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“Preserving the Past while Building the Future.”

Celebrating 132 Years of Service
A note from the Siewers Family…

We want to take an opportunity to say “Thank You” to all of our customers and vendors
who participated in our Hardware Open House /Grand Re-opening on November 3rd! We
had 10 vendors who came to answer questions and introduce new products to our
customers as well as our sales staff. Many of you enjoyed breakfast and during lunch we
had a class hosted by Quad Max. If you have not had the opportunity to see our new
hardware department, please stop by for a quick tour!
As we approach the upcoming holiday season, we begin with Thanksgiving, a time to
pause, reflect, and give thanks for all the blessings in our lives. May we all remember our
military who are protecting our freedoms. Too, we at Siewers Lumber are so very
thankful for you and your associates and the ways that you support us. Thank You!
Just a reminder that Siewers Lumber Company will be closed Thursday and Friday,
November 24th and 25th for the Thanksgiving Holiday. We will re-open on Monday
morning November 28th to serve you!
We hope you and your family have a safe and bountiful Thanksgiving holiday!

-The Siewers Family
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Contractor News

How to Respond to a Budgetary “Hard Stop” By Paul Winans
A remodeling contractor I work with emailed this to me and his Remodelers Advantage
Roundtable group members:
“This homeowner signed [a] design agreement with a budget range of $90,000 to
$95,000, hard-stop. We designed the project to $94,383, then through material upgrade
and added feature options they ended at the $111,280, so obviously the $95,000 wasn’t a
hard-stop…”
Here are some thoughts on that matter.
The hard stop is rarely all the money available. The key is that you met that stated hardstop budget and let the client drive the upgrades.
We had a potential client who had a firm budget of $60,000 for window and exterior door
replacement work. I told him we could likely meet his budget if we used vinyl products. I
asked would he be okay if I provided an alternate for Marvin Ultimate Clad products,
which we used often. "Fine" was his answer.
I presented the proposal for the project, with a price of $60,000 for the vinyl products and
an alternate that would remove the vinyl products from the scope and add in the Marvin
products. That add was $40,000.
He signed the contract and then met with our window and door vendor.
I ask him how that visit went. He said "Well!" and that he wanted to sign a change order
for the Marvin products, taking the total contract price to $100,000, which was $40,000
beyond his firm budget!
Always provide a plan and scope that meets the client's budget.
Have alternates that let them shop.
Provide them the opportunity to give themselves the project they really want and for them
to focus less on cost.

Sales Tricks & Treats By Marisa Mendez
While you might think sales is a cinch (after all, how hard can it be to sell a job to a client
who wants work done on their home?), there are many things to know before you begin.
Below, Paul Winans, a Remodeling columnist, veteran remodeler, and small business
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consultant, and Rick Matus, senior vice president at Case Design, offer their top 10 tips
for getting started in sales. Tear this page out, tack it on your office wall, carry it in your
wallet, or stick it on the fridge so you can have these pointers for years to come.
1. Practice, Practice, Practice: Both Winans and Matus agree that honing your
skills and practicing at every opportunity will help you improve. “If you are not
good at sales, you will sell at a lower margin,” Winans says, “which means you
have to do more work and you will work for people who don’t deserve you and
your company, which gets old really fast.”
2. Act Natural: While you don’t necessarily need to “just be yourself” when selling,
it is important to create a rapport with your potential clients rather than focus
solely on getting them to sign a contract, Matus says. “Being personable will
make the sale much easier."
3. Have an Attitude: But make it a good one. Starting out in sales can be a rocky
road, but Matus advises maintaining a positive outlook on your situation. A
“positive demeanor breeds success,” he says.
4. Timing is Key: Especially true when you’re just starting in sales, being on time
or early to appointments is essential. If you will be late, call your prospective
client and let them know, advises Winans. “Being regarded as dependable gives
you an advantage when selling,” he says.
5. Question Everything: You know you need to ask your clients questions about
their remodel, but asking the right questions can make the sales better, especially
if your client is solely focused on cost. Getting to the emotional issues behind
your potential client’s decision will help to soothe their fear of the bottom line.
“When the prospect admits to embarrassment or shame or guilt or fear as the true
driving reason for wanting the project done, then the importance of price drops,”
Winans says.
6. Think Fast: Flexibility is a key quality to have during the sales process, Matus
says. “Be a quick thinker, light afoot, and adjust on the fly.”
7. Counsel: Approach each interaction with your potential client as an opportunity
to be an adviser, Matus says, and give them sound, honest advice about their
remodel. “You may not get the project,” Matus says, “but that prospect will
appreciate your well-meaning advice and will refer you to others.”
8. You Aren’t a Product: Remember, what you are selling your prospective client
is a process with a beautiful end result, not a pre-fabricated space. Matus
recommends stressing this during your sales process by “[painting] a picture in
the client’s mind of the experience he/she will have and how you are the best fit
for them.”
9. Know You’re Worth It: Some potential clients might balk at the price you quote
for your project, but you have to stick to your estimate. “Never apologize for what
things cost,” Matus says. “Have empathy and respect, but believe that you are
worth every penny of what you charge.”
10. Consider Sales Training: If you aren’t selling as well as you’d like, get some
extra help by signing up for sales training. If training is out of your budget,
Winans suggests reading How to Win Friends and Influence People by Dale
Carnegie. Another option? “If you are impressed by a salesperson who sold you
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something, take them out for a meal or coffee and pick their brain about selling,”
Winans says.

