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[bookmark: _Toc208980706]Executive Summary
Hammer Time Renovations is a values-led renovation business based in Ōtepoti (Dunedin), proudly affiliated with Kāti Huirapa Rūnaka ki Puketeraki. Our purpose is to build a pakihi that creates futures — for our clients, our kaimahi, and our whānau — through quality mahi and real opportunities.
We specialise in mid-range renovations — kitchens, bathrooms, and extensions — for homeowners living in older homes. These clients are often unsure where to start and want a builder they can trust to guide them through the process and deliver a high-quality result. That’s where we stand out: fixed-price quotes, design advice, full project management, and clear communication from start to finish.
Our managed, high-trust model removes the stress from renovating. We’ve earned a reputation for doing what we say we’ll do — and it shows in our full pipeline, repeat clients, and steady referrals.
Over the next three years, we’ll scale the business sustainably: growing the team to 5, increasing revenue from $500,000 to $1.25 million, and lifting profit margins from 20% to 30%. We’re investing in systems to reduce reliance on the owner and building the leadership capability to run projects — and eventually the business — without me on site.
With strong demand for renovations, a shortage of reliable builders, and increasing appetite for kaupapa-aligned businesses, Hammer Time is well-placed to become Dunedin’s most trusted renovation crew.
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	Business name
	Hammer Time Renovations Limited

	Structure
	Limited liability company

	Established
	1 April 2023

	NZBN
	9429041239876



	Contact details

	Contact name
	Steve Nailson – Director

	Mobile
	021 123 456

	Email
	steve@hammertimerenovations.co.nz

	Address
	88 Toolbox Lane, Buildersville, Dunedin 9010

	Website
	To be developed

	Facebook
	facebook.com/hammertimerenovations

	Instagram
	@hammertimerenovations

	LinkedIn
	linkedin.com/in/steve-nailson

	Māori Affiliation
	Kāti Huirapa Rūnaka ki Puketeraki
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People & Structure

	Owners / directors
	Steve Nailson leads the business and currently manages quoting, project management, client relationships, and day-to-day operations

	Key staff
	1x Qualified builder (on the tools full-time)

	Planned hires
	Planning to add 2x apprentices over the next 12 months

	Advisors / mentors
	Business mentor providing strategic, leadership and management support. Accountant assisting with financial systems and compliance

	Management strengths
	Strong in project delivery, clear communication, and running jobs from start to finish.

	Management gaps
	Limited formal experience in people management and leadership. Actively working with a business mentor to build capability in these areas as the team grows.

	Owners / directors
	Steve Nailson leads the business and currently manages quoting, project management, client relationships, and day-to-day operations

	Key staff
	1x Qualified builder (on the tools full-time)
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Values & Tikanga 
	Value
	Description

	Whanaungatanga
	We build strong relationships and work together as one crew.

	Manaakitanga
	We show care and respect — to each other, our clients, and our community.

	Quality
	We take pride in doing it right — no shortcuts.

	Communication
	We build trust through clear kōrero and follow-through.



How we live our values:
· We support each other on site and treat every whare with respect.
· We build trust with clients through clear communication and follow-up.
· We give back where we can — through sponsorship, referrals, or pro bono mahi.
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How we started
Hammer Time Renovations began with small cash jobs on evenings and weekends. As demand grew, we saw an opportunity to offer something different — quality work, clear communication, and fixed pricing — and made the leap full-time in April 2023.
What we do
We focus on mid-range renovations — kitchens, bathrooms, and extensions — for homeowners in older houses who want to improve comfort and add long-term value. Most of our clients want a builder who’ll guide them through the process and deliver a quality result with no surprises.
Where we are today
We’re a two-person team: one qualified builder and the owner managing quoting and project delivery. Most work comes through referrals, and we’re currently tracking around $500,000 in annual revenue.
How we've grown
Our success comes from doing good work, offering fixed pricing (still uncommon in the industry), and running jobs properly from start to finish. We’re now building visibility and plan to grow to four staff over the next 12 months.
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Our purpose is clear: building a pakihi that creates futures — for our clients, our kaimahi, and our whānau — through quality mahi and real opportunities. We exist not just to renovate homes, but to uplift people through practical pathways, solid trades training, and builds that stand the test of time.
Our vision is to be to be Dunedin’s most trusted renovation crew — known for quality, values, and getting the job done right.
	Focus area
	Short-term (Year 1)
	Mid-term (Year 3)
	Long-term (Year 5)

