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Pr o j e c t  b ui l d e r s  a r e  Au s t r a l i a '  s  a n s we r  t o  ma s s  p r o d uc t i o n o f 
h o us i n g .  O t h e r  c o u n t r i e s  h a v e  d o ne  i t  wi t h  p r e f a b r i c a t e d 
c o nc r e t e  a n d  h i g h- r i s e  f l a t s . Aus t r a l i a n s  ha v e  b e e n f o r t u na t e  t o 
d e v e l o p  a  s y s t e m b a s e d  o n v o l ume  ma r k e t i n g  a nd  c o nt r o l  o f 
subcontractors by standardising plans. Project builders are the
Henry Fords, Volkswagens and Toyotas of the housing i nd u s t r y . 

WHY ARE 'PROJECT BUILDERS' DIFFERENT?
Th e  p r o j e c t  b u i l d e r  s e e s  h o m e  b u i l d i n g  a s  a  v o l u me  b u s i n e s s , p ro du ci n g do z en s,
i f no t h un dr e ds  o f b ui ld i ng s a y ea r, wh er ea s  t he  ' c o t t a g e '  b u i l d e r  s e e s  e a c h  h o u s e 
a s  a  o n e - o f f  p r o j e c t .

Th e pro jec t bui lde r or ga nis es fo r v olu me  wi th an  an nua l mar ket in g strategy,
demonstration houses or villages, a sales force, teams of supervisors and
organised purchasing and accounting departments. Pr o j e c t  b u i l d e r s  a r e  mu l t i - 
mi l l i o n  d o l l a r  a  y e a r  b u s i n e s s e s .  T h e  c ot ta ge  bu il d er  may  tu rn  ov er  o n ly  a  fe w
h un dr ed  th ou s an d do l la rs  a year.

Pr o j e c t  b u i l d e r s  a r e  i n t e r e s t e d  i n  c o n t r o l , s t a n d a r d i s a t i o n  a n d  l i m i t i n g  t h e 
n u mb e r  o f  v a r i a t i o n s .  T h e i r  p r o f i t  i s  t o  b e  m a d e  i n  p us hi ng  th e max imum nu mb e r
o f st an d ar d mod el s, wi th  th e fe wes t variations, through the organisation, in the
shortest time. Cottage b u i l d e r s  a r e  i n t e r e s t e d  i n  b u i l d i n g  wh a t  t h e  i n d i v i d u a l 
c u s t o m e r  wa nt s. Pro je ct bui ld ers  ar e int ere st ed in bu ild ing  what  th ey 're  se ll ing ,
wh i c h  h o p e f u l l y  l o t s  o f  c u s t o me r s  wa n t .

Th e s u c ce s s f ul  p ro j e c t b u i ld e r s  h a v e  c a r ve d  o ut  a  se g me nt  i n  t h e  ma r k et  p l ac e ,
o r ga n i s ed  t h ems e lv e s  to  s e rv i c e  t h a t  ma r ke t  s eg me n t, a nd  a re  in te r es te d i n fi g ht in g
o ff  c omp et it o rs  who  wa nt  to  t ak e  a wa y  s ome o f th e ir  mar k et  s h ar e. Th ei r b us in es s 
mot iv es  ar e t ho se  o f  a ny  me di um- siz ed  Au str al ian  bu si nes s. Th eir  ma rk et may  b e
ci ty -wi de, Sta te -wi de  o r  n at io n -wid e . Th e l ar ge s t co mp a ni es  ca n be  on e c omp a ny  i n 
a  ch a i n  o f  c omp a ni e s , s p a n ni n g  ma n y  as p e ct s  o f t h e  c o n s tr u c t io n  in d u s tr y , fr o m
f i na n c e , t h r ou g h  c o mmer c i a l a n d  i n d u st r i al  development, building materials
supplies, to home building.

