
THE BUSINESS 
 
OVERVIEW 

Haus Talk is a residential real estate developer whose projects are based in Antipolo city 

and the Laguna region. The company was organized in 2004 and is run by the 

Madlambayan family. In just 14 years Haus Talk has become one of the top residential 

developers in its regions with top quality residential projects, and ever-growing reach. The 

success of Haus Talk can be credited to the company’s thorough strategic planning, 

timely completion and delivery of units, and the hands-on and personalized approach of 

the management towards their personnel and clients alike. 

With Haus Talk’s projects located in regions with improving accessibility, growing 

commercial industries, and increasing urbanization, the company utilizes the locations of 

its projects by offering its products to the different classes; having projects that classify 

as mid-market, economic, and socialized housing. Their ability to study and optimize the 

locations of their projects has optimized the company’s business model leading to quicker 

return on investments. 

Haus Talk prides itself in its strategic planning, timely construction, and delivery of 

projects. On average, Haus Talk completes its projects within two to three years, with the 

first year being allocated to planning and land development. The company is also very 

conservative in reporting sales, only realizing sales upon completion of equity payment, 

construction of the unit, and turnover of the unit to the buyer.  

Moreover, Haus Talk’s offerings have consistently performed well in the market. Haus 

Talk’s projects usually sell out within months after being opened to the market with the 

demand surpassing the supply regularly. Haus Talk’s notable projects include, Eastview 

3, a mid-market horizontal residential horizontal project, Eastview homes 1, an economic 

housing project and also Haus Talk’s pioneer project which was completed just after 2 

years after planning started. Another notable project is Winn Residences, which is the 

first private socialized housing project within the Metro, located in Brgy. Bagong Silangan 

in Quezon City. The strong demand and turnover for Haus Talk’s product, as proven by 

the quick project completion period, has translated into a fast cash flow and is cemented 

by quick depletion of Haus Talk’s inventory. 

In total Haus Talk has sold over 1,030 housing units, with about 1,270 units in the pipeline 

to enter the market between 2018-2020. These some 1,270 units contribute to an 

estimated revenue stream of roughly Php 2.3 Billion. The estimated total of 2,300 units 

are spread out among the socialized, economic, and mid-market housing market. 

Haus Talk aspires to continue its growth and become the leading developer in the 
Antipolo and Laguna regions. 



 
CORPORATE STRUCTURE 

 

 
 
 
 
 
 
 
 
 



 
REAL ESTATE DEVELOPMENT OVERVIEW 

 
Haus Talk’s project mix has been exclusively residential projects. To date, Haus 
Talk has completed 9 developments, and currently has 4 ongoing projects in 
various stages in development. The company also has numerous projects in its 
pipeline which Haus Talk plans to launch in the coming years. 
  
Completed Projects 
 
Haus Talk’s 9 completed projects are exclusively residential developments, majority 
of which are horizontal residential projects, with the exception of one being a vertical 
development. All the said projects are fully sold out, demonstrating house the Haus 
Talk brand is one that the local market trusts can trust. The projects have a mix of 
economic, high-end, and mid-end marketing housing projects. The details of the 
projects are seen in the table below. 
  

 
PROJECT 

NAME 

 
LOCATION 

TYPE OF 
DEVELOPMENT  

& 
CLASSIFICATION 

 
USE 

YEAR 
STARTED 

YEAR 
COMPLETED 

NO. OF 
UNITS 

FOR 
SALE 

UNITS 
SOLD 

Eastview 
Homes 1 

Brgy. San 
Roque, 

Antipolo 
City 

Horizontal / BP 
220 

Economi
c 

2006 2009 83 83 

Eastview 
Homes 2 

Brgy. San 
Roque, 

Antipolo 
City 

Horizontal / BP 
220 

Economi
c 

2010 2013 157 157 

Eastview 
Town 

Homes – 
Marikina 

Marikina 
Heights, 
Marikina 

City 

Horizontal / BP 
220 

Economi
c 

2010 2012 20 20 

Tradition 
Square – 

Cubao 

Cubao, 
Quezon 

City 

Horizontal / Co-
Ownership 

High-End 2013 2016 8 8 

Southvie
w Homes 

1 - 
Extension 

Brgy. San 
Vicente, 

San 
Pedro, 
Laguna 

Horizontal / PD 
957 

Mid-End 2006 2008 95 95 

Southvie
w Homes 
2 

Brgy. San 
Vicente, 

San 
Pedro, 
Laguna 

Horizontal / BP 
220 

Economi
c 

2008 2010 157 157 

South 
Hills – 

Brgy. San 
Vicente, 

San 

Horizontal / BP 
220 

Economi
c 

2010 2012 161 16
1 
 



San Pedro 
Laguna 

Pedro, 
Laguna 

Tradition 
Square 

Maceda 
St., 

Sampaloc 
Manila 

Vertical / PD 
957 

Mid-End 2005 2006 20 20 

Eastview 
Homes 

B.G. 
Molina, 
Parang 

Marikina 

Horizontal / PD 
957 

Mid-End 2010 2012 24 24 

 

 
Ongoing projects (under construction) 

 
Haustalk has the following ongoing projects. The projects are located in various 
regions in Antipolo, Quezon City, and Laguna. Southview Homes Sta. Rosa and 
Southview Homes Calendola in Laguna, and Eastview Residences Premiere in 
Antipolo. 
 

