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President's Message...

Providing Safe, Affordable Housing Since 1948

"Everyone is born a genius, but the 
process of living de-geniuses them."

- R. Buckminster Fuller

See PRESIDENTS, continued pg 19

Scan here with your smartphone!

Chip Dormeier,
Jagoe Homes, Inc.

See pages 14-15 for details

MEMBERSHIP DRIVE - SEPT 8-9
See page 17

Return service requested

2011 Home Building 
Business Performance - 

Reforecasts
At least twice a year, any 

company with outside stake holders 
thoroughly analyzes its businesses 
and revises (or affirms) its outlook.

Customarily, August is a 
time many enterprises do one 
of their business audits as a 
discipline to prep for budget for 
the following year.

In home building that means the 
outlook for hundreds of companies 
reliant on supply – and – demand performance in residential 
new construction were just lowered.

Lowered outlooks in home building mean a few things.  
The price builders will pay for land instantaneously softened…
actually, for the moment anyway, there’s not going to much 
land buying; The primary business metric for home building—
inventory turns, which splice together a return on investment 
and a time span from payment to payback—has gone into a 
temporary holding pattern; and Companies need to revisit their 
cost structures, which include both footprints and overheads.

One home building company said, “Nothing really changed, 
not with the government anyway.  They’re the same people we 
didn’t think were competent before, so that didn’t change.”

The main reason most builders have revised their outlooks is 
the change in consumer confidence, which seems to be swirling 
at least partially in the vortex of 2012 electoral hijinks.

We should also take the effect of a faltering stock market 
as another recent activity that has played on the psychics 

Calling all builDErs...

SIBA is kicking off a new and exciting 
event where Builders and Associates 

will meet and network.  See pages 
12 & 13 for more information 

on the...

See pages 12-13 for details
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benthall bros., inc.

Distributors of
Fine Building Products

• Andersen Windows & Doors
• Silverline & Simonton Vinyl Windows
• Centurion Stone Veneer (supply or install)

• CHI Overhead Garage Doors
• Insulated Entry Doors (steel, fiberglass, wood)

• Exterior Sidings & Trim (many shapes & colors)

424-0413
- Since 1943 - 476-1373

Evansville
473-6400

5717 Old Boonville Hwy.

Henderson
827-8410

883 Hwy. 41 South

Factory certiFied 
dealer

www.EvansvilleHomeTheater.com

phone 812.306.5544 fax 812.473.8771

home theater rooms
audio/video
structured wiring
lighting control
control systems
security systems

1315 W. Columbia
Evansville, IN  47710

We're not comfortable until you are.

(812) 423-0056
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2011 OFFICERS
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* denotes Past State President

The information provided in this publication is for informational purposes only.  
Due to complexities of applicable building codes, construction applications, and facts specific 

to each situation, individuals should consult with a qualified contractor 
regarding specific construction needs or concerns.

siba does not guarantee acceptance by any member nor does it guarantee any products or 
services offered by MMiC or logan lavelle & Hunt.  siba recommends that members perform 
their own due diligence and consult with appropriate advisors regarding all insurance products 

and programs.

NATIONAL DIRECTORS 
Carl Shepherd (Life Director),  Jeff Happe

Shane Clements, and Rick Oakley, CAPS

Damien scheessele
David schroeder
*Carl shepherd
Ted ubelhor
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Fax: 812-479-6340

Office Hours: 
8:30 a.m. to 4:30 p.m.

Website: 
www.SIBAonline.org
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The
Pedtke

Perspective

by
Bill Pedtke

WHAT A RIDE IT WAS

In 2005, SIBA’s Bill Pedtke (left) presented Bill Carson with a carica-
ture of Carson at a podium, surrounded  by images that will be forever 
associated to him, including a framed house, rubber-bands, a housing-

friendly state of indiana, a Diary of a Mad Home builder, a pair of 
dice, and a deck of cards – complete with the 3½ of clubs.

