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ntroduction

ntroduction to Shepherd

History of lean within Shepherd
Vision to provide integrated solutions

Making the value proposition flow
— Understanding the value proposition
— Delivering value during construction
— Measuring delivery of value
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Introduction

Head of Business Systems for Shepherd Group

Built Environment
Background in Aerospace

Construction Lean Improvement Programme

(CLIP)

Joined SCL in October 2007 as Process

Improvement Manager



Introduction to Shepherd

Shepherd Construction

e ~£350 million turnover
* 3 regional businesses

 ~ 360 employees

Shepherd Group

Portakabin Group

|K0nstructa Hire

Forman’s Relocatable Building
Systems

Shepherd Group Engineering

|P0rtastur

Portasilo

Shepherd Group Built Environmen: t

|Shepherd Homes

Shepherd FM

Shepherd Construction

Shepherd Engineering Services (SES)

Shepherd Group

* (Capability to offer solutions
across the built
environment
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History of Lean at Shepherd

Oct-07 - lun-09
Collaborative Planning
an All Projects

Jul-02 - Jun-10
Implementation
of Stabilisation
Toaols

Mar-09 - Aug-09
Development of
Stabilisation
Tools  oct-09 - Apr-10
Development of
Work Winning
rocess and Tools

Jul-10 - May-11
Medium Term —
Development of

Praject Delivery Processes

and Tools
A

-

a7
Oct-09
Oct-07 Nov-08 Commence
Process HO PIC Supply Chain Jul-10
Process
Improvement Internally Aug-09 Revi Shepherd Way May 11
Manager Recruite Eview Medium Term All Company
Appointed Nexus Documents Held
ppointe Plan Starts ]
Rebranded May-11 in Single Location
‘Shepherd Way' Apr-10 Updated
Apr-08 Aug-08 Jan 09 Work Winning Project Delivery
2 X PICs East PIC Risk & Process Process Launch lul-10 Tools Launched
Internally Internally Improvement Implement
Recruited Recruited Director Appointed Internal
Audit Tools

SN A thinking business

Jris kg



Vision to provide integrated solutions

Traditional Contractor Integrated Solutions Provider

* One off projects from * Long term business
speculative tendering relationships/frameworks

* Costs and revenues * Costs and revenues
associated with associated with financing,
construction activities business consultancy, whole

life FM

* Targets focussed on the * Targets focussed on the

construction activity client and meeting their

business objectives

i.e. Build an education
facility

i.e. build a school
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Integrated solutions lifecycle/value stream

Pre-bid activities

Customer
————- / \
need Strategic

engagement

Post-project Q Bid or offer
activities Services proposition | o
phase \phase/ activities

Systems
integration

t!hasj Davies & Hobday, 2005

Project execution
activities
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Integrated Solutions Provision and Lean

Co D
e Specify value from the = —

customer’s perspective <D Q
© =
-

Identify the actions on the value -
stream

 Make the value creating actions
flow

Womack & Jones, 2003
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Making the value proposition flow

Pre-bid activities

Customer Strategic
= - =P e ement
need Ngag
phase
, _ Value
r:rsr—rpal'c!,rect proposition Bid or offer
activities Phase activities
front end)
integration Key:
Phase P
(back end) '\?,) >
Denotes feedback Denotes
loops between & Flomw
within phases,
Project execution including with the
custamer

activities
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Developing the value proposition

* Design developed in collaboration with Head
Teachers and staff at engagement meetings

— Design supports curriculum and ethos/vision

\
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Developing the value proposition

* Sector expertise — educationalist
— Understand learning space adjacencies
— ‘non compliant bid’

* Improved circulation spaces
* Vertical integration
* Flexible fit out options
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Developing the value proposition

Set of design and construction principles to create a
bespoke, educationally led solution

 Asimple & efficient building form

* Asimple, repetitive structure — structural grid &
critical dimensions

* Optimum floor to floor heights

e Standardised building elements and systems
— E.g. External framing systems, window systemes, stairs

* Prefabricated, offsite construction
* Pre-selected supply chain partners
e Cost and timeline certainty
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Developing the value proposition

* Weekly design team co-ordination meetings
* Fortnightly client meetings
* Staged client sign offs

* ‘Hold point’ at week 4 of ITT stage to check
affordability

* Regular engagement with planning authority
 Open Book costing and regular cost reviews



Capturing the value proposition

Shepherd Construction Ltd

‘Quaiiy Management System

Service Delivery Plan
Accredited with ISO 9001

[] [}
. D Shepherd Targets/KPls
The following are the Shepherd specific targets and KPIs related to this project.

