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THE MOST VEHICLE CONFIGURATIONS 
 IN ITS CLASS.*INNNNNNNN IIITTSS CCCCLLAASSSS.*

OVER 

6'5" TALL
The Transit van and wagon are available 
in 2 different wheelbases, 3 different 
lengths and 3 different heights. That 
makes it easy to choose one that will fi t you 
and your business exactly. And if that’s not 
enough, it’s also available as a chassis cab 
and cutaway.

With an available cargo ceiling 
taller than some basketball 
players, the Transit van has 
loads of room for boxes, tools 
and you. That comes in handy if 
you want a mobile workshop that 
lets you stand up straight. And the 
advantages just keep piling up.

The Transit van is available with the 
best-in-class maximum rear cargo 
door opening height. The doors open 
a full 237° and the fl oor is as low as 
28 inches.** It’s all about making loading 
and unloading easier. No matter what 
your business is.

**

A WIDE VARIETY
OF DIMENSIONS

INTRODUCING THE NEW FORD TRANSIT

• T H E  N U M B E R S  D O N ’ T  L I E •
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The 2015 Transit can offer a best-in-class gas-powered maximum 
CARGO CAPACITY OF 487.3 CUBIC FEET.†
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© 2015 JELD-WEN, inc. All rights reserved.

For more information, visit jeld-wen.com

Fiberglass exterior doors from JELD-WEN offer beautiful alternatives to wood doors, whether 
it’s the authentic woodgrain look, the inspired decorative glass designs or the increased energy 
efficiency. The Architectural,™ Smooth-Pro™ and Design-Pro™ lines offer countless options to fit any 
style and budget, providing years of low-maintenance, worry-free performance. You can also choose a 
smooth finish that is ready to paint or stain, as well as a direct glaze option for a contemporary look. 
Beauty. Versatility. Durability. More reasons why Great Homes Start with JELD-WEN.™ 

Beauty, the way nature intended. 
Maintenance, the way people intended.
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Labor Pain 

The release of June housing starts and per-
mits by the Census Bureau was met with 
great fanfare by the media, eliciting head-

lines such as “Housing Starts Jump 26.6%” and 
“Building Permits Surge 30% Year-Over-Year.” Not 
called out in many of the headlines was that the 
gains were all in the multifamily sector, and most 
of them for rental apartments. On a monthly ba-
sis, single-family permits decreased 1 percent 
while multifamily increased by 29 percent.

It’s true that the recession stalled the usual pro-
gression of first-time buyers into the market and 
that, by and large, it is good for the entire indus-
try that household formations are increasing, no 
matter whether those households rent or buy. But 
that’s not the whole story behind the paltry single-
family numbers. There are more buyers out there 
for single-family homes, but many builders just 
don’t have the labor to build them.

A recent article by CNBC’s Diana Olick quotes 
Bruno Pasquinelli, president of CB Jeni Homes, 
in Dallas, as saying that builders there are tak-
ing “a complete beating” from the labor shortage. 
In The Wall Street Journal, another Texas builder, 
CastleRock Communities’ partner Lance Wright, 
said that instead of the 45 days it usually takes 
from contract to start, he has “houses sitting 60 to 
90 days, waiting to get out of the ground.” Others 
around the country tell the same story. A builder 
in Denver told me that his company is operating 
at around 50 percent of what it could be doing 
due to lack of labor. 

During the housing boom, I ran a series of ar-
ticles on immigrant labor in the construction in-
dustry. At that time, many of these workers were 
undocumented. The stories reported on the indus-
try’s dependence on an immigrant workforce, how 
it was playing out in different areas of the country, 
and the issues associated with running operations 
with workers who were keeping one eye out for 
the authorities. 

A few days after the magazine mailed, I began 
receiving emails and letters from outraged readers 
about the article. Most of them felt that such atten-
tion should not have been given to the topic, that 

they themselves did not hire illegals, and that they 
were cancelling their subscriptions. One especially 
memorable phone call on the subject came from a 
builder’s wife. Her voice trembled with rage as she 
told me it was un-American to focus attention on 
people who were taking jobs away from “our boys.” 

The fact is, there were not enough of “our boys” 
working in construction to sustain the level of 
building then, just as there are not enough now—
even with today’s smaller production numbers. 
Please be assured that I am not in favor of loosen-
ing our current border security measures or for-
going enforcement of restrictions on the employ-
ment of people who are in our country illegally. I 
do feel that we missed an opportunity back then 
to develop a guest worker program for construc-
tion, but that ship has sailed. 

So what can be done? Industry consultant Scott 
Sedam has been writing in these pages for a long 

time about this issue. Two years ago, he tried to 
whip up interest in starting programs to bring 
more young people into construction, to no avail. 
Since then, he has turned his attention to helping 
interested builders become a “builder of choice.” 

But in order to ease the pain of labor shortages, 
perhaps something larger, more game-changing, 
needs to happen. One idea would be for the in-
dustry to start using more panelization. Building 
panelized components in a factory environment 
reduces waste, shortens construction times, and 
saves money on materials. But more important-
ly, it can provide jobs that are steady and year-
round. Builders are already using preassembled 
windows, doors, and roofing systems. Maybe it’s 
time to take the next step.

Denise Dersin, Editorial Director
ddersin@sgcmail.com

Something larger, more game-changing, 
needs to happen.

[EDiToriaL]



It’s Not Complicated,
Saving is Better!

Designed for condos, townhomes and single family tract homes; our mid-range wiring enclosure combos 
offer you the best value in the market.  Each come with 8 phone ports, 6 video ports, 8 Category 6 data 
ports (model K) and mounting hardware.  Modules and doors are packaged separately for protection and 
for subsequent installation.  ICC also offers free demo units for qualifying projects1.  Most importantly, 
our wiring enclosures and outlets will save you 40% or more compared to the big brands.  Your choice 
could not be simpler.

For a limited time, ICC Elite Installers2 can get an additional project discount from ICC.  Give us a call and 
you will be surprised how much money we can save you!

8” 9” 14” 40% Savings+ + =

Durable Plastic Tough SteelModular Design
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Manufacturers

6-Pack ValuePack Free DemosReversible DoorBuilt Tough

888-ASK-4ICC         icc.com/better csr@icc.com

Available at:

© Copyright 2015, ICC. 1. With a 50-unit enclosure project quote. 2. Visit icc.com/Elite for details.

Everywhere

And these Premise Cable Stocking Distributors:

800-309-2322
Huntington Beach, CA

800-238-0787
Aurora, NE

888-792-7463
Germantown, MD

801-484-5238
Salt Lake City, UT

800-847-5629
Austin, TX
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[market update]

rent still want to own their own home. 
“Zillow research has found that Mil­
lennials are now actually more eager 
to own a home than older Americans, 
but their biggest challenge is coming 

up with enough money for a down pay­
ment,” Swift explained to Professional 
Builder. “With the HOME Plus program, 
this obstacle has been removed. Over the 
past two months, the Arizona Housing 

FINANCING

Arizona Launches 
Path to Home 
Ownership

The Arizona Housing Finance Authority 
launched a new program called the 
HOME Plus home loan program that 
will assist prospective homebuyers 
with a non­repayable down­payment 
assistance grant. The new loan pro­
gram is available to statewide renters 
(except those in Pima County). The pro­
gram was introduced as a response to 
increasing rents, which often prevent 
creditworthy renters from being able 
to save enough money for a down pay­
ment. Buyers who have sufficient credit 
to be approved to buy a home are eligible.

The down­payment assistance grant 
can be used for the down payment 
and closing costs of a home equal to 
4 percent of the initial principal bal­
ance of the mortgage loan. Qualified 
U.S. military personnel and veterans 
may receive an additional 1 percent of 
down­payment assistance for a total of 
5 percent of the mortgage amount. 

 Dirk Swift, the Arizona Housing Fi­
nance Authority’s Homeowner Pro grams 
ad min istra tor, said in a press release that 
HOME Plus raises funds for its initiative 
in national capital markets and forms 
partnerships with banking and lending 
institutions to facilitate the HOME Plus 
program throughout Arizona.

Homeownership rates in Arizona mir­
ror the national average, which is at its 
lowest rate in two decades. But despite  
these low ownership rates, many who 

Durable and Stylish Wall Vent
The people who brought you the Dryerbox are taking that quality 
commitment outdoors.  Now, exterior terminations get the attention 

they deserve as components that actually enhance aesthetics.  
Built in the USA, this new vent’s clean lines and 

performance make it worth a closer look.

888-443-7937
www.DryerWallVent.com

    Constructed of powder coated 
22 gauge galvanized steel, they 

stand the test of time.

Get an in-depth view online today, 
and see for yourself how the new 
Dryer Wall Vent™ can contribute 
to every home’s beauty.

®

Lasting 
Beauty

Venting Never Looked So Good
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[market update]

Swift says. “When homebuyers don’t 
know down-payment assistance pro-
grams exist, they aren’t seeking these 
solutions.” The HOME Plus program 
creates a pathway to homeownership 
by giving creditworthy renters who can 
qualify for a mortgage but cannot af-
ford the down payment the funds they 
need to purchase a home of their own.

Those who have an annual house-
hold income of less than $88,340 and 
are planning to buy a home that costs 
less than $353,360 can access the funds 
for the down-payment assistance grant. 
Buyers must work through an Arizona 
Housing Finance Authority approved 
and participating lender to obtain a 
Fannie Mae HFS Preferred 30-year fixed 
mortgage. The grant is only available 
in conjunction with a HOME Plus loan, 
and those using the grant do not have to 
be first-time homebuyers to qualify.  PB

housing report

Renters Play Bigger 
Role in Housing

Whether one rents 
or owns may be 
more a stage-of life 
de cision rather than 
a choice de  termined 
by being part of a 
par ticular gener a- 
tion. Older house-
holds generally are  

ex  pect ed to stay put in their owned 
homes. However, Tony Green, manag-
ing partner of The Pinehills, a mas-
ter planned community in Plymouth, 
Mass., presented a scenario during a 
conference session at the recent PCBC 
held in San Diego that speaks to one 
source of demand for rental housing.

Seeing an unmet need for rent-
als, The Pinehills management in-
troduced plans to build apartments. 

Finance Authority has helped more than 
275 new homebuyers by providing more 
than $1.7 million in down payment as-
sistance grants.”

Swift notes the challenge in boosting 

awareness of the down-payment as-
sistance program. “A recent Neighbor-
Works American study showed 70 
percent of Americans are unaware of 
down-payment assistance programs,” 

PROTECT YOUR SHOWER 
AND YOUR WALLET

www.noblecompany.com
©2015 Noble Company.  ® Registered Trademark of Noble Company, Grand Haven, MI

ValueSeal ® Thin-Bed Bonded Waterproofi ng

FULL FEATURES, LOW PRICE
• Thin, lightweight, fl exible
• Holds a crease
• Available in 3’ & 6’ widths
• Made in USA

Thin-Bed Bonded Waterproofi ngThin-Bed Bonded Waterproofi ngThin-Bed Bonded Waterproofi ngThin-Bed Bonded Waterproofi ngThin-Bed Bonded Waterproofi ngThin-Bed Bonded Waterproofi ngThin-Bed Bonded Waterproofi ngThin-Bed Bonded Waterproofi ngThin-Bed Bonded Waterproofi ngThin-Bed Bonded Waterproofi ngThin-Bed Bonded Waterproofi ngThin-Bed Bonded Waterproofi ngThin-Bed Bonded Waterproofi ngThin-Bed Bonded Waterproofi ng

FULL FEATURES, LOW PRICE
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[market update]

Home owners were concerned and ex-
pressed fears about changing the char-
acter of their community and decreas-
ing property values. But a middle-aged, 
recently widowed Pinehills homeowner 

put a face on this particular housing 
need. Due to her new circumstance, she 
needed to find affordable housing but 
still wanted to stay in The Pinehills. 

During a community forum, she 

explained to fellow homeowners that 
their opposition to apartments would 
exclude her from the community she 
wanted to stay in. Green said that the 
homeowners relented. 

An annual report released by the Joint 
Center for Housing Studies of Harvard 
University reveals that the growing pool 
of renters is coming from older and 
wealthier households. The report, titled 
“The State of the Nation’s Housing,” says 
that renter household growth tracked by 
the Housing Vacancy Survey has aver-
aged 770,000 annually since 2004, mak-
ing 2004 to 2014 the best 10-year period 
for renter growth since the late 1980s. 

Households aged 45 to 64 account 
for about twice the increase in renters 
than do households under the age of 
35. Even households in the top half of 
the income distribution, generally as-
sumed to be homeowners, contribute 
43 percent to the growth in renters. The 
highest demand in history for rental 
housing consequently pushed multi-
family starts to its highest level ever in 
a quarter century, with developers add-
ing 1.2 million units since 2010. 

The report credits single-family 
homes with helping to meet the current 
demand for rental housing. Besides 
mom-and-pop landlords, companies 
such as Waypoint Homes, an Oakland, 
Calif., subsidiary of Starwood Property 
Trust, have bought and renovated more 
than 10,000 houses for lease in seven 
states. Renters in single-family de-
tached homes increased by 3.2 million 
between 2004 and 2013 and lifted the 
single-family share of occupied rentals 
to 35 percent from 31 percent. 

Despite the expansion of rental stock, 
the national vacancy rate dipped to its 
lowest point in almost 20 years and 
the market is likely to remain tight as 
Millennials move from their parents’ 
homes and form their own households. 
Indeed, the Joint Center projects that 
the combination of young adults and 
immigrants to the U.S. should return 
annual household growth to its longer-
run average of about 1.2 million through 

Give the Dryer Some Space

888-44-Dryer www.Dryerbox.com

Room to 
Breathe

Circle 759



LET’S TALK.

GOT A REALLY TALL WALL?

BUT COMING UP SHORT ON STRAIGHT STUDS?

You can spend your time shimming, dealing with wavy drywall and fixing nail 
pops. Or you can choose TimberStrand® LSL and design a tall wall system 
that’s strong, stable and straight. Our engineering team can also help you 
use TimberStrand LSL in select areas where straight studs are most critical—
like walls with cabinets, large windows, long countertops and tiled areas.  

Let’s sit down and figure this out together. Call 800.438.1427 or go to
tj-letstalkbusiness.com to find your Territory Manager and closest 
Trus Joist® dealer.  

Trus Joist TJIs 
voted #1  
in quality!
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[market update]

2025. These new households may be 
renters first but are likely to participate 
as first-time and move-up home buyers, 
particularly as today’s young adults 
move into their 30s and 40s. 

The Joint Center’s latest projections 
indicate that adults younger than 30 
will account for more than 20 mil-
lion new households during the next 
10 years, and that most of those will 

be renters. However, the middle class 
is burdened by rising rents, which, at 
3.2 percent, have outpaced inflation by 
double. The study reports that almost 
50 percent of renters see more than 
half of their income consumed by the 
cost of housing, and that burden is 
creeping up the income ladder. Twenty 
percent of renters who earn between 
$45,000 and $75,000 a year are now 
weighed down by the cost of renting.

The most likely prospects for single-
family homes are probably middle-
aged and married with kids; house-
holds headed by a single parent; and 
childless married couples. But the 
progress of single-family starts is still 
sluggish, the report says. Though starts 
last year broke 1 million, the Joint 
Center adds that, housing crash not-
withstanding, that number would have 
been a 50-year low. However, some 
mitigating developments include the 
slowdown in existing home sales and 
foreclosure-related sales, with slight 
growth in non-distress–related sales.

“The lingering effects of the hous-
ing crash are clear,” says the report. 
“Despite the rebound in home prices, 
many homeowners are still left with 
negative or limited equity.” Using sta-
tistics collected by CoreLogic, the study 
cites the number of homeowners with 
less than 20 percent equity at 15 mil-
lion. “Since these owners would be 
hard-pressed to cover the costs of sell-
ing their homes and also come up with 
a down payment on another property, 
they are effectively shut out of the 
housing market,” the report says.

While unemployment is below 6 per-
cent and the U.S. has seen steady job 
growth since 2010, the Joint Center’s 
report cites the long-term drop in 
household income as a crucial concern. 
Median household income in 2013 was 
$51,900, off 8 percent from 2007 and 
comparable to 1995 levels. The report 
counters with a bright spot: Signs in the 
beginning of 2015 point to a lift in wages 
that could provide a welcome boost to 
the housing industry.  PB

Increase your 
profi ts per home 
with Avalanche.

Flushes Better Than The 
Competition’s Pressure Assist

Scan here to check out 
real-life builder testimonials

Call your local Gerber 
representative at 1.866.538.5536

®
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Solid Performance
    Shear Versatility

© 2015 Simpson Strong-Tie Company Inc.  SWSB13-B

Introducing the newest addition to our shearwall family – the Strong-Wall® SB shearwall. It 
combines performance – high load values – with versatility – it’s trimmable in the field. The 
SB wood prefabricated shearwall is an economical solution for many applications, including 
narrow and tall wall spaces and garage portals. It’s available in three widths and heights up to 
20´ that can be conveniently trimmed to fit your job and eliminate shimming.

For a high-performance, versatile and economical wall, try the Strong-Wall SB shearwall. 
Learn more by calling your local rep at 800-999-5099 or visiting strongtie.com/sb.
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ABOUT NAHB: THe NATiONAl AssOciATiON Of HOme BUilders is A WAsHiNgTON, d.c.-BAsed TrAde 

AssOciATiON represeNTiNg mOre THAN 140,000 memBers iNvOlved iN remOdeliNg, HOme BUildiNg, 

mUlTifAmily cONsTrUcTiON, prOperTy mANAgemeNT, sUBcONTrAcTiNg, desigN, HOUsiNg fiNANce, 

BUildiNg prOdUcT mANUfAcTUriNg, ANd OTHer AspecTs Of resideNTiAl ANd ligHT cOmmerciAl 

cONsTrUcTiON. fOr mOre, visiT NAHB.Org.

Use of HealtH 
ReimbURsement 
aRRangements may 
pRompt fines

builders and other small-business owners who want to 
make health care insurance more affordable for their em-
ployees could face excessive penalties from the Internal 

Revenue Service (IRS) as high as $36,500 per year, per employee.
The penalties come from a provision in the Affordable Care 

Act regarding the use of Health Reimbursement Arrangements 
(HRAs) that allow employers to provide pre-tax dollars to em-
ployees to help them pay for medical care. Prior to enactment of 
the Affordable Care Act, HRAs were an important tool for small 
businesses with fewer than 50 workers seeking to help their em-
ployees pay for their family’s health care. 

Employers with fewer than 50 full-time workers are not required 
to offer health care to their employees. But instead of encourag-
ing small businesses to help defray the cost of health care, the law 
unfairly penalizes companies that offer HRAs, which is one of the 
most efficient methods for small-business owners to give employ-
ees more choice and greater control over their health care coverage.

This provision went into effect on July 1, and all employers, 
regardless of size, face fines of $100 per day, per employee from 
the IRS if they try to make health insurance more affordable 
for their workers through HRAs. These penalties are more than 
18 times greater than the $2,000 employer mandate penalty per 
full-time employee that’s being phased in for businesses with 
more than 50 workers that fail to provide qualifying health cov-
erage to their employees.

The good news: Legislation that would remedy the situation 
is pending in both chambers of Congress. The Small Business 
Healthcare Relief Act was introduced in the House by Reps. 
Charles Boustany, R-La., and Mike Thompson, D-Calif., and in the 
Senate by Sens. Charles Grassley, R-Iowa, and Heidi Heitkamp, 
D-N.D. This bipartisan legislation would enable small businesses 
with fewer than 50 employees to continue using HRAs to help 
employees cover the cost of health insurance. It would also pro-
tect employers from being financially penalized for providing 
this cost-sharing option to their employees.

Congress needs to act quickly on this legislation so that small 
businesses can continue to provide health care assistance to their 
employees—voluntarily—without fear of needless penalties. And 
until this legislation becomes law, the government should not pe-
nalize employers that use HRAs to help their employees. PB

[naHb HoUsing policy bRiefing]
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$101.4 million

according to the naHb/Wells fargo Housing index, 
builder confidence was bolder in June, gaining five 
points from the previous month. may new-home sales 
gained 2.2 percent from april to an annual rate of 
546,000 homes while new-home starts dropped 11.1 
percent during the same period to an annual rate of 
1.04 million. Remodeling spending in may edged up 0.9 
percent to $101.4 million.

