


Having second thoughts about
your workers’ comp provider?

T

Help is on the way.

Providing workers’ compensation insurance
shouldn’t be frustrating or time consuming.
With the Home Builders Association of
Tennessee Self-Insured Trust (HBATSIT),

it never is. We're the only provider started
by builders, for builders.

And because we're also run by builders,
we understand your business better than
anyone else. We have a comprehensive,
builder-friendly approach designed for the
construction industry and focused on
making your job easier.

e Workers’ compensation insurance at
competitive rates.

* Pooled premiums with other associa-
tion members to keep costs low.

* Free, effective safety services.

e Fast and friendly claims management
for all parties involved - workers and
their families, business owners and
the medical community.

e Monthly billing.

Even joining the trust is easy. Simply
contact any HBAT member insurance
agent in your area for an application or
fill out and return the form below. Upon
acceptance and a deposit, you’ll be billed
without interest or finance charges. If
you're fed up with the headaches and
hassles often associated with workers’
compensation insurance, let us show you
what so many clients and agents already
know: HBATSIT does it best.

Send to: Gary Hughes and Associates
555 Marriot Drive, Suite 210
Nashville, Tennessee 37214
(615) 874-3390 o FAX (615) 874-8784

U Please have a representative contact me.

Name

Company
Address
City/State/Zip
Phone




Complement your design
and construction with

customized appliances

and home electronics.

Vorio, & Appiars

Let the professionals at hhgregg put
the finishing touch on your custom
homes. We have the widest selection
of name brand appliances and
electronics to customize to your
clients’ taste, style, needs and budget.

And at hhgregg you'll find a terrific
selection of the very latest in
technology and design, unparalleled
delivery and installation, product
warranties and product service.

We've worked with thousands of
Builder Association members in
Indiana, Kentucky, Ohio, Tennessee
and Georgia.

 Built-in appliances

e Coin-operated laundry

® Energy Star® appliances

o Multi-family appliances

® Home theatre

e Digital satellite systems

e Distributed audio

o High-definition flat-screen

and plasma TVs

REGA SC=NIUM

Visit our web site at hhgregg.com
for all store locations.

¥, L rr-L'_ Call us today at
1-800-264-8644
Bowling Green Clarksville Cool Springs ~ Hickory Hollow Rivergate Thompson Lane  Murfreesboro
(502) 782-8484 (931) 503-2603 (6157715101 (619731-0260 (615) 8684285 (615 259-3344 (6199957141

1785 Campbell Lane 1050 E. Highway 131 1735GalleriaDr. 5214 Hickory Hollow Pkwy. 1515 Gallatin Pike 523 Thompson Lane 468 N. Thompson Lane
APPLIANCES & ELECTRONICS

A ( @we  hhgregg

AT AT AT
i bl Hoin g COMMERCIAL DIVISION

hhgregg.com Family owned since 1955 BUILDERS | REMODELERS | MULTI-FAMILY




ARE YOU REALLY
COVERED BY GENERAL
LIABILITY INSURANCE?

WHEN IT COMES TO GENERAL LIABILITY,
BuUILDERS HAS YOUR BAcK

Language is language, but coverage
IS coverage.

Read the fine print about exclusions
to your General Liability policy and
you'll see what we mean.

The language is exactly the same,
but the exclusions are subject to
a variety of interpretations. Talk to
your local agent about how
Builders interprets them to your
benefit-another benefit of doing
business with Builders Insurance.

[c{ Let us show you how Builders has your back when it comes
‘Builders o e

Tnsurance to general liability or workers’ compensation insurance.
grouy To locate an independent agent near you, contact

Building With The Best Builders Insurance Group at 800.883.9305 today.

www.bldrs.com @
(800) 883.9305 e

4 = TENNESSEE HomeBuilder ®* March/April 2006



TENNESSEE
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WHO WE ARE

The Home Builders Association of Tennes-

see (HBAT) is a not-for-profit trade asso-
ciation comprised of professional builders,
developers and associated firms engaged
directly or indirectly in home building,
remodeling, and light commercial construc-

tion.

MISSION STATEMENT

The Home Builders Association of Tennes-
see represents over 6,000 member firms

as the Voice of the Housing Industry. We
advocate housing affordability and availabil-
ity through:

* Legislation,

* Communication, and

« Education.
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Gouvere J)tow

12

Paula Flowers

TN Commissioner of Insurance and Commerce

Frealures:

10

16

20

22

25

26

28

29

Ever had a problem client?

Learn how to communicate effectively to improve relations

Membership Drive Breaks National Record
2-Day Membership Drive Breaks Record in Three Categories

Tennessee Board of Licensing Contractors

What is their mission? What are their procedures?

Spring Legislative Process

Common sense legislation and cooperation

2005 Membership Achievement Awards

Retention and Net Growth—And the Winners Are?

Membership Pays

Doug Collins, Memphis Area HBA

Local Happenings
Home and Garden Show a Huge Success!
2006 Spring Legislative Conference Photos

Here Comes the CHAMP

The complaint process and how to stay off the problem contractor list

Departments

8
10
14
15
30

President’s Perspective
Executive Officer Outlook
Legislative Review

Local Association Presidents

Info Link—Advertiser's Index & Calendar
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Find the tools to run your business at

WWW.energyrightpartners.com.

06 ere always looking for ways to improve the

business of our trade allies. That's why we've created
www.energyrightpartners.com. This brand new Web
site offers easy access to program support, technical
assistance, training information, and many other
valuable resources. So doing business the right way
is just a click away. Discover what’s in your tool belt

today at www.energyrightpartners.com.

energy right®

1l

Home Builders ® Plumbers ® HVAC Contractors
Lenders® Real Estate Agents ® Appraisers

HomeBuilder

DIRECTORY

TN HomeBuilder is the official
publication for the Home Builders
Association of Tennessee.

Annual subscription rate for members
of the association is included in the
association dues.

HBAT

9007 Overlook Blvd., Ste. 202
Brentwood, TN 37027

(615) 777-1700 Local

(888) 550-4228 Toll Free
(615) 777-1703 Fax
www.hbat.org

POSTMASTER

Send address changes to:
HBAT
9007 Overlook Blvd., Ste. 202
Nashville, TN 37027

PUBLISHER
Woods & Associates

EDITOR
Susan Ritter

ASSOCIATE EDITOR
Brad Cartner

ADVERTISING SALES
Mid-South Advertising
(931) 379-0814

DESIGN DIRECTOR

Donna Heninger
-InDesign 2.0
-Photoshop 5.5
-Quark Express 4.0

AD SUBMISSIONS
May be sent to—
tnbuilder@charter.net or

TN HOME BUILDER
P.O. Box 1916
Columbia, TN 38402
www.tnhomebuilder.com

TN HomeBuilder is published bi-monthly by Woods
& Associates, P.O. Box 1916, Columbia, TN 38402.
All rights reserved. All editorial /advertorial submis-
sions are used at the discretion of the publisher and
may be edited for purposes of clarity and space.
Although all efforts have been made to ensure
accuracy of content submitted by advertisers and
writers. TN HomeBuilder, its principals and asso-
ciates are not held liable for errors or omissions.
Reproduction in whole or part prohibited without
written consent. ©2006 by Woods & Associates.




