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Workers’ compensation without
any headaches - who knew?

We did.

We’re the Home Builders Association of
Tennessee Self-Insured Trust (HBATSIT), a
unique resource that provides employees
with the workers’ compensation coverage
they need while saving businesses time and
money. For 10 years, we’ve been committed
to serving the unique needs of the construc-
tion industry. In fact, we insure builders and
only builders.

« HBATSIT is the only provider started by
home builders, for the building industry.

» Because the trust is also run by builders,
we truly understand your business.

« From competitive rates and monthly bill-
ing to free safety services and fast claims
management, we demonstrate a compre-
hensive builder-friendly approach.

» Premiums are pooled with other associa-
tion members to keep costs low.

Address:
City/State/Zip:

Even joining the trust is easy. Simply con-
tact any HBAT member insurance agent in
your area for an application or fill out and
return the form below. A list of local agents
is available from your local Home Builders
Association. Let HBATSIT show you how easy
and headache free workers’ compensation
insurance can be.

Gary Hughes and Associates
555 Marriot Drive, Suite 210
Nashville, Tennessee 37214
(615) 874-3390 « (615) 874-8784
ghughes@ghughesassoc.com

O Please have a representative contact me.

Name:

Company:

Phone:




Appliances & Electronics. All in one place.
hhgregg’s Commercial Division, ready to serve you.

From selection to installation, experience the best of appliances, electronics and home theater. For all of your building
and remodeling needs, hire hhgregg's Commercial Division.

- Exceptional customer service for over 53 years - Contract pricing available on appliances and electronics
- Local area sales manager - Dedicated direct order desk staff - Contractor terms available
- 40-minute call-ahead delivery - Huge savings from our $1 billion buying power

Add hhgregg Commercial Division to your crew. h h
Contact your Regional Commercial Manager today. g regg

Fred York | 615-456-4298 | 800-264-8644 appliances & electronics
For more information visit hhgregg.com/commercialdivision

commercial division

Belgard pavers and walls combine rich,
earth-tone colors with textured surfaces
A to impart on authentic old-world ambi-
ence. Picture the grace of aged stone,
the subtlety of curves, the highlighting
of green spaces. All perfectly comple-
ment a home which was designed to
blend naturally into its surroundings.

Knowing how to identify the most subtle
» nuanaces is a fine art in itself.

The widest selection of antique products.
The largest choice of antique colors.

O BELGARD’

Walls & Floors for Your Outdoors™

www.Belgard.Biz
Contact your local Belgard dealer at:
Adams Products Group
888-624-3088
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20 IRS New Release

New Tax Credit for First-Time Home Buyers

WHO WE ARE 22 In Their Own Words

Rep. Beth Harwell, Commerce Committee Chair

The Home Builders Association of Tennessee

(HBAT) is a not-for-profit trade association 24 New Product Review

comprised of professional builders, develop- Market Your Homes with Better Technology

ers and associated firms engaged directly or . .
indirectly in home building, remodeling and 26 Happenl“gs_l'o cal ’ State & National

- HBA of Greater Knoxville Helps Rebuild Local Home

light commercial construction.
- Great News from Cumberland County

MISSION STATEMENT 28 Did You Know
The Home Builders Association of Keeping You In the Know
Tennessee represents over 5,000 member 28  Honor Roll DESignees

firms as the Voice of the Housing Industry.
We advocate housing affordability and

availability through: 29 Ask the Accountant
Silver Lining to a Dark Cloud?

Professionals Committed to Continuing Education

* Legislation
« Communication

* Education j % a/{ >,

President’s Perspective

Perseverance: A Lesson from History

10 Executive Officer Outlook
A Deal at Just 68 Cents a Day

In this edition of the 1 2 I-eg iS|atiV8 BeViEW

Tennessee Home Builder, Stimulus Packages: Bailouts, Foreclosures, Restructurings
read about the broad

Jinancial influence of home 13 Local Association Presidents

HBAT Pesnt A building, and learn more
Congressman Lnctn v I about important builder

news and legislative issues. 30 Info Link—Advertiser's Index & Calendar
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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

213 Fifth Avenue North, St. 200
Nashville, TN 37219

(615) 777-1700 Local

(888) 550-4228 Toll Free

(615) 777-1703 Fax .~ %l
www.hbat.org HBAT

POSTMASTER I
Send address changes to:

HBAT

213 Fifth Avenue North, St. 200

Nashville, TN 37219
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Woods & Associates
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Susan Ritter

ASSOCIATE EDITOR
Brad Cartner

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

DESIGN DIRECTOR
Donna Heninger
-InDesign

The versatile energy choice for setting the pace with “Photoshop
the changing demands of today’s new homebuyer. Xp

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

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

TN HomeBuilder is published bi-monthly
by Woods & Associates, P.O. Box 1916,

Natural Gas, Naturally Better Columbia, TN 38402. All rights reserved.
All editorial/advertorial submissions are
used at the discretion of the publisher and

www. rng as‘ u'rg may be edited for purposes of clarity and

space. Although all efforts have been made
to ensure accuracy of content submitted by
Brought to you by members of the Tennessee Gas Association advertisers and writers. TH HomeBui der.
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For more information, contact your local natural gas distributor. liable for errors or omissions. Reproduction
in whole or part prohibited without written
consent. ©2009 by Woods & Associates.

6 March/April 2009 (www.hbat.org) TENNESSEE HomeBuilder



ExXECUTIVE

SENIOR OFFICERS

President

Ed Zarb

(National Director)
865-671-1744
edzarb@zarbproperties.com

Vice President/Treasurer
Phil Chamberlain
(Budget/Finance Chair)
901-794-2156
pccham@cmhomes.com

Vice President/Secretary
Steve Cates

(NAHB BUILD/PAC Chair)
615-377-9106
stevecates@ckdevelopments.com

Immediate Past President
James Carbine

(Alt. National Director)
(Nominating/Past Presidents)
615-661-9995
jearbine@carbinecompany.com

Associate Vice President
Ludy Callaway

(National Associate Director)
901-766-0974
ludy.callaway@suntrust.com

200

OMMITTE

EXECUTIVE
COMMITTEE CHAIRS

VOTING MEMBERS

NAHB State Representative
David Parsons............. 901-388-2651
parsonsd@bellsouth.net

Government Affairs
Davis Lamb................ 615-370-3330
dlamb@archwaydevelopment.com

Membership/Membership Services
Associate National Director

Al Bintz.......ccccvenneee. 865-385-6891
abintz1@searshc.com

HBAT AREA VICE PRESIDENTS
Northeast Region Area V.P.

David Stauffer............ 423-323-2454
dhstaufferjr@wmconnect.com

West Region Area V.P.
Mack Andrews............ 901-754-8100
mackann@aol.com

Middle Tennessee Area V.P.
Anne McKnight ......... 615-312-7185
anne@westviewhomesllc.com

Southeast Region Area V.P.
Dennis Epperson........ 423-479-9042
cbepperson@aol.com

NON-VOTING MEMBERS
NAHB Area 7 Vice President

Tim Neal ........cccceenne 865-579-4666
timfneal@bellsouth.net

Education/Programs
Larry Sangid............... 423-773-4040
Isangid@aol.com

HIPAC Trustees
John Floyd.................. 615-896-0019
jfloyd@olesouth.com

Local Leadership
Chris Spores............... 423-650-7167
sporescustomhomes@aol.com

Executive Officers
Teresa Groves............. 423-624-9992
tgroves@hbast.org

Past Associate Leadership
Billy Allred................. 931-260-0205

billy.allred@jameshardie.com

e\ N
HBAT

Home Builders Association
OF TENNESSEE

COMMITTEE VICE CHAIRS
Tennessee Associates Council

Nina Boss.........c.c...... 423-894-1890
nboss@centurytitleinc.com

HIPAC Trustees
Doyle Webb................ 865-945-3232
doylewebb@hotmail.com

Government Affairs
Mack Andrews ........... 901-754-8100
mackann@aol.com

Executive Officer
Jan Shrewsbury .......... 423-282-2561
jcahba@charterinternet.com

Education/Programs
Doyle Webb................ 865-945-3232
doylewebb@hotmail.com

Membership/Membership Services
David Clark................ 901-753-1550
david@davidclarkconstruction.com

Local Leadership
TBA

HBAT STAFF
Executive Vice President
Susan Ritter
sritter@hbat.org

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

Director of Communications
& Education

Brad Cartner
beartner@hbat.org

Director of Member Services
Jennifer Bragg
jbragg@hbat.org

Director of Operations
Joy Odjegba
jodjegba@hbat.org

HBAT Office is Located at:

213 Fifth Avenue North, St. 200
Nashville, TN 37219

(615) 777-1700 Local

(888) 550-4228 Toll Free

(615) 777-1703 Fax
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During a harsh winter storm on De-
cember 16, 1944, Adolf Hitler caught
everyone by surprise by launching an
armored blitzkrieg through the Ardennes
forest into Belgium. Over the next several
days the Germans threw everything they
could at a group of American soldiers in
the town of Bastogne.

