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A quick note before you dive in

This guide is for general educational purposes only and is not financial, legal, or tax advice. Builder

incentives, rates, and availability change frequently — always confirm current terms in writing with the

builder and your lender before making decisions.

1   Why new construction in Charlotte

Charlotte keeps growing, and builders keep building to meet it. Buying new means you get a home built to

current codes, with modern floor plans, energy-efficient systems, and a builder warranty instead of someone

else's repair history.

•  No bidding wars on used homes. You pick a lot and a plan at the builder's listed price — no

competing against ten other offers on a Saturday.

•  Builder warranties. Most builders include a 1-year workmanship warranty, 2-year systems warranty,

and 10-year structural warranty. Get the exact terms in writing.

•  Modern efficiency. New HVAC, insulation, windows, and appliances typically cost less to run than a

20-year-old resale.

•  Your choices, your finishes. From structural options down to cabinet hardware, you decide what

goes in — within the builder's option list.

The tradeoff: you wait months for construction, you buy in a community that may still be a construction zone,

and the builder's sales rep works for the builder — not for you. That last point is why buyer representation

exists, and why this guide exists.

2   How builder pricing actually works

A builder's price has four layers. Understanding them is the difference between overpaying and negotiating

well.

1.  Base price. The advertised starting price for a floor plan, usually on the least expensive lot, with the

builder's included features only.

2.  Lot premium. An upcharge for desirable homesites — corner lots, cul-de-sacs, wooded lots, water

views. Premiums in our market commonly run from a few thousand dollars into the tens of thousands.

They are negotiable more often than buyers think.

3.  Structural options. Bigger-ticket changes made before or during framing: an extra bedroom, a

covered patio, a third-car garage. These are priced by the builder and rarely discounted — but they add

real value.

4.  Design studio selections. Finishes and upgrades chosen at the design center: flooring,

countertops, lighting, plumbing fixtures. This is where budgets quietly grow by $20,000–$60,000 or

more. Decide your must-haves before your appointment.
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Key insight: builders negotiate differently than resale sellers. They protect base prices (because appraisals

and future phases depend on them) and give value through incentives instead — which brings us to the next

chapter.

3   Incentives, decoded

When a builder advertises '$15,000 in incentives,' that money can arrive in several forms. They are not

equal — the best one depends on your situation.

•  Rate buydown. The builder pays to lower your mortgage rate, often by 1–2 points below market for a

set period or the life of the loan. Best when: you plan to stay 5+ years and want the lowest monthly

payment.

•  Closing-cost credit. A lump sum applied to your closing costs. Best when: you are tight on cash to

close. It does not lower your monthly payment.

•  Price reduction. A straight cut to the purchase price. Best when: you want a smaller loan, a lower tax

basis, and long-term interest savings.

•  Design-studio credit. Money toward upgrades at the design center. Best when: you already planned

to upgrade finishes and want the builder to fund it.

•  Realtor bonus / buyer-agent commission. Paid to your agent — it does not reduce your price, but it

means representation costs you nothing out of pocket.

Always ask: 'Is this incentive available on every lot, or only select inventory?' The finest print matters —

many incentives apply only to quick-move-in homes closing by a deadline.

4   Financing a new build

•  Get pre-approved by a lender who knows new construction. Builder timelines, rate-lock

extensions, and appraisal quirks are different from resale. Ask your lender how many new-build closings

they handled last year.

•  Compare the builder's preferred lender — then compare again. Builders often tie their best

incentives to using their affiliated lender. Get an outside quote too; the incentive has to beat the rate/fee

difference to be worth it.

•  Time your rate lock. Most locks last 30–60 days, and many lenders charge for extensions. For a

7-month build, discuss a long-term or float-down lock early — not the week before closing.

•  Keep your finances boring during the build. No new credit cards, no car loans, no large

unexplained deposits. Lenders re-verify before closing.

5   The build process, start to finish
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1.  Contract & lot selection. You sign a purchase agreement, put down earnest money, and reserve

your homesite. Read the contract's cancellation terms before you sign.

2.  Design studio. Usually 1–3 appointments to select structural options and finishes. Bring your budget

cap in writing — and stick to it.

3.  Permits & site prep. The builder pulls permits and preps the lot. This phase is quiet for you; that is

normal.

4.  Foundation & framing. The exciting part — walls go up fast. Drive by often and photograph

everything.

5.  Pre-drywall walkthrough. The single most important inspection. Every wire, pipe, and duct is visible

before the walls close. Bring a checklist (we have one) and your inspector if allowed.

6.  Drywall, trim & finishes. The house starts looking like a home. Watch for paint, flooring, and cabinet

issues.

7.  Final walkthrough. Days before closing. Test everything, document every defect on the punch list,

and do not sign off until it is all recorded.

8.  Closing day. Keys in hand. Then the warranty period begins — calendar your 11-month warranty

check now.

6   The two walkthroughs that matter most

Pre-drywall: verify framing, plumbing, electrical, and HVAC placement against your plan. Check that extra

outlets, blocking for future grab bars, and any structural options you paid for are actually there. Once drywall

goes up, fixes get expensive.

Final: run every faucet, flip every switch, open every window and door, test appliances, inspect paint and

caulk lines, walk the exterior grading. Assume the punch list will have items — a long punch list is not an

insult, it is the process working.

7   Negotiation playbook

•  Negotiate at month-end or quarter-end. Sales teams have quotas. Timing is leverage.

•  Ask about standing inventory first. Quick-move-in homes carry the deepest incentives — the

builder is paying carrying costs every day they sit.

•  Trade lot premium for upgrades. If they won't cut the $18,000 lot premium, ask for $18,000 in

design-studio credit instead. Builders move numbers between buckets more easily than they cut them.

•  Get everything in an addendum. Verbal promises from an on-site agent are worth nothing at the

closing table. If it is not written and signed, it does not exist.

•  Bring your own agent. The on-site sales rep is a licensed agent — for the builder. Your buyer agent

reviews contracts, flags red flags, negotiates, and attends walkthroughs with you. The builder typically

pays their commission, so it costs you nothing out of pocket.
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8   FAQs

Can I use my own inspector on a new build?

Yes — and you should, at pre-drywall at minimum. Some builders restrict third-party inspectors; ask before

you sign the contract.

What if the appraisal comes in low?

New-construction appraisals can lag rising prices. Your contract should spell out what happens: renegotiate,

bring cash, or walk. Know your appraisal contingency before you need it.

Can I buy directly from the builder without an agent?

You can, but the price is the same either way — the builder has already budgeted the commission. Without

an agent, you simply negotiate against a professional, alone.

How long does it really take?

Plan 6–9 months from contract for most production builds in our market; custom and semi-custom run

longer. Add a buffer for weather, permits, and supply delays — then add another month for your own sanity.

About New Construction Insider

New Construction Insider is a free buyer resource for the Charlotte, NC area, run by Franklin Bellamy,

Broker/REALTOR® with Lifestyle International Realty Carolinas (NC License #250259). The mission is

simple: buyers deserve the same level of information the builder's team has.

Questions about a community, an incentive, or a contract? Call or text 704-900-1645. Buyer representation

at no out-of-pocket cost to you — the builder typically pays agent commission.


