
“We see site-builders as
logical business part-
ners, not competitors,”

says David Poupore, President of
Guildcrest Homes, a factory-built
home producer based in Morewood,
Ontario. “It has been a key part of
what Guildcrest is all about, right
from the beginning. We want to grow
both our businesses at the same time.”

Actively promoting its relation-
ships with site-builders, Guildcrest
Homes now works with approximate-
ly 40 Authorized Builders in Ontario
and the northeastern United States.
And the result is a win/win/win—for
Guildcrest, its Authorized Builders,
and for homebuyers.

A winning combination
Elliot, Sage Construction Services

is one site-builder that is reaping the
rewards of incorporating factory-built

homes into its business. Based out of
Picton, Ontario, Elliot, Sage has
been selling Guildcrest homes for the
past decade. As company President
Peter Sage says, selling the 
Guildcrest line has proved to be a
beneficial endeavour. “We already
specialize in custom homes and reno-
vations. Offering the Guildcrest line
is just another way to serve our cus-
tomers and extend our product line.” 

Sage points out that if clients
need a home with a short turn-
around, a Guildcrest home is a per-
fect way to make that happen—
without jeopardizing quality. “Our
clients are delighted,” says Sage.
“We’ve had families who had sold
their house and needed a new house
in a matter of months. We can meet
that need quickly with a Guildcrest
home, and still maintain excellence
in craftsmanship.”

As Poupore explains, Guildcrest
has a network of small builders and
developers who are well-established
business owners in their com-
munities. Similar to Elliot, Sage
Construction Services, these Autho-
rized Builders make the sale, and do
the site preparation and finishing.
This relationship, Poupore notes, has
allowed Guildcrest to extend its
reach as a home manufacturer. For
example, Elliot, Sage Construction
Services is about a three-hour drive
from the Guildcrest factory. “This is
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Traditionally, companies building
homes in factories and those
building on-site have viewed each
other as competitors. But some in
the homebuilding industry are
turning this mindset on its heels. 
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Both Worlds



how we reach out to those markets
and solve the problem of delivering
those site-specific services that take
place before or after the modules are
delivered,” says Poupore. “It has been
a wonderful growth strategy for us.
We see it as an effective way to de-
velop our business.”

Why it works
Sage says the reasons

why this type of business
practice works are numer-
ous. From the site-built 
perspective, he says, having
Guildcrest build an average
10 homes per year for his company
gives him more time to dedicate to
individual projects. Sage is also quick
to point out that when homes are
built in a factory, they have better
control over material and labour
costs. 

Elliot, Sage has a separate division
with employees dedicated to selling
the Guildcrest line. With approxi-
mately one-third of his company’s

revenue coming from Guildcrest
sales, Sage says they are not about to
compete with the Guildcrest product.
“They’re not our competitor,” 
he says. “We want to appeal to a
broader clientele, and working with
Guildcrest allows us to do that.” 

The demand for skilled construc-
tion workers has also made working
with a factory builder an attractive
alternative for Sage. “To go out and
hire all the subtrades needed to build
the 10 houses we purchased from
Guildcrest last year would have been
difficult when there are not always
enough employees to meet demand,”
he says. “At the factory, everyone is
under one roof, creating a stream-

lined process which ensures our cus-
tomers get their homes on time.”

For Guildcrest Homes, this win-
ning combination gives the company
both an extended reach into what
may otherwise be inaccessible mar-
kets, and co-branding with well-rec-

ognized, established busi-
nesses. “We see it as a very
strong strategy and as a very
important business model,”
says Poupore. “We’re always
looking for new opportuni-
ties like this.” 

Poupore says “the rela-
tionship we have with Elliot,

Sage exemplifies how a relationship
between a site-builder and a factory
builder can benefit everyone. Sage’s
company was already a builder, doing
custom homes and renovations. Now
he has made Guildcrest part of his
services. It has become a significant,
successful and growing part of his
business. And based on what we hear
from his customers, he does a ‘heck
of a job’.” ■
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“We see it as a very strong strategy and as a 

very important business model. We’re always

looking for new opportunities like this.”


