b 2022
o Clay

pages 12-14

HOME BUILDERS ASSOCIATION
OF WEST FLORIDA

Hpril 80 =134 ¥ Btiher.ensacolaFairErpoHall




Call Before
YOU Dlg a:

Chad Edgar
President
Joe-Brad Construction

Jennifer Reese
Secretary
Reese Construction Services

Alex Niedermayer
Past 2nd Vice President

Underwood Anderson & Associates

Stephen Moorhead
Legal Counsel
Moorhead Real Estate
Law Group

2022 Leadership Board III

Amir Fooladi Dax Campbell

Ist Vice President Treasurer
Encore Homes Campbell Construction & Company

Marty Rich Lindy Hurd
2nd Vice President 3rd Vice President/SMC Chair
University Lending Group First International Title

Blaine Flynn Josh Peden
Immediate Past President Financial Officer/Treasurer
Lister Builders Hudson, Peden & Associates

HB—

ORNERSTON:

A PUBLICATION OF THE HOME BUILDERS ASSOCIATION OF WEST FLORIDA

(850)476-0318

4400 Bayou Blvd., Suite 45, Pensacola, Florida 32503
www.westfloridabuilders.com

Cornerstone is published for the Home Builders Association of West Florida by
Nicholson Publishing and distributed to its members. Reproduction in whole or
part is prohibited without written authorization. Articles in Cornerstone do not
necessarily reflect the views or policies of the HBA of West Florida. Articles are
accepted from various individuals in the industry to provide a forum for our readers.

April 2022 | www.westfloridabuilders.com

2022 Home Builders

Association of West Florida

Board of Directors

BUILDER MEMBERS

Christopher Besaw, Besaw Construction
Fred Gunther, Gunther Properties
Janine Howle, Truland Homes
Lowell Larson, Craftsman Homes
Drew Hargrave, Landshark Homes
Alton Lister, Lister Builders
Mac McCormick, Florida 1st Home Construction
Kyle McGee, Sunchase Construction
Shon Owens, Owens Custom Homes & Construction
Douglas Russell, R-Squared Construction
Eric Shaffer, Shaffer Construction
David Teague, Timberland Contractors
Austin Tenpenny, Adoor Properties
Monte Williams, Signature Homes

ASSOCIATE MEMBERS
Bill Batting, REW Materials
Bruce Carpenter, Home Mortgage of America
J.T. Granat, Wilson Business Group
Laura Gilmore, Fairway Ind. Mortgage
Jill Grove, Pensacola Energy
Jeff Hatch, Gulf Power Company
John Hattaway, Hattaway Home Design
Chris Thomas, Acentria Insurance
Shellie Isakson-Smith, Supreme Lending
Bill Morrell, Coastal Insulation Company
Ric Nickelsen, SmartBank
Zach Noel, Clear Title of NW FL
Charlie Sherrill, SouthState Bank
Wilma Shortall, Trustmark Mortgage
Gary Sluder, Gene’s Floor Covering
Paul Stanley, The First Bank

COUNCIL CHAIRS

Suzanne Pollard-Spann, Legacy Insurance Brokers
Membership Chair
Mary Jordan, Gulf Coast Insurance,
Tradesman Education Chair
Lindy Hurd, First International Title
Sales & Marketing Chair

Ex-Officio Members of the Board of Directors
Doug Whitfield, Doug Whitfield Residential Designer
Curtis Wiggins, Wiggins Plumbing
Shelby Johnson, Johnson Construction
Russ Parris, Parris Construction Company
Newman Rodgers, Newman Rodgers Construction
Thomas Westerheim, Westerheim Properties

03



HBA

HOME BUILDERS ASSOCIATION OF WEST FLORIDA

Cornerstone

David Peaden Il

Executive Director
dpeaden@hbawf.com

Vicki Pelletier
Director of Marketing &
Communication
vicki@hbawf.com

Next Issue:

May
2022

Edit: April 6, 2022
Space: April 16, 2022
Materials: April 23, 2022

Magazine Design &
Layout by
warren wight -
graphic designer

www.warrenworld.com

O

Cover Story

HBA’s 2022 Home & Product EXpPO .....ccccovueueueiinnnenieececenneeeeeeenenenene 08-09
New Ideas And Innovation On Display
At The 2022 Home & Product EXPO ......cceeevivieninieenineeinccrieeeeeeene 08
Make The 2022 Home & Product Expo a
Learning EXPEIIENCE .......cevrerereriuiceceerererereerenerieeteseeenerenenssseseseseeseseacnes 09
PRESIDENT’S MESSAGE
HBA is Working to Educate Why a Career in Construction is Viable .................... 05
FEATURE STORY
Top 10 Features for First-Time Home BUuyers ...........ccccoevenvevineenineenieenenienene 06-07
Marijuana on the Jobsite: A Positive Test vs. Impairment ...........cccccceeeveverueennnne. 16-17
HBA NEWS
Top 10 Reasons To Do Business With An Active Associate Member ..................... 06
Bay Area Blueprint & Reprographics hosted the
HBA for a wonderful Membership and Networking Meeting ..........c.cccceerrererencnce 10
Get Involved in HBA Councils & COMMILEES ......c.c.eevrurerererenerecerererernenenerereenencne 11
Like Us 0n FACEDOOK .....cceueiriririririiiicicieieieirisinenecccciereieieteeseseeeeeesenenenes 11 &21
2022 Spring Clay SNOOL ......coeveeeereeiererereirinerereneecererereteeeeseseseeeasaeseseseseseasesenes 12-14
HBAWF Spring Golf Tournament Information ...........ccceceeeeeeeeeveerererernenncrerenenenee 15
MEMDBEISHIP INEWS ...c.ciiiiiieiiiiririeieiei ettt ettt sttt 21
Members Doing Business With MEMDETLS ........c.cceueiiinniririeeeeinrrreeeeeneneneens 21
SPIKE CIUD ..ottt se bbbt eaaes 22

NAHB NEWS

NAHB Urges Swift Action on Canadian Lumber Pact

Following UK Deal on Steel Tariffs...........cocceeveenirniiiiiiiieieeeeeceeeeeiene 11
How Higher Interest Rates Affect Housing Affordability ...........ccoccevoeeneiniiniinnenne 15
36 Million Households Can’t Afford a $150,000 HOME ......vvveeemeeeeeeceeeeeeeeeeene. 18

HUD NEWS

HUD Unveils Appraisal Action to Help CONSUMETS .........oceeeeeeeeerererererrenenencnccnenee 19

DEPARTMENTS INDEX

Next Issue Advertising Information ............cceeeevveeinieeniiineeenneennne. 10,16 & 21
Advertisers Index, Web, & Email Addresses ...........ccoocoeiiiiiiiiiiiiiiiieennnnn. 22

Cornerstone, the monthly publication of the Home Builders Association of West Florida serving Escambia and Santa Rosa Counties, is published monthly,
twelve (12x) per year. Send address changes to HBA of West Florida, 4400 Bayou Boulevard, Suite 45, Pensacola, Florida 32503-1910. Cornerstone, is
published in the interests of all segments of the home building industry and is distributed to its members and others associated with the HBA of West Flor-
ida. HBA of West Florida and Richard K. Nicholson Pub., Inc. does not accept responsibility for, or endorse any statement or claims made by advertisers
or authors of any articles. Every effort has been made to assure accuracy of information, but authenticity cannot be guaranteed. No part of this publication
may be reproduced without the written consent of Home Builders Association of West Florida, Copyright ©, 4400 Bayou Boulevard, Suite 45, Pensacola,
Florida 32503-1910, 850.476.0318. Advertisers and advertorials in Cornerstone do not constitute an offer for sale in states where prohibited by law.

Home Builders Association of West Florida | April 2022

HBA is Working to
Educate Why a Careerin
Constructionis Viable

The residential construction industry is filled with
talented and creative individuals who build homes that
strengthen communities. Not only does a career in the indus-
try provide a sense of personal achievement, it also provides
many practical benefits, such as strong earning potential, job
security and opportunities for advancement.

If you’re a parent, your children’s future is always one of your top priorities. Two

major factors that influence their future are education and their eventual career, which are
usually closely tied together. Acquiring knowledge and skills, and then putting them to use,
is part of the process where they transition to being independent and successful adults.
As you encourage and support your child’s journey on their education and career
path, it’s important to consider the full range
of opportunities.
I am thankful to the HBA’s Trades-
men Education Council, led by Mary Jordan
of Gulf Coast Insurance, who is working hard
to get the school districts to get back to basics
and give opportunities to students with learn
about the construction trades. Mary is push-
ing the importance of the construction career
pathway.

High Demand for Construction Jobs

© 94% of parents approve of expand-
ingaccess to career and vocational
programs.

© 86% of parents and students say
they wish they could get more real-
world knowledge and skills during
school.

MARY JORDAN

© 54% of business leaders do not think the educational system is teaching skills
needed for the workforce.

A Variety of Jobs for Every Skill Level Are Available

Occupations such as carpenters, plumbers and HVACR technicians are in high de-
mand. These types of jobs require individuals who have skills such as being detail-oriented
and active problem solvers troubleshooting a range of challenges.

Skilled Trades Offer Individuals High Earning Potential
Individuals entering the residential construction industry have the potential
to earn a great salary. The top 25% in most construction trades professions earn at least
$60,000 annually. And you don’t need to follow the traditional college path to get there.
Ifyou are interested in getting involved with the HBA Tradesmen Education Council,
please contact HBA’s Vicki Pelletier at 850-476-0318.
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Top 10 FEATURES

Alaundry room tops the list, rated essential or desirable by 83% of
first-time buyers, followed by a ceiling fan and exterior lighting,
each rated essential or desirable by 81%.

1 Four of the features most wanted by first-time buyers are kitchen

features:

¢ A double kitchen sink and walk-in pantry (each rated
essential or desirable by 80%),

e Drinking water filtration (78%) and

o Table space for eating (77%)

Two are outdoor features: a patio (rated essential or desirable by
78%) in addition to exterior lighting.

