
Achieving DrAmAtic ProfitAbility, logAn homes integrAtes sAles, 
3D Design, oPtions, WorkfloW AnD estimAting

For more than 25 years, north Carolina-based logan 
homes, has been in the Wilmington and Carolina Coastal 

areas, and the Company Will start 150 homes in 2011. 

customer success cAse stuDy no. 54 

With this approaCh We Were able to stop a proliFeration oF plan sets – WhiCh Were running into the thousands – 
and gain Control over the equally ConFusing proliFeration oF option sCenarios in our timberline estimating system, 
WhiCh Were running into the tens oF thousands.

“
” - D. Logan 

Logan Homes  

WhAt We founD 
Logan Homes has 275,000 options combinations and pricing that differs even for the same•	

       models in different communities

Logan recognized that they needed to move to 3D BIM (CAD-based •	 building information modeling)

Logan Homes had been using a notoriously inexact 2D paper drafting method •	

What We did 
 •	 Logan Homes engaged CG Visions, a leading BIM and CAD systems integration consultant which 
is closely allied with BuilderMT and Sales Simplicity 

Logan also chose CG Vision’s BIM Pipeline, to function as an additional software layer to •	
      translate BIM data into a usable form, allowing it to be directly channeled into BuilderMT’s WMS

hoW logAn succeeDeD  
With this powerful softwa•	 re combination, Logan Homes could get an extraordinary level of detail from its takeoffs and the data could be translated into other aspects of 
Logan	Homes	operations,	like	estimating	and	lot-specific	cost/pricing	analysis	

Once	Logan’s	base	plans	and	options	packages	are	set	up	in	BIM	Vertex	and	Pipeline,	that	data	can	be	seamlessly	exported	into	WMS,	where	lot-specific	plans	can	be	•	
priced out

With	pricing	known,	Logan	Homes	can	determine	its	profit	for	each	home	before	it	even	starts	to	build	•	

If	the	profit	margin	runs	below	the	desired	10-12%,	Logan	can	determine	where	that	variance	exists	and	easily	adjust	the	option-combination	price	to	prevent	any	loss	•	

We continuAlly strive to ADvAnce our technology With innovAtive iDeAs AnD solutions. 
for more informAtion on builDermt’s ProDucts, services, cAse stuDies AnD client testimoniAls, 

visit WWW.builDermt.com or cAll 1-888-757-1991 ext 271 

Company proFile:
avg. home priCe  $300,000  
avg. home size: 2200-2400 sq/ft
proFit margin: 10-12%          
starts in 2011: 150 homes 
base plans: 78 
options/model: 275,000
model homes: 40 

softWAre 
CRM: Sales Simplicity•	
	Workflow:	BuilderMT	WMS,	all	modules•	
	Accounting:	Sage	Timberline	Office•	
 BIM Systems Integrator: CG Visions•	
 BIM: Vertex•	
	BIM-Workflow	Integration:	Pipeline	•	