HoUsing maRket snapsHot

bUildeR confidence gReW

neW-Home sales Rose

HoUsing staRts dRopped

Remodeling spending incReased



2014 Employer Health Benefi ts Survey, The Henry J. Kaiser Family Foundation, September 10, 2014. 2One Day PaySM is available for most properly documented, individual claims submitted online through 
Afl ac SmartClaim® by 3 PM ET. Afl ac SmartClaim® not available on the following: Short Term Disability (excluding Accident and Sickness Riders), Life, Vision, Dental, Medicare Supplement, Long Term 
Care/Home Health Care, Afl ac Plus Rider and Group policies. Individual Company Statistic, 2015. 3Eastbridge Consulting Group, U.S. Worksite/Voluntary Sales Report. Carrier Results for 2002-2014. Avon, CT.  
Coverage is underwritten by American Family Life Assurance Company of Columbus. In New York, coverage is underwritten by American Family Life Assurance Company of New York. 

It pays to tend 
 to your fl ock.

Call your local agent and visit 
afl ac.com/smallbiz

Afl ac can help protect your employees with 

cash to cover their bills in the event of a covered 

sickness or injury. And now employees’ claims 

can get paid in a day with Afl ac’s One Day PaySM 

when they submit online.2

Small businesses like how easy it is to add 

voluntary coverage to their benefi ts at no 

direct cost. Especially when it is from Afl ac, 

the number one provider of worksite/voluntary 

insurance sales for 13 consecutive years.3 Afl ac 

may even be a pre-tax deduction, so when we 

say it pays to tend to your fl ock, it just might.

Over the past 5 years, employee 
out-of-pocket expenses have 
risen nearly 40%.1

Z150001R 3/15Worldwide Headquarters  | 1932 Wynnton Road  |  Columbus, GA 31999
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H
omebuyers are increasingly cognizant of the impor-
tance of curb appeal and consequently are demand-
ing exteriors with varied materials and treatments. 
Builders and architect/designers who completed 

Professional Builder’s Exterior Design survey noted that their 
clients are asking for more brick and stone. However, a short-
age of skilled masons could explain why more builders are 
spec’ing stone veneer and brick veneer for their projects. 

A considerable number of builders also stated in their 

comments that they’re spending more money on what goes 
underneath the cladding. “We invested more dollars in house-
wrap, rain screening, insulation, window upgrades. All premi-
um products and installation methods to make sure no water 
penetrates the building,” wrote a New Jersey home builder 
and remodeler. Plants and grass also are factoring into deliv-
ering more curb appeal as builders put more focus on land-
scaping and outdoor living amenities. More findings from the 
2015 survey are presented in the charts that follow.

Creating  
a First 
impression
By Mike Beirne, Senior Editor

[ExtErior DESign trEnDS]

 BUYEr ConSiDErAtionS

great design/curb appeal

Low maintenance

Weather-tight construction

energy efficiency/ongoing cost savings

porch space/outdoor living

expansive windows for daylighting/views

architectural accuracy/symmetry

Lowest possible cost

Color selection

Ventilation/drainage

Long-term warranty

70.1%

57.2%

45.9%

42.8%

24.1%

20.3%

15.5%

13.9%

10.7%

10.2%

5.9%

in general, what are the most important issues among 
your buyers with regard to the home exterior?

 UPgrADES, CoSt, AnD inVEStMEnt

in which areas have you had the most success selling 
home exterior upgrades? Pick your top three.

siding material (e.g., brick, stone, vinyl)

Front door

elevation change/design upgrade

Windows

enhanced insulation/air-sealing package

porch/railing

garage door

Landscaping

Walkway/driveway

trim/molding

47.1%

43.6%

43.3%

33.7%

25.1%

22.5%

22.5%

21.9%

17.1%

14.4%

Brick and 
stone veneer gain 

ground as buyers seek 
curb appeal and low 
maintenance for their 
exterior material and 

design choices

Exterior materials that look 

great and require less upkeep 

were the top considerations 

for builders’ clients. BASE: 187; 

ProFESSionAL BUiLDEr 2015 ExtEriorS SUrVEY

Siding and front doors were no. 3 

and no. 4, respectively, in last year’s 

survey in which windows offered the 

top upgrade opportunity. BASE: 187; 

ProFESSionAL BUiLDEr 2015 ExtEriorS SUrVEY
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[exterior Design trenDs]

What is the single biggest change you made to your home 
exterior (design or material) offering in the past 12 months 
in order to meet the needs/demands of your buyers?

Among the changes mentioned in the “other” category were the use 

of upgraded materials such as composite siding and stone veneer and 

building house designs that are more contemporary.  

BASE: 185; PROFESSIONAL BUILDER 2015 ExtERIORS SURvEy

66.5% We have not made 
any changes

16.8% Hired the services 
of an architect/designer

11.4% Invested or updated 
in drawing software for 
better renderings

5.4% Other

Please estimate the percentage of the total cost (materials 
and labor) of your new homes that is spent on the exterior.

BASE: 185; PROFESSIONAL BUILDER 2015 ExtERIORS SURvEy

39.0% 20-29 percent

28.7% 30-39 percent

21.4% 10-19 percent

7.1% 40-49 percent

3.8% 50-59 percent

In general, has the amount your company invests in exterior 
design/materials changed in the past 24 months? 

BASE: 185; PROFESSIONAL BUILDER 2015 ExtERIORS SURvEy

60.5% No

38.4% We’re spending 
more today

1.1% We’re spending 
less today

Exterior trim details, windows, more protective 
underlayment, drainage behind cladding. (Connecticut 
production home builder)

More stone and stucco and less brick. More tile roofs and 
less asphalt. (Texas custom home builder)

Costs have increased for most materials. Insurance costs 
are up. Roofing installation costs are up as well, thanks to 
OSHA rules and decreased productivity. A lot of clients 
are trying to save money by being their own general 
contractors, which, without specialized knowledge, is 
costing them more. (Michigan builder/remodeler)

Customers seem to want better quality materials for both 
interior and exterior of houses. There has been an increase 
for all brick veneer or stone veneer where before it was all 
vinyl. If vinyl is being used, there seems to be some brick 
veneer or stone veneer. (Ohio custom home builder) 

We install more stucco and less brick. (Texas custom 
home builder)

Designing a variety of house styles that have authentic 
appeal: farmhouse, Arts and Crafts, Tudor cottage, etc. 
(Pennsylvania production home builder)

Spending more as a result of developing all new homes 
on VisionRez (BIM software) to provide a more detailed 
look at what we are building. (Texas luxury production 
home builder)

Using more fiber-cement product and real stone (thin-cut 
veneer). (Pennsylvania luxury production home builder)

Customers want more energy-efficient materials, which are 
more expensive. (Rhode Island, builder/remodeler)

Screens or double skins; highly energy-efficient windows; 
more insulation in exterior walls; overhangs or shade 
screens. (California architect/designer)

Better curb appeal, mainly hardscapes and integrated 
landscape planning. (Georgia builder/remodeler)

We’re investing much more in windows and doors. Also, most 
clients want more involved patios with a place to entertain 
out of doors. (Pennsylvania production home builder)

Explain why and in which areas you’ve 
invested more or less

 UPGRADES, COSt, AND INvEStMENt (CONt.)





24 Professional Builder   August 2015

[exterior Design trenDs]

 siding

What types of siding/exterior materials 
do you specify for your new homes?

Brick is widely available and popular with Midwestern builders, but the 

material, as well as stone, dropped to the bottom of the list compared with 

the 2014 survey. several builders noted that they had difficulty finding brick 

and stone masons. insulated vinyl, aluminum/metal siding, and composite 

shakes/shingles did not make the top 10. BAsE: 187; PROFEssiOnAL BUiLdER 2015 exteriors survey

Homes: All Most Some None

Fiber cement 12.5% 21.7% 40.8% 25.0%

Stucco/EIFS 11.5% 19.4% 35.3% 33.8%

Vinyl siding 9.8% 24.8% 30.8% 34.6%

Stone veneer 6.9% 23.6% 47.2% 22.2%

Concrete/ 
concrete block 6.9% 4.3% 24.1% 64.7%

Wood 5.8% 12.4% 42.9% 38.8%

Brick veneer 5.7% 14.5% 39.5% 40.3%

Brick 5.2% 15.7% 44.8% 34.3%

Stone 4.8% 17.6% 34.4% 43.2%

Composite siding 4.4% 8.7% 38.3% 48.7%

Compared with two years ago, when it comes to selling 
new homes, how much more or less important to your 
clients is offering elevation designs that incorporate 
multiple exterior materials?

Eighty-seven percent of survey respondents also said they use multiple 

materials for exterior cladding on an individual home.  

BAsE: 185; PROFEssiOnAL BUiLdER 2015 ExtERiORs sURvEy

49.2% It’s more 
important today

43.8% No change

7.0% It’s less 
important today

 ROOFing

What types of roofing material do you specify for your homes?

Asphalt shingle is the most popular roofing material, with 80 percent of 

builders surveyed indicating they use it on all or on most of their projects, 

followed by concrete/clay tile and metal. 

BAsE: 171; PROFEssiOnAL BUiLdER 2015 ExtERiORs sURvEy

Homes: All Most Some  None

Asphalt shingle 33.5% 46.5% 18.2% 1.8%

Concrete/clay tile 9.6% 9.6% 24% 56.8%

Metal 2.3% 11.7% 63.3% 22.7%

Synthetic 2.0% 2.0% 14.7% 81.4%

Wood shake/shingle 0% 1.9% 25.7% 72.4%

Slate 0% 2.9% 17.3% 79.8%

during the past 12 months, which type of roof line did most 
of your clients prefer?

the majority of builders perceived client preferences for either simplified 

or complex roof line design. BAsE: 185; PROFEssiOnAL BUiLdER 2015 ExtERiORs sURvEy

42.7% No strong preference for 
simplified or complex roof lines

34.1% Complex with many 
elevation changes and gables

18.4% Simplified with low 
pitches and fewer gables

4.9% Other

MEtHOdOLOgy & REsPOndEnt inFORMAtiOn 
This survey was distributed between May 20 and June 11, 2015, to a 
random sample of Professional Builder’s print and digital readers. No 
incentive was offered. By closing date, a total of 187 eligible readers 
returned completed surveys. Respondent breakdown by discipline: 
29.4 percent custom home builder; 20.3 percent diversified builder/
remodeler; 16.6 percent production builder for move-up/move-down 
buyers; 14.4 percent architect/designer engaged in home building; 
4.3 percent luxury production builder; 4.3 percent production builder 
for first-time buyers; 3.7 percent manufactured, modular, log home, 
or systems builder; 2.7 percent multifamily; and 4.3 percent other. 
Approximately 53.4 percent of respondents sold one to five homes in 
2014, and 18 percent sold more than 50 homes.
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S
ales and marketing leaders all 
across the country have heard—
or will soon hear—this request: 
You need to hire an online sales 
specialist, and he or she had bet-
ter be great. Whether you’re cre-
ating this position, replacing an 

underperforming employee, or expanding your team, the on-
line sales program is now a priority for builders everywhere. 

Why? Because so many builders are seeing the huge op-
portunity to increase sales by improving the customer experi-
ence on the front end. Surveys show us, year after year, that if 
you send new leads to front-line sales, they often receive less-
than-stellar follow-up. Last year, the Online Lead Response 
Survey we conducted in partnership with Lasso CRM revealed 
that 39% of the builders shopped did not respond via email to 
leads and 69% never called the lead. (To download the Lead 
Response Survey, visit www.lassocrm.com/2014survey.) 

The bad news is that most builders aren’t following up. The 
good news is that most builders aren’t following up. That cre-
ates tremendous opportunity for those who are following up 
with prospects and exceeding their expectations. 

When you establish a position to manage all of these new 
contacts—combined with the right follow-up process—you will 
increase sales dramatically. Believe it or not, you’ll be able to 
instantly place yourself in the top 3% of builders nationwide.

Avoid Common PitfallS 
Start off by hiring the right online sales specialist. Don’t 
fall into common traps we often see:

• Grabbing that admin who isn’t doing anything else and 
having him or her do it.

• Turning it over to your marketing person.
• Recruiting the same way you do for your sales team.
This role is the face of your organization—the first contact 

that many will have with your company. It’s not a salesperson 

in the classic sense. It’s also not a marketing person per se, 
and it most definitely is not an admin or support position. 
Your online sales specialist requires a unique set of skills in 
order to be successful. If you underestimate the importance, 
you set up the person and the position for failure—potentially 
dismissing a valuable role for your company because of poor 
hiring practices. Put as much effort into finding the right per-
son as you would for anyone on your sales team.

HunterS vs. FArmers
Your typical salesperson has a classic hunter profile. Find the 
sale, kill the sale, drag the sale home, and triumphantly drop 
it in front of the manager. While he ogles the kill, the salesper-
son might say, “I did the hard work. Do your own paperwork.” 
(Can you tell that I’m a salesperson, too?) 

Many salespeople claim they’re not detail oriented. When you 
talk about long-term follow-up, segmentation, lead scoring, and 
analytics, their eyes glaze over. That’s inherent with this species, 
and it’s why they excel in their sales role. A driver personality is 
rejection-resistant: The word “no” only motivates them to work 
harder on discovering what it will take to close the deal. 

Conversely, the role of the online sales specialist requires 
more of a farmer personality. These kinds of people don’t mind 
cultivating a lead for months, days--even years. They don’t 
care where or when the prospect buys. Their job is to dig and 
patiently nurture potential buyers along the path to purchase. 

“Finding new potential customers who have the ability, au-
thority, and willingness to purchase” is an accurate descrip-
tion of this sort of prospecting. The primary goal is to deliver 
qualified traffic to the onsite sales team. 

Finding a patient, diligent, and successful online sales spe-
cial ist requires finding someone who:

• Is measured by a different set of metrics. 
• Understands marketing and sales and the importance of 

nurturing a lead as part of the process.
Now that we’ve established that you’ll need a professional 

By Mike Lyon, Contributing Editor

[SaLES & MarkEting]
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with a distinct set of skills and personality traits, let’s look at 
the best way to � nd this person. 

USE A PRECISE SEARCH PROCESS
With a targeted hiring process, you will be able to attract the 
top talent: not necessarily the ones with the most experience 
but candidates who are highly coachable and possess the 
greatest drive; who have a positive attitude and the ability to 
follow a process to convert prospects to appointments. Here’s 
how to reap the results you’re looking for by taking the time 
and using a systematic, de� ned process. 

You already know the basics: Utilize all the job boards and 
hiring sites that make sense for your market. Post the opening 
and description. Then, make sure that you: 

1. Conduct the entire interview process over the phone and 
email. That’s how 99.4% of your customers will be inter-
acting with this new hire. Measure responsiveness. Is the 
communication quick? If the person you’re interviewing 
doesn’t get back with you in a timely fashion, he or she 
won’t be fast at follow-up. 

2. Send out a questionnaire to all candidates who seem to be a 
close enough � t. (You will be surprised how many never re-
spond.) How they answer the questions will be a great way 
to get a feel for their ability to communicate in writing. 

3. With candidates who make it past this step, schedule a 
quick phone interview to explain the position and talk 
about the company. Then, ask many of the same ques-
tions from the original questionnaire. Again, you’re trying 
to judge how engaging they are on the phone. Do they an-
swer questions well? Are they likeable? Don’t spend the 
entire call talking--get the candidate to talk to you. 

4. When you hang up, wait for the candidate to send you a 
thank you email. The process ends there for those who 
don’t. Have those who do take a pro� le test. We like the 
DISC pro� le (the letters stand for Dominance, In� uence, 
Steadiness, and Conscientiousness.) 

5. When you receive the DISC, make sure you like the re-
sults before moving on to a second phone interview. 

6. On this phone interview, role-play a portion of a call, with 
you as the customer. After a few minutes, provide some 
coaching and see how the applicant responds to the feed-
back. How well did the candidate respond to feedback? Is 
she or he coachable? 

7. After they send a thank you email, ask them to visit www.
bombbomb.com, set up a free account, and send a video 
in which they explain why they would be the best � t for 
this position. This allows you to see body language and 
facial expression and to observe comfort level with tech-
nology and video communication. 

8. Only when you decide to offer the position should you 
meet in person. 

You might be thinking, “Holy cow, this is rigorous.” Abso-
lutely. The process outlined above allows you to quickly � lter 
through hundreds of candidates to get to the top � ve in no 
time. If they can’t follow this process, communicate well, and 
show you their best self, then they’ll never be able to follow 
a rigorous process with prospects. This approach is designed 
to allow you to observe the quality and quantity of their com-
munication before extending the job offer. You’ll save consid-
erable time by getting the right person, right away. 

Recruiting isn’t easy. Too often the process isn’t systematic: 
We get a recommendation, have an in-person meeting, get a 
good gut feeling, make the hire, and hope it works out. 

Don’t be left trying to � gure out how to get rid of someone 
you’ve just hired. Take your time, follow this hiring process, 
and your next online sales specialist will rise to the top of a 
crowded sea of job candidates. What’s more, he or she will 
help you do better business. PB

Mike Lyon is president of Do You Convert, a company exclusively 
focused on online sales and marketing for home builders and 
developers. Write him at mike@doyouconvert.com.

HIRING AN 
ONLINE SALES 
SPECIALIST

Filling this singular role requires a special process to pinpoint the best talent
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[building science]

Whole-Building 
Ventilation

By Sam Rashkin, Chief Architect
Building Technologies Office,  
U.S. Department of Energy

energy-efficient 

homes require 

careful attention to 

indoor air quality 

V
entilation systems do two 
different tasks: spot ventila-
tion and whole-building ven-
tilation. Spot ventilation is 
for specific, non-continuous 

tasks such as removing moisture gen-
erated from cooking or bathing. Whole-
building ventilation provides a healthy 
indoor environment. Three accepted 
practices are used to meet the delivered 
or mechanical ventilation: supply-only 
ventilation, exhaust-only ventilation, 
and balanced air ventilation. Each meth-
od is effective, but it’s crucial that the 
ventilation methods match the climate 
zone to ensure good building durability, 
safety, and indoor air quality.

TighT ConsTruCTion + indoor air qualiTy

high-performance homes provide more affordable, comfortable, healthy, durable, and 
safe dwellings for all americans, and that’s a good thing. tight construction is one of the 
cornerstones of high-performance homes. But exceptionally tight homes also need good 
ventilation to create equally exceptional indoor air quality (iaQ). But it can’t be overstated 
that properly designed ventilation systems are dependent on the climate zone you build 
in. Without considering the specific conditions in which you’re working, you’ll end up 
installing a ventilation system that’s ineffective or, at worst, dangerous.
  to understand the importance of good indoor air quality, consider that people 
spend nearly 90 percent of their time indoors, with the majority of that time spent in 
their homes. and since concentrations of many pollutants are, on average, two to five 
times greater indoors than in the outdoor air, ventilation is essential to maintaining 
good indoor air quality.

historically, residential ventilation wasn’t considered a problem by builders or 
homeowners because it was largely believed that operable windows and high rates 
of enclosure leakage provided enough outside air in the home. that’s not a safe bet 
anymore. as homes become more airtight, research shows a need to improve meth-
ods for supplying fresh air to occupants. as building codes become more rigorous, 
it’s critical to address other system-based technical challenges for achieving energy 
efficiency, including water protection, comfort, and indoor air quality. 

Resources can help improve iaQ in the homes you build. the Building america 
Solution Center (https://basc.pnnl.gov) consolidates resources on a full range of high-
performance home topics including iaQ and ventilation to make these resources easier 
to access and use. the research results that come from our Building america program 
can be found under hVaC at: https://basc.pnnl.gov/building-components#selection. 

Currently, strategies and solutions for whole-house and spot ventilation can be 
found in the Solution Center using a building component interface or with a checklist 
interface based on the environmental Protection agency’s indoor airPluS Program 
(https://basc.pnnl.gov/checklists/epa-indoor-airplus#Moisture-Control).

The ventilation information contained in this article is a product of the Building America Solution Center, which provides building-science–based knowl-
edge on a variety of residential design and construction topics for new and existing homes. For additional guidance on selecting, designing, and install-
ing ventilation systems, visit https://basc.pnnl.gov/resource-guides/whole-building-delivered-ventilation#block-views-guide-static-blocks-block-1

Heat recovery ventilators and energy recovery ventilators work 

by balanced ventilation, throughout the home and continuously, 

without the energy penalties associated with regular exhaust fans.
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Supply-Only VentilatiOn
Supply-only ventilation will create a 
positive pressure in the conditioned 
space relative to the outdoors. This 
strategy typically depends on build-
ing envelope leaks to remove the stale 
air. If a supply-only ventilation sys-
tem is drawing 80 cfm of outdoor air 
into the home while the air handler 
is operating, then at the same time 
80 cfm must be exiting the building 

somewhere. That “somewhere” is the 
many leaks in the building envelope 
between indoors and outdoors. 