The conditions inside the town deterio-
rated quickly, and the Germans carried an
ultimatum from their commander in the
sector. It insisted that there “was only one
possibility to save the encircled U.S.A.
troops from total annihilation: that is,
the honorable surrender of the encircled
town.” An American officer delivered the
note to General Anthony McAuliffe, acting
Commander of Division Artillery of the
101st Airborne Division. His words have
since become legendary, it exclaimed:

“To the German Commander: NUTS!
From the American Commander.”

Ultimately, the battered soldiers of
Bastogne held the line. As the weather
cleared, the Americans launched a major
counteroffensive. By the end of January,
1945 it was obvious that Hitler had lost
his last throw of the dice. (Information
Source: “NationalReview online — by
Joseph Morrison Skelly)

any times when we are faced
with overwhelming odds, we

must get back to the basics

e e ey

SEVERANCE

President's Perspective

of our mission and simply hold the line.
Since history has proven that our economy
runs in cycles, and better days are sure to
come, I believe that it is time to remem-
ber that the Home Builders Association
of Tennessee must focus on persevering
proactively through difficult times. There
have actually been 32 recorded recessions
in our history, and we have survived each
and every one of them.

First, allow me to point out that our
mission statement says that we serve as
the “Voice of the Housing Industry.” So
far this year, I believe we have certainly
been doing a good job making our voice
heard from Tennessee to Washington,
D.C. On January 29, we coordinated
with the NAHB and sent a call to action.
Members from across the state visited
with U.S. Senate and House members
making them aware of our concerns
about an economic stimulus bill that did
practically nothing for homebuilders or
homebuyers. Showing the true strength
of organization and numbers, we took
our message to our representatives with
a powerful, unified voice. The message
was simple—we are far too important to
the economic revitalization of our country
to be ignored. I believe we must continue
this call to action throughout the rest of
the year with the federal, state and local
levels of government. With a determina-

tion and sense of unity, I guarantee you

Ed Zarb, HBAT President

that we will not be ignored.

A strong and growing membership will
give us the resilient voice we need to
accomplish our mission. I realize that in
difficult times, many members will make
a decision to drop out of our association.
However, it is our duty to explain why
that is the worst idea possible. I believe
that there has never been a more impor-
tant time to support the Home Builders
Association of Tennessee with relent-
less determination. Even in a defensive
economic position, we can be proactive
in educating our current members about
our benefits and services. Now is the time
to reach out to non-members and explain
why they need to join our association and
fight with us in the battle to revitalize the
entire building industry throughout the
country. As we accomplish these goals,
we can also continue our efforts in com-
munications and education to build a
better and more professional industry for
homebuyers.

I know our members are firmly commit-
ted to our industry and the association and
are ready to ride out this storm. That spirit
does not surprise me—we are a commit-
ted bunch. This is a tough business made
up of tough people. And as a final note,
to those individuals in the media who
continue to bring discouraging messages
about our economic future, I would like

to say, “Aw Nuts!” %
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IVIETALAIRE LOUVER
HERE TO HELP
YOuR LocAL E=E=€=1

5 ince 1952 Metalaire Louver Company has proudly provided quality products
to homebuilders and allied professionals in Memphis and the surrounding areas. We firmly

believe in supporting our local homebuilders associations and actively participate on a local,
state and national level. Homebuilder associations collectively provide our community

with a strong voice at all levels of government on issues that affect our everyday lives.

In an effort to strengthen the membership in the homebuilders associations,
we are pleased to introduce to our loyal customers the
.EDLETEF{ DOur BuiLp EF-’EF PROGRAM.

Purchase one of our standard cupolas and qualify for a One Year Membership

to your local homebuilders association with dues paid by Metalaire Louver,

¥ membership is already curment. dues will apply to the following year,

Purchase a second cupola in the same year and Metalaire Louver will award $200.%0
to help fund your local association’s membership program.

Purchase a third cupola in the same year and Metalaire Louver will award 100,00
to your local association’s advocacy fund.

It is my greatest hope that the Bolster Qur Builders program will help create a stronger
bond between builders and allied professionals all over the country, helping to ensure
future success for our businesses, our families and our country.

With greatest sincerity,
Jim Rawlings

OWNER
Metalaire Louver Company

T yu VIETALAIRE LOUVER

WWW.'DLIVEI"FIT‘D.EB”‘I

ABC Supply Co.lsc.  Chattanooga e 1-423-553-1082  Bishop Hearth and Home Memphis, i 1-901-384-0070  Harpeth Troe Value Home Center Frankfin, v 1-615-794-3641
ABC Supply (o, tme.  Jackson, mi 1-731-668-1634  Bishop Hearth and Home  Nashwille. i 1-615-255-8555  Heely-Brown Company  Chattanooga, ™ 1-B00-307-0486
ABC Supply Co. lohnson City, ™ 1-423-282-3997  Chicks Lumber Company  Chattanooga.ty  1423-629-1990  Heely-Brown Company  Knoaville, v 1-800-423-6611
ABC Supply (ot Enoaville, if 087 Churchill Building Products  Knoocwille, B65-909-2431  Heely-Brown (ompany  Blountvilletw  1-BO0-B57-1888
ABC Supply Co. Memphis. 3 CRS. Ine ionmedd e C(hattanooga, ™ 1423-296-9982  RSG Hashwille. 1k 1615-242-T663

ABC Supply Co.me.  Murfreeshoro,th 1675-896-2566  East Chattanooga Lumber Co, o aofing 5 mu Enouville, i 1-B65-546-6464
ABC Supply Co, Mashwillets  1615-883-D152 Chattanooga, I 1-423-648-3350  WR, Durham & Sons Lumber Co,
ABC Supply Co. e Shelbyvillemy  1:931-680-033: Evans Lumber Company  Chattanooga, ™ 1-423-698-8521 Hendersonville v 1-615-824-6563
ABC Supply (o, Talbatt, 1-423-587-2035
ABC Supply Co.1me.  Union City. v +-731-885-6398



—with mem-
VA L u bership dues
now taking
lower priorities for business owners, it’s
the hot topic of almost every association
across the entire nation. So what is the value
of the State and National Association?
Allow me to point out that at a whopping
68 cents per day, which won’t even buy a
cup of coffee at a truck stop, a member’s
investment into the HBAT and NAHB,
darn sure gets a wealth of “real” benefits.
The HBAT is constantly working with
legislation that will benefit the build-
ing industry. This includes monitoring
bills and regulations that would have a
negative impact on home builders and
homebuyers. Here are just a few examples
of recent legislative efforts that benefit
members in Tennessee:

* The Scrap Metal bill required all scrap
metal dealers to register with the Depart-
ment of Commerce and Insurance by Oc-
tober 1, 2008. It prohibits dealers from
purchasing scrap metal from a person
unless the individual provides a state or
federal issued photo identification card.
It requires the dealer to record this infor-
mation and get a thumbprint of the seller
before the transaction is complete.

This bill establishes all jobsite theft
as an Aggravated Criminal Trespass
offense, a Class A misdemeanor. This
offense is punishable by imprisonment
for up to one year and a $2,500 fine.

The HBAT worked to pass a bill con-
cerning the water quality complaint
process, which requires that any com-
plaint regarding groundwater be based
on a factual and scientific basis and the
paperwork/documents of the complaint
must promptly be made available to the
individual targeted in the complaint.

Our efforts on regulatory bills like this
one saves time and money by making sure
environmental complaints are relevant,
clear and fair to all Tennessee builders.

* The Energy and Lighting Efficiency
Building Standards bill originally
attempted to make compliance with
2006 energy conservation standards a
requirement. As a result of HBAT ef-
forts this bill now requires the minimum
energy conservation standard for any
new residential construction to be con-
sistent with international conservation
standards of 2003, while encouraging
compliance with 2006 standards.

Efforts on this legislation saved builders
approximately $6,000-38,000 per home.

The HBAT defeated a noise study bill
that would have required residential
development within 500 feet of the
nearest travel lane of a limited access
highway to conduct a noise study and
mitigation before a building permit was
issued by a county or municipality.

Efforts on regulatory bills such as this
saved builders thousands of dollars in
unnecessary specialty noise studies and
mitigation expenses.

The Tennessee Department of Environ-
ment and Conservation (TDEC) would
have been able to issue stop work or-
ders for violations of the Water Quality
Control Act or for activities perceived
to threaten public safety.

The defeat of this bill halted the possi-
bility of stop work orders in relation to
this issue, saving builders time, money
and civil penalties.

New Adequate Facilities Tax bills have
been successfully defeated since pas-
sage of the 2006 “County Powers Relief
Act,” which will be reviewed in 2010.

The HBAT is continually working to
keep taxes low for home builders and
home owners in Tennessee, while edu-
cating lawmakers on the tax base and
financial advantages brought to every
community by providing quality housing
for new residents.

Executive
Officer
Outlook

Susan Ritter
HBAT Executive
Vice President

* Removed from consideration, was a
bill that required 25 percent of private
dwellings and 100 percent of rental
dwellings built for residents 55 and
older to be ANSI housing compliant.

In lieu of this legislation, a voluntary,
market-driven program is being estab-
lished throughout Tennessee, saving
thousands of dollars in mandatory code
requirements.