	Team Growth
	Grow to 3 staff (qualified + 1 apprentice)
	Grow to 5 staff, with clear roles and responsibilities
	Grow to 10 staff, including project leads and admin support

	Leadership & Capability
	Start developing project management skills in staff
	Develop staff into working foremen
	Foreman able to lead teams and help run the business

	Systems & Structure
	Start systemising the business
	See the benefits — smoother delivery, less owner reliance
	Business runs day-to-day without needing the owner on site

	Marketing & Sales
	Launch website and grow social media presence
	Build brand awareness and steady flow of inbound enquiries
	Well-known and trusted renovation company in Dunedin

	Financial Foundations
	Maintain stable cashflow and track profit margins
	Increase margins to 27% and hold healthy cashflow for reinvestment
	Increase margins to 30% and pay sustainable dividends
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	Area
	Objective
	Explanation

	Economic
	We’re aiming to grow revenue and profit by 50% over the next 12–18 months.
	This will come from steady demand, smart project delivery, and investing in systems that reduce owner reliance and support sustainable growth.

	Social
	Hire two apprentices (ideally Māori)
	This creates meaningful pathways into the trades, strengthens our team, and supports Māori workforce development in a practical way.

	Cultural
	We will commit at least 5% of our time to marae and whānau projects
	This reflects our values of manaakitanga and whanaungatanga and ensures we’re giving back to kaupapa that matter.

	Environmental
	Reduce construction waste to landfill by 50%.
	Smarter ordering, improved waste practices, and conscious material use all contribute to our role as kaitiaki. It's about doing the mahi in a way that respects the whenua and supports long-term sustainability.
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Target customer
Our focus is on middle-income homeowners in Dunedin who are looking to renovate kitchens, bathrooms, or extend their existing homes.
These are mostly:
· Families and young professionals living in older homes
· People wanting to improve their home now, but also thinking about resale in 3–5 years
· Clients who often don’t know where to start and want someone to guide them through the process

Value proposition
We offer a renovation service that removes the hassle for homeowners by providing:
· Fixed-price quotes – no surprises
· Design and layout advice – to help shape their ideas into a practical plan
· Full project management – we handle everything from quote to handover
· Value-for-money builds – good quality that looks great and lasts

Market drivers
· Old homes = steady renovation demand: Over 45% of Dunedin homes were built before 1940. Most need upgrades to meet modern standards.
· Consent data shows renovation activity is strong: Dunedin City Council issued over 1,100 residential building consents in the year to June 2025 — around 60% were for alterations or additions.
· The new Dunedin Hospital will drive housing pressure: A $1.6 billion investment is underway. This will bring more workers into the city — many of whom will need housing or want to renovate.
· Middle-income homeowners form a large market while precise Dunedin data is limited, the regional average household income sits at around $111,600, with many families keen on affordable, value-focused upgrades.
· Post-COVID, homeowners are prioritising builders who offer transparency, reliability, and quality — making our fixed-price, managed service a strong market fit.
[bookmark: _Toc208980714]

Market Validation
· We regularly turn down work – demand exceeds capacity, and we prioritise quality over volume.
· 12-month pipeline – forward bookings and referrals give us steady work ahead.
· Referrals drive growth – most jobs come through previous clients and trusted tradies.
· Proven project delivery – kitchens, bathrooms, & extensions completed to a high standard.
· Repeat clients – often return to extend or complete further work.
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	[bookmark: _Toc208980716]Strengths (internal, positive)
	Weaknesses (internal, negative

	· Strong reputation for project management, quality, and communication – clients trust us to run jobs well and keep them informed
· Fixed pricing and design support – we provide clarity up front, with help turning ideas into a realistic plan
· Trusted subcontractors and suppliers – solid network we rely on to deliver consistently
· Growing brand visibility – word of mouth, site signage, and social media are all building recognition
· Skilled, quality tradesmen – we take pride in doing the job right, with no shortcuts
	· Small team – limits how many jobs we can take on at once
· Owner-reliant model – quoting, project managing, and client liaison all fall on one person
· Systems still developing – internal processes and marketing are improving but still early-stage
· Limited cash buffer – less flexibility for upfront costs or quieter periods

