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An Barch >??DE the Board of Firectors of the +anadian Home Builders4 Association G+HBAH approved 
a motion to prepare a residential industr9 accreditation 8enchmarJ within "> months<  +HBA 
su8seLuentl9 engaged a consultant to carr9 out the project<   
 
The project has two o8jectivesP 

"< To recommend a national education 8enchmarJ for new home 8uilders and renovators< 

>< To assess provincial programs against the recommended national 8enchmarJ for new home 
8uilders and renovators<   

 
The results of the worJ are summariQed 8elow<  Fetails are documented in the 8od9 of the report<  
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The recommended 8enchmarJs for new home 8uilders and renovators are similar<  The summar9 lists 
the 8enchmarJ for new home 8uilders and highlights differences in the 8enchmarJ for renovators<  
 
BenchmarJ for +overage of Business Planning and Banagement 
"< Rverview of a 8usiness planP The overview should mention the main elements of a 8usiness planP  

aH SisionE o8jectives and goalsT rationale for 8usinessT purpose of the 8usiness plan<  
8H Uinancial plan< 
cH BarJeting plan< 
dH Rperating plan< 
eH Human resource plan< 

>< SisionE o8jectives and goalsP  
aH Statement of visionE o8jectives and goalsE and also the following inclusionsP  
8H Statement of compan9 rationaleE valuesE directions and risJs< 
cH Statement of ethics< 
dH Products and services< 

W< Uinancial plan GoverviewHP  
aH Purposes of financial plans< 
8H ProXforma statement of operations Gincome statementH< 
cH ProXforma statement of financial position G8alance sheetH< 
dH +ash flow estimates< 
eH BarJXups< 

Y< BarJeting plan GoverviewHP 
aH :Zplanation of termsP marJet researchE marJetingE marJeting planning< 
8H BarJet research methods< 
cH :lements of marJeting planningP marJet environmentE target marJetE positioningE pricing 

strateg9E sales strateg9 Gpu8lic relations planE advertising plan and referrals planH<  
D< Rperating planP  

aH SiQe and form of 8usiness GorganiQationH< 
8H Amplementation of major functionsP land acLuisitionE house designsE estimatingE contract 

administrationE Lualit9 controlE customer service and waste management< 

The 8enchmarJ for renovation should eZclude land acLuisition and house design tasJs 
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cH Reference to management control s9stems GgeneralE construction managementE site 
managementH< 

dH Bonitoring and evaluation of o8jectives and operating plan G8usiness goal assessmentE and 
performance against o8jectives using sales and financial measuresH< 

eH Protecting the 8usinessP overview of insurance and Builders4 ;ien Act< 
fH Fevelopment of a new\updated plan< 
gH Banaging changeP changes to one part of the 8usiness plan affect other parts< 
hH Amportance of communications to 8usiness successT guidelines for effective communication<  

These elements of the 8usiness plan should 8e illustratedE as in the courseE Business PlanningE 
offered 89 BHBA and AHBRS+<  

 
BenchmarJ for +overage of Human Resource Planning and Banagement 
"< Adentification of jo8 functions and tasJs reLuired<  
>< Adentification of competencies reLuired and development of jo8 descriptions< 
W< Alternate approaches to meeting human resource reLuirementsP su8XcontractingE staffing< 
Y< SJills assessment and recruiting procedures< 
D< Training\sJills upgrading< 
@< ;egislation governing emplo9ees< 
]< Salar9 and 8enefits< 
^< Performance evaluation< 
_< +areer paths< 
"?< ;eadership< 
""< Botivation< 
">< Felegation< 
"W< Fevelopment of productivit9 8enchmarJs< 
"Y< Fevelopment of feed8acJ procedures< 
"D< Bethods for dealing with poor performers and effective firing procedures< 
 
BenchmarJ for +overage of BarJeting and Sales 
"< BarJetingP 

aH Rverview of marJetingE i<e<E eZplanationE 8enefits<  
8H BarJeting 8udgets\8udgetingP scopeE guidelines for 8udgeting< 