 
PROJECT 

NAME 

 
LOCATION 

TYPE OF 
DEVELOPMENT 

& 
CLASSIFICATION 

 
USE 

YEAR 
STARTED 

TARGET 
YEAR 

COMPLETED 

SALEABLE 
UNITS 

UNITS 
SOLD 

% 
COMPLETION 

Eastview 
Homes 3 

Brgy. San 
Roque, 

Antipolo 
City 

Horizontal / PD 
957 

Residential 
(Mid-

Market) 

 
2014 

 
2019 

377 308 98% 

Winn 
Residences 

Phase 1 

Brgy. 
Bagong 

Silangan, 
Quezon 

City 

Vertical 
Residential 
(Socialized) 

 
2017 

 
2020 

278 276 99% 

Southview 
Homes Sta. 

Rosa 

Santa 
Rosa de 

Lima, 
Brgy. 

Ibaba, Sta. 
Rosa 

Horizontal / BP 
220 

Residential 
(Economic) 

 
2017 

 
2023 

268 247 98% 

Southview 
Homes 

Calendola 

Brgy. 
Calendola, 

San 
Vicente, 

San Pedro 
Laguna 

Horizontal / PD 
957 & BP 220 

Residential 
(Mid-

Market) 

 
2018 

 
2022 

292 138 95% 

Eastview 
Residences 
Premiere 

Brgy. San 
Roque, 

Antipolo 
City 

Horizontal / PD 
957 

Residential 

 
2020 

 
2022 

42 39 90% 

 
  
 
 
 
 
 
 



Newly Launched Projects 
 
The company has launched a couple of new projects for the year. These projects 
follow the usual formula of projects Haustalk offers, with Eastview Residences and 
Eastview Homes 1 being mid-market housing projects and Eastview Homes 
residences 2 being an economic housing project. All of which are horizontal 
residential projects. Haustalk also plans to launch its Eastview Condominiums, a 
vertical socialized housing project, around the 4th Qtr of this year. 
 

Project Location Type  Use 
No. of 
Units 

Sold 
Units 

Eastview 
Condominiums 

Brgy. Hinapao Vertical 
Residential 
(Socialized) 

111  

Eastview 
Homes 
Residences 1 

Brgy. Bayugo, 
Antipolo City 

Horizontal 
Residential 
(Mid-
market) 

45  

Eastview 
Homes 
Residences 2  

Brgy. Bayugo, 
Antipolo City 

Horizontal 
Residential 
(economic) 

76  

 
 
Pipeline projects 

 
Haustalk is set to launch several projects in late 2018 and early 2019. These projects 
follow are all horizontal residential housing projects, of which, 3 socialized housing, 3 
mid-market housing, and 4 economic housing projects. The projects are located in 
Antipolo, Laguna, Bataan, and Pampangga, respectively. 
 
 

PROJECT 
NAME 

 
LOCATION 

TYPE OF 
DEVELOPMENT 

 
USE 

YEAR 
STARTED 

TARGET YEAR 
OF 

COMPLETION 

NO. 
OF 

UNITS 

UNITS 
SOLD 

% 
COMPLETION 

Mariveles 
Project 

Alas-Asin, 
Mariveles, 

Bataan 

Socialized Residential 2022 2026 2,200 0 0 

Eastview 
Residences 1 

Sitio 
Bayugo, 

Brgy. San 
Luis, 

Antipolo 
City 

PD 957 Residential 2021 
 

 

2023 49 0 0 

Eastview 
Residences 2 

Sitio 
Bayugo, 

Brgy. San 
Luis, 

Antipolo 
City 

PD 957 Residential 2021 2023 49 0 0 

Eastview 
Condominium 

Tagbak Rd., 
Sitio 

Hinapao, 
Brgy. San 

Jose, 

Horizontal / BP 
220 

Residential 
(Socialized) 

 
2022 

2024 

110 0 0 



Antipolo 
City 

Southview 
Homes 2 Ext. 

