?







http s:/ / b asc.p nnl.gov



http s:/ / sws.nre l.gov/

http s:/ / sws.nre l.gov/

https://sws.nrel.gov/


Adults need to be involved in the planning and 
evaluation of their instruction.

Experience (including mistakes) provides the 
basis for the learning activities.

Adults are most interested in learning subjects 
that have immediate relevance and impact to their 
job or personal life.

Adult learning is problem-centered rather than 
content-oriented. (Kearsley, 2010)



 How would  we  start with p lanning?

 What le ssons le arne d  or expe r ie nce  
can we  conne ct this to?

 How can we  make  this most re levant?

 How do we  phrase  this as p rob le m 
solving?



 Carrots or sticks?
 or b oth?

 Ge tting  through why things are  important

 Be coming  truste d  on the  job site

 Provid ing  guidance  first, d iscip line  se cond

 Blame  fre e  workp lace s sound  g re at, exce p t whe n we  
se e  gaffs that are  b ase d  on te chnicalitie s!



 Don’t und e rmine  your own value

 He ckle rs and  naysaye rs exist, le arn to re cog nize  and  
move  on

 Time  is valuab le , yours and  the irs

 Eve ryb ody fails, it’s what we  d o afte rward s

 Provid e  motivation



 Le ad  with trust

 Se t small goals within large r b usine ss goals

 Ge t b uy in

 Praise  and  reward  b oth ind ividuals and  te ams







 What are  the  major communication gaffs?

 What app roache s to corre cting  the m re sonate  with you?

 What tip s and  tr icks and  re comme nde d  p ractice s d id  we  not share ?

 What re source s have  you found  that can he lp?





At the  e nd  of e ach se ssion, you will b e  g ive n 5 
minute s to comp le te  the  se ssion survey.

• Surveys will b e  d istr ib ute d  b e fore  the  e nd  of 
the  se ssion

• Comp le te  the  survey and  p rovid e  it to the  
room mod e rator or d rop  the m by the  
re g istration d e sk 

• We  g re atly ap p re ciate  your fe e d b ack as it 
assists in imp roving  the  confe re nce

• Assistance  availab le  at the  Be tte rBuiltNW

tab le
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 He id i McCullough
 The  BER

 Dan Wilde nhaus
 TRC
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