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Sensient CEO Kenneth Manning
mixes technology from 30
countries to meet the huge demand
for unique colors and flavors
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Greg Sorrentino desaribes how this struggling
construction company got badk on its feet and jumped
ahead of the competition. Michael Sharkey reports.

Ideal Contracting

t took Greg Sarrenting months to decide poor reputation, lack of a business plan, and
lemhur or not to accept the job as VI sigmificant budger deficie didn't.

and GM of Detroit, Michigan's [deal
Contracting, the industrial design-build amm of In the end, Somentino couldn't pass up the
$170 million Ideal Group. The opporunity 1o chance o pur his knowledge of the industry and
take the reims of a business theilled him. Tdeals years of expericnce 1o the test. “A Lot of &L I[‘lL'
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thought | was crzy,” Sormentino said. *1 had a
grear job, and 1 was very happy. But | always
wondered if 1 could build a company from the
grovncd up, and thar was basically the opportuni-
ty | was given at [deal.”

It was 2001, and Ideal was coming off a year in
which it lost more than $600,000. Sorenrino
immediately let go of seven of the company’s
nine employes, inchxding the president. He pur
topether a set of standands for new hires and
crfted a business plan that focused on going
after small inchstrial projects and quick response
industrial jobs. The goal, he said, was to get the
business to 325 million in revenue by 2006,

Five years later, thanks to an aggressive restnuc-
turing, a rejuvenated culture, and innovative
lean construction techniques, ldeal has moved
up the ladder become the 12th basest contractor
in Michigan, penerating nearly $100 million in
revenue. And according to Somenting, the com-
pany has the porential to reach the $200 million
mark within the next few years.

HIF wee stay at 5100 million or go back down

to 550 million, I'd still be happy” he said.
“What's important is that we've ereated @ busi-
ness that provides people with meaningtul jobs
and careers. We have happy and motivatsd
employees, and in mm, we have satisfied cus-
tomers. We're doing what's right for our people
and our customens—thats whats important.
The rest will rake care of iself.”

Big break

The big break came just six months into
Somrenting’s tenure when he put in Ideal’s bid
om a long-tenm conmact with General Motors,
With the successful bid, Ideal was marntead
4 million worth of GM projects per year. But
the reformed Ideal ream proved is mettle early
on, and ended up eaming more than $18 mil-
lion wiorth of GM projects in the first year of
the contract.

O its first major project with GM, a 400,000-
squere-foot office building, Ideal completed work
I'.IL‘HI']."r" th.l'L"L‘ 1TH.'||“.|15 H L'HLI Uf Rﬁuﬂuﬂu, '-.[-].'I.L“

key, Somentino said, was working smarter by tak-
ing a lean construction approach, starting with
the design process, Ideal looked for any areas

ine which it could eliminare waste and creare
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value-engineerad swvings. The company worked
closely with GM, its architects, and subcontrac-
tors to meet their exact specifications for the
project and remove any potential problems in
the planning stages.

“Omany job, change orders typically account

for 10% to 15% of the work,” Sormentino said,
“These changes take time and money, By giving
the customer what they want the first time, we're
able to avoid those experses. We've worked hard
ar that, and on all of our major projects with
GM, we've had zero change orders.”

Once Ideal established iself with GM, the
number of jobs with the Detroit automaker
started to add up. Since 2001, Ideal has won
more than $100 million worth of projects
with GM, helping the slumping construction
company re-establish its reputation and win
NEW Customers,

Virtual world

In 2004, Tdeal took irs lean construction process
to the next level, Through a partnership with
Gihafani, a leading Dearbom, Michigan architec-
tural firm, ldeal adapted an innovative 3D
micleling system.

While 31 modeling is nothing new to the
building and design industry, [deal and Ghafan
adapred a product that not only allows users 1o
design the core walls, windows, and doos of a
building, they can also input its entine infrastrc-
ture, including electrical lines, HVAC pipes ard
ducts, water lines, tusses, and beams.,

In the mradivional 2D world, engineers hope that
when these lines intersect on paper, they dor’t
intersect in real life—a problem that requires a
significant mvestment of time and money o fix.
The ldeal/Ghatari system takes all of the puess-
work out of the equation. The rechnology alers
users with an advanced collision detecrion sys-
tem, allowing engineers to make modifications
well before o job ever begins,

Because the 30 model is o precise, builders

and subcontrctons am also pre-fabricare all of
their parts, eliminating on-site fabrication and
trim work. The result is a cleaner, safer job that
requires fewer workers. And when all of the ben-
efits of the system and lean construction proces
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are added up, customens see substantal cost and
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with GM since the 31 system was introduced,
ldeal has saved the auto manufacturer more than
$28 million in construction costs and roughly
116 weeks in project time.

“All It Takes Is One Call & Your Troubles Are Gone™
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“Every project we've worked on for GM,
wie've managed to complete it ahead of
schedule,” Somrentino said. *And on every
new project they give us, they shorten the
schedule. Thar just means we have o work
harder 1o be more efficient and eliminate

waste.”

Working smarter

ldeal Contrmcting’s exemplary work on the
Gieneral Motors projects has resulted inthe
company being named GM's Supplier of the
Yeear four years nmning, Frank Venegas, Ir.,
chairman and CEO of the Ideal Group, said
the recogmition doesn't mean his company

will be resting on its bwrels anytime soon.

"The Supplicr of the Year Award inspirs us o
work srarter and look for value in whatever we
cho. Thiis honor requines a commitment 1o go
bevond today’s accomplishments, 1t is absolutely
critical that ldeal remeain focused on staying
ahead and being the best. Ideal’s continued
emphasis on technology, performance, and our
customers’ priorities will be what counts for our
families, our companies, our comumunities, and

our industry” =
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