Rounding out the top 10 are hardwood flooring for main-floor liv-
ing spaces (80%) and security cameras (78%).

The list of features most wanted by first-time buyers is similar
to the list for home buyers in general, although buyers in general

tend to give the features slightly higher ratings. A laundry room,

L — for example, is No. 1 on both lists, but is rated essential or desir-
Top 10 Home Features Most Wanted by First-Time Buyers

(Based Percent Rating Feature Essential or Desirable)

Laundry room - 83%
ome Buyers
Exterior lighting I 81%
The recent NAHB study, What Home Double kitchen sink (side-by-side) 80%
Buyers Really Want, 2021 Edition, asked Er—
first-time buyers to rate more than 200 Walkin pantry |

home and community features using a four- Drinking water filtration |
tier scale: essential, desirable, indifferent
and do not want.

Patio

Security cameras

The chart to the right shows the 10 “most wanted” features for Kitchen table space for eating

first-time home buyers, based on the percentage of buyers rating a _ )
W Essential/Must have ® Desirable

feature either desirable or essential.

TOP 10 REASONS TO DO BUSINESS WITH AN ACTIVE ASSOCIATE MEMBER

1. They support the industry at the local, state 4. They serve on committees and councils gaining 7. They are a major source of non-dues reve-
and national levels. valuable networking opportunity while helping to  nue through sponsorships, advertising, etc.
advance the association’s mission.

8. As industry partners, they are a valuable
5. By doing so, you increase the value proposition  resource for business and management tips.
for all membership in our HBA.

2. They volunteer time, talent and treasure to
help the association

accomplish its goals.
9. They are heavily invested in your business

success: You win, they win!

3. They recruit their colleagues & business 6. They are strong supporters of

contacts to become members. local and state PACs and BUILD-PAC.
10. Why wouldn’t you do business with a

member?

||| ratwrestory |||

able by 87% of buyers overall, compared to 83 percent of the first-  absence of energy-saving features on the first-time buyers’ top

time buyers. The ratings of many features tend to be positively 10 list. Among buyers in general, ENERGY STAR rated windows
correlated with income, and first-time buyers have a median ranked No. 4and ENERGY STAR rated appliances ranked No. 9. A
income of $65,000, compared to $79,000 for home buyers in front porch also made the top 10 list among buyers in general.

general.
On the other hand, drinking water filtration, security cameras and

The most noticeable difference between the features most akitchen table for eating failed to make the top 10 list for buyers

wanted by first-time buyers and buyers in general, however,isthe  ingeneral.

DESIGNER BRANDS
WHIRLPOOLS - AIR BATHS
TOTO" TOILETS
VANITIES - SHOWER DOORS
FAUCETS - SINKS
BIDET SEATS and more!

,“ 3 . h A
Go\lvlcl'll; LOVE Southwest Broward’s Only
THIS PLACE! Full Service Plumbing Showroom!

954.423.2250
1.800.991.2284

Showroom Hours Tues-Fri 8:30-5:30 / Sat. 9-5
1387 SHOTGUN ROAD, SUNRISE (WESTON), FL

R

Doug and Jayne Johnson

DECORATIVE PLUMBING SHOWROOM
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NEW IDEAS AND INNOVATION
ON DISPLAY AT THE 2022
HOME & PRODUCT EXPO

buyers, the Home Builders Association of West Florida
presents 2022 Home & Product, the Expo, set for April 30-

HB A

HOME BUILDERS ASSOCIATION OF WEST FILORIDA

SHOW TIMES

SATURDAY, APRIL 30
10:00 a.m. — 4:00 p.m.
SUNDAY, MAY o1
11:00 a.m. — 4:00 p.m.
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Free Parking

Free Admission

O A much anticipated event for area homeowners and home-

May 1, at the Pensacola Fair Expo Hall. The Expo has been
a part of the HBA since 1980.

“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 alot about new products and services from knowledgeable exhibi-
tors 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
conditioners, appliances, ICF construction and flooring materials to homes insulation,
energy efficient windows and doors, pool and patio furniture, solar and green products
and services, just to name a few.

“The Expo had built a solid reputation for providing the best in building prod-
ucts 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.”

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

Ron Casnter
Expo Chairman

Vicki Pelletier
Expo Show Manager

(h50) 4358

A &%

JOIN US! AUGUST 16 - 18, 2019 - PENSACOLA BAY CENTER

e B e s P . s o s HOME BUILDERS ASSOCIATION
P PR e OF WEST FLORIDA

Check out our Home & Product Expo
website for all the latest information
including downloadable forms for
Sponsors and Exhibitors!

HOMEEXPOPENSACOLA.COM
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MAKE THE 2022 HOME
& PRODUCT EXPO A
LEARNING EXPERIENGE

By Ron CastNER - EXPO CHAIRMAN

Enter the exhibit area at the 2022 Home &
Product Expo and look around. You’ll see booth

upon booth - over 95 of them. 1v’s easy to spend your time
meandering through an exhibit hall chatting with friends, and only oc-
casionally interjecting some purposeful business with an exhibitor when
you happen upon a booth of particular interest to you.