These are just a few of the recent
accomplishments that save members
thousands of dollars each year. Beyond
our legislative efforts, members enjoy
benefits such as a member rebate program,
which on average, pays out more than
$770 per participating member. Current
efforts and negotiations will hopefully
provide another valuable rebate program
in the very near future.

As for the NAHB, members are always
one free phone call away from more than
300 experts, including economists, attor-
neys and legal researchers. There is also
access to specialists in the areas of finance,
regulatory issues and technical support.
Those same pennies deliver an association
currently ranked number eleven on For-
tune magazine’s “Power 25” advocates,
one that consistently defeats excessive
regulations and defends affordable hous-
ing initiatives. AND—this does not even
touch the many rebate and savings pro-
grams offered through the NAHB.

The bottom line is this: It is member-
ship that will determine the sustain-
ability of the Home Builders Associa-
tion of Tennessee in years to come. Our
leadership is committed to a constant
awareness of the overall health of the Ten-
nessee building industry, the economic
environment that builders and associates
are surviving in, and providing a vision as
the Voice of the Housing Industry.

You get all of this for just pennies a day.
Find that kind of return on investment
anywhere else! +¢
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ome Plans Consumers Want

¢ 925+ Award-winning House Plans! ¢
Custom details, open floorplans, great variety

¢ FREE Online Membership for Builders ¢
Receive House Plan of the Week emails, compare and save plans and more!
/N

Distinctive Design. Superior Service. Exceptional Value!

View, compare and purchase plans online!
—~—~— www.dongardner.com ——

Marketing that really

TARGETS  Builders in

Tennessee

Call 615.777.1700 to find out
how to generate more sales with
the 2009 HBAT Sponsorship
Program!

E-mail: jpragg@hbat.org
or bcartner@hbat.org

Building & Selling Your Homes

Let Us Handle Your Warranty Service

You specialize in building and selling. Bonded Builders
Warranty Group (BBWG) specializes in warranty. By
putting your warranty responsibilites in our hands, you:

* Reduce or eliminate warranty department
expenses, like payroll, workers’ comp,
vehicle and equipment-related costs, etc.

+ Eliminate warranty cost uncertainty
with one premium paid at closing

+ Transfer your workmanship, materials
and structural risks to BBWG

* Provide your buyers with peace-of-mind
protection, adding value to your homes

Bonded Builders has a menu of plans designed to fit your

business. Give us a call and we’ll show you how we can help.

Harry Hudson Central & Eastern TN  800-749-0381, x3807

Stan Young Western TN

www.BondedBuilders.com

e—

' BONDED BUILDERS |

| =

WARRANTY GROUP |

,‘l

Erot:ﬂeg_ting the American Dream
S for Over 20 Years

800-749-0381, x3813
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Y Legislative
Review

Davis Lamb I1I,
Chair—
Government Affairs
Committee

hese are all terms that are beat into
Tour psyche daily. As much of our

time is being spent trying to be
economist and financial gurus as it is be-
ing builders and developers. On both the
national and state legislative levels we are
facing programs and legislative initiatives
that can often keep us up at night. But
there’s hope!

On the national level we have been
working with the NAHB legislative staff
since last fall on input to the American
Recovery and Reinvestment Act of 2009.
On February 17", an economic stimulus
package with a new first-time home buyer
tax credit was signed into law. While we
did not achieve all that we felt was neces-
sary to jump start the housing market, we
did improve it over the previous legisla-
tion. We continue to work to be part of the
solution to this monumental problem and
are encouraged that more action will be
taken over the next few months to better
resolve the current situation that faces
our industry.

Here is the new $8,000 Home Buyer
Tax Credit at a Glance:

* The tax credit is for first-time home
buyers only.

* The law defines “first-time home buyer”
as a buyer who has not owned a princi-
pal residence during the three-year pe-
riod prior to the purchase. For married
taxpayers, the law tests the homeowner-
ship history of both the home buyer and
his/her spouse.

* The tax credit does not have to be
repaid.

* The tax credit is equal to 10 percent
of the home’s purchase price up to a
maximum of $8,000.

* The credit is available for homes pur-
chased on or after January 1, 2009 and
before December 1, 2009.

* Single taxpayers with incomes up to
$75,000 and married couples with
incomes up to $150,000 qualify for the
full tax credit.

For more information on the new Tax
Credit, you can visit a very informative
NAHB website: www.federalhousing-
taxcredit.com.

On the state level, we have finalized
our legislative package as directed by our
Board of Directors and are ready to ad-
dress the issues before us in the 106th Ten-
nessee General Assembly. We are working
with our sponsors and supporters to move
our concerns through the legislature. Your
help in meeting with your legislators dur-
ing our Day-on-the-Hill, which coincided
with our Legislative Conference, was

FORECLOSURES

L N N

RESTRUCTUR!

“\ *

- T

invaluable. While our governmental af-
fairs staff works daily at the legislature to
carry your message to our Senators and
Representatives, it is most important that
our legislators hear from you regarding the
needs of our industry and the effect that a
strong housing market has on a robust and
vibrant economy in Tennessee.

As we proceed through the next few
months during this session of the General
Assembly, we will be calling upon you
to assist us in sharing our message with
your legislators and to allow them to see
the contribution of our industry to this
great state.

Finally, I would just like to echo a few
thoughts from my predecessor, Steve
Cates. Last year Steve challenged mem-
bers to “participate in town meetings, min-
gle with local, state and federal politicians
and to stay in touch with issues facing their
community.” I believe it is also imperative
for members to step up to the plate and
run for political offices as they become
available. Of course, another extremely
important way for you to be involved is
to participate in HIPAC and BUILDPAC.
Through our political action committees,
we can help to influence important legisla-
tion that will impact our industry.

The key word for 2009 is “involve-
ment.” Let’s all get involved and remem-
ber that even in tough economic times, it
is imperative to create a positive legisla-
tive environment for home builders and
homebuyers across Tennessee. **
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RI]TEH INSTALLED AS PRESIDENT

of the National Executive Officer's Council during the 2009 [BS

AREA PRESIDENTS 2009

Clarksville/Montgomery Co HBA

Jimmy Miller.........ccccovvveuenee (931) 624-1842
Cumberland County HBA

Sarah Derrick .......ccccoveuennene (931) 456-6654
Greene County HBA

Ted Hensley ......ccceevevennenee. (423) 639-6781
HBA of Dyer County

Barry Frazier.........c.cccc..... (731) 285-6114
HBA of Greater Kingsport

Larry Kearns .........cccceoveueee. (423) 378-4333

HBA of Greater Knoxville

Timothy Neal ..o, (865) 579-5879
HBA of Middle TN
Peggy Krebbs...................... 96150 776-5262
n January, more than 60,000 at- years. The President of the EOC is
tendees took advantage of more ~ an elected position and makes this ~ HBA of Southern TN
Tim McClure.......c.cccoveuenneee. (423) 595-4166
than 250 educational sessions honor even more prestigious since
and exhibits showcasing products  Susan was chosen from among her Jackson Area HBA
. . Bruce Davis.......cccccevevennenne. (731) 694-9504
and services during the 2009 NAHB ~ peers.
International Builders’ Show held in The EOC was established in 1950 Johnson City Area HBA
Las Vegas, Nevada. exclusively to serve the needs of the Bob Garrett.........cccccuevuennenne. (423) 929-8656
. 1d.  National Associati -l
But the pride of the Home Build ational Association of Home Build Maryville/Alcoa HBA
ers Association of Tennessee was ers 800-plus, state and local execu- Mary Forrester ..................... (865) 984-2917
shining brighter than the Las Vegas  tive officers throughout the country.
) ) Memphis Area HBA
strip as Susan Ritter, Executive Vice ~ The EOC is governed by a 24 mem-  Stephen Hodgkins................. (901) 758-2177
President of the Home Builders As- ber Board of Directors, including
- . : ] . Ocoee Region HBA
sociation of Tennessee, was installed  four Senior Officers —President, Vice o icpineron (423) 284-7296
as the President of the Executive  President, Secretary/Treasurer, and
Officers Council (EOC) for the Na- ~ Immediate Past President. Rutherford Co HBA
Mark Wood ........cccoevveeennnnne. (615) 895-1319
tional Association of Home Builders The Home Builders Association
(NAHB). of Tennessee congratulates Susan on Sevier Co HBA
. . ] Charles Johnson ................... (865) 300-2655
Susan has served as the Executive her accomplishment at the national
Vice-President of the Home Build-  level and would like to take this South Central HBA
ers Association of Tennessee since  opportunity express our gratitude Keith Bailey .......ccccooevecnene. (931) 233-0434
2000. She is originally from Michi-  for her dedication and leadership Warren Co HBA
gan and has worked in the home  throughout her many _/“ Trent Gribble.........c.ccccvee.... (615) 668-8812
building industry for more than 20 years of service. HBAT
SF Tas A Upper Cumberland HBA
I, oD
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for just a mo-
ment that you
just walked into

your home and turned on the news. From
a very serious business commentator,
you hear the following announcement:
“Another casualty of the economic
downturn, Memphis based FedEx held
a press conference today announcing
that it would be permanently shutting
its doors. FedEx was ranked #58 among
the Fortune 500 companies in the United
States. Job losses for the once globally
successful brain-child of Tennessee na-
tive, Fred Smith, will be more than
290,000. Job losses in the Greater Mem-
phis area alone will be over 30,000.”

