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“Preserving the Past while Building the Future.”

Celebrating 135 Years of Service
A note from the Siewers Family…
Siewers Lumber will turn 135 Years-Old next week! To celebrate we are throwing a
Founders Day Celebration & Deck Expo on Thursday, May 23rd. We will be serving a
hot Barbecue lunch for you and your crew! We will have reps on hand to answer all of
your decking questions! We hope you will join us!!! Please see below for more
information on Founders Day as well as another Lunch and Learn featuring CAMO Deck
Fasteners on June 6th!
We have an informative newsletter for you this month! You will enjoy an article about
the top-selling book(s) on The E-Myth Philosophy. Also be sure to read the articles on
Client Relationships and Retirement - yes it is achievable! As always, thank you for
reading our newsletter and we look forward to you joining us for lunch next week on the
23rd!
THURSDAY, May 23RD
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 all your questions
pertaining to outdoor living (Decks - Porches - Hardware)
- www.azek.com
- A BBQ lunch will be served
R.S.V.P to Lauren at 358-2103 or laurenf@siewers.com
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THURSDAY JUNE 6TH
11:30am – 1:00pm CAMO Deck Fastening System
- Representatives will be on hand to answer your questions
about the Camo Deck Fastening System
- www.camofasteners.com
- A Hotdog lunch will be served

-The Siewers Family

NEED A FATHER’S DAY GIFT?
Give a Siewers Gift Card!!

Available in any amount – Ask for it at the counter.
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Contractor News
Principles of the E-Myth By Michael E. Gerber
Thirty-three years ago, in 1986, Michael E. Gerber wrote his seminal book on the topic of
running a small business: The E-Myth: Why Most Businesses Don’t Work and What to
Do About It. In subsequent years there have been updates to the original book (five), and
there are a number of E-Myth books that delve into the ins and outs of specific segments,
including The E-Myth Contractor, which is the title most applicable to remodelers and
home improvement companies.
E-Myth philosophy explains why 80 percent of small businesses fail. (In the remodeling
industry alone, 20 percent of businesses fail in the first five years.) The philosophy goes
on to elaborate that companies must be built on repeatable systems and should not rely on
the work of a single individual. The goal is to be able to build a company that can be
handed over to another individual and successfully operated with the correct instructions.
E-Myth Cornerstones
*

Having great technical skills does not mean you know how to run a business.

*

Think of your business as a national franchise and then start with one store.

*

Build a system of systems so your business does not rely on people’s skills.

*

There are three basic types of business owner mindsets: 1) The Entrepreneur, the
visionary; 2) The Technician, the do-er looking for a paycheck; and 3) The
Manager, who is the enabler focused on profit.

Five Core Principles
*

The Principle of Life: Your business is a way to get more out of your life. It is
there to serve you.

*

The Law of Objectifications: View your business as separate from you, like a
product.

*

Working ON the business, not IN it: You need to be focused on building your
business, not just products or services.

*

Systemization: View your business as a system. The system should do the work.