But there’s another alternative. You can parlay your time in the
Pensacola Fair Expo Hall (April 30 - May o1) into a genuine learning and
networking experience. With a little attention to planning, you can geta
tremendous return on the time you spend there. Here’s how:

e Plan your stops. Pick up a map of the exhibit area before you begin
browsing. Then identify a selection of booths that might offer especially
useful information.

¢ Divvy up the work. If you are attending the Expo with a colleague and
you have alot of booths to visit, split the booths up between the two of
you, either by interest area or by section.

¢ Know when to browse. Take the tempo of the trade show. When
exhibit traffic is light, make your high-priority business-oriented visits.
You’ll be able to spend more time with exhibitors this way. When trafficis
heavier, you can browse through the lower-priority booths more casually.
o Set goals. Decide what you want out of each exhibit even before you
start making the rounds. Do you want help with a thorny service prob-
lem? Want to learn about a new line of products? Want to save money?
Keep these goals in mind as you visit each booth. You might even want to
develop alist of stock questions to ask each exhibitor you visit.

¢ Understand the goals of exhibitors. They vary. Some exhibitors want
to foster an image or impart positioning statements. Others want to
build prospect lists. Others want to gather qualified leads. You can often
discern an exhibitor’s purpose with a quick glance or a brief conversation.
Ask yourself: is the exhibitor’s goal compatible with yours?

o Stick to your agenda. Approach each booth with your agenda in mind.
Stop, look around, introduce yourself, and then move directly to the busi-
nessat hand.

¢ Look for the quick message. When you approach a booth, look and
listen for the “quick message” - the exhibitor’s key points. The signs,
posters or demonstrations often display this message at a glance.

¢ Bring your specs. Bring along specifications for products you’ll need in
the months and years ahead. Refer to them when talking to exhibitors and
don’t hesitate to pass copies along to exhibitors who may help to fill your
product needs later on.

o Ask for help. Pose questions and problems - perhaps from a ready-
made list to exhibitors. Specifically - ask for help with problems you’re
having on the job. They frequently know what’s happening in your indus-
try, and can offer valuable solutions and recommendations.

o Ask for high-value materials. What relevant brochures, magazine
reprints and case studies can exhibitors give you? If an exhibitor does not
have what you are looking for, ask him to place your name on a follow-up
call or mailing list.

¢ Ask about free seminars. Many exhibitors offer seminars or demon-
strations during the convention, or throughout the year. Ask for a sched-
ule of events,and note topics, dates and times that are right for you.

e Learn about the competition. Chat with exhibitors about the compe-
tition. You might discover clues about their recent successes

and problems.

o Let them sell you. When you visit a busy trade show booth, you often
have the opportunity to see the various representatives of various firms
inaction - giving information, answering questions, attempting sales,
managing the booth - in short, juggling a myriad of details. It’s a great
time to test the capabilities of the exhibitors, the quality of their prod-
ucts, and their ability to serve you.

¢ Kick the tires. Participate in demonstrations. Try your hand at surveys,
exercises or evaluations offered by exhibitors. Do you have a product or
service suggestions for an exhibitor? Don’t hesitate to throw in your two
cents before you leave.

o Offer advice. Have you used an exhibitor’s products in the past? If so,
can you offer examples of effective and ineffective performance? Offer
your insights. Exhibitors take these suggestions very seriously and often
forward them to their home offices.

e Become a customer. If you'’re pretty sure you’re going to be doing
business with an exhibitor, give them whatever information they need to
begin a successful sales relationship - right then and there. This informa-
tion might include company background, credit references, products
used now, quantity information and purchasing resources available.

¢ Evaluate. Make a handwritten note after you leave each exhibit.

Jot down the key points you’ve learned, product problems you’ve
encountered, or issues you’d like to raise in a return conversation

with the exhibitor.

¢ Develop company contacts. Exhibitors often know the companies
they represent inside and out. They may be able and willing to furnish you
with the names and telephone extensions of key training, accounting and
technical people in the company. If you’re conscientious in gathering this
information, you can often leave the convention hall with a treasure trove
of new contacts.

¢ Organize information. Carry a portfolio or bag with pockets so that
you can sort and file printed materials as you receive it. If you indiscrimi-
nately dump everything handed to you in an oversized bag, chances are
most of the material will be too heavy to carry and eventuallyend upina
junk pile.

o Talk to other visitors. You can often learn about their needs and prob-
lems, and pick up valuable tips from them. Better yet, you can build new
professional acquaintances that make your job easier over time.

¢ Look for benefits. Yes you can get free promotional items and refresh-
ments in the convention hall. But look for benefits of lasting value such as
technical literature. Literature can influence your profitability and offer
lasting value long after you return home.