Thank goodness FedEx will be
continuing its service throughout the
world; so no one needs to panic. But
can you imagine what the response
would be if you actually heard that
FedEx was going under? What type of
bail-out would the federal government
offer? How many Congressmen and
Senators would be screaming for an
economic lifeline for such an important
part of our economy?

Yet—it seems that the government
is not willing to sincerely look at the
importance of the building industry.
The fact is that new home construction
and remodeling provide millions of
jobs and generate billions of dollars
in wages and tax revenues cach
year. Furthermore, homeownership
is a strategic key to building personal
wealth and financial security.

It is estimated that the decline in
home building from 2005 to the end
of 2008 roughly amounts to the loss of
three million jobs and $145 billion in
lost wages. In a three year period, single
family housing starts plummeted from
1.7 million to a forecast of just under
700,000 for 2008.

Unfortunately, since we are not a well
organized corporation that builds homes
throughout the country, the overall
affect of job and revenue losses does not
seem to have the same, overwhelming
economic shock factor as a struggling
business entity such as General Motors
or a major banking institution such as
Bank of America. But it should!

Let’s think for a brief moment about

how many industries are directly
connected to housing. Below is a list of
items that normally go into building an
average size home:

¢ 3,103 square feet of roofing material
such as asphalt shingles

* 3,061 square feet of insulation

® 226 linear feet of ducting

* 13,118 square feet of sheathing

* 6 closet doors

* 3,206 square feet of exterior siding

* OR - around 13,000 bricks for a
decent sized home with garage

¢ 3 exterior doors and 1 patio door

* 2,269 square feet of flooring — wood,
carpet, tile, etc.

* 19 tons of concrete

* 19 windows

¢ 15 kitchen cabinets—5 other cabinets

* 2 garage doors

* 6,050 square feet of interior wall
finish

¢ 3 toilets, 2 bathtubs and 1 shower stall

* 3 bathroom sinks

* 13,837 board feet of framing lumber

* 2,335 square feet of interior ceiling
material, such as drywall

¢ 1 fireplace
(Information provided by the National
Association of Home Builders.)

Plus, this does not even take into
account the number of Realtors, closing
attorneys, banks, mortgage lenders,
architects, warranty companies and
insurance companies that depend
on builders and their products for a
business catalyst. And let’s think for
just a moment—draperies, furniture,
electronics, water heaters, electrical
wiring, washers, dryers, and even down
to new satellite and cable TV services.
Just how far does our industry reach
into the finances of this entire economy?
The numbers are staggering!

The National Association of Home
Builders put out a report at the end of
2008 that gave specific information
about home building’s broad economic
effects: This study revealed that when
1 million fewer families move into
new homes, spending on appliances,
furnishings, and property alterations
create a total spending loss of $4.9
billion. For those who make a living

with home building products such as
lumber, concrete, windows, doors,
plumbing, flooring and appliances,
the loss translates into a loss of over
560,000 jobs and $25 billion in wages.
In the areas of lenders, architects, real
estate agents, support staff and others
who provide services to home builders,
it means a loss of over 580,000 jobs and
$32 billion in wages.

But in the current economy, do
you really think individuals are still
thinking about buying homes? I’'m glad
you asked! The National Association
of Home Builders reported on March
9, 2009, that a record 844,000
prospective home buyers visited
NAHB’s  FederalHousing TaxCredit.
com web site in February to learn about
the new $8,000 tax credit for first-
time home buyers that was enacted
as part of the landmark $787 billion
economic stimulus package. You have
to wonder what would have happened if
the government had given our industry
the $15,000 incentive we originally
asked for—talk about stimulating the
economy. Just look back again at all
the different items and resources that
go into an average home, and think
about what kind of impact that $15,000
would have had on an extremely broad
spectrum of goods and services.

Now let’s add insult to injury. The
current administration recently made
a proposal to reduce the value of the
mortgage interest and real estate tax
deductions for home buyers and home
owners in order to pay for an expanded
health care initiative. With this proposal
came a statement on February 26, 2009,
from NAHB Chairman, Joe Robson:

“With the housing market still
reeling from its worst downturn since
the Great Depression, this is not
the time to talk about raising taxes
on home buyers and home owners.
This proposal will increase the cost
of housing for many middle-class
families...and exert more downward
pressure on home values and work
against the President’s efforts to
stabilize housing and turn this
economy around.

—Continued on page 23
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Does Your Fall Pmtecrion,

hen it comes to fall protection, you
WCan’t drill it down more candidly,

“Do not wait until you need it to
use it.” Leave it to Sean Purcell, risk man-
agement regional manager for Builders
Mutual to shoot it straight.

No alarm sounds before you lose your
balance and reach for a handrail that’s
never been constructed. No flashing lights
announce that you need to wear your
harness the day that loose shingles cause
you to slip off the roof. Even so, countless
contractors take their chances.

Looking for a lengthy lecture
from Builders Mutual senior risk
management  consultant, Brenda
Moore? Not from her. She’ll break it
down for you in one breath, “Use it! No
harness lying unused in a bag or container
in your trailer is going to prevent a fall or
save a serious injury.”

Sure, half the battle is buying the fall
protection kit, but the other critical half is
actually using it...properly. That begins
with training. Identify the competent
person on your jobsite. Is he or she training
workers on fall protection, reviewing how
workers use it, and assisting with PPE
inspections? Imagine how difficult that
must be without you sending the message
that fall protection is not optional, it’s
mandatory. Your endorsement is key
to getting the buy-in of your workers.
If they’re not convinced it’s to their
advantage to use fall protection, the kits
serve no purpose.

Admittedly, harnesses can cause some
mild discomfort. When you want to
frame out a house on a hot day, the fit of
a harness might feel constricting. Right
now, however, the only alternative to
having your fall broken by something
other than the ground is the fall protection
kit, so given the options, it’s a small price
to pay.

OSHA standard or not, a worker can
always make the choice not to use fall

P.O. Box 150005 Raleigh, N.C. 27624  800.809.4859

protection. Yes, it may be your safety
policy, but it’s more personal than
that. Construction workers aren’t just
employees. They’re neighbors. They’re
friends. In this business, we look out
for one another. Don’t let a preventable
accident, like a fall that could cause
paralysis or worse, take a friend’s
livelihood.

Make no mistake, enforcing basic fall
protection safety practices saves lives. Of
course, every contractor’s management
strategy is different. Maybe all you talk
about lately is the profit margin. How
could fall protection radically impact a
company’s bottom line?

Al Sartain, senior risk management
consultant for Builders Mutual,
simplifies it, “The more secure workers
feel working at heights, the less hesitant
they’ll be.” That productivity translates
to profitability. Adjust the harness, secure
yourself properly to the attachment point,
and get the job done.

Just as easily as fall protection can put
money in your pocket, omitting it can
destroy your bottom line. Sartain explains,
“The loss of an experienced employee due
to an accident for any period of time will
have a direct impact on your completion
schedule and profit margin. You’ll
undergo additional expenses due to hiring,
screening and training of a replacement.”
Needless to say, morale takes a hit that is
even harder to quantify.

The effect on the bottom line doesn’t
end there. Your safety strategy directly
links to your insurance costs, too. When
your experience mod, a factor which
contributes to the overall price of your
workers’ compensation premium, goes
up, so does your insurance premium. On
the bright side, minimizing your losses
can trend your experience mod down and
help decrease your premium.

Even better, Sartain continues,
“Keeping your loss history clean helps

Fall Short?

you create a situation where insurance
companies compete for your business.
That drives your rates down.”

Ever wonder if there’s more to fall
protection than a simple fall protection kit?
Just ask Ron Adams, senior manager of
risk management at Builders Mutual.
“Fall protection is more than a harness.”
Sure, that’s often the first piece of PPE
that comes to mind. Don’t forget that falls
can happen anywhere on the jobsite, not
just from a roof or top plate.

When Adams consults with contractors,
he asks them to think about fall protection
much more broadly. Fall protection
includes ladder safety, both usage and
maintenance. Fall protection involves
mitigating the hazards of unguarded
openings, whether from windows,
doors, or the floor. Fall protection even
incorporates proper scaffolds and scaffold
erection.

In fact, fall protection continues long
beyond the time when the last worker
leaves the jobsite for the day. Third party
jobsite visitors, welcome or unwelcome,
have an increased risk of even simple slip
and trip hazards that contractors easily
avoid by experience.

What’s something that experience
tells a Builders Mutual risk manager?
Conventional fall protection requirements
don’t always lend themselves to unique
construction jobs. Always keep the
ultimate objective in mind; manage the
risk of fall hazards, which may mean you
need to improvise accordingly.

Just remember, no red alerts broadcast
across the airwaves prior to an accident.
So, keep sound fall protection in place at
all times, and you’ll turn a “close call”
into “no problem at all.”

Look for “Knowledge Builder,” compliments
of Builders Mutual Insurance Company, in each
issue of Tennessee HomeBuilder. More risk
management resources are available on www.
buildersmutual.com.
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AT A MOMENT LIKE THIS,

AREN'T YOU GLAD YOU HAVE BUILDERS MUTUAL?

