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Who we are.
John Burns Real Estate Consulting, LLC provides independent 

research and consulting services related to the US housing 

industry. John Burns founded the company in 2001 because he 

saw a need for better analysis of the housing market. The company 

has grown into a highly passionate team of research analysts and 

consultants in offices across the country. They work together to 

provide the most trusted source of US housing analysis.

Company Overview:
John Burns Real Estate Consulting
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Research Subscription
An ongoing, retainer-based relationship, in which we provide 

clients with our published research, client services, and 

exclusive events. Clients find immense value in our research 

and services for:

• High-level view on housing and remodeling

• Breaking down regional differences

• Internal reporting and business planning

• Investor relations support

Custom Market Research Consulting
A contracted engagement, in which we help clients with a 

specific housing-related strategic decision or question

Our Clients Engage with Us in  
Two Primary Ways:



This monthly report analyzes and forecasts the building product sector trends and industry drivers in terms of both residential 
repair and remodel spending and new home construction activity.
This 100+ page report includes: 

• Burns Residential Repair and Remodel Spending™: This proprietary calculation forecasts residential repair 
and remodel spending by type (owner versus renter), project size (big versus small), labor and materials 
(professional contractor labor versus materials purchased by contractors and DIYers), and natural disaster. 

• Trends in the residential repair and remodel sector, including home equity line of credit issuance, resale sales 
volumes, residential remodeler employment, and home improvement retail spending. 
  

• New residential construction forecasts over the next four years, including US housing starts and permit 
forecasts (single and multifamily), regional permit forecasts, and new home sales forecasts.    

• Single-family permit forecasts and home price appreciation forecasts for the top 100+ new home construction 
markets in the country. 

• Trends in the new home construction sector, including our proprietary ranking of current housing market 
conditions across 50 major US markets; new home sales volumes; single- and multifamily permit/start/
completion trends, including analysis of the spread between housing starts and completions; and public home 
builder community count growth as well as market share trends. 

• Burns Building Materials Survey™: Our monthly survey provides a read on over $6B in building materials 
orders across lumber, windows, doors, roofing, siding, wallboard, decking, and other pro product categories.

Research Subscription:
Building Product Industry Analysis and Forecast 



Customized Research & Consulting
Building Product Industry

Demand forecasting and market sizing. We provide thorough analysis of the factors that drive 
demand for building products:

• Detailed new construction forecast at the metro level: Long-term outlook for new home construction broken 
out between types of single-family and multifamily on an MSA, regional, or national level. 

• The most thorough repair and remodeling forecast in the industry: Repair and remodel broken out by owner 
vs. rental, big ticket vs. small ticket, and DIY or pro. We compare the building product distribution footprint 
against our remodel spending forecast at the metro level.

• Demographic analysis: Household formation broken out by owner vs. rental and generations

Due diligence. Cycles can be local, and so can product demand. JBREC can provide guidance on a reasonable 
“cycle” case based upon the historical economic/housing cycles in the specific geography. 

New product development. Validate and test new product concepts with homebuilders and consumers. 
From custom interviews with builders to focus groups and concept testing.

Channel research. Custom studies about where consumers and PROs shop for home improvement (and 
why). JBREC does custom pricing studies, shop-alongs, and other custom channel research.

Brand research. We ask 20,000+ home buyers about the brands of building products they put into their 
home. JBREC does brand awareness research, purchase funnel studies, and more. 

Demographics. Based on years of research, we have created new frameworks to help make demographic 
trends easier to understand, quantify and anticipate. We help our clients adjust their strategies when unanticipated 
events shift prevailing trends.



