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Everyone has an energy footprint they leave on
the earth. You can reduce yours in one call.

Take that first step and reduce your carbon footprint.

Small steps toward greener living can have a huge collective impact.
Natural gas is efficient, clean burning, and 97% of the energy produced
by natural gas that leaves the ground makes it to your home, compared
to 27% of the energy produced by electricity. To learn more, visit
PensacolaEnergy.com or call 850-436-5050.
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2015 Home Builders
Association of West Florida
Board of Directors

Builder Members
Tabitha Comis, Casnter Construction
Chad Edgar, Holiday Builders
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
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
Karen Pettinato, Pettinato Construction
Mark Schnoor, Arista Builders
Luke Shows, Shows Construction
Craig Stefanik, /st Choice Home Improvements
David Teague, Timberland Contractors
Chris Vail, Urban Infill Corporation
Lorie Reed, DR Horton

Associate Members
Kim Cheney, Mathes Electric Supply
Bill Daniel, Mobile Lumber
Keith Furrow, Keith Furrow and Associates Realty
Steve Geci, Geci & Associates Engineers
Lindsay Gibson, Pen Air Federal Credit Union,
Membership Chair
Tom Hammond, Hammond Engineering
John Hattaway, Hattaway Home Design
Towana Henry, RE/MAX Infinity Realty
Rod Hurston, Fisher Brown Bottrell Insurance
Shellie Isakson, Beach Community Mortgage
Pat Kozma, ACME Brick & Tile Company
Rick Lewis, Swift Supply
Noah McBride, Pensacola Ready Mix USA
William Merrill, Rebuild Northwest Florida
David Redmond, Supreme Lending
Charlie Sherrill, Hancock Bank
Wilma Shortall, Primary Residential Mortgage
John Stumpf, WR Taylor Brick
Gary Sluder, Gene's Floor Covering
Doug Whitfield, Doug Whitfield Residential
Designer, Cost & Codes Chair

Council Chairs:
Angie Cooper, Gulf Power Company,
Auxiliary Council Chair
Jeft Hatch, Gulf Power Company,
Green Building Council Chair

Ex-Officio

Dennis Remesch, Pensacola Association of Realtors
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FLORIDA RIOMIE BUILDERS ASSOCIATION i ?
WORKS FOR YOUR BENEFIT DURING Presment 8

SPECIAL SESSION Message

As of the deadline to print in this issue of Cornerstone, the
Florida House and Senate have agreed to delaying the blower
door testing, mechanical ventilation, and secondary fire eleva-

tor for high-rises. This action is not final. The education portion of the budget
is still under discussion. Once all items have been agreed to, the budget will be pre-
sented at least 72 hours prior to final action by the legislature. Lastly, a gubernatori-
al review is required. There was consensus that additional time is necessary to ensure
the market possess enough testers, that builders understand what building practices
are necessary to pass the blower door tests, and study more thoroughly whether or
not the mechanical ventilation requirements established by the ICC are appropriate
for Florida’s hot, humid climate. The implementing bill contains language delaying
all three provisions until June 30, 2016. FHBA lobbied for a delay until April 1, 2016,
but legislative staff writing the budget insisted the delay last for the duration of the
implementing bill (1 year). The delay is tied to a budget item allocating up-to $35,000
to study the economic consequences of these three issues.

Other FHBA issues that are being considered:

Sadowski Funding: Total funding for Sadowski is $171,000.

Septic Tank Study: $10,000 has been allocated to the study with language prohib-

iting the Department of Health from passing rules until the study is completed.

Building Code Compliance and Mitigation Program: $925,000 was provided. This “D 0 No t
helps fund the for Building a Safer Florida Grants.

Unlicensed Contractor Activity Enforcement: $250,000, the same as last year.

Please keep in mind, the provisions in the bill are only a delay of three specific build- f Org 0
ing code sections. The remainder of the code will become effective June 30, 2015. Do

L]
not forgo education on the remainder of the code and take the opportunity now to be educa tlon

educated on best building practices to ensure passage of the blower door test, which
will be required effective June 30, 2016.

on the
Members have expressed concerns about other provisions of the code.
Stucco: One of the many provisions in the 2015 code, effective June 30, references g d
ASTM 926, Standard Specifications for Application of Portland Cement-Based Plaster r emaln er
and contains new requirements specifying minimum curing times between stucco
applications. These requirements appear to be in conflict. FHBA will be seeking a 0 f th e cod e
declaratory statement resolving this issue and clarifying that the ASTM 926 standard
can be used at the earliest possible opportunity (the August meeting of the Florida

Building Commission). and take the

Zero-Lot-Lines: The code requires certain fire resistant materials or sprinklers. These °
provisions dramatically impact those zero-lot-line communities which have already 0 ppo r t unlty
been platted. The FHBA Governmental Affairs Committee and the Codes Task Force

will both meet during the Southeast Building Conference (SEBC) and discuss a po- b
tential fix. A fix may be possible by petitioning your local building officials. now tO e

Governor Signs Into Law Two FHBA Priorities ed u ca ted 0 n

In other legislative news, Governor Rick Scott signed into law two FHBA Legislative

priorities. HB 1151, by Rep. Ingoglia and Sen. Brandes, requires that a local govern- o .
ment must establish a residential master building permit program within six months be S t bul ldln g
of receipt of a written request from a licensed general, building or residential

contractor. This bill achieves standardization, streamlines development, and reduces ° 99
time spent by local building departments during the building permit application pro- pr ac t lc eS voe
cess. In short, it makes it easier to build multiple houses using the same floorplans.

HB 383, by Reps. Edwards, Reps. Perry, and Sen. Diaz de la Portilla, requires that

local government demands for cash, land or other exactions at the time of permitting

must be relational and proportional. The bill creates a cause of action for damages

caused by an unconstitutional exaction of property in this state. This is a codification

of the US Supreme Court decision known as the “Koontz” case.
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10 Code

Proposals
with Big
Price Tags

There are dozens of proposals to change
the next edition of the International Code
Council’s model codes that have a particu-
larly big impact on home building practices
and on builders’ bottom lines.

Here are 10 examples — and 10 reasons to talk to your
code officials who will vote on these proposals at the ICC
Public Comment Hearings or online during the Govern-
mental Consensus Voting Period this fall.

G226-15 - Fire Prevention Superintendent: This proposal
would require a fire prevention superintendent from an ap-
proved agency to be present 24/7 during construction of all
Type V buildings.

