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“Preserving the Past while Building the Future.”

Celebrating 131 Years of Service
A note from the Siewers Family…

It is hard to believe that we are already coming to the end of another fall season in
Richmond, Virginia. During the month of November we have a treasured holiday,
Thanksgiving, allowing us time to pause and give thanks for all we have. During this
time let us all remember our military who are protecting our freedoms as well as those
that have no one to celebrate the holiday with this year. We are so very thankful for you
and your associates for thinking of Siewers Lumber Company for your building needs!
Thank you for all you do to make Siewers Lumber Company successful!
Too, we hope you are able to gather with friends and family this Thanksgiving holiday to
enjoy a bountiful feast. During all the hustle and bustle of the day, try and pause, look
around and give thanks for all the blessings that surround you.
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

Tips for Maintaining Control of the Punch List

By Steve Nicholls

The ‘punch list’, a grouping of tasks and problems that need to be addressed before final
project sign-off, this is the way the industry copes with getting the work finally
completed and signed off. With well-executed procedures, there are a few ways all
parties can prevent the punch list from becoming a tiresome and unending problem for all
parties.
Start out with the end in mind, by addressing the punch list before you start the work, in
the construction contract. Who specifically will generate the final list of to-do items?
The best result is to have the owner, the design professional and the contractor agrees in
the contract document. You should specify a written list, do not rely on a verbal one.
When that time comes, set a meeting and have the three parties do it together, if possible.
The construction contract should probably have the final payment schedule be tied to
punch list completion, that way there’s a financial incentive for the builder to actually
finish the job. But don’t make it more than 2% or so, it’s very rare that the finish-up is
worth anything more than that amount.
Most good contractors will develop a room-by-room list of unfinished items: paint dings
and scratches, sheetrock repairs, finish carpentry fixes, electrical trim-out, whatever it is.
And toward the end of the work, it’s good to have the list be blue-taped up on the wall in
each room so the items can be checked off as they get completed.
However the punch list gets dealt with, it’s often the ending of the work that sticks in
people’s minds. Conducting a close out meeting with client, designer and contractor all
present a great chance to make sure everything’s done to the customer’s satisfaction. It
also provides an opportunity to address any issues, to let the customer ‘vent’ and to take
care of any final items, then move on to the next project.

Yes, You Can Turn Off that Phone and Still Be a Business Success

By Paul

Winans

Recently I talked with a client and his production manager about the stress and fatigue
the production manager is experiencing. The production manager more or less responds
to any text or call that he receives, no matter what time it is.
The result is that the production manager is almost always stressed and tired. This
probably makes anything he tries to do not as well-done as he would like it to be. With
the resulting errors occurring and things being forgotten, the production work load gets
bigger and bigger.
You might say that the production manager is addicted to the stimuli his phone provides.
This is not unusual. A recent article gave the reason why “…Smartphone’s are a potent
delivery mechanism for two fundamental human impulses, according to Paul Atchley, a
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psychology professor at the University of Kansas, our quest to find new and interesting
distractions and our desire to feel that we have checked off a task.”
The only way your clients will get the good job they are paying for is if the clients don’t
communicate with you and your employees 24/7. On work days between, say, 5 pm and
7 am, let the clients know you will have your phone on airplane mode or off. Do the
same with your weekends. Decide not to be available and tell them your people need
time to have a life and live it.
Have one cell phone that rotates each weekend between all the people in the company.
That is the emergency number which is given to clients, the number to call when a TRUE
emergency has occurred outside of the boundary hours.
While you are awake, put the phone down for at least a couple of hours. Live your life
without it. The world is a great place. You can’t see much of it looking down at your
screen.

Homes Getting Larger as Market Growth Continues
As the housing market continues its recovery, homeowners are increasingly seeking more
square footage while simultaneously looking for increased accessibility inside and
outside of the home. Specifically, 36% of surveyed architects in the first quarter reported
that the square footage of upper-end homes is increasing.
Accessibility also remains a key concern when it comes to home design, with 70% of
surveyed architects reporting increased activity for that characteristic. The AIA survey
results mirror the findings of recent reports issued by the National Association of Home
Builders. Those reports note that the average size of new homes has continued to rise for
the past several years. The share of new homes with at least four bedrooms has also been
on an upward trend, as has the percent of homes with a least three full bathrooms.