In humid climates where the condi-
tioned indoor air is dryer than the out-
door air, this can be a good strategy. It 
will help keep building envelope ma-
terials dry while providing ventilation 
air that is both filtered and dehumidi-
fied. In cold, dry climates where indoor 
air is more humid than the outdoor air 
(in high-performance buildings), sup-
ply-only ventilation would be a poor 
strategy.

exhauSt-Only VentilatiOn
Exhaust-only ventilation is the reverse 
of supply-only ventilation: stale air 
leaves the building from a known lo-
cation (through exhaust fans ducted 
to the outdoors) and outdoor air en-
ters the building from an unknown 
location. For every cubic foot of air 
exhausted out of the building, a cu-
bic foot of air has to come into the 
building from somewhere. Again, that 
“somewhere” is the many air leaks in 
the building envelope that connect the 
conditioned space to unconditioned 
space or directly to the outdoors. With 
this strategy, the outdoor air entering 
the building is neither filtered nor con-
ditioned. The target ventilation rate is 
met by operating a quiet exhaust fan 

at a specific flow rate for a scheduled 
runtime each hour.

This strategy works well in cold, dry 
climates because the air outdoors is 
generally drier than the air indoors 
(in tightly built homes). Unlike older, 
leaky homes, newer high-performance 
homes are built to be more airtight. 
They tend to accumulate more mois-
ture—water vapor in the indoor air 
comes from cooking, bathing, and 

clothes washing. Exhaust-only venti-
lation is needed to safely remove this 
moisture before condensation be-
comes an issue.

Make-up air moving through the en-
velope helps to keep building materials 
dry in cold, dry climates. Exhaust-only 
ventilation would be a poor strategy 
in humid climates, where water va-
por outdoors is typically higher than 
indoors. Heat recovery ventilators and 
energy recovery ventilators provide 
balanced ventilation throughout the 
home. They can be set to operate con-
tinuously without the energy penalties 
associated with regular exhaust fans 
because they have a heat exchanger 
that transfers heat between outgoing 
and incoming air streams.

Balanced VentilatiOn
Balanced ventilation is designed to 
provide both supply and exhaust. The 
best means for providing this bal-
anced system is with a heat recovery 
ventilator (HRV) or an energy (or en-
thalpy) recovery ventilator (ERV). Both 
provide a controlled way of ventilat-
ing a home while minimizing energy 
loss because they incorporate a heat 
exchanger that uses conditioned air 
from the outgoing exhaust air to pre-
condition the fresh incoming air. The 
heat exchanger transfers heat but 
does not allow the intermingling of 
outgoing and incoming air.

Here, incoming and outgoing air vol-
umes are balanced and air is evenly 
distributed throughout the house. 
These are whole-house systems; they 
can share the central furnace’s air han-
dler and duct system or have their own 
duct system. 

The main difference between an HRV 

and an ERV is the way the heat exchang-
er works. With an ERV, the heat exchang-
er transfers water vapor along with heat 
energy, while an HRV only transfers heat. 
See the manufacturers’ specifications 
for determining which model is best in 
which climate and install it according 
to the directions for best performance, 
especially in regard to ERVs in humid 
climates. Research shows that most 
ERVs can recover about 70 to 80 percent 
of the sensible energy in the exiting air. 
In summer, ERVs seem to perform best 
during peak outdoor conditions and 
lose efficiency during low-temperature, 
high-humidity conditions. PB
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It starts with leading by example, and then focusing on people and process

uilders face a host of risks in the course of doing 
business, including production stoppage, budget 
variances, liability associated with jobsite ac-
cidents, governmental compliance, and quality 
defects, to name a few. If unmanaged, these risks 
can sink you. But by developing a work culture 

that focuses on people and processes, risks can be managed. 

Setting the tone: Leading by exampLe
Developing a company culture that focuses on people begins 
at the top, but it’s a goal that must be shared by each level of 
management. It takes time and requires consistency and trust. 
Leaders at all levels must provide regular, open, and honest 
communication. Involve and empower employees, trades, and 
suppliers to achieve shared goals. 

Align words and actions. There needs to be consistency 
between what you say and what you do. Demonstrate frugal-
ity on the jobsite and you’re in a better position to expect the 
same from trades and suppliers. Show a strong work ethic by 
arriving first to work in the morning and leaving last in the 
evening and you’re more likely to get others to put in the hours 
needed to hit a tough closing date. It’s one of the most effective 
ways that leaders earn the respect of those around them. 

Be accessible and available. Leading by example often 
manifests itself in what people see. But what they hear is 
also important. Open, honest, and frequent communication 
means sharing company objectives and current events on a 
regular basis. It’s letting people know that you want to hear 
about the risks out there. 

You also need to make it clear that you want recommendations 
on the best way to manage risks. Company meetings, depart-
mental meetings, employee portals, and notices that employees 
see when they log in are all avenues for sharing information. 

Make sure that communication and message dovetail. 
For example, if a conversation about better communication 
is beneficial, face-to-face interaction is more effective than 
sharing a memo in a newsletter or posting it to a company 
employee website or on a bulletin board. 

Clearly define roles, accountability, and authority. Involved 
and empowered employees and trades are essential to man-
aging risks. But empowerment has to come with ground rules. 
Builders should define job functions and roles, individual ac-
countability, and decision-making authority so that each mem-
ber of their team knows what they can and can’t do. Make it 
clear that some issues, such as safety, quality, and governmental 
compliance, are everyone’s responsibility. (Yes, some companies 
may have full-time positions dedicated to managing these risks, 
but the person in that role can’t be everywhere at once.) 

Emphasize that safety is everyone’s job. Unmitigated risk is 
seeing an issue and doing nothing about it. Conversely, the per-
son who believes safety, quality, or government compliance is 
everybody’s job and then sees a hazardous situation, observes 
a quality defect being constructed, or sees an OSHA, EPA, or 
other requirement being ignored is more likely to intervene 
and correct the situation before it becomes a bigger problem. 

Use recognition as a team-building tool. When someone 
observes a risk and takes action to prevent it from becom-
ing a problem, be sure to acknowledge him or her. When you 
recognize people for doing well, it motivates them to do more. 

Early in my career, a mentor told me that it was my job 
as a leader to “catch someone doing something right and 
thank them for it.” That advice has stuck with me ever 
since. Appreciation goes a long way. Celebrate your compa-
ny’s success with the people who helped make that success 
a reality. Consider including your key suppliers and trades 
in the celebration. The more they feel a part of the team, 

By Tony Callahan

managing RiSkS in home 
buiLding opeRationS
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the more they will choose your firm over the competition 
when labor is tight. This is also a good example of how a 
focus on people can mitigate a labor shortage risk.

An EngAgEd TEAm CAn ShArpEn BEST prACTiCES
Focusing on people is important—and it’s just the start. 
With an engaged team, a builder can further manage risk  
by developing processes that are best practices for the build-
er’s environment.

Involve those closest to the process. Best practices are of-
ten best developed by enlisting the individuals who actually 
perform the job. This is essential for efficiency; a good pro-
cess will prevent employees from reinventing the wheel ev-
ery time they execute a task. A good process that’s followed 
will provide consistency. Documented processes are also a 
great tool for new-employee orientation and training. It’s im-
perative that documented processes be kept up to date. An 
outdated process can be just as harmful as no process at all. 

Leverage know-how across teams. Cross-functional pro-
cess improvement teams can be assembled for assignments 
that range from meeting customer requirements to reducing 
warranty costs, cycle times, and construction costs to improv-
ing quality. Such teams can reduce costs and manage risks at 
the commodity level. These commodity teams can be made 
up of employees from purchasing at a corporate, regional, and 
divisional level for large production builders. 

Cross-functional teams should also include a representa-
tive from construction and resources from sales, warranty, 
and accounting. The resources are typically involved just 
as needed to address a specific issue. However, the purchas-
ing and construction members of the team work together to 
identify opportunities to reduce costs while also implement-
ing cost avoidance strategies. 

Take advantage of knowledge from varied markets, too. Any 
builder that works in multiple regions needs to tap the knowl-
edge base of its teams in various locations. 

Don’t forget suppliers and trades. They can enhance cross- 
functional teams. Involve them early in the design process to 
ensure sound construction, warranties, cost management, and 
continuous improvement—this can save a lot of mistakes down 
the road. Your framer can tell you that a specific floor plan will 
be labor-intensive while providing you with a list of things you 
can do to reduce the labor required. An HVAC contractor can 
review the plans and tell you where the problem areas are (e.g., 
LVL preventing duct run). Other trades and suppliers that are 
good resources during the design process include pro dealers 
(lumberyards), foundation companies, plumbers, cabinet and 
countertop companies, flooring companies, and electricians. 

A proCESS improvEmEnT TEAm CAn hElp lEAd 
One of the biggest opportunities to manage risk is to have 
a cross-functional team that reviews new plan designs and 
plan changes. The team should include (at a minimum) 
the architect, structural engineer, pro dealer, framer, HVAC 
contractor, and folks from purchasing, sales, construction, 
and, if applicable, the design studio.

By developing a culture that focuses on people and pro-
cesses, risks can be managed. It’s not easy, but leaders at all 
levels need to lead by example; provide regular, open, honest 
communication; and involve as well as empower employees, 
trades, and suppliers to achieve shared goals. The old TEAM 
adage, “Together Everyone Achieves More,” rings especially true 
when it comes to mitigating risk. PB

Tony Callahan is president of Callahan Consulting Group, callahan 
consultinggroup.com, in Kennesaw, Ga. tonyc@callahancg.com.

rETAining TAlEnT 
Key employees helped you get where you are today, and 
losing them is one of the biggest risks you face in the 
current climate. 
1. Follow ThE goldEn rulE. Treat them the way 

you’d want to be treated. Get to know them, and 
remember that what motivates one person may not 
motivate another. There’s no shortcut on this one. 

2. invEST in Your pEoplE. Look for job enrichment 
opportunities. Provide your team with access to 
continuing education and cross-training opportunities.

3. providE ChAllEngES. Put your best people to 
their highest and best use. Who better to work on 
your biggest challenges and take advantage of  
best opportunities?

4. pAY CompETiTivElY. Don’t wait until a valued 
employee gets an offer from the competition before you 
review compensation. Review regularly and make sure 
compensation is commensurate with the employee’s 
contribution to your company.
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ZIP System® Sheathing and Tape 
Outperforms Housewrap

O
n the jobsite, every minute 
counts. That’s why ZIP System®

sheathing and tape is essen-
tial for builders who want both 
moisture protection and speed. 
This innovative structural roof 

and wall system with an integrated water and air 
barrier gets the job done right with a simple two-
step installation. Because only one man is needed 
to tape, the job gets done 40% faster than tradi-
tional OSB and housewrap.

ZIP System® wall sheathing is an all-in-one struc-
tural panel, with a built-in moisture and air barrier, 
providing a tight building envelope during and 
after construction. Because ZIP System sheathing 
and tape is faster to install than traditional OSB 
and housewrap and provides a 180-day rough dry-
in, builders can schedule subcontractors sooner, 
which can help compress overall project timelines.

ZIP System® roof panels feature a built-in moisture 
barrier and eliminate the need for felt paper and 
H-clips. A code-recognized structural panel and 
underlayment all in one, ZIP System roof panels 
prevent expensive rework due to torn felt. Shingles 
or tiles can be applied directly to the panels.

Together, ZIP System® sheathing panels and ZIP 
System™ tape provide an all-in-one solution that 
eliminates the need for housewrap or felt, mak-
ing the system quicker to install than traditional 
materials, while helping reduce moisture and air 
leakage risks.

ZIPSystem.com

ADVERTISEMENT



ONE-MAN
EASIER.

FROM THE 
CREATORS OF

TECH
SUPPORT

Watch ZIP System® sheathing and tape go head-to-head
with regular housewrap at ZIPSystem.com/Top100

ZIP System® sheathing and tape is an innovative structural roof and wall system with an integrated water 

resistant and air barrier that streamlines the weatherization process and transforms it with a simple two-

step installation. Just put up the panels and tape the seams. ZIP System™ tape is so easy it turns taping 

into a one-man job; and so fast, it installs 40% quicker than housewrap.

ZIP it fast, ZIP it tight, ZIP it right.™

SHEATHING & TAPE

©2015 Huber Engineered Woods LLC, ZIP System, the accompanying ZIP System logo and design and AdvanTech 
are trademarks of Huber Engineered Woods LLC. Huber is a registered trademark of J.M. Huber Corporation. 
Huber Engineered Woods products are covered by various patents. See ZIPsystem.com/patents for details. This 
product’s Environmental Product Declaration (EPD) has been certified by UL Environment. HUB 3302 08/15
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Icynene Classic Max: One-and-done 
low VOC spray foam innovation

R
esidential builders seeking to differenti-
ate their builds can consider Icynene’s 
low VOC spray foam insulation – Icynene 
Classic Max. This one-and-done innova-
tion eliminates the requirement of an ig-
nition barrier in residential unvented attic 

applications. Plus, as a low VOC spray foam product, 
Icynene Classic Max allows for re-entry and re-occu-
pancy after 4 hours of active ventilation (at 40ACH) 
following installation, meaning construction schedules 
can be shortened.  

Through extensive actual end-use confi guration test-
ing, in collaboration with the ICC Evaluation Service and 
an ICC-ES accredited fi re consultant, a fi re in an unvent-
ed attic equipped with Icynene Classic Max is smoth-
ered in less than a minute. This helps to keep homes and 
families protected.  Icynene Classic Max is the industry’s 
most extensively fi re tested spray foam product.

Icynene Classic Max low VOC spray foam insulation 
does away with the need for an ignition barrier in an 
unvented attic space, eliminating additional material 
and labor expenses. This helps the safety- and cost-con-
scious builder construct safer family homes and man-
age their construction budgets.  

Differentiate yourself in the marketplace and offer 
your clients both peace-of-mind and the opportunity to 
purchase a well-built home. Icynene Classic Max adds 
value to your builds and helps you stand out in the mar-
ketplace. Contact Icynene to learn more about this 
high performance spray foam innovation. 

icynene.com

ADVERTISEMENT



The Evolution of Insulation.

As a builder, you build homes with only the best material. So, if you want homes that stand 
out, choose Icynene spray foam insulation. To learn about all the different advantages visit 
icynene.com/yes. And remember to always ask for it by name.

icynene.com/yes

Granite counters,
marble floors and 
Icynene. (Yes, Icynene.)
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Kwikset® Kevo®: 
Smart Phone Smart. One Touch Easy.

I
ntroducing the Kevo Bluetooth door lock from 
Kwikset. Your Smartphone is now your key—keep 
your phone in your pocket or purse. No more fum-
bling for your keys...just touch the lock to open for 
the ultimate in convenience. No Smartphone? 
No Problem. A Kevo “Fob” is included with the 

deadbolt and is pre-enrolled so no additional setup is 
required. Keep your Fob in your pocket, purse or back-
pack and enjoy the same “touch to open” conve-
nience as a smartphone. 

Engineered for Maximum Security — Kwikset Kevo 
uses secure authentication technology by offering mili-
tary grade PKI encryption and uses multiple levels of ad-
vanced security for added peace of mind.

Kevo Knows if You’re Inside Or Outside Your Home — 
Kevo includes patent-pending intelligent positioning 
technology that detects whether an authorized user is 
inside or outside of the home before granting access, 
to help prevent unauthorized entry. Kevo features auto-
calibration that automatically enables this technology 
and adjusts Kevo continuously to provide convenient 
and secure user interfacing.

Control home access through eKeys on the Kevo 
Mobile App — An eKey is an encrypted electronic key. 
The eKey moves your physical key into the digital world 
and signifi cantly improves your home access experi-
ence. With the Kevo app, you can enjoy the security 
and convenience of complete key management:

• Send an eKey to anyone, anywhere, anytime
• An eKey allows you to pre-set time constraints for 

the recipient. You control the days and the time of 

the week when the eKey will be active. 
• Temporarily disable or permanently delete any 

user from the Kevo system
• eKeys never expire and can be reassigned from 

one person to the next
• Free, unlimited Guest eKeys 
Easy to Install — Kwikset Kevo replaces existing dead-

bolt locks, with no hard wiring or internet usage. It runs 
on 4 AA Alkaline batteries that typically last for one year.

SmartKey® Re-Key Technology — Kwikset also of-
fers their patented SmartKey technology on the Kevo 
Bluetooth deadbolt and enables homeowners to reset 
their security by re-keying their locks quickly and easily. 
SmartKey provides superior security and re-keying con-
venience unlike any other smart lock on the market.

To learn more visit www.Kwikset.com.

www.kwikset.com

ADVERTISEMENT



©Kwikset 2015. Kevo is a trademark of Spectrum Brands, Inc. Kwikset is a registered trademark of Spectrum Brands, Inc. All Rights Reserved.

Circle 772



42 Professional Builder   August 2015

Larger Dryerbox® Handles 
Stand-Alone and Pedestal Dryers

T
he good idea of protecting 
dryer transition hose in the 
cell of the wall just got bet-
ter.  Allowing the dryer to be 
pushed fl ush to the wall—
without crushing the duct—

yields more room in the laundry, and 
it helps save energy by letting the 
dryer operate at peak performance.  
Importantly, it also helps mitigate a 
very real fi re hazard (lint buildup is very 
fl ammable and accounts for thou-
sands of home fi res every year).

The new model DB-480 is built in the 
U.S. to the same standards as the orig-
inal models: deep drawn 22 gauge 
aluminized steel, only bigger.

It is taller and wider to safely col-
lect the transition hose for dryers that 
sit directly on the fl oor as well as those 
on a pedestal.  It can be installed to 
vent up or down.  The larger receiving 
area is designed to give the contractor 
a standard installation on the bottom 
plate for every home.

Homebuyers can upgrade the dryer 
without remodeling the laundry room, 
and the standard placement simplifi es 
installation, saving construction costs.

480.Dryerbox.com

ADVERTISEMENT

New model 480 is much larger so it can accommodate free standing 
and pedestal dryers venting up or down.



ProBuilder.com   Professional Builder 43

Noble Company Premium Products 
Hit Top 100 in Professional Builder 

C
ustom tiled showers must be water-
proofed to protect against water dam-
age to rooms below the shower. In order 
for that water to drain, waterproofi ng 
membranes (such as Chloraloy®) must 
be sloped to the drain. Mortar is gener-

ally used to create the slope, however, that is very time 
consuming and labor intensive. Noble Company offers a 
time-saving alternative, PRO-SLOPE™, a light-weight show-
er pre-slope. PRO-SLOPE installs in minutes and provides 
the slope and drainage needed for long term perfor-
mance and is available in 3 standard sizes with extensions 
to accommodate additional sizes.

Linear shower drains have become a favorite for de-
sign and construction professionals. A single-slope is used 
which allows for the use of large profi le tile, ideal for con-
temporary designs. Noble Company’s FreeStyle Linear 
Drain™ is the premier choice for linear drain installations. 
Made from a single piece of PVC or ABS, with an internal 
single-slope, the FreeStyle Linear Drain is easy to install, 
and offers a low-profi le making it ideal for barrier-free 
showers, popular for aging in place applications.

The FreeStyle Linear Drain is also the only linear drain 
with a clamping collar, which ensures a watertight 
connection between the membrane and the drain. 
The collar tightens the sheet membrane to the top of 
the drain so water fl ows down the sloped membrane 
directly into the drain. The unique watertight connec-
tion, paired with its impressive capacity of 36 gallons of 

water per minute, make the FreeStyle Linear Drain the 
best choice for multi-head, high volume showers.

FreeStyle Linear Drains offer incredible design fl exibili-
ty. The low-profi le and high-capacity drainage allow for 
drain placement at the shower wall, exit, or anywhere it 
best fi ts the design. Available in 4 stainless steel strainer 
designs and a tile-top option.

