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“Preserving the Past while Building the Future.”

Celebrating 132 Years of Service
A note from the Siewers Family…
Last week some of us from Siewers attended the Retailer of the Year Ceremony at the
Westin Hotel. It was the 50th Anniversary of the award, sponsored by the Retail
Merchant’s Association of Richmond. This year, Jennifer M. “Jenni” Kirby, director and
owner of the Crossroads Art Center on Staples Mill Road was awarded the coveted
award! In honor of the 50th Anniversary, RMA invited past recipients to the ceremony.
Freddie & Johnny Siewers, who were awarded “Retailers of the Year 2007”, were there
to congratulate and honor Jenni on her award. The brothers were also inducted into the
Richmond Business Hall of Fame in 2013. We feel so fortunate to have both gentleman
at work with us each day. Both of them value our company motto of the “Golden Rule”
and truly do live by it in both their personal and professional lives! They also are lifetime
teachers and coaches. They have coached kids sports over the years and are always there
to share their experiences with those around them. Please know that both of them would
always love to share some of their advice, experience and wisdom about the construction
and remodeling industries with you! Please use them as a resource and know their office
door is always open for a visit!
We hope that you and your family have a joyous and peace-filled Holiday Season. Please
take this time to catch up with friends and loved ones and cherish all the special moments
the season has to offer!
We look forward to a new and prosperous year in 2017! And, please, let us know how
we can better serve you in the future.

-The Siewers Family
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Contractor News

3 Easy Ways to Avoid Stress and Save Your Career (and Your Life) By Chris
Haroun

We must learn to deal with stress or it will literally kill you. As humans we are only
supposed to be incredibly stressed out when we are fighting for our lives. We were not
meant to have heart attacks because of non-violent means. Your health is a priority; if
your heart can’t function in a peak state, neither can your mind.
1. What to Do the Second You Return from Vacation
One of the best pieces of advice I have received in my life was from a client. She told
me that the second you return from your vacation, open your calendar and look out 6
months and book your next vacation.
When you work too hard without taking breaks you burnout and become incredibly
unproductive. If you work 3 months, for example, around the clock without many
breaks, then I am a firm believer that it will take you more than 3 months to
“unburnout”.
2. Take That Weekly Day of Rest for Your Mind and Body
In several religions, one of the ten rules is to rest on the 7th day. Our ancestors knew
about burnout thousands of years ago! You need to take off at least one day per week
in order to rest your mind and body.

3. Try ‘Screen Free Sundays’
Since my 30’s I have not allowed myself to check my work email on Sundays. In
fact, I have taught my kids to give me crap if I check any screen on Sunday. They
are helping me to not get burned out. Family always comes first, especially on
Sundays for me.
See stress as a challenge and not as a threat. Learn to take breaks. Don’t walk into the
propeller. Hakuna matata!

