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“Preserving the Past while Building the Future.”

Celebrating 131 Years of Service
A note from the Siewers Family…
We hope you and your family had a wonderful July 4th! Hopefully you were able to take
some time off over the long weekend. We want to thank all of you who are veterans, or
have family serving as well as our current military for protecting all of our freedoms.
Thank you for your service!
Over the 4th my family attended a rodeo and before the National Anthem, they played
John Wayne’s “America, Why I Love Her”. It is set to “America the Beautiful”, with
John Wayne talking about all the wonderful places in our country. As the song was
playing, a young lady from the local equestrian club rode a horse around the rodeo ring
proudly carrying our beautiful American Flag flying in the air. It really made all of us in
attendance so proud to be an American! If you have never heard the song by John
Wayne, be sure to listen to it!
The newsletter this month is filled with great articles on ways to grow your business and
make your business more profitable as well as articles on trends within the industry.
We hope you enjoy this edition of the newsletter. Thank you for reading it and please let
us know any ways we can improve it!

-The Siewers Family
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Contractor News

4 Things to Do Before Walking Off a Job

By Alex Barthet

Though failure to perform under a construction contract isn’t usually enough to have a
defaulting contractor arrested or charged with a crime, it can happen. So remember,
walking off a job does come with some significant risks. You could be sued; you could
be responsible for more than you’ve already been paid; you could even be arrested.
Before you make such a drastic decision, do the following:
1. Determine if you have a valid construction contract in place, and if you do, see what
termination options exist within the contract;
2. Figure out if you have accepted more money than the work you have actually
accomplished;
3. See what materials have been ordered, what’s been paid for, and whether those
suppliers have either filed notices to owner or claims of lien; and
4. Meet with the owner or general contractor and try to reach an amicable resolution
through confidential settlement negotiations.
An emotional decision to walk off a project may be temporarily satisfying but the fallout
could be expensive. Become informed before you let your feet do the talking.

