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“Preserving the Past while Building the Future.”

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

Where did 2015 go? The old saying, “time flies when you’re having fun,” really is true!
We’ve had a fun-filled year serving you and we are very anxious for 2016 to arrive as we
have more “fun” in store for you next year!
**ATTENTION** – The KATZ Road Show is returning to Siewers Lumber Company!!
While we do not have an exact date yet, PLEASE mark your calendar for the week of
June 13-17th. We will let you know the exact date as soon as we have that information!
If you have not attended a KATZ Road Show in the past, you must reserve the day for
this interactive day long skills workshop. To find out more information, you may visit
www.katzroadshow.com .
As we navigate through this busy holiday season, we want to stop and take this
opportunity to again say “Thank You” for your business and for the many ways you have
allowed us to serve you. We are very proud of our team here at Siewers Lumber Co. and
hope that we have been of benefit to you and your business throughout this year! Please
let us know how we may better serve you in 2016!
We hope that you and your family have a joyous and peace-filled Christmas Season!
Please take this time to catch up with friends and loved ones and cherish all the special
moments the season has to offer!. Wishing you a safe and prosperous 2016!!!
Merry Christmas and a Happy New Year!!

-The Siewers Family
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Contractor News

Homeowner Values, Ambitions Seen Consistent Across Generations
These are some of the key conclusions of the fourth annual “Houzz & Home” survey,
conducted by Houzz Inc., the California based only platform for home remodeling and
design.
According to the survey’s findings, a key motivation for renovation projects among
Millennial homeowners is making a newly purchased home their own.
Kitchens continue to be the most popular interior remodeling project among all age
groups, with nearly one-third of surveyed homeowners tackling this room in 2014.
According to Houzz, 84% of the surveyed homeowners hired a professional-including
kitchen and bath design professionals- to assist with or oversee their remodeling projects.
Homeowners were also likely to hire landscape contractors (19%), interior designers
(12%), architects and landscape architects/designers (10% each). Nearly half (48%) of
those surveyed who hired a professional leveraged a specialty service provider such as
painter (15%) directly, without the help of a general contractor.
When it comes to the challenges homeowners face during renovations, finding products
and professionals top the list (both at 33%). However, staying on budget is the biggest
challenge for Millennials (38%) versus 29% for younger Baby Boomers.
Over half (56%) of 60+ households plan to stay in their homes indefinitely, with many
renovating their homes for this purpose. Renovating kitchens, bathrooms and improving
accessibility are the biggest investments.
Twenty-five percent of renovating homeowners rank smart home technology as a “veryto-extremely important” consideration for recent home renovations. One in four installed
home automation systems in 2014.
Homeowners were divided on the importance of health concerns as they pertain to their
2014 renovations. While two in five of U.S. homeowners rate health concerns as “veryto-extremely important”, one in five homeowners rate them as “entirely unimportant.”

Here’s When Economists Expect to See the Next U.S. Recession By Victoria
Stilwell and A. Catarina Saraiva

Some advice for President Obama’s successor: bring a plan to fight the next recession.
That’s one conclusion drawn from a survey of economists Sept. 4-9, where the median
forecast of 31 respondents has the next downturn occurring in 2018.
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Assuming the collective wisdom of economists is right – which is a generous assumption
given that predicting business cycles isn’t exactly a cakewalk – it puts the current
expansion on track to have a lifespan of about nine years. That’s a pretty good run,
though the honor of the longest expansion on record would still belong to the decade that
ended in March 2001.
The current recovery has already beaten the postwar average of just under five years,
mostly because improvement in the economy has been so slow. Payrolls only started to
really pick up last year, and growth, while steady, hasn’t been anything to write home
about. Economists expect the U.S. to expand at a 2.5% annualized rate this year, just a
tick above last year and much slower compared with growth in other recoveries.
The survey also suggests that the next U.S. president will have just one calendar year to
get settled before a downturn occurs. They may want to solicit some advice from
Obama, who took office in January 2009, during the deepest recession in the post World
War II era.
Meanwhile China, the world’s second-largest economy, is slowing, and other emerging
markets such as Brazil, South Africa and Russia are also struggling. Commodity prices,
trade and inflation are all sluggish. And growth in developed economies may not be
strong enough to help keep the world from slipping into a contraction. All that was
enough to prompt Citigroup Inc.’s chief economist, William Buiter, to assign a 55%
chance to some form of global recession in the next couple years.

