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Our Secret Weapon 
Against Our Most Difficult Challenges



“If you guys aren’t rolling in 
money during this housing 
market you never will.”

--John Hickenlooper, Governor of Colorado
March 28, 2016

Are you?  

What is wrong with this recovery? 



Business conditions are tough, 
even during the recovery. 
Our after-tax margins are in the 
3%-4% range. 
Source: The Cost of Doing Business Study, 2016 

Edition, NAHB, used with permission.

How hard is it to make a 1% 
mistake?
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What is wrong with this recovery? 



What is wrong with this recovery? 

In light of low margins, 
high leverage becomes 
our only option.

But high leverage is 
what makes our 
industry so precarious.



What is wrong with this recovery? 

Can your company, let alone a 
small builder like Thrive, tackle 
these seemingly intractable 
problems?

We think so.
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financing partner
s



Thrive is a niche builder in Denver.
• New Urbanist.

• Largest “for sale” affordable builder.

• Production-built zero energy homes.

• 200 townhomes and single family.

Our Story



We have built great 
homes for years.

But we have not yet 
built a great company.

Our Story



Our Story

Every issue could be a management initiative.

In a survey of 1500 executives in 15 countries, 
IBM found that 60% of major projects fail.

IBM Global Study, 10/14/08, http://www-
03.ibm.com/press/us/en/pressrelease/25492.wss

After 24 years of “top-down” 
initiatives that failed, we have 
chosen a different path.
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We believe that the answer lies 
within our own people—fully 
engaged and empowered.

In the US and Canada only 29% of 
workers are engaged at work, 
54% not engaged and 18% 
actively disengaged.
State of the Global Workplace, Gallup, 2013, gallup.com

J.D. Schulze, Project Manager; Bill Rectanus, VP Operations

Our Story



Our Story

But first, they have to trust us.
“We know that among the tragic 
legacies of the past decade’s 
catastrophic meltdown was a 
profound loss of trust.

Will a 20-year-old today choose to 
…enter a career that sheds 65% of 
its workers every 10 years or so?”

--John McManus, Builder, August 2015



Perhaps an even better 
question is:
“How engaged will a 40 or 50-

year-old be in a career that he 
knows will use him up in the 
good times and will throw him 
overboard at the first sign of 
trouble?”
I simply do not want to be that 
builder…again.

David Eis, Project Manager

Our Story



Our Story

“Will you help me build a company with the 
financial strength to overcome all market 
conditions?”

The question that has galvanized our people 
in a common cause that really matters.Joel Richmond, Project Manager



The One-Page Business Plan

It all started with getting 
everybody on the same page.

Literally.  
The One-Page Business Plan.



The top is about us.
“We are a force for good because 
we make our customers, associates 
and partners THRIVE.”

“By 2020 build the financial strength 
to prevail over all market conditions.”

2016 THEME

TO PROFITABLY BUILD EFFICIENT, HEALTHY AND LOCAL 
HOMES 

WITH A FULLY ENGAGED TEAM AND HAVE FUN DOING IT.
Vision Mission Strategy Mantr

a
Values Goals

We are a force 
for good 

because we 
make our 

customers, 
associates and 

partners 
THRIVE.

By 2020 build 
the financial 
strength to 

prevail over all 
market 

conditions.

Set a 
new 

standard 
for how 
home 

improves 
life.

Be a 
company 

worth 
believing 

in.

Competitive:
Because of our 

operational 
excellence and 

value.

Preferred:
Stemming from our 

local roots, our 
excellent people and 
partners genuinely 

care.

Sought After: For 
building the 

healthiest, most 
efficient homes.

Alway
s do 
the 
right 
thing.

Collaboration

Empowerme
nt

Integrity

Service

Performance

Attain the 
highest AVID 
Scores in our 
market area.

Retain 
earnings of 
$10 million 
and liquid 

assets of $3 
million by 

2020.

The One-Page Business Plan



The top is about us.

“Set a new standard for how home 
improves life.”

“Be a company worth believing in.”

2016 THEME

TO PROFITABLY BUILD EFFICIENT, HEALTHY AND LOCAL HOMES 

WITH A FULLY ENGAGED TEAM AND HAVE FUN DOING IT.

Vision Mission Strategy Mantra Values Goals
We are a force for 
good because we 

make our 
customers, 

associates and 
partners THRIVE.

By 2020 build the 
financial strength 
to prevail over all 

market conditions.

Set a new 
standard 
for how 
home 

improves 
life.

