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WHICH WILL SELL MORE EASILY?

Consumers want green. It's hard to imagine
a building material greener than brick.
Conservatively, it provides a 100-year lifespan
with virtually no maintenance. That’s durability.
Which is green. It's made from clay, one of the
most abundant raw materials on Earth. Green
again. And it’s 100% recyclable, whether intact
or crushed. Very green.

Don’t forget energy efficiency and indoor

air quality. It helps take the burden off furnaces

THE GREEN ONE.

and A/C units by absorbing and releasing
thermal energy. And brick is resistant to mold,
mildew and fungus, so interior walls made of
brick let people breathe easier.

Brick. The material that’s good for the Earth
because it is the Earth. Consumers are going
green. And so should you.To get
more information and the free DVD, .
Brick Masonry Techniques for Builders, call
1-888-62-BRICK, or visit gobricksoutheast.com.
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INDUSTRY

SOUTHEAST REGION

Clay Brick - The Most Sustainable
Green Building Material Made.




wiririrrini

ULTREX® EXPANDS AND
CONTRACTSUPTO833% —— '
LESS THAN VINYL

YOUR PEERS WILL BEGIN
TO IMITATE YOU

DUAL ARM OPERATION
FOR ENHANCED STABILITY
AND SMOOTH OPERATION

THE NEW
WOOD-ULTREX CASEMENT

PATENTED FINISHING
PROCESS RESISTS
MARRING, SCRATCHING,
FADING AND UV

MULTI-POINT
SEQUENTIAL
LOCKING SYSTEM

YOU'LL HAVE
~&——— PEACE-OF-MIND
WITH VIRTUALLY
NO CALL-BACKS

NEW LOWER PROFILE FOLDING
HANDLE AND COVER ARE
REMOVABLE FOR EASY

INTERIOR FINISHING

IF YOU THINK THE REASONS TO USE INTEGRITY
ONLY HAVE TO DO WITH THE WINDOWS. THINK AGAIN.

reasons why you should use them on your projects. The first being, they're made with Ultrex, a

pultruded fiberglass material that's eight times stronger than vinyl and two times stronger than

ULTRES®

So the next time you're looking for windows and doors for an upcoming job, pick Integrity, for

all the right reasons.

At Integrity, we approach every aspect of our business —
especially ourimpact on the environment — by asking how
we can do things better. Then we do it.

Bankston Lumber Co.
Barnesville, GA
770-358-2800
bankstonlumber.com

Five Fifteen Building Supply, Inc.
Ellijay, GA
706-276-0515

Midway Building Supply
Alpharetta, GA
770-475-7067
midwaybuildingsupply.com

steel. No matter how you look at it, they're the toughest most durable windows you can install.

Robert Bowden, Inc.

Marietta, Duluth, and McDonough, GA
770-429-9285

robertbowden.com

Social Circle Ace Home Center
Social Circle, GA

770-464-3354

socialcircleace.com

The Siding Doctor
Marietta, GA
770-333-1962
thesidingdoctor.com

©2008 Marvin Windows and Doors. All rights reserved. ®Registered trademark of Marvin Windows and Doors.

Integrity windows and doors are loaded with

i

=

Integrity Windows and Doors won the 2007 BICA
Bestin Class Award as the Best Overall Brand in the
Vinyl and Composite Windows category.

Window Concepts Ltd.
Suwanee, Buckhead, Lake Oconee,
Rome, Hiawassee, GA
770-822-5280
windowconcepts.com

Windows and More, Inc.
Moreland, GA
770-252-3200

tegrity

Windows and Doors

Built to perform.

www.integritywindows.com



11 Taking Care of Business

Some builders are not only enduring the economic

downturn, th

14 Steppin

FEATURES

recovery. Find out how they’re doing it.
By Sheryl S. Jackson

Oc oer/Novemger 2008

Volume 9, Number 9

ey’'re preparing for success during the

g Through Ghange

By Charlie Cummins, MS, LPC

11 Mind Over Market

Home builders have a long history of getting through both good and bad economic
times, as demonstrated by this article, written in 1991.
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Staying optimistic, communicating effectively and improving resilience help to survive
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PARTNERS IN EDUCATION PROGRAM

Dues payments to the Greater Atlanta Home Builders Association (HBA) are not
deductible as a charitable contribution for federal income tax purposes. However,

dues may be deductible as an ordinary and necessary business expense, subject to
exclusions for lobbying activity. Contributions to a political action committee are not tax
deductible. Because a portion of your dues for 2008 is used for lobbying by the National
Association of Home Builders ($18) and the Home Builders Association of Georgia ($27),
these amounts are not deductible for income tax purposes. You are advised to consult a
professional tax advisor regarding the deduction of your dues payments to the HBA.

Greater

Atlanta
Home Builders

Association
P.0. Box 450749
Atlanta, GA 31145
(770) 938-9900
(770) 934-8363 FAX
www.atlantahomebuilders.com

Atlanta Building News encourages members to submit articles for publication. Articles should relate to our members and to the homebuilding industry. If you have
questions or want to send a letter to the editor, please call Nancy Meeks at (770) 938-9900.
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FROM THE PRESIDENT

HBA Organizes
Home Ownership
Rally

By Steve Palmer

At a rally on the steps of the State Capitol on Aug. 27,
more than 150 home builders, remodelers, Realtors,
mortgage bankers and others in homebuilding industry
gathered to support and celebrate the landmark
housing legislation recently passed by Congress and to
emphasize that “now is the time to buy.”

The housing stimulus bill, which President Bush
signed into law July 30, is vital to address the current
condition in the various financial and housing markets.
U.S. Sen. Johnny Isakson, who championed the housing
stimulus bill and specifically the first-time home buyer
tax credit included in the bill, spoke passionately at the
rally about how the legislation was designed to stimulate
the nation’s declining housing market. Isakson also
talked about bi-partisan efforts to get legislation moving
forward to reinstate the down payment assistance
programs that expired last month.

Scott Simpson, president of the Atlanta Board of
Realtors, explained the details of the $7,500 tax credit
for first-time home buyers included in the legislation. He
stated that although the tax credit expires in July 2009,
the effects of the housing stimulus bill will be seen over
the next three years.

While Atlanta’s market has been down the last couple
of years, there are signs of recovery. Home prices have
been increasing every month since February 2008, and
more than 5,000 families bought homes in the Atlanta
market last month, Simpson said.

Roger Tutterow, PhD, professor of economics at
Mercer University, spoke about the new housing bill
and the current state of the Atlanta housing market. He
explained that while housing prices fell 15 to 20 percent
across the country, Atlanta’s home prices only dropped
about a third as much as the national average. Tutterow
added that this year’s credit will be a catalyst that will
bring more housing starts in the next six to nine months.

The rally generated significant media coverage for
the housing industry: Business to Business magazine ran
a story online Aug. 27; the Atlanta journal-Constitution
ran a story on the front page of the business section
on Aug. 28; WAGA-TV Fox 5 aired coverage on Aug.

28; WGST-AM and Georgia Public Broadcasting aired a
story and interview with Roger Tutterow; and WAOK-AM
interviewed Robert Broome and me live for an hour after
the rally.

Thanks to our industry partners, HBA members and
everyone who attended the rally and showed that now
really is a great time to buy! il
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Turn on your shower and the fan responds automatically, sensing the rapid change
in humidity. Just as conveniently, it senses when its work is done and politely

turns itself off. Making it nearly effortless to maintain a moisture-free
bathroom. All that's left for you to do is simply turn the shower handle.

©2007 Broan-NuTone LLC. Broan is a registered trademark of Broan-NuTone LLC. Patents pending.

-

ENERGY STAR

To find out more call
1-800-558-1711 or visit broan.com



CLASSES AND EVENTS CALENDAR

OCTOBER

v Residential Contractor Licensing Exam Prep Course (two days), 8:30 a.m.

14
v Business Management for Building Professionals, 8:30 a.m.

1S

v Builder/Developer/Lender Council Meeting, 8 a.m.

v Marketing and Communications Strategies for Aging and Accessibility (CAPS 1), 8 a.m.

HomeAid Atlanta Board Meeting, 11 a.m.

v Remodelers Council Meeting, 11:30 a.m.