San Vicente, 
San Pedro, 

Laguna 
PD 957 Horizontal 

2022 2024 
83 0 0 

Haccienda 
Valley 

Property 
Bataan BP 220 Horizontal 

2023 2026 
/ / / 

Lubao 
Property 

Lubao, 
Pampangga 

BP 220 Horizontal 
2023 2026 

/ / / 

 
 
Residential Development 
 
Evidently, Haustalk’s forte in the residential real estate development industry. The 
company strengthened its position in the market by offering top quality homes for 
affordable prices within the different housing segments, with houses ranging from php 
450,000 to php 3 million. Today, Haustalk continues to build its brand by continuously 
producing quality homes for the average Filipino family. 
 
Residential development projects 

 

 
PROJECT Units DESCRIPTION 
 
Eastview Homes 
1 2006-2008 
 

 
83 

 

Eastview Homes 1 launched in 2006. The project is 
located in Brgy. San Roque in Antipolo. It has a total of 83 
units and classifies as an economic horizontal residential 
project. The project was deemed sold out and completed 
in 2008, just two years after its launch. Eastview Homes 
1 also had facilities such as a park/playground, concrete 
sidewalks, a landscaped entrance, and a guard house. 
The project brough in an estimated sales of Php 70 
Million. Each Unit had a footprint floor area of 42 Sqm with 
each unit having 2 bedrooms, the perfect size for first time 
home owners. Buyers could finance their purchase by 
way of Pag-Ibig, Bank financing, or in-house financing. 
 

Eastview Homes 
2 2010-2012 

152 Eastview Homes 2 was launched in 2010, after the 
success of Eastview Homes 1 brand. The horizontal 
economic housing project had 152 units, and again was 
located in Brgy. San Roque in Antipolo. The project was 
deemed completed and sold out in 2012, having reported 
an estimated sales of 225Million. Each Unit had a 
footprint floor area of at least 48 Sqm with each unit 
having 2 bedrooms and 1 bathroom, with the option to 
increase this to 3 bedrooms and 2 bathrooms. Eastview 
Homes 2 was also equipped with facilities such as a club 
house, basketball court, and a landscaped main entrance 



and guard house. Buyers could finance their purchase by 
way of Bank financing, or in-house financing. 
 

Eastview 
Townhomes 
Marikina 2010-
2013 
 

20 Eastview Townhomes Marikina was launched in 2010. 
The project was completed in 2013 after selling out its 20 
units. The units had an average of 66 sqm. Each unit had 
at least 3 bedrooms and 2 Toilet and baths. The units 
were also equipped with a garage per unit. The project 
brought in an estimated 58M in sales. Buyers could 
finance their purchase by way of Bank financing, or in-
house financing. 
 

Tradition Square 
Cubao 2014-
2016 
 

8 Tradition Square – Cubao launched in 2014. The project 
was a 4 story townhouse located in Brgy. Murphy in 
Cubao. The project had a total of 8 units and was sold out 
and completed in 2016. Each Unit has a floor area of 132 
sqm. Each 4 story unit had at least 3 bedrooms, 2.5 
bathrooms, and were equipped with a 2 car garage. The 
development also had features such as a 2 car garage 
and a drying area found on the roof of each unit. Tradition 
Square – Cubao brought in estimated sales of 52 M. 
Buyers could finance their purchase by way of Bank 
financing, or in-house financing. 
 

Eastview Homes 
3 2014-2021 

377 Launched in 2014, Eastview Homes 3 is Haustalk newest 
midmarket housing project. Like the two Eastview Home 
Projects, it is also located in Brgy. San Roque Antipolo. 
Haustalk views Eastview Homes 3 as its Flagship project 
in Antipolo. It is here where Haustalk started using its 
signature earthy themes and colors to make each house 
feel like a home. The project is has a total land area of 5.4 
hectares and overlooks the cities below it. To date 
Eastview 3 has sold out the 310 units made available to 
the market, with the remaining 67 units not yet for sale. 
The buyers have an option to choose between a 3 
bedroom 2 bathroom model or a 2 Bedroom, 1 Bathroom 
model. Eastview Homes 3 also has facilities such as a 
park, a club house with view of Laguna de Bay and BGC, 
and a landscaped main entrance and guard house. The 
project is expected to bring in sales of 981M upon 
completion. 
 

Eastview 
Residences 
Premier  
2019-2021 

42 Announced in 2019, Eastview Residences Premier sold 
its 42 units in record time.  The project is located in Brgy. 
San Roque, and has a land area of about 5300 Sqm. 



 Eastview Residences Premiere offers 3 bed room units, 
with 2 bathrooms and car garage. Each unit will have a 
footprint of 75 sqm. The development also continues 
using Haustalk’s signature earthy colors to make sure that 
each house feels like a home. The project also has a 
landscaped main entrance and guard house. Eastview 
Residences Premiere will bring in estimated sales of 131 
M. 
 