ExecuTivE COMMITTEE

2006

SENIOR OFFICERS

President

Tim Neal

(Also Nat’l Director)
865-579-4666
timneal@icx.net

Vice President/Treasurer
David Parsons

(Also Alt. Nat’l Director)

(Also Budget/Finance Chair)
901-388-2651
parsonsd@bellsouth.net

Vice President/Secretary
(Also Alt. Nat’l Director)

(Also HIPAC Trustee Chair)
Denzel Carbine

615-661-9995
dcarbine@carbinedevelopment.com

Immediate Past President
(Also Nominating/Past Presidents)
James Carbine

615-661-9995
jcarbine@carbinedevelopment.com

Associate Vice President
(Also TAC Chairman)

Burl Young

615-826-2051

byoungl @sears.com

EXECUTIVE
COMMITTEE CHAIRS

VOTING MEMBERS

Charles Morgan

NAHB State Representative
901-791-2651
cmorgan@yvintagehomesonline.com

Government Affairs
Mike Stevens
865-450-9790
mkstevens@bellsouth.net

Membership/Membership Services
George Wright

423-332-9044
gwrightconst@comcast.net

HBAT AREA VICE PRESIDENTS
Northeast Region Area V.P.

Ed Zarb

865-671-1744
edzarb@zarbproperties.com

Southeast Region Area V.P.
Larry Phillips

931-962-0920
larryphillips@cafes.net

Middle Tennessee Area V.P.
Davis Lamb

615-370-3330
davislamb@netzero.net

West Region Area V.P.
Phil Chamberlain
901-794-2156
pecham@cmhomes.com

Associate National Director
Larry Bolinger
865-755-5514
Ibolinger@hbwis.com

NON-VOTING MEMBERS
Education/Programs

Mitzi Spann

615-412-6065
spannbldr@aol.com

Local Leadership
Dennis Epperson
423-479-9042
cbepperson@aol.com

Executive Officers
Kathryn Lewis
865-546-4665
kjlewis@hbaknoxville.com

Past Associate Leadership
Barry Shaw

800-632-1115 x101
barryshaw@highlandsystems.net

COMMITTEE VICE CHAIRS
NON EXECUTIVE COMMITTEE

Government Affairs
Doug Collins
901-651-4301

Education/Programs
Bruce Hancock
615-373-8992
bruce@hancockconst.com

Tennessee Associates Council
Kirk Riggins

901-755-5526
kirk@pcrins.com

HIPAC Trustees

Keith Grant

901-683-4422
kgrant@grantandcompany.com

Membership/
Membership Services
Greg Reynolds
865-982-7009
greynolds@tellicohomes.com

Local Leadership
Bob Everhart

Executive Officers
Mark Billingsley

x¥,
Home Buiuerg ";A\sgociatiom
~

TERINESSEL

s Working for Builders

STAFF

Executive Vice President
Susan Ritter
sritter@hbat.org

Director of Governmental Affairs
Frank M. Harris
fmharris@hbat.org

Director of Communications
Brad Cartner
beartner@hbat.org

Administrative Assistant
Joy Odjegba
jodjegba@hbat.org
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(! ongratula-
tions! The
incredible

results of our latest

membership drive
have allowed the
Home Builders As-
sociation of Tennessee
to move from 17th to
12th in the National

Association of Home

Builders Federation! The entire industry
is trying to figure out how our organiza-
tion accomplished this effort of bringing
in more than 1,400 new members in just
two days. The answer is not complicated,
and can be summed up in one word—
Teamwork!

To everyone who worked so hard to
increase our membership, I would like to
offer my sincere thanks. I also encourage
each of you to make our new members
feel welcome. Now is the time to get
the new players in the game and make
them feel like part of the team! It has
never been more important to maintain
this positive momentum of increased

Andrew Carnegie

Scottish/American Industrialist

Teamwork is the ability to work

together toward a common vision—the

ability to direct individual accomplish-

ments toward organizational objectives.
It is the fuel that allows common people

to attain uncommon results. ...

membership. Now we must all focus on
membership retention and continue with
our success.

New members, you are now part of
one of the finest associations in the coun-
try. I am sure I speak for everyone when
I say, don’t be afraid to roll up your shirt
sleeves and get involved. I encourage
you to explore the value of your mem-
ber benefits. You can go to our website
at www.hbat.org and find information
such as special insurance and discount
programs, networking and educational
opportunities, and links to your local
association. The more you strive to be
active in our associational family, the
more value you will derive from your
membership.

Now, let’s all take advantage of the
fact that there is strength in numbers.
Working together, we can accomplish so
much in the areas of positive legislation,
education, and membership network-
ing. Ireally wish I could tell everyone
to relax and take a break. It’s that time
of year, and you deserve it. However,
industry issues such as immigration, new

’S PERSPECTIVE

Strength in Numbers and a Common Goal

HBAT President Tim Neal

development taxes, and environmental
concerns must constantly be addressed.
Failure to keep our finger on the pulse
of legislative issues can seriously dam-
age the future health and welfare of our
industry.

So to the tried and true veterans, and
the new recruits, I give you these few
words of encouragement and wisdom:

—Continued, see quotes below

Tim Neal

2006 HBAT President

We have already amazed our indus-
try with uncommon results. Now let
us continue to move forward, with the
strength of our numbers, to become
the most powerful and influential

voice in the home building industry.
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For cooler homes and hotter profits
|1 LP TechShield =
Radiant Barrier _ !

back
- You could be making yourself more profitable with LP® TechShield® Radiant Barrier, an energy-
saving upgrade that homebuyers are willing to pay for. TechShield sheathing, with its thin
laminated aluminum layer, prevents up to 97% of the radiant heat transfer from the panel into
the attic. So if you're not using TechShield sheathing, stop wasting your energy. Ask for it by
II_IP® name. For more information visit www.Ipcorp.com, e-mail marketing.center@lpcorp.com or call
suonerroouers US at 1-888-820-0325.

Sront

www.lpcorp.com e 1-888-820-0325

BUILD WITH USY

b
=

LPis a registered trademark of Louisiana-Pacific Corporation. TechShield is a registered trademark and “Build With Us” is a trademark of LP. © 2006 Louisiana Pacific Corporation. All Rights Reserved.




ontrary to the thought patterns

of those who are uninformed

about the home building industry,
individuals who build homes do not cre-
ate population problems in communities.
Positive growth in an area is definitely an
indicator of economic success. The home
building industry, and their associates,
simply responds to supply and demand
and gives the consumer a product. Trying
to blame our industry for growth prob-
lems is like trying to blame General Mo-
tors for traffic problems on the interstate.
There is a real fallacy in this conclusion.

Here is another point in the automobile

analogy. Many people want the depend-
ability of new cars with the latest features
in comfort and safety. In the home build-
ing world, many people want the privilege
of designing a home that’s uniquely their

“You can make more
friends in two months
by becoming really in-
terested in other people

than you can in two years
by trying to get other peo-

ple interested in you. Which

is just another way of saying that the way

to make a friend is to be one.”

—Dale Carnegie

We have all recognized the fact there are
some clients you are better off without. But
what happens when you’re already in the
fire, and there is no escape route beyond
finishing the job?

First, remember the three C’s of effec-
tive communications—never criticize,
complain, or condemn. Dale Carnegie,
the now legendary author of How to Win
Friends and Influence People, drove the
three C’s concept home in everything he
taught. It is a very simple set of rules: show
appreciation for others, make others feel
important, and respect others viewpoints.