See PEDTKE, page 7

It saddens me to share the news 
that Bill Carson died August 1, 
2011.

October, 2005 was the last time 
Bill Carson spoke to the membership 
in Evansville.  During his speech that 
night, he said his job had evolved so 
much over time he didn’t think he 
would qualify for the job today.  How 
ironic, when home builders in Indiana 
should consider Carson’s career with 
the Indiana Builders Association, as 
a key to their own success.

It is easy to identify the many 
major works that have resulted in 
affordable housing in Indiana.  From 
the impact fee legislation to the 
sales tax exemption of infrastructure 
materials, to the uniform building 
code.  Builders from the coasts are 
amazed at how housing in Indiana has 
been kept free from these, and many 
other unfair costs.  And it’s incredible 
to think about how many families 
own a home because extra burdens 
were continually kept away from the 
development and building process.

Many developers from Carson’s 
prime generation are gone now.  
But if you really want to watch 
a grown man shudder, ask one 
of today’s land developers to 
consider their livelihood without 
these laws in place.

Advocating for the home building 
industry is hard work.  Getting an 

opportunity, much less delivering 
the talking points to convince policy-
makers is a difficult task.  But IBA 
Government Affairs staff roll their 
eyes, as they describe how Carson 
would stroll up to a conversation and 
get the job done.  Almost in tears, 
they say, “He makes it look so easy!”  
But it was the respect he earned over 
his 42-year career that made him 
successful in his work.  Needless 
to say, Carson was one of the most 
influential people at the Statehouse.  
As one person put it, “It is rarefied air 
among those who have received five 
“Sagamores of the Wabash” from 
five different Indiana governors.”

Carson had many ta lents .  
Protecting the home builders was 
one.  But in my opinion the top was 
entertaining people.  He was a master 
story teller, embellishing and fibbing 
exactly the right portions to drop a 
punch-line perfectly.  From getting 

pulled over by a state trooper, to 
avenging the murder of his exotic 
fish.  Every story left you wondering 
how much was true, and how much 
was true Carson!

Regardless if it were a large 
crowd, or an individual.  When 
Bill spoke, it was like someone 
hit the “mesmerize” button for the 
audience.  I watched him deliver 
messages using Mark Twain-like 
anecdotes, heart-gulping war stories, 
self-deprecating humor, and even 
silence.  At times, crowds clung 
to every word - salivating for the 
next.  I’m convinced some members 
plugged into IBA meetings for 
a chance they might hear Bill’s 
comments – a lesson, a joke, or an 
amazing true story.

Carson authored High Pitches and 
Other Tall Tales, a compilation of the 
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The
Legal

Language

by
Shannon Frank
 Lavallo & Frank 

Estate Planning & Probate
Business Law
Construction Law
Real Estate Law
Mediation & Dispute Resolution
Workers' Compensation Defense Law

Shannon Frank

812.477.6510
www.mlfklaw.com

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

Shannon Frank is a partner with lavallo 
& Frank in Evansville, Indiana, and serves 
as the legal counsel for the Southwestern 
Indiana Builders Association, Inc.  For more 
information on this topic, or other legal 
matters, please contact Shannon Frank at 

SBA LOANS CAN HELP TO FINANCE 
SMALL BUSINESSES

It is no secret that businesses generally, 
and small businesses in particular, have been 
through rough times.  Still, there is some 
assistance to be had as a small business 
owner if you know where to look.  One 
source that is often forgotten is the Small 
Business Administration (SBA) and its 
Guaranteed Loan Programs.

Contrary to a common misconception, 
the SBA does not make direct loans to small 
businesses.  Instead, the SBA establishes 
the guidelines for loans, which are then 
made by its “partners,” meaning lenders 
and community development organizations.  
To eliminate some of the risk to the lending 
partners, the SBA guarantees that these loans 
will be repaid. In short, a business applicant 
is actually applying for a commercial loan, 
structured according to SBA requirements, 
with an SBA guaranty.

