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Pressures You Face
As an Owner 2o 2)

m Complete more work with fewer people
B |ncrease the quality and value while
reducing the cost and schedule

m Create flexibility in facilities
m Anticipate future facilities needs




Cutting Edge Strategies
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m Start with an objective
evaluation of your
organization

H Tieinto
benchmarking of “best
practices’ within the
Industry
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MANAGEMENT CONSULTANTS
TO THE CONSTRUCTION INDUSTRY ®

Areasto Evaluate




Procurement Strategies

v Do we buy engineering and
construction services in the S
most economical way?

v Arewe effectively oy
leveraging supplier 218 ' 3‘@%’&%‘
relationships? = dy =

v Areweusingtheright s =A_)
suppliersto do theright =3l
things?




|nternal Organization

v Arewe organized in the
most effective way?

v Have we maintained the
right core competencies?

v Do we have strong
leadership and
management capabilities?




Project Control Systems

v Do we havethe N —
processes and i

nrocedures to ’

S o

effectively manage the

capital delivery ‘ 7
Process?
—

v Are we effectively
controlling change H
orders? A




FMI| Sample

Owner Value Scorecard

Owner Value Scorecard

FEEDBACK FROM ARCHITECTS
Design (Arch.)

Cost of Design (Fees, Markups, Work as Designed)
Approach to Design

Scope

Schedule

Design Criteria

Change & Change Management

Rating

Cost of Design (Fees, Markups, Work as Designed)

The majority of firms surveyed indicated that they tend to mark up projects to a greater degree to
compensate for the difficulty in dealing with the firm. Early payment discounts are not offered.
The firm is concerned only with initial costs and does no

Approach to Design

The responses indicated that the architectural firms do not see a significant difference between
expansion and new construction. Their approach to design makes it difficult for most architects to
work with them and they do not have assigned resources and

Scope

The summary of comments indicates that even though this owner takes a design/build approach,
they do not incorporate a value engineering type of approach. The scope of work tends to be
poorly defined and results in difficulty in establishing effective ¢

Schedule

The typical project takes 6 months to entirely design. This could be reduced by effectively
completing the initial design internally. They assignment of resources appears weak. They
frequently compress the schedule and make their ineffective planning

Design Criteria
The design criteria is poorly designed and we have difficulty working with their internal architecture
professionals due to a lack of qualified resources.

Change & Change Management
The management of change once is occurs is good, probably since they create so many changes.
The prevention of changes is weak.

Sample Company

Owner Value Scorecard

Business Unit Score

FEEDBACK FROM ARCHITECTS
score Design (Arch.)

Cost of Design (Fees, Markups, Work as Designed)
Approach to Design

Scope

Schedule

Design Criteria

Change & Change Management

Relationships and Owner Evaluation (Arch.)

Approach to Cost Reduction

Process (Efficiency/Inefficiency)
Communication

Owner's Relationship with the Market

Benchmarking (Arch.)

Project Numbers/Types
Contract Approaches

FEEDBACK FROM CONTRACTORS
Construction (Cont.)

Cost of the Work (Fees, Markups, Work as
Scope

Schedule

Procurement

Approach to Pricing and Bidding

Risk (Site, Financial, etc.)

Change & Change Management

o~NO OO N

Relationships and Owner Evaluation (Cont.)

Approach to Cost Reduction

Process (Efficiency/Inefficiency)
Communication

Owner's Relationship with the Market

o g an

Benchmarking (Cont.)

Project Numbers/Types
Contract Approaches

a o

VENDOR MANAGEMENT

Alliance Relationships

Sole Source Percentages
Contracting Approach

Account Management

Vendor Relationship Description
Management Approach

Score Sheet

5.8




Who Do You Talk To? @2




Who Do You Talk To? o2

m Internal department
personnel

m External suppliers

m Internal department
customers

m Othersin your
Industry
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All Contractors...

