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“Preserving the Past while Building the Future.”

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

Happy New Year 2016! We want to again thank you for your business in 2015 and let
you know we are here to help you with all of your building needs for 2016. We love
hearing feedback from you about our current products, pricing and service or about
products that you feel we should carry. It is this valuable feedback that we rely upon to
adequately serve you!
Out “SelfieT-shirt” contest is coming to an end this month and we have had so much fun
previewing all of your entries. We’ve had entries literally from all over the world!
Please go onto the Siewers Lumber Facebook page to see all of the entries. We have also
included some in this edition of our newsletter! Thank you to all who participated and
we will be announcing our winners in next month’s newsletter!
Be on the lookout for our next contest, which will feature our Siewers Baseball Cap! It
will be in full swing for your upcoming spring and summer adventures. More details on
this contest will be in an upcoming newsletter!
Thank you for your readership and patronage. Again, we value your feedback and would
love to hear from you about any needs, concerns or suggestions!

-The Siewers Family
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Contractor News

7 Bad Habits That Stand in the Way of Your Success By Lolly Daskal
Historian Will Durant once summarized an idea of Aristotle’s as, “We are what we
repeatedly do. Excellence, then, is not an act but a habit.” And often it is your habits that
determine your success—or stand in its way.
If you can rise above the habits that are blocking you, you can reach the potential you’ve
always held.
These seven self-destructive habits are a good place to begin:
1. Letting everyone else define what you want. Take control, and set healthy
boundaries.
2. Playing it safe. If you’re on a timid path, you’re probably fearful about the future.
It’s the choices you make along the way that make the journey so rich, so don’t rob
yourself of that experience.
3. Letting negativity rule. It’s easy to be surrounded by negativity without even being
aware of it. Cut out negativity from your life, and give that energy back to yourself.
4. Living in the past. Do whatever it takes to bury the past so you can come into the
now.
5. Proceeding with procrastination. It’s fine to spend some time thinking and
dreaming, but it’s the time you spend getting things done that will move you toward
your goals.
6. Giving in to despair. When things go wrong, it’s up to you to learn the lessons and
keep on connecting the dots.
7. Giving up. The moment you’re ready to quit is often the moment right before it all
comes together. Be the person who falls seven times but gets up eight.
Begin today to eliminate the habits that are standing in your way—whether it’s some of
these or something else entirely. Then, discover the successful person you are meant to
be.

A New Forecast for Remodeling Activity

By Patrick O’Toole

A private analytics firm, John Burns Real Estate Consulting, recently released a bold new
forecast for the remodeling market—up 7.8 percent in 2016. The new analysis is a
welcome addition to an industry short on projectable data.
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Today, repair and remodeling activity exceeds new construction, and indications are this
might be the new normal. Thus the demand for more and better data about the repair and
remodeling industry has grown.
According to the Burns forecast the Big Project forecast is 5.9% for big projects ($5,000
and above), 1.5% for small projects and 4.9% for disaster repairs. To put this in
monetary language, $72.9 billion is forecasted for 2016 big-project repair and remodeling
spending.
Time will tell if the calculations behind the new research will be accurate. But in the
short term it is giving greater credence to a robust outlook for remodeling in the near
term. The Burns forecast of 7.8% exceeds the numbers projected by Harvard’s LIRA
(Leading Indicator of Remodeling Activity), which comes in at 2.8%.
To see the total forecast of each group, go to the Qualified Remodeler.com October 2015.

Be a Selective Contractor

By Laurie Banyay

Only two letters long, NO can be an extraordinarily difficult word to say. Despite its
difficulty, as a businessperson it is important to not only know how to say no, but also
when to say no, especially with potential clients. Can you make the client happy?
The best fit considerations present themselves on two levels: project competency and
client personality. Projects can be divided into four categories – cosmetic upgrades,
space plan improvements, catching up on deferred maintenance and performance
improvements relating to energy efficiency, comfort and water management. You must
determine which of these you and or your company can do and which need another
contractor.
Sometimes you should just trust your gut feeling. If the homeowner says in the initial
call or first meeting any of the following red flags, step carefully:
• I can do it myself but just don’t have time.
• I have a friend (or relative) that can do it but they don’t have time.
• The job is not rocket science but I just don’t have the tools.
Saying NO is also a form of marketing and positioning your company. You define your
niche as much by what you say no to as what you say yes to. Mercifully and
unfortunately, the remodeling industry sets a very low bar that’s easy to rise above. The
default way of saying no seems to be visiting, talking and never getting back to a client,
which strikes me as particularly ineffective. It takes a lot of time and creates negative
marketing in the end.
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By Elizabeth Richards

