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2014 Home Builders
Association of West Florida
Board of Directors

Builder Members
Darrell Gooden, Gooden Homes
Robert Harris, Adams Homes
Doug Henry, Thomas Home Corporation
Doug Herrick, Coastal ICF Concrete Wall Systems
Clyde Jolly, Southern Building Specialties
Taylor Longsworth, East Hill Building Design
Lance Madrill, Madrill Builders
Ron Mangum, Residential Renovation Company
David Mayo, Mayo Construction & Design
Mac McCormick, Florida 1st Home Construction
Stephen Miller, Old South Construction
Russ Parris, Parris Construction Company
Mark Schnoor, Arista Builders
Luke Shows, Shows Construction
Craig Stefanik, /st Choice Home Improvements
David Teague, Timberland Contractors
Chris Vail, Urban Infill Corporation
Joseph Yoon, DR Horton happiness

Associate Members
Angela Carter, Gulf Power Company
Kim Cheney, Mathes Electric Supply
Chad Edgar, ProBuild
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Steve Geci, Geci & Associates Engineers
Lindsay Gibson, Pen Air Federal Credit Union,
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Towana Henry, Keller Williams Realty
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Blake Jochum, A/l Pro Sound
Pat Kozma, Jenkins Brick & Tile Company
Rick Lewis, Swift Supply
William Merrill, Rebuild Northwest Florida
Bernie Mostoller, Pensacola Bay Realty
Charlie Sherrill, Hancock Bank
John Stumpf, WR Taylor Brick
Duane Nisewonger, Gateway Lighting
David Redmond, Supreme Lending
Gary Sluder, Gene's Floor Covering
Doug Whitfield, Doug Whitfield Residential
Designer, Cost & Codes Chair

Council Chairs:
Wilma Shortall, Primary Residential Mortgage
Auxiliary Council Chair
Jeff Hatch, Gulf Power Company
Green Building Council Chair
Keith Furrow, Pensacola Association of Realtors
Ex Officio
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Do You Care Enough to Be
an Industry Leader Who Can
Make a Difference?

Who will lead the Florida home building industry into the
21st century? That question lies at the heart of my deepest concerns about
our future. Committed industry leaders are the foundation upon which the day-
to-day problems can be solved. Leadership translates into ideas, action, govern-
mental affairs, membership growth and non-dues revenues for our Association.

But leadership comes at a price and it seems clear that fewer and fewer of our
members are willing to pay it. Let me be perfectly clear: our current leaders our
doing an outstanding job. But they have family and work commitments like ev-
eryone else, and they’d like nothing more than for a new round of leaders to step
up to the plate and help them.

What’s stopping them? Probably the biggest barriers to leadership involve-

ment are time away from business and family. Those are difficult objections to
overcome. Frankly, if your business is not profitable, you really have no basis on
which to lead. As for family objections, I greatly respect the men and women
who honor them, and that respect far exceeds that which they could earn from
me for business success.

As important as business and family are, I don’t believe they are the only weap-
ons being used to deal death blows to leadership. By far the most lethal enemy is
apathy, more fully defined as a lack of responsibility.

The fact is that our Association needs you. You can begin by attending Member-
ship Meetings, or participating in the Parade of Homes, Home and Product Expo
or other events. Just by attending different events helps the overall success of
the HBA. Plus, you will find that our HBA members are kind and very hospitable.
You must also conduct your business and your life in a manner that inspires
others. This means honesty, integrity, and a solid work ethic. But most of all, you
must care about our industry so deeply that your enthusiasm becomes conta-
gious and ignites our entire Association.

And where is the payoff for you? The satisfaction of knowing that you were one
of the few, proud people who cared enough to make a difference.

Thomas Westerheim
of Westerheim Properties

Nature Trail
April 26 - May 4, 2014

President’s
Message

“..they’'d
like nothing
more than for
a new round
of leaders to
step up to the
plate and help
them.”

2014 PARADE OF HOMES DREAM HOME BUILDER
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COVER STORY

Membership Has Its Rewards

By being a member of the
Home Builders Association
of West Florida, you have the
opportunity to save money
and take advantage of the
many benefits that we call,

“Member Advantage.” From
General Motors to Lowe’s and UPS, find
a way to save your company valuable
resources.

Associated Petroleum Products (APP)
Fuel Card Program - Benefiting You...
Benefiting Housing

Fuel is probably the second largest
expense for any company involved in
transportation, next to payroll. In an
effort to continually provide value to
our members, the National Association
of Home Builders (NAHB) sought a new
affinity vendor for a fuel program that
would invest in our members and what
we believe in. We found that in Associ-
ated Petroleum Products, Inc. (APP).

