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“Preserving the Past while Building the Future.”

Celebrating 132 Years of Service
A note from the Siewers Family…
March Madness is upon us and St. Patrick’s Day is this Friday, but where is Spring? Old
Man Winter seems to be getting the last laugh! Everyone around Siewers is busy filling
in their brackets for the NCAA and we know Spring will be here by the end of the
tournament! Spring is a time when all of our businesses seem to be revving up in
preparation for the busy months to come. Please let us know any needs you might have
as you begin to rev up your business!
Most of you have seen the notices around the store, but Siewers recently lost a valuable
member of our team. Mark Smith, our lumber buyer, lost his battle with cancer earlier
this month. Mark was a classmate of Freddy III, at Virginia Tech and majored in
Fisheries and Wildlife in the Forest Department. Following graduation from Tech, Mark
stopped by Siewers Lumber Company in route to a job interview at a competitor to say
hello to everyone and met Johnny Siewers, who quickly realized his potential and hired
him. Mark forged valuable relationships in our industry over the years and was able to
bring the very best products into our inventory. Mark is now in heaven hunting, fishing,
collecting Civil War relics, and walking the beaches looking for shark’s teeth. We
continue to celebrate the great legacy Mark left behind and would love to hear any stories
you may have about Mark on your next visit into Siewers.
**Mark Your Calendars!! Siewers Lumber Company will celebrate Founder’s Day on
May 11th, with a Deck Expo! Also we will host our Architectural Products Show on
October 12th. Details to follow…
We have a great newsletter for you this month! There are articles on Customer Service,
Designing Crown Moulding, and the new Craze for Colors in Kitchen Cabinetry!
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Thank you for taking time to read our newsletter and please let us know how we can
continue to help make your business thrive and grow! Think SPRING!!!
-The Siewers Family
Contractor News

Crown Molding Design Rules

By Brent Hull

CROWN MOLDING IS A COMMON TRIM UPGRADE that can really make a room
pop. You can easily create elaborate cornices by combining different pieces of molding
for a “built-up” look. It’s a great way to get more from less, but it’s also a common way
to make a clean wall look muddy.
Lucky for us, there are rules for molding that were literally carved in stone a long time
ago. This article draws on those tried-and-true forms to present three design rules for
crown molding.
RULE 1: The parts should reflect the whole A quick review of the classic
architectural tradition shows a unity and harmony of parts. The ancients viewed the
human body as the model for design. Just as hands, feet, arms, and legs are proportionally
related, so too in ancient buildings are the parts related to one another—both in style and
proportion.
Your forearm is 1.6 times longer than your hand; each knuckle on your fingers is 1.6
times larger than the previous one. This 1:1.6 ratio is called the Golden Ratio, and the
ancients used it as the basis for rules of architectural proportion.
A look at the Tuscan order shows this proportional relationship at work. All the parts of
the order relate to the column’s diameter, which is labeled “D” and defined by the scale
at the bottom of the diagram. The height of the base, for example, is ½ D, while the shaft
is 6 D. The capital, architrave, frieze, and cornice also are based on the diameter of the
column.
Crown molding on a wall corresponds to part of the cornice of a column. But you can’t
measure the diameter of a wall, so you have to back-calculate that dimension to
determine the ideal height of a crown molding. For a 96-inch-tall wall, the formula is:
96 = Base (½ D) + Shaft (6 D) + Capital (½ D) + Architrave (½ D) + Frieze (½ D) = 8
D D = 96 ÷ 8 = 12 inches
For the Tuscan order, the cornice (¾ D) should be about 9 inches tall.
As you can see in the illustration, the Tuscan cornice is made of three moldings:
Cymatium: (½ D), Corona (3/8 D), and Bed mold (¼ D).
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RULE 2: Pause to reflect There are other orders, too, and the moldings that are used to
make the various parts is not a crap shoot. They are predictable.
White space matters. Notice how many flatplane surfaces make up the entablature in the
illustration. These flat surfaces are not places where the ancients forgot to add profiles—
they are deliberately inserted and play a purposeful part in the overall design.
Moldings are a language. They communicate and have personality. Really. Try to
visualize the flat-plane areas as pauses, or breaks, between words in a sentence. “Instead
oftalkingreallyfastandnotpausingtotakeabreath”.
The flat areas help our eyes read the moldings and understand what they are saying.
This sheet of classical molding shapes from the Institute of Classical Architecture & Art
(classicist .org) begins with flat-plane surfaces—pauses that are designed into the
classical language. Plane surfaces are as much a part of a good molding as are a cove or
ovolo.
RULE 3: More contour is worse, not better Over the last 20 years, molding and
especially crown molding—has morphed and mutated into silly, bumpy masses, often
shaped with haphazard bellies, bruises, corners, and angles, all meant to look like many
moldings were used. Some builders have begun to use two heavily figured moldings to
make a crown look like it has six or seven smaller pieces—to make up a “masterful”
cornice at a fraction of the cost.
Moldings should be readable. In other words, their shapes should communicate a clear
message. The parts of the message should be proportional to the whole.
Bad crown molding is like an avalanche of dips and turns—except that avalanches
follow the golden ratio, too.
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Three Tips for Responding to Failure By Ben Dattner & Robert Hogan
Everyone reads differently to failure: some immediately accuse others while some take
the heat themselves, even if undeserved. Next time you and your team fail, resist the
temptation to place blame. Take these three steps instead:
Think before you act. Don’t respond immediately or impulsively. Doing so can
Make matters worse. Take the time to consider several possible interpretations of
the event and how you might react.
Listen and communicate. Never assume you know what others think. Gather
Feedback and then explain your own actions and intentions.
Search for a lesson. Mistakes happen. It may be that you’re to blame, someone
else is, or no one is. Create and test hypotheses about how and why the failure
happened to prevent it from happening again.
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By Steve Wheeler

