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“Preserving the Past while Building the Future.”

Celebrating 134 Years of Service
A note from the Siewers Family…
We usually reserve the beginning of the Siewers Newsletter to re-cap recent events or
promote upcoming events, but this month we feel that we need to address the recent
“Escalating Lumber Prices”.
Many articles are stating the Lumber Market is higher than ever with no real end in site!
In late May, Bloomberg stated that the lumber market futures have surged 65% in the last
12 months. This surge is greater than any gain of any in the raw index that Bloomberg
Commodity Index tracks.
Many experts have put the blame on transportation/shipping issues, trade/tariff problems,
labor, demand and very tight supplies.
The demand on the trucking industry has pushed trucking rates higher and there is more
volume needed to be moved than at this same point last year. Truckers are limited to the
amount of hours they can drive under DOT regulations and with the shortage of drivers,
that means longer shipping times. The transportation problem is not only with trucks, as
the length of trains in British Columbia was shortened this past year due to a very cold
winter.
Canada’s trains have caused some issues, but other issues from the north have included,
Canada putting tariffs on softwood lumber exports following a trade dispute with the
USA that has lasted most of this year. More than 25% of our US Softwood Lumber
needs come from Canada, so this tightens the supply.
From our research, it appears this could go on for a while. Some things to consider is
being careful of the expiration dates on quotes and not promising material or completion
of jobs too quickly. Pricing on products could rise and you may have issues obtaining all
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the materials to finish the job in the time you have allotted. As we share this with you,
you might consider sharing some of this with your customers as well.
We appreciate you being with us on this wild roller coaster of pricing and demand. We
are doing the best that we can with the situation that we are facing and truly appreciate all
of your patience!
Please keep in touch with us about these matters and anything else that we may be of
assistance! We hope you enjoy this month’s newsletter and as always, we thank you for
your business.
-The Siewers Family

Contractor News
Four Keys to Keeping Great Employees

By ShawnMcCadden

Finding great employees for your remodeling business is tough and getter tougher. The
truly great employees understand this and therefore, are easily lured away by other
remodelers offering better opportunities. However, with the right strategies in place at
your business, great employees are likely to stay. The funny thing is, when remodelers
give great employees good reasons to stay, other great employees tend to show up and
stay as well.
In my experience as a remodeler and then as a business coach to remodelers, I have
identified four powerful motivators that a remodeling business can implement to retain
great employees.
No. 1: Have and Share a Vision
If you lack vision for the future of your business, why would a great employee risk
coming for the ride? As a young business owner, I crafted my vision of creating an
employee-managed business. I shared that vision with every employee I interviewed.
Specifically, I shared with them that as the company grew, I expected them to grow as
well to fill management and leadership positions caused by the growth. I let them know
that if they grew with the business, there would likely be a place for them; alternatively, I
also let them know that if they could or would not grow, they would likely be left behind.
Some were inspired by this vision and came onboard; others decided to pass. Sharing
your vision can be a great way to qualify serious candidates.
No. 2: Have and Celebrate a Desirable Culture
Think about what it might be like to be an employee at your business: Would you work
for you? As the owner, are you fair and consistent in how you treat employees? Are
other employees happy to be there? Do all employees treat each other with respect?
What happens when something goes wrong or someone makes a mistake? Presumably,
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all of us have something we’d like to do rather than go to work. But because most of us
must work, wouldn’t it be great if you actually looked forward to being there and being a
part of a great team motivated by a common vision?
The answers to the questions above are up to you as the business owner. Rather than just
letting a culture happen, think ahead about creating the culture great employees seek.
Then, make a commitment to do all the big and little things required to create and
maintain that culture. The goal is to create a team and culture that is too good to risk
leaving.
No. 3: Offer Benefits Not Easily Found Elsewhere
Most remodelers offer very few benefits to their employees, leaving pay rate as the
primary reason employees stay or leave. In my opinion, if an employee leaves another
business to receive more money from you, he or she will leave your business for the same
reason. In addition to good pay, an offer of a great package of benefits to the right
employees can help attract and help keep them on your team.
If you seek to hire married individuals with children and a mortgage, for example, you
will likely be hiring someone who puts more value on benefits than single individuals
living in their parents’ basement. A forward-thinking employee with a growing family
needs and counts on a steady paycheck, family health insurance coverage and some
flexibility when kids are sick or will be performing in a school play. Offering benefits
does cost money. As you grow your business, make sure you price your jobs to support
the benefits and cross-train staff to fill in for those taking time off.
No. 4: Create Professional and Personal Purpose
In my opinion, purpose can be the best way to keep great employees. It is your job to
create synergy between work and personal purpose for each employee individually.
For example, let’s say you hire carpenters who have a family and aspire to have their own
home someday. Help those carpenters see and believe their purpose is to change people’s
lives with their hands at work while growing into becoming a lead carpenter. By
becoming great lead carpenters, the company can make more money and they can, too,
which makes the deposit and monthly payment for their new home a real possibility.
And to become lead carpenters, they need to replace themselves as carpenters. Help them
discover that part of their job’s purpose is to help others grow and achieve in similar
ways.