APP is a family owned company formed
in 1981 based out of Tacoma, Washing-
ton providing a variety of fuel, lubri-
cant, and propane products and services
for many industries. They created the
APP Fuel Card Program unique to
NAHB that benefits our members with
a vast network of fueling locations,
industry-best purchasing controls, and
online management tools that provide
fleet managers the security and opera-
tional control required to run a fleet of
any size, whether you have one vehicle
or 400! The program is simple...Mem-
bers earn $0.015 for EVERY gallon
purchased and gain a fuel management
program that replaces messy accounting
practices and gains accountability for
all your fuel purchases.

e Accepted at more than 90% of all
retail station and commercial fueling
sites in the U.S.

¢ Track & monitor fuel expenses by
vehicle & driver

¢ Consolidate all your fuel expenses
with one report, no more receipts!

e Access your account anyway, any time
with a detailed online account manage-
ment tool

¢ No setup or monthly fees!

¢ No gallon limits on rebates, every gal-
lon counts!

¢ Driver ID & Odometer required for
security

¢ Online purchase controls & alerts to
help prevent unauthorized purchases

e No member too big or too small to
participate

Ready to sign up? Go to www.associat-
edpetroleum.com/nahb and fill out the
simple form or contact Dennis Gregory
at (800) 929-5243, Option 6.

GM NAHB Private Offer Continues and
Business Owners Can Now Save $1000
We’re pleased to extend to NAHB
members a private offer1 of up to $500
toward the purchase or lease of most
new GM vehicles. NAHB members who
are business owners can now qualify
for up to $1,000 and also add on incen-
tives from the National Fleet Purchase
Program?2 and Business Choice3 to get
the best value on vehicles that run your
business. To get this offer just visit your
local dealer, choose an eligible GM
vehicle, and present your NAHB proof
of membership form.

How it works:

1. Get your NAHB proof of membership
form at www.nahb.org/gm.

2. Bring form to your GM dealer and
mention this private offer.

3. At time of purchase or lease, present
your NAHB proof of membership.

For private offer details, visit www.nahb.
org/gm.

Lowe's ProServices

NAHB Members Can Continue to Enroll
to Receive Increased Discounts through
December 2014.

Visit www.LowesForPros.com/NAHB
and register to save 2% on your Lowe’s
Accounts Receivable purchases made

now through 12/31/2014+. Plus, save

5% every day when you use your Lowe’s
Account Receivable*.

And NAHB Members receive free deliv-
ery on purchases of $500 or more**.

* Offer is not automatic, see store for
details.

**Exclusions and standard delivery
rules apply, discount taken at time of
purchase, see store for details.
TExclusions apply, discount taken at
time of statement, see LoweForPros.
com/NAHB or call 877-435-2440 for
details.

UPS Now NAHB's Shipping Program
UPS is now NAHB’s small package and
freight shipping program. NAHB mem-
bers receive a larger discount than our
previous program and HBAs continue to
get support through the Revenue Share
program.

The UPS Savings Program is available
for our members! Make the most out of
your membership and take advantage
of some of the most competitive rates
available on shipping services with
UPS. Whether you need your docu-
ments or packages to arrive the next
day or are looking for the most afford-
able shipping option, UPS understands
the importance of reliability, speed and
cost. See how UPS discounts can help
your bottom line:

e Up to 36% on UPS Air letters includ-
ing UPS Next Day Air®*

e Up to 32% on UPS Air packages (1
1b.+)*

e Up to 34% on UPS International im-
ports and exports

e Up to 24% on UPS Ground shipments
e Savings begin at 70% on UPS Freight®
shipments over 150 lbs.

You can receive these discounts even
if you already have a UPS account.
Plus, the more you ship, the more you
can save with UPS. To enroll and start
saving, visit savewithups.com/NAHB or
call 1-800-MEMBERS (1-800-636-2377),
M-F, 8 a.m. - 6 p.m.
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*Discounts exclude UPS Express Criti-
cal® and UPS Next Day Air® Early A.M.®

Payment Processing Savings

NAHB members who have had their
FREE merchant statement savings anal-
ysis have saved an average of $1,300
annually.* In fact, 8 out of 10 merchants
who had the analysis found savings.
With 24/7, U.S.-based merchant support
and state-of-the-art data security tech-
nology, TransFirst offers a complete,
potentially money-saving program.

Plus ... Now you can accept American
Express® Card transactions at the same
rate as other payment cardst — ac-
cepting American Express Cards can
potentially bring in new business and
help boost your bottom line. And it’s all
through TransFirst, all your processing
information with one statement and
one point of contact.

Call TransFirst today at 800.613.0148
or, to start saving even sooner, FAX

or email your merchant statements to
800.297.3405 or NAHBstatements@
transfirst.com for an immediate review.

Additional information can be found at
www. TransFirstAssociation.com/nahb.

*Represents annual savings found for
businesses that switched to TransFirst
in 2012. tMerchants eligible to ac-

cept American Express Cards directly
through TransFirst are those that pro-
cess less than $1,000,000 in American
Express annual charge volume. Certain
restrictions and exclusions may apply.
**Provided that your current pricing

is not below standard fees charged by
Visa®, MasterCard®, American Ex-
press® and/or Discover®. Members
must provide their 3 most recent month-
ly merchant processing statements.
Pricing comparison applies to fees only,
not to include terminal or software
fees. Additional fees may apply. Offer
expires March 31, 2014. TransFirst, LLC
is a registered ISO/MSP of: Wells Fargo
Bank, N.A., Walnut Creek, CA and Syno-

vus Bank, Columbus, GA for Visa and
MasterCard transactions only.

