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“Preserving the Past while Building the Future.”

Celebrating 134 Years of Service
A note from the Siewers Family…
It’s hard to believe it can be that time again…. Yes, Thanksgiving – indeed one of our
favorite holidays! For our family it is a tradition of coming together to give thanks for all
that God has provided for us – and of course EAT, our family loves to eat! The day is
really more of a pause before all of the havoc of the Christmas season! It doesn’t seem to
have become commercialized like Halloween and Christmas and hasn’t strayed too far
from its original roots. There never seems to be a rush to get to the next party or
gathering, just time to be with the family, relax and watch the parades and football games
on TV!
As we reflect on all that we have, we especially want to remember the men and women of
our Armed Forces who give in so many ways allowing us the freedoms we experience
each and every day; We also Thank You, our customer, for allowing us to serve you and
for allowing us to be part of your business and yes, on a more personal level, your
friends. Your patronage each day allows 45 men and women worthwhile employment not
to mention the “ripple effect” for employees of our vendors and suppliers. I know you
hear thank you all the time, but please understand that we are very sincere in our wishes.
Thank YOU!! And Happy Thanksgiving!
As we celebrate Thanksgiving, Siewers Lumber Co. will be closed Thursday and Friday,
November 22nd and 23rd, but will reopen Monday morning, November 26th at 7:30 AM to
serve you! We hope you and your family have a bountiful Thanksgiving!
With Gratitude,

-The Siewers Family
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Contractor News
STOP TRYING TO ACT SO BIG AND THINK SMALLER

BY SHAWN

MCCADDEN

People who tend to have the most success running and owning a remodeling business
don’t do what everyone else does. They seek to be different. They do things others don’t
do, won’t do and/or haven’t yet thought to do. When I owned my remodeling business, I
didn’t want to be the best remodeler in my market. Instead, I wanted to be the only one to
offer what we did and how we did it. This may seem unusual or even a foreign strategy to
most remodelers. However, I think the strategy can be a secret weapon for remodelers—
one they can use to achieve higher margins and to attract and keep great employees.
Being in competition with other remodeling businesses usually means one business is
always trying to one-up the others to retake the top. It can also mean dropping your price
because, unfortunately, that is how many business owners define being competitive.
When you fall into the mindset of being competitive, you also run the risk of thinking too
big. For example, competitive businesses often believe they must be able to sell to
anyone and, therefore, be able to market to everyone in their area—just like their
competition does. These competitors also market what makes them better, which only
confirms that their offering is pretty similar to all the other remodelers in town. This, in
effect, can make your market too big and increase competition, and it helps to turn the
business into a commodity. For some customers, it’s like buying premium gas for your
pickup truck: Is there any reason to pay more when regular gas will do?
THINK SMALL INSTEAD, BUT BE TARGETED When it comes right down to it, how
many jobs and customers do you really require each year? Depending on the number of
projects you decide to strategically target—and this is something you should do—you
may only need 20 prospects to say “yes” to your way of doing business at your price.
With 20 prospects as the mission for your marketing, why would you cast a huge net with
your marketing dollars? Wide nets yield unqualified leads, wasting valuable time and
effort as you sift through them. Instead, shift your mindset to identifying, finding and
attracting the right 20 people and projects your business needs.
You may still spend the same overall dollars on marketing, but with such a change in
mindset, you could use much more of that money to do research and then strategically
target your desired sliver of the marketplace.
One way many remodelers do this is by considering the psychographics of their target
buyers—their motivations and buying habits. By knowing what is important to your
specific customer type, and how they process their decisions, your business can then
tailor its message to attract that sliver of the marketplace. The idea is that your messaging
speaks to and attracts a certain psychographic, while at the same time helps prevent
others with a different psychographic from wasting your time. Remember, you only
needed 20 to say “yes.”
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STOP HIRING AND START RECRUITING There is already a serious shortage of
skilled workers, and the problem will only get worse. To find new employees, most
remodelers wait until it’s too late. Then they run “help wanted” ads to find someone as
soon as possible. It is the same problem as marketing: You cast a wide net and you may
hire the wrong people.
If you need only one or two great employees, why not seek to find those specific people?
Again, it pays to be strategic about whom you are looking for and which skills they must
possess. Create performance-based job descriptions before you start looking. As part of
those descriptions, include the personality profile that best matches the position as well as
your company culture. By doing so, you will already clearly know whom you are looking
for and how to vet them. Just like the marketing described above, really knowing the
psychographics of your target, ideal employee allows you to then strategically market for
applicants who meet such descriptions, and those outside your criteria will probably
never waste your time.
By marketing for employees, I don’t mean simply running “help wanted” ads. Instead,
through your circle of influence—both live and on social media—get the word out about
the opportunities your business has to offer to the right employees. By marketing the
positions in this way, people you know and trust may be able to refer or recommend
someone they know and trust. And, by predicting the staff you will need well before you
need them, you can make recruiting an ongoing activity the entire team can help with. If
recruiting is ongoing, you can also hire early if the right person comes along. This can
help eliminate the challenges and disappointments that can come with hiring the wrong
employees out of need, often times much more expensively than hiring the right person
early.
Big things can come in small packages!