Construction debris T
to

do irreparable damage

the unprotected eye.

ur WorkSafe program provides our policyholders with valuable information
and safety training to avoid accidents like this one.

Your very own field expert can provide free individual consultation at the jobsite and help
you control losses. Plus, our policyholders have unlimited access to Builders University

OSHA-approved safety courses, English/Spanish Fall Protection Certification, and our risk
management CD containing valuable safety reference material. We even offer discounted

“Safety Stuff,” like the attractive safety glasses above, through our online store. Staying safe
and productive is just a matter of having the right tools.

b

b |

Builders Mutual

INSURANCE COMPANY
Where Builders Come First®

800.809.4859
www.buildersmutual.com




ore than 130 HBAT members
M gathered in Nashville in March

to discuss the priorities and
goals of 2009 committees, strategic
plans, and legislative issues on the local,
state and national levels. Builders and
Associates expressed concerns about a
distressed economy and what the asso-
ciation could do to continue to educate
legislators and take actions to revitalize
the building industry throughout Ten-
nessee and the entire country.

United States Congressman, Lincoln
Davis, (4th District) made a surprise
appearance and discussed his concerns
about the current recession and his sup-
port for the Tennessee homebuilding
industry. Davis also took time out for a
question and answer session.

Another special guest, Commissioner
Matt Kisber of the Tennessee Depart-
ment of Economic and Community
Development, spoke to members about
new business developments and invest-
ments in the Tennessee economy, which
should bring new jobs and opportunities
in the near future. Kisber pointed out
that in the last year, Tennessee has been
called the nation’s most competitive
state for business, the second-best for
business climate and the most improved
1 state for development. From July 2008 —
February 2009 alone, Tennessee landed
more than $3 billion dollars in new
investments from Volkswagen Group of
America, Hemlock Semiconductor and
: Wacker Chemical, creating more than
3,000 new jobs.

During a lunch presentation, keynote
speaker Edsel Charles, the founder and
Chairman of the MarketGraphics Re-
search Group, Inc., spoke to members
about the current market downturn of
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housing and the potential for growth in
the future.

In the afternoon, members attended a
“Hill Briefing” to prepare for the next _
day’s “Hill Visits” in Nashville. A very *
successful legislative reception was held |
at the HBAT offices on Monday evening
where many members had the privilege
of meeting with their legislators in a
casual, relaxed environment that every-
one enjoyed.

On Tuesday, the Board of Directors
Meeting was held, and Mayor Bill
Haslam of Knoxville made a guest
appearance. He discussed his plans to
run for Governor of Tennessee in 2010.
Prior to becoming Mayor of Knoxville,
Haslam was a vice-president of Pilot
Corporation, a petroleum company
founded by his father Jim Haslam which
runs a nationwide chain of travel cen-
ters.

The Board of Directors meeting
continued with various committees re-
porting on their plans for 2009. When
the meeting was adjourned, members
went to Capitol Hill and spent the after-
noon speaking with Legislators about
home builder issues. Builders Mutual
Insurance Company presented a 2008
dividend check representing more than |
$183,000 paid to members. Also, it i
was announced that the Self-Insured |
Trust would soon release $2 million in
dividends to members. The Self-Insured
Trust dividend covers a number of years X
that the Department of Commerce and
Insurance has held until now.

The 2009 Board of Directors meeting
and Spring Legislative Conference was a
huge success, and a special thanks goes
out to all the members and special guests
who participated in the event. <
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INTERNAL REVENUE

SERVICE

IRS W News Release

Media Relations Office

Washington, D.C.

Media Contact: 202.622.4000

WWW.II'S.2ov/newsroom

Public Contact: 800.829.1040

First-Time Homebuyers Have Several Options
to Maximize New Tax Credit

WASHINGTON — As part of the Treasury
Department’s consumer outreach effort
and with the April 15 individual tax filing
deadline approaching, the Internal Rev-
enue Service today began a concerted ef-
fort to educate taxpayers about additional
options at their disposal to claim the new
$8,000 first-time homebuyer credit for
2009 home purchases. For people who
recently purchased a home or are consid-
ering buying in the next few months, there
are several different ways that they can
get this tax credit even if they’ve already
filed their tax return.

Did you
know that H [
you receive ﬂm ==
the Tennessee
HomeBuilder
magazine as
a benefit of
membership?

When you

Official Mugazine of the Home Builders Association of Tennessee

join your
local HBA,
you also

Il.ll‘llill!l 2 ¥ # IN THIS EDITION:
SlGeneral Assemly
new page in F NDIRECTORY|

Tennessee

[

become a

member of

the Home
Builders
Association
of Tennes-
see and the
National
Association
of Home
Builders.
Membership

1
HBAT President EZaeh and
Gongressman Lincoln Ilaw‘s

really does
pay

"

(IR-2009-27, March 18, 2009)

The Treasury Department encour-
ages taxpayers to explore these options
to maximize their credit and get their
money back as fast as possible.

“The new credit can get money in
the pockets of first-time homebuyers
quickly,” said IRS Commissioner Doug
Shulman. “For people who recently pur-
chased a home or are considering buying
in the next few months, there are several
different ways that they can get this tax
credit even if they’ve already filed their
tax return.”

First-time homebuyers represent a
significant portion of existing single-
family home sales. The expansion in the
first-time homebuyer credit will make it
easier for first-time homebuyers to enter
the housing market this year.

Under the American Recovery and
Reinvestment Act of 2009, qualifying
taxpayers who purchase a home before
Dec. 1 receive up to $8,000, or $4,000
for married individuals filing separately.
People can claim the credit either on
their 2008 tax returns due April 15 or on
their 2009 tax returns next year.

The filing options to consider are:

* File an extension. Taxpayers who
haven’t yet filed their 2008 returns
but are buying a home soon can re-
quest a six-month extension to Octo-
ber 15. This step would be faster than
waiting until next year to claim it on
the 2009 tax return. Even with an
extension, taxpayers could still file
electronically, receiving their refund
in as few as 10 days with direct de-
posit.

* File now, amend later. Taxpayers
due a sizable refund for their 2008
tax return but who also are consider-

ing buying a house in the next few
months can file their return now
and claim the credit later. Taxpay-
ers would file their 2008 tax forms as
usual, then follow up with an amend-
ed return later this year to claim the
homebuyer credit.

* Amend the 2008 tax return. Tax-
payers buying a home in the near
future who have already filed their
2008 tax return can consider filing
an amended tax return. The amended
tax return will allow them to claim
the homebuyer credit on the 2008 re-
turn without waiting until next year
to claim it on the 2009 return.

* Claim the credit in 2009 rather
than 2008. For some taxpayers, it
may make more financial sense to
wait and claim the homebuyer credit
next year when they file the 2009 tax
return rather than claiming it now on
the 2008 tax return. This could ben-
efit taxpayers who might qualify for
a higher credit on the 2009 tax return.
This could include people who have
less income in 2009 than 2008 be-
cause of factors such as a job loss or
drop in investment income.

The IRS reminds taxpayers the amount
of the credit begins to phase out for
taxpayers whose modified adjusted
gross income is more than $75,000, or
$150,000 for joint filers. Taxpayers can
claim 10 percent of the purchase price
up to $8,000, or $4,000 for married
individuals filing separately.

For more information, including guid-
ance for people who bought their first
homes in 2008, visit IRS.gov. To learn
more about the overall implementation
of the Recovery Act, visit http://www.
recovery.gov/.
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Use the new
tax credit to

help spur
home sales.

First-time home buyers who buy

between Jan. 1and Nov. 30, 2009,

may qualify for up to an $8,000 tax credit —
and even better, unlike last year's credit,
they don't have to pay it back.

Find the resources you need to get the word
out to consumers and your sales team at;
www.nahb.org/taxcreditmaterials

Learn more about the credit at;
www.FederalHousingTaxCredit.com

NATIONAL ASSOCIATION
oF HoME BUILDERS



REPRESENTATIVE BETH HARWELL

(R - Nashville) Commerce Committee Chairman

First and foremost, I want the Home Builders Associa-
tion to know how much I appreciate the work that you do,
and the positive services your industry provides for the
state of Tennessee. I have been very fortunate in my years
at the legislature to have had a spectacular relationship with
you. It is particularly exciting for me to be more involved

than ever before as Chairman of the House Commerce
Committee, which will have a distinctive effect on your industry.

Having been a Nashvillian for many years, I have a unique perspective
of your organization and what it can do for a community. Nashville and its
suburbs have, in the last several years, experienced a growth that has placed
Middle Tennessee on the map as far as population boom. In the last decade,
Tennessee was ranked number 14 in population growth for the entire country.
Rutherford County alone experienced phenomenal growth—in just six years,
the county saw a 25 percent increase in population!

This is important because throughout the surge in population, the Home
Builders Association has been there every step of the way providing qual-
ity housing that has secured Middle Tennessee’s economy, and made it an
enjoyable place for families to settle. One goal of mine is to continue that
great tradition we are building together, by ensuring that your industry can
maintain this important role unencumbered.

