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“Preserving the Past while Building the Future.”

Celebrating 131 Years of Service
A note from the Siewers Family…
The Siewers Architectural Product Show will be on Thursday, October 1st!
As Richmond prepares for the World 2015 Bike Race, Siewers Lumber Company is
preparing for our bi-annual Architectural Product Show, which will be held at our facility
on Thursday, October 1st. This year we will have 20+ vendors working the event to
answer any and all of your questions. As in previous shows, Siewers will provide a
catered meal prepared by Champagne Taste! We will host Architects for lunch from
11:00 to 1:00 and a contractors dinner at 5:00 to 7:30. Please make this a company event
and invite your entire crew, just let us know how many will be attending.
Also, not to be missed is the “Keynote Speaker” for this year’s show, Attorney Turkessa
B. Rollins. Ms. Rollins will be speaking on the use of Contract Forms, Change Orders,
Mechanic’s Liens, DPOR and other compliance issues. All that attend will receive an
invaluable Construction Law Survival Manual. The program and manual are all free of
charge. Please join us at 2:30 in the showroom (and don’t forget to RSVP).
For all our architects and designers, we will be having AIA Certification Classes with a
complimentary breakfast! We will have 2 morning classes followed by a great catered
lunch. Please RSVP to any/or all of these events.
Thank you for your time and interest in our newsletter as well as your feedback on ways
of making it better. There are some great articles this month on finances, networking,
markups and some really cool resting workbenches. Please continue to let us know your
needs and that your needs are being met.
-The Siewers Family
1

August 19, 2015

2

Contractor News

The Talk

By Vince DiCecco

People make their buying decisions based on emotion, especially when it comes to
purchases for the home. One of the most effective ways to close a sale and ensure a
happy customer is to find out what is most important to those doing the buying and sell to
that need in a way that makes it a pleasurable experience. Want to be thought of as “a
joy” to do business with? Here are three ways:
Be different than the norm. Find your unique value proposition – that one thing that
you’ve mastered and that your competition doesn’t know how to do, doesn’t think to do,
or isn’t willing to do.
Be genuine. Be authentic and express yourself in a down-to-earth, unscripted voice. If
you come across as a dull, faceless company, you’ll simply turn people off and have them
think you really don’t care. Boost your popularity by communicating with passion,
sharing your stories and getting personal. Also, the marketplace is swamped with free
consultations, estimates and other “goodies”. So, if you want to stand out, even your free
offers - - i.e. low cost to you, high value to them - - must be remarkable and memorable.
Be open to suggestions and customize the order. Seek feedback with follow up calls.
Keep your fingers on the pulse of what your target niche is looking for. You may not be
able to accommodate every request or idea. But, if you are open-minded, assure people
that they’ve been heard and taken seriously and are generally “there for them”, they will
remember how special you made them feel and how enjoyable it was to do business with
you. When you lose a job, ask the customer a few questions that can help you get the
next one and thank them for the opportunity that leaves them with a good feeling and
may cause them to come back to you again.

5 Monthly Actions That Will Immediately Improve Your Finances

By Kevin

Daum

Monday is a great day for scheduling a regular activity. It sets the tone for the whole
week. If you’re not happy with your bank balance, try spending 30 minutes each
Monday on these simple financial activities and watch your financial condition improve
in a few short weeks.
1.

Live without one luxury: A luxury doesn’t have to be expensive. It could be as
small and simple as the brand of coffee you are buying or as big as driving that
gas guzzling SUV. Find something simple and try going without it for a week.
Nearly every business has something that they can do without for at least a week.
You won’t know what it is until you try it.