How to Avoid Getting Your Business in Hot Water By Paul Winans
When you run a business, you sometimes find yourself in hot water. A client is upset. A
delivery is misplaced. An employee gets in an accident while driving a company truck.
These are not pleasant experiences. You want to do everything you can to avoid such
things from occurring in the future.
What about getting in the cold water?
That is what I did this summer when we were on an expedition cruise that took us from
Longyearbyen, Svalbard, north through the Arctic Ocean, to the edge of the polar ice cap.
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It was eerie sailing to the very edge of the ice. There were many small pieces of ice near
the cap. The air was full of a cool mist. The captain backed the ship off the ice cap a bit
and let the anchor down.
There were about 100 passengers on the ship and almost 20 expedition guides. Thirty of
the passengers were going to jump into water that was 32 degrees Fahrenheit. I was one
of them.
Two expedition guides positioned a Zodiac pontoon boat about 20 feet from the opening
in the side of the ship from where we were to jump. Two other expedition guides—one a
photographer—were stationed the near the jump area.
I was first to go in. Wearing just a swimsuit, guides on the ship prepared me for the jump.
The good thing about going first is the webbed belt they put around your waist is dry. For
all those who follow the belt is literally ice cold.
A rope is connected to the belt, with a guide on the ship holding on the other end. Just in
case you get a heart attack or the like.
Those choosing not to jump in are lining the rails on the two decks above where the jump
occurs, offering encouragement.
I step off the ramp at the jump area. Once in the water, I immediately turn around and
start climbing the ladder out. I am truly freezing cold. And exhilarated that I jumped in.
Shaking a lot, I go up to a hot tub on the upper deck. It is not hot enough. I go down to
our cabin and take a very long hot shower.
After drying and then dressing very warmly I go outside to watch some of the remaining
jumpers. Some actually do dives. Some even swim to the Zodiac furthest away from the
ship!
About one hour later I stop shivering. To this day I still feel great about having jumped
in. What prevented my jump from turning into a disaster?
Adequate prep on the part of the expedition guides. A safety system that was followed
rigorously every time. Careful observation of each of us who jumped in while we were in
the water.
Bring such measures to the day-to-day activities of your business to avoid being in hot
water. Assume nothing will go right and prepare for the worst, each and every time.
Follow the procedures you and your team agree will make success likely. Absolutely no
shortcuts allowed.
Do these things and instead of being in hot water you can all chill out!
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By Paul Winans

In my work as a facilitator of peer group meetings and working with companies onsite, I
always stress the importance of taking all the input generated for a company and turning
it into a plan, an Action Plan.
Recently, a member of a Remodelers Advantage Roundtable Group that I facilitated sent
to the group a short list of his takeaways. His intent was to get out of his way and make
the changes he knew needed to happen.
I wrote the following to help him get more specific [names have been changed]:
Get super clear about the Action Plan you mentioned. Crystal clear. Break the big things
into small actions, each with a deadline and who is responsible for making it
happen/getting it done.
Make each goal:
•
•
•
•
•

