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Call 0800 155 010 or visit
genesisenergy.co.nz/tradeconnections

we’ll help you

We know running a business isn’t easy, especially when 
you’ve got a lot on your hands. Luckily our Trade Connections 
service offers more than just electricity, natural gas and LPG. 
Our specialised service is all about making new connections 
easier so you have more time to run your business.

We look after your connections, 
so you can focus on your business.

build your business
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Managing risk  
and responsibility  
on a building site  
is complicated. 
Arranging insurance 
for the project 
needn’t be.

To find out more about our Contract Works and Civil Works 
products, visit www.qbe.co.nz or talk to your insurance broker.

QBE Insurance (International) Limited ACN 000 000 948
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The benefits of becoming a Registered 
Master Builder are numerous – our Brand, 
tangible cost savings, local and national 
networking opportunities, the Guarantee  
and building contracts to name just a few. 

Our organisation provides a nurturing environment specifically 
tuned to assist our members to run their business. We believe 
that with the right help all builders can be successful and 
profitable while producing work to be proud of that they can 
then promote through our industry leading events.

We have structured our membership categories to provide an 
environment where builders and construction professionals have 
a place to grow and learn.

We’re proud of our heritage spanning over 100 years, and 
continually strive to provide our members with opportunities 
that will ensure they are the first port of call for all building 
projects in New Zealand. 

Our Membership Categories
Our range of individual memberships are aimed at looking after 
all building and construction professionals through all stages of 
their career.  

masterbuilder.org.nz
0800 762 328 Building excellent benefits for excellent builders

From Apprentices and Students to owners of residential and 
commercial construction businesses, we have the support, 
training and benefits to ensure that you are up-to-date and 
ahead of the pack with your employers and clients alike.

Our Unique Benefits
Only Registered Master Builders have access to benefits such as 
the Master Build Guarantee, House of the Year and of course our 
hallmark brand.

We have a team dedicated to providing training opportunities 
for our Members including the newly launched Business 
Training Academy aimed at educating our small to medium 
sized business members on all the components they need to run 
a successful business.

Also, while cost savings are stock in trade for most membership 
organisations, we provide our builders with a unique advantage 
through our relationship with n3, and their specialist team of 
Association Benefits Providers, giving our members deals on 
everything from office stationery to their next vehicle.

Our Valued Partnerships
We are extremely grateful to have strong 
industry partnerships through our 
sponsorship family across our suite of 
events, as well as the committees and 
working groups that we are part of for the 
greater benefit of builders nationwide.  

Apprentice Tradesman Carpenter Foreman Contractor Business Owner

Registered Master Builders –  
Building Excellent Benefits for Excellent Builders 

No matter where you are in your career
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The range of topics in this edition, demonstrates that the 

builder is under the gun. Because of the latest technology, 

almost instant exposure can occur if anything you do 

goes wrong. Unfortunately we haven't come across a blog 

site that identifi es examples of the worst clients’ idiotic 

assumptions, over-the-top demands or out-of-this-world 

expectations. We’d be delighted to cover this, so please 

forward your experiences so we can share them here and 

on our websites.

While the old adage ‘you never stop learning’ is true, the 

continuing changes introduced into the building industry 

in recent years is making for a lot of new learning. The new 

requirements introduced at the start of this year are going 

to add another layer of administration and extra burden 

on builders, with non-complying penalties attached. Many 

clients will be demanding all the new information about 

the builder from day one but we don't expect that they will 

take on board their own greater responsibility or be more 

realistic on their expectations and decision-making, or be 

willing to pay for the extra costs builders will be incurring 

over admin costs and time constraints.  

In this edition we offer advice on communications issues 

so if you get caught in a disaster you can get some 

understanding of how to deal with them. 

Here’s to a great 2015.

WELCOME TO THE FIRST 2015 EDITION OF BOB

The year has passed and we are certainly 

not running out of content to be able to stir 

things up in this edition. 

There is no doubt builders are under fi re from all 

directions, be it new legislation, social media, additional 

responsibilities, new technologies and more.

I have just read an interesting article by an architect about 

the current problems in the building industry. I support his 

concerns that the drawing development and construction 

times being requested or expected are unrealistic and 

frequently being set by those with no or little construction 

knowledge. He especially points his fi nger at project 

managers who have little or no accountability, liability or 

time sanctions as being the worst offenders. As timing is a 

major issue it's time to put your foot down and only accept 

realistic deadlines. The new accountability issues and 12 

month warranty is also going to put more pressure on your 

systems and processes. 

If you don't like bookwork then fi nd somebody to do it 

part-time. Ask around. They don't need a construction 

background; they just need to be honest, conscientious, 

methodical, focused on detail and be well organised. If 

your new help becomes a hassle because they’re trying to 

organise you and boss you around then maybe it’s because 

they are doing a good job. It may take time to set things 

up properly but you will benefi t in the long run, being 

more effi cient and on top of things. Delegation is hard 

but necessary to make life easier for you so you can do 

the things you like and are good at. Maybe there's more 

time for you to drive around in that new ute that you so 

deservedly have purchased (see the options at the end of 

this issue). 

Alan Muxlow FNZIQS MNZIOB  
Reg. Quantity Surveyor & Construction Consultant

2015 WILL BE A HUGE YEAR: 
ARE YOU READY?
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The Mitre 10 Trade online hub gives you the tools to keep your business running 
smoothly online. Visit mitre10.co.nz /trade
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1.0 News Updates

SECTION 1

1.1 NEW DOCUMENTATION: 
CHANGES ARE IN PLACE – NOW 
WHERE DO I GET THE STUFF I 
NEED?
You will no doubt be aware of major new legislation 

around how you deal with clients – mandatory 

contracts for work over $30,000, company history 

and fi nancial disclosure, skills/qualifi cations/licence 

status, guaranteed no-questions-asked defect repair 

for the fi rst year, and much more.  

Importantly, immediate changes to the Act include higher 

penalties for work done without proper consent – so you’ll 

be needing the new documentation now. But where can you 

get it? 

Unfortunately, laying your hands on all the new forms right 

now won’t be so easy. It was only in mid-December that 

MBIE publicly announced all the details of the new rules, 

leaving all the member organisations just two weeks or so 

– including the Christmas and New Year period – to rewrite 

all the contracts and assorted documents in time for the 

2015 introduction of all the new regulations.

So . . . where to from here?

MBIE (DBH)
It’s best to start at the DBH site, where there are downloads 

for:

• Building Act 2013 changes taking immediate effect

• a prescribed checklist you have to give your customers

• a disclosure statement

• booklets on consumer protections being put in place; 
there’s one for you, outlining your obligations, and 

another you can give your clients.

Visit www.doyourhomework.co.nz

THE BUILDING HUB
TBH provides you with contracts, checklists and assorted 

forms as part of your annual $50 fee. You can manage 

your skills maintenance activity online via their service, as 

For Builders Who Want To Be Better       www.bobforbuilders.co.nz 

well as hook into their annual seminar roadshow, for which 

you can also get points. 

Visit www.thebuildinghub.co.nz

REGISTERED MASTER BUILDERS ASSOCIATION
The Registered Registered Master Builders Association, 

like the Certifi ed Builders Association of New Zealand (see 

below), has contracts, insurances and assorted checklists 

for members.

The RMBA is currently rewriting all its contracts 

and assembling a documents pack of all the relevant 

information and templates for its builders. RMBA has been 

working closely with MBIE to ensure the most up-to-date 

and correct information is being presented to members 

regarding the impending Building Act changes. RMBA also:

• partnered with BRANZ for their ‘She’ll be right’ seminar 
series through October–December;

• has been rewriting its suite of residential contracts 
(ready 1 January)

• has been assembling a comprehensive pack of 
documentation to help members comply with the new 
rules (ready 1 January) including:

� reformatted checklist and disclosure documentation

� Personal Guarantee of Company Directors or 
Trustees
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1.2 ‘BAX’ MOVES UP
Derek Baxter’s role at MBIE as Manager Building Systems and Controls, overseeing the 

Building Code and BCA Accreditation, was brief, to say 

the least.

The Hon. Dr Nick Smith, Minister of Building and Construction, clearly saw the benefi t of having 

someone with a depth of experience in the industry, and snatched him out of MBIE and directly into his offi ces, where Bax is 

now Private Secretary Building and Construction.

BoB would like to congratulate Bax on his skyrocketing career and looks forward to working with him in future, to help 

create better housing for New Zealanders and better working regulations for the industry.

exclusions for those members who use CBANZ’s 

insurance services

• online video guides on the ‘best practice’ use of these 

documents

CBANZ is also working with merchants and other parties 

to provide a simple solution to allow builders to access the 

required building material warranties and maintenance 

information and provide this to the homeowner. When 

available it will be providing members with a copy of the 

‘due to be released’ acceptable defects and tolerance guide.

Visit www.certifi ed.co.nz

BUILDING DISPUTES TRIBUNAL
The Building Disputes Tribunal also has an assortment 

of tools for you, including contracts and other 

documentation. It is presently redrafting its BuildRight® 

Suite of Construction Contracts, to be posted in a new 

section on the BuildSafe® web site in January, after the 

new regulations come into force. 

The BDT web site will explain what is required to comply as 

a result of the new consumer protection measures in the 

Building Amendment Act 2013. The contracts are available 

free of charge and parties can download them from the 

BuildSafe® website. 

Visit www.buildsafe.co.nz

THERE ARE PENALTIES IF YOU DON’T START 

FOLLOWING THESE RULES SO MAKE SURE YOU 

UNDERSTAND YOUR OBLIGATIONS.

� Agreement between Residential Property 
Developer and Purchaser

� Agreement for Preliminary Work

� Notice to Owner of Postponement of Completion 
Date and/or Adjustment in Contract Price

� Agreement to Variation to the Works

� guarantee documentation

� Contract Works Insurance Application

� Created a dedicated section on the members 
website for all relevant information and 

documentation.

Visit www.masterbuilder.org.nz

CERTIFIED BUILDERS ASSOCIATION OF NEW ZEALAND
CBANZ has been active with its ToolBox Seminars in 

over 40 centres on providing education to all builders 

on the changes. The attendance has been up over 

40% on past seminars.

It has made the following available to members (from 

its website) from 1 January 2015:

• the standard checklist for homeowners – provided 
by MBIE

• an enhanced and improved disclosure document for 
members to use

• a suite of at least six building contracts (for 
different types of work) that all comply to the new 
laws and regulations

• a simple form of insurance sheet, terms and 



PRESCRIBED CHECKLIST

About this checklist

A building contractor is required to provide you with this checklist and other prescribed information under the Building Act 2004 
before you sign a contract for the building work if -
(a) you request this checklist and the prescribed disclosure information; or
(b) the building work is going to cost $30,000 or more (including GST).
The building contractor is the person or company you have asked to do building work for you. 
The building contractor may not be an actual builder. The building contractor could be a plumber, an electrician, or any other 
tradesperson who is doing some building work for you and whom you are dealing with directly.

Steps  
(See notes below)

Completed  
(Tick when completed)

1 Become informed

2 Agree on project structure and management

3 Hire competent building contractors

4 Agree on price and payments

5 Have a written contract

6 Take control

7 Resolving disputes

Notes

Step 1 – Become informed
All building work must comply with the provisions of the Building Act 2004. You can find a copy of the Building Act 2004 on the 
New Zealand Legislation website: www.legislation.govt.nz
Building work is any work done in relation to the construction or alteration of a building. This includes any work done on your home 
or other structure, such as a garage, retaining walls, and fences. It also includes work like painting, decorating, and landscaping if  
it is part of the construction or alteration of a building.
However, if the only work you are getting done is redecorating and there is no construction or alteration work involved, it is not 
building work. If landscaping work does not include any structures (eg, pergolas or retaining walls), it is also not building work.
All building work requires a building consent unless it is exempt under the Building Act 2004.
Generally, only simple or low-risk work is exempt from the requirement to have a building consent.  Certain gas and electrical work  
is also exempt. For more information, go to www.mbie.govt.nz
Building work that is significant or of higher risk (such as structural alterations) requires a building consent and must be carried out 
or supervised by a licensed building practitioner. For more information on these requirements, go to www.mbie.govt.nz

Step 2 – Agree on project structure and management
Building projects do not run themselves. Decide how you want to manage the building project. 
A few different roles are needed on a building project. You need someone to -
• manage timelines and costs:
• manage subcontractors:
• liaise with the local council:
• make decisions about the design of the work.
You can do some of this yourself, but if you are not knowledgeable about the building work process, you should get help from  
an architect, an independent project manager, a building company, or a licensed building practitioner who is licensed to co-ordinate 
the building work involved.
You should be really clear about the scope and size of the project and get detailed plans up front.
Be clear with your building contractor about who is doing the building work and who is responsible for making design and change 
decisions during the project.
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Step 3 - Hire competent building contractors
Ensure that your building contractor has the skills and resources to carry out the project.
You should - 
• ask around about the building contractor and get references for other work that the building contractor has done:
• find out if the building contractor is a licensed building practitioner or has other appropriate qualifications. For more information 

about licensed building practitioners, go to www.mbie.govt.nz
•  determine whether the building contractor has sufficient insurance to cover the work while it is being carried out:
•  ask about the building contractor’s employees and what subcontractors the building contractor will use on the project:
• if the building contractor is a company, look up its company records on the Companies Office’s Internet site. If your search  

raises concerns, ask the building contractor to explain.

Step 4– Agree on price and payments
The contract should clearly state what payments are required and when. Where possible, a fixed price is preferable.  
The lowest price is not always the best price.
You should - 
• get detailed quotes (not estimates) for the building work:
• when comparing quotes, ensure that the scope of the building work and the materials and fixtures that you are comparing  

are the same across quotes so that you are “comparing apples with apples”:
• make sure you have the funds to pay for the project before the work begins and that you understand the payment terms  

agreed with the building contractor:
• think carefully before agreeing to pay more than the cost of the work that has been completed and the costs of any materials 

that have been supplied at the time you make the payment.

Step 5 - Have a written contract
You should have a written contract. The contract should include items such as - 
• a description of the building work:
• the start and completion dates for the building work:
• how variations to the building work will be agreed:
• the payment process, including dates or stages for payment and how payments will be invoiced, made and receipted:
• the dispute resolution processes to be followed.
You should obtain legal advice to ensure that you understand your rights and obligations and that the contract complies with 
 all legal requirements.
Note: The Building Act 2004 requires that there must be a written contract for residential building work with a value of $30,000  
or more (including GST), and the Building (Residential Consumer Rights and Remedies) Regulations 2014 prescribe matters that 
must be included in every contract for residential building work with a value of $30,000 or more. You can find a copy of the Building 
Act 2004 and the Building (Residential Consumer Rights and Remedies) Regulations 2014 on the New Zealand Legislation website:  
www.legislation.govt.nz

Step 6 - Take control
All residential building work is covered by implied warranties prescribed by the Building Act 2004 that address matters such  
as workmanship and building work being fit for purpose. For more information, go to www.mbie.govt.nz
You should -
• make sure there is a clear line of communication with the building contractor through the site foreman, the project manager, or 

any other person who has authority to speak on behalf of the building contractor. (This person should be identified as the “key 
contact person” in the prescribed disclosure information that the building contractor has provided along with this checklist):

• when you are making decisions along the way, be clear as to whether those decisions will affect your contract and costs.  
If you do decide to make a change, keep track of the effect of that change.

Step 7 - Resolving disputes
It is in both your interests and the building contractor’s interests to keep the building project running smoothly and to deal  
with any disputes as they arise. 
If you have concerns about the building project, raise them with the building contractor (or the key contact person) as soon  
as possible. 
Raise your concerns in good faith and use the dispute resolution processes agreed to in your contract. For information on your 
options, go to www.mbie.govt.nz
If you have received an invoice that you have concerns about, clearly outline your concerns to the building contractor in writing.
If you fail to make a payment when it is due, the building contractor might start dispute resolution proceedings before you have a 
chance to explain why you have not paid. (Simply withholding payment when there is a dispute will often make the situation worse.)

