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Ride the recession aggres-
sively. Rein in tight. And expect
bumps and bounces,

So say three Valley construc-
tion-industry business owners.
All three — a Scottsdale archi-
tect, a Queen Creek home build-
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Constructing a bridge across recession

3 buﬂdjng.related We are pushing commercial projects and, at the same

time, we have adjusted pricing (on) new townhomes.”
Mike Hogarty

Co-owner of Desert Viking, a real-estate development business

er and a Chandler developer —
are meeting the challenges of a
rough economy in different
ways.

Queen . Creek’s Kowalchuk
Homes typically completes four
to 10 projects annually — a com-
bination of build-to-suit high-
end homes and client-requested
remodels and additions, said

principal Kevin Kowalchuk.

“We are a small boutique
builder specializing in one-on-
one client experiences,” he said,
adding that he and his team of
eight employees approach pro-
jects from a design-build men-
tality to ensure clients’ visions
are implemented and budgets
met.

Still, his new-home revenues
dropped off 100 percent during
the past two years, and the re-
model/addition work by 10 per-
cent, he said. Prospects for 2009
aren’t good either: Inquiries for
new homes are minimal, and he

ts sales for larger remod-
el?addition projects to drop by
50 percent.

Still, with new-home sales so
challenging, he has focused on
selling remodels and additions.

“We have been promoting the
fact that with us they are deal-
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ing with a professional ROC
(Arizona Registrar of Contrac-
tors) contractor who uses li-
censed and qualified subcon-
tractors,” Kowalchuk said.

In Chandler, Mike Hogarty,
co-owner of Desert Viking, says
that revenues for his company
increased in 2008. But sales
prices on residential properties
1s down.

Desert Viking provides a va-
riety of real-estate options in
the Valley, including the resto-
ration of historic properties and
in-fill redevelopment.

Hogarty’s current venture is
San Marcos Commons, a three-
block residential and commer-
cial project in downtown Chan-
dler. A total of 79 town homes
are being built across from the
historic San Marcos Hotel. The
first phase of 37 homes is com-
plete — 17 are occupied — and
the second phase of 42 broke

ound a few months ago. The
ﬁr omes begin at $199,000.

“We cannot afford to ‘ride
out’ this market on existing pro-

Tackling the recession

W Improve your value offering,
not just price but quality and ser-
vice as well: “Continue to get
your message out. Build aware-
ness for when the market begins
to improve.” — Mike Hogarty,
Desert Viking.

M Be creative: “With about a doz-
en projects on hold, | am trying to
arrange financing for some of
these clients with lenders that |
know." — Nick Tsontakis, AlA.

B Be efficient and productive:

jects,” said Hogarty, who em-
ploys eight and contracts out
much of the work.

As a result, the company has
intensified its marketing, in-
cluding updating company col-
lateral, redesigning the Web site
and pushing commercial work.

“We are pushing commercial
projects and, at the same time,
we have adjusted pricing to re-
main the best value in the East
Valley for new townhomes,” he
said.

Architect Nick Tsontakis of
Nick Tsontakis ATIA Architec-

“Bid your projects accurately so
you can be profitable. It's not fun
Kevin Kowal-
chuk, Kowalchuk Homes.

B Network: “Usually | go to one
event every couple of weeks. I'm
meeting a lot of suppliers, con-
sultants, builders and other archi-
tects, and discussing wavs

working for free." —

which we can work tog
projects or get ideas fi]
other.” — Tsontakis.

ture and Interiors s{
rienced a 50 perc
revenue in 2008 c|
the prior year.
Tomeet expenses
let some of his nort}
space and reduced
eight to four,
“Some of our
working on redul
while others are w|
proiect-m-pmject

‘What's more, hi
serves as office m|

they handle their

B Improve your value offering,
not just price but quality and ser-
vice as well: “Continue to get
your message out. Build aware-
ness for when the market begins
to improve.” — Mike Hogarty,
Desert Viking.
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3 Valley construction-industry business owners tackle tough times

In Chandler, Mlke Hogarty,
co-owner of Desert Viking, says
that revenues for his company
increased in 2008. But sales
prices on residential properties
1s down.

Desert Viking provides a va-
riety of real-estate options in
the Valley, including the resto-
ration of historic properties and
in-fill redevelopment.

Hogarty’s current venture is
San Marcos Commons, a three-
block residential and commer-
cial project in downtown Chan-
dler. A total of 79 town homes
are being built across from the
historic San Marcos Hotel. The
first phase of 37 homes is com-
plete — 17 are occupied — and
the second phase of 42 broke
ground a few months ago. The
homes begin at $199,000.

“We cannot afford to ‘ride
out’ this market on existing pro-
jects,” said Hogarty, who em-
ploys eight and contracts out
much of the work.

As a result, the company has
intensified its marketing, in-
cluding updating company col-
lateral, redesigning the Web site
and pushing commercial work.

“We are pushing commercial
projects and, at the same time,
we have adjusted pricing to re-
main the best value in the East
Valley for new townhomes," he
said.

Architect Nick Tsontakis of
Nick Tsontakis AIA Architec-

JRISTINE KEITH/ARIZONA BUSINESS GAZETTE
itside a recent project: 5t. Kather-
hunity center and charter school.

sultation for new homes and re-
modeling. The online consulta-
tions are free, with fees incurred
only when he draws up plans, he

said.
The recession has given him
time to provide a public service

as well as develop new business,
Tsontakis said.

“It's something that I always
wanted to do and find myself in
the position now to have the
time to develop and implement
the project,” he added.
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