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Better Referral Rates 

Every builder can say they have satisfied customers, but how can you 
truly tell? Are you surveying your clients before, during, and after the 
close of a home? Perhaps you should. 

Like every other procedure in today’s homebuilding market, 
technology is trying to help builders with this very process as well. 
Many customer-relationship management-type applications offer 
some sort of automated surveying functionality to help builders in 
their quest to best gauge just how well they are serving clients. 

Production management technology provider BuilderMT, 
www.buildermt.com, Lakewood, Colo., is dropping its hat into this 
ring as well. However, the vendor is not going at it alone; instead 
opting to partner with customer loyalty management firm AVID 
Ratings Co., www.avidratings.com, Madison, Wis.  

AVID provides enterprise-level surveys and organizational consulting, 
among other services, which help builders enhance the customer 
experience. 

Here is how it works: Builders using BuilderMT and AVID software are 
able to populate customer satisfaction surveys using data contained 
within its BuilderMT application. According to AVID, builders use 
detailed home-specific information to survey clients on everything 
from floor plans to how they interact with members of the building 
team.  

The two firms believe this will not only provide builders with better 
insight into customer satisfaction, but also uncover faults that could 
ultimately reduce customer referral rates.   

As we all know, judging customer satisfaction is far from an exact 
science. But in times where good referral rates could be your best 
friend, it never hurts to keep trying to perfect this process. 
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