Further information
For more information, go to www.mbie.govt.nz or call the Ministry of Business, Innovation, and Employment on 0800 242 243.
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• Taken together, these fi gures 

indicate that the industry is not 

meeting the expectations of new 

house owners once handover is 

completed.

This is what MBIE found

• Almost 20% of owners apply for their own consent. 

Given the number of group home builds being done 

(around 50% of the market), this means up to 40% of 

the balance of house builds are being project managed 

by the homeowner.

• 77% of layperson customers believe their builder has 

the majority of the responsibility for following building 

rules and regulations, with 54% also believing this is 

the responsibility of the council.

• The majority of customers expect a residential consent 

to be turned around in 11 days, an amendment within 

four days and a code compliance certifi cate within fi ve 

days, although customers expect large and complex 

consents to take 40–60 days. These are at odds with 

the regulatory requirement of 20 days. 

The two biggest issues are:

1 coming back to fi x defects

2 variations costs

We’ve said it before and will say it again: if you rely on 

word of mouth to get new work, then you need to look 

after your existing clients. 

That also means communicating cost overruns to clients, 

ideally before you spend their money, and getting approval 

to make the changes. Not telling them may save a bit of 

embarrassment or tension during the process but can end 

up costing you through late payment or disputes that end 

up in court – and you may not get paid at all.

Variations and cost overruns are major problems in the 

blog article in this edition and we have solutions for 

avoiding these, or handling them if too late, in the ‘Blog 

Tips’ article on page 23.

1.3 SATISFACTION WITH 
BUILDERS
CUSTOMERS – HOW WELL ARE YOU DOING?

In April 2014 BRANZ released a report on 

customer satisfaction with builders on research it 

did in 2013. The MBIE has also recently released 

a similar report.

This is what BRANZ found

• The industry is not meeting the expectations of 

new house owners after occupancy, with owners 

being most dissatisfi ed with the service provided 

after moving in and the fi xing of defects after fi rst 

occupancy. 

• 73% of respondents had to call back their builder 

to repair defects after fi rst occupancy. This rate 

was even higher for the Auckland and Canterbury 

regions where building activity is particularly 

strong and workloads are likely more demanding.

• New house owners were generally more satisfi ed 

with their home and builder if they had a lot of 

input into the design of the house.

• One in six respondents had a dispute with their 

builder over fi nal costs.

• Auckland and Canterbury had signifi cantly lower 

levels of satisfaction than the rest of the country. 

This is likely to be because builders are running 

multiple jobs at one time and are struggling to fi nd 

suffi cient well-qualifi ed subcontractors.

• The challenge for the industry is going to be 

maintaining and improving performance (in 

particular, post-occupancy service and fi xing of 

defects) as workloads increase, particularly in the 

Auckland and Canterbury regions.

• 19% of respondents were dissatisfi ed with the 

service provided by their builder after moving in.

• The fi xing of defects after fi rst occupancy rated 

lowest, with 27% of respondents rating it ‘fairly 

poor’ or worse. 

• Completion of the home in time also rated poorly, 

with 20% of respondents rating it ‘fairly poor’ or 

worse.
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DOOR HARDWARE A KEY 
FINISHING TOUCH
Door handles and hardware can be thought of as the 

‘jewellery’ or ‘handshake’ of the home, but is often seen as a 

means to cut corners and save dollars for the overall house 

construction. 

Architectural hardware puts the fi nishing touch on a design 

and door hardware will turn 10,000 to 20,000 times in a 

decade of use, so buy the highest quality you can afford. Look 

for solid metal parts and avoid plastic. Many builder-grade 

doorknobs don't go fi ve years before the fi nish and function 

fail.

New door components come out all the time and there is a 

vast spectrum of products people can choose from according 

to style and budget.

Hardware components for the door come in different varieties. 

Selecting the most appropriate one entails awareness of the 

proper kinds of hardware to pick, selecting items by fi nish, and 

choosing locks by function and security. 

Great hardware has the ability to elevate the outcome 

of a space with its character, whether you're striving for 

exuberance or subtlety, so it makes sense to buy the best you 

can afford.

The best “Tradie Hacks” will have the honour of being 

published in our next edition of BoB so everyone can 

benefi t from these little gems and if yours is a winner, 

*you’ll receive a full set of steak knives as well (not 

really but we will give you a certifi cate).

Email your submission to us here at info@aim-high.

co.nz or, if you’re old school, drop us a line to PO Box 

44412, Pt Chevalier, Auckland 1246.  Entries close 

30th April to give us time to test them out.

1.4 TRADIE HACKS
SHARE YOUR TOP TRADIE HACK AND WIN*!

You’ve probably seen the viral emails with 
best Life Hacks. Now we know you all have 
tricks under your builder’s apron to make 
your life easier. 

Send us an email with your best tip for your 

colleagues and you could *win a really awesome prize 

(winners and prizes announced next issue)!

All tips will be judged by our expert panel (okay - by 

a bunch of builders we know), and the best will win…

something. Even if we have to buy it ourselves and it’s 

just a *box of chocolates.

Your hack could be a new product you have discovered, 

an amazing tool, or a new way of doing an old job.  
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Horizontal Timber Weatherboards  i

GOODREPAIRGUIDE

horizontal 
timber 
weatherboards G O O D

REPAIR
G U I D E

External gutters  i
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external
gutters

G O O D
REPAIR
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Interior Painting  i
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Repainting Textured Finishes  i
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Timber Windows  i
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timber 
windows
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Damp Subfloors  i
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damp 
subfloors
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Aluminium Windows  i

GOODREPAIRGUIDE

aluminium
windows
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REPAIR
G U I D E

Other titles in the series:

The series continues to be packed with numerous drawings and photos. It also provides practical, 
hands-on advice for dealing with a wide range of repair issues, and provides the building professional 
with step-by-step instructions on how to repair New Zealand homes.

This new guide describes the types of repairs that can be made where damage to fl oorboards is localised. 
It covers common problems, causes of damage, and options for repairing timber fl oorboards and fi nishes.

$27.12
each

+ $8 p&p

A new title in the essential Good Repair Guide series is now available in electronic 
and hard copy formats.

NEW

Order online www.branz.co.nz/grg or call 0800 80 80 85 (press 2)

Good Repair Guide: 
Timber Floorboards

Book and 
Epub Combo
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(If there are to be no variations, or any 

variations must be referred back to the 

designer, then you will need a contract 

stating that, no matter what the value 

of the job)

• Payment claims are to be submitted monthly and are 

due on the 20th of the following month.

(If you have payment terms other than those above these 

will need to be stated in a contract, no matter what the 

value of the job)

• You cannot subcontract most or all of the building work 

to subcontractors, and you are responsible for the 

subcontractors’ work and the quality and performance 

of any materials.

(If you have a subcontractor doing most or all of the work, 

you will need to state this in a contract. If the subcontractor 

is responsible for the quality of their work then this will also 

need to be stated in a contract)

• Dispute resolution follows the standard resolution 

process; once a dispute is raised both parties must use 

their best efforts to resolve it. If this doesn’t happen 

then in 10 days it goes to mediation, and if that doesn’t 

work, arbitration.

(This should be standard anyway, nothing to see here)

• Notices must be in writing.

(If you send an email to someone we suggest you ask for a 

response. If they call you with a response, get them to put it 

in writing – all notices must be in writing)

As you can see, contracts are going to very quickly become 

the norm. This is why we created contracts over a year 

ago that are free to members. We have created simple and 

easy to use contracts so both sides can understand their 

responsibilities and obligations. 

There are many other products we are producing to help 

you keep ahead of the game and comply with government 

council and clients. One of the main tools we have added is 

our integration with LockNLoad. This is a smartphone app 

and a cloud based website that enables you to document 

your projects quickly and securely. And, any Building Hub 

member can receive the Building Guide for free, which 

meets the requirements for ensuring the client is ‘informed’ 

about building. If you want to know more about this 

incredible tool, call us, 04 381 3318. 

1.5 BUILDING HUB UPDATE
The Building (Residential Consumer Rights and 

Remedies) Regulations 2014 were released by MBIE 

on December 1, 2014. At the Building Hub we sent 

out a number of emails covering each element of the 

regulations to help LBPs get their head around them. 

I received a number of rather abusive emails in return that 

seemed to think this rediculous amount of paperwork was 

coming from the Building Hub. Of course not, this is law. 

Having the attitude “bugger that for a joke, I haven’t had 

to do this before and buggered if I am going to do it now!” 

simply won’t work. 

The regulations highlight the consumer protection element 

of the Building Act review. There are a number of things 

we expected, including mandatory contracts for work over 

a certain value. While $20,000 was the number bandied 

about for the last four years, this was changed recently to 

$30,000. There is the mandatory ‘Prescribed Checklist’ 

that must be supplied to clients before the contract is 

signed or if requested by the client. There is a disclosure 

statement of insurance, etc. that also has to be supplied 

before the contract is signed or if requested by the client.

But most importantly are the ‘Implied Terms’ in the case of 

no written contract. These Implied Terms show very clearly 

that MBIE are keen to encourage the use of contracts for 

ALL building work. Here is the list. Read carefully because 

if you don’t agree with the implied terms you must have a 

contract to state otherwise.

• The builder is responsible for obtaining the consent, any 

variations or conditions to the consent.

(If the client is responsible for obtaining the consent you will 

need a contract stating that – no matter what the cost of 

the job is)

• The builder is responsible for obtaining the CCC and 

cannot submit their fi nal payment claim until then.

(If the fi nal payment claim is to be submitted before the 

CCC – say, the client wants to do the external painting, 

hence no CCC until fi nished – then you will need a contract 

stating that fi nal payment is not subject to CCC, no matter 

what the value of the job)

• The client can ask for variations and it is the builder’s 

responsibility to provide them with the additional cost 

and time to the contracted works.
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• In both B1 and E2, a large portion of RFIs required 

further sign-off or calculations from engineers. In 

the case of B1, this was over 30% of the RFIs issued. 

Two of the Building Code clauses mentioned above 

relate to restricted building work (RBW): the 

primary structure (clause B1) and external moisture 

management system (clause E2). This highlights 

the need for designers to ensure their means of 

compliance is clear and unambiguous.

A lack of clarity can hinder an application’s passage 

through the consent process. Conversely, if an 

ambiguously worded application does slip through the 

process, it may have a knock-on effect on the design 

documentation, which may later be misinterpreted by 

practitioners on site and knocked back by inspectors 

– all leading to confusion, delays, potential cost 

overruns and upset clients.

In essence, BCAs and builders should not have to 

search through the consent documents for Building 

Code compliance; rather, the compliance pathway 

selected should be clearly illustrated in the design 

itself. If you have problems on site, you’re advised to 

refer them back to the designer, and to let the client 

know where the problem lies.

1.6 CONSENT PROCESSING – WHY 
THE DELAYS?
MBIE recently undertook a case study that 
focused on the reasons why building consent 
applications experience delays. 

Key fi ndings are as follows: 

• The two most common reasons for issuing 

requests for information (RFIs) were the need for 

clarifi cation and missing information.

• The majority of the RFIs did not provide any details 

identifying whether the consent was related to an 

acceptable or alternative solution. The means of 

compliance was not always clear, and/or there were 

numerous instances where consent documentation 

was ambiguous or non-specifi c (particularly where 

generic specifi cations had been utilised). 

• Three building code areas accounted for over 

77% of the total codes counted. These were B 

(structural), G (services and facilities), and E 

(moisture).

• Three technical clauses accounted for over 54% of 

the total code clauses counted. These were B1, E2, 

and G1.

quality

paint

colour

advice

wallpaper

curtains

Get a superb finish on your decorating projects with quality Resene 
paint, colour, wallpaper, curtains, decorating accessories. 

Come in and see the team at your local Resene ColorShop and enjoy 
the Resene difference today.   

Call 0800 RESENE (737 363) or visit www.resene.co.nz for your 
nearest Resene ColorShop. Over 60 Resene ColorShops nationwide.
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1.7 5 THINGS THAT BUILDERS 
DO ON-SITE THAT PISS 
BUILDING INSPECTORS OFF
As a person who has taught building law for over 

20 years I have seen the rules from all sides of the 

counter.  I have taught building offi cials, IQPs, facilities 

managers, LBPs and tradies, designers and architects. 

Sadly some key players in the game seem less interested 
in knowing the rules than just bucking them. Some of us 
like the rules, some of us really dislike the rules and others 
just want a fi ght.

In my view the job would be so much easier if everyone 
in the industry was taught the rules from apprentices / 
undergraduates up. What would be even better - if rules 
were respected and inspectors were revered, but that may 
be me dreaming.

While no builder likes a building inspection, one has to ask 
who else would check or "sign off" a builder's work. LBPs 
are not "signing off" their trade work as compliant that's 
for sure. LBPs only sign "hands up” who did or supervised 
the work - not that it meets the plans as approved, nor the 
Code. That's the building inspectors’ job for now.

What follows are my observations from talking with 
building inspectors about the real stuff on-site that pisses 
them off. They cannot say it offi cially as part of Council 
but I am willing to because I hear it all the time. Yes, 
builders have their own complaints and grumps about 
Council but for once I am putting it out there to generate a 
bit of discussion through BoB. I welcome the debate.

1. TRY TO CATCH THE INSPECTOR OUT IN A GAME OF "SPOT 
THE DIFFERENCE"
The plans have already been approved; they are the ones 
that need to be followed. So why then are there short cuts 
taken or big changes from the plans? Sure, some things 
may not be built the way they are drawn but when the 
builder has not even looked at the consented plans you 
have to wonder.

The telltale sign is that the plans are not on-site or they 
are on-site but rolled up perfectly in the corner of the 
room and have never been opened. The plans the builder 
priced on may not be the plans the Council consented. 
There may be (and usually are) changes, additions, new 
details that need to be managed.

2. CALL FOR A FINAL INSPECTION WHEN THEY ARE NOT 
FINISHED.
Building inspectors hate going back to a job to do more 
than one fi nal. The word "fi nal" should be just that! But 
when inspectors are called to go back 2-4 times this is just 
taking the piss. The builder is using the building inspector 
as a QA on the job. The audit function of Council does not 
allow the time for a full QA check.

3. SUBSTITUTE PRODUCT WITH UNKNOWN PRODUCT
While there is no compulsory product certifi cation scheme in 
NZ there is an expectation from both the client and the Council 
that the products specifi ed in the consent will actually go in 
the build. Changing your mind on products these days leads to 
delays and questions around the testing and suitability of the 
product for the NZ environment.

What really annoys building inspectors is where they see a 
product which is completely different in situ and is expected to 
sign it off. It takes a lot of guts from the building inspector to 
tell the builder to rip it out. Better off not being in there in the 
fi rst place; or to check it’s “like for like”. 

4. NOT KEEPING UP-TO-DATE
What version of NZS3604 are you using? Do you even have 
a copy of E2/AS1? We live in a paper heavy environment and 
builders are expected to have the "tools" of the job. How 
can a builder have a good debate with a building inspector 
if he is referring to an outdated publication? Being told it is 
too expensive or expecting the building inspector to be the 
educator just pisses them off. Answer: get a copy of the key 
documents that apply to your type of building work. Make time 
to keep up to date.

