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A Manager’s Guide
to EVMS

An Earned Value Management System (EVMS) is 
simply a sound, logical, practical way to manage 
a project. It is a management planning tool for 
integrating a project’s scope, schedule, and cost 
elements into a baseline against which performance 
and accomplishments can be measured. The System 
generates variance reports from which managers can 
evaluate progress and status, forecast project impacts, 
and take any necessary corrective action.

Before managers can meaningfully employ earned 
value tools, they must have an understanding 
of the strengths and weaknesses inherent in the 
methodology. Knowing where to exert effort (and 
where additional effort makes little difference in the 
usefulness of the earned value reporting process) is 
critical. Further a manager’s working knowledge 
of EVMS must be strong enough for the manager 
to effectively interface with the end customer, 
understand the customer’s requirements and 
expectations, and manage those requirements and 
expectations.

Compressed to essence, this is a management course. 
It emphasizes the need for information in order to 
make decisions. Managers decry the dearth of good 
information when making decisions. An EVMS 
provides information but does not prescribe action 
or solutions. It provides information from which 
managers can make better, more informed decisions 
to ensure that the project is completed, on time, with 
the best quality and at the lowest cost.

We look forward to your participation.

Course Faculty

Terry A. Carlson 
Terry Carlson is a Principal in the Consulting Practice of 
KTE Consulting, a Washington, D.C. area fi rm. His practice 
entails advising clients on the application and interpretation 
of rules, regulations, guidelines, and cost accounting 
standards applicable to government contractors. Mr. Carlson 
also provides advice on the development and deployment 
of strategic and tactical systems to assist contractors to 
successfully perform the functions of program management, 
risk management, and contract administration at program 
and corporate levels.

For 20 years, Terry was President of his own fi rm, T.A. Carlson 
& Company, providing consulting services to the contracting 
community. Prior to establishing his own fi rm, he was a 
Professor of Financial Management at the Defense Systems 
Management College. Mr. Carlson served as an assistant 
professor of accounting at Villanova University, where he 
taught courses in accounting and management information 
systems.

Terry has also served as a Staff Finance Consultant for a 
major defense contractor, where he assisted in proposal 
preparation, developing divisional budgets, and responding 
to Defense Contract Audit Agency queries. He also served as 
an auditor with the Defense Contract Audit Agency where 
he was responsible for evaluating contractor submissions to 
ensure that they were prepared in accordance with applicable 
regulations and standards.

Chad T. Braley 
Chad Braley is a Director with Beason & Nalley, Inc. His areas 
of expertise include cost accounting and indirect cost center 
structures, proposal development, contracts management and 
administration, DCAA audit and non-compliance expertise, 
ERP implementation support, training, Federal Acquisition 
Regulations (FAR) and Cost Accounting Standards (CAS) 
compliance support.   Mr. Braley’s experience also includes 
providing full contract lifecycle support, from acquisition 
phase identifi cation and proposal development, to contract 
closeout assistance. While in industry, Chad managed a wide 
array of contract types, including cost plus fi xed fee (CPFF), 
cost plus award fee (CPAF), fi rm fi xed price (FFP), and time 
and material (T&M), both at a prime and subcontract level. In 
addition to managing these contracts, he was responsible for 
developing proposals, negotiating contracts, and overseeing 
the invoicing of all contracts. Mr. Braley graduated from 
the Williams School of Commerce at Washington and Lee 
University with a Bachelor of Science in Commerce, with a 
Business Administration major. 
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1. Introduction and Overview
 a. Earned Value Management Systems Defi ned
 b. When EVMS is Required
 c. The Purpose of an EVMS
 d. What the New FAR Requirements Mean

 
2. Planning: The Components of an EVMS
 a. Effectiveness of Well-Crafted Proposals
 b. Defi ning & Utilizing an Effective Work  Breakdown Structure
 c. Negotiating the Contract and EVMS Components
 d. Understanding the Importance of the Contract Baseline
 e. Integration of Program, Contract, and Financial  Management
  Information
 f. Cost Realism
 g. Technical Content
 h. The Key Players — Creating an Effective EVMS Team
 i. Agency Oversight — How Agencies Will Evaluate and 
  Monitor Performance