For an ultra-thin waterproofi ng sheet membrane, 
use ValueSeal® to waterproof thin-bed tile and stone 
installations.

www.noblecompany.com

ADVERTISEMENT
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[windows & doors]

90-degree Corner WindoW  |  Kolbe
After seeing an increase in customer demand 
for 90-degree window units, Kolbe expanded 
the VistaLuxe Collection to include one. The 
90-degree corner direct-set window comes with 
a range of glass choices that address different 
climate zones and performance needs. The 
VistaLuxe Collection products have a wood 
interior and an aluminum-clad exterior that can 
be painted in standard custom and new mica 
colors, all backed with a 30-year finish warranty. 
Energy efficiency is maintained while minimal 
frames and sashes optimize opening size and 
maximize viewing area. For more info circle 803

Multi-Slide door  |  Marvin WindoWS and doorS
The Ultimate Multi-Slide Door from Marvin allows homeowners to bring  
the outside in. The product is available in an array of configurations and  
sizes to fit a variety of openings. When the door slides open, the panels 
stack in front of one another. The panels come in standard widths of 3 feet 
to 5 feet and heights of 7 feet to 12 feet. Consumers can choose from a 
unidirectional configuration or the bi-parting style, which opens from the 
center. Each configuration is available in both left- and right-handed styles.  
For more info circle 807

bi-Parting Patio door  |  Ply geM
Ply Gem Windows Mira Premium Impact Series 
now features a bi-parting patio door, which 
includes impact-rated glass for select coastal 
applications. Available in sizes up to 12 feet 
wide, the bi-parting door creates a transition 
from home to the outdoors with the impact 
glass helping prevent windblown debris from 
breaking through. The product is available in 46 
exterior colors along with a variety of standard 
and custom sizes. For more info circle 804

toP-Hinged roof WindoW  |  velux
The GPL roof window from Velux enables you 
to take advantage of outdoor views and admit 
daylight and fresh air to spaces such as lofts 
and attics. The window is designed to be within 
reach to provide maximum ventilation, and the 
ventilation flap allows for fresh air circulation 
when the window is closed. The glass is easy to 
clean from the inside due to the rotating sash, 
and the bottom latch of the window opens to 
a 45-degree angle for emergency escape and 
rescue. For more info circle 805

Wall-Mount Sliding door   
JoHnSon HardWare
The 200WF Wall Mount with Clear 
Satin Anodized Finish Fascia can 
hold up to a 400-pound sliding 
door. The product can be used for 
any height and for door thicknesses 
of 1 inch or greater. The wall mount 
will accommodate a single door 
opening up to 96 inches wide and 
converging door openings up to 
192 inches wide. The hardware 
system includes a thick-walled 
aluminum I-beam track, available 
in lengths of 48, 60, 72, 96, 120, 
144, and 192 inches, and extruded 
aluminum mounting brackets 
that can be positioned anywhere 
along the I-beam track for secure 
fastening to wall studs, blocking, 
or other solid support. Systems 
include enough brackets for a  
16 inches-on-center fastening wall. 
For more info circle 805
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POLYMER SLATE ROOFING TILES 
INSPIRE ROOFING PRODUCTS
With varied-width polymer slate tiles that 
replicate the multiple sizes of natural, thick slate, 
Aledora Slate V-Series from Inspire Roofi ng is an 
economical, lightweight roof tile option that’s 
easy to install and low-maintenance. Available 
in four widths: 6, 8, 10, and 12 inches, the tiles 
can be installed in a non-repeating straight or 
staggered pattern. The product features a Class 
A fi re rating, 110-mile-per-hour wind uplift rating, 
Class 4 impact rating, and a lifetime warranty. 
For more info circle 808

SYNTHETIC SLATE |  DAVINCI ROOFSCAPES
A new Single-Width Slate 12-inch tile is being 
launched by DaVinci Roofscapes. Smokey Gray is 
the 50th color offered by DaVinci and the darkest 
gray available. The color will be available as a 
standard color option in the DaVinci Multi-Width 
and Single-Width Slate product lines as well as 
the Bellaforté Slate line. The launch of the dark 
gray pavement tone was due to marketplace 
requests for new colors. DaVinci’s products are 
100 percent recyclable and have a 50-year limited 
warranty. For more info circle 810

|

MARBLE OVERLAY |  ARRISCRAFT
Architects, designers, and builders can now 
incorporate the distinction of quarried limestone 
in virtually any project with Adair Marble Overlay 
from Arriscraft. These thin, easy-to-install limestone 
units create a dry-stack design that can be laid 
in horizontal or vertical patterns for customized 
outcomes. Adair Marble Overlay is adhered to a 
suitable solid substrate and is installed with dry 
joints. It is available in the color Blue Grey and 
has variations in color and pattern that add to its 
unique character. For more info circle 809

STEEL ROOFING  |  QUALITY EDGE 
Made from steel and offered in four profi les—
shake, slate, tile, and standing seam—Matterhorn 
Metal Roofi ng from Quality Edge can withstand 
hurricane-force winds of up to 130 miles per hour 
and has a patented four-point fastening system 
that conceals the overlapping metal panels on 
slate and shake. For more info circle 812

INTERIOR/EXTERIOR WALL FINISH  |  STO
Sto has introduced Stolit Milano, a very fi ne, 
workable fi nish for interior and exterior wall 
surfaces. This new product offers ease-of-
application with a wide range of decorative looks. 
The water-based acrylic fi nish is highly breathable, 
mildew-resistant, and can also be top-coated to 
provide additional surface protection. Stolit Milano 
can be custom-tinted in a wide selection of colors 
and offers a longer-lasting and more uniform look 
to the surface. For more info circle 813

GLASS MOSAICS |  MARAZZI USA
The glistening, mottled seascape colors of Caicos 
glass mosaics from Marazzi USA are heightened by 
the ever-changing light present within a space. Six 
colorways are included in the series: Baby Beach, 
Blue Beach, Crane Beach, Eagle Beach, Grace 
Beach, and Shoal Bay. Small accent touches or full 
walls of these interlocking glass combinations can 
exude playfulness or serenity. Caicos can be paired 
with ceramic or porcelain tile for backsplashes, 
focus walls, fi re, and spa features, both indoors 
and outdoors. For more info circle 811
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[exterior products]

Vinyl Split Shake Siding  |  the Foundry
The Weathered Collection Split Shake Siding from 
The Foundry offers a 7-inch exposure with natural 
surfacing shingles and random mill saw marks. 
Split Shakes are defined by peaks and grooves 
along the grain. The Weathered Collection 
features the look of cedar that has weathered 
over time with color options of Golden Straw, 
Vanilla Bean, Red Cedar, Aged Cedar, Colonial 
Grey, and Coastal White. The panels are durable 
and maintenance-free. An ASA cap maximizes 
color appearance with no painting, staining, or 
sealing required. The product is backed by a 
limited lifetime warranty for residential installation. 
For more info circle 817

Stone-Coated Metal rooFing  |  headwaterS
For those in search of a stylish stone-coated 
metal roofing system that offers resistance to 
wind, hail, snow, ice, and earthquake damage, 
Headwaters’ Allmet brand systems are made 
from 3/16-inch Galvalume-coated metal and 
offer a Class A fire rating. A variety of styles 
are available, including Allmet Granite Ridge, 
Continental, Wood Shake, and Shadowline. 
Allmet roofing products come with a limited 
lifetime transferable warranty that covers fire, 
winds of up to 120 miles per hour, and 2½-inch 
hail stones. For more info circle 819

Vinyl Siding aCCeSSorieS  |  Certainteed
CertainTeed has updated its Vinyl Carpentry 
siding accessory collection to provide more 
home exterior design options that boost curb 
appeal. A 3½-inch Fluted Corner, available in 
Colonial White, is a new subtle corner upgrade 
that adds character to a house with true-to-wood 
dimensions. The Flexible J-Channel, which is 
particularly useful around curved windows and 
ventilation treatments, has an improved design 
that has been modified to further enhance 
performance and is offered in White, Clay, Gray, 
and Beige. For more info circle 814

SpeCialty Siding ShapeS  |  the Foundry
The Foundry’s Specialty Siding Shapes Collection 
from the Tapco Group offers finely crafted details 
to add dimension to a home’s exterior. The 
versatile round shapes, crafted from real cedar 
molds, showcase authentic texture with subtle 
grain and saw-mark detailing and are available in 
10 standard colors that can be mixed and matched. 
The fish-scale shapes’ soft curves lend appeal to a 
variety of architectural styles and are available in 
the standard Snow color. For more info circle 815

ManuFaCtured Stone Veneer  |  Boral
Versetta Stone from Boral is a non-structural, 
cement-based, manufactured stone veneer that 
delivers the authentic beauty of traditional stone 
masonry with lower cost and less installation time. 
Made of lightweight aggregate materials that 
are about one-fourth the weight of full-thickness 
stone, Versetta Stone uses a mechanical fastening 
system that allows builders to install the product 
without building support footings. With no need 
to paint, coat, or seal, Versetta Stone is backed 
by a 50-year limited warranty including one-time 
transferability. For more info circle 818

interloCking Siding and triM
royal Building produCtS
Made with cellular PVC technology, Celect siding 
and trim from Royal Building Products seals out 
air and moisture so it will not rot, crack, or peel. 
Instead of butting together, Celect snaps together 
with a patent-pending interlocking joint system 
that makes seams virtually disappear. The unique 
gravity-lock design keeps courses locked tightly to 
one another—maintaining structural integrity even 
under the harshest weather conditions. Celect’s 
Kynar Aquatec coating resists fading, chipping, 
cracking, and flaking, and also repels water, mold, 
and mildew. For more info circle 816
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VENTLESS CLOTHES DRYER  |  WHIRLPOOL
Designed to offer greater fl exibility and more upsell opportunities, 
the ventless Whirlpool HybridCare clothes dryer with Hybrid Heat 
Pump technology provides builders and designers the freedom to 
place dryers virtually anywhere in the home—and reduces overall 

energy costs for the homebuyer. By repurposing energy during 
the drying cycle, the new technology reduces energy consumption 

while providing dryer performance and layout mobility. The three 
available modes (Speed, Eco, and Balanced) allow fl exibility while 

providing optimal drying results. For more info circle 828

SEA GLASS MOSAICS  |  NEW RAVENNA
New Ravenna’s Sea Glass collection designed by Sara Baldwin 
offers eight mosaic designs. With patterns available in multiple 
colors and tones inspired by nature, including The Tempest 
(shown), the mosaics are hand-cut and assembled by artisans on 
the coastline in Virginia. Each mosaic is a custom creation and is 
made to fi t each installation. The designs can be created in any 
of New Ravenna’s more than 70 colors of glass and installed on 
both vertical and horizontal surfaces, indoors and out. For more 
info circle 827

TIMBER-LOOK PORCELAIN TILE |  NEOLITH
The Timber Collection of porcelain tile by Neolith 
draws from the warm, bucolic qualities of real 
wood and features a soft wood-grain pattern 
etched into stunning, cool- and neutral-toned 
slabs. The new product line utilizes delicate detail 
to give the look and feel of natural wood in four 
versatile colors: Timber Ash, Timber Ice, Timber 
Night, and Timber Oak. Ideal for any surface 
application, the Timber Collection is available in a 
variety of thicknesses including 3 and 5 millimeters 
and format size 3,600 by 1,200 millimeters. For 
more info circle 829

DIRECT-VENT GAS FIREPLACE
INNOVATIVE HEARTH PRODUCTS
The Astria brand from Innovative Hearth 
Products offers the Montebello DLXCD Direct-
Vent Fireplace, which features a ceramic-glass 
opening, a contemporary burner, and an array of 
available glass media colors. The design features 
a ceramic glass option for optimum heat transfer 
and safety. An adjustable fl ame height gives 
users control of heat output, and an intermittent 
pilot ignition includes battery backup to provide 
continued operation in the event of a power 
outage. Gas controls are located on the side of 
the fi replace, which provides easy installation and 
operation. For more info circle 832

SLATE-LOOK PORCELAIN TILE |  DALTILE
The stylized texture in Daltile’s Porada glazed 
porcelain tiles looks and feels like natural slate 
but offers ease of maintenance. A bold color 
palette (Soft Taupe, Rich Brown, Subtle Grey, and 
Deep Grey) and wide graphic variation emulate 
the look of natural stone. Modular fi eld tile sizes 
are excellent for creating patterns, and subtle 
texture effects add character and visual interest. 
For more info circle 831

STONE WALL PROFILES |  ELDORADO STONE
Eldorado Stone offers even more possibilities 
for dramatic interiors with four new wall 
designs. The SeasideWall boasts an old-world-
quality stone profi le, featuring a cool-to-warm 
gray blend. The RusticWall, with its palette of 
blondes, russet, and cool grays, is perfect for 
transforming a bathroom into a spa retreat. The 
StudyWall brings classic elegance to any room 
with the intricate detail of small stones, and The 
UrbanWall complements any style with a balance 
of weather-worn surface contours and precision-
cut stone. For more info circle 830
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[INTERIOR PRODUCTS]

ENGINEERED STONE TILE  |  ARMSTRONG
Armstrong’s Alterna engineered stone tile 
collection now offers an expanded collection 
of shapes and sizes for both fl oors and walls. 
Made with a composite material primarily 
consisting of crushed limestone, the tiles are 
beautiful and durable but are warmer to the 
touch, softer underfoot, and easier to maintain 
than natural stone. Each design comes with 
up to 32 unique tiles, which allows for minimal 
repetition and a breadth of tile appearances from 
slate to terra-cotta. For more info circle 837

MANUFACTURED STONE FIREPLACE SURROUNDS
ELDORADO STONE
Eldorado Stone Fireplace Surrounds are hand-
fi nished and sanded during their four-step 
production process and can be installed in just 
a few hours. Each fi replace surround comes with 
an installation kit. Videos and online design tools 
are available on the product’s website. Surrounds 
are available in 11 profi les and colors including 
Oyster Shell, Oak Barrel (shown), and Summer 
Wheat. Choose between a smooth, rustic, 
weathered, distressed, or antique fi nish. 
For more info circle 835

PAINT SPRAYER  |  TITAN TOOLS
Made for daily use, Titan Tools’ Impact 400 
is a compact, portable unit that weighs 20 
percent less than other competitive sprayers 
without losing the durability expected from a 
commercial sprayer. Recommended for single-
gun applications with a maximum tip size of 
0.021 inch, the Impact 400 is capable of handling 
weekly workloads of 50 to 100 gallons and will 
spray all standard architectural coatings—stains, 
lacquers, enamels, oil, and latex house paints and 
primers. For more info circle 836

PAINT COLOR PROGRAM  |  WELLBORN CABINET
Defi ne a unique style and experiment with 
bright, bold color using Wellborn Cabinet’s 
ColorInspire program. Wellborn is collaborating 
with Benjamin Moore, Sherwin-Williams, and 
Valspar to launch the program, which offers an 
extensive variety of paint colors and paint decks 
to choose from and is available in Wellborn’s 
Estate Collection and Elegant Bath Inset Door 
Cabinetry. For more info circle 834

DIRECT-VENT GAS FIREPLACE |  HEAT & GLO
The REVO Direct Vent gas fi replace series from 
Heat & Glo delivers the modern design styles that 
homebuyers want, with the unique installation 
applications builders need. At 7 inches deep, the 
REVO Series fi replaces simply hang on the wall or 
are recessed in-wall, saving space and eliminating 
the need for a chase. The contemporary series can 
be installed during any stage of building and in a 
single trip. Once a hole is made in the wall and SLP 
venting pipe is set, the lightweight unit is hung on 
mounting brackets. The slender models quickly fi ll 
their compact fi reboxes to produce heat output up 
to 24,000 Btu. The REVO series comes in square, 
horizontal, or vertical models. Multiple front and 
panel fi nish options and optional LED backlighting 
also are available. For more info circle 833

SINTERED COMPACT SURFACE |  NEOLITH
Made with translucent clays, the Onyx color 
from Neolith uses proprietary technology to 
create a durable, sintered surface that can be 
backlit. Available in 6 or 12 millimeter thicknesses 
and 3,200 by 1,500 millimeter size, Classtone 
is suitable for countertops, fl ooring, and wall 
cladding. Onyx is available in a polished fi nish 
and is scratch, wear, and heat resistant, hygienic, 
stain resistant, impervious to chemicals, and easy 
to clean. Its natural colors will never fade due 
to exposure from UV rays, making it suitable for 
outdoor surfaces. For more info circle 838
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FRENCH-DOOR DOUBLE OVEN  |  VIKING
Inspired by the side-swing doors of a commercial-
grade kitchen oven, the Viking Professional French-
Door Double Oven offers ease of accessibility. 
With just one hand, the double doors open into 
an extra-large, 4.7-cubic-foot oven with 11 modes 
for cooking versatility. Each oven is equipped with 
six porcelain-coated rack positions and comes 
standard with backlit steel knobs, three oven racks 
(two ball-bearing racks in the top oven and one 
in the bottom), and twin 8.5-inch bidirectional 
convection fans. For more info circle 842

FREESTANDING RANGES 
AND VENTILATION HOODS |  SMEG
The retro Victoria 36-inch, freestanding ranges 
and ventilation hoods from SMEG have launched 
in the U.S. The Victoria marries high style and 
European design with the latest in technology 
and chef-inspired cooking functions. The 
appliance sports an ultra-rapid 18,000 Btu brass 
burner for maximum heat distribution, eight pro-
cooking functions (including double European/
true convection features), and molded chrome 
shelves with smooth, secure telescopic guides. 
Available in Classic Cream, Stainless Steel, and 
Gloss Black. For more info circle 841

INDUCTION COOKTOPS |  WOLF
Wolf Appliance has introduced several 
enhancements to its line of induction cooktops. 
The cooktops now include a three-element, 
24-inch model with element-bridging capability 
and a power-boost feature in both transitional 
and contemporary design styles. Available in a 
transitional design style are 15-, 30-, and 36-inch 
sizes with stainless trim. A contemporary design 
style is offered in 24-, 30-, and 36-inch sizes and 
sits fl ush with the surrounding countertop for an 
integrated, seamless look—or it can be mounted. 
For more info circle 839

SHOWER PAN SLOPE  |  NOBLE CO.
Noble Co. makes a preformed composite from 
durable expanded polystyrene that helps builders 
create the code-required ¼-inch-per-foot slope 
toward the center under a shower pan liner. 
Pro-Slope comes in 40-by-40-inch and 60-by-60-
inch sizes and a 40-by-80-inch tub replacement 
size. Extensions are also available. The product 
can easily be cut using a utility knife and doesn’t 
require any mortar, mixing, or curing. For more 
info circle 843

LINEAR DRAIN  |  NOBLE CO.
The Freestyle Linear Drain from Noble Co. 
allows for a single-slope shower base, provides 
versatility of drain location, and allows the 
uninterrupted use of large format tile. Made from 
a single piece of plastic (PVC or ABS) with no 
seams, the drain features a membrane-clamping 
mechanism that ensures a watertight connection 
to the waterproofi ng membrane. Drains are 
available in six lengths and four brushed stainless 
strainer styles. For more info circle 844

POWERFUL-FLUSH TOILET |  GERBER
An improved trapway headlines the improvements 
to the Avalanche, one of Gerber’s most popular 
toilet lines. The new trapway allows improved 
fl ushing and cleaning of the toilet bowl. All internal 
components are Fluidmaster-brand, including the 
premium 540 Series 3-inch fl ush valve combined 
with the 400A fi ll valve. For more info circle 840
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[KITCHEN & BATH]

FLOOR-MOUNT TOILET  |  GEBERIT
Geberit’s Monolith Floor-Mount Toilet is a slim, 
attractive alternative to a typical toilet. The 
Monolith is designed to connect to existing 
drainage and water supply lines so that, ordinarily, 
no structural modifi cations are required. Monolith 
installs quickly and completely into the existing 
toilet rough-in. Large and small levers offer water-
saving dual-fl ush choices: 1.6 gallons per fl ush 
(gpf) for solid waste and 0.8 gpf for liquid waste. 
Monolith exceeds EPA WaterSense HET fl ushing 
performance and North American code approvals. 
For more info circle 846

ENSEMBLE SHOWER WITH 
FREESTANDING SEAT  |  STERLING
To help builders market to the 
growing number of buyers concerned 
about aging in place, Sterling offers 
a 60-by-32-inch shower base and 
walls with a freestanding seat. The 
shower offers an easy and cost-
effective bath-to-shower conversion 
that can be completed in one to 
two days. Specifi cally designed 
as a replacement for a 60-by-32-
inch bathtub, the new Ensemble 
shower base features an end drain, 
eliminating the need for extensive 
piping work when moving from a 
bathtub to a shower. The Ensemble 
shower base offers a safer entry and 
exit, with a 3½-inch base threshold 
(compared with the average 14- or 
16-inch bathtub threshold). The 
shower includes built-in shelves, 
comes in a neutral color, and is easy 
to clean. For more info circle 848

STEAM CONVECTION OVEN  |  BOSCH
The Bosch Benchmark Steam Convection Oven 
offers steam, true convection, and steam-
convection combination cooking options, 
and is the fi rst steam convection oven for the 
premium market. The oven is a healthy cooking 
option that preserves nutrients, fl avors, and 
colors in food and retains moisture. It features 
horizontal installation and a matching design 
for perfect alignment with other Bosch ovens 
and can also be combined with a storage or 
warming drawer as well as speed microwave 
ovens. For more info circle 847

FRENCH DOOR REFRIGERATOR |  DACOR
Dacor’s 36-inch Distinctive Four Door French Door 
Refrigerator offers three cooling zones with a single 
zone that allows users to easily transition between 
fresh and frozen cooling modes. BlueV lights preserve 
the freshness and vitamins of fruits and vegetables, 
while FrostWhite LED lighting provides superior 
visibility. The refrigerator also offers digital touch 
controls on the external panel, an ice and water 
dispenser accessed through the refrigerator door, 
rapid cooling and quick-freeze capabilities, humidity-
controlled shelves, and 22 cubic feet of total storage. 
For more info circle 845