Having them build a house for you is, in principle, no different from buying a
car. You inspect the demonstration model, select o p ti o n a l e x t ra s , a g r e e a  d el i v e ry 
p r ic e  t o y o u r l a nd , a nd  s i t b a c k t o  wa it  fo r t he  ke y t o the  fr on t d oor . The  di ff ere nce 
is  t hat  yo ur  ho use  i s a s se mb l ed  o n  s i t e, wh il e  y ou r  c ar  i s  b u i lt  i n  a  f a ct o r y , n o t  i n 
y o ur  g a r a g e . B u t  t h e  s a m e  r u l e s  o f  t h e  g a me  a p p l y  f o r  b o t h  p r o d u c t s .
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STANDARD HOUSES, STANDARD PLANS,
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To  ma k e  t h e  s y s t e m wo r k  p r o j e c t  b u i l d e r s  mu s t  s t a n d a r d i s e  a l l  elements of the
construction, and work to standard plans with only l i m i t e d  o p t i o n a l  e x t r a s .

Th es e o pti on s will  i ncl ude  e xtr a r oo ms, va ri ati ons  i n f loo r and  wa ll  t i l e s , t h e 
o p p o r t u n i t y  t o  a d d  a n  e x t r a  b a t h r o o m,  a  c a r p o r t , e t c ., b u t  no t to re- ar ran ge th e p lan 
be yo nd limit s s et by  th e b ui lde r. Th ey may , i n  v e r y  s p e c ia l  ci r c u ms t a n ce s , be  mo re 
f l ex i b l e, b u t t h es e  a re  t h e exceptions that prove the rule 'stay with the company
standards, or p r o d u c t i o n  c o s t s  a n d  q u a l i t y  c o n t r o l  g o e s  wr o n g '.

Fo r t h e  c u s t ome r , t h i s ma y  a t  t ime s  be  f ru s t r at i n g . Bu t  t h e n  we  wou ld n't  b e
t hi nk in g  o f a sk in g f or  a  Ho nd a Acc or d  d as hb o ar d o n a Holden Commodore. Just as
in the car industry, project builders b or ro w i de as  fr om e a ch  o t he r's p ro du c t. But 
t he y us u al ly  wo n't a gr ee  t o  c u s t o me r s  wa n t i n g  t o  r e d e s i g n  t h e  b a t h r o o m o r  t h e 
r o o f . Th e  p r o j e c t  b u i l d e r  i s  t h e r e  t o  p r o d u c e  y o u  a  s t a n d a r d  h o u s e  w i t h 
o p t i o n a l  e x t r a s ,  u s u a l l y  a t  a  c o s t  b e l o w  w h a t  a  c o t t a g e  b u i l d e r  w o u l d  o f f e r 
f o r  t h e  s a m e  v o l u m e  o f  s p a c e  a n d  q u a l i t y  o f  finish.

The exception to this rule usually arises when the standard plan d o e s n ' t  a d a p t 
w e l l  t o  t h e  s l o p e  a n d  s h a p e  o f  y o u r  l a n d ,  a n d  f o u n d a t i o n  a n d  u n d e r f l o o r  c o s t s 
b e c o me  e x c e s s i v e .  On  s u c h  l a n d , the cottage builder often has a competitive edge
because of the f l e x i b i l i t y  o f  h i s  d r a f t i n g  s e r v i c e  t o  d e s i g n  a  h o u s e  t h a t  m o r e 
e f f i c i e n t l y  a d a p t s  t o  t h e  s t e e p n e s s .

Yo u n e e d t o  ta k e  t h i s  i n t o  a c c o un t  whe n  ap p r o ac h i n g t h e  p r o j ec t  bu i l d er . The i r 
p l an s  h av e  u su a l ly  b e en  d e si g n e d f o r  l e v el  o r  mo d erately sloping land.
The y ha v e al s o be en  de si g ne d to  lo ok  di ff er e nt  f r om t he  co mp e ti tio n. In many c ases,
dif ferenc es of style and la yout will be  super ficial . Mo st  p r oj e c t  h o mes  c a n b e 
r e du c e d  t o  l es s  th a n  a d o z en  o r  s o  b as i c  pl an nin g l ay out s, an d a n e qu al numbe r o f
ov er all  ge ometr ic vo lumes. Beyond that, the differences are in materials,
decorative details, wi n d o ws  a n d  i n t e r i o r  f i t me n t s , i .e . t h e  a p p e a r a n c e .