5. PULLING THE WOOL OVER THE INSPECTOR'S EYES
When the building inspector is escorted around the site they 
think builders are deliberately leading them away from dodgy 
work.  They have shared enough horror stories with other 
inspectors in the district and had enough experience of their 
own to make them wary. There have been numerous incidences 
and even court cases over issues of:

• Insulation bales going from house to house

• Steel reinforcing in pre concrete pour disappearing the 
minute the building inspector left site

• Brick ties at half height all good but none on the top. Only 
found out after brick wall collapses

THE LAST WORD
Remember, the Government made the Rules, not the Council 
building inspector. He or she only interprets or bends the 
rule to allow the work to continue. If you really, really, really 
don't like what is happening to the building industry - forget 
complaining to MBIE. Get in the ear of your local politician or 
the Minister of Building and Housing.  
I just wonder what happens when nobody is looking over a 
builders’ shoulder. Building inspectors are an audit check in the 
process. Without them the builders would have to self-certify. 
That would make life very interesting!

Till next time when we will look at the reverse situation fi ve 
things that building inspectors get wrong.

Rosemary (Rosie) Killip
Building Networks NZ Ltd

Sign up for FREE Advice at www.buildingnetworks.co.nz
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 (and yours)
  The Design Process 
  The Construction Process
  Product Buying Options 
  Council Information

Step-by-Step 
Guide to Better 
Home Building

Informa  on.

The Building Guide is the single 
best source of information for  
your client to read before you 
start their build. 
It covers:

The prescribed checklist 
from MBIE that you must 
supply your client with, 
clearly states that they 
must be INFORMED 
about building. 

The easiest ways you can do 
this is to give them a copy of 
the Building Guide (which 
is published throughout the 
year across 7 regions) - we 
supply you this for FREE! 
To request copies of 
our magazine, just drop 
us an email to 
info@aim-high.co.nz 
or give us a call on 
09 360 8885
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SECTION 2 2.0 Cover Article

Builders are under fi re from all sides. 

The Government has now brought in legislation 

that not only compounds the responsibilities of the 

Licensing scheme but adds to them with requirements 

for customer education around building, your own 

personal and business history and for contracts and 

sub-contractors in very tangible terms. 

In addition, customers are also fi nding ways of highlighting 

dissatisfactions with their build experiences. As reported 

elsewhere in this issue, BRANZ found almost 20% of 

projects had major issues. Now builders have to deal with 

public dissemination of those experiences. And don’t think 

you’re immune. Late last year, we became aware of a blog 

site set up to discuss consumers’ experiences with Group 

Home Builders (you can fi nd it here - http://nzfvtg.org.nz/

building-company-reviews/ or there’s a link off the front 

page of our Building Guide website). As you can imagine, 

most comments aren’t overly positive and there are 

common complaints coming through from the customers, 

including blatantly poor and indadequate construction 

practices and appalling customer service. 

Any name, blame and shame revelation must send shivers 

of fear down the spine of those businesses or people 

identifi ed. 

With the advent of electronic communications there’s now 

a need to rewrite the rulebook for the old saying of “any 

publicity is good publicity”. 

A ‘blog’ is a personal diary-type website that is used as 

an online journal (blog is short for weblog) and most are 

accessible for anyone to see. This allows anyone to say 

whatever they like about anything and anybody and for all 

to see it. (You’ll see there are legal issues of defamatory 

comments and we cover that in our separate article titled 

“The Legal Consequences” on page 26). At the time of 

writing this site has 780 responses under the category 

“Building Company Reviews” and most aren’t happy and the 

companies they’re not happy with are named and shared 

with others coming across this site.

Name, Blame Name, Blame 
& Shame& Shame



ISSUE 1:15 THE BUSINESS OF BUILDING  19

For Builders Who Want To Be Better       www.bobforbuilders.co.nz 

 So what does this site tell us?

There are many examples of malpractice and we have listed 

a range of topics, comments and quotes to give you a taster. 

These illustrate the clients’ frustrations with what can 

simply be described as lousy and unprofessional conduct 

that refl ects very poorly on the industry.

The most frequent topics include: 

• Lack of communications 

• PC (Prime Costs) and variations – unrealistic, misleading

• CEOs and project managers are often worst offenders

• Overpromising from salespeople

• Franchise outlets differ greatly – the good and bad

• Builders and sub-contractors being “screwed” by 

franchise operators

• …and yes there are some good time builders and good 

persons identifi ed

The bloggers expressed concern that:

• Firms advertising materials contradict their experiences 

with that fi rm

• Behind some bloggers positive responses and praise was 

a hidden agenda linked to the building process

• Master Builders & Certifi ed Builders Guarantees are 

useless

• Some franchise guarantees are reasonable but for 

others you need to read the small print

• Performance of builders in different areas with the same 

franchise differs remarkably

• Some problems were linked to insurance companies and 

the Christchurch rebuild in different land zones

• The biggest problem is builders total lack of 

communication and a ‘take the money and run’ attitude

• Standards of documentation vary from non-existent to 

superfi cial to very professional

www.reseneconstruction.co.nz   0800 50 70 40tion.co.nz   0800 50 70 40  

Providing Advanced 
Construction Systems to New 
Zealand’s residential and 
commercial projects.
Exterior plaster Façade, 
Fencing and Flooring Systems, 
we also provide complete 
hand applied, interior finishing 
solutions using the latest 
technology & materials 
providing durable, and 
aesthetic results you can trust. 

All systems are warranted and 
installed by Registered LBP 
Plasterers to strict specifications 
providing surety of 
performance to your project.

www.reseneconstruction.co.nz   0800 50 70 40
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• Reporting the building company are ‘all smiles’ until you 

sign the unconditional contract

There is no doubt that there are always two 

sides to every story, and we all know how bad 

some clients can be. However, the potential 

damage to a business is enormous, especially 

when there are several people mentioning the 

same company on the site, so you simply cannot 

afford to ignore what is being said here, or on 

the ‘No Cowboys’ website, or in the Trade Me 

forums. If your name is being criticised out 

there, this will cost your business.

Bloggers identifi ed predicaments they faced with their 

builder such as: 

• Adding  $16K onto the fi nal invoice which had not been 

cleared or any variations signed

• Being locked out of the our house until the amount in 

dispute was paid

• Asking for a huge deposit – $30K (which they had for 

about 10 months and did nothing in that time)

• (A positive one) Never asking for any extra money 

without doing variations so client knows ‘what is what’

• Taking almost 3 months just to tweak the plans that I 

liked

• Coming up with inconsistencies and grey areas around 

the project with the end result being a budget blowout 

and more stresses

Lessons learned from their experiences include 

recommending clients:

• Get a credit check on your builder

• Ask the builder in writing about their trust account and 

progress payment protections

• Ask in writing for a list of their sub-contractors and their 

qualifi cations and make sure they have to notify you if it 

changes. (The A team subbies are often touted but the D 

Team often turns up)

• Scrutinise every little thing as you will get duped 

otherwise.

• Quotes are based on minimum standards and cheapest 

materials

• Contracts are sometimes blatantly ignored by the 

builder

Contributors to the thread offer some good advice:

• Ask builders to provide info on homes they have built

• Visit the clients of those homes

• Check the fi nancial health of a builder before you give 

them any money

• Ask about how the builder protects deposits and 

progress payments

• Question whether a franchise is underwritten by “head 

offi ce” so if the individual franchise goes bust head 

offi ce steps in and fi nishes your build

• Be aware that the terms and conditions of different 

franchise companies varies greatly

• Recognise that bespoke [one off ] designs are different 

to off-the-shelf repetitive design in quality and price

The consumers venting on the site shared a range of 

experiences, as a warning or for guidance, including:

• Taking the builder to the Disputes Tribunal to get some 

money back 

• Referring a complaint on to the Commerce Commission 

as the response from head offi ce was ‘no liability, no 

responsibility’

• Reviewing BRANZ publications on their builders 

consumer satisfaction survey and looking at the no 

cowboys site

• Taking the builder/developer to the High Court Case

• Giving up but losing my deposit.

• Being ‘blown away’ by the cost of variations

• Being threatened by the builder with “if you don’t pay 

your money [in dispute] when it’s due ‘work will stop’” – 

ironic when no work is happening anyway

• Glad the promised fi ve months that turned to two years 

is fi nally over
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• Do not just sign anything without fi rst reading carefully 

and ideally taking legal advice

The expectations of clients are rather nicely summed up by 

one contributor in the statement “We, the owners, need to 

rely on the building company’s reputation and their basic 

human honesty, and then their commitment to rectify 

things in a decent time frame.”

As a result of this site, another more recent one has been 

set up that to identify residential construction companies 

in alphabetical order and seeks customer feedback at 

Buildreview.co.nz (early days yet, so not many reports but 

we expect it to grow).

Also reference has been made to house-building clients 

setting up their own blog to share day-to-day experiences 

on their journey towards building their new home - Refer 

http://www.tumblr.com/blog/nzhomebuild.

  Insulated Façade

Premium Façade Systems
Resene Construction Systems have 
been providing advanced 
construction systems using Rockcote 
and now Plaster Systems specifically 
designed for the New Zealand 
environment for over 25 years. 
Our Façade Systems are some of the 
most efficient and complete barrier 
facades available, which combine 
our patented flashing suite, and 
drained cavity technology 
providing confidence to you and 
your next project.
Our Façade Systems have passed 
stringent BRANZ weathertight testing 
and can only be installed by 
Registered LBP professionals.

www.reseneconstruction.co.nz   0800 50 70 40

R O C K C O T E

One thing is for sure: this type of exposure is not going to 

go away. 

In running a residential construction fi rm you are going to 

have to seriously think of the wider ramifi cations of total 

exposure when you have problems with a client, particularly 

when it appears to be your fault and look at how you deal 

with these problems.

CONCLUSION 

There is a clear warning of how poor building 

operations, business and work standards are can 

be quickly identifi ed and the dissatisfaction quickly 

circulated through this uncontrolled media channel. 

The simplest approach is to not get yourself or your 

business in a negative situation with your client. Then, 

who knows, a blog on your excellent performance may 

be the simplest and most effective form of positive 

marketing you have ever had.
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review into how liability is distributed among multiple 
defendants who are found to have caused the same 
damage.

• The Government agrees with the Commission’s main 
recommendation to retain the current rule of joint and 
several liability, which allocates liability in cases where 
there are multiple defendants. There are, however, 
some issues around fairness between defendants 
that warrant further consideration, particularly in the 
building sector.

• The question of which liability rule should be used to 
allocate liability among multiple defendants arose from 
the leaky homes problem. Joint and several liability 
provides the best assurance that the plaintiff will 
be compensated for their loss, but Building Consent 
Authorities feel they are viewed as the defendants with 
the ‘deepest pockets,’ and are therefore shouldering an 
unfair fi nancial burden for damages costs if other liable 
defendants are absent or insolvent.

• The Commission has recommended adjusting the way 
in which the principle of joint and several liability is 
applied in some cases, including introducing liability 
caps for Building Consent Authorities and exploring the 
potential for a residential building guarantee scheme to 
reduce the risk to homeowners of unrecoverable losses.

• I welcome the Commission’s recommendations to 
address sector-specifi c concerns around fairness 
between defendants, particularly for Building Consent 
Authorities, and the Government will now seek a careful 
analysis of these recommendations.

• The Government has directed the Ministry of 
Justice and the Ministry of Business, Innovation and 
Employment to further analyse the value and potential 
impact of the Law Commission’s recommended 
changes, and to report back to Ministers by the end of 

2015.

The government’s technique of throwing out a press release 

detailing probable law change to test the waters and gauge 

the reaction is not uncommon. More analysis and reports 

have been signalled and it will be interesting to see how 

far the investigations go and whether the matters noted 

above are considered. We will be watching government 

announcements on the issue in 2015. Some time much later, 

when the hue and cry has faded,we believe there will be new 

legislation – and we suspect the ink is already dry on the 

draft paperwork.

2.1 LAST MAN STANDING 
CULPABILITY OPTION 
DISAPPEARING 
Judging from a December 2014 government news 

release, it would appear that National is taking the 

easy option in one of the issues resulting from leaky 

homes and the Weathertight Homes Resolution 

Service. And it is to save the government money!

The proposal is to limit government payouts (through 

Building Consent Authorities liability) to only a proportion 

of the WHRS claim. In a lot of cases they are the only party 

left as a legal entity – hence they become the ‘last man 

standing’, liable under NZ law for the cost of the total repair.  

The release explains the legal niceties of joint and several 

liability. It focuses on the BCA’s disproportional liability 

but ignores the problem of parties declaring bankruptcy 

to conveniently avoid liability in building failure cases. 

Historically it has been very diffi cult to win any money from 

a fi rm that has become insolvent despite its proven liability 

in a negligence case for building failure. 

Concern has also been voiced about fi rms who create a 

company to build a house and then, on completion, close 

down the company and create a new one for the next house, 

and so on. ‘Phoenix companies’ are established or used, 

often with common directors and/or shareholders, to take 

on the assets and business of a failed company, using a 

similar name, or one that has an association with the failed 

company. Late 2009 amendments to the Companies Act 

1993 provide remedies to these illegal operations. 

What is needed, however, is a more holistic approach to 

identifying the legal avoidance of liability of defendants 

who are absent or insolvent in a multiple parties claim. This 

is as well as fairness in proportionate liability but not just 

focusing on the BCA’s plight. 

These concerns stem from the following announcement 

by Nick Smith, Minister of Building and Construction taken 

directly from the government web site: 

• The Government is to consider capping Building 
Consent Authority liability in negligence cases for 
building failure following the Law Commission’s 
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2.2 TIPS FOR AVOIDING 
NEGATIVE COMMENTS ON 
BLOGS
Helpful Tips on Negative Comments 
on the Internet

The term ‘Public Relations’ has been around for 

a long time but is unlikely to have been used by 

too many builders. Well now the public has the 

means to highlight issues with builders, PR has to 

become a higher priority. 

The easiest way to deal with problems is to avoid them 

in the fi rst place but if you do get caught then read 

on. Below we elaborate on some of the most frequent 

topics covered in the blog we highlighted in our earlier 

article and offer a few suggestions on handling these 

situations:

COMMUNICATION
The need to communicate with clients in residential 

construction is the bane of a lot of builders who just 

want to get on and build. Not communicating creates 

bad situations, however, and ignoring these issues just 

makes matters even worse and you end up getting more 

communications about why you haven't communicated 

about their earlier communication and so on and so on.

Unfortunately with cell phones, texts and emails 
people expect immediate answers and if they don’t 
get them, they can become very vocal about it.  

An email is a written record that can be produced and is 

legally accepted as evidence at a later stage. This should be 

a warning that some action on this form of communication 

is essential and that you need to be careful about what 

you write. BoB, through an earlier email response exercise, 

knows that you builders are not good at answering emails 

and that needs to change.
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CHECKLIST
Set up a regime of how to handle all communications on a 

regular basis: 

• require email details when a site visit, phone call or text 

doesn't require urgent/immediate response 

• apply action when a site visit, phone call or text requires 

an urgent/immediate response  

• record immediate/urgent action details on your 

smartphone/tablet or, if you are old-school, in a 

notebook that you take with you everywhere 

• set aside specifi c times to answer your daily 

incoming emails (probably one of the most signifi cant 

communications tools not carried out)

• rank all emails with a priority using the coloured fl ag 

options available

• set a specifi c time for updating your records with 

information you have in your notebook.

• set a specifi c time for dealing with long emails, noting 

the fl agged priority for urgency

• respond to all emails, with an answers OR an interim 

email  promising to get back within a specifi ed time

• send interim replies to emails so the recipient knows you 

are handling their enquiry. 

• note in your interim email reply if you are waiting on 

somebodies input over which you have no control

• make decisions in a timely manner over all 

communications – you will have to respond (make a 

decision) at some stage and the sooner the better

• get into a regular pattern of handling communications 

and your clients will see how you operate (effi ciently)

• remember that records protect you and your business

• Keep key emails by creating folders in your inbox for 

different topics and projects to make them easier to fi nd

…and if you are in any doubt as to the need to communicate 

in a timely manner to avoid “bad press”, then reread the 

BoB blogs article and read the original blog site!     