Two Critical Budget Mistakes

By Judith Miller

For most residential contracting firms, the end of the first quarter means a good review of
your company budget compared to actual results. And that is when you discover two big
mistakes.
THE FIRST MISTAKE
Typically most prevalent among younger companies, the mistake centers on unrealistic or
dangerous assumptions. Unrealistic increases in volume combined with unrealistic
decreases in job costs produce great numbers on paper, but are difficult to put into
practice without specific, measurable tactics implemented by seasoned management.
Such budgets tend to be disregarded and round-filed at the first opportunity. As a result,
the opportunity to repair as well as review is wasted.
Solutions can be building a more accurate job estimate as well as the following:
• Hold your company’s annual growth rate to no more than 15% to control
processes and therefore profits
• Budget job-cost savings at no greater than 5% annually
• Learn about fixed and semi-variable overhead costs so you can budget a
reasonable overhead that correlates with the projected revenue goals
• Remember that overhead tends to increase as a percent of sales as the
company grows
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THE SECOND MISTAKE
Growing companies of any size or maturity make this error, which centers on having
insufficient processes and practices for the current level of volume. As they grow,
companies pass through up to five predictable stages.
• Owner does it all
• Owner begins to delegate
• Owner delegates everything except sales
• Owner Delegates everything
• Owner works only on strategy
The mistake is taking on more work before investing in processes and practices to
manage it. Chaos, loss or employee and customer satisfaction and reduced profits
predictably follow.
Solutions are often investing in infrastructure – including tools, equipment, education and
training – that is appropriate to the future. Therefore, investment precedes and controls
growth. Of course, you also need to budget for the increased expenses, devise metrics for
success and monitor the results.
Be as reasonable in your assumptions regarding your processes and practices as you are
in creating the budget. Don’t rush this component of successful growth. Plan for it,
implement it, measure it and then reap the rewards.

5 Facts That Will Help You Win Any Negotiation

By Neil Patel

The best negotiator isn’t the big-talking powerful personality. The best negotiator is
armed with information, backed by research and reinforced by facts and figures.
Negotiation is more detective work than it is anything else. When you can go into a
negotiation with the right information, then you have all that you need to win.
What is the right information? You want as much information as you can possibly
gather, but here are the absolute essentials. Discover these facts and you’re headed
towards a winning negotiation.
1. Know Your Ideal Outcome
The most dangerous mistake of a negotiation is not identifying what you want. If you
prepare for nothing, then you are prepared to lose everything.
Make a list of your desired outcomes and rank them in order of importance. Make this
list as specific as possible, including numbers and prices.
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You can make your list as long as you want, but realize that the items toward the bottom
of the list are not as important as the ones at the top. In this way, you can rank your
priorities and work strategically to gain the most important ones.
2. Know What the Other Party Wants Most
It’s not enough to merely make a want list for yourself. Make a list on the other party,
too.
Many times, negotiators come to the table with one thing on their mind: What I want.
This is shortsighted and lacking in strategy. A negotiation is about two (or more) parties,
And therefore, is about two or more desired outcomes.
Identify what’s in it for the other party. Assess their big goals. Determine their likely
budgets, a probable price point and things that they may be willing to give up.
3. Know Your Disadvantage
Every one of us has some built-in disadvantage that we bring to the negotiation table.
These could be systemic injustices like race, gender or cultural biases. In other cases,
you may be working against the disadvantage of funding, experience, location or business
size.
Whatever your disadvantage—and you probably have one or more –understand this
disadvantage and work with it.
Don’t seek to overcompensate. A disadvantage is not a weakness. It is a reality of
negotiation that builds itself into the negotiation process.
If you can identify your disadvantage prior to negotiation, you build a fortification of
self-awareness and confidence.
4. Know What You Want to Give Away
A negotiation is about give and take. If you want to succeed, you’re going to have to
give away something. Decide ahead of time what you want to give.
When you decide beforehand what you want to give away, you create a powerful sense of
preparedness. You’re untouchable. You’re Confident. You can’t be cowed into handing
it all over, because you already know what it is you’re going to give away.
Don’t frame this as “giving up”. Frame it instead as a gift that you’re giving to the other
party. You’re giving them something that they want. According to Cialdini’s six
principles of influence, this is the principle reciprocity.
Reciprocity states that “people’s natural instinct is to return a favor.” You’re already
prepared to give up something—a term, a price, a time period, whatever. Instead of
merely “giving it up,” make it a point that you’re giving this to them.
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Do so voluntarily with a sense of goodwill and pleasantness. You already know that
you’re giving it, so you might as well make the most of the opportunity.
This tactic is often called “expanding the pie.” It changes the whole feel of a negotiation.
Instead of being a fight-to-the-death, winner-take-all scenario, the negotiation becomes
an iterative process of enhancing the deal – mutual giving.
Most people with a modicum of humanity will want to repay your favor in some way.
This “repayment” could come in the form of more favorable terms.
Watch your timing on this point. If you give them something too early, it will seem
artificial. If you do it too late, you’ve ruined your chance of receiving their favor. A
middle-of-the-meeting time point seems to work the best.
5. Know Your Walkway Threshold
Others call this the “walkway price” or “reservation price.” It may not be a specific price
as such, but it could be a set of terms. This is the point at which you say “no,” and leave
the table.
It is important to set limits in every area of life. Negotiation is no different. The
negotiation may reach a point at which you’re done. You can’t get anything better, but
you don’t give in. You walk away.
Walking away from a negotiation is not a loss. It is a strategic advantage. You’ve
maintained the status quo, but you’ve also learned a great deal about the other party,
information that will aid you in future negotiations.
Conclusion
Think back to your last negotiation. Did you have the right facts? You don’t have to
know everything, even though more is better. You simply have to know the right things.
Simple preparation will make you a master negotiator. Negotiation is a practiced art.
The more you do it, the better you’ll get. However, with just a little practice and a lot of
preparation, you’ll be able to win big on just about any negotiation you enter.