16
v Design/Build Solutions for Aging and Accessibility (CAPS I1), 8 a.m.

v South Fulton Chapter Meeting, 11:30 a.m., Green Manor

17

v The Stress Machine: Making it Work for You Lunch and Learn, noon

Membership Committee and Associates Council Meeting, 11:30 a.m.

Sales and Marketing Council Bowl-a-Thon, 6 p.m., Bowl 300

1
HomeAid Atlanta Fairway to Haven Golf Classic, East Lake Golf Club

v Level AW: Subcontractor Awareness Seminar, 9 a.m.

NOVEMBER

v Representing Your Business in Magistrate Court. 8:30 a.m.

a
v Customer Service, 8:30 a.m.

v Fall Protection: Compliance-Based Lunch and Learn, noon

v Builder Licensing Exam Prep Course: General References (three days), 8:30 a.m.

v’ Homeowner Handbook Orientation, 9 a.m.

v Cobb Chapter Meeting, 11:30 a.m., Marietta Country Club

v Cherokee Chapter Meeting, 11:30 a.m., Cherokee Chamber of Commerce

7

v Certified Professional Home Builder Program Orientation, 8 a.m.

28th Annual OBIE Awards, 6 p.m., Cobb Galleria Centre

10
v Builder Licensing Exam Prep Course: Codes (two days), 8:30 a.m.

v Green Building for Building Professionals (two days), 8:30 a.m.

11
v Forsyth Chapter Meeting, 11:30 a.m., Windermere

v Cast-in-Place Concrete Foundations, 8:30 a.m.

v Housing Anatomy, 8:30 a.m.

23

v Certified Professional Home Builder Program General Membership Meeting, 11 a.m.

v Seven Keys to a Successful Rezoning Lunch and Learn, noon

28
v HBA Board Meeting, 3:30 p.m.

Membership Connection, 5 p.m.

v Fall General Membership Meeting, 5:30 p.m.

29
Custom Builder Speed Dating, 9 a.m., Maggiano’s Buckhead

v Inner Atlanta Chapter Meeting, 11:30 a.m., Maggiano’s Buckhead

Allmeetings will be held at HBA's Hous-
ing Center unless otherwise noted.
The Housing Center is located at
1484 Brockett Road in Tucker at
the corner of Brockett and Cooledge
roads next to Highway 78.

Calendar Key
to Events:

v This course is approved for
CPHB program continuing
education credits. i .

Editor’s Note: Changes in the dates
and location of events listed on
our calendar occur. Please call
the HBA at (770) 938-9900 or check
the latest calendar online at
www.atlantahomebuilders.com.

M Environmental Issues
M Education

M Social Events

M Membership Meetings
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HomeAid Atlanta Essentials for Young Lives Drive

12
v DeKalb Chapter Meeting, 11:30 a.m., Doubletree Hotel Northlake

v Partnering Guide Lunch and Learn, noon

v Atlanta 50+ Housing Council Meeting, 6 p.m., Westin Atlanta North

13
v Built to Sell: The Partnership of Market and Design, 8 a.m.

Metro South/South Fulton Table Top Night, Eagle’s Landing Country Club

14
v Multicultural Sales Techniques and Strategies, 8 a.m.

v Building Codes and Standards, 8:30 a.m.

16

v What You Need to Know About the New Tax Incentive Lunch and Learn, noon

17
v Builder Licensing Exam Prep Class: Business and Law, 8:30 a.m.

Membership Committee and Associates Council Meeting, 11:30 a.m.

8
v Rockdale Chapter Meeting, 11:30 a.m., Always Special Events

v What You Need to Know About the New Tax Incentive Lunch and Learn, noon

v Builder/Developer/Lender Council Meeting, 8 a.m.

v Level 1A: Fundamentals of Erosion and Sediment Control, 8:30 a.m.

HomeAid Atlanta Board Meeting, 11 a.m.

20
v IRM-IV: The Challenge of New Home Sales Management, 8 a.m.

v North Fulton Chapter Meeting, 11:30 a.m., Ippolito’s

v Helping Your Family through Difficult Economic Times Lunch and Learn, noon

v Liability on Joint Ventures Gone Wrong for Builders Lunch and Learn, noon

26
¢ Inner Atlanta Chapter Meeting, 11:30 a.m., Maggiano’s Buckhead




TruFlor

The Start of a Great Build.

Introducing TruFlor T&G subflooring, the latest product from the
people who brought you Windstorm, TallWall, Solarboard and
Stabledge. Great value for today’s smart builders, TruFlor is
available through leading building supply yards.

To learn more, visit www.TruFlorOSB.com

& Norbord




[t's installed at closing so it won't tie up cash.
| (Keep the green in your pocket.)

Green means go. The Sentricon®
Termite Colony Elimination System
is listed in the 2006 International
Building Code.

It makes green sense, using just a few grams of ©
active ingredient rather than hundreds of gallons q
of diluted chemical in a liquid termite treatment.

It matches the grass.

Visit www.Sentricon.com to find an Authorized Operator.

"Jefferson Davis Associates
®"Trademark of Dow AgroSciences LLC Always read and follow label directions.

The Sentricon® System
Presidential Green
Chemistry Challenge

Award Winner

[t's the first and only
termite treatment
product to receive
this honor from the
U.S. Environmental
Protection Agency.

Atlanta-area homeowners
respond to green with green.

They like its proven termite
colony elimination and
environmental responsibility.!

<2 Sentricon

Colony Elimination System

No more colony. No more problem.™
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By Sheryl S. Jackson
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How Builders Are Weathering the Downturn

In the face of a difficult housing
market, some builders are not only
are enduring the tough times but

also are ready for success during the
recovery. How are they doing it? Being
prepared for a market downturn and

taking immediate steps to position their

companies for survival has been key.
“We started feeling the stress in
the market back in June 2007 as I saw
the lending guidelines becoming more
difficult, and then I then saw my past
purchasers struggling, as some were
in the beginning stages of foreclosure,”

says Tim Butler of Bryce Homes. At that

point, Butler’s company discontinued
buying lots and focused on cutting
expenses.

CUT COSTS TO STAY COMPETITIVE
One way Butler became more
cost-conscious was to lengthen the
completion time for speculative
inventory from an average of four to
six months to seven to nine months.
“We played the pricing game with our
competitors to reduce our speculative

inventory, but we did sacrifice margin,”

he says.

Bryce Homes also was able to
compete price-wise by using in-
house trades to save money on initial
construction. “While having in-house
trade staffs does save money, a builder
must have a certain level of volume to
justify the staff,” Butler says.

Cutting staff is often another
logical step to lower overhead costs,
but it needs to be done carefully. If
an important employee is laid off
today to save money, replacing him

if he’s needed in nine months can be
problematic. Experienced workers
will be employed elsewhere, and new
staff will need training. “We typically
hire people with no or little experience
in our industry, then invest time and
money to train them well,” says Mike
Smith, owner of Harcrest Homes.
When building slowed, Harcrest’s
five supervisors often found themselves
with little to do, and it became obvious
to Smith that he needed to reduce the

number of supervisors. “We had one
supervisor who I knew would make a
great sales agent, so I offered him a
chance to stay with us and train for the
new job. Even though we didn’t need
the fifth supervisor, I knew we had to
find a way to keep him as part of our
company,” he explains.

Another way to cut costs is to ask
your trade partners to reduce their
prices, says Gary Lockman of Manor
Homes. “We asked for a 10 percent

www.atlantahomebuilders.com 11



Distinctive Design. Superior Service.
Exceptional Value!

¢ Award-winning House Plans!
900+ designs with custom details
and open floorplans.

¢ Unlimited License to Build
Purchase a design on vellum or CD
and build the home unlimited times!

¢ FREE Programs for Builders
Plan discounts, photography
program, free advertising and more!

www.dongardner.com

View, compare and
purchase plans online!

Some restrictions apply.
Plan 994 © 2002 Donald A. Gardner, Inc. ABN1008

You can build a three bedroom ranch
house on a townhouse lot, with a bonus
room upstairs that no one else is offering.

Located in Red Oak in Fulton County;
18 lots and one for green area with all
utilities installed and ready to go.

Corner lot with good neighborhood and
other new homes across the street.

Bank appraised at $45,500.00 per lot,
but asking $36,500.00 for a quick sale.

