
The Technical Manager’s Survival Guides 

MANAGING SYSTEMS 
DEVELOPMENT 101
By James T. Karam

This book provides specific, practical advice for engineers who are advancing 
beyond their technical specialty and find themselves working with other 
specialties necessary to the development of a complex system or product.  They 
continually face a variety of issues that were invariably never addressed in their 
schooling:  dealing with specifications, project plans, and budgets; improving 
quality by working with “downstream” functions such as production and service; 
resolving incompatibilities and bugs under a variety of test conditions; providing 
technical direction and reviews; and more. 

Based on “lessons learned” by the author over a forty-year career developing 
complex system products, the book presents basic principles that are applicable 
whether you are in a bureaucratic, multi-national corporation or one with the 
founder still in control.  Regardless of the organization’s size or the particular 
products, the engineering management issues are eerily the same.  Systems are 
systems, and the engineering process basics, derived largely from aerospace, 
remain the key to success anywhere.

Chapter titles typically end in “101” because the basics are usually where the 
problems lie, as well as their solutions.  This book is concise, but the content is 
dense.  As such, it will also provide a succinct refresher for more experienced 
professionals and their management when facing challenges.
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www.asme.org
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Remember Noah’s Principle:

Predicting rain doesn’t count,

       building arks does
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          Declaring victory, or

the contract’s changes clause,

   is a manager’s best friend.

 Ambiguity in a specification is

always to the buyer’s advantage

One manages “starts”, but can only react to “finishes”

Flush the full in-boxes

Why are you showing me that slide?

That’s a solution, not a requirement

Better is not a bug

Tailor yo
ur behavior to the

 software, not vic
e versa