Many times, all the client really wants to

Lets Be Positive about Positive Growth

own, with the comfort, convenience, and
economy that only a new home can offer.

Bill Crawford, writing for the Birming-
ham Business Journal, made the following
points:

The materials used to build new
homes probably were subject to sales
taxes in the communities where they
were built. The residents of these homes
live, work, shop and seek entertainment
in their new community. The incomes
of local merchants are increased as
residents make purchases that other-
wise would have been made elsewhere.
Property and many other types of taxes
are generated from these new residents.
There are growth-specific taxes that are
generated in the first year of a home's
construction and recurring taxes that
will follow the life of the home.

know is that you’re concerned about their
problem. So listen, make eye contact, and
respond with positive listening skills.
Shake your head in agreement, and take
notes if necessary. Who knows, this client
may be one of your best “word of mouth”
advertisers, if you solve the problem and
create a positive situation out of a nega-
tive one.

So what if you really have a serious
problem? Once again, a little more Dale
Carnegie wisdom:

If you have a worry problem, do these
three things:

1. Ask yourself, “What is the worst that
can possibly happen?”’

2. Prepare to accept it, if you have to.

3. Then calmly proceed to improve on
the worst.

So the next time someone tries to pull
you into a negative environment, remem-
ber the three C’s of effective communica-
tion. Maybe instead of having a problem
client, you can learn to “Win Friends and
Influence People.”

Outlook

Susan Ritter;, HBAT
Executive Vice President

In Tennessee, we have continually
made the point that single family home
construction creates thousands of jobs,
places millions of dollars of wages and
taxes back into our communities, and has
a very positive effect on the local retailers.

Impact fees, the so called “cure all” for
the common newcomer, only penalizes
the homeowner and creates a less and less
affordable housing market. A recent Real-
tor publication pointed out that “There has
never been a worse time to increase...any
tax that adds a burden to the potential
home buyer. Additional taxes cripple
first time home buyers trying to scrape
together enough money for a down pay-
ment and normal closing cost.” (Source:
Steve Harding/Realty Times — TN Assoc.
of Realtors)

The bottom line is this: new homes are
now, and always will be, a positive indica-
tor of economic success in a community.
New homes point to a community that is
flourishing, where money is coming in,
and where residents should be thankful
for the revenue created by our industry.

New homes mean a better standard
of living and a multitude of benefits for
every community. <
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*Up to 38% stronger as tested by an independent lab, with one-piece TallWall panels overlapping the floor framing and covering the top plate

& Norbord

Having two

extra feet can
make you a

better builder.

57% of American houses are now built with
9-foot or taller ceilings, so it's just logical to
use a taller OSB wall sheathing. For builders
the benefits of TallWall 4x10 will be obvious:

1. Lower your labor costs

Less waste

No blocking

No filler strips

Less chance of mistakes

No horizontal joints

38% increase in wall strength”

NowukrwN

You'll build stronger,*easier and smarter using
TallWall 10-foot OSB panels, so put the extra
2 feet to work for you and measure the savings.

TALLWALL

4x10 & 4x9 OSB WALL SHEATHING

Are you in hurricane or high wind areas?
Ask for Windstorm OSB panels that cover

from the top of the top plate to the bottom

of the bottom plate in one piece.

For more information contact us at

1 416 365 0700
or on the web @ www.norbord.com



Commissioner Flowers also serves as the State Fire Marshall

aula Flowers, a native of Mon-
P terey, Tennessee, was appointed

to her current position of Com-
missioner of Commerce and Insurance
by Governor Phil Bredesen in January
of 2003. She is definitely qualified for
managing such a far reaching depart-
ment, holding a bachelor’s degree in civil
engineering from Tennessee Technical
University, a master’s degree in civil
engineering from McNeese State Univer-
sity in Lake Charles, Louisiana and a law
degree from the University of Tennes-
see. She is a member of the Worker’s
Compensation Advisory Council, State
Insurance Plan Committee, State Local
Education Insurance Plan Committee and
the Tennessee Health Service Develop-
ment Agency.

And if that’s not enough to impress
you, she is married to Jim Flowers, and
they have three sons.

Paula was kind enough to take time

out of her busy schedule to answer
several relevant questions for the Home
Builders Association of Tennessee.

: On the Commerce & Insurance De-

partment website, it states “...your

agency protects the interests of
consumers while providing fair, efficient
oversight and a level field of competi-
tion for a broad array of industries and
professionals doing business in Tennes-
see.” What does this mean to the home
building industry?

: First and foremost, we want to
Aensure that all requirements are

published as either law or regula-
tion and available to licensees and the
general public. [ have worked diligently
with staff across the Department to elim-
inate “desk drawer” policies that keep
licensees from full understanding, and
meeting requirements of their profession.

Commissioner of
Commerce & Insurance

The Board for Licensing Contractors
is pro-active in enforcing standards for
those who operate in the home building
industry.

I also believe that an informed con-

| sumer can be as good, if not better, a

regulator as we can be. The Department

i works to ensure consumers have access
# to information via our website. They
| can check the status of licensees and

can view a list of problem contractors.
Furthermore, complaints received by

the Board for Licensing Contractors are
reviewed by legal staff, who then make

a recommendation to either GHAMPS
(Contractor/Home Owner Accountability
and Mediation Program) or investiga-
tions. When complaints are referred to
CHAMPS, the Division of Consumer
Affairs mediates the complaints between
homeowners and licensees. This program
allows for resolutions to problems that
may or may not constitute violations of
law or rule. With the implementation of
CHAMPS, both home builders and hom-
eowners have an additional resource to
resolve issues.

: In your position as the state’s top

insurance industry regulator, includ-

ing self-insured trust, tell us how
your department affects the homebuilding
industry?

: The department affects the home-
Abuilding industry by approving an-

nual loss cost filings for workers’
compensation, and we approve the loss
cost multiplier for the assigned risk pool.
Individual carriers also file their loss cost
multipliers with us. Loss costs and many
other factors combine to determine rates
charged by insurance carriers. We also
review rate and form filings for other
property and casualty lines of business.
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Paula Flowers and Scott White, Deputy Commissioner

With respect to the self-insurance trust,
we annually review the group’s loss

cost multiplier to assure it is adequate

to fund expected losses and expenses.
Our analytical unit reviews and approves
self insurance member distributions
when premium dollars exceed losses and
expenses for individual plan years. Our
analytical and examinations units also
monitor the trust’s financial stability.

: How does the board for licensing
contractors compare to the structure
of other state boards?

: The composition of the surround-

ing states is basically the same

as Tennessee’s board. Generally
superficial differences in structure ex-
ist, such as a disparity in the number of
board members (they vary from 7 to 20
members). Some states incorporate other
professions such as; architects, engineers
and firemen, while other states just have
a residential home builder’s commission.

: Many home builders feel they are
over regulated. How would you re-
spond to this concern?

: Purchasing a home may be one of

the most important financial deci-

sions a consumer makes. With that,
we take our responsibility to regulate the
industry seriously by ensuring proper
licensure and licensee discipline. The
Department of Commerce and Insurance
wants to instill confidence in consumers,

so when buying a
home the consumer
feels comfortable picking a
qualified residential home builder.