Prospects Voicing Sudden Doubts? Here’s How to Save the Sale By Mark
Hunter

You’ve met with the homeowner several times, you’ve spent time putting together the
plans, and the project feels good. You know the project is a fit, but then this happens: The
homeowner who seemed so confident yesterday is waffling and coming up with
objections today.
When this happens, the worst thing you can do is panic. Remember that for most people,
making a decision regarding a remodel is major. We may not view the price as
significant, but it’s their home and we have to respect why they may be hesitant.
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Appeal to Emotion
When a customer objects and refuses to close, the first thing you need to do is restate to
them the reason why they want to do the project. It might be the need to make room for
elderly parents to live with them. It might be to accommodate their growing family or to
bring the home up to standards to sell.
Regardless of the reason, it’s essential for you to never view the project as just a project,
but rather as a solution to their needs. When they object, you state the need they’re trying
to address. It’s too easy for a homeowner to get caught up in the project and forget about
why they’re doing it.
Don’t hesitate to break down the need further by asking questions about it. For example,
for the couple that is remodeling to make room for their elderly parents, you might say,
“If your parents are like mine, the older they get, the more anxious they become. I’m sure
they want to get moved in as quickly as possible.”
A family that is bursting at the seams might compel you to make a comment such as,
“Years from now when your children are older, I’m sure they’ll look back on this house
with very special memories.” Yes, we’re dealing with emotions—remember that
emotions are what drive decisions, and customers simply want facts to back it up.
Presentation Matters
Let’s look at some facts. A person may challenge the quality of flooring you’re planning
to use or the amount of excavation needed and view this as an area to cut expenses. With
these types of comments, it’s best to come back and put the amount of the cut into the
context of the value of the entire home.
An example might be a cut they want to make that would save $1,000. When we put this
into perspective of a $400,000 home, it’s only a quarter of a percent. Don’t make the
mistake of comparing the value of what they want to cut to the size of the project. Doing
so makes the cut seem much larger than it is.
Another approach to dealing with a price objection is to frame it against the life of the
house. If we figure 40 years for a home, then a $10,000 project can be looked at as a $250
annual insurance policy for 40 years. Again, it’s all in how we frame the amount.
Make it Personal
When the homeowner challenges our package against a competitor’s price that is lower,
we immediately stress the value of our people. The competitor may spec the exact same
materials, but they can’t spec the exact same people. This is why I always have pictures of
each of my crewmembers. It’s amazing how much more comfortable a homeowner
becomes when you show them pictures of your crew. Back this up by saying that if we
don’t sign the project right away, they’ll be working on another project. People always
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want the best, and when they feel there is scarcity, it’s remarkable how quickly they will
respond.
Another approach that plays to people’s ability to feel confident is to share other
situations where you’ve had the same conversation about making cuts. As you share this,
you then explain that as the project with cuts progressed, the homeowner realized the cuts
were not a good idea and they changed back to the original plan. Your objective by
telling them this is to essentially compliment them on being aware of what could be
changed but also realizing some cuts ultimately aren’t the right idea.
When we take the time to share situations other customers have gone through and the
experiences they had, we are allowing the new customer to feel more confident. The
result of this approach is that the customer feels they’re in charge and making the
decision, rather than being told what to do.
Know When to Walk
There is another approach I like—but you can use it only when you already have a good
book of business and a solid reputation in your community. The approach I’m talking
about is simply walking away.
A customer who can’t or won’t make a decision and wants to haggle over everything is a
customer who most likely is going to fight you every step of the way, throughout the
project. It’s always amazing how the gut feeling we get during the design phase typically
pans out to be true.
If a prospect is fighting you on price, then the best approach might be to simply walk
away. This is something that should be done politely, for two reasons. First, you want to
keep your reputation intact. Second, you don’t want be known as the tough negotiator.
The approach is to politely say how you respect their decision, but for your business and
the professionals you use, making a reduction in price is not possible.
It’s always amazing how many times they will come back to you and agree to the full
terms. Again, I don’t advocate this approach unless you have a great reputation and you
can keep your crews busy.
Do You Really Want that Sale? Four Personality Types To Watch
As any remodeler can attest, customers come with all different personalities; someone
who might be a great fit for one business could be a nightmare for another. Here are four
customers that, while not always deal-breakers, could spell trouble. Proceed with caution
and consider whether the client is right for you.
Expect detailed ideas, specific requests, and high standards. That’s not necessarily bad—
your company does great work, right? The trouble comes when those specific requests
include items outside of your buying process (have to have those pricey vintage
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fixtures!), or those details change after the project starts to come together. If you don’t
work well with change orders or going outside of your established protocol, it may be
time to part ways.
They seemed really interested; their project fit the type of work you do; you got along
well. But now, it’s radio silence. If several attempts to get in touch (using their preferred
contact method) fail, it’s best to move on and focus on more productive leads. If you do
hear back later, politely inquire as to why they stopped responding—if they offer only a
feeble excuse, think carefully about proceeding. A wishy-washy prospect can turn into a
difficult client.
This client usually means well. They want to be involved and may think they can do
some of the work themselves—they want to help! Maybe they really are a good DIYer;
maybe their previous attempts have left their home looking like The Money Pit. Either
way, you’re there for a reason. Be ready to explain why you do things a certain way, why
they can’t buy the materials or install the appliances. If that doesn’t interest you, it might
be best to move on.
This is a client smart remodelers should avoid: demanding, argumentative, and unwilling
to spend. They might undermine your process, cancel frequently, complain about costs,
bad-mouth other pros, or insist that they deserve the unattainable—or all of the above.
When you encounter a client like this, it’s almost always best to respectfully decline. Like
a werewolf bite will transform its victim, their negativity will infect you, too.