>< BarJet planning and implementationP 
aH BarJet researchP eZplanationE methods< 
8H BarJet assessment< 
cH Target marJet identification< 
dH Product development< 

The 8enchmarJ for renovation should eZclude the product development tasJ< 

eH Product pricing< 

The 8enchmarJ for renovation should eZclude the product pricing tasJ<  

fH Product positioningE competitive anal9sis< 

The 8enchmarJ for renovation should eZclude the product positioning tasJ< 
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W< PromotionP 
aH RverviewP eZplanation of promotional activitiesE range of options< 
8H `e9 elements of a promotional planE e<g<P developing messagesE communications guidelinesE 

development of corporate identit9< 
cH AdvertisingP overviewE review of alternate forms of advertising< 
dH Pu8lic relations< 
 

Y< SalesP  
aH Personal selling practices< 
8H Sales recruitment< 
cH Sales training< 
dH Place of sales< 

The 8enchmarJ for renovation should eZclude the tasJ focusing on place of sales\sales centre< 

eH Sales tools 
fH Feveloping referrals< 

D< +lient relationsP 
aH :Zplanations to clientsE e<g<P a8out features of their housesE client accounta8ilit9< 
8H Services up to occupanc9< 
cH After sales services program< 

The 8enchmarJ for renovation should add details a8out client relations in the renovation 
process<  

@< Bonitoring and evaluation of marJeting activitiesP surve9s of customer satisfaction< 
 
BenchmarJ for +overage of Uinancial Planning and Banagement 
"< Uinancial planningP 

aH :Zplanation of a financial planP   
i< Bain elements of the 8usiness planE etc< 
ii< Purposes of the 8usiness plan  
iii< Uinancial projections  

8H ProXforma statement of operations G8udgetHP   
i< :Zplanation\elements GsalesE costsE gross incomeE net incomeE etc<H  
ii< Purposes of the proXforma statement of operations  

cH PricingP alternate methodsE factors to consider  
dH BreaJXeven anal9sisP eZplanation  
eH Fiscussion of overhead costs  
fH Bargin\marJXupP eZplanation and guidelines  
gH ProXforma statement of financial positionP eZplanationE elements  
hH ProXforma cash flow statement  

>< Uinancial managementP 
aH :Zplanation of financial management practicesP records reLuirements and operating guidelinesE 

e<g<E timel9 reportingE communicating guidelines<  
8H Accounting conceptsE principles and practicesP  

i< Accounting c9cle  
ii< Alternate accounting 8enchmarJs  
iii< Accrual accounting  
iv< Accounts receiva8le  
v< Accounts pa9a8le  
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cH BooJJeepingP eZplanationT concepts and practicesP journal entriesE dou8leXentr9E preparation of 
ledgersE trial 8alanceE etc< 

dH Uinancial statementsP  
i< Statement of operationsP eZplanationE elements GsalesE costs GfiZedE varia8leHE gross incomeE 

net incomeH<  
ii< Statement of financial positionP eZplanationT elements GassetsE lia8ilitiesE shareholders4 

eLuit9H<  
iii< +ash flow statementP timing of costs and incomeE guidelines< 
iv< Anal9sis of variances G8etween forecasts and actual resultsH< 

eH Uinancial performance measuresP financial ratiosE 8enchmarJing< 
fH UinancingP t9pes of construction financing< 
gH ;ender policiesT worJing with lenders< 
hH +redit arrangements< 
iH ;oan and collateral securit9 reLuirements and arrangements< 
jH +ost control Ggeneral and specificE i<e<E overheadE constructionE salesE administration costsH< 
JH Purchase order s9stem< 
lH S9stem to control\account for eZtras and changes<  

 
BenchmarJ for +overage of Project Banagement and Supervision 
"< Project planningP 

aH Beeting human resource reLuirements through staff and su8contractorsP advantages and 
disadvantages of each approachT need for jo8 descriptions< 

