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“Preserving the Past while Building the Future.”

Celebrating 134 Years of Service
A note from the Siewers Family…
School is back in session and we are seeing Halloween Decorations up in all the stores,
so it must be September! We all have one final push before our industry slows down for
the Christmas holidays. Please keep us in mind during this final push! We are here to
help with all of your building and remodeling needs!
September 11th came as usual with many emotions. Something so tragic now eliciting
national pride! We still remember and offer prayers for all those that were killed and
give thanks for all those first responders who were there that day and through the weeks
that followed. We continue to be grateful for our Armed Forces who protect all of our
freedoms. May God continue to bless and watch over the USA!
Hurricane Florence came and went without much destruction in our area. She kept us on
the edge of our seat for a few days, but thankfully did not make it to Virginia. Our
thoughts and prayers are with all those who have been affected by this horrible storm!
We have started to plan for our next Architectural Products Show, which will take place
in October of 2019! We are trying to finalize a date, which will be in early October, and
once we do, you will be the first to know!
Thank you for your time and interest in our newsletter as well as your feedback on ways
of making it better! There are some great articles this month on decision making,
keeping employees happy, and running a successful business! Please continue to let us
know your needs and that your needs are being met!

-The Siewers Family
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Contractor News
Four Myths Holding Your Business Back

By Shawn McCadden

Here are four common remodeling business myths that, in my opinion, are easily
debunked with logic and/or evidence. If one or more of these is holding you and your
business back, I suggest you move from remodeling myth to reality.
Myth No. 1: I Have To Be Competitive On Price To Sell Jobs
This one is true if you are what I call a “commodity contractor”. If you don’t do
marketing to expose how your business is different, you will be perceived by
homeowners as being the same as most other contractors. Like selling, regular gas, a lack
of differentiation puts you into price competition to get customers. If, on the other hand,
you are different, perhaps the only one in your marketplace who does what you do and if
people want your difference, you can charge more and they will have to pay to get it.
Myth No. 2: Homeowners Won’t Pay For Estimates
Most contractors tell me they can’t charge for estimates in their market because all the
other contractors do them for free. First, I know that is not true. Many contractors
successfully charge for estimates, but most call them fixed-price proposals. If you don’t
know any who do, maybe you need to get out of your current box and seek new peers you
can learn from. Becoming a member of NARI opened my eyes to this myth and many
other myths I once accepted as fact. Remember what your mother used to say: “If all the
other kids jump off a bridge, does that mean you should jump off too?” Again, seek to be
different.
Myth No. 3: All Contractors Have Cash Flow Problems
First, not charging enough for jobs you sell does not lead to cash flow problems. That’s
called under pricing and under pricing jobs means you will never have the cash you need
to catch up. Cash flow problems are caused by the way your business ask for payment
and/or its ability to get clients to pay when they should. Completing remodeling services
without being paid for them, in my opinion, just is a huge financial risk for most
remodelers.
Bad cash flow is the most common reason contractors fail. Instead, do your estimates in
the same order you plan to complete the work. Other than special order items, this will
help you predict the cash flow needs of the project as you work on it. Using that
information, separate the project and estimate information into milestones, determine
payment schedules that finance the job with your customer’s money and let customers
know payments will be due prior to starting each phase of work or you will be going
elsewhere.
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Myth No. 4: If I Give My Employees Too Much Training, They Will Leave And
Become My Competition
In my professional experience, the opposite happens. The truth is, if you don’t give them
enough insight and experience regarding what it takes to own, run, lead and finance a real
business, they will leave to start their own. Looking back, would you have started your
business back then if you really knew what you were in for?
In addition to offering training, give employees leadership positions and mentor them at
your business. This goes along with a good performance based compensation package.
Doing so will make it more likely they will stay. Early in my career one mentor put it
this way: “If you think it’s expensive to train employees only to have them leave, just
think how expensive it will be if you don’t train them and they stay.”
Remember, the longer these myths are believed, the smaller your retirement savings will
be.

Three Tips for Making Trade-offs

Harvard Business Review

Every important decision inevitably involves a trade-off. Knowing what you can’t
pursue is as valuable as articulating what you will. But how do you know which tradeoffs are acceptable and which are losing propositions? Here are three ways to help make
the distinction.
Get input on pros and cons: List advantages and disadvantages and ask others for their
perspective on which carries the heaviest weight.
Balance short term with long term: Determine what you’d be willing to give up in the
long run for some important short-term gain and vice versa.
Gauge support: While weighing alternatives, think about who will support a particular
idea and who will oppose it. Ask whose support you can live without and whose backing
and buy-in you absolutely need.