Ron Castner, Chair of the 2019 Home & Product Expo, is a building and
remodeling professional his company, Castner Construction Company.
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the HBA for a wonder-
ful Membership and
Networking Meeting

Thank you to Stephanie Justice and her team
at Bay Area Blueprint & Reprographics for
hosting the HBA for a wonderful Member-

ship and Networking Meeting. The Singo Bingo
game was a hit! The food and beverages and the overall camarade-
rie was outstanding. We appreciate Bay Area Blueprint & Repro-
graphics!

NEXT To advertise, call
CORNERSTONE Richard Nicholson
ISSUE: 561.843.5857

RKNICHOLSON.COM
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NAHB Urges Swift Action on
Canadian Lumber Pact Following
UK Deal on Steel Tariffs

NAHB is calling on the
Biden administration to
move immediately to nego-
tiate a new softwood agree-
ment with Canada that will

end tariffs after the administration
announced last night thatithad reached
a deal with the United Kingdom to lift
steel and aluminum tariffs imposed by
former President Donald Trump in 2018.

“Now that the administration has moved
to end steel and aluminum tariffs from
the United Kingdom, it must act with

the same sense of urgency to negotiate
anew agreement with Canada that will
eliminate tariffs on softwood lumber
shipped into the U.S.,” said NAHB
Chairman Jerry Konter. “With the nation
in the midst of a housing affordability
crisis, the lumber tariffs are contributing
to unprecedented price volatility that
hasadded more than $18,600 to the price
of anew home since last August. A failure
to act decisively will be a bitter blow for
American home buyers and for housing
affordability.”

While the removal of steel and aluminum
tariffs from the UK is a positive develop-
ment that can help lower construction

costs, the lack of any trade progress on
the Canadian lumber front is especially
galling, considering that NAHB has been
calling for action since this latest round
of tariffs went into effect during the
Trump administration.

Lumber tariffs act as a tax on American
home buyers and home owners and
affects millions of households. NAHB
strongly believes that the United States
must return immediately to the ne-
gotiating table with Canada to reach
along-term trade agreement that will
put an end to harmful tariffs and ensure
that American home builders and home
buyers have access to a steady supply of
lumber at an affordable price.

We will continue to sound the alarm on
the harmful effects that tariffs have on
housing affordability and work with our
allies in Congress to hammer home an
urgent message to the administration:
Few things would have a more immedi-
ate impact on lumber markets than a
swift resolution to America’s ongoing
trade dispute with Canada over softwood

lumber. A

NAHB

April 2022 | www.westfloridabuilders.com

n o 7Like us on
Facebook

Stay up-to-date on
news and events

Have access to
exclusive promotions
and giveaways

Check out polls
and fun facts

on the page

Have pictures from
HBA events?

Share them with us!
Tag yourself in our photos!

HEBA

HOME BUILDERS ASSOCIATION OF WEST FLORIDA

facebook.com/HBAWF

GeT INVOLVED IN
HBA CounciLs AND
COMMITTEES!

Sales & Marketing Council
Meets Monthly

Tradesman Council
Meets Monthly

HBA Ambassadors
Meets Monthly 2nd
Tuesday of each month

Board of Directors
Meets Monthly 3rd
Tuesday of each month
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2022 Glay Shoot Winners

FIRST PLACE TEAM - AMERICAN CONCRETE SECOND PLACE TEAM - PENSACOLA READY MI1x

R T

ERTRCEED

2022 Spring Clay Shoot

It was a beautiful day at the Santa Rosa Shooting Center for the HBA’s Spring Clay Shoot.
The HBA would like to thank our friends and sponsors for being such a huge part of this
event.

(A

—I Noah McBride, Jerry Campbell. Chad Arnette, Ben Campbell Donny Goolsby, Jerry Haygood, Rhon Robinette, David Snyder I—

L B

PRESENTING SPONSORS
Forestar and D.R. Horton

Thank You Also to the Ambassador Committee For All of Their
Assistance in Putting this Great Event Together!

Suzanne Pollard-Spann | Legacy Insurance, LLC Donna Pruitt | Legacy Insurance, LLC
Membership Chair

BIG SHOT SPONSOR

ABC Supply - Ryan McPhearson
Klumb Lumber - Mark Griffin
Synovus - Renee Wilhoit

BREAKFAST SPONSOR Kimberly Anderson | Sunbelt Title Agency

Arcadia Culverts - David Miller MartyRichi[ Universitylicnding Group

Crystal Bethell | Performance Personnel Services Inc

Tanya Underwood | Emerald Coast Granite and Tile ;
Samantha Nelson | Performance Personnel Services Inc

Patti Hall | Flip Flop Publishing

LUNCH SPONSOR

American Concrete Supply Inc - Noah Mcbride And Donnie Shear And Their Team Katie Musick | Supreme Lending

Stacy Rising | Better Homes and Garden Real Estate .
VALUED SPONSORS Kristi Bell | BancorpSouth
Florida Insurance Agency — Beverage Sponsor
Whitesell - Green - Beverage Sponsor