: As stated on your web-site, how
does your department “assure qual-
ity and fair construction practices.”

: The board strives to ensure that

competent and experienced build-

ers are licensed through examina-
tion and financial statements. Through
the complaint process the board may
discipline a licensee and reprimand them
according to the laws and rules.

Describe how your department
serves as a bridge between con-
sumers and contractors. How do

you think the responsibilities of the board
of licensing changed since it was estab-
lished in 1931?

: With technology being what it

is today, the board can commu-

nicate better with consumers and
contractors. A consumer can now file a
complaint on-line and a contractor will
be able to renew his or her license online
in the near future.

With the implementation of GHAMPS
and the board’s website, consumers
have an option to check on prospective
contractors and to see if they have had
any prior discipline administered against
them.

: What is GHAMPS? If one of our

members finds their name on the

“Problem Gontractors List,” how do
they resolve the issue and get their name
removed from the list?

: GHAMPS - known as the “Con-

sumer Homeowner Mediation

Program” is when the Division of
Consumer Affairs attempts to bring the

History of TN Department of
Commerce and Insurance

In 1878, the Tennessee General As-
sembly recognized the need for consumer
protection and insurance regulation by
creating the Bureau of Insurance with the
state treasurer acting as insurance commis-
sioner. In 1913, a separate Department of
Insurance was formed and put under the
direction of a commissioner, who became
an officer in the governor’s cabinet. The
Fire Prevention Division was added in
1937. To reflect its expanded role in busi-
ness regulation and consumer protection,
the State Insurance Department became the

Department of Commerce and Insurance

in 1983.

—Continued on page 29
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GENERAL ASSEMBLY BECOMES CHESSBOARD

any

members of the
General Assem-
bly are pondering
their political
futures. Three

[

of the thirty-three Senate seats, and nine
of the ninety-nine House seats, will not
have an incumbent running for re-elec-
tion. More seats may become open as
potential opponents gear up back home.

Due to the March 12, 2006 death of
Republican Representative Jack Sharp
of East Ridge, one seat is open today.
Representative Sharp had been in the
House for 12 years. The three Sena-
tors not seeking re-clection are Senator
Curtis Person from Memphis, Senator
Jeff Miller from Cleveland and Senator
David Fowler of Signal Mountain. Sena-
tor Person is running for Juvenile Judge
of Shelby County. All three seats are
thought to be solidly Republican.

The availability of these three seats
may lead to other House seats coming
open. This is due to the fact House mem-
bers often run for open Senate seats that
encompass their House district.

The ten House seats will become
open for a variety of reasons. House
District 1 will become open because
Representative Steve Godsey is running
for Sullivan County Mayor. In House
District 6, Representative David Davis
is running for the Congressional seat left
vacant by 1% District Congressman Bill

Jenkins. Representative Dewayne Bunch,

April 6™ Qualifying Deadline

representing District 24 in Cleveland,

is seeking Jeff Miller’s Senate seat. In
District 27, Representative Chris Clem is
not seeking re-election and is not seeking
any other elected office. Powerful House
Commerce Committee Chairman Jere
Hargrove is not seeking another term,
nor another elected position. House
Agriculture Committee Chairman Gene
Davidson is not seeking re-election. He
will now focus his attention on running
his family’s huge farming operation

in Adams, Tennessee. Shelby County
Republican Representative Paul Stan-
ley is vacating his seat to run for the

seat vacated by Senator Person. Shelby
County Representative, a former House
Republican Leader, Tre Hargett, is also
not seeking reelection. Representative
Sherry Jones of Nashville is running
against Davidson County Criminal Court
Clerk, David Torrence, in Nashville’s
May 2 Democratic primary. If she wins,
it is anticipated that she will not run for
her House seat. Hamilton County Repre-
sentative Bo Watson has announced that
he will leave his House seat to run for
the District 11 Senate seat, now held by
Senator Fowler.

The Democrats have 53 House seats
and the Republicans occupy 46. If the
Republicans pick up four seats they
could control the House, just as they

currently control the Senate.

SENATOR BRYSON ANNOUNCES
RUN FOR GOVERNOR
Senator Jim Bryson of Franklin,

Tennessee has announced a run for the

Legislative Report by Jay West
Director of Governmental Affairs
Bone McAllester Norton PLLC
615.238.6360; 615.238.6301"
Jjwest@bonelaw.com

Republican nomination to oppose Gov-
ernor Phil Bredesen in this November’s
gubernatorial race. Bryson, a first-term
Republican Senator, is co-owner of a
market research firm. Bryson is a mem-
ber of the powerful Senate Commerce

Committee.

Cates Seeks Senate Seat

Brentwood developer Steve Cates has
announced a run for the state senator of the
23rd District, which includes Williamson
County and a portion of Davidson County.
This is the seat left open by Senator Jim
Bryson. Steve has long been active in the
HBA of Middle TN and currently serves
as the National BuildPAC chairman for
NAHB. «
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...means more than price.

C

Natural gas appliances add value
by providing:
24 hour toll-free

Customer Service
888.824.3434

* comfort

* convenience

* reliability

* peace of mind

Give your customers the VALU
they're seeking by using natur
gas in the houses you build.

2006 .
Atrea Presidents

Clarksville/Montgomery Co HBA

Jim Maynard .................. (615) 645-5335
HBA of Dyer County
Kirby Ogden................... (731) 285-1161

flannon@ecsic.net
Jackson Area HBA

John Woodall...........cceuenenee (731) 225-8341
Johnson City Area HBA
Dan Rutledge .........cccoeueneee. (423) 915-0359

penrichds@aol.com

HBA of Greater Kingsport
Sam Kassem...........ccoceveeunene (423) 349-4645
samiam737@aol.com

HBA of Greater Knoxville
Mike Stevens..........cccecevnenn. (865) 450-9790
mkstevens@bellsouth.net

Maryville/Alcoa HBA

Bruce Hayes........ccccoeenneee. (865) 681-1680
bhayes@charter.net

Memphis Area HBA

Tim Wilson........cccceeveevennnnen. (901) 794-2156

hkilbrea@cmhomes.com

HBA of Middle TN
Anne McNight .......... (615) 312-7185 x3130
ann@westviewhomesllc.com

Ocoee Region BA
Dennis Epperson.................. (423) 479-9042
cbepperson@aol.com

Rutherford Co HBA

Joe Swanson........c.cceeeenneene. (615) 848-2012
Sevier Co HBA
Wayne Blazer ....................... (865) 453-7818

blazerconstruction@yahoo.com

HBA of Southern TN

Henry Tipton......c..cccceeeueeee. (423) 322-8120
htipton@earthlink.net

HBA of the Upper Cumberland
Andy Hammock................... (931) 261-3641
Warren Co HBA

Keith Bouldin.........c.ccceeuenee (931) 473-8718
akbinc@blomand.net

HBA of Wilson Co

John Adams.......ccovevererenee. (615) 449-0827
Cumberland Co HBA

Harry McCulley ...........c....... (931) 484-6601

mcculleysiding@frontiernet.net

South Central HBA
Peter Beasley.......c.coceeuenne (931) 924-5555
goochbeasley@blomand.net

Greene County HBA
Ted Hensley .......cccceeeueennnee. (423) 639-6781
ted.hensley@century21.com
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he OLYMPIC SIZE RESULTS of
Tthe recent membership drive are

nothing short of phenomenal! With
a lot of planning, determination and hard
work, 10 local associates of the Home
Builders Association of Tennessee brought
in over 1,400 new members in a 2 day drive,
February 22 & 23w

Why would so many people join the
Home Builders Association in such a
short period of time? We believe it has
everything to do with the many issues
facing the home building industry. There
is a sense of urgency created by concerns
ranging from soaring material prices, to
new development taxes, to regulatory is-
sues. These issues have a direct impact on
the affordability of new homes in Tennes-
see. Our president, Tim Neal, has pointed
out “there is strength in numbers.” This
is the reason so many individuals have
chosen to join our association, and why
our numbers will continue to grow.