Dell - Up to 30% off on top of the line
Dell computers. Call 800.695.8133 and
Mention NAHB or visit www.dell.com/
nahb Liberty Mutual — Auto and Home
Insurance call 1.800.531.3398 or visit
www.libertymutual.com/nahb

Hertz - Up to 20% off on rental cars
and FREE Gold Plus Rewards member-
ship. Visit www.hertz.com/nahb or call
800.654.2200 and use CDP# 51046. Avis-
Up to 25% off rental cars and FREE
Avis Preferred Service membership at
www.avis.com/nahb or call 800.331.1212
and use AWD code G572900

Budget - Up to 20% off rental cars and
FREE Budget Fast break at www.bud-

get.com/nahb or call 800.283.4387 and
use BCD code Z536900

Hewlett Packard - Discounts: 9%
notebooks, 5% printers/scanners, 7%
handhelds, 12% workstations, 16% serv-
ers, 12% storage, 6% third party options
(over10,000 items), plus free ground
shipping. To place your order call
1.888.202.4488 and mention pass code
"NAHB" or visit www.hp.com/go/nahb

Office Depot - 10% off all delivery or-
ders. Free shipping on orders of $50 or
more. Call 800.274.2753 mention NAHB
membership or visit www.officedepot.
com/nahb

Omaha Steaks - Save 10% off all online
promotions. This discount is in addition
to any online specials. www.OSincen-
tives.com/promo/nahb

Endless Vacation Rentals - 25% dis-
count on over 200,000 vacation rentals
worldwide. Destinations include the US,
Canada, Mexico, the Caribbean, Europe
& more. Call 877.782.9387 and Mention
you are a NAHB Member at time of
reservation or go to www.endlessvaca-
tionrentals.com/nahb

Wyndham Hotel Group - 15% off the
best available rate at over 7,400 hotels,
resorts. Mention ID 8000002688 at time
of reservation. 877.670.7088.

Go to www.nahb.org/ma and click on
the Wyndham logo to find out more.

FTD - 20% off floral arrangements and
gifts at www.ftd.com/nahbor call 800.
SEND.FTD use code 17421

NAHB Career Center - 20% off of
standard rates for job posting & 15%
off other HR services www.nahb.org/
careers

FHBA Builder Rebate Program

The Florida Home Builders Associa-
tion (FHBA) Rebate Program has given
builder members $37,500 in rebates
since FHBA started the program in
January 2103.

No one likes to leave money on the
table. So, what would you think if you
could get a rebate for your loyalty to
many of the nation’s leading housing in-
dustry product suppliers? Well, now you
can! FHBA’s Member Rebate Program
increases your bottom line. For the
minimal effort of informing us about
the home construction products you

use and when you close on a home or
project, you’ll be putting money back in
your pocket. Both Builder and Remod-
eler companies, no matter how large or
small, qualify for the program, and you
are not required to use products from
every Manufacturer.

Besides the money, the next-best part
of the program is that it doesn’t change
the way you do business. You are not
required to submit receipts and you do
not have to change how you purchase
products. We do the paperwork, collect
the money and mail you the quarterly
rebate checks directly!

Visit www.hbarebates.com/fhba.html
for more information. Or call Lynne
Edwards at the Florida Home Builders
Association at 800-261-9447.
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HBA COUNCIL NEWS
U\-LDERS ASSOCIATION OF Wes

The Auxiliary Council hosted its February ¢ ® — flog,,

meeting at the Home Builders Association *© / A\ A\ /—h\\ !
where members are planning for a fun-filled N aall n Nalall

year. If you are interested in getting involved with the

Auxiliary Council, please contact Council President Wilma f v -
Shortall of Primary Residential Mortgate at (850) 982-6974 M y om

or e-mail: wshortall@primeres.com.

CARING + CREATING + CONTRIBUTING ]

From left, Angie Cooper of Gulf Power Company; Janice Terrell of Pensacola Energy; Kim Cheney of Mathes Electric; Towana
Henry of Keller Williams; HBA Director of Marketing and Communication Vicki Pelletier; Auxiliary Council President Wilma
Shortall of Primary Residential Mortgage; and Laura Gilmore of Fairway Independent Mortgage Corporation.

offering creative
WATTEN M f services to the
creative services y buﬂdlng community

and related industries

warren wight
407.920.1478
warren@warrenworld.com
www.warrenworld.com

print | logos | digital | web | social networking
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HBA COUNCIL NEWS

The Green Building Coun-
cil, led by Jeff Hatch of Gulf
Power Company, participated
in the Neighborhood Energy
Efficiency Expo sponsored
by Evergreen Energy Initia-

tive (EEI). EEI is a non-profit entity

designed to help owners of older homes From left, Dan Kealer of Coastal Insulation with Green Building Council President
plan and implement cost-effective en- Jeff Hatch of Gulf Power

ergy renovations. The neighborhood expo

promotes EEI and its concept but also

showcases industry partners such as Coastal Insulation, All Seasons Heating and Air, Folkers Windows, Wells Fargo
and the Green Building Council.