If this is approved, add another independent third-party
inspector to your budget.

Requested Final Action: Disapprove

G230-15 - Sprinklers during Construction: This proposal
would require the fire sprinkler system be completed, tested
and approved before construction can continue above 40 feet
in height for all buildings of Type III, IV and V construction.
This is an impractical and onerous requirement that will
add significant cost and drastically change the order in
which utilities are brought to the site.

Requested Final Action: Disapprove

G162-15 — Horizontal Separation: This proposal would
require a 50-foot separation distance from Type V buildings
(with light-frame wood construction) above a horizontal
separation to lot lines or adjoining buildings on the same lot.
The result: Low-rise multifamily and mixed-use buildings
consisting of several floors of wood framing over top of a
concrete or steel “podium” and constructed using the In-
ternational Building Code would have to be built at least
100 feet apart from each other, not very plausible for infill
developments in urban and close suburban neighbor-
hoods. Requested Final Action: Disapprove

G128-15 - High-Risk Areas: This proposal limits the height,
area and number of stories of in buildings with automatic
fire sprinklers located in high-seismic, flood hazard or
hurricane-prone regions, to the same limits as unsprinklered
buildings.

The proposal (and several similar proposals) claims to
promote resilient construction, but is not based on sound
science, nor does it reflect a broad consensus of stake-
holders. Where adopted, followed and enforced, the Inter-

6
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national Building Code does an excellent job of providing
strong, resilient buildings.

FS176-15 — Foam Plastic Insulation: Exterior Walls: This
proposal adds a new section that requires a thermal barrier to
be installed on exterior side of foam plastics 1/2-inch thick or
greater used in exterior walls.

Another layer of gypsum or other material not only adds
more costs, but it means a lot of significant design changes
from the width of a window sill to the size of the doorjamb.
Requested Final Action: Disapprove

S$10-15 - Special Inspections: This proposal would require
special inspections for firestops, fire-resistant joint systems and
perimeter fire barrier systems on all buildings over two stories.
Building inspectors already do these inspections as part

of their regular duties. Paying for an additional inspection
just costs more money without ensuring additional safety.
Requested Final Action: Disapprove

EB13-15 & EB34-15 — Accessibility: These proposals would
allow changes to existing buildings to comply with the 2009
edition of ICC A117.1 instead of the upcoming edition, which
includes such changes as increasing the turning diameter from
60 inches to 67 inches and the clear floor space from 30 x 48
inches to 30 x 52 inches.

This is the first time that the A117.1 standard has deviated
from the original federal accessibility regulations, and
therefore the issue needs to be addressed in the case of ex-
isting buildings. The concept of allowing existing buildings
to conform to past accessibility requirements is not new: It
has already been established in the Fair Housing Act, and
it is logical that the building code follows suit.

Requested Final Action: Approve as Submitted

M85-15 - Flexible Duct Length: This code change proposal
limits flexible duct lengths to a 5-foot maximum.

The proposed limit will impact the ability to install flex-
ible ducts in attics and in locations poorly suited for rigid
ductwork. The change will also increase the cost of typical
installations.

Requested Final Action: Disapprove

P101-15 Part I and II - Size of water service pipe: This pro-
posal will increase the minimum size of water service piping
from % inch to 1 inch in diameter for both the International
Plumbing Code and the International Residential Code.

This is a solution looking for a problem that doesn’t ex-
ist. Modern fixtures have decreased water consumption,
lowering peak demand in older homes. If sprinklers are
required, they frequently have a separate tap and need to
be properly sized based on the application, not an arbitrary
diameter. The additional fee for the larger connection var-
ies by jurisdiction, in some cases the cost increase can be
in excess of $2,000.

Requested Final Action: Disapprove

RM32-15 —Return air plenums: This proposal would remove
the ability to use a stud wall or floor joists cavity for return
air plenums.

This would prevent a traditional and effective construction
practice without any data to support the change. Currently
there is no requirement to have any return ducting. The
existing code allows for panned return air plenum that
provide a more effective path back to the air handler than
no return. No reason to change the code.

Requested Final Action: Disapprove
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2015 AMERICAN
DREAM HOME

Appreciates Its Donors

The Home Builders Association of West Florida and Classic Homes of
Pensacola, LLC, would like to thank the business who contributed to
the overall success of the Dream Home.

PLATINUM

Classic Homes of Pensacola, LLC
Rick Faciane and Danny Speranzo
8608 Eight Mile Creek Road
Pensacola, Florida 32526
850-941-2587
classichomebuildersofpensacola.com
Donation: Dream Home Builder

Huntington Creek Development
Hemmer Consulting, LL.C Developer
Fred Hemmer, President

1604 E Jackson St

Pensacola, FL 32501

813-299-9855
www.huntingtoncreek.com

Pensacola Energy

Don Suarez and Jill Grove

1625 Atwood Drive

Pensacola, FL 32514

850-436-5050
www.pensacolaenergy.com

Donation: Rinnai Tankless Water Heater,
Gas Piping, Marketing

GOLD

Alpha Closets

Leslie Halsall

6084 Gulf Breeze Parkway, Unit C
Gulf Breeze, F1. 32563
850-934-9130
www.alphaclosets.com

Donation: Closets, Pantry, Shelving

Barnes Heating and Air

Michael Barnes

80 E. Nine Mile Road

Pensacola, Florida 32534

850-478-0141
www.barnesheatingair.com

Donation: 21-SEER Carrier System, Labor

Mobile Lumber

Bill Daniel

8960 Waring Road

Pensacola, Florida, 32535

850-494-2534

www.mobilelumber.com

Donation: Exterior/Interior Doors, Win-
dows, Molding and Interior-Trim Materials

Pensacola Ready Mix USA

Bobby Lindsey

P.O. Box 7142

Pensacola, Florida 32534

850-477-2899

www.readymixusa.com

Donation: Concrete for Foundation, Drive-
way, Sidewalks

Rinnai America Corp.

