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President's Message
by BILL BADGER, SR,
Badger Construction, Inc.

September is here and, as usual, | am
waiting until the last minute to submit my
newsletter article. Some of us work better
under pressure and impending deadlines,
and it lookslikel fit into that category!

Speaking of pressure, SIBA isright out
front in staying with the current and future
issues facing the building industry. They
are continually monitoring local issuesthat
directly affect construction. They are
constantly planning and researching, and
keeping up-to-date. All of these issues
reguire true dedication to our field. A great
example isthe BAT program and the State
and L ocal code changes. SIBA iscommitted

See PRESIDENT'S, page 10

" Too many people overvalue
what they are not and
undervalue what they are."
—NMalcolm Forbes

SIBADATES

Sept 5 - SIBA Office Closed
Labor Day, Company Holiday

Evansville, IN 47715 Sept 13 - Holiday Inn, 5:30pm
SIBA M'ship Mtg

Sozfthwestern Sept 23,24,25 - Washington SquareMall
Indiana Home& Rem. Expo

Sept 27 - Whirlpool Corporation, 5:00pm
RC Mtg- Tour Whirlpool p6

MEMBERSHIP
RECRUITING CONTEST

$1000in PRIZES
Deadline: October 7, 2005

| e e |
I FIRST PLACE: $500 1
I 2o PLACE: $250 1
I 3R° PLACE: $250 |

STANDINGS:

details' 1-TIED: Bill Badger 2 New Members
1-TIED: MikeMartyn 2 New Members
Many member stied for 3rd with only
1 New Member Recruited!

SEPTEMBERHIGHLIGHTS: )

Code Items, Sept 11......cccovvciiieeeeiiiiieeee e pg4
Associate Appreciation.........ccccceeeeveeciveeeeeeeeeeseieeeen pg9
RC HOSIS EXPO...cccovviiiiiiiiiiiiiiiiiiiiieeeeee pgll, Insert 4
Back to School @ Sept 13 MtQ.....cccvvvvevveeecieecee. pgll
Fall Classic Golf Supports PAC.......c..ccoecvvvvveeeenee pgl6
\ HOW to Network...........ccooiiii, pgl8

e page 5 fof

r

NI ‘9]|1Asuens
8¥8T "ON llw.ed
alvd
afersod 's'N

plepuels panossid




Page 2 SEPTEMBER, 2005 ACTION NEWS

Benthall Bros, Inc.  Distributoy Windows, Doors

A ;
q*‘ e & Service
Benjamin Moore®

Faints

Customized for your needs

Distributors of _
Fine Building Products FreeDehvery Ken Neumeyer: (812) 568-8583

S Kurt Paridaen: (812) 430-8306
« Hurd Wood & Vinyl Windows & Doors L argest Benjamin Moore (®12)

* Moss & Weatherlok Vinyl Windows | Paint Inventory in the Tri-Sate

« Coronado stone veneer (supply or install) "'-.Lln 11’]]1{1: wws Online
* CHI overhead garage doors 201 N. Royal Ave. s e DS
° Entry Doors (geel & WOOd) - Piiraiie Sy On | “.l'-:';lll: :
* Vinyl siding & trim (dozens of colors) 471-7070 +0 T.h ot Wha's Nisw

424-0413 2201 W. Franklin &. et na

- Since 1943 - 422-2901

A FOR ALL YOUR
LIGHTING NEEDS

el & Li

bl Fan ight! |
Action Pest Conlngd 8 the tri-states choice W ,dg e ‘ STONE
for proven profection sgairst all perts or 265 StyleS&COIOrS
ncludirg ants, roaches and termites. Only 4008 Green River Road Exterior/Interior

We Supply & Install

Action combines the region's most advanced

ELNOImend and LELC _-I'Ii.'.-'.-l'E'f wWith the CEILING FANS MIRRORS
CHANDELIERS

OUTSIDELIGHTING ~ DOOR CHIMES Showroom open

KITCHENLIGHTING ~ CENTRAL VACUUM

RECESSED BATHROOM VENTS \ by appointment

TRACKLITING LAMPS ! (We are out laying stone!)
FOYERLIGHTS INTERCOM SYSTEMS Low Overhead

473-0535 -

MON. - FRI. 8-6
wwrw. actionpest.com SAT. 9-5

professional service the Tri-state
has trusted for ower
fifty wears

18

‘J”"’f ® CONCRETE
: lff lml EREER s uppiy, LLC

Al w,:'*nn *HEATING,INC. | IRVING MATERIALS, INC.

“WHERE SERVICE AND QUALITY MEET®

2501 Broadway Avenue
QUALITY READY-MIX COMNCRETE

Evansville, IN 47712 Ready Mixed Concrete R LSRR B
"We're Proud of our work." EBAR

We're not comfortable until you are.

424-3551 il VOGEL I-.

(812) 423-0056 o s i

1-800-723-7523 PHOME (117 414871 WX
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Southwestern
Indiana

Association

EXECUTIVE OFFICES

2175 N. Cullen Avenue
Evansville, Indiana 47715
Phone: 812-479-6026
Fax: 812-479-6340
OfficeHours:

8:30 am. to 4:30 p.m.
Website:

www.SIBAonline.org

20050FFICERS

President
Bill Badger, S, Badger Condruction

Vice President
Bill Kattmann, Kattmann Congtruction

Treasurer
Kevin Vickrey, Evansville Teachers FCU

Secretary
John Graupner, Lowe's Home Center

Immediate Past President
Mike Martyn, Martyn Custom Homes

Executive Director
Bill Pedtke

BOARD OF DIRECTORS

BUILDERS ASSOCIATES

Shane Clements Bruce Biggerstaff, S.

John Elpers Byron Cooper

Jeff Happe Mike Frank

Jill Hayden Larry Northenor

Greg Kuhlman Darren Spainhoward

Dave McClary Ted Ubelhor

David Rahman  penopELERS
Damien Scheessele
Ken Stevens

SIBA LIFE DIRECTOR: W.C. "Bud" Bussing

ACTION NEWS isthe Official Publication of the Southwestern Indiana Builders Association
Advertising Information available upon request.

2006 COMMITTEE CHAIRS

SIBASTAFF

MEMBERSHIP
Mike Zehner, Zehner Devel opment

REMODELORS COUNCIL
Damien Scheessele, Scheessele & Sons Const.

PARADE
Bill Kattmann, Kattmann Contstruction

EXECUTIVEDIRECTOR
Bill Pedtke
E-mail: bpedtke@SIBAonline.org

ASSOCIATION SERVICESDIRECTOR
Shannon French Holt
E-mail: sholt@SIBAonline.org

ADMINISTRATIVEASSISTANT

Darren Spainhoward, Old National Bank Nancy Maiden
GOLE OUTINGS E-mail: nmaiden@SIBAonline.org
Danny Davis, Davis Homes ACTIONNEWS
LEGALADVISOR 2005 DEADLINES
Shannon Frank, McCray Lavallo Frank & Klingler
CHRISTMASDANCE Issue Deadline
Jennifer Mitchell, Windows of Evansville
January December 17
CODES February January 14
Ron Dauby, Core Contractors, Inc. March February 11
Dave McClary, River Valley Homes April March 11
POLITICAL ACTION May April 15
Carl Shepherd, Shepherd Construction June May 13
July June 13
SCHOLARSHIP August July 17
Bill Kattman, Kattmann Construction, Inc. September August 12
October September 16
November October 14
STATE DIRECTORS December November 11
Bill Badger, Sr. Darrell Spears  SPECS
Alan Bosma Brad Sterchi
Mike Martyn Ted Ubelhor Ad Size Width Height
John Peninger Mike Zehner
Sandy Smith Jones 1/9-Page 212" x 314"
1/2-Page 712" x 43/4"
Full Page 71/2" x 93/4"
IBALIFEDIRECTORS Insert 219" x 9 3/a"
*W.C.Bussing LarryKoch
Ron Dauby Damien Scheessdle RATES
Bob Hatfield David Schroeder
*SeveHeidorn *Carl Shepherd Size 1X 3X 6X 12X
* denotes Past Sate President Ninth $27  $80 $160 $320
Half $54 $160 $320 $640
NATIONAL DIRECTORS Full $107 $320 $640 $1280
Insert $187 $560 $1120 $2240
Carl Shepherd and Bill Badger, S

The information provided in this publication
isfor informational purposes only.

Due to complexities of applicable building codes,
construction applications, and facts specific to each situation,
individuals should consult with a qualified contractor
regarding specific construction needs or concerns.
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SEPTEMBER EVENTS

The
Pedtke
Per spective

by
Bill Pedtke

Of course !’ m going to write more about
the building code — we're the Builders
Association! The new building code goes
into effect September 11, 2005. Thismeans
that all permitspulled AFTER September 11
arerequired to be built to the new building
code.

All permits pulled BEFORE are allowed
to bebuilt to the old building code. However,
permits pulled beforethe new code goesinto
effect have the option to switch and comply
to the new code, as long as you make the
local building department aware of your
decision. Those who choose the new code
can’'t pick and choose their favorite parts.
If you switch, you switch for everything!

Complying with the building code may
be the most effective method of limiting a
builder’s liability. Lawsand contracts can
limit abuilder’sliability, but thelimit on code
violations may never end.

Builders should also be aware of their
subcontractors' work complying with the
building code. Most subcontractors are
extremely knowledgeable about the code
requirements. But if your sub hasaproblem
complying with code requirements, then
you should have a problem hiring that
subcontractor. Laws hold the contractor
responsible.

Regular membership meetings continue
this September 13 at the Holiday Inn. Our
meeting program revolves around
education. First we'll hear from Brent St.
Clair whoistherepresentative from thelocal
Building Trades program. Attendees will
learn about the programs available to high
school aged students who are interested in
the construction industry.

Alsoin September, we are happy to have
Rich Welage and Brian Lindsey from
Vincennes University’s Construction

Technology Department. Richand Brianrun
an outstanding program, and SIBA builders
need to know the curricula are included in
the Vincennes Program. Several SIBA
builders hire graduates from the Vincennes
program becausetheir students have already
begun their training in construction-related
fields. Students who invest in their own
training are more valuable than those who
need to learn everything on your jobsites.

The Remodelors’ Council is doing
something that deserves your attention and
participation. The Home and Remodeling
Expo (September 23-24-25) isan exhibition
at Washington Square Mall for the general
public to learn about home and building
products and services. The H&R Expo
already has Nextel on board as a major
sponsor, and has put together an effective
advertising budget for getting homeowners
to the show.