3. Planning: Setting Up the Contract
 a. Utilizing the Cost Accounting System
 b. Understanding the Importance of Detailed Cost Accounting 
  in Line with the Work Breakdown Structure
 c. Effectively Managing Cost Accounts from Start to Finish
 d. Managing Contract Changes — What Drives the Bottom Line
  for Both the Agency and the Contractor

4. Organizing
 a. Agency EVM Policies, Initiatives and Requirements
 b. ANSI and EIA Standards, International Standards, Other 
  Standards
 c. Agency Authorities
 d. Flexibility in Procedures Within Standards and Guidelines

5. Directing
 a. Managing Resources — Creating the Effective Team
 b. Project Management Best Practices
 c. Training and Communicating — What Managers Must Know 
  About the Requirements
 d. Compliance — Managing to the Requirements
 e. Managing by Exception — Knowing the Allowable 
  Exceptions
 f. Quality and Productivity — Ensuring Effective Deliverables

6. Coordinating
 a. Work Scope — Maintaining Scope in an Environment of 
  Constant Change
 b. Schedules — Managing Schedule and Variance Issues
 c. Costs — Getting the Appropriate Data That You Need
 d. Technical Performance
 e. Goals Integration — Delivering What is Promised

7. Reporting
 a. Establishing and Negotiating Reporting Requirements 
  — Know the Requirements You Can Manage
 b. Understanding the Basics of EVMS Reporting
 c. Understanding the Limitations of EVMS Reporting
 d. Managing with EVMS — What is Required and What Your 
  Customer Expects
 e. Integration of EVMS with Other Management Reporting 
  — the Often Discussed but Rarely Implemented Practice

8. Managing with EVMS
 a. Understanding the EVMS Data — What the Reports Mean
 b. Utilizing Appropriate Performance Indexes
 c. Understanding Schedule and Cost Indexes
 d. Analyzing Variances and Taking Corrective Action – Timely
  Reaction and Mitigation

9. Compliance With the New Rules

10. Conclusion: Guidance for Managers

A Manager’s Guide to EVMS Course Curriculum

Copyright 2009 Federal Publications Seminars, a Thomson Reuters Business.  All Rights Reserved.

The Government 
Contractor®

Here’s the only resource on the topic that
combines these advantages:

 • Tight focus on only what’s most important.

 • Clearly defi ned departments so that you can fi nd what you need fast

 • Unique, thought-provoking analytical notes 

 •  Reliability based on the work product of in-house West editors an advisory 
board of 20-plus procurement law experts.

 • Expert commentary on current developments by experienced practitioners 
 

Newsletter, 47 issues annually

$2,088 per year

To order call (800) 344-5009
or go to west.thomson.com

Please provide offer code 550595 when ordering

In-House Programs
Bring any seminar or course directly to your staff
through the Federal Publications’ In-House 
Presentations Program.

For More Information
Call Mike Joseph at 651-848-8655

Unparalleled Benefi ts:
 • Cost Effective  • Convenience
 • Special Focus   • Impact
 • Confi dentiality

creo




Detach and mail to the exact address stated below.

A Manager’s Guide 
to EVMS
Federal Publications Seminars
195 Broadway, 9th Floor
New York, NY 10007
or register online at: www.fedpubseminars.com

❏ REGISTRATION APPLICATION
Enclosed is my check for the $995 registration fee which includes 
applicable taxes. (Please make check payable to West.)

 ❏  March 31-April 1, 2009
Washington, DC • Marvin/Cafritz Conference Center

 ❏  June 2-3, 2009
Las Vegas, NV • Flamingo Las Vegas

 ❏  November 5-6, 2009
Washington, DC • Marvin/Cafritz Conference Center

 ❏  December 2-3, 2009
Las Vegas, NV • Flamingo Las Vegas

I understand that (a) an acknowledgement of this registration will be sent to me, 
and (b) this registration may not be cancelled later than two weeks before the 
session begins (but I may name a substitute registrant at any time).