Eastview Homes 
Residences 1 & 
2 2021-2023,  
 
 

121 Eastview Homes Residences 1 and 2, are scheduled to 
be launched on 3rd quarter of 2021 and are expected to 
be completed by 2023. The projects are both located in 
Brgy. Bayugo in Antipolo, with each having 49 units.  They 
are expected to bring in a combined sales of 350 M. 
 

Southview 
Homes 1 Ext. 
2007-2011 
 

105 Southview Homes 1 was launched in 2007 and was 
deemed completed in 2011. The 105 unit midmarket 
residential project is located in San Pedro Laguna. The 
units found in the development had an average floor area 
of 48 sqm. Each unit has 2 bedrooms with the option to 
extend 3 bedrooms. The units were also equipped with a 
toilet and batch, 1 car garage. Southview Homes 1 had 
amenities that include a club house, open space, and a 
landscaped main entrance and guard house. The project 
brought in estimated sales of 186 M. Buyers could finance 
their purchase by way of Bank financing, or in-house 
financing. 
 

Southview 
Homes 2 2008-
2012 
 

105 Southview Homes 2 was launched in 2008. The project 
had 132 economic housing units and was deemed 
completed and sold out on 2012. Southview Homes 2 had 
two different single attached models. One model with a 
floor area of 72 Sqm, which had 3 bedrooms, 2 bathrooms 
and a 1 car garage. The other model has a floor area of 
51 Sqm with 2 bedrooms, 1 bathroom, and a 1 car garage. 
Southview Homes 2 also had amenities such as an open 
space, clubhouse, a landscaped main entrance and 
guard house. The project brought in sales of 155M. The 
project was located in San Pedro, Laguna. Buyers could 
finance their purchase by way of Bank financing, or in-
house financing. 
 

South Hills – San 
Pedro Laguna 
2010-2012 
 

161 Launch in 2010 and completed in 2012, South Hills – San 
Pedro, was Haustalk’s third project in the city of San 
Pedro. South Hills, offered two kinds of units to the 



market, a 42 square meter townhouse with 2 bedrooms 
and 1 bath and a 24 sqm studio type row house. The 
development was equipped with amenities such as a 
landscaped entrance gate, and a guard house. The 161 
unit economic housing project brought in around 193M. 
Buyers could finance their purchase by way of Bank 
financing, or in-house financing. 
 

Tradition Square 
– Maceda 2006-
2009 

20 Launched in 2006 and completed in 2009, Tradition 
Square – Maceda, located in Sampaloc, Manila was 
Haustalk’s first vertical residential project. The 
development had two room models, one for front facing 
units and another for rear facing units. The front facing 
units had a footprints ranging from 29 sqm to 42 sqm, 
while the rear facing units typically had floor areas of 28 
sqm. Both units were equipped with 1 bedroom, 1 toilet 
and bath, a kitchen, and a living area. The 24 unit project 
brought in sales of 24M. Buyers could finance their 
purchase by way of Bank financing, or in-house financing. 
 

Eastview Homes 
Marikina  
2006-2009 
 

34 Eastview Homes – Marikina was launched in 2006. The 
project was located in Parang Marikina. Each unit had a 
floor area of 66 sqm. The units had at least 3 bedrooms 
and 2 bathrooms. The development also included 
features such as concrete roads and sidewalks, a 
landscaped entrance gate, and a guardhouse. The 34 unit 
economic housing project was deemed completed in 
2009 and brought in sales of 38M. Buyers could finance 
their purchase by way of Bank financing, or in-house 
financing. 
 

Southview 
Homes Sta. 
Rosa  
2017-2019 
 

261 Launched in 2017, Southview Homes – Sta. Rosa is 
Haustalk’s first project outside the San Pedro area. 
Despite the pandemic occurring mid development 
Southview Homes – Sta. Rosa has almost sold out all its 
units with only a hand full of units available to the market. 
The 261 unit economic housing development is 
comprised of units with floor areas that range from 48-55 
sqm. The facilities of the development include a 
clubhouse, open area, and a landscaped main entrance 
and guardhouse. The development also continues using 
Haustalk’s signature earthy colors to make sure that each 
house feels like a home. Southview Homes – Sta. Rosa 
is expected to be completed by the 2022 contributing 502 
M in sales. 
 



Southview 
Homes Calendola  
2018-2020 
 

320 Launched in 2018, Southview Homes – Calendola is 
scheduled to be Haustalk’s forth project in San Pedro, 
Laguna.. The project’s 296 units has 61 townhouse units 
and 231 single attached units, of which the customers 
have an option to choose between a 2 Bedroom model 
and a 3 bedroom model. The facilities of the development 
include a clubhouse, open area, and a landscaped main 
entrance and guardhouse. The development also 
continues using Haustalk’s signature earthy colors to 
make sure that each house feels like a home. Southview 
Homes – Calendola is expected to bring in sales of 677M. 
 