The legislative process was developed
to benefit the quality of life experienced
by every citizen. Each position on every
issue our association represents will
ultimately shape the way we do business.
Our combined influence will draw serious
attention to industry concerns during the
governmental decision-making process.

Individually, we cast votes to choose
representatives to carry out the difficult
task of determining which laws and
policies will best serve the interests of
the people. As a group, we can actively
participate and make a difference in the
legislative process.

Congratulations on bringing in a record
number of new members, giving our as-
sociation the ability to be more influential
for every individual in the home building
industry and new home buyers in Ten-
nessee.

During the 2006 Legislative Confer-
ence and Spring Board of Directors
Meeting in Nashville, membership
accomplishments were celebrated and
awards were presented to top performers.

2006 Membership Drive
Breaks All National Records™

*Over 1400 New Members in 2 Days

I T
Wy

w

Quest of the Dream Teams (| 1|
Results: ]

Greatest Percentage Increase

Gold Medalist: 69.1% HBA of Greater Kingsport
Silver Medalist: 62.1% Rutherford County HBA
Bronze Medalist: 52% Memphis Area HBA
Greatest Number of Members Recruited

Gold Medalist: 533 Recruited Memphis Area HBA
Silver Medalist: 231 Recruited HBA of Greater Knoxville
Bronze Medalist: 167 Recruited Rutherford County HBA

Greatest Members Recruited by Individual

Gold Medalist: 29 Members John Floyd Rutherford County HBA
Silver Medalist: 28 Members Joe Swanson  Rutherford County HBA
Silver Medalist: 28 Members Tim Wilson Memphis Area HBA
Bronze Medalist: 23 Members Tom Mason HBA of Greater Knoxville
Honorable Mention: 22 Members Tim Neal President, HBA of TN

2005 Membership Awards (Sccrage 25
* 82.9% Retention HBA of Greater Knoxville

* 83.4% Retention Clarksville Montgomery County HBA

* 85.7% Retention Sevier County HBA
* 80.6% Retention 73 New Members HBA of Southern TN
* 81.4% Retention 20 New Members Kingsport Area HBA
* 84.3% Retention 23 New Members Maryville/Alcoa HBA
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Membership Drive Breaks All Records

Individhal Recruiters

Gold Medalist: 29 New Members, John
Floyd (not pictured) along with Silver and
Bronze Medalists

Silver Medalists: 28 New Members, Karen
Beaty (for Joe Swanson) and Tim Wilson

Bronze Medalist: 23 New Members, Tom
Mason pictured with George Wright and Tim Neal

Fercentage Increase

... y
-.l'.'

B Vi

Gold Medal: 69.1% Increase, HBA of Greater Kingsport.
Silver Medal: 62.1% Increase, Rutherford County HBA
g Bronze Medal: 52.2% Increase, Memphis Area HBA

/\/;/mer/m/ merease

Gold Medal: 533 New Members, Memphis Area HBA
Silver Medal: 231 New Members, HBA of Greater Knoxville
g Bronze Medal: 167 New Members, Rutherford Co HBA

w‘f

Individhal Recroiters

Honorable Mention:

22 New Members,

President Tim Neal pictured 1
with James Carbine (left) 1 '!i
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HBA of Greater Kingsport Middie Tennessee HBA

m ¥y

S > Thank you to all participants
AA

who helped make the 2006 Mem-

bership Drive a national record

. breaking success.
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WE MADE PROJECT
MANAGEMENT EASIER,
INCREASED PRODUCTION
AND STREAMLINED
PROFITS

By LARRY OMPS, PRESIDENT & CEO
COLONIAL VILLAGE INDUSTRIES

For us, stick-building was becoming harder
every day as a custom home builder. The
limited availability of skilled labor becomes
more magnified when you have 6-10
residential, multi-family and light commercial
projects going at any one time. To help
accomplish what we had on the drawing
board, including three developments and one
of them a 50 lot community, we turned to
Mod-U-Kraf. It was obvious we had
outgrown stick-building.

Everyone from the management and
designers, to the expeditors at Mod-U-Kraf,
works to make our lives easier and is concerned
with delivering a quality product. The entire
process is engineered to automatically control
and know a fixed cost. And with the flexibility
we have available, we don’t miss a beat in
versatility from tray ceilings to the
customizing features homeowners want.

MOD-U-KRAF

1-888-MOD-KRAF
www.mod-u-kraf.com

- J
CONTACT US!
ILDER PROGRAMS & OPEN
TERRITORIES STILL AVAILABLE:

EASTERN TENNESSEE

Mod-U-Krafs' Bayview Model shown above. Shown
back left, Wayne Omps, Larry Omps. Matt Omps, front
left, Allen Omps, front right.




Tennessee

The Mission

“The Board’s mission is to assure that
quality and fair construction practices
exist in all phases of the industry in order
to protect the safety and welfare through
the regulation of contracting by means of
examination, licensure and disciplinary
action.”

If you think that Mission Statement is
a wheelbarrow full, go visit a session of
the Board during one of their bi-monthly
meetings to see the magnitude of their
responsibilities.

The Board, which is structured under the
Department of Commerce and Insurance,
was originally established in 1931 and today
remains a bridge between the consumers
and contractors of Tennessee. As with many
of the other state boards and commissions,
nine of your fellow Tennesseans give ex-
tensively of their time and expertise to help
provide for the protection of the consumers
of Tennessee and the improvement of the
contracting industry in our state.

The Board by statue is comprised of
three (3) residential contractors, two (2)
commercial contractors, one (1) mechani-
cal contractor, one (1) highway contrac-
tor, one (1) electrical contractor and one

T N
S
" ! 4

(1) public member. The members serve
rotating terms to allow the Board continu-
ity of policy and experience. The Board’s
administrative staff is headed by Carolyn
Lazenby, Director.

As stated in the Board’s Mission State-
ment, they have three (3) primary respon-
sibilities:

1. Establishment of examination
requirements. The Board and its’ staff
are tasked with establishing examination
requirements that reflect the knowledge
and experience necessary to insure a pro-
ficiency in a specified license.

2. Establishment of licensure policy
and procedure. The primary task of much
of the staff of the Board is the processing
of new and renewal licensing for the thou-
sands of contractors across the state. The
Board establishes the guideline require-
ments for financial, technical and previous
experience necessary for licensure. At any
given Board meeting, they may personally
interview hundreds of contractor applicants
to determine if they meet the licensing re-
quirements that have been established.

