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“Preserving the Past while Building the Future.”

Celebrating 135 Years of Service
A note from the Siewers Family…
It’s hard to believe that Siewers Lumber will turn 135 Years Old next month! Please join
us on our Founders Day Celebration & Deck Expo on Thursday, May 23rd. We continue
to strive to help with Continuing Education whenever we have the opportunity. Over the
next few weeks, we are delivering on this goal and want to invite you and your team to
any or all of the upcoming events. Most of the events will offer demonstrations, product
literature and education. Please come and join us at these upcoming events:
May 8 (Wed) 11:30am – 1:00pm
LUNCH & LEARN – ScreenEze & Color Guard demonstrations
- Join us for lunch and learn
- www.screeneze.com

SIEWERS CABINET DEPARTMENT OPEN HOUSE 1:00pm – 3:00pm
- Stop in to see our New Displays
- Representatives from 10+ vendors will be on hand to
answer any of your questions
3:00pm – 3:30pm
- Cabinet Lighting Installation Workshop
- Hosted by Hafele (approx. 30-40 minutes)
- www.hafele.com
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May 15 (Wed) 8:00am – 11:00am
ADVANCED REPAIR TECHNOLOGY, INC.
- Malcolm, our ART Sales Rep will be on hand to answer your
questions and showcase the product
- An amazing Epoxy for Wood, PVC & Concrete
- www.advancedrepair.com

May 23 (Thur) 11:00am – 1:00pm
SIEWERS FOUNDER’S DAY & DECK EXPO
- Join us in celebrating “135” years with lunch & learn
- Representatives will be on hand to answer your questions
pertaining to outdoor living (Decks - Porches - Hardware)
www.azek.com
- A BBQ lunch will be served
R.S.V.P by May 20th to Lauren at 358-2103 or laurenf@siewers.com

June 6 (Thur) 11:30am – 1:00pm
CAMO Deck Fastening System
- Representatives will be on hand to answer your questions
about the Camo Deck Fastening System
- A Hotdog lunch will be served
www.camofasteners.com

-The Siewers Family
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Contractor News
How to Run a Company Together and Maintain a Good Relationship with
Your Spouse by Paul Winans
Understanding Your Differences
Most people expect other people to be just like them. If only they were, it would be a lot
easier to get along with them! The thing is, though, we are all different. That is
wonderful, and yet can be frustrating sometimes.
A results-oriented, faster-paced person and a people-oriented, slower-paced person will
have some moments of friction because it is as if they come from different planets. How
to reduce the likelihood of that friction occurring?
Take the time to understand your partner's natural way of approaching the world so you
can modify your way of interacting with them so that your partner can actually be
engaged when you are talking to one another.
Boundaries
Nina and I had to work hard at determining what our respective responsibilities were at
work and at home. Doing this took time, and sticking to what we decided took discipline.
At work, Nina was responsible for finance, administration, and marketing. I was
responsible for sales and managing the production manager. We met weekly as owners to
discuss the current status of the company and its near-term future.
Nina was the queen of our home. I was the king of the company. We respected those
boundaries, for the most part, which made decision-making a little easier.
It took some time to get good at all of the above. It was worth the effort, though, as it
reduced friction between us and allowed us to be doing what we wanted to and were good
at.
A Balanced Life
When we first started the company, I worked way too many hours and was stressed much
of the time. Over the years, with lots of support from Nina, we reduced my
responsibilities by hiring people to do estimating and design and to manage production.
Becoming good at hiring and at managing others were skills we had to learn. Over time,
we got fairly good at doing those things.
Those efforts afforded us the opportunity to do more outside the company, both with our
children when they were young and by ourselves as time went by. Traveling is something
Nina and I very much enjoy, and we are fortunate to have done a lot of it in the latter
years of owning the company and in the years since we sold it.
3

April 18, 2019

4

We had to commit to doing things outside of work and remodel the company to allow us
to do them, otherwise, it would have never happened.

