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Summary 
With the financial crisis, the housing market came on a turning point. Prices of houses 

decreased as well the number of sold houses. Prices of houses decreased 14 percent 

between 2008 and 2012 and the number of sold houses decreased with 42 percent between 

2006 and 2012. These numbers are alarming for the housing market. 

So housing developers are looking for new possibilities in a demand driven development. 

Housing corporations have an important role in this process to stimulate the housing 

market. Housing corporations have a lot of experience with the developing of houses and 

have a relation with the end-users. Because of the close relation with the end-users, housing 

corporations have interesting possibilities to develop houses with the input information of 

end-users. 

The role of the corporations will change as well the role of the end-users. Normally, the 

corporations makes a framework with preconditions before elaborate the project. This 

preconditions are the first decisions which give the project a shape. To give the end-user 

involvement in the process and the end product, they can realize the houses they want. So 

the end-user want to have involvement in the project but the corporation need control over 

the project. So the problem definition of this research is: 

Corporations do not know how the optimal development process, responding to the 

customer, must be organized. 

And the research objective will be: 

Identify important steps to organize a demand driven development process which meets the 

customer needs and implement them in a process tool for housing developers towards 

successful projects. 

The current development process of Trudo has many similarities with the development 

process of DNR (De nieuwe Regeling). DNR is the most common used development process 

in the housing market. Each steps described what must be done for each involved party. At 

the end of the process, the selling phase, the end-user will be involved in the process. In this 

phase, the final design is made so there are no choice options for the end-user. In the 

comparison with the literature of demand driven development, this literature shows a 

totally different development process. 

In the first steps of the development, a target group and their demand must be found. If a 

group of interested people is found, they can help to create a concept for the project. So in 

this demand driven approach, the end-user in involved earlier in the process. This different 

method of working asked for a totally different approach of developing a project. 

Interesting in this new way of working is the way to find the potential end-users. Different 

approach methods are available for determining the end-user. The target group approach 



(classic approach) is used most often and is based on demographic and socioeconomic 

aspects. These aspects like, income, age and household compositions are easy to measure 

but do they give enough information about the end-users? Because of the increasingly 

importance of the experience economy, other approach methods of determine the end-user 

are found. The life cycle approach is based on the age and household composition, these 

aspects determined the life cycle of people. Problem with this approach is the same as with 

the target group approach, they say nothing about the experience of people. 

Two new approaches look interesting, first the life style approach. The experience of people 

became more important in the housing market. People do not want to be housed but want 

to feel home. Another interesting approach, the follow group approach, this is based on 

concepts in which people can identify themselves. The customers who are attracted to the 

ideas of this concept are the followers. 

Interviews with different experts gives a lot of information. From the meetings with the 

experts can be concluded that influence from the end-user needs a totally different 

approach, choice options like room division are not enough. Before starting the project must 

be decided how to implement the influence of the end-user. In a projects which is running 

now, Trudo used another approach, a hypothesis of a target group is made and is checked 

and improved. With this group of potential end-users the project will be elaborated. 

With this information can be concluded that a site is in most cases starting point of the 

project. If a SWOT analysis of the site is made, a group of potential end-users will be 

determined. With this group, a vision and concept will be created. Is this is checked, the 

influence of the group will be determined with the choice profiles that are made. These 

three choice profiles will be chosen by the developer and end-user to determine how the 

further process looks. The end-user knows their freedom of choice and the developer knows 

how to elaborate the design. 

The designed process model is an useful tool for the developer to create a demand driven 

development process in which the end-user has more influence to create a housing area 

which they want. A clear and flexible process to create a successful project for everybody. 



1 Introduction and 

problem definition 

An introduction to demand driven development will be given in this 

chapter. The background of the subject will be explained and the 

problem of this research will be described. 
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1.1. Introduction 
The housing market is changing. For lots of years, houses were developed as product and 

sold with success. Because of the high demand, prices have increased explosive. New 

projects are developed with the experience of old successful projects and the end-user will 

be involved in the selling phase. 

All decisions about the dwelling and living area are made by the developer. Only some little 

expensive options can be chosen to make it more personal. Innovation was not important 

because the houses will also be sold without innovation. With the financial crisis, the 

dwelling market came on a turning point. Prices no longer increased, but decreased and the 

number of sold dwellings will decreased as well. In table 1.1 is shown that prices of dwellings 

decrease 14 percent from 2008 till 2012 and the number of sold dwellings decreased with 42 

percent from 2006 until 2012. Also the vacancy is increasing in the Netherlands every year. 

These numbers show the current position of the dwelling market which is alarming. 

Table 1.1: price index and transactions housing market (CBS) 

Potential end-users can compare more dwellings and could make a more considered choice. 

Current projects cannot be changed and houses will not be sold, prices decreased and 

developers have to sell the dwellings with a loss. Tender thinking is no longer sufficient, but 

how can a switch be made to demand driven development? 

Potential end-users are looking for personal choices and want to be different because of 

individualization. People become more assertive, they have individual living preferences. On 

the other hand, because of the financial crisis, it is hard to sell their current house and 

starters have less chance because of the possibilities of a mortgage and the high dwelling 

prices. Research shows the relationship between price and quality of living in The Netherlands is 

average in Europe. (Kremers, 2008) 

Financing and regulations are too often starting point in dwelling development projects, 

whereby the end-users is only addressed when the preconditions have been made. A lot of 
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market studies and housing need surveys don't look further than the functionality of the 

dwelling. The dwelling market lacks a proactive attitude which the modern user expects. The 

end-user is increasingly focused on improving the quality of life, is more conscious about its 

needs and becomes more assertive. 

Housing corporations have an important role in this process to stimulate the housing 

market. Housing corporations have a lot of experience with the real estate development 

process but also a relation with the end-users. They have contact with tenants and works 

different from other developers. Housing corporations are network organizations which 

work area driven on non profit base. Because of the close relation with the end-users, 

housing corporations have interesting possibilities in develop on other way with input of the 

end-users. 

To have involvement in the process, the developers make some preconditions and design a 

project framework. This framework influences the possibilities and freedom of choice of the 

customers. These two aspect are shown in the triangle (Figure 1.1). If the developer wants 

more involvement in the process, the preconditions will increase (bigger triangle). This will 

result in less freedom of choice for the end-user (smaller triangle). The 'left' situation is the 

traditional approach of project development and totally right is private commissioning. 

Between these two approaches. there are different ways of developing projects. One 

possibility is demand driven development. 

Preconditions 

End-user 
~······ 

Housing corporation 

Figure 1.1: Preconditions and Freedom of choice 
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1.2. Problem defenition 
The decreasing and changing demand is clear but there is no respond to this from the 

housing development market. The process to demand driven development is different but 

what are the aspects which will change? 

In the current situation, developers make a plan based on market research and hope to 

meet the customer demands. Before the financial crisis, this approach worked but there is 

no dwelling shortage anymore. Prices decreased and financing will be more difficult so 

potential end-users will have other preferences. 

Corporations are looking for new possibilities in a demand driven development. The role of 

the corporation will change as well as the role of the end-users. Normally, the corporation 

makes the framework of preconditions and work out the project. In the new approach, the 

end-user gets a variety of choices which means a shift between the balance of preconditions 

of the corporation and the possibilities of the end-user. 

The customer wants more options but on the other hand, the corporations need control 

over the development and reduce the risks in the project. At this moment, for the developer 

it is not clear what the end-user exactly want and how to identify this. If it is clear how to 

identify this, how can it be implemented in the development process. (Smeets, 2011) So the 

main problem which will be answered in this research is: 

Corporations do not know how the optimal development process, responding to the 

customer, must be organized. 

Because the lots of experience which the housing corporations have with customers, they 

can easily involve them in the process of demand driven development. Demand driven 

development is not only about the product but also the involvement of the end-user in the 

process. 

The way of working from housing corporations differs a lot in comparison to institutional 

investors. A housing corporation is focused on the customer and adapt their services on the 

customer. The institutional investor is focused on investments and efficiency of the 

investments. 

Housing corporation Institutional investor 

D D 
Customers Stones 

D D 
Demand driven supply Financial return 
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To measure the customer satisfaction, Trudo did customer satisfaction researches in the 

most recent projects. Trudo works emphatically on a higher satisfaction through intensive 

instruct the employees which have contact with the end-users. Through better 

communication and more end-user driven working, the satisfaction increased from 

'sufficient' to 'good' for the process. Nothing was changed about the moment in which the 

end-user was involved in the process. In appendix 1, a table with the results of the customer 

satisfaction surveys is shown. The customer satisfaction researches are based on the 

ServQual model from Zeithaml, Parasuraman and Berry. This model is used to get insight in 

the difference of what the customer thinks to receive and what the developer thinks he 

must deliver. To create a balance between expectations and delivered services, customer 

satisfaction will be increased. 

1.3. Research objective. 

During the research, different aspects will be addressed. First the current development 

process will be analyzed. Theories about demand driven development will be researched 

and compared to the current development process. With this information, important steps 

in demand driven development will be determined and translated to a demand driven 

process model. This process model will be checked by different experts and cases. 

The research objective will be: 

Identify important steps to organize a demand driven development process which meets the 

customer needs and implement them in a process tool for housing developers towards 

successful projects. 

1.4. Research questions 
Based on the problem definition and the research objective, the research questions are 

made. To get some feeling with the development process, the current development process 

will be analyzed. This current development process will be compared to the theory of 

demand driven development processes. Interesting are the differences between the current 

development process and the theory of demand driven development processes and what 

are the remarkable differences? This results in the first research question: 

1. How is the current development process organized in relation to the theory of 

demand driven development, what are possible bottlenecks that can be found in this 

process? 

After the first research question, a start with the literature study is made. Market research is 

one of the first steps in a development process and very is important. Because of the 

increasing differentiation and change of end-users, it is interesting to look for new methods 

of market research and different approaches of 'finding and segmenting' the end-users. In 

the classic approach, named target group approach, different variables like age, income and 
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housing composition will be determined. This approach is easy to use but is this the most 

useful approach anna 2013? Which approaches are available and which approach can be 

used best in case of Trudo. The second research question is: 

2. Which different approaches of segmenting the end-user are available in the literature 
and which is the most useful approach in organizing a demand driven development 
process? 

With the information of the first two research question, the literature study is complete. 

Next step is to identify important aspects for the new development process. Which aspects 

are important in the new development process. Different ways of representing the process 

model are possible. What are possible ways of representing and which way is the most 

useful? This results in the next research question: 

3. Which process steps can be distinguished and how can they be organized into a 

process model towards demand driven development? 

The important process steps are identified and also the design of the process model is 

determined. The process model needs to meet the end-users demand in different cases. The 

process model must be clear and flexible for different projects. The designed process model 

will be discussed with different experts and according to these expert meeting the model 

will be changed or/and improved. If the process model is complete and finished, it will be 

described. The final process model and description must tested for applicability and 

feasibility. This results in the next research question: 

4. Does the new process model meet the customer needs and is it clear and feasible for 

the developer to organize this process? 