PC SUMS & VARIATIONS
We have highlighted in earlier publications the rort of 

including work that is not clearly defi ned by using PC sums 

that are unrealistic so as to present the cheapest overall 

price, and then later, when the real price is established, the 

client is up for thousands of dollars extra. Common areas 

for this are the kitchen, bathrooms and light fi ttings and 

sometimes foundations. 

We recommend against this practice.

DIFFERENT WAYS OF HANDLING PC SUMS:

• Highlight these areas in your submission and state a 

range of costs that should be allowed - from cheapest 

to dearest. It will show your integrity and give the client 

something to think about when comparing your price 

with the opposition. 

• Alternatively, initiate discussion before your bid 

submission to hopefully force the client to go look 

in show room mock-up designs, or look 

at already installed options and make 

decisions on style, quality, fi ttings, etc. 

Then you can base your price on the actual 

requirements.  Avoid the ‘no surprises’ and 

you won’t get a reputation for being that ‘dodgy 

builder’ that waits till the end of the contract and 

springs it on the client. 

It is not a good a good look to see such extras 

presented in the blogs as “…pay up or no keys to your 

house…” ultimatum.

to dearest. 

something

with the op

• Altern

submission

in

you 

build

spring

It is not

presente

house…” 
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Alternatively, PC sums may be needed because of 

procrastinating clients who will not decide on critical issues. 

In such cases you need to identify and communicate loud 

and clear that the client is the source of the problem and 

their delay results in use of sums that lead to uncertainties 

in the price. 

Anybody who is being pressured into pricing projects with 

incomplete documentation that does not have building 

consent approval should strongly resist. The same goes for 

documents that don’t have the fi nal sign off by the client. 

While diffi cult, the risk is you will end up continually pricing 

the client’s wish list versus their unrealistic budget.

As we have repeatedly said, variations must follow a fully 

documented clear open book procedure that is signed 

off by the client, who is fully briefed on how variations 

are handled. It MUST include a reasonably accurate cost 

implication.    

Note that variations that are the result of changes in poor 

documentation are not a cost to the client. Clients pay 

consultants’ fees on the expectation that the documents 

are prepared in a professional manner by a competent 

person. The cost of revising documents to pass a building 

consent must not be an additional cost to the client 

because it is clearly the result of shortfalls in the original 

documents. However such situations do regularly occur 

and the revised documents could well incur additional costs 

for the client, which is a justifi ed claim, hence the earlier 

comment on only pricing on building consent approved and 

client approved documentation. 

CHECKLIST 

When dealing with PC sums: 

• be honest when setting the value of sums  

• set sums relative to the style of the house

• minimise or eliminate sums at the start if at all possible 

• communicate clearly with clients about all sums

When dealing with variations:

• have a full process requiring signatories for each 

variation 

• make sure the client fully understands the variation 

process

• stress the need for variations for all changes

Such times quoted should allow for all the ups and downs 

and interruptions that are typical of the residential 

construction industry. If you are being pressured on this 

topic then delay answering but nominate a time when you 

can give them a realistic answer - don’t make off-the-cuff 

rash promises and especially not completion dates. When 

you do state a time, which the client will always remember 

(and it may well come back to haunt you), qualify it with 

such as “subject to having consent approved for the 

documentation” or “subject to normal weather conditions”. 

If possible always be cautious with the times quoted as you 

will always be praised for fi nishing early and slaughtered if 

it takes longer.

Some of the times-between-actions by builders talked 

about in the blog are absolutely horrifi c. A lot of them would 

• include accurate cost implications in each variation 

• include accurate time adjustments in each variation

• make sure your client understands the full implications 

of each variation

TIMEFRAMES QUOTED
Probably one of the most diffi cult aspects to get right in 

any residential construction is how long will it take and it’s 

certainly one of the most regularly asked questions.

Builders often give times that clients want to hear 
rather than something that is a more realistic 
estimate. This is particularly important now, with 
the new regulations.
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appear to relate to lack of resources and over-commitment 

with too many jobs running concurrently. It’s a situation 

that cannot continue.  

There are three different events that complaints cover 

relating to time issues:

• the initial development and agreement of documentation

• confi rming the price 

• the actual build time. 

Documentation delays referred to in the blog about delays 

in pricing appear to be where this situation has got out of 

hand.  

Pricing time delays:  ensure the client knows if there are 

any issues arising from repricing design changes and keep 

them informed, but let them know it’s not a fi shing exercise 

as they try to see what different design or materials options 

might cost them.

Build time is critical as far as the client is concerned so 

whatever is promised immediately sets a date for when they 

can move in and any delay becomes a big issue. Clients are 

now imposing late completion penalty clauses and this is 

defi nitely a case of knowing the real implications of such 

a clause and seeking legal advice. For example, consider 

the ramifi cations of a client incurring additional costs 

for temporary accommodation because of a delay in the 

promised entry to their new house.     

In all the above cases the simple philosophy is not to 

promise something that you can’t deliver and if you 

have incurred problems in the past and you want to stay 

in business some changes to make improvements are 

essential. As always, communications are vital especially 

with bad news.

A 12 month build contract that takes 24 months 
means something is wrong with your processes.

BUILDING COMPANY CEOS AND PROJECT MANAGERS
From the outset you need to have confi dence that you, your 

client, the building designer and subcontractors can relate 

and have faith in each other and overall work as a team. 

In an earlier edition of BoB we printed a checklst to rank 

topics on a proposed new project (now available on our BoB 

website). Included in the rankings were certain client linked 

items and it would be good for you to revise that item as a 

reminder that unless you have full confi dence in the project 

and all parties involved there is a strong possibility that the 

project will go pear shaped and lose money. 

Who the client is dealing with directly within the building 

organisation depends on the company setup, the CEO 

is commonly the owner of the building company whose 

primary focus may be fi nancial gain at all costs and some 

blogs refl ect this.

The project manager, is used to identify anybody with some 

authority, linking the client and the on-site building team. 

Unfortunately, as the comments identify, their skills range 

from non-effective liars to competent great people. If a 

builder or franchise uses this person in a key role and has 

a great reputation then use this as part of your marketing: 

bring this person along and introduce them to your client.

Franchising - the good, the bad and the ugly

The performance of franchise organisations and outlets 

differ greatly. Complaints about franchises far outweigh the 

number of complaints with solo builders.   

In previous BoB articles we covered the advantages and 

disadvantages, pitfalls and foibles of franchising from a 

builder operator’s point of view. We commented on the 

television smart marketing with happy clients and wondered 

about the not so happy ones. Now we have an insight 

from the “occasionally happy”, “not-so-happy”, “totally 

dissatisfi ed, “certainly wouldn't recommend” and “I’m 

taking these guys to court” client's viewpoint.

CONCLUSION
1 Avoid problems by being upfront and honest in your 

dealings with clients

2 Try to resolve problems when they do crop up

3 Don’t try to rip people off

4 Don’t take diffi cult clients on board

5 Make sure your business operations are up to scratch

6 If you do run into problems, make sure you have a 

‘paper’ trail (this includes texts and emails) that you 

can refer back to

7 Independent mediation can help resolve things if 

they deteriorate before heading to court
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administrator shares responsibility for the defamatory 

material, alongside the author. Recently, litigation involving 

the Whale Oil blog clarifi ed the legal situation: a blogger 

may be liable for defamatory comments they knowingly 

permit to remain on a web site under their control – so if the 

author doesn’t remove the statement, your next step is to 

contact the administrator. 

Should you need to take it further, the next step is the 

internet service provider. ISPs are responsible for removing 

defamatory material that is hosted on their networks – once 

they have been notifi ed of its existence, of course. 

As well as seeking to get the offending comment removed, 

you may want to ask the author to publish a retraction 

to make plain to anyone who visits the site that the prior 

statement was unfounded and defamatory. 

HOW TO AVOID LEGAL STRIFE   

• To avoid being the subject of adverse comment online, 
follow these guidelines.

• Do what you say you’re going to do.

• Communicate effectively (and consistently) with 
the client.

• Do not misrepresent anything to the client – for example, 
do not mislead them regarding build periods or start 
dates.

• Ensure you have good documentation, and that you 
follow the terms of your contract re variations and 
changes.

• If something goes wrong with a job, inform the 
client: tell them how you will fi x it and and how long it 
will take. 

If despite your best endeavours you believe you are unfairly 

the target of comments or a ‘name and shame’ campaign 

from an unhappy client then, you do have legal rights. 

For specifi c assistance on defamation or other advice on 

construction matters, contact Elspeth Horner at Mahony 

Burrowes Horner www.mbhlaw.co.nz / 04 550 5762 or at 

Elspeth.horner@mbhlaw.co.nz 

2.3 LEGAL CONSEQUENCES FOR 
ONLINE COMMENTS
The building industry is subject to the same 

consumer scrutiny that many service sectors face – 

particularly through ‘name and shame’ review web 

sites, blogs recording a build process, and comments 

from others on such sites.

Often these sites include tales of woe from consumers, 

which may damage the reputation of an individual builder or 

company. If a (former) client has written about you or your 

work then remember that statements made online attract 

the same legal consequences as if they were published in 

hard copy, such as in a newspaper or magazine: the law 

of defamation may be invoked against untrue or offensive 

statements. 

You need to remember, though, that a statement is not 

defamatory if it is true. So if indeed your work has overrun 

the contractual deadline by 10 weeks, then you cannot 

complain if the homeowner takes to the web and lets the 

world know about the delay. 

Another aspect of defamation law to bear in mind is that 

a person has the right to express their honest opinion – so 

long as they base their opinion on true facts. So a blogger 

cannot be liable for expressing an honest opinion even if 

it causes offence or insult. For example, if a homeowner 

publicly accuses you of taking shortcuts because they’ve 

seen you nail-gunning a deck (when it was to be secret-

screwed), then they’re simply exercising their rights to 

express an honest opinion. 

WHEN TO TAKE ACTION
What should you do if you believe you have been defamed 

by a blogger or comment on a blog? The fi rst practical 

step is to contact the author to request the removal of 

the content. In the case of user-generated comments the 

most practical solution is to contact the administrator 

of the blog as they have greater control over the website 

and comments tend to be anonymous. Furthermore, the 
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SECTION 3

3.0 Feature Stories
3.1 LICENSING AND ALL THAT
BoB had a chat with Paul Hobbs, the new LBP 

registrar, just before Xmas. He fl agged some changes 

to the Skills Maintenance scheme (announced just 

in time for us to include as we were going to print), 

problems he’s grappling with, complaints about LBPs, 

skills maintenance audits and more. 

There was so much we couldn’t fi t all of it into the magazine, 

so head to our Bobforbuilders.co.nz website for the rest of 

the interview…

 How are you fi nding things in the new role?

Paul Hobbs Good thanks. I have been with the Department 

and Ministry now since 2008 so I am familiar with the 

environment. It’s a large organisation and everywhere 

you go things are slightly different, the legislation is a bit 

different and I suppose the work focus changes.  It’s an 

interesting role and on a personal and professional note 

there are a lot of opportunities to improve things and build 

the LBP brand.  In my view you just have to create a good 

environment for LBPs going forward.

One of the key areas of focus for me is our complaints 

function as this is a real growth area for our team and the 

Building Practitioners Board (the Board). It’s maintaining 

those sorts of things and looking at why we are getting 

complaints and if there are any themes coming through, 

how we then feedback to try and avoid these.  We don’t 

want to have unnecessary complaints entering the system; 

some of the ‘low-level’ complaints take a great deal time 

to deal with and can often be avoided through education 

rather than disciplinary action.  I don’t know if you saw the 

latest Codewords, we had a chap who featured and was 

clearly at the other end of the penalty provisions. The Board 

handed down a range of penalties to this particular LBP 

who had more than one complaint against him. In essence 

this is the sort of person that we are trying to fi nd and 

remove from the sector.  This was the fi rst time the Board 

has publicly named anyone and signalled what penalties 

were being handed down.  This sends out a message to the 

other LBPs. (Codewords: December 2014 edition: article – 

Building Confi dence – multiple offences.

 One thing in particular I wanted to address in our 

conversation, is that in the BRANZ report that came 

through a couple of months ago, around 20% of 

building projects had a major complaint about them, 

so based on the fact that there are around 20,000 

new builds going through at the moment (and that’s 

not counting renovations), that would indicate that 

you would expect about 4,000 complaints, yet 

you are only getting 70 complaints per year to the 

Board.

Paul Hobbs: Yeah, we get more than that. That is probably 

only the ones that reach the Board.  There is some triage of 

things that go on at a lower level.

 So I would expect that a lot of those serious 

complaints dealt with are probably to do with poor 

communication.

Paul Hobbs: Yes, that’s what we fi nd, there are several 

components or themes to the complaints that come in and 

that’s why we are quite keen to see the new  consumer 

protection measures come in to force on 1 January 2015, 

because it’s not just protecting the consumers, trades 

people should also look to protect themselves when 

contracting.  A lot of people who undertake signifi cant 

building work don’t have a contract and they are doing work 

of considerable value and it is not always clear where the 

lines of responsibility are, and that’s from both parties.  

Sometimes the expectations of the consumers are too 

high, sometimes the delivery is not right from the LBP, so 

if you have a decent contract in place this could potentially 

eliminate some of the problems we often encounter.
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 but if your messaging is getting out there then 

wouldn’t there be an increase in the number of 

complaints?

Paul Hobbs: No, because some of the complaints are at 

a lower level. If you look at the most common complaints 

are around the records of work, that is, practitioners not 

handing over the record of work at the appropriate time 

and not following the law. About 20% of our complaints 

deal solely with this issue so we have had a really strong 

campaign focussed on practitioners informing LBPs of their 

legal obligations. We know this is an issue so we have been 

going around informing practitioners that this is a statutory 

form, so don’t try and leverage payment off it as it is not 

lawful,..

 Are you fi nding that builders are trying to charge 

clients for fi lling out the form?

Paul Hobbs: No – the behaviour is well documented – it is 

highlighted in the latest BRANZ Build magazine  – one of the 

Board members has written an article (December edition) 

basically telling LBPs – don’t try and leverage off a Record 

of Work for payment. LBPs often take the position to 

withhold a Record of Work until you pay of progress claim.  

The law clearly states that if you have fi nished building work 

you have to hand over the Record of Work both to the owner 

and the council.

 I don’t know how familiar you are with the coverage 

we have done on the LBP scheme in the past, but we 

have been fairly critical of it.  Are you aware of that?

Paul Hobbs: I read lots of stuff and I talk to lots of people 

and I hear a range of views and for me I concentrate on 

doing positive things, but I am aware that there have been 

criticisms in certain areas for sure. 

I don’t know if you are aware that the licencing area within 

the Ministry is operating under a new model running, we 

are now called EBOLT (Electrical Building and Occupational 

Licensing Team) so we now look after about 26,000 

electrical workers and approximately 24,000 LBPs, so 

we can piggyback and learn from the Electrical workers 
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scheme – if you look at both schemes, the electrical scheme 

is very mature and they have been running for many, many 

decades and our scheme (in the real sense) has only been 

running since March 2012. So it’s fair to say we are we are 

still learning stuff on a day-to-day basis. Feedback from the 

practitioners and representive groups is also very valuable– 

it is fair to say that the practitioners Board is learning too 

and that’s why you have probably seen some signifi cant 

decisions now a couple of years on.

 Okay, coming back then to the problem of builders 

and the whole LBP scheme was put in place to 

protect the consumer, the perception was that there 

were a whole bunch of bad builders out there, and 

the reality was that there were a whole bunch of 

bad builders out there that were doing substandard 

work and so my understanding of the LBP scheme 

was that it was there to ensure that builders who 

are doing what is now restricted building work 

had suffi cient skill levels to undertake to do that 

suffi ciently well, and it was a way of identifying 

those people and to engender consumer confi dence 

that the builders could do the work.

