














OAKWOOD HOMES GSE STUD

Dynamic scheduling software flows simply from a single database
with defined solutions.

Scatt Saicke oversees he databases & Oalkwood. His tam
imported canmunity, modd and option data from the old
database (& wdl as manually built the Sapphirelatabase),
and one of the major benefits the team has seen already is
that Saucke @n ersure tat options that are unavailable
particular modds a even particular lots do rot gppear as
avalable to the tuyer. “It allows nme © presernt a lome
sales eople where they dan't have  think; says Sacke.
“For exanple, if it's a sone touse, | don't show them lrick
selections. They don’t need to see it.... So, now sales people
can cancertrate an sling the house. Sapphires mega
loaded wih option-rule @pacty and deep with abilities

in what it does.tlnever ceses b anaz e what it can do”

Ancther adrantage exendsbeyond just simple model op-
tions. Many builders must facemonotony lawsthat require
varietiesof elevationson the

sreetcgoe. At Oakwood, buyers

interested in lot 54 do ot getthe

option to choosethe Franklin

Modd if that hasbeensdected

for a rearby lot.

Even nmore dynamic is the
“option on an option” prob-
lem that builders face Brery
option has cansequerces in
pricing, production, and invoic-
ing. hange a mater doset ©
a walk-in ¢oset and that will

affect framing, door sizes, electrical outlet locations
and more. st from a sinple dhange. But if you
select an option on that option, aher databases do't
flow the information through for production and
change orders often get caught in the field when it is
too late and too expensive © adust essily.

In March 2009, @kwood @ame aut with a rew prod-
uct to meet austomer demad for smaller fomes

and better prices. The WebPro option allowed the
company to roll out the product before huilding a
modd. “We put t on our website and gave i to aur
sales people; White sys, ‘and tha plan accainted

for 60 percert of our dosings in 2009 whout ever
having a hysical pan.... We @n have renderings
and virtual tours in Sapphiredr plans that weve rever
adualy hbuilt”

The design interface does more than just let buyers cus-
tomize their home. They also can see how their changes
affect the price of the home. This feature is particularly
important in the desig cerier where there ae thousands
of options that can be overwhelming. Accading to &nna
Maxwell, who oversees two 10,000 guare-foot design
certers in Dernver and Colorado $rings, luyers @n now
sit & a nmonitor with a desig certer cansultant and work
through the ®lection proces sytemaically and, in real
time and real dollars, know the effect of their decisions. It
is dso possible to tie that information directly into a nort-
gage calculator, so they can see how their decisions affect
their monthly mortgage paymernts.

Previously, option sslections would be conpleted & the
sales ceter, using circle dieets hat then were hand-entered
into the Pharaoh software system the design center used.

A endor portal allows trades b keep track of job schdules and purchase oders
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A refined interface allows Oakwood Homes to transfer from production

homes with limited options to true custom home building.

Change orders or changes to options would come through
at different times requiring updating the database. If the
buyer showed up at the design center before the changes
had been entered, Maxwell and her staff would end up

not getting the pricing right or offering options that were
unavailable because of previous selections. The real-time
nature of Sapphire prevents this. Changes are entered in the
database and nowhere else.

Even so, option selection could be incredibly time consum-
ing and frustrating, if it weren't for another feature. “You
can hover your mouse over options and it will show you
renderings of what those options look like before you click,”
Maxwell says. “Buyers love it

The result can be seen in the bottom line. According to
Walker, the average buyer increased design center spend-
ing about $2,000. “We have so much trouble getting price,”
he says. “We can get them to spend it at the design center
with a 30 percent margin. It’s a way to raise prices without
raising prices.”

BETTER INFORMATION STREAMLINES PRODUCTION
Oakwood has gained even more efficiencies on the produc-
tion side. After implementing Sapphire in sales, on the web
and in the design center, Oakwood built portals for its
trade contractors to make it easier to interact and get
bidding, estimating, and invoicing. “We now post all the
plans on the website as soon as we issue IDs for the new
community;,” Walker says. “Trade contractors can download
the plans and print out just their sheets. They prepare the

estimates, enter the numbers to the bid request
forms generated by Sapphire and e-mail them back
to us to review prior them being uploaded to

the system.”

