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“Preserving the Past while Building the Future.”

Celebrating 131 Years of Service
A note from the Siewers Family…
We hope all of you were able to come to our Architectural Products Show. Many thanks
to our 35 Vendors, who helped host another successful event! We had 40 Architects join
us for lunch and over 300 of you, our customers and family members joined us for our
Contractor’s Dinner! Thanks again for making this year’s show a huge success!
We have several new Cabinetry Displays in our showroom! Our Cabinet Specialist,
Kellene Gordon, can help you design cabinets for your Kitchens, Laundry Rooms, Bars,
Craft Rooms, Garages, Bathroom Vanities – and now your outdoor kitchens too! We just
picked up the NatureKast Outdoor Cabinets, which specialize in cabinets for your
outdoor cooking needs! Please remember Siewers for all your Cabinet needs! Kellene is
happy do as little (just ordering) or as much (measure, draw plans, design, coordinate
selections, install, template/install granite) as you would like! Please give her a call!
Thank you for reading our newsletter and for your feedback on ways of making it better.
Please continue to let us know your needs and that your needs are being met!
-The Siewers Family
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Contractor News

Want a Role Model? Pick FDR, Not Pollyanna By Craig Webb
It’s been said that one of the most frightfully sobering moments a newly elected president
experiences comes at the first national security briefing. That’s when the next occupant
of the White House discovers just how many people are planning to do bad things to this
nation. Innocence suddenly lost, this new leader must then go out before the public,
smile and speak optimistically about the future. That is a profile in courage.
Lots of remodelers remind me of those newly elected presidents before that first briefing.
That waft along in a step of innocence, failing to implement security practices because
nothing bad has happened to them or they can’t imagine a problem ever occurring.
Here’s an example: I was speaking recently with a husband-wife remodeling team that
uses the old-and potentially trouble-causing-practice of billing one-third up front, onethird in the middle of the project and one-third at the end. I explained that experts argue
you’d be much better off billing more often and setting up the schedule so that the final
payment is no more than 10% of the total job. We don’t see the need to change, they
replied. Why? Because in their 6 years of business, they have never had trouble
collecting. “It’s never happened to us” doesn’t mean it never will happen. Likewise,
“I’ve never heard of it happening” doesn’t mean it’s never occurred, just that you haven’t
been in a position to learn first-hand.
Characters like Pollyanna, types who never see the bad in people are entertaining to
observe, but only in the fictional world they inhabit. You’re better off modeling yourself
after real leaders like Franklin Roosevelt and Winston Churchill. They knew that people
for the most part are good, but that didn’t stop them from watching out for trouble.

Easy Solutions for Homowners’ Shoulda, Coulda, Wouldas

By Lauren Hunter

Hindsight is 20/20, so first time remodeling clients are lucky to work with remodelers
that have been through the process hundreds of times. Try these suggestions to help your
client avoid these pitfalls.
1.

Shared Wall Solutions When dealing with a shared wall where sound can be an
issue, suggest sound-suppressing insulation and drywall can help as well as
acoustical sealant between material layers. Media rooms may need additional
sound management, as well as open-concept homes with high ceilings and sound
reflective surfaces like granite countertops and hardwood floors.
2. More Power to the Kitchen Whether it is to plug in a blender or charge a mobile
device, it is important to have the right amount of power in the right places around
the kitchen. You may wish to suggest pop-up outlets or pop-out outlets.
Remember that standard design calls for standard outlets to be raised to about 18”
off the floor and should be kept within easy reach for wheelchair users.
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3. Ditch the Dust Don’t underestimate how much construction dust will permeate
the rest of the living space. To minimize dust from the start, low-dust drywall can
help stop the nuisance before it starts. Remember to keep to the rules set up by
the EPA Lead Paint Rules.
4. Outline the Process Setting expectations early on is essential to a successful
project timeline and that should happen as early as the first sales meeting.

Dealing with Hazardous Substances on the Construction Site
Click here to open the story.