In the legislature, we often see bills before us that are certainly well-
intentioned, but occasionally harmful to a particular industry. All too often this
comes from over-regulation, undue burdens, and restrictive requirements.

The homebuilding industry is facing particularly challenging times. As the
economy struggles, so too does your industry. Home building is extremely
important to the economy as a whole—it is literally the bedrock—and we
see evidence of this as economists always cite homebuilding and new home
sales as an indicator.

As I said before, home building is quite literally the foundation upon which
much of our economic well-being sits. When your industry is excelling, the
state’s economic situation improves. I look forward to working hand-in-hand
with you as your House Commerce Committee Chairman to accomplish
these positive things that will improve the quality of life for each and every

Tennessean.

Throughout the year, the legislative staff of the Home Builders Association of Ten-
nessee tries to provide legisiative perspectives that are of significant interest to the
more than 5,000 members of the association. In this issue, we asked Representative
Beth Harwell address the following question:

As Chairman of the Commerce Committee in the Tennessee legislature, what
action can the State take that will help promote the homebuilding and real estate
industries in Tennessee, thus helping expand the overall state’s economy?

~_.7| 2009 CHEVY SILVERADO 3500HD

NAHB members continue to receive a valuable

$500

offer from GM.

NAHB members can get a $500* private offer toward the
purchase or lease of most new GM vehicles. GM offers

the largest selection of vehicles, including the 2009

Chevy Silverado 3500HD. To redeem, provide
your GM dealer with your authorization m
number, available at gmfleet.com/nahb.

mper
%‘E’%ﬂgege mgw

" oF HoME BUILDERS

*$500 private offer valid toward the purchase or lease of eligible new 2008, 2009 and 2010 model

year GM passenger cars and light duty trucks. Customers must take delivery by January 4, 2010.
Not compatible with other private offers. Not valid on prior purchases. Compatible with some
current incentives. Incentives are subject to change. Excludes: Cadillac CTS-V; Chevrolet Corvette
ZR1; HUMMER H1; Saturn vehicles and medium duty trucks. See dealer for complete details.
©2009 GM Corp.
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The Broad Scope of Home Building
Continued from page 15—

The proposed budget would also tax a
‘carried interest’as ordinary income, which
could significantly impact the multifamily
and commercial real estate sectors at a
time when they are already experiencing
a severe downswing. At this critical point
in the recession, we should be doing
everything we can to stimulate demand in
housing and avoid proposals that would
reduce housing affordability and further
destabilize prices. Financing health care
reforms by chipping away at the mortgage
interest and real estate tax deductions is
certainly not the answer. This will only
hurt the ailing housing market and U.S.
economy.”

As disturbing as all of this sounds, there
is cause for hope and a reason to believe
that some potential home buyers may have
purposely delayed their purchases in January
as they waited to see how details of the
President’s economic stimulus plan could
affect a home purchase.

“Clearly, the downward pressures that
have been exerting themselves on the
housing market remain in place, including
the weakened economy, ongoing job losses
and very low consumer confidence,” said
NAHB Chief Economist David Crowe. “But
as more home buyers find out about the
newly enhanced tax credit, and other parts of
the economic stimulus package start kicking
in, we expect to see some firming effect on
home sales. The hope is that a certain amount
of pent-up demand will be released as those
who were in a ‘wait-and-see’ mode decide
they now have the information they need to
proceed.”

It’s still a simple supply and demand
problem, and the fact is that our industry is
not asking for a “bail-out.” What we are asking
is that the government place finances in the
hands of American citizens and let the free-
market economy work. Give them a “real”
incentive program, and the housing industry
will be glad to supply the products demanded
by consumers. We are an industry with far
reaching economic impact, both in our nation
and our state. It is time for representatives at
every level of government to consider this
broad scope of financial influence and act
in accordance with the best interests of the
citizens that placed them in office. %

Permit Reports Paint a Revealing Picture of Home Building
Industry in Tennessee

The keynote speaker at the recent HBAT 2009 Legislative Conference was
Mr. Edsel Charles, the founder and Chairman of the Board for MarketGraphics
Research Group, Inc. Mr. Charles pointed out that he had forecasted the current
downturn in the building industry in May of 2000, showing a decline starting
around 2006 and then hitting its lowest point in 2009. His predictions also show a
steady recovery beginning somewhere around 2010, which is extremely hopeful
news for our industry.

However, we all know that predicting business trends is a little like predicting
the weather. Economic storms can be very unpredictable and just as devastating
as natural ones. But MarketGraphics has done an extraordinary job so far, with
an uncanny accuracy that cannot be ignored.

The research group recently released “The Permit Reports” for several regions
of Tennessee that tell a revealing economic story in relation to the building
industry at the end of 2008. Below is a synopsis of several of those building
permit reports:

Synopsis of Building Permit Reports

AREA 2005 2006 2007 2008
TOTAL | TOTAL | TOTAL | TOTAL

Greater Nashville 16,728 17,081 13,536 7,529
L gl IAIGG 9,137 8,299 5,581 2,080
Area
Chattanooga Region | 4,729 4312 3,188 1,534
Stz el 8,287 7,406 5,675 2,880
Area

Greater Nashville includes:
Davidson, Sumner, Williamson,
Wilson, Rutherford, Cheatham,
Robertson, Dickson, Maury,

Marshall and Bedford.

Memphis Metro includes:

Crittendon, DeSotto, Fayette, Shelby

and Tipton.

Chattanooga Region includes:
Beldsoe, Bradley, Catoosa, Hamilton,
Marion, Murray, Sequatchie, Walker

and Whitfield.

Greater Knoxville Area includes:
Loudon, Roane, Anderson, Knox,
Sevier and Blount.

In the feature article in this edition of the
Tennessee HomeBuilder, we emphasized the
broad scope of influence the home building
industry has on the overall economy. As you
can see by the above referenced reports,
there has never been a time that demands
more attention to assisting the recovery of
the home building industry, and there has
never been a more important time to be a
member of the association that works to be
the voice of this industry in Tennessee. Now
is the time to get involved and encourage
others to join! <
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NEW PRODUCT REVIEW

Market Your Homes with Better Technology

Wireless Door Lock System

LiNK is a truly wireless-controlled and
Z-Wave-enabled door lock system that al-
lows homeowners to control and monitor
access to their home and home automation
devices with a Web-enabled computer or
mobile phone. Using a wireless bridge,
the system plugs into an Ethernet port
on the home computer’s Internet router
and will communicate with more than
200 additional Z-Wave-enabled home
automation devices, including lighting, IP
cameras, and thermostats. 800-847-1864.
www.schlage.com

Lennox Solar Power Heat Pump

A first in the industry, SunSource in-
tegrates solar power into a heat pump.
The 18.5-SEER solar-assisted heat pump
features a 3-foot-by-5-foot 190-watt solar
panel that provides power assistance to
the fan motor, providing energy savings
of 8 percent to 10 percent. 800-953-6669.
www.lennox.com

Heat & Glo

Heat & Glo by Hearth & Home Tech-
nologies. Part of the company’s Modern
Collection, the LUX60 is a 60-inch direct-
vent gas fireplace for buyers who want to
make a style statement. Instead of faux
logs, flames originate from a sculptural
burner of randomly placed stainless steel
tubes, and LED lights in the refractory
create yet another dramatic effect with or
without the flames. A sealed combustion
system keeps carbon monoxide, nitrogen
dioxide, and excess moisture from enter-
ing the home. www.hearthnhome.com.

=1 1

Radiant-heated Bathroom Floors
Forget fancy water-filled tubes embed-
ded in concrete. You can now buy simple
mesh-and-wire mats that install fast and
easy under ceramic tiles. They cost as
low as $10 a square foot and come with
a variety of thermostats. Put a toasty floor
in your homes’ bathrooms and watch your
buyers melt. www.warmlyyours.com

&
And for “On The Job” Products

The Magnetic Hammer
The Plumb solid steel hammer features
a magnet that holds nails in position and

a weight-forward design that helps create
better balance. Anti-vibration technology
in the shaft absorbs shock and reduces
fatigue, and a contoured handle band
enhances control. Cooper Tools —
www.cooperhandtools.com.

Office DEPOT

Special Savings for
NAHB Members

on delivery orders*

and get up to 5% back™***
with Worklife Rewards™

Plus these other GREAT

Benefits:

« Fast, FREE DELIVERY!
Next-Business Day in local areas on
orders $50 or more!**

*100% Low Price and 100%
Satisfaction Guarantee!
Every Day.***

* UNLIMITED REWARDS!
NO CAP. Up to 5% Back!"***
Sign Up TODAY for the Office Depot® |
Exclusive Worklife Rewards™
Program! It's FREE and EASY!

Call 800.274.2753 Now to Save:

1. Call 800.274.2753 and begin saving 10% on
every delivery order.*
. Simply tell the Representative you are
a Member of The Office Depot® NAHB
Association Program and you want to set up
an account.