Bayou Concrete, Inc — Shooting Station Sponsor
Supreme Lending - Scorecard Sponsor Drew Hardgrave | Legacy Insurance, LLC

' Tonia Branch | Good Foundations
Gulf Coast Insurance - Watering Hole Sponsor Mnre clav snnnt Juan Medina | Sherwin Williams . : .
Performance Personnel Services, Llc - Watering Hole Sponsor Vicki Pelletier | HBA of West Florida

Sunchase Construction - Watering Hole Phntns on nage 14 & Ryan Funderburk | Regions Mortgage &

Bay Area Blueprint & Reprographics, Inc - Watering Hole Sponsor

Jenifer Suarez | Better Homes and Garden Real Estate

Zach Noel | Clear Title of Northwest Florida

Emmie Royal | Flynn Built

Keith Branch | Good Foundations
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2 o 2 2 s rl n C I a S h o ot of 3.5%, a quarter percentage point
p g g increase in the interest rate would

from page 13

price out approximately 1.1 million
households. The monthly mortgage
payments will increase as a result of
rising mortgage interest rates, and
therefore, higher household income
thresholds would be needed to
qualify for a mortgage loan.

When interest rates are relatively
low, a 25 basis-point increase would

- affect a larger number of households
OW I g e r n e re s a e S at the lower and more populous

part of income distribution. When

O _pe interest rates go up from 1.75% to
e ct o u s I n 0 r a I I 2%, for example, around 1.4 mil-
lion households could no longer

afford buying median-priced new
homes. However, at considerably

New NAHB 2022 Priced-Out ey home market if the price

Estimates showed that 87.5 goes up by $1,000. higher rates this number tapers. For

million househ()lds are not Interest rates can also affect the number example, increasing from 6.25%to

able to afford a median priced ofhouseholds that would be priced out of ~ 6.5% mortgage rates prices out 0.86

new home, and that an ad- the new home market. plilli;)fn ho}tllsehold% This dimilnish-
one ing effect happens because only a

ditional 11 73932 households For anew home with an estimated degélining nurr)rlljber households zt

would be prlced out of the median price of $412,506 in 2022 and the ~ the higher end of household income

recent 30-year fixed-rate mortgage rate distribution will be affected.

Marketing Publisher of Cornerstone Magazine
Publishing

T
Oite.- é{oP PPMﬂ

{ o[ = | [0 o yranicratson. .com) < (e

In addition to Publishing

Our

. Richard K. Nicholson Publications
MagaZIneS, We Of'fel' Complete s Publishing & Marketing
Website & Newsletter Design, =t ST
Including Photography, R) &=

o - - There's No Substitute for Knowledge
Copyrighting, Marketing, and TN nd Experience
Electronic Distribution. Pubtsing

Internet Services
Contact

Advertising Bonus
All Cornerstone advertiser's will now be

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

2947 SW 22nd Circle, Ste#28-B | Delray Beach, Florida 3 5 ni co www.rknicholson.com
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Marijuana on the Jobsite: A Positive Test vs. Impairment

According to the U.S. Centers for Dis-
ease Control and Prevention, marijuana —
or cannabis — is the most commonly-used
federally illegal drug in the United States,
with an estimated 48.2 million people using
itin 2019.

Despite its recreational legalization in many states,
employers are free to ban the use and possession of marijuana
in the workplace and are not prohibited from disciplinary action
against employees who are using marijuana during work hours
or while using employer property. Moreover, an employer is not
prohibited from taking employment action against an employee if
the employee is impaired by cannabis while working.

How do I know if someone is impaired?

There currently is no legally or medically accepted
definition of what constitutes “impairment” (or being “under the
influence” of marijuana). Unlike alcohol testing, impairment by

%, = <

\ 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 industryy, REW has a team of~
representatives and leading edge techonology to help our customers

l‘;\develop the best possible solutions for today s complex apphcatlons

latest innovations §

REW Materials

marijuana cannot be objectively measured by any scientifically
proven methodology. Current testing does not identify intoxica-
tion, only the presence of marijuana metabolites or THC, the
psychoactive ingredient in marijuana. There is also no dispositive
and complete list of symptoms of impairment.

In some states employers may consider an employee to
be impaired or under the influence of cannabis if the employer
has a good faith belief that an employee manifests specific, ar-
ticulable symptoms while working that decrease or lessen the
employee’s performance or interfere with an employer’s obliga-
tion to provide a safe and healthy workplace, free from recognized
hazards, as required by state and federal occupational safety
and health laws. Signs of impairment while working (or on call)
include, but are not limited to:

o Changes in speech and demeanor
o Impaired dexterity, agility and coordination

e Irrational or unusual behavior

b,

Dryv;all/Metal uds |A$d( ]
\ Insulation | Roofing, | Stucak

Blll’ attmg

850 471. 6’91\
£ 850.471. 6294

/c 850.25977756 /
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To advertise, call
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561.843.5857
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e Negligence or carelessness when operating equipment or ma-
chinery

¢ Disregard for the safety of the employee or others

. (}]larelessness that results in any injury to the employee or to
others

e Involvement in any accident that results in serious damage to
equipment or property

Only symptoms that provide objectively observable indications
that the employee’s performance of the essential duties or tasks
of their position are decreased or lessened may be cited and
these symptoms do not provide definitive proof. Employers are
cautioned that such symptoms may also be an indication that an

employee has a disability protected by state or federal law.