Mike Peacock

103 International Dr

Peachtree City, GA 30269
678-829-1700

www.rinnai.us

Donation: Rinnai Tankless Water Heater

Seville Power Equipment

Jim Brazil

2601 N. 12TH Avenue

Pensacola, Florida 32503

850-432-8856

www.sevillepower.com

Donation: Kohler Home Standby Genera-
tor and Service

Superior Granite

Wally Kader

7011 Pine Forest Road
Pensacola, FL. 32523
850-941-0270
www.superiorgranite.com
Donation: All Granite for Home

United Lighting and Supply Company
Jay Meisenzahl

808 Beverly Parkway

Pensacola, FL. 32505

850-469-8664

www.unitedlighting.com

Donation: Lighting and Appliances
package

W. R. Taylor

Dwayne Watson

17 Manresa Street

Pensacola, FL 32502
850-432-6163
www.southalabamabrick.com
Donation: All Brick & Mortar Mix,
Cultured Stone

DREAM HOME

SILVER

Boise Cascade / Therma-Tru

Jeff Strom

8260 Armstrong Road

Milton, FL 32583

www.bc.com

(850) 626-4042

Donation: Therma-Tru Exterior Doors

D&M Truss Company, Inc.
Steve McGowan

2620 West Michigan Ave.
Pensacola, FL 32526
850-944-5546
www.dmtruss.com
Donation: Trusses

Extensive Home Services LLC
Eric Hayes

793 Maplewood Circle

Pensacola, FL 32534

850-324-1288

Donation: Indoor/Outdoor Fireplace

homeNETservices, LLC

Bruce Lindsay

2025 Dovefield Drive

Pensacola, FL 32534

850-725-9860

www.homenetservice.com

Donation: ClareHome Automated System
Lighting, Streaming Audio, Alarm System
Integration, and Cameras

Gene's Floor Covering
Gary and Cindy Sluder
4021 Navy Blvd.
Pensacola, FL 32507
850-456-3360
www.genesflooring.com
Donation: Flooring Package

Kevin J. Smudde

Kevin J. Smudde

4256 North Cambridge Way
Pace, FL 32571
850-383-5339

Donation: Home Design

Mathes Lighting & Lamp

Kim and John Cheney

1041 Creighton Road

Pensacola, FL. 32513-9633

850-479-4450

www.matheselectric.com

Donation: Gas Lighting Fixtures, Electri-
cal Supplies

Ply Gem Windows

Greg Bishop

5020 Weston Parkway, Suite 300
Cary, NC 27513

Phone: 256-490-7309
http://windows.plygem.com
Donation: Ply Gem Windows
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DREAM HOME

REW Materials

Bill Batting

8040 N. Palafox St.

Pensacola, FL 32534

850-471-6291

www.rewmaterials.com

Donation: Drywall & Finishing Materials

Siwicki Plumbing

Ed Siwicki

4145 Trump Blvd.

Milton, FL 32583
850-626-0062

Donation: Plumbing Labor

Sherwin-Williams

Gus Uebelsteadt

313 E. Nine Mile Road
Pensacola, FL 32514
850-232-0477
www.sherwin-williams.com
Donation: All Paint, Materials

Will and Pierce Agency

John Kennedy

6612 Pine Hill Drive

Daphne, Alabama 36526
251-621-1550
www.willandpierce.com

Donation: Delta Faucets and Fixtures

Wood Specialties of Molino
Michael Rhoads

3045-A Keck Rd.

Molino, FL 32577
850-587-5080

Donation: Cabinets

BRONZE

Block USA

PO Box 7142

Pensacola, FL 32534

(850) 438-2415
www.specblockusa.com
Donation: Foundation Block

Capitol Materials
Jason Dukes

5495 Industrial Blvd.
Milton, Florida 32583
850-983-0388
http://capmat.com
Donation: Drywall

Diamond Contractors LLC

James Lawry

7998 Mobile Hwy

Pensacola, FL 32526

850-346-1240

Donation: Roofing Drip edge and Flashing

Eagle Electric

Danley Allen

5689 Nicholas Lane
Pensacola, FL 32526
850-456-7751

Donation: Electrical Labor
Florida Tile

Jay Norenberg

4200 N. Palafox Street
Pensacola, FL 32505
850-434-1120

Donation: Master Bath Tile

Four Star Drywall

362 West Oakfield Rd.
Pensacola, FL 32503
850-476-5305
Donation: Drywall

Georgia Pacific Gypsum

Bubba Herrington

Field Sales Manager

(601) 842-5827
Bythel.Herrington@gapac.com
Donation: ToughRock® Lite-Weight Gyp-
sum Board

Massey Glass

3754 Diamond Street

Milton, Florida 32571

850-982-3983

Donation: Mirrors, Glass, Shower Doors

Metal Masters of Pensacola

Jo Ramirez

9601 N. Palafox Street, Suite 3A
Pensacola, Florida 32534
850-969-9786
www.mmopinc.com

Donation: Rain Gutters

Pro-Tech Creative Concrete Coatings
Robert Andrews

5440 Gwen Lane

Pace, Florida 32571

850-995-4402

www.ptcoatings.com

Donation: Decorative Concrete Coatings

Roofers Mart Southeast Inc
Joey Padgett

3175 Copter Rd.

Pensacola, FL 32514
850-266-2800

Donation: Roofing

Seal Tight Foam Insulation
9025 Pine Run

Spanish Fort, AL 36527
251-455-1763

Donation: Insulation

2015 AMERICAN
DREAM HOME
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USG Corporation

Jennifer L. Pride

New Orleans/Gulf Region

Phone: (504) 228-4030

Donation: USG Sheetrock® Brand Ultra-
Light Panels Firecode 30®

Sherry and Morgan Speranzo
8608 Eight Mile Creek Road
Pensacola, Florida 32526
850-941-2587

Donation: Interior Decorating

S & K Specialty Contractors
3991 North W Street
Pensacola, FL 32505
844-342-0614

www.sksci.us

Donation: Garage Doors

FRIENDS

Allen Brothers Construction, Inc.
Dustin Vrana

9536 Yarrow Circle

Pensacola, FL 32514
850-232-7824

Donation: Foundation Block

Containers, Inc.