3. Disciplinary Action. When contrac-
tors do not adhere to the regulations as
established by the Board and Department
of Commerce and Insurance, the Board is
authorized to conduct investigations in
conjunction with the Office of Consumer
Affairs and to conduct hearings to impose
amonetary penalty or revocation of license
if deemed necessary.

The citizens of Tennessee, and the
industry that you are a part of, are all bet-
ter served by the tireless and most often
unrecognized service of these selfless in-
dividuals who bring a lifetime of industry
knowledge to this important and necessary
organization.

TENNESSEE BOARD OF
LICENSING CONTRACTORS

500 James Robertson Parkway

Nashville, Tennessee 37243-1150

(615) 741-6307

Toll Free: (800) 544-7693

Fax: (615) 532-2868

E-mail: http://www.state.tn.us/commerce/
boards/contractors/index.html

New Residential Representative to
Board of Licensing Contractors

In late 2005 Governor Bredesen appointed HBAT member Keith Whittington to fill

an unexpired term on the Board of Licensing Contractor. Keith, a long-time member

of the Johnson City Area Home Builders Association and a second generation con-

tractor, resigned his position on the HBAT Executive Committee in order to accept

this appointment from the Governor.

Keith has for many years been active in leadership roles with the Johnson City

Area HBA, Home Builders Association of Tennessee and the National Association

of Home Builders.
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HBAT ANNOUNCES NEWEST
STAFF MEMBER, BRAD CARTNER

‘ x J e are
pleased

to introduce

2006 Tennessee State Licensing Gontracting Board Members

Term Expiration

Function

Board Member

Date our newest
Electrical Cindi G. DeBusk, Secretary 12-31-2010 staff member,
GCS Group, LLC Brad Cartn.er.
PO. Box 5025 1 Brad,'ofﬁc1ally
. the Director of
Sl G o A SEPLIS Communications, will be responsible
L IRy LT TS I for developing and writing promotional
Standard Construction Co., Inc. materials and press releases, working
P.O. Box 38289 with the media, and writing and edit-
Germantown , TN 38183-0289 ing the bi-monthly Tennessee Home
Public Member  Frank Neal, Chairman 12-31-2010 Builder. He will also assist with meeting
Frank E. Neal & Co., Inc. planning.
P.O. Box 40507 Originally from Statesville, North
Nashville , TN 37204 C.arolin.a, Brad grew up working with
Mechanical Donald C. Orr 12-31-2007 his family on a cattle and poultry farm.
. : In 1988, he graduated from Wingate
ety Meiins (Lo, I, University with a Bachelor’s Degree
P.O. Box 101603 in Communications. For more than
Nashville , TN 37210-1603 nine years, he worked for the Food
Commercial Larry Parks, Vice Chairman 06-30-2008 Lion Headquarters in Salisbury, North
T. U. Parks Construction Co. Carolina. His responsibilities included:
P.O. Box 3308 producing a monthly newsletter and a
Chattanooga , TN 37404-0308 monthly video magazine, planning em-
Commercial George Sanders 12-31-2005 ployee and stockholder events, working
S e — - with government relations, media rela-
. . tions, public relations and advertising.
Minority Representative .
In 1996, Brad created an advertising/
ARl ) public relations company that is now
Memphis , TN 38114 operated by his wife Evelyn. She is also
Residential Reese Smith 12-31-2004 a Realtor in Dickson, Tenn. Brad and
Haury & Smith Contractors Evelyn have an eleven year old son,
2033 Richard Jones Rd. Kobe.
Nashville , TN 37215 “I have worked in a lot of different
Residential Glenn Still 06-30-2008 environments; but I have never worked
e S (it o with a more dedicated, professional, and
1711 Lake Rd. capable group than the Home Builders
Dyersburg , TN 38204-2407 Association of Tenness.ee. I am' Veljy
. . proud to be a part of this organization.”
Residential Keith Whittington 12-31-2007

Whittington Construction Company, Inc.

102 Daniels Way
Johnson City, TN 37615

We look forward to working with
Brad, and when you see him, be sure
to welcome him into the home builder
family!
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(See page 28 for more photos)

nce again, the Home Builders

Association of Tennessee made

its’ presence known on Capitol
Hill in Nashville. On Tuesday, March 7%
as part of our Spring Legislative Confer-
ence, over 100 home builders made their
annual visit to their local legislators to
share their support and concerns over
legislation pending in this year’s session.

There were two basic messages our
members chose to share with their legis-
lators this year:

First, the homebuilding industry is
a fragile, diverse and complex system
of businesses and individuals bringing
together one of the largest economic fac-
tors in our nation.

For the past 3 to 4 years, the hous-
ing industry has experienced incredible
success. However, there is no crystal
ball to indicate what the future holds.
Economists agree that a decline may be
inevitable. The National Association of
Home Builders (NAHB) Housing Market
Index is down significantly. A University
of Michigan Study indicates the percent-
age of people saying this is a good time
to buy a house has plunged to 57% from
75% in just a few months.

The housing industry of 2006 finds
itself in a very fragile position. This is
why we are against any taxing measures
that fracture the tax base from jobs and
new construction. If enacted, much of
the proposed “New Development Tax”
legislation before this session could
wreak havoc on the housing industry in
Tennessee.

We must be mindful of the jobs cre-
ated by the homebuilding industry, the
income provided to families, the tax base
for local communities and the constant

Sonny Richardson addresses Board of
Directors meeting

Steve Cates addresses Board of Direc-
tors meeting

Joe Savarese, NBIS Representative,
presents HBAT President, Tim Neal
with a check for $50,000

stimulant of a strong housing market on
our economy.

Second, illegal immigration is defi-
nitely an issue affecting the building
industry. Unfortunately, the question
turns to “who is at fault?” It is time to fix
the problem. If we continue concentrat-
ing on blame, the problem remains. The
answer is responsible and common sense
legislation and cooperation between
government and industry.

* The building industry depends on
a diverse workforce to supplement our
labor needs.

* Our industry is unique, creating a
huge geographical operating area. Job
sites create environments where sub-
hiring is a necessity. The thought of
policing such a wide territory, where
the work-force changes from project
to project, is both unfair and unreason-
able.

* The housing industry as a whole
wants to encourage immigration
policies that are fair and nondiscrimi-
natory. We would also like to enact
necessary reforms to the current immi-
gration system that are advantageous
to those who want to work and the
industries that need the workforce.

We urge our members to continue to
share this information with their local
legislators and to let them know how
these issues affect their businesses. Our
industry has been one of the strongest
segments of our state’s economy over
the past ten years, and we must remain
knowledgeable and vigilant of economic
and legislative factors that can adversely
effect its’ ability to generate jobs and tax

revenues. %

22 = TENNESSEE HomeBuilder = March/April 2006



“From 800 to 5:00 I work

for somebody else.
From 5:00 on I work for me.”

At Farm Credit Services of Mid-America, we understand the joys and the realities of
part-time farming and country living. And when reality calls for financing a new home,
new equipment, land, operating loans, crop insurance, or life insurance, call us. We offer
competitive rates, fast decisions, and a face-to-face relationship that makes you feel like
a person, not an account number.