Proof may require demonstrating one or more of the
symptoms of being impaired by marijuana and testing positive for
the presence of marijuana in the employee’s system at the time
the symptom is demonstrated. While it may be possible to act
without the confirmation of a positive test result, it has been sug-
gested that it is risky to do so because the law also provides that
the employee must be given “a reasonable opportunity to contest
the basis of the determination.”

What cannot be cited by an employer as articulable symptoms
of impairment?

Employers may not use drug testing as a basis for an
articulable symptom of impairment. It is a widely recognized view
that a marijuana-positive result by itself says virtually nothing
about impairment at work. Marijuana can be detected in bodily
fluids for up to 30 days and in hair for up to 9o days after use, long
after the impairment effects have worn off (see National Insti-
tutes of Health: NCBI: Objective Testing: Urine and Other Drug
Tests).

A best practice for employers who test current employ-
ees for marijuana is to define and explain “impairment” and being
“under the influence.” They should establish a strong record of
impairment independent of a marijuana-positive result. That
would include thorough, contemporaneous documentation of the
reasons employees are sent for a reasonable suspicion testing. It
could include an accident investigation report that rules out non-
drug-related causes where circumstances warrant that conclu-
sion.

Employers are advised to consult outside counsel for
help in revising policies and addressing new marijuana challenges
in the workplace.

NMLS#149932

. DIENE
5" Melton

Loan Officer

NMLS #370939

850.516.1579

Drecn, Big aith Us!
B BB #4 Home Mortgage

B EEwaE of America, Inc. . =

Carpentér i

Branch Manager

& Loan Officer
NMLS #215146

850.232.6416 |

Home Mortgage of America, Inc. | NMLS # 149932 | 4400 Bayou Blvd Suite 40, Pensacola FL 32503 | 850.316.4123
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36 Million Households
Can’t Afford a $150,000 Home

Rising home prices and interest rates
can negatively affect housing affordability,
as shown in recent NAHB reports related to

its 2022 Priced-Out Estimates. However,alarge
portion of the roughly 69% of U.S. households that can’t afford a
new median-priced home aren’t even able to afford a home that
costs a fraction of that price.

Structural New Home Warranty

iConnectProtect

Centricity is now Maverlck Warranty and Insurance

arou nd you

STAND OUT FROM THE REST

Warranty Administration

General Liability & Builders Risk

CONTACGT YOURREGIONAL SALES"MANAGER TODAY!

Doug Wenzel

Direct Toll Free 866.440.7271 | dwenzel@centricity.com

The housing affordability pyramid shown below notes
how many households have enough income to afford homes at
various price thresholds. The pyramid uses the same standard
underwriting criterion as the priced-out estimates to determine
affordability: that the sum of mortgage payments, property taxes,
home owners and private mortgage insurance premiums should
be no more than 28% of the household income.

Based on those factors, the minimum income required
to purchase a $150,000 home is $36,074. In 2022, about 36 million
U.S.households are estimated to have incomes at or below that
threshold. Another 24.4 million can only afford a home priced be-
tween $150,000 and $250,000 (the second step on the pyramid).
Each step represents a maximum affordable price range for fewer
and fewer households.

U.S. Households (in millions)
by Highest Priced Home They Can Afford Based on Income: 2022
*$1.55 million 29
$1.05-51.55 million 33
$850K-51.05 million 36
$TTOK-$850K 5.2
§ $E00K-$700K 55
s $500K-5600K 79
2 S405K-4500K 1.4
$325K-5405K i
$250K-5325K 141
$150K-$250K 244
$0-5150K 36.0
Source: Calculations by the National Association of Home Builders Hanslu Felk, D!plrlm!nl —
based on income data from the 2019 American C Survey Public Use nple, NAHB
File, U.5. Census Bureau ettt et

Residential Energy Guarantee

AppliancePak
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Make the appraisal industry more ac-
countable. The PAVE action plan lays out
steps to enhance oversight and account-
ability of the appraisal industry, which
has long operated in a relatively closed
and self-regulated framework and has not
been effective at addressing deep-rooted
inequities. Specifically, it commits federal
agencies to create a legislative proposal to
modernize the governance structure of the
appraisal industry, and improves coordi-
nation and collaboration between federal
enforcement agencies to better identify
and redress discrimination in appraisals.

Empower consumers with information
and assistance. The PAVE action plan
includes concrete efforts to empower
home owners and home buyers on effec-
tive steps they can take when they receive
avaluation that is lower than expected. For
example, federal agencies commit to issue
guidance and implement new policies to

HUD Unveils Appraisal Action
to Help Consumers

The U.S. Department of Housing and Urban Develop-
ment (HUD) today sent an appraisal action plan to Presi-
dent Biden that is designed to make the appraisal industry
more accountable and to help home buyers and home own-

ers better navigate the appraisal process.