Winn 
Residences 
2016-2019 
 

278 Launched in 2016, Winn Residences in a socialized 
housing project located in Brgy. Bagong Silangan in 
Quezon City. It is also Haustalk’s second vertical 
residential project. The project is the first of its kind, being 
the first private socialized housing project in the Metro.  
There 278 unit project will have average area 22 sqm per 
unit. Despite being a socialized housing project, Haustalk 
still ensured that their signature workmanship was 
present in each and every one of the 278 units built in the 
project. The facilities of the project include an open area, 
a parking lot and a landscaped main entrance. The 
project sold out in record time. Winn Residences is 
expected to contribute sales of 207 M. 
 

TOTAL 2087  
 
 
Evidently, Haus Talk’s forte in the residential real estate development industry. The 
company strengthened its position in the market by offering top quality homes for 
affordable prices within the different housing segments, with houses ranging from php 
450,000 to php 3 million. Today, Haus Talk continues to build its brand by continuously 
producing quality homes for the average Filipino family. 
 
HISTORY 

 
Haustalk, Inc.was established in 2004 by the Madlambayan Family. Guided by their 
family values, and passion for the real estate industry, the members of the family directed 
the company to become of the best performing residential real estate companies in the 
areas where they operate by being committed to their developments and the 
communities they serve. Provided hereunder is a tabular presentation on the milestones 
of Haustalk. 

 

2004  Haus Talk was organized. 

2006  Initial Project Eastview Homes 1 was started 



  Project Classification is Economic Housing 

2006  Developed and marketed Southview Homes 1, 

  

while completion of Eastview Homes Marikina  & Tradition 
Square 

  

were assigned to  Tradition Homes Project Managers & Dev't., 
Inc. (THPMDI) 

  Construction of East Homes - Marikina 

  

2007  

Tradition Homes Project Managers & Development, Inc. was 
organized. 

  

Completed the development and the marketing of Eastview 
Homes - 

  Marikina & Tradition Square. 

  
Acquisition of the 1st project of THPMDI named as Southview 
Homes - Ext 

  
Acquired , developed and marketed Southview Homes 2 and 
Southview 

  Homes  2 and South Hills -SPL  

   

2011  

THPMDI entered into Memorandum Agreement with Allied 
Community 

  

Builders & Dev't Inc, for the development and marketing of a 
parcel of land 

  

with an area of Seven Hundred Eigthy Eight (48,788) square 
meters more or less  

  

Seven Hundred Eigthy Eight (48,788) square meters more or 
less  

  

with a total no of 326 House and Lots Units.  Project name - 
Southview Homes 3 

  Status is land development completed and  90% sold out as of 

2015  Acquisition of WINN residences 

2016  

THPMDI acquired Sta. Rosa Project named as Southview 
Homes - Santa Rosa 

2016  

THPMDI acquired  San Pedro Project named as Southview 
Homes - Calendola 

   

  Status of the following 

  

WINN Residences - land development and house onstruction on 
going 

  Southview Homes - Santa Rosa      Land development on going 

2017 
 
 
  

Southview Homes -    Permitting  
 



 
 
 

Purchase lot for the site of Eastview Residences 1, Eastview 
Residences 2, Eastview Residences Premier, Eastview Homes 
San Isidro 
 
 

2018 
 
 
  

Tradition Homes Project Managers & Development, Inc.’s name 
was changed to Tradition Homes, Inc. and became a wholly-
owned subsidiary of Haustalk, Inc. 
 

2021  
Lifestyle Development Corporation became a wholly-owned 
subsidiary of Haustalk, Inc.  

 
 
Remaining true to its core values and faithful to its humble roots, Haustalk continues to 
grow exponentially by building quality communities in strategic locations. 

 
DISTRIBUTION METHODS OF PRODUCTS AND SERVICES 

 
Land acquisition 
 
The criteria for Land Acquisition is the Area for the Land Use. The company targets a 
minimum of 2000 square meters and above depending on the terrain and location of the 
property ideally within Metro Manila, Antipolo City or Laguna. 
Due diligence is necessary to evaluate or identify the location if it is doable for market, 
either economic or socialize housing or Mid-Market. Also if the property is clear from all 
encumbrances or adverse claim, should be clean title.  
The cost is the most important in acquiring the raw land. We approach Fair Market 
value in negotiating the sale.  
 
Direct purchase or JV 
Direct Purchase – strategically the company only does direct purchase to avoid any 
difficulties in the transaction. 

 



 
 
Development activities 
 
Haustalk designs and develops its products on a per project basis. Each product is per project. 
Some factors that contribute to the design to the development are the classification of the 
development, location, and topography.  
 