HOW TO SELL HOMES IN A
DISTRESSED MARKET

Distressed Sale Opportunity!!!

Fulton County is offering $10,000.00 to
$15,000.00 assistance for home buyers that
qualify for lower income buyers settlement.
Qualified people already available.

Plans for three bedroom ranch with
bonus room upstairs available if needed.

Here is an opportunity to sell homes
in a depressed market because homes in
this price range are in great demand and no
supply!!! Close to airport and I-85.

Call 813-956-4156

Monday to Saturday

8am.-9pm.

< e
EXCEPTIONAL ENERGY

« Residential - above ground and
underground tanks

« Builder Packages Available

» Commercial & Forklift Fuel

 Dependable Automatic Delivery

* 24 Hour Emergency Service

« Trained Experienced Technicians

Ralph Poole
Cherokee « Cobb « N. Fulton « Douglas
404.433.6641

Charles Sims
Gwinnet « Metro Atlanta « Henry « Rockdale
770.861.8499

Kelli Stauts
North Georgia Mountains
770.265.5357
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reduction, and 95 percent of our trade
partners agreed,” he explains. “All of
our trade partners are willing to work
with us because everyone wants to
keep working, even if it requires
lower profit margins.”

KEEP CASH ON HAND

Smith also is benefiting from
a lesson learned nearly 15 years
ago. “Ever since the early 1990s, our
company has been very conservative
with our money, and we routinely save
for a nest egg designed for tough times,”
he says. Harcrest always has a minimum
of six months’ overhead expenses in
cash to cover costs in the event that it
has no closings in a six-month period.

“Over the years, we've reinvested
our earnings, and we actually have
cash to cover more than six months
of overhead,” Smith explains. Because
the company has built up a significant
savings, it can conduct business in
cash, as opposed to seeking additional
financing.

Not only can Smith make all his
payments on time during this tough
market, he also has been able to
show bankers his business plans with
updates on how he expects to continue
managing his earnings over the next
12 to 18 months. “It’s important to be
able to talk to your lenders about how
your company will manage cash flow
and to show them that you're prepared
to handle some periods of time with no
income,” he says.

ENHANCE MARKETING SUPPORT
Although the prudent action to take
during a market downturn is to cut costs,

it’s important to continue investing in
sales agents and spending advertising
dollars. “We are increasing our marketing
budget,” says HBA President Steve
Palmer, chief financial officer of Bowen
Family Homes. Advertising creates a
steady stream of traffic that increases

the opportunity to sell. “We also ran a
promotion with heavy advertising support
that increased sales by 50 percent over
the previous month,” he says.

“Larger builders are more likely to
have the resources for major media
advertising, but smaller builders should
take advantage of Internet advertising,”
suggests Palmer. Even though Bowen
Family Homes advertises in traditional
media, Palmer attributes at least 30
percent of the company’s sales directly
to Internet marketing.




Even when your company
serves a very specialized
niche, marketing may

be necessary. “We've
never spent money on
marketing in the past
because our customers
came from referrals
from previous customers,
but we are now looking
at the best way to market our
company,” says Ray Bongers of Bongers
Builder Group.

Bongers’ company specializes in
tearing down and rebuilding homes for
customers who want to stay in their
existing neighborhoods. “We have six
to eight projects in construction at any
one time, so we are doing well, but [
don’t want to wait to start marketing.”
By being proactive when his company
is busy and his trade contractors are
working, he hopes to ensure a steady
stream of business.

CULTIVATE CUSTOMER LOYALTY

Even builders who are prepared for a
sales slump rely on real estate agents and
loyal customers. The number of homes
sold by Bryce Homes in 2007 was about
the same as in 2006, primarily because
of pre-sales in 2006. “We started 2007
with more than 21 pre-sales, and we
continued to sell more homes,” Butler
says. Customer loyalty is paying off, as
people who purchased their first homes
from his company consider buying in
another Bryce Homes’ development when
looking for their next home.

PAY ATTENTION TO PRICES
AND FEATURES

“We are changing our product in
some areas and taking out some features
that add to the cost of the home,” says
Smith. Although exteriors remain the
same, a home being built today might
have a nine-foot ceiling as compared to
10-foot ceilings in homes built over the
past two years. By making small design
changes, Smith’s company has been able
to reduce the average price of a home in
one development from the high $500s
to the low $500s or high $400s. “The
increased traffic in the development tells
me that this is the new price point that
works in our market,” he says.

According to Vicky Rowe of Jenny
Pruitt and Associates, sales have begun
to pick up in the St. Marlo subdivision
in Duluth. During the first four months
of 2008, five contracts were written on

new homes. The reason for this increase?
“Builders are willing to cut prices on
existing inventory and consider offers that
they never would have considered in past
years,” she says.

WRITE UP EVERY OFFER

Builders are being more realistic and
flexible about what they can get for their
houses, but they should keep a watchful
eye out for buyers brazenly looking for
deals. Rowe says that buyers sometimes
ask her which builders are in trouble, and
she has to be very careful about how she
answers. “I'll never say that a builder is
in trouble, but I will explain that a builder
is flexible because of market conditions
or may be willing to negotiate,” she says.

Even when you are willing to be
flexible, get the offer in writing, suggests
Lockman. “A verbal offer is just a test
that requires no commitment on the
potential buyer’s part,” he explains.
“Once people put an offer in writing,
they are emotionally invested in the
buying process, and they are willing
to realistically negotiate.” While verbal
offers can be significantly less than the
listing price of a home, Lockman has
never received a written offer less than
$40,000 below the listing price. “I can
work with a realistic written offer, but I
won’t discuss a verbal offer.”

From Rowe’s perspective, the key
to surviving the housing downturn is
for builders and sales agents to closely
work together and communicate well.
She spends time talking with builders to
give them feedback on potential buyers’
comments, as well as what is going on in
other subdivisions in the area. “Builders
started offering a number of incentives
as we entered the spring and summer
to bolster traffic, but they’re also paying
close attention to what is selling in the
area,” she adds.

Builders and sales agents don’t
believe that the market will turn around
overnight, but there is a light at the end
of the tunnel. “I believe we will continue
breaking even, but as sales increase,
margins will come back gradually,” Butler
says.

The current state of the homebuilding
market is easily understood, if supply
and demand is examined. “Our industry
has over-built for one year, and now
we will sit and wait for absorption.

While inventory decreases to healthy
sustainable levels, we will take hits on
margin to survive, and then we will
thrive,” Butler says. il
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FEATURE

Survival in a
Down Market

M AND POSITIVE THINKING country and the world. Compared to
... — - In manjy circles, the golf swing that, this is nothing.”
| g o = : ?..": =H,,r._ | —~¥ 1 =1 ~ is considefed to be one of the most Even economists point to consumer
I rFTR e P iyl e R ' difficult challenges in sport. Jack’s optimism as one of the most
R RN R e b [ golf handitap never waivers far from fundamental aspects of the economy’s
o b o Mg bl 7, and that is pretty decent stuff in a current performance. According to
We humans tend to be an sport whefe the average score is in Dr. Thomas D. Boston, professor of
optimistic bunch, and [ am no different. the high téens. However, Jack does economics at Georgia Tech and CEO of
But, sometimes you can look under a lot this on one leg. “I don’t see myself as economic research company EuQuant,
of rocks and find nothing. inspirational,” he says. “When I first “Economists have understood the
The 2008 State of the Nation Housing lost my leg, I had my doubts about importance of investor and consumer
Report, published by the Joint Center for everything. Those were depressing optimism since the Great Depression.
Housing Studies of Harvard University, times, but|I've learned to find the Consumer optimism will be a key factor
discusses the persistent hangover positive and manage what I can in the in turning around this economy.”
from an over-heated housing market. moment.”
From the mortgage market meltdown, According to David Ellis, executive TIPS FOR POSITIVE THINKING
to doubled rates of foreclosures, vice presicfent of the Greater Atlanta Engage in positive self talk.
unbridled housing surpluses and a HBA, optimism and maintaining Set and pursue both short- and
broad economic downturn, this report a positive mindset is probably the long-term goals.
summarizes the avalanche of bad news greatest challenge home builders Acknowledge at least one thing you
and the rocky road ahead. and associated industries are facing. achieved each day.
I was about to surrender to the Challenging patterns of negative Stop comparing yourself to others.
pessimism until the day I met Jack. thinking is crucial to surviving during Focus on what you can control in
I went for a bike ride to clear my difficult times, and optimism is the present moment.
head one afternoon. Taking a break, directly associated with good mood, Each day, remind yourself of the
[ stopped to listen to the rhythmic improved morale, perseverance, things you’re grateful for.
“whoosh-ping” of golfers working on effective problem solving, good health,
their strokes at a local driving range. long life and overall occupational MOVEMENT AND SOCIAL INTEREST
But, there was one golfer whose rhythm success. In contrast, pessimism The first challenge Jack faced after
was not the same as the others. As | and patterns of negative thinking losing his leg was one of movement
looked closer, I realized that the last foreshadow depression, passivity, and loneliness. “Obviously, I couldn’t
man in line was an amputee golfing failure, social isolation and even move well, and I didn’t want to at first.
on one leg, and he was knocking the premature death. Because of this, I moved in a direction
soul out of every ball he hit. Amazed, “For me, it’s a matter of of isolation. I was in pain, immobile and
I watched until he took a deep breath, perspective,” says Jack. “I have embarrassed, but that became a death
hopped over to his crutches and joined experienced some pretty good spiral of depression,” said Jack. “Golf
me on the bench for a breather. suffering in my life. So has this really picked me up after I lost my leg. It
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“What a caterpillar calls an end, the
rest of the world calls a butterfly.”