That implementation changed the turnaround
time for getting estimates on new plans from
about five weeks to two weeks. Plus, it didn’t
require Oakwood estimators to keep calling and
hounding trades for their data.

The seamlessness and lack of change-order prob-
lems has had another consequence. “Because the
documents are correct,” says Walker, “builders do
all the warranty and customer care” Homeowners
submit issues through the website; Oakwood con-
tacts them, and schedules an appointment. The
builder looks at the issues then sends them along
to the vendors. The turnaround time from initial
request to follow up is about four days.

FROM OPTIONS TO TRUE CUSTOMIZATION

The ease with which the new system handles change orders
and options created a new and unexpected dynamic for
Oakwood. In a market dominated by large, national build-
ers, Oakwood could now differentiate itself by offering
more options and even customization, while continuing to
deliver high customer satisfaction.

“We went from hoping to do regular change orders right to
be able to do custom change orders without any hiccups,”
says White. A typical scenario would involve a buyer who
likes a specific plan, but who wants a larger master suite
which wasn’t offered. Sales can take the request and submit
it to product development, which comes back with a draw-
ing. Purchasing delivers a price, and sales gives it to the
buyer. If the buyer agrees, sales makes the contract and the
custom change flows through the system seamlessly.

Oakwood can even roll out common requests as standard-
ized options and take them to market quicker.

REAL-TIME REPORTING PROVIDES CONTROL
Communication among staff and trades has streamlined
Oakwood’s operations. Engaging buyers at the emotional
level also helps the company improve sales and meet
customer expectations. But the backbone of a home build-
ing company is the accounting, purchasing, and manage-
ment functions that provide the necessary environment for




those other arenas to thrive. Without efficient accounting
processes, trades don’t get paid on time and their devotion
begins to waver, making it more difficult to deliver services.

According to Walker, the greatest benefit of Sapphire is that

it is a seamless system with a single database that “nobody

can get their fingerprinrs on.” On the accounting side, Sapphire
works with Microsoft Dynamics seamlessly as well. The
integration of the two databases is perfectly matched with

one field duplicating another.

For Oakwood, this meant that its switch from FAST to
Sapphire Build gave it the ability to take advantage of the
much more robust accounting and reporting mechanisms
of Microsoft Dynamics.

There is still only one data entry. Once the vendor is set up,

the accounts are automatically updated from Sapphire, so there
is no need to duplicate vendor set up. The same is true of
payments and journal entries. Oakwood established tem-
plates in Sapphire that automatically enter information in the
accounting system for things such as job costing.

Walker explains that Oakwood used to be on an even flow
production system but now uses an authorized start system.
Even so, the 47-day build schedule is tight and reliable. The
ease of the Sapphire system allows accounting, then, to do a
cash-flow forecast which most builders can’t do.

The use of Sapphire and vendor portals also has allowed the
accounting department to stop having to field calls from
vendors about when they will be paid. Walker elaborates.
“Instead of vendors coming to us to ask for information,

we drive everything out. When we first implemented, gas
was at $4, and we had vendors driving to get PO’s signed by
builders in the field. When the job is done, now they click
on the PO. We don’t have vendors driving around, and it
saves them money”

The lack of phone calls has helped free up the accounts
payable person to be able to execute the job, rather than
fielding inquiries.

The accounting system uses an easily managed reporting
mechanism that allows owners and managers to set up
dashboards, giving them the essential information they
need to manage the business while not overwhelming them
with information that is outside their key work areas. These

reports are set up automatically, and don’t require anybody
to pull them together on a weekly or monthly basis.
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All the data in Sapphire shows up-to-the minute conditions. That
makes job costing reports dead-on accurate.

FOR MORE INFORMATION

Sapphire Build provides integrated software solu-
tions for builders. Sapphire offers a unique, interactive
experience for home buyers and builders, allowing
builders to manage their complicated business by

the efficient sharing of information, clear workflow
management, improved customer relation experi-
ences, and simpler reporting.

To learn more about Sapphire Build, please visit the
website at www.sapphirebuild.com

You may also contact Jauko Vakiparta
400 TradeCenter

Suite 5900

Woburn, MA 01801
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SAPPHIRE Build