2. Call one person who owes you money: Accounts payable can be a big issue for
companies and individuals alike. If someone owes you money, you need to
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collect. Money can be a difficult subject, especially with friends, family and big
clients. But you don’t need to approach the situation by hiring a thug with a
baseball bat. Call the debtor and have a reasonable five minute conversation. Just
get a dialogue going and remind them you are trying to make a living.
3. Reduce one item in your budget by a few percent: Every business and
individual should have a scheduled list of expenses, but most don’t visit it
regularly. Most likely, given a little attention, there are ways to reduce your
spending on many of those line items. Here’s your chance: Pick one item each
week and commit to finding a way to reduce it. Perhaps it’s by switching
vendors, cutting consumption or buying bulk in advance. Just apply some mental
energy and tackle one item each week.
4. Put a little aside: Saving is easier for some and harder for others. The best way
to save is to make it automatic. If your cash flow is variable, at least create the
habit of savings. Each Monday move some money from your pocket or your
bank account into a safe place. It could be $1 or $1,000, but put it in a place that
is hard to get to. For decades my CPA has told me about his “Fishing Account”.
He regularly takes a little bit of money and feeds this account earmarked for his
future fishing trips. Create an account or use a hand-to-access piggy bank. Once
the savings start to accumulate it will perk you up every week.
5. Work on cash generating ideas: The best way to increase your bank account is
to make more money. Most individuals and companies alike have control of their
own destiny. Do a little brainstorming with your team about how you can make
more sales, or develop a new product. Then dedicate time during the week to
further the best ideas. If you are on your own, think about all the ways you can
get more money coming in. Perhaps you can increase performance, find a better
position, or even start a new company. Figure out a path that energizes you and
take action.

Boosting Referrals Through Networking By Bryan Reiss
As salespeople, we are always busy with our existing clients, managing the leads and
striving to develop new business opportunities. One way to develop new opportunities is
through the use of an age-old practice called networking. Mastering the art of
networking is one of the best ways to grow your business.
If you can master the art of networking and ultimately reap the benefits from a great
referral, you will certainly be adding new business opportunities, which leads to
increased sales and more dollars added to your company’s bottom line. The networking
process starts with some direct interaction with the prospect, then the cross referral. This
process must become cyclical and is vital to the continued growth of the relationship.
To sustain this ongoing relationship for a good length of time, it’s crucial to keep that
referral/cross referral wheel turning. When it comes to networking, new opportunities
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present themselves at random times; other times you must seek them out. It could be
someone you know that you run into at the grocery store, or it could be a business
networking event that you have plans to attend. Regardless of the type of setting, though
networking opportunities have similarities in how the interactions should be handled.
Regardless of where you are when you’re networking, common sense (and some
guidance from the childhood lessons learned from our parents) tells us to look the person
in the eye as you are speaking to them. I’ll also lean in a bit or tilt my head as though I
am fully engaged in what the other person is saying. This will instill confidence in the
person you’re speaking with that they have your full attention, which will make them feel
more comfortable talking to you and more apt to chat with you longer and in greater
detail. I will also try to use their first name mixed into our conversation two or three
times. People tend to feel a little more important when they hear their name used during
a conversation – plus, I have a terrible time remembering people’s names, so using their
name in conversation helps me later with remembering them, what they do and how we
met.
I’m a firm believer that to have continued referrals from your networking sources, you
have to supply them with cross referrals as well. This is the balance that keeps the
relationship moving along and keeps your company at the forefront of their minds when
referring you or your services.
If network opportunities present themselves outside of work, don’t be afraid to strike up a
conversation with someone you might not know. You might have some great
opportunities in front of you – and without asking you might never know.

Comparing Contractor Markups Can Be Pointless and Very Risky
By Shawn McCadden

Many remodelers determine that pricing structure by copying what other businesses do
rather than figure out what markup their business actually needs to use. Comparing or
copying markups or margins is pointless and very risky without knowing how they were
determined. The decision about what costs or expenses go above or below the gross
profit line can be different at different remodeling companies. Therefore the markup
each company will need to use to cover overhead costs and planned net profit will be
different.
Revenue:

Material Revenue
Labor Revenue
Sub Revenue
Other Revenue

Overhead
Expenses:

Sales
Marketing
Production Mgmt.