Key Technical Matters

By Ross McCammon

When defending your idea, you want to be indignant and deferential at the same
time. In a word: “indignerential”.
Fairness is overrated.
Think of the argument as something between a skirmish and a donnybrook. A
scrap perhaps.
Make your point. Then allow your adversary to make a point.
Say, “That’s a good point. However…” Then make your point again.
Use stats to bolster your point. Think of them as tools of shock and awe. It helps
if they’re used in a meaningless way: “4 million experts can’t be wrong.”
Hyperbole is good. Superlatives are good. Superlative hyperbole is the best ever!

Good News for Remodelers: “ there’s work to be done” By HBS Dealer
Staff

Rising home prices and tough buyer competition may be giving sellers more
flexibility to list their home for sale “as-is” without needing to fix it up first.
There are 12% more fixer-upper homes on the market now than five years ago,
and even more among high-priced homes in hot markets, according to a new
Zillow analysis. To identify fixer-uppers, Zillow mined historical listing
descriptions for phrases like “fixer-upper”, “TLC” and “needs work”.
Additionally, the age of the typical home sold has also nearly doubled in just nine
years. In 2006, homes were 15 years old, by the end of 2015 the median age
jumped to 28 years.

LRRP: The Non-Problem That Won’t Go Away By Rich Walker
The Environmental Protection Agency (EPA) went live with its Lead Renovation,
Repair and Painting Rule (LRRP) on April 22, 2010. The measure (40CFR
745.85, under the section entitled Lead-Based Paint Poisoning Prevention in
Centain Residential Structures) asks a lot. It requires renovation work that
disturbs more than six square feet in the interior of a home built before lead paint
was banned in 1978 (including the installation and repair of windows) to follow
Lead Safe Work Practices, supervised by an EPA-certified renovator and
performed by an EPA-certified renovation firm. The work must then be inspected
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by an EPA-certified inspector. Failure to meet these requirements exposes the
contractor to a back-breaking fine of $37,500 per violation, per day-presumably
payable by a certified check.
Now, the LRRP has resurfaced for scrutiny under Section 610 of the Regulatory
Flexibility Act, which requires that federal agencies review each rule that has or
will have a significant economic impact on a substantial number of “small
entities” within 10 years of publication of the final rule.
In responding to this renewed opportunity, the American Architectural
Manufacturers Association reiterates its contention that requiring LRRP practices
in homes where no pregnant women or children under six are residing, or in cases
where lead is not present, is an unnecessary expense that may deter fenestration
product replacement that would otherwise improve the energy efficiency of the
building.
AAMA is weighing in and asking the EPA to make two key points: lead testing
requirements must have attainable parameters and window pocket replacement
and sash kits should be considered minor repair and maintenance activities.
EPA has provided contractors with a theoretical “out” in that contractors do not
have to comply with the Rule if they can show, using an EPA-approved test, that
the job area doesn’t contact lead. However, the theory has not been backed up
with the means.
There are still no test kits available that meet the negative testing requirement
provided for under the Rule. This is not just due to bureaucratic inertia; it is