 Well, everything that we have done in the last decade or so 

stems from the Building Act 2004, I mean the Building Act 

1991 sat at about 100 sections and it is now at 450, so that 

shows signifi cant growth and much of this growth to me 

stems from Don Hunn’s report on weathertightness from 

the early 2000s, and that to me is not around pointing the 

fi nger at anyone in particular. Granted we had poor some 

builders and other tradespeople in the mix for sure, but Don 

Hunn coined the phrase “systemic failure in the building 

industry” so there was not one dominant factor, but many 

which contributed to the system that failed. The Accredited 

Building Consent Authority (BCA) was one thing born out 

of this law reform; there is an entity within each council 

that is accredited and this is one of the many things he 

recommended. BCA’s have been operational for some time 

now and have been through fi ve cycles of accreditation, 

so I suppose the next cab off the rank in terms of his 

recommendations in that report was Product Certifi cation 

so we have set up a Product Certifi cation scheme through 

the Ministry that is administered here for people to use, The 

Licensing Scheme was another thing that he recommended 

– not just builders – there are seven license classes and 

different areas of practice. 

Then we have a bi-annual requirement that LBPs provide 

us with a declaration around their skills maintenance, so 

I suppose that they are essentially the same: builders, 

roofers, plasterers etc., that have operated for decades 

before that and now we have them in a scheme where we 

know who they are and we are aware of where they are 

working and they are accountable for the work they do. 

Competency indicators within each of the license classes 

will also continue to move with these changes and we 

will look to ensure that their competency moves along 

appropriately with any further law reform and or technical 

changes.  Ongoing skills maintenance is one of the pillars 

of the scheme so if they don’t meet the requirements in 

this area they are either suspended or if someone raises a 

complaint against them then we investigate it – that’s what 

the scheme is about and that must have a direct effect 

on consumer confi dence over time.  It’s early days for the 

scheme if you compare it with any of the other schemes, 

engineers, gasfi tting and drainlayers, registered electrical 

workers, etc. 

There have now been some signifi cant decisions from the 

Board in these early days and we are looking at the fi rst 

signifi cant changes to the skills maintenance requirements 

since their inception– it’s not a static thing, we are 

continually looking at how things are tracking and continue 

to learn, whether it be through the complaints function or 

through auditing skills maintenance. We are always looking 

for things and we can do to make the scheme better?  

That’s a long way of answering your question, around ‘bad 

builders’, I think the changes made were more around the 

‘systemic failure’ and this is what we are trying to address, 

not just one part of it.

 Okay so you are going to increase the number of 

random audits done out there?

Paul Hobbs: That’s just a proposal under the new scheme 

which would see a higher likelihood of an LBP being audited 

in the two year skills cycle. Auditing under the new model 

would potentially provide us with more confi dence.  If I 
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am honest, there are some people doing very good skills 

maintenance and then there is some stuff that you would 

question if it is actually valid. For me – if you look at the 

performance indicators in each of the licence classes and 

your skills maintenance doesn’t relate to any of those areas, 

then it’s hard to call it skills maintenance.  Broadly speaking 

there is a regulatory component, covering off building law 

and building regulations, a safety component, and a technical 

component in each licence class. So one of the key messages 

under the settings is to ensure that people who are providing 

or writing skills maintenance are aware of the linkage back 

to each of the licence classes and performance indicators 

embedded within each of the seven areas of practice.  

Under current settings the skills maintenance system is 

just a couple of pages of words on the LBP website at the 

moment. A declaration form is completed on a two-yearly 

cycle and that is largely the scheme as it currently stands. 

I would be the fi rst to say that we can improve on this and 

this and this is what we intend doing.  

 Thanks Paul – good luck with all the changes that 

you are pushing through.

Skills maintenance requirements are set to change

The Ministry of Business, Innovation and Employment (MBIE) has 
completed its review of the LBP skills maintenance scheme and as a 
result identifi ed where a number of improvements can be made to the 
existing framework. The current scheme requires LBPs to earn a set 
number of points in order to retain their licence, much of which relies on 
self-directed learning on the LBP’s part. This system has been in place 
since the scheme’s inception albeit with some slight adjustments over 
time. The review found that there are some credibility issues with the 
current scheme, including some LBPs doing activities that are not relevant 
to their licence class in order to earn the required number of points.. The 
new framework seeks to move away from an entirely points-based system 
in favour of a new ‘mixed-model’ approach with the aim of being more 
meaningful and relevant across all seven licence classes.

The new scheme was developed in consultation with LBPs, stakeholders 
and representatives from the Building Practitioners Board. It consists of 
both compulsory and elective activities, which is a departure from the 
current framework that relies solely on elective activities and gaining 
enough points to satisfy the respective ‘two-yearly continued licencing 
requirement’.

The new compulsory activities will consist of:

• reading LBP News (part ofMBIE’s Codewords newsletter), and

• identifying two examples of on-the-job learning over the two-year skills 
cycle.

The LBP News articles will focus on legislative and technological changes. 
LBPs will only have to read articles that are relevant to their licence class 
competencies (and underpinning area or areas of practice). LBPs will 

be required to complete a short quiz to ensure the key points have been 
understood. The on-the-job learning component recognises that LBPs 
often learn or upskill as they are working in the design offi ce or out on site 
and as such the new scheme will look to harness these naturally occurring 
learning opportunities. For example, designers should look to exploit 
occasions where they have used an innovative or new design method 
while trade-based LBPs could cite the use of a new construction method or 
product  by capturing this learning in their respective certifi cate or record 
of work.

LBPs will carry on doing a range of elective activities although the amount 
of time spent doing these activities will reduce by half. 

The time spent upskilling will remain largely the same as it is currently. 
However, one of the primary objectives of the new model is to make LBP 
learning material more accessible. Hence the advent of LBP News and 
seizing opportunities for on-the-job learning.  

The new scheme can be implemented under the existing LBP Rules so 
no legislative change has been necessary. MBIE will road-test the new 
scheme during the fi rst half of this year, so that any issues are resolved 
before LBPs are required to transition from 2 November 2015.

Further information on the new scheme will be published in upcoming 
editions of Codewords and in other trade publications in coming months. 
MBIE staff will also support the roll-out of the new scheme later in the year 
by partnering with building merchants and trade associations.

What do I need to take on board now?
LBPs will be required to transition into the new scheme on the date of their 
next two-yearly skills maintenance anniversary that follows 2 November 
2015 (an example of how this will work is provided below)

The new scheme does not introduce any new activities, it simply makes 
two existing activities compulsory, namely on-the-job learning and reading 
the Codewords.    

Footnote:  Here is a copy of the email that was sent on the 22nd January to all LBPs on MBIE’s database – you should have all received it.

…continued overleaf
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3.2 INCONSISTENT BUILDING 
INSPECTIONS
One of the biggest bugbears for builders is inspectors 

taking different lines on application of the Code 

to building work. We talked to Dave Gittings, Team 

Leader Consent System Infrastructure and Resource 

Markets in the Building system performance team at 

the Ministry of Business, Innovation and Employment 

who is in charge of BCA accreditation to see if we 

could get some clarity around the problem and how 

it might be solved. We got some way there and what 

follows is what Dave had to say to us…

The situation is not new, and MBIE are well aware of it. The 

bottom line is that both parties should be ensuring that 

the constructed work complies with the consented plans 

and specifi cations. It shouldn’t be looked at like a battle; 

everyone is trying to get a sound building constructed. 

We’re also not denying there are some inspectors who get 

it wrong.

There are generally two different scenarios in which this 

situation arises.  The fi rst is when the constructed building 

work does not follow the consented documentation. This 

sounds obvious but many plans and specifi cations are 

submitted to Council for consent approval and follow a 

cited standard or acceptable solution. Not all details of 

these are then provided to the builder on-site, despite the 

requirement for it be there, and despite the expectation 

that the builder owns their own most common standards 

(NZS3604 for example).

In a typical house build there are literally thousands of very 

small details with the ‘how to’ specifi ed in standards or 

acceptable solutions and sometimes those details are just 

missed, sometimes they are a mystery to the builder, and 

sometimes shortcuts are taken.

The second part is the inspector who follows the same 

path in terms of matching the completed building work 

with the consented documents. Their memory or concerns 

may focus on some of those details that don’t match with 

the builders and hence they are pointed out.  A different 

inspector may have a slightly different concern for a slightly 

different aspect. 

There are inconsistencies on all sides. The build should 

be to consented documents and sometimes that doesn’t 

happen. Inspectors can probably fi nd something on every 

site – e.g. there should be no more than 150mm gaps for 

bracing screws – but if there are a few at 160mm then the 

inspector may not worry too much (not to say this is a free 

pass). The question to be asked by the inspector is “does 

it really matter?” (or in detail, “does the building work 

meet the Building Code rather does it meet an acceptable 

solution or standard and how much variation is there that 

would require a minor variation or amendment to the plans 

and specifi cations?”), and the answer is often no, so then 

the question becomes when does it kick over to when 

something has to happen?

Building inspectors are human as well and sometimes they 

miss things (that may be picked up by other inspectors on 

Example of one LBP’s transition across to new scheme

What are the perceived benefi ts of the new scheme?

It is based on other successful skills maintenance models and will prove 
more meaningful over coming years

The mixed model approach means LBPs will no longer be responsible for 
sourcing all their skills maintenance material as is currently the case

A 50% elective component still remains in place so LBPs can still gain 
points from attending seminars, conferences, reading industry publications 
and attending workplace safety training and the like which are relevant or 
of interest to them       

On-the-job learning will feature as a mandatory requirement so the 
everyday work activities can be captured and used for skills maintenance.  

What do I have to do from here?

More information will be provided over the coming months and remember 
it’s not about the points, it’s about quality learning outcomes that will 
ensure you are up-to-date and current in your building knowledge!

All the best for 2015, 

Paul Hobbs - Registrar Building Practitioner Licensing 
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Here’s the point– with all the things we have to do now, 

we have to expose our business history and show we’re a 

solvent company and blah blah blah…And guarantee the 

job…And fi nish on this date, and look after liabilities and two 

years of blah blah blah and we’ll come back and wipe your 

arse, and we still don’t have any proof when we’re signing 

a contract on a $1.5m dollar build that they have $1.5m to 

build or available credit...Or whether they’re going to pay 

the last $300k or $100k or whatever…

One of them even gave up a couple of hours on his 

birthday to be a part of this (Happy Birthday Brendon!). 

This is their responses to the topics we brought up:

 New legislation out mid-December for builders to be 

compliant by Jan 1 (“What’s that?” says one): 

So you hear from the Govt that they want to make building 

cheaper, but then they crack down on the builders. We’re 

not going to incur more costs without passing it on to 

consumers.

BoB’s Jacki, Craig and Brendon

3.3 VIEWS FROM THE COALFACE
Just before Xmas last year we sat down with 

a group of builders working at different levels 

in the market to fi nd out what they were 

experiencing out there and what they thought of 

the changes coming through.

site or themselves at a later date), sometimes details are 

missed at consent times and then picked up on site,, and 

sometimes they just get it wrong.

If there is something that a building inspector asks for 

that is not part of the consented plans the builder could 

simply ask why, there may be a reasonable explanation. All 

requests made by the inspector should be documented on 

the inspection sheet that is provided to the builder by the 

inspector. If there is a confl icting request later on this can 

be produced and challenged.

So – some inspectors will have items they focus upon; some 

builders miss things and are not quite doing what they 

should do. Put them all together and things don’t always 

align.

Start with the consented plans – building work must be to 

the consented plans. If a confl ict between two inspections 

is major, then it should be escalated up to the Building 

Controls Manager at council and even to MBIE and get a 

determination. 

Interpretation comes where a builder does something that 

is not fully to the acceptable solution or on the consent 

but is reasonably minor. We understand that sometimes 

the builder just does what they’re told by the inspector 

to get them ‘out of their hair’ rather than looking through 

documents, etc. to show they’re right and the question is to 

decide when they need to push back.

The code is a broad document and is performance based 

and when you have 69 different BCAs you’ll get variations 

on what meets the code. If the Code were prescriptive 

then there would be little to discuss but this would 

limit innovation, so the lawmakers have decided on a 

performance based Building Code.

If builders understood what their responsibilities were 

then they can interact with the inspector and point to the 

documentation. So builders need to be fully aware of what 

the plans say, and what the specifi cations are. The only 

argument should be whether the inspector has uncovered 

something that was missed at the consent stage, and that 

does happen. 

The inspector can’t ‘blind-eye’ the consented plans but 

needs to work with the builder, who ideally understands the 

code, to work out a solution. And there is an onus on the 

builder to know the code, understand the regulations and be 

on top of the plans for the project he’s working on.
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…well it’s winding down…

  How can it be winding 

down – there’s a $14-15 billion 

build down there.

Well we’re not in civil. Apparently 

they’ve caught up on the 

residential side of things.  A mate 

works for EQC and he says they’re 

slowing down…And there are delays in starts…It’s the big 

guys trying to make money out of things whereas they 

could have let the small independent builders down there 

and help these poor people out.

 In Auckland though, consents are up, everyone’s 

home is worth a lot more, people are doing 

renovations, new builds are up…

..but consents have dropped in the last couple of months. 

They’re not picking up that much…but the average cost 

of the consent has gone up… $100k renovation isn’t a 

renovation anymore – it’s a deck!

There’s not really a shortage of builders in Auckland – it’s 

just now catching up. It’s not booming – it’s about where 

it should be. If a lot of the guys hadn’t gone to Aussie and 

Chch it would have been really hard in Akl. Things look like 

they’re starting to go fl at in Aus.

Special Housing Areas (SHAs) – Won’t affect us at all. No 

boom for us - it will be all Group Housing. 

Chinese – some questions around quality of work done by 

Chinese. Subdivision in Te Atatu being exclusively marketed 

in China bypassing New Zealand completely. Lot of work in 

Flat Bush for Chinese by Chinese but rate is low - $65 per 

m2 for frame and truss. But workers paid $15 an hour – may 

not be able to speak English but they get a job, work 7 days 

per week – only need one LBP on site. Do F&T on 5 houses in 

a row and it’s not ideal.

I’m just asking the question. It’s so much more 

restricted and controlled for the building industry 

because it’s going to be better for the consumer…

Because the Government doesn’t want to upset the 

consumer… because they vote. [BoB – and you don’t?]

The killer for us is that 5% of the fi rst $1m, and 10% 

of fi rst $200,000, goes to retentions, so at by the end 

of the project, we’ve got a lot of money sitting there in 

retentions.

What happens if start work on small project but then 

new things get added and budget goes up – what 

happens then?

Contracts for subbies – they’re covered under us, but 

seems the recommendation is that you need to have a 

contract around cost and timing of delivery that buys 

into your timeframes and costs.

Those subbies not showing up on time often comes down 

to being tendered out and the cheapest coming on 

board. 

We use the same guys all the time – we can trust them. 

We still send out to 3 guys for pricing but we like having 

the same guys.

 So how does MBIE guarantee quality from builders 

when so many are not that good?

They can’t.

A lot of builders being reported on Neighbourly as giving a 

quote, asking for a deposit, then not turning up...In Texas, 

clients have to deposit money into a trust account held by 

a ‘notary’, then more money is put in as required from the 

client Builders submit invoices and money drawn down from 

account – builders are guaranteed payment, clients are 

guaranteed work before the money gets paid over. (BoB – 

escrow accounts (where money is put into a trust account 

controlled by an independent party and the client and 

builder each have to meet the requirements) operate here, 

too, but aren’t widely used).

 What about the general state of the industry? We’ve 

had some pretty lean years and now it’s starting 

to look like things are getting quite active at the 

moment, we’re seeing plenty of bookings coming in 

going forward, the question we have is around the 

next 3,4,5 years with all the new Special Housing 

Areas coming on stream, there seems to be a 

shortage of builders, in Auckland at least…

…they’re all coming back from Christchurch…

…well are they making money down there?