Council President Hatch said that his part was to represent the GBC. “One of our goals this year is more community
involvement,” said Hatch. Hatch said he spoke to attendees about energy efficiency, and promoted the GBC and its
mission to educate the public as well as promote HBA members.

The Green Building Council, led by Jeff Hatch
of Gulf Power Company, would like to thank its
current members. The Green Building Council
is the leading source for Green Building pro-
grams and networking. If you are not a Green
Building Council member, please join today by
contacting the HBA at 476-0318.

¥ Compass Solar Energy, Inc.

2014 MEMBERS

¥¢ Coastal Insulation ¥ Johnson Construction of Pensacola, Inc.

PAY Doug Whitfield Residential Designer, Inc. Y% Lennox Industries

A ¢ Gateway Lighting and Design Y% Mathes Electric Supply

¥¢ Glenn H. Lubel, LLC X Pensacola Energy

Y% Gulf Breeze Natural Gas ¢ Rock Solid Surfaces LLC

7€ Gulf Power ¥¢ Today’s Homes of Northwest FL

X Habitat for Humanity - ReStore ¢ Towana Henry of Keller Williams Realty i

7 Hattaway Home Design ¢ Waste Management Of NWFL www.GBCPensacola.com

March 2014 | www.westfloridabuilders.com 9
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Home Builders Association

SPRING
Golf Classic

Thursday,
March 20, 2014
Stonebrook Golf Club

Registration: 12:00 p.m.
Shotgun Start: 1:00 p.m.

4-Person Scramble
$80 Per Person

Contact HBA Director of Marketing and Communication Vicki Pelletier at 476-0318.

March 2014 | www.westfloridabuilders.com 13
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DELATARE
BUYTLDER
ELECRED
O ATRIUAR]

OF

Kevin Kelly, a Delaware
builder and developer with
more than 30 years of experi-
ence in the housing indus-
try, was elected as the 2014
chairman of the National
Association of Home Builders
(NAHB) during the associa-
tion’s International Builders’
Show in Las Vegas.

Kelly is president of Leon N. Weiner &
Associates, Inc., and became actively
involved with the Home Builders As-
sociation of Delaware when he joined
the company in 1979. His building
experience includes land development,
multifamily and single-family home
building, with an emphasis on afford-
able housing.

“Kevin's ascension to the top of this
organization not only further affirms
his leadership in advocating for home
builders, but also in securing better
housing opportunities for everyone,”
said Delaware Governor Jack Markell.
“His commitment to affordable housing
has made a difference for people in Del-
aware and his experience will serve him
well as chairman of NAHB. I congratu-
late him on this honor.”

“Our focus this year will be to ensure

NAHB NEWS

that the housing market continues
to strengthen,” said Kelly. “We

will fight to protect the mortgage
interest deduction, the Low Income
Housing Tax Credit and other vital
housing tax provisions. We will
work with the Administration and
members of Congress in a biparti-
san manner to enact meaningful
housing finance reform that in-
cludes a federal backstop to ensure
sufficient mortgage liquidity for
homeownership and rental housing
opportunities. On the regulatory
side, we will oppose unnecessary
and burdensome regulations that
harm home builders and consum-
ers and seek major reforms in
appraisal practices to ensure that
appraisals accurately reflect true
market values.”

Throughout his career, Kelly has

been active in the NAHB leadership
structure at the local, state and national
levels. A life director of the Home
Builders Association of Delaware, he
served two terms as its president (1998
and 1999) and was named Builder of
the Year in 1999. In 2008, the Delaware
association honored him with its distin-
guished service award. Kelly is only the
third person to receive the award since
the association was chartered in 1947.

At the national level, Kelly is an NAHB
life director, and has been a member

of the NAHB Executive Board for more
than a decade. He previously served as
the Area 3 national area chairman and
was selected by his fellow chairmen to
serve as their moderator for 2010. From
2005 to 2008, he was the NAHB state
representative from Delaware.

Kelly also has chaired some of NAHB’s
most important committees, including
Federal Government Affairs, Associa-
tion Planning and Joint Councils, and
has served on the Budget and Finance
Committee. In 2009, Kelly was honored
as the NAHB Government Affairs Mem-
ber of the Year and the NAHB Advocate
of the Year.

In recognition of decades of dedica-
tion to the cause of affordable housing,
Kelly received NAHB’s Daniel M. Grady

April 2014

Memorial Award in 2010. He is a found-
ing member of NAHB’s Housing Credit
Group, which works for improvements
to the Low-Income Housing Tax Credit
program.

From 2003 through 2007, Kelly also
served on the Board of Governors of the
National Housing Conference.