There are several SBA programs.  The 
7(a) Loan Program is the most basic and 
most used of the SBA loan programs, and 
is for eligible borrowers who want to start, 
acquire, or expand a small business.  The 
loan is obtained from a participating lender 
institution, and it provides long-term, 
fixed‑rate financing for major fixed assets, 
e.g., land and buildings. The loan proceeds 
can also be used to acquire equipment, 
supplies, and materials, or for capital needs.  
Loan terms range from up to 10 years for 
working capital to up to 25 years for fixed 
assets.  There are a few prohibited purposes 
for which a 7(a) loan cannot be used, such 
as for the financing of nonprofits, real estate 
investments, and monopolies.

Another popular loan program is the 
Microloan.  This program gives smaller, 
short-term loans to small businesses.  The 
SBA makes funds available to specially 
designated intermediary lenders.  These 
intermediaries make the loans to eligible 

borrowers. The maximum loan amount 
is $50,000, but the average microloan is 
about $13,000.  Microloans may be used for 
working capital, the purchase of inventory 
or supplies, the purchase of furniture or 
fixtures, or the purchase of machinery or 
equipment.  Microloan proceeds cannot be 
used to pay existing debts or to purchase 
real estate. 

If your business is interested in an 
SBA loan program, the SBA generally 
recommends four steps to take to get the ball 
rolling. First, estimate your business startup 
costs or the funds that you need to grow the 
business.  Second, contact a local bank or 
lender to review the available loan programs 
for small businesses. Third, prepare a draft 
loan proposal.  Finally, discuss all of the 
above with someone having solid knowledge 
of SBA loans, such as a representative of 
the SBA itself.

NOTICE TO 
ALL LICENSED 
CONTRACTORS

The City of Evansville, Department 
of Metropolitan Development (DMD) 
is currently accepting applications from 
licensed general contractors to be placed 
on a Bidders’ List to potentially construct 
new housing and/or significantly rehabilitate 
housing units in the City of Evansville.  

Application packets are available 
between the hours of 8:00 a.m. and 4:30 
p.m., Monday through Friday at the DMD 
office at 1 NW Martin Luther King Jr. Blvd., 
Room 306, Evansville, IN 47708 or may 
be downloaded from the City of Evansville 
website, www.evansvillegov.org

The Department of Metropolitan 
Development does not discriminate on the 
basis of race, color, religion, sex, national 
origin, age, or disability. If a reasonable 
accommodation is needed, please contact the 
Department at 436‑7823 (TDD: 436‑4941 
for Deaf and Hearing Impaired) at least three 
business days before the item is needed.

http://www.evansvillegov.org
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NEXT 

MEETING
Sept 27, 2011
@ Porter Paints
(2211 N. Burkhardt Rd. Ste C)

4:30pm

2011 Officers
Chairman:   Ryan Heltsley

Vice Chairman: Michael Andrews
Secretary/Treasurer: Brian Powell

ROSTER
REMODELERS
Bosma Construction, Inc.
Comfort Homes
Core Contractors, Inc.
Creative Interiors/Re-Bath
D&M Construction, Inc.
Fest Construction, Inc.
Habitat of Evansville, Inc.
Handyman Services Midwest LLC
Happe & Sons Construction
Heidorn Construction, Inc.
MCF Construction
Popham Construction Co.
Sandy Smith Builder, Inc.
Scheessele & Sons Construction
Ken Stevens Construction
Tri-State Restoration Contractors

