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“Preserving the Past while Building the Future.”

Celebrating 135 Years of Service
A note from the Siewers Family…
Spring has sprung! We hope that the new season is bringing business your way! We
have an exciting newsletter for you this month! There are articles on Feeling
Recession Proof and Preventing Lost Profits!
Now is the time to mark your calendars for the upcoming Siewers Founder’s Day and
Deck Expo on Thursday, May 23rd – right here at Siewers Lumber!!! It is a day that
you and your employees do not want to miss! Siewers will be celebrating our 135th
Anniversary this year – THANK YOU for helping us achieve our milestone! We are
accepting RSVP’s now so please sign up next time you are at Siewers or to
LaurenF@Siewers.com
Speaking of Anniversaries, Joe Grove, who is a member of our Delivery Team, will be
celebrating his 45th Anniversary with Siewers on March 25th. Next time you see Joe at
the lumberyard or on delivery, please thank him for all his years of service! You will
get a huge smile in return as he is most proud of this accomplishment!
While you have your calendars out, please make sure you have the Siewers
Architectural Products Show on your calendar for Thursday, October 10th. We will
host Architects at lunch and then have Contractors at dinner! If you know you are
coming, shoot Lauren an email at LaurenF@Siewers.com
Thank you for your readership and patronage. Again, we value your feedback and
would love to hear from you about any needs, concerns or suggestions!

-The Siewers Family
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Contractor News
Preventing Lost Profits By Mark Richardson
Did you make the money you thought you would in 2018? For most companies I interact
with, the answer is “no”. Many have seen top-line sales go up, but profit margins are not
as high as they want. When most remodelers launch into a new year, they project three
primary financial elements:
How much revenue will we generate?
How much will projects cost to build?
How much are the overhead costs?
What’s leftover is the profit. More specifically, if you’re generating $2 million in
revenue and construction costs are $1.3 million, then your gross profit is $700K. If your
overhead (including salaries, rent, insurance, etc.) is $500K, then net profit is $200K or
10% of revenue. But for many businesses right now, that’s not the case.
A few tips to handle shrinking profits:
*Increase your markup.
I generally recommend inching it up 2 points every quarter, so by the
end of the year it is up 8-12 points.
*Use more allowances.
While too many can be disruptive, allowances move some of your cost
risk to the client. After all, how can you predict price increases?
* Lock in prices.
Get trade contractors and suppliers to commit to their prices for 6 or 9
months. It may cost a few dollars, but it will make expenses more
predictable.
*Position yourself with clients.
Try to be seen more as a trusted advisor than a bidder. A wealth advisor
can’t guarantee what the stock market will do. You shouldn’t be
accountable for what you can’t control, like cost increases.
*Get buy-in from the team.
Have a meeting with key people focused specifically on this subject and
hold people accountable for the solutions.
There are other things you can also do to impact this equation, such as creating
incentives, looking for cost efficiencies and getting projects completed faster.

2

March 20, 2019

3

A Friend Instead of a Competitor By Paul Winans
Is there someone who owns a business that provides the same service as yours who you
respect a lot? Do you wonder why they decided to start their company? Have you
wondered what their focus is? Or why they are so successful?
You have a choice. You can keep wondering or you can ask them if you can meet and get
to know one another. Lunch, dinner after work, breakfast, a drink—give them some
choices. Keep it short. One hour is fine. Set that expectation.
If they ask why you are inviting them, tell them that you have noticed their business and
regard them as a very respected competitor. You feel it could be in both of your best
interests to learn more about each other and how your businesses approach delivering a
similar service and product to clients. By learning more about one another and the perfect
client for each of your businesses, you could begin to make referrals to one another.
Think of professions like attorneys and doctors. They participate in professional
associations and interact with those doing the same work as them on a regular basis.
Contractors don't do this with any regularity. That is odd given that those who do the
same work as you can give you better insights regarding success than anybody else.
Set aside your fear and take a chance. What might you say when you sit down for the
meal?
Sue, nice to finally meet you. I have been following your company for some time. That
was an amazing project on Jones Street. How did you pull off getting it done with all the
bad weather we had?
A bit of flattery opens the doors.
Paul, glad we are doing this. It's about time! I've been following your company as well.
About that project, we focused on getting the waterproofing in place much earlier than
we normally would, so that we didn't have to worry about rain. It took a bit of pressure
off the crew.
This is a good tip for your team, too.
Great idea. Thanks for the insight. So, let's agree that we'll spend about one hour
together. My goal is to get to know you and your company a bit better and for you to get
to know some about me and my company so that we can help each other find clients who
are the best fit for our respective businesses. How does that sound? And what are your
expectations for our lunch together?
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Get clear about the point before you get too deep into conversation. Helping each other
get more of the business you each want is a non-threatening goal.
Paul sounds great. Tell me a bit more about your perfect client and why your company is
a good fit for that type of people.
And so on. Now you're opening up to one another. Likely you know a lot of the same
contractors in town. You probably work with some of the same trade contractors and
vendors. Find the commonalities. At the end, do a wrap-up.
Sue, how do you think it was to meet and talk? Would you like to do this again in the
future?
Paul, it was good. We should've done this a while ago! Thanks for that tip about your
electrician. I'll reach out to him. Yes, let's set a date to meet again about two months from
now. What works well for you?
Now you have the beginning of a relationship. You feel a bit less like you are on an
island, not able to talk to those people