socialize, and
portive. I needed

essential to survival, but it must be in
a useful direction toward other people
and positive change. Mb‘ving inward

toward isolation, lack of communication

or escapism through alcohol and self-
medication solves nothing.

The HBA has realized the need
for its members to get out of their

environment and the need for increased

social interest. Instead of bringing

in more speakers to their meetings,
they are focusing on social events like
casino nights and barbecues. “We are
trying to create as many opportunities
for communication as we can and
encourage everyone to just talk,” says
Ellis. “Home builders are probably not
natural at sharing their emotional state
with one another. But, more and more,
personal and emotional issues are part
of the conversation.”

nd mentally moving.

COMMUNICATION

One of the biggest problems Jack
faced was a barrier in communication.
“I got tired of telling and retelling
the story of losing my leg,” he said.
“Constantly talking about this negative
event in my life was like rehearsing it
over and over again. It began to drag
me down.” But, the positive focus
“on becoming a golfing amputee not
only' opened Jack’s communication, it
offered a more positive focus.

“It was important for me to
reach out and be open to talking
with others, but it was even more
important to discuss my overcoming
of challenges and how I was
adapting,” Jack explained.

According to Wes Suggs, co-
owner of Princeton Properties,
communication has been a key
to surviving this crisis. “We
manage what we can manage, and
communication with the banks and
suppliers is important. I've always
envisioned them as partners in this.
Bankers and related industries have
taken it on the chin as much as the
builders have.”

—Lao Tzu

TIPS FOR EFFECTIVE

COMMUNICATION

e Listen carefully. Put d
distractions. Make e ntact,
and paraphrase what you're
hearing.
Avoid barriers. Don’t interrupt,
get defensive and or get lost in
thought.
Stay focused. Spending too much
time on the past can cloud issues.
Own what is yours. Personal
responsibility rength.
Try to see another point of view.
Look for compromise.
Take a time out. Nothing gets
accomplished in anger.
Don’t give up.

Ask for help when need it.

Improved communication has been
a key issue that is forcing the HBA to
adapt and reshape its relationship with
its members. “Our message these days
to any business owner, if they’re in a
challenging situation and they don’t feel
that they can handle what’s going on, is
get help. Communicate, and don’t take
it on alone,” says Ellis.
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INNOVATION

After Jack lost his leg in a motorcycle
accident, he wore an artificial leg for
nearly five years and never really liked
it. “One day I had had enough, and I just
put it in the basement,” he says. “Soon
after that, I tried golfing, and I just teed
the ball up, put down my crutches and
whacked it,” Jack laughed. “I believe that
you have to innovate to adapt, but in this
case, | innovated by leaving my leg at
home. It actually helps my balance.”

Most builders have been forced to be
innovative in running their businesses,
even if this means dismantling them.
But, the difficult times also have given
rise to reinvention. “Going green is being
viewed as a marketing advantage,” says
Ellis. “But, we don’t use the term ‘green’
as often anymore. Instead, we talk
about building high-performance homes.
‘Green’ has become a very generic term,
and we want to differentiate ourselves.”

RESILIENCE

Golfers who play on one leg face
many obstacles like wind and awkward
lies. “Wind gives me the greatest
difficulty,” adds Jack. “A breezy day I can

and will. The first time I played a course,

my partner thought I should hit from
the women’s tee and throw out any
ball with a bad lie. I didn’t want to do
that, and I really made a fool of myself
falling into sand traps and wet turf. I've
persevered to the degree that if I fall
now, it’s more than likely my fault. Now,
[ have to give my friend strokes when
we play.”

Resilience is the ability to adapt
well to stress and endure hardship.
Resilience increases with experience,
and those who have faced life’s
hardships are better prepared to handle
future struggles. This is good news
to home builders, as they have a long
history of surviving good times and bad.

TIPS TO IMPROVE RESILIENCE
Accept and anticipate change.
Take care of yourself physically and
emotionally.

Get connected. Build strong
positive relationships.

Work toward both short- and long-
term goals.

Maintain perspective.

This is not the first time home

into their businesses and witnessed
a market collapse. There are no
guardrails in this current economy,
and down cycles have historical
precedence in the building industry.

“Home builders are some of the most
resilient and entrepreneurial business
people I have ever met, and Atlanta is
one of the markets that is most poised
to make a recovery,” says an optimistic
Ellis. “Atlanta has marked advantages
over many cities going forward that are
very positive, including affordable land
and good job growth, which translates
into affordable housing.”

Jack, who has won local and regional
tournaments, wants to help others
and further the growth of the National
Amputee Golf Association. “I struggle
every day, but I am healed, and this
allows me to move forward. I have hit
bottom, and there is nowhere else to go
but up. ” He is still climbing, one step at

handle, but gusts really test my balance builders have put their hearts and souls a time. il
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by as much as 40% over electric. It's no wonder homes with natural gas
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Home builders put their heart and soul into their businesses. So
when markets collapse, they face the prospect of losing more than
just money. Here's how four Atlanta builders held their own.
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LEGAL CORNER

Loan Workouts II: Table Talk

By Jeff Plowman, Weissman, NowackR, Curry & Wilco P.C.

His practice includes commercial closings, asset acquisition and financing and leasing for corporations.
For any questions about this article, call 404-926-4622 or e-mail jeffplowman@wncwlaw.com.

You're at the table with your lender. You called the
meeting because you need new terms: relief from the interest
“carry” that has drained your cash reserves, more time to
liquidate your inventory of developed lots or new homes, or
both. What are your talking points, and how will your lender
respond?

Consider the following:

Market Analysis - Despite the general weakness of
housing markets, it would be a mistake to ignore helpful
differences in metro Atlanta’s many submarkets. Price points
and location, even school districts and local tax rates, retain a
role in giving some submarkets an edge over others. You must
be able to integrate such market facts into a realistic workout
plan that accentuates the positives and effectively (meaning
realistically) downplays the negatives.

Pricing - The weak housing market has driven down
asking prices for new homes in every neighborhood and every
price point category. Pricing your product realistically remains
a point on which you must reach agreement with your lender.
In many cases, the need for short sales (sales netting the
lender less than its stipulated release price or less than the
outstanding allocable loan amount) will have to be addressed.

Valuation - Lenders asked to consider a loan workout
will routinely require an updated appraisal. A new appraisal
showing values that no longer match the originally approved
loan-to-value ratio will often cause your lender to demand
either a principal reduction or additional collateral as a
condition to any workout. Your ability and willingness to
meet such demand will not only demonstrate that you are not
seeking a one-way concession but also that you truly believe
your workout plan is viable.