1.5. Research model 
In figure 1.3 a schematic representation of the research is shown. First information needs to 

be gathered. This research started with a literature study to get insight in the subject and 

substantiate it. The current development process of Trudo and the theory of the demand 

driven development approach will be compared. With this information, the important topics 

in the development process will be addressed and will be the base for the new development 

process. After the literature study, different interviews will take place to gather information 

from a practical perspective. With this information, the process model can be designed. If 

the process model is complete, it will be tested in different ways: with experts, case studies 

and available information about Trudo, for example the organization structure. 
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Figure 1.3: Research model 
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1.6. Research relevance 

Relevance Tu/e 

During the master Construction Management and Engineering we learned a lot about 

processes. It is interesting to look forward in this time of the financial crisis. Corporations are 

looking for their identity. This research is a first step in demand driven development but a lot 

of research will follow. This subject is interesting because the building sector is locked, 

everybody is thinking about new approaches but no one knows how to do it. 

Relevance MKB 

Developers, including Trudo are searching for a new approach of development, the way to 

demand driven development. How can they create with a higher customer satisfaction, 

shorter running time and lower risks? 

1.7. Expected results 

In this explorative research, information is gathered about demand driven development. 

With the information of the current development process and theory about new 

development processes, a basis is made for a new demand driven development process. This 

model will be substantiated with interviews. This results in a demand driven process model 

for Trudo which can be used as support model for new projects. 
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1.8. Limitations 
To identify the level in freedom of choice for the end-user, three developing methods are 

available. These three methods are shown in f igure 1.2. Developing for the end-user, 

developing with the customer and developing by the customer. In case of developing for the 

customer, the developer works on a project and the end-user has less involvement in the 

project. The end-user will be contacted in the acquisition phase of the project. In developing 

with the end-user the developer works together with the end-user on a project and the end

user have involvement in the process and have different options. Methods of developing 

with the end-user are; demand driven development and co-commissioning. In case of 

developing by the end-user, the end-user has a lot freedom of choice. Most times, this is a 

method like individually or privately commissioned. 

Development process: construction process of both rental and sale at a new location (no 

urban redevelopment) . 

Perspective: Process in which the end-user is prioritized, viewed and designed from the 

developers perspective. 

End-user: approach of segmenting the end-user will be determined, based on the research 

conclusion and preferences of Trudo. 

Focus: Demand driven development 'with the end-user' (see figure 1.2). 

Phase: From initiative till completion . 

Starting point: For developing the processes, the starting point will not be the current 

development process. Designing an 'ultimate' development process. 

i 
" ·5 

..c:: 
u 

for the end-ulsel' 
{project wed 

dwdllo.g tlc-velopmc:nt) 

With !he an,d.,-user 
I Demand driveta 

devel()Jlmetlt) 

Dy dJe end•usc:r 
(Priv.atc: 

comroi~;!Qning) 

Land not privat1ly purchased Land privately purchased 
I 

Realisation -+------------L Process involvement t--------------- Initiative '- - -------

Figure 1.2: Overview research field 
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2 Theoretical 

research 

The theoretical research is the input for the practical research 

and the process model design. Different definitions which are 

used in the report are described, the meaning of some 

definitions are different so they will be described to make a 

clear overview of the terms. The current development process 

will be analyzed and compared to the theory of new demand 

driven development processes. The last paragraph is about 

different approach methods which can be used to find a new 

target group in a process in different ways. 
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2.1. Defenitions 
In this report, lots of terms will be used. Some of these terms have different interpretations 

in the literature so defining the terms before starting the research is important. The most 

used terms with different interpretations possibilities are described below. 

2.1.1. Traditional project development 

The project developer invests in development and execution of a real estate object for the 

market. The project developer is responsible for financial risks until the real estate object is 

sold. The project developer has a lot of experience an is able to determine for qualitative 

and quantitative demand in the real estate market and turns it into a real estate concept. 

The project developer takes responsibility over the management and controls the processes 

and involved parties in the preconditions of time and money for the intended result. 

(NEPROM, 2001} 

The project developer is the spindle in different development phases in the creation of the 

whole project, from initiative until the using phase. The project developer is responsible for 

the project. He bears the risks alone or with the principal. The aim of the project developer is 

to create value and makes a product for the market with a positive impact over a long time 

for the environment. 

2.1.2. Demand driven development 

Demand driven development is very often used in the literature but what is demand driven 

development? Different descriptions of demand driven development are given. According to 

(Hacquebord, 2004} demand driven development enables developers to address and meet 

the core needs of the end users without limits and in which the end user gets a central role. 

Important in this description is the central role of the end-user and meet the needs of the 

end user. In the description of (Zijgers, 2008}, we also see these two aspects namely: All 

processes are aimed to achieve an environment that meets the needs of the end-user. The 

end-user needs to be central in every phase to link the environment to the wishes of the 

end-user. 

The state of (Langenhuizen, 2010} confirm these aspects namely: Demand driven 

development meets all the needs of the end-user without the end-user having to take all the 

decisions. A focus on the motivation of the end-user is essential to let the development be 

successful. This bottom up approach ensures that the needs of the end-user become central 

in the development process. 

So with this information, the definition of demand driven development is: 

Demand driven development meets the core needs and the motivation of the end-user. The 

needs of the end-user get the central position in the development. 
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In the modern way of demand driven development, differentiation of end-users must be 

accepted to offer a demand driven product, generalization and thinking in boxes is a pitfall in 

urban projects. In general, every house and living area is used by one or more end-users and 

they must have a central role in the development of the living area. 

According to (Frankin, 2011), demand driven development can be divided into three 

different types: 

Co-formation: The developer takes the role of producer but on housing level, the end-user 

have involvement in the process. 

Co-production: The developer purchases the ground and creates boundaries with the 

precondition and the land-use plan to create an urban plan. In a meeting with the potential 

end-users, the developer gets insight in the needs of the end-users and creates a final design 

for the public space. 

Co-creation: The developer has the initiative in the project but will corporate with the 

potential end-user to create a successful project. The location will be determined with the 

end-users (if needed) and after that the public and private space will be designed. The 

degree of freedom is depending on the location and the preconditions of the municipality. 

This approach distinguished itself from the others to make collective choices with the 

potential end-users. 

In the modern environment, the demand driven approach meets best with the needs of the 

end-user. In the demand driven approach, the freedom for the developer can be ensured and 

the desired value for the end-user realized without too many restrictive requirements of the 

end-user. By focusing on the important core needs of the society and the link with the core 

strengths of the environment, the developer creates a balanced plan with both customer 

value and continuity. 
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2.1.3. Concept development 

Concept development is a very often used term but can be explained in different ways. 

According to the literature, real estate development changes from a serial connected 

approach to a parallel connected approach whereby the sequence and time are less fixed. It 

is an iterative linear process whereby the dividing lines between the different phases are 

fluent. 

The traditional approach of project development is insufficient to respond to the end-user 

involvement in concept development. Concept development is a creative cyclic process and 

the traditional development process is linear and project based. 

In figure 2.1, the cyclic plan process of (Builddesk, 2008) is shown. This is an example of 

concept development but it can be done in different ways. This cyclic process shows the 

process of concept development. The process is not step by step but is a cyclic process in 

which each aspect becomes more detailed over time. 

1. Exploration 4. Intervention 

G 11. J. G 
' i. Oefert~ion 

Figure 2.1 cyclic plan process (Builddesk 2008) 

In the project development sector, concept development will be increasingly important but 

what is a concept exactly? 

A general description of concepting can be given from the book concepting of (Rijkenberg, 

2011), he describes concepting as: concepting is about placing a brand on the market which 
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represent an idea: vision, attitude, motivation, interests, conviction and worldviews which 

have a meaning for the customer. 

Interesting words in this state are placing, brand and an idea with meaning for the customer. 

In the definitions which were described in the Real Estate Magazine with the theme Concept 

development from December 2005, these same aspects came back. (Sentel, 2005) described 

concepting as: searching and find the optimal real estate solution for a location, keep in 

mind the trends and developments and the wishes and requirements of the customer. 

Searching has a relation with branding and placing from the description of (Rijkenberg, 

2011). And also the requirements and vision have a relation because the vision is a 

translation of the requirements. 

The definition of a concept is: 

Placing of a real estate project on the market with the requirements of the end-user and 

translate this in a vision which represent the meaning of the end-user. 

Translate this definition more specific for the real estate market, a housing concept can be 

describes as following: 

A housing concept is a location dependent description and imagination of a design that 

during the initiative will be developed and become more detailed in the process. A housing 

concept includes an experience, price and products which connect to the wishes of the end

users. 

A housing concept is location dependent because in choosing a house, the housing area is 

important for the customer. Experience is a very important aspect for the end-user. Because 

of the housing area, which influences the experience of the end-user, the housing area 

influences the total experience. 

2.2. Current real estate development process 
Each real estate development process is unique but the phases of the projects are the same. 

The project will start in the initiative phase, go further with the design phase and execution 

to exploitation phase. 

Before designing a new demand driven development process it is interesting to look at the 

current process. Each company has its own real estate development process but in general 

all processes have the same structure. This structure is very often used and by almost all 

developers, so this process is called the traditional real estate development process. 
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A good example for the development process is the process of De Nieuwe Regeling (DNR). 

This includes the general conditions for design, advice and organization in the building 

sector. Most development processes follow that structure and so does Trudo. The 

development process is split up in some general phases with its own tasks, the phases are: 

Initiative 

Feasibility 

Program of requirements 

Sketch design 

Urban design 

Preliminary design 

Final design 

Execution phase 

Management phase 

Sales phase 

These phases are the same as used in the development process of Trudo. This process is 

clear and good for traditional projects but have less space for customer demands. 

In the table (appendix 2) is showed in which tasks the end-user could have influence. This is 

not always direct influence but also things that will be determined by the developer for the 

end-user. 

Initiative 

Someone takes the initiative for the development of a project, this can be a person or a 

party which is interested in a project. Motives for developing a project can be different, 

some possible motives are: 

An existing user of a building or area is looking for a new or different function of real 

estate. 

A developer is looking for new investment possibilities. 

A developer has interesting ideas and develops the ideas to a concept. 

A municipality is searching for a party who will execute a project, for example a 

redevelopment project. 

A owner of a location or building want to sell his ownership. 

Initiatives start with ideas about the concept, location, target group, price and ownership. 

Characteristics of the location and the market will be collected and the possibilities in the 

land use plan. The ambitions, preconditions and planning will be merged to a approach plan. 