8H Fevelopment regulationsP QoningE permitsE easements< 
cH +ontracts with su8XcontractorsE suppliersE insurers and lendersP su8contractor and supplier 

responsi8ilitiesT reLuirements of insurers and lenders< 
dH TenderingP 8id reLuirements and practicesT trade selection<  
eH SchedulingP value of schedulingT scheduling guidelinesT critical scheduling stagesT time 

management< 
fH PreXconstruction meetings< 

>< Project supervisionP 
aH Baterial and la8our acLuisitionP purchasing order s9stem and guidelinesT su8stitutionsT timingT 

storage and care< 
8H +onstruction processesP site logisticsT site servicingT contingenc9 plans Ge<g<E 8ad weatherH< 
cH +ontract complianceT plan and specification checJ GdrawingsE etc<H< 
dH AnspectionsP critical inspectionsT inspection guidelines< 
eH aualit9 controlP performance 8enchmarJsE associated reLuirements< 
fH Reporting reLuirements< 
gH +ost controlP comparison of costs with 8udget< 
hH +hange\worJ order s9stem< 

W< Site\worJ safet9P 
aH Guidelines on safe site conditions< 
8H Guidelines from Rccupational Health and Safet9 GRHcSH legislation\regulations< 
cH Guidelines from dHBAS regulations< 
dH Guidelines from d+B regulations< 

Y< +lient relationsP 
aH enderstanding customer satisfaction< 
8H +ommunication reLuirementsE e<g<E material selection schedule< 
cH Fealing with customer eZpectations< 
dH +ompan9 policies reP customer eZpectations< 
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BenchmarJ for +overage of ;egal Assues in Housing 
"< ;egal reLuirements of contractsP This includes necessar9 elementsE reLuirements and conditions of 

contractsE 8asis for and patterns of pa9mentE 8reech of contract and remedies for 8reech of contract< 
>< T9pes of contractsP This includes t9pes of 8uilding contractsE contracts with su8XcontractorsE with 

warrant9 providers Gthis should include eZpress and implied warrantiesE coverageE and 8reech of 
conditionsHE with lending institutions and with realtors< 

W< ;and registr9 s9stem and related topicsP This includes an eZplanation of the Torrens S9stemE land 
conve9ancing and closing procedures and conditionsT easements<  

The 8enchmarJ for renovation should eZclude the tasJ a8out the land registr9 s9stem and related 
issuesE i<e<E eZplanation of the Torrens S9stemE land conve9ancing and closing procedures and 
conditionsT easements< 

Y< Builder lia8ilit9P This includes lia8ilit9 in contract and lia8ilit9 in negligenceE tort lawE 
environmental lia8ilit9E d+B\RHcS lia8ilit9E statute of limitations< 

D< Builders4 ;ien ActP This includes an eZplanation of the Act and of the following topicsP lien 
claimantsE filing proceduresE amountsE hold8acJs and enforcement of liens<  

@< Ansurance lawP This includes information on coverage 89 insurance companies< 
]< Privac9 law and corresponding reLuirementsE e<g<E penalties for 8reech<  
^< Fispute resolution mechanismsP This includes information on mediation and ar8itration< 
_< :mplo9ment lawP This includes information on conditions of an emplo9ment relationshipE 

termination of emplo9eesE constructive dismissalE seZual harassmentE vicarious lia8ilit9 and 
individual rights under the Andividual Protection Act<  

 
BenchmarJ for +overage of Building +odes 
"< BacJground information on the Building +odeE i<e<E its purposeE structureE the code development 

processE legal authorit9 for adopting and implementing 8uilding codesE administration of the +ode 
and 8asic information of other codes GUire +ode and Plum8ing +odeH and its relation to the 
Building +ode< 

>< Rverview information on the contents of Part _ of the Building +odeE i<e<E each sectionP _<" to _<WD 
Gor whatever new sections are proposed in the new provincial codesHE and guidelines on how to find 
specific information<   

W< Anformation on the new 8uilding codeE with emphasis on technical changes and o8jectiveX8ased 
codesE when the new provincial\territorial codes are pu8lished<   