Th es e s tyl is tic  di ff ere nce s are  of te n i mpo rt ant  to  u s, as a hou se is  a s ymbo l o f ou r 
l if es ty l e, a n d th us  of  h o w we  f e el  a b ou t wh o  we a re . Ju s t as  wi th  c a rs , i t is  o f te n t he 
a pp ea ra n ce  r a th er  t h an  d i ff er en c es  i n  m e c h a n i c s  t h a t  p e r s u a d e s  u s  t o  b u y . 

Knowing the basic planning formats can help you be aware that y ou  a re 
a ct ua ll y  c omp ar in g l ik e wit h li k e, e v en  t ho u gh  t h e sa le s ma n wi l l  c l a i m h i s 
c o m p a n y ' s  p r o d u c t  i s  u n i q u e .

Opposite are the basic planning formats for many project homes.
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Basi c f ormat s f or pr oject
home pl ans
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SEEING IS BELIEVING, OR IS IT?
Th e p r o je c t  bu i l de r  wil l  h av e  b ro c h u re s , g l o s sy  o r  s t r a ig h t f or wa rd , i l l u s t r a t i n g  t h e 
r a n g e  o f  h o u s e s  o f f e r e d  f o r  s a l e ,  t h e  v a r i e t y  o f  o p t i o n a l  e x t r a s  a n d  w h y  y o u 
s h o u l d  b u y .  Th e y  m a y  o r  ma y  n o t  inc lude c ost. I n time s of moderat e to h igh
inf lation , cost s may change  su ff ici ent ly  qu ick ly  to  re qu ire  ad ju stment  o f h ous e pri ces 
ev er y t hre e t o  s i x  mo n t h s . 

In  a ddi tio n, on  si te  co sts , suc h a s exc ava ti ons , f oo tin gs, f oun dat io n walls,
sewerage or septic, water and electrical connections, storm-wa t e r  g r o u n d wo r k s ,
d r i v e s , p a t h s  a n d  s t e p s , wi l l  p r o b a b l y  n o t  b e  i nc lu de d  i n t he  p ri c e. Th es e ma y  v ar y 
s ig ni fi c an tl y  f ro m s it e t o si te , an d eve n f ro m c oun ci l a rea  t o c oun ci l a rea . Pro jec t
bu il der s wil l o nly  q u ot e  t he s e  on - s it e  c os t s  af t e r  y o u  ha v e  c h o s en  a  mo d e l , t h e y
h a ve  i n sp e c t ed  y ou r  l an d , an d  i n s o me c a se s , yo u  h av e  p ai d  a  d e p os i t  to  c o ve r  t he i r 
c o st s  i n g e t ti n g  y o u  to  t h e n e x t s t a ge , th a t  of  h a vi n g  th e  p l a n s  d r a wn  f o r  c o u n c i l .

Ge tt i n g  t o  t hi s  ne x t  st a g e  ma y  in v o l ve  a  s e s s io n  wit h  t he  p r oj e c t b u i ld e r 's
d r af t i n g s e r vi c e , o r  in  s o me  c a se s  wit h  th e i r  s t a f f a r c hi t e c t, o r  t h e  a r c h i t e c t u r a l 
f i r m t h e y  h a v e  r e t a i n e d  t o  d e s i g n  t h e i r  h o u s e s . The sales representatives will
probably be present at this session, partly to see that you don't talk the
draughtsperson or architect into any thing that i s not  compa ny pol icy. Or, if you do ,
he or she  can p ut a q u e s t i o n  ma r k  o n  i t  u n t i l  i t 's  c h e c k e d  wi t h  p r o d u c t i o n  s t a f f ,  o r 
t h e  bo ss .