Be a 
company 

worth 
believing 

in.

Competitive: Because 
of our operational 

excellence and value.

Preferred: Stemming 
from our local roots, our 

excellent people and 
partners genuinely care.

Sought After: For 
building the healthiest, 
most efficient homes.

Always 
do the 
right 
thing.

Collaboration

Empowerment

Integrity

Service

Performance

Attain the highest 
AVID Scores in 

our market area.

Retain earnings 
of $10 million and 

liquid assets of 
$3 million by 

2020.

The One-Page Business Plan



A Mantra you can remember 
and believe in.  

“Always do the right thing.”

2016 THEME

TO PROFITABLY BUILD EFFICIENT, HEALTHY AND LOCAL HOMES 

WITH A FULLY ENGAGED TEAM AND HAVE FUN DOING IT.

Vision Mission Strategy Mantra Values Goals
We are a force for 
good because we 

make our 
customers, 

associates and 
partners THRIVE.

By 2020 build the 
financial strength 
to prevail over all 

market conditions.

Set a new 
standard 
for how 
home 

improves 
life.

Be a 
company 

worth 
believing 

in.

Competitive: Because 
of our operational 

excellence and value.

Preferred: Stemming 
from our local roots, our 

excellent people and 
partners genuinely care.

Sought After: For 
building the healthiest, 
most efficient homes.

Always 
do the 
right 
thing.

Collaboration

Empowerment

Integrity

Service

Performance

Attain the highest 
AVID Scores in 

our market area.

Retain earnings 
of $10 million and 

liquid assets of 
$3 million by 

2020.

The One-Page Business Plan



The middle gets specific with 
annual financial goals and 
Standards of Excellence.

By connecting the dots 
between financial health and 
job security, “profit” is not a 
bad word.

Standards of Excellence 2016 Annual Goals
I am a leader who:

 Leads with passion, inspiration, 
consistency and follow-through.

 Believes I am the primary source of 
confidence, motivation, hope, and 
certainty in my associates’ ability to 
thrive. 

 Demonstrates through my words and 
actions that I am committed to building 
great homes and a great company. 

 Operates as a strategic partner for my 
company.

 Believes that every associate and 
customer deserves the best version of 
me. 

 Possesses a high level of certainty in our 
ability to achieve our goals and set 
ourselves apart from our competitors. 

 Has the passion to master our processes 
and products. 

 Understands my associates and 
celebrates their accomplishments. 

 Believes my growth is my scorecard.

 Accomplish product development, 
marketing and construction startup of 
new projects.

 Improve “above the line thinking” in 
every area of our company.

 Develop 2017 Business Plan through 
open book management.

 2016 Metrics:
o Presell 50 homes
o Sell 290 homes. 
o Close 220 homes. 
o Carryover into 2017 190 

backlog homes.  
o After tax profit of 7%
o Retained earnings of $6 

million
o Year-end cash of $1.2 

million

The One-Page Business Plan



The bottom is about the 
individual—quarterly, monthly and 
weekly goals and “to-do” lists.

The idea is that if we do a good 
job of breaking down our tasks, all 
we have to concentrate on is 
what needs to happen this week.

The One-Page Business Plan



The weekly Huddle, End with a 
Win and Gratitude.
The huddle is the update of 
weekly tasks.  How did I do last 
week?  What’s next?
Remember to celebrate wins 
and step back.  We have much 
to be grateful for.

Jenna’s team

The One-Page Business Plan



Open Book Management   
• Transparency—sharing 

financials; good and bad.
• Education—every Thriver

reads and understands our 
balance sheet and income 
statement for their project 
and the company.

Open Book Management



Open Book Management

“When people set their own targets, 
they usually hit them.”—Jack Stack, 
The Great Game of Business

“Games”—Front-line driven efforts to 
shorten cycle time, revise our paper 
chase and tighten our scopes of 
work…and volunteers and ideas 
every week for the next Game.



Our 2017 Plan starts now…with everyone.
• Lot purchases
• Sales projections
• Bonus plans
• Cycle time
• Budget variances
• Costs

…every voice matters.
50 minds are better than one. It takes 
time.  It’s messy.  
But when we are done, change actually 
happens.

Every Person Matters.  Every Voice Is Heard.



It’s as if our people have been 
told to play their position but 
nobody ever taught them the 
rules of the game.

Now it’s the difference between 
not just understanding the 
game, but mastering it.

And for me….

Every Person Matters.  Every Voice Is Heard.


