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HOW HOME BUILDERS INTEGRATE 
TECHNOLOGY INTO CURRENT SYSTEMS 
From digital home buying experiences to job scheduling and 
automated material ordering, builders are employing technology 
in a variety of applications to drive efficiency. 
 
By Vincent Salandro 
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While the technological revolution has continued to cast a wide net in society, from two-

step authentication for cybersecurity to image recognition to the latest smartphone 

technology, the construction industry has been slow to get on board. 
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“The construction industry is generally way behind the times relative to adoption of 

technology solutions throughout the industry,” says Don Neff, president and CEO of LJP 

Construction Services, provider of CaptureQA, a proprietary quality assurance app. 

The technology sector is ripe with startups, oversaturating builders with solutions to a 

range of pain points. With such a variety of options, it is important for builders to 

evaluate how the software or technology will integrate into current systems. Neff says 

careful consideration should be given to the costs and resources that will be needed to 

implement relative to the expected benefits and potential risks. 
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Implementation of Technology 

For home builders, implementing new technology can be the most important step in the 

adoption process. Taylor Morrison chief information officer John Lucas says before 

rolling out a technology or software, the firm—No. 7 on the Builder 100—does a proof of 

concept with one or two markets. Taking the process a step backward, the builder makes 

sure “there is a real need and desire for the new process” before even committing to a 

trial period. 

“I subscribe to the line of thinking Mark Zuckerberg became famous for: If you’re going 

to fail, fail fast and fail on a small scale,” Lucas says. “We certainly don’t want to make a 

mistake that impacts the entire company, which is why testing and phased integration 

are critical.” 

Mamet says Tri Pointe employs a similar approach to evaluating opportunities, looking 

to both incrementally improve the company’s foundation and develop new initiatives. 



“At Tri Pointe Homes, we typically prototype or pilot new solutions with specific user 

groups or divisions before implementing company-wide initiatives,” Mamet says. 

At Century Communities, ranked No. 9 on the Builder 100, the firm has multiple team 

members responsible for discovering, evaluating, and selecting new technology that has 

the potential to improve operations. 

“Once new technology is identified, a team of Century associates determines how the 

technology can help improve our business and how much time and capital it will take to 

fully implement the solution,” says Genji Nakata, executive vice president of national 

operations for Century Communities. 

The evaluation process is particularly important for companies looking to develop 

software in-house, as Berks Homes did with its sales and land management software. 

The home builder invested in its own platforms to integrate with its existing enterprise 

resource planning system. The company researched plug-and-play software solutions 

and the manual implementation that would be required to integrate those across its 

existing platforms before evaluating an in-house solution. 

Benshoof says while the company used to offer custom kitchens and more than 100 

home plans, it scaled back the number of plans and standardized its options to create a 

framework for its in-house software to operate. 

“We spent about five years figuring out what we wante



Century Communities is focused on reducing direct and indirect costs and building cycle 

times through its use of building information modeling, allowing the builder to create 

accurate construction documents, bill of materials, and architectural details. Nakata 
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Taylor Morrison chief marketing officer Stephanie McCarty says the firm first rolled out 

a direct-to-consumer appointment scheduling tool and has integrated self-touring. The 

builder also has technology that allows buyers to reserve a quick move-in home or to 

start the to-be-built process where they can pick lots, floor plans, and options. 

According to McCarty, the changes are not just winning business from younger 

generations: baby boomer customers are also reserving homes and scheduling 

appointments online. She says the company is collecting data, including evaluating 

incremental sales to determine how many buyers would not have purchased without 

online technology available. 

“[Online leads] are converting on average 40% to sale. In May, we saw our highest 

conversion month of approximately 56%,” McCarty says. “These reservations are not 

happening between 10 a.m. and 5 p.m., people are researching and planning for their 

future outside of business hours.” 

Tri Pointe has mobilized a technology platform that facilitates an omnichannel 
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that it could drive efficiency and create a “single source of truth” to accelerate the land 

acquisition process. 

Benshoof says the goal is to ultimately build an operating system that takes Berks 

Homes from raw dirt to home settlement, allowing the company to track and report on 



effect of more efficiency in the permitting process is a direct linear impact on 
affordability: Streamlining permitting helps keeps all costs down. 
 
“Everyone shares the friction, there’s just different problems that result from that 
friction,” Waite says. “We are able to help take a very large problem off [builders’] 
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