What's your dream? How do you get there? Farm Credit Services

OF MID-AMERICA
@m 1-800-444-3276 www.e-farmcredit.com WELCOME TO THE COUNTRY.
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2005 Membenrship Achievement Awards

Retention
[ I AT

80.6% Retention
and Net Growth
of 73 Members

HBA of Southern TN .
George Wright, Thom 82.9% Retention

Carmichael, Tim Neal HBA of Greater Knoxville
Mike Stevens, George Wright, Tim Neal

81.4% Retention
and Net Growth
of 20 Members

Greater Kingsport

= Net Growth
George Wright, . e Pn
Carolyn Robertson, 83.4% Retention Y g

Tim Neal Clarksville/Montgomery County HBA | ﬂ ;

Karen Blick, George Wright, Tim Neal

84.3% Retention

and Net Growth Net Growth of 117

of 23 Members Members

Memphis Area HBA
George Wright, Bruce 85.7% Retention G.eorge Wright, Tim Wilson,
Hayes, Tim Neal Sevier County HBA Tim Neal

e

Jj” SN DY JLIV\Y
CHOOSE GEOTHERMAL
In today’s economic climate, the choices you make for your homes are more important than ever.

That’s why offering WaterFurnace geothermal heating & cooling systems as the standard comfort
system is a smart choice for you and for your clients. It’s money in the bank.

Consider the benefits you could enjoy...

A competitive edge over other builders who offer only less efficient ordinary systems
Opportunity for added sales and profits

Increased traffic through your showroom and models

Highly satisfied clients (valuable referrals)

Sales support by WaterFurnace factory representatives

Special pricing for model home installations

Volume rebates

e o o o o o o

Dennis Becket West Tennessee
(800) 934-5160 - ext. 8851 “

Smarter from the Ground Up™

Bob Peck East Tennessee waterfurnace.com | (800) GEO-SAVE
(800) 934-5160 - ext. 8865 WaterFurnace is a registered trademark of WaterFurnace International, Inc.
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oug Collins says he “loves the

smell of raw wood and build-

ing something that someone

can call home.” That’s reason enough to

be a Tennessee Home Builder. Doug is

daily and dealt with in a timely manner.

IV U BOEERYS

MEMPHIS ARENSHBY

have an impact on public policy. These

legislative issues have to be analyzed

the owner of Sovereign Homes, LLC and

builds 40 — 55 houses per year. His homes

are designed to meet the needs of the first

up buyer.”

time home buyer and the “first time move-

Trade associations strengthen the ability to
create forums which bring practicality to
government regulations. We want to make
sure our representatives understand the

legislative issues that can help or hurt our

Second, our members create an arena
for networking and the exchange of ideas.
No one lives in a vacuum, and life is about

relationships. Getting involved and talk-

ing to other individuals who face the same

industry. It’s a delicate balance of policy
Before he endeavored to become a home

builder, Doug invested 25 years in Real

Estate. It seems Doug has a real ambition

regulations.
to make the American Dream come true.

Doug is a member of the Memphis Area
HBA and serves as our Vice-Chair of Gov-
ernment Affairs Committee. It is obvious

that Doug Collins understands the value

of both the local and state level Home
Builders Associations.

We asked Doug why he
believes MIEMBERSHIP PAYS?

“There are really two huge benefits.
First, through local and state cooperation,

the Home Builders Association can really

Homes built by
Doug Collins
26 » TENNESSEE HomeBuilder » March/April 2006

and common sense. Without our associa-
tions, we could never organize as one voice

and have an impact on laws, policies, and

day to day victories and defeats can really

help you learn and create better ways of

doing business. It’s a win, win situation

for every member in our local, state and

does pay!”

national associations. “Membership really

b Prslential
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Comprehensive Risk Management
Helps You Build a Better Business

2-10 HBWP® offers a free comprehensive educational program designed to explain to
Builders the nine essential techniques and actions required to control your risk. This
proactive approach to risk management helps you build a better business. The puzzle
below contains nine components of a complete risk management plan. Each
component is necessary for you to protect your business assets!

‘Warranties Buyer Relations

Quality Control
Jobsite Safety

Risk
Retention
Customer
Service
Risk
Management
Insurance
Requirements
Risk Transfer

SMyy

Get the tools with the “Building a Better Business®™” program:

B Jobsite safety - Jobsite safety and the impact of poor safety on
the Builder’s bottom line.

B Buyer Relations - Communicate and set accurate expectations
between the Homebuyer and the Builder.

B Risk Management - Risk management basics and techniques
for minimizing risks faced by the Homebuilder.

Home Buyers Warranty®

oice”
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THE WIDEST
SELECTION OF
ANTIQUE
PRODUCTS

THE LARGEST
CHOICE OF
ANTIQUE
COLORS

S

-
o
fox s
|

- Tl
BELGARD'S ANTIQUE PRODUCTS—a contemporary reference S t* -
i f | | 5
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WWW.BELGARD.BIZ

1-877-BELGARD « 1-877-235-4273
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Let Countrywide show
you the way home.

Ar Countrywide, the

entire koan process is

handied locally, 30 there's

lets hassle, bess waiting.

Cauntrywide alss offers:

= Fagt up-frong approval,
s you'l knew havw
mach home you can
afford.

* Zorg dewn and reduced
dacument loan programs, for fast and
eary qualifying,

* Comstruction ©o Permanent Fm:l:m:ing; all in
one kaan, with ene low rate.®

Call ws todyy. With Countrywide you'll be
hame befare yeu know o

7 Countrywide

Donna Rumpler

Mational Builder  HOME LOANS
Drivision EI-I'F.- mr_l-
(800} 479-4254 A ki D
i1

&

F= -

Walls & Floors for Your Outdoors™
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Upper Cumberland Home &
Garden Show
Is HUGE SUCCESS!

March 2006 - The Home Builders As-
sociation of the Upper Cumberland, part-
nering with Habitat for Humanity, boasted
the largest turnout ever during the 28" an-
nual Home & Garden show in Cookeville.
With more than 130 exhibitors, the event
drew well over 7,000 attendees. The pro-
ceeds of the event are used as a fundraiser
for the local Habitat for Humanity. Plans
are now underway for the 2007 event.

Current HBAUC president, Andy
Hammock, visited with “Builder Bob”
who was a popular attraction among the
children. “Bob” was actually another
HBAUC member, Andy Milton, who also
happens to be Andy Hammock’s brother-
in-law.

HBAUC member, Cookeville Kitchen Sales,
won Best large Exhibitor. (L-R) Danny

Lee and Penny Greene (both of Clarksville
Kitchen Sales).

LOCAL HAPPENIN

Nature's Creations won Best of Show. (L-R)
Randy Dominque w/HBAUC Vice President
Steve Black.

2006 Legislative Conference

The Memphis Area Home Builders Asso-
ciation’s annual Legislative Dinner was a
tremendous success. The event was well
received, with 23 legislators from Shelby,
Tipton, and Fayette County along with 30
members of MAHBA's

Tom and Trina Kelly, Charlie Busler, Senator
Raymond Finney, Sandy Smith and Wayne
Blazer. Senator Finney with representatives
from the Sevier County HBA at the recent
legistlative meeting held in Nashville.

HBA of Greater Kingsport with Representa-
tive Mike Harrison

Senior Officers Presenting Rep. Gene
Davidson with a plaque honoring his thirty-
two years of service.