The feasibility of the plan will be checked and the developer looks if there is enough demand 

for the plan. If the feasibility check is positive, the project can start with buying the location 

and start with the execution. 
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Figure 2.2: Initiative phase (Janssen, 2008) 

Definition phase 

···············-----~ 

( From a concept J 

The preconditions which are made will be translated into a program of requirements. The 

program of requirements includes activities which takes place in the building, how much 

dwellings will be made and so on. Below is showed what a complete Program of 

requirements must included. 

User preferences: these preferences are from the users perspective, what are the 

activities, size, structure and future perspectives. 

Functions and performance: spatial and technical preferences of the building and 

location. Relevant items are space, physical conditions and performance 

requirements of safety and flexibility. 

Image expectations: the principal has some expectations which are very important. 

The final design will be made by the designer but it is good for the principal to define 

his own preferences. 

Internal conditions: this includes financial conditions (investment costs and 

exploitation charges}, time conditions and specific conditions like sustainability. 

External preferences and conditions: requirements of spatial planning and other laws 

(land-use plan}. 

In the definition phase, other parties like the architect and advisors will be selected to 

translate the program of requirements into a design, this will take place in the plan 

development phase. 
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Plan development phase 

In this phase, different parties will collaborate to translate the program of requirements into 

a design. The plan development phase can be divided into three different sub-sections: 

Technical plan development: The technical plan development stage will run three 

design phases. In the sketch design, the program of requirements will be translated 

into a spatial concept which gives an overview of the urban scale and the main shape 

and layout of the building. In the preliminary design the spatial concept will be 

elaborate till a global experience with the placing, functional and spatial structure, 

land-use plan, user facilities, architectural design and integration of constructive and 

installation aspects. In the final design phase, the project is elaborate in detail. An 

architect and I or an urban planner will make the design of the plan. 

Juridical plan development: to go further in the development process, permits are 

needed. The project must meet the land-use plan aswell a building permit is needed. 

Also juridical agreements will be prepared with other parties in the development. For 

example a corporation agreement and a procurement agreement. 

Financial plan development: this includes estimated cost, revenues, financial risks 

and the project efficiency. These aspects will be described in the investment and 

financing plan. 

Selling Phase 

Before the execution starts, a percentage of the dwellings must be sold to decrease the risks. 

The broker has an important role in this process. A marketing campaign will start with 

brochures, advertisement boards, information meetings, websites and social media. The 

developer also makes selling contracts for possible buyers. 

Execution phase 

If the plan development phase is finished, a builder can be selected for executing the 

project. If the desired selling percentage is reached, the execution can start. The developer 

supervises the building process, quality, planning and budget. 

Exploitation and management phase 

After realization, all buildings can be sold or rent. Management and maintenance after 

selling differs in each project. 
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2.3. Concepting in project development 

Concept development is not new in the real estate sector and is already implemented. 

Limited literature is available about the theory for concept development. In practice, some 

market players have their own work methodology for developing concepts. A theoretical 

framework for concept development is not available but there are opportunities for market 

players to professionalize their own organization with concept development and use this as 

competitive advantage. 

The traditional development process is not sufficient enough and in the strategy, 

complementary processes are necessary to respond to the emotional side of the customers. 

Several researches show the link between perception and emotion. The emotion effect 

influences the brand attitude, purchase behavior and the consumption of customers. This 

new process is called perception orientated development and needs a structured process to 

be successful in new concepts and brands. 

In figure 2.3 the concept development process for real estate projects is described (Leent, 

2009), based on different theories in the literature. The concept development consists of 5 

phases. For each phase there will be described which aspects are interesting for a new 

process model. 

2.3.1. Concept development (cyclic) 

A. Development phase 

1. Knowledge acquisition phase 

2. Diagnosis phase 

3. Idea generation phase 

4. Depth phase 

5. Creation phase 

B. Execution phase 

Strategy and feasibility 

Product development 

C. Evaluation concept Figure 2.3: Concept dndopm•·nt 

The process is started from an idea, a problem, or a strategy. So in this process three 

different starting points are available. This will be important in the design of a new process 

model. After the start, different steps will be taken like a demand analysis, competitive 

analysis, location analysis and a force field analysis. These things will result in a SWOT 

analysis. 

With the information of the SWOT analysis, a target group will be determined through 

lifestyles, reference groups and observations. With the target group, ideas will be generated 
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in brainstorm sessions. The ideas will be discussed, improved and reflected. Feasible and 

attractive ideas will be selected. 

The most appropriate idea is selected and translated in a common vision and ambition, the 

desired future identity for the location or area. The vision is elaborated in a concept that 

includes the essence of the ideas. 

The concept will be assessed on the financial, commercial, social and political feasibility. If it 

is not feasible, the creative process of concept development is started again or re

adjustment takes place. The feasible concept, strategy and spatial and functional PVE is 

finally described in a real estate concept in which the spirit and principles of the concept are 

embedded. This document serves as basic idea for further elaboration and development of 

the real estate products. 

2.3.2. New business development 

Another approach is based on the different frameworks of the New Business Development, 

the interesting aspects in this theory will be described. The final goal of an idea is to create a 

better product or service for the end-user. Ideas can be generated through market changes, 

competitors, recognition of customer demands or direct marked demand. 

After this, the ideas will be developed to a concept. The concept consists of: 

Concept description: the description of an idea which is translated into a concept. 

Description includes the shape, functions and properties of the concept. 

Business strategy: clear goals of the company and the project, motive of the project, 

alternatives, risks and planning. 

First financial check: forecast of the benefits and investment. 

First technical check: technical feasibility of the project in combination with costs, 

finance and risks. 

Market research: determine target groups. 

Table 2.1 gives an overview of the different theories about concept development. 

2.4. Comparison development processes. 

As we can see, there is a difference between the approaches of the development processes. 

If we take the traditional process in base, we see a clear deviation of the steps. In the 

concept development process, the first steps are more complex. Starting with collecting a lot 

of information. With the information, a brainstorm session will start and new ideas will be 

made. The ideas will be substantiated with financial, juridical and technical support. If the 

idea is feasible, a concept will be created. 

The approach of the new business development is different from the concept development 

process. Both start with idea generation but in the new business development process it is 

more based on a business approach. In the concept development process, ideas came from 
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potential end-users and together with the developer, these ideas will be elaborated. In the 

new business approach, ideas will be collected together with, market changes and 

competitors. 

So, in the concept development approach and the new business development approach, 

more time will be spend in the idea generation phases and check whether these ideas are 

feasible. The approach in both methods are different. 

Table 2.1: overview theory concept development 

TracHUamil 
Initiative location, target group, price 

Definition phase program of requirements 

Feasibility 

Program of requirements 

Plan development phase technical, juridical and financial 

Sketch design 

Urban design 

Preliminary design 

Final design 

Selling phase marketing selling 

Execution phase execution 

Exploitation and management phase sold 

Oma!;t daiM!~I!Ilt for I'M astme 
Development phase 

K!'lowledge acquisition demand, location, force 

Diagnosis phase SWOT analysis 

Idea generation phase brainstorm session 

Depth phase feasible and attractive ideas 

Creation phase vision and ambition 

Execution phase financial, commercial, political and social feasible 

Strategy and feasibility 

Product development 

Evaluation concept 

Nli!'M bal!lne55~Pftlent 

Idea creation customer demand 

Concept development strategy, financial, technical check 

Product pia !'I nlng demand, risks, regulations, marketing plan 

Detailed development organFz.:atlonr product design, financial planning 

Testing and evaluating check feasibility, demand 

Market introduction selling product 
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2.5. Research question 1: 

How is the current development process organized in relation to the theory of demand 

driven development, what are possible bottlenecks that can be found in this process? 

Answer: 

The current development process of Trudo has many similarities with the development 

process of DNR. The process is divided with a lot of small steps which must be taken in the 

process. The end-user will be involved in the selling phase. In the selling phase, the final 

design is finished so there is fewer freedom of choice for the end-user. The theory of 

demand driven development processes shows a totally different process. First steps will take 

a long time because a demand and a group of potential end-users must be found. With the 

group of potential end-users, a design for the product will be made. In the current 

development process, the product design is finished and then the end-users for the product 

must be found. Because the design of the product will be made by the developer and 

advisors, this will take less time compared to the situation in which it will be done in 

collaboration with the potential end-users. 

So the process of a demand driven approach is totally different from the current 

development process. The development process and the way of working must be changed, 

not only for the developer but for all the involved parties. 

2.6. Approach methods in segmenting the end-user. 

Environmental developments can have a lot of influence on the housing market. The 

decreasing growth on the housing market changes the housing market from a supply market 

to a demand market. The demand for quality in the living environment will increase. 

Decreased quantitative dwelling demand does not mean to build less dwellings. Current 

dwellings which are not sufficient, increase the demand for new qualitative dwellings. 

The size of the needed dwelling stock is determined by the growth of the population, the 

change of age structure and individualization. This results in a housing demand which grows 

faster than the population growth. The qualitative demand is changed by the change of 

household structure and welfare growth. 

Individualization influences the environmental development, the household development and 

the space demand in the Netherlands. Individualization is a change in value orientations of 

people in direction of independency, self actualization, emancipation, while docility, tradition 

and material profit loses importance. 
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2.6.1. Experience economy 

Another development in the environment is the increasing attendance of the experience 

economy. Experience economy is a term of economy in which not the product or service has 

a central role but the experience which can be associated with the product or service. In 

figure 2.4: the economic value ladder of (Gilmore & Pine, 2009) is shown. 

Recognition 

Social needs 

Needs of certaincy and safety 

Primary needs 

Figure 2.4: Maslow hierarchy of needs (Gilmore & Pine, 2009) 

Experience becomes more important, it occurs when customers have a pleasant and 

memorable experience. 

The role of the end-user has been unimportant for a long time in the development process. 

According to a lot of companies who said: 'everything is possible' was in practice only 

possible when people paid a lot for it. Relying on the supply market and housing shortage, 

the construction industry can sit back and be able to maintain this. Housing was a focus and 

the end-user has no options. The mismatch on the current housing market stays on the 

question: who is the end-user? In this current housing market this is often not sufficiently 

known. Through the long duration of projects it is often not known in advance who will use 

the house. To get grip on the end-user, different approach methods can be used to identify 

characteristics of the end-user. Next, different products will be tailored to the needs of the 

end-user. 

In field of segmentation, different development occurred the last years. Segmenting the 

end-user can be done in different ways. In the literature there are different approaches 

which can be used. In the classic segmentation methods, only demographic and socio 

economic variables were used. Advantage is the easy measuring of these objective variables 

but the variables give less information about the attitude of the end-users. Because of this, a 
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growing interest in psychographic segmentation takes place. These variables are not easy to 

measure but give more information about the end-user. 

In project development of dwellings, location plays an important role. The project developer 

has a location to develop dwellings. For the end-user, the location is very important. The 

end-user has a preference for a location which depends on different factors. This can be 

influences by a life style, life phase and housing demand and results in different priorities for 

living. In this case, note that potential end-users can have different demands as well in the 

households could be different demands. 