In 2007 Kelly received a Distinguished
Alumni Award from his alma mater, St.
Anselm College.

In 2011, Kelly and his business partner,
David Curtis, received the Fair Housing
Person of the Year award from Hous-
ing Opportunities Inc., of New Castle
County, Del.

Kelly is also president of the Leon N.
Weiner Education Foundation, serves
on the board of directors of Catholic
Charities for the Diocese of Wilming-
ton, and is a member of the New Castle
County Housing Advisory Board. He
was appointed by now U.S. Senator
Chris Coons.

Kelly and his wife, Marcia, are also ac-
tive in their church and in several local
community organizations that serve the
homeless, the mentally and physically
challenged, and victims of domestic
violence. They have two sons, Sean and
Ryan.

RKNICHOLSON.COM
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NAHB NEWS

Learn
How
Some
Builders
Earned a
Profit

Although the housing down-
turn and struggling economy
hit all builders hard, some

managed to earn a profit in
spite of the odds by building equity and
positioning their companies to prosper
when more buyers return to the market.

Builders have an opportunity to see

which companies earned a profit and
how they did it with NAHB's “Cost of
Doing Business Study, 2014 Edition.”

Available from NAHB BuilderBooks,
this one-of-a-kind resource gives home
builders a rare glimpse at other build-
ers’ financial information by providing
data on profitability, cost of sales and
expenses from hundreds of home build-
ers across the country.

The “Cost of Doing Business Study”
examines and compares financial per-
formance according to builder type and
size, as well as industry-wide averages
using the following key indicators:
e Gross margin
e Net profit
e Cost of goods sold
¢ Operating expenses
¢ Financial ratios — current
ratio, debt-to-equity ratio,
and more

The study contains a wealth of data,
analysis and guidance to help builders
boost profitability, increase efficiency,
set realistic budget targets and improve
upon their business practices.

It also includes more than 35 proven
cost-cutting, profit-raising ideas that
builders can apply to their businesses.

To Order

The "Cost of Doing Business Study
is available as an eBook at
ebooks.builderbooks.com.

~

NAHB Urges OSHA to
Withdraw Silica Rule

The National Association of Home Builders (NAHB) on
Tuesday requested that the Occupational Safety and
Health Administration (OSHA) withdraw a proposed
rule that would drastically lower the permissible expo-
sure limit (PEL) of crystalline silica for the construction
industry.

The rule also requires impractical medical surveillance of construction
industry workers, extensive and costly recordkeeping processes, and restric-
tions on certain construction site work practices, which contradict existing
safety procedures.

“The real problem here is that OSHA doesn’t understand how this rule
would work on real world residential construction sites,” said NAHB Chair-
man Kevin Kelly, a home builder from Wilmington, Del. “Before this rule
moves forward, OSHA needs to work with us and our members to craft
something that is pragmatic, workable and actually improves construction
industry workers’ health and wellbeing.”

OSHA has determined that a rule is needed to substantially reduce the risk
of serious disease from exposure to airborne concentrations of silica dust.
This, however, runs contrary to data from the national Centers for Disease
Control and Prevention that shows a sharp decline in the incidences of
silicosis in recent decades. To date, OSHA has not explained how drastically
lowering the PEL will effectively reduce the current number of silica-relat-
ed illnesses and deaths.

As such, NAHB is recommending that OSHA use the existing PEL for silica
in construction until a comprehensive study demonstrates that the PEL
must be made lower for legitimate health reasons. NAHB has also advised
OSHA to focus mandated control methods on silica-generating tasks —
within the construction industry - that have been proven by silica exposure
monitoring data to generate high levels of silica exposure above the existing
PEL.

In addition to the drastic 80 percent reduction in the PEL, NAHB believes
the rule is economically and technologically unfeasible for the industry

to comply with. OSHA has estimated that the rule will cost the industry
approximately $511 million to implement, however, analyses show that this
number is grossly underestimated. Economic analysts estimate the cost to
be closer to $2.2 billion per year, and likely to increase given the present
state of the economy.

Given the many problems associated with the proposed rule, NAHB is urg-
ing OSHA to withdraw it, and instead, treat it as an advance notice of a
proposed rule. Doing so will allow the agency time to collect more compre-
hensive data and determine how best to align the rule with current industry
practices.

/
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FEATURE STORY

Green Home Building Continues to
Climb, Valued at $36 Billion in 2013

McGraw Hill Construction, a
part of McGraw Hill Finan-
cial (NYSE: MHFI), today
released findings from a new
Green Home Builders and Re-
modelers Study at the Nation-
al Association of Home Build-
ers (NAHB) International
Builders' Show in Las Vegas.

Green homes comprised 23% of the
overall residential construction market
in 2013 and are expected to grow to
between 26% and 33% of the market by
2016. This equates to a doubling in the
value of green home construction over
three years, growing from $36 billion in
2013 to $83-$105 billion in 2016, based
on the current McGraw Hill Construc-
tion forecast for total residential con-
struction.