Our Forecasting Process

END RESULT

PROPRIETARY TOOLS DEDICATED ANALYST(S) 
SECTOR COVERAGE

LASER FOCUS ON HISTORICAL 
 AND CURRENT DATA TRENDS

ON THE GROUND  
KNOWLEDGE

DIVERSE CLIENT BASE WE  
LISTEN & LEARN FROM

National, Regional, MSA  
Level Forecasts

• Homebuilding
• Building Product/R+R
• Apartment, Single-Family 

Rental, and Demographics

• R&R Forecast
• Survey 300+ Builders Monthly
• Builder Community Count Tracking
• Home Value/Affordability
• Housing Cycle Risk Indices
• Land Value Index
• Building Materials Survey

Team of 20+ analysts 
reporting on 100+ MSAs 
monthly

Our team of 30+ market 
experts completed 624 
deep dive market research 
assignments in 2016

Building Product Manu/Dist., 
Builders, Developers, Private 
Equity, Investment Funds, 
Banks, Single-Family Rental



Calling It Right: US Housing Starts
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Forecast Error

We forecasted starts two years ahead of time.  
Here’s a look on how we compared with other industry forecasts.

Notes: Comparison of forecasts submitted to Wall Street Journal.
Macroeconomic Advisors purchased by IHS in Sept-2017.

Sources: WSJ, John Burns Real Estate Consulting, LLC; U.S. Census
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Big-Box Home Center Average Ticket Price Closely Follows 
Our Repair and Remodel Project Spend Forecasts

“We look at John Burns Real Estate Consulting group a lot. 
They’ve got some really interesting data in housing.”

Carol Tome, Home Depot CFO

Home Depot Q2 Earnings Call | August 15, 2017



Problem: Understanding product 
value proposition with home builders. 
A large multibillion building product 
manufacturer wanted to understand
how their product value proposition 
aligned with the decision-making
process of production home builders.

Research solution. JBREC provided a 
list of public and private builders within 
the top 15 MSAs across the country. Our 
team conducted interviews with multiple 
builders in each MSA to understand the 
drivers and motivations behind their 
purchasing decisions of a particular 
product category. We asked:
• How did the builder make that 

decision?
• Who made that decision (national 

contract, purchasing agent, etc.)?

Research solution (continued) 
• What are the drivers of this decision 

(price, brand, warranty, etc.)?
• What type of product technologies 

are they considering for the future?
• What do homebuyers want and how 

do they define this?
• How has their business model 

evolved today and how do they 
foresee it evolving in the future?

On-going support. Our Building Product 
Industry Analysis and Forecast report 
includes a quarterly builder supplement 
which lists the top 20 builders in the top 
MSAs across the country. These reports  
allow our clients to continually evaluate 
their sales and marketing strategy.

Case Study
New Product Value Proposition to Home Builders



Problem: Unexplained decline in 
demand? The largest market segment 
of a multibillion building product 
manufacturer was declining, but existing 
home sales—the normally watched 
market driver—was increasing. Was a 
shift occurring?

Research solution. JBREC leveraged 
its remodeling research and discovered 
that the remodeling market segment 
was tied to one segment of the 
Burns Residential Repair and Remodel 
Spending™ data, which was not tracked 
in other metrics.

JBREC research explained 98% of the 
change in segment sales and uncovered 
the reason for the declining segment 
revenue.

Turn-key solution. JBREC also 
developed a turn-key forecasting model 
for the building product manufacturer 
to use internally, incorporating our 
Burns Residential Repair and Remodel 
Spending™ data. The manufacturer now 
uses this model as its primary means 
to predict remodeling demand for its 
products.

On-going support. The BPM client 
receives monthly forecast updates with 
our Building Product Industry Analysis 
and Forecast report, which supports the 
drivers for their market segment model. 
The client also receives forecast and 
presentation support from our team of 
experts.

Case Study
Decline in BPM Segment Revenue Explained



Problem. A large building product 
manufacturer wanted to understand 
the long-term, 10-year prospects for 
household formation in the 70+ markets 
it serves, as well as how that growth 
would translate to single-family and 
multifamily construction activity.