Workout Plan - The crucial element of workout
negotiations is a clear, cogent and realistic plan to resolve the
loan within mutually acceptable parameters. Most builder
workout plans address issues of time and money, specifically,
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“The time has come,”

the Walrus said, “to

talk of many things. ..”
— Lewis Carroll

the deferral of loan maturity dates and relief from interim
interest payments and prohibitive release prices. With respect
to these issues, you must carefully define and conscientiously
seek what is realistically needed to resolve the debt. Since
you may have only one opportunity to make a loan workout
“work,” you should ask for enough time and relief to make
your plan work without needing to come back to the table
with your lender a second time.

Time - Like all general rules, the idea that a loan workout
must be fully “workable” is subject to exceptions. In many
cases, especially where markets are not expected to recover
until the second half of 2009 or later, your lender may not
agree to such a lengthy extension. Keeping you as borrower
on a shorter leash is only part of the lender’s thinking. Credit
guidelines and regulatory requirements also come into play.
Accordingly, you may have to consider accepting a shorter
time period than you really need. If you accept the shorter
time, then in most cases you are either hoping for a miracle
of sales or for another extension when the next maturity date
arrives.

Money - The specific debt relief you need from a loan
workout may vary, from interest rate reductions and interest
accrual in lieu of interim payments to waiver, write-off or
write-down of existing or future interest obligations. Rarely
will a builder workout affect loan principal. Release prices for
lots or housing units also may be the subject of negotiation.
Often the lender will require that all net proceeds from a
sale be paid over as a release price, leaving nothing on the
table for marketing and sales efforts. Likewise, net proceeds
from a proposed sale may be insufficient to meet minimum
release prices, leading to the need for short sales to generate
sales momentum. You must convince the lender to support
your sales and marketing efforts in these and perhaps other
respects if your plan is to be workable.

Personal Liability -~ Unless your workout is a deed-in-lieu
transaction, procuring a release from personal liability in the
context of a workout will not usually be possible.

These talking points illustrate that a loan workout requires
negotiation. The burden of persuasion belongs to you. If your
workout plan is sound, if you are committed to making it
work and if you have the staying power financially to see it
through, then your lender may listen and agree. il
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Many years ago, a farmer could not locate his donkey.

(I know, not the normal way to start a business column). The
farmer depended on this donkey to provide much of the labor
needed to feed his family and earn a living. While searching
for the donkey, the farmer heard a wailing sound. He was
shocked to find that the donkey had fallen into an abandoned
well.

The farmer worked frantically to extract his faithful
donkey to no avail; the well was too deep for any possible
rescue. The donkey whined and screamed in fear and misery.
Sadly, the farmer realized the donkey was destined for a long
and painful death. The farmer decided that the most humane
thing to do was to bury the donkey as quickly as possible to
shorten its suffering. (Very old fable; no rifles back then.)

The farmer shoveled dirt into the well as fast as he could.
At first, the donkey screamed in panic as the dirt fell on him.
Soon, however, the donkey’s screaming ceased. The farmer
looked into the well and was amazed at what he saw. With
each shovel of dirt thrown his way, the donkey shook the
earth from his back and took one small step up. Eventually,
the determined donkey climbed out of the now-filled well and
went on to live a full and productive life.

To me this fable parallels today’s homebuilding industry.
Many people want to bury us when we’re still alive. Every day,
government, media and others shovel tons of dirt onto our
industry. If we’re smart, like our determined donkey, the most
resilient people will shake each shovel of dirt off and step
up...and one day be freed from this market and live a fuller,
more appreciative life.

[ believe this message is even more important to design
personnel than it is to other disciplines in our industry
because they catch customers at one of the most critical times
- two to four weeks after purchase - coinciding with the
customer’s tendency fall into buyer’s remorse.

Buyer’s remorse is a natural emotional cycle experienced
by most home buyers, even during healthy real estate
environments, but the design experience can be a true
antidote to buyer’s remorse in today’s gloomy market. How?
Design consultants can actually be a beacon of light for home
buyers during this tough process. Here are three ways to
shine.

CERTIFIED
PROFESSIONAL
HOME BUILDER
OF GEORGIA

Working Your Way Back to
. Solid Ground
Start Thinking Like a Donkey

#.1 By Charlie Scott, Woodland, O’Brien & Scott

First, the design staff can help customers shake off their
anxiety and concentrate on the positives by designing a
personalized home specifically tailored to their needs. By
doing this well, the design staff can actually help increase
customers’ emotional attachment to their new homes.

I read customer satisfaction surveys regularly where
customers voice regret that they did not buy more
personalized features. Unfortunately in today’s soft market,
customers are often afraid to “spend” extra. A successful
design staff needs to make every effort to help liberate the
customers from their anxiety-induced spending. The more
home buyers personalize their home, the more attached they
will be to it, and the harder it will be to cancel or walk away
from this emotional investment.

CERTIFIED PROFESSIONAL
HOME BUILDER PROGRAM

FALL GENERAL MEMBERSHIP MEETING
Reaping What You Sow:
How to Harvest More Referral Sales
from Existing Customers
Oct. 23, 11 am.-2p.m.
The Housing Center
Keynote Speaker Charlie Scott
Call 678-775-1427 or
e-mail cphb@atlantahomebuilders.com
to register to attend.

THANKS TO OUR
GENERAL MEMBERSHIP MEETING SPONSORS

PRESENTING SPONSOR
Georgia- Pacific

SPONSORS

Atlanta’s Best New Homes MetLife Home Loans

Atlanta Gas Light Georgia Power

The Atlanta Journal- Naylor, LLC
Constitution NEW HOME GUIDE

Colonial Bank Norbord Industries

DuPont Tyvek ProBuild
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RWC Sets You Apart From Your Competition.

GET N(ITIBEII

800—247—1812 Ext. 2149
.rwcwarranty.com

Blue Moose
,,L}:.-_-;#ﬂﬂﬂvaturﬁ and Lifts

v

We sell, service and install
stair lifts, elevators, vertical lifts and dumbwaiters.

CALL US AT 770-891-4442

Visit us on the web at www.BlueMooseElevators.com

24 HOUR PROTECTED ALARM MONITORING - 365 DAYS A YEAR

NSS

MORTHSTAR SECURITY, INC

INNOVATIVE SECURITY SYSTEMS FOR 21ST CENTURY

* SECURITY / FIRE / CARBON MONOXIDE  {{§}
* PHONE / CABLE / DATA
* CCTV / HOME AUTOMATION

RECENTLY FEATURED IN THE 2008 ATLANTA SYMPHONY

ORCHESTRA DECORATOR’S SHOW HOUSE
Greater m @
Atlanta

770-216-1997 BBB
Home Builders N

assocaion - WWW.northstarsecurityinc.com
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Second, the design staff can help bond
customers to their new home by taking
photographs of the customers with their
selections. Give home buyers three prints of these
photographs. Why three? One to go on the home
refrigerator, serving as a daily reminder of the personalized
home they are building, making their existing home look
even older in comparison. And two to show family, friends
and co-workers. Sharing photographs of their new home
creates even more ownership and emotional attachment, not
to mention the possibility of leading to referral sales.

Third, design center staff can share with their customers
all the good news not covered in today’s press. Show in-
process customers all the positive feedback the design center
is receiving through customer satisfaction surveys and
testimonials and arrange a meet-the-neighbors night at the
design studio.

Be creative. Look at your design process as a source
of customer service and excitement during and after
the customer selection process. It’s a waste to use your
company’s design studio investment only to make selections;
consider it a gathering place or an amenity.