Sincethisis a service by your Builders
Assaciation, exhibit space is priced very
low, as are other special exposure
opportunities. SIBA volunteers are doing
thework to makethe Expo areality. Andthe
H&R Expo promises something no other
show will —morethan half the proceedswill
begiventolocal charities. That point alone
isreason for your support for this Expo. But
as booths continue to sell, this show
promises to grow into a major event for
connecting to the consumers.

PROPERTY
MAINTENANCE CODE

The City of Evansville is considering
the adoption of a property maintenance
code. Anyoneinterested in participatingin
the process should contact the SIBA office
ASAP. The first committee hearing for
Ordinance G-2005-20 is scheduled for
September 12 at 5:20 p.m. in the City Council
Chambers at the Civic Center Complex.

PRETTY
IMPORTANT CODE
ITEMS& CHANGES

For most residential construction in
Indiana, the building code is determined by
state government, and it isenforced by local
government. Indiana law says there is a
statewide building code, Thismeansalocal
government cannot enforce amore stringent
code without first getting approval by the
State Building Commission.

In determining the statewide code,
Indiana adopts a model code and makes
amendments to it. The amendments are
equally enforceable aswhat’s printed in the
moddl. Indianaadopted the |IRC 2003, which
goes into effect along with the Indiana
Amendmentson September 11, 2005.

The BuildersAssociation playsamajor
role in the writing of the amendments, in
order to maintain affordability for all
Hoosierstrying to own ahome. Itemsthat

See CODE ITEMS, page 10

TRENT VANHAAFTEN MEETSSIBA BUILDER

SIBA Builder Jeff
Happe met with State
Representative Trent
VanHaaften, District
76 (west side of
Evansville, Posey
County, and parts of
southern  Gibson
County). Van
Haaftenisafriend of
affordable housing
and is serving on
Indiana’s Interim
Study Committee on
Eminent Domain, the
red-hot issue brought
to America’s attention by the Supreme
Court’srecent decision.

VanHaaften supports community

growth and agrees effective infrastructure
is the key to the success of Indiana’s
communities.
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2005 MEMBERSHIP TOTALS

Asof:
Builders
Associates
Totd
Y-T-D Net Growth: 4.4%

12/31/04 7/31/05
119 120
265 281
384 401

Annualized Retention: 87.5%
Total jobs represented: 18,318!

Up For Renewal...

84 Lumber
A+ Heating & Cooling
Benthall Bros.,, Inc.
BFI
Buck’s Crane Service, Inc.
Business Forms Specialists
Complete Lumber, Inc.
Danco Construction, Inc.
David Stevens Construction Inc.
Elliott’s Excavating
EvansvilleTileDistributors
Happe & Sons Construction
JD’s Construction, Inc.
Meuth Concrete Services
Rita Heathcotte, CPA
Ryan’'s Excavating, LLC
Schiff Air Cond. & Heating, Inc.
Self Insurance Services
Trusses by Hobgood, Inc.
Waterfield Financial Corp.
Whayne Supply/CAT Rental Store
Windows of Evansville
These membersareup for renewal in

September. |If you seethem, offer afriendly
reminder to renew!

Lodiod 4dooo
IO Ob00inodn
U ad Ladl
Uoyiooooao
4 oood

000000000
I I R R
IOO00O0000n

0000000000

000100000000
0000000I00000000
I0M0Tmo0I0000n
Q0oooom
0000000000
I0I00Mmo00m0an
000000000000
0000000000
000moI00o00
0000000 L
[ R
0000000000 OO0 }

FALL CLASSIC
GOLF SUPPORTS
SIBA PAC

(See page 16)

$1000 CASH FOR
RECRUITING

At the October 11" Membership
Meeting at the Holiday Inn, Membership
Committee Chairman, Mike Zehner, will give
away $1000 in cash prizes to the top three
recruiters of 2005. Every member who has
recruited a new member since April 1 will
be entered in the contest. The member
recruiting the most new members before
October 7" will receive $500. $250will goto
the next 2 top recruiters. Current recruiting
standingssinceApril 1% (as of 8/19/05):

Bill Badger 2

Mike Martyn 2
Jill Hayden 1

Todd Tucker 1
Scott Edmond 1

oy
B

=
\11,; Jack Tubbs 1
() Scott Railey 1
Danny Davis 1

Brent Holweger 1
John Penninger 1
Dan Buck 1
Larry Koch 1
Jeff Happe 1
David Stone 1
Toby Nelson 1
John Ebach 1
David McClary 1 >
Mike Zehner 1 p
Walt VanZilen 1 <‘\\'
Mike Talbert 1
Chris Combs 1
Shannon Frank 1
John Mattingly 1

»

Next M ember ship M eeting:

September 13"

@ Holiday Inn, Airport
(US41 & Lynch Rd.)

"A Smoke-Free Environment"
5:30 p.m.

$17 with reservation

($22 for walk-ins)

~RSVP~
479-6026

~PROGRAM ~

BACK TO
SCHOOL NIGHT!

~SPONSORS~

VictoriaManor,
PellaWindows& Doors
& M.A.B Paints

LAST CHANCE
TO RENEW

H.A. Lewis Htg Clg & Plg
Schenk's Sod Farm
Stewart Drywall & Painting
Tenbrage Seed Company
Asof 8/19/05, these membershave
not renewed their Membership Dues and will
lapse at the end of this month.

If you seethem, offer afriendly reminder of
the benefits of being a SIBA member.

SIBASHIRTSFOR SALE

Short-sleeved golf
shirts and T-shirts
sporting the SIBA
logo arenow available
at the SIBA office.
Golf shirts in tan or
yellow can be
purchased for $17
each, and T-shirts, in many bright colors to
choosefrom, areonly $9. Shirtsareavailable
in3sizesranging from Largeto XX Largeand
can be purchased at the SIBA office during
normal businesshours, 8:30amto4:30 pm.
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RC ROSTER

55 Members!

REMODELERS

Bosma Construction

Comfort Homes

Core Contractors, Inc.

Creative Interiors

Dunn Building & Consulting, LLC
Fest Construction, Inc.

Happe & Sons Construction
Heidorn Construction, Inc.
Homes by John Peninger

JD's Construction

Koch Construction Inc.

Martin Brothers & Co., Inc.
MCF Construction

Nurrenbern Construction
Popham Construction Co.
Sandy Smith Builder, Inc.
Scheessele & Sons Construction
Shepherd Construction, Inc.
Daniel E. Temme Architect
Tri-Sate Restoration Contractors

ASSOCIATE MEMBERS
A.B. White & Son, Inc.

Allied Building Products
All-Weather Products, Inc.
American Wholesalers

Benthall Bros Inc

Champion Windows

Electric 2000, Inc.

Evansville Tile Distributors
Evansville Winnelson

Fifth Third Bank

Gabe Mehringer Plumbing

ICl Paints, Inc.

Indiana Wholesalers Inc.

K-l Lumber & Building Materials
Ken Sevens, F.C. Tucker Emge Realtors
Kight Lumber Co., Inc.

Kitchen Interiors

Koressel Glass Company

Lance Cabinet Shop

Lensing Wholesale Inc.

Light Concepts

Louisville Tile Distrs. Inc.
Michael Gourley & Sons

Old National Bank

Overhead Door Co. of Evansville
Paint ‘N Suff, Inc.

PPG / Porter Paints

River City Elevator

Scholz Drywall & Interiors, Inc.
Sears Contract Sales

Shelter Distribution

Sherwin W liams

Sun Windows, Inc.

Syat Pest

Windows of Evansville

REMODEL RS

C 0O U N C I L

2005 Officers
Chairman: Damien Scheessele
Vice Chairman: Larry Koch
Secretary/Treasurer: Mike Freeman

REMODELING MARKET REMAINS
STRONG IN SECOND QUARTER

WASHINGTON, August 23 -
Remodeling activity continued to grow in
the second quarter of 2005, according to
the National Association of Home
Builders' (NAHB) Remodeling Market
Index (RMI). Today's second quarter
resultswere slightly below the seasonally
adjusted first quarter of 2005 but remained
in the positive growth range.

"The high rates of home sales and
home price appreciation are helping fuel
strong remodeling activity,” said
Remodel ors Council Chairman Don Novak,
CGR, CAPS, CGB, aremodeler from Cedar
Rapids, lowa. “Though we saw little
change overall, the RMI still showsabove
average activity for the past quarter and
thiswill continue into the third.”

The RMI is derived from a quarterly
national survey of more than 500
remodelersand is seasonally adjusted. The
current market conditions index dropped
one half a point from 52.9 to 52.4. The
future expectations index also moved
down from 53.6 to 52.8. Both indexes
continue to show above normal activity.

Regionally, strong readings in the
Northeast, South and West were partially
offset by a sub-par reading for the
Midwest. Current market conditionsin the
Northeast improved from 53.8 t0 59.1 and
the West gained nearly five points from
53.6 to 58.5. Conditions dropped in the
Midwest from 48.9t0 44.7 and in the South
from58.4t055.7.

" A maintenance of positive readings
in most parts of the country reflects
remodelers confidencein their component
of the housing sector,” said NAHB Chief
Economist Dave Seiders. “In markets
where there is strong real estate
appreciation, remodeling continuesto see
near-record growth.”

Owner-occupied units saw a slight
increasein current market activity moving
from 55.8 t0 63.3. Renter-occupied units
had anearly two point decreasefrom 47.7
to 45.8. In the futures expectation index,
the reverse trend was true. Owner-

occupied units index dropped from 56.7 to
55.8 and renter-occupied unitsindex increase
from41.0t043.0.

The RMI “special questions”’ section
survey covered questions on remodelers
profile. In 2005, 64 percent of remodelers
responding had 20 or more years of
experience. Thisisanincreasefrom59and
54 percent from 2003 and 2002, respectively.
The level of education saw wide changes
from previousyears. 1n 2005, 32 percent of
remodelers had completed an advanced
degree in graduate school. Previously in
2003 and 2002, only 10 and 11 percent earned
an advanced degree. While 42 percent of
respondents said they earned a college
degreethisyear, thisisamarked declinefrom
53 percent in 2003 and 50 percent in 2002.

ABOUT THE RMI: TheRMI ishasedona
quarterly survey of professional remodelers,
whose answers to a series of questions were
assigned numerical values to calculate two
separateindexes. Thefirst index gauges current
market conditions and is based on remodelers
reports of major and minor additions and
alterations, plus maintenance work and repairs,
on both owner-and renter-occupied dwellings.
The second index gauges expectations for the
near future and is based on remodelers’ reports
of their callsfor bids, amount of work committed
for the next three months, job backlogs and
appointmentsfor proposals. Avariety of “ special
questions’ arealso asked at the end of the survey
to help pinpoint market trends of economic
growth in the country.