Sample Project of works 
 

 
 
 
Marketing and sales 

 
Haustalk has a top quality sales and support team. The Company’s sales support 
personnel collaborate and coordinate with Haustalk’s accredited brokers and agents. 
Haustalk also has a highly competitive commission scheme which pushes their brokers 
and agents to strive to do more. This strategy also entails that Haustalk works alongside 
its brokers in facilitating customer queries until sales are closed, documented, and turned 
over.  
 
Haustalk’s sales team is based in the company’s head office. The company markets its 
products through launches, open houses, and billboards. Haustalk also has a strong 
influence on its buyers as a good amount of new clients come in by word of mouth. The 
company has been successful with its pre-selling as majority of their projects are sell out 
a significant amount of its inventory even before the projects are formally launched, with 



clients submitting letters of intent just as soon as the projects are announced. This 
reaction by the clients of Haustalk is brought about by the company’s competitive prices 
and win-win mentality when it comes to their offerings. 
 
Credit and collection 
 
Credit and collection functions are assigned to the company’s billing and collection team. 
The team is responsible for collecting equity payments, move-in fees, and association 
fees. The company has a core billing and collection team who are in charge of all of 
Haustalk’s projects. 
 
The company’s equity payment terms usually have a maximum payment period of 15 
months. Buyers are required to pay a reservation fee ranging from Php 10,000 to Php 
20,000 upon signing the reservation agreement. The first monthly equity payment is due 
30 days after the signing of said agreement. All equity payments are covered by post-
dated checks. Construction of the units starts once 80% of the equity has been paid.  
 
Though the company also requires buyers to fill out a buyers information sheet which is 

then stored by the sales and marketing team. Haustalk does not perform in depth 

investigation on buyers, however, in cooperation with the buyers and the documents 

submitted, the company will assist the buyers in matching with a bank who could support 

the buyers loan needs. Haustalk only accepts in-house financing as a last resort or in 

special cases. 

 

Inhouse 

 

Segmented into the three main markets Haus Talk Inc. actively develops in we can see 

from the charts below that depending on project type the preferable mode of financing 

varies as well.  

For Mid- Market Housing or PD 957 projects, a vast majority of the units are taken out 

through bank financing with the company’s partner banks. 

 

For Economic Housing or BP 220 projects, still, majority of the units are taken out 

through bank financing. That said PAGIBIG and In house financing have a greater 

presence in this sector. 

For the Socialized Housing Market, the market and the company greatly relies on 

Pagibig financing and takeouts. 

 

For the company’s In house Financing, it should be noted that, in case the buyers do 

not pass the CIs of the banks or Pagibig, HTI offers in house financing. HTI enters a 

CTS agreement between both the banks and the buyers. There is a bridge financing 

that takes place, Where HTI applies for the loan in place of the buyer and the buyer 

pays the developer monthly at a premium. 



 

 

 

 
 
 
SUPPLIERS 

 
Haustalk sources contruction materials from third party suppliers. These suppliers must 
be approved by the directors, with the basis of whether the products are reliable and 
suitable for the projects. The company does not experience a shortage of raw materials 
needed for its day to day business as these items are readily available in the market.  
 
The company undertakes all land development and construction through its in house 
construction and development team. With only the topography study team, and 
architecture team being outsourced.  

89%

0%
7% 4%

MID MARKET

BANK FINANCING PAG-IBIG TAKEOUT IN HOUSE FINANCING CASH

56%

22%

20%
2%

ECONOMIC HOUSING

BANK FINANCING PAG-IBIG TAKEOUT IN HOUSE FINANCING CASH

96%

4%

SOCIALIZED HOUSING

PAG-IBIG TAKEOUT CASH



 
 
CUSTOMERS 
 
Haustalk caters to several residential real estate categories - socialized, economic, and 
midmarket. It should also be noted that Haustalk is also exclusively a residential real 
estate company. 
 
Of the company’s developments only 2 projects are vertical while the rest are horizontal 
developments. Of these projects majority fall under the economic housing category, with 
some offerings in the midmarket and socialized housing category. Regardless of which 
housing category the project classifies as, each development is well-built, well planned, 
and strategically located.  
 
Haustalk is committed to continuously address the growing needs and demand of the 
market in each segment the Company caters to. The company strives to remain 
consistent with the quality of its developments, the selection of location, the personalized 
service that goes with it, and to continue innovating in new ways. 
 
 
 

 

26%

74%

Customer Civil Status

Married Single

52%
48%

Gender of Buyers

Male Female

27%

47%

21%

5%

Age of Buyers

AGE RANGE 20-29 30-39 40-49 50+

33%

67%

Customer Breakdown

 OFW  LOCAL



 
 
 
 
The typical customer of Haus Talk Inc. are young professionals who are first time 
homeowners. Around 68% of the company’s customers are 39 years old or below. This 
supports the company’s mission of providing quality home for young family and 
professionals.  
 