TRIMLESS INDUCTION COOKTOP |  THERMADOR
While the original Freedom Induction Cooktop from 
Thermador has a stainless steel trim around the cooking 
surface, the new trimless version features a solid dark gray 
surface that seamlessly integrates with the countertop. 
The cooktop boasts all the benefi ts of traditional 
induction technology, including instantaneous and precise 
temperature control, and also offers a PowerBoost feature 
that boils water faster than any other technology in its 
class. Maintaining a spotless surface is easy, as spills do 
not scorch the surface and can be wiped off with just a 
damp cloth. For more info circle 849
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CAPPED COMPOSITE DECKING  |  TIMBERTECH
TimberTech has added the color Sandy Birch to 
its Earthwood Evolutions Terrain Collection, which 
features a protective polymer cap surrounding a 
proprietary composite core. The light-tan Sandy 
Birch joins current colors Brown Oak and Silver 
Maple and is designed to meet the need for a 
natural earthy tone that can complement any 
home exterior. Sandy Birch resists scratching, 
staining, and fading and is available in 12-, 16-, 
and 20-foot lengths along with matching fascia 
and riser. For more info circle 850

CAP STOCK DECKING |  AERT
MoistureShield Pro is a cap stock decking line that 
adds an extra layer of protection and beauty to a 
composite core that encapsulates wood fi bers in 
polyethylene plastic. As with other MoistureShield 
products, Pro deckboards can be installed on 
the ground, in the ground, or underwater and 
still be protected by the industry-leading lifetime 
warranty. The durable cap enhances slip and 
scratch resistance. The decking is available in three 
variegated colors: Ipe, Brazilian Chestnut, and 
Graystone. For more info circle 855

PVC DECKING SYSTEM |  KLEER DECKING
Kleer Decking’s decking solution combines 100 
percent PVC deckboards with KleerKlip, a specially 
designed system that conceals fasteners within the 
grooved edges of the boards. Kleer deckboards 
are lightweight, easy to handle, and resistant to 
mold, mildew, and insects. The synthetic boards 
are designed with an embossed pattern for added 
traction and are available in solid colors with 
wood-grain patterns, including Hearthstone and 
Sequoia, and streaked colors such as Brazilian 
Redwood and Golden Teak. The product does not 
splinter and includes a 25-year stain-resistance 
warranty. For more info circle 851

GRAY DECKING COLOR |  TREX
Trex has expanded its Transcend decking 
collection to include a new light gray color  called 
Island Mist. This silvery shade features realistic 
streaking that mimics the natural look and feel of 
aged tropical hardwood and is designed to be a 
cooler complement to the three existing tropical-
inspired shades as well as fi ve earth-tone hues. 
Like all Trex Transcend decking options, Island 
Mist boasts a combination of superior durability 
and low-maintenance and eco-friendly qualities.
For more info circle 853

ECO-FRIENDLY PORCH FLOORING |  NYLOBOARD
NyloBoard’s use of recycled carpet fi ber for strong, 
durable, and eco-friendly products has led to the 
launch of NyloPorch, a natural extension of the 
company’s NyloDeck product. NyloPorch contains 
no wood or PVC and has material properties that 
resist moisture, mold, and insects while providing 
a natural-looking wood-grain fi nish. It is available 
in four popular colors (Mountain Mocha, Saddle 
Rose, Desert Spice, and Coastal Mist) plus special-
order colors Newport White and Harbor Gray. 
For more info circle 854

HARDWOOD DECK TILES |  ADVANTAGE LUMBER
Advantage Lumber offers four types of 
hardwood deck tiles for a variety of outdoor 
applications: Ipe, Cumaru, Tigerwood, and 
Massaranduba. The tiles give any project the 
durability and resilience of long-length ipe 
decking with a natural, visually attractive surface. 
Tiles are available in either 20-inch-by-20-inch or 
24-inch-by-24-inch sizes. All four species feature 
a smooth surface; Ipe is also available with an 
anti-slip surface. For more info circle 852
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[OUTDOOR LIVING]

With the building industry constantly 

changing, you need more than a 

lumberyard. You need a partner who's 

looking out for your best interests. The 

network of Independent LMC Dealers has 

access to exclusive industry data that can 

help you predict changes and stay ahead 

of your competition. Because they're 

local and independent, they have a 

firsthand understanding of your 

market — plus a personal 

stake in your success. 

KEEPING YOU
PREPARED FOR

        ANYTHING

So, who's got your back?

Go to lmcbuyingpower.com/tools to find your Independent LMC Lumberyard.
©2015 LMC - All Rights Reserved

Circle 774

SCREENED PORCH SHADES
WEATHER QUEEN SHADES
Weather Queen Shades offers a product to 
protect your porch from inclement weather and 
also for muting outside noise. Screen Porch 
Shades can withstand harsh weather and are 
simple to operate from the inside of the porch. 
The product keeps out pollen and dirt and is 
easy to clean with a brush or hose. It also offers 
security when closed by way of a stainless steel 
rod that will jam in the channel if the shade is 
lifted from the outside. For more info circle 857

LIGHT-COLORED DECKBOARD |  AZEK DECK
Azek Deck has expanded its Arbor Collection 
with a light color called Hazelwood, whose sleek 
but subtle variegation offers a natural shade with 
earthy richness. Hazelwood was developed to 
coordinate with current trends in hardscapes and 
other exteriors, and the light variegation helps 
camoufl age dirt. The new shade joins current 
colors Acacia, Morado, Silver Oak, and Redland 
Rose. Hazelwood is available in 12-, 16-, and 20-
foot board lengths and in square-shouldered and 
grooved profi les with matching fascia. 
For more info circle 858

CONCRETE DÉCOR PRODUCTS |  QUIKRETE
Three concrete and masonry stains from Quikrete 
can transform drab driveways, garage fl oors, 
sidewalks, and patios into surfaces with pleasing 
appearances. Etching Stain permanently stains 
concrete in one step and delivers a marble-
like appearance with warm earth tones and 
unique shading. Penetrating Concrete Stain is 
a UV-resistant formula that provides an opaque 
appearance with a deep, rich color highlighted 
by natural variations in concrete and masonry. 
Translucent Concrete Stain is a semi-transparent, 
water-based, polymer-bonded stain that 
highlights the natural variations in concrete and 
masonry surfaces. The three stains are available in 
a variety of colors. For more info circle 856
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WEATHER BARRIER |  JAMES HARDIE
This non-woven, water-resistant weather barrier 
from James Hardie offers a MicroTech coating 
that allows moisture inside the home to escape, 
keeping areas within the walls dry while keeping 
outside moisture out. It also provides superior air 
resistance to help reduce a home’s energy loss. 
The system includes HardieWrap weather barrier, 
HardieWrap Flashing, HardieWrap Flex Flashing, 
and HardieWrap Seam Tape. It is suited for areas 
with large temperature swings and/or areas 
where heat, humidity, sun, and rain are prevalent. 
For more info circle 859

FLUID APPLIED WEATHER BARRIER  |  STO
Sto has launched its energy-effi cient StoGuard 
fl uid applied weather barrier to the residential 
market. It can be sprayed on or applied with a 
roller and requires no special training, reducing 
the risk of improper installation. No additional 
breathing apparatus or special handling is 
necessary. StoGuard does not require the use 
of staples, nails, or other means of attachment 
to adhere to the wall. In addition, it is bonded 
to the sheathing, does not require mechanical 
fastening, and will not tear, rip, or blow off during 
construction. For more info circle 863

POLYISO FOAM SHEATHING
OX ENGINEERED PRODUCTS
Iso Red CI Polyiso Foam Sheathing from 
Ox Engineered Products is a closed-cell 
polyisocyanurate continuous insulation solution 
that provides the technology for best-in-class 
foam sheathing R-values and moisture resistance. 
Continuous insulation outboard of framed walls 
is known in the building industry as a solution to 
stop thermal bridging while maintaining wall cavity 
temperatures and humidity closer to that of the 
conditioned space. For more info circle 864

FIBERGLASS BATT INSULATION |  CERTAINTEED
SmartBatt with MoistureSense Technology from 
CertainTeed is the industry’s fi rst kraft-faced 
fi berglass batt insulation. MoistureSense is a 
smart vapor retarder that blocks indoor moisture 
from entering when humidity in the wall cavity 
is low and allows the wall to breathe in high 
humidity, reducing the potential for mold and 
mildew growth. SmartBatt offers an alternative to 
the practice of installing a vapor barrier fi lm over 
unfaced batts, eliminating the need for two-step 
installation and saving considerable time and 
labor costs. For more info circle 860

EPOXY |  USP STRUCTURAL 
CONNECTORS
Miracle Bond by USP 
Structural Connectors 
is a high-strength, two-
component epoxy designed 
to be a bonding agent 
for nearly all household 
materials including wood, 
steel, concrete, brick, 
stone, and CMU block. It’s 
moisture insensitive and can 
also be used to fi ll cracks in 
concrete, block, and stone. 
Miracle Bond reaches a 
strength of over 1,000 psi in 
two days with a quick initial 
cure of two hours at 75°F. 
Working time is a convenient 
20 minutes, plus the non-sag 
formulation makes Miracle 
Bond excellent for overhead 
patching and repairs.
For more info circle 861

SPRAY FOAM INSULATION |  ICYNENE
Icynene’s portfolio of spray foam insulation 
includes Classic Max, an open-cell, low-VOC foam 
that allows for re-entry and re-occupancy four 
hours after installation—with active ventilation. 
Classic Max also is an ignition-barrier–free product 
that the Canadian manufacturer says can smother 
an attic fi re in less than a minute. Classic Plus is a 
high R-value open-cell spray foam that achieves 
R-22 in 2x6 wall assemblies. The product also 
meets prerequisites and may contribute toward 
points for new-construction LEED certifi cation. 
For more info circle 862
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TRUSS SCREW |  SIMPSON STRONG-TIE
This carbon steel truss screw from Simpson Strong-Tie can be used for stud-to-bottom 
plate or stud-to-top plate connections. It also provides a method for fastening trusses and 
rafters to top plates. The Strong-Drive SDWC’s fully threaded shank goes the length of the 
fastener to ensure a secure connection, and the screw is tested in accordance with ICC-ES 
AC233 and AC13 for uplift and lateral loads between wall plates and vertical wall framing 
and between the top plate and roof rafters or trusses. For more info circle 872

ROOF INSULATION PANELS |  GAF
GAF Cornell ThermaCal Nail Base Roof Insulation 
Panels are designed for use on structural wood 
or steel sloped roof decks. Panels consist of: 
sheathing that serves as a nail base for use with 
shingles, metal, slate, or tile; built-in ventilation 
space (a non-ventilated panel is also available); 
and polyiso insulation. It’s ideal for cathedral 
ceilings, post and beam, and conditioned attics.
For more info circle 871

ROOF AND WALL SHEATHING SYSTEM
HUBER ENGINEERED WOODS
ZIP System sheathing and tape is a structural roof and 
wall system from Huber Engineered Woods offering an 
integrated air and water-resistive barrier. The simple 
installation process—just put up the panels and tape the 
seams—is 40 percent quicker to install than housewrap 
and felt, the manufacturer says. For more info circle 874

HIGH-YIELD ADHESIVE  |  DAP
DAP SmartBond provides eight 
times the coverage of standard 

cartridge adhesives across a 
wide array of applications and 

construction materials. DAP also 
boasts 25 percent faster application 

thanks to its aerosol distribution, 
plus the higher strength of 

polyurethane technology, the 
manufacturer says. Products in the 

line include a subfl oor adhesive, 
subfl oor gun-grade adhesive, 

heavy-duty adhesive, landscape 
adhesive, and an adhesive cleaner.

For more info circle 873

RIGID THERMAL INSULATION
BASF

Neopor 5300 expandable 
polystyrene insulation from 

BASF contains special graphite 
particles that refl ect heat 

radiation, reducing heat loss. It is 
specifi ed for use as above- and 

below-grade continuous exterior 
insulation and as thermal 

insulation in other building 
products used in walls, fl oors, 

and roofs. It economically meets 
insulation code requirements at 

industry-standard thicknesses, 
demonstrating eco-effi ciency, 
durability, vapor permeability, 

and low water absorption, and 
enabling a more sustainable fi nal 

building product.
For more info circle 875





RECESSED DRYER VENT BOX  |  IN-O-VATE
In-O-Vate makes fi ve models of recessed dryer 
vent boxes that fi t in the wall behind a dryer. 
The Dryerbox is a deep-drawn, molded product 
made from 22-gauge aluminized steel, weighing 
between 4 to 5 pounds. The boxes allow the 
dryer to be placed fl ush against the wall without 
crushing the exhaust hose, which can add an 
additional square foot or two to the laundry 
room and protect the exhaust hose from getting 
damaged or broken during the remainder of 
construction. For more info circle 876

KEYLESS REMOTE ACCESS
WEATHER GUARD
QuickDraw keyless remote access for truck 
boxes offers push button access from up to 100 
feet away and keyless unlocking within 5 feet of 
the truck box. The Weather Guard system also 

provides multilevel 
digital encryption 
for increased 
security, and 

up to 10 total 
remote fobs can 

be programmed 
per vehicle to give 

controlled access 
to multiple users. 

QuickDraw can be 
retrofi tted for existing 

boxes and is compatible 
with 16 Weather Guard 
models. For more info 
circle 880

TANKLESS WATER HEATER |  NAVIEN
Navien Premium Effi ciency (NPE) tankless water heaters are available 

in four output sizes, with or without built-in recirculation. NPE-A 
(Advanced) features ComfortFlow recirculation, including a pump 

and buffer tank, as well as six different pump control options. NPE-S 
(Standard) tops the Energy Star rating list with up to 0.99EF. All sizes 

have dual stainless steel heat exchangers and come with a 15-year 
residential warranty. For more info circle 881

VENTILATION FAN |  PANASONIC
Panasonic’s WhisperGreen Select ventilation 
fan includes features that allow for greater 
customization and easier installation. The built-in 
Pick-A-Flow speed selector enables users to 
choose their airfl ow (50, 80, or 110 cfm). Plug 
‘N Play modules help installers comply with 
the latest codes by providing up to three extra 
features they can pick from in advance or on the 
fl y to meet a variety of ventilation applications. 
WhisperGreen Select includes an installation 
bracket with articulating joints so the fan can be 
positioned exactly, and its SmartFlow technology 
senses the amount of resistance in the duct run 
and automatically adjusts fan speed to deliver the 
optimal cfm output. For more info circle 877

 TANKLESS WATER HEATER  |  NORITZ
The NRCP line of residential tankless water heaters from Noritz have a 
circulating pump inside, which keeps hot water close to the outlet. This 
setup minimizes the wait for warm or hot water and the waste of unused 
potable water down the drain. 
Homeowners can program the 
recirculation system to operate 
only when needed by using 
the digital display system on 
the front of the water heater. 
The auto setting allows the 
system to learn the household’s 
water-usage routines, letting the 
system automatically control the 
recirculation loop activation times.
For more info circle 879

DESIGN SOFTWARE |  SOFTPLAN
Like its predecessors, SoftPlan 2014 residential 
design software offers simplifi ed drawing 
commands, extensive customization tools, and 
advanced BIM automation. The 2014 version also 
includes a 64-bit memory model and improved 
three dimensional output, allowing users to 
quickly generate large, detailed renderings. The 
version also introduces plan sets for printing, 
interior elevations, and many other new features, 
enhancements, and symbol libraries. The release 
of SoftPlan 2014 also launched SoftPlan +, a 
subscription service for cloud-based SoftPlan 
access with advanced technical support and 
complimentary upgrades. For more info circle 878
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FAN WITH RECESSED LED LIGHT  |  PANASONIC
The Energy Star–certifi ed WhisperRecessed 
LED fan from Panasonic includes a recessed 
LED light and offers quiet operation. The 80-
cfm fan exhausts indoor pollutants, allergens, 
and moisture while its adjustable LED bulb’s 
positioning and deeper lamp regression minimize 
glare. The warm white dimmable LED lamp lasts 
up to fi ve times longer than CFLs and uses up to 
20 percent less energy. UL listed for tub/shower 
enclosures, the fan’s built-in damper prevents 
backdraft. For more info circle 882

GARAGE DOOR OPENER |  LIFTMASTER
LiftMaster’s MyQ-enabled residential garage 
door opener gives users the ability to control 
a door from anywhere with a Smartphone via 
the free MyQ app, as well as from a tablet or 
computer. The garage door openers, which 
include battery backup and a quiet DC motor 
belt drive system, provide home builders 
with upsell opportunities as well as improved 
reliability, cutting down on callbacks. For more 
info circle 884

Circle 776

VENTILATION FAN  |  PANASONIC
EcoVent is an Energy Star-rated fan from 
Panasonic that delivers airfl ow by incorporating 
a unique Veri-Boost feature to ensure optimal 
performance without compromising style. Its 
smaller grille size blends into the ceiling and 
doesn’t detract from the room’s aesthetics. 
EcoVent provides verifi cation assurance and 
can be used to comply with airfl ow requirements 
for installed performance per ASHRAE 62.2 
and Energy Star for Homes 3.0, among others. 
For more info circle 883
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PHOTOVOLTAIC SYSTEM
CERTAINTEED
The Solstice PV System from 
CertainTeed is available in several 
confi gurations including all-black 
panels and low-profi le mounting 
frames to blend in with the 
roof. Several inverter options 
are offered as well as optional 
monitoring systems that allow 
homeowners to see how much 
electricity is being produced. 
Solstice is UL 1703 approved and 
has a 25-year power generation 
warranty. For more info circle 887

SLIM SOLAR PANELS  |  CERTAINTEED
The Apollo II Solar Roofi ng System from CertainTeed seamlessly integrates with 
roofi ng shingles and comes in pre-engineered kits for easy installation. Each slim 
12-pound module features 14 high-effi ciency monocrystalline silicon solar cells 
with a power rating of 60 watts per module. The low-profi le design requires no 
structural reinforcement, and an open space under the modules allows for easy 
wiring. Water channels and raised fastener locations improve waterproofi ng. 
Apollo II systems are Class A fi re-rated and meet UL 790, UL 1703, and IEC 
61215 requirements. They can handle wind resistance up to 110 mph and loads 
up to 250 pounds per square foot. For more info circle 889

HEATING AND COOLING UNIT  |  LG
Multi V is a line of energy-effi cient 

systems made by LG Electronics 
that uses variable refrigerant fl ow 
technology. The modular design of this 
system delivers temperature control 
by enabling users to cool or heat 
only the spaces that are being used. 
The line includes heat pumps that 
use outside air as a heat exchange 
medium, and some are suitable for 
indoor applications. The Multi V 
water heat pumps are designed with 
compressors that operate quietly 
indoors. For more info circle 890

TANKLESS WATER HEATER  |  RINNAI
Rinnai expanded the Ultra Series line of 
condensing tankless water heaters to include 
the RUR98i and RUR98e. These new RUR 
models feature recirculation (with or without 
a dedicated recirculation line) provided by 
thermal bypass technology that includes an 
integrated pump, internal bypass line, and 
thermal bypass valve, which means less wait 
time for hot water. In addition, the premium 
MC 195T digital controller, a standard feature, 
allows users to save on gas utility bills by 
scheduling multiple recirculation events 
throughout the day to align with usage 
patterns. For more info circle 891

SMART LOCK |  KWIKSET
The Kevo smart lock by Kwikset 
is a Bluetooth-enabled deadbolt 
that satisfies consumer demand 
for both convenience and 
security. By simply installing Kevo 
and downloading the mobile 
app, your iPhone becomes your 
key. Convenient and versatile, 
Kevo gives owners the ability 
to unlock the door with their 
smartphone; send electronic 
keys (eKeys) to family, friends, 
and service people; and receive 
notifications whenever someone 
enters or exits the door. 
For more info circle 886

WIRELESS SWITCH  |  GOCONEX
This wireless electrical switch from 

GoConex makes installaton faster 

and simpler because it doesn’t 

need to be attached to the frame, 

providing fl exibility for where 

the switch can be installed. No 

wires means that the builder or 

homeowner can move a switch to a 

new location without cutting drywall 

or touching wire. The wireless 

switch reduces building-material 

and vapor-barrier penetrations. 

Users also have the option of 

controlling one or multiple switches 

from any GoConex wireless switch.