 
BenchmarJ for +overage of +onstruction Technolog9  
"< fHouseXasXaXs9stemg concept< 
>< Building science that affects 8uilding dura8ilit9 and occupant comfortE including the followingP 

a< +ontrolling heat flow Gheat flow mechanisms are eZplainedH< 
8< +ontrolling moisture flow Gmoisture movement mechanisms are eZplainedH< 

W< Andoor air Lualit9P contri8utors and detractors GpollutantsE moistureE moldE etc<HE material selection< 
Y< Sustaina8le developmentP energ9 efficienc9E resource efficienc9E environmental responsi8ilit9 
D< Building envelope details that focus on the followingP 

a< Air 8arriers Gmaterials and detailsH< 
8< Sapour 8arriers Gmaterials and detailsH< 
c< Uoundation designP t9pes of foundationsE heat loss controlE and moisture control< 
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d< UloorsP details for heat flow controlE moisture managementE details at critical locationsE 
vi8ration telegraphing su8Xfloors< 

e< dall designP heat loss and moisture controlT alternate details< 
f< Roof construction and atticsP air leaJage into atticsE details at critical locationsT heat loss 

controlE details to deal with specific pro8lemsE e<g<E truss upliftE ice damming< 
g< dindows and doorsP installation guidelines to control heat loss and gains and moisture< 

@< Bechanical s9stemsP  
a< HeatingE cooling and ventilation principles< 
8< Heating s9stems< 
c< Heat distri8ution s9stems< 
d< Sentilation s9stemsP 8enchmarJsE alternate s9stemsE design and installation considerations< 

]< Antegrated mechanical s9stems< 
^< :ngineered 8uilding componentsP This refers to products such as trussesE woodXAs and insulated 

concrete forms and loadX8earing steel studsE and the focus of educational materials is on their 
correct use<   

_< +onstruction performance guidelinesP An the futureE when more warrant9 providers have produced 
construction performance guidelinesE the 8enchmarJ should include an awareness of applica8le 
construction performance guidelinesE i<e<E an awareness of the purpose and scope of the guidelinesE 
and how to use them<  This reLuirement will not 8e applied until the guidelines are availa8le and 
have 8een accepted 89 the provincial certif9ing home 8uilder association or related authorit9<  

 
BenchmarJ for +overage of Safe dorJ Practices 

The recommended course is ;eadership for Safet9 :Zcellence< 
 
BenchmarJ for +overage of +ustomer Service 
"< :Zplaining service eZcellenceP This includes showing a spirit of serviceE e<g<E credi8leE attractiveE 

relia8leE empathetic and responsive< 
>< +ustomers4 perceptions of valuesE their 8ehaviour and their eZpectationsE e<g<E relia8ilit9E 

assuranceE tangi8lesE empath9 and responsiveness< 
W< UrameworJ for customer serviceP  

aH :sta8lishing eZpectations and an appropriate atmosphere< 
8H Steps in processing the sale< 
cH Services during construction 
dH +onducting preXsettlement inspections and customer orientation< 
eH Handling afterXoccupanc9 warrant9 service worJ<   

Y< Handling difficult situationsP Adentification of common difficultiesE methods for resolving conflicts< 
D< aualit9 customer service action planP  

aH Attri8utes of an effective strateg9< 
8H Procedures for identif9ing customer service pro8lems and solutions<  

 
BenchmarJ for +overage of +ommunications 
"< +ourse o8jectivesP To increase awareness of one4s communication patterns in negotiation and offer 

guidelines on listening and speaJing in negotiations< 
>< +ommunicationP Bethods of communicationE communication 8arriers and possi8le effectsE 

destructive communication< 
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W< ;istening in negotiationP Active listeningE general characteristics of nonXver8al communicationE 
attending sJills Gi<e<E sJills that encourage listeningHE facilitating sJills Gi<e<E sJills to encourage 
others to speaJHE reflective listening< 

Y< SpeaJing in negotiationP Passive\assertive\aggressive communicationE principles of assertivenessE 
components of assertive 8ehaviourE assertive eZpression and steps in assertive communication< 