Food For Thought
Walk away….
from arguments that lead to anger,
from people who put you down,
from anyone who doesn’t see your worth.
Walk away from mistakes and fears, they don’t determine your fate.
The more you walk away from the things that poison your soul, the healthier you will be.

The Most Dangerous Thing You Face as a Remodeling Business Owner
By Dave Kelley

As a remodeling business owner, there’s a danger lurking out there that often gets
dismissed or ignored until it’s too late…Know what it is?
Well doctors often call it “the silent killer” and it’s just that…it festers and hides and
sneaks up on you…It’s STRESS!
As a business owner, you’re more at risk than most because of the inherent stress that
comes with owning a business (payroll, finance, HR, etc.) and as a remodeler you have to
pile on the added stress of working under deadlines, pressure from clients, problems on
job sites…and the list goes on.
Feel it? Just hearing this list can raise your blood pressure, right?
Check out the stats from WebMD:
75% - 90% of all doctor’s office visits are for stress-related ailments and
complaints.
Stress can lead to problems such as headaches, high blood pressure, heart
problems, diabetes, skin conditions, asthma, arthritis, depression, anxiety and
more.
The Occupational Safety and Health Administration (OSHA) declared stress a
known & recognized hazard of the workplace.
Stress costs business in the U.S. more than $300 billion annually.

3 Keys to Boosting Remodeling Sales and Prices By Shawn McCadden
I often hear from remodelers that they are looking for a silver bullet. They are seeking the
one thing that will help them increase sales and also prices. Sorry, but I haven’t found it
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yet. Wouldn’t it be great in life and business though if you only had to change one thing
to get dramatically different results?
My theory and experience is that it’s never just one thing—no matter how much you wish
it to be the case. And, if for some reason you think you did make only one change, I bet
that one change actually worked in combination with other things already in place. If you
want to increase sales as well as your prices, here are the top three things I think you need
to do or put in place in order to make those changes happen.
Knowing What to Charge and Having Confidence in Your Price
Over the years, I’ve helped many remodelers understand their costs and learn how to
price their work. Many remodelers tell me they can’t raise their prices. They say if they
did raise prices, they would be too expensive and no one would buy from them. If they
feel that way, they were right. They lacked the confidence to sell at higher prices.
What happens next is what often makes the difference: Instead of telling them what they
need to charge, I show them how to make those calculations for themselves. By going
through that exercise and using their own recognized costs and expenses, remodelers
learn which markup they need to hit their desired level of profit. Afterward one
remodeler even made the comment, “To earn more money, you mean I just need to
charge more for what I do?” Well, yeah.
That same remodeler went out later that day and, with confidence, priced the work with
his new markup and sold the project. Because he had the confidence in his price, the
prospect had confidence to buy from him at his price. Keep in mind the opposite can be
true as well: If you are not confident in your pricing when you ask for it, neither will your
prospect.
Establishing a Sales Process With “Go” and “No-go” Decision Points
One of the secrets to increasing your sales is to stop wasting time on prospects who will
never buy from you. To help weed out the prospects wasting your time, your business
needs to develop a sales process with what I refer to as “go” and “no-go” decision points.
Think of these as milestones in your sales process where you ask a question and, if your
client doesn’t give you the answer you have decided you need to hear, you politely help
them agree to end the sales call.
A few examples of milestones include requiring a scheduled appointment in order for you
to come back to the present. It’s important to let them know the meeting will be about
getting a “yes” or “no” answer on your proposal. You should also let them know that if
they don’t buy from you when you come back, you will be taking your proposal with you
and charging them for all the work it takes to prep the proposal.
Remember, these should be “go” or “no-go” milestones. If you establish them, it’s
important to stick to them—don’t wimp out! To further speed up your sales process, you
may want to consider explaining how you do business on your website. Be sure to
include the “go” and “no-go” decision points. You might even require prospects to read
about your process on your site before agreeing to meet with them. If they won’t do so,
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perhaps they don’t care how you do business, they have no intention of working with
you, and they just want all your free advice and information.
Why Prospects Are Remodeling and How They Plan to Make Their Decision
I hope this third idea hits you like a 2×4 to the side of your head, particularly if you are
not already doing it. At training events, I have asked attendees how many of them
actually ask prospects their true motivation/purpose for why they want to remodel and
how they plan to decide upon a contractor partner. I find it both sad and ridiculous that
typically less than 1 percent of remodelers do this. How the heck do you think you will be
able to sell to a prospect— and at higher prices—when you don’t even know why they
are remodeling or how they plan to make their decision? How can you help them make a
confident decision about your solution if you don’t know what their real motivations are,
and how they plan to decide if it serves their purposes?
It’s time for serious remodelers in our industry to stand up and demand we be treated as
professionals. No doctor does a pre-surgery physical and gives away a diagnosis for free.
So perhaps you need to decide for yourself: Will you be treated as a professional and
charge for your expertise, or will you do work for free? If you keep working for free, you
will have lots of prospects and get to assemble a lot of free proposals. If you use “go and
no-go’s” and charge for what you do, you will have fewer leads but you will have more
time to serve clients who value you as a professional—and turn them into profitable
customers.