Keith, Kyle

…and Yusuke
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no moisture. Dropped mine in the mud, picked it up – no 

problems.

Lock and Load – use of photos – may work for Memorandum 

of Work in future but not being accepted now. Could be 

anywhere. BoB – but they’re time-stamped and GPSed – 

isn’t that suffi cient?…no – council won’t accept it – BoB 

– so you’re saying the Council isn’t up with the technology 

then?...yes.

 Running a business:

Building and running a business are two different things. 

My fi rst two jobs I took were a bit dodgy and I lost money. 

The tech guys doing an apprenticeship don’t get taught 

accounting. 

And there are the things that cause us delays:

• follow ups at beginning

• engineers working in the offi ce meaning they don’t 

actually look at the site and solutions on site

• builders having to deal with the problems created by 

everyone else

• clients who know nothing but think they do

 Some research we did showed the average quote 

takes around 78 hours to complete

Chasing suppliers for quotes takes up an enormous time. 

The Merchants quoting – you’re trusting them to quote on 

the right quantities, they don’t put any percentage on for 

waste or anything. Generally, if there’s three studs there, 

then that’s three sets of 2.4. 

I take those quotes, I do my own QS-ing, then I just take the 

rates they’ve given me on those quotes, then I check the 

quantities off against their quantities, but I do trust their 

rates.

Average cost to build – probably get as low as $3500 m2. 

And you get what you pay for. Grey Lynn is about $4500, 

Waiheke is about $6000 – and yes, these are highly specced 

houses.

 And what about the clients?

Clients – better they know nothing, a little knowledge means 

harder work dealing with them…Clients object to us taking 

calls on the job – fi xing problems – everytime we hold our 

phone up we’re texting.

 How are you fi nding Council relations these days?

Mostly good but there are still differences on code 

interpretation between inspectors that is causing problems. 

It seems control over building inspectors has tightened up 

with audits of their work starting up. 

Getting different inspectors isn’t good – one guy fails and 

tells you to do a particular fi x – next guy then asks why 

did you do that? Easier to get one inspector for the job so 

they know where you’re at, but council won’t do it because 

they’re scared they’ll develop relationship with the builder. 

So much is open to interpretation – and it’s whatever the 

buzzword is at the moment – like, “oh yes, we need to look 

at that internal ventilation” – or whatever they had in the 

briefi ng meeting that morning.

Then you get the dumb shows on TV like ‘The Block’ – and 

you can now apparently get a pre-line without a roof on – 

did you know that? Apparently it’s been seen on television. 

I’ve been talking to one of our inspectors – told him we were 

looking forward to the pre-line signoff – we only need to 

put a couple more rafters up and we’re ready. Apparently 

there’s been some comment in the offi ce about that. The 

inspector off the Block has been getting a few comments on 

site too – “didn’t realise they were sending movie stars out 

these days”.

 And how are things going with Architects?

There’s too much cut and paste from other jobs (a complaint 

already reported in BoB) – builders pick up the problems, 

builders have to sort out the problems, builders get blamed 

for the problems.

Architects specifying cheaper products to win the job or 

they cut the product out of the plan or the builder has to 

deal with some way of changing the product which leads 

to issues around consent changes and cost variations. 

(Builders are also underpricing by specifying cheap 

materials which then get changed in the variations).

And if designers make a mistake, the builder gets blamed 

by the client for the cost overrun and often has to wear the 

cost overrun, too.

 Technology on site; what are you guys doing? You 

all have smart phones…

Well what else are you going to do on the toilet? 

Samsung phones are better because they seal- no dust, 
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SECTION 4

4.0 Vehicles Built for Builders
New vehicles are being released every year. Different types suit different people – whether 

four wheel drive utes that can provide towing for boats or off-road fun, to large vans that 

hold an abundance of equipment – and somewhere to keep dry when the weather sets in.

Here’s our round-up of vehicles available from the main manufacturers for 2015…

TOYOTA  |  www.toyota.co.nz
During 27 years of market leadership Toyota vehicles have held a special place in the hearts and minds of New Zealanders. It's because we believe 
in the same things that you do. We love working hard, doing our bit, and never being satisfi ed until we've got the job right.  Toyota has an extensive 
network of Authorised Toyota Dealerships throughout the country providing Toyota customers with great offers on new and used vehicles, fi nance, 
insurance, accessories and service plans to ensure your Toyota is well looked after.  At Toyota we specialise in modern and practical Utes and Vans, 
perfect for the Kiwi lifestyle and work environment.

Disclaimer: Every endeavour has been made to ensure text details and specifi cations contained in this publication were accurate as at February 2015. Toyota New Zealand Limited reserves the 
right at any time to introduce any changes deemed necessary to improve the models shown or for any other reason. Paint colours shown in this publication may differ from actual colours due to 
variations in printing processes. Some models shown in this publication may have optional accessories fi tted.

2WD & 4WD HILUX DOUBLE CAB
Hilux has been New Zealand's favourite truck for decades, and for good reason. There are nine double 
cabs in standard and SR5 grades to choose from, including the Special Edition TRD Sportivo, each with 
goods to suit your business. 4WD SR5 variants have 17" alloys, climate control A/C, 6.1" touch screen 
audio with Bluetooth® handsfree phone and audio streaming, a leather steering wheel and more.

 • 3.0 Diesel 
Turbo or 4.0 Petrol V6 • Manual & 
Auto (Selected grades) • 2,800kg 
max. braked towing capacity (4WD) 
• Vehicle Stability & Traction Control 
Systems (4WD) • 6 Airbags (4WD)

2WD & 4WD HILUX SINGLE CAB - CHASSIS
Hilux Single Cab models offer fantastic load carrying capacity when fi tted with the Toyota T Custom 
tray body. The tray bodies are available in Steel or Alloy and have enough room for a full size sheet of 
8x4 (2440 x 1220) Ply or Gib.

 • 3.0 Diesel 
Turbo • Manual • 2,800kg max. braked 
towing capacity (4WD) • 6 Airbags 
(4WD) • Bluetooth® phone & audio 
• Vehicle Stability & Traction Control 
Systems (4WD)

2WD & 4WD HILUX EXTRA CAB - UTE & CAB CHASSIS
Hilux Extra cab models offer capacity for 4 passengers when needed, or the rear seat area can be 
utilised as a dry safe storage area.

 • 3.0 Diesel 
Turbo • Manual • Up to 2,800kg (4WD) 
max. braked towing capacity 
• 6 Airbags (4WD) • Bluetooth® phone 
& audio • Vehicle Stability & Traction 
Control Systems (4WD)

4WD LAND CRUISER 70 DOUBLE CAB - CAB CHASSIS
The legendary Toyota Land Cruiser 70 handles the day-in, day-out pressure of on-farm, off-road, 
onsite demands with extraordinary stamina and dependability. Double Cab Chassis offers both 
passenger and load carrying potential. Available in standard and LX grades.

 • 4.5 V8 Diesel 
Turbo • 151 kW and 430 Nm • Manual 
• 3,500kg max. braked towing 
capacity • High Country Option 
available - includes Front and Rear 
Differential Locks

4WD LAND CRUISER 70 SINGLE CAB - CHASSIS
The classic 2 door single cab chassis workhorse has rugged good looks and a sturdy feel. Available in 
standard and LX grades. Legendary Part-time 4WD system with LSD rear differential or an optional 
rear diff-lock (available with the High Country Pack).

 • 4.5 V8 Diesel 
Turbo • 151 kW and 430 Nm • Manual 
• 3,500kg max. braked towing 
capacity • High Country Option 
available - includes Front and Rear 
Differential Locks
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This Hilux range is our best yet. Here’s the proof. All 4WD models have a 5 star ANCAP safety rating with VSC as standard, 
while cruise control is available across the range. It also includes 5 Speed Automatic transmission and 175kw V6 petrol engine 
options. With Satellite Navigation and Reversing Camera as standard in the SR5, Display Audio in all models, 3-Point Centre Seat 
Belt in all double cab models, and an impressive 13 models available across the entire range, there’s a proven winner for everyone.

See the hilux range at toyota.co.nz/hilux

THE NZ PROVEN 
HILUX RANGE

TO
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TOYOTA  |  www.toyota.co.nz - continued

Disclaimer: Every endeavour has been made to ensure text details and specifi cations contained in this publication were accurate as at February 2015. Toyota New Zealand Limited reserves the 
right at any time to introduce any changes deemed necessary to improve the models shown or for any other reason. Paint colours shown in this publication may differ from actual colours due to 
variations in printing processes. Some models shown in this publication may have optional accessories fi tted.

NISSAN  |  www.nissan.co.nz
At Nissan we pride ourselves on making quality vehicles. Nissan globally puts huge emphasis on research and development to ensure that this quality 
is never compromised. It is this willingness to invest in future technologies that keeps Nissan ahead of its competitors and one of the most celebrated 
manufacturers of all time. With a desire to produce innovative and high performing vehicles Nissan now boasts a heritage extending for 80 years.

HIACE ZL
Hiace vans have a deserved reputation as the reliable workhorse of many New Zealand businesses. 
The Hiace ZL balances load carrying capacity with a body size that's easy to manoeuvre around 
town or the work site. The Anti-lock Braking system (ABS) and Brake Assist (BA) will give you plenty 
of stopping power and you will be able to tackle all road conditions with fully independent front 
suspension.

 • 2.7 Petrol or 
3.0 Diesel Turbo • Manual & Auto 
• 1,400kg max. braked towing capacity 
• Reversing camera • Bluetooth® 
phone & audio

HIACE ZX
The longer wheelbase and extra height offered by the Hiace ZX makes it Toyota's cargo king. It has 
9.8m3 of load space available. Dual sliding doors make the Hiace a fantastic asset for your business.

 • 3.0 Diesel 
Turbo • Manual & Auto  • 1,400kg 
max. braked towing capacity  
• Reversing camera  • Bluetooth® 
phone & audio

4WD LAND CRUISER PRADO
With over 60 years of heritage the Land Cruiser family has delivered unrivalled off-road performance 
and durability. Prado enhances the Land Cruiser reputation further with elevated comfort levels and 
advanced safety features.

  • GX, VX and 
VX Limited  • 3.0 Diesel Turbo & 4.0 
Petrol V6 (VX)  • Automatic  
• Full-time 4WD with High-Low Ratio  
• 2,500kg max. braked towing 
capacity

NAVARA – RX | ST | ST-X LTD 550 – The most powerful ute in its class
The Navara was designed with two things in mind - work & play. This dual purpose range of hard 
working utes are at home on the construction / building site as they are on the city highways – 
universally considered by the motoring press to be the most road friendly ute on the market.

  • Manual & 
Automatic across the range  
• 3,000kg Braked Towing (4WD)  
• ST-X LTD 550 3.0L V6 Turbo Diesel 
• The most powerful in its class

NAVARA DX - Workhorse range of trusted Navara utilities
Workhorse range of trusted Navara utilities, the new Navara DX with a package that is tough as nails 
and incorporates Nissan’s famous reliability. A choice of Navara DX 4x2, and DX 4x4 mean there’s 
a Navara DX to take on almost any challenge. Whether you’re at home, on the building site or on the 
farm, it has the capability to take on nearly anything you throw at it.

  • 2.5L 
Intercooled DOHC Turbo Diesel  
• 2WD & 4WD Models  • 5 Speed 
Manual  • Fuel Economy: 7.3L / 100Km 
(2WD)

PATROL - Want to be king of the worksite then Patrol is the vehicle for you.
Legendary 4X4 performance, 298KW and 560NM of grunt and 3500kg tow rating + room for 8 crew. 
It’s the mobile offi ce you know you want…

  • Powerful 
5.6L V8 Petrol Engine  • 298 kW & 
560 Nm  • 3,500 Braked Towing  
• 7 Speed Automatic with Manual 
Mode

PATHFINDER – Powerful yet very effi cient
3.5 V6 with 190KW of power on tap to get you to where you need to be when you need to be.

Packed with features like Reverse camera, Cruise control, Bluetooth hands free and seats for 7 it’s a 
great for both work and play. 

  • 7-Seater  
• 3.5L V6 Petrol  • Power: 190kW; 
Torque: 325Nm  • Class leading 
tow-capacity: 2,700kg (4WD 
model; braked)

X-TRAIL  – Bold, Versatile and Stylish
The all new X-Trail has a sleek exterior with a whole new level of interior comfort and practical 
operation that is simply clever. A new generation transmission featuring 7-speed manual mode with 
ECO drive option produces impressive fuel economy. Available in both 2WD and 4WD models plus a new 
7-seat option means there’s something for everyone.

  • Available 
in 5-seat and 7-seat  • 2.5L Petrol 
126kW/226Nm  • Ti model: Around 
View Monitor, Lane Departure 
Warning, Blind Spot Warning, and 
Moving Object Detection



ISSUE 1:15 THE BUSINESS OF BUILDING  39

For Builders Who Want To Be Better       www.bobforbuilders.co.nz 

ISSUSUE 1:E 1:155 THETHE BBUSINESS OF BUILDING 3939

HOLDEN  |  www.holden.co.nz
It’s an exciting story of fantastic cars and passionate loyalties. It’s also a story of ongoing development – because the Holden vehicles of today have 
inherited the pedigree of quality and innovation established in those early years. Best of all, the story isn’t fi nished. Holden’s future will continue to be 
distinguished by the long-established principles of performance, safety, economy and style.

New Zealanders have grown up with Holden since 1954. Today Holden continues to deliver products to meet the most demanding expectations.

COLORADO LTZ
There's a Colorado to suit every job and every taste. Colorado is sold in 3 body styles across four 
models DX, LS, LT and LTZ. The Holden Colorado LTZ is a true workhorse with impressive levels of 
specifi cation such as electronic climate, rear view camera and soft tonneau all as standard. All models 
have a class leading towing capacity of 3.5 tonnes and an impressive 500Nm of torque on automatic 
models.

  Based on 
LTZ Crew Cab 4x4:  • 147kW, 2.8L 
4-cylinder turbo diesel – available in 
6-speed manual or 6-speed automatic 
transmission  • Part time 4X4 capable  
• 3.5 tonne braked towing capacity

COLORADO 7 LTZ
The Colorado 7 LTZ is a true 4x4 off-roader SUV delivering an impressive 500Nm of torque and 3 
tonne towing capacity. With 7 seats, the Colorado 7 boasts an array of passenger safety features 
including Rear View Camera and Rear Park Assist while still delivering a high level of comfort and 
style.

  • 147kW, 2.8L 
4-cylinder turbo diesel  • 6-speed 
automatic transmission with Active 
select (500Nm @ 2000rpm) • Shift 
on the fl y 4WD  • 3.0 tonne braked 
towing capacity  • Limited Slip 
Differential (LSD)

CAPTIVA 7 LS
The entry level Captiva LS is the SUV to take care of business. Available in either a 2.2L turbo diesel or 
2.4L 4-cylinder petrol engine, the boldly styled Captiva 7 LS comes with all the safety and technology 
‘must haves’, plus premium inclusions such as Bluetooth® with audio streaming, 6-speed automatic 
transmission, Electric Park Brake, Rear Park Assist, Rear View Camera and Keyless Entry with Push 
Button Start.

  • 2.4 litre 
4-cylinder Petrol engine with E85 
capability OR Optional 2.2 litre 
4-cylinder Common Rail Turbo 
Diesel engine  • 6-speed automatic 
transmission with Active Select  
• 5 star ANCAP safety rating

CAPTIVA 7 LTZ
In the range-topping Holden Captiva 7 LTZ, you’ll be surrounded by a wish list of sophisticated luxuries 
and state-of-the-art technology, including Satellite Navigation, Rear View Camera, heated front 
leather seats, a 7-inch multifunction touch-screen display,19-inch alloy wheels (4) and Keyless Entry 
with Push Button Start.

