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How to get the
competitive edge:
a guide for
housebuilding
companies
With costs for housebuilding companies continuing to
rise, itʼs more important than ever for house builders
and property developers to stay competitive.
Weʼve created a best-practice guide for housebuilding
companies to gain and retain that competitive edge,
ensuring your business always has the upper hand.

1 Ensure your forecasts are accurate 2 Government schemes: friend or foe?
Planning ahead accurately can be tricky in the
construction industry, and factoring in chance
events can make forecasting even harder. A sudden
skill shortage or a squeeze on resources can be
impossible to foresee - or can they? Averaged over
multiple projects’ data, chance events can in fact
become estimable and predictable.

For example, if you know from experience that there’s
a 20% chance of bad weather slowing up a project
in October then you can incorporate the delay into
your plan, even though it hasn’t happened yet. Your
profits are protected by a contingency plan - and
your competitors are left out in the rain.

3

While many government schemes, like Help-to-Buy,
may seem tempting, it’s essential to question whether
the assistance on offer aligns with your objectives.
A scheme that wants to help housebuilders construct
more homes, for example, is a good choice. Not only
does it want to address skills shortages by encouraging
employers to recruit and train, but it also helps with
cash flow.

If a government grant genuinely benefits your project or
company, then incorporate it into your strategy. Without
these schemes, many companies would have gone into
liquidation, but make sure you’ve read the small print
and ensure you’ve crossed the t’s and dotted the i’s
when you apply.

Plain sailing for planning permission
The number of new homes under construction in England is currently peaking at its highest level for 10 years, according
to government statistics, with over 160,000 homes started in 2016/17. Despite this, housing charity Shelter said those
numbers are still 100,000 short of demand.
There’s a lot of money to be made, but only if you have the right strategy. Championing starter homes is one such
strategy, as it not only leads to buying and training efficiency from building similar type homes, but also builds your
reputation as a housebuilding company with a social conscience.

For a free product tour, head to
www.eque2.co.uk

GUIDE

House Building & Property Development Software
- powered by SiteStream

4 Know your audience

Properties currently in the planning stages may
launch onto a very different market in a few
years’ time, so why wait to start marketing new
properties? Many housebuilders hold back
marketing their latest properties until building has
commenced, but to maximise profits you need
to see customer lifetime value (CLV), rather than
hoping for a single, one-off sale.
Customers who bought starter homes five years
ago are now looking for family homes with more
space. Customers shopping for executive homes
now want to invest in a lettable flat. Getting to
know your customers and staying in touch boosts
loyalty, makes your profits more predictable and
puts you ahead of the game.

5 Better relationships, better margins

We’ve discussed staying in touch with old customers,
but what about grabbing new ones early? Data can
give you a huge amount of insight into the sales process,
allowing you to make well-informed sales decisions.
If demand is high, you know not to drop your prices;
if the houses may be delayed, let the customer know
as soon as possible.
Sound decisions are based on sound information,
so ensure you use the data and information at your
fingertips to be transparent, honest and straightforward,
rather than underhand - it’ll only improve customer
loyalty. Just make sure you have a system in place
that can cope with the influx of data and also ensure
compliance with changing data laws, such as the GDPR
legislation effective from May 2018.

6 Face up to the customer

Your sales and marketing teams are your front line; they greet customers, show them your properties and chase
up sales. The information from data capture needs to be at their fingertips, too, so they can do their job with
everything they need to know about a customer and/or project to hand.

For all of these ideas to work, you need to be sure your
company’s software is up-to-date and up to the job.
It should offer notifications and emails to prompt you
about milestones and events and allow you to focus on
implementing new strategies to grow your business
and overtake your competitors.
The information in your business is already there; it’s
just waiting to be used to your advantage. Eque2’s
Housebuilding software offers businesses a clear and
comprehensive view of their data. Designed to give
real-time links to house builders’ sites, it ensures
information is always up to date and guarantees
efficiency and accuracy from site acquisition to the
build phase and beyond.
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