CREDIT CARD PAYMENT FOR COURSE

❏ Visa    ❏ MasterCard     ❏ American Express

Card # ___________________________________________________

Expiration Date ___________________CVC Code_______________

Signature _________________________________________________

Print Name _______________________________________________

Name ____________________________________________________

Title _____________________________________________________

Organization ______________________________________________

Mailing Address ___________________________________________

__________________________________________________________

City/State/Zip _____________________________________________

E-mail ____________________________________________________

Telephone _________________________________________________
  200-942-OL/M-80
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DATES AND LOCATIONS • 2009
March 31-April 1, 2009
Marvin/Cafritz Conference Center, The George Washington University, 

800 21st Street, NW, Washington, DC  20052 • (202)994-7470

gwired.gwu.edu/marvincenter/cafritz

June 2-3, 2009
Flamingo Las Vegas, 3555 Las Vegas Blvd. South, Las Vegas, NV 89109 

888-308-8899 • 702-733-3111 • www.fl amingolasvegas.com

November 5-6, 2009 
Marvin/Cafritz Conference Center, The George Washington University, 

800 21st Street, NW, Washington, DC  20052 • (202)994-7470

gwired.gwu.edu/marvincenter/cafritz

December 2-3, 2009
Flamingo Las Vegas, 3555 Las Vegas Blvd. South, Las Vegas, NV 89109 

888-308-8899 • 702-733-3111 • www.fl amingolasvegas.com

DAILY SCHEDULE
Registration: 8:45 am on the First Day
Meetings: 9:00 am – 12:00 pm and 1:00 pm – 4:00 pm

To Register:
 •  Registration Fee $995. The Registration fee of $995 

includes the price of a course manual which is valued at 
$86.25 plus applicable taxes. Applicable taxes include 
sales, use, gross receipts, excise, value added tax (VAT) or 
equivalent, ad valorem and other taxes.

 •  Register online at www.fedpubseminars.com

 • Call 888-494-3696

  •  Fax the completed registration application information to: 
202-772-8298 or mail to Federal Publications Seminars, 
195 Broadway, 9th Floor, New York, NY 10007

FOR FURTHER INFORMATION:

Telephone:  (888) 494-3696 

COURSE MATERIALS — An extensive Manual of original materials (available 
from no other source) has been specially prepared for distribution to attendees at 
this program. Its purpose: to relieve you of the burden of taking voluminous notes 
and to provide you with a source book of continuing value.

TEAM DISCOUNT — A discount is available for three or more registrations 
from the same organization for this seminar. The discount – a $200 per person 
reduction in the seminar fee – can be taken when three (or more) registrations are 
sent together.  The discount cannot be transferred to other sessions of this program 
or to other seminars. To receive the team discount, please phone, fax or mail your 
registration.

*CLE: Continuing Education Credit — This course is eligible for 11 continuing 
education credit hours.  States have widely varying regulations regarding CLE 
Credit.  Please contact us with inquiries about the availability of CLE credit 
in your state.  West Legalworks is an approved CLE provider in New York, 
California and Illinois.  Financial assistance is available for hardship.  Call 1-800-
308-1700 for details.

**CPE: Continuing Professional Education — This course is eligible for 13 CPE 
credit hours. West Legalworks is registered with the National Association of 
State Boards of Accountancy (NASBA) as a sponsor of continuing professional 
education on the National Registry of CPE Sponsors. State boards of accountancy 
have fi nal authority on the acceptance of individual courses for CPE credit. 
Complaints regarding registered sponsors may be addressed to the National 
Registry of CPE Sponsors, 150 Fourth Avenue North, Suite 700, Nashville, 
Tennessee 37219-2417 or by visiting the web site: www.nasba.org. NASBA 
program Level: Basic, NASBA Program Prerequisites: None, NASBA Advance 
Preparation: None. For more information about administrative policies such as 
complaints and refunds, please call our offi ces at 
1-800-308-1700.

HOTELS — The course registration fee does not include hotel accommodations.  
For hotel information please go to our website www.fedpubseminars.com.  Sound 
recordings are prohibited. Please note that registrations may not be cancelled later 
than two weeks before the session starts, but a substitute registrant may be named 
at any time.   