  • 3.0 litre V6 
SIDI Petrol engine OR Optional 2.2 
litre 4-cylinder Common Rail Turbo 
Diesel engine  • 6-speed automatic 
transmission with Active Select  
• 2,000 kg braked towing capacity on 
3.0L V6 SIDI Petrol engine

VF SV6 UTE
Holden’s most popular VF Ute. The SV6 comes standard with the 3.6L SIDI Direct Injection V6 engine 
and plenty everywhere else, with 18" twin spoke alloy wheels, LED daytime running lamps and sports 
suspension. The interior is fully decked out featuring Holden’s leading-edge MyLink infotainment 
system, 'Sportec’ and Kenetic Suede sports seating and a whole host of smart technologies like 
Automatic Park Assist, Blind Zone Alert and Rear View Camera.

  • 210kW, 3.6 
litre SIDI Direct Injection V6 engine 
and 6-speed automatic transmission 
with Active Select  • Limited Slip 
Differential (LSD)  • 5-Star ANCAP 
safety rating  • Electronic Stability 
Control (ESC)  • Sports Suspension

FOTON  |  www.foton.co.nz
Founded in 1996, Foton is an established automotive industry leader in China, and annual vehicle sales have exceeded 650,000 in recent years. Foton's 
motor vehicle range traditionally included commercial vehicles - light, medium and heavy duty trucks from two to 55 tonnes, and coaches, vans, and 
utes, some with electric and hybrid drivetrains.  In recent years, Foton has focused on developing more dual-purpose and passenger-oriented vehicles. 
Foton invests heavily in research, development and state-of-the-art manufacturing facilities and strives to provide global automotive motor vehicle 
markets with high quality, affordable vehicles powered by sourcing the best of current as well as emerging technologies.

TUNLAND DUAL CAB 4X2 & 4X4
Tunland combines an original, robust design with the power, performance and reliability of established, 
globally-reputed brands for its major drivetrain elements.  120Kw Cummins 2.8L diesel engine, 5spd 
manual Getrag transmission, Bosch electronics and ABS, a Borg Warner transfer case and limited 
slip Dana axles and differentials.  Up to a one tonne payload, a 2.5 tonne braked towing capacity, the 
Tunland is built for hard work or play.  The 4x4 can head off road in confi dence with an un-laden ground 
clearance of 200mm, approach and departure angles of 28° and 23°.

  • 1025kg 
Payload  • 2500kg Maximum Towing 
Capacity (Braked Trailer)  • Rear parking 
sensors  • Remote keyless entry with two 
stage door unlocking & window open/
close function • Daytime running lights in 
lower front bumber with reversing sensors 
rear bumper  • CD/MP3/WMA/Radio 
audio,4 speakers, Bluetooth® streaming /
AUX/Mini USB ports

FOTON TUNLAND SINGLE CAB
Tunland single cab combines an original, robust design with the power, performance and reliability of 
established, globally-reputed brands for many major elements. It’s big ute stance signals and delivers stability. 
Tunland single cab is available in 4x2 and dual-range 4x4, both with Cummins ISF 2.8L turbo-diesel engine.  The 
Tunland single cab 4x4 is fi tted with a Getrag 5 speed manual transmission and Dana axles and diffeentials, a 
rear Limited Slip Differential (LSD) is standard on the 4x4.  Getrag, a German company, is the world's largest 
independent supplier of transmissions and drive systems for passenger and commercial vehicles. The 4x2 
single cab comes with a Tangshan 5 speed transmission.  The transfer case in the Tunland 4x4 is supplied by 
BorgWarner and allows shifting between 4x2 High and 4x4 High on-the-fl y at speeds of up to 80km/h.   

  • 2500kg 
Maximum Towing Capacity (Braked 
Trailer) • BOSCH 4-channel ABS with 
EBD(Anti-skid Brake System with 
Electronic Brake force Distribution) 
• CD/MP3/WMA/Radio audio with 4 
speakers, Bluetooth® streaming /AUX/
Mini USB ports

*tray optional extra
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FORD  |  www.ford.co.nz
Ford New Zealand provides a full range of award winning vehicles, from the compact Fiesta, through to the versatile 7 seater Territory SUV, the 
hardworking Ranger Ute and the Transit van range.  Equipped with smart technology and fuel effi cient engines, there is a model to suit everyone.

ALL-NEW RANGER
The Ford Ranger is not only hardest working ute on the job, it is also the most award-winning ute. The 
Ranger is the fi rst ute to gain a 5-Star safety rating and is comfortable enough to pull weekend duties 
for the family road trip.

 • 3.2L TDCi 
Turbo Diesel Common-rail injection  
• Towage capacity: Braked 3,500kg; 
Unbraked 750kg  • CC rating 3,199cc  
• Fuel consumption – Combined 
consumption from 8.4 L/100kms (on 
Manual 2WD models)  • Torque 470Nm 
@ 1,500 – 2,750 rpm

TRANSIT CUSTOM
Awarded the "2013 Company Vehicle and International Van of the Year" and 5 Star Euro NCAP Safety 
Rating, the All-New Transit Custom is a great addition to the Transit range. Featuring Auto-Start-Stop, 
Cruise Control, SYNC, low roof height, retractable roof rails that holds up to 130kg and a fl exible load-
through bulkhead.

p

  • 2.2L TDCi  
• Towage capacity Braked 2,000kg; 
Unbraked 750kg  • CC rating 2,198cc  
• Fuel consumption – Combined 
consumption 6.6 L/100kms  
• Torque 385Nm@1,600-2,300rpm

TRANSIT CARGO
Our large workhorse the Transit Cargo Van, recently awarded 2014 Company Vehicle Van of the Year, 
provides car like driving along with Front and Rear parking sensors, Perimeter Anti-theft Alarm, Cruise 
Control, SYNC, Dynamic Stability Control with Roll over Mitigation and Service levels of 30,000 kms or 
every 12 months (whichever comes fi rst).

  • 2.2L TDCi  • 
Towage capacity Braked 2,800kg; 
Unbraked 750kg  • CC rating 2,198cc  
• Fuel consumption – Combined 
Consumption from: 7.8 L/100kms  • 
Torque 385Nm@1,600-2,300rpm

MITSUBISHI  |  www.mmnz.co.nz
After more than a century of growth and diversifi cation, the Mitsubishi name and expertise extends across a huge range of businesses. Among other 
things, you’ll fi nd the same diamonds on your car identifying companies involved in electrical equipment, shipbuilding, heavy industry, steel, even aircraft 
and satellites.  Being part of such a huge family of companies gives Mitsubishi Motors one of the widest technological bases to call on. This transfer of 
knowledge improves all aspects of our operation.  All our advancements share the same source: the Mitsubishi shipping fi rm established in 1870.

TRITON 2WD GLX-R SPORT 
From the building site, to the farm, to a fi shing spot only you and your dad know about, Triton is up 
for it. There’s a large range of body variants: single cab, double cab, well-side, tray or chassis.  Then 
there’s the choice of 2 or 4-wheel drive – that’s REAL 4-wheel drive.

  • Power: 
133@4,000  • Torque: 407@2,000  
• Fuel: 8.0/100km  • CC rating: 
2,477  • Tow rating: 2,500 
(braked)

TRITON 4WD GLS SPORT
From the building site, to the farm, to a fi shing spot only you and your dad know about, Triton is up 
for it. There’s a large range of body variants: single cab, double cab, well-side, tray or chassis.  Then 
there’s the choice of 2 or 4-wheel drive – that’s REAL 4-wheel drive.

  • Power: 
133@4,000  • Torque: 407@2,000  
• Fuel: 8.0/100km  • CC rating: 2,477  
• Tow rating: 3,000 (braked)

OUTLANDER 4WD VRX DIESEL
With distinctly European styling, exceptional safety and new class-leading fuel effi cient engines, 
including the choice of a diesel, every aspect of this top-selling vehicle has been redesigned and 
refi ned.

  • Power: 
112@3,500  • Torque: 366@1,500 – 
2,750  • Fuel: 6.2/100km  
• CC rating: 2,268  
• Tow rating: 2,000 (braked)

OUTLANDER 4WD VRX PETROL
With distinctly European styling, exceptional safety and new class-leading fuel effi cient engines, 
including the choice of a diesel, every aspect of this top-selling vehicle has been redesigned and 
refi ned.

  • Power: 
126@6,000  • Torque: 224@4,200  
• Fuel: 7.5/100km  • CC rating: 2,360  
• Tow rating: 1,600 (braked)

OUTLANDER PLUG-IN HYBRID ELECTRIC VEHICLE VRX
For the fi rst time ever, plug-in hybrid technology and a full electric vehicle have come together in an 
SUV, in a very handsome package. Now you can get the practicality of an SUV with economy, effi ciency 
and range you never thought possible.

  • Power: 
88@4,500 & 60/60  • Torque: 
189@4,500 & 137/195  • Fuel: 
1.9/100km  • CC rating: 1,998  
• Tow rating: 750 (braked)
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ford.co.nz

Ranger 4WD XLT Double Cab shown in Aurora Blue, with accessory sports bar. International Pick-Up Award 2013 presented  
to Ford by Pieter Wieman, jury chairman, at the Fleet Transport EXPO 12 event, in Dublin, Ireland. November 2012.

DON’T
SETTLE

FORD

FOR ANYTHINGLESS

FORD
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MAZDA  |  www.mazda.co.nz
Mazda has a long history in New Zealand and close to a century of innovation in design and technology that has seen Mazda vehicles become a favourite 
with Kiwi motorists. 

The Mazda BT-50 range has been developed with this same spirit and built to do as much outside nine-to fi ve, as it needs to on the job. From the dynamic 
performance, to the way it handles and the way it feels; the BT-50 offers more of everything for today’s utility driver. Plus, with the latest in safety 
technologies together with one of the biggest tow ratings, payloads and model range, Mazda BT-50 is built to do everything you need – and then some 
more.

BT-50 SINGLE CAB
Single Cab gives you all the comfort, technology and tough workhorse ability you’ll ever need - power 
windows, air conditioning, Bluetooth, cruise control and CD/USB audio.

5-star ANCAP safety rating, SRS front and curtain airbags, Traction Control System, Dynamic Stability 
Control, ABS, Hill Launch Assist, Roll Stability Control Load Adaptive Control and Trailer Sway Control.  
4WD models also have Hill Descent Control and Locking Rear Differential

  • 3.2L 5 
cylinder turbo diesel engine  
• 147kW @ 3,000 rpm  • 470Nm@ 
1,750-2,500 rpm  • 2WD or 4WD  
• 6-speed manual transmission  
• 3,500kg braked towing capacity  
• 4WD Locking Rear Differential

BT-50 FREESTYLE CAB
Pillarless rear door system provides more fl exibility and easy access to extra seating and storage. 
Power windows, air conditioning, Bluetooth, cruise control and CD/USB audio. Plus 17 inch alloy wheels 
and aluminium fi nish side steps, chrome door handles and mirrors for the GLX Plus model.

5-star ANCAP safety rating, SRS front/side/curtain airbags, Traction Control System, Dynamic 
Stability Control, ABS, Hill Launch Assist, Roll Stability Control Load Adaptive Control and Trailer 
Sway Control.  4WD models also have Hill Descent Control and Locking Rear Differential

  • 3.2L 5 
cylinder turbo diesel engine  
• 147kW @ 3,000 rpm  • 470Nm@ 
1,750-2,500 rpm  • 2WD or 4WD  
• 6-speed manual transmission  
• 3,500kg braked towing capacity  
• 4WD Locking Rear Differential

BT-50 DOUBLE CAB
Seriously heavy duty or a family day out – the more you want to do, the more BT Double Cab delivers. Power 
windows, air conditioning, Bluetooth, cruise control, AM/FM tuner with CD player and USB input. Plus 17 inch 
alloy wheels and aluminium fi nish side steps, chrome door handles and mirrors, front fog lights and rear 
parking sensors for the GSX model.   Limited model adds auto head lights, rain-sensing front wipers, leather 
seat trim with 8-way power adjustable driver’s seat.

5-star ANCAP safety rating, SRS front/side/curtain airbags, Traction Control System, Dynamic Stability 
Control, ABS, Hill Launch Assist, Roll Stability Control Load Adaptive Control and Trailer Sway Control.  4WD 
models also have Hill Descent Control and Locking Rear Differential

  • 3.2L 5 
cylinder turbo diesel engine  
• 147kW @ 3,000 rpm  • 470Nm@ 
1,750-2,500 rpm  • 2WD or 4WD  
• 6-speed auto or manual transmission  
• 3,500kg braked towing capacity  
• 4WD Locking Rear Differential

ISUZU  |  www.isuzuutes.co.nz
With 37 subsidiaries in 19 countries, with over 23,000 employees and sales representatives, Isuzu Motors is truly a world-class automotive manufacturer. 
As well as being the world's largest diesel engine manufacturer, Isuzu Motors Japan is the world's top-selling light-to-heavy truck brand and Japan's 
oldest automotive brand.

Isuzu is completely at home in New Zealand with all the power, technology, performance and over 50 years of experience in ute development.

D-MAX LS-T DOUBLE CAB
The D-Max LS-T is our top of the line model, we’ve taken a truckload of features and loaded them on 
board. It looks good covered in mud and very sharp when scrubbed up. It has all the luxuries that make 
you feel special and driving a pleasure, but at the heart of it lies a tough hardworking ute.

  • 4 Cylinder 
- 3.0L Turbo Diesel Engine  • Power – 
130kW @ 3600 rpm  • Torque – 380Nm 
@ 1800 – 3000RPM  • Fuel Economy 
– From 8.1 litres/100km  • 4WD on the 
fl y - up to 100km/h  • 3500kg braked 
towing (4WD models)

D-MAX LS SPACE CAB
From the world’s toughest truck maker comes the world’s toughest, most reliable ute. The all-new 
LS Space Cab ute combines power, technology, performance and over 50 years of experience in ute 
development to redefi ne the category.

  • 4 Cylinder 
- 3.0L Turbo Diesel Engine  • Power – 
130kW @ 3600 rpm  • Torque – 380Nm 
@ 1800 – 3000RPM  • Fuel Economy 
– From 8.1 litres/100km  • 4WD on the 
fl y - up to 100km/h  • 3500kg braked 
towing (4WD models)

D-MAX LX SINGLE CAB
Strong construction, purposeful styling and incredible attention to detail, the D-Max LX Single Cab ute 
is as good looking as it is dependable. This model is all about maximum load capacity.

  • 4 Cylinder 
- 3.0L Turbo Diesel Engine  • Power – 
130kW @ 3600 rpm  • Torque – 380Nm 
@ 1800 – 3000RPM  • Fuel Economy 
– From 8.1 litres/100km  • 4WD on the 
fl y - up to 100km/h  • 3500kg braked 
towing (4WD models)

MU-X 7 SEATER SUV
This is an SUV that’s made for passengers, and for adventure. Whether you’re navigating the city or 
exploring this SUV’s 4WD capabilities off-road, you’ll enjoy a smoother, more enjoyable ride in the 
seven seat Isuzu MU-X diesel SUV.

 • 4 Cylinder 
- 3.0L Turbo Diesel Engine • Power – 
130kW @ 3600 rpm • Torque – 380Nm 
@ 1800 – 3000RPM • Fuel Economy – 
8.4 litres/100km • 4WD on the fl  y - up 
to 100km/h • 3000kg braked towing
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SSANGYONG  |  www.ssangyong.co.nz
SsangYong is a Korean car manufacturer that focuses on providing innovative, high quality vehicles that are affordable. The Korean brand has been 
manufacturing vehicles for over 60 years and specialise in modern and practical SUV’s and Utes, perfect for the typical Kiwi lifestyle.  SsangYong has 
a premium dealer and service network throughout New Zealand giving SsangYong customers peace of mind that when they purchase a SsangYong 
vehicle they have support over the lifetime of the vehicle.