ASSOCIATE MEMBERS
Allied Building Products
All-Weather Products, Inc.
American Wholesalers
Bayer's Plumbing
Benthall Bros Inc
Champion Windows
Evansville Garage Doors
Evansville Winnelson
Ferguson Enterprises, Inc.
Fifth Third Bank
Gabe Mehringer Plumbing
Graber Insealators, Inc.
Hydromax
ICI Paints, Inc.
Indiana Wholesalers Inc.
Insulpro Inc.
K-I Lumber & Building Materials
Kight Lumber Co., Inc.
King's Great Buys Plus
Kitchen Interiors
Lance Cabinet Shop
Lensing Building Specialties
Louisville Tile Distrs. Inc.
Mark Dill Plumbing Co.
Martin Brothers & Co., Inc. 
Old National Bank
Overhead Door Co. of Evansville
Pella Windows & Doors
PPG / Porter Paints
ProSource Wholesale Floor Coverings
Scholz Drywall & Interiors, Inc.
Sherwin Williams
Sun Windows, Inc.
Sunburst Stained Glass
Swat Pest & Lawn Management
Wholesale Hardwood Interiors
Windows of Evansville

REMODELERS INDICATE SLUGGISH U.S. ECONOMy 
A HINDRANCE IN SECOND QUARTER

With the remodeling market feeling 
the pressure from the nation’s sluggish 
economy, NAHB’s Remodeling Market 
Index (RMI) dipped to 43.9 during this 
year’s second quarter, down from 46.5 
in the first quarter.

"Remodelers have experienced 
the same hiccup that has rippled 
through the U.S. economy," said NAHB 
Remodelers Chairman Bob Peterson, 
CGR, CAPS, CGP, a remodeler from 
Ft. Collins, Colo.

"After picking up the pace early 
in the year, the calls from customers 
dropped off and remodeling slowed 
down," he said. 

"While the RMI indicates that the 
home remodeling market softened 
somewhat in the second quarter, this is 
still the second highest RMI we've been 
able to report since the third quarter of 
2007," said NAHB Chief Economist 
David Crowe.

"There are several barriers blocking 
the way to a stronger recovery,” he 
added. “Home owners who may want 
to remodel still face stringent lending 
requirements, and uncertainty about 
the economy is making them hesitant to 
undertake major improvements."

On a scale of 1 to 100, the overall 
RMI combines remodelers’ ratings 
of current remodeling activity with 
indicators of future activity, like calls 
for bids.

Current market conditions for the 
second quarter of 2011 fell to 44.8 from 
46.1 in the first quarter and future market 
indications dropped to 43.0 from 46.8 in 
the previous quarter.

An RMI below 50 indicates more 
remodelers reporting a decline in activity 
compared to the previous quarter than 

reporting an increase.
Regionally, current market conditions 

declined from 47.1 to 44.4 in the Midwest 
and from 46.1 to 42.9 in the South.

The index rose modestly from 46.1 to 
48.2 in the West and from 46.1 to 48.1 
in the Northeast. 

Among indicators of current market 
conditions, major additions dropped 
from 50.3 to 46.2 and maintenance 
and repair declined from 39.5 to 38.4. 
Minor additions remained essentially 
flat at 48.5, compared to 48.0 in the 
first quarter.

Among future market indicators, 
calls for bids declined from 53.1 to 49.8, 
the backlog of remodeling jobs dropped 
from 49.7 to 45.7 and appointments for 
proposals fell from 52.4 to 44.2. The 
amount of work committed for the next 
three months stayed about level at 32.3, 
up from 32.1.

For more information about the RMI 
visit www.nahb.org/rmi; email Kelly 
Mack, or call her at 800-368-5242 
x8451.

http://newsmanager.commpartners.com/linktrack.php?url=http%3A%2F%2Fwww.nahb.org%2Freference_list.aspx%3FsectionID%3D136
http://newsmanager.commpartners.com/linktrack.php?url=http%3A%2F%2Fwww.nahb.org%2Freference_list.aspx%3FsectionID%3D136
http://newsmanager.commpartners.com/linktrack.php?url=http%3A%2F%2Fwww.nahb.org%2Fpage.aspx%2Fcategory%2FsectionID%3D685
http://newsmanager.commpartners.com/linktrack.php?url=http%3A%2F%2Fwww.nahb.org%2Fpage.aspx%2Fcategory%2FsectionID%3D686
http://newsmanager.commpartners.com/linktrack.php?url=http%3A%2F%2Fwww.nahb.org%2Fpage.aspx%2Fcategory%2FsectionID%3D1174
http://newsmanager.commpartners.com/linktrack.php?url=http%3A%2F%2Fwww.nahb.org%2Frmi
mailto:kmack@nahb.org
mailto:kmack@nahb.org
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Between battles for affordable housing, Bill Carson found time to 
train many employees who went on to serve as executives at other 

