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Description automatically generated] 		         High End Builds Playbook ($800K+)


· Upfront Sales Process:
· Step 1: Soft Bid - gives you a range for the size of home you are looking at. After the initial meeting, we can complete a soft bid within 2-3 days. 

Pricing below is a soft bid, to give you a rough idea if you are in the ballpark of what you are wanting to spend on your new home. Final home plan to be drawn by designer for buyer approval, including elevations. Your plan would need to be sent out for hard bid to take into account windows, ceiling heights and other custom details of your plan. Pricing below based on a 2,500 Sq. Ft. 3-bed 2.5-bath ranch home including a family room, office, primary suite with soaker tub, tiled shower, and walk-in closet, jack and jill bathroom, covered deck, and 3 car garage. 
 
The preliminary price for this home will be between $XXX,000 to $XXX,000. This does not include price of lot or potential lot improvements required.
 
The preliminary price to finish the basement with 1,500 sq. ft. to include 2 bedrooms, 1.5 bathrooms, family room, and full bar is between $XX,000.00 and $XXX,000.00. If this range fits your budgets and needs, we will move to step 2.

If this is a rural build, we will want to start on the pre-sale checklist at this time. Sales to initiate this process. 
Pre-Sale Checklist
Rural Jobs – Potential Costs

· Step 2: If we need to draw the plan, we will have the customer sign a Design Agreement (in BuilderTrend Global Docs) and put down money for the plan. This is determined as $2/SF for above grade and $1/SF for below grade finish. 

	Once plan is ready for bid, complete high level selections and KRM will send the custom plan and selections to vendors for a hard bid. We will create a detailed proposal with your plan and level of finishes, and present for approval. After the selection meeting, we can complete a hard bid and proposal within 2-3 weeks.