2.6.2. Introduction approaches 

In this chapter the different approaches are described. The advantages and disadvantages of 

the approaches will be described to get a good view of the segmentation methods. The 

approaches which will be used in the report are: Target group approach, life-cycle approach, 

lifestyle approach and the follow-group approach. 

These are the most common approaches. The target group approach is the classic approach 

with demographic variables which are easy to measure. The life cycle approach is based on 

the age of someone and with some demographic variables, everyone has a predictable life 

cycle. The lifestyle approach is based on socioeconomic variables in which attitude, 

experience and emotions of people are important and determine the lifestyle. The last 

approach, the follow group, is based on a concept with a thought in which people can 

identify themselves and come together in a follow group. 

2.6.3. Target group approach: 

This classic approach is used most often and is based on aspects which are easily 

measurable. Aspects are for example income, age and household composition. Because of 

these 'hard indicators' it is easy to measure how people live. So measuring is easy but 

experience ofthe house and its surroundings is not usual in this approach. 

Because the change of welfare, mobility and higher education levels it is hard to segment 

the end-users with the target group approach. The behavior of people and the choices they 

make are not just measurable with the objective variables. For example household 

composition, age and income. By choosing a house and housing area also the facilities, 

culture preferences, like social contacts became more important. 

2.6.4. Life-cycle approach 

People are in different phases in their life. This life-cycle approach is based on the age and 

household composition and with this the phase of life will be determined. Different phases 

can be described: 

• First phase: early youth (1-15) 

• Second phase: young adults (15-30) 

• Third phase: middle phase (30-60) 
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• Fourth phase: active old (60-80) 

• Fifth phase: (80+) 

Each phase has own activities, for example working, studying and health care. The first phase 

will play a lot, the second phase studying and working, third phase working and health care, 

fourth phase more health care and in the last phase only care. 

With these activities can be determined what kind of house the end-user needs. So the 

activities can be translated into a housing type and housing surrounding type. Another 

problem is the experience of people, this is not integrated in the life-cycle approach. 

2.6.5. Lifestyle approach 

The experience of people became more important in the housing market. People do not 

want to be housed but want to feel home. In marketing a lot of research has been done to 

segment people in lifestyles, norms and values. Classic aspects as income and age are also 

important so a combination of these aspects might be useful. Two research desks are 

involved with lifestyle research, each desk uses another approach of lifestyles. 

Motivaction and the Smart Agent are specialized in customer perceptions and lifestyles. 

These companies do a lot of research about motives about peoples behavior. 

The lifestyles in the Motivaction approach show that a group differs a lot from the classic 

approach of target-group approach. Based on the research mentality, the Dutch end-users 

are divided into eight social environments. These environments are based on the personal 

views of values and norms, which are a granted per lifestyle. 

The social environments which can be distinguished in the Netherlands are: 

• Traditional middle class 

• Convenience oriented 

• Modern middle class 

• New conservative 

• Cosmopolitans 

• Upwards mobile 

• Post materialists 

• Postmodern hedonists 

In figure 2.5 the social environments are shown. The vertical axis shows the economic 

position and the horizontal axis shows the value orientation. 
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Vahle> Traditional Modern Post modern 

Figure 2.5. mentality model, Motivaction (Own elaboration) 

In the lifestyle approach of the Smart Agent the Brand Strategy Research is developed (BSR 

model) with this research program, the motives, values and needs are investigated. The end

user can be segmented in different ways for example: Demographic (name, address, 

household composition) behavioral level (transactions, living behavior) and motivational 

level (feelings). The last level is used for the BSR model and shows which norms and values 

for each lifestyle are important. 

The BSR model is split up in four experience levels whereby the horizontal axis shows the 

sociologic dimension and the vertical axis shows the psychological dimension. The 

sociological and psychological dimensions are the groups where the largest differences occur 

between the four worlds of experience. In figure 2.6 the lifestyles are placed where they fit 

best. Ego orientated are individual and groups orientated lifestyles want to be with other 

people. Extroverts want to be in the front and introverted lifestyles like to be in the 

background. The four categories that can be distinguished are: 

• Vitality (red) 

• Harmony (yellow) 

• Control (blue) 

• Certain (green) 
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The experience description which is used by the Smart Agent is subjective so it is difficult to 

determine which aspects belong to a house or housing area. Each lifestyle can't be linked to 

specific physical house and housing area aspects which can be used in a program of 

requirements or a design (Hammouch, 2007). So this method is not proven yet to apply in 

project development and doesn't seem to be safe to use at this moment. 
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Figure 2.6: BSR model, the Smart Agent (own elaboration) 

2.6.6. Follow group approach. 

:.1. • 

Another approach is the follow-group approach. In this approach the concept which will be 

developed gets a particular experience. Experiences in the follow-group approach are 

visions, attitudes, beliefs, motivations, interests and views which have a meaning for some 

customers. The customers who are attracted to the ideas of this concept are the followers. 

The customer can decide which concept he wants to follow. 

In determining an experience, a concepting team registers which currents and trends within 

an income group are emerging. It will be defined what the perception that customers need. 

Terms like: feel home, attracted to, is looking for etc. are important in the follow group 

approach. (Rijkenberg, 2011) 

Difference between the target-group approach and the follow-group approach is that in the 

follow-group approach the potential customers are involved in the development of the 

concept to get the housing needs of the customers. 
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2.7. Research question 2: 

Which different approaches of segmenting the end-user are available in the literature and 

which is the most useful approach in organizing a demand driven development process? 

Answer: 

Four different approaches are distinguished. The target group, life cycle, life style and the 

follow group approach. It is hard to choose one of the approach methods which is most 

useful in determining the potential end-user. The target group and life cycle approach gives 

less information about the housing preferences of the end-user. The variables of the target 

group and life cycle approach are easy to measure but are to general. Life, income, 

household structure do not say enough about what type of dwelling they want to live in and 

what it should look like. On the other hand, the lifestyle and follow group approach are hard 

to measure. In the lifestyle approach, somebody can have characterizes for different 

lifestyles and households can include different lifestyles. The most important question in the 

lifestyle approach is: can a lifestyle be linked with housing aspects? The variables like 

experience and perception say a lot about someone and become more important. Research 

to the lifestyle and follow group approach is needed to prove the consistence. 

Target group approach 

+Demographic aspects are easy to measure 

- Variables do not give enough information about the housing preferences of the end-user 

Life cycle approach 

+Easy to measure 

- Different life cycles in multiple households 

- People in one life cycle could have totally different housing preferences 

Life style approach 

+ Experience and feeling aspects become more important 

+ People can be places in a category with specific housing demands. 

- Hard to measure 

- Not proven that a life style can be linked with housing aspects 

Follow group approach 

+Attracting people to identify with a concept 

+A reference group represented a bigger group which will be end-user from the houses 

- Hard to create an attractive concept in which people can identify themselves 
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2.8. Possible process steps: 

According to the theory which is gathered in this chapter, some interesting process steps are 

found. The steps are translated into a scheme which is shown in figure 2.7. 

This model will be used as input for the practical research. 

Starting point of the I Idea, Problem, 
----+j i 

Dem~::j:::lysis : _ _ :'I: .. ~··· 1 

Search site __,J SWOT analysis 
Force field research - ..... .... , 

,- --~ I~:=---, 
Determine target _____.,.j Target group ' 

group · :__ -- -l ----' 
Determ1ne target group 4 -B~ain~torm ide~~ 

r·Di5CliS5Jmp;:o~;;; J 
Select best idea ~ ""'"'"' ~'"' :=I~~ 

commercial, political ~ Concept 
feasibility ~----··-~ 

Figure 2.7: Process steps lit e rature 

2.9. Reseorch question 3o 

Which process steps can be distinguished and how can they be organized into a process 

model towards demand driven development? 

Answer (part one) 

According to the literature, some possible process steps can be distinguished. These process 

steps will be used as input for the practical research and will be expanded and changed if 

needed. As described before, the process differs a lot from the traditional process. 
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3 Practical 

research 

After gathering a lot of information, the results of this will be 

tested with the practical research. Different steps are found in 

the literature which can used in the process model. This 

subscription will be tested and improved with substantiated 

with different experts. These interviews will be done in two 

ways, first in general about the process of demand driven 

development and second to discuss projects in which demand 

driven development can be used. Last step is testing the model 

and elaborate in chapter 5. 
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3.1. Interviews experts. 

To improve and check the theory, different experts will be interviewed. In this research, four 

different experts were interviewed. Two experts of Trudo and two outside of the 

organization. A short summary and results of the interviews will be given below. 

M. van Cleef: 

Project manager 

Housing corporation Trudo 

H. van Voorene 

Project manager 

Housing corporation Trudo 

D. Van de Ven 

Concept developer 

Real estate development Hurks 

F. Smid 

Project Manager 

Architects and advisors de loods 

Summary interviews: 

Housing corporation Trudo is different in comparison with other corporations. Trudo sells a 

lot of rental houses to create new projects and get another real estate portfolio. Through 

selling rental houses, new recourses are generated. 

In the interviews with the project managers of Trudo, different projects will be discussed. 

These projects give insight 

in the possibilities of 

demand driven 

development at housing 

corporation Trudo. 

One of the last projects of 

Trudo 'de Kruidenbuurt'. 

This project is part of the 

district stratum. Stratum is 

a very popular district 

because of the unique 

social atmosphere. Facilities 

like schools, library, healthy 

centre, shops and the 
Figure J.l: overview project Vredeoord and Kruidenbuurt 
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perfect location, 5 minutes from the city center by bike and near to the highway. The project 

is shown in figure 3.1. 

This project consists of four different phases in which different programs will be executed in 

different years. This is one of the projects in which Trudo want to implement some freedom 

for the end-user. Different choice options must give the end-user involvement in the process 

which they want. In the first two phases of the project, the end-users get a lot of options. 

These options were shown in books in which the end-user can choose. After these phases, it 

became clear, the choice books were not the best way to organize choice options. In phase 

3, the end-users had meetings with a choice assistant from the broker which helps the end

user to make a desicion. Different options will be discussed in these meetings and this 

results in a clear way of working for both the developer and end-user. 

Choice options have to be organized and must be clear. A choice assistant can be useful to 

bring some structure in the options and personal preferences can be discussed. The choice 

assistant will be involved during the whole project which results in a clear contact person for 

the end-user. The choice assistant is responsible to fulfill the wishes of the end-user and can 

easily contact with different parties like the builder, architect and other advisors. 

The freedom of choice is limited because end-users only have involvement in the 

arrangement of rooms and finishing of the house. They can change rooms and their size, can 

choose for some possible expansions like a dormer or conservatory. 

Creating more freedom of choice is not easy because it changes a lot in the building process. 

Changes like type of housing, site size, public space, volume, architectural style are hard to 

change in the project because decisions will be made early in the project. This means more 

flexible working. Not only for the developer but also for other involved parties. 

