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Driven by rapid changes in de-
mographics and information tech-
nology, the construction work force
requires immediate and ongoing
training. This strategic shift in the
industry is reflected in the follow-
ing top ten trends in construction
training for 1992.

1.  Long- term momentum is
growing for the industry to seri-
ously intensify its training and edu-
cation efforts. Changing technolo-
gies, increased competition and the
shrinking labor pool are fueling this
need. Training will be used to pro-
vide real differentiation for market
leaders.

2. Total Quality Management
(TQM) is the focus of the decade for
contractors seeking to play catch-
up with the rest of American indus-
try. Driven by large industrial cus-
tomers, the leading-edge contrac-
tor will implement the quality pro-
cess. This will, in turn, cause sub-
contractors and industry suppliers
to do likewise. Training is a neces-
sity to improve quality.

3. Training in conjunction with
project partnering activities is be-

coming an accepted industry prac-
tice. The focus of this training is
team building, issue resolution,
problem-solving techniques and
communication skills to reduce tra-
ditional adversarial relationships.

4. Training at the field level (fore-
men, superintendents, project man-
agers) is becoming more frequent
wi th  the pr imary  emphas is  on
scheduling, planning and commu-
nication skills. Contractors recog-
nize that big productivity and qual-
ity payoffs can be realized by train-
ing at this level.

5. Training in the areas of cus-
tomer relations, business develop-
ment, marketing and sales skills will
increase. These skills are the key to
survival in a competitive, customer-
focused, no-growth market where
long-term partnerships, repeat busi-
ness and differentiation strategies
become crucial for success.

6. Expect an increase in demand
for professional human resources
managers. As more successful firms
focus on the benefits from training,
experienced human resources man-
agers with training expertise will be
required.

7. Expenditures for training ac-
tivities at all levels will increase in
those firms striving to gain a com-
petitive edge. Although the trend is
up, the industry lags behind most
American businesses in training
expenditures per employee. Most
contractors currently invest less
than $25,000 per year in safety train-
ing and $25,000 per year in manage-
ment/supervisory training.

8. Labor unions are poised for a
rebound. Through their training
effort and with a well-trained, high-
quality work force, unions can take
advantage of the labor shortage to
increase market share. Look for la-
b o r  u n i o n s  t o  b e c o m e  m o r e
“partnering-focused” in their deal-
ings with management.

9. Funding will increase for edu-
cational research and development.
A number of national construction
industry trade associations are es-
tablishing educations foundations
funded by members and industry

suppliers. These not-for-profit or-
ganizations are being created to
improve technical and business
skills in their respective markets.
Industry leader recognize that “busi-
ness as usual” is no longer accept-
able.

10. Training expenditures will be
viewed as an ongoing investment
for the continuous improvement of
safety, quality and productivity. A
major beneficial by-product is re-
duced turnover. One survey indi-
cates that management training re-
duces turnover by as much as 35
percent.

There is an acceleration of train-
ing at all levels of the construction
industry, fueled by employees with
low skill levels, more sophisticated
computer equipment and an imme-
diate need to enhance productivity
to stay competitive. Training en-
hances competitiveness which will
ultimately lead to long-term profit-
ability for contracting firms.
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