The Demise of the Starter Home By Les Shaver
Home builders of a certain age know that if you can build and sell new homes for twoand-a-half times median household income in a neighborhood, people will line up around
the block to buy them. Bill and Al Levitt knew it, and in March 1949, when they first put
their stripped-down two-bedroom, one-bath, single-story Cape on the market near
Hempstead, N.Y., for $6,990, they had 1,000 couples show up on the grand-opening
weekend with their $60 first payment in hand. (Median household income in 1949 was
around $3,100.) In today’s dollars, two-and-a-half-times the median household wage gets
you to $130,000. Not a home builder out there, save in a few isolated markets, can sell a
new home for that price and not go broke. Is it possible to build for the low-end and
entry-level buyer at all any more? In an eye-popping feature article in Builder, an edited
version of which appears below, deputy editor Les Shaver confirms what we've long
suspected: The American Dream of the affordable house is in peril. Here's why:
1. The Economy, Stupid
With personal savings sapped, joblessness rising, and qualifying for a loan increasingly
beyond reach, demand for the $200,000 (and lower) home plummeted after 2008.
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2. The Price of Land
During the Great Recession, lots went for pennies on the dollar. Those days are long gone
as Metrostudy guidelines say estimated price per bulk lots has gone up from around
$50,000 in the recession to over $80,000. “It’s really difficult, given what land prices
moved up to, for a builder to make that entry-level product pencil out,” says Rick
Palacios Jr., director of research for Irvine, Calif.–based John Burns Real Estate
Consulting. “More and more builders have been chasing that luxury and 55-plus buyer,
and all of that stuff is at higher price points.”
3. Expanded Regulations
Cash-thirsty localities heap fees upon fees that weigh more and more heavily on final
home price tags. Chris Cates, co-owner of Fayetteville, N.C.–based Caviness & Cates
Communities, estimates regulations that stipulate he has to convert stormwater ponds to
permanent ponds and bond items such as street lights, sidewalks, landscaping, and
retention ponds have doubled his development costs.
4. Labor Shortages
When the recession hit and many contractors had to close their doors or at least cut head
count, laborers went in droves back to their home countries or found work elsewhere. “In
Texas and fracking-heavy markets, I think a lot of people left construction to work in that
sector,” Palacios says.
As builders kick-started operations, labor suddenly was a lot harder to find. The
Associated General Contractors of America (AGC) says labor costs have risen from
$22.51 per hour in April 2012 to $25.13 in December 2014.
5. Material Costs
The jump in residential materials is even more striking—it rose 45% over the past
decade, according to AGC chief economist Ken Simonson. Mark Tollefsrud, vice
president of sales and marketing at Houston's Legend Homes says builders are pulling out
the value-engineering stops to get to $200,000, including staying below 1,700 square
feet; sticking to 8- or 9-foot flat ceilings; eliminating features like fireplaces; shifting to
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laminate countertops and 30-inch-high cabinets; avoiding crown molding or tile
backsplash in the kitchen; and limiting brick to the front of the home.
Kenneth T. Seeger, president of MWV Community Development and Land Management
in Charleston, S.C., thinks the only way a builder can hit the sub-$200K threshold is to
build a vinyl box with minimal finishes. “I think it’s very, very difficult,” he says. “It’s
not impossible, but you’re right at the edge of possibility. It would be a very, very
inexpensively built house. You can’t afford Hardie Plank siding or real plank siding [like
many municipalities demand]. You have to go with vinyl.”
6. Location, Location
Finding land at a price that works for a sub-$200,000 selling price means going to deeper
suburbs and outlying areas, which is something many customers—including the coveted
millennial—say they’d avoid if they can. “You need to fill up with gas before you go
look at [these communities],” says Stephen East, a partner and senior managing director
at New York–based ISI Group, an investment research firm.
7. Zoning
If you want to build homes on more expensive ground—closer in to job centers and
business hubs—a solution is to build in density. But local governments tend to hit reject,
having entitled expensive, bigger-lot projects in the previous cycle. Since then, the
market has adjusted and these bigger-lot homes have lost some luster with consumers.
However, many local governments haven’t detected the change and altered their own
stances.
“Right now, the entitlement requires you to build a certain [large lot] size, and you’re not
able to build that,” says Emile Haddad, president and CEO of Aliso Viejo, Calif.–based
Five Point Communities, an independent real estate development and management
company jointly owned by Haddad and Lennar Homes of California. “If certain cities
want to activate the market, they’re going to have to go back and redo entitlements and
downsize. If you can do that, you can build a single-family detached home, price it to the
market, build it, and make money on it.”
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8. The Customer
Does today’s starter-home buyer—a millennial adult more often than not—really want to
move into a boxy, no-frills home with Formica and vinyl, after living in high-tech student
housing and ritzy apartments with granite countertops?
“The expectation of what a customer thinks should be in a house at that entry-level price
point is kind of crazy,” says Matt Riley, director of sales and marketing at Raleigh, N.C.–
based Royal Oaks Building Group. “They want granite countertops, tile backsplash, and
stainless steel appliances. People are used to the newer apartment complexes.”

5 Ways to Make it to the Big50

By Leslie Shiner and Melanie Hodgdon

Ever wonder what makes a remodeler successful ... successful enough to be selected to be
included in REMODELING Big50 issue? One reason is that these contractors run their
businesses by the numbers, not by the gut. Here are five things that Big50 contractors
have in common:
1) They manage the job by the budget. Create a job budget that outlines the anticipated
job costs. Then, use a good job cost-reporting system to measure performance against the
budget. Remember the job budget never includes overhead or profit and the labor costs in
the budget represent true labor costs, not billing rates.
2) They track gross margin carefully, on each job. Gross profit is total job revenue minus
total job costs. This shows the amount of money for each job that is left over to cover
overhead expenses and contribute to profit. Gross margin is a percentage (gross profit
divided by total revenue) that represents how much of the incoming dollars are gross
profit. This figure allows you to compare profitability of different size jobs.
3) They create operating budgets. While job budgets are important on a micro level,
managing the company on a macro level means creating expectations and goals. Create
an operating budget to determine your sales and gross margin goals. These numbers
allow you to determine how much you can afford for overhead and what your net profit
expectation should be.
4) They track labor utilization. Field employees may be the key to job completion, but
their time isn’t 100% billable. For example, if you pay a field worker for 2,080 hours but
only bill customers for 1,850, his employee utilization rate (billable hours divided by paid
hours) is just under 89%. When you are estimating labor for a job, take this into account.
5) They track change orders. Change orders can make or break a job, but doing extra
work without getting paid for it erodes profit. Track and invoice change work, and clearly
communicate with the customer all changes in overall job price and completion date.
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Follow these five rules, and maybe we’ll see you in next year’s Big 50 Issue!