	Opportunities (external, positive)
	Threats (external, negative)

	· Specialise in mid-range renovations: Focus on kitchens, bathrooms, and extensions where there are steady demand and strong fit with our delivery model.
· Offer fixed-price quotes: Stand out in the market by offering clear, upfront pricing — a key decision factor for homeowners.
· Systemise the business: Build internal systems and processes to reduce reliance on the owner and support sustainable growth.
· Introduce a profit share model: Provide long-term incentives for staff and help attract and retain skilled tradespeople.
· Pursue kaupapa-aligned contracts: Explore opportunities to work on iwi, marae, or community projects that align with our values and approach. Social procurement is a natural fit for how we already operate.
	· Rising material and labour costs – putting pressure on margins
· Shortage of skilled tradespeople – making it harder to grow the team
· Tighter regulation – consent processes and health & safety expectations are increasing
· Cost of living and interest rates – may reduce clients’ willingness to commit to larger jobs



Marketing Strategy & Sales Planning
	Initiative
	Explanation

	Community Sponsorship
	Sponsor a local sports team, school, or marae event. Keep it visible (signage, logo) and values based. Share sponsored events and outcomes on social media to strengthen brand recognition.

	Develop website
	Set up a 3–5-page website with services, project photos, contact form, and reviews. Use it to showcase our work and demonstrate value to our target market.

	Social Media Presence
	Post before/after photos and team updates weekly on Facebook and Instagram. Helps show the quality of our work and attract new clients through visibility and consistency.

	Client Aftercare
	Follow up 2–4 weeks after job completion. Check in, ask for a review, and provide an aftercare pack (e.g. “Welcome to your new renovation” tips or care info). This helps maintain the relationship and encourages referrals.

	Business Development Routine
	Proactively build networks by attending local events or joining business groups like BNI. Create space each week for following up leads, scoping jobs, and maintaining pipeline momentum

	Referral Rewards
	Thank clients or tradies who refer new work with a small gift or voucher. This keeps the network engaged and encourages positive word of mouth.
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	Year 1 
	Year 2
	Year 3

	Revenue
	$750,000
	$1,000,000
	$1,250,000


	Gross profit
	$190,000
	$265,000
	$380,000


	GP %
	25%
	27%
	30%


	Overheads
	$60,000
	$72,000
	$85,000


	Profit (after tax)
	$93,000
	$139,000
	$212,000


	Asset purchases
	$15,000
	$23,000
	$17,000


	Loan payments
	$5,000
	$10,000
	$15,000


	Net cashflow
	$73,000
	$106,000
	$180,000




Assumptions:
· Revenue is based on $250,000 per employee, consistent with our past performance and industry benchmarks.
· We expect to add one new staff member per year, helping grow capacity while maintaining quality.
· Our gross profit margin improves from 20% (historically) to 30% over three years, reflecting gains from better systems, quoting, and project delivery.
· Asset purchases support growth and efficiency (e.g., tools, technology, vehicles).
· Loan repayments remain modest and manageable within projected profit.
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Risks & Mitigation
	Key risk
	Mitigation

	Loss of key staff: Losing a builder will impact productivity and potentially quality
	Build depth by training team members internally. Document key job info and create simple handover processes so others can step in if needed.

	Health and safety incident: Serious injury or incident could lead to downtime, legal exposure, or reputational damage.
	Keep H&S practical and front-of-mind — daily site checks, toolbox meetings, and incident reporting. Make sure everyone on site knows the expectations.

	Major job goes off the rails: Scope creep, poor workmanship, or cost overruns on a big job could hurt profit or reputation.
	Use clear scoping and fixed-price quoting and allow for variations. Maintain project tracking, communicate early if issues arise, and always do a final walkthrough before sign-off.

	Market disruption: Sudden drops in demand or lockdowns could delay projects and impact cashflow.
	Keep overheads lean, maintain a cash buffer where possible, and build a waitlist of jobs in the pipeline to fall back on.

	Overreliance on the owner: If the owner gets sick, injured, or overwhelmed, the business could stall.
	Systemise quoting, scheduling, and job tracking. Train others to take on more responsibility and build a second-in-command over time.
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