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Snazime se rozjet novy a v Cesku
neobvykly model

We are trying to launch a new and
unusual model in the Czech Republic

Tento v Ceské republice ne-
zvykly byznys model razi sku-
pina Unitrex v celes Ing. Jakubem
Novakem.

tri roky jako Ur ?if-f'rJIJ'

C Zzeni skupi edchazelo?
Od roku 2012 se vénu]eme ze-
jména projektim logistického charakteru, pra-
myslovym stavbam a stavbam obchodnich
ploch. V letech 2012 a 2013 jsme zalozili dvé
firmy, Unitrex Management a Unitrex Con-
struction. Nejdfive jsme poskytovali vyhradné
technické a projektové fizeni, technicky dozor
a cenova fizeni. Postupné se ukazalo, Ze by
byla vyhoda k projektovému fizeni doplnit jesté
stavebni divizi. Mnohé spoleénosti, jimz jsme
poskytovali sluzby projektového fizeni, mély
zajem na tom, abychom pro né realizovali
stavby na kli¢. V roce 2019 vznikla matefskd
spole¢nost Unitrex Group, s. r. 0., s cilem za-
stfesit obé tyto spolecnosti. Jsme na trhu vice
nez 10 let a opirame se o zkusenosti lidi, kteff
ve stavebnictvi ptisobi cely Zivot. Nasi kolegové
maji praxi mnohdy i deli nez 30 let, patficné
vzdélani - a své zkusenosti rozvijeji dale v sou-
ladu s pozadavky trhu. Zaméstnavame jen
profesionaly, hotové lidi, co stavafiné rozu-
méji.

Jakym zplusobem poskytujete své sluzby?

Napfiklad nas kontaktuje investor, ktery kou-
pil historické objekty s tim, Ze je chce presta-
vét na obchodni plochy. Ma vizi, ale potiebuje
technicky zdatného partnera, ktery mu s pre-
stavbou projektu pomuze. To se tyka vétsiny
projektd, na nichz spolupracujeme. Klienti vy-
Zaduijf partnera, aby viechny jednotlivé ¢lanky
projektu véetné dodavatell a poskytovatelt
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sluzeb koordinoval a fidil. To je zcela
bézny model, k némuz my navic pfi-
davame i zajisténi vystavby na kli¢.
Propojujeme projektové fizeni i vy-
stavbu v jednu sluzbu. Mnoho klien-
tu toto feseni preferuje. Casto jsou
nasimi klienty mezinarodni spolec-
nosti, které nemaji v Cechach pFilis

m velky tym a neni v jejich moznostech

to zabezpecit bez velkého nartstu admini-
strativy. Potfebuji nékoho, kdo jejich projekt
odfidi a idealné i postavi, aby s tim neméli v-
bec zddnou starost. Je to v podstaté dodavka
veskerych sluzeb a vystavby ,na klic".
Jakou formou predkladate klientum sveé nabidky?
Pokud je dokoncena projektovd dokumentace,
obdrzi klient jednu do detailu rozclenénou na-
bidku, kde jsou patrné viechny podrobné
udaje predkladané nabidky. Snazime se rozvi-
jet v Ceské republice neobvykly model, v némz
Unitrex klientovi garantuje stavbu na kli¢ jako
generdlni dodavatel, ale zaroven klientovi
pfedkladame skute¢né naklady navysené
o pfedem dohodnutou cenovou pfirazku (tzv.
model open book). Klient muize ovlivnit vybér
jednotlivych subdodavateld stavby, se kterymi
pak na projektu spolupracujeme.

el neni v Cesku bézny

Rikate, ze tento mod

kde jste se inspiroval?

Inspiroval jsem se svou dosavadni praxi a spo-
lupraci se zahraniénimi klienty. Ve stavebnic-
tvi se pohybuji cely Zivot a znam stranu in-
vestora i generdlniho dodavatele. Vnimam
pozadavky obou stran a vim, jak obé strany
pfemysleji a ¢eho chtéji dosdhnout. V nasem
modelu jsme tyto dva pohledy zkombinovali.
Nasim cilem je transparentné ukazat investo-
rovi skutecné naklady, tim mu poskytnout

i zahraniénich investoru:
a garance klientovi

daleko lepsi pfehled o projektu a s tim souvi-
sejici vy33i miru kontroly nad projektem.

o TS
Ano, nedavno jsme dokonéth na tomto modelu
zaloZeny projekt s jednou zahraniéni spolec-
nostf, ktera nas pfistup velmi ocenila. Libila se
ji transparentnost, dale fakt, ze nic neskry-
vame, a piedem jasné nastavend pravidla spo-
luprace. Setkavame se se situaci, ze néktefiin-
vestofi, jejichZz primarni zaméfeni je mimo
stavebnictvi, maji despekt vGci fungovani Ce-
ského stavebniho trhu. Pravé pro tento typ
investora je nas model pfinosny.