*

Business Development Cycle: The task of the owner is an ongoing process of
innovation, quantification and orchestration.
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Can or Will You Ever Retire? By Shawn McCadden
Sadly, most remodeling business owners will either never retire or will eventually shut
down their business after their physical and/or mental health fails. I don’t think they plan
for it to happen that way. The fact that they never proactively planned for retirement is
probably the most common reason they never will be able to do so.
How about you? Will you be able to retire someday by your own choice and planning?
Or will you plan to work until you either can’t anymore, or you die? I do admit when I
ask, there are many remodeling business owners who say they want to work until they
can’t. Having that choice is one of the great things about being a business owner in
America.
On the other hand, I have a suspicion that many of those who claim they want to work
until they can’t simply say so because they have no idea how retirement could be possible
for them. If you are looking for some insight on how retirement can be a reality, read on
for some advice and suggestions. This article isn’t all-inclusive and won’t make it happen
for you, but it could help you get things moving in the right direction.
This Is a Tough Business to End
One important consideration about retiring is that, unless you can sell your business to
get away from it, you may need to close your business down to do so. Keeping staff in
place until you close your doors may be challenging or impossible if they get wind of
your plans. Customers may not want to work with you if closing your business down
means no one will be around to make good on warranty work.
Ask yourself if you’ve been concentrating on larger projects, and whether you’ve had a
new one start as you close out another in order to help keep the machine going, overhead
expenses down and cash flow healthy. If that is the case, trying to close your business
down as you wrap up a last project could eat up lots of your savings. On the other hand,
you could transition to all subcontractors, or you could purposefully reduce project size
as you near retirement so even if all your staff is gone—as long as your health is still
good—you could wrap things up yourself. If this is your plan, it might be a good idea to
keep your retirement a secret until you’re actually retired.
Are You Contributing to Your Retirement or Your Clients’?
I truly believe many remodelers will never be able to purposely retire because they
simply can’t afford to do so. By guessing at what to charge and never understanding how
retirement planning or remodeling financials work, they undervalue their services and,
therefore, work for not much more than the wages they need to just get by.
Many other remodelers are afraid of money. They are afraid to ask for it, afraid to talk
about it, and many even feel guilty about earning a real good living. If I am describing
you here, I suggest you decide whether you should start charging enough so you and your
other half can retire, or if you will save your clients a lot of money so they can still afford
to hire you to work for them after they retire.
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When those customers tell you that you’re too expensive, remember everything is
relative. Perhaps you’re just too expensive because they are watching and budgeting their
money as they save for their own planned retirement. Are you doing the same watching
and budgeting, or will you simply make excuses for why retirement is not an option for
you? Think of that the next time you price a job or offer to do all the work of preparing a
proposal for free.
Find Other Sources of Income
In addition to charging enough money as a remodeling business owner so you can save
for retirement, I suggest you also find ways to help your savings grow. Of course, you
could save that money and earn interest and perhaps invest it in the stock market. Those
are wise options for most people. I also suggest you consider additional streams of
income— both now as you save for retirement and for after you have already retired.
I invested in rental properties and raw land. The rental properties carried themselves
through the rents tenants paid and, now that the tenants have paid the mortgages, I own
many properties outright. I can both keep them and collect the rents, or I can sell them
and spend the equity on my retirement. The raw land has appreciated over the years and
is likely to keep doing so. If I need or want more money in retirement, I could sell some
of it. If I die before I need the money, it’s great to know my kids will be well off. Either
way, I won’t be looking to them to pay my bills in retirement.
One last thing: If I have been describing you here in any way, I ask you to think about the
real reasons you might never be able to retire. Maybe you just need the right kick in your
butt to change your view and attitude. If reading this article hasn’t done it for you,
consider sharing it with your other half—your spouse or partner. If you have the guts to
do so, you may either get help confirming it just can’t happen, or perhaps someone will
give you the kick you need.

