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udi Padwa has long \
been & pelme tine for
real estate developers

out attractive offers,
10 exception,
e, |hn Gudi Padwa, the
market ks expected to see a
shilt in how developers are af
Teenpting to capture homebiy
ers’ attention. Here s a ook
at what developers ate doing
ditierently this time.

What are the offers?

Offers this year are shifting
away from simple giveaways
towards more considered, ex

perience-focused incentives
“Besides the usual ire

mebal, Skarch 14, 21

GUDIPADWA SPECIAL

Gudi Padwa deals reimagined

AL FEATURE

Discover the unique offers and schemes that developers are rolling out to sweeten the celebrations

& some of the, current fesilve

deals on offer. This makes i
easier lor walatied buyen 10
afford tiomes during the Gudt
Padwa rush,” esplains Ra-
Il Phondge. chiel operating
officer, 1esidential services
Angorck Group.

There Is also a trend where
developers work with banks
and NBFCs 1o offer fow-rate
loans, subsention plans, ani
buy now, pay later’ plans
These are usually. comnmon
during festive campaigns such

Although festive offers
are an impoctant par of
the marketing sirategy,
pricing discipline is
malntained by easuring

s
part ol the marketing
strategy, pricing discipline s
maintained by ensuring that
the offers do not compromise
thie viahility of the projects
Instead, value additions are
being made, which are ad
ditional benefits provided to
the pustomens in exchange for
their purchase, thereby en
bling them 10 derive greater
benefits from thelr investiment
in the projects.”

Tailored for different

buyer segments

Festive offers, such as the cur:
rent Gudi Fadwy period, ave

loldulmul hm s
mit

developers are now offier, that the oifers do not st hame features, co-work:
ONLIN ing benefits that enrich the compromise the vlability Ing spaces, and (
EXCLUSIVE nomebuying process,” shares of the projects upgrades. For second-home
cobrtchecins . Rahan Khatau, director, buyess, terital
i maintenance support can he
a8 Cudi Padwe, offertng prefer-  glven a8 an locentive.
N ential home loan rates, faster are given prefer-
av of business development at approvals, mintmal processing — ential interest ate slashes or
P n"mmmmmm feos, and dighally Inregrated booking henefis, while
Mumbai’s i, says, "Home persorialis Joan processes, Thiese partiwer-  NIRIS e given vitual b
mwmamm ships aliow biyers 1o evaluste  digital documentation. and
s Kischen upgrades, smars-home properties, secure fnancing, payment sehedules,”
B 18 Lea P automstion. of cutated nte- and finakise bookangs sc Such offers are usually dis:
: rlor dedlgn solations, help o| 1y during the festive cussed and tailosed when the
buyers move into tpgraded 2| The main goal is to enhance sl 1eam meets the biiyes
hotnes from day one. Con- the convenience of homebuyers  dnd may not hiave much 16 do
munltymmc experlences through the festival and simpli- — Wethy whuubdnudnmd
like: curated llness 1y the home loan process “They have the leeway 1o give
certain affers and a combi-
watlun of offess, depen
period. and rental assurance  fore, the idea was to keep sales  Paranfape avers that direct  an wiiat would appedl most
schemes in specific projects,”  going by addressing real-time  price discounts are limie (0 individual
mentions Abhishek Tharwanl, — needs and aspirations, Tried-  ody eopeclally for premium  apess can offer obe 10 1wo
ue diivers, which assist the  director, Tharwani Realty and-tested offers don‘t need to 0r Bigh-demand projects. pee cont
huyer in the entire buying ex Alotof developers continue  be nnovated upon if they have  Explaining the context -plans or waivers
Value-hased incentives perience, Developers are pro- — with the older and usial offers, — worked well In the past, EMI- Behind thls, Tharwant ustead of price culs
ticle, open your Yes, many developers are fo-  viding flexible payment plans,  which are new for first-time  free periods and price freezes | gays, SAlth festive withou! losing money,”
cusing more on value-based  EMI support for a specific  homebuyers anyway, “As be-  on ready-reckoner hikes are are an int concludes Fhondge.
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