. The Representative will also assist you in
setting up your on line account, and get your
Worklife Rewards™ membership for up to
5% back.****

“Discount not valid for purchases of. 1) al 1echnolcgy items including, but not limited to,
) , data storage drives, and
printers; 2) gm cards. 3) poslage stamps; 4) produci protoction plans; ) Hb ink and toner
products; 6) Business Solution Center services; 7) Microsoft Central and Partner Services;
8) Global Customized Chairs; or 9) products from the Office Depot Print Center, Cellmania
Wireless Center, or the Office Depot Website Design Center. The discount cannot be used as
a credit card payment. The discount is not valid for contract customers with Store Purchasing
or Procurement Cards. Discount not valid in-stores.
**Please call 800.274.2753 for more details
***100% Price Guarantee: If you find a lower price on an identical product advertised for less.
within 14 days after your Office Depot purchase at any other office products retailer or even in
any of our other channels of distribution (prices in any one of our channels may vary, higher
or lower, from time to time), we will match the price. 100% Satisfaction Guarantee: If you are
dissatisfied with your purchase for any reason, you can return it for a refund, exchange, or
credit within 30 days of purchase (14 days for most technology items) in the original packaging
and with your original receipt, packing slip or email confirmation. Other restrictions apply.
Call 800.274.2753 or visit www.officedepot.com for full details.
*“*NAHB Members will be required to sign up for a Workiife Rewards™ Membership
at 800.274.2753 to be eligible to qualify for the rewards. Members need to provide their
Worklife™ Rewards membership number at each time of purchase. Requires a minimum
spend of $200 per quarter. Please call for detals.

//-ember

“The Home Builers -\anun
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Buying Wéterfurnace geothermal has never been easier

- 350%

RENEWABLE ENERGY

TAX CREDIT

Thanks to the Economic Recovery Act, there’s now a 30% “renewable energy” tax credit for homeowners who install
a qualifying WaterFurnace geothermal comfort system. WaterFurnace geothermal units use the clean, renewable
energy found in your own backyard to save up to 70% on heating, cooling, and hot water. They don’t burn expensive
fossil fuels, they reduce our dependence on foreign oil and also happen to be great for the environment. Call your local
dealer and discover for yourself the benefits that only WaterFurnace can provide.

Athens

Webb Plumbing, Heating, Elec.

(423) 745-3590

Blountville
Refrigeration Svc of Blountville
(423) 323-4852

Bristol

HVAC, Inc
GEOPRO Dealer
(423) 989-5000

Camden
S&A Air Specialist
(731) 584-3857

YW itersFurnace)

Smarter from the Ground Up™

Cedar Hill
Custom Heat & Cooling
(615) 696-0245

Chattanooga
Action Service & Repair
(423) 622-7276

Cookeville

CHC Mechanical Contractors
GEOPRO Dealer

(931) 528-5514

Jackson
McCoy’s Heating & AC
(731) 668-7492

YOUR LOCAL WATERFURNACE DEALERS

Knoxville

Smith & Associates Geothermal
GEOPRO Dealer

(865) 546-1476

Del-Air Mechanical
(865) 525-4119

Pioneer Heating & AC
(865) 922-2817

Martin
E&H Refrigeration
(731) 587-9675

Mufreesboro
Precision Air Inc.
GEOPRO Dealer
(615) 896-2785

Sneedyville
Total Temperature Control
(423) 733-2294

Signal Mountain
Superior Air Systems
(423) 886-6602

Sparta
Airflow Heating & Cooling
(931) 837-3377

Red Boiling Springs
Bartley Heating & AC
(615) 666-8891

Tullahoma
Roscoe Brown, Inc
(931) 461-7441

waterfurnace.com | (800) GEO-SAVE
WaterFurnace is a registered trademark of WaterFurnace Interna-
tional, Inc. Consult your tax professional for advice on tax rebate.



he Kingsport TimesNews recently told the story of 84-year-old
Virgie Bowlin’s, who was living in a house that was literally,
falling down. A widow since 1969, Bowlin had no running wa-
ter. No bathroom. No shower. No bathtub. Her rural Hawkins County
home did have an outhouse about 30 feet from the house, but it didn’t
have a door. Inside the house the ceiling was made from cardboard
boxes, and the old sheetrock walls had swollen and deteriorated.
David Stauffer, recent Builder Hall of Fame inductee and member
of the Home Builders Assocation of Greater Knoxville, was the HBA
representative on a committee formed to secure Mrs. Bowlin’s adquate
housing. Initially, some of the Kingsport HBA Board of Directories
contributed over $1000 toward Mrs. Bowlin’s project. Contributions
have continued to come in, and presently Mrs. Bowlin has been pro-
vided with a rebuilt mobile home.
Anyone interested in making a donation for Mrs. Bowlin is asked
to call “Of One Accord Ministries” at (423) 921-8044. Website:
www.ofoneaccordministry.org. (Information gathered from: www.

timesnews.net. Photos by Erica Yoon.)
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Great News from Cumberland County
Cumberland County had great news to report
for their 2009 Home Show. Held on March 13-
15, the Home Builders Association of Cumber-
land County topped their 2008 attendance total.
Last year 2,133 attended the event and there
were 2,302 attendees this year. The gate admis-
sion is collected by the Cumberland County
Rescue Squad; then donated back to them. The
show boasted of 74 booths this year with 73
different exhibitors. It was also reported that
several new members were generated from the
event. Congratulations Cumberland County!

] Most Creative — left to
right, Kathy Henline, Ho-

] " meShow Judge, K.Gay

| Reeves—Stewart, E.D. of

HBA of Cumberland Co.,

Stephen Teeple of TLC Landscaping, Amber
Adkins (HSJ) Christie Dykes (HSJ) James
Wattenbarger, Secretary of HBA of Cumber-
land Co.

Best Design — left

to right, Kathy Hen-

! line (HSJ) Christie

J' Dykes (HSJ) Tracy
Uebelacker,Bob Uebe-

lacker, of Cambridge Cabinets, Inc. (New

members!) Amber Adkins (HSJ) K.Gay

Reeves—Stewart, E.D.of HBACC.

Honorable Mention —
Plateau Metal, left to
right, Amber (HSJ),

. Kathy (HSJ) Christie
(HSJ) Matthew Miller,
Eli Miller, Keshia Miller, daughter of Eli, of
Plateau Metals, K.Gay Reeves—Stewart.

V

% Most Original — Amber
(HSJ), Christie (HSJ)
James Wattenbarger, Sec.
of HBACC, owner of
J&M Insulation, Nathan
Wattenbarger, holding plaque, son of James,
Kathy (HSJ) and K.Gay.

=== Best of Show — Woody
Gregory of Gardens To
Go seated Kathy, Chris-

Honorahle Mention —
Budget Blind & Closet

_ John Stanczak with Bud-
get Blinds/Closet Tailors,
K. Gay and Kathy.

INSURANCE AGENCY

The Marketplace for Residential Construction

I " Builders
RE&IS\EESE MHE%I\! Tnsurance @ ZURICH
Where Builders Come First® QTOM}? Residential Construction

3
o ISG =

A Trusted Partner in Your Success

@I BAT

Self-Insured Worker's
Compensation Program

NBIS

Construction & Trassport
Undenwriters, Inc.

(662) 342-2980 + (800) 628-0194
8705 Northwest Drive, Suite 4 + Southaven, MS 38671

CREENEZE

FIXED SCREEN SYSTEM

or Visit Us at: www.screeneze.com
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DID YOU KNOW! Congratulations —

Membership Pays!

Spirit of Membership Award

When a member of a Local Association (builder or associate),
recruits their first-ever new member (builder or associate), Bonded
Builder will award them a certificate and a $35 gas gift card. Win-
ners will need to fill out a claim form and send it to Andi Lindberg
of the Bonded Builders Warranty Group.

If you have questions about the Spirit Award program, call Andi
Lindberg, Bonded Builders Warranty Group, 1-800-749-0381
x3140.

HBA of Tennessee Offers Complimentary Green Building Virtual
Training to Members

In the “Members Only” area of the Home Builders Association
of Tennessee website (www.hbat.org), there is a new green building
online training system. This program is available to all members
through our partnership with the Green Building Initiative (GBI).
The site features eight independent training modules developed
based on the areas of assessment within the NAHB National Green
Building Guidelines/Standard. This exciting tool should prove
invaluable to any residential construction professional looking to
build green.

Record Response to Federal Housing Tax Credit

A record 844,000 prospective home buyers visited NAHB’s Fed-
eralHousingTaxCredit.com web site in February to learn about the
new $8,000 tax credit for first-time home buyers that was enacted as
part of the landmark $787 billion economic stimulus package. Daily
site traffic at www.FederalHousingTaxCredit.com started building
in the week before the economic stimulus legislation was enacted,
and peaked at almost 59,000 on Feb. 18, the day after the legislation
was signed.

NAHB anticipates that the tax credit will result in about 160,000
additional home sales in 2009. For additional information about
housing and home buying, visit NAHB.org.

New IRS Program

You might be familiar with the IRS program called, “Taxpayer
Education & Communication.” This program is now called “Stake-
holder Liaison.”

Local Stakeholder Liaisons collaborate with tax professional
organizations, small business groups and industry associations to
provide tax education and information for their members. If you
encounter an issue with an IRS program or policy, tell your lo-
cal Stakeholder Liaison. Stakeholder Liaison uses a unique Issue
Management Resolution System (IMRS) to capture, report on and
respond to issues that practitioners and small business leaders bring
to their attention. Visit IRS.gov, Search IMRS for hot issues and
monthly overview.