REMODELORS COUNCIL
NEXT MEETING
September 27, 2005
TOUR:
Whirlpool Corporation

5401 USHwy 41 North
INCLUDES:

Program, Dinner & Tour
RSVP& DETAILS:

Shannon @ 479-6026
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SIBA SpikeClub Members

(as of 7/31/05)

SUPER SPIKES

(250-499)

Tommy Thompson 329
Thompson Homes, Inc.

Bob Hatfield 260
Custom Homes by Bob Hatfield

ROYAL SPIKES

(150-249)

Carl Shepherd 225
Shepherd Construction, Inc.

Mike Talbert 212
Homes by the Talbert Group
SteveHeidorn, cerceBcars 182
Heidorn Construction, Inc.

Scott Jagoe 181
Jagoe Homes, Inc.
Ron Dauby 174

Core Contractors

RED SPIKES

(100-149)
Ron McGillem 140
R.A. McGillem CustomHomes
Alan Bosma, ces ccr 136
Bosma Construction, Inc.
C. Frank Scholz 129
Scholz Drywall & Interiors, Inc.
Jeff Hatfield 124
Core Contractors
Sandy Smith Jones 123
Sandy Smith Builder, Inc.
Dan Buck 117
Dan Buck Devel opment
Glenn Nurrenbern 117
Nurrenbern Construction
LarryKoch, ccs 106
Koch Construction, Inc.
Damien Scheessele 105
Scheessele & Sons Construction
W.C." Bud" Bussing 103

Bussing Construction

GREEN SPIKES

(50-99)
Brad Sterchi 98
Serchi Homes Corporation
Brad Killebrew 91
Killebrew Brick, Inc.
Al Bauer, Jr. 87
Bauer Homes
Mike Martyn 73
Martyn Custom Homes
Bill Badger, Sr. 71
Badger Construction, Inc.
Dick Zirkle 67
Benthall Brothers, Inc.
Danny Davis 61
DavisHomes
Bill Jagoe 55
Jagoe Homes, Inc.
John Peninger , cee cmB 54
Homes by John Peninger
JimMuth 52
Complete Lumber, Inc.
Darrell Spears 52
Spears & Norman Homes
JimArvin 51

Arvin Sgn Services

SIBA Members must earn six spike
credits within two years to become a
Blue Spike. Blue Spikes must then

recruit two spikes per year until they
reach Life Spike status with 25 Spikes.

/II

NAHB SPIKE CLUB

LIFE SPIKES
(25-49)

Herb Schumacher 46
Schumacher Custom Homes
Walt VanZilen 44
Selective Homes by Chad & Dad
Rick Oakley, cercars 38
Creative Interiors/ReBath
Robbie Sears 31
VECTREN
Bert Warner 31
Windows of Evansville
Jill Hayden 28
J.H. Hatfield Homes
Ted Ubelhor 27
Fifth Third Bank
Rick Schapker 26
Pella Windows & Doors
MikeFrank 25
Insulpro, Inc.

BLUE SPIKES
(6-24)

ChrisCombs 24
Combs Landscape & Nursery
MikeZehner, cescvs 24
Zehner Development Corporation
Brent Holweger 22
Holweger Development & Construction
Jeff Happe 21
Happe & Sons Construction
TonyArvin 12
Arvin Construction Co., Inc.
Jon Newcomb 1
Folz Realtors
David McClary 10
River Valley Homes
Jennifer Mitchell 9
Windows of Evansville
BruceMiller 8
Barrington Development
Chad Ailstock 7
Ailstock Homes, Inc.
Chuck Murphy 6

Murphy Homes, Inc.
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FIFTH THIRD MORTGAGES
GABE .
|£A ATEH - Construction loans
MEHRINGER (AR 11 DR
PLUMBING, INC. | [fouse[eTPT™ ate loans
PL81055103 T i = 100% financing
with no maximum
"Where Quality Begins income restrictions
Inside the Walls" Contact Traci Horty when you’re
ready to buy, build or refinance.

New Home Specialist
Repairs & Installations

Since 1971

812-430-6851

Newburgh Evansville www.houseguard.com

853-2321 479-1614

SEARS

TRACI HORTY
Mortgage Loan
Originator

812-456-2961

traci.horty@53.com

b JFifth Third Bank

Working Hard To Be The Only Bank You’'ll Ever Need:

Fifth Third and Fifth Third Bank are registered service
marks of Fifth Third Bancorp. Member FDIC

=

Prolacied by

Cater

VIDED &

SECURITY

= rom Bl ik

CONTRACT SALES
Tne BuiLoer Resounce Southwestern
Call Indiana
Steve Thornbury
(812) 490-3632
smarthorn@s gecom.net Associa tion

Southwestern
Indiana

Custom Cabinet design, manufacturing, and installation
Granite, Zodiag, Corian, and Laminate Countertops

Sub-Zero/Wolf, Asko, Kitchen Aid,
Whirlpool Appliances

(812) 963-3377 www.fci3.com

ELKD

Kitchen & Bath Center
Professionally Designed Cabinetry
Custom Made Counter Tops - Laminates,
Solid Surfaces, Sub Zero, Dacor Appliances
940N.BOEKEROAD
EVANSVILLE, IN47711-4998
(812) 473-8400

/ \
732
ATRUSS SYSTEMS, INC.A

State of the art Design and Manufacture

Alues  aProfih Vol Pl
A (omponents . Crane Seice

SCHOIZ crywal and interiors
BO.Box 9110 RYROCK BLYD. BOONVILLE, I

609 N. Weinbach Avenue PHONE (12) 8973064+ EAX (12) 89769

Evansville, IN 47711 1-888-388-3004

"MEETING YOUR NEEDS SINCE 1920"

MILLER
BLOCK
AND

BRICK CO.

* CONCRETEBLOCKS
*ARCHITECTURAL BLOCKS
*FACEBRICKS

* PATIO BRICKS

*« CONCRETE PAVERS
*GLASSBLOCKS

* MASONRY SUPPLIES

1700W. FRANKLIN ST. EVANSVILLE
NEXT TO PIGEON CREEK BRIDGE

422-2864

_/
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JUST SAY THANKS

MEMBERSHIP
MOMENTS

by
Shannon French Holt

September has only thirty days. That's
not nearly enough time to fully appreciate
and appropriately recognize the numerous
contributions Associate members make to
our BuildersAssociation. During Associate
Member Appreciation Month, | want to
make sure that we take time out of each one
of its 30 days to not only think about what
Associates do, but to actually do something
to highlight their activity.

Listing everything Associates do should
be easy enough, because for every active
Associate member, there is a unique
contribution being made. When Associates
pay their membership dues or purchase
exhibit space or provide asponsorship, they
literally put their money where their mouth
is. But, to the extent that financial support is
given, somebody hasto plan, coordinate, and
implement the various events and programs
that make SIBA so successful. Again,
Associate members rise to the occasion.

As Committee or Council Chairs and
Vice-Chairs, Associates exhibit true
leadership qualitiesby focusing the energies
and talents of a diverse group of members.
No less important are the Associates who
serve as committee members, they too take

WSEE A BUG...CALL

Complete Residential

and Commercial
Pre-Treatment for Ter mites

423-4455

1-800-844-4455

time away from their professional
responsibilitiesand contribute selflessly to
SIBA’s success.

You may think that it would be enough
to recognize Associates for what they do
for our Association, but doing so would
neglect the equally generous spirit that
shows itself when our Associates take part
in numerous activities. Again, they see their
roles as encompassing a wider scope than
just their business, and we are all better for it.

As Associate Member Appreciation
Month continues, | ask that we reflect on
how we can show appreciation for
Associates and “Just do it.” For example,
we can organize special eventsto show our
appreciation for Associates, but that will
never be as good as true, unstaged
appreciative remarks coming from fellow
members—coming fromyou. Think about al
Associatesdo, and offer them afew kindwords
to encourage them to do it even better.

| want to thank our Associate members
for their contribution throughout the year.
September is their month and | know that
we'll do all we can to make it a special,
memorable, and worthwhile time for our
active Associates.

BUILDERS &

N

ASSIAES

( Do Business with a Member )

SEPTEMBER
ASSOCIATEAPPR
MONTH

To celebrate Associate Appreciation
Month, SIBA will once again be presenting
one very deserving associate with the
Darrell Dunlap Associate of the Year award
at the September 13" Membership Mesting.
Associates were nominated by builders on
the Board and voted on by builder members
attending theAnnual SIBA Golf Outing and
the August 9" Otters Game. Join us at the
Holiday Inn on September 13 to thank all
associatesfor their time, effortsand financia
support this year.

2005 NOMINATIONSFOR
SIBA'S
“DARRELL DUNLAP”
ASSOCIATEOFTHEYEAR

Bruce Biggerstaff, Sr., B.M.B.
Byron Cooper,

Sicks & Sones Landscape Materials
Ann-Marie Dougan, VECTREN
Shannon Frank,

McCray Lavallo Frank & Klingler
Jennifer Mitchell,
Windows of Evansville
Bruce Moreland,

King's Great Buys Plus
Larry Northenor,

People’s Trust & Savings Bank
Darren Spainhoward,

Old National Bank
Ted Ubelhor, Fifth Third Bank

The Right Choicefor
Years To Come

* Residential  * Commercial
* Industrial Recycling Services

Cdl BFl forALL
Woaste Removal Needs!

424-3345

SPA*CITy

*::ﬁ%ft'& A =

Par ade Discounts for all

homebuilders:
e hottubs < pool tables
* gazebos ¢ saunas
* tanning beds
* swimming pools
e electricfireplaces

479-3161

WWW.spacityusa.com
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" WELCOME
NEW
. MEMBERS |

Farmers Sate Bank

Doug Diekmann

POBox 5433

Evansville, IN 47716

Phone: 812-402-2265

Fax: 812-402-2269

E-mail: ddiekmann@farmersdreamteam.com

Nelson Flooring Inc.
Bob Nelson

5740 Voge Rd.
Evansville, IN 47715
Phone: 812-568-2030
Fax: 812-401-1025

Swat Pest & Lawn Mgmt.
Stacey Runyon

2750 N. Burkhardt Rd.
Evansville, IN 47715

Phone: 812-476-9708

Fax: 812-476-5529

E-mail: stacey@swatpest.com
WebSite: www.swatpest.com

Vittitow Basement Walls Inc.
IrvinVittitow

850 LandisLane

Mt. Washington, KY 40047
Phone: 502-538-6820

Fax: 502-538-6834

E-mail: vittitowbasements@yahoo.com
\ J

PRESIDENT'S,

continued from cover

to staying abreast of the latest information.
If you have any questions, concerns or
comments, SIBA isthereto assist and listen.
We all need to step back and realize just
what SIBA can do for the building industry.
Oftentimes, we are so busy with our projects
and deadlinesthat weforget who isout there
helping usmakealiving. Now that iswhat |
call pressure!