According to McGraw Hill Construction
research dating back to 2006, the green
home building market most rapidly ac-
celerated during the housing downturn
when builders experienced in green
remained in business at higher propor-
tions than those not knowledgeable
about energy-efficient and green home
building. As the residential market im-
proves, indications are that the residen-
tial market is becoming bifurcated, with
green builders accelerating the depth of
their green work, and new or returned
entrants into the market focusing on
traditional construction practices.

"Green experience was a significant
part of what kept builders in business
during the recession," said Harvey M.
Bernstein, VP of Industry Insights and
Alliances, McGraw Hill Construction,
"and now, those same firms are embrac-
ing the competitive advantage they
earned by deepening their delivery of
energy-efficient and green homes. We
also see firms reentering the market
that are using traditional home build-
ing practices versus green practices
because that's what they know. How-
ever, the broader availability of green
building products and practices, a more
educated consumer and an increase

in activity at the regulatory level will
also encourage this group of builders to
learn green practices over time."

The study shows that the top drivers to
increased green home building activity
include changes in codes and regula-
tions, better quality, wider availability
and affordability of green products, en-
ergy costs, and competitive advantage.

The green home building study, pro-
duced by McGraw Hill Construction in
conjunction with the NAHB,

of their projects green, and another
20% were highly invested in green
activity with 61% to 90% of their proj-
ects green. By 2015, that is expected to
increase, with 20% of builders expect-
ing to be exclusively working on green
buildings, and 24% doing 61% to 90%
green work. Remodelers are also in-
creasing their attention to green work,

is the fourth in a series that
dates back to 2006. It was de-
signed to provide key insights
into market opportunities,
backed by proprietary research
surveys and the power of the
Dodge database. The study
reveals business benefits af-
forded by green building:

e Competitive marketing
advantage: 51% of builders
and remodelers find that it is
easier to market green homes,
up from 46% in 2012 and 40%
in 2008.

e Customer willingness to pay
for green features:

0 68% of builders (up from
61% in 2011) report their
customers will pay more for
green, with 23% reporting that
their customer will pay more
than 5%

0 84% of remodelers report
the same (up from 66% in
2011), with 55% reporting
their customers will pay more
than 5% for green features.

"This study shows that more
and more builders are incorpo-

rating environmentally sensi-
tive and energy and resource
efficient techniques into traditional
home building practices, and we expect
to see even stronger growth in the com-
ing years," said Matt Belcher Co-Chair
of NAHB's Energy & Green Building
Subcommittee and a Builder from Wild-
wood, MO. "Green building expertise
provided builders and remodelers with
a competitive advantage during the
housing downturn, and now as the mar-
ket continues to recover, NAHB mem-
bers stand ready to meet the increased
demand."

In 2013, 16% of builders were dedicated
to green building with more than 90%

with 16% reporting more than 60% of
their projects are green today, expected
to grow to 23% doing this amount of
green remodeling in 2015 and 32% by
2018.

This spring McGraw Hill Construction
will publish its 4th SmartMarket Report
on the green home building market-
place, which will include these find-
ings with additional analysis and new
market research data on the trends of
the multifamily builder. In the mean-
time, key findings from the study can
be found at analyticsstore.construction.
com/GreenHomeKeyFindings14.

March 2014 | www.westfloridabuilders.com 17



MARKET NEWS

NAHB Study
Provides Further
Analysis on What
Home Buyers
Really Want

Before your members

build another house this
year, they need to read the study
recently released by NAHB, What

Preferences.

Builders and other industry
professionals now have an op-
portunity to find out what home
buyers from different ethnic
groups really want and will not
give up in today’s market, as well
as which features they are ready

economic realities with a new
publication from the National
Association of Home Builders
(NAHB).

NAHB’s publishing arm, Build-
erBooks, recently released What

Preferences, a survey of recent
and prospective home buyers
that compares and contrasts how
housing preferences are affect-
ed- or not —by the racial/ethnic
background of the home buyer
(controlling for factors such as
age and income). The analysis
focuses on four groups: White

(non-Hispanic), Hispanic, and
Asian home buyers.

The study provides insights into
buyers’ preferences for home
type and size, room layout, kitch-
en and baths, windows and doors,
accessibility and outdoor fea-
tures, electronics and technology
in the home, energy efficiency,
choosing a community, and trade-
offs buyers are willing to make.

What Home Buyers Really Want:

com.

A limited number of print cop-
ies will be available beginning
February 24, 2014, from Builder-
Books.com.

Home Buyers Really Want: Ethnic

to leave behind in light of current

Home Buyers Really Want: Ethnic

(non-Hispanic), African-American

Ethnic Preferences is available as
an eBook at ebooks.builderbooks.