Tim Parker

P.O. Box 6115

Pensacola, FL 32503

850-471-2964
www.floridacontainers.com
Donation: Dumpster, Portable Toilet

Gulf Coast Building Products
Ray Mayer

3350 McLemore Dr.
Pensacola, FL 32514
850.477.6050

www.gcbp.com

Donation: Vinyl Materials

Gulftech Fire Protection
7055 W. Fairfield Drive
Pensacola, Florida 32506
850-466-5501
http://gulftech-fire.com
Donation: Home Pre-wiring

Live Oak Landscape
Richard Knowles

9570 Pine Cone Dr.
Cantonment, FL 32533
850) 478-2323

Donation: Lawn Materials

Luxe Home Interiors
Michelle Spencer

5033 N 12th Ave.
Pensacola, FL 32504

(850) 476-0260
www.luxepensacola.com
Donation: Home Furnishing,
Merchandising



McDonald Fleming Moorhead
Stephen Moorhead

127 S. Palafox, Suite 500
Pensacola, FL 32502

850-477-0660
www.pensacolalaw.com

Donation: Legal and Closing Services

McRory Appraisal Service

Diana McRory

2400 Farris Avenue

Pensacola, Florida 32526
850-944-4326

Donation: Home Appraisal - $500.00

Riviera Furniture

Troy Barrett

2919 S. Juniper Street
Foley, Alabama 36535
251-943-6899
www.rivierafurniture.com
Donation: Outdoor furniture

Saulsberry Construction Excavation
& Hauling

Ernest Saulsberry

7377 Rolling Hills Rd.

Pensacola, Florida 32505

(850) 477-6417

Donation: Lot Clearing

Simply Blinds

Buddy Godwin

6231 N. “W? Street, Suite 9
Pensacola, Florida 32505
850-465-0036
http://simplyblindsinc.com
Donation: Blinds

SMP Architecture

Brian Spencer

40 South Palafox Pace, Ste. 201
Pensacola, FL 32502
850-432-7772

www.smp-arch.com

Donation: Dream Home Rendering

Swift Supply Company

Rick Lewis

7405 A North Palafox Street
Pensacola, FL 32503

850-477-1488

www.swiftsupply.com

Donation: Footer, Foundation Package,
Door Locks by Delaney/Swift

Woerner Landscape Source
Lynn Washington

1332 Creighton Rd.
Pensacola, FL 32504
850-474-0830
www.woernerlandscape.com
Donation: Lawn Materials

ZRIHBA
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i Publisher of Cornerstone Magazine
Publishing

b
W&S{OEQ FPM{

In addition to Publishing et |
Magazines, We Offer Complete _ Publishing & Marketing
Website & Newsletter Design, - :

Including Photography, LT
Copyrighting, Marketing, and T

Electronic Distribution.

Advertising Bonus ==
Al Comerstone advertser's wil now be T O T

featured on the RKN Pub, & Mkt. Website, '
with a link to their wehsite! i

| Delray Beach, Florida 3345 | %18 i www.rknicholson.com

offering creative
WATTEA M (’ services to the
Creative services;( building 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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PENSACOLA HUMANE SOCIETY
8 2015 BATHE-IN SCHEDULE

DATES
APHIL 18TH
MAY 16TH

JUNE 20TH
JULY 18TH

AT BAYVIEW DOG BEACH ,"
THIS DATE ONLY !

AUGUST 5T
SEPTEMBER 14TH g
OCTOBER 17TH =

PRICES

SMALL - §7
MEDIUM - $8
L ARGE - §9

I
-y eThe
—#Aant | = X-LARGE - $10
- '|I' =, A - g .. | k. .

L o - s
4 8! MEDIUM - $30
R LARGE - 840

HOURS: 9AM - 2PM 3
PLEASE BRING YOUR RS
OWN TOWELS




& At REW Materials, we have people with the technical expertise to
help contractors, architects, and owners stay on top of new methods
in construction. Unique to the industry, REW has a team of
representatives and leading edge techonology to help our customers

l'ﬁ\dev&lop the best possible solutions for today's complex applications.

REW Materials
uses all of the
latest innovations
to meet your
residential

jobsite needs.

Drywal(Meta}S{/ds [Aco( cal

\ lnsulatlon [ Roofing, | Stucco

~ P ‘/ /
4 BillBatting

p'850.471. 6"91-\
£850.471.6294

' / ¢ 850125977756

bbatting@rewmaterial
,\ % 4

EW Mat ?fi{ﬂs
) 0 N. Palafox Street
Penqa_cola-(FL 32534

THE CONSTRUCTION INDUSTRY'S
INSURANCE PARTNER

FHBI, Inc. builds strategic partnerships with

Through the following product lines:

companies and agents to customize insurance
programs to meet the needs of the building
industry.

FHBI services the building industry including:

* Residential & Commercial Contractors
* Trade & Artisan Contractors

* Residential & Commercial Roofers

« Land Developers

* Ground Water Contractors

* Heavy Construction

* Road & Bridge Construction

For the best combination of coverage and service,

contact a FHBI-appointed agent. For a list of
authorized agents, contact your local FHBA
office today.

* General Liability

* Umbrella/Excess Liability

» Commercial Automobile

¢ Builders Risk

* Property and Inland Marine

¢ Home Warranty

* Residential Wraps

* Contractor’s Pollution Liability

* Architects & Engineers Professional Liability
¢ Miscellaneous Frrors & Omissions Liability
* Workers Compensation

* Surety

www.fhbi.com

2600 Centennial Place
Tallahassee, FL 32308
888.513.1222
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NAHB Keeps the Wheels Turning

12

A strong housing industry is key

$1,281

Farm Bill generates
additional home
building and
. remodeling.

@

| EPA drops
. post-construction |
stormwater rule. ©

U.S. Supreme Court
Clean Air Act ruling
benefits multifamily
builders.

ping costly provisi
out of building codes
saves construction costs.

$1,132

Homeowner Flood
Insurance Affordability
Act saves business
for builders and
remodelers.

to our nation’s economic recovery.

And when lawmakers and bureaucrats
try to chip away at your profits with
wrong-headed or just plain expensive
rules, NAHB is here to make sure

that you aren’t regulated out of business.

" Here’s what we’ve
been working on
so far this year.

These dollar values
represent the savings
per housing start

a typical builder will see
as a result of select
NAHB advocacy victories
in 2014. Some members
will experience more of
these benefits than
others, depending

on location and

market segment.

Learn more at

valueofnahb.org
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SEBC 2015

July 16-18 ¢ Orlando, FL

Experience our vibrant new Expo Show!

e Latest Building Products & Services
* Hospitality Suites
* Education & Professional Development

 Stars of HGTV's Going Yard & Yard Crashers
* Great Giveaways!

4 SEBC | 7=

SOUTHEAST BUILDING CONFERENCE




HOME st tonma o NIEW IDEAS AND INNOVATION
H - M . ON DISPILAY AT ThiE 2019
I PIRODUICT ROMIE & PRODUCT EXPO

A much anticipated event for area homeowners and homebuyers,
E x P O the 2015 West Florida Home & Product Expo, set for August 21-
23, at the Pensacola Bay Center.