On afinal note, let’stry to increase our
membership numbers- themore, the mightier
we will be as a group. It only takes a few
moments out of your day to speak with
someone about the benefits of joining SIBA.

CODE I TEM S, continued frompage5

are not necessary for the integrity of the
structure should remain optional, and not

be included as code items.

Thefollowing are significant itemsthat
are changes in the IRC 2003 and Indiana

amendments:

You are strongly advised to refer to the
exact language in each section for full

description of requirements.

defeated a proposal to require a drainage
pan for water heaters (2801.5) and cooling
equipment (R1411.3.1), and limited pans
under such equipment located “over
finished ceilings’ only.

NEW CODE BOOK SFOR SALE:

The new code becomes effective on
September 11, 2005, so be sureto purchase
your code book as soon as possible. The
Indianaamendmentswill not match the old
codebook (IRC 2000). Theexact version of

Section Number

Subject

Change or Quick Notes

Table 301.2(1)

Climatic and Geographic
Table

Relieves nine counties of southwestern Indiana from
unreasonable seismic restrictions, and creates the C1 Seismic
Design Category with requirements reasonable for our seismic
threat.

R311.5.6

Handrails

Handrails are required on at least one side of each continuous
run of treads or flight with FOUR OR MORE RISERS.

R311.5.6.2 (Exception #1)

Continuity

Handrails can be interrupted by a newel post at the turn or by a
landing.

Table 401.1.1(1)

Foundation Wall Limits

Vertical steel reinforcement is required if more than 4 feet of
unbalanced fill.

R403.1.3

Steel in footers

Two #4 bars are required to be placed longitudinally in the
bottom of the exterior footings. Bars shall be placed in the
bottom half of the footing, at least 6 inches apart and not less
than 3 inches from the bottom and the sides of the footing.

R408.2 Exception #5

Conditioned Craw! Spaces

Crawl space vents are not required when the ground surface is
covered with an approved vapor retarder material, the space is
supplied with conditioned air and the perimeter walls are
insulated in accordance with the Indiana Energy Code. See
Chapter 11 of the Indiana Amendments.

Table R502.3.3(2)(h)

Interior Balcony

Footnote (h) permits use of this span table for an interior
balcony. Without it, there is no load requirement stipulated for
a builder's responsibility.

R502.8.1 Exception

Sawn Lumber

The changes in this section increase the permitted holes in joist
spans, giving your subs flexibility for locating pipes, etc.. See
section for details.

Figure 502.8

Cutting Notching and Drilling

The changes in this section adds flexibility by increasing the
drilling and notching permitted in solid lumber joists. See figure
for details.

602.10.1

Braced Wall Lines

There changes required additional bracing for walls.

R703.7 Exception #2

Masonry veneer height limits

Brick veneer in C1 is limited to 30 feet, plus 8 additional feet for
gabled ends. Wall bracing is increased 1.5 times requirements
of Table R602.10.1.

House wrap is not required over water-repellant sheathing
materials applied to manufacturer's instructions, AND a 3/4-

Table 703.4 Wrap under Brick inch air gap is provided.
House wrap is NOT REQUIRED under vinyl siding, unless by
Wrap under Vinyl manufacturer instructions.
Change reduces air space between masonry veneer and
R703.7.4.2 Air Space sheathing from 1-inch to 3/4-inch.

R703.7.6 (1) and (2)

Alternate Drainage Details

This change removes weepholes and flashing beneath brick
veneer IF, AND ONLY IF, the wall cavity is drained through
foundation wall or basement wall to an approved drainage
system.

Chapter 11

Energy Code

Chapter 11 of the IRC 2003 replaced entirely by Indiana
Amendment. See Ch 11 in Amendments.

R1101.4

ResCheck

Permits use of easy-to-use "ResCheck" software to determine
compliance with this Energy Code.

R1102.1.10

Air Leakage

Provides exception to sealing all sources of air leakage in the
the building envelope. Specifically, vertical seams and joints
with gaps of 1/8-inch or less that break over a stud are
exempted from the sealing requirement.

Table 11-5

R-Values

See table for R-value requirements for different components of
house; OR envelope method as determined by ResCheck (See
R1101.4) Vanderburgh, Posey and Warrick counties are in the
Ohio River region.

R 2005.5 Exception

Excess Flow Valves

Permits APPROVED Excess Flow Valves as an alternative to
seismic straps on water heaters.

Playing Defense
Association also worksto defeat itemsfrom
reaching the code if they threaten
affordability unnecessarily. The SIBA
provided technical data to defeat an
increase in foundation bolts from 7 inches
to 15 inches, see R403.1.6. SIBA also

The Builders

the codeis|RC 2003, Fifth Printing.

For SIBA membersonly, code booksare
available through the SIBA office for $70.
This price includes the loose-leaf book,
cover, IndianaAmendments and turbo tabs
as long as supplies last.

Call or stop by the SIBA office.
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RCHOSTSFIRST-EVER HOME EXPO

September 23-24-25 @ Washington Square Mall
Exhibitor Deadline September 15"

It's New. It's Exciting. And it’s about
darntime!

The SIBA/Nextel Homeand Remodeling
Expo is a new three-day event for SIBA
Builders and Associates to display their
products and services - homes,
subdivisions, remodeling projects, building
materialsor services- to agreater customer
base. The Home and Remodeling Expo is
sponsored by SIBA’s Remodelors' Council,
and we're proud NEXTEL ison board as a
Partner for the 2005 Expo!

In addition to more than 80 great booth
locations, the Home and Remodeling Expo
offers valuable packages for Sponsorships
and Advertising. And because volunteers
areproviding the Expo, pricesare affordable
and open to SIBA members only. What a
great way to reach customers!

See INSERT page 4 for the Home &
Remodeling Expo booth layout or check us
out on the web at www.SIBAonline.org.
Click on “Meetings & Events’ under “For
Members” and download the Exhibitors
Agreement, layout and sponsorship forms
or call the SIBA officefor more details.

As with previous fundraisers, the
Remodelors Council has committed 55%
of the net revenue fromthe Expo to various
charities in southwestern Indiana. Over
the past 11 years, RC has raised and
donated more than $35,000.

at the SIBA Membership Meeting

COLLEGETEAM NIGHT

September is Back To School Night at
the September 13" General Membership
Meeting for the Southwestern Indiana
Builders Association.

Sticking with SIBA's popular theme
nights, Builders and Suppliers who attend
the meeting are encouraged to wear clothes
that promote their favorite high schoal,
college, or university.

Attendees are expected to wear shirts,
sweatshirts, buttons/pins, or hats that
promote or represent the IU Hoosiers,
Purdue Boilermakers, UE Aces, US| Eagles
or Kentucky Wildcats, among many of the
local high schools.

TheProgram Speakersfor theeveningwill
be separated into two halves of related topics.

Thefirst speaker isBrent St. Clair of the
Evansville-Vanderburgh Building Trades
Vocational Technical program. Brent is
involved with the Student-built home that
isentered each year in the Parade of Homes,
and will discuss the value of having
students work on the home.

Secondly, Rich Welage and Brian
Lindsey, will describe the Construction
Technology program at Vincennes
University. These faculty advisors will
describe the education provided to students
by the Vincennes program, aswell as what
can be expected by future employersin the
building industry.

The meeting promises to be, well...
educational, of course!

A,
=u

HOME CONSULTAMTS CENTER™

WINDIOWS & DOORS

CHOICE 1S GOOD!
See s Today For Our Great Selection
of Windows & Doors!

VISIT OUER SHOWROMIM AT:

4019 Limee

Jiasd W'esd ol Green Bher Rosd nest 1o

iln Avenue, Dvansville, IN 012.477.614

s Danali | mﬁ

2 K3
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BUILDERS TIP: PAINTINGLOTSOFDOORSALL AT ONCE

When | paint the interior of a house, |
often end up with 30 or more doorsthat need
painting.

I’ve found that the easiest way to do
this task is to start by taking all the doors
out of their frames and move them into the
largest room inthe house or into the garage,
wherethey will be painted.

There, | stack the doors atop one
another and paint their tops and bottoms
with aroller. Then | put down two rows of
1x2 strips and stand the doors up on them
in long lines, as shown in the drawing.

 Thefirst doorisset at a45-degreeangle
to the strips and the next door is set at 90

A 1x2 nailed to top rails
1'-':-'-:u*.r:"--?_*t y S
== - r“r:" .
=
. 1 1 .5. [
ﬂ ;I.....--- f_-‘ uL"'
LA

degreesto that so that they look like one
long folding door.

 One person stands the doors up and a
second person connects them by nailing
a1x2 acrossthe top.

» Once the doors are ganged together, |
remove all the hardware and put the
fittings for each door in a Ziploc bag

coded to its door.
 Withthismethod, | canpaint al thedoors
at once using a spray, roller or brush.
Finally, | allow them to dry and then
reassemble them all in one spot.
— Jon Tobey, Monroe, Wash.
Tips & Techniques provided by Fine
Homebuilding. ©2005 The Taunton Press

DIRECTORY UPDATES

Thefollowing are corrections, changes and updatesto the 2005 Member ship Directory
and Reference Handbook. Please make the appropriate changes to your directory to

keep it up-to-date.
Dunn Building Services, Inc.
New Name:
Dunn Building & Consulting, LLC
Pg. 27

Reid Development, Inc.

New Address: 3030 Thornhill Dr.
Evansville, IN 47725

New Phone: 812-626-8888

New Fax: 812-626-8889

Pg. 39

Graber Insealators, Inc.
New Address. 12324 E. 250N
Loogootee, IN 47553
Pg. 79

Krystal Kleene
New Name: A& JCleaners
Primary Contact: Cyreena Seibert
New Address. 2705 S. Alvord Blvd.

Evansville, IN 47714
New Phone: 812-475-8917

Pg. 90

Morley & Associates, Inc.
New Address: 4800 Rosebud L ane
Newburgh, IN 47630
Pg. 98

 Below & Above-GradeWalls

» Easly withstand 200+ M PH winds
* Quiet - Only 1/3 as much noise

* Energy Efficient

e Great for Foundations

S 8 » Ready to Finish w/molded-in studs
~ 5| + Regain ExtraCostin 3-5Years

« Distributor /Installer

* Interested Contractors Wanted

» Special Discountsto SIBA Builders

www.odanielinc.com

Call 1-877-382-8825
for Information

7N\,
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ATTENTION BUILDERS!!