Every fable has a moral, and our moral is that screaming
and whining about a tough situation will get you noticed,
but it won’t help you out of your predicament. Like the
determined donkey, those who shake off the dirt and step up
to every challenge will keep themselves and their companies
alive and have satisfied customers in the process. Every day
offers you the opportunity to choose: winner or whiner? It’s
up to you. il

m North Metro Atlanta Drywall

DEPENDABLE TEAM — QUALITY RESULTS

Larry Trim

310 Timber Laurel Lane, Lawrenceville, GA 30043
Phone (770) 601-3064 M Fax (678) 518-4331

Serving the Entire State of Georgia

678.565.4440 3 478.447.9664
Toll Free: 866.706.9114
www.pointtopointsurvey.com

810 Jackson Street s¢ 225 Creekstone Ridge

Locust Grove, Georgia 30248 Woodstock, Georgia 30188
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Green Building Provides Competitive Advantage During
Tough Economic Times

As home sales continue to decline
in Atlanta, local builders are looking
for an edge to keep moving inventory.
One way home builders can distinguish
themselves from competitors is to
provide a more customizable home
that is energy efficient. The EarthCraft
House program has helped facilitate
this through education and training,
combined with field inspections and
verification to ensure quality. Given the
opportunity, many buyers purchase
homes that use less energy to operate.
For the last three years, Jim
Cheeks, owner of RedBrick Homes &
Development, LLC, has been focused
on constructing high-performance
custom homes. Cheeks certifies all his
projects as EarthCraft House or LEED for
Homes to differentiate himself. “Being
competitive in the custom home market
can be difficult, but I have found that
building high-performance homes is a

Grand Partners
pool’
- Georgia-Pacific
Certairifeed Bl RN
Z| H
Vet @
Partners
Gntegity Lihs L oo DELTA
i T SOSTRAM' —
P heaanta Yotfizentumoe) L)
@MOKER ity wem e I
Associate Partners
Advanced Concrete, LLC ~ Arrow Pest Control  Torrey Building Systems ~ Watt Stopper

“Whatever It Takes"

Dupree Plumbing Company, Inc.
770-428-2291

Mike Dupree
mike @ dupreeplumbing.com

www.dupreeplumbing.com

We are fully licensed, bonded and insured.

sure-fire way to set myself apart from
the others,” Cheeks says.

Other builders agree. CCM Homes
owner Charles Ray is tailoring his homes
to meet the concerns of his customers.
“We present EarthCraft House as one
solution to the current energy crisis,”
Ray says. Homes in the EarthCraft
House program have shown an average
of 28 percent savings in energy alone,
compared to an average home built to
code. That translates into hundreds of
dollars in savings each year.

Finding a way to appeal to a home
buyer is key. Although price is typically
the first thing most buyers look at, many
ask for upgrades to “customize” their
homes. Giving buyers more flexibility
can be a great way to let them feel
more involved in the process and can
ultimately be what makes the difference
in making the sale. “I've had several
buyers ask about reclaimed floors and
recycled countertops, but more often
than not, they go for the high-performing
insulation and high-efficiency heating
and cooling systems,” Cheeks says.

Selling “high performance” requires
savvy messaging because most things
that make a home efficient are hidden
in the walls. It’s important to have
something that a prospective buyer
can see, touch and feel. This provides

Exp

® Plum

By Sean Bleything

assurance that there really is something
different about each particular home.
One easy example is to install a dual
flush toilet, which reduces the amount
of water needed for each flush. This
measure not only saves hundreds of
gallons of water each year, it’s also a
conversation piece for home owners

Another tool for demonstrating high
performance is the Home Energy Rating
or HERS ratings. HERS is a system
of evaluating a home that simulates
how much energy it uses in a year
under typical use. The HERS rating is
calculated in more than 90 percent of
all EarthCraft Homes and reads just like
a golf score, the lower the number the
better.

Each number lower than 100
represents a percentage better than a
typical home built to code. For example,
one of the CCM Homes recently scored a
61 on the HERS scale, 39 percent more
efficient than code. This system gives
home buyers another way to evaluate
how a home may best meet their needs.

Becoming more sophisticated at
selling high-performance homes will
open the door for a new sale and bring
potential buyers something other
builders can’t provide. This edge could
be exactly what is needed to weather a
home sales drought. il
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EDUCATION

Be the First Certified Green Professional

By Marylee Putnam, Director of Operations and Education

The National Association of Home
Builders (NAHB) has developed a new
professional designation for builders,
remodelers and other industry professionals
who incorporate green building principles
into their homes. Class work leading to the
designation provides a solid background in
green building methods, as well as the tools
to reach consumers.

Individuals earn the Certified Green
Professional (CGP) designation by attending
a two-day course, Green Building for
Building Professionals. This session
discusses strategies for incorporating
green building principles into homes
without driving up the cost of construction.
Participants learn how green homes provide
buyers lower maintenance, better indoor air

Buford, GA 30518

770-904-7775

Find Us On The Web: www.tliwmasonry.com

TURN KEY MASONRY

T.L. WILLIAMS & ASSOCIATES
| TURNKEYMASONRY |

2090 Buford Hwy., Suite 1-A

and your homeowners.

difference for you.

1.877.GO SCANA

Wwww.goscana.com
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BUILD INCENTIVES WITH
SCANA ENERGY

Homebuilders have enough details to work through without the added
job of securing a natural gas provider. That's where SCANA Energy

comes in. We make it easy for you with our Preferred Builder Program -
a win-win opportunity with special incentives and benefits for both you

Enroll in the Preferred Builder Program today! Call 404-760-6233
or 1-888-621-8828 and find out how SCANA Energy can make a

ENERGY
The Difference In Natural Gas™
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quality and better long-term value. The class
also covers techniques to competitively
differentiate your home products with
increased indoor environmental quality, as
well as energy and resource efficiency.
Participants must also attend the one-
day Business Management for Building
Professionals class or hold another NAHB
designation. Other requirements include a
minimum of two years’ building experience
and adherence to the CGP Code of Ethics.
As a graduate of the course,
participants will be able to:
® locate and design green building
development sites
¢ control moisture and durability
for each component of the
building envelope
* employ resource-efficient
materials to achieve
comfortable, safe and
sustainable buildings
e strategize ways to meet, exceed and
verify green building energy efficiency
requirements
* implement indoor and outdoor water
conservation practices
¢ achieve superior indoor air quality
® consider green building objectives in a
remodeling project
e explain a home owner’s and builder’s
role in effective operation and
maintenance of a green home
® apply successful business management,
marketing and sales strategies to sell
green
The new CGP designation blends well
with the Greater Atlanta HBA’s EarthCraft
House program. The EarthCraft House
program certifies the home or project
itself as meeting the EarthCraft program
requirements; the new CGP designation is
an individual achievement that one earns.
It complements the EarthCraft House
program guidelines by incorporating best
practices of building environmentally sound
homes.
The HBA is offering its first Green
Building for Building Professionals
class on Nov. 10-11. For more
information on this and other education
opportunities at the HBA, visit the
Education and Development section of
www.atlantahomebuilders.com. il



BOOKSTORE

Tools for Managing Company Financials

FINANCIAL MANAGEMENT FOR THE
NON-FINANCIAL MANAGER
You can’t run an
effective business without
understanding the basics
of accounting and financial
management. Arm yourself
with the financial basics
h inside this book. Learn to
be in control of your destiny
and have the resources to
enjoy your passion for building homes.
Member Price: $§19.95

| - 1

BUSINESS BASICS
FOR BUILDERS:
ACCOUNTING

Find the
information you need
to set up a system
that is specific to the
residential building
industry. Learn how
to communicate with
your accountant,
manage internal control measures and
streamline complex methods for recording
accounts receivable, job cost entries and
inventory control. This book provides the
solutions needed to meet the unique needs
of home builders. Member Price: $31.95

ACCOUNTING AND FINANCIAL
MANAGEMENT FOR RESIDENTIAL
CONSTRUCTION

Maximize your financial
performance with this solid
resource for any builder,
remodeler, developer or
contractor in residential
construction. This expanded fourth
edition shows you how to standardize
your financial reporting system and
measure your current performance against
previous years, the performance of your
competitors and the rest of the industry.
The collection of financial information
in a standard format creates a historical
database that enhances planning and
allows you to determine your financial
position at any time. Member Price: $36.95

FINANCIAL FORMS FOR BUILDERS,
DEVELOPERS AND REMODELERS

This book provides procedures, sample
forms and letters and practical advice to
help you set up or improve your company’s
construction financial documentation.
You and your staff can improve your

For more information on these
publications or to place an order, e-mail
bookstore@atlantahomebuilders.com or
call 678-775-1441. il

documentation right away with logically
organized forms and sample letters, all on
one disk. Member Price: $30

—

Built to Star e Test of

ongevity. Stability. Reliability. e
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To learn more;‘contact your local independent insurance agent.

www.bldrs.com ¢ 1-800-883-9305
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1-888-GO-ARROW

* New Construction Pretreatments

We Pretreat

You Better

* Sentricon® Termite Baiting System
— done at landscape phase

* Bora-Care® Direct Wood Treatment
— done at dried-in stage

* Traditional Liquid on commercial
sites or high rise buildings

ARROW.