Al l  o f  t h i s  a s s u m e s  t h a t  y o u  h a v e  i n s p e c t e d  t h e  d e m o n s t r a t i o n  model or
models, discussed your needs and interests with the sales staff and accepted,
tacitly or implicitly, the quality of construction a n d  f i n i s h  i n  t h e  d e mo n s t r a t i o n 
h o u s e . 

As  t h e y  s a y , 'wh at  y o u s e e  i s  wha t  y ou  g et ', or  a t  l e a s t y o u  h o p e i t  is. In the vast
majority of cases it is, but just as with architects and c o t t a g e  b u i l d e r s ,  t h i n g s 
s o m e t i me s  g o  wr o n g .

CHECKING THE COMPANY OUT
Ag a i n  c u s t o me r s  a r e  a l wa y s  t h e  b e s t  s o u r c e  o f  o p i n i o n  a b o u t  p e rf o r man c e .

You can probably get a list of addresses from the sales staff of r e c e n t  h o u s e s 
t h e y  h a v e  c o mp l e t e d .  D r i v e  b y  a n d  h a v e  a  l o o k . 

T r y  t a l k i n g  t o  t h e  o wn e r s  a b o u t  s u c h  t h i n g s  a s : 
• Va r i a t i o n  i n  c o n s t r u c t i o n  q u a l i t y  a n d  f i n i s h  f r o m t h e  d e mo n s t r a t i o n  m o d e l  t o 

t h e i r  h o u s e . 
• How the house has stood up to wear and tear.
•  Var ia ti o ns  i n  c os ts  as  a  re su lt  of  t h e on -s i te  c o st s be i ng  q u ot ed  a s  a  p r ov is io n al 

s um, hi d de n e xt ra s, or  u n re al is t ic  p r ov is io n al  s u ms  f or  t i l e s , s t o v e s , e t c .
•  The time taken from when the model was selected to commencem e n t  o f 

c o n s t r u c t i o n , a n d  t o  p r a c t i c a l  c o mp l e t i o n .
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• An y  d i s p u t e s  o v e r  d e l a y s  o r  q u a l i t y , a n d  t h e  c o mp a n y 's  a t t i t u d e s  a n d 
r e s p o n s e s .

• W h a t  t h e  o w n e r s  t h o u g h t  o f  t h e  c o n t r a c t . 
• W h o  t h e y  d e a l t  w i t h  i n  t h e  c o m p a n y  a n d  h o w  c o - o p e r a t i v e  t h e  s u p e r v i s o r 

wa s . ( Ra p i d  s t a f f  t u r n o v e r  i n d i c a t e s  i n t e r n a l  d i s s a t i s f a c t i o n  a n d  p r o b l e ms  f o r 
c u s t o m e r s .) 

• H o w  t h e y  l i k e  t h e  h o u s e ,  a n d  w h e t h e r  t h e y  h a v e  n o t i c e d  a n y  design faults.
• Wo u l d  t h e y  b u y  h o u s i n g  f r o m  t h e  c o mp a n y  a g a i n ? 

In  t alk ing  with  sa le s s taf f, it  ma y be use fu l t o a sk  ho w l on g t hey 'v e b ee n wi t h th e 
c ompa ny , whe r e th ey  wo rk e d be fo r e, wh y th ey  jo in e d th is  pr oje ct  bu ild er , h ow lo ng
th e compan y has  be en  in  bu si nes s, ho w ma n y  c u s t o m e r s  t h e y  p r o c e s s e d  t h i s  y e a r 
a n d  l a s t  y e a r ,  a n d  h o w much contact they have with the production and
supervisory staff?

Re me mbe r, th at whi le  yo u wil l e ven tu all y mee t t he su per vis or  wh o wil l h and le 
yo ur  jo b, it  is  un li kel y t ha t y ou wi ll get  b eyo nd th e s ale s s t a f f  a t  f i r s t  c o n t a c t  wi t h 
t h e  c o mp a n y . Ch e c k i n g  o u t  t h e  p r o j e c t  bu il der  is  j ust  as  d iff icu lt  as  ch ec kin g o ut 
an y med ium-s ize d c or por at i on . Ex - c u st o me rs , th e  p ro d u c t a n d  t h e  af t e r s a l es  a n d
a f te r  o cc u p a tion service is what you have to go on. In addition, most project
builders are in the business for the long term, and are as dependent u p o n  c u s t o m e r 
s a t i s f a c t i o n  a s  a n y  b u s i n e s s .