Over 20,000 square-feet of building, remodeling, products and services are on
display from over 80 local and regional businesses.

“If you are looking to remodel or if you’re thinking about building a new
home, then this is the show for you,” said Expo Show Manager Vicki Pelletier. “In
addition, attendees can learn a lot about new products and services from knowledge-
able exhibitors that will enable them to make wise decisions when it comes to buying
products for their home.”

The Home & Products Expo is a one-stop source for information from air con-
ditioners, ICF construction and flooring materials to homes insulation, energy efficient
windows and doors, pool and patio furniture, garage doors, and green products and
services, just to name a few.

“The Expo had built a solid reputation for providing the best in building
products and services, said Expo Volunteer Chair Ron Castner of Castner Construction.
“For people interested in reaching building professionals who treat you with courtesy,
and will take time to answer questions, then the Expo is the place to be.”

The Expo is brought to you by: Gulf Power/EarthCents, Cox Communications,
Pensacola News Journal, Pensacola Home & Garden, WEAR TV 3, My 35 WFGX, NASH
FM 102.7, WCOA 1370, Soft Rock 94.1

For more information, contact the Home Builders Association of West Florida
at 476-0318 or go to www.HomeExpoPensacola.com.

FPENSACOOA

280 Sytfocé CO)/( &H:NKYOU Toi

wws]370) Néwsjournal - o | cuead

pensacola, ilWCOA AM an M \cents I ot

SHOW TIMES

FRIDAY, AUGUST 21
1:00 p.m. — 6:00 p.m.

SATURDAY, AUGUST 22
10:00 a.m. — 6:00 p.m.

SUNDAY, AUGUST 23
12:00 p.m. — 5:00 p.m.

Free Parking

Entry fee: $5.00. Kids Free.

Sunday only from 3-5 p.m. Vicki Pelletier Ron Casnter
Free Admission Expo Show Manager Expo Chairman

14 Home Builders Association of West Florida | July 2015



Small Companiecs
Dominate NAHB
Membership

NAHB’s recently published 2014 Mem-
bership Census shows that members’ busi-
nesses are improving from the worst effects

of the housing market downturn. It also refutes
previous speculation that the composition of the membership

might change permanently as a result of the Great Recession.

The typical NAHB builder member today is a
56-year-old small business owner whose company constructs
one to 10 housing units a year and has fewer than a dozen
employees, the census indicates.

About one-third (32%) of NAHB’s 140,000 members
are in the Builder category. This means their primary busi-
ness is single-family construction, multifamily construction,
remodeling, land development, commercial building or the
manufacture of modular, panelized or log homes.

Most Common Associate Activity is
Subcontracting/Specialty Trade Contractor

Subcontracting/Specialty Trade .
Coniractor _ 36%
Professional Specialties _ 13%

Retail
Dealerships/Distributorships

Financial Services - 10%%
e

10%%

Wholesale
DealershipsDhstnbutorships

Other Associate Activity 239

The rest (68%) work in a wide range of housing
industry areas. These Associate members typically include
subcontractors and people in fields such as finance, sales and
marketing, design and manufacturing.

That broad profile of the NAHB membership hasn’t
changed significantly in years. However, the impact of the
Great Recession and slow housing market recovery is evident
in some details of the membership census.

In 2014, the majority of NAHB’s Builder members
(62%) listed single-family building as their primary busi-
ness activity. Another 22% cited residential remodeling as
their primary business activity. Land development was cited
by 5%. Both commercial building and multifamily construc-
tion were listed by 4% of members as their primary business
activity. The remainder of builder members were involved in
commercial remodeling and modular, panelized or log home
manufacturing.

2014 marks the first time since 2008 that more than
60% of builder members have identified their primary activ-
ity as single-family construction. The number dropped from

NAHB NEWS

66% in 2008 to 58% in 2009, and remained below 60% from
2009 through*20713"assmembers shifted their efforts away
fromfhome, conStruction inkesponse to market conditions.
Diiring that 'same time periodjthe number of builders citing
remodgling as their primary business activity increased
from 499% iny2008/te 25% in 2009 and 2010. It peaked at
28 %4 1201 ¥before dropping by 2% annually in 2012 and
2013, Last year, 22% of builders said their primary activity
was remeodeling.

More Starts and Higher Revenues

The majority of NAHB’s Builder members (61%) re-
ported constructing 10 units or less last year; for the second
consecutive year, the median number of housing starts per
firm was five. The median had dropped to three from 2009
through 2011 before rising to four in 2012.

The impact of the recession and subsequent re-
covery is particularly evident in builders’ annual revenue,
which doubled between 2012 and 2014. The median last year
was $2.2 million, double the $1.1 million reported in 2012.
The median revenue was below $1.0 million annually from
2008 through 2011.

As in the past, NAHB’s Builder membership con-
tinues to be predominantly male (94%). At 21%, the share
of women is significantly higher among manufacturers of
modular, panelized and log homes than among all other
types of Builder members, where the share of women is 7%
or less.

Associates Represent Wide Range of Professions

About a third (36%) of all Associates are subcon-
tractors or specialty trade contractors such as carpenters,
electricians and plumbers. Another 13% work in vari-
ous professional specialty fields such as engineering and
architecture, and 10% are involved in retail dealerships or
distributorships.

About 10% work in financial services, and another
6% are wholesale dealers or distributors. The remainder
of associates (23%) work in a broad range of “other” areas
including such diverse fields as property management,
manufacturing and utilities. They are predominantly small
businesses with a median of nine employees.

Over 60% of Builder Members are SF Builders

B~

Single-family home building
Residential Remodeling
Land Development

. 4%

Commercial Building . 4%

Multifamily Building

Commercial Remodeling l 2%

I]"n

Mnft. ModularPanelized Log
Homes

The ranks of Associates are also predominantly
male. However, considerably more Associate members (20%)
are women. Slightly younger than Builder members with a
median age of 54, Associates also reported increasing rev-
enues. The median annual revenue for Associate members’
companies increased by 60%, from $1.28 million to $2.04
million between 2012 and 2014.
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NAHB NEWS

National Association of Home Bullders

What You Need to Know
About EPA Lead-Safe Recertification

If you will be working on homes built before 1978 or child-occupied facilities, use this chart to
determine the training and certification requirements you must meet lo comply with the

EPA Lead: Renovation, Repair and Painting rule. Click on the purple boxes for more recertification
resources and visit nahb.org/leadpaint for lead-based paint news and information.

