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Charter Homes Takes
Customer Service
To a ‘Special’ Level
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By David Barista, Editor-in-Chief

Professional Builder October 2010

For Lancaster, Pa.-based Charter Homes &
Neighborhoods, customer satisfaction is more than
great service and warranty — it's about making the

home-buying experience something truly special.
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The Charter Homes & Neighborhoods
team at its Veranda mixed-use
neighborhood in Lancaster, Pa. From
left: Mike Morrow, HomeCare Manager;
Suzanne Daily, Neighborhood Sales
Manager; Robert Bowman, President;
Pete Sydorko, Personal Builder.
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Teamwork at Charter Homes
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Charter Homes' recipe for
delivering an experience
worthy of a “highly
enthusiastic” customer rating
includes great products
(pictured are models at The
Highlands at Bella Vista and
Mill Creek communities).
But the key ingredient is
“whether our team works
together in such a way that
at the end of the day the
buyer says everyone in our
organization worked on
their behalf,” says president
Robert Bowman.
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