Client Relationship Management By Don Taddei
Your clients are the lifeblood of your company. Your ability to find new clients, manage
current clients and stay connected to past clients will define your company’s success. In
client management, we consider three types of clients: future clients, current clients and
past clients.
Regardless of the type of client, they all have unique communication requirements and
opportunities, which should be tailored to the needs and wants of that specific group.
Future Clients
Most marketing plans focus on finding future clients. When creating a marketing plan or
developing content, start by determining which type of information you need to collect
and which type of follow-up is planned once a future client is identified.
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Make your company easy to find. Attend home shows, place an ad in your chapter’s
directory, and be listed on chapter and national websites. Another way to build awareness
is by branding your company trucks and cars. Make sure that contact information—office
phone number and website—is easy to see.
Just as important, plan for what will happen when a prospect contacts you. When a lead
comes in but does not become a client, what happens to that contact information? While
prospects might not be a fit with their current project, don’t write them off; keep them in
your database for future outreach.
Current Clients
Current clients typically require the most effort. There are many tools that can be used to
manage them. In last month’s column, we discussed using technology. But technology
cannot replace clear and timely communication. Set ground rules and define the
communication plan prior to starting the project. On larger projects, revisit how the
information will be communicated before the design phase begins. Ideally your clients
should feel like they are the only one and you are solely dedicated to their project’s
success.
Past Clients
Past clients are future clients with whom you already have a successful relationship. The
communication task with past clients is to keep your name top-of-mind, so when they
have a remodeling need they will call you first. They may know you for the great kitchen
you did, but do they know you also do additions, baths and decks? The communications
to these “prospects” need to create awareness of the services offered beyond those
already provided. The idea is to keep these lines open “just in case” a need arises.
The Database
Storing information in a database can be invaluable. It provides a single repository of
information that can be shared across your team as required. A Google search for CRM
software returned a list of 57 solutions with a rating of 4.0 and above. Many are cloudbased sales management programs allowing you to collect leads and communicate with
them on a regular basis. Often they are provided on a per-user subscription basis with
prices scaled to the services provided, and many offer a free tour or a 15- or 30-day free
version to test. Before spending money on one of these apps, sign up for a trial and take
advantage of online tutorials. A CRM can be an investment, but it will help you organize,
manage and scale your contact with clients.
If you have a small list, you may be able to use an Excel spreadsheet or Outlook contact
listing, but these have limitations as you grow your data. Eventually you will need to
select some sort of client manager.
Newsletters
Sending newsletters to your past clients is a great way to stay top-of-mind with this
group. Sending to your list of “prospects” expands your reach and will create greater
opportunity. Newsletters need to have consistent branding, have a professional look and
be regularly scheduled. A simple newsletter can be sent via email. This could be a
6
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monthly or quarterly email that updates your current and past clients on what is
happening in your business, tips for winterizing their home or preparing for spring.
Include any services that you might provide to help with such projects.
Producing a newsletter on top of your regular responsibilities can be a challenge. There
are marketing firms that provide newsletters as a service. You just provide relevant
content highlighting your business offerings and a list from your database. They will fill
in the gaps and produce a polished, professional final product, which is sent out.
Blog
Blogs and podcasts have become increasingly popular. These are typically short, singletopic messages discussing an area that might be of interest to your clients. The key here is
consistency: If you state it will be a weekly blog, make sure it is posted on the same day
each week. Podcast and blogs, to some extent, are great for clients who spend a lot of
time commuting.
Website
A company website should be the hub of these communication efforts. It should link to a
downloadable copy of your newsletter and have show notes for your podcast or blog (if
you have one). It needs to be easy to navigate and should also have a means by which a
visitor can enroll in your newsletter or email list. These are people who want to hear from
you—be sure they are rewarded for their efforts.
Clients are your business, so don’t forget them once a project is complete. Keep in touch.
This business is relationship-driven; you need to maintain that relationship.

7

May 17, 2019

8

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

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

Unemployment
Rate – Entire U.S.
3.6%
3.8%
3.9%

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

Gallon ($)
Of Gas
$2.90
$2.69
$2.81

April 30, 2019
Prior Month –Mar. 2019
Prior Year – April 2018

Consumer
Confidence
(Indexed to value
of 100 in 1985)
129.2
124.1
125.6

Total Housing
Starts/Seasonally
Adjusted Annual
Rate
1,235,000
1,168,000
1,267,000

Existing Home
Sales
N/A
5,210,000
5,510.000

National Avg.
Mortgage Rate
4.14
4.27
4.47

Market Summary
May 16, 2019 (9:40 am)

1/01/19

4/30/18

25,745

23,327

24,163

NASDAQ

7,822

6,635

7,066

S&P 500

2,850

2,506

2,648

DOW

Market Minute / March 2019
New Listings

2,092

Average Sales Price

Units Sold

1,508

Days on Market

33

Months of Supply

3.3

Sold vs. List Price 99.4%

$238,845

NOTE: No new data 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 a 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 June 19th
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