Smart
Measurable
Actionable
Realistic
Timely

Organize the actions this way:
•
•
•
•
•
•
•
•

•

•
•
•

Owner
Marketing
Sales
Design
Estimating
Production
Administration
Prioritize the goals in each category. Do the ones in each category that will bring
the most value soonest, once achieved. Once done, move them to the bottom of
your spreadsheet so you can celebrate getting them done.
Put the plan up on a wall, per what Cindy suggested. Keep private the few things
that you might not want to share with everybody. Meet monthly with somebody
who can hold you accountable/who you are afraid to disappoint.
Get rid of "try" and "focus on" and use "do," per Harry. Language is powerful.
You can do this! After all, Tim, all you are talking about is living the future you
want, instead of being a prisoner of the past. You ARE worth achieving that.
When Nina and I worked together, we did exactly what I am describing. We
would not have achieved the level of success we did if we did not follow these
instructions.
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Life is what you do. It is not what you wanted to do but never did. No one else
can do what needs to be done except for you. So, what do you do now?

New Product

EVOKE CABINETRY
EVOKE furniture grade cabinetry defines its presence with a rich
superior finish. The ability to choose from finish and style with a
personality as vibrant and sophisticated as your own.
As a dealer for EVOKE Cabinetry, we now have a selection center in our
showroom. For more information contact Kellene Gordon or Jamie Naab
at 804-358-2103.
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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 Pete Hobbie our November Winner!
~~~~~~

Siewers will again be a drop location for the Toys for Tots
Program sponsored by the United States Marine Corps.
Donations will be accepted from Nov. 2 – Dec. 7. Your toy
donation is greatly appreciated.
~~~~~~
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Siewers will be closed November 22nd & 23rd (Thursday and
Friday) for Thanksgiving. We will reopen at 7:30 am on
November 26th (Monday).
~~~~~~~~

Siewers will be closed for Christmas at 3:00 on Dec. 21st (Friday)
and reopen at 7:30 am on December 26th (Wednesday).

~~~~~~
WE HAVE CLOSED OUR PO BOX. PLEASE CHANGE OUR ADDRESS TO:
SIEWERS LUMBER & MILLWORK
1901 ELLEN ROAD
RICHMOND, VA 23230
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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.)

~~~~~~

Give a Siewers Gift Card!!

From tools to lumber, hardware to decking.
It’s perfect for the woodworker or homeowner who is remodeling.
Available in any amount – Ask for it at the counter.
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Economy Snap Shot……….

Unemployment
Rate – Entire U.S.
3.7%
3.7%
4.1%

Oct. 2018
Prior Month –Sept. 2018
Prior Year – Oct. 2017

Gallon ($)
Of Gas
$2.78
$2.88
$2.47

Oct. 31 , 2018
Prior Month – Sept. 2018
Prior Year – Oct. 2017

Consumer
Confidence
(Indexed to value
of 100 in 1985)
137.9
138.4
126.2

Total Housing
Starts/Seasonally
Adjusted Annual
Rate
1,228,000
1,210,000
1,265,000

Existing Home
Sales
N/A
5,150,000
5,500.000

National Avg.
Mortgage Rate
4.83
4.63
3.90

Market Summary
Nov. 20, 2018
DOW

1/01/18

10/31/17

24,603

24,719

23,377

NASDAQ

7,028

6,903

6,727

S&P 500

2,690

2,673

2,576

Market Minute / October 2018
New Listings

1,884

Average Sales Price

$302,247

Pending Sales

1,511

Days on Market

27

Asked vs. Sold

99.83%

Months of Supply

2.19

Updated information not available at time of publication.
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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 and Twitter 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 Dec. 19th
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