associations.  He remained a source of advice and wisdom for 
many.  Pictured at the 1998 NAHB Builders Convention are a few of 
Carson’s former employees and colleagues.  (left to right) Bill Pedtke, 

siba; Mark Harrison, former state EO illinois Hba; beth bauer, 
former state EO for Oregon builders association and bob Weiss, 

state EO for the Kentucky Hba.

Carson was photographed thanking Bud Bussing for attending his 
2006 retirement party.  In 1973, Bussing served as President of the IBA.  
Carson, bussing, and Jack Cunningham came to the statehouse often 
to lobby for one of the greatest laws ever for the State of Indiana - the 

passage of a statewide single family building code, the first in the nation.

PEDTKE, continued from page 4

best stories kept in his rolodex of a 
brain, with some of life’s lessons.  
Once, we teased him plenty that the 
winner of a drawing received one 
free copy of his book.  Everyone 
else got two!  But the book really is 
a must-read for anyone connected to 
this Association.  As is his Diary of 
a Mad Home Builder!

Bill absolutely refused to be 
bored.  Whenever the conversation 
slowed more than his liking, he hit 
the gas and enlivened the crowd with 
his own stories, antics, and a full 
array of magic tricks – some with 
rubber bands!

He accepted challenges like 
another “Titanic Thompson”.  It’s 
possible he never turned down a 
game of gin rummy, and was a master 
of the game Craps.    Some estimated 
Carson could have earned more 
money as a professional gambler 
than as the executive director of a 
state association.

I feel like I could write forever 
about his successful career with the 
home builders, or his many talents, 
or how he single-handedly made 
meetings so much fun, or how his 
efforts resulted in so much goodness 
for others – like the St Mary’s Child 
Center for under-privileged children 
in Indianapolis.

Heck, finding an end to this article 
will be the hardest part.

In 2005, Carson ended his 
Evansville speech perfectly with 
“What a great ride it’s been!”  So 
with that, I’m done writing this 
article, and in true Carson-fashion, 
I hope you’re done reading it.  Isn’t 
it good to know we finished at the 
same time?
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2011 MEMBERSHIP TOTALS
As of:                   07/31/11          
Builders          83
Associates        204
Total         287

      Y-T-D Net Growth: 0%           Annualized Retention: 78.9%

SIBA Membership

lasT CHanCE...

As of 8/23/11, these members have not 
renewed their Membership Dues and will 
be CANCELLED at the end of this month. 

Please check the list closely.  If you do 
business with any of them, offer a friendly 
reminder of the benefits of being a SIBA 
member and encourage them to renew. 

WHERE BUSINESS HAPPENS

Meetings

SEPT 13th

@ Clarion Inn
(US 41 & Lynch Rd.)

5:30 p.m.
$24 with reservation:
reservations required 

before NOON on Sept 13

~ RSVP ~
479-6026

~ SPONSOR ~
31 W Insulation

It's Time to Renew...

These members are up for renewal in 
september.  if you see them, offer a 

friendly reminder to renew!
It's GOOD BUSINESS to DO 

BUSINESS with a 
SIBA MEMBER!

For 
Renewing  

Membership
Thank 

You

Allied Waste Srvs of Evansville
Baylor Heating & Air Cond. Inc.

Benny's Flooring, LLC
Blinds by Design Window Treatments

Capital Electric Inc
Capital Realty & Assoc
Dauby Construction Inc

Evansville Garage Doors, Inc
Exquisite Homes LLC

Felts Lock & Alarm Co Inc
Horizon Contracting Inc.