Research solution. JBREC’s extensive 
research into age-specific household 
formation rates and homeownership 
trends at the national level provided 
a starting point for the metro-specific 
analysis. JBREC helped the client 
understand the cyclical nature of the 
demand (household formation) and 
supply (construction activity) dynamics 
and when they might diverge from each 
other.

On-going support. The client receives 
monthly regional forecast updates with 
our Regional Analysis and Forecast 
report, as well as the metro-level data 
that underlies the regional data. The 
client also receives presentation support 
from our team of experts.

Case Study
Future of Household Formation by Metro Area

Turn-key solution. JBREC developed 
a turn-key forecasting model to help 
the building product manufacturer 
understand, from a demographic 
perspective, the potential demand for 
housing construction, based on trends 
unique to each market. JBREC married 
that analysis with a customized market-
by-market analysis of what builders 
could actually deliver, based on market 
expertise on each market’s construction 
environment.



We offer a comprehensive consumer research program for the US real estate industry called 
Consumer and Product Insights. It reveals what consumers want and will pay for in a home and 
community today across the country. We also offer custom services to complement this work.

Builders and developers use the results to make more 
informed decisions about the amenities to include in 
their communities, and the features and products to 
include in the home. Building Products manufacturers 
use the results to understand what homebuyers want.

? ? ? ?Who are they? What do they 
want?

What do they 
value?

What will they 
pay for?

Total Responses

80,000+ 20,000+ 
Responses in 2017



The opportunity to receive insight from 
consumers who are actively engaged in the 
new home shopping process. This sample of 
consumers knows what they’re talking about.

The Benefits

The sample is large enough to support local 
market conclusions for most MSAs, and to 
guide major decisions as well as more in-depth 
analysis for specific communities.

The history we have with this study means that 
we can provide some fascinating tracking on 
shifting shopper attitudes and preferences.

Steve has more than 25 years in the real estate business. Prior 
to joining John Burns Real Estate Consulting in 2015, Steve held 
a number of key strategic marketing roles with Pulte/Del Webb. 
Steve was the author of Pulte’s consumer segmentation model 
(TCG model) and Customer Satisfaction Measurement System 
(CSMS). He also led the company’s Annual Market Analysis and 
Planning Process.

Steve Burch
Senior Vice President, Consulting
sburch@realestateconsulting.com | (248) 797-4469

Contact Us



Contact Information
Want to learn more about our services?

Todd oversees JBREC building products research, including JBREC’s in-depth forecasts of building products spending in new 
construction and remodeling. Todd’s research on home improvement has been featured by the Wall Street Journal, CNBC, and 
Bloomberg.

Prior to joining John Burns Real Estate Consulting, Todd served as Manager of Economic & Industry Analytics at Kohler Co, 
responsible for all North American market modeling and quantitative market research measurement. Todd is the six-time winner 
of Most Accurate Category Forecaster from Chicago Federal Reserve, which peer group includes Wells Fargo, Caterpillar, Ford, 
GM, Macroeconomic Advisors, and more. He has his B.A. Mathematics from St Norbert College and an M.B.A. from George Mason 
University. In his free time, Todd enjoys live music, good food, and is an avid chess player

TODD TOMALAK
Senior Vice President, Research
ttomalak@realestateconsulting.com // (920) 373-6727

Steve supports our building products research, including our in-depth forecasts of building products spending in new construction and 
remodeling.

Prior to joining John Burns Real Estate Consulting, Steve worked for Kohler Co. on their Corporate Development team as an M&A 
analyst where he was responsible for valuation analysis, deal-flow management, and competitive benchmarking for all of Kohler’s 
business units. Steve has a B.S. in Finance from the University of Wisconsin – La Crosse. In his free time, Steve enjoys fishing, 
snowboarding, and cheering on the Green Bay Packers.

STEVE BASTEN
Manager, Consulting
sbasten@realestateconsulting.com // (920) 819-9938
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