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EXECUTIVE

——— Major housing industry victory: Congress votes to extend, expand
% homebuyer tax credit - First-time homebuyers will have another 20

weeks to take advantage of an $8,000 tax credit as the House and Senate
both voted to extend the tax credit, which had been set to expire Nov. 30.
PBA thanks all who contacted their congressmen and U.S. senators to
support the legislation. The bill, which President Obama is expected to
sign, also adds a new $6,500 credit good for existing homeowners meeting qualifications to
purchase a new home. The same bill would allow all businesses to deduct losses from their
income in five profitable years, which had been limited to smaller businesses by the early 2009
stimulus law.

LEGISLATIVE

Conner to lead HIC reform task force - Jim Conner of Conner Construction, New Castle, has
been selected to lead PBA's task force dedicated to reforming the home improvement contractor
law. To fix problems with the law, PBA supports Senate Bill 973, which provides better funding
for the enforcement of the law by dedicating contractor fees to the attorney general's office. The
bill also would change wording of the special order section of the law from "have been ordered"
to "will be ordered," which removes some confusion about this requirement. In addition, home
improvement retailers would be able to post a letter of credit for $100,000 in order to collect
more than one-third of the total project cost in an initial deposit. The bill would require a one-
third maximum deposit for home improvement contracts valued above $5,000, rather $1,000
under the current law.
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Village Carpets New Location: Bill and Cindy Fehringer are proud to
announce the new location of Village Carpet to the former “"Blum
Building”. This building has much more space and has given them the
opportunity to better showcase their products, as well as to subdivide to
include three rental spaces. With the help of many WCBA contractors,
DO BUSINESS  Vvillage Carpet has opened its doors to a modern and larger showroom.
WITHANEMBER Customers can better shop all the aspects of floor coverings available.
Watch for their “"Builder Open House” where contractors can meet their
Product Salesperson and discover what is new and exciting in the floor covering industry. For
more information, contact Village Carpets at (570) 253-9559 or vilfloor@yahoo.com
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Home improvement model contracts are a FREE membership benefit: Home
improvement contracts must meet the requirements spelled out in the home improvement
contractor act. PBA has developed basic and detailed model contracts for members to use to
stay in compliance. Developed by PBA's legal counsel, these documents have been adjusted
following a thorough review by Attorney General Tom Corbett. To get your copy (in Microsoft
Word or PDF); contact the Wayne County Builders Association office at 226-4941.
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WCBA RESOURCE LIBRARY FEATURED BOOK:

Warranties for Builders and Remodelers

WAHH‘AHTI ES

Profit from the legal wisdom of the National Association of Home Builders staff
attorneys! The authors provide new information about warranties based on research
for NAHB members on hundreds of warranty issues. The second edition of Warranties
for Builders and Remodelers helps inform and protect builders and remodelers. It
addresses the changes to state statutes of repose applicable to construction and
changes and additions to the mandatory notice provisions in states that have these
laws.

Clear explanations of implied warranties, statutory warranties, warranties imposed by courts, and
more

Sample language and formats for warranty documents

Your rights and responsibilities and the recommended practices and procedures

Tips for drafting warranties that really work

State-by-state list of cases and statutes applicable to construction claims

Contact the WCBA office to purchase or borrow this book and to review our full
list of books available to our members.

This Jssue Campliments of. . Ihank you for your suppent.

Kinzinger HVAC, Inc. Budd’s Plumbing and HVAC, Inc.

85 Sugar Street 23 Fortenia Heights
Honesdale, PA 18431 Honesdale, PA 18431
(570) 253-0662 (570) 253-4640
DO BUSINESS
WITHAMEMBER

< WELCOME NEW MEMBERS -
Jesse Paints, LLC Albert Stiefel Electrical Contracting Green Field

(570) 729-7921 (570) 226-6703 Energy Solutions
(570) 876-0537

Wheeler Hill Developing, Inc Invisible Fence of the Poconos
(570) 448-2324 (570) 595-9231 (570) 253-6519

R. B. Glosenger Excavating Gilson Construction, LLC
(570) 351-8668 (570) 253-9248
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Member Rebate Program: No one likes to leave money on the table. So, what would you
think if you could get a rebate for your loyalty to many of the nation’s leading
housing industry product suppliers? Well, now you can! PBA’s Member Rebate
Program increases your bottom line. For the minimal effort of informing us about
the home construction products you use and when you close on a home or project,
you’ll be putting money back in your pocket. Both builder and remodeler
companies, no matter how large or small, qualify for the program, and you aren't
required to use products from every manufacturer. Please note: Program only
available to current WCBA members.

Benefit of participating: The biggest perk? Money! And all for just remaining loyal to many of
the country’s leading manufacturers you already use in all of your homes. Your rebate checks
are mailed to you quarterly.

No change needed in your business practices: Besides the money, the next-best part of the
program is that it doesn’t change the way you do business. You aren’t required to submit
receipts, and you don’t have to change how you purchase products. We do the paperwork,
collect the money and mail you the quarterly checks directly!

For more information on the Rebate Program, please contact the Pennsylvania Builders
Association at (800) 692-7339.