Integrity Construction & Renovations
Meuth Concrete Services

Meyer, Stone & Stratman LLP
Mike Hirsch Construction

Nix Sanitary Service
Premier Concrete LLC

Public Ed Foundation of Ev
Rita Heathcotte CPA

Tri State Contracting, LLC
Water Furnace

Windows of Evansville

The Copper Shop
Shepherd Ins. & Financial Services

Verizon Wireless

Beuligmann Htg & Air
Bowen & Becher, LLC

Brian's Concrete Supplies, Inc.
Capital Realty, Inc

Complete Lumber, Inc.
Danco Construction, Inc.

David Stevens Construction Inc.
Elliott's Excavating

F.C. Tucker Emge Realtors
Happe & Sons 

Hoehn Concrete Inc.
Homes by Robert Cook

KMI, LLC
Niehaus Construction 

R.J.C. Inc.
Riecken Construction, Inc.

Schiff Air Cond. & Heating, Inc.
Trusses by Hobgood, Inc.

Uebelhor & Sons, Inc.
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Blue Spikes must recruit two spikes per year 
until they reach Life Spike status (25 Spikes) in 

order to remain in the NAHB Spike Club.
  

Chris Scholz     18
Scholz Drywall & Interiors, Inc.
Bill Kattmann        14
Kattmann Construction
Ann-Marie Dougan    12
VECTREN
Scott Edmond     11
Fifth Third Bank
Kenny Elpers     11
Elpers Development, Inc.
Kenny Reinbrecht    10
Reinbrecht Homes
Jamie Cokley      9
Action Pest Control
Judy Dauby      9
Dauby Construction
Andy Cook         7
Ferguson Enterprises
Ken Stevens      7
Ken Stevens Construction, LLC

ROyAL SPIKES
(150-249)

RED SPIKES
(100-149)

GREEN SPIKES
(50-99)

LIFE SPIKES
(25-49)

BLUE SPIKES
(6-24)

SIBA Sp ke Club Members

Tommy Thompson  329
Thompson Homes, Inc.
Mike Talbert   277
Homes by the Talbert Group
Carl Shepherd  257
Shepherd Construction, Inc.
Ron Dauby   255
Dauby Construction

Bill Badger, Sr.  141
Badger Construction, Inc.
Jeff Hatfield   137
Core Contractors
Damien Scheessele  125
Scheessele & Sons Construction
Larry Koch, CGB   110
Koch Construction, Inc.
Brad Killebrew    95
Killebrew Brick, Inc.

SUPER SPIKES
(250-499)

Steve Heidorn, CGR CGB CAPS 227
Heidorn Construction, Inc.
Scott Jagoe   220
Jagoe Homes, Inc.
Alan Bosma, CGB CGR  208
Bosma Construction, Inc.
Trent Hunt   190
Logan Lavelle Hunt Ins. Agency
Ron McGillem  185  
R.A. McGillem Custom Homes
Sandy Smith Jones  181
Sandy Smith Builder, Inc.
Brad Sterchi   165                                                                                                             
Sterchi Homes Corporation 
C. Frank Scholz  154
Scholz Drywall & Interiors, Inc.

(as of 7/31/10)

Danny Davis       85   
Davis Homes
Jeff Happe     81
Happe & Sons Construction
Rick Oakley, CGR CAPS    71
Creative Interiors/ReBath
Dick Zirkle     68                                                                                                                                               
Benthall Brothers, Inc.
Mike Zehner, CGB GMB   62
Zehner Contracting LLC
John Elpers     61
John Elpers Homes
Mike Frank     59
Insulpro, Inc.
Jim Arvin     57
Arvin Sign Services
Bill Jagoe     55
Jagoe Homes, Inc.
Walt VanZilen      55 
Selective Homes by Chad & Dad
Jim Muth     53
Complete Lumber, Inc.