A SALESPERSON IS NOT THE BUILDER
It is important to remember that the salesperson is not a building s u pe r v i so r , an d 
ma y n o t  r e a l is t i ca l l y  b e  a bl e  t o a n s we r  te c h n ic a l  or  d e ta i l e d q u es t i o ns . Tha t  i n i t se l f 
ma y n o t  r e f l ec t  on  t h e q u a li t y  of  s e r v i c e  o r  p r o d u c t .

The point of commencement is the salesperson. From then the p r o c e s s  i s 
s o me t h i n g  l i k e  t h i s : 
1 Th e e s t ima t o rs  p ri c e  yo u r  ch o i c e o f  mo d e l a n d  v a r i at i o n s o n  yo u r  land.
2 The draughtsmen or architect discuss standard variations and d r aw p l an s .
3 Pl a n s  g o  t o  C o u n c i l  f o r  a p p r o v a l , a n d  f i n a l  p r i c i n g  a n d  c o n t r a c t  d o c u m e n t s 

a r e  p r e p a r e d . 
4 Yo u  s i g n  t h e  c o n t r a c t .
5 T h e  p r o d u c t i o n  d e p a r t m e n t  t a k e s  o v e r ,  a s s i g n s  y o u r  j o b  t o  a  s u p e r v i s o r , 

s e t s  i n  t r a i n  o r d e r s  f o r  ma t e r i a l s ,  wa l l  f r a me s ,  wi n d o ws , e t c , a n d 
c o n s t r u c t i o n  c o m me n c e s . 

6 Hopefully, you move in on time.
7 T h e  m a i n t e n a n c e  p e r i o d  c o m me n c e s , a n d  y o u r  s u p e r v i s o r  o r  a  ma i n t e n a n c e 

ma n a g e r  h a n d l e s  y o u r  c o mp l a i n t s . 
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Yo u wil l h av e c ont ac t with  t he sal es per son , may be dr au ght spe rs on o r ar ch i te ct ,
p os si bl y  s ome on e re s po ns i bl e fo r  t he  co nt ra c t if  it  i s n ot  t h e  s a l e s p e r s o n ,  a n d  y o u r 
j o b ' s  s u p e r v i s o r .

Yo u a n d  y o u r  j o b  a r e  on e  o f d o z en s  b ei n g  p r o c es s e d  a t  t he  s a me  time. It's the
nature of the system. Its advantages to you are cost e f fe c t i ve n e s s, h op e f u ll y  p as s e d 
o n  t o  t he  c u st o mer , s pe e d  of  c o ns t r u ct i o n, a  kn o wn  q u a l it y  o f c o ns t r u ct i o n  a n d 
f i ni s h , a n d  a p r od u c t  y o u  c a n  i n s p e c t  i n  a d v a n c e . 

Th e e x p er i e n ce  may  b e  q u i t e d i f fe r e n t f r om b u il d i n g t h r ou g h  a cottage builder,
but not necessarily less satisfactory. You have to wei gh  u p  t he  di ff er e nc es  an d
a cc ep t t he m. Ex pe ct i ng  t h e ad va n ta ge s  o f on e  t o a pp ly  t o  t he  ot he r i s si mpl y as k in g
f or  d is a pp oi n tmen t a nd  fr us tra tio n. Bo th wa ys  ar e s at isf act or y mean s of buy in g
ho us ing , th ey  a r e  j u s t  d i f f e r e n t .

GETTING IT SITED RIGHT
One  o f t he  b i gg es t p ro bl e ms  i n p ro je c t ho us i ng  i s  c ho os i ng  a  de si gn  th at  wi ll no t
on ly  fi t o n you r l an d e con omica lly , but  al so  ma kes  s ens e o f th e mic ro - cl imat e ,
o ut lo ok , p ri v ac y an d  o th e r si te  de si g n re qu i re me n t s  o f  y o u r  b l o c k .

