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“Preserving the Past while Building the Future.”

Celebrating 135 Years of Service
A note from the Siewers Family…
We have set the date for our Architectural Products Show. We will have the show on
Thursday, October 10, 2019. As in years past, we will host Architects & Designers for
lunch and Contractors for dinner. We are planning on having 35 or more vendors and
Champagne Taste will return to cater the event. It is never too early to RSVP. If you
know you are coming, feel free to call/email Lauren with your RSVP! Invitations will be
emailed in September!
We have an exciting February Newsletter for you! There is a great article on “Effective
Leadership” and “Succeeding in a Small Business”. Thank you again for your continued
patronage and please know how much we value your business!
Please keep in touch with us and remind us to know how we can continue to better serve
you!

-The Siewers Family
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Contractor News
How To Be A More Effective Leader By Paul Winans
I was talking with Edward (name changed to protect his privacy) recently. It was our first
consulting call. Edward had done a good job preparing for the call, sending me the
information that I requested from him. Having reviewed that information, I had some
questions to ask Edward and some suggestions for him.
Edward is a very fast-paced person. So fast that I think other people have a hard time
keeping up with him. As a result, many things don't get thought through as clearly as they
should.
Sounds like me some years ago!
What follows is some advice I gave Edward. You might find a point or two that could be
applicable to you.
Define the End in Mind
As a leader or manager, you feel pulled in many directions. You often don’t feel like you
have the time to lay things out clearly to your team or those you manage. Consequently,
delegating a task is a one-way discourse, without taking the time to make sure the person
you are interacting with actually truly “owns” what you and they are agreeing to.
Before any interaction, take a moment and get clear about what is to be communicated.
Write down what you want to talk about. With that done, you have a better chance of
actually achieving the end you had in mind, which was to effectively transfer information
to another member of your team.
Focus on Results, Not Activity
Your clients buy results, like a completed remodel or custom home, that living in will
change their lives for the better. They don’t buy activity.
Therefore, to be a better company, help all you work with understand what good results
look like. Ask your employees what that means to them. You will likely be surprised by
what you hear. Celebrate achievements that move projects closer to completion. And
celebrate getting 100% done with something.
Why? Getting things done is how your company makes money. You want all you work
with to understand that.
Ask Questions—Lots of Them
If you are so busy trying to get something started, you often skip an important step when
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interacting with your employees, clients, trade contractors, and vendors. Ask questions.
Then ask clarifying questions.
The more you learn about what the person you are talking to thinks, the more effectively
you can communicate with them. Yes, questions take time. And they prevent frustration,
mistakes, and lower profits from occurring.
Go Slow to Go Fast
I was a very fast-paced carpenter back in the day. I got a lot done. I also was very good
with a nail puller because I didn’t always slow down enough to make sure that I was
getting things done correctly.
Darrel, who worked next to me in the early years of our company, worked at a slower
pace than I did. I always wanted him to speed up. Then I noticed that he hardly ever had
to use his nail puller. Why? He was making sure he was building things right the first
time. He did that by going slow to go fast.
I never got as good at doing that as Darrel. However, the more I tried to be like him the
more effective I became.
Lengthen the Time between a Stimulus and Your Response
This is the most powerful thing I ever did to help me become more of who I wanted to be
and less of “Who I am.”
By noticing a stimulus (yet another thing not going right, for example) and not
immediately reacting to it, I was able to make a better choice about my response.
I could see more options instead of behaving in a way that might be off-putting to those I
was working with.
This is very simple to describe and takes some time to get better at. Remember that all the
other advice I have given you, Edward, hinges on this.
Does any of the advice I gave Edward resonate with you? Likely some do.
Give yourself and those you work with a holiday present by committing to make some
change or change yourself in the New Year. Changes that will make you feel better about
the work you and your people are doing. Changes that will help your company be more
successful.
You deserve it.