Do you have a ready and willing Buyer? But, they are
not able because they need to sell their present home prst?

We have the solution!!

QW EYVITIISENNOUTIHIOUSEN

There are three unique core benepts of the SSP.

A Non-contingency status: New construction Buyers that want to
purchase another home but can't because their current home is not
sold pnd this program of great value. The plan provides a guaranteed sale and closing
date resulting in the ability to begin the process of having a home built.

Increases the number of buyers for new construction: when a new construction Buyer lists
their current home with ERAE, other prospective buyers can often times take advantage
of the SSP in order to sell their house to purchase their home listed with ERAE. In essence,
we increase the pool of buyers for all our listings, especially a home that will attract a
move-up buyer such as new construction. This benept is another reason to list with ERAE
regardless of your interest in the SSP.

A multitude of options: If in the event a Seller needs a contract quicker than one can be
market generated, by listing with ERAE a contract can be forthcoming to enable their
next home purchase. And if in the event our optimism about their home selling is wrong
due to economic conditions outside our control, by listing with ERAE they have the option
at any time to proceed with our guaranteed sale program.

ERA First Advantage Realty
(812) 858-2400 or (812) 473-4663
info@yrstadvantage.com

*Certain conditions and limitations apply. Each ofyce independently owned and operated.
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Scenes from Bosse Field
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Builders & Baseball w/the Otters, August o

Builders David McClary and Mike
Greenwell were great sports asthey
entertained the crowd between innings.
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¢ 4 Fall Classic Golf Outing

Annu

Thursday, October 13th 7\
@ Quall CrOSSi ng Indiana

10:30a.m. Registration Opens Association

11:45A.M. SHOTGUN START (Scramble Format)
Dinner & Prizes Following Golf

[GOL F FEES: $60/ pl ayer; $240/4-some (Includes: Golf, Cart, 2" Chop Dinner, Range Balls) ]

DINNER ONLY: $20.00 Per Person (Open to all non-players!)

* Limitedtofirst 27 teamsregistered! TeamsA ccepted on First-Come, First -Served Basig!

* All net proceedsbenefit SIBA BUILD PAC!

TOURNAMENT SPONSOR: $1,000
HOLE SPONSOR: $500
REFRESHMENT SPONSOR: $100

&Saonsorshi psinclude advertising in newsletter and golf program and signage and/or banner on the course.))

REGISTRATION (Mark all that apply)

Foursome Tournament
Registration Sponsor
COMPANY or TEAM:

ADDRESS:
CITY:
PHONE:

PLAYERS: 1) ** Make checks payable to: SIBA

2) 4 GOLFFEES $ A
DINNERONLY: $
3) TOURNAMENT SPONSOR:  $
2) HOLESPONSOR: $
REFRESHMENT SPONSOR: 2

**  Player #1 is responsible for getting tournament )
information to other players, N TOTAL:

RETURN TO: SlBA - GOLF |
2175 N. CULLEN AVE FAX LINE:
EVANSVILLE, IN 47715 812-479-6340
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Energy Efficiency Tax
Credit Provisionsin
the Conference Report
toH.R. 6, the Energy
Policy Act of 2005

Thefollowing isasummary of thethree
energy efficiency provisions enacted in the
recently passed Energy Bill for housing.
New Homes

$2000 credit for homesthat have alevel
of annual heating and cooling energy
consumption which is at least 50% below
comparable unit built in accordance with
the standards of Chapter 4 of the 2003 IECC
(including supplements)

» Effective after December 31, 2005
through December 31, 2007

ExistingHomes

10% of amount paid for energy efficient
improvementsup to $500 (with no morethan
$200 being for windows)

*  Must meet prescriptivecriteriafor such
component established by 2000 IECC
(including supplements)

» Effective after December 31, 2005
through December 31, 2007

Commercial Property

$1.80 per square foot tax deduction for
commercial residentia properties for 50%
reduction below ASHRAE 90.1-2001

DO BUSINESS
WITHA

SIBAMEMBER!

PORTER

i

h

PAINTS

JOHN O'BRYAN
District Manager

CHRISSHADE
Store Manager

812-473-0339

2211 Burkhardt N. Road

LDBodL oo
HUHHIbbot b Uog
HHbOUinmobit oot

L e I (A
N o
DOIDO0O000L diddrdddgioyodoam
DO00O0O0O O 00imod D 000 1000

Leisure Distributors

4250 E. Morgan Ave.
812-473-9684

Home Theatre Rooms
Audio/Video

Lighting Control
Home Automation
Structured Wiring
Security

WHOLESALE

e R R Lg
UNVENTED FIREPLACES
UNVENTED GAS LOGS

G

TOP VENT FIREPLACES

The Tri-State’s Complete DIRECT VENT GAS FIREPLACES

low-voltage resource.

The Frepiace Comparny

Paragon
Sight ~ Sound * Security

GASTOPVENTS
GASDIRECT VENTS
PORTLAND DOORS

GAS FIREPLACES
WOODBURNING
UNVENTED

Tel. 812.306.5544 Fax. 812.473.8771
www.EvansvilleHomeTheater.com
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HOW TO NETWORK AT AN ASSOCIATION MEETING

Did you know that approximately 70
percent of all jobs are found through
networking?

Needlessto say, effective networking is
vital to your continued business success.
Very rarely does businessjust “fall into our
laps.” Instead, successful business
partnerships are created when we make an
effort to target potential customers,
establish communication, and cultivate
longterm relationships.

As a member of the home builders
association, you should try to take full
advantage of all the business-building
opportunities of your membership. By
getting actively involved in the association,
you can develop a substantial network of
business contacts. There is nothing like
working side-by-side with another member
onacommittee or community projecttolearn
what really makes them tick, and to show
them what you are all about. But to get to
that point, you first have to master the
basics of networking, the first step toward
connecting with other people.

Below are the “Top 10" secrets for
networking. Feel free to adapt these basics
to your own approach, and develop a
networking style that feels most natural and
honest to you. You will be networking likea
professional in no time!
BEFORETHEMEETING

1. Develop amemor ableintroduction for
yourself. It should be brief (five to seven
seconds) yet intriguing. “ Hello, my nameis
Joe Builder, and | help people landscape
the homes of their dreams.”

2. Put your businesscardsin only one
pocket of your jacket. Leave the other

pocket free to put in business cards from
your new contacts. Thisway, you will look
prepared when you pull your card out easily
from one pocket instead of fishing through
apileof cards.

3. Check your appearance (and your
breath)! You only get about ten secondsto
make a first impression. Why take any
chances?

DURINGTHEMEETING

4. Smile! Be friendly and show
enthusiasm. People are drawn to pleasant
people.

5.Ask questionsand, aboveall, listen
to the answers. A general membership
meeting is also a social function. Give and
get information. Ask other members how
long the have been involved in the
association, what committeesthey serveon,
or if they have ever heard the guest speaker
before. Find out what interests them and
keep on that subject. You do not have to
know much about the topic; the important
thing isto simply establish agood dialogue.

6. Do not sell. Do not sell. Do not sell!
This point cannot be emphasized enough!

Networking is a means of giving and
getting information; it is a mutually
beneficial exchange. It is not a one-way
street for you to make sales. It isnot making
one party feel intruded upon at an event
that was intended to be fun. Thisis agreat
opportunity to find out about a person’s
interestsin arelaxed atmosphere, and to let
him know how you can help him in the
future; but do not try and close adeal at a
monthly meeting or any other social event.
There is atime for everything, and thisis
not thetime.

7.Hand out your businesscard wisely.
If it isnot suitable to the conversation, or if
you havenot evenreally had aconversation,
keep your card in your pocket. Use your
business card as a means to follow-up a
personal exchange and as a way for that
person to remember you.

8. Moderateyour eatingand drinking.
Do not drink too much, and do not be the
first personinthe buffet line. Good manners
still matter a lot, especially when you are
making afirstimpression.
AFTERTHEMEETING

9. Follow-up with thecontactsyou have
made. If you told someone at the meeting
about a recipe she would enjoy, send it
immediately with a handwritten note. Did
you see amagazine article on that product a
particular builder member wastal king about?
Mail it to him with a personalized message.
Such small courtesiesareremembered for a
longtime.

10. Volunteer for any committee or
association activity that you expect the
targeted customer to attend, based on your
earlier conversations. Volunteering for the
association is one of the best ways to show
your trustworthiness and commitment as a
partner in the industry, and one of the best
opportunities to work next to builders.
Whether that means sponsoring an event or
joining a committee or council, you can be
pro-active in your networking strategies
without being aggressive.

Remember, the follow-up contact you
make after the meeting isjust asimportant as
your initial encounter. Treat the potential
customer or client as you would like to be
trested, and you will definitely beontheright
track to increased sales.

EYEONTHE ECONOMY -~ By DavidF. Seiders, NAHB Chief Economist

Energy prices surge again but ‘core’
inflation remainsunder contral ...

Crudeail priceshave been hitting record
highs in recent weeks and the price of
gasoline at the pump has climbed to new
records as well. Even so, spending by
businesses and individuals has moved
ahead nicely, aleast partly reflected inrecord
salesof SUVsand other light trucksin July.
We're betting that energy prices will not
seriously weaken the U.S. economy during
the 2005-2006 period, although there's
certainly therisk of amajor supply shock in
an already tight market.

The core components (excluding prices
of food and energy) of the Producer Price
Index (PPI) and the Consumer Price Index
(CPI) decelerated to some degree in June.
The Fed's favorite inflation gauge — the
core price index for Personal Consumption
Expenditures” showed ayear-over-year rise
of 1.9% in June, down from other recent
readings, and the market-based version was
up by only 1.6 percent. Even so, both
versions were up by 2% on a year-to-date
basis, at the upper end of the Federal
Reserve's apparent comfort zone for both
2005 and 2006, and the recent increasesin

unit labor costs suggest additional upward
pressure on core inflation down theline.
NAHB Chief Economist David Seiders
analyzesthe economy fromthe point of view
of the housing market every other week in
the free e-newsletter, “Eye on the
Economy.” The preceding is a reissue of
his Aug. 11 edition.
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COPYRIGHTS FOR HOMEPLANS

QUESTION: A builder iscontacted by
ahomeowner to construct aresidencefrom
sketches provided by the homeowner. The
builder then hires a designer or architect
todraw the plansfrom the sketches, which
the builder has minimally modified. The
homeowner and the builder split the cost
of the design / architectural fees. Who
owns the copyright to the plans? (See
below for the answer)

As the building market continues to
become more competitive, builders
consistently look for waysto set themselves
apart from other builders. Oneavenueof
doingthisistowork with homeownersto
createuniquefloor plansand designsor to
build speculativehomeswith thebuilder’s
own plans. Once a builder creates this
design, what prohibitsanother builder or
homeowner from utilizing that design?
Copyright laws!