Find an RRP
Training Provider
in your area.

——
NAHB.

MNAHE Remodelars
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EPA and Corps Water
Rule Fails to Follow
Intent of Congress
and Supreme Court

Precedent

The National Association of Home Builders (NAHB),
in early June, told Congress that the final rule redefining the
scope of waters protected under the Clean Water Act by the
Environmental Protection Agency and U.S. Army Corps of
Engineers falls well short of providing the clarity and cer-
tainty that the regulated community seeks.

Testifying on behalf of NAHB before the House Sci-
ence, Space and Technology Committee, Bob Kerr, president
of Kerr Environmental Services, an environmental consult-
ing and water resources engineering firm based in Virginia
Beach, Va., said the rule fails to follow the intent of Congress
and Supreme Court precedent, and it does not acknowledge
the states’ role in regulating their own waters.

“This rule will increase federal regulatory power
over private property and will lead to increased permit
requirements, project delays and avoidance and mitigation
costs,” said Kerr. “Equally important, these changes will
not significantly improve water quality because much of the
rule improperly encompasses water features that the states
already have the authority to regulate.”

The rule, which will go into effect by mid-August, es-
tablishes a broad definition of tributaries which, for the first
time, includes ditches. It will also allow federal agencies to
regulate adjacent non-wetlands located more than a quarter-
mile from a traditional navigable water and isolated ponds
located within the 100-year floodplain.

Kerr expressed concern that the increased regula-
tion under the new rule will harm his business because the
additional layers of red tape will add more time and money
to projects he takes on. Moreover, his firm no longer of-
fers clients a fixed rate to obtain an expedited Section 404
Nationwide Permit because it is too difficult to secure those
permits in a predictable length of time. This new rule only
exacerbates this situation.

“Not knowing their permitting costs in advance
increases the financial risk for my clients,” he said. “In some
cases, they will decide not to pursue projects as a result. That
is not good for my business.”

Stating that the Supreme Court has twice affirmed
that the Clean Water Act places limits on federal authority
and that the rule permits the federal government to supplant
the role of the states in regulating intrastate waters, Kerr
called on Congress to act now.

The House recently passed legislation that would
force the EPA and the Corps to withdraw this rule and de-
velop a new plan after the agencies go back and consult with
state and local governments, conduct discussions with small
business stakeholders as mandated under the Regulatory
Flexibility Act, and produce an accurate cost-benefit analysis.

Companion legislation, S. 1140, the Federal Water
Quality Protection Act, is pending in the Senate.

“Enacting the Senate bill gets us back on track to where we
need to be, which is establishing a workable and sound defi-
nition of ‘waters of the United States,” said Kerr.



FEATURE STORY

Business Overtime
Expenses Could
Soon Skyrocket

The U.S. Department of Labor is likely to
release a draft regulation later this month
that would increase the federal overtime sal-

ary threshold from the current $23,660 to $50,440, which
could impact just under 20,000 residential construction
supervisors according to preliminary estimates from NAHB
economists.

NAHB, along with our broad-based coalition of business
organizations known as the Partnership to Protect Workplace
Opportunity, met with the White House last week to express
our concern about the impending rule.

The House Education and Workforce Committee held a hear-
ing on this issue today and NAHB sent a letter to lawmakers
stating that such a unilateral action by the administration
could raise wage costs and result in fewer jobs.

“NAHB is concerned that changes to the current overtime
standard will reduce job-advancement opportunities and the
hours of full-time construction supervisors, leading to con-
struction delays, increased costs and less affordable housing
options for consumers,” the letter stated.

Under current law, workers who earn less than $23,660 a year
are considered non-exempt employees by the Department
of Labor and employers must pay them time-and-a-half for

any hours they work over a traditional 40-hour work week. ers’ take-home pay. Rather, it would force business owners to
The administration has directed the Department of Labor to structure their workforce to compensate by scaling back on
update the administrative/executive exemption to overtime pay and benefits, as well as cutting hours to avoid the over-
requirements. time requirements.

With the Department of Labor reportedly considering more NAHB continues to monitor the situation closely.

than doubling this overtime threshold to over $50,000, NAHB

and others in the business community argue that such a For more information, email Suzanne Beall at NAHB or call
dramatic surge is unlikely to result in an increase in work- her at 800-368-5242 x8407.

HOME BUILDERS ASSOCIATION
OF WEST FLORIDA

HOME

P RIODIUICIT

EXPO

August 22-24
Pensacola Bay Center
July 2015 | www.westfloridabuilders.com 17

August 2015

RKNICHOLSON.COM




FEATURE STORY

Marketing
Techniques
That Will
Help You
Close More
Sales

At the intersection of sales
and marketing lies this real-
ity: Sales is tough, but it’s
made even more difficult
when potential customers
haven’t heard of your compa-

ny or its offerings. In most cases,
these two business levers—sales and
marketing-need to be pulled together
to be most effective. Here are four steps
that can help you create new leads and
keep existing leads warm. Whether you
are selling and marketing new homes,
remodeling services, or your own busi-
ness’s services, these tips should come
in handy.

CREATE A ToP

RELATIONSHIP LIST

One of the first and most im-
portant steps in the marketing process
is knowing your target audience. Things
to consider when determining your
potential buyers include their income,
location, household size, career, and
recent life events or changes. If you sell

products or services to other companies,

be mindful of the customer’s potential
revenue, location, number of employees,
industry, customer base, and any recent
changes to the business. Once you have
a list, narrow it down to top prospects.
Find a balance between a pool that is
small enough to be focused, yet large
enough to meet revenue goals.

TAILOR YOUR APPROACH
The research does not stop af-

ter you’ve identified your target market.

Avoid sending a scripted message that
simply lists your products or services
— anyone can do that. After identifying
your top prospects, uncover everything
you can about the challenges they may
be facing.

For a home buyer, that could

mean discovering why they could ben-
efit from a new home: lower utility bills
thanks to the green building features
of a new home, more bedrooms for a
growing family or fewer bedrooms for
empty nesters. For a company that you
are targeting to buy your services, their
challenges might be an industry up-
swing (understanding strategic growth)
or downturn (managing revenue goals),
human capital issues, and market
competition. Once you understand the
customer, you begin to see the unmet
needs.

Armed with this information,
you can tailor your messages to them in
a way that truly resonates by address-
ing their needs. If you are not able to
uncover anything truly specific, put
feelers out to your network and ask
around. Any insight will allow you to set

how it relates to them. Remember,
people want to talk about themselves.
Positioning the call as a time for you to
learn about their challenges and how
they relate to the research or article
you sent them is a much more produc-
tive introduction than taking their time
to sell your products and services.

