
Universal Health Services, Inc. 



 

 

Á   26 Acute Care Hospitals 

Á  201 Behavioral Health Facilities 

Á     9 Outpatient Facilities & Surgical Hospitals 

236 Hospitals and Ambulatory Care Treatment          

Facilities: 

Facilities 



UHS operates facilities in 37 states, D.C. and Puerto Rico  



 2010 Net Revenue $5.6 Billion

Acute Care Services 

$3.8 billion (67%) 

Behavioral Health Services 

$1.75 billion (31%) 

Outpatient Treatment Centers  

$29 million (1%) 

Other  

$73 million (1%) 

Revenue 



Design & Construction 

How Can We Help You Grow? 

William R. Seed, Staff Vice President  
 



¾Pre Acquisition Assessment 
¾Capital Facility Upgrades 
¾Concept Design/Feasability 
¾Equipment Planning 
¾Construction Implementation 
¾Engineering Support 
¾Utility Cost Management 
¾Master Planning 

What We Do 



Å2007 $439 million   124 projects        

Å2008 $415 million  93  projects  

Å2009 $380 million  65 new projects 

Å2010 $319 million  35 new projects 

Å2011 $400 million  100 new projects  

Capital Project Spend  



Forget IPD 
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DESIGN*BID*BUILD 

What did you just Buy? 

 

 
$10MM Cost= $9MM + $1MM Profit 

 

$9MM Construction Cost 

 

 

 

 

Bid Day 



What did you just buy? 
1. Contentious partners whose primary focus is to get that profit back. 

2. Only what is indicated in the Bid Documents. 

3. Arguments, Delays, Change Orders. 

4. A Group of Trades who most likely have very little understanding of your 
needs, that  have never worked together. 
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What is in Cost? 
$9MM  =  $4.5MM Value + $4.5MM Waste 

 

   = $4.5MM Value + $2.25MM Unavoidable Waste +  
  $2.25MM Avoidable Waste 

    

   Avoidable Waste  

 incomplete information Duplicated effort 

 lack of design knowledge Significant Paperwork 

 misunderstanding design intent Rework 

 inappropriate scheduling Poor Work 

 poor logistics   Hunting, Gathering 

   Insufficient/Incorrect Material  

   Mismatched Systems 

   Unused Creativity  

 

    

 



How about we give the Trades the Profit 
and Incentivize them to Eliminate 

Avoidable Waste?  
   BID DAY 
$10MM Cost=  $1 MM Profit + $4.5MM Value + $2.25MM Unavoidable 

  Waste +$1.125MM Avoidable Waste 

 

  *Coordinated Collaboration Efforts 

  *Eliminate Changes and Waste 

  * Do the work right one time 

  * Empower the work force to decide 

   OPENING DAY 

   $8.875MM  
 

    

 



TEXOMA MEDICAL CENTER  
Conditions of Satisfaction  Results  
 

Åreduce cost by $4 millionï 
overall goal is $94 million 
 
 
Ådeliver project in 17 
monthsï november 2009. 
 
Åno punch list 
 
Åno injuries 
 
Åno rfiôs 
 
 
 
Åno change orders 
 
 
Åno rework 
 

  

ÅFinal construction cost was $97.9million 
Å$1.7 million in savings pool 
Å$7 million in value adds 
 

Åproject delivered first week in december 
despite 87 rain days 
 
Åno punch list at owner turn over  
 
ÅOnly 4 minor recordable injuries 
 
Å190 rfiôs 

Å40 related to early steel package 
Åmany were confirming 
 

Å$1.4 million in change orders 
Å$1.1 million was owner driven 
 

Årework greatly minimized through 
collaborative efforts 
 



 

 

 

Ever wonder : 

who decided to build Redundant Steam 
Systems? 

Why so many Fancy Doors? 

Why Custom Air Handlers? 

Why is the Roof System so Expensive? 

Who wrote the Duct Cleaning 
Specification? 

Why 6 Band no Hub Connectors? 

Why these Recessed Door Pockets? 

Why are these Details not Buildable? 

Why am I paying a Premium for 
Window Extrusions? 
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Real Trade Pricing 

Total Impact of Cost 

No Value Engineering 

 

ȣ!ÎÄ ÐÏÓÔÐÏÎÅ ÔÈÅ 
decision until the last 
responsible moment? 

ȣ'ÉÖÉÎÇ ÌÁÔÉÔÕÄÅ ÔÏ ÍÁËÅ 
the Value Decision while 

new issues pop up? 
 

What if you could pick? 
Good Better  Best 

Chillers 300 325 350 

Generators 200 
 

250 310 

Roof 50 60 70 

Wall System 100 110 120 

Flooring 5 7 9 

Glass 10 12 15 

Elevators 20 25 30 



HOW?     Trust! 
Form Team from the Start   Align Motives/shared intent 

Establish Target Value Design   talk straight/transparency  

Design to a Detailed Budget   talk straight/confront reality  

Set Based Design with Conceptual Estimator listen first/get better  

Take advantage of Trade Knowledge  capabilities/show loyalty  

Create a learning Innovative Environment Respect/ keep commitments 

Create B.H.A.G.    Clarify Expectations/extend trust 

Get Involved!!     Practice accountability/Deliver results 