Herb Schumacher     46
Schumacher Custom Homes
Chris Combs     41
Combs Landscape & Nursery
Bert Warner     38
Windows of Evansville
Shane Clements    34
Homes by Eagle Construction
Rick Schapker    33
Pella Windows & Doors
Robbie Sears      32
VECTREN

Brent Holweger    31
Holweger Construction,Inc.
Ted Ubelhor     31
Fifth Third Bank
Jennifer Mitchell    32
Windows of Evansville
Mark Hansen     27
K-I Lumber and Building Materials
Bruce Miller     27
Barrington Development
Steve Fest     26
Fest Construction, Inc.
John Graupner    26
Lowe's Home Centers 
Sean Miller     26
Benthall Bros.
Jon Newcomb    25
FC Tucker Emge Realtors
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At Sherwin-Williams®, we’re proud to be the number one preferred paint brand among 

homebuilders. We’re committed to helping you get the job done faster, better and more 

economically. In fact, no other paint company gives you 

more solutions for your unique challenges.

The FirsT ChoiCe oF Builders.

• Innovative products and green solutions     
• Personal service and local responsiveness

•  Color and design services like the Homescapes® 
Exterior Color Collection customized for your homes

•  Exceptional builder programs including The Finishing Touch™  
program customized to your needs

©2010 The Sherwin-Williams Company.

Ask Sherwin-Williams.™

sherwin-williams.com

EVANSVILLE
632 E. Diamond Avenue

812-422-3641

NEWBURGH
8090 Park Place

812-853-3900

EVANSVILLE
811 S. Green River Road

812-476-4951

EVANSVILLE - Floorcovering Center
2200 Lynch Road

812-401-8660

EVANSVILLE
4650 W. Lloyd Expressway

812-426-1900

HENDERSON
1350 North Green Street

270-827-0293

EVANSVILLE
6149 Wedeking Avenue, Suite D1

812-479-1421

BUILDERS PLANNING 2011 FALL TOUR
Deadline to Enter:  Monday, October 3

NOW CALLING ALL BUILDERS!
Begin planning for the 2011 Fall Tour 

of Homes, scheduled for October 22‑23.  
This two-day event has proven its worth 
as an effective tool to capture home buying 
business just before everyone’s attention 
turns to the holiday season.  So start 
thinking about what inventory you may 
have because spec homes make for ideal 
entries in the Fall Tour.

Now in its sixth year, the Fall Tour 
generates traffic of home buyers to new 
homes.  Some compare the Fall Tour 
to the Parade of Homes, but there are 
several differences that make it less formal 
but equally effective.  The Fall Tour is 
scheduled later in the year, after school has 
started, and just before the calendar turns to 
the Holiday Season.  The rules for entering 
are less restrictive, and the cost to enter 
each home is less than one-third the entry 
of the Parade.  

This is an excellent opportunity for 

builders to show completed homes in 
inventory, or homes near completion.  
Builders are encouraged to enter the Fall 
Tour if they are holding a spec, or model 
home.  However, homes can be entered even 
if they are still under construction -  a major 
difference from the rules for the Parade.

From a developer’s point of view, the 
Fall Tour is a great way to bring people to 
the see the streets in a new subdivision.  
Did you know, the Fall Tour also allows 
developers to enter their building lots 
available for purchase?

For the Fall Tour, there is no judging, no 
inspections, and no awards.  The primary 
focus is something we can all agree is 
needed: TRAFFIC!

The Fall Tour will have plenty of 
opportunity for affordable exposure.  The 
Fall Tour Guide will once again be inserted 
in the Evansville Courier, and ads are 
as low as $125!  Contact SIBA for more 
information (479‑6026).

*$500 private offer valid toward the purchase or lease of eligible new 2007, 2008 and 2009 GM passenger 
car and light-duty truck models. Excludes Cadillac CTS-V, XLR-V and STS-V; Chevrolet Corvette Z06; 
HUMMER H1, Hybrid vehicles and medium-duty trucks. Customers must take delivery by January 2, 2009. 
Not compatible with other private offers. Not valid on prior purchases. See dealer for complete details.

NAHB members can get $500* towards 
the purchase or lease of most new GM 
vehicles