For more info circle 888

WIRELESS CHARGING SURFACE
DUPONT
DuPont is building induction 
chargers into select versions of its 
Corian countertops. The Corian 
Charging Surface will charge a 
mobile phone or tablet using a 
transmitter under the countertop 
to wirelessly transfer energy to 
a receiver within or attached to 
the smart device. Nearly all smart 
devices can be charged with 
a charging ring from Duracell 
Powermat, but charging cases also 
are available, and some devices 
are already enabled with wireless 
charging capabilities. To wirelessly 
charge using the Corian Charging 
Surface, users need only connect 
the ring or case to their mobile 
device and place it on a charging 
spot. Find local distributors at 
corian.com/powerup. For more 
info circle 885
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[LINES & COLLECTIONS]

WESTERN WINDOWS 
Western Window Systems has been 
manufacturing sleek, energy-effi cient doors 
and windows for more than 50 years. Offerings 
include bifold doors, window walls, casement 
windows, and multi-slide doors. The company’s 
Series 3600 Vinyl Multi-Slide Door is made of 
dual-pane, low-E glass that helps reduce solar 
heat gain and features cold-formed steel with a 
rating of 50 kilopounds per square inch. Options 
include a fl ush sill, retractable screens, and rolling 
panels. For more info circle 894

VERSATEX 
TRIMBOARD 

Versatexural, 
the custom 

millwork division 
of Versatex 

Building 
Products, offers 

a range of 
trimboard such 

as window surrounds, spires, railings, and brackets. All products 
are made of cellular PVC, a material that offers the workability 
of wood without warping, cupping, or splitting. The company 

prides itself on innovative solutions for new construction, as 
well as trimboard that brings quality and aesthetics that can 

match the architectural detailing in historic buildings. Versatex 
products are code-listed nationally and include a 30-year 

transferable warranty. For more info circle 892

KEYSTONE 
HARDSCAPES
Keystone, a subsidiary 
of Contech Engineered 
Solutions, is a 
leading provider of 
hardscape products 
for landscaping 
and retaining walls 
as well as erosion 

control and surface stabilization solutions. The company’s 
portfolio includes patio pavers, edging products, and stone 
for planters, borders, and retaining and structural walls. 
Keystone products are made with both natural and recycled 
material and can help builders achieve credits toward LEED 
certifi cation. For more info circle 895

TIMBERLAKE 
CABINETRY
Timberlake 

Cabinetry is 
a  division 

of American 
Woodmark, the 

third largest 
manufacturer of 
kitchen cabinets 

in the U.S. The company operates 11 manufacturing centers, 
nine builder-direct service centers, and partners with distributors 
and lumberyards across the country. Timberlake brand cabinets 
offer both style and affordability. Products include 16 cabinetry 

collections within its top-tier Portfolio and Portfolio Select lines, 
which have a full range of styles and upgrades, and the Value 

Built series for the budget-conscious. Many models come with 
TuffTech and BeautyGuard fi nishes that resist scuffs, scratches, 

fading, and moisture. For more info circle 898

BOSCH EUROPEAN KITCHEN APPLIANCES
Bosch home appliances have gone from 
leading the dishwasher category to bringing 
modern European design to a full range of 
kitchen appliances. The company prides itself 
on purposeful design that’s sleek and timeless. 
Bosch’s kitchen offerings include the Benchmark 
line and an entire collection of 24-inch kitchen 
appliances designed for small spaces and 
accessory dwellings. For more info circle 897

ENVIRONMENTAL STONEWORKS
Environmental StoneWorks, manufacturer and 
installer of stone veneer, has six manufacturing 
facilities across the country and a start-to-fi nish 
approach that targets the needs and challenges 
of home builders. Product design, manufacturing, 
installation, and warranty support happen under 
one roof, creating a single point of responsibility. 
Environmental StoneWorks products are available 
nationwide through quality building material 
retailers. For more info circle 899

COUNTRY WOOD FLOORING
Country Wood Flooring offers a variety of 
engineered and solid wood fl ooring that 
has been wire-brushed and oil-fi nished to 
emphasize the natural depth and character 
of the materials used. Five Country 
Wood collections are offered and include 
over 100 choices of colors and styles, 
including engineered and solid oak, maple, 
mahogany, bamboo, teak, cherry, maple, 
and hickory. For more info circle 893

THERMADOR INNOVATION FOR REAL COOKS
Distinct cooking lines by Thermador—the 
Professional Series and the Masterpiece 
Series—target culinary enthusiasts who 
want their kitchen to be a refl ection of their 
passion for cooking, with design fl exibility 
that offers a chance to personalize the 
kitchen with innovative and high-performing 
appliances. In addition, the Thermador 
Freedom Collection of refrigeration 
columns allows for cooling confi gurations 
that can be customized. All the appliances 
coordinate with a wide range of kitchen 
designs. For more info circle 896



We create 
chemistry
that lets cool 
spaces love 
hot places.

BASF high-performance materials are smart—and smart is hot. 
Offering greater design flexibility, our plastics and polyurethanes 
are at the heart of many an intelligent home. Architects, designers 
and builders all know that our high-performance solutions help 
them create a home that is comfortable, energy-efficient, quiet 
and durable with better indoor air quality and a lower cost of 
ownership. And, we think that’s pretty cool. 

We have the industry’s leading portfolio of plastics and 
polyurethanes—offering both off-the-shelf and custom solutions. 
Find out how BASF Performance Materials can improve your 
business with chemistry at www.performance-materials.basf.us.
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New Painted Stone Finish is an Inviting 
Neutral Backdrop for Kitchens

M
ore and more homebuyers are drawn 
to the bright, fresh look of painted 
cabinetry. Timberlake responded, 
fi rst with their white palette of Painted 
Linen, and Silk and Hazelnut Glaze, 
and recently with the introduction of 

Painted Stone—a rich, warm gray—on their Sierra Vista, 
New Haven, and Rushmore collections.

Painted Stone is a refreshing neutral backdrop for 
kitchen styles from traditional to modern. The Painted 
Stone fi nish is also available in several construction op-
tions: All Plywood Construction, Furniture Ends, Matching 
Interior Cabinets and Plywood 
Veneered Sides, giving design-
ers and builders enhanced 
fl exibility. Choose this trendset-
ting gray for an entire kitchen 
or as an upscale accent for 
other fi nishes.

Timberlake Cabinetry is a di-
vision of American Woodmark 
Corporation, the third larg-
est manufacturer of kitchen 
cabinets in the United States. 
Timberlake cabinets are sold 
directly to major homebuilders 
through a network of builder 
service centers and distribu-
tors. With more than 200 cabi-
net styles and a full array of 

coordinating moldings and accessories, Timberlake 
brand cabinets combine style and affordability. The 
Company manufactures Portfolio Select and Portfolio, 
premier lines that deliver a full range of styles and up-
grade options that make customizing homes easy, 
and the Value Built series, a line that offers well-craft-
ed, affordable cabinetry. All Timberlake products 
have received certifi cation by the Kitchen Cabinet 
Manufacturers Association (KCMA) Environmental 
Stewardship Program (ESP). For more about Timberlake 
Cabinetry and to view the full line of cabinetry styles 
and accessories, visit http://www.timberlake.com.

www.timberlake.com

ADVERTISEMENT



you have
10,000 things to

worry about

think beyond the box — service matters. 
Expect more from your suppliers. timberlake.com

Take cabinets off your list.
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Free Yourself With Foundry
nhance your home’s architec-
tural style with the authentic 
look of wood siding without 
the extensive upkeep. Foundry 
Specialty Siding unites the 
natural beauty of wood with 

easy-care, weather-resistant vinyl. Create 
a warm and welcoming appearance by 
choosing colors and profi les that com-
plement the surrounding environment. 
Foundry Specialty Siding is virtually mainte-
nance free and will look beautiful for years 
to come, thanks to its innovative UV color-
fade technology and inherent durability.

With Foundry you’ll never have to paint 
or stain again. Foundry’s sustainable 
single course panels hide overlaps, and 
generate less scrap than other siding. 
Its rugged construction endures where 
wood fails – and provides a fresh look over time, in spite of 
extreme temperature change. Foundry also has a coast to 
coast dependency that contains a Class A fi re rating, includ-
ing areas prone to brush fi res, along with protection against 
moisture, insects and pests.

Foundry’s genuinely beautiful “on wall” aesthetic appear-
ance is second to none. Crafted with 72 molds cast from 
genuine wood, Foundry’s texture variations are virtually indis-
tinguishable from the real thing, even close up. Choose from 
different profi les such as Shingle, Split Shake or Staggered 
Shake to achieve the style you are  looking for.

www.foundrysiding.com

ADVERTISEMENT



In order to achieve our Split Shakes’ genuine hand-split appearance, scores of 
real cedar molds are used to create random grooves and grain. Within each shake, 
textured depth creates captivating contrast between light and shadow for an 
unmistakably authentic look. See for yourself today at FoundrySiding.com

If our approach seems random,
that’s because it is.

A DIVISION OF THE TAPCO GROUP
Circle 780



70 Professional Builder   August 2015

Introducing SoftPlan 2016

S
oftPlan Architectural Design Software con-
tinues its legacy of innovation with SoftPlan 
2016. This version incorporates hundreds of 
new features and enhancements to offer the 
most complete design experience available. 

SoftPlan 2016 integrates HDR tone map-
ping, gamma correction, and improved lighting to 
upgrade SoftPlan’s three-dimensional output to an 
unprecedented level. SoftPlan 2016 also implements a 
new AutoCAD® to SoftPlan Conversion Wizard making 
it easier than ever to convert DWG fi les into fully edit-
able SoftPlan drawings. 

This release introduces a major advancement in 3D 
presentation with the new Walkthrough Animations 
feature. SoftPlan provides an intuitive animation re-
corder with easy-to-use editing commands that al-
low the user to create stunning 3D walkthroughs. 

Subscribers of the SoftPlan+ cloud services can even 
upload animations directly to YouTube to share with 
clients and colleagues.

For a low monthly subscription fee, SoftPlan+ sub-
scribers receive access to the SoftPlan+ cloud services 
and complimentary upgrades to each new SoftPlan 
release. Other subscription benefi ts include SoftPlan re-
View functionality on iPad®, iPhone®, and Android™ de-
vices, enhanced technical support, the complete train-
ing library, and premium content including additional 
manufacturer libraries.

With enhanced export capabilities, SoftPlan+ sub-
scribers also have the ability to export 3D models to 
SketchUp, or create virtual tours of properties using sat-
ellite imagery in Google Earth.

Since 1985, SoftPlan has strived to provide an ever-evolv-
ing software solution that is powerful while being easy to 
learn and use. Working through seventeen separate re-
leases, SoftPlan has continued to invest in new product 
development in order to remain an industry leader.

Over 30,000 architectural, building, and remodeling 
companies have discovered SoftPlan as 

the foremost CAD package for residential 
building professionals.

softplan.com

ADVERTISEMENT
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As Housing Market Continues to Recover, 
Homeowners Voice a Renewed Desire: 
More Indoor-Outdoor Space
Blending the inside with the outdoors helps builders gain a competitive advantage.

T
o grow their business, builders today not only 
need to face the challenges of the current 
housing market – rising material costs, labor, 
lot availability – but also anticipate emerg-
ing trends. Many recognize the importance of 
planning for the future, but with so many spe-

cial home features on the upswing, choosing those that 
will prove to be the most differentiating, not to mention 
profi table, can be diffi cult. 

One consideration that shows no signs of stopping is in-
door-outdoor living. Hardly a trend anymore, spaces that 
blend the indoors with the outside are in demand now 
more than ever. In fact, a recent survey by the American 
Institute of Architects (AIA) reported that as the hous-
ing market continues its path to recovery, homeowners 
are exhibiting a renewed interest in upgrades, espe-
cially when it comes to living space. Of the fi ndings, an 
increase in outdoor living and blended indoor-outdoor 
space charted signifi cant spikes, rising fi ve percentage 
points from 2014. The AIA survey is conducted quarterly 
with a panel of more than 500 architecture fi rms that 
concentrate their practice in the residential sector.

“An increase in home square footage with the ris-
ing popularity of accessible design concepts points 
to a population that is preparing to age-in-place, or, 
perhaps, is anticipating responsibility for caretaking of 
older relatives in the future,” says AIA Chief Economist 
Kermit Baker in a release. “As homeowners prepare to 
stay in their current homes, investment in outdoor living 

spaces has also increased.”
By bringing interior functions outside, indoor-outdoor 

living allows homeowners to feel as if the outdoor space 
is an extension of their home – one that goes beyond its 
four walls. But in order for it to work perfectly, the transi-
tion from inside to outside has to be seamless. Builders 
can achieve this through large sliding glass doors, the 
continuation of a color scheme, and the extension of an 
interior fl oor (weather-resistant, of course). And upgrade 
options such as pavers, kitchens, fi replaces, outdoor TVs, 
and landscaping packages make it easy for builders to 
help homebuyers realize an expanded living room, out-
door cooking and dining area, or entertainment space. 

Millennials, currently aged 18-35 and now 25% of 
the U.S. population, are also more inclined to focus 
on homes featuring indoor-outdoor living solutions. 
According to the Garden Media Group’s annual gar-
den trends report for 2015, 85% of millennials rated out-
door rooms as “very important,” with activities such as 
cooking outdoors and transforming yards into relaxing 
getaways ranking high in popularity. 

ADVERTISEMENT

Large sliding glass doors allow for a seamless 
transition from the indoors to the outside.
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www.insideadvantage.com/ventlessinnovation

Whirlpool® HybridCare™

Heat Pump Dryer

T
he Whirlpool® HybridCare™ Heat Pump Dryer, 
Whirlpool brand’s most effi cient dryer with true 
ventless dryer technology, is the fi rst ventless heat 
pump dryer to use a refrigeration system to dry 
and recycle the same air. This dryer was designed 
to regenerate energy during the drying cycle to 

reduce overall energy consumption. This dryer can also 
be placed almost anywhere within the home thanks to 
the ventless design since it does not require breaking the 
building envelope with a wall output.

• ENERGY STAR® Certifi ed: the Whirlpool® HybridCare™

dryer is our most effi cient dryer, using 73% less energy* 
with the Eco option.

• HybridCare™ Technology: reduces energy use compared 
to typical dryers that use large amounts of energy in the 
form of venting hot, moist air out of the home.

• True Ventless Dryer Technology: easily installs in more 
places in the home since it does not require a wall output. 

• No Wall Output: reduces labor and material cost at 
the time of installation.

Take advantage of the freedom that comes with true 
ventless dryer technology. This dryer is perfect for new high 
effi ciency homes, condos or apartments with in unit laundry, 
or custom home designs with unique laundry needs.

ADVERTISEMENT

*Compared to pre-2004 traditional dryers, when paired with a matching 

washer, normal cycle, electric only



DISCOVER WHAT PURPOSEFUL INNOVATION CAN DO FOR YOU BY VISITING INSIDEADVANTAGE.COM/VENTLESSINNOVATION.

®/™ ©2015. All rights reserved. All other products, company names, brand names, trademarks and logos are the property of their respective owners.

Innovation has its place.
We believe you should have the freedom to build without limitations. Now you can with the 

purposeful innovation of our ventless Whirlpool® HybridCareTM clothes dryer with Hybrid 

Heat Pump technology. Enjoy greater design � exibility, reduced labor and material costs and the 

perfect opportunity to impress your homebuyers. Finally, installation and innovation can live 

together under one roof. Just another way Whirlpool Corporation helps everyone build United.

UNITED WE BUILD
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[BRAND USE SURVEY]

HOME CONDITIONING

For decades, Home Innovation Research Labs has been 

polling builders nationwide about which products they most 

rely upon. Now, the results are available to you.

By Amy Albert, Editor-in-Chief

Y
ou may know Home Inno va-
tion Research Labs (formerly 
known as the NAHB Research 
Center) as the third-party 
certifi cation fi rm that helps 

product manufacturers overcome barriers 
to market entry (as well as the folks whose 
average workday may involve, say, shoot-
ing 2x4s out of a cannon). But HIRL, an 
internationally accredited testing ground 
for code compliance, is now publishing 
the research it does that tracks not what 
brands of products builders are thinking 
of spec’ing or prefer to spec, but what 
they’ve actually spent money on. “We are 
producing demand data,” says Mike Luzier, 
President and CEO of HIRL, who points out 
that many other studies look at preference 
rather than purchase. Still others contain 
proprietary data that’s not readily available. 
“It’s far more useful and actionable informa-
tion than opinion,” says Luzier of the Brand 
Use Survey. “It refl ects actual sales. People 
have parted with their hard-earned money 
to purchase the product.”

The method is meticulous, with intense 
care taken to ensure that the sample ac-
counts for what’s really going on in the mar-
ketplace. HIRL breaks the country up into 
32 discrete areas that run mostly along state 
lines. By and large, they’re the same market 
areas that were used during the 1970s, when 
HIRL fi rst started examining builder prefer-
ences, and they hew to those used by the 
National Association of Home Builders and 
the Census Bureau, says Ed Hudson, direc-
tor of market research at HIRL. Responses 
are weighted by builder volume: Data gath-
ered must be proportional to housing starts 
to ensure that a particular region isn’t over- 
or under-represented.

“Because of our understanding of the in-
dustry, it’s not actually that hard to put this 
together,” says Luzier, who boasts about 
Hudson, HIRL’s resident data obsessive, be-
ing a former carpenter with an encyclopedic 
knowledge of home building. “The main 
challenge is getting a representative sample 
so that the information is truly indicative.”

AC & Heat Pumps
Thousands 
of Systems

American Standard 53.91

Bryant 56.62

Carrier 240.62

Goodman 118.53

Lennox 190.53

Rheem 54.75

Ruud 52.52

Trane 204.32

York 63.37

Others 78.51

TOTAL 1,113.69

Market Share of 
AC & Heat Pumps

Percentage 
of Systems

American Standard 4.8%

Bryant 5.1%

Carrier 21.6%

Goodman 10.6%

Lennox 17.1%

Rheem 4.9%

Ruud 4.7%

Trane 18.3%

York 5.7%

Others 7.0%

TOTAL 100.0%

AC & HEAT PUMPS 
INSTALLED IN NEW HOMES
Volumes and Market Shares—U.S. Total

Furnaces
Thousands 
of Systems

American Standard 30.55

Bryant 30.52

Carrier 106.36

Goodman 80.28

Lennox 110.58

Rheem 26.90

Ruud 48.36

Trane 97.06

York 60.70

Others 44.20

TOTAL 635.49

Market Share of 
Furnaces

Percentage 
of Systems

American Standard 4.8%

Bryant 4.8%

Carrier 16.7%

Goodman 12.6%

Lennox 17.4%

Rheem 4.2%

Ruud 7.6%

Trane 15.3%

York 9.6%

Others 7.0%

TOTAL 100.0%

FURNACES 
INSTALLED IN NEW HOMES
Volumes and Market Shares—U.S. Total
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Engineered Stone 
Countertops

Thousands 
of Linear 

Feet

Caesarstone 722.98

Cambria 314.89

Silestone 435.91

Swanstone 22.96

Viatera 4.40

Zodiaq 201.89

Others 280.87

TOTAL 1,983.90

Market Share of 
Engineered Stone 
Countertops

Percentage 
of Linear 

Feet

Caesarstone 36.4%

Cambria 15.9%

Silestone 22.0%

Swanstone 1.2%

Viatera 0.2%

Zodiaq 10.2%

Others 14.2%

TOTAL 100.0%

EnginEErEd StonE CountErtopS  
inStALLEd in nEW HoMES
Volumes and Market Shares—U.S. Total

Laminate 
Countertops

Thousands 
of Linear 

Feet

Formica 2,533.64

Pionite 124.21

Wilsonart 4,515.27

Others 39.12

TOTAL 7,212.23

Market Share 
of Laminate 
Countertops

Percentage 
of Linear 

Feet

Formica 35.1%

Pionite 1.7%

Wilsonart 62.6%

Others 0.5%

TOTAL 100.0%

LAMinAtE CountErtopS  
inStALLEd in nEW HoMES
Volumes and Market Shares—U.S. Total

Solid-Surface 
Countertops

Thousands 
of Linear 

Feet

Avonite Surfaces 32.76

Cambria 300.74

Corian Solid Surfaces 1,312.19

Formica 83.19

Hi-Macs 53.75

Onyx Collection 69.70

Staron 22.28

Wilsonart 286.42

Others 140.28

TOTAL 2,301.32

Market Share of 
Solid-Surface 
Countertops

Percentage 
of Linear 

Feet

Avonite Surfaces 1.4%

Cambria 13.1%

Corian Solid Surfaces 57.0%

Formica 3.6%

Hi-Macs 2.3%

Onyx Collection 3.0%

Staron 1.0%

Wilsonart 12.4%

Others  6.1%

TOTAL 100.0%

SoLid-SurfACE CountErtopS 
inStALLEd in nEW HoMES
Volumes and Market Shares—U.S. Total