Direct Cost:

Material Costs
Labor Costs
Sub Costs
Other Costs

Office
Interest
Professional Fees
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Revenue and Direct Costs are above the line cost. Overhead Expenses are below the line.
Indirect costs are the overhead expenses plus net profit added together.
The businesses’ total indirect costs divided by the expected direct costs for an anticipated
volume of work equals the required markup % to add to estimated direct costs.
It is also important to know that fewer than 20% of remodelers actually know the true
costs of being in business. That means that 80% or more are using what has been
referred to as the WAG (Wild Ass Guess) method when it comes to deciding what
markup they use to price the projects they sell.
You need to do the math or you won’t know whether you are buying or selling jobs!
Your ultimate success hinges on knowing the true costs of being in business and how to
profitably price the work you sell.

September Bike Race
The Richmond area will be hosting the international community next month and many
area streets may be closed. To get the whole list you can go to
http://richmond2015.com/. In order to see all the new rules for dealing with the new
traffic rules go to www.sportsbackers.org.

Pressure Treated Retention Levels – “Above Ground” or “Ground
Contact” By Fred Siewers
The confusion about retention levels with pressure treated wood began to occur when the
industry stopped using chromate copper arsenate (CCA) for residential use. Retention
level refers to the amount of preservative that remains in the wood after the treatment
process is complete. Today, pressure treated lumber is treated with a wide range of
inorganic chemicals. Siewers used treated lumber treated with micronized copper azole.
The new treatment and retention levels provide the same resistance against decay,
weather and insects as the old treatments.
It is important to note that not all treated wood is created equal. The level of rot
resistance is directly related to the amount of chemical preservatives in the wood and the
type of chemicals used. Lumber that is stamped “Above Ground” should be used only
where it won’t touch the ground. Lumber designated “Ground Contact” can be placed
directly on or in the ground. The mills that Siewers uses have tags on the end of each
piece to label “Above Ground” or “Ground Contact”.
Siewers Pressure Treated Products: All 1x, 5/4x and 2x materials are “Above
Ground”; all 4x and 6x materials are “Ground Contact”. Although these have become
standards in the industry, if you buy from other dealers, check their retention levels
because they could be different.
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Pressure Treated Decking: Siewers 5/4 x 6 decking materials are a premium grade with
a built in water repellant.
Siewers 2 x 4 and 2 x 6 pressure treated products are “Treated Series Lumber”. They
have the same benefits of our “Framer Series Lumber” which is our entire yellow pine
framing materials (2 x 4, 2 x 6, 2 x 8, 2 x 10, 2 x 12). Treated Series Lumber” is
manufactured to remain consistent straight, true and predictable. Although the 2 x 4 and
2 x 6, cost more than standard 2 x 4 and 2 x 6, most contractors prefer the straightness
and no cull which ultimately saves time and money.
Thanks to Ralph Thomas of Ralph Thomas Home Improvements for the great suggestion
to help clarify these issues and sharing with his fellow contractors.
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Quick Contractor Tip

These stupid-simple nesting workbenches could be better—but only a little.
By David Frane