T h e  n u m b e r  o f  p r o j e c t  h o u s e s  t h a t  a r e  b a d l y  s i t e d  i s  a l m o s t  b ey on d c ou nt .
Pic tu re  wi nd o ws  f ac e  d ue  we st  wi th  n o  s un  s h ad e, th e bathrooms face the best
views, the garage blocks the best sun from t h e  f a mi l y  r o o m, t h e  k i d s  h a v e  t o 
c l i mb  2 0  s t e p s  t o  g e t  f r o m t h e  g r o u n d  t o  t h e  f a mi l y  r o o m . Th e  f a m i l y  r o o m a n d 
k i t c h e n  f a c e  so ut h-west  e xpo sed  t o t he fu ll bla st  of  wi nt er win ds , t he fa mil y r oo m
o p en s  o n t o  th e  st r e e t s o  no b o d y c a n  s i t  i n  p ri v a c y o n  th e  v er a n da h . The list of
mistakes that project home salespeople, their drafting s er vi ce s  a nd  th ei r c us to mer s
mak e wh e n si t in g th e  h ou s es , is  al mo s t en dl e ss .

Be fo r e  yo u  e ve n  as k  t he  c o mp a n y  f o r  a q u ot e , ta k e  th e i r  s t a n da r d  p l a n s s h o wn 
i n  t h e i r b r o ch u r e o u t  t o  y ou r  l an d , an d  ap p l y  t h e  si t e  des ign ru les de scribe d in
Cha pters 3 and 10. By  now y ou hav e alre ady ch ec ked  ou t you r mi cr o-c limat e, and  i f
yo u hav e wor ked  th ro ugh  th e exe rci se s i n Cha pte r 1 0, yo u wil l h ave  a  fa ir id ea of
wh at  ma kes  f or a s e n s i b l e  h o u s e  o n  y o u r  l a n d . 

If the particular project home model you're looking at doesn't me a s u r e  u p 
a g a i n s t  wh a t  y o u  a l r e a d y  k n o w, t h i n k  v e r y  c a r e f u l l y  b e f o r e  p r o c e e d i n g  wi t h  i t . 

I f  t h e  c o mp a n y  i s  o n e  y o u  b e l i e v e  i s  wo r t h  b u y i n g  f r o m, t h e n  d i sc u s s  y o u r 
o b se r v a ti o n s  a b o ut  t h ei r  p la n s  wi t h  th e  sa l e s pe r s o n a n d  see what he or she comes
up with. If the response isn't to your s a t i s f a c t i o n  t h e n  g o  e l s e w h e r e .

Re me mb e r, y o u wi ll  b e  t h e  on e  l iv i n g  wi t h t h e  c o n s eq u e n ce s  o f t h o s e  s i t e 
d e s i g n  d e c i s i o n s .
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READ THE CONTRACT
Be fo re you  f ina lly  d eci de th eir  ho us e i s t he  on e y ou  wa nt, i t's  a go od thing to read
the contract cover to cover and discuss the terms, inclusions, and exclusions.

Th e pro jec t bui lde r's c ont ra ct may  b e q uit e dif fer en t t o t he  on e y ou  wo u l d  s i g n 
wi t h  t h e  c o t t a g e  b u i l d e r , o r  y o u r  a r c h i t e c t  ma y  a d v i s e  y o u  t o  b e c o m e  a  p a r t y  t o . 

I t  ma y  b e  a  c o n t r a c t  t h e  c o mp a n y  h a s  h a d  s p e c i a l l y  p r e p a r e d  t o  s u it  i t s
i n te r e s ts , whi c h  ma y  no t  c oi n c i de  e x ac t l y wi t h h o w y o u  se e  y o u r  i n t e r e s t s .

Ho w y o u  r e s o lv e  su c h  di f f e re n c e s, o r  wh e th e r  th e y  ma t t e r, i s  s o me th i n g  t h a t
y o u mu s t d e c id e  in  d i sc u s s io n  wit h  t he  c omp a n y's  r e p r e s e n t a t i v e , a n d  a n y 
s o l i c i t o r  y o u  wi s h  t o  c o n s u l t . 