· High Level Selections Process w/ IPM:
· Utilize Hard Bid Sales Template
· Should be (1) ~3 hour meeting to complete
· Things to touch base on and see if the customer wants/is planning on adding:
· [bookmark: _Hlk161384970]Pools 
· concrete pool deck
· trench drains and tiling for drain
· gutter tiling
· water usage to fill pool
· Power (gas and electric) requirements for pool.
· Landscaping budget with rock, edging, trees, lighting, etc. to match homeowner expectations.
· Retaining walls  
· Permits for specialty items (pools, custom playhouse, fences, sheds,etc.
· Covenants for specialty items (pools, playhouse, etc.)
· Stamped concrete
· Tiling out all downspouts
· Fences
· Reminder: it is especially important to bring up that if the customer has interest in adding some of these things later, it is best to know now, as adding them at a later date could increase costs and build time. 
· Example: deciding to add pool at Electrical walk could results in needing to increase the gas meter based on pool requirements, which would be more expensive to do now than at the start. It could also delay the build depending on the leadtime to get it scheduled, instead of having it scheduled upfront
· Once complete, send form to Estimating and send cabinet selection form to Cabinet Boutique
· For any specialty items, please refer to the “High End Specialty Vendor List” for assistance. 
· Estimating to complete hard bid and proposal
· Send plan to Field Manager and Senior Superintendents to check for potential issues
· Send plan to HVAC provider to check for any concerns with ductwork and fireplaces
· Hard bid all major aspects (Foundation, framing, siding, trim, Electrical, HVAC, Plumbing, Insulation, Garage doors, Stone, countertops, flooring and hard surfaces, custom closets, epoxy floors, sound, security, interior and exterior painting, and any other non-standard items.  
· Specialty items to check for on costs 
· Punch work hours (check for any unique items)     
· specialty door hardware with back plates                
· custom cabinet hardware and bath accessories     
· custom supplied mirrors we hang 
· trampoline					           
· custom supplied vanities we assemble  
· rails on trim built shelves	
· light fixture assembly
· Barrel vaults – framing/trim/paint		           
· arched pocket doors(frame/paint/trim)
· Grab bars in showers (who installs)                          -
· Additional items to consider 
· Grading hours for lot size 
· Site obstacles
· Out of town fees add to all vendors and confirm with all vendors
· Note potential rural items/customer own lot items –Rural Jobs – Potential Costs
· Either add allowance in proposal, or note in proposal that it is not included
· Sales and IPM to present proposal to customer
· Items to make sure to communicate (Sales):
· Potential cost adds for rural and/or customer owned lot
· Draw schedule and expectations – Buyer Financed Addendum (also in BuilderTrend Global Docs)
· This to be signed with PA 
· We will require a larger deposit (10% minimum and TBD per job). 
· Typically, the construction loan will not cover 100% of the purchase price so the larger deposit upfront will help to fill the void between purchase price and construction draw funding at close.
· Deposit amount is noted on the Buyer Financed Addendum
· We will require the deposit to be maintained at the minimum threshold by bringing in additional deposits with each price amendment if the purchase price increases. 
· This detail is noted on the Buyer Financed Addendum
· Example: If the customer has a 10% deposit on a $1MM home of $100K, and makes $50K in price increases, the customer should bring in an additional $5K to maintain the 10% threshold.
· Customer signs Purchase Agreement and job moves forward
· Selections need to be made up front for planning purposes with exception for Light fixtures after electrical walk to confirm all fixtures to order and counts. (IPM) 
· IPM to gather spec sheets on all items requiring gas lines, and send to HVAC provider to determine meter size. We will want this prior to installing gas bracket on house (shortly after the foundation is poured). (IPM)
· Examples:
· Both furnace(s)
· Gas Fireplace(s)
· Gas Water heater(s)
· Garage heater
· Deck heater
· Gas line to patio/firepit
· Gas Range
· Gas Grill (deck)
· Radiant Heat/Boiler (in garage)
· Pool equipment
· Confirm all price changes after selections are completed 10 days prior to dig and communicate to lender prior to first draw. (Accounting)
· If possible, request construction loan balance to determine capacity; continue to request construction loan balance throughout draws to know how much is remaining and better anticipate financing shortage that will fall on the customer to bring to close.  (Accounting)
· If there is a large gap between construction loan and purchase price, we will require a percentage of variance to be paid after certain phases of the build.  (Accounting)
· Obtain Preapproval letter from bank. (Accounting)
· Keep lot purchases separate from any deposit received.  (Accounting)
· In most cases we would want to treat the lot purchase as it’s own transaction and still collect a full amount for the security deposit to help fill the gap of financing and out of pocket costs at close.
· File a Commencement of Work within 10 days of dig. (Accounting)
· Can work with Lisa Wilson on how to do this.
· Plan review with TFM, Superintendent, Estimating, and IPM to look over before finalized to check for any potential issues. (IPM)
· This is completed when customer is good with plan, but before final sign-off in order to catch any issues
· If there are unique elements to the plan, consider bringing in vendors as well including framing provider, truss designer, engineering, HVAC, and roofing company (flat/rubber roofs). Make sure everyone is in agreement on the design before permitting. 
· After plan is signed off by customer, request the truss design from the lumber company/truss provider. Some cities require this for permitting, and it’s best to have ahead of time.
· At this time, if required, we will also send out for Structural Engineering
· After we get over 2,000 sf on a ranch I would say we need to engineer.  I would be quicker to say we need to engineer on 1 ½ stories and 2 stories due to the load transfer from floor to floor along with the point loads which probably should be engineered.  
· If Engineering was outsourced on the foundation, foundation page in drawing package needs to be replaced with the Engineer’s drawing. This needs to be used in permitting, as well as sent to the foundation company. (IPM/Field)
· When building out calendars Rich to coordinate with Superintendent and Brandon on appropriate number of days to add to calendar template for such items as Framing, Trim, Paint, specialty items, etc. 
· This must be taken into account when setting the close date. We also need to have truss design back and any engineering. (Field) 
· Begin Construction
· Customer site meetings: (IPM) These will be added as options to the Production IDS Sheet
· Dig Experience
· Framing walk
· Electrical walk/Plumbing/HVAC
· Predrywall Walk
· Concrete walk
· Trim walk
· Paint walk
· Electrical trim (light fixture placement and heights)
· Hardware (cabinet, bathroom accessories, mirrors, etc.)
· Landscaping 
· Communicate the most recent pricing amendment (if it increases the purchase price) to the lender with each draw.  (Accounting)
· If any delays do occur during the build that will affect the close date, it must be immediately communicated verbally as well as documented in an updated Closing Amendment (Field/IPM)
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