The action plan, developed by the Interagency Task Force for Property Apprais-

improve the process by which a valuation
may be reconsidered.

Cultivate an appraiser profession that is
well-trained and looks like the commu-
nities it serves. According to the Depart-
ment of Labor’s Bureau of Labor Statis-
tics, the appraiser/assessor profession is
roughly 97% white, making it one of the
least diverse professions in the country.
The PAVE action plan lays out a series of
actions to remove unnecessary education-
al and experience requirements that make
it difficult for underrepresented groups to
access the profession and to strengthen
anti-bias, fair housing, and fair lending

al and Valuation Equity (PAVE), includes 13 federal agencies that have pledged to take the ~ training of existing appraisers.

following actions:

FHBI

_THE CONSTRUCTION INDUSTRY'S INSURANCE PARTNER

""% T

FHBI services the building industry

T _ including:

e Residential & Commercial
Contractors

e Trade & Artisan Contractors

* Land Developers

e Residential & Commercial Roofers

» Ground Water Contractors

* Heavy Construction

* Road & Bridge Construction

For the best combination of cost,
coverage and service, call a FHBI
approved agent. For a list of approved
agents, contact your local HBA office.

FIBI

Florida Home Builders
Insurance, Inc.

www.fhbi.com
2600 Centennial Place | Tallahassee, FL 32308

888.513.1222
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TOP 10 REASONS
TO DO BUSINESS
WITH AN ACTIVE
ASSOCIATE
MEMBER

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

2. They volunteer time, talent and
treasure to help the
association 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 advance
the

association’s mission.

5. By doing so, you increase
the value proposition for all member-
ship in our HBA.

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

7. 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 business
with a member?

HBA

HOME BUILDERS ASSOCIATION OF WEST FLORIDA

warren wi

graphicz e5|gner

2y

offering creative services to the building
community and related industries

e
it "'*1"-)
% \,/ -
print web corporate id
not everything is about warren has been designing your logo is truly your
the internet ... print does websites since the 80's ... company’s identity ... make
still exist ... all is not lost he knows what he’s doing it a good one
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p 407.920.1478 | warren@warrenworld.com

INSURANCE &
I A UEIE]) [ESIE{}:/{%%C[\)]D FINANCIAL SERVICES
P Auto * Home ¢ Business
¥ L3 1 INSURANCE Life * Health
ALEX Location: 2302 North 9th Avenue  Bus: 850-434-5526

NIEDERMAYER | Mail to: PO. Drawer 9578 Fax: 850-438-0330
AIP, CMIP Pensacola, FL 32513-9578 Cell: 850-572-4838

AGENT Email: alex @ underwoodanderson.com

www.underwoodanderson.com

NEw MEMBERS FOR MARCH
Crew Lending Panhandle SoftWash
Taylor Pitman Sheamus Parish - Owner/Operator
13 S Palafox Street 8101 Alonzo Rd.

Pensacola, FL 32503
p (850) 629-8103
crewlending.com

Florida Paints

Veronica Trout - District Manager
319 E Nine Mile Road

Pensacola, FL 32514

p (850) 619-4925
floridapaints.com

Icon Consulting & Design
Keith Morrell - Owner

2401 Executive Plaza Rd., Ste 7
Pensacola, FL 32504

P: (386) 235-1480

icdllc.com

Pensacola, F132526
P (850) 384-1498
PanhandleSoftWash.com

Southern Ridge Homes, LLC
Tommy Cody

770 Candy Ln

Cantonment, FL 32533

P (850) 418-8695
southernridgehomes.com

HBA

HOME BUILDERS ASSOCIATION OF WEST FLORIDA

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

John Diehl - 561.613.2488

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

||||||

#7Like us on

Facebook

Stay up-to-date on
news and events

Have access to
exclusive promotions
and giveaways

Check out polls
and fun facts

on the page

Have pictures from
HBA events?

Share them with us!
Tag yourself in our photos!

HBA

HOME BUILDERS ASSOCTATION OF WEST FLORIDA

facebook.com/HBAWF

FOR FUTURE
OMING EVEN
EASE CALL TH
BA OFFICE A
50.476.0318
=N

BUILDERS ASSOCIATION OF WEST FLOR
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/ pointSIX \

Patented Edge Swell Technology

SMALL TAPER
\ HUGE ADVANTAGE

Durastrand pointSIX sub-flooring
lets you build fearlessly, in any weather.

Proven in the Pacific Northwest, its patented tapered edge holds the line on all four edges. A proprietary blend of
resins and waxes blocks moisture, meaning sub-floors go down flat and stay that way. Engineered for strength,

durability, overall performance, and backed by our 1-year no-sand guarantee, nothing can hold you back.

1 YEAR NO-SAND GUARANTEE DURASTRAND
WWW.WESTFRASER.COM/0SB pointSIX CIAZIIITT]