HBA of Greater Kingsport and the
Johnson City Area Home Builders
Association with Senator Ron Ramsey
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C.H.A.M.P. ®

Contractor/Homeowner Accountability & Mediation Program

NASHVILLE — After a year-long
investigation of Tennessee consumers’
complaints regarding residential con-
tractors, the state is changing the way it
investigates and mediates complaints by
homeowners, Commerce and Insurance
Commissioner Paula Flowers announced
today. “For years, our Consumer Af-
fairs Division has successfully mediated
consumer complaints for thousands of
Tennesseans—on everything from rebates
to fitness clubs. Now we 're putting them
to work for homeowners who need help
dealing with contractors,” said Flowers.
The new consumer program is called

CHAMP.

This was the beginning of a Media Re-
lease on January 18, 2005. The CHAMP
program was introduced to clear up prob-
lems and misunderstandings between
homeowners and contractors. The actual
mediation program covers complaints
filed with the Board for Licensing
Contractors and the Home Improvement
Commission. Before CHAMP, many con-
sumers complained the previous system
of reporting problems did nothing for
them.

The Complaint Process
Complaint forms can be downloaded
from the Consumer Affairs website area.
It is an eight page document that begins

with this statement:

The Board for Licensing Contrac-
tors and the Home Improvement Com-
mission strive to protect the health,
safety & welfare of Tennessee citizens
from unscrupulous contractors. This
is our number one concern. The Board
and Commission primarily concentrate
on disciplinary action for licensing
violations.

Once the complaint is received, it is
reviewed by the board’s staff and legal
counsel to determine if the board has
jurisdiction in the matter. The actual
complaint document states ‘“Neither the

Board nor Commission has the authority
to award monetary damages or force the
contractor to make repairs.” What they
can do is send letters of warning/caution,
civil penalties, etc. They can also “re-
voke or suspend the contractor’s license
through an adversarial Formal Hear-

ing process under the Administrative
Procedures Act. Any eligible residential
complaint received in the Board and/or
Commission office will be transferred
to the Division of Consumer Affairs for
processing through CHAMP.”

Here Comes The CHANIP!

Once again, CHAMP was designed
to work out differences and misun-
derstandings between the contractors
and consumers, without administrative
disciplinary hearings. Once the com-
plaint is transferred to the Division of
Consumer Affairs, you will be notified in
writing. Once you receive notification,
by certified mail, you will have 10 days
to respond, in writing, to the complaint.
Next, legal counsel will review the
documentation and determine how to
proceed. It may include an inspection of
the job site, by an inspector, if necessary.
The complaint is then ready for Board
Review. “The case is presented to the
board at a regularly scheduled meeting

Commissioner Flowers—
Continued from page 13

L-R: Meredith Sullivan, Asst. Commissioner of
Regulatory Boards; Kristen Coile, Legislative
Liaison; Paula Flowers; and Scott White

to review the recommendations of the
Board’s Legal Counsel relative to any
further action.”

Stay Off The Prohlem

Contractor List

Respond! Respond! Respond! If
you fail to respond to the consumer
complaints filed by the Consumer
Affairs Division, you will find your-
self on the “Problem Contractor List.
You can locate this list by going to
www.tennessee.gov/consumer. It’s lo-
cated under the section called “Valuable
Resources.”

The Department of Commerce and
Insurance states GHAMP is an “effort to
improve the accountability, credibility
and effectiveness of the state’s regula-
tory system.” The best common sense
advice your Home Builder’s Association
can offer is to respond promptly to all
complaints with courtesy and profes-
sionalism.

Consumer Affairs Director, Mary
Clement, made this comment concerning
the CHAMP program:

There are a lot of good, conscientious
people in the contracting and home
improvement business, who work hard to
maintain a good reputation. I'm looking
forward to working with them. <

ER)

consumer and the contractor together

in hopes of resolving disputes between
the two through mediation. A contractor
is placed on the “Problem Contractor
List” when they fail to respond to the
Division regarding the complaint, or

if the contractor says that they will act
on the request and then fail to do so.
The way to be removed from the list

is for the contractor to put in writing

the reasons why they did not respond.
The Division of Consumer Affairs will
then make a decision as to the validity of
the response in order for removal to take
place. <
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Norandex Reynolds .........cccceveernennee. 30
Norbord.......coevevereneeeeeeeec 11
Southern Building Show....................... 31
TVA e 6
Waterfurnace .........coeceeeeveeeeeneeienenee. 25
Future HBAT Meetings

2006—

Summer Meeting

July 16 — 19, 2006

Hilton Sandestin Beach Golf Resort & Spa
Destin, FL

President’s Planning Meeting
September 29 — 30, 2006
Hilton Memphis

Memphis, TN

Fall Meeting
October 27 - 29, 2006
Peabody Hotel
Memphis, TN

2007—

Spring Meeting

March 4 -7, 2007
Hilton Suites Downtown
Nashville, TN
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Polar Wall® Plus! Exterior System

IT'S LIKE ADDING A THERMOSTAT
T0 THE OUTSIDE OF YOUR HOME

The Polar Wall® Plus!
Exterior System features
foam insulated premium
vinyl siding, and vinyl
replacement windows with
thermally-efficient glass.
This combination helps
insulate homes during hot
summer days and nights,
and the frigidness of long
winter seasons. The result?
Increased insulation should
mean lower heating and
cooling bills. And, because
it's weather-resistant

solid vinyl, you'll have less
exterior maintenance. So,
like an efficient thermostat,
once you put the Polar
Wall® Plus! system in place,
you can leave it alone and

rest comfortably.

VISIT ONE OF THESE LOCATIONS:

NORANDEX

1045 Elm Hill Pike
Nashville, TN 37210
(615)248-3198
(800)237-3446
Fax(615)248-0917

NORANDEX/REYNOLDS

164 Commerce Center Circle
Jackson, TN 38301
(731)664-1449
(866)566-5625
Fax(731)664-1453

2601 Texas Avenue
Knoxville, TN 37921
(865)524-8631
(800)841-4850
Fax(865)637-8446

3278 Democrat Road Suite 7
Memphis, TN 38118
(901)366-6622
(800)654-8986
Fax(901)794-3401

750 Industrial Park Road
Piney Flats, TN 37686
(423)538-0766
(800)548-7672
Fax(423)538-3485

Mg

NORANDEX/REYNOLDS

An Owens Corning Business




Bong” llne Source.
Show Endless Opportunities. B
2nna .

* 2006 Southern Building Show and Gonference ﬁ,c
22 June 8-10, 2006 » Cobb Galleria Center  Atlanta, GA &

Big, Small, Gustom, Spec, High-End, Entry
Level, Move-Up, Design, Gonstruction
Sales, Service...This Show Fits You

.

To attend or exhibit, visit our website at www.southernbuildingshow.com,

or call us at 800-854-7736




BEFORE THE CABINETS, BEFORE THE FIXTURES,
BEFORE THE TILE, THEY SEE THE SIDING.

When you use James Hardie® siding, trim, soffit and fascia, you’re delivering what homeowners
want — a low maintenance home without sacrificing beauty, charm or character. Our siding with

ColorPlus® technology also delivers these impressive benefits:

* Charm and character of wood * Scratch resistant
* Lengthened building season - Removable protective laminate and
- No waiting for the right weather mar resistant coating
conditions to paint * Create better value for customers
* Factory application - 15-year finish warranty

- Consistent color and superior quality

James Hardie’
Siding Products

1-866-4-HARDIE.
www.jameshardie.com