Remember to track what you
send. Taking note will help you avoid
sending the same people the same ar-
ticle more than once.

NURTURE THE RELATIONSHIP

TO CLOSE THE SALE

When your ultimate goal is to
build a relationship and be a problem-
solver for your customer, you position
yourself as a trusted advisor. By focus-
ing on building a relationship before

yourself up as someone who can help
solve their specific challenges and help
them reach their goals.

USE MARKETING COLLATERAL

TO AVOID COLD CALLS

Put your research to work by
regularly sending relevant content to
your target audiences. Share an in-
teresting article or a link to helpful
research on a pertinent topic. The key is
to deliver something that is relevant to
them. When using marketing collateral
to initiate a conversation, it provides a
more natural opportunity and conver-
sation starter for a follow-up call to a
prospective client.

Let them know you would like
to discuss the content you shared and
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attempting to sell, you create a non-
threatening common ground for open
and frequent conversations — and
therefore opportunities to sell more ef-
fectively.

Across hundreds of sales or-
ganizations, we consistently find that
the most effective sales teams are not
the ones telling the customer what
they can do. The best sales teams ask
the customer relevant questions. They
do their homework, and they approach
the customer’s challenge from multiple
perspectives — with questions, not as-
sertions.

This is an excerpt from an article featured
in the May/June issue of Sales + Market-
ing Ideas magazine.



Key Victory
for Builders
in Insurance
Coverage Case

In a resounding victory for builders who
obtain construction general liability insur-
ance to protect themselves from property
damage arising out of inadvertent and al-
leged construction defects, the U.S. Court
of Appeals for the 11th Circuit on June 10
reversed a lower court ruling in the case
of Pennsylvania National Mutual Casu-
alty Insurance Co. v St. Catherine of Siena
Parish. The 11th Circuit covers Alabama,
Florida and Georgia.

St. Catherine had contracted with Kiker Corp. to re-roof
two of its buildings. Later the roofs began leaking and
St. Catherine hired an inspector who found construction
defects and installation errors concerning the shingles.

St. Catherine subsequently filed suit against Kiker, al-
leging that Kiker breached the implied warranty in the
parties’ contract to repair the parish’s roof using reason-
able skill. Following a jury verdict, St. Catherine’s was
awarded $350,000 from Kiker.

At issue was whether Pennsylvania National, Kiker’s
commercial general liability insurer, was required to
indemnify the parish. Penn National argued there was

lee us on FacebookI /

v'Stay up-to-date on news and events
v'Have access to exclusive promotions and giveaways
v'Check out polls and fun facts on the page

Have pictures from HBA events?
Share them with us!
Tag yourselfin our photos!

NAHB NEWS

no coverage under the policy because the contractual
liability exclusion in the insurance policy barred cover-
age for the parish’s breach of contract claim alleging a
breach of the implied warranty in the contract.

A federal court in Alabama on April 25 upheld Penn
National’s claim that it did not have to pay damages in
the case.

When the case went to the 11th Circuit on appeal, NAHB
filed an amicus brief in support of St. Catherine, urging
the appellate court to disapprove the district court’s rul-
ing. NAHB argued that it was contrary to the Alabama
Supreme Court’s most recent interpretation of the exclu-
sion in Townsend Ford v. Auto-Owners Ins. Co., a 1995 case
wherein the state Supreme Court held that the exclusion
only applies to indemnity liability, where the liability is
contractually assumed, and not liability arising from a
breach of warranty.

Citing the Townsend Ford case, the 11th Circuit agreed
with NAHB and held that the parish’s breach of contract
claim based on the contractor’s breach of warranty did
not fall within the contractual liability exclusion and
reaffirmed that such an exclusion bars coverage only
where the insured agreed to indemnify another party.

Importantly, the 11th Circuit held the Supreme Court of
Alabama’s logic in Townsend Ford applied regardless of
whether the injured party brings a breach of contract
claim based on the breach of an express or implied
warranty. In Townsend Ford, the injured party sued the
insured for breach of an express warranty, while the
parish sued the contractor for breach of an implied war-
ranty. Penn. National claimed that this was an important
distinction but the 11th Circuit concluded that this was
not so.

The 11th Circuit case follows the favorable decision

for builders handed down by the Fifth Circuit Court of
Appeals in October 2014, in Crownover v. Mid-Continent
Casualty Co.

August 2015

RKNICHOLSON.COM
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NEW MEMBER PROFILE

Panhandle Home Solutions LLC BRSaat

Panhandle Home Solutions is dedicated to the
prompt and efficient delivery of our services. Our
goal is to perform our jobs with honor and integrity,
& we treat every client as if they are our only client.
Panhandle Home Solutions is the premiere service
provider for stone restoration, concrete staining and
restoration, and epoxy coatings for your garage or
warehouse. We service all of Northwest Florida and
lower Alabama. We are family owned and operated,
licensed, bonded, & insured, and we provide services
to both commercial and residential projects. For 18
years we have been restoring and revitalizing natural
stone, concrete, ceramic tile and grout and it is still

the bedrock of our company.

Panhandle
Home Solutions

Reason for Joining: We have done many jobs over the years

for the area’s home builders and their clients and believe that I H

this is the best way to keep in touch and support the local
Panhandle Home Solutions LLC

5197 Choctaw Ave.
Pensacola, FL 32507
p 850 455-4455 | f 850 492-7453
Keith@panhs.com | www.panhs.com

builders who have supported us over the years

Personal interests: Outside of work I enjoy fishing, camping,

going to the beach & spending time with my grand kids!

EXCLUSIVE PRICING FOR HBA MEMBERS

Since 2007 many HBA Chapters have partnered with NPP to offer members discount pricing on several products
and services, NPP negotiates the rates, and makes them available to HBA members throughout the country.

This program is entirely free, and there is no obligation to purchase. To access the savings, register with NPP at
www.mynpp.com. Included among the discounts available to participating HBA Chapter members:

R Adartace

HBA

PARTICIPATING CHAPTERS

Many Home Builders Association
members are already saving time and

money through the NFP program,

To access the discount pricing, register
with NPP. Signing up is easy.

HOW TO REGISTER
» Go to www.mynpp.com. Click Join Now”.

® Select "Construction” from the dropdown
menu.