5 Construction Contract Terms You’ve Got to Know

By Alexander Barthet

1. Scope
You clearly need to define the scope of the work that you intend on performing.
Specifically, what will you do, what services and materials will you provide. As
importantly as what you do provide, you need to clearly delineate what you will not
provide. To the extent that you know there are certain things that your price does not
include, make sure to include an exclusions provision. That is, what is not included in
your scope of work. By just doing that one thing you will save yourself a tremendous
amount of headache.

2. Price
Next is price. Obviously it goes hand in hand with the scope of your work. Whether you
are signing a cost plus contract or a stipulated sum contract, the price is critical that it
mirror the scope you intend on providing.

3. Payment Terms
Third and critically are the payment terms – when will you be paid? Most contracts say
you will be paid within a certain amount of time of rendering your invoice or payment
application. However, most contracts also include a pay-when-paid provision. This
means that if the Owner doesn't pay the contractor, the contractor may not pay you. If so,
you need to know that that provision exists in your contract and be prepared to deal with
it in your negotiations.

4. Start Date
The start date – when will you commence your work? Is that a specific date in the
contract terms? Is it some triggering event such as the issuance of a permit? Whatever it
is, it's important that it be defined clearly in your contract.

5. Completion Date
Fifth and finally is the completion date. When are you expected to finish the work
associated with your contract. Is it a specific date? Is it a certain number of days from the
day you started work? Again, that's up to you to decide, the important thing is that the
contract you sign include when the completion of the work is supposed to occur. This
becomes critically important to the extent there are damages that extend from you being
late on the job, such as liquidated damages.
You need to address these five issues in every contract and that will be a great start to the
way you negotiate contracts going forward.
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NEW OSHA RULE / Crawl Spaces & Attics ‘Confined Spaces’
OSHA has finalized a new rule designed to protect workers in confined spaces. And in
so doing, the workers safety agency specifies crawl spaces and attics, places residential
contractors access frequently.
The new rule takes place August 3, 2015. Details of the new rule can be found at the
OSHA website (www.osha.gov/confinedspaces/ ).
Quick Contractor Tip

A Super Organized Rolling Work Station By David Frane
Malcolm McGrath is a cabinet maker in Toronto, Canada, who used folding Metaltech
Jobsite Series scaffolding as the basis for a rolling work station used to assemble
cabinets. Not a workbench, it’s a place to store the tools and supplies used during
assembly. McGrath has altered the scaffolding so it stacks and cut the legs shorter so a
stack of two can pass through a standard door opening. The scaffolding holds a series of
specially outfitted shelves with a place for everything. When I say a place for everything,
I don’t mean a suggested place where something “might” go, I mean a place with a
number and letter that corresponds to a number and letter on a particular tool. If
something is missing, McGrath can tell right away and if he finds a tool lying around he
knows exactly where it goes. Some would call this obsessive-compulsive behavior, to the
people who practice lean manufacturing, this attention to detail and focus on avoiding
waste is just common sense.
I get where McGrath is going with this and have no doubt it makes him more efficient.
About a year ago I bought a label maker and have been labeling things in my shop—not
individual tools but boxes and cases, and the particular shelves where they go. This
insures that the same box always goes in the same place so I can always find it. Labels
are particularly helpful when items are stacked two deep and you can’t see what’s behind.
The label on the shelf lets me know “hey, the box with your trim router is in back”. To
see more on this and other great ideas at www.toolsofthetrade.net.

How would you like to be published in a future issue of Siewers Newsletter?
Be sure it is a quick tip that can help another contractor and one that is simple to
understand (“Even I need to understand it!”) It also must be economical to create.
Submit your tips to me at laurenf@siewers.com or in person.
NOTE FROM THE EDITOR: If for any reason you can not open any of our links,
please contact me at 358-2103 or laurenf@siewers.com, and I will resend or copy the
link information. Thank You!
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Excerpts from Johnny Siewers II
For the next few months, we will be sharing excerpts from Johnny Siewers II’s
memories of the old mill on Belvidere. Join us as we travel back in time through
thoughts and impressions that a young man had over 60 years ago. I hope you enjoy
them as well as we have.