Builder Services Inc., is making Aflac's accident, cancer, and dental
Af: insurance policies available for association members. Aflac offers a
| ac - distinct type of protection. Unlike major medical health insurance, we
pay you (unless otherwise assigned) not the doctor or hospital. You
control the cash benefits and spend them as you like to help with financial challenges an
accident or illness could have to your standard of living.

Over 40 million people worldwide have chosen Aflac because of our commitment to providing
customers with the confidence that comes from knowing they have assistance in being
prepared for whatever life may bring.

These insurance policies are offered only to members of the builders association. Please visit
them at PaBuilders.org. . If you are not a member, please contact your Aflac agent Jason
Ferger at 717-764-9998 or email him at jason ferger@us.aflac.com.

PA One-Call

When builders use the PA One-Call service before they dig for the first time each year,

they normally pay a fee and as of January 1, 2010 that fee would be $100.00. But as
2= a PBA member, we cover that cost for you. When your local association’s executive

officer sends us your PA One-Call invoice, PBA takes care of it — and you save that $100. For

more information, contact the WCBA Office at 226-4941.
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Adapt Your Marketing Strategies
to the New Reality

The Wayne Builder

Adapt your Marketing Strategies to the New Reality — Continued

As sales professionals, the best way for us to adjust to the new market realities is to return to
basics. Unfortunately, the basics need to be applied in a known environment in order to achieve
expected results and the environment in which we work sometimes changes faster than we can
react.

That leaves us with one of two choices. Either we can hunker down and ride out the storm, or
we can revise our business plan and plow ahead. I have chosen the second option and I suggest
that you choose it, too.

Homes Are Selling

Regardless of the situation in which you find yourself and the condition of your market, homes
are being sold. NAHB Chief Economist David Crowe recently predicted that 364,000 new homes
will be sold this year and, next year, another 539,000 new homes will be sold.

While those numbers are nothing like what we enjoyed during the boom years, we need to
remember that companies around the country are going to build those homes — and that new
homes salespeople are going to sell them.

Why can’t one of them be you?

What Prospective Buyers Want
Consumers seeking new homes know that it’s a buyers’ market and many still want all the bells
and whistles. But, in today’s market, they don't believe they should pay for these extras.

The wise builder sees this and realizes that, to deliver what buyers want, he has to give them
value. Rather than give potential customers everything, he determines what will keep them from
looking elsewhere by asking the following questions:

e What items are important to customers?
e What items are they willing to give up?
e What items can he offer that will set him apart from the competition?

Differentiating your product from the competition creates a niche and helps minimize
competitive pressure.

Keep in mind, however, that the downward pressure on home prices has changed your
competition. You probably now are competing against what were initially higher-priced homes
that have been reduced to the point where they are now competitively priced with your homes.

This makes understanding your customer's wants and desires more important than ever.

Communicate With Your Customers

In order to understand what your customers want, you have to communicate with them. In the
past, most builders relied on direct marketing, but that has become more expensive and many
builders have dropped or trimmed their direct marketing.
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What should not be dropped is a builder's Web site, so look for other alternatives to drive traffic
to your Web site. E-mail programs and builders association promotional programs and other
cooperative marketing efforts can all drive traffic to your Web site at more modest costs.

Generate Your Own Traffic

Prospecting has become a way of life again. Customers are out there, but they are reluctant,
even afraid, to get in the game. You need to contact them and make them aware of the
advantages of new-home ownership.

The $8,000 federal tax credit available to first-time home buyers is a great way to get your foot
in the door. NAHB’s Web site, www.federalhousingtaxcredit.com, offers a wealth of information
to answer consumer questions about this tax credit.

Use this as an opportunity to get in front of religious groups, civic organizations, trade
associations or social clubs to answer questions about the tax credit and how you can help them
get it.

Another way to get the attention of prospective customers is to let your current home owners
use your facilities to hold welcoming parties and other social gatherings that they would
normally hold at their homes. Not only do they have more room for their events, their friends
get to enjoy your facility, which increases awareness of your community and company.

Marketing Relies on the Strength of Your Sales Team
Finally, we have to invest in our people.

It has always been the responsibility of the business owner to train his sales team, and now it is
more important than ever. As the market has changed, most of us have not provided our
salespeople with the tools they need to effectively operate in it.

While some salespeople can adjust to the new realities on their own, most will heed help to get
the proper skills to make the necessary changes.

To wrap up, adapting your marketing strategies can be done using these basic steps:

e Adjust your offer to the needs of your consumer.

¢ Analyze your competition and adjust to how it has changed.

e Communicate with your customer, but concentrate on finding the more efficient alternatives.
e Generate your own traffic and prospects because people are afraid to make a decision.

e Train your people to sell in the current market.

We became complacent about the basics while working the go-go market when everything was
booming. Now we are paying the price. We can sit back and ride out the tough market, or we
can return to the basics and get to work.

Hal Von Nessen, MIRM, is president of Resh Marketing Consultants, Inc., a new-home marketing firm based in Columbia, S.C. Von Nessen is a past
president of the Institute of Residential Marketing (IRM) and writes and teaches IRM courses across the country. For more information, e-mail Von
Nessen, call him at 803-798-0009 x210 or visit the ReshMarketing Consultants Web site at www.resh.com.

Page 5