The days of laying down canvas tarps in the hallway, giving the workspace a light sweep,
and leaving a note for your client are over.
The truth is; living in a home through a remodeling project is a highly stressful
experience for the homeowner. (Yes, you are living there.)
But don’t fret. With the proper mindset and resources at hand, there are multiple ways to
navigate through the bumpy path of a construction project and dazzle the customer the
entire way. Follow the Four C’s and you’re sure to get there.
Cleanliness
Cleanliness on a remodeling job site is no longer a bonus, a marketable value, or a part of
your value proposition. It is expected and has become the default setting of quality
customer service for an above average Remodeling company.
This doesn’t mean that you can’t continue to rise above the competition with proper
preparation. I recommend investing in the right tools that will set your business apart.
Dust, for example, is a tough advisory and one that is often contained, and not
controlled. So spend the money on duct control systems (like BuildClean and ZipWall)
to evacuate and eliminate the dust that will travel into non-work areas. The investment
will pay for itself in customer satisfaction ten times over.
Be sure to seal all vents during the workday, and permanently in the areas that are out of
use.
Remember, cleanliness on a job site is a daily exercise, and all your carpenters should be
as skilled with a broom and vacuum as they are with a hammer.
Communication
This seems easy right? We are always in communication as it pertains to the details of the
project. You know the tile they chose. You’ve worked with them to select paint. And
you’ve spent hours talking about light fixtures.
But are you asking them the questions that matter for the experience? Look, I know the
project details will always be the focus of your discussions, but make sure the details of
ease and convenience are not going by the wayside.
And don’t let customers emotionally fend for themselves during a remodel. For example,
did you ever consider that maybe it should be up to you to make sure they have adequate
shelving for pots, pans, and any other items that will be displaced during the project?
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Customer Respect
Yes, this goes without saying, but I can’t tell you how many times I would have to
remind crew members of my company’s policy on foul language on the job site.
It is imperative that you communicate and reiterate with your staff and any subs that will
enter the site that you are in someone’s home. Even in the times where the house is
empty, bad language is unacceptable.
Although you are getting paid for the work you are doing, you can never lose sight of the
fact that it is a privilege to make your living in a persons’ home.
Critique
Allow the customer a daily forum to let you know how they are feeling. This will help
you head off customer contention “at-the-pass” during a lengthy remodeling process. And
you can do it with a daily email, an online platform, or your building/estimating software.
Have you noticed that dust has started to collect in the hallway closet that you forgot to
seal off? Well, they have, and it is a must that you are aware of these issues. Always
strive to contain the small issues while they are small.
What remodelers do is amazing. Remodeling a home is achieved by loud noises and a
million moving parts. It is messy, it is imperfect, and it is inconvenient in many ways.
When I started out in Remodeling, I was told by my lead carpenter, “When you start well,
you end well.” Let this simple, yet profound statement be the guideline for a fantastic
Customer Experience. Never get behind, and never let an impending deadline — or
repairing a mistake — get in the way of the overall experience.