So from this project there can be concluded that more involvement in the project needs a 

totally different approach. Before the project, there must be decided in which way the project 

wi/1 be executed. Options must be described and shown easy and clear for the end-users. The 

level of choice freedom is an important aspect in the project. 

Another project which is interesting for demand driven development is project Vredeoord. 

The project is located on the Vredeoord area, headquarter of Philips Netherlands. Hurks real 

estate development and Trudo housing corporation purchased a part of the area from 

Philips. Plan is to develop around 270 dwelling. 

The project is shown in figure 3.1. The area has a good connection with the city center and 

also the connection with the Boschdijk to the highways. 

The project is running now. Last year, the project was news with the failed implosion of the 

Philips building. The project starts with a SWOT analysis. In a case like this, it is very hard to 

determine the target group and the program of the dwellings to build. Trudo starts with 
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some possible target groups and makes a hypothesis of this. The hypothesis will be tested in 

a group with invited people in a general meeting. 

The first hypothesis for this project was: creative people and knowledge acquirers. The next 

step in this project is to invite people and test if the hypothesis is correct. The developer 

have some ideas with the hypothesis. 

This can be a vision of what the target group wants with ideas or how the life of the target 

group looks like. If the hypothesis is checked and seems to be correct, the next step can be 

made. The target group is determined so the next step is to look at what the preferences 

and needs of the target group wants. 

Another interesting party in the project development process is the building company. 

According to v.d. Ven, the location is the most important aspect in a project. A location has 

different properties which can be used in the development for example: Social aspects, 

economic value and cultural values. These aspects results in a DNA for the location. So if 

there is a location available, a good research must be done to identify the DNA of the 

location. This DNA of the location includes a lot of interesting information which can be used 

to develop a vision for the location or to identify a target group. A vision can arise in 

different ways, in most times, it will arise from the location described as above. A vision can 

also arise from a problem which is available. 

A vision consists of different aspects which must be included in the vision description. 

According to v.d. Ven, a vision includes the following aspects: 

{P)roblem 

{A)mbition 

(S)trategy (developing strategy, branding strategy) 

(T)est 

If these aspects are defined, a vision can be made. At the end the vision will be tested 

through the market. Most useful way to test is to find a group of interested people for the 

project which give their opinion on the project. This group of interested people can be a 

group of potential end-users but in most situations, this group is not the final end-user of the 

project. In most cases there will be a reference group. This reference group exists of 

interested people which is representative for a bigger group. This bigger group included in a 

later stage the end-users of the project. 

During the interview with Mr. Smit from de Loods architects and advisors he said, demand 

driven development can be done in different ways. Individual wishes of potential end-users 

can be very hard in the process and limited the general approach of demand driven 

development. A common goal is the most important aspect in demand driven development. 

If potential end-users have different goals, for example someone want to earn money with 

the project and someone else want to realize his or her dream house, it will not work. 
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If an interested group have financial limitations, a building company or developer will maybe 

take some risks called 'Achtervang'. In Brabant, the regional municipality has a financial 

support to start a building process. The beginning of the process, till4000 euro's per 

dwelling will be financed by the regional municipality. Until the preliminary design, potential 

end-users do not have to pay costs, they have to pay after the financial calculations. This 

makes the step to start a project easier for financial limited groups. 

3.2. Research question 3b: 

Which process steps can be distinguished and how can they be organized into a process 

model towards demand driven development? 

Answer 3b: 

Location is in most cases the most important starting point of a development. The location 

has different properties which can be used to create a vision for the project. Social, 

economic and cultural aspects can be interesting points to use. With the information of the 

location, a SWOT analysis can be made. To pick the important points of the analysis together 

with the ambition and the strategy of the developer, a vision can be made. The strategy 

includes a develop and branding strategy for the project. This information together will be 

the process plan for the project. 

With a develop and branding strategy, potential end-users must be found. This group of 

potential end-users will be a reference group. This group represent a bigger group with the 

final end-users. The reference group have influence on the attitude and behavior of other 

people. So the demands and needs of the reference group represent the demands and 

needs of the final end-users. 

Another important aspect in demand driven development is a common approach. All the 

involved parties need to have a common approach . 
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4 Design process 

model 

In this chapter, all the collected information comes together in a 

useful tool which will help the developers towards a demand 

driven development process. Different possible models will be 

discussed shortly and the best type will be elaborated. 

Descriptions of the steps makes the model useful for the 

developers. The model gives developers a tool to change their 

traditional thinking process towards a new way of working 

which results in successful projects. Most important in the 

process model is: the central role of the end-users! 
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4.1. Type of process model. 

For using the information, it is necessary to present it in a clear way. During the research, 

different methods and ways are studied. The main question in this is: 

What is the aim of the process model? 

The process model is not a complete fixed process which will be guaranteed for a good 

process. This process model will support another way of thinking, the switch from thinking in 

the developers perspective to the end-users perspective. So the process model must support 

the other way of thinking and not be a complete process model which show how the process 

must be. 

Below, different types of process models are showed. 

Flowchart 

A flow chart is a schematic representation of a process. Flow charts have a starting point and 

to follow different possible ways, a decision can be made. In different cases, a flow chart is 

good to give a representation but in this case to design a process model, it is not sufficient. 

Problem is that in a process, not one way is good, there might be different ways and to many 

things are depending on others. 

Digital model 

A digital model can made in different ways. Most times, the model get's some input which 

will be used in the model and at the end, the solution is given. In many cases, this is a very 

useful method. Problem in designing a process model is that it's hard to see what's 

happened in the model. Also a problem can be, which input is important in the model? 

Location, target group, preconditions or? If we look to the aim of the process model, the 

other way of thinking is not a completely fixed process, this method is not be perfect. 

Process model 

A process model is a method to chart business processes. Charting of business processes is a 

good way of evaluating the operation of an organization. The model is based on process 

steps (activities) which will be linked. Parallel to these process steps, other things can be 

linked. This last step is very useful in this case. The process steps are most important but 

there are more aspects linked to the process steps. A process model is well arranged and not 

a totally fixed process which is also important in this case. 
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4.2. Design process model 

In this chapter, a description of the process model will be given. The process model is shown 

in appendix 4. In the description below; the process model is explained step by step to 

describe the different steps. 

4.2.1. Site: ----2 . ---- SWOTanalysos 

- In most cases starting - Internal aspects 
point of the development - External aspects 

Figure 4.1. Site. 

- Important aspects in 
preconditions 

1
3 

Process plan 

-Determine 
preronditions 
- Determine direction 
target group I vision 

In a lot of situations there will be a location available where something can be realized. This 

is in most cases the starting point of the demand driven development, see figure 4.1. If there 

is a location available, the next question is, what can be realized on this location? First step 

to answer this question is a research of the location. To realize a successful project, the steps 

below must be passed. 

It is also possible that not the location but another thing is starting point of the 

development. Most obvious case is that a target group is available. If there is a target group 

known by the developer, this can be used as a starting point in the development. With this 

target group and their demands and needs, a location can be found. This possibility is not 

shown in the model but only described in this chapter. 

4.2.2. SWOT analysis: 

1
1 

Site ~-.~3 
Processplan I 

- In most cases starting - lntemal aspects - Determine 
point of the development - External aspects preconditions 

- Important aspects in - Determine direction 
preconditions target group I vision 

Figure 4.2. SWOT analysis 

This step includes all strong points, weaknesses, opportunities and threats of the location, 

see figure 4.2. 

Aspects in the SWOT analysis can be split in internal and external environmental factors. 

Internal environmental factors 

Specifications of the location: history, ownership, soil information, land-use plan and 

policy. 

Situation specification: location, access, accessibility, facilities, position in urban 

structure, social structure, safety, environment, experience, user value, quality of 

public space and image. 

Determine core value of the location to create an identity 
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Market demand 

Experience value: experience living area and dwelling 

Future value: identity, sustainability and livability in the area 

User value: quality of the living area and the public space 

External environment aspects 

Socially, economic, politic, technological, cultural and legal trends and development 

of different levels 

Competition analysis: determine and review existing and future de mad 

Demand analysis: trends and developments, determine future demand on different 

levels, target group analysis (social and psychological aspects) market potential 

Quality and image of surrounding 

Policy of government and local governments 

Public parties (residents, media, politic) 

With the information of the SWOT analysis, the framework of the project can be made. This 

framework includes the preconditions of the project. For example, it is possible that a 

project of a competitor influences the choice of the target group. The information which the 

developer get from the SWOT analysis and makes the framework for the project clear. 

4.2.3. Process plan 
,, site H,.,..2s_w_o_T-an_a_lys-ls'r-

- In most cases starting - Internal aspects - Determine 
point of the development - External aspects preconditions 

- Important aspects in - Determine direction 
preconditions target group I vision 

Figure 4.3. Process plan 

A lot of preconditions can be important in the development of a project, these preconditions 

could have a leading role in the development. So it is necessary to identify all the 

preconditions in an early stage of the project and describe them detailed, see figure 4.3. 

These preconditions can be made by the developer but could also follow from the location 

or municipality. 

A balance between preconditions and choice options must be found. Preconditions 

limitations to the project which is not the initial idea of demand driven development. So the 

preconditions must be properly substantiated to get a clear starting point of the project. 

Some possible preconditions can be: 

Rent or buy (only if there are good reasons to determine this before starting, a lot of 

possible end-users can be excluded) 

Size of the project 

Preconditions of the municipality (density, maximum building height) 
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Target group (in some projects the target group is clear, then it is a precondition} 

The preconditions give a framework for the development of the project. 

If the preconditions are determined and the framework has a good perspective for the 

project, the location can be defined. In this case the location can purchased. In case the 

project is uncertain, purchasing of the location can be on a later time. 

4.2.4. Target group and vision orientation. 

?oduction 

Vision End~ation 
~seJ 

Adapting 

~uction 

Vision End~ation 
~·~ 

6 

Adapting 

Figure 4.4. Target group. 

The preconditions of the project create a framework in which the target group and vision 

can be made. In this stage, the vision and target group have more options to choose from. It 

is a hypothesis which will be tested through conversations and meetings with the potential 

end-users. Different steps are described below and shown in figure 4.4. 

4a. Target group available 

In case there is a target group available, they can be directly contacted for the project. In 

some cases, groups take the initiative to approach a developer to participate in their plans. 

In most situations, they have some special preferences and wishes for a project. 

4b. Determine target group. 

Target group and vision have a connection and can be determined in different ways. 

Through information of the location, it can be possible that a potential end-user for the 

project can be determined. The target group is starting point in this situation and a vision 

can be made. This vision does not have to be detailed but the approach of the target group 

is important, this will be described in the next step. 

4c. Create vision 
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In case there is no potential target group, the developer must look for a vision of the 

location. Most obvious is to use a strong point of the location and translate them in a vision 

of the location. For example a location with natural aspects as green, water and open space. 