EXTERMINATORS 7

_ Beyond The Call.

Centralized

Order System
for ease of
business

www.arrowexterminators.com
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HOMEAID ATLANTA

Essentials for Young Lives Drive

Start Collecting Now

[t's that time of year! HomeAid
Atlanta’s 7th Annual Essentials for Young
Lives Drive is rapidly approaching. This
community-wide effort to collect much-
needed, essential items for homeless
infants and toddlers is planned to coincide
with National Hunger and Homeless
Awareness Week again this year. The
official collection dates for the 2008
Essentials for Young Lives Drive are Nov.
12-19, but we encourage you to begin
collecting items now!

In 2007, the Essentials for Young Lives
Drive was a great success, collecting
more than 48,000 items for homeless
infants and toddlers in metro Atlanta.
The goal for this year’s drive is to collect
a record number of items, allowing more
homeless children to receive the everyday
items they so desperately need. Joining
hands with HomeAid Atlanta this year,
Atlanta-based UPS will be participating
in the Essentials for Young Lives Drive in
conjunction with UPS Global Volunteer
Week.

Anyone can get involved with the
Essentials for Young Lives Drivel Families
and individuals are encouraged to collect
the following essential baby items from
within their families, neighborhoods,
businesses, churches or schools:

e diapers (all sizes, including Pull-ups)
baby wipes

baby food

formula

baby laundry detergent

baby bottles

bottle brushes

Sippy cups

All items must be new and in original
packaging.

Items collected can be delivered to
The Housing Center, 1484 Brockett Road
in Tucker, during normal business hours
(Monday through Friday, 8:30 a.m. to 5
p.m.), between Nov. 12 and Nov. 19, or
you can drop off your items at any of
the public collection sites around metro
Atlanta. A complete list of collection sites
is available at www.homeaidatlanta.org.

Surveying

Platting

Zoning Issues

vV V.V VvV VvV VvV VYV YVv VY

SUBDIVISION DESIGN

Master Land Planning
Feasibility Studies

Civil Engineering Plans
Construction Staking

Flood Plain/Wetlands

Permit Coordination
Construction Conflict
Cultural Resource
Value Engineering

After 35 years, we're still
the only name you
need to know...

BUILDER SERVICES

» House Location Plan

» House Stake Out

» Foundation Surveys

> Pin the Footings

» Elevation Certificates

> Set Property Corners

» Mortgage Surveys

» Residential Drainage Plans
» Plot Plans

> On-Site Sewage Design

» Site & Tree Protection Plans
» ARC Compliance Plans

> Builder Services Website:
Final Plats, Surveys,

Site Plans, HLP, Drawings,
Available 24/7

4317 Park Drive, Suite 400
Norcross, GA 30093
770-416-7511

REGIONAL OFFICES:

1586 Mars Hill Road, Suite A
Watkinsville, GA 30677
706-310-1551

1420 White Circle, Suite 102
Marietta, GA 30060
678-564-2109
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HomeAid

Atlanta

All contributions are tax-deductible to the
fullest extent allowed by law.

For added convenience this year, items
can also be purchased in store or online
via the baby registries at Babies “R” Us
and Target. Simply enter “HomeAid” for
the registrant’s first name and “HomeAid
Atlanta” for the last name. Items
purchased online can be shipped directly
to HomeAid Atlanta (shipping charges
apply).

All essential items collected will
be distributed to local transitional
housing facilities that care for homeless
infants and toddlers, including Decatur
Cooperative Ministry, Genesis —~ A
New Life, HomeStretch, My House,
Rockdale Emergency Relief, Tapestry
Youth Ministries and The Drake House.
HomeAid Atlanta is assisting or has
assisted in building new transitional
housing facilities for these programs.

As another opportunity to get
involved, volunteers are needed to assist
with sorting the items collected from 3
p.m. to 6 p.m., Friday, Nov. 21, at The
Housing Center. If you are interested in
volunteering, please register online at
www.homeaidatlanta.org.

For more information, visit
www.homeaidatlanta.org or call
678-775-1406. il

HomeAid Atlanta
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MEMBER SERVICES

New Affiliate Member Program Available

The Greater Atlanta HBA Board of H'I. e Access to member-only section of
Directors and Membership Committee 1".' www.hbag.org
are thrilled to announce the Affiliate = ® Subscription to Monday Morning
Member program. Affiliate membership u‘l,:, Briefing e-newsletter
is a vehicle for employees of member
companies to better connect with the ﬁ NAHB BENEFITS
HBA and better utilize the resources o : ® Access to member-only section of
available to HBA members. www.nahb.org

Affiliate membership is available to o Affiliate Member listing in 2009 ® Discounts on all NAHB publications
employees of member companies who Membership Directory (if joined as of and conferences
are not the voting representative for the Oct. 15) and online Find a Member ® Access to NAHB Member Advantage
company’s HBA membership. Currently, search discounts
employees of member companies can e Subscription to weekly Building ® Reduced registration for the
attend all HBA events as members, but Blocks and Watchdog Report and International Builders’” Show
affiliate membership brings expanded monthly Economic and Housing e Eligible to join NAHB committees,
benefits at the local, state and national Snapshot and Atlanta Home Facts councils and task forces
levels. Just as a traditional local HBA e-newsletters e Eligible to serve as chair/vice chair of
membership, affiliate members join ® Chapter meeting and education class NAHB subcommittees
on a local level, and this affiliate notifications Sign up today to take advantage of this
membership is communicated to the exciting opportunity!
Home Builders Association of Georgia HBAG BENEFITS Contact David Wheeler at 678-775-1422
(HBAG) and the National Association of ® Subscription to Georgia Builder or membership@atlantahomebuilders.
Home Builders (NAHB). magazine com for more information. il

Take a look at these outstanding
benefits available to affiliate members:

GREATER ATLANTA HBA BENEFITS
® Subscription to Atlanta Building News E s T E S - E‘ H 1 -E L D S

magazine
® Receive annual Membership Directory

Individual and Corporate Sponsors

pri st ENGINEERING *INC

. e ,

EANTCAET ﬂ
Land Zoming Structural Engineering

Partners Masier Land Planning 100-Y'r Flood Srudses
The Atlanta Journal-Constitution Subdivisian ﬂﬂlgﬂ-"f‘ﬂ‘ﬂl!lﬂﬂg Stormweter Mgt and Permitting
Previsite America, Inc. .FI:I:H-‘i.beI_'i' Siudies Liriliey Cﬂﬁ'r.l:[l‘llll'ml

S Onsite Sewuge Design Vel Engincering

Bank of America Roadwiry Design
Dow AgroSciences, LLC

Brone 50 Hurt Plaza
Bowen Family Homes Sfﬂrﬁ' fm

The Nehemiah Program

Friend Atlanta, GA 30303

The Atlanta Journal-Constitution

DuVall and Anna Brumby PJMEHIEMH F-’Fﬂ ﬁﬂfﬂyﬂf

Georgia Power .
Parksite/DuPont Tyvek WWW.CSCINC.C0m
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ATLANTA 50+ HOUSING COUNCIL

Elevators Make it to Suburbia

By Jay Arntzen, Genesis Elevator Company

Beth Thompson’s morning
ritual generally goes like this: get out of
bed, throw on sweats and wake up the
dog for a walk. Pretty normal except for
one more step. She pushes a button in
her third-floor bedroom for an elevator
to take them to the ground floor.

Some house hunters insist on
gourmet kitchens, others on antique
moldings or sprawling backyards. Now
comes one more status symbol for the
condo, townhouse and suburban home:
the passenger elevator.

This isn’t just for the very old or the
very rich, nor is it just for big homes.
Genesis Elevator Company Inc. says
even some people in two-story homes
desire the advantages and status of
having a home elevator.

Part of the interest results from
the growing 50+ community. This
segment of the market has a great
deal of disposable income and is not
affected by the credit crunch that many
younger buyers face. Rebecca Stahr of
LifeSpring Environs Inc. and past chair
of the Atlanta 50+ Housing Council

explains, “In Georgia’s hilly terrain,
sometimes using an elevator, paid by
home buyers no less, can be more
economical than grading to create no
step entries. Elevators could open your
business to its first ‘thinking out of the
box’ opportunity with a safe return on
investment. Builders must understand
the aging client’s needs before they do
to leverage success best.”