Economic Analysis
The U.S. economy continues to grow as measured by the GDP. “Normal” GDP is 3.3%
annually. From 2009 – 2015, the average GDP was 2.2%. The preliminary number for
2016 is 1.6% growth; 2017 is forecast to have 2.4% growth. Virginia GDP growth from
2009 – 2015 was 1% and is expected to lag the U.S. economy by 1% in 2017, primarily
due to reduced federal spending but could ramp up if military spending increases. The
recovery has been dependent on job growth to promote confidence that the consumers
will retain their jobs and incomes will grow.
Housing starts are forecast to rise from 1.16 M in 2016 to 1.27 M in 2017, a 9.7%
increase. The consensus for “normal” starts is 1.5M starts annually. The NAHB bases its
normal starts at 1.67 M annually, divided into 1.34 M for single family and 0.33 M for
multi-family (2016 was 0.78M for single family and 0.37M for multi-family – obviously
a tremendous lag in single family starts, the major category for lumber and millwork
products).
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Remodeling is forecast to be slower than new housing with an expected 4% increase in
2017 fueled by kitchens, baths, aging in place and more additions. With more houses and
the aging of existing houses, there in tremendous potential for remodeling and
renovations. The Remodeling Market Index (RMI), which measures the sentiment and
activity of remodelers in the U.S., is currently at 53. Any number above 50 is positive.
The numbers from 2014 to 2016 were better than the numbers from 2003 to 2005.
Although this sentiment is good residential remodeling totaled $135 B in 2016 versus
$160 B in 2006 (nationally).
Possible headwinds to growth are projected slightly higher inflation, projected higher
interest and mortgage rates, regulatory burdens that lead to higher costs, low supply of
land and lots, the need for construction workers (the industry lost 2 million workers
between 2007 and 2013, many who will not return to the industry) and a possible
continuance of tight credit by banks.
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Product of the Month

The Color Craze
While the gray trend continues to expand and evolve, new hot colors are coming into
play, including healthy greens, soft blues, deep violets and shades of taupe. Classic
white is also strong, while brighter colors are seeing resurgence.
Below are some of the hottest trends in color right now.
— The tense political election seems to be powering an interest in calmer, peaceful hues,
along with brighter colors that create a sense of joy.
–The gray trend just keeps growing, though it has evolved into new incarnations,
including transparent gray on wood, deeper charcoal shades and a taupe-y gray.
— Clean and classic whites remain hot, with marble and marble looks one of the hottest
trends on display at KBIS in January.
— Healthy greens ranging from grass green to sage are up and comers, not just in the
U.S. but worldwide.
–Warm shades of violet that offer a shadow effect are trending right now. Also popular
are soft, nourishing blues, yellow, taupe and other neutrals.
— Copper is all the rage in the kitchen right now, though metallic elements ranging
from subtle to dramatic are also hot.
–Matte black is everywhere, offering an alternative to shiny surfaces in everything from
appliances to faucets.
Come by and see Kellene to create your custom cabinet color!
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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 Marshall Echol our
March winner!

Happy St. Patrick’s Day!

RVA French Food Festival
April 28th & April 29th
To support Little Sisters of the Poor
1503 Michaels Road
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Economy Snap Shot……….

Unemployment
Rate – Entire U.S.
4.7%
4.8%
4.9%

Feb. 2017
Prior Month – Jan. 2017
Prior Year – Feb. 2016

Gallon ($)
Of Gas
$2.32
$2.28
$1.75

Feb. 28, 2017
Prior Month – Jan. 2017
Prior Year – Feb. 2016

Consumer
Confidence
(Indexed to value
of 100 in 1985)
114.8
111.8
92.8

Total Housing
Starts/Seasonally
Adjusted Annual
Rate
1,288,000
1,251,000
1,213,000

Existing Home
Sales
N/A
5,490,000
5,070.000

National Avg.
Mortgage Rate
4.17
415
3.66

Market Summary
Mar. 16, 2017

1/01/17

2/28/16

20,984

19,762

16,516

NASDAQ

5,908

5,383

4,557

S&P 500

2,385

2,238

1,932

DOW

Long & Foster Market Minute / Feb. 2017
New Listings

2,307

Median Sales Price

$219,000

Current Contracts 1,950

Days on Market

62

Sold vs. List

Months of Supply

4.9

98.7%
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Company Mission
To serve the needs of contractors and remodelers.

“Design trends come and go, but I get my cues from listening to how people want to
live.” Mick De Giulo
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 April 19th
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