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EXECUTIVE INTERVIEW

Sound structure
CEO of Next Constructions Joseph Di Girolamo knows all 

too well the importance of structural integrity.

IMAGES   SCOTT EHLER

T
here are many variables in the building industry that are out of a 
company’s control, and exchange rates and economic downturns can 
play havoc with and organisation’s bottom line. The CEO Magazine 
talks to Next Construction’s Joseph Di Girolamo to uncover how his 
company keeps going from strength to strength.

The CEO Magazine: I understand there is a history of building 
contractors in your family?

Joseph: There is; my father-in-law is a builder and was my first employee. Back 
in the 90s, my father-in-law had his own business. Sadly, his business partner 
passed away, so the projects on the books were completed and he went to work 
for other builders. When I came into the family and started Next, my father-in-
law joined me and is still working for us today.

It was a brave move starting a company during the GFC.

When I started out, the banks weren’t lending, so construction was very quiet. 
Commercial projects were typically smaller in nature, and included projects such 
as rationalising workplace f loors into smaller f loor plates—because companies 
were closing down or downsizing operations—and the upgrading of lobbies and 
foyers of buildings so that they were more attractive to lease or sell.
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In those early days, it became apparent 
to me that most of the opportunities in 
the market, which were still very hard to 
come by, were hospitality and retail 
projects. Many of these projects were at 
busy locations like Westfield shopping 
centres, and involved live environments, 
making for complex projects. These 
difficult projects required highly-
experienced builders who understood 
how to plan and execute tight 
construction programs while still 
achieving a high standard of quality and 
delivering on time, so the organisations 
could open ready for business as planned 
and on budget. 

I approached architects and clients I had 
established relationships with, and we 
started to deliver retail and commercial 
projects in the CBD. We began with 
smaller cafés and offices and some 
government work. Within a relatively 
short period, we were being offered 
opportunities to tender on more 
complex  projects. 

On the back of these projects, we grew 
our reputation for delivering fit-out, 
refurbishment, and construction projects 
in the CBD. We delivered high-quality 

projects on time and defect-free, 
enabling our clients to open their 
businesses or return to normal 
operations as early as possible, 
maximising their return on investment. 

We won many jobs during this period, 
but I had to prospect for them and 
convince people they should give us a go. 
So it was a tough gig, that’s for sure. 
However, starting the company during 
the GFC was probably a good thing as it 
forced me to understand what it takes to 
survive. I learned very quickly how much 
groundwork you have to do to win jobs. 
The GFC also ensured we kept an eye on 
every aspect of the business. 

Sounds like a solid foundation. 
What was the next step?

My business partner, Mark Di Noia, joined 
us after about a year of trading. I have 
known Mark for many years, and he also 
has a connection with my father-in-law as 
he is the son of his former business 
partner. He introduced me to business 
consultants Gallop Solutions, with whom 
we worked to establish an organisational 
structure and implement management 
systems to help us grow the business. 

We invested in Tier 1 systems to run the 
business—like Buildsoft and Buildtools 
for costing the jobs, Jobpac for financial 
management, Aconex for document and 
site management—but there was no 
structure to manage the business itself. 
Gallop Solutions helped us to develop 
the structure we still have today. We set 
a five-year goal in 2013, which was ‘ 
To be renowned as a highly capable 
construction, refurbishment, and fit-out 
company, dominating the Tier 3 category 
in New South Wales.’ We are well on the 
way to achieving this goal. 

We employ great people, many of whom 
have been with us from our early stages 
of business, working their way up from 
building cadet to project manager. We 
have a rigorous recruitment process to 
ensure staff who join our team fit in with 
the culture and are suited to their given 
role. This ensures we have a great 
company culture and low staff turnover.

We are financially strong, and our 
balance sheet ref lects our conservative 
approach through reinvestment of the 
company’s profits. We do not have an 
overdraft or debt facility, and our annual 
turnover for FYE June 2016 is on track 
for AU$45 million, with a solid pipeline 
of over AU$50 million work in hand.

What’s the ratio between fit-out, 
construction, and refurbishment?

For the moment, 60 per cent of our work 
is construction and 40 per cent is fit-out 

or refurb. Ideally, we’d like a 50:50 split, 
but the last year has seen us undertake 
more construction projects.

I guess with the volatility of the 
construction/building market, it 
must be comforting to have the 
fit-out and refurb to go back to.

The fit-out and refurbishment sectors 
are very different to construction and 
have positives and negatives. To deliver  
a fit-out/refurb project takes a lot of 
resources, usually over a short time.  
So when the job finishes, you need to 
quickly move those resources onto 
another interiors project, otherwise  
it just adds to the overheads. On the 
upside, projects are financially 
completed within a much shorter time 
frame, more often within approximately 
12 weeks rather than a typical 
construction job, which might take  
12 to 18 months. 

I presume you have a number of 
subcontractors. Do you stick to 
the same crews, or do you have to 
specialise for individual jobs? 

We use Aconex to manage our database 
of subbies, which is set up to tell us 
which subbies are most suitable for each 
type of job. We like to build relationships 
with our subcontractors—it’s a people 
industry. To get the best job done, you 
have to be able to rely on the people you 
know you can trust. The subbies know 
they are working with quality builders 
who are organised and let them get in, 
get out, and pay them on time.

You have been on the BRW Fast 
100 list since 2011. How are you 
going to sustain this growth?

Our plan is to keep doing what we are 
doing and to make sure we keep 
delivering high-quality projects. You are 

only as good as your last job. We have 
continuously executed on our strategic 
plan to create a diversified pipeline of 
projects from new and repeat 
construction and interiors clients. We 
are active across retail, hospitality, 
multi-unit residential, hotel, club, 
airport, workplace, education, industrial, 
as well as the aged and healthcare 
sectors. That’s the key to making sure 
that we keep on growing viably.  

“We set a five-year goal in 
2013, which was ‘To be 
renowned as a highly capable 
construction, refurbishment, 
and fit-out company, 
dominating the Tier 3 
category in New South Wales.” 
- Joseph Di Girolamo