“Elevators used to be a very high-end
thing,” says Gary Ross, southeastern
regional sales manager for home
elevator manufacturer Savaria/Concord.
He has seen residential elevator sales
grow from 10 percent to 25 percent a
year in the last five years. “Now they’re
more of a swimming pool type of item.”

In fact, developers, sensing an
expanding market, are starting to put
elevators in during the construction
phase. Mark Crispen, regional sales
manager for Inclinator says that 80
percent to 85 percent of its growth in
single-family home elevator sales is
from builders who are putting them in
new homes.

MEMBER NEWS

Associates Council Teams Up With |

Ronald McDonald House

L

On Monday, Aug. 11, the HBA Associates Council prepared

dinner at The Ronald McDonald House near the Children’s

Healthcare of Atlanta’s Egleston campus. The 50-room Ronald g
McDonald House provides a home away from home for families

with children at the nearby hospitals. While serving dinner, everyone was able

to make new contacts while giving back to such an important charity in the

community.

A special thanks to the following volunteers who made the evening so
successful: Tom Feeney, Bank of America; Paula Shattuck, US Cabinetworks; Lee
Blacock and Donna Mathis with DMD Design Group; Tom Joyner, AFA Protective
Systems; Trish All, Intown Design, Inc.; Maxine Arena, DEC International; Mike
Hausmann, Ameritech Elevator; Chad Clausen, Builder Direct Blinds; Heather
Bounds, Northwest Exterminating; Nick Hobbs, Builder Ready Products; and David

Wheeler, HBA.

If you are interested in joining the Associates Council or volunteering at
their next project, contact Chapter Manager Laura Guerin at 678-775-1443 or

Iguerin@atlantahomebuilders.com.
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Some developers are building
single-family homes with elevators
as a way to maximize square footage
on smaller plots of land and to make
multistory homes attractive to a wider
group of home buyers. Most all agree
that home owners aren’t willing to
climb three or four flights of stairs to
haul luggage, laundry or other personal
items. In response to these needs, John
Wieland Homes is including elevators
in every townhome at its Haynes Park
Development in Alpharetta.

Some elevator owners say they have
perks they hadn’t counted on. Many find
them welcoming at the end of a long
day or useful for transporting cleaning
supplies, furniture and seasonal storage
boxes.

Beverly Smith recently installed an
elevator in her two-story, single-family
home, after her 84-year-old husband
began having problems climbing the
stairs after a series of back surgeries.
Now she uses it regularly to transport
many items and to tote luggage upstairs
when visitors arrive. “Besides,” she
adds, “my grandchildren think it’s the
next best thing to Disney World.”

Stahr adds this final thought: “You're
not selling elevators, by the way, but
security, time savings, convenience,
connectivity for immobile guests and
lifetime home livability. How many
other products in the home do that?” il




SALES AND MARKETING COUNCIL

Stage is Set fo
28th Annual O

By Kevin Polite, SMC Communications Chair

Judges of the 28th Annual OBIE
Awards spent three days in August
traveling to homes and judging
marketing entries. Our wonderful group
of 30 judges from all over the country
represented all aspects of the building
industry.

The black-tie awards ceremony will
be at 6 p.m. on Saturday, Nov. 8 at
the Cobb Galleria Center. It’s sure to
be a red carpet event, as entries will
be awarded in 105 categories, and the
grand finale of the evening will be the
presentation of the Community of the
Year awards.

Sales and Marketing Council Chair
Ro Presinger said, “Our Awards
Committee, led by co-chairs Sandie
Tate and Cindi MacPherson, have

.
BIE Awards

really done an exceptional job
making this a spectacular event.

We appreciate all the time and hard
work that goes into making these
awards possible. Additionally, we
thank our judges and drivers for their

28th4

|

BIE

commitment to ensuring this program
succeeds.”

For more information about
the OBIE Awards or to purchase
tickets, call 678-775-1446 or e-mail
councils@atlantahomebuilders.com. il
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2008 SMC Sponsors

GRAND Coldwell Banker The Condo Store Jenny Pruitt
The Atlanta Journal-Constitution COMMUNITIES Magazine Morris & Raper Realtors
GOLD Flammer Relations Naylor, LLC
Colonial Bank Opteum Financial 0’Kelly and Sorohan
NEW HOME GUIDE Prudential Georgia Attorneys at Law
SunTrust New Homes Division FRIENDS
SILVER Prudential Georgia Realty Comcast Atlanta Homes
AtlantaNewHomesDirectory.com The Real Estate Book on Demand
AVA Productions, Inc. BRONZE MetLife Home Loans
Coldwell Banker Atlanta Gas Light Move.com
Builder Developer Services Construction Resources Richardson Housing Group
Coldwell Banker DuPont Tyvek Sharp Residential

Residential Brokerage

Georgia Power

Williams Scotsman, Inc.

Guaranty Mortgage

Don’t Let Amateurs and “Fly-By-Nights” Ruin Your Bathtub!
With the Nation’s oldest and largest reglazing company you can be
assured of the highest quality workmanship and materials.
Quality Reglazing makes your Tubs Shine like New!
VISIT our showroom or call for a free brochure.

UNIQUE REFINISHERS.COM

(770) 945-0072  1-800-332-0048
FAX: (770) 271-1514

We also specialize in pulling
moldy/smelly bathtub liners!

=2

Bathtubs [} Ceramic Tile

Tallman Stucco & Stone, Inc.

PO Box 1345
Fayetteville, GA 30214
770-560-3585

L 770-251-3273 Fax

Robert S. Tallman, President

KUDZU conv

Watch your business grow.

“After prospects read our customer reviews, it's almost as if they feel we've
worked for them before. The sales that result from this comfort level make it
clear that Kudzu.com is a much better value than the Yellow Pages.”

Roland Harman,
owner of Central Plumbing, Heating & Air

“Kudzu.com has tripled our business! We've never gotten the kind of response
from any other advertising vehicle as what we've gotten from Kudzu.com.”

Kerry Chase,
co-owner of J & J Drain and Sewer

“Last week, on one day, | got seven calls
from my listing on Kudzu.com.”

Now, put Kudzu.com to work for you.
For more information please call 877-210-0044 or
email advertising@kudzu.com today!
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Greater
Atlanty f‘
Home Builders

Association

Come Tailgate and Network
with Fellow Members and
Local Political Candidates

at
2008 Fall General
Membership Meeting
Date: Tuesday, October 28
Time: 5:30 p.m.
Location: The Housing Center

Cost: $18 Members

$28 Non-Members

Register Online
www.atlantahomebuilders.com

catering provided by

HNORTH GEORGIA'S
Authorized Club Car Dealer

M wl Prvbiuly l‘.l'l.Fl}'Iﬂ.E Cooll Claarn amal 1.'.liil'lt!r Yohmles
s & Fleonia

Specialty Car Company

Adlania F70-0400- 3444
Cabmssville 770-531-01 80

www sprclaliycacooam
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Fall General
Membership
Meeting Sponsors

Atlanta Gas Light

The Atlanta Journal-Constitution
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Charlestown Landing

Brick Is A Natural

Beautiful, sustainable, efficient. Brick is the natural choice.

General Shale Brick e ==
Building The American Dream’
www.generalshale.com

Alley-Cassetty Brick (770) 961-4477 e North Georgia Brick Co., Inc. (770) 886-6555 ® J & J Brick and Materials (770) 923-9695
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Build ENERGY STAR® and All-Electric and build in quality.

Distinguish your homes by following ENERGY STAR® New Home guidelines —

and by building All-Electric. Today, energy efficiency is a huge selling point.

And an ENERGY STAR qualified new home is at least 15% more energy efficient ‘
GEORGIA -

POWER

A SOUTHERN COMPANY

than Georgia’s standard building code. You'll appreciate the simplicity of
ENERGY STAR building All-Electric. Plus you can get a $300 rebate from Georgia Power for
each All-Electric ENERGY STAR new home you build. To learn more, call

PARTNER )
1-800-524-2421 or go to georgiapower.com/energystar.