What Will Be Your Remodeling Legacy? By Shawn McCadden
When you first started your remodeling business, you were probably excited and
motivated by the opportunities and freedom that come with business ownership. You
probably dreamed about creating the ideal business. You may have even dawn up a list
of things you wanted to do and/or buy with the profits you expected to earn.
I hope it’s all happening for you and more. However, now that you have been in
business for a while, it’s time to think about your legacy. That’s right. Some day you
will no longer be with your business. Keep in mind, you don’t need to pass away to
leave a legacy. In fact, consider how good it could feel witnessing the benefits others
enjoy as a result of the legacy you leave. To help you develop your thoughts, let’s
explore a few legacy categories you can consider.
How Will You Have Differentiated Your Business?
Okay, sure, every business is different in some way or another. However not proactively
differentiating your business in the eyes and hearts of the customers in your
marketplace, that difference will only be known by those few customers who
experienced working with it. If you plan to shut down your business when you are done
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and you are happy with the income your business provided you during that time, then
perhaps differentiating your business isn’t important to you.
On the other hand, if you plan to someday sell your business or leave it to a family
member, consider the additional value you will have created for the successor if your
business already stands out in the marketplace. Also, consider the gift and advantage
you will be creating and leaving behind for your children with the right differentiation
legacy.
How Will You Set Up and Run Your Business?
Most remodeling business owners reinvent the wheel of running a business as they build
it. Through trial and error, they eventually figure out better ways to do things, through
more often than not the methods they use may not be industry best practices the business
would have been better off adopting from the beginning. Again, consider the legacy you
will leave behind in this area. Will you have created, technologically supported and
documented proven systems to leave behind? Or will everything be in your head and
leave with you when you exit your business?
In my role as a business consultant and coach, I have witnessed the challenges new
business owners inherit when they take over the business started by their parents. Their
parents may have known what they were doing, but they just did it — they didn’t take
the time to document systems and procedures. Their children are left to again reinvent
the wheel of doing business. To maximize your legacy in this area, in addition to
documenting things, make sure you take time to personally mentor those who will take
over your business. Your years of business experience were hard earned and have a lot
of value. Pass that value on to the next generation of business ownership so they can
speed up their success as well as expand upon the legacy you created and they too will
someday leave behind.
What Will Be Your Price Point Legacy in The Marketplace?
In order to create a price point legacy for your business in the marketplace, you must
first work on the two legacy categories described above. Without a great way of doing
business and being recognized for that difference in your marketplace, your business
will be just one more commodity remodeling business forced to sell on price. And, don’t
be afraid to be considered expensive. First, it’s a much better legacy than being known
as cheap. Second, no matter what your price point, your business will be considered too
expensive for some in your marketplace. Instead seek to be the company in your market
people wish they could afford. That was my experience. It was rewarding to hear from
people who saw and knew the value we offered. Some could not afford us, but their
assessment of my business became a promotion of my business to those who could
afford us and wanted our difference. This category of legacy takes years to earn and
accomplish. Passed on to the right owner that legacy will carry on for years.
No matter what you do with your business you will be leaving behind a legacy of some
sorts. I hope this article inspires you to begin accomplishing your legacy today, and hope
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you live long enough to see and feel proud of that legacy in action. Either way, it’s a gift
that can change lives for many years even if those who benefit from it never even knew
or met you.