At the moment it is created, an original
homeplan design is given copyright
protection under federal copyright laws.
Although plans are given protection, the
creator of the design should follow certain
procedures to safeguard those plans. This
can be done by one or more of thefollowing
methods: (i) putting the copyright symbol
(O) on the design, along with the date of

caco

Wood Windows & Patio Doors

Patio Doors

oy

Choose Caradco
Patio Doors & Windows,

1700 North Kentucky ¢ Evansville e

And You'll Get More Choices,
From The Company That Has
Been The Light Source

Since 1866

the design and name of the person who
created thedesign; (i) in additionto placing
the symbol, date and name as listed in (i)
above, placing written notice on the design
that itisan original design that is protected
by copyright laws and unauthorized use of
the designisunlawful; and (iii) obtaining a
formal copyright registration of the design
with the United States Copyright Office.
Item (iii) isthe most costly and burdensome,
but offers the builder the most protection.

When the creator has a copyright of a
plan design, no one may use the design (or
any spin-off of the design) without the
creator’s permission. The copyright laws
also extend this protection to the actual
home that is built. Thus, if a homeplan is
copyrighted and then built, no one can copy
thefloorplan and design off of the new home.
Thisdoesnot extend, however, to distinctive
features of the home.

The answer to the question above
regarding who owns the copyright to the
plans - - it is the designer / architect that
retains ownership and the copyright to the
house plans. This answer may surprise
some and may become a predicament for
builders, especially when ahomeowner, after
spending countless hours with a builder,
decides not the use the builder and then

obtai nsthe blueprints from the designer and

hiresanother builder to construct the home.

The key to abuilder protecting himself
is for the builder to make sure he obtains
the copyrightsto all planshedevelops. This
can be done by taking the following steps:
1 Ataminimum, taking steps described

in subsections (i) and (ii) above;

2. Confirming that the builder’s contract
with the drafter / architect states that
the builder shall be the owner of the
plan; and

3. Havingacontract with the homeowner
setting forth the builder shall own the
plans.

Builders should also be wary when a
homeowner brings them plans from which
to build. The builder needsto confirm that
the homeowner hastheright to use the plans
that the homeowner isproviding the builder.
Failure to do so could result in the builder
infringing upon the copyright of another
builder or designer.

The information above is for
informational purposes only and is not
intended as legal advice. Due to the
complexities of applicable laws and facts
specific to each matter, it is advisable to
consult with a qualified attorney with
respect to any issues involving copyrights.

Light’s Original Source!

Double Hung

Windows

Custom Windows

Volume, Price & Service...Since 1932!

Kentucky-Indiana Lumber Co., Inc.

(812) 464-2428  (800) 962-3128
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NEW STANDARD

NEARSFORAIR

CONDITIONERS,
HEAT PUMPS

The Department of Energy (DOE) is
requiring new residential air conditioners
and heat pumps manufactured after Jan. 23,
2006 to operate at a 13 SEER (seasonal
energy efficiency rating). The new standard
is 30% more stringent than the current
requirement for an energy efficiency rating
of 10, which has been in effect since 1992.

The department made its decision last
year, after the U.S. Court of Appealsfor the
Second Circuit rejected efforts of the Bush
Administration to lower the new standard
toaSEER 12.

With the support of theAir Conditioning
and Refrigeration Institute (ARI), NAHB
challenged the SEER 13 standard when it
was first proposed by DOE at the start of
2001

NAHB soundly objected to the higher
SEER requirement at a public hearing,
testifying that in most parts of the country,
especially the northern states, the energy
savings from the higher standard would
never pay for the higher cost of the product,
thus creating an undue burden on working
families striving to afford to buy ahome.

NAHB’seffortsto overturn the proposed
standard included additional meetings and
lettersto DOE arguing that entry-level home
buyers would derive no value from the
equipment upgradesif they could not afford
their cost.

NAHB demonstrated that the efficiency
increases could only be considered cost-
effectivein very specific parts of the country
with certain climatic conditions. The
association said that 75% of the consumers
purchasing a 13 SEER would never realize
sufficient cost savings in energy
consumption over the life of the product to
offset itshigher price.

Major equi pment manufacturers decided
last March to retool theindustry rather than
mount another challenge to the DOE
regulation, effectively bringing NAHB's
fight against the SEER 13 requirement to an
end.

For moreinformation, e-mail John Loyer
at NAHB, or call him at 800-368-5242 x8303.

HAVEAN EXTRAEDGEAT
NETWORKING EVENTS

By Patricia Fripp, CSP, CPAE

We all attend events promoted as the
perfect format to make new contacts and
develop potential business relationships. |
never stop being amazed how many talented
and well-educated people often do not know
how to maximize these events.

Here are two easy ways you can make
the most of networking events.

1. Travel with your own PR agent.

It'ssimpleand cost free. Enlist aco-sales
professiond, friend, or fellow speaker toform
a duo. My networking buddy in San
Francisco is Susan RoAne, the best-selling
author of How to Work a Room, Secrets of
Sawy Networking, and What Do | Say Next?
We attend many meetings together.

Here's what we do. When we arrive at
an event, we alternately separate and come
together. I'll walk up to Susan as she is
talking to someone, and she'll say, “Larry,
let me introduce you to Patricia Fripp.
Patriciaistruly one of the greatest speakers
in the country.” And, | will turn around and
say, “Larry, | bet Susanistoo modest to tell
you she's the best-selling author of three
books.”

When you do this, just as RoAne and |
do, you're saying great things about each
other that you'd love your prospects to
know, but modesty preventsyou fromtelling
them.

Suppose Natalie and Fred are secret
partners. As Fred walks up, Natalie saysto
the person she's been talking to, “ Jack, I'd
like you to meet Fred. Fred has taught me
nearly everything | know about sales and
our product line. There has never been a
sales contest in our company he hasn’t
won.” Then, Fred can say, “Well, Natalie's
being very generous. It'strue; I’ ve been with
our company for sixteenyears. But, Natdie's
been here for only six months, and she's
brought in more new business than any
other person in the fifty-three year history
of our firm, so she knows a couple of things
too. | tell you, you couldn’t do better than
work with someone as enthusiastic as
Natalie.”

2. 1f you are shy volunteer yourself a
greeter.

Much of the value of meetings can be
lost if you areretiring or fundamentally shy.
For many people, mingling with aroom full

of strangers can be an unpleasant or even
scary experience. Seventy percent of the
population rates themselves as at |east
“situationally shy,” says Susan RoAne in
her networking books.

| encourage you to focus on all those
exciting new people and messages instead
of the butterflies in your stomach offer to
takeajob that requiresinteracting with other
attendees. For instance, when you wear a
name tag with aribbon that says*“ Greeter,”
you can issue nametags, sign up peoplefor
work shops, or just direct traffic: “How do
you do?1’m Chris Carter. Nice to meet you.
Name-tags are here. Food is there. How do
you do?1’m Chris Carter. Niceto meet you.”
Soon you' ve met many new people and will
get cheery nods of recognition throughout
the event, making them moreresponsive and
at ease.

Here's a bonus thought about
connecting.

The key to connection is conversation.
The secret of conversation is to ask
questions. The quality of the information
you receive depends on the quality of your
questions. If you haveaconversationit may
lead to arelationship. A relationship could
lead to new business. A business
rel ationship when nurtured can and will lead
to long term success.

So what areyou waiting for? Put on your
Sunday best and go meet some new peopl e!

Patricia Fripp, CSP, CPAE is a San
Francisco-based executive speech coach
and award-winning professional speaker
on Change, Customer Service, Promoting
Business, and Communication Skills. She
is Past-President of the National Speakers
Association, author of Get What You Want!,
Make it So You Don't Have to Fake It, and
numerous video and audio programs on
presentation skills, marketing, sales,
customer service, leadership, teambuilding
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HOME CONSULTANTS CENTER" =i

A World of Possibilities!

Let Your Imagination Run Free.

Come in and browse The Lensing Home Consultants Center. You'll find a
dazzling array of displays featuring distinctive cabinetry, superior
windows and doors, beautiful fireplace inserts, elegant storage solutions,
premium garage doors and more.

You'll refer your clients with confidence, knowing they’ll find designs
and combinations they never envisioned. Our teams of award-winning
designers, expert consultants and friendly sales people will be happy to
work with them to discover the perfect fulfillment of their desires.

The Lensing Home Consultants Center. Imagine.

WINDOWS & DOORS - CLOSET SOLUTIONS - GARAGE DOORS

KITCHEN & BATH CABINETS - DOOR, CABINET & BATH HARDWARE - FIREPLACES

4619 Lincoln Avenue, Evansville, IN ¢ 812.477.6142 « www.evvhcc.com
Showroom Hours: Mon - Fri, 8am - 5pm * Evenings & Weekends by Appointment
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The Icynene® Advantage
Bonus Room over the Garage

Oneof today’ smost popular homefeaturesisthebonusroom over thegarage. Theseroomsoffer thehomeowner
desirable additiona space, but are often uncomfortable—either too hot or too cold. Unfortunately, what should be
apositivefeature becomesasource of callbacksfor the builder. Callbacksnot only cost money for the builder, they
areamajor cause of homeowner dissatisfaction. Therecently released “Housing Continuum Survey” found that
33% of homeownerswho built their homeswere unhappy with post-construction service—the callbacksrequired
tofix problems.

The uncomfortabletemperaturesin bonusroomsoccur because of significant heat transfer through thefloor to/
from the unconditioned space bel ow. In theory, to maintain acomfortable and consi stent room temperature, the
floor inaproperly insulated room should beat roomtemperature. In practicethingsarequitedifferent. Inthenorth,
itiscommonto find floorsthat are 10° F cooler thantheroom. Inthe south, an extracooling zone can berequired
justto handlethebonusroom. Why? Becauseit isvirtudly impossibletoingtall afiber battin agarage celling sothat
itisin contact with, and staysin contact with, thefloor above. Itisalsoimpossibletoinstal it accurately around
bracing and bridging betweenjoists.

Unfortunately, dueto voidsand air spacesthat allow air movement, fibrous materialsdo not performto their
rated R-value. Becauseair gapsusualy exist between thefloor andinsulation, thereisroomfor air toinfiltratefrom
theexterior. Thecold/ hot air essentialy “ short-circuits’ theinsulation material and rendersit ineffective. Whenthis
happens, it meansthat thefloor isessentia ly not insulated. M oreimportantly, homeownersareleft uncomfortable
and customer satisfaction declines.

