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Time Out Of Mind
Project Closeout Shouldn't Be Taken lightly

phone call from the owner. The con

tractor was reporting that there was

not enough power to the loudspeak
ers for them to be able to adjust the
masking system to match the spec
trum at the low frequencies. In the
high frequencies, the mechanical
system totally overwhelmed the
spectrum. When we requested their

initial commissioning report, we

found that they had been equaliZing
the room with the analyzer's A
weighted filter turned on.

The third project was a simple
background-music and paging sys
tem for a fitness center. This time, it
took us three months to get the
closeout submittals. In reviewing the

submittals we found that one of the

7().voll distributed lines had an Im
pedance of 0.01 ohms. We had also
received complaints from the owner

that pages In the poolroom were be
Ing mixed with background music, as
opposed to ducking the music. Prior

to our final checkout visit, we were
assured that these items had been

fixed. However, when we got to the

site, there were still issues. The con

tractor's salesman was there, the

project's supervisor who had "taken
care of the items" was not.

In all cases, the preparation and

review of the project closeout sul>
mlttal indicated that the systems
were not fully functional.

None of us are perfect, but having
a third set of eyes reviewing docu

mentation and the system installa

tion provides for a better and more
consistent experience for the sys

tem's end-users. Getting the paper
work In as early as possible allows

these reviews to be completed and
gives everyone a chance to put their

best foot forward-and get the next
job. As for the manufacturers, if your

magical black box reqUires a propri

etary cable instead of a standard ca
ble that can be found at the local Ra
dioShack, send an extra cable to the
consultants who specify your prod
uct. That way, when faced with a 4
hour round-trip drive for someone to
get that cable, we can have the back
up with us. To the first manufacturer

that gets one of their custom cables
to me, the next round is on me!
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the system prior to the warranty pe

riod beginning, essentially extend
Ing the warranty period.)

4. Contractors do not get paid
unlllthe work Is done.

S. In many cases, the consultant

doesn't get paid until the project Is
done.

As with ail the things In life, it
seems that challenges come in
threes. Let's look at the three projects
we have been dealing with and see
how the process could have worked.

The first project was a rework of an

existing system. The owner admitted

that for the existing system they
pushed value engineering too lar. The
room is a f1at~oor meeting room, seat
Ing approximately 1,000 people the
ater-slyle. Speech audio Is run through
the lelt<enter-rlght/surround program
loudspeakers and was supplemented
by a smali cluster about hallway be
tween the back 01 the stage and a pen
dant mounted digital projector.

Step 1 attempted to "fix the prol>
lem electronically." When that failed,
acoustic treatment with a distributed
loudspeaker system was installed.

The owner could hear a substantial

improvement, but still wasn't happy.
We went on-site to assist tn the com

missioning of the system. We were at
the point where ,we needed to con

nectto the DSP, and we found out the
critical cable was at the contractor's

shop, a 4-hour round trip.
Given time limitations, we ex

plained how we expected the DSP
settings to be programmed. We had
worked with the contractor's proj

ect manager before and felt he
could handle it. So we left, assured
that they would take care of ail of
the programming. Then, after two
months of telephone calls, we final
ly received the closeout submittal,

which showed that ail of the delays
were set to zero, the EQ was a third

octave "smiley face." The measured
room response they sent to us was
a RT60 graph. Yes, they measured
the reverberation time of the room,

not the equalized room response.
The final icing on the cake was that
we found out the project manager

we trusted was not sent back to the
site, instead a new junior stall mem

ber was expected to handfe the job.
The next project was a simple

sound masking system, which was
part of a large remodel of an existing

office space. It was during the con·
tractor's initial commissioning of the

system that we received a strange
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Why does the last 20
percent of the project
seem to take 80 percent
of the time? Our chal
lenge In the last few
months has been deal

ing with or trying to deal with closeout
submlttals-<>ne of those nasty little
things that consultants require.

It's not that consultants want to
make busy wor~ for contractors, It's
just that our cUents ask us to design
and engineer a system that will meet

their needs and that can be main
tained over time. Part of that process

is to make sure that the systems are

adjusted to optimize performance
and that the adjustments and com
missioning results are documented.

This documentation Is not an ai
terthought by the consultant. It
should be clearly called out In the
contract documents, the very docu

ments the contractor used to deter

mine their price. In our design doc
uments at Thorburn Associates, we
ask for live things: acceptance test
results; as-built drawings; manuals
(operation and maintenance); soft
ware (executable and source code
for all devices that have software
adjustments); rack keys and key
schedule for really big Jobs.

We ask lor this Information In a
specific order and format, and we
ask for both paper and electronic
formats. The paper format typically
goes to the facilities department
and to the eqUipment rack. The
electronic copies are maintained by
our office and usually on the client's

AV "technician" network. We know

these documents get used because
about once every eight months,

someone calls our office to get a

copy of their documentation, which
has been lost or misplaced.

The format requirements are out

lined in such detail that they span
six pages of our specification sec
tion. Therefore, what we are looking
for should not come as a shock; and
when we are forced to reject the

submittal, it is because it did not
conform to what was contracted.

So why do consultants feel close
out submittals are so Important?

I. It was part of the scope of
work.

2. The project is not complete
until the paperwork Is done.

3. The warranty does not begin
until the project is complete. (This
means that the client will be using
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