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Is there anything in this for you?

Youõve laid off staff, slashed overheads, sold the land, refinanced the debt and 
squeezed your suppliers & trades as much as you dare. Now what? All the 
usual suspects have been pursued, but you need something more to restore 
your margins. 

There is a way, utilizing the principles and techniques of Lean Production that 
have revolutionized virtually every industry on the planet ðexcept 
homebuilding. Scott Sedam, President of TrueNorth Development, will show 
you the evidence from 25 builder case histories within the past 14 months that 
have each revealed 7 figure savings using Lean methods. Best of all, these 
methods can literally be implemented in a matter of weeks. 

This presentation can literally change your financial picture, this year.
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Letõs get serious!

Who is reallyserious about controlling cost?

Wanna bet? 

Letõs play everyoneõs favorite game é

òTwenty Consultant Questions!ó

20 very basic questions on operating practices that 
determine if you are truly serious about controlling cost. 

How many questions until no one is left standing?
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The Deal

The caveat:  MOST builders are liars! (what???)

Proof: at a recent meeting of CEOõs, 60% stated they had 
òeven flow starts.ó  Yeah, RIGHT!

To remain standing, you would have to PROVE
to me you are doing it beyond òthe anecdotaló 

i.e. if we went to your office, within 5 minutes you could 
show me written documentation on each questioné 

The hypothesis, òMost builders are NOTserious 
about reducing costs ðand neither are you!ó
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òSedamõs Aggravating Questionsó

Could you prove to me that you:

1. Track the # of days to build EACH of your plans, 
but also track for eachin detail: (substitute local terminology)

a. Contract to Foundation start
b. Foundation start to Frame start
c. Frame start to Rough Inspection
d. Rough Inspection to Final 
e. Final to Close

2. Do your OWN takeoffõs for foundation, framing,  
lumber & trim, HVAC, electric, plumbing, roofing, 
insulation, drywall, paint, flooring etc., etc.?



òBuild Lean !!!ó
©2007 Scott Sedam, TrueNorth

Do not reproduce without permission

òMore of Sedamõs Aggravating Questionsó

Could you prove to me that you:

3. Conduct formal plan reviews with your key suppliers 
& trades during the design phase for allnew product?

4. Conduct a formal , monthly plan review with your 
key suppliers & trades for an existingplan ðthen 
implement & track the changes and results?

5. Demonstrate that you are buying on TOTAL COST not 
merely initial price ? This requires specific data for:
Á Pre-close rework cost for each Supplier/Trade

Á Post-close warranty cost for each Supplier/Trade

Á Schedule adherence rating for each Supplier/Trade
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òMore of Sedamõs Aggravating Questionsó

Those were the EASY ones!

Å How many left standing?

Å Anything unfair about these questions?
ðjust basic building practices!

Å Can anyone, who is not doing justthose 5 things, claim 
that they are truly committed to controlling cost?

Å The answer is òNO! ó

Å A perfectly reasonable follow-up question, if we are 
serious about cost é
òWhy arenõt we tracking these things?ó
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òMore of Sedamõs Aggravating Questionsó

Could you prove to me that you:

6. NEVERopen a project for sale without signed 
contracts, scopes & pricing for eachmodel, elevation, 
specification, option & selection.

(Note: requires that Purchasing gets both the time & information 
required to complete the task. This almost never happens!)

7. Negotiate for the best specific crews, by name, from 
each trade?

8. Know your state workersõ compensation òmod factorò 
for every trade company that works on your sites?

(caution, use a 3 year rolling average to compensate for bad luck)
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A note about òMod. Factorsó

There is NObetter indicator available on both the 
quality and the ability of a trade to control cost

Consider 2 Framers who submit the same bid
Framer A has a state mod. factor of .7 (3 yr. avg.)

Framer B has a mod. factor of 1.5 (3 yr. avg.)

They submit identical bids. Which do you chose?
Hint: ask your superintendents to tell you everything they can 
predict about those two trades

Also consider òrisk of lawsuitó 