These targets are directly linked to Company Policies, company KPIs and business plan.

Deiivery:

— Captures objectives and KPIs

. Te a m C h a rt e r SR Process Service Delivery Plan

Team Principles
In order to ensure all project targets are met and a culture of customer is develop

team commit to working and behaving in the following way: H&sS:

Cost:

Gperation:

Client & Shepherd objectives and targets are cascaded to each member of the team through their individual
Performance Objectives. Performance against these individual objectives is monitored through team meetings and

annual individual Reviews.
First Issue: DO/MM/YY Revised: DO/MMYY Revi® Ref N 8ol 21
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Capturing the value proposition

* Room data sheets including ICT, M&E and
FF&E

— Developed collaboratively
— Staged sign off

* BIM

wapoirg


../Link Docs/FaulknerBrowns - Ercall Wood - Rev D - FOR INFORMATION ONLY.nwc

‘Handover’ of the value proposition

* There is a risk of losing the value proposition
during the transitions from one stage of the
lifecycle to the other

A

Customer
relationship with
Shepherd

> Time

Work Project

winning delivery Operation
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‘Handover’ from work winning to project delivery

 What we are doing to ensure the successful
flow of information

— Operational Framework for Service Delivery
— The Service Delivery Plan
— Project launch
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Operational Framework for Service Delivery

An Operational Framework for Service Delivery b,
(SCL Best Practice Version) v

Service Delivery Plan

Co-Creating Value #- Realising Value L
—

Stepd E— . =
Allacate resource Work Winning Project Delivery
[realiss & monitor]

Step3
Implement
MECHANISMS to
enable to flow of
infi ion that has unz'mulm ::': Froject Launch r““'""“‘ r“'""""'] s::unpm - Su:m‘::‘w Com::m
been captured in the Revicw Mt M} | o | sewm || gsighoom) ) IFEEOE])  meesnes )| competia
tools

[communicate]

5 Toaily Fadie Thent Subcentractor
iy Weskly Team
. & Visunl Progress . Frogres
Fresentation 5 [ Mesting J[ Meatiags J

information needs to

SN A thinking business



Operational Framework for Service Delivery

Step 3
Implement
MECHANISMS to
enable to flow of
information that has
been captured in the
tools
[communicate]

cMs O ( Relationships

Systems

Collaborative Meeting:

Set Up Shared
internal file
space

Set up
extranet

Customer Work Winning | {Client Project
Feedback - Review Launch
Tender Meetings Meeting

Internal Post) [~ Tender Project Launch
Tender Briefing Meeting (incl.
Review Meeting FM)

Specific N

Step 2
Identify/create
TOOLS to capture |«
the information |G
[document]

-
wi
£
]
l
A

Step 1
Identify what
information needs to
flow
[understand]

Relati i
s |
) Statement &
Principles
(video
Customer charter)
Feedback
Key Drivers
Contractual LTEIEE
Relationship &
Decision .
o Key Mleetlngs
Diagram Plan

Top 10 Project

Branded Rules/
ules,
Workwear Farrer:
Team culture
CSR Plan ]
video
Team
Buildi Individual
uilding .
Object
Events Plan Jectives
Client KPIs
Agreed

Stakeholders

What are all the
stakeholders
principles, drivers,

needs, risks and
concerns?

People, Team
& Culture

What is the culture we
want to promote as a
team?

How are we going to
work together?
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Delivering the value proposition

Making the value flow throughout project delivery
phase

* Single team approach

* Co-located team

* Collaborative planning (Last Planner™)

e Staged design sign off by the client team




Delivering the value proposition

Making the value flow throughout project
delivery phase

* Mock ups and samples
 Sample room for real life testing
* Feedback loops

— Customer feedback
— Best practice sharing sessions

e Senior managers managing the customer
relationship
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Measuring delivery of the value proposition

* Implementation of KPIs and regular reporting
* Customer satisfaction process

* Public sector clients drive formal KPIs
— Improvements across frameworks
— Improvement across a batch of projects
* Challenge given the range of ‘customers’
— End users
— Community
— Funding body
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The future

* Using BIM to improve data capture
* Collection of post occupancy data

e Use of information to develop improved
solutions

* Creation of sector experts

* Research opportunities with regard to
measuring the value proposition/solutions
provision
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Group Discussion

Questions