BypopuLArVOTE
COUnTErTOPS

* ToTals may vary slighTly due To rounding
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Windows
Thousands 

of Units

Andersen 2,528.84

Atrium 456.95

Jeld-Wen 1,819.24

Marvin/Integrity 561.87

MI/CertainTeed 971.95

Milgard 1,145.57

Pella 810.06

Ply Gem 1,510.89

Simonton 417.41

Others 4,379.79

TOTAL 14,602.56

Market Share of  
Windows

Percentage 
of Units

Andersen 17.3%

Atrium 3.1%

Jeld-Wen 12.5%

Marvin/Integrity 3.8%

MI/CertainTeed 6.7%

Milgard 7.8%

Pella 5.5%

Ply Gem 10.3%

Simonton 2.9%

Others 30.0%

TOTAL 100.0%

WindoWs  
insTALLEd in nEW HoMEs
Volumes and Market Shares—U.S. Total

DOOrS & WInDOWS

[Brand use survey]

Garage Doors
Thousands 

of Units

Amarr 126.30

CHI Overhead Doors 38.90

Clopay 164.21

Mid-America Door 19.40

Midland 29.36

Overhead Door 191.43

raynor 52.46

Stanley 43.95

Wayne Dalton 199.20

Others 145.35

TOTAL 1,010.56

Market Share of  
Garage Doors

Percentage 
of Units

Amarr 12.5%

CHI Overhead Doors 3.8%

Clopay 16.2%

Mid-America Door 1.9%

Midland 2.9%

Overhead Door 18.9%

raynor 5.2%

Stanley 4.3%

Wayne Dalton 19.7%

Others 14.4%

TOTAL 100.0%

GArAGE doors 
insTALLEd in nEW HoMEs
Volumes and Market Shares—U.S. Total

Patio Doors
Thousands 

of Units

Andersen 194.75

Atrium 79.16

Jeld-Wen 116.32

Marvin/Integrity 63.51

MI/CertainTeed 45.23

Milgard 60.75

Pella 66.98

Ply Gem 71.78

Therma-Tru 137.14

Others 314.58

TOTAL 1,150.18

Market Share of  
Patio Doors

Percentage 
of Units

Andersen 16.9%

Atrium 6.9%

Jeld-Wen 10.1%

Marvin/Integrity 5.5%

MI/CertainTeed 3.9%

Milgard 5.3%

Pella 5.8%

Ply Gem 6.2%

Therma-Tru 11.9%

Others 27.4%

TOTAL 100.0%

PATio doors 
insTALLEd in nEW HoMEs
Volumes and Market Shares—U.S. Total
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Major Kitchen 
Appliances

Thousands 
of 

Appliances

Whirlpool/Maytag/
KitchenAid/Amana/
Jenn-Air/Roper 

793.70

Bosch/Thermador/
Gaggenau

95.86

Electrolux/Frigidaire/
Hotpoint 

318.35

GE 938.75

Kenmore 269.39

LG 58.06

Samsung 12.61

Sub-Zero/Wolf 78.94

Viking 28.71

Others 25.22

TOTAL 2,619.59

Market Share of  
Major Kitchen 
Appliances

Percentage 
of 

Appliances

Whirlpool/Maytag/
KitchenAid/Amana/
Jenn-Air/Roper 

30.3%

Bosch/Thermador/
Gaggenau

3.7%

Electrolux/Frigidaire/
Hotpoint 

12.2%

GE 35.8%

Kenmore 10.3%

LG 2.2%

Samsung 0.5%

Sub-Zero/Wolf 3.0%

Viking 1.1%

Others 1.0%

TOTAL 100.0%

Major Kitchen appliances 
installeD in neW hoMes
Volumes and Market Shares—U.S. Total

KiTcHEn

Kitchen cabinets
Thousands 

of Units

Aristokraft 1,069.37

Armstrong 571.88

KraftMaid cabinetry 1,709.49

Legacy cabinets 293.59

Merillat 923.01

Mid continent cabinetry 303.99

Qualitycabinets 537.72

Timberlake cabinetry 481.21

Wellborn cabinet 565.68

Others 8,615.48

TOTAL 15,071.43

Market Share of  
Kitchen cabinets

Percentage 
of Units

Aristokraft 7.1%

Armstrong 3.8%

KraftMaid cabinetry 11.3%

Legacy cabinets 1.9%

Merillat 6.1%

Mid continent cabinetry 2.0%

Qualitycabinets 3.6%

Timberlake cabinetry 3.2%

Wellborn cabinet 3.8%

Others 57.2%

TOTAL 100.0%

Kitchen cabinets 
installeD in neW hoMes
Volumes and Market Shares—U.S. Total

Kitchen Sinks
Thousands 

of Units

American Standard 212.40

AmeriSink 26.75

Blanco 90.21

Delta 59.68

Elkay 195.18

Franke 28.82

Kohler/Sterling 258.13

Moen 62.45

ProFlo 32.43

Others 91.57

TOTAL 1,057.60

Market Share of  
Kitchen Sinks

Percentage 
of Units

American Standard 20.1%

AmeriSink 2.5%

Blanco 8.5%

Delta 5.6%

Elkay 18.5%

Franke 2.7%

Kohler/Sterling 24.4%

Moen 5.9%

ProFlo 3.1%

Others 8.7%

TOTAL 100.0%

Kitchen sinKs 
installeD in neW hoMes
Volumes and Market Shares—U.S. Total
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Anyone who still harbors preconceived notions about modular 

housing should see what’s going on in the factory and the fi eld

modular
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n the last decade, modular-hous-
ing design and production have 
been greatly re� ned, erasing pre-
vious limitations. The single-fam-
ily modular homes built today 
rival stick-built in architectural 
excellence and construction qual-
ity. Yet the misconceptions per-

sist: They’re the same as trailers. ... 
They’re cheap and low-quality. ... 
They’re boxes with no design � air. 

The fact is, architects are teaming 
up with manufacturers to produce 
more modular-friendly designs, says 
Kam Valgard son, general manager 
of Irontown Homes, a manufacturer 
based in Spanish Fork, Utah. “If you 
have an understanding of the param-
eters of modular design, you can de-
sign inside of them to unlock many 
hidden bene� ts in cost and time,” he 
says. “Modular homes don’t need to 
look like Lego bricks stuck together. 
The modules can be built in any shape 
or size and can be integrated with 
components or site-built elements 
that meet your architectural goals.”

Gone are the days of modular 
homes appealing to a single-strata 
customer group who just want a 
solidly built, utilitarian-style prod-
uct, says Mike Zangardi, director of 
marketing for Ritz-Craft Corp., in 
Mif� inburg, Pa. 

“We’ve moved far beyond the 
‘Monopoly board’–style buildings 
that became synonymous with 
our industry’s perceived identity,” 
Zangardi says. “Because of our as-
sociations with a strong network of 
highly skilled builder-distributors, we 
can jointly achieve any style of archi-
tecture with a clearly de� ned scope 
of work for each orchestrated project. 
We combine the best of the factory’s 
ef� ciencies with local and regionally 
correct style and craftsmanship.”

By Susan Bady, 
Senior Contributing Editor
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Karoleena’s homes are built with a proprietary steel core that makes 

them extremely strong. Ductwork, wiring, and plumbing are run 

through the fl oor, allowing for large interior spaces and a modern look. 
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Heritage Sands cottages range from 900 to 1,350 square feet, with 

one to three bedrooms. The Howes, one of the smallest, has an 

optional loft bedroom and bath that can be guest quarters or an offi ce. 

Low-maintenance interior materials help cottage dwellers make 

the most of precious time spent at the beach. Interior design is by 

MacKenzie & Mae Interiors, in Hyannis, Mass. 

Vaulted ceilings and open fl oor plans make the cottages feel 

larger. “There are no media rooms or offi ces—just a big common 

area where families can interact,” says developer Rob Brennan.

The popularity of modern architecture has been a 
boon for modular companies such as Irontown, partly 
because simply designed homes with � at or low-pitch 
roofs build and ship very well. “Plus, improved shipping, 
crane, and setting techniques drastically reduce stress 
on the modules as they travel between the factory and 
the site,” Valgardson says. 

To dispel the perception that modular homes are cheap 
and low-quality, he notes that Irontown Homes produced 
the modules for a 4,500-square-foot custom home that 
sold for more than $6 million and is rated LEED Platinum. 

Karoleena, in Okanagan Falls, B.C., designs and fabri-
cates upscale modular homes for the Vancouver market 
and will soon begin marketing them in the U.S. “We’re sell-
ing a pretty elite product, so our clients are professionals, 
entrepreneurs … people who are looking for an intelligent 
solution to building a custom home,” says Kurt Goodjohn, 
co-founder and chief marketing of� cer. “They don’t want 
the headaches that are associated with traditional con-
struction, but they still want a beautiful, architecturally 
designed home with all the bells and whistles.”

Karoleena’s portfolio of � oor plans ranges from 730 to 
2,400 square feet. Built to plan, the homes cost approxi-
mately $260,000 to $700,000, though Goodjohn says most 
customers build one-of-a-kind custom. Karoleena draws a 
3-D model of every home, “with every nut and bolt show-
ing in the drawings, before we send it to the shop � oor.”

In addition, the homes utilize a proprietary steel 
core—a structural steel skeleton that permits bigger 
window openings and large, unobstructed spans. “We 
can put all of the ducting, wiring, and plumbing through 
the � oor; there are no bulkheads, which creates a very 
modern look,” Goodjohn says.

This 6,000 square-foot custom home in Vancouver was designed 

and fabricated by Karoleena, a modular company based in 

Okanagan Falls, B.C. Karoleena markets to upscale professionals in 

the Vancouver area who want a well-built, energy-effi cient custom 

home without the headaches of conventional construction. 
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quick 
turnaround 
on cape 
cottages

uring the 1930s, New England families fl ed to Cape 
Cod in the summer to seek relief from the heat. 
Campgrounds with tents evolved into clusters of 
beach cottages that over the years were passed 
down from generation to generation. No new cot-
tages have been built on the Cape—until now. 

CapeBuilt Development, Newburyport, Mass., and Dennis, 
Mass., town planner Dan Fortier spearheaded the adoption of 
new zoning that paved the way for Heritage Sands. Located 
on the site of a former RV park in Dennisport, Mass., Heritage 
Sands is “the fi rst time in 50 years that a parcel like this, on the 
ocean, has been developed as cottages in pocket neighbor-
hoods,” CapeBuilt’s Rob Brennan says. 

Due to the very short construction time frame—from Memo-
rial Day to July 4—CapeBuilt chose to have modules fabricated 
by Keiser Homes, of Oxford, Maine. Once they’re delivered to 
the site, it takes one day to set them on the foundation and 
another day to make them weather-tight. Five weeks later, the 
keys are handed over to the new owners. 

Since the crew only has to dig the foundations and use a 
crane to remove the modules from a fl atbed truck, “You’re 

not stockpiling adhesives or other materials that conservation 
agents wouldn’t want to see,” Brennan says. 

“While initially it might seem that designing with modular 
would be a constraint, the simple fact of working within certain 
dimensional modules was a perfect fi t in this case,” says Douglas 
Kallfelz, principal and managing partner of Union Studio Architec-
ture, in Providence, R.I. “With the Cape cottage, good proportion, 
simple details, and natural materials are the rule. The dimensions 
of the standard boxes gave us a framework that fi t nicely into the 
program and the aesthetic goals of the neighborhood.”

The biggest challenge, he says, “has been the loss of the 
simple fi eld adjustment. Often subtle issues only become ap-
parent when you see [them] in person. With modular, by the 
time you realize it would have been good to move that light 
switch to the other stud bay, the switch, Sheetrock, insulation, 
and fi xture are already installed and working.”

Prices start in the low $400,000s. Units with direct ocean 
frontage currently start in the $920,000s. Brennan says a new 
home on a 1-acre lot with ocean frontage would run $1.5 mil-
lion to $2 million, so buyers perceive Heritage Sands as a good 
value. To date, CapeBuilt has sold 38 cottages.

Architect Douglas Kallfelz laid out the Heritage Sands 

cottages around common greens that run perpendicular 

to the water, which creates small neighborhoods 

while providing common view corridors and pathways 

for visual and physical access to the ocean. 
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benefi ts for builders large & small
The use of modular construction in multi-
family housing has been increasing as build-
ers discover how much they can save in time 
and money. Bald Hill Builders, in Sharon, 
Mass., does 20 to 40 projects a year, including 
apartments, condominiums, and assisted-
living facilities. 

“We’re not exclusively modular,” says Matt 
Grosshandler, vice president of operations, 
“but the time savings can be substantial. A 
multifamily project that would have taken as 
much as 24 months can be completed in 12 
to 16 months. Your holding costs and on-site 
costs will be reduced, and the owner of the 
building can start collecting rents earlier.”

Small builders that subcontract all or most 
of their work will see a bene� t in “packaging” 
those subcontracts into a modular factory, 
Valgard son says. “This dramatically reduces 
the scopes of work for each trade. In an ex-
pensive or hard-to-build area, especially, it 
provides a value in time and money.”

For example, a factory in Utah pays less for 
materials and labor than a builder would pay 
in Big Sur, Calif. “The factory will be building 

This 2,400-square-foot ski retreat in Killington, Vt., features big, chalet-style windows and 

additional windows throughout each room that allow plenty of light and views from the 

mountaintop site. On-site fi nishes include huge wooden beams, uniquely shaped solid-

surface countertops, and a custom stone fi replace. Modules were supplied by Ritz-Craft.

Ritz-Craft’s Restore the Shore 

Collection is designed for areas that 

were ravaged by Hurricane Sandy. 

Shown is the 2,234-square-foot 

Beach Haven II, fi nished on site by 

Phoenix Custom Modular Homes, 

of Manahawkin, N.J. The porch was 

built in the factory. The “upside 

down” fl oor plan has the kitchen, 

master suite, and great room on the 

upper level to take advantage of 

coastal views.
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Bald Hill Builders used 

modules from KBS 

Builders, in South Paris, 

Maine, to assemble this 

three-unit townhouse 

building in New 

York City. Bald Hill 

considers the logistics 

and scheduling of 

each project before 

determining if modular 

is the best option.
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STAR PERFORMER
If you care about energy efficiency, there’s simply no better choice than Panasonic. We have the

most efficient ventilation solutions in the industry, bar none. While other brands are starting to tout efficiency,

the simple truth is that no one has been doing it longer, and nobody does it better than we do. Better yet, with 

Panasonic, you’ll never sacrifice performance for energy savings. You get the best of both worlds. That’s why

ENERGY STAR® has recognized us with their Sustained Excellence Award for the sixth straight year.  

For innovation, installed performance and energy efficiency, visit us.panasonic.com/ventfans
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the home while site work is under way, 
providing a 30 to 50 percent time sav-
ings,” he says.

Even a hybridization of modular and 
site-built, while less ef� cient than a 
solely modular project, still provides 
the bene� ts of off-site or factory con-
struction, Valgardson adds. 

Bald Hill Builders considers the lo-
gistics and scheduling of each project 
before determining whe ther modular 
is the best choice. There are many ad-
vantages but also many challenges, 
such as transporting and setting the 
modules, Gross handler says. 

For instance, not all fabricators han-
dle the setting of the modules as well 
as the manufacturing. If a jobsite is 
particularly dif� cult to reach, modular 
construction may be too expensive an 
option. Ultimately, Zangardi says, the 
availability and cost of labor in the job 
location determine whether the proj-
ect can be built more economically 
with modules.

Karoleena’s Goodjohn is betting there 
are successful home builders in North 
America who are tired of building on 
site. “With all of their knowledge, expe-
rience, and contacts, if they teamed up 
with us we could make a huge impact,” 
he says. “Modular is a much better way 
of building.”

“The factories are getting better and 
smarter,” Gross handler says. “Modular 
done well is the wave of the future.” PB

Irontown Homes 

fabricated the modules 

for this 3,600-square-foot 

home in Park City, Utah. 

The exterior is a mix of 

materials including stone 

and board-and-batten, 

vertical stained cedar. 
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Stacked stone on the base of the kitchen island 

contrasts with the warm tones of the wood 

fl ooring and cabinetry. 

[DESIGN]

9 reasons to go modular
1. Any architectural style is possible.

2. It’s faster. Project completion time can be 
reduced by 25 to 50 percent.

3. It’s greener. The need for waste removal on 
the building site is signifi cantly reduced.

4. The amount of space needed on site for 
staging and stockpiling materials is greatly 
reduced. 

5. Site work can be delayed to occur during 
the factory process, which limits the project’s 
impact on the neighborhood. 

6. Factory labor/material rates are lower due to 
the manufacturer’s buying power—savings 
that are passed along to the builder. 

7. Modular homes are much stronger than stick-
built homes because the modules are over-
engineered to withstand the rigors of travel. 

8. Large-volume tract builders can adjust their 
production up or down in any given month 
based on sales, without added construction 
overhead or extra staff. 

9. Modular companies can help smaller 
builders who typically service the on-your-
lot buyer contain their soft costs and market 
their homes more competitively.
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S
ometimes life—and work—
would be easier if you could for-
get some things you’ve learned. 
Blissful ignorance has its appeal, 
not just for individuals but for 
companies, schools, churches, 
governments, and organizations 

of all kinds. Just keep on doing what you’re doing, even if it’s not 
working so well. Blame the suppliers, blame the trades, blame 
your people, blame the other builders, blame the market, blame 
the press, and blame the government at every level. No worries, 
you have a long road to travel before you get to blaming yourself. 

Yet, for most of us—and I suggest for everyone who has any 
bent toward process improvement—once you have that piece 
of knowledge, know its consequences, and are banged over 
the head with continual reminders, you just can’t let it go. 

Even more difficult is willful ignorance whereby an individ-
ual or company makes the choice to ignore what Jim Collins 
termed, “Objective Current Reality.” I don’t have the temper I 

had when I was young, and some now even describe me as 
patient, but encountering willful ignorance can push me right 
to the edge. Many times I have counseled—talked down, in 
effect—younger builder associates who decided to “face the 
brutal facts,” (another Collins saying) on difficult issues while 
their colleagues and bosses willfully refused. I could be the 
only author in history to quote Jim Collins and Cat Stevens in 
the same article, but during these talks, Cat’s old song “Father 
& Son” comes to mind with the line, “It’s not easy to be calm, 
when you’ve found something going on.” 

This is the sixth in a series of articles in Professional Builder 
about process waste, how to identify and understand it, and 
awakening to the reality that the majority of product waste 
has its roots in bad process. There are hundreds of examples 
of process failure that seriously impede productivity and profit 
for builders, suppliers, and trades alike, yet there is significant 
resistance to tackling process obstacles head on. Going after 
product waste is comparatively simple. You can see it, touch it, 
measure it, test it. Process waste is a far bigger challenge.

By Scott Sedam, Contributing Editor

[ProCESS waStE]

ProceSS Failure
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Fear oF Facing 
the Facts

a telling example
To illustrate, I’ll focus on one example that I first wrote 
about 15 years ago and have touched on many times since, 
yet I see precious little awareness, shallow understanding, 
and virtually no change despite the veritable gold mine 
that awaits those who solve it. Even worse, this issue often 
generates fear in senior managers when confronted with 
it, and I’ll admit I am still trying to work out what’s behind 
their reaction. 

Let me first suggest what their response should be. The in-
arguable data comes in that there is a minimum of $10K 
waste per unit in your homes on a single process issue. You 
are profitable, but at 20 percent gross margin on your $300K 
units, you’re not setting the world on fire. That $10K would 
increase your current gross margin to above 23 percent, 
which would make your investors very happy. You are build-
ing 100 units annually, so that’s a million bucks. You should 
be ecstatic, but you aren’t. In fact, you don’t even want to 
engage on this issue. Can you guess what this might be?

This particular $10K (minimum) that’s buried under every 
house in the U.S. and Canada is caused by wasted or otherwise 
unnecessary trips to the building site. I observed this phenom-
enon first in my college years, as a loader in a large commercial 
lumberyard in Ohio. I began to notice how one builder in par-
ticular almost never required extra trips to the sites for more 
materials. He got it right the first time. Three loads and done. 

That builder was extremely particular about material, 
species, lengths, and how the loads should be stacked. 
For others, “hot shot” runs were a way of life. Forty years 
later, I’ve learned the average lumber company requires 
five to seven additional trips to a site beyond what should 
have originally been required had things gone right from 
the beginning. This isn’t a rough guess. We have had more 
than 200 lumber and material dealers participate in our 
LeanWeek sessions with builders, and we have the data. 
For these firms, the trips average about $275 each, without 
opportunity cost; a huge bullet that most studies calculate 
at about 50 percent of the raw cost. 