Haus Talk inc. also entertains buyers from all over the world. The company’s products is 
strong amongst local professionals with 67% of the company’s customers working locally. 
That leaves the company room for growth in terms of their OFW sales with the group 
comprising the remaining 33% of the company’s customer base. Majority the OFWs come 
from the Middle East (35%), followed by China (15%), Japan (13%), and North America 
(13%) respectively. The remaining portion of the OFWs are shared between different 
Asian countries. This means that the company also has the opportunity to grow its reach 
in the European and African region. 
 
Customer service and warranties 
 
Haustalk commits to deliver the products and services that conform exactly to stated or 
agreed specifications to their customers. Prior to unit turnover, the units undergo a final 
inspection to ensure that the final product is in the right condition to be turned over to the 
customer. In cases where there are issues arising after turnover, Haustalk responds 
to the customer concerns or complaints and facilitates a resolution that is done 
expeditiously by the concerned department. 
 
The Company prides itself in building quality affordable housing for the common Filipino 
and it has a proven track record in doing so. With the sales of its projects being solid year 
to year. This is the result of the company’s competitive prices and the build quality of its 
home. The company also keeps everything in house, from procurement to construction, 
by doing so the company is able to easily monitor expenses and quality of materials. To 
add to this, the company also has very competitive financing opportunities with the buyers 
having choices of Bank Financing, PAGIBIG Financing, Cash payments, or In house 
financing. 
 
Where the company also differentiates itself in the passion and investment of the 
management to its projects. With the family and management very much involved 
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throughout the process of development. They leave ensure that no shortcuts are taken 
and that each project is well planned out. From visiting potential land, to procuring the 
nails needed in development, the management makes sure no stone is left unturned when 
it comes to delivering only the best product. 
 
COVID-19 RESPONSE 

 
All businesses were affected by the pandemic as all construction was deemed non-
essential early in the lockdown. Once this was lifted, a cap of 50% allowable manpower 
was implemented thus further affecting the construction, project timelines, and cashflows 
of the company. With that said, the businesses realized steady sales during the period. 
 
Due to the crisis Haus Talk Inc. was unable to realize its projected collections/receivables 
for the year 2020 as operations were put on hold early in the lockdown, and once 
operations resumed it was at limited capacity. Office staff worked from home, and the 
construction team was limited to 50%. Currently Haus Talk invested in a staff house in 
order to make operations more streamlines between the staff. This greatly improved the 
processing of accounts and communication across departments. In addition to this, the 
company decided to decrease pay for the time being instead of retrenching within the 
company. 
 
During the period, The company also invested in new enterprise systems to further 
improve the efficiency of the staff and overall operations. In terms of construction, the 
company invested in machinery in order to cutdown construction time and while requiring 
less manpower. That said, the company is also slowly increasing its manpower with a 
goal of 80% manpower by the 3rd quarter of this year. 
 
KEY STRATEGIES 

 
Vertical integration – property management and construction 

 
Currently, Haustalk primarily develops horizontal residential units. Throughout its history 
Haustalk has only constructed two vertical developments, Tradition Square – Maceda 
and Winn Residences. With that the company plans to expand their offerings and look 
into developing more vertical developments.  
 
Growth of economic housing brand  
 
Currently Haustalk is developing 4 projects, (1) Eastview Homes 3, (2) Winn 
Residences, (3) Southview Homes – Sta. Rosa, (4) Southview Homes – Calendola, The 
company also has  5 projects in the pipeline, namely, Eastview Residences 1, Eastview 
Residences 2, Eastview Residences Premier, Eastview Homes San Isidro,  and 
Southview Homes 1 Extension. Of the following projects   6 of which fall under the 
Economic Housing Brand. Haustalk intends to continue growing its economic housing 
brand offerings as the company sees this as the market with the most demand. By 
continuing to tap into this market Haustalk will be able to optimize their opportunity in 



tapping into the B,C, and D markets which is where most of the demand for housing 
units is.  
 
Haustalk has made its economic housing brands standout by locating them in well-
planned and desirable sites. The company each economic housing projects are of top 
quality, offering best in class homes and class A amenities. 
 
Commercial Real Estate Integration 

 
Haustalk has land banking of properties assigned for commercial spaces within its 
projects vicinity. By developing these properties the company can further diversify its 
project portfolio and its source of income. 
 
Capitalizing on pipeline 
projects 
 
Haustalk has positioned itself for the next two years with key pipeline projects located in 
the Antipolo area and Laguna area, respectively. The company intends to grow its 
current offerings with new horizontal residential developments in the said areas. 
Haustalk expects to further improve its position in its located regions and further build its 
brand and reputation as one of the leading residential developers in the Antipolo and 
Laguna regions. 
 