Project Management: Communication Found in Certified Remodeler Aug. 2017
Communication is one of the most important aspects of a project. An effective
communication plan includes not only the client but also your employees, trade
contractors, vendors and building inspectors. For our purposes, we will only address the
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client components, as the others are normally well established and only change with
people or companies.
The preconstruction conference is a perfect time to work out the communication details
with your client. Here are some points to address to ensure there is clarity:
Determine the client’s preferred communication method.
This could be email, text or phone. You could also establish a backup path as well.
Many companies today use an integrated solution that provides client communication
tools as part of the package. If you are using such a tool, educate the client and walk
them through the system.
Determine the client’s jobsite contact person.
If construction is to take place while the clients still inhabit the house, determine when
they will be present.
Determine the primary decision maker.
It is important to have an understanding of how the client will address issues that come
up during the remodel.
Address how change orders are issued and their effects.
Explain to the customer that change orders can cause delays in the project and can be
quite expensive for you and them. Determine if they know of any desired additions to the
project. If such additions are brought up at the preconstruction conference, they can be
priced according to normal policy and a change order can be written; if any changes
come up later, the price will include an administrative charge above the price of the work.
Explain that the client is not to negotiate with the trades for additional work, as it may
affect the project’s schedule and associated warranties.

Here’s the Right Way to Respond to Being Wrong By Paul Winans
Does it drive you crazy to be wrong? I don’t like it. Being right is nicer.
Because we make so many decisions and have a lot to remember, it is inevitable that we
will be wrong frequently. So, your only choice is how to respond to being wrong yet
again. Here are some suggestions.
Accept It
It takes some time. but eventually you can learn to simply be wrong and not overreact.
The overreaction often creates more problems than simply being wrong does.
Accepting that you are not perfect frees up a lot of misplaced expectations and assorted
baggage. That leaves you able to get more done right.
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Learn from It
What choice on your part made you wrong? What criteria were you not considering?
How did the person who is right decide on the choice they made?
Asking these questions in a non-demeaning way and learning from the answers makes it a
bit less likely you will be wrong … at least about the issue at hand. You also will learn
new ways of looking at issues and problems.
Take the Emotion Away
You are always a 10 out of 10. Why? You are alive and able to make choices. And you
are not what happens to you. How to respond neutrally or positively to being wrong is the
big choice.
Suppose you are the owner of a small company. If you blow up when you are wrong,
how do your employees feel? Scared and worried. If you respond to the situation without
being overwhelmed by having been wrong, your employees are inspired to manage their
own reactions to similar situations in a neutral manner. This makes everyone more
productive and focused.
No matter what your profession is, you can count on being wrong periodically. All you
can control is your response. Make a choice that will not create more problems. Doing so
will feel good to you and all the people you work with.

Siewers Will Be Closed for the 4th of July
We will reopen on Thursday, July 5th at 7:30 am.
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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 Bob Harris our
June Winner!

Sale Items This Month

*
*
*
*

Interior Doors $50
Exterior Doors $100
Free Pallets (Firewood, Tables, Partitions, Fence, etc) Up to 18’ long
Discounted bundles of culled lumber (gardens, farms, temporary projects, etc.)

Greenfield Kitchen Island
Original Retail - $7,200.00. For Sale - $2,200.00
Black finish – 58” w x 24” deep x 34.5” Tall
Includes: 3 cabinet units, wainscot panel, drawers, corbels, Toe kick,
Touchup kit, base moulding.
NO Top included

See Kellene with any questions on this item!
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Economy Snap Shot……….

Unemployment
Rate – Entire U.S.
3.8%
3.9%
4.3%

May 2018
Prior Month –Apr. 2018
Prior Year – May 2017

Gallon ($)
Of Gas
$2.96
$2.80
$2.37

May 31 , 2018
Prior Month – Apr. 2018
Prior Year – May 2017

Consumer
Confidence
(Indexed to value
of 100 in 1985)
128.0
128.7
117.9

Total Housing
Starts/Seasonally
Adjusted Annual
Rate
1,350,000
1,286,000
1,122,000

Existing Home
Sales
N/A
5,460,000
5,620.000

National Avg.
Mortgage Rate
4.59
4.47
4.01

Market Summary
June 19, 2018

1/01/18

5/31/17

24,648

24,719

21,008

NASDAQ

7,747

6,903

6,198

S&P 500

2,773

2,673

2,411

DOW

Long & Foster Market Minute / April 2018
New Listings

2,082

Median Sales Price

$215,000

Current Contracts 1,544

Days on Market

46

Sold vs. List

Months of Supply

3.9

99.0%

At time of print May results were not available.
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Company Mission
To serve the needs of contractors and remodelers.

“Preserving the Past while Building the Future.”
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 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 July 19th
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