Hardware is the finishing touch in a room design: it’s what pulls the space together, both
aesthetically and functionally. Decorative hardware adds personality and helps create a
cohesive design. On the functional side, the way the hardware works is crucial to
efficiency and utility of drawers and doors.
Hardware can play a vital role in design and is not limited to complementary or utilitarian
function. In many ways, it can act as the catalyst for the entire overall aesthetic. The
details are much more important than they appear.
Though decorative elements are more visible, the slides and hinges that control motion on
doors and drawers are just as important to consider. The quality of the hardware used
will determine how beneficial the kitchen or bath proves to be years down the road.
Homeowners are demanding a high level or functionality in their hardware. A smooth
gliding action, higher weight-carrying capacities, adjustment features a consumer
understands, soft closing action on doors and drawers and, of course, a finish that will
complement the cabinetry itself.
Manufacturers recently surveyed by Kitchen & Bath Design News say top trends include
sleek designs, slimmer profiles, interesting combinations of materials and finishes and
products that provide easy access and high functionality.
Come by and let Kellene , our cabinet specialist, Help you out.
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Mark your calendars for June 17th, which is the date when we will be hosting The Katz
Roadshow. This is a comprehensive educational show devoted to trim carpentry, finish
carpentry and architectural millwork. It is hosted by nationally recognized author and
finish carpentry specialist Gary M. Katz.
More specifics will be coming in the next few months. If you would like to familiarize
yourself with Gary M. Katz, visit www.thisiscarpentry.com and/or www.garymkatz.com.

Quick Contractor Tip
Recognize the danger signs for exposure during the cold months. Shivering, slurred
speech, clumsy movements, fatigue and/or confused behavior. Try to schedule working
hours during the warmest part of the day and schedule breaks in a warm dry space. Eat
warm, high caloric foods such as hot pastas. Drink warm sweet beverages and avoid
beverages with caffeine. And finally try to use the buddy system so one worker can
recognize danger signs.

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 cannot 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 James Bragg our
January winner!
Remember Your Sweethearts on
February 14th!
st

Siewers Selfie Contest

The contest ends January 31 . Make sure you send your “selfie pictures” now. The
winners in our February Newsletter. We will still offer our tee-shirts for $5.00 while
supplies last.

Some of the last entries:
Good luck and thank you to all those who shared their “selfies” with us this year.
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Economy Snap Shot……….

Unemployment
Rate – Entire U.S.
5.0%
5.0%
5.6%

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

Gallon ($)
Of Gas
$2.00
$2.29
$2.27

Dec. 31, 2015
Prior Month – Nov. 2015
Prior Year – Dec. 2014

Consumer
Confidence
(Indexed to value
of 100 in 1985)
96.5
92.4
92.6

Total Housing
Starts/Seasonally
Adjusted Annual
Rate
1,149,000
1,179,000
1,080,000

Existing Home
Sales
N/A
4,760,000
5,070.000

National Avg.
Mortgage Rate
3.96
3.94
3.86

Market Summary
January 20 , 2016
DOW

1/01/16

12/31/14

16,016

17,425

17,823

NASDAQ

4,476

5,007

4,736

S&P 500

1,881

2,044

2,058

Long & Foster Market Minute / Dec. 2015
New Listings

1,153

Median Sales Price

$217,000

Current Contracts 1,153

Days on Market

65

Sold vs. List

Months of Supply

4.2

98.7%
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Company Mission
To serve the needs of contractors and do-it-yourselfers.

“If you wait until all the lights are green before you leave home, you’ll never get
started on your trip to the top.” Zig Ziglar
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 February 18th
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