This location suits for a countrified living area. This can be elaborated with some possible 

views to give the possible end-user some experience with the location. 

In case of a location near the city center, the project will be different but a possible vision 

can be made. A project with apartments in the dynamic city center is more obvious. 

4.2.5. Vision design and target group search. 

48 Target group 
available 

~ ~!~d-~-c~t~on 
/ 

/ '·. 
VIsion End- Evaltation 

"!> user 
\,, ./,/ 

·--.. · -·-· 
Adapting 

;~~-~~d~~~~on 
/ < 

/ \ 
Vision End- Evai'tation 

\ . user / ,, / 
... .. -- -

Adapting 

?uctlon 

Vision End~atlon 
~SJ 

Adapting 
common vision 

Figure 4.5. Vision and target group. 

A preliminary vision and target group are determined. In case of a target group, this group 

has to be approached. Determining this target group can be possible in different ways, see 

figure 4.5. If the target group contacts the developer it is easy to communicate with them 

and confirm the target group. 

A group of interested people is very important to make a good vision and determine the final 

target group. The group of interested people do not have to be the final end-user in the 

project. This group functions as a reference group. The idea is that interested people 

represent a bigger group so in this stage it is not needed to have a big group. 

If there is an assumption for a target group it is necessary to check whether this is the actual 

target group. A good vision which can connected with the target group is important. 

Features of the target group can be used to create a vision which is representative for a 

bigger group. The vision has to trigger the potential end-users and get new interested 

people. So the vision must fit the target group and trigger new people but schould not be a 
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complete plan for the project, participation of the end-user in the project and also in the 

final vision is needed. 

In case there is no target group known, a vision must trigger the potential end-users. The 

vision must be translated into possible views of the location. This pictures must give a 

realistic view of the possibilities at the new location . People will get some expectations 

about the location and these expectations must be met in the execution. Also a catchy 

phrase is a possible trigger method to get new potential users. 

Potential end-users have to identify themselves with the pictures of the location. Reaching 

the potential end-users can be done in different ways. 

4.2.6. Vision and target group check 

?oduction 

Vision End~ation 
~SJ 

Adapting 

~uctkm 

Vision End~ation 
group \ user J 

with available information ~ / 
- Tools for searching Adapting 
target group 

Adapting 

- Search target group 
with strong vision 
-Target group with 
common vision 

Figure 4.6. Target group and vision check 

Potential end-users will be invited for a meeting in which the preliminary plans will be 

presented. Potential end-users can criticize the plans and can ask questions about it. 

The way to present the vision can be done in different ways. If the vision is uncertain for the 

developer, the vision can be used as a push to think about the possibilities for the potential 

end-users. They can think about the vision and can give additional ideas. In this case it will be 

like a brainstorm session. If there is a substantiated vision, the developer will present it 

convincing. Also in this case, there must be space for additional ideas. 
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The vision will become more detailed after the meeting and the preliminary vision. If the 

preliminary vision fits not with the ideas and reactions of the meeting, the vision can be 

changed or improved. 

The degree of influence in the project which the potential end-user will have is important. In 

which way will they have influence. It is possible that they want a lot of influence and 

assistance during the project but less influence with only choice options is also possible. 

The developer has to know the preferences of the potential end-user about the influence in 

the project. If the developer knows which influence the potential end-user wants, he can 

choose a choice profile which can be used for the further project. 

Choosing the degree of choice freedom creates clarity in the project. It gives a good view 

about which aspects will be determined in which phase and with that the influence in the 

total development process. 
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4.2. 7. Choice profiles: 

Next step is the choice profiles. In this profiles the freedom of choice will be chosen to 

proceed in the project. In figure 4.7 and table 4.1, the three different choice profiles are 

shown. The orange subjects mean limited freedom of choice and the green subjects mean 

total freedom of choice. 

Simple and clear: limited choice options, based on traditional development process. 

Personal and easy: Choice of mapping and options for radiation and design in 

established framework. 

Strong together: developing with the end-user through meetings and conversations. 

The developer designed the concept and design with input and collaboration of the 

end-user. 

Total freedom: end-user and developer work together in a design team and 

elaborate a concept into the framework of preconditions which is determined 

before. 

7 
Choice profile 

Sb Personal and 
easy 

8c 
Strong together 

9b Developing 
cqncept 

- Preference freedom o 
choice end-users 
-Organisation choice 
profiles 
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Figure 4.7. Overview choice profiles process model 
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Table 4.1. Table with choice profiles 
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4.2.8. Description choice profiles 

Ba. Personal and easy 

In this profile, the end-user will make an unique dwelling but in corporation with the 

developer and advisors. 

The aspects which can be influenced are: 

Complete choice: 

Mapping 

Sanitary I kitchen 

Doors, windows, frames 

W & E installations 

In the complete options, the end-user can choose their preferences. The end-user will 

discuss the desired situation with the developer or the responsible advisor. Prices for 

mapping can be determined before, other prices like the kitchen will be determined by the 

responsible advisor. 

Choice options: 

Architectonic design 

Public space 

Flexibility of the dwelling 

Possibilities of expansion 

Interior walls and stairs 

With the choice options, the end-user can choose between options which are determine in 

advance of the project by the concerning advisor. In case of the architectonic design and 

public space, options will be made by the developer and municipality. Possibilities of 

flexibility and expansion will be discussed by the building company. In each option, 

corresponding prices are made by the advisors. 

Division and organization 

After determining the choice profile, the insertion of the concept will be chosen. An 

organization and process structure will be made for the whole process. (8a) The potential 

end-users will be invited for a meeting in which some general options must be chosen. 

During this meeting, the architectural design and public space will be chosen. These options 

are designed by the developer, municipality, urban planner and architect in different choice 

options. At the end of the meeting, information about mapping and possible extensions of 

the dwelling will be provided. 
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Next step in the process is the individual meetings with the end-users in which the mapping 

will be fixed. Also the flexibility of the dwelling with possible expansions in the future will be 

discussed. Expansions like a conservatory, dormer or an extra level will be chosen. Mapping 

and expansion can be completely chosen by the end-user. Price will be determined by the 

responsible advisor. 

After the personal conversations, the end-user have to chose the kitchen, sanitary, doors, 

frameworks, interior walls, stairs and W&E installations. These choices will be made in 

consult with the advisors. If the choices have been made, the concept will be further 

elaborated and the execution can be started. The end-users will be informed during the 

execution process but cannot influence the process anymore. 

Risks: 

This profile contains some risks but the number of risks is limited. Normally, more choice 

options means more risks. This profile has some choice options but these options are made 

by different advisors and are not total freedom options so risks of each option are clear 

before starting. Options are made by different advisors and prices, decision points and 

descriptions are also made. Options with total freedom for the end-user are limited. 

8b. Strong together: 

This profile gives a lot of choice options to the end-user but will be accompanied by the 

developer. The framework for the development will be determined by the developer. 

Aspects which can be influenced by the end-user are: 

Total choice freedom: 

Mapping 

Sanitary and kitchen 

Doors, windows, frames 

W&E installations 

Interior walls and stairs 

Flexibility of the dwelling 

Possibility of expansion 

In the complete choice options, the end-user can choose what he wants without options, 

same as in the previous choice profile. Some options will be arranged by the end-user 

himself, for example the kitchen and some options in concert with the developer and 

architect. 

Choice options: 

Architectural design 

Public space 
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Plot size and location 

Volume of the dwelling 

Architectural design and public space will be chosen together with the other end-user. 

Developer, municipality, urban planner and architect will make some options and the final 

design will be chosen by the end-user. 

Plot size, building volume and location of the dwelling on the location can be chosen 

individually in consult with the advisors. End-users can make a choice between different 

plots and each plot features a passport with the preconditions of that location. For example 

the maximum size, boundaries of the building on the location and options of extension. 

Each building plot with corresponding passport has a price with a basic dwelling. Dwelling 

can be elaborated and changed. Prices will be determined by the developer in corporation 

with the advisors 

Division and organization 

After determining the choice profile, the insertion of the concept will be chosen. An 

organization and process structure will be made for the whole process. (Sa) The potential 

end-users will be invited for a meeting in which some general options must be chosen. 

During this meeting, the architectural design and public space will be chosen. Also 

information about the plots with the corresponding passports will be given. Potential end

users will be asked to think about the plot choice and after that the size and division of the 

dwelling. In individual meetings, those things will be determined. The plot will be chosen 

aswell the volume of the dwelling. The architect will make some options for the mapping of 

the dwelling. The end-user do not have to chose one of this options but this gives some 

possible mappings for the dwelling, this makes thinking about it for the end-user lots easier. 

The next meeting will be a meeting together with the other end-users in which the 

architectural design and public space will be chosen. There also will be given information 

about the finish of the dwelling like interior walls, doors, sanitary and so on. 

During the last individual meetings, choices about a conservatory or possible future 

expansions will be made. Also the mapping and finishing of the dwelling will be determined 

and with this, all choices are made. 

Risks 

This profile has some risks but it is limited. More choice options means in general more risks. 

This profile consists of choice options and aspects with total choice freedom. Options are 

determined by advisors and they also make prices for the choice options. So these options 

are clear for both the end-user and developer. The risks of these choice options are limited. 

Aspects with total freedom of choice for the end-user are not easy. Time, price and 
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organization are important subjects in this kind of choice. It is very important for the 

developer to sketch the preconditions in which the choice must be made. 

With the identity cards of the building plots it is clear what the options are for the location. 

To link the costs with the identity cards, it is clear for both the developer and end user. 

8c. Total Freedom 

In this profile, the end-user has a lot of choice freedom and will be accompanied by the 

developer. The framework of the development will be determined by the developer. 

Aspects which can be influenced by the end-user are: 

Total choice freedom: 

Mapping 

Sanitary and kitchen 

Doors, windows, frames 

W&E installations 

Interior walls and stairs 

Flexibility of the dwelling 

Possibilities for expansion 

Architectural design 

Public space 

Plot size and location 

Volume of the dwelling 

In the complete choice options, the end-user can choose their preferences without options, 

same as in the previous choice profile. Some options will be arranged by the end-user itself, 

for example the kitchen and some options in collaboration with the developer and architect. 

For some aspects, a design team will be made. For the architectural design, public space, 

plot size and volume, a design team is needed to come up with a plan. First step in this 

design team will be a general meeting. In this meeting information about the different steps 

will be explained and end-users can think about it. In the next meeting, end-users can give 

their ideas and in different meetings the framework for the development will be made. The 

framework includes the division of the building plots, public space and if needed the 

architectural design. This last aspect together with the volume of the dwelling depends on 

the project. In some projects the freedom of different architectural designs and volumes of 

the dwellings is possible and in other projects not. 

