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John Zachara

Integrated Facilities Solutions, Inc.

Vice President

jzachara@ifspm.com

847-714-7481

Presenter
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• Illinois-based Owner's Representative

• 20-person firm

• 23 years in business

• Successfully completed over $3.5B in work 

for more than 3,000 projects

Presenter
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• CULTURE DRIVEN BY THE 

OWNER

• INTEGRATED PROJECT DELIVERY

• THINK BIG… BUILD SMALL



Culture Driven by the Owner
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Can We Deliver the 

Proposed Program and 

Quality within the 

Schedule and Budget 

Supported by the 

Project’s Business 

Case?
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• How do we drive Culture on our projects?

• How can a shift away from silos help improve 

project outcomes?

• How do we know we are making the right 

decisions?

• What role does the Owner play on this team?



Integrated Project Delivery
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• Is the IFOA scalable and how small can we go?

• How do we onboard our teams, so we don’t 

create silos?

• What kind of  Culture do we need to make the 

IFOA successful?

• What role does the Owner play on this team?



Think Big… Build Small





Leading the Way in 

Immediate Care
• Experience – Leverage success coordinating 

ambulatory care 

• Growth – Strategic site identification and tool 

for attracting new patients

• Expansion – Enter new markets, focus new 

markets

• New Model – Retail model staffed by 

Advanced Practice Providers

• Training – Investment in talent development 

program

• Capacity Management – Analytics-driven 

approach to align growth and resourcing



Retail Health

Traditional ED

+ Easier to Access

+ Less Waiting Time

+ More Comfortable

+ Modern Conveniences (WIFI, coffee bar, etc.)

+ Low Cost to Patient

+ Clean and Modern

- Hard to Navigate

- Long Waiting Time

- Uncomfortable

- Little Conveniences to Patients/Visitors

- High Cost to Patient

- Outdated and Have a Feeling of Being Rundown



Innovative

Dedicated

Passionate

Team-focused

Client Service

Camaraderie

Cohesion

Trust

Accountability

Understanding

Alignment

Mutual Respect

Integrity

Commitment

Competence

Teamwork

Results

Empathy

Communication

Attitude

Teamwork

Positive Outlook

Professionalism

Initiative

Flexibility
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CLIENT KEY PLAYERS
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REDUCED:

Defects

O

Waiting

N

T

I

M

Extra Processing

Design as a “Kit of Parts”

• Glass Logo Wall

• Sliding Doors

• Millwork
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Landlords

SCHEDULE & 

COST RISKS

REDUCED:

D

Over-Production

W

Non-Utilized Talent

T

I

M
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Cost Certainty

Trade Partner Onboarding

+ Cost Benchmarking and 

Baselining

+ Consistent Management 

and Oversight Staff

+ Trade Partner 

Continuation from one 

Project to the Next 



Pre-Construction Checklist

+ Trade Partners and Engineers 

On Site During Lease 

Negotiations

+ Review of  Electrical Systems 

for X-Ray Equipment

+ Trace Out Existing Plumbing 

Line

+ Samples of  Storefront Framing 

for Color Match



Choosing by Advantages 

+ Signage Behind Desk

+ Furniture Systems Vs. 

Traditional Millwork

+ Light Fixture Selections

+ Main Entrance Storefront 

Location 



REDUCED:

Defects

Over-Production

Waiting

Non-Utilized Talent

T

Inventory

M

Extra Processing

Consistent Trade Partner 

Team

• Eliminate RFIs

• Reduce Change Orders

Eliminate Waste



• Mutually Agreed Upon Project Partners

• Repetitive Projects, No Rebidding

• Each Project Had A Similar Target Value

• Material Selections with a Purpose

• Clear and Decisive Direction Given

• Savings Returned to Bottom Line
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+ $1.95M Dropped to Bottom 

Line – 12 Projects

+ Over 30 Innovations Carried 

Forward

+ All Sites Went Live On Time 
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Cost Certainty

Schedule Certainty

Standardization

Innovation

Enjoyable Process

Profit for All



• Can a GMP with the right Team Culture be as 

effective as an IFOA?

• Does project size matter?

• How can we get away from “doing” Lean to a 

state of  “being” Lean?

• What role does the Owner play on this team?



Design (9 
months)

Bid/Budget 
(2 months)

Value 
Engineering 
(2-3 months)

Onboard 
the Team (2 

months)

Understand 
Program (2 

months)

Validation 
Study (1 
month)

Traditional Process:

- 13-14 months

- $5M-$6M design fees

- Value Engineering 

Waste (redesign)

Lean Process:

- 5 months

- $500K design fees

- True understanding of  

budget



© LEAN CONSTRUCTION INSTITUTE

T H E  A B C S  O F  L E A N :  T R A N S F O R M A T I O N  T H R O U G H  A C T I O N S ,  B E S T  P R A C T I C E S A N D  C O A C H I N G
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