1968: The mill, office and warehouse were located on the corner of Belvidere and
Cumberland Streets. Belvidere Street was Route 1 and Route 301, coming through the
City of Richmond. It was the major north-south route from Maine to Florida before the
Interstate Road System (I-95).
To gain entrance through the overhead doors on Belvidere Street, we had to stop traffic
with Red Flags for the trucks to enter the building. With heavy traffic during rush hour
traffic, you took your life into your hands.
We had a yard and large storage warehouse diagonally across from the mill on Belvidere
and Cumberland Streets. We had a second yard off Jefferson St. that ran alongside the
State Penitentiary. We had a third yard off the alley that ran off of Cumberland Street
and turned around the back of 609 W. Cary Street that led into Belvidere Street. The
entrance to the third yard was off Pine Street.
Around 1968 the RMA made an announcement they would be building a new Downtown
Expressway which would run through our three lumber yards.
Be sure to read the August entry, which will bring Siewers to Ellen Road!
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Today’s Cabinet Style Trends
Today’s cabinet styling trends favor “less is more” aesthetics, emphasizing clean lines
and simpler mouldings with accents that offer personalization. Granite countertops
continue to be in demand and are being partnered with butcher block, stainless steel and
other surfaces in a variety of thicknesses, each selected for a specific kitchen task.
Backsplashes are generally comprised of glossy ceramic, porcelain or glass tile in either
subtle or both color combinations. Natural flooring materials such as ceramic, stone,
hardwood and cork are favored by homeowners, along with reclaimed and distressed
wood finishes in wider, hand-scraped planks. Colors range from gray and charcoal to
bone and espresso.

News from the AIA
The AIA (American Institute of Architects) found that there has been a large increase in
the size of kitchen areas. “The aesthetics of the kitchen have also changed as the
composition and material selections have elevated the space to become an essential focal
point of the total design” says James Wallbridge, chair of the AIA’s Custom Residential
Architects Network. Another trend is for residential architects to specify healthier
construction components, as well as kitchen designs intended to promote accessibility
and adaptability.
With households changing homes less frequently in recent years, homeowners may see
themselves staying in their current home longer and therefore are more concerned that
their home will meet their evolving needs.
Stop by and see all the samples Kellene has to offer for a variety of styles.
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Feel Lucky!

Be sure and bring your business card next time
you visit Siewers. Just drop it into the glass fish
bowl on the counter to enter a monthly drawing.
Good Luck!!!
Congratulations to Mike Maroney our
July winner!

Keep those “Siewers Selfies” coming!
The Siewers T-Shirt has begun its travels. It has been to Yellowstone
National Park & the Bahamas. Where will it go next?
Details can be found in our June Newsletter at www.siewers.com.

Don’t have a Siewers T-Shirt? Stop in and get a shirt for you and your
family. We have adult & children’s sizes available at a special contest
price of $5.00 each.

Many have asked about the quilt picture from Tim Cockey.
The quilt is made up of his son Luke’s favorite tee shirts. They lost
Luke in a tragic accident several years ago.
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Economy Snap Shot……….

June 2015
Prior Month – May 2015
Prior Year – June 2014

June 30, 2015
Prior Month – May 2015
Prior Year – June 2014

Unemployment
Rate – Entire U.S.
5.3%
5.5%
6.1%

Gallon ($)
Of Gas
$2.78
$2.74
$3.68

Consumer
Confidence
(Indexed to value
of 100 in 1985)
101.4
95.4
85.2

Total Housing
Starts/Seasonally
Adjusted Annual
Rate
1,174,000
1,069,000
927,000

Existing Home
Sales
N/A
5,350,000
5,010.000

National Avg.
Mortgage Rate
3.98
3.84
4.16

Market Summary
July 16, 2015

1/01/15

6/30/14

18,094

17,823

16,826

NASDAQ

5,154

4,736

4,408

S&P 500

2,121

2,058

1,960

DOW

Long & Foster Market Minute / June 2015
New Listings Current Contracts Sold Vs. List Price
2,499
1,856
98.8%
Median Sales Price
$225,000
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Months of Supply
3.5

Days on Market
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Company Mission
To serve the needs of contractors and do-it-yourselfers.

“Don’t tell your problems to people; 80% don’t care and the other 20% are glad
you have them.” Lou Holtz, Football Coach
Siewers Lumber & Millwork
1901 Ellen Road
Richmond, VA 23230
Visit our website for product and general information.
www.siewers.com
Phone: (804) 358-2103

Fax: (804) 359-6986

Hours:
Monday – Friday
7:30 a.m. – 4:30 p.m.

Share with others. . . . . . .
If you know someone that would like to receive our
“Siewers Newsletter”, have them email me at
laurenf@siewers.com and we will add them to our
distribution list.
….Next issue August 19th
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