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“Preserving the Past while Building the Future.”

Celebrating 132 Years of Service
A note from the Siewers Family…
Spring has sprung! We hope that the new season is bringing business your way! We
have an exciting newsletter for you this month! There are articles on Subcontractors,
Markups, and New Treated Wood Policies!
Now is the time to mark your calendars for the upcoming KATZ ROAD SHOW on
Friday, June 17th – right here at Siewers Lumber!!! It is a day that you and your
employees do not want to miss!
Siewers Lumber has been selected to host the Katz Road Show this year! You probably
have read articles in Fine Homebuilding by Gary Katz. Gary is the one behind the Katz
Roadshow and he will be here to show you all the tricks of the trade. The event is free
for all attendees and includes a hot breakfast and lunch! Think about using it as a
company retreat for your employees! We are accepting RSVP’s now so please sign up
next time you are at Siewers or email LaurenF@Siewers.com .
We are already planning for Cold & Flu Season! Siewers will be offering Flu Shots
again this year! Mark your calendars for September 27th for Flu Shots. Contact Lauren
at 358-2103 or LaurenF@Siewers.com .
Thank you for taking time to read our newsletter and your 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

How to Raise Your Markup: The Short 7 Step No BS Answer By Shawn
McCadden

OK, I’m sick and tired of the foo-foo fluffy BS answers some magazines and bloggers
put out there to answer how contractors can raise their markup. All the BS answers I see
offered by others never call these contractors out on their ignorance. Without knowing
what markup they actually need to use, how would a contractor who is “slowly raising”
his markup know when he has finally hit the right markup? It drives me crazy! If you
are ready for the no BS answers read on…
I have observed that the most common reason contractors can’t or won’t raise their
markups is because they have no idea what markup they actually need to use. Yes, the
hard truth is they are ignorant to how profits are built into their pricing and how to
determine what markup they actually need to use. Due to their ignorance they have to
guess and therefore completely lack any confidence in the prices they quote to
consumers.
OK, no more BS.
If you want to make a predictable profit as a contractor, here is the short and sweet no-BS
plan.
1. Recognize you have no clue what to charge to be profitable and make a
commitment to stop using the WAG Method (Wild Ass Guess)
2. Learn how the financial game works so you will know what needs to be
considered and how to figure out what to charge. If you have never been able to
do this on your own, consider the definition of insanity and take a different route.
3. Do the work and due diligence required to calculate the markup you need to use
to be profitable, to live the life style you deserve, and to be able to retire some day
(before your body gives out or you die). Knowing this number will be business
and life changing.
4. Accurately estimate your direct costs to build projects and then use the markup
you calculated to establish the profitable price you need to sell at.
5. Tell prospects your price and stick to it with confidence.
6. If you don’t know how to sell, other than by dropping your price, get real sales
training. Remember, profits are earned during the sales process and protected
during production. If you are trying to make money in production, it’s probably
because you’re not a business manager, you’re a carpenter.
7. If the people in your current market won’t pay what it takes for you to run a real
business, find a new market to work in.
Done! No more BS.
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Treated Wood Deck Framing Rules Get Tougher By Ted Cushman
If you build outdoor wood decks, there are some changes coming down the pike. The
American Wood Protection Association (AWPA) is about to publish an update to its
AWPA Standard U1 for preservative-treated lumber. When the new standard is published
as part of the AWPA's 2016 Book of Standards (probably in May or June), it will include
revised language addressing the treating chemical concentration (called “retention”) that
is recommended or required in lumber used for deck framing, including treated wood
posts, beams, and joists. In some situations, the new edition of the standard will call for
“Ground Contact” levels of treatment, rather than the lesser “Above Ground” level, even
for wood that is not in contact with the ground. The scope, timing, force, and effect of the
revised AWPA Standard, however, is a topic of debate within the wood treating industry,
and the practical implications for deck builders are still unclear.
The International Building Code (IBC) and the International Residential Code (IRC) —
the basis for state and local building codes in the U.S. — both reference AWPA Standard
U1 in their requirements for deck construction. But the 2016 edition of Standard U1 will
not automatically be enforced at the local level, until the building code itself is updated
and new code versions are adopted by state and local governments. Brian Foley, an
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engineer and building code official with the Fairfax, Virginia, building department, is a
well-known authority on deck construction who was instrumental in past years in the
effort to evolve new structural requirements to make decks safer and more durable. But
Foley told JLC: “Until this [AWPA Standard U1] change makes its way into the Virginia
code, we cannot require it. I will assume the market (i.e., Lowes and Home Depot) will
slowly correct itself by selling ground contact lumber.”
Understanding the practical significance of the AWPA Standard U1 change, in terms of