High Importance/ V

Poor Performance

la®

High Importance/
Good Performance

Low Importance/
Poor Performance

2

2.5

Needs | mprovement

3
Meets Expectations

D& C's Performance

Low Importance/
Good Performance

. 4
Exceeds Expectations

Bidd ng Process/Instructions

a Claiity in scope of wok descripti

b. Drawings and specificatiors

c. Time allowed to assembleabid

d. Claiity regarding schedulerequiremerts

Schedule

a THE CL IENT rep’skrowledge and
helpfulness regarding schedul e requests
Schedule revisions for owrer changes
Responseto submittals
Notice of start date
Turraraund time on contract

Direct Purchases

a Leadtime

b. Packagng o items

c. Installation documents

d. Ariivd o deliveries (timing)

e Degree inwhich material m ached g ansand
specs

Charge and Payment Process

a Review and response onrequested changes

b. Claiity and cam pleteness of requestsfor
change

C. Claiity of THE CL IENT payment instructions

d. Degree inwhich paymentsmet agreed-upon
and established gu ddines

THE CL IENT Supervision
Helfulness and timelinessin response to
RFls
Availahility of supevisar
Purch li st preparation
(imeliness/compl eteness)
Subcontractor cooperation and
communication assistanceby supenvisar

Partrering and Communicat an
Responsivenessof THE CL IENT rep.
Interacti an between THECLIENT rep. and
the contractor
Perfom ance related to addressing problems
and opportunities to bring abaut needed
change
THE CL IENT rep’sattendancerecad far
proj ect meeting

*® F ve Lowest Scores
v Five Highest Scores




Architects...

High Importance/
Poor Performance

High Importance/
Good Performance
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Low Importance/
Poor Performance

2 25 3
Needs | mprovement Meets Expectations

D& C'sPaformance

Low Importance/
Good Performance

35 4
Exceeds Expectations

. Quality d information...

a Criteria documents, updates, etc., as...

b. Con d eenessof project background...

¢ Camp eeressof scope of work

d. Preliminary siteplan

e Thomoughnessof RFP

f. On-site survey responsiveness of THE CLIENT rep.

. THE CLIENT facilitation of design phase and kickoff...

a Advarcencticeof KOM date

b. Receptivenessto cost saving suggestions
¢ Timeliness of resporseto questions

d. Describe al pations of projectqudityof...

e Electronicfiles/drawings
f. Design questi an resporses

. THE CLIENT responsiveness during thepreparation ...

a Updates on charges
b. Receptivetoour dternatedesign/m ehodk...

¢ Responses to questiors/sense of urgency
d. Quality of review process/substartive. ..
e Interact an with/support of theconsu tant

. THE CLIENT project administration prior to construction

a Schedule reasonableness

b. Responsivenessto proposal

¢ Responsivenessto or action on change...
d. Issuanceof cortraasfa constiuction

e Timely payment and follow-up of our invoices
f. Responsivenessto our extrarequests

. THE CLIENT team aministration during and ter. ..

a Schedule reasonableness

b. Responsivenessto proposal

¢ Responsivenessto or action on change...

d. Issuanceof cortradsfa construction

e Timely payment and follow-up of our invoices
f. Responsivenessto our extrarequests

g, Coordination with projectrep
h. Coordination with the general contractor

® Five Lowest Scores
v Five Highest Scores




Completing the Evaluation

m |nternal department resources
m |nternal consulting resources
B External consulting resources
m Peer groups

Thekey isabjective
Infor mation!




Challenges of the Process

m Difficult to overcome—“But we have
always done It that way!”

m Can be painful at times (has been compared
to an autopsy on aliving body!)

B [1me consuming—regquires resources to
complete

B Suppliers may not give objective
Information




Benefits of the Process

m Glves you a performance basis to begin
your benchmarking process

B Determines the “gaps’ in performance that,
If Improved, will give you the biggest bang
for the buck

B |nspires innovation—* How can we do this
better?”

B Shows executives you are serious about
Improving performance and ROI




Gretchen’sTop Three
Cutting Edge Owner Strategies

B L everaging supplier
relationships through
effective supplier selection

and contracting ’ ’)

B Determination and N
tracking of the critical t D,

performance metrics
B Having the right people 9)

In the right positions




Thank You

Gretchen McComb

Director, Owner Services

FMI Corporation

55 Madison Street, Suite 410
Denver, CO 80206

P: 303.398.7203

F: 303.377.3535

E-mail: gmccomb@fminet.com
www.fminet.com