scientifically impossible at this time to identify the amount of lead present to the
precision and accuracy defined in the LRRP rule. The result of this continued
lack of a reliable test kit is forcing companies to follow (and charge for) the
expensive procedures, even when there may be no need to do so.
AAMA has accordingly suggested specific changes in the definitions of the terms
“minor repair and maintenance’ and “renovation” to clarify that window repair
falls under the minor repair and maintenance definition.
By making these changes, simple window or door repair, such as pocket or leaf
replacement and sash kits, would not fall under the parameters of the Rule, and
consumers would be encouraged to make these minor repairs to improve the
energy efficiency of their homes. Given its mission to protect the environment
and save energy, that’s a win-win for EPA, homeowners, window manufacturers
and contractors.
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Product of the Month

Milwaukee Tool
Since the company began in 1924, Milwaukee Tool has led the industry in both durability
and performance. Milwaukee takes the time to work side by side with real craftsman to
understand the demands of a constantly changing workplace and better deliver solutions
that help the user work both faster and smarter. They pay attention to the small details
that make a big difference. This user focus not only leads to solutions for real jobsite
challenges, but fuels the disruptive innovation seen across all product lines.

Bostitch
Bostitch, originally known as the Boston Wire Stitch Company, has a rich history rooted
in innovation, creativity and leadership. From the wire stitcher, to the first coil nailer, to
the Smart Point Brad Nailer, Bostitch has been creating reliable and durable American
made tools since 1896.
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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 Scott Bodde our
November winner!

Holiday Hours
Siewers will be closed for Thanksgiving,
November 24th & 25th. We will reopen on Monday,
November 28th at 7:30 am.
Siewers will be closed the following for Christmas:
Closing at 3:00 on December 22nd
Closed December 23rd & December 26th.
We will reopen on Tuesday the 27th at 7:30 am.
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Economy Snap Shot……….

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

Oct. 2016
Prior Month – Sept. 2016
Prior Year – Oct. 2015

Gallon ($)
Of Gas
$2.22
$2.22
$2.18

Oct. 31, 2016
Prior Month – Sept. 2016
Prior Year – Oct. 2015

Consumer
Confidence
(Indexed to value
of 100 in 1985)
98.6
103.5
99.1

Total Housing
Starts/Seasonally
Adjusted Annual
Rate
1,323,000
1,054,000
1,073,000

Existing Home
Sales
N/A
5,470,000
5,290.000

National Avg.
Mortgage Rate
3.47
3.46
3.80

Market Summary
Nov. 17, 2016
DOW

1/01/16

10/31/15

18,868

17,425

17,663

NASDAQ

5,307

5,027

5,053

S&P 500

2,183

2,047

2,079

Long & Foster Market Minute / Oct. 2016
New Listings

2,002

Median Sales Price

$223,000

Current Contracts 1,570

Days on Market

51

Sold vs. List

Months of Supply

4.3

99.0%
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Company Mission
To serve the needs of contractors and do-it-yourselfers.

“You can’t change the past, so focus on making a great future.” Unknown
Siewers Lumber & Millwork
1901 Ellen Road
Richmond, VA 23230
Phone: (804) 358-2103 Fax: (804) 359-6986
Hours:
Monday – Friday
7:30 a.m. – 4:30 p.m.

Visit our “newly remodeled” website for product and general information at
www.siewers.com
&
also on Facebook at Siewers Lumber & Millwork

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 16th

9