Residential Remodel-
ing Market Continues
Gradual Climb, Bath
and Kitchen Most
Popular Upgrades

Residential remodeling will
continue a gradual climb
back up in 2014 from a dra-
matic fall during the eco-

nomic downturn, according to
experts at a press conference hosted

by the National Association of Home
Builders (NAHB) Remodelers at the
International Builders’ Show (IBS) in
Las Vegas. Remodelers from around the
country agreed with the forecast, citing
increased demand from home owners
for upgrades to existing bathrooms and
kitchens.

NAHB projects that residential re-
modeling spending on owner-occupied
single-family homes will increase 2.5
percent in 2014 over 2013, and another
1.8 percent in 2015.

“Remodelers are regaining confidence
in the market as home owners continue
to upgrade their homes and make
repairs or replacements that were
deferred during tough times,” said 2014
NAHB Remodelers Chairman Paul Sul-
livan, CGR, CAPS, CGP, a remodeler
from Boston. “NAHB Remodelers looks
forward to working in a strengthened
market as homes sales rise.”

“We are predicting slow and steady
growth in remodeling activity through-
out 2014 and into 2015,” said Paul Em-
rath, NAHB’s vice president for survey
and housing policy research. “That
outlook is consistent with the indicators
of future activity in our recent Remod-
eling Market Index (RMI) survey. It’s a
positive sign that whole house remodels
have rebounded somewhat as home
equity levels increased in 2013, though
traditional bath and kitchen projects
remain the most popular remodels.”

Repairs and replacements of old com-
ponents and the desire for upgraded
amenities were cited as the top reasons
for customers to hire a remodeler, ac-
cording to a recent NAHB survey. The
survey results describe the changes the
remodeling market has undergone in re-
cent years, such as the growth in whole
house remodels after a dive in 2010.
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2014 PARADE OF HOMES DREAM HOME BUILDER

Thomas Westerheim
of Westerheim Properties

Nature Trail
April 26 - May 4, 2014

April 2014

RKNICHOLSON.COM
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NEW MEMBER PROFILES

Walker Construction [Eirs- e
and Properties, Inc.

HBA new member James Walker, of Walker
Construction and Properties, earned a construc-
tion management degree from the University of

702 Via DeLuna
Pensacola Beach, FL 32561
850-516-4679

West Florida. Walker has over 12 years of residential, com-
mercial and industry project management experience. Walker
said that the HBA provides him with the opportunity to meet
other industry professionals, and to belong to an organization
that keeps him informed with industry information. By being
informed, he can make sure that his customers are getting the
latest and best products/services available. “I look forward to
being an active member of the HBA, and I hope I can help it
grow in the community,” said Walker. When he isn’t working,
Walker enjoys watching the New Orleans Saints in person, since
he’s a season ticket holder. “I bleed black and gold,” Walker
says! Walker also enjoys fishing and coaching his children’s soc-
cer team.

Laura Gilmore
NMLS 295203
Fairway Independent Mortgage Corp

At Fairway, customer service is a way of life. Not only
are we dedicated to finding the best rates for our customers, we also
offer some of the fastest turn times in the industry. Our goal is to act
as your trusted advisor, providing highly personalized service and
guiding you though every step of the loan process. It’s all designed
to exceed your expectations, guarantee your satisfaction, and earn

your trust.

4300 Bayou Blvd Suite 8 ® Pensacola , F1 32503
Office 850-477-5999 ¢ Cell 850-501-4817 e Fax 850-270-2615
www.fairwayindependentmc.com ¢ www.FairwayPensacola.com

Laurag@fairwaymc.com

April 2014
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WELCOME NEW MEMBERS

Builder & Developer Members
No New Builders

Associate Members
Fairway Independent Mortgage
Laura L. Gilmore

4300 Bayou Blvd., Suite 8
Pensacola, FL 32503

p (850)-477-5999

Hemmer Consulting, Inc.

Fred Hemmer

7540 Sunshine Skyway Lane S. #P-10
St. Petersburg, FL 33711

p (813) 299-9855

Lee’s Glass and Window Works
Michael Farrell

1237 N. Pace Blvd.

Pensacola, FL 32505

p (850)-432-0865 | £ (850) 435-4750

MEMBERSHIP NEWS

GET INVOLVED
IN HBA
CouncILSs &
COMMITTEES!

Auxiliary Council
Meet Quarterly

Custom Builders Council
Meet Quarterly

Green Building Council
Meet on the last Wednesday
of each month.

Membership Committee
Meet on the 3rd Wednesday
of each month.

Board of Directors
Meet on the 3rd Tuesday
of each month.

THANKS FOR RENEWING!
Builder & Developer Members

Avia Homes, Inc.

Bob Price Jr. Builder Inc.
Bontrager Builders Group, Inc.
Charter Development Corp.
Gooden Homes, Inc

Heaton Brothers Construction Co., Inc.
JBL Properties, LTD.

CHB of Northwest Florida
Russell Home Builders

Southern Building Specialties, Inc.
The Mitchell Company, LLC
Timberland Contractors LLC
Wible & Wible, Inc.