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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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 Stephen Struder our April 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.)

~~~~~~

Click to open flyer!

'19 Founders Day
flyer-half.docx
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UPCOMING EVENTS YOU DON’T WANT TO MISS

May 8 (Wed) 11:30am – 1:00pm
LUNCH & LEARN – ScreenEze & Color Guard
demonstrations
- Join us for “lunch and learn”
- www.screeneze.com

1:00pm – 3:00pm
SIEWERS CABINET DEPARTMENT OPEN HOUSE
- Stop in to see our New Displays – cabinets,
hardware & more
- Representatives from 10+ vendors will be on hand
to answer your questions

3:00pm – 3:30pm
- Cabinet Lighting Installation Workshop / Hosted by
Hafele (approx. 30-40 minutes)
- www.hafele.com

May 15 (Wed) 8:00am – 11:00am
ADVANCED REPAIR TECHNOLOGY, INC.
- Malcolm, our ART Sales Rep, will be on hand to
Showcase the product and answer any questions
- An amazing Epoxy for Wood, PVC & Concrete
- www.advancedrepair.com
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May 23 (Thur) 11:00am – 1:00pm
SIEWERS FOUNDER’S DAY & DECK EXPO –
- Join us in celebrating “135” years with a “Lunch &
Learn”
- Representatives will be on hand to answer your
questionspertaining to outdoor living (Decks Porches - Hardware)
- www.azek.com
- A BBQ lunch will be served
R.S.V.P by May 20th to Lauren at 358-2103 or
laurenf@siewers.com

June 6 (Thur) 11:30am – 1:00pm
CAMO Deck Fastening System “Lunch & Learn”
- Representatives will be on hand to answer your
questions about the Camo Deck Fastening System
- A Hotdog lunch will be served
- www.camofasteners.com
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Economy Snap Shot……….

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

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

Gallon ($)
Of Gas
$2.69
$2.40
$2.65

Mar. 31, 2019
Prior Month –Feb. 2019
Prior Year – Mar. 2018

Consumer
Confidence
(Indexed to value
of 100 in 1985)
124.1
131.4
127.0

Total Housing
Starts/Seasonally
Adjusted Annual
Rate
1,162,000(Feb 19)
1,273,000(Jan 19)
1,290,000(Feb 18)

Existing Home
Sales
N/A
5,510,000
5,600.000

National Avg.
Mortgage Rate
4.27
4.37
4.44

Market Summary
April 17, 2019 (9:40 am)

1/01/19

3/31/18

26,447

23,327

24,103

NASDAQ

8,000

6,635

7,063

S&P 500

2,907

2,506

2,640

DOW

Market Minute / March 2019
New Listings

2,300

Average Sales Price

$250,000

Units Sold

1,419

Days on Market

48

Sold vs. List Price

99.3%

Months of Supply

2.5
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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 May 17th
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