
In 2009, in the middle of an economic downturn 
that devastated the building industry, two Florida 
homebuilders did something bold: they launched a 
new company focused on high-end homes. 

In eight short years, Homes by West Bay went from lean startup to 
market leader building 450 homes a year.

At a time when most builders were scrambling to cut costs and 
offer inexpensive product to cash-strapped buyers – or leaving the 
industry altogether – Willy Nunn and his partner Roger Gatewood 
went the opposite route, entering the luxury new home niche. 

These seasoned builders did not enter the market before doing 
their homework. Both partners brought years of homebuilding 
industry experience, as well as Nunn’s additional background 
in banking, working with builders on investments and land 
acquisitions. With that experience came an in-depth knowledge 
of the local market – and solid connections to well-heeled Tampa 
Bay clientele looking to buy quality, semi-custom homes.

“The market was terrible,” says Nunn. “And starting up in that 
kind of economic climate certainly wasn’t easy. However, having 
a solid knowledge of the area and the people who live there – not 
to mention securing land in a couple of the city’s most desirable 
locations – put us in a good starting place.” 

BIG RISK,  
BIG REWARD
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THE EVOLUTION  
OF SUCCESS

The risk paid off. In their first full year of operations, Homes by 
West Bay built 69 homes, expanding to 139 in their second year. 
With that rapid growth, the partners quickly realized that more 
formal processes were needed. They had started out with a lean 
operation to ensure they survived the volatile market, but by 
2011, this strategy had begun to limit their growth. The company 
needed a system that could not only help them run their business 
more efficiently, but one that would provide them with a solid 
structure on which they could build their business. 

Beth Bradburn, CFO joined the company in 2011, moving from the 
leadership team of a large national builder. That builder had just 
implemented NEWSTAR Enterprise, and Bradburn had recently 
familiarized herself with its capabilities. More importantly, she 
knew it was a technology the growing company could use as a 
framework to structure their processes – and build a small startup 
into a nationally recognized builder with real potential for growth. 

“In 2011, we had reached capacity,” she says. “We were using 
paper and pen, QuickBooks and Excel, and didn’t have any 
real processes in place. So we couldn’t grow any more without 
upgrading to a system that would help us define those processes 
and support us as we grew.” 

WORKING SMARTER, 
GROWING FASTER 

Initially, the company’s most pressing needs were for accounting 
and purchasing systems, and that’s where they started. Brent 
Dunham, the company’s Director of Purchasing, played a big hand 
in implementating NEWSTAR. 

“NEWSTAR is built on builder best practices,” says Dunham. 
“Because we came in on the ground floor with Homes by West 
Bay, we were able to create a structure to build on. NEWSTAR 
helps us analyze our business, make informed decisions, access 
real-time information, and achieve a level of efficiency that simply 
wasn’t possible before.” 

As the company grew, they added more NEWSTAR components, 
including sales, production, scheduling, design center and 
warranty, leading to the full Enterprise suite in 2013. 
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BIG  
BENEFITS
NEWSTAR offers instant access 
to real-time information, and 
has allowed Homes by West Bay 
to achieve tremendous process 
efficiency that saves time and 
money at every touchpoint. 

•  Sales makes contracts easier to manage.

•  Production simplifies the management of plans and 

options: one master production plan includes 27 

communities and 56 active home models. 

•  Purchasing allows users to view and print purchase 

orders anytime. A portal for vendors and trades 

makes these relationships more effective, improving 

communication and quality of work. 

•  Scheduling gives users easy, 24/7 access to real-time 

schedules via smartphone and tablet, making on-site 

work infinitely more efficient.

•  Design Studio Manager offers an improved customer 

experience in the design studio and reduces 

appointment times from eight hours down to two. 

•  Warranty reduces the time it takes to complete 

warranty requests, with information from 

homeowners instantly available in the system. It 

corrects specifications, and flags partners with whom 

too many issues arise, making it easy to identify and 

correct problems – and switch partners if needed. It 

has also led to improvements in products and features; 

feedback from the system identifies issues that are 

them used to implement product enhancements.
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Today, Homes by West Bay has grown dramatically from the bold 
startup that launched in 2009. They now offer four luxury product 
lines ranging in size, price and level of customization, and are the 
largest private production builder in Tampa, building 40-50 single 
family detached homes per month. They continue to build in Tampa 
Bay’s most desirable areas, including Hillsborough, Pasco and Palm 
Harbor. They watch market trends constantly, maintaining the deep 
understanding of the market that allowed them to take that initial 
risk, and reacting to changes quickly and intelligently. 

Homes by West Bay’s goal for 2017 is 450 homes, and they well on their 
way to achieving that. In the coming months, they plan to acquire more 
land in Tampa, expand further into South Florida, and have started 
exploring multi-family homes as a future niche. 

But one thing hasn’t changed from the early days – and that is their 
focus on the customer. In their commitment to providing the best 

possible experience, they constantly measure buyer satisfaction 
by conducting regular customer surveys, reviewing them at weekly 
management meetings, and using those insights to update processes. 

“NEWSTAR has certainly given us the ability to grow and run our 
business better,” says Nunn. “And that leads to something even 
more important – the ability to create a better experience for our 
customers. Constellation HomeBuilder Systems is just as customer-
focused as we are, and that’s why their product works so well 
for our needs. Like our company, NEWSTAR is built on customer 
feedback. They build and enhance their products based on customer 
experiences, and so do we.”

CREATING INCREDIBLE CUSTOMER EXPERIENCES

https://constellationhb.com/resource-center/builder-success-stories/homes-by-west-bay-big-risk-big-reward
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