Choice options: 

Type of dwelling (apartment, detached house) 
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In the beginning of the project during the first general meeting, the developer gives different 

options for the location. Options in the first stage will be the type of dwelling, public space 

and architectural design. The type of dwelling will be determined in the general meetings or 

in the individual meetings, this depends on the possibilities in the project. 

4.2.9. Developing concept. 

Vision and target group are adjusted based on the meeting with the potential end-users. The 

gathered information during the meetings is very useful to use in the development of the 

vision and concept. With the completed vision, next step to elaborate a concept will start. 

This concept will consist of a global division of the location, important is this will be the 

relation of the houses and public space. Till which level the concept will be elaborated is 

depending on the situation. 

4.2.10. Personal conversations. 

The concept is developed and will be checked by personal meetings with the potential end

users. The group of potential end-users will changed in time, new members will be 

announced and people which are no longer interested will leave. During the personal 

meetings the concept will be checked and the level of freedom of choice will be determined. 

At the end of the meetings, the choice profile will be determined for the development 

process. 

4.2.11. Elaborate design 

The concept will be elaborated till a program of requirements. The concept will become 

more detailed and a financial check will be made. 

After the program of requirements, the houses and public space will be designed. 
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5 Testing and 

evaluation model 

In this chapter the model will be checked for feasibility. First 

step is to compare the model with the traditional development 

process. What are problems between the current development 

process and the new demand driven development process? 

Most important is the feasibility of implement the model in the 

organization of Trudo. In this not only Trudo but also the other 

involved parties in the development process will taken into 

account. 
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5.1. Feasibility according to the current process. 

If we look at the current development process in comparison with the new process model, 

adjustments of the current development process is not enough. Most important is the 

changing role of the developer and the end-user. In the current situation the developer 

creates a product and will be sold to an end-user which is attracted to the product. In the 

new process of creating a product, the end-user has influence in the creation of the product 

and so is involved in the process. The developer is not the only player which makes the 

preconditions because with the involvement of the end-user, the preconditions have to be 

decreased and need to be more flexible. So we see a decrease of the preconditions to 

increase the freedom of choice for the end-user. 

With the current development process, this is not possible because the decisions were made 

by the developer and in this process steps is no space for influence of the end-user. In the 

new development process, after the location and SWOT analysis, potential end-users will be 

searched and they will have an important role in the vision and concept design. 

In figure 5.1 the change from involvement of the end-user is shown. If we compare the 

traditional process with the new demand driven process, the end-user is involved in the 

definition phase. Because the decisions which are made in the beginning of the traditional 

process, it is not possible to arrange the involvement of the end-user. 

So a change of the traditional process with involvement for the end-user is not possible. 

De~~nition phase 

'Plan developm~ntp~ase 

·Sellin hase 

:Execution phase __ _ 

Figure 5.1; change involvement end-user 
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5.2. Testing projects 
In Table 5.1. the freedom of choice in the projects and the choice profiles are combined to 

compare the level of freedom. These aspects are used in 'De zeggenschapsmeter from (SEV, 

2005). This model is used to identify the level of choice freedom which an end-user can have 

in a project. This tool is developed for municipalities, developers, housing corporations to 

get insight in the level of freedom. So in this research, it is very useful to compare the 

projects and see the differences. The tool consists of 20 questions which determined the 

level of freedom. In this research, the aspects based on technical installations are 

disregarded because these aspects will be determined later in the projects. At this moment 

questions about technical installations cannot be answered. Each aspect in the model have a 

weight factor, some aspects are more important than others. This results in a percentage for 

a project between 0 and 100 percent. Each question can be answered in three level, no 

influence, partially influence, full influence. This answers are translated in the model with 0, 

5 and 10 points. 

The two projects described earlier and the three choice profiles which are create in the 

process model are compared. 

In 'De Kruidenbuurt', the level of freedom is 27%. In project 'Vredeoord', this percentage is 

much higher. The last three columns are used for the freedom of choice in the profiles which 

are used in this research. We see a division from 40 to 70 till almost 100 percent. With this 

profiles which will be determined later in the process, the flexibility of freedom of choice is 

very high, between 40 and almost 100 percent. 
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Table 5.1: Freedom of choice percentage 
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5.3. Research question 4: 

Does the new process model meet the customer needs and is it clear and feasible for the 

developer to organize this process? 

Answer 4: 

A project starts with determine a target group and vision. These steps creates a safe support 

in the development. A target group is found with interested people which support the vision 

which is created. 

The process is clear for both the developer and end-users. In the first steps, interested 

people can participate in the process but can also leave if they no longer interested. The 

target group is based a reference group. This reference group creates a bigger group of 

interested people. If the vision and concept elaborated more in detail, personal meetings 

with the interested people will follow and the choice profile is determined. 

So with the lots of freedom and influence in the project, the end-user will be increasingly 

satisfied in the project which results in a successful project. 

Flexibility is also an important topic in demand driven development. If a project is flexible, 

different changed can be easily made without consequences. With the choice profiles, the 

process is really flexible. 
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6 Conclusion and 

recommendations 

In this chapter, an answer of the problem definition will be 

given. There will also considered if the process model meet the 

research objective. In the last paragraph, subjects which are not 

totally complete or topics which are interesting for further 

research will be described. 
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6.1. Conclusion 

The current situation of the housing market is alarming. Prices decreasing, potential end

users can compare more dwellings to find their perfect house. This changes asked for 

another approach of the developing side of the market and housing corporations can have 

an important role in this. 

The role of all the involved stakeholders in the development process will be changed. 

Preconditions limited the freedom in the project so, preconditions in the projects will only 

be made if they are necessary for the project. The corporation is not the most important 

player in the development process but act more like an controller of the process. 

From research of the current development process and the theory of the new development 

processes it became clear that a change of the current development process is not enough. 

The involvement of the end-user is needed directly after determine the target group. In the 

current development process, no space for involvement can be made early in the process. 

To identify the end-user of a project, different approaches can be used. Each approach has 

some pros and cons so it is hard to determine which approach can be used best. The lifestyle 

and the follow group approach are most suitable for housing aspects and identify people but 

the aspects are hard to measure. 

Most common starting point in a demand driven development process will be the site. After 

a research about the location a vision or group of potential end-users can be determined. If a 

good vision or group of potential end users is determined, it can be developed more in 

detail. 

With the final target group, the level of choice freedom will be discussed in personal 

meetings. The developer keeps control over the project and the end-user gets the freedom 

which he wants. The comparison of the project 'De Kruidenbuurt en Vredeoord' with the 

choice profiles shows us the possibilities with the process model which is made. A project 

like 'De Kruidenbuurt is possible with the personal and easy profile and a project like 

'Vredeoord' is possible with the profile strong together. 

So with the designed process model can be concluded that a support tool is created for the 

developer to organize a process which respond to the needs of the end-user. 

A process which can be controlled by the developer, flexibility and freedom for the end-user 

will result in a successful project. 
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6.2. Recommendations 

This research has result in a useful tool for housing developers to know how a demand 

driven development process looks. During the theoretic research in the beginning of this 

report, theories about demand driven development processes are described. The process 

model can be substantiated with other theories about demand driven development. In the 

research, different approach methods of determining the end-user are shown. The theories 

of life style and follow group are interesting approaches but they are very new and not 

proven as tool to determine the end-user. Next years, these methods will be increasingly 

used in housing development processes. An interesting topic for another research is to look 

if these methods can be implemented and how they can used. 

The process model which is the result of this research is limited tested with some projects. 

Very useful for this research is to use the process model by project managers of Trudo and 

test the model with these new projects. The process model will be reflect with this 

information and can be improved if needed. 

The choice profiles are an interesting topic in this research. These profiles can be improved 

and can be substantiated with a conjoint analysis. The choice profiles exist of different 

housing, housing area topics but all the topics has the same weight. The importance for 

people in the different aspects are not clear at this moment. To use a conjoint analysis, 

different aspects can be chosen in way of importance. With this research, an overview of the 

importance between the aspects is given. 
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Appendix 1: Customer satisfaction 

Aspect laarsche Zonne Laker Licht Hollands Kruiden Total 
project vel den kwartier I open tor en Iicht buurt 

Number of send lists 18 135 39 72 69 90 70,5 

Response 61% 48% 36% 43% 30% 32% 42% 

Aspects house 

Division 36% 36% 57% 43% 

Size SO% 57% 43% SO% 

Comfort 7% 46% 14% 22% 

Experience 14% 29% 48% 30% 

Architecture 21% 7% 19% 16% 

Price 57% 64% 62% 61% 

Neighborhood 14% 29% 17% 20% 

Family I friends 36% 43% 5% 28% 

Facilities 29% 71% 5% 35% 

Work 7% 7% 14% 9% 

Score Trudo VB& T 7,4 7,1 7,8 6,3 7,1 7 7,1 

Satisfaction options 5,5 5,3 6 5,9 5,9 5,2 5,6 

Quality I division 

Division 7 7 7 7,1 7,3 7,1 

Number of rooms 6,8 7,2 7,3 6,1 7,3 6,9 

Size 6,8 7,4 6,8 7 7,5 7,7 7,2 

Size garden 6,5 6,4 5,2 6,6 6,2 

Parking 5,7 5,8 5,3 6,9 6,2 5,9 6,0 

Architectural style 7,2 6,9 5,9 6,5 6,6 6,6 

Score housing 6,7 6,8 6,25 6,7 6,9 6,7 

Average housing 7,7 7,4 7,9 7,9 7,1 7,8 7,6 

Current house 

Buy 20% 41% 15% 62% 29% 48% 36% 

Rent SO% 43% 85% 31% 62% 45% 53% 

No own house 30% 16% 0% 7% 9% 1% 11% 

Composition 

Alone 27% SO% 31% 55% 24% 31% 36% 

Two person 46% 21% 31% 35% 52% 41% 38% 

Single parent 0% 0% 8% 0% 5% 7% 3% 

Kids 27% 29% 31% 10% 19% 21% 23% 

Age 

till25 18% 6% 36% 11% 34,1 gem 33% 21% 

between 25 en 40 64% 59% 49% 43% 37% SO% 

between 40 en 55 18% 18% 15% 30% 19% 20% 

Older than 55 0% 18% 0% 16% 11% 9% 
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Appendix 2: current development process 
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Appendix 3: Steps process model 

Sufficient 
information? 

Use opportunities Determince External developments 
and weak 

Preconditions Strategy developer Development Strategy developer 
framework 

Specific need target Preconditions local Project land use plan 
group government 

Preconditions local Preconditions Preconditions I location aspects? 
ment location wishes? 