local code enforcement, is made more complicated by the fact that there are two ways in
which treated wood products currently gain acceptance by the IRC and the IBC. One path
to code compliance is for the material to be “standardized” through a listing with the
AWPA, a process that requires product producers to perform documented standardized
tests and to undergo a review by AWPA committees. Those reviewing committees
typically include representatives from the listing company’s competitors, as well as any
other interested parties who make the effort to become involved in the process. The other
pathway to code acceptance is to obtain an Evaluation Service Report (ESR) from the
International Code Council Evaluation Service (ICC-ES). In the ICC-ES process, the
same AWPA test methods and standards still have to be applied and met for the product
to gain recognition. However, the technical review is conducted by independent experts
rather than by an AWPA committee, and many details are kept confidential by ICC-ES.
In recent years, several new wood treating methods — including, for example, the
“micronized” copper azole and copper quaternary treatment formulas — have chosen the
ICC-ES pathway. Those formulas, and the lumber brands involving them, qualify for
code acceptance only if they keep their ESR paperwork current. But the brands that are
“standardized” within the AWPA system are considered code-compliant as long as they
continue to meet the AWPA standard.
The ICC-ES Acceptance Criteria for Proprietary Wood Preservative Systems, AC326,
was revised in mid-2015 to reflect the language of the upcoming 2016 AWPA Standard
U1 (click here to see relevant language), even though the new AWPA Standard has not
yet been published. Companies whose product requires an ICC-ES have been advised
that they have to “requalify”, ICC-ES official Michael O’Reardon told JLC: the
manufacturers have until mid-2016 to provide ICC-ES with documentation for
compliance with the revised AC326 in order to receive a new ESR. When that deadline is
reached, the old ESRs will expire. So for those treated wood lumber brands, the practical
requirement to comply with the new provisions of the 2016 AWPA Standard U1 may
arrive as early as this summer, even though building codes themselves may not have
changed.
Mike O’Reardon of ICC-ES told JLC that in his view, this language in the new AC326,
and in the new AWPA Standard, is generally considered ambiguous enough to allow
some wiggle room in practice. Whether a piece of wood is difficult to replace or critical
to structural performance can be considered a judgment call in the field. And so Reardon
said that in his view, the AC326 language does not imply that all deck framing must be
treated to Ground Contact standards — only that some of it should.
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And of course, enforcement in the field of the revised AC326 and the new installation
instructions it requires, like enforcement of the AWPA Standard U1, is in the hands of
local code officials. Given that the revised language in both documents is open to various
interpretations, code enforcement in the field may also be inconsistent. You certainly
cannot assume that Ground Contact will be required for decks in your location. For
example, Fairfax, Virginia, code official Brian Foley says his organization is treating the
new language in the AC326 as a voluntary choice by companies who choose to apply it.
Until Virginia code itself is amended, Foley told JLC, his office will not enforce the
revised terms in AC326.
What does this mean for builders, remodelers, and deck contractors? Will the product
mix on shelves be changing? How long will it take for this change to happen? And will
code enforcement in your local area change? The answers to those questions depend on
your local code authority and your local supply chain. Over time, the product mix on
shelves may change to make Ground Contact lumber easier to find. And code officials
may begin to look at deck plans and require Ground Contact lumber if, in their opinion,
the lumber meets their definition of being critical to the safety of the structure, or difficult
to replace in case of premature decay.
Lumber retailer Tony Shepley, of Shepley Wood Products on Cape Cod in
Massachusetts, has already made a company-wide decision to supply only Ground
Contact lumber to his customers. Shepley told JLC in February that he has seen the
performance issues with "Above Ground" treated wood first-hand. "When you see a
triple-laminated treated wood beam and deck joists decaying after five years nowhere
near the ground, you know something isn't right," Shepley said. There's an up-charge of
five to eight percent for the more heavily treated wood, he said. But he quotes Warren
Buffet: "Price is what you pay. Value is what you receive." Said Shepley, "If you save six
percent on the material but you have to replace it in five years, how can you say you got a
better price?"
Regardless of how the supply chain responds, local code officials may not even be aware
of changes in the phrasing of AWPA industry standards and ICC-ES acceptance criteria.
One Cape Cod official told JLC in February that this change was not on his radar. Victor
Staley, a building official in Brewster, Massachusetts, said in an email: “To be honest,
Building Officials are often some of the last people to hear of changes to the National
Codes and applicable references unless it comes directly from ICC or via some other
mass mailing (e-mailing).... it takes time for information to get out and even more time to
understand the change and sometimes even more time in figuring how to apply this
information in our duties.”
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www.cablerail.com
Cable Rail cable assemblies are the perfect railing infill option for settings with a view.
A terrific complement to any railing design, indoors or out.