Associate Members

ABC Supply Co., Inc

Anchor Pest Control, Inc

Beck Property Company
Containers, Inc

Eddie Zarahn Agency

FoamSeal Insulation Systems, Inc
Home Mortgage of America
Logan Insurance Agency, Inc
Pensacola Energy

Pensacola Habitat for Humanity, Inc
PROBuild

ProSource of Pensacola
Saltmarsh, Cleaveland & Gund
Superior Granite, Inc

Windows Plus of Pensacola

FOR FUTURE
UPCOMING EVENTS,
PLEASE CALL THE
HBA OFFICE AT
850.476.0318

TOR 10 REASONS TO
DO BUSINESS WITIH
AN ACTIVE ASSOCI-
ATE MEMBER

1. They support the industry at
the local, state and national
levels.

2. They volunteer time, talent
and treasure to help the asso-
ciation accomplish its goals.
3. They recruit their
colleagues and business
contacts to become members.
4. They serve on committees
and councils gaining valuable
networking opportunity while
helping to aduance the
association’s mission.

5. By doing so, you Increase
the value proposition for all
membership 1n our HBA.

6. They are strong supporters
of local and state PACs and
BUILD-PAC.

?. They are a major source of
non-dues revenue through
sponsorships, advertising,
etc.

8. As industry partners, they
are a valuable resource for
business and management tips.
9. They are heavily invested In
your business success:

You win, they win!

10. Why wouldn’t you do busi-
ness with a member?

March 2014 | www.westfloridabuilders.com
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In construction, a spike is a steel object that is
essential to making a building strong. As in
construction, the HBA of West Florida sees a
Spike as someone that works to keep our as-
sociation strong. Spikes work on the recruit-
ment and retention of members in addition

to keeping members active with the associa-
tion. Anyone is eligible for Spike status. On
Spike credit is awarded for each new member
recruited and an additional credit is awarded
for that new member’s renewal on or before
their anniversary date. If you help to retain a
member, you are eligible to receive a half point
for each member.

Spike Club Levels

Spike Candidate 1-5 credits
Blue Spike 6-24

Life Spike 25-49
Green Spike 50-99

Red Spike 100-149
Royal Spike 150-249
Super Spike 250-499
Statesman Spike 500-999
Grand Spike 1000-1499

All-Time Big Spike 1500+

Spike Club Members and their credits
as of 01/01/2014

Statesman Spike 500 Credits
Harold Logan 506

Super Spike 250 Credits
Rod Hurston 406.5

Jack McCombs 280.5
Royal Spike 150 Credits
Ron Anderson 200

Edwin Henry 196

Rick Sprague 194

Bob Boccanfuso 160.5

Red Spike 100 Credits
William “Billy” Moore 129.5
Collier Merrill 129

Lee Magaha 126.5

Don Suarez 117

Oliver Gore 111.5
Green Spike 50 Credits
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Ricky Wiggins
Ron Tuttle

Doug Sprague
David Holcomb
John Harold
Kenneth Ellzey, Sr.
Wayne Underwood
Millie Carpenter
Chris Pate

Kevin L. Ward
Bob Price, Jr.

Life Spike

West Calhoun
Wilma Shortall
Thomas Westerheim
Newman Rodgers IV
Eddie Zarahn

Russ Parris

Darrell Gooden
Garrett Walton

John Hattaway

Blue Spike
Doug Whitfield
James Dillaha
Keith Swilley

Ed Wonders

Bill Daniel

Steve Moorehead
Todd Stafford
Brent Woody
Luke Shows
Doug Herrick
Dean Williams
Towana (Rudd) Henry
Larry Hunter
Bernie Mostoller
Doug Henry

If you would
like to join the
Spike Club
or Desire
Additional
Information,
please contact
Vicki Pelletier

(850) 476-0318

93
88.5
83
77
76
64.5
58.5
56.5
55.5
55.5
53

25 Credits
48.5

45

44.5

42

40

39

37

28.5

28.5

6 Credits
24.5
21.5
19
18
17
16.5
14.5
13
13
11.5
10.5
10
10
9.5
8.5

ADVERTISER’S INDEX

Anchor Pest Control
850.435.7696

ginger @anchorpestcontrol.com
www.AnchorPestControl.com

Bonded Builders Home Warranty
800.749.0381, ext. 800
www.bondedbuilders.com

Containers, Inc.

850.471.2964
tim@containersincorporated.com
www.containersincorporated.com

Emerald Coast Building Materials
850.471.6291, Office

850.259.7756, Cell
www.ecbmfl.com
bill@ecbmfl.com

Florida Home Builders Insurance
888.513.1222
www.fhbi.com

Gulf Power
877.655.4001
850.505.5338
www.GulfPower.com

Norbord
www.NORBORD.COM/NA

Pensacola Energy
850.436.5050
www.espnaturalgas.com

RKN Publishing & Marketing
561.843.5857
rknichent@aol.com
www.rknicholson.com

Tubs & More
954.423.2250
800.991.2284
doug@dougstubs.com
www,dougstubs.com

warren wight creative services
407.920.1478
www.warrenworld.com
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