For further questions contact Alison Broady, IRS Stakeholder
Liaison — Communications, Liaison & Disclosure, SB/SE Mid-
South Area, Nashville, TN, at (615) 250-5765.

Designees

These professionals have made a
commitment to continuing education:

Certified Agin

in Place Specialist
Michael Dulin, CAPS
E. Lyndon Gallimore, CAPS
Roy Miles, CAPS

Jenny Blalock, CGB
Wayne Anglim, CGP
Steve Arnold, CGP
Cameron Austin, CGP
Peter Beasley, CGP
Tom Bindbeutel, CGP
Jenny Blalock, CGP
Dave Boender, CGP
Cary Bohannon, CGP
Mitchell Bowman, CGP
Peter Bush, CGP

Sam Carbine, CGP
Evelyn (Evie) Cartner, CGP
Kelly Costanza, CGP
Bernard Cowles, CGP
David Crane, CGP
Grant Dorris, CGP

Julie DuPree, CGP

Jay Elisar, CGP

James Faris, CGP

Mike Freeman, CGP

E. Lyndon Gallimore, CGP
Gary Gardo, CGP

Ken Garland, CGP

Earl Geary, CGP

Larry Giacomozzi, CGP
Chuck Halloran, CGP
Cathy Hardaway, CGP
Richard Hessick, CGP
Joe Hollingsworth, CGP
Gus Issa, CGP

Darryl Jenkins, CGP
Peder Jensen, CGP

Paul Jolley, CGP

Art Krebs, CGP

Paul Luehrsen, CGP
Dale Mabee, CGP

John McMillan, CGP
Jeff Middlebrooks, CGP
Dan Mitchell, CGP
Lamar Moore, CGP

Charles Morgan, CGP
Hal Overbey, CGP
Belle Overbey, CGP
Chad Pagels, CGP
Christopher Parker, CGP
David Penney, CGP
Perry Pratt, CGP

Tom Robinson, CGP
Jonathan Rourk, CGP
Kathryn Russell, CGP
Karrie Seaton, CGP
Gianni Shipman, CGP
Nora Shuart-Faris, CGP
Ronald Sklar, CGP
David Smith, CGP

Alan Smith, CGP

Tracy Smith, CGP
Chris Spors, CGP

Art Stinson, CGP
Joseph Sumpter, CGP
Robert Swafford, CGP
Joseph Swanson, CGP
Paul Teruya, CGP

Fred Trainer, CGP
Frank Tyree, CGP
Richard Varner, CGP
Daryl Walny, CGP
Keith Acton, HCCP
Christal Gammage, HCCP
Bret Harris, HCCP
Rose Ann Hogue, HCCP
Sally Lee, HCCP
Merrie Long, HCCP
Mike Melton, HCCP
William Ross, HCCP
Tracye Smith, HCCP
Registered in Apartment Management
Jo Ann Hendrix, RAM
Veronica Howard, RAM
Dorothy Hudson, RAM
Lynda Massey, RAM
Jennifer Mitchell, RAM
Connee Stader, RAM
Damita Tobias, RAM
Irene Walker, RAM
Sandra Young, RAM
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WO years ago,
I would not
have written

this article. Home-

building activity
had accelerated to
its highest level
ever. Homebuild-

ers were enjoying

Bob Bellenfant
then a dark cloud appeared, actually

much success. But

many dark clouds, and we have not seen
the sun peek out as yet. However, as the
saying goes, there is a silver lining in the
clouds. During those recent years of suc-
cess, there were often times tremendous
tax liabilities incurred. The losses that
have occurred can be used to offset these
income taxes of recent years to reap re-
funds. Those refunds can be used to fund
new investment opportunities or to pay
current operating expenses.

Typically, a loss incurred by your busi-
ness, referred to as a net operating loss,
can be carried back for two years and
forward for up to twenty years. On Febru-
ary 17,2009, The American Recovery and
Reinvestment Act of 2009 was signed into
law. Within the Recovery Act were many
changes beneficial to business. Among
those changes were provisions to allow el-
igible small businesses to elect to increase
the NOL carryback period from two years
to three, four, or five years. The election is
available for those small businesses
whose average annual gross sales are less
than $15 million for the three year period
ending in 2008.

There are deadlines to meet in making

the election to choose an alternative car-
ryback period so you should act quickly
to ensure the best outcome for your situ-
ation. The claim for refund of taxes paid
during the carryback period should be
made within 12 months of your business
year end.

At first glance, you might think so what
is the big deal? For a homebuilder, this
change effectively allows you to choose
the best years to carry a 2008 loss. The
best years are those when you were in the
highest tax brackets.

We are experiencing much interest in
loss carrybacks, particularly now that

we can essentially choose our best years

to potentially create the highest refund.

I realize that the
refunds are bitter-
sweet. Most busi-
ness owners would
rather have enjoyed a successful year in
2008, but most of us have learned to take
advantage of all that is offered even in
the worst of times. You must act quickly
to ensure the best result.

Bob Bellenfant is a certified public
accountant with Bellenfant & Miles,
P.C., CPAsin Brentwood, Tennessee. He
has served homebuilders and other con-
struction related businesses in Tennessee
for over thirty years. You can reach him
at (615) 370-8700, extension 12 or by

e-mail at bob@bellenfantmiles.com.

the attention to detail it deserves.

Wertn Tile

At Werthan Tile, we work with natural stone, ceramics, glass, and metal
tiles. From start to finish, we take pride in each project and give every job

Our sales staff is committed to assisting our clients through the entire
process from tile design and selection to scheduling and installing.

4004 Hillsboro Pike ® Nashville, TN. 37215
615.460.9655 e sales@werthantile.com
www.werthantile.com
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INFO
LINK

Belgard 3
www.belgard.biz

Bonded Builders Warranty Group.............. 11
www.bondedbuilders.com

Builders Insurance Group........ceceeeeessercessanee 4
www.bldrs.com

Builders Mutual 17
www.buildersmutual.com

Donald A. Gardner Architects, Inc.............. 11
www.dongardner.com

Gary Hughes & Associates .......ceveevurcrurccurenns 2
ghughes@ghughesassoc.com

HH Gregg 3
www.hhgregg.com/commercialdivision

James Hardie Building Products................. 32
www.jameshardie.com

KleenWrap 31

www.kleenwrap.com

Metalaire Louver Company.........c.cceesucsvennees 9
www.louverpro.com
Norandex Reynolds 30

www.norandex.com

Pointer Insurance Agency, Inc. .........ccceueeee 27
www.pointerinsuranceagency.com

Screeneze. 27

www.screeneze.com

Tennessee Gas AssoCiation..........coceeeeeeecsnrenee 6
www.tngas.com

Water Furnace 25
www.waterfurnace.com
Werthan Tile, LLC 27

www.waterfurnace.com

FUTURE HBAT MEETINGS
2009 —

SUMMER MEETING
July 12-15, 2009

Hilton Sandestin

Destin, Florida

FALL MEETING

November 12-14, 2009
Westin Memphis Beale St.
Memphis, Tennessee i
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WE RUN A TOP-QUALITY
CATERING SERVICE

PuT US To WORK
FoR You.

VISIT ONE OF
THESE LOCATIONS:

JACKSON, TN 38301
(731)664-1449
(866)566-5625

FAX(731)664-1453

KNOXVILLE, TN 37921
(865)524-8631
(800)841-4850

FAX(865)637-8446

MEMPHIS, TN 38118
(901)366-6622
(800)654-8986

FAX(901)794-3401

At Norandex we cater to builders.

Our menu includes an extensive
NASHVILLE, TN 37210

(615)248-3198
(800)237-3446
FAX(615)248-0917

line of top-quality exterior building
products, including: Siding,
Windows, Doors, Soffit, Storm
Products, Gutters & Downspouts,
Manufactured Stone, Skylights, Vinyl
Fence, Deck & Rail, Shutters, Accent
Products, and more.

PINEY FLATS, TN 37686
(423)538-0766
(800)548-7672

FAX(423)538-3485 Our experienced professionals at your

local branch make sure your order is
precisely processed, and is delivered
where and when you want it.

For quality products and dependable
service, call us. We'll cater to
your needs.

|
| ; \

AN |

NORANDEX

BUILDING MATERIALS DISTRIBUTION, INC.

\;

www.norandex.com
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The savings keep adding up for members of local home builder
associations across the country. In just one year, the total member
savings was over $7 million. Make sure you save your share

during another record-breaking year. %}

This popular member benefit can help you reduce expenses,
maximize profits, and increase efficiency. Your local home builder

: association membership means you can take advantage of exclusive
member discounts with a wide range of leading national companies.
It's simple. Thousands do it every day.

Visit www.nahb.org/ma and start

pocketing the savings.

ember
dvantage

The Home Builders Association

office NAHB
DEPOT  Cage ™

nahb.org/careers

Www.

SOLVERAS

PAYMENT SYSTEMS®

2 PitneyBowes
Small Office Series*



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