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 month. If you would like to familiarize
yourself with Gary M. Katz, visit www.thisiscarpentry.com and/or www.garymkatz.com.

Quick Contractor Tip

Never Use Bleach By John Ricketson
When getting that deck ready for the summer, don’t use bleach. Premature stain or
coating failures can always be traced back to the use of chlorine bleach to clean the wood
before staining. Since wood is slightly acidic, stains are formulated to work with that in
mind (pH of less than 7.0). But bleaches are highly alkaline, with a pH of about 12,
which causes the pH of the wood surface to rise off the charts after cleaning unless the
bleach has been neutralized. The result is that the stain is eaten alive from the inside and
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efflorescence (that white chalky stuff from suspended salts) blooms on the surface.
Never use bleach.
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!

Bullish on Benefits of Remodeling By National Association of Realtors
Kitchen upgrades, complete kitchen interior remodeling projects that most appeal to
potential homebuyers. At the same time, the interior remodeling projects that rank
highest on expected value at resale are complete kitchen renovations, kitchen upgrades,
bathroom renovations and the addition of a bathroom.
Consumer feelings after remodeling:
75% Feel a major sense of accomplishment
74% Have a greater desire to be in their home
64% Have increased enjoyment of their home
Top Homeowner Reasons for Remodeling:
38% To upgrade worn-out surfaces, finishes and materials
17% To add features and improve livability
13% Because it is simply time for a change
Realtors also ranked projects based on expected value at resale, without accounting for
project price.
Be sure to come by and let Kellene our cabinet guru help with your next kitchen
improvement.
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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 Swearingen our
April winner!

Mother’s Day – May 8th
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Economy Snap Shot……….

Mar. 2016
Prior Month – Feb. 2016
Prior Year – Mar. 2015

Mar. 31, 2016
Prior Month –Feb. 2016
Prior Year – Mar. 2015

Unemployment
Rate – Entire U.S.
5.0%
4.9%
5.5%

Gallon ($)
Of Gas
$2.06
$1.81
$2.41

Consumer
Confidence
(Indexed to value
of 100 in 1985)
96.2
92.2
101.4

Total Housing
Starts/Seasonally
Adjusted Annual
Rate
1,089,000
1,194,000
954,000

Existing Home
Sales
N/A
5,080,000
5,250.000

National Avg.
Mortgage Rate
3.69
3.66
3.77

Market Summary
April 19 , 2016

1/01/16

3/31/15

18,004

17,823

17,776

NASDAQ

4,960

4,736

4,901

S&P 500

2,094

2,058

2,067

DOW

Long & Foster Market Minute / Mar. 2016
New Listings

2,858

Median Sales Price

$210,000

Current Contracts 2,170

Days on Market

66

Sold vs. List

Months of Supply

4.5

98.5%
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Company Mission
To serve the needs of contractors and do-it-yourselfers.

“Getting from point A to point Z can be daunting unless you remember that you
don’t have to get from A to Z. You just have to get from A to B. Breaking big
dreams into small steps is the way to move forward.” Sheryl Sanberg
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 May 18th
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