Insertion 

Specific target group Potential target Choice target group Based on the needs of 
target group known group with vision target group 

based on swot 
analysis 

Target group Target group with Potential target Choice target group Based on the needs of 
(information) information group target group 

Target group I No specific target Target group and look for demand Needs of end-user 
vision group vision with different groups 

information 

Vision Based on specific Based on specific Chosed by end-user Based on specific aspects 
aspects location aspects location location 

Test target 
/vision 

Target group Invite with available Test vision Determine final Report vision 
contacts vision 

Target group Contact potential Test possible Determine final Report target group and 
end-users visions vision and target vision based on needs 

group 

Target group I Create options Potential end- Determine target Possibly in different levels 
vision users check group and vision 

possible visions 

Vision Vision with specific Vision based on Determine target Target group based on 
theme important aspects group and vision interested people 

Choice profiles Choice profiles Choice possibilities Determine choice Preferences end-user 
based on needs profiles 

Choice profiles Planning and risks Determine choice Preferences end-user and 
choice profiles profiles developer 

Personal meeting Options division Determine concept 
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Developing Elaborate house Determine materials Materials based on concept 
design 

Elaborate Options interior Discuss and report Choice opt ions with fixed 
technical walls, stairs prices 
installations 

Options Discuss and report Choice options with fixed 
installations prices 

Personal and 
easy 
Developing Developing based on Options expansion Rent or sell Options public space 
vision to profile 
concept 

Options public Options public space Fitting with price 
space 

Options parking 

Test concept Personal meeting Options division Determine Experience public space 
architectural style 

Determine concept Common choice 
public space 

Determine parking Division standard with 
personal choices 

Individual Determine Options expansions with 
meetings expansions fixed prices 

Determine division Division fixed proces 

Determine volume 

Elaborate Elaborate house Determine materials Materials based on concept 
design 

Elaborate public 
space 

Elaborate Options interior Discuss and report Choice options with fixed 
technical walls, stairs prices 
installations 

Options Discuss and report Choice options with fixed 
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Options plot sze Choice plot List w ith options plot 

Options volume Choice building Volume fits with 
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Options Options experience 
experience 

Test concept Personal meeting Discuss experience Determine Common choice experience 
experience 

Discuss public Determine public Common choice public 
space space space 
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Individual 
meetings 
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Options expansion Determince options 

Individual Choice end-user Determine Options expansions with 
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Determine division Division fixed prices or 
options 

Combine volume I Determine volume Options expansions with 
division options 

Options doors I Options or own 
interior walls I stairs choice 

Options sanitary Options or own 
choice 

Options installations 

Elaborate Elaborate house Determine materials Materials based on concept 
design 

Elaborate public 
space 

Elaborate Options interior Discuss and report Choice options with fixed 
technical walls, stairs prices 
installations 

Options Discuss and report Choice options with fixed 
installations prices 
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Appendix 4: Process model 
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Appendix 5: Interview form 

Date: Tuesday 12 June 2012. 

Time: 13:00 

Place: Office architect desk de Loads te Aarle Rixtel 

Interview with: Fans Smid (architectenbureau De Loads) 

Preface: 

1. In what ways have you experienced with demand driven housing development? 

2. What do you think is the definition of demand-driven development? 

3. Do you think that demand-driven development is the future? 

4. What do you think are the major problems to implement demand-driven in the 

current way of working? 

Model general: 

5. What do you think are the most important steps in the process of demand-driven 

development? 

Choice target group I vision 

6. If a target is known, how do you then translated into a vision I design? 

7. If no specific target is known, how determined you are still an audience and then 

create a vision I design it? 

8. In what way can you think best assessed whether the intended target group 

determined is the actual target group for the project? 

9. In what way can you think best tested whether the vision conceived the vision is 

where the target is behind? 

Choice Profiles: 

10. What do you think of the idea to choose profiles to use for the degree of influence 

that the end user can have on a home I neighborhood? 

11. Would you have chosen the same issues, or lack there maybe some? 

12. How would you describe the degree of freedom distribution (full freedom of choice, 

options, no choice)? 

13. How would you organize the choice for the end user? 

End: 

14. Do you have any tips, questions or comments concerning this topic? 

Demand driven housing development Page I 77 



Initiative phase 

· $WOT analyse ...... + ~ Using strong points T 
~ Catch weaknesses j 

Market research 
~ Competitors 
~ Strategy 
L Feasibility 

Preconditions j .._ 
- Preconditions mun:ic.T 

Development strategy 
- Strategy target group 
search 

Policy municipa ~ity 
- Land use plan 
-Policy 

!Determine site 
:. Choice location after , 
:preliminary investigatio~ 

Preliminary investi~ation 

~i~:search for diffeJnt l 

+ Information gattiering 
-Orientation, experibnc~ .. 
- Developments, · : 
competitors, demand, 
policy ' 

Site [.1 2 
SWOT analysis 

- Preconditions dev~l. : 
- Preconditions site : : -Vision 
- Design limitations j j - Financial plan 

Intention advisors 

• 

Fommunication desk. 

Target gr. I vision 
- Proposed target gro~ 
- Proposed vision 

i In most cases starting : :- Internal aspects 
:point of the developme'"'t :- External aspects preconditions 

target group 
~ith available information 
~ Tools for searching 
target group 

: :- Important aspects in 
j :preconditions 

~ Determine direction 
~arget group I vision 

~"dloo 

V. · End~ 

Communication jplan 
- Approach target group 
- Information supply 
-Brochure ' 

Suggestion loca:tion theme 
- Theme based on ~rang 
point location or : 
information target gr up 

Developing visi : 
- Determine target ' p 
- Discuss vision ; 
- Determine and dis~uss 
vision and target gr~up 

Finane. check.: 
-Determine 
financial ' 
framework 

Target group 
search 

Definitive vision 

. '"~:)"'"'" 
Adapting 

- Search target group 
with strong vision 
-Target group with 
common vision 

+ 

+ 

Defenition phase 

[Vision I target group 
~ Definitive vision 
~ Definitive target group 
~ Strategy recruit end-

i sers 

jRisico analysis 
~ Arrange first risk 
~nalysis 

~ Definitive choice 
~ision and theme 

:vision defintive 
' ' 
~ Vision change I improve 
~ Target group improve : 

process choice pro~le l 
~ Process planning choi¢e 

irofiles j 

Purchace site 
Official purchace 

Type of own 

Discuss choice prorle 
- Choice aspects : 
- Level of involvem~nt 
- Organisation profil~s 

9b Developing 
easy concept 

Strong together 
Developing 

concept 
,, ,~ ~ . ~ ·r.) l :--. ":.! LL~8 -l 

'- r~e.Jze buu·Nvolume 
~ Organisation choice 
profiles 

9d Developing Total freedom 
concept 

, Keuze type waning ;. Keuze arch. Vormge ·.·ing 
,- Keuze bouwvolume ;waning 
~ Keuze kavel (grootte :_ Keuze openb. ruimte 
jplaats ) 

Design phase 

b 

Concept 
- Definitieve keuze 
concept 

Persoonlijke 

Personal 
conversations 

Keuze indeling 
Keuze fl ex I uitbreidi 

Personal 
c 

conversations 
Keuze indeling 
Keuze flex I uitbreidi 

d 
Personal 

conversations 
- r;,uze lndeling 
- K&uze flex I uitbreiding 

n 

Uitwerken 

i 
Keuze deuren. kozijnen 
Keuze binnenw. Trappen 
Keuze W&E installaties 

Uitwerken 

Keuze deuren. kozijnen 
Keuze binnenw. Trappen 
Keuze W&E instal laties 

Uitwerken 
antwerp 

Keuze Siwitair I keuken 
Keuze deuren. kozijnen 
Keuze binnenw. Trappen 
Keuze W&E installa ties 
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Initiative phase 

• 

Policy municip 
- Land use plan 
-Policy 

ne site 
Choice location after 

preliminary investigatio1 

SWOT analyse .: 
~ Us1ng strong po~nts 
~ Catch weaknesses : 

Market research 
~ Competitors 
~ Strategy 
~ Feasibility 

• 
Preconditions : ~ 
- Preconditions mu~ic.T 
- Preconditions devel. ' 
- Preconditions site i 
- Design limitations : 

+ 

Development strategy 
- Strategy target group 
search 
-Vision 
- Financial plan 

Intention advisors 

• 

Communicationiplan 
- Approach target g~oup 
- Information supply; 
-Brochure : 

Suggestion theme 
- Theme based on s~rong 
point location or ; 
information target g1oup 

Preliminary investi~ation 
- Research for different : •

·. .:Communication desk. Developing vi 
- Determine target 

sites 

~ In most cases starting : 
point of the developmen!t 

Information gat~eripg 
- Orientation, experience .. 
- Developments, : i 
competitors, demand, : 
policy 

;- Internal aspects 
:- External aspects 
:- Important aspects in 
\preconditions 

- Discuss vision 
- Determine and 
vision and target 

Target gr. I vision 
- Proposed target gro~ 

Finane. check.; 
-Determine 

- Proposed vision 

("d'" 
·v· · End~ 
1 "~~;;"'tioo 

Adapting 

financial i 
framework : 

Target group 
search 

- Search target group 
with strong vision 
-Target group with 
common vision 

Definitive vision 

Defenition phase 

• !Vision I target group 
~ Definitive vision ; 
:- Definitive target group i 
~ Strategy recruit end- ' 
~sers 

!Risico analysis 
~ Arrange first risk 
rna lysis 

~is ion 
~ Definitive choice 
~ision and theme 

Process choice prohle 
~ Process planning choi¢e 
profiles ' 

rchace site 

Type of owners~ip 
- Determine rental 
or buy 

:Vision defintive ; +: 
• ~ Vision change I improve 

: Target group improve ! 

Determine 

Discuss choice · le 

Bb Personal and 
easy 

7 
Strong together 

i- Keuze bouwvolume 

Total freedom 

;- Keuze type waning 
- Keuze bouwvolume 
i- Keuze kavel (grootte eh 
\plaats ) 

le 

Concept 

9b Developing 
concept 

Keuze arch. Vormgeviilg 
Keuze openb. Ruirnte j 

Developing 
concept 

Keuze arch. Vormg 
Keuze openb. Ru irnte 

9d Developing 
concept 

Keuze arch. Vormgevi~g 

~oning 
i- Keuze openb. ru irnte 

Design phase 

Concept 
- Definitieve keuze 
concept 

Persoonlijke g<=>c:r,r<=>llll<>n 

10 
b 

- lndividuele 
keuzemogelijkhede 
voorleggen en h o.•mh<>k<>n 

Personal 
conversations 

Keuze indeling 
Keuze fiex I ui tbreidinQ 

0 Personal 
c 

conversations 
; Keuze indeling 
" Keuze flex I uitbreidi 

10 Personal 
d 

conversations 
~ Keuze lndeling 

Uitwerken 

Uitwerken 

Keuze deUJ·en. kozijnen 
Keuze binnenw. Trappen 
Keuze W&E installaties 

Uitwerken 
on twerp 

f·>"uze Sanitair I keuken 
; Keuze flex I u itnre id ; n ~ - "··"uze deuren. kozijnen 

Keuze binnenw. Trappen 
Keuze W&E installaties 
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