I t  i s  i m p o r t a n t  t o  r e m e m b e r  t h a t  c o n t r a c t s  n o t  o n l y  r e f l e c t  d i f f e r e n t 
d e f i n i t i o n s  o f  t h e  p a r t y 's  i n t e r e s t s ,  b u t  d i f f e r e n t  wa y s  o f  d oi ng  b u si ne s s. Pro j ec t
b ui ld er s  d o b us in es s  d if f er en tl y  f ro m c ot ta g e bu i ld er s, or  b u il de rs  wh o c on tr ac t 
u nd er  a n  a rc h it ec t's  wat c hf ul  e y es ; a n d  t h e i r  i n t e r e s t s  wi l l  d i f f e r  a s  a 
c o n s e q u e n c e . 

Yo u  mu s t  b e a r  t h e s e  d i f f e r e n c e s  i n  mi n d .  R e - r e a d  C h a p t e r  5 . 

THE FINAL ANALYSIS
I n  t h e  f i n a l  a n a l y s i s  y o u r  c h o i c e  b e t we e n  p r o j e c t  b u i l d e r s  c o me s  down to
weighing up:

De s i g n Do e s  i t  g i v e  y o u  t h e  a c c o mm o d a t i o n , i n  t h e  a r r a n g e m e n t , t h at  s u it s  y ou r 
f a mi l y , o n  y ou r  bl o c k  o f  l an d , an d  mee t s  t h e  de s i g n r u l e s  d e s c r i b e d  i n  Ch a p t e r s  3 
a n d  1 0 ? 

Style Do you feel comfortable with the appearance of the house, i n s i d e  a n d  o u t ,
a n d  c a n  y o u  f u r n i s h  i t  i n  y o u r  s t y l e ? 

Co s t  Ca n  y o u  a f f o r d  i t ,  a n d  d o e s  t h e  p r i c e  i n c l u d e  a l l  t h e  e x t r a s ? 

Qual i t y  Do es  t h e d e mon s t ra t i o n mo d el  ma tc h  y ou r  id e a  of  q u al i t y , a n d  d o  t h e 
e x a mp l e s  o f  f i n i s h e d  c u s t o m e r 's  h o u s e s  t h a t  y o u  h a v e  i n s p e c t e d  c o n f i r m  t h a t  t h e 
c o m p a n y  b u i l d s  t h e  q u a l i t y  i t  p r o mo t e s .

Co mp l e t i o n o n t i me  Do e s  t h e  t i me  q u o t e d  f r o m s t a r t  t o  c o m p l e t i o n  c o mp a r e 
f a v o u r a b l y  wi t h  t h e  e x p e r i e n c e  o f  e x - c u s t o me r s ? 
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How does this company compare with its competitors on these c r i t e r i a ?  Ch o o s i n g 
b e t we e n  c o mp a n i e s  ma y  b e  a  l i t t l e  f r u s t r a t i n g ,  s impl y b ec au s e yo u'l l be  de al in g 
wit h a n umbe r  o f sa l es pe o pl e, a l l eq u al ly  a f te r y ou r bu s in es s . Bu t r emembe r , yo u 'r e
t he  b uy e r, a n d th e t i me  t o  l o o k  i n t o  t h e s e  q u e s t i o n s  i s  b e f o r e  y o u  s i g n  t h e 
c o n t r a c t .  On ce  y o u g e t  u n d er  wa y, t h e s y s te m i s g e ar e d  to  p u sh  y o u a l o ng  a s f a s t 
a s  p o s s i b l e ,  t o  s a v e  y o u  t i m e ,  a n d  t h e m m o n e y . 

Ch ec k  i t o u t  f i r st , a nd  t h e r i d e wi l l b e  mo r e  c o mf or t a b le . I t's  yo u r  h o u s e ,  e v e n 
i f  i t  i s  t h e i r  p r o d u c t .