One of the pain points for most tradesmen is the tension between floor space and work
surface. Keep enough tables and benches around for everything that might need to go on
top of them and there’s nowhere to walk. Keep enough open floor space and there’s
nowhere to put your stuff. What to do?
Cabinet maker, Malcolm McGrath, came up with a stupid-simple solution, rolling nesting
tables. Made from sheet goods and 2-by material, the tables are sized to fit one under the
other. I might have used more sheet material and less framing lumber, but then the idea is
what matters—not the particulars of construction.
At first glance, it seems strange the front legs aren’t braced side-to-side, but the fronts
must be open for the tables to nest. One thing I would have done differently is use
locking casters. If installed diagonally across from each other it would only take two per
table to keep the table from rolling around.
By the way, when I refer to McGrath’s solution as stupid-simple I mean that as a
compliment. The best solution is the simplest one and these nesting benches are so simple
it makes me feel stupid for not having thought of them myself. Bravo Malcolm!
Cabinet maker Malcolm McGrath came up with a stupid-simple solution, rolling nesting
tables (video below). Made from sheet goods and 2-by material, the tables are sized to fit
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
1974 After 6 years of agony and negotiating, we finally were able to settle with the RMA
(Richmond Metropolitan Authority) about relocating from the original Siewers location
at Belvidere and Canal to Ellen Road. The one thing that helped as much as anything
was the passage of the 1972 Relocation and Assistance Act by the General Assembly of
Virginia, that states you could not be left with a non-economic remnant. With the
passing of this law the RMA was made to purchase the mill property. It allowed us to
receive enough money to purchase the land and building at 1901 Ellen Road.
Although the building looked like it had been bombed during the 2nd World War, Freddie
persuaded me that with the money we received we could remodel and construct a
modern, great looking building.
Upon settlement with the RMA in February 1974 we had until June 1st to move out of the
property at Belvidere and Canal Street plus the yards on Canal and Jefferson Street.
On the Sunday before we were to begin operation completely for the first time at our new
location, I drove the last vehicle (a fork lift) with Freddie following in a pickup truck to
the new location. We went up Laurel Street past the Cathedral and out Broad Street to
Meadow Street. We took Hermitage Road from Meadow to Robin Hood Road straight
on to Ellen Road and the new yard. It was 7:00 am on a Sunday. There was little to no
traffic.
The move was complete and we began to operate in our new location the first week in
June, 1974
On behalf of all of us at Siewers Lumber, we hope you have enjoyed reading Johnny’s
great recollections of his 56 years here at Siewers Lumber & Millwork.
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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 Steve Berg our
August winner!
Siewers will be closed, Monday September 7th
For Labor Day.
We will reopen at 7:30 am on September 8th.
Reserve your spot for the
2015 Siewers Architectural Product Show
October 1st, 5:00 pm to 7:30 pm.

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.
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Open Floor Plans
Open floor plans continue to satisfy the desire for gathering and connecting, while
allowing a transition for multi-purpose uses – integrating foyer, kitchen, dining and living
functions. Glass walls, sliding doors and other transparent features open the home to
patio or garden rooms. Home management is being facilitated by utilizing a service entry
that features a message center with key racks, mail slots and individual lockers for each
family member.
We are taking a new step here at Siewers, we will be offering a revolutionary product
from Dekton Countertops. They are a new concept in the world of design and
architecture. Made by sophisticated raw materials used in the glass, procelanic and
quartz surfaces production, Dekton is a material with unique characteristics and infinite
application possibilities such as countertops, flooring, and cladding, facades for both
inside and outdoors.
Stop by and see our new line of Dekton products. Then ask Kellene to help you design a
great new open floor plan for your family.
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Economy Snap Shot……….

July 2015
Prior Month – June 2015
Prior Year – July 2014

July 31, 2015
Prior Month – June 2015
Prior Year – July 2014

Unemployment
Rate – Entire U.S.
5.3%
5.3%
6.2%

Gallon ($)
Of Gas
$2.67
$2.78
$3.52

Consumer
Confidence
(Indexed to value
of 100 in 1985)
90.9
101.4
90.3

Total Housing
Starts/Seasonally
Adjusted Annual
Rate
1,206,000
1,204,000
1.095,000

Existing Home
Sales
N/A
5,490,000
5,070.000

National Avg.
Mortgage Rate
4.05
3.98
4.13

Market Summary
August 18, 2015

1/01/15

7/31/15

17,545

17,823

16,563

NASDAQ

5,091

4,736

4,369

S&P 500

2,102

2,058

1,930

DOW

Long & Foster Market Minute / July 2015
New Listings Current Contracts Sold Vs. List Price
2,411
1,820
98.9%
Median Sales Price
$220,000

Months of Supply
3.9

Days on Market
49
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Company Mission
To serve the needs of contractors and do-it-yourselfers.

“People of mediocre ability sometimes achieve outstanding success because they
don’t know when to quit. Most men succeed because they are determined to.”
George Allen, 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 September 18th
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