The desire to deny it is 

strong, but it’s time to admit: 

Most product waste has its 

roots in bad process
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Think about this a moment. Let’s take the average, which 
is six trips, at a very low calculation of $250 per trip totaling 
$1,500. That’s a huge amount of cost that someone has to pay 
for. How many times do builders go to their lumber dealers 
and appeal for a $200 or $300 price cut? That’s almost impos-
sible to get these days. 

But what if the builder calls the lumber company and sug-
gests, “How about we work together this year to eliminate four 
of those six trips and we each pocket more than $500?” Do 
you think the lumber company would be interested? I have 
asked countless groups of builder personnel at conferences, 
HBA/BIA meetings, Builder 20 Groups, etc., how many could 
show me that they have taken the initiative to do this. I never 
get a raised hand. I’ve asked several groups of lumber compa-
nies how many of their builders have ever offered. Again, no 
one. But why? Isn’t the benefit obvious?

The average builder in the U.S. or Canada writes checks to 
somewhere between 30 and 60 firms in the process of building 
a house. The low number is for builders using a lot of turn-
key relationships, but 40 is a good working number. Our data 
shows that the average number of extra trips runs around 
1.5 per supplier/trade. Let’s be conservative and say the total 
number of excess trips is 50 per house total. With 4,800 sup-
pliers and trades now having participated in our LeanWeeks, 
we know that the conservative average cost per trip is $200. 
Sure, there are $50 trips, but then there is the foundation crew 
that eats up $800 for a single trip, before doing any work. 

A couple of years ago we commissioned a survey of sup-
pliers and trades and received 497 of 600 surveys back—an 
incredible response. When we totaled and averaged their cost 
per trip, it came to $201! In short, $200 is a solid number, and 
again, we are not counting the huge impact of lost opportu-
nity, so it’s actually quite low in terms of real effect. 

There’s no denying it. More than 50 trips at $200 each ac-
counts for more than $10K on the average $300K home. Be 
honest now. Have you ever really gone after this? If you still 
have doubts, there’s one subtlety here that finally dawned on 
us after an electrician became thoroughly unplugged during 
one session, passionately explaining that builders don’t even 
realize that 80 percent of the wasted trips are happening. He 

described how “dry runs,” where work cannot be started or a 
delivery made, generate a lot of unpleasant communication. 
The builder hears about it at least at the field level. The insidi-
ous ones, he went on, are when a two-day rough requires a 
third trip to complete due to a conflict, missed delivery, etc., 
and he and his fellow suppliers and trades rarely say a word. 

They are good soldiers. They just do it, move on, and take 
the hit. This “unable to complete” applies to virtually every 
trade, far more often than builders ever realize, and it’s not 
without significant cost.

I’ve asked literally thousands of suppliers and trades 
now what percentage of wasted trips do they ever even try 
to collect a trip charge. Their answer: less than 10 percent. 
Similarly, I ask purchasing what percentage of the extra trip 
charge invoices that they see are approved and paid by the 
builder. They also answer less than 10 percent. Ponder that. 
This means builders actually pay for less than 1 percent of 
the wasted trips to building sites. The suppliers and trades eat 
this $10K on every one of your homes or rather, bury it in their 
overhead. No matter, the costs are there. 

Time To Pay UP
So, who ultimately pays? Is this at the heart of why builders 
avoid confronting this critical process issue? 

I’ve had several builders actually get angry with me for gen-
erating awareness of the problem. Their concern is they will 
suddenly get hit with all sorts of trip charges. It is true that so 
many suppliers and trades out there have eaten these costs for 
so long that they just think that’s the way home building is and 
never try to collect. So is that an answer? Keep them in the dark 
and hope they remain unaware? Do that if you are content with 
lower profit for you, your suppliers, and your trades.

Right now, there is no greater issue affecting builder profitabil-
ity in the U.S. than trade shortages. It matters not where you live; 
everyone thinks they are the worst in the country. Imagine for a 
moment, if you worked with your suppliers and trades in earnest 
and over the next couple of years eliminated 80 percent of those 
extra trips totaling $8K of cost. What would happen? They would 
immediately get more profitable at the same bid price they are 

SomeTimeS life—and work— 
woUld be eaSier if  
yoU coUld forgeT Some  

ThingS yoU’ve learned. 
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getting now. Several results accrue. First, they will put you at the 
top of their list because you have clearly demonstrated you care 
about their success. Second, they can bid you more closely now, 
knowing they won’t have extra costs to bear. Third, you’ll get 
their best crews, and nothing keeps you on schedule and ensures 
quality better than having the best crews. Finally, even beyond 
those three important factors, you will make a lot more money. 
To get it, though, you’ll have to make some changes.

Make It Happen
Get a team of your strongest people together from all parts 
of the company—not just construction and estimating—and 
brainstorm a list of everything you’d have to do to eliminate 
these extra trips. The age-old Lean Six Sigma technique “The 
5 Whys” is perfect to get you started. Let’s try it:

1. Why do our suppliers and trades have to make extra trips 
to building sites that kill the schedule and cost them 
money? Because we lack complete detail on plans, op-
tions, and specifications.

2. Why? Because purchasing is so far behind.
3. Why? Because we never give purchasing enough time 

and information to get bids, contracts, and scopes done 
before a new project opens.

4. Why? Because Product Development is always behind.
5. Why? Because senior management keeps changing the 

product.
If a builder figured out what they were going to build and 

stuck with it; product development had plans, specifications, 
and options determined on time; and purchasing had all the 
information it needed for 100 percent complete bid packages 
and start packages, would you reduce extra trips? Would you 
make more money? Would they make more money? That 
could go in many directions. For example, in another company 
the root may be that Sales accepts too many late or custom 
change orders. In still another company, it may be a breakdown 

in the PO/VPO system. In still another, it could be poor sched-
uling practices. No matter what the source, this is a way to 
reduce cost and stay on schedule. 

So don’t be afraid to make multiple iterations of the 5 Whys. 
If you need six or seven questions to get to the heart of the mat-
ter, then do it. In the first example above, I would ask: Why does 
senior management keep changing the product? It could be be-
cause they bought the land wrong and what they had in mind 
originally wasn’t working. Or because two new competitors 
opened down the road at the identical price point. Or it could 
just be that the management team can’t ever make a decision 
and stick with it. 

Compare that to dealing with a product issue, such as 
whether to switch from Siding A to Siding B, or go to a higher 
level of carpet pad, or change the pitch of a roof. That’s easy. 
Process resolution is far more complex and messy. Any build-
er who strongly commits to eliminating wasted trips unavoid-
ably commits to doing a whole lot of other things right, and 
that’s why we know the money is there. I could have made this 
entire point with other processes, but the wasted trip problem 
is the hardest to deal with that I’ve encountered. There is gen-
uine fear in opening up to suppliers and trades and admitting 
that your process failures are hurting their bottom line. There 
is fear that if you blow it, all you’ll get is a constant stream 
of trip charges leading to higher cost. There is fear that you 
will never actually see the money you save them. All that fear 
adds up to a big mental roadblock. That results in maintain-
ing business as usual and going the traditional route of trying 
to negotiate lower cost. In this market, I wish you luck. 

Will you allow fear to keep your back turned to this critical 
issue? Will fear keep you from facing the brutal facts of this and 
other process failures? I fear you will. I hope you will not. PB

Scott Sedam is President of TrueNorth Development. For the latest PDF 
in this series, “Bridging the Margin Gap,” send a request via email to 
info@truen.com and include “Margin Gap” in the subject line. 

any buIlder wHo strongly coMMIts to 
elIMInatIng wasted trIps unavoIdably 

coMMIts to doIng a wHole lot of  
otHer tHIngs rIgHt, and tHat’s wHy  

we know tHe Money Is tHere.
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the chance to be recognized as a leader in 
design, planning and development!

Categories: 
•  Single-Family Custom  
•  Single-Family Production  
•  Multifamily 
•  Remodel  
•  Interiors  
•  Community

This is your chance to win the nation’s most This is your chance to win the nation’s most 
prestigious residential design award! Submit 

BALA Media Sponsor

This is your chance to win the nation’s most This is your chance to win the nation’s most 
prestigious residential design award! Submit 
your home and design projects and earn 
the chance to be recognized as a leader in 
design, planning and development!

This is your chance to win the nation’s most This is your chance to win the nation’s most 
prestigious residential design award! Submit 

For the full list of award categories 
and submission details, please visit 

bestinamericanliving.com/awards.

Entries due September 1, 2015.

Join the Conversation.

™



92 Professional Builder   August 2015

By Larry W. Garnett, FAIBD, House Review Lead Designer

First-time buyers are a varied lot. Here’s how to 

deliver to this diverse pool 

The startling fact that a growing percentage of the population simply 
cannot afford a new home should encourage us to � nd solutions for 
economical starter homes. The American Dream of owning a home 

has been derailed by several factors, including rising land and construction 
costs. Also, many � rst-time buyers have very high (and perhaps unrealistic) expecta-
tions. They want the same amenities and materials they enjoyed in their Baby Boomer 
parents’ home or their luxury apartment.  

Just as all other market segments have become diversi� ed, so have � rst-time buyers. 
Some are single and seeking locations close to work and recreation, while others focus on 
local schools and child-friendly neighborhoods. Although the following design concepts 
offer a variety of ideas, they all share basic components: living and dining areas that � ow 
into each other, outdoor spaces that enhance the indoor square footage, and open � oor 
plans with particular attention to maximizing spaces on a visual level. Providing afford-
able and functional starter homes might be the greatest challenge our industry now faces. 
These ideas can help. As always, we welcome any comments or suggestions.

STARTER HOMES
[HOUSE REVIEW]

2015 HOUSE REVIEW THEMES

 SEPTEMBER Revitalizing Old Plans

OCTOBER Owner’s Baths

 NOVEMBER Infi ll Homes

 DECEMBER Backyard Homes

A  Casual living is key for the starter home. The open plan 
allows for easy entertaining and the ability to keep an eye 
on the little ones.

B  Stairs are in the living area, instead of the foyer. This 
makes day-to-day living simpler, with the upper fl oor more 
accessible for laundry and baby monitoring.

C  Every inch of space is important. Circulation isn’t wasted on 
unnecessary hallways; instead, it fl ows through the rooms.

D  The pocket offi ce replaces the den, allowing for a messy 
space to keep mail and papers. The space can be closed off 
when entertaining.

E  The plan is narrow: This starter home works easily in cool, 
hip, infi ll neighborhoods and in those that hope to become 
that way. 

F  Owner’s suite is separated from the secondary bedrooms, 
with a large walk-in closet.

G  Instead of a tub in the master bath, there’s a larger shower, 
answering current buyer demand.

E

A

B
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[house review]

starter homemoney is often tight for folks buying a starter home, 
so a primary design focus is to provide bang for the 
buck. The design of the home should be simple 

to build, employing lean techniques that ensure ease of 
construction and that offer value. The home should also have 
a strong aesthetic that will appeal to the large group of savvy 
Millennial buyers now most likely to buy a starter home.

architect
TK Design & Associates
Todd Hallett, AIA, CAPS
tkhomedesign.com
248.446.1960

PLaN siZe
Living area: 1,440 sf
Width: 22 feet
Depth: 46 feet, 2 inches
Porches: 73 sf
Garage: 358 sf



[house review]

sTArTer hoMe

T he goal of this plan design is to appeal to both ends of the 
market: first-time and move-down buyers. They have some 
common requirements beyond the tricked-out master and great 

room. Young families are looking 
for bedroom count while older 
buyers need the room for bounce-
back kids, visiting grandkids, and 
hobbies. Everyone in between wants 
flexibility to be able to use spaces as 
needs change. The three secondary 
bedrooms have options to omit walls 
or add French doors, which open 
spaces to a variety of uses. The plan 
also addresses the large number of 
corner lots in the community. The 
foyer can rotate so the front door 
faces the long side of a corner lot or 
the narrow interior lot frontage.

ArchiTecT
EDI International
Richard Handlen, AIA, LEED AP
richard.handlen@edi-international.com
edi-international.com
415.362.2880

PLAN siZe
Living area: 1,890 sf
Width: 45 feet
Depth: 60 feet

A  Foyer can rotate, depending on whether lot is on a corner or interior 
b  Great room serves as a family gathering area
c  Bedrooms 2 and 3 can be combined as a dorm room, or one can 

open to the hallway to flex into a play or hobby area
d  Bedroom 4 can also function as a den, parlor, or home office off  

the foyer
e  Jumbo closet for bedroom 4 can expand, contract, or be omitted, 

depending on buyer needs
f  Porches at both front and rear offer protected connections to the 

outdoors and neighborhood 
g  Optional street-side patio has a 3-foot fence

e

A

b

d

c
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g
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[HOUSE REVIEW]

One of several designs created for a new neighborhood 
of homes ranging from 1,400 to 1,800 square feet, 
this four-bedroom plan features an open living and 

dining area with a spacious front porch and a private side yard. 
Targeting the fi rst-time buyer, the homes all feature rear-lane 
auto access and fenced side yards. The front porches of each 
home face small yards and a pedestrian-friendly network of 
sidewalks and walking trails.

DESIGNER
Larry W. Garnett, FAIBD
larrygarnett@
larrygarnettdesigns.com
larrygarnettdesigns.com
254.897.3518

PLAN SIZE
Living area: 1,750 sf
Width: 26 feet
Depth: 76 feet, 4 inches

A  8-foot-deep front porch 
faces a small yard and 
sidewalk

B  Private side yard has fence 
and gate at front and rear; 
perfect for children’s play 
area, pets, and outdoor 
entertaining

C  Two-car garage features 
rear-lane access

D  First fl oor has an open 
living and dining area plus 
a master bedroom

E  Second fl oor has three 
bedrooms

THE BROOKLYN
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Register now for the ONLY conference that combines education 
and networking with a singular focus: to take the performance and 
profi tability of your company to the next level. All home building 
executives are welcome to this two-and-a-half day event. There is 
nothing else like it serving the industry.

Presentations by respected industry experts
Panel discussions with some of the country’s best builders
Networking opportunities with your peers 

Building Your Business: 
A Template for Growth

Strategize. Energize. Maximize. 

REG ISTER  NOW:
www.probuilder.com/HousingGiants2015

OCTOBER 21-23, 2015 | ARIZONA BILTMORE | PHOENIX

Learn from respected, insightful experts. Network with 
forward-thinking peers. Register now for early-bird savings: 
www.probuilder.com/HousingGiants2015

$195

$395

Visit www.probuilder.com/
HousingGiants2015 for the complete 
agenda and speaker information.

Questions: Contact Harry Urban at 
hurban@sgcmail.com.

Conference Early-Bird 
Registration Fee (before 
Sept. 1)

Additional registrant(s) 
from the same company

Registration after Sept. 1

$275
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[HOUSE REVIEW]

THE DANFORTH

ARCHITECT
GMD Design Group
Scott Gardner, AIA 
scott@gmddesigngroup.com
919.320.3022
Donnie McGrath 
donnie@gmddesigngroup.com
770.375.7351 

PLAN SIZE
Living area: 1,695 sf
Width: 30 feet
Depth: 44 feet

Starter homes are an interesting compromise. Cost is the main concern, but 
which features are too important to be omitted during value engineering? In 
this plan, curb appeal, openness, and fl ow are key features that differentiate 

this home from the typical starter model. To play up curb appeal, the garage is set 
behind the study/fl ex room. Moving the front entry to the side of the home allows 
for a room to be forward of the garage. The foyer is modest, which provides extra 
square footage in the kitchen and dining and family rooms. Typically, a starter home is 
completely fl at across the back, but breaking up the rear plane of the home improves 
fl ow and increases the sense of space on the main areas of the fi rst fl oor. Detailing 

on the front elevation creates character and charm, while the remaining roof 
and massing are fairly simple, as well as cost-effective to build.

A  Front wall of garage is staggered to create interest on the front elevation
B  Flex study is a great space for a home offi ce or den
C  Front door is set back from the front, providing an entry into the heart of 

the plan and reducing the dominance of the garage in this narrow home
D  By breaking the plane of the rear wall, the kitchen, dining, and family 

rooms open to one another, with a good sense of fl ow
E  Rear patio fi lls the corner created by the dining space, offering additional 

privacy for outdoor living space on narrow lots
F  Stair is located in the most-used area of the home, with access from all 

living spaces at the back of the home
G  Loft provides sense of arrival and adds natural light at the top of the stair
H  Centrally located laundry and bathroom share a plumbing wall for effi ciency
I  Master bath provides large standard-size pan shower, separate vanities, 

and a large, adjacent walk-in closet
J  To increase effi ciency, HVAC equipment is located in conditioned space, 

which makes for smaller equipment and lower energy costs

E
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The lighting marketplace is changing more rapidly today than any 
time in the last 100 years. Much of this change revolves around the 
innovations that are occurring with LED and solid-state lighting 
technologies. And the unique characteristics of these technologies 
are opening up opportunities for designing lighting systems that 
are more comfortable and more e� ective for aging eyes. LED and 
solid-state lighting also enable lighting systems that are healthier and 
more conducive to positive e� ects on human behavior. In this free 
one-hour session, we will discuss these technological changes and 
analyze applications where LED and solid-state lighting can provide 
more e� ective and more comfortable human environments.

WEDNESDAY, OCTOBER 14 •  2 P.M. ET

ACCREDITATION:
AIA/CES LU (HSW)
1.0 Learning Unit

IDCEC (IIDA/ASID/IDC/IDS)
0.1 CEU

NKBA 
0.1 CEU (self-reporting)

NARI 
01. CEU

REGISTER AT: www.LEDedu.com

Joseph A. Rey Barreau, AIA, IES, has 
worked as the principal lighting designer 
and/or architect on more than 1,000 
residential or commercial projects. He is 
an Associate Professor with tenure at the 
University of Kentucky College of Design. 
He has developed hundreds of lighting 
education courses and has presented more 
than 500 continuing education programs.

COMPLIMENTARY WEBINAR

SPEAKER Joseph A. Rey-Barreau, AIA, IES

LED LIGHTING 204: 
LED AND SOLIDSTATE LIGHTING OPPORTUNITIES
FOR AGING EYES, HEALTH AND BEHAVIOR
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[house review]

Do you remember your very first home? I do. I was married with one daughter and paid 
$28,800 for 1,200 square feet with a carport. We bought the home on Christmas Eve and 
made the salesperson very happy. Some 45 years later, that home would now cost about 

$149,900. This 1,320-square-foot home is 28 by 40 feet with an 8-foot porch in the front setback. The 
front porch puts eyes on the street, allowing you to keep an eye out for the neighbors. The porte 
cochere becomes the daytime parking space for the car, while the garage has a dual existence 
as a workshop, playroom, etc. The sports court allows kids to play basketball, ride scooters, and 
practice roller blading, all without the interference of cars. Mom and Dad can sit comfortably on the 
back patio and respond to calls of “Watch this!” Although small in size, this home answers all the 
needs of today’s young family just starting out. The American Dream is alive and well—provided we 
recognize the importance of smart-sized homes and buyers staying within their means.

sTArTer hoMe

A  Front porch 
b  Porte cochere 
c  Sports court 
D  Back patio

ArchiTecT
The Evans Group
Donald F. Evans, AIA
devans@theevansgroup.com            
theevansgroup.com
407.650.8770

PLAN siZe
Living area: 1,320 sf
Width: 30 feet
Depth: 80 feet

A

b

D

c
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a d v e r t i s e m e n t

TOAST 
of the town

superiorfireplaces.us.com

Introducing the VRL4543 Series vent-free gas 
fireplace. It’s as versatile as it is good looking. 
Opt for the sleek clean face design or add 
impact with decorative trim. Single-sided or 
see-through, its good design features are sure 
to get a standing ovation.

FIND OUT 
MORE!
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REPRINTS.
your most  
efficient  
sales tool.

objective, respected third-party 

coverage of your company  

is a powerful endorsement.

for reprint pricing and  

custom options, contact  

John Premetz at 219.670.0045  

or at johnapremetz@att.net
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GROW YOUR 
BUSINESS 
WITH NEST.

Let’s work together.
nest.com/pro

Nest Learning Thermostat

Nest Protect smoke and CO alarm

Nest Cam Wi-Fi video camera

Customers love Nest products because they’re 

beautifully designed, loaded with innovative features, 

and intuitive to use. And you’ll love them because 

they’re highly compatible with existing systems, built 

to work together seamlessly, and quick to install.

Nest products also work with other things around the 

house to do even more and create a thoughtful home.
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western
window systems

westernvolumeprogram.com

easily customizable,
                         surprisingly fast 

Introduced to give production builders more flexibility than ever to differentiate their homes, the Volume Program’s 
new custom size and configuration options let you design our aluminum multi-slide, bi-fold, and vinyl multi-slide 
door systems to be as tall or as wide as you see fit.  

And with a 15-day production lead time, customization doesn’t have to cost you extra time in your schedule.  
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