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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Siewers T-shirt Selfie Contest ends January 31, 2016
Time is running out - keep those “Siewers Selfies” coming! The Siewers’ T-shirt has
been seen traveling around the globe and even with horses and pigs. Where will it be seen
next?

There is still time to get a T-shirt at our special contest price of $5.00 each - adult &
children sizes available. Pick up shirts for you and your family and snap some great
holiday/winter vacation pictures. Don’t forget to share with us!
•

•

Share your photo on our Facebook page or email it to laurenf@siewers.com
and we will post it for you.
View entries on our Facebook page under: Photos – Selfie Contest Album at
https://www.facebook.com/SiewersLumberMillwork/timeline

Details of the contest can be found in our June Newsletter at www.siewers.com.

Quick Contractor Tip

For Icy Steps & Sidewalks
Mix 1 teaspoon Dawn dishwashing detergent with 1 tablespoon of rubbing alcohol and ½
gallon hot/warm water. Pour over walkways. They won’t freeze and no more salt eating
at the concrete.
NOTE: One of our contractors sent an additional idea to last month’s trick about
centering the drain hole. His suggestion is to take a tube of lipstick and apply the lipstick
to the pipe stub sticking out of the wall. Now slide the cabinet up to that pipe and give
the back of the cabinet a light tap with your hand. The lipstick mark is transferred to the
back of the cabinet in its exact spot. Thank you Jim McDonough for your additional
idea.

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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Thoughtful Storage Solutions By Kim Berndtson
“We try really hard to create storage that is hidden, but keeps contents easily accessible.
It’s one thing to design a beautiful kitchen, but it’s also important to think about it from
an everyday standpoint.
“We like to use appliance garages and panels for appliances so they are streamlined and
hidden behind whatever element the kitchen is made of. We also do a lot of open
shelving and custom ventilation where we try to hide it with cabinetry or drywall. In
general, we focus on coming up with thoughtful ways of tucking away and disguising the
functional aspects of the kitchen.” Include outlets so everything stays plugged in, but you
can close the door and hide all the contents
Everyone wants it all, but the reality is that most everyone has a budget, so not everything
on the wish list always makes it into the final plan. Come by and talk to Kellene our
“Kitchen Elf” and she can show you all the great “Thoughtful Storage Solutions” we
have to offer.
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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 Jeff Graeber to our
December winner!

Siewers will be closing at 3:00 on Wednesday
the 23rd for Christmas. We will reopen at 7:30 am on
Monday the 28th.
Siewers will be closing at 3:00 on Thursday the 31st for
New Years. We will reopen on Monday, January 4that
7:30.
From all of us at Siewers Lumber,
Merry Christmas and Happy New Year
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Economy Snap Shot……….

Unemployment
Rate – Entire U.S.
5.0%
5.0%
5.8%

Nov. 2015
Prior Month – Oct. 2015
Prior Year – Nov. 2014

Gallon ($)
Of Gas
$2.04
$2.19
$2.79

Nov. 30, 2015
Prior Month – Oct. 2015
Prior Year – Nov. 2014

Consumer
Confidence
(Indexed to value
of 100 in 1985)
90.4
99.1
91.0

Total Housing
Starts/Seasonally
Adjusted Annual
Rate
1,173,000
1,062,000
1,007,000

Existing Home
Sales
N/A
5,360,000
4,950.000

National Avg.
Mortgage Rate
3.94
3.80
4.00

Market Summary
December 16, 2015
DOW

1/01/15

11/30/14

17,524

17,823

17,828

NASDAQ

4,995

4,736

4,791

S&P 500

2,043

2,058

2,068

Long & Foster Market Minute / Nov. 2015
New Listings

1,490

Median Sales Price

$214,520

Current Contracts 1,305

Days on Market

60

Sold vs. List

Months of Supply

6.0

99.2%
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Company Mission
To serve the needs of contractors and do-it-yourselfers.

“I cannot give you the formula for success, but I can give you the formula for
failure, which is: Try to please everybody.” Herbert Swope
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 January 19th
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