Pakud ale fig
Pokud ale figurujete

tak byste mél

karet, je to tak’

Mohlo by se zdat, Ze tento postup neni pro
generdlniho dodavatele vyhodny, ale na dru-
hou stranu jelikoz fungujeme i jako projektovy
manazer pro spoustu klientd, tak vime, ze klient
transparentnost uvitd. To ndm otevird dvere
i k tém, ktefi chtéji mit plnou kontrolu nad
projekty, které realizuji. Klient bude mit dplny
prehled o nakladech na jednotlivé subdoda-
vatele stavby, ale i o nakladech na nase sluzby
- a tim jsme jini. Nechceme nic skryvat a jsme
otevieni, ¢imz s klienty budujeme vztahy za-
lozené na vzdjemné divére.

V ¢em vidite vyhody tohoto modelu?

My jako firma vime, kolik musime vydélat, aby-
chom pokryli nase provozni naklady a pfimé-
feny zisk. Domnivame se, Ze v této rozkolisané
dobeé by tento model mohl oslovit klienty, ktefi
potfebuiji stavét, ale zarover nedivéfuji sta-
vebnimu trhu. Razime vizi vSe ukazovat dosta-
teéné jasné, transparentné, jednoduse a nedé-
lat véci zbytecné komplikované. PR



The non-traditional approach

is gaining popularity among

client guarantees.

This business model, which is unusual in the
Czech Republic, is being developed by the
Unitrex group, led by Ing. Jakub Novak.

You have been in the market since 2012, but
only three years as the Unitrex Group. What
preceded the establishing of the group?
Since 2012, we have been focusing mainly
on logistics projects, industrial buildings and
retail buildings. In 2012 and 2013, we estab-
lished two companies, Unitrex Management
and Unitrex Construction. At first, we pro-
vided exclusively technical and project man-
agement, technical supervision and price
management. Gradually, it turned out that
it would be an advantage to add a building
division to the project management. Many
companies that we provided with project
management services were interested in
having turnkey constructions implemented
for them. In 2019, the holding company Uni-
trex Group s.r.o. was established in order to
cover both of these companies under one
umbrella. We have been in the market for
more than 10 years and rely on the experi-
ence of people who have been working in
the building industry all their lives. Our col-
leagues often have more than 30 years of
experience, appropriate education - and
further develop their experience in accor-
dance with market requirements. We only
employ professionals, ready-made people
who understand construction.

How do you provide your services?

We get, for instance, contacted by an in-
vestor who bought historic buildings and
wants to convert them into a shopping cen-
tre. He has a vision, but he needs a techni-
cally skilled partner to help him convert the
project. This applies to most of the projects
we work on. Clients require a partner in order
to coordinate and manage all individual parts
of the project, including suppliers and ser-
vice providers. This is a very common model,
to which we also add turnkey construction.
We combine project management and con-
struction in one service. Many clients prefer
this solution. Our clients are often interna-

tional companies that do not have a very
large team in the Czech Republic and it is not
in their power to ensure this without a large
increase in administration. They need some-
one to take care of their project and ideally
build it so that they don't have to worry
about it at all. It is basically a ‘turnkey’ de-
livery of all services and construction.

In what form do you submit your offers to
clients?

If the project documentation is completed,
the client receives one detailed offer with all
the detailed data of the submitted offer visi-
ble. We are trying to develop an unusual
model in the Czech Republic, where Unitrex
guarantees the client turnkey construction as
a general contractor, but at the same time we
present the client with real costs increased by
a pre-agreed price surcharge (so-called open
book model). The client can influence the se-
lection of individual construction subcontrac-
tors with whom we eventually cooperate on
the project.

You say that this model is not common in the
Czech Republic. Where were you inspired?

I was inspired by my previous experience and
cooperation with foreign clients. | have been
working in building industry all my life and
I know the side of the investor as well as the
general contractor. | perceive the demands of
both parties and I know how both parties think
and what they want to achieve. As for our
model, we have combined these two views.
Our goal is to transparently show the investor
the real costs and thus gain a much better
overview of the project and the associated
greater degree of control over the project.
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Do clients appreciate such an open approach?
Yes, we have recently completed a project
based on this model with one foreign com-
pany that greatly appreciated our approach.
They liked the transparency and the fact that
we do not hide anything as well as the clearly
set rules for cooperation. We encounter a sit-
uation that some investors, whose primary
focus is outside the building industry, have re-
spect for the functioning of the Czech build-
ing market. It is this type of investor that our
model is beneficial for.

But if you act as a general contractor, you
should be interested in not revealing your
cards, is that right?

It may seem that this approach is not advanta-
geous for the general contractor, but, on the
other hand, since we also act as a project man-
ager for many clients, we know that the clients
welcome transparency. This also opens the door
for clients who want to have full control over the
projects they implement. The client will have
a complete overview of the costs of individual
subcontractors, but also the costs of our ser-
vices - and that is where we differ. We do not
want to hide anything and we are open, thus
building relationships based on mutual trust.

Where do you see the benefits of this model?
As a company, we know how much we need
to earn to cover our operating costs and a rea-
sonable profit. We believe that, in these volatile
times, this model could appeal to clients who
need to build but do not trust the building mar-
ket. We promote a vision of showing everything
clearly enough, transparently, simply and not
making things unnecessarily complicated.
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