Overtime Rules in Limbo: What Businesses Should Do Now
Months ago, business owner Michael Brey had an uncomfortable conversation with seven
of his employees. Based on the new overtime rules issued by the Department of Labor in
May, he told them he needed to shift them to an hourly work schedule from salaried
positions.
Brey, who is president and owner of Hobby Works, a 35-employee gift and hobby store
in Laurel, Md., says keeping those workers salaried would have cost him as much an
$35,000 under the revised regulation–roughly equivalent to adding another employee.
Now it seems those conversations were all for naught. Last Tuesday, a federal judge in
Texas granted a preliminary injunction against the rule. That means a new salary
threshold for overtime that would have nearly doubled to $47,476 the level that’s been in
place since 2004, will not go into effect on December 1, as it was slated to do.
Any employee who earned under that amount would have been owed overtime, or timeand-a-half, for working more than 40 hours a week. The move was expected to increase
wages and earnings for some 4.2 million workers, according to the DOL. Now that level
will revert to the previous one of $23,600.
The sudden about-face has prompted anger and confusion on the part of small-business
owners, who feel whipsawed after rushing to accommodate the new rules. Many had
either increased salaries or shifted workers to hourly status, or made other decisions to try
to constrain costs in the face of overtime changes.
“This is information I could have used three months ago,” Brey says. “Psychologically, it
felt like a demotion [for the employees], and people were a little upset.”
Now things are likely to get even more confusing. The preliminary court injunction must
first become an official injunction, which will require additional court hearings within the
next 60 days, legal experts say. During that process, the Obama administration could
decide to appeal the judge’s decision to the U.S. Court of Appeals for the Fifth Circuit,
which would have jurisdiction for this case. (Already the DOL has said it “strongly
disagrees” with the court’s decision, and is considering all of its legal options.)
Yet even on an expedited basis, an appeals court review could also take months. And
while legal experts say they expect the appeals court, which reportedly tends to oppose
the Obama administration, to uphold the lower court ruling, that can’t be taken as a given.
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The judicial skirmishing puts small-business owners in something of a bind, says William
Tarnow II, chair of the labor and employment practice group at Neal Gerber & Eisenberg
in Chicago. On the one hand, small-business owners who have not taken steps to comply
with the December 1 deadline need do nothing for now.
However, should a higher court rule in favor of the new overtime threshold, business
owners will then need to take action to comply going forward, Tarnow says.
Business owners who have already increased salaries, or switched workers to hourly
status, now face the decision of whether to keep those changes in place, or switch
employees back to their previous compensation, Tarnow says.
All of this unpredictability riles business owners like Bryan Pate, the chief executive of
Elliptigo, an elliptical bicycle manufacturer with 22 employees, based in San Diego. This
summer, he says he sat down with two workers to explain that, due to expense, changes
to overtime regulations would force him to keep them as hourly staff, rather than shift
them to salaried positions.
Now that decision, and the disappointment he says it caused his workers, is also in limbo.
“This once again forces me to spend time on something that is not helping out my
business at all,” Pate says. “The injunction just adds to the uncertainty of my business.”
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Product of the Month
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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 Seals our
December winner!

Siewers will be closing for Christmas at 3:00 pm on the
22nd of December and reopening at 7:30 am on December
27th. We will be closed for New Years on January 2nd and
reopen on the 3rd at 7:30 am.
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Economy Snap Shot……….

Unemployment
Rate – Entire U.S.
4.6%
4.9%
5.0%

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

Gallon ($)
Of Gas
$2.16
$2.22
$2.04

Nov. 30, 2016
Prior Month – Oct. 2016
Prior Year – Nov. 2015

Consumer
Confidence
(Indexed to value
of 100 in 1985)
107.1
98.6
92.6

Total Housing
Starts/Seasonally
Adjusted Annual
Rate
1,090,000
1,340,000
1,171,000

Existing Home
Sales
N/A
5,600,000
4,860.000

National Avg.
Mortgage Rate
3.77
3.47
3.94

Market Summary
Dec. 16, 2016
DOW

1/01/16

11/30/15

19,843

17,425

17,720

NASDAQ

5,437

5,027

5,108

S&P 500

2,258

2,047

2,080

Long & Foster Market Minute / Nov. 2016
New Listings

1,501

Median Sales Price

$225,000

Current Contracts 1,365

Days on Market

51

Sold vs. List

Months of Supply

4.2

98.8%
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Company Mission
To serve the needs of contractors and remodelers.

“There are 3 solutions to every problem: Accept it – Change it – Leave it.
If you can’t accept it, change it. If you can’t change it, leave it.” Currano
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 November 18th
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