5 Secrets to Success in a Service Business By Paul Winans
As a business owner and a customer/client of other businesses, I am always paying
attention to what makes me feel well-served. Sometimes I feel that way because things
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went well throughout the whole relationship. Other times it is because of how the service
provider responded to a problem.
Here are five points, which if paid attention to, will make your business more likely to be
successful.
Set Clear Expectations
Seems obvious, right? However, most of us rush to get started in delivering what we sell
instead of getting very clear with the client about what will be done, who is responsible
for making it happen, and by when it will be done.
Without these clear expectations being carefully established, the professional relationship
is like gambling: It might work out well, but probably will not.
Slow down to go fast by taking the time to set you and your client up to feel successful
when everything is all done.
Communicate Often
I mentioned the importance of clear expectations being set before anything else happens.
Equally as important is referencing those expectations throughout the working
relationship.
Why? Most of us sometimes behave like children. By that I mean we might try again and
again to get our way, even when we agreed to a scenario where we were not going to get
everything we wanted. We bring up our desire over and over, hoping to wear down who
we are working with.
As a service provider, you must help your client remember, understand, and respect what
was agreed to before the work started.
Gentle constant reminders backed up by the summary emails you send after every client
interaction help everyone stay on course.
Compromise
Because you are working with humans even if you do the above there will come a time
where a compromise might be needed.
I can remember circumstances when we were working with a client that merited
compromising. Let’s say the client’s budget has been maxed in the planning and scoping
process. You and your company have done a good job getting input from all the trade
contractors about the condition of the entire house, not just the work area, with the goal
of no surprises once the project starts.
Early in the job, some condition is found that you and your company have never seen
before. The client is frustrated when presented with this information.
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What might you do? Explain the situation, provide the absolute lowest cost for the
change order, and hear what the clients say. If after some back-and-forth they still are not
pleased, suggest that in the interests of moving forward you will split the cost with them.
Know that I am not suggesting making this a habit. However, by going a bit beyond what
might be expected of you, the client has a hard time seeing you as an enemy. In fact, you
are sharing in his pain.
Completion Means Completion
Even if the client says they love your “guys,” what they love even more is having their
project done.
By “done,” I mean 100% with no lingering issues. You have received final payment. You
have delivered a thank you gift to show your appreciation for their business. You have
done a download with them about what went right and what could have gone better.
In other words, there is no reason for you and the client to speak about their project again.
Remember setting clear expectations early in the relationship? The better job you do at
that point, the more likely the client will be happy with you and your company at the end
of the project.
I know how hard it is to achieve “done.” The more you and your team focus on making
that happen the happier your clients will be, the more business you will have, and the
more profitable your business will be.
Connect
Happy clients provide you with repeat business and referrals to other potential clients.
Too many businesses forget about their clients once the project is done. In fact, the end of
the project should be the beginning of a long-term relationship.
At the very least stay in touch with them personally. If you sold the job, find some reason
to “touch” the client at least every three months. It could be a note card, an email, an
invitation to a meal or the like, or a notice about a company event.
The more you personalize your communication, the more special the client will feel. And
the more special they feel the more likely they will tell their friends about what a
remarkable company you have.
None of what I am suggesting costs a lot of money. In fact, if you keep these points in
mind and deliver on all the promises the company made, you will be very successful.
It is not rocket science. To be inspired keep in mind all the sales and service experiences
you have had. Which ones made you feel smart and why? Do what you like and your
clients will love it.
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Needs of Aging Homeowners Seen as Increasingly Acute
More than half of U.S. households are currently headed by some on aged 50 or over –
and the living arrangements, financial resources, health and abilities of those households
will present “serious challenges” in the years to come, according to a report released last
month by the Harvard Joint Center for Housing Studies.
The report cautions that baby boomers will increasingly need more accessible and
supportive housing that is currently available. It also warns that many aging homeowners
may not be financially prepared for retirement.
“We need to address gaps in the affordability and accessibility of our housing stock,
which are essential to order adults’ independence and well-being,” and Joint Center
researcher Jennifer Molinsky. “As the number of households grows, it’s essential that we
strengthen the links between housing, health care and other services.”
The Harvard report’s analysis of demographic data finds, among other key conclusions,
that there aren’t enough accessible units to serve the growing number of those with
physical challenges. In 2016, for example, 17% of households age 50 and over included
someone who had difficulty climbing stairs or walking (including 43% of those age 80
and over). However, according to the most recent estimates, only 3.5% of U.S. homes
had key features for those with mobility challenges.
“Given these trends, supportive and accessible housing will be in even greater demand
for aging households,” the Joint Center report noted.
NOTE: “Only 56% of new and existing-home sales are affordable for a typical family,
and if trends hold, we will fall below 50% affordable”. Robert Dietz, National
Association of Home Builders

New Product

By popular demand, we are now stocking RAM BOARD floor covering.
We have rolls 38” x 100’ selling for $59.95.
Ram Board- Protecting floors during construction and renovation has never
been easier. Ram Board is heavy-duty, breathable, temporary floor
protection engineered for contractors and was designed with cost and
efficiency in mind. It rolls out fast and flat and it’s re-usable.
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Feel Lucky!

Be sure and bring your business card next time
You visit Siewers. Just drop it into the glass fishbowl on
the counter to enter a monthly drawing.
Good Luck!!!
Congratulations to Brian Siff our February 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.)

~~~~~~
***New Remit To Address***
Siewers Lumber & Millwork
1901 Ellen Road
Richmond, VA 23230
Please delete the P.O. Box from our address.
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Economy Snap Shot……….

Unemployment
Rate – Entire U.S.
4.0%
3.9%
4.1%

Jan. 2019
Prior Month –Dec. 2018
Prior Year – Jan. 2018

Gallon ($)
Of Gas
$2.26
$2.26
$2.58

Jan. 31, 2019
Prior Month –Dec. 2018
Prior Year – Jan. 2018

Consumer
Confidence
(Indexed to value
of 100 in 1985)
120.2
128.1
124.3

Total Housing
Starts/Seasonally
Adjusted Annual
Rate
N/A
N/A
1,334,000

Existing Home
Sales
N/A
4,990,000
5,380.000

National Avg.
Mortgage Rate
4.46
4.64
4.03

Market Summary
Feb. 19, 2019 (3:00)

1/01/19

1/31/18

25,960

23,327

26,149

NASDAQ

7,507

6,635

7,411

S&P 500

2,787

2,506

2,823

DOW

Market Minute / January 2019
New Listings

1,962

Average Sales Price

Units Sold

1,096

Days on Market

51

Months of Supply

3.6

Sold vs. List Price 98.8%

$238,000
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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 Mar. 20th.
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