Dealing with Client Conflict: How to Navigate the 4 Stages

By Stephen Covey

Every company has some conflict with clients from time to time. The way your team
handles these occurrences can mean the difference between creating a loyal client for life
and a disgruntled homeowner who will spread their dissatisfaction throughout the
community.
Seek first to understand, and then to be understood. Stephen Covey, Author
There are the four stages to the client conflict cycle. Following are tips and tactics on
how to handle a disgruntled client throughout the way.
Stage 1: The notification
This is when your client first voices his concern. You may receive a phone call but even
more common is an email. (Probably because it starts the paper trail for the worst case
scenario).
While email is a great way to communicate, it’s not the way to respond to problems.
Even if your client chooses to complain in an email, resist the urge to follow suit. Instead,
pick up the phone and set a time to meet face to face.
A friend and fellow business owner says, “If you find yourself having difficulty writing
an email in response to a client, that’s a clear sign that it’s not an email issue.”
Stage 2: Remove the splinter before it gets infected
The longer it takes to address the problem the bigger the problem gets in your client’s
eyes. No one enjoys facing unhappy customers, but speed is one of the most important
elements in handling these issues effectively.
The minute you hear about a problem—whether directly from a client or from an
employee—reach out immediately. This shows that you are concerned and dedicated to
client satisfaction.
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Stage 3: Release the pressure
When you finally meet with the client, keep your cool. Even if you know the client is
dead wrong, don’t let your emotions get the best of you. Losing your temper will get you
nowhere and could damage your relationship forever.
Most importantly, listen first. You may be tempted to try to solve the problem right away
(or worse, defend your position). But by this point the problem has been festering. You
need to allow the client an opportunity to vent. So let him. Don’t interrupt. Just listen
carefully to what’s being said. It shows that you sincerely care about the problem and
want to help.
Stage 4: The Solution
Once he’s released all the pent up emotion, it’s time for you to talk. The first words out of
your mouth should be his. In other words, repeat the concerns he just voiced. This
reinforces to the client that you were listening and understand the problem – it helps calm
the situation.
Say, “Let me see if I understand. You’re unhappy because. . .” In addition, repeating the
issue will ensure that you and the client are in agreement about the full scope of the
problem.
If you’re not certain what will make the client happy, ask him. This way, he can have
some input into solving the issue. Plus, in many cases the client will offer a solution
that’s much less time intensive or expensive than you had expected.
Conclusion
While we’d all love to go through life without having to deal with client complaints,
that’s simply not reality. Problems will arise. So instead of putting your head in the sand
and avoiding the issues, follow these tips to turn problems into opportunities!
Quick Contractor Tip

Simple Trick That Can Keep Client Happy
If your crew leaves scuff marks on the customer’s vinyl floor, don’t panic. Take a clean
dry tennis ball and lightly rub over the heel marks. Simple tip to eliminate an angry
customer. Found on Pinterest.
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.
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Thanks to everyone for another great Siewers
Architectural Product Show!

Thanks to all those who brought their
families out in the rain!

Big thanks to all our vendors!

And another year with great food.
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2015 Kitchen Remodeling Trends
Oak Wood Kitchen Cabinets Are Still In: Who doesn’t love a nice set of wooden kitchen
cabinets? Oak has been the popular choice as of late. Folks are going with blond wood
stones like white oak, rather than the typical red oak. There is also an uptrend in the use
of mixed wood colors for kitchens.
Oil-Rubbed Bronze Overtaking Stainless Steel Fixtures: The rising trend in stainless
steel fixtures over the past decade is now changing towards oil-rubbed bronze. It can be
used in a combination of textiles, bricks and other interior surfaces. Other options
include brushed chrome or nickel.
The day still hasn’t arrived where stainless steel and granite are obsolete. They continue
to be top choices for a lot of kitchen remodels in 2015.
So stop by and talk to Kellene our “Design Queen”.

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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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 Pete Cathell our
October winner!
Don’t forget to come by Siewers on the 30th to check out
our HALLOWEEN Costumes! Boo!
Keep those “Siewers Selfies” coming!

The Siewers T-Shirt has begun its travels. A family fishing trip at Lake
Winnebigoshish, Minnesota. 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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Economy Snap Shot……….

Sept. 2015
Prior Month – August 2015
Prior Year – Sept. 2014

Sept. 30, 2015
Prior Month – Aug. 2015
Prior Year – Sept. 2014

Unemployment
Rate – Entire U.S.
5.1%
5.1%
5.9%

Gallon ($)
Of Gas
$2.29
$2.44
$3.33

Consumer
Confidence
(Indexed to value
of 100 in 1985)
103.0
101.5
89.0

Total Housing
Starts/Seasonally
Adjusted Annual
Rate
1,206,000
1,132,000
1,026,000

Existing Home
Sales
N/A
5,310,000
5,100.000

National Avg.
Mortgage Rate
3.89
3.91
4.16

Market Summary
October 20, 2015

1/01/15

9/30/14

17,230

17,823

17,043

NASDAQ

4,905

4,736

4,493

S&P 500

2,033

2,058

1,972

DOW

Long & Foster Market Minute / Aug. 2015
New Listings Current Contracts Sold Vs. List Price
1,953
1,344
98.2%
Median Sales Price
$214,000

Months of Supply
5.7

Days on Market
59

NOTE: As of publish date, the Sept. figures were not available.
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Company Mission
To serve the needs of contractors and do-it-yourselfers.

“It’s very easy to be different, but very difficult to be better.”
Jonathan Ive, Apple V.P.
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 November 19th
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