AIRSEALINGWITHICYNENE®ISTHE SOLUTION

Thelcynenelnsulation System® isan expanding soft foam insulation that bothinsulatesand air sealstoforma
protectivebarrier. Expanding 100 timesitsinitial volume, Icynene® aggressively adheresto the construction materia
that it contacts, filling al voidsto minimizeboth heet transfer and air infiltration. Noair infiltration meansthe bonus
room can maintain acomfortabletemperature.

No morecallbacks! Increased customer satisfaction!

Graber Insealators, Inc.
12324 E 250 N
L oogootee, IN 47553
Toll free: 866-295-2448
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Mark your calendars for these SIBA meetings.

Members should feel free to call the SIBA office for details on any

of the meetings listed on these calendars, or for dates of future events.
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BUILDING UPYOUR BUSINESSWITH BUILDER MEMBERS
Ten Tips for Associate Members

If you're an associate member who
expected to get mega-businessfrom builders
as soon as you joined, you may have been a
little disappointed. Like most worthwhile
things in life, it just doesn’'t happen
overnight. Shaping your own career took
time and nurturing; so did developing your
client base. The rules don't change at the
builders association. It still takes an
investment of time and patience to reap the
rewards of membership. However, I've
discovered that you can maximizethereturn
on your dues investment and achieve your
business goals through the association, if
you follow afew steps for success:

1. Clearly defineyour goals. What isit
that you want from your membership?
Increased sales, an enhanced image, greater
credibility and visibility? Clarifying what you
want will help you develop the right
strategies to achieve your goals.

2. ldentify your potential customers.
Which specific types of builders should
you target?

Are there also associate members who
may need your products and/or services?

3. Develop a list of your customers
biggest concerns. Consider what keeps
them awake at 2:00 a.m. Focus on building
long-term business relationships.

4. Determineyour rolein supporting
the needs of your potential customers.
Compare your goals to your customer’s
needs to determine how you can meet their
needs. Look for common bonds.

5. ldentify association activities for
involvement. Which areaswill giveyou the
most exposure to your target customers?
Where can you work side-by-side with
buildersto devel op atrusting relationship?

6. | dentify your level of commitment.
How much time or what kind of service can

you afford to give your association and
potential customers? Decide what you can
commit to, and then keep your commitments.
Demonstrating your ability to follow-
through is important when working with
potential customers.

7. Get involved! Volunteer for an
association project. Join a committee,
sponsor an event, or teach a class. Build
your business by building relationships.

8.Mind your manners. Besubtleinyour
approach to builders at meetings. Attend and
participate, but don't try to hard sell anyone.

9. Stay on top of industry news,
techniques, and trends. Read your local,
state, and national newsletters and
publications and share theinformation with
your potential clients. They’ |l appreciatethe
time- and cost-saving updates.

10. Refer a builder to a new client.
Everyone loves new business!

Need a bid?

Check your SIBA Directory first!

Southwestern
Indiana
Builders

Weyerhaeuser

Structurwoord.

There’s No Equal To

Structurwoode

Superior Flooring and Sheathing Panels

Supplying STRUCTURWOOD® OSB to the

EVANSVILLE AREA for over 20 yearsand on

into thefuturel!

Call 1-800-752-6032 for dealers

stocking Weyer haeuser Structurwood®

in your area.
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HOW TO (AND HOW NOT TO!)BUILD TRUST WITH BUILDERS

by Darl Wiliams
Trust is critical in customer
relationships. With that in mind, ask
yourself this question: Are you sure that
everyone you come in contact with trusts
you — without a doubt? If your answer is
somewhat tentative, consider using the
following tips to help you build trust and
develop stronger relationships.
Under stand the business. Themoreyou
understand the builder’s business, the
morethe builder will trust you.
Speak thelanguage. Do you know the
various industry terminologies, from
finance to construction? Your
prospective customer should be
thinking, “ This person knows my
industry!”
Ask thought-provoking questions.
Probing questions look below the
surface and seek answers to important
issues. We trust people who make us
think.
Do what you say you will do. Follow
through on even the smallest
commitments. Beat deadlines if at all
possible.
Take quick and full responsibility.
Mistakes happen. Straight talk and
candor generatestrust during thiskind
of situation.

Shareand respect each other’svalues.
Do you cheer for the same football
team? Do you share the same political
views? When we know where people
arecoming from, it'seasier to build trust.
Show you care. Send a card and
celebrate your builder’s special day.

What Not to Do
Herearefivethingsto avoid so you can

continue to build and retain trust with your

accounts:

- Don't exagger ate! Nothingwill destroy
hard-earned credibility faster than
exaggeration. Once you stretch the
truth about anything, people will
generalize and presumethat you always
do so. They will discount what you say
and do. Tell itlikeit s, period!

Don't beafraid touseemotion! Aristotle
said no appeal to logic is ever as good
as the appeal to emotion. We trust
those who elicit emotional bonds,
between people—and likewise between
products.

Don't ask agood question and then be
apoor listener. You haveto learn how
to give your undivided attention to the
builder or contract distributor. Maintain
eye contact and nod to indicate you
are hearing what is being said.

Don't be afraid to have an
uncomfortable situation. If you need
to stand up for your company or for
your product because it's the right
thing to do, then do it. While the
shortterm impact of adisagreement may
be uncomfortable, inthelong run, you'll
earn respect for it. People trust people
who have convictions.

Don't beafraid tostep up and admit if
you or your company makesamistake.

The bigger the mistake, the more trust

you'll gain for stepping up to the plate

and taking responsibility for it.

Someone once said, “Trust is hot what
we say when someone is listening. Trust
depends on what we do when no one is
watching.”

Article reprinted with permission from
SELLING SMART newsletter written by
Darl G. Williams, Strategic Sales
Devel opment.

THANK YOU
ASSOCIATES

FORALL
YOU DO!

Combs L andscape
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2-10 Home BuyersWarranty
31 W Insulation Co

5 Star Security Systems

84 Lumber

A.B. White & Son, Inc.

A+ Heating & Cooling

A-1 Guttering, Inc.

Absolute Painting Contractor Inc.
Acordia of Evansville

Action Painting LLC

Action Pest Control

ADT Security Systems
AdvantageAir, Inc.

Airtight Insulation Co., Inc.
Allied Building Products Corp.
All-Weather Products, I nc.
American Seal Coaters, Inc.
American Wholesalers, Inc.
Appraisal Consultants, Inc.
Arab Termite & Pest Control
Arvin Sign Service

B.M.B., Inc.

Bank of Evansville, N.A.
Bassett FurnitureDirect
Bayer’s Plumbing, Inc.
Benny'sFlooring, LLC
Benthall Bros., Inc.

Berkau Masonry Inc.

BFI

BJ'sHomeAccents, I nc.

BLB MasonryL.L.C.
Bosse Title Company

Brackett Heating & A/C
Brown Brothers, Inc.
Buck’sCrane Service, Inc.
John W. Bush Excavating
Ben Bush Landscaping
Business Capital Solutions Inc
BusinessForms Specialists
Cabinetsand Counters, Inc.
Cardwell Tile & Marble, Inc.
Carpet Discount Center, Inc.
Carpets Unlimited Flooring Center
Cater Video & Security
Cemex/Kosmos Cement Corp.
CertainTeed Roofing Products
Champion Window Co.
Cingular WirelessLLC

Clark Installation Co. Inc.
Coburn Ford Mercury

Association

Thank yov

Southwestern
Indiana

Combs Landscape & Nursery, Inc.
Complete Design Service
Complete Lumber, Inc.

Concrete Depot of Evansville, Inc.
Concrete Supply, LLC
Contemporary Landscape Design
Michael J. Couch Landscaping
Counter Design

Countrywide Home Loans

Cox Interior Supply

Culberson Poured Walls
Custom Audio-Video, Inc.
Custom Blind & Shade Co.
Custom Recreation

Custom Woodcraftersinc

Dal Tile

Ditch Witch Equipment

Dossett & Sonslinc.
EA2/Systems/an Amer. Water Co
Edwards Concrete Construction
Bill Egli Concrete Construction
Elaborate Tile Company
Electric 2000, Inc.

ELKO Kitchen & Bath

Elliott’s Excavating

Ellis Wood Floor Service

EMC the BOC Group

Engler’s Flashing Works

ERA First Advantage Realty, I nc.
Erosion Resources & Supply Inc.
ESSROC Cement Corp.
Euronique Inc.

Evansville Courier Company
Evansville Drywall Supply
Evansville Federal Credit Union
Evansville Garage Doors, Inc.
Evansville Living Magazine
Evansville Teachers FCU
Evansville Tile Distributors
Evansville Titles

Evansville Winnelson

Fan & Light World

Farm Credit Services

Farmers State Bank

Robert Faulkner Law Office
Fehrenbacher Cabinets, I nc.
FeltsLock Co., Inc.

Ferguson Enterprises, Inc.

Fifth Third Bank

First American Title Insurance Co.

MEMBERSHIP

ROSTER

(as of 8/19/2005)

Associates}

First Federal Savings Bank
Flooring Solutions

Fredrick Hawkins Painting Co.
Gabe Mehringer Plumbing, Inc.
GAF Materials Corporation

GE Appliances

General Shale Products Corp.
Gerhardt Tile Contractors
Goodman Concrete Walls, I nc.
Michael Gourley & Sons Concrete
Graber I nsealators, I nc.
GrassmastersSod Farm

Grateful Threads Fab.& Furnish.
GroomsExteriors, Inc.

Gutter Helmet of Evansville
Hahn Bros. Drywall Corporation
Hahn Realty Corporation

Hall Plastering & Drywall, Inc.
Harding Shymanski & Co.
Harmco Sales Corp.

Rita Heathcotte, CPA

Heritage Federal Credit Union
Joe Hisch Drywall Co.

The Home Plan Co.

Hoosier Tile& Marble
HouseHunter

Hydromax

ICl Paints, Inc.

Illuminating Expressions

IMI - Irving Materials, Inc.
Indiana Wholesalers, I nc.
Insight

Insulpro, Inc.

Integra Bank

Integrated Building Products, I nc.
Interiorsby Cassie, I nc.

J.S. Irrigation Service

Jack Frost, Inc.

Just Faux Fun!

Just Faux It!