D< Shifting from positions to interestsP Boving from positions to interestsE win\lose and win\win 
conflict resolutionE eZploration of interests and issuesE how to identif9 interestsE wa9s to determine 
interestsE fif the9 won4t move from their positiongE open and closed LuestionsE pro8ingE facing the 
challenges of selfXdisclosureE reframing< 

@< NegotiationP Fifferent st9les of conflictE hard\soft 8argaining choicesE negotiating st9lesE wa9s of 
discussing a pro8lemE negotiating modelsE speaJing sJills in negotiationE handling resistance to 
interestX8ased negotiation< 
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Previous sections have also assessed the compliance of eZisting courses offered 89 provincial home 
8uilder associations or related organiQations with the recommended national education 8enchmarJ<   
 
The following ta8le lists the topics that comprise the recommended 8enchmarJ and indicates the 
compliance of provincial home 8uilder association or related organiQation courses with it in general 
terms<  Fetails of the courses reviewed and the assessments are contained in the individual sections of 
the report<   
 
The s9m8ols used and their meaning in the ta8le are as followsP 
"< f+ompg refers to compliance<  
>< fig indicates that the course complies with the recommended 8enchmarJ< 
W< fNg indicates that the course does not compl9 with the recommended 8enchmarJ 8ecause it does 

not discuss the topic at all or onl9 partiall9 or no course is offered< 
Y< fNAg indicates that the course is not applica8le to the proposed 8enchmarJ<  
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+ourse 

+
om

p 

+ourse 

+
om

p 

+ourse 

+
om

p 
Business planning and 
management 

No course N Business Principles for the 
Business of Home Building 

N Business Banagement i 

Human resource planning 
and management 

No course N Business Principles for the 
Business of Home Building 

N Business Banagement i 

BarJeting and sales Sales and BarJeting 
Sales and BarJeting for 
Renovators 

i 
N 

New Home BarJeting i Sales and BarJeting 
Banagement and New Home 
Sales Gcoverage of two courses 
considered togetherH  

i 

Uinancial planning and 
management 

Uinancial Banagement N Uinance and Accounting i Uinance and BanJing i 

Project management and 
supervision 

Project Banagement i +onstruction Administration 
+onstruction Supervision 

i 
N 

Project Banagement i 

;egal issues in residential 
construction 

+onstruction ;aw i Basic Business ;aw i No course N 

Building codes 
 

Antroduction to the B+ 
Building +ode 

N Building +odes and 
BenchmarJs 

i +ode +onstruction N 



 _
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+ourse 

+
om

p 

+ourse 

+
om

p 

+ourse 

+
om

p 

+onstruction technolog9 Boisture +ontrol  
Building :nvelope 
Solutions Theor9 and 
Practice GB:ST PracticeH 
+onstruction Technolog9  
Building Technologies for 
the New Billennium 

 
NA 

 
 
 

i 

Boisture +ontrol 
Boisture +ontrol Technician 
+onstruction Technolog9 
Building Solutions 
+onstruction Uundamentals 

 
NA 

 
N 
N 

No course N 

Safe worJ practices No course N No course N No course N 

+ustomer service No course N Service :Zcellence i No course N 

+ommunications No course N +ommunication and 
Negotiation for the Home 
Builder 

N No course N 
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+
om

p 

+ourse 

+
om

p 

Business planning and management Business Planning i Business Planning i 
Human resource planning and management Business Planning N Business Planning N 
BarJeting and sales BarJeting and Sales i BarJeting and Sales i 
Uinancial planning and management Uinancial Banagement and 

BanJing and Borrowing Gcoverage 
of two courses considered togetherH 

i Uinancial Banagement and BanJing 
and Borrowing Gcoverage of two 
courses considered togetherH 

i 

Project management and supervision Banaging +onstruction 
 

N 
 

Banaging +onstruction 
Site Supervision 

N 
N 

;egal issues in residential construction ;and and ;egal N ;and and ;egal N 
Building codes No course N National Building +ode j Part _ i 
+onstruction technolog9 Banaging Fesign N BetterXBuilt House 