10 Ways Contractors Can Keep Employees Happy
Employee retention is no easy task for construction contractors today. It’s no longer
enough just to pay competitive wages, keep employees safe and provide regular hours
for them to make a steady living.
Roger Belisle, vice president of operations of Whissell Contracting Ltd., explains his
company is actively committed to ensuring the health and happiness of its workforce,
and expresses that commitment through several employee retention activities.
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He shared through the CONEXPO-CON/AGG 365 initiative 10 ways construction
contractors can keep their workers happy and on the job – learn more at
http://www.conexpoconagg.com/subscribe/.
1. Establish priorities
Our company has three “daily pillars”: safety, followed by quality and efficiency. We
hold safety meetings every morning, and make sure to cover anything and everything
related to our pillars affecting our work. To reinforce our pillars, we regularly offer
ongoing training activities for all employees.
2. Emphasize training
In our industry, skill is dying. You no longer can simply rely on trade schools to supply
qualified workers. You have to grow from within. For example, we recently developed
and established an in-house institute for training. It helps us to better prepare our
employees to be as productive as possible, and it gives our organization a competitive
advantage.
3. Manage employee workloads effectively
Construction is a competitive business. Employee retention becomes even more difficult
if your company does a lot of seasonal work, since workers are often more likely to
leave when the weather changes and the opportunities dry up. To combat this, we really
make a concerted effort to keep our employees busy and on the job. If we can fill up
their plate with work, so to speak, they’ll be less inclined to leave us in order to make a
couple cents more per hour.
4. Keep your equipment well maintained
We take great pride in keeping our fleet of machines clean, safe and running well. Quite
often people tell us they want to come work with us because of the quality of our
equipment. It doesn’t break down, and it has air conditioning, a radio and other
amenities. Most importantly though, our equipment does its job.
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5. Be transparent
We make it a priority to share our corporate priorities, strategies and initiatives. It’s
important for our employees to understand where we are as an organization, where
we’re headed, and what we’re trying to achieve. We hold regular “town hall” meetings
to explain what direction the company is going and inform them of the latest news and
happenings. We encourage employees to speak up and get the information they need to
do their jobs as efficiently and as effectively as possible. An example of encouraging
communication is our “Speak Out For Safety” program, where anyone in our company
can shut down a crew’s work just by pulling out a card and saying, “This doesn’t seem
right. Can we review this?”
6. Stay up-to-date on the latest tools and technologies
Because of the diminishing skill in our industry, companies like ours have begun to lean
more on technology to improve efficiency and better meet the needs of customers.
Drones are one good example. Global positioning satellite (GPS) technology, 3D and
autonomous equipment also offer a ton of potential. As an organization, we are quite
curious to see what the future will bring on the technology front.
7. Encourage networking and continuous learning
Trade shows like CONEXPO/CON-AGG are critical to our workforce development
efforts. For the last three or four times the show has been held, we’ve sent somewhere
between 30 and 40 company representatives to Las Vegas to see what’s new and bring
relevant information back to our company to see if we can use it to the benefit of our
clients.
8. Engage, engage, engage
We spend quite a bit of time, money and resources in developing our workforce. Our
organization has developed a training module for every role in our business, everything
from general laborer right up to being the company president. When employees come to
work for us, they can see a career path ahead.
9. Identify opportunities and threats, and then act accordingly
Our company recognized a growing skills gap in the industry some time ago. We set up
in-house training programs, brought in staff to train new employees on how to survey,
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how to establish benchmarks and elevations, and much more. Eventually, it evolved into
a standard, repeatable training program with a consistent message and successful results.
10. Show employees you care, consistently
It’s easy for any company to say its workforce is the top priority, but when the pressure
is on, many companies don’t always treat their employees as well as they should. Not
only do we try to engage workers, we really make an effort to show our employees they
are valued. (Examples include annual golf tournaments and Christmas parties and
regular cookouts where we travel to jobsites and cook for the employees.) Our
organization has received a lot of positive feedback, particularly from employees who
have joined us after working for other construction companies, and their comments
positively reinforce our efforts.

New Products
Flex TEC for Concrete
Siewers is now carrying a new concrete and masonry repair kit.
Repair all with one product: ART’s Epoxy Repair System penetrates tiny pores in the
surface and bonds itself exceptionally well to concrete and masonry: basement floors,
foundations, cinder blocks, steps & cracked stucco.
Flexable Concrete Repair Compound can be dispensed and mixed manually or used with
ART300X Static Mixing Nozzles.
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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 Steve Osberger our
September Winner!

Siewers Change Of Address
Siewers will be closing our post office box in December.
Please forward all correspondence to our street address
(1901 Ellen Road).
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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!
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Economy Snap Shot……….

Unemployment
Rate – Entire U.S.
3.9%
3.9%
4.4%

Aug. 2018
Prior Month –July 2018
Prior Year – Aug. 2017

Gallon ($)
Of Gas
$2.84
$2.86
$2.52

Aug. 31 , 2018
Prior Month – July 2018
Prior Year – Aug. 2017

Consumer
Confidence
(Indexed to value
of 100 in 1985)
133.4
127.4
122.9

Total Housing
Starts/Seasonally
Adjusted Annual
Rate
1,282,000
1,174,000
1,172,000

Existing Home
Sales
N/A
5,340,000
5,350.000

National Avg.
Mortgage Rate
4.55
4.53
3.88

Market Summary
Sept. 19, 2018

1/01/18

8/31/17

26,373

24,719

21,948

NASDAQ

7,945

6,903

6,428

S&P 500

2,906

2,673

2,471

DOW

Market Minute / August 2018
New Listings

2,481

Average Sales Price

$250,018

Pending Sales

1,841

Days on Market

33

Asked vs. Sold

99.6%

Months of Supply

2.3
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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 Oct. 18th
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