To Stay Profitable, Do Sweat the Small Things

By Bruce Kelleran, CPA, CKD

Over the past several years, most of us have gone through a period of belt tightening and
taking care to watch our “pennies” in order to survive the recession. Now that the
economy seems to be returning to normal and in some parts of the country actually
booming, there is a tendency for kitchen and bath dealers and designers to relax. Too
often, we stop paying close attention to the small decisions that come our way.
PERSONNEL: As your staff shrank to fit a reduced revenue base, those remaining were
faced with a somewhat reduced work load and were willing to take on added
responsibilities in order to help your business survive. As business picks up, the work
load will increase for those same individuals.
If your business has survived the recession, you have likely developed much efficiency,
allowing fewer people to accomplish more. Be careful that an improving business
climate does not cause you to abandon these things.
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Great care should be taken when making personnel decisions. It’s usually best to hold off
adding permanent employees until there is certainty that their need is real and permanent.
When you do add to your work force do not settle for the proverbial “warm body” but
make every attempt to find the right person for the job. There are services that can be
used to perform background checks on individuals and utilizing these should be
considered to get a more comprehensive picture.
JOB COSTS: One of the areas that are often overlooked is the many, seemingly small
choices and decisions that are made, either in the office or in the field, which can add up
to significant amounts.
The following are reasons for loss costs on a job:
• Not ordering enough material on time.
• Incorrect manning on the project.
• Leaving materials off the estimate.
• Inadequate protection of client premises.
• Extra trips to the job.
• Under qualified people performing work they don’t understand
These things taken by themselves may not cost a huge amount, but they will add up. If
there are 10 such occurrences on a job where your gross is supposed to be $25,000 and
each of these “mistakes” result increased cost of just $100, your gross profit has been
reduced by 4%.
OVERHEAD: Many overhead costs and decisions would not be considered small, such
as office space, vehicles or large equipment. On the other hand, others are not major and
usually have some discretion as to whether they are incurred.
A reality about overhead is that it is much easier to increase it than to cut it back. When
times are flush, it’s easy to okay any number of questionable expenditures that would
have seemed frivolous or unnecessary in more normal times. General and administrative
overhead functions tend to grow, that is why your staff will still seem extremely busy,
even when the volume of business drops.
The point to keep in mind is that each and every decision you or your management team
makes will have an impact on your bottom line. While any one of these may seem trivial,
the cumulative effect can be substantial. If you make it a practice to approach each of
these in a conservative and frugal manner, the positive impact on your profit picture can
be impressive.
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Quick Contractor Tip

Center a drain-line hole in a cabinet By Geoffrey Montague
A quick, easy method for centering the drain behind the back of a cabinet is to take the
length of masking tape and twist it so that the sticky side faces out in the middle. Stick it
to the wall over the drainpipe. Push a rare-earth magnet into the center of the tape. Next,
move the cabinet into its position and place another rare-earth magnet on the inside of the
cabinet’s back panel. Move it around until it is drawn to the other magnet. Now you can
trace around the magnet to know where to center the drain-line hole in the back of the
cabinet.
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!

Congratulations 2015 NARI – Central Virginia Chapter Winners
Residential Kitchen Under $70,000

Custom Kitchens

Residential Kitchen Over $70,000

Hampden Hill Custom Building

Residential Interior Remodel

Lane Homes & Remodeling, Inc.

Entire House

Hampden Hill Custom Building

Residential Bath Over $35,000

Custom Kitchens Inc.

Residential Addition

C.L. Shade Drafting

Home Theater Automation

Sound & Image Design

Organizational Remodel or Uplift

Closet Factory
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Formica Elite Form
Introducing Formica Elite Form, a new technology that delivers industry-leading scratch
resistance and impressive durability.
Gloss Countertops? EliteForm Makes it Possible.
While many laminate products only offer gloss finishes for vertical applications like
cabinets, Formica® Laminate with EliteForm technology is so durable that we can now
offer our popular Gloss finish for horizontal applications, including countertops! With
EliteForm technology, you can enjoy the stunning look of a glossy countertop or tabletop
without undue fear of scratching and marring.

Lasting, More Durable Surfaces? Yes, Thanks to EliteForm.
EliteForm technology features industry-leading scratch resistance so that your
countertops are able to stand up to the wear and tear of daily life.
Come by and talk to Kellene Gordon, “She has the gravy for your turkey of a kitchen”.
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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 John Cronly our
November winner!
Happy Thanksgiving!
Siewers will be closed Thursday, November 26th and
Friday, November 27th for Thanksgiving. We will reopen
Monday, November 30th at 7:30 am.
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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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.
5.0%
5.1%
5.8%

Gallon ($)
Of Gas
$2.19
$2.29
$2.98

Consumer
Confidence
(Indexed to value
of 100 in 1985)
97.6
103.0
94.1

Total Housing
Starts/Seasonally
Adjusted Annual
Rate
1,060,000
1,191,000
1,079,000

Existing Home
Sales
N/A
5,550,000
5,160.000

National Avg.
Mortgage Rate
3.80
3.89
4.04

Market Summary
August 18, 2015
DOW

1/01/15

10/31/15

17,489

17,823

17,390

NASDAQ

4,986

4,736

4,630

S&P 500

2,050

2,058

2,018

Long & Foster Market Minute / Oct. 2015
New Listing

1,970

Median Sales Price

$214,950

Current Contracts l,413

Days on Market

56

Sold vs. List

Months of Supply

4.8

98.8%
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Company Mission
To serve the needs of contractors and do-it-yourselfers.

“We can’t solve problems by using the same kind of thinking we used when we
created them.” Albert Einstein
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 December 17th
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