Banaging Fesign 
Builder Series dorJshop 
:nerg9 :fficienc9 Retrofits 

i 
N 
N 
i 

Safe worJ practices ;eadership for Safet9 :Zcellence 
GreLuired for individuals in the 
large compan9 categor9H 

i ;eadership for Safet9 :Zcellence i 

+ustomer service No course N No course N 
+ommunications No course N No course N 

 
The following additional conclusions and recommendations are noted as the9 appl9 to recommended 
topic areasP 
"< 4HF<B:FF QIDBB<BMRADBDM:A:BES Although the 8usiness planning courses offered 89 BHBAE 

AHBRS+ and SHBA provide information sufficient to 8e deemed to meet the recommended 
national education 8enchmarJ for 8usiness planning and managementE each course should 8e 
upgraded to include material on specified topics to 8etter meet the recommended 8enchmarJ<  

>< 0HADB ;:F>H;@:F QIDBB<BMRADBDM:A:BES Although the 8usiness planning course offered 89 and 
SHBA provides information sufficient to 8e deemed to meet the recommended national education 
8enchmarJ for human resource planning and managementE this course should 8e upgraded to 
include material on specified topics to 8etter meet the recommended 8enchmarJ<   

W< *D;K:E<BM DBC FDI:FS  
aH Although the coverage of +HBAXB+4s Sales and BarJeting courseE PHBAA4s New Home 

BarJeting courseE SHBA4s Sales and BarJeting Banagement course and its New Home Sales 
course Gconsidered togetherHE and BHBA4s and AHBRS+4s BarJeting and Sales course 
provide information sufficient to 8e deemed to meet the recommended national education 
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8enchmarJ for marJeting and salesE each course should 8e upgraded to include material on 
specified topics to 8etter meet the recommended 8enchmarJ< 

8H PHBAA4s New Home BarJeting course provides eZtensive and more information than other 
courses on a num8er of specified topics a8out marJeting and sales<  

cH PHBAA4s optional Sales BanagementE Professional Selling " and Professional Selling > courses 
are not regarded as essential to meet the reLuirements of the recommended national 8enchmarJ 
for marJeting and sales<  The9 contain useful information that can 8e regarded as 8e9ond the 
reLuirements of the recommended national education 8enchmarJ for marJeting and sales<  

Y< /<BDB@<DI QIDBB<BM DBC ADBDM:A:BES Although the coverage of PHBAA4s Uinance and 
Accounting courseE SHBA4s Uinance and BanJing +ourseE and BHBA4s and AHBRS+4s Uinancial 
Banagement and BanJing and Borrowing +ourses Gconsidered togetherH provide information 
sufficient to 8e deemed to meet the recommended national education 8enchmarJ for financial 
planning and managementE each course should 8e upgraded to include material in specified topics 
to 8etter meet the recommended 8enchmarJ< 

D< 7;>T:@E ADBDM:A:BE DBC FHQ:;9<F<>BS  
aH Although the coverage of +HBAXB+4s Project Banagement courseE PHBAA4s +onstruction 

Administration courseE SHBA4s Project Banagement course to provide information sufficient 
to 8e deemed to meet the recommended national education 8enchmarJ for project managementE 
each course should 8e upgraded to include material on specified topics to 8etter meet the 
recommended 8enchmarJ< 

8H PHBAA4s +onstruction Supervision course and AHBRS+4s Site Supervision course can 8e 
regarded as courses that provide information supplementar9 to the recommended national 
education 8enchmarJ<   

@< 3:MDI <FFH:F <B J>HF<BMS    
aH Although the coverage of +HBAXB+4s +onstruction ;aw course and PHBAA4s Basic Business 

;aw course provide information sufficient to 8e deemed to meet the recommended national 
education 8enchmarJ for legal issues in residential constructionE each course should 8e 
upgraded to include material on specified topics to 8etter meet the recommended 8enchmarJ<  

8H Both +HBAXB+4s +onstruction ;aw course and PHBAA4s Basic Business ;aw course provide 
information on legal topics in addition to those recommended as part of the 8enchmarJ<  An the 
case of +HBAXB+4s courseE some of that information is specific to B+E such as information 
a8out the Homeowner Protection Act<  An the case of PHBAA4s courseE the additional topics 
discussed are numerousE including forms of 8usinessE estate planningE legal issues in finance 
and 8anJingE 8anJruptc9 and insolvenc9E condominiumsE emplo9ment lawE intellectual 
propert9E personal propert9E commercial leasing and litigation processes<  A decision on the 
inclusion of such material rests with each association<   

UV 4H<IC<BM $>C:FS  
aH The recommendation to include information on o8jectiveX8ased codes applies to future 

revisions of code coursesE since that information is not 9et availa8le<   
8H :ach of the 8uilding code courses is ver9 different from the other<  Although PHBAA4s Building 

+ode and BenchmarJ course and AHBRS+4s National Building +ode j Part _ course provide 
information sufficient to 8e deemed to meet the recommended national education 8enchmarJ 
on 8uilding codesE all code courses should 8e modified to meet the content of the recommended 
8enchmarJ<   

^< $>BFE;H@E<>B E:@JB>I>MLS Two courses meet the recommended 8enchmarJ on construction 
technolog9P +HBAXB+4s courseE Building Technologies for the New Billennium and BetterXBuilt 
House<  As noted in the detailed commentsE the other courses do not<  The two courses on moisture 
managementE B:ST Practice and Boisture +ontrol TechnicianE are 8oth credi8le coursesE 8ut the 
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recommendation is to offer a course that is 8roader in scope that includes some information on 
moisture management<   

_< )D?: =>;K Q;D@E<@:FS NSHBA and BHBA reLuire the recommended course<  Based on the 
recommended 8enchmarJE +HBAXB+E PHBAA and SHBA should reLuire this course also<  This 
should not 8e a hardship since most associations are promoting +ertificates of Recognition G+RRsH 
in general and this course in particular<  

"?< $HFE>A:; F:;9<@:S PHBAA is currentl9 the onl9 housing organiQation that offers a course the 
focuses entirel9 on customer service<  An view of the growing importance of this topicE the 
recommendation is for other associations to offer a course on this topic as well<   

""< $>AAHB<@DE<>BFS dhile man9 courses and the NRA refer to communicationsE PHBAA is 
currentl9 the onl9 housing organiQation that offers a course on the topic<  An view of the growing 
importance of this topicE the recommendation is for other associations to offer a course on this 
topic as well<  

">< ,:9<:= >? ;:AD<B<BM @>H;F:FS The following topics of eZisting courses are not included in the 
recommended national education 8enchmarJ for new home 8uilders and renovators at this timeP  
aH :stimating<  
8H Blueprint reading< 
cH ;and development< 

"W< The 1DE<>BDI ,:B>9DE>;WF 4HF<B:FF $>H;F: contains information related to man9 parts of the 
recommended national 8enchmarJ 8ut does not meet the reLuirements of the entire recommended 
national 8enchmarJ for renovators<  

 
,:@>AA:BCDE<>B E> /D@<I<EDE: EJ: 2:9:I>QA:BE >? D 1DE<>BDI "CH@DE<>B 4:B@JAD;K ?>; 1:= 
0>A: 4H<IC:;F DBC ,:B>9DE>;F 
 
Rne of the attri8utes of the courses reviewed in this project is the diversit9 among the coursesE even 
within the same topic areas<  The9 differ in the definition and coverage of the same topicsE in the depth 
of material presentedE in the organiQation of the material and in the teaching approach<  The 
recommendation to respond to this in the interests of developing a more uniform national education 
8enchmarJ for new home 8uilders and renovators is to develop a series of model courses that would 8e 
availa8le for adoption 89 provincial home 8uilder associations<  This recommendation is 8ased on the 
successful approach in code development and adoption in +anadaP a national model code is developed 
on a consensus 8asis with input from interested partiesE and is then availa8le for adoption in whole or 
in part 89 provinces and territories<  This approach could save provincial housing associations mone9 
in developing and updating courses<   
 
 
 
 
 
 
 
 
 
 
 
 