Investing in New Technologies 

 
Haustalk has actively invested in new technologies for both backdoor operations and 
construction. In terms of backdoor operations, the company is installing a new real estate 
program to able to make recording of transactions, and preparation of models and 
reports faster. Haustalk expects this investment to pay off in terms of cutting down costs 
and processing time. 
 
COMPETITIVE STRENGTHS 

 
One of the leading residential developers in Antipolo and Laguna area with a 
distinguished brand and reliable track record of project execution 
 
Haustalk is one of the leading residential developers in the Antipolo and Laguna area. 
Having had multiple projects in its areas, Haustalk has gained extensive knowledge and 
experience of its market. The company has also grown strong relationships with the local 
brokers and agents. By delivering quality products, the company’s brands have and 
continue to be trusted by its buyers and end users. 
 
Haustalk has been quick in responding to the market in its area. Offering and developing 
projects in its areas in no time. On average, Haustalk can develop and sell out its projects 
within 3 years, with the first year being used to planning and land development. Even 
with its fast project turnover the company still produces quality housing units.  



 
Strategic location selection to provide value-for-money proposition to customers 

 
Haustalk has always been very meticulous when selecting which areas to develop in for 
their projects. The company consistently studies and seeks location with high-value 
potential. Haustalk makes it a key to ensure that their residential developments will be 
in safe areas, they also make it a point to develop in areas which are easily accessible 
to the customers. This is evident in how Haustalk’s projects are located in Antipolo and 
Laguna, both fast developing and urbanized regions. 
 
Having had multiple projects in the Antipolo and Laguna area, Haustalk has grown 
familiar with the areas and their respective communities. This give the company the 
ability to choose which locations are best to develop residential projects. 
 
Haustalk gives its customers more bang for the buck for their investments. The company 
offers competitive prices, along with excellent, best in class design, and generous 
amenities. To add to this, Haustalk’s projects are constructed and delivered in a timely 
manner. These measures have reflected in quick sales of the units, as majority of 
Haustalk’s projects are deemed completed and sold out two to three years after the 
project’s launch. 
 
Diversified portfolio of socio-economic housing 
markets 
 
Haustalk exclusively develops and offers residential real estate projects. The company 
specializes in horizontal projects but do have some vertical projects in their portfolio. 
Haustalk primarily produces Economic, Market-market housing projects, but the 
company also has socialized housing and high end market projects as well, such as 
Winn Residences, and Eastview Townhomes – Cubao, respectively. 
 
Due to Haustalk’s diverse residential housing projects, the company should be less 
affected by negative trends in the economy, should there be any. Haustalk is also able 
to optimize its potential by offering products to all economic classes, and provide 
whatever the market demands. 
 
Experienced management team and organizational culture 

 
The management’s effort to professionalize the company from a young family business 
to a booming residential real estate company with more than 400 employees shows the 
company’s resilience, commitment and work ethic. Haustalk’s family-oriented team and 
the company’s competence to be one of the best in their field have enabled Haustalk to 
establish their strong brand value.  
 
 
 
 



Socially responsible development 
 
TREE PLANTING, FEEDING PROGRAM in Antipolo, BSP 
 
Financial strength: strong profitability and healthy margins 
 
Haustalk consistently has shown strong profitability throughout the years. Haustalk’s 
gross profits and net income have steadily increased year on year, showing significant 
growth in both on a yearly basis. The company is also able to control its cost but not 
relying on contractors, but instead hire their own construction people to work on the 
projects. To add to this, the management also keeps a keen eye on new technology that 
may help with the company’s sustainability. The company also has a conservative 
practice of only recording sales when the customer’s equity has been fully paid and the 
unit has been turned over. This practice has led to low cancellation and delinquency 
rates when it comes to the collection of receivables from the company’s clients. 
 
Operational excellence 
 
Haustalk has a fully-integrated real estate set-up encompassing different areas, 
namely, acquisitions, business development, technical planning, engineering and 
project management, sales and marketing, documentation and licensing, legal, 
customer care and property management. The Company prides itself on its hands-on 
and personalized approach, which allows itself to respond effectively to its clients and 
industry partners. 
 
Construction 
 
For each development, Haustalk relies on their group of project managers, engineers, 
and construction team, all of whom are well versed and experience in the industry. With 
members of the executive management looking over each project the company is able 
to meticulously look over the projects, resulting in the efficient construction of the units, 
all of which of top quality.  
 
Sales 
 
Haustalk has a committed and competent sales and marketing team. The team 
collaborates and coordinated quality accredited brokers and agents in the Antipolo and 
Laguna area which leads in the quick sales of the units as soon as the projects hit the 
market. With Haustalk’s competitive commission scheme the brokers and agents 
regularly close deals and bring in new and old clients alike. 
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