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Morey Construction
Signal Hill, Calif.

Design/build remodeling
22 years in business
2004 volume: $2.5 million
Staff: 5 office, 6 field

www.moreyconstruction.org

Ben Morey (front row, right) won't meet with a prospective client unless they can remember who gave them his name. That's how
tight his referral system is. He sees past clients as some of his best salespeople. And he gives his clients their due, sending
background information before he hits their doorstep and spending two hours on the initial “dual interview process,” which includes
discussing a budget range based on past projects, time schedule, and design agreement, and, if they need it, directing them to
financing help.

It's paid off. “In the past eight years,” Morey says, “I've only had one client that signed a design agreement and decided not to
have us build.”

Morey has recently changed over to having design as a separate profit center.

“Sometimes [design] is a significantly larger margin than we're making in the building portion.” From 2003 to 2004, sales nearly
doubled.

Fast Facts about ben morey, CAPS, CGR

COMPANY: Morey Construction, Inc.

LOCATION: Signal Hills, Calif.

COMPANY FOUNDED: 1983

HBA/LOCAL COUNCIL: Building Industry Association of Southern California/Remodelor’s Council

INDUSTRY ACCOMPLISHMENT: Networking in Southern California to raise the bar in business and public perception
about construction.

e BUSINESS BEST PRACTICE: Marketing based on “best client” profiling, and dedication to customer service to provide
for new projects in the future for him and others in the industry.
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