Despite Market Growth, Contractors Should Still Recession Proof By Kim
Slowey

Sometimes, the longer a good thing lasts, the louder rumblings get that a reality check
could be around the corner, and construction industry economics is no exception.
However, it’s smart to prepare for a wide variety of economic conditions, and that’s one
of the messages in management consulting company FMI Corp.’s 2019 forecast for the
engineering and construction sectors.
Management consulting and investment banking firm FMI predicts that engineering and
construction industry growth across all types of projects — both residential and
nonresidential — should continue for the next 18 to 24 months, albeit at a slightly slower
pace than in previous years, at 3% versus 5% recorded in both 2017 and 2018.
But where we are in the economic cycle has investors a little twitchy. If a downturn
actually happens, this burgeoning hesitancy could even take some air out of the
booming construction technology market — which has seen $10 billion of investment
during the last 10 years — if venture capitalists would rather sink their money into a
more predictable sector.
Many contractors who took it on the chin during the Great Recession are in the
enviable position of being able to pick and choose among eager clients, even if they
are dealing with rising costs and struggling to find and retain qualified workers in
nearly every area of their businesses. However, the contractors who have been around
for a while will be the first to agree with FMI — the time to start planning for bad
times is when times are still good.
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In order to “recession-proof” their companies, FMI suggested that contractors:
•
•
•
•
•
•

•

Cut what’s not working in their businesses. This includes employees who are
not living up to expectations and even entire units that are underperforming.
Find a niche and stick with it. Play to the company’s core competencies.
Be proactive in designing a business strategy, and then focus on the big
picture.
Get educated on business fundamentals like the true costs of work in order to
be able to better respond to market shifts.
Keep an eye on the cash. Contractors should always know what their working
capital needs will be for at least six months, if not further, into the future.
Become a standout in the company’s chosen market by developing solid client
relationships, pursuing the type of projects that will likely still move forward
even if a recession comes along and identifying which markets will allow for
expansion.
Have employees brush up on their people skills, which become more important
in a downturn, and educate them about the company’s priorities should the
industry go into a recession.

One of the most important moves a company can make toward weathering a
recession, FMI said, is to keep as much cash on hand as possible. Even if work dries
up, having enough money in the bank could be the difference between surviving and
closing the doors.
FMI said construction companies should also embrace technologies that help them
enhance their performance.
For owners and managers, the process of shoring up business for longevity regardless
of the market involves action on some broad concepts, such as the following:
•
•
•
•
•

Be clear about the company’s purpose and constantly analyze the data to make
sure operations are in line with those goals.
Be agile and flexible.
Look to industry leaders as a source of information and education.
Become more creative in developing business strategies.
Identify key employees and sketch out plans for their future with the
company.

A downturn doesn't have to mean the end of business as long as contractors put in the
early work and ready themselves for any economy.
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SIEWERS CABINETRY DEPARTMENT
Invites You to an
OPEN HOUSE – Wednesday May 8, 2019
1:00 – 3:00 pm in Our Showroom
With New Cabinet Displays
Vendors Will Be Present to Answer Questions
Cabinet Workshop for Contractors from 3:00-3:30 – Topic TBD

Give a Siewers Gift Card!!

Available in any amount – Ask for it at the counter.
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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 William Lewis our March 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.)

~~~~~~
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Economy Snap Shot……….

Unemployment
Rate – Entire U.S.
3.8%
4.0%
4.1%

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

Consumer
Confidence
(Indexed to value
of 100 in 1985)
131.4
120.2
130.0

Total Housing
Starts/Seasonally
Adjusted Annual
Rate
1,230,000(Jan. 19)
1,037,000(Dec 18)
1,334,000(Jan. 18)

*Note: The data for Housing Starts is delayed due to Government Shutdown.
Gallon ($)
Of Gas
$2.40
$2.26
$2.53

Feb. 28, 2019
Prior Month –Jan. 2019
Prior Year – Feb. 2018

Existing Home
Sales
N/A
4,940,000
5,540.000

National Avg.
Mortgage Rate
4.37
4.46
4.33

Market Summary
Mar. 19, 2019 (8:44 am)

1/01/19

2/28/18

25,914

23,327

25,029

NASDAQ

7,714

6,635

7,273

S&P 500

2,832

2,506

2,714

DOW

Market Minute / February 2019
New Listings

1,768

Average Sales Price

Units Sold

1,043

Days on Market

55

Months of Supply

3.5

Sold vs. List Price 98.8%

$235,000
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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 April 18th
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