ACTYON SPORTS UTE 
The Actyon Ute has more power, style, economy and comfort, making it the perfect choice for work 
and play.  It has all of the modern conveniences but can handle the toughest working environment.  The 
Actyon is available in the WorkMate or Sports models and comes with either a petrol or diesel engine, 
in 2WD or 4WD.  It is priced from only $26,990+orc

  • Petrol or 
Diesel  • 2WD or 4WD  •  6 Speed 
Manual or Auto  • ESP  •  Airbags  
• Air Con  •  16 inch Alloys  •  Isofi x  
• Bluetooth®  •  CD MP3/Audio Aux  
• Heated Seats  •  Cruise Control  
•  2,500kg tow capacity

KORANDO
The Korando offers consumers a new level of value with class leading performance and comfort.  This 
modern and stylist SUV is perfect for urban or country environment and comes with the option of 
petrol or diesel engine.  This versatile and economical SUV provides exceptional value, priced from 
only $27,990+orc

  • Petrol or 
Diesel  •  6 Speed Manual or Auto  
•  ESP  •  Airbags  •  Air Con  •  ABS  
• Alloys  •  MP3  • Bluetooth®

REXTON
The SsangYong Rexton lives up to its reputation for being SsangYong’s fl agship SUV.  This tough yet 
stylish family vehicle offers 7 seats and can tow up to 3.2 tonne – perfect for the boat, caravan or 
horse fl oat.  The Rexton is priced from only $39,990+orc

  • Diesel  • 4WD  
•  6 Speed Manual or Auto  •  ESP  
• ABS  •  Airbags  • Climate Control  
• Alloys  •  Bluetooth®  • CD MP3/Audio 
Aux  •  Cruise Control  •  3,200kg tow 
capacity

VOLKSWAGEN  |  www.volkswagen.co.nz
At Volkswagen we have combined the power of innovation with exceptional design and value to deliver a superior driving experience. Superb 
technologies such as our low emission petrol and TDI diesel engines not only offer enhanced driving experience, but signifi cantly reduce both carbon 
emissions and fuel consumption.

AMAROK RANGE
The Amarok has redefi ned what Utes should offer, with class-leading transmissions, true driving 
performance on and off-road and optimum fuel economy. Combined with the largest load capacity 
in its fi eld, the roomiest cabin, optional 8-speed automatic transmission with permanent 4WD and a 
highly coveted 5-star ANCAP safety rating, there's a solution for everyone.

 • Double cab, 
2WD or 4WD variants available  
• 2.0TDI 340/400/420Nm engines 
available  • Optional 8-speed 
Automatic 2WD or 4WD transmission  
• Fuel economy from 7.3l combined  
• 5 star Ancap safety rating

TRANSPORTER 
The quality and versatility of the Transporter has consistently proved its worth over the years. 
Providing superior build quality and fuel economy, extended service intervals (up to 40,000kms) and a 
4 Star Ancap safety rating, it’s a very convincing argument. 4Motion all-wheel-drive and an innovative 
7-speed DSG transmission are also available.

 • Load 
capacity; 5.8-9.3m3  • Fuel economy 
from 7.2l combined  • 2.0TDI 
250/340/400Nm engines  
• Service intervals up to 40,000kms  
• 4 Star Ancap safety rating

CADDY
The Caddy sets standards when it comes to high quality, clever use of space and ground-breaking 
effi ciency. Offering the best of both worlds; with superior driver comfort and safety and a load 
carrying capacity of 3.2–4.2 m3. Available in TSI petrol or TDI diesel engines and optional 7-speed DSG 
transmission.

  • Load 
capacity; 3.2-4.2m3   • Fuel economy 
from 5.6l combined  • 1.2TSI 175Nm or 
1.6TDI 250Nm engines  
• Service intervals up to 30,000kms  
• 4 Star Ancap safety rating

CRAFTER
The Crafter offers powerful solutions to meet big challenges. With a load compartment of up to 17m3, 
class leading side sliding door access, superior safety standards and extended service intervals (up to 
40,000kms). The exceptional variability of the Crafter gives you almost unlimited possibilities.

  • Load 
capacity; 7.5-17m3  • Fuel economy 
from 8.4l combined  • 2.0TDI 300Nm 
or Bi-turbo 340Nm engines  
• Service intervals up to 40,000kms  
• 3.5 or 5 tonne GVM capability

MULTIVAN
The Multivan is more than just a vehicle. As a passenger vehicle with 7 seats (rear seats on sliding rail 
system) and plenty of space, the Multivan is not only the perfect vehicle for families, it is also ideal for 
sports groups, shuttle services and business purposes. The fl exibility is endless.

  • 7 seat 
multi-purpose people mover  • 2.0TDI 
400Nm Bi-Turbo DSG, optional AWD  
• Climatronic 3-zone air conditioning  
• Rear seats on sliding/removable 
rail system • Fuel economy from 8.1l 
combined
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5.2 HOME DEPOT REINVENTS 
THE BUCKET
Work just got easier with the Big Gripper a patented 

design that incorporates geometry and ergonomics to 

provide a comfortable solution to buckets. 

The Big Gripper is a bucket that is easy to lift, grip and pour.

Home Depot’s new Big Gripper all-purpose bucket is a handy 

improvement on the old school contractor pail. An ergonomic 

handle and patent pending “pocket grip” on the underside 

sets the product apart on the shelf, but more importantly, the 

design is a showpiece for a new approach to everyday products 

we all use and wouldn’t think could be redesigned better.

Brick-and-mortar retailers have learned a lesson from Apple 

and are following their vertically integrated approach by 

developing high-quality and exclusive products to remain 

competitive. And they’re learning from another Apple 

trademark: revisiting product categories fi lled with bad 

offerings, and completely rethinking them.

The user-centred designer, Scot Herbst, started the project by 

observing customers in their natural habitats and recording 

their diffi culties using similar products. 

“We found this particularly true in the female demographic — 

SECTION 5

5.0 Toys & Tools
5.1 TRAKBELT360 PUTS A NEW 
SPIN ON TOOL BELTS
In a sign that even the most basic of tools can be 

improved with creative thinking, the humble toolbelt 

is about to undergo a makeover.

If you're perched on a ladder or are dangling in a harness, 

then twisting around to grab something from the back of 

your tool belt can be rather challenging. That's why New 

York fi refi ghter/photographer Chris Landano created the 

TrakBelt360. It's a tool belt that lets you rotate pouches or 

tool holsters all the way around it, so that the item you need 

ends up right at the front.

The TrakBelt360 consists of a ballistic nylon padded 

interior belt that sits against the user, surrounded by an 

someone would load a garden bucket with soil and have a hell 

of a time lifting and maneuvering the ungainly mass,” says 

Herbst. 

But even men like the new design.

Herbst rearranged the elements of the bucket to create 

an asymmetrical, better balanced product. “The best part 

about these little innovations is they didn’t add any cost to 

the product,” he says. “They’re cost-neutral features that 

are achieved without adding material or complex tooling.” 

Hopefully we’ll see them out here, too.

attached 360-degree resin track. A gap between the two 

allows off-the-shelf third-party pouches to be mounted on 

the track (via supplied connectors), and then slid around it 

as needed – sort of like moving curtains along a curtain rod.

Along with making it easier to get at the pouches, the 

system also lets users move them out of the way. A quick-

release buckle on the belt along with a coupler in the track 

allows the TrakBelt360 to be quickly put on and taken off.
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Site Safe’s Small Business Safety Package is the perfect solution for 
small to medium size crews who need to ensure their site meets health 
and safety requirements.

The package includes:

•  Contractor & Subbie’s Site Safety Kit which 
includes easy-to-follow templates

•  Site register and safety signage

•  One-on-one health and safety advice

•  One free seat on a Site Safe Passport course

•  Site Safe membership

Package prices start from $180 excluding GST*

*All prices are subject to change.
comments@sitesafe.org.nz

www.sitesafe.org.nz/safetyplans

Need a
Construction
Site Safety

Plan?
0800 SITE SAFE (748 372)

START NOW - PREPARE FOR NEW LEGISLATION
New Zealand’s workplace health and safety 
legislation have been reviewed by the 
Government. A new Health and Safety at Work 
Act has been developed and scheduled to 
commence later this year.  

Under the proposed new law the current contractual 

chain will continue; however responsibilities and 

duties will become clearer and obligations cannot be 

contracted away.  

The proposed new law covers a new term called ‘Persons 

Conducting Business or Undertaking’ (PCBU).  

The PCBU model is like an umbrella - it covers everyone 

in the workplace.  PCBUs will have a duty to ensure, 

as far as reasonably practicable, the health and safety 

of workers they engage and workers that their work 

may infl uence – including employees, contractors and 

sub-contractors.  

Prepare for change – if you already have a robust health 

and safety management system in place, you’re most 

likely well equipped for the up-and-coming changes.  

If you’re yet to set up a health and safety system in 

your workplace, think about taking the fi rst step and 

starting now.  

A basic health and safety system should record:

• hazards and risks 

• accidents and incidents

• employee (competency) training and engagement

• emergency plan

• responsibilities

Site Safe’s Small Business Safety Package assists small 

to medium sized businesses to put in place a health and 

safety system that records these basic requirements, 

and provide clear communication between the 

contractor and subcontractor.
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5.3 FASTER, CHEAPER AND MORE 
WATERTIGHT – WHAT’S NOT TO 
LIKE?
Window fi xings have long been a point of failure for 

weathertightness. They’re complicated to install, the join 

between window and cladding are often the weakest 

part of any cladding system and the risk now is for 

you if there are problems or failures. But now there is 

a solution.

Fletcher Aluminium is about to launch its new Smartfi t® 

window system onto the market (available from February). They 

promise an install up to 90% faster, better weatherproofi ng 

and cost savings through speed and fewer additional materials 

needed. Sounds like the perfect Xmas present to us…

WHY SO MUCH FASTER?
Smartfi t® comes as a ready-to-fi t window system. The 

windows and doors arrive with built-in head fl ashings, jamb 

fl ashings, cavity closers, end dams, sill support bars and 

water management features all built in. It means they can 

be taken off the truck and fi tted immediately. All you need 

to do is place the window in the hole and screw into position 

through an outer fi xing fi n.

Internal tapes, PEF rods, expanding foams or silicones are no 

longer needed so because there are fewer materials needed 

for the install, and less waste and handling, you save both 

time and money.

You can close in a house much faster and get onto other jobs 

sooner.

SUPERIOR WEATHERTIGHTNESS
A lot has been done to improve the weathertightness with 

Smartfi t® windows:

• The window opening weatherline has moved out to the face 

of the wall underlay. This no longer allows the weatherline 

to extend inwards to the back side of the internal wall lining, 

so any water penetrating will drop into the cavity instead of 

onto the framing trimmer.

•  The air seal has also moved out to the wall underlay line 

creating an air seal by the fi xing fi n and the face tape.

•  The bottom window frame corner soaker blocks are high 

sided, so the highest point is higher and further back than 

the highest possible leak point of the window frame.

•  There is less critical reliance on sealants in the joint 

performing during transport and installation, and over the 

long term.

PERFORMANCE AND COMPLIANCE
Smartfi t® is the only window installation system in New 

Zealand to be awarded CodeMark Certifi cation (number CMA-

CM40120). CodeMark Certifi cation means that the product is 

deemed to comply with the New Zealand Building Code when 

specifi ed in accordance with its technical specifi cations and 

guarantees acceptance by BCAs – so… no compliance hassles. 

Smartfi t® windows are backed by a 10 year warranty, are 

BRANZ appraised - appraisal number 868 (2014) and comply 

with NZS 4211.

From a compliance point of view, it’s much easier for building 

inspectors to inspect. The critical elements are on show and 

there are no concerns about what lies beneath. For example, 

no tapes are needed under the window that could be bunched, 

torn, sloping inwards or just missing.

All in all, you get an easy to install, self-contained window unit 

that is guaranteed, compliance-friendly, and looks great for 

your clients. Like we said, what’s not to like?

FOR MORE INFORMATION: 
Website: smartfi twindows.co.nz

Email: info@smartfi twindows.co.nz

Phone: 0800 031 031

•  The top hub arrangement is a total water management 

system, complete with end dams and drainage paths which 

deliver water safely to the jambs and exit via the sill.

•  The bottom corner soaker block receives all potential failure 

water and diverts it to the exit. The jambs have a back 

fl ashing system at the cavity batten line, and the sill support 

structure also has drip features.

SPONSORED EDITORIAL
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NEW ZEALAND'S GOOD, BUT 
COULD BE BETTER
Another year has passed and when you look at the 

world scene, I think most of us will agree that ours is a 

great country to live in.

We complain about our industry’s issues around new legislation, 

not enough work, too much work, too much paperwork, poor 

building outcomes, compliance issues, architects who think they 

know it all and inspectors who know nothing.

But it’s not until you pull yourself out of our own context and 

look at the rest of the world that you realise how good we have 

it, and how good we are. We take open spaces, blue sky, fresh 

water in clear rivers as a given and are often astonished when 

overseas visitors rave about these attributes.  The land of the 

long white cloud has its advantages.  

The sad truth is that the great majority of the world live in 

situations where they are scraping by to put food on their 

Alan’s Rant

table, where building work is done using tied together bamboo 

scaffolding, where there is no code and buildings literally just 

spontaneously collapse, or catch fi re. 

We have a leaky house problem, which in itself is scandalous, 

but they don’t fall down. We have a major earthquake in one of 

our major cities and, notwithstanding the tragic loss of life 

from the CTV building, remarkably few modern buildings 

killed people.

And while these new regulations are a pain in the backside, the 

intentions were well fl agged and of benefi t to the industry. We 

must drive out building practitioners who are poorly skilled and 

prey on unaware and uneducated consumers. We must, as an 

industry, become better performing, better skilled and more 

professional.

If there is one thing we would make comment on, it is that 

consumer education continues to be something more paid lip-

service to than seriously addressed by MBIE. A few radio ads 

and a couple of brochures will not create an educated public, 

which means that we all, as a result, face the consequences.

Our sister publications, the Building Guide and Design Guide 

and their websites, set out to do this (and you can access 

them too), but it would be great to see MBIE actually support 

us in our efforts to create a consumer who understands the 

timeframes, the real costs and the processes involved in one of 

the most complicated undertakings they are likely to undertake 

in their lives.

Have a great 2015. We’re planning to.
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BCG2 FLA0185 BOB

WINDOW TECHNOLOGY

®

Get the job done 90% faster with Smartfit.® 

Smartfit® is a ready-to-fit window or door that arrives with built-in head flashings, jamb flashings, cavity closers, end dams and sill support bars.  
Which means it can be taken off the truck and fitted immediately. There is no need for expanding foams, silicones or PEF rods. Just place the window  
or door in the opening and screw it into position through an outer fixing fin. To find out more, visit smartfitwindows.co.nz or call 0800 031 031.



Is this you?
You want to work hard building your own business

You enjoy the challenge of a dynamic industry

You recognise the power of a great iconic brand

You want to grow your business and build an asset

You are passionate about customer service 

Do you want to enjoy the benefits of...
An instantly recognised power brand

 
   processes

Full marketing support including multi-media presence

Over 32 years experience in the industry

A national supplier support network and national pricing

An outstanding proven business model 

Become a Jennian Franchisee and...
Jennian Homes will enable you to be more successful than you can  

   be by yourself.

You will be able to work on rather than in your business

The experience of many will enable your business to develop faster   
   than you can on your own

Reduce your risk within an ever evolving industry

The strength of the group will create value

Long term asset creation for you and your family

Contact Dave Wilson
T 021 284 4855 E bdm@jennian.co.nz  

0800 JENNIAN jennian.co.nz

Build your own future

Join Jennian and lay the foundations for your future, today!

with Jennian Homes


