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The PM as Value Engine

Why the Project Manager is the firm’s value engine — and how you pull the levers that clients actually pay
for.

THE GOAL OF EVERY PROJECT — THE VALUE EQUATION

VALUE = PERFORMANCE x EXPERIENCE

It multiplies, not adds. A low score on either factor collapses the whole — vou can’t add vour way out of

zel
PERFORMANCE EXPERIENCE
Did we do the work well? What was it like to work with us?
Technical quality - value for scope & fees - schedule Responsiveness - proactiveness & helpfulness - clear
adherence & accurate communication

WHY THE PM IS THE ENGINE — WHAT CLIENTS ACTUALLY VALUE
Clients leave over how they're treated, not how the building turns out.

81% 8 7% 113%

of AEC client losses come of AEC firms now rank client more likely to be more the cost to replace a lost
from indifference — not bad experience as their #1 profitable when firms manage client versus keep one
work differentiator (was 56%) client experience

Design and technical quality are table stakes — clients assume them. The experience around the work wins repeat clients
and referrals, the revenue most firms run on. The PM owns that experience, end to end.

HOW — THE VALUE LEVERS YOU CONTROL, EVERY DAY

“Keep me informed. No Proactive, clear “See the problem before | Proactiveness & risk
surprises.” communication do.” management
“Be reachable. Answer fast.” Responsiveness “Hit the budget & schedule Schedule & budget
you promised.” adherence
“Make me feel understood.” Discover what value “Protect the quality of the QA gates & technical
means here; set & elevate work.” integrity
ctations

X . .
You touch thees%Gievers Inevery phase — value is created continuously, not at the end:

PURSUIT KICKOFF DESIGN CONSTRUCTION CLOSEOUT
Discover the client's Set the communication Approvals at each gate; Surface issues early — Measure relationship
real success criteria — cadence; align price changes promptly, with options, before health (NPS); cultivate
beyond scope & fee. expectations up front. in writing. they’re surprises. the next project.

Bottom line:

The foundation of trust — and trust is what lets the firm sell the next project before it’s bid.