Kenny Kent Chevrolet

K-I Lumber & Building Materials
Kight Lumber Co., Inc.
Killebrew Brick

King's Great Buys Plus

Kitchen Interiors

Koch Air, LLC

Don Koester Masonry, Inc.
Koorsen Protection Services
Koressel Glass Company

Kraft Nursery, Inc.

Krystal Kleene

L.E. Raley Electric Co., Inc.
Lance Cabinet Shop

Landscapes by Dallas Foster
Lappe Heating & Air, Inc.

Lea Matthews Furniture & Int.
Lehigh Cement Company
LeisureDistributors

Lensing Wholesale, Inc.

H. A. LewisHtg, Clg & Plbg, Inc.
Dan Libbert

Light Concepts

Louisville Tile Distributors, Inc.
Lowe'sHome Centers

Luton Landscaping

Lynnville National Bank

M.A.B. Paints

Matrix Home Concepts

McCray Lavallo Frank & Klingler
McCullough’s Welding & Fab Co
McMahon Exterminating Co. Inc.
McMurtry Painting, Inc.

Meuth Carpet Supply

Meuth Concrete Services

Miller Block & Brick Co.
Mirrors Unlimited

Moose Lewis Contracting, Inc.
Morley & Associates, I nc.

Mulzer Crushed Stone

Nature by Design Landscapes
Nelson Flooring Inc.

Nenneker ElectricInc.

New Homes Realty of Indiana Inc
Nextel

Niehaus Co. LLC

NiteLiters, Inc.

North American Green

Nunning Heating/AC/Refrigeration
Nvision Designs LLC

O’ Daniel, Inc.

Old National Bank

Opus 1 Music, Inc.

Overhead Door Co. of Evansville
Paint Distributors, I nc.

Paint ‘N Stuff, Inc.

Paragon Sight, Sound & Security
Parker’s Custom Ironworks, LLC
Pasco Painting, Inc.

Pat Schenk Floor Service

Patton Heating & Air

Pella Windows & Doors

Peoples Choice Mortgage
Peoples Trust & Savings Bank
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Perk-A-Lawn Gardens

Phelps Electric Co., Inc.
Plumbers Supply

PPG/Porter Paints

Prof’l. Warranty Corp (PWC)
Progressive Land Title of Indiana
ProSource Whlis. Floor Coverings
Prudential PrimeLocations
PVC Plastics Co., I nc.

Quality First Construction
Ray'sHeating & AC Inc.
Re/Max First Class Realty, I nc.
RE/MAX Services

The Realty Group, LLC
Regions Bank

Rick’s Rain Irrigation Inc.
Risley’'sAudio & Video

River City Elevator Co. Inc.
Rose Home Bldrg/Capricorn
Ruxer Service & Supply Inc.
Ryan’sAceHardware

Ryan’s Excavating, LLC
Scheller, Woodruff & Associates
Schenk’s Sod Farm

Schiff Air Cond. & Heating, Inc.
Schindler Htg. & A/C, Inc.
Schneider Heat & Air, Inc.
Scholz Drywall & InteriorsInc.
Schroeder’sLandscapes
Schultheis | nsurance Agency
SearsContract Sales

Self Insurance Services

Service Glass, Inc.

Steve Sevier Construction Inc.

Seward Sales

Shelter Distribution
Sherry'sHome, LLC
Sherwin Williams
Shively & Associates
SIGECOM

Sofa Express

Southern Truss Co. Inc.
Spa City USA

Sprint Business Solutions
Stemaly Excavating, Inc.
Stewart Drywall & Painting
Sticks& StonesLandsc. Materials

Sl Sudio
Stolz Structural, Inc.
Suburban Landscape Nursery

Sugarbaker’sHome Fashion
Sun Windows, Inc.

Sunrise Carpets

Superior Deck & Fence Co.
Swat Pest & Lawn Mgmt.
Synthetic Stone, Inc.
T.Hornbeck Concr./Rock Shooter
Tenbarge Seed Company
Terminix International
Thriftway Inc.

Tony The Tiler

Tracy Zeller home

Truss Systems, Inc.

Trussesby Hobgood, I nc.

F.C. Tucker Emge Realtors
Unclaimed Freight Carpet One
United Dynamics, Inc.

United Fidelity Bank, FSB

VECTREN

Vittitow Basement Walls I nc.
Cinda Vote Design Group Inc.
Wallpapersto go

Waterfield Financial Corp.
Wells Fargo Home Mortgage
Weyerhaeuser Company

Whayne Supply/CAT Rental Store
Whirlpool Corporation

Michael W. Williams Construction
Mike Williams Gar.Doors/Openers
Windows of Evansville

Winiger Electric

Wood Spec’ties by Fehrenbacher

1]
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September is Associate Member

Appreciation Month

The best way to say
thank you to an associate
member is to say

/ va,\
DS

you Have My
Business

Associate with the Best—
Do Business with a Member!
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BUILDERS

4-A Builders

Ailstock Homes, I nc.

Ambrose Construction, I nc.
Arvin Construction Co., Inc.
Badger Construction, Inc.
Barrington Development Group
Bauer Homes

Baywood Homes, LLC

Bender Custom Homes, I nc.
Bosma Construction, I nc.
Bretwood Homes

BRG Homes

W.E. Brubeck Construction LLC
Dan Buck Gen. Contractor Inc.
Bussing Construction

Carlton Construction
ChoiceHomes, LLC

CLGA Properties, LLC

Comfort Homes
CoreContractors, I nc.

Cosby Custom Homes

Cravens Construction, I nc.
Creative I nteriors/Re-Bath

Cust. Homes by Bob Hatfield
Danco Construction, Inc.
George Darr Contracting I nc.
DavisHomes

Denton Homes, Inc.

Deutsch Homes, I nc.
DLR Construction Co.
Don Dubord Homes, I nc.

Dunn Building & Consulting LLC

Eagle Const. & Development
Tim Elpers Custom Home Bl drs.
ElpersDevelopment, I nc.

John ElpersHomes

Evansville Development Co. Inc.
ExquisiteHomes, LLC
FaulkenburgHomesLLC

Fest Construction I nc.

Fischer Contracting, I nc.

R.D. Flowers Construction
Foster Construction

Gilmore Construction

Goebel Realty & Development
H.P. West Development, LLC
Haas Construction, I nc.
HaasHomes, Inc.

Habitat of Evansville, Inc.
Happe & Sons Construction
J.H. Hatfield Homes, LLC
Heidorn Construction, I nc.
Corey Hirsch Construction Co
MikeHirsch Construction
Holweger Develop. & Const. Inc.
Home Specialties

Homes by Jimmy Kaster

Homes by John Peninger, Inc.
Homes by Robert Cook

Homesby The Talbert Group
Hornbeck Corbett Builders, Inc.
Howlett Homes

I nsbrook Development

Jagoe Homes, Inc.

JDH Conctruction Inc.
JD’sConstruction, Inc.
Kattmann Construction, Inc.
Don Keck Construction Co. Inc.
Kensler Construction

Koch Construction, Inc.

Phil Kost Construction
Kroeger Construction Co.
Kuhlman Construction, Inc.
Landmark Quality Homes, Inc.
Legacy Homes

LOR-RAN Corporation

MCF Construction

Maken Corporation

Martin Brothers& Co. Inc.
Martyn CustomHomes, LLC
Joe Mattingly Builders

John Mattingly Homes, Inc.
R.A. McGillem Custom Homes
Messinger Construction, Inc.
MIB Developers, Inc.

Murphy Homes, I nc.

Toby Nelson Construction LLC
New Master EERWA Dev.
Newmaster-Martin Contractors
Nord Enterprises, Inc.

Nurrenbern Construction
Pharaoh Development LLC
PickensHomes, LLC

Popham Construction Co.
Public Ed. Foundation of Ev.
Regal Homes of So. Indiana
Reid Development, Inc.
Reinbrecht Homes

Rhoades& Curry

Riecken Construction, Inc.
River Town Homes, Inc.

River Valley Homes

Rohrscheib Construction
Scheessele & Sons Construction
Schelhorn Builders, Inc.
Schumacher Custom Homes
Selective Homes by Chad & Dad
Shepherd Construction, Inc.
Smith & Briscoe, LLC

Sandy Smith Builder, Inc.
Spearsand Norman Homes
Serchi Homes Corporation
David Sevens Construction I nc.
Daniel E. Temme Architect P.C.
Thompson Homes, Inc.

TQM Custom Homes

Tri-Sate Devel. & Construction
Tri-State Restoration Contractors
VictoriaManor, LLC
Wunderlich Carpentry, Inc.
Zehner Development Corp.
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Evansville

473-6400
5717 Old Boonville Hwy. [}

Henderson

0: Evansville Tile Distributors
Ceramic Tile — Quarry — Natural Stone & More
1501 N. Cullen
Evansville, IN 47715
(812) 473-TILE
(812) 473-7023 FAX

Monday thru Friday
7:30 a.m. to 5:00 p.m.

Saturday

MEUTH
CONCRETE

Ready Mix Concrete

Wlndoﬁ

of Emn‘?.ﬂ]i:

812-479-7950

2701 N. Cullen Ave.
Evansville, IN 47715

Fax: 812-479-7966

e 21 S 8:00 a.m. to 12:00 p.m. Flowable Fill « Septic Tanks
NOW STOCKING: EVANSVILLE
4" & 16" Limestone Flooring 424-8554
& Sink Bowls 2201 Bergdolt Road
12" Black Granite NEWBURGH
& Porcellzlllni;ll'llseti(L)?é'l:Iﬁ6" & 20" 858-3854
Locally Owned!! 5644 Prospect Road
on Pousy
ot ,, StoLz
I3 &

POURED BASEMENT &
RETAINING WALLS

Jﬁ DUMP TRUCK &

ROCK SLINGER SERVICES

1-800-323-8345

PERRY CULBERSON
Mobile: 270-316-6206

STRUCTURAL, INC.

STRUCTURAL STEEL BEAMS
STeEL PosTs
CRrANE TRUCK SERVICE
DELIVERY AND SET-UP
SET Woob TRUSSES

John and Linda Stolz
Owners

(812) 983-4720

HOME

CENTER

L ocally-owned supplier
of quality building
materials& home

improvement items....
...since 1957.

Evansville Newburgh Rockport Owensboro

'MARVIN 4,

Made far VoL,

476-1373

Discounts for SIBA members

Cerribied TrexPro™
oimnCraclor

Fencing
ks
Hailing,

P r|_.|||J,:-|
Patio Ceners
Esrine Ciglies

Superlo
Deck & Fence Co. =

President
Call the "Original Dossett Family”

812-479-3325 O,.l
S

20H 5. Tekoppel Ave. Evansille, bredlasa

Dhale Disssaifl