® Select "Residential” from the Category
dropdown menu.

m Select "HBPP* from the Association
dropdown menu.

® Complete the registration form.

For more information about the program,
feel free to contact NPP:

800.810.3909
customerservice@mynpp.com
Www.mynpp.com

=npp"

\—

verizon

m Corporate Discount - 22% off all wireless
calling plans $34.99 & higher and
free activation

m Employee Discount - 18% off wireless calling
plans $34.99 and higher

m Select Accessory Discount - 35% (corporate)
and 25% (employee/family)

= %20 Unlimited Wireless E-mail feature on
corporate lines

® Variable discounts on phones
Verizan Eligibility Requirements: Each Membser must
bea cflr!stru(lion compaw';:\reav&hlgllr\'ay, (OI‘IIIE'FE;

subcontractor such as an electician or plumber whose
primary trade is within the constrection industry).

@e-Cycle’

Racycle. Recowes. Protect

® Receive money for your used phones
= Additional 109 for members

Level(3)

AmAnRCATIANL

m Toll-free audio conferencing for only 3 cents
per minute; no contract, setup or monthly fee

® Discounted, contracted prices on over 30,000
supplies and services

® Free next-day delivery on most standard
orders over 530

cradlepoint

= Up to 22% discount on 4G wireless routers
and mobile broadband adapters

Airgas
® Up to 35% discount on safety supplies and
personal protective equipment

-
-
L CONZ o=,
e WEiEss | schitions
® Wireless applications for data collection
m Save 50% on set-up fees per device

W IRELE

MATRIX

® Fleet management solutions that fully
connects the driver to the office
® 15% discount on a unique bundle of services

20
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WELCOME NEW MEMBERS

Builder & Developer Members
Principle Properties Inc.

Ruth Dupont Esser

4371 Marilyn Court

Gulf Breeze, FL 32563

PH: (850) 390-5151

Associate Members

Alpha Closets and Murphy Beds Inc
Leslie Halsall

6084 Gulf Breeze Pkwy

Gulf Breeze FL 32563

P (850) 934-9130

F(850) 934-5432

Lyle Machinery Co.

DBA: Bobcat of Pensacola
Cheyenne Gibbs

564 W. Burgess Rd.
Pensacola, FL 32503

P (850) 572-5449

F (850) 471-0040

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

THANKS FOR RENEWING!

Builder & Developer Members
BRM Residential Homes

Heritage Homes of Northwest Florida, LLC
Irby Engineering & Construction, Inc.
Madril Builders LLC

Otto Wallace Construction, LLC

R.E. Reece/Rebuild Northwest Florida
Ricky Wiggins Builders, Inc.

Associate Members
Acme Brick Tile & Stone
Alpha Closets and Murphy Beds Inc
American Alarm and Audio Inc
American Concrete Supply Inc
Blue Haven Pools

Cotton Real Estate, Inc.

Emerald Coast Utilities Authority
Force 5 Walls

K. W. Cowles Design Center

Kay’s Prestige Kitchen & Bath
Mathes Lighting & Lamp
McCombs Electrical Co., Inc.
Merrill Parker Shaw, Inc.

NOLA Lending Group

Sears Commercial Sales
Sherwin-Williams

Panhandle Elevators, Inc.

Southern Site & Utility Design, Inc.

Architectural Concepts International LLC
33 SW 12th Way, Boca Raton, FL 33486
Specializing in Car Wash Designs

Licenses: NCARB, Florida
AR-0007424, ID-0003692, CGC-008183

561.613.2488

www.car-wash-architect.com | www.paintconceptsplus.com

MEMBERSHIP NEWS

If you do
business with
previous
members,
please give
them
a call and

reinforce
the value of
membership as
well as the
importance of
Members Doing
Business with
Members.

August

2013

RKNICHOLSON.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 05/31/2015.

Statesman Spike 500 Credits
Harold Logan 508.5
Super Spike 250 Credits
Rod Hurston 409.5

Jack McCombs 286.5

Royal Spike 150 Credits
Ron Anderson 201

Edwin Henry 197

Rick Sprague 196.5

Bob Boccanfuso 161.5

Red Spike 100 Credits
William “Billy” Moore 140

Lee Magaha 127

Oliver Gore 111.5
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Green Spike
Ricky Wiggins
Ron Tuttle

Doug Sprague
David Holcomb
John Harold
Kenneth Ellzey, Sr.
Bob Price, Jr.

Life Spike

West Calhoun
Newman Rodgers [V
Thomas Westerheim
Wilma Shortall

Russ Parris

Eddie Zarahn
Darrell Gooden

John Hattaway
Garrett Walton

Blue Spike
Doug Whitfield
Bill Daniel
Keith Swilley
Towana Henry
Steve Moorhead
Luke Shows
Brent Woody
Doug Herrick
Larry Hunter
Dean Williams
Bernie Mostoller
Doug Henry
Kim Cheney

If you would
like to join the
Spike Club
or Desire
Additional
Information,
please contact
Vicki Pelletier
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A WELL-FRAMED APPROACH © "
T0 PROFITABLE ENERGY EFFICIENCY

Changing codes, growth in the economy and housing starts — how’s a builder
to profit from it all? Well, a bottom-up switch to Norbord is a sound first move.

* Reduce HVAC by
as much as 1/2 ton

* Attic temperatures

cooled by up to 30°

4004

* Reduce air-leakage up to 60%
m * 38% stronger walls
* Lower material & labor costs

mlmm * Reduced attic insulation when
ot Sy used with a raised-heel truss

pinNAcLE |
REDUCE MISTAKES, . IO—
CALLBACKS, AND COSTS. - 50%ear Waranty

* Premium sub-floor offering
Norbord’'s Onsite app helps you build the best value

a better house. Download for free today
at www.Norbord.com/onsite

ENERGY SAVINGS START WITH THE FRAMING™ LEARN MORE: VISIT NORBORD.COM/NA



GULF A
POWER

A SOUTHERN COMPANY

GET THE by

EARTHCENTS
HOME

QUALITY. COMFORT. SAVINGS FOR A LIFETIME.

Homebuyers today are interested not only in cabinets, countertops
and flooring; they're also looking for energy savings, comfort and
quality construction. That's where Gulf Power's EarthCents Home
gives homebuilders the selling advantage. Compared with
houses built to standard building codes, EarthCents
Homes can be as much as 25 percent more
efficient and definitely more comfortable.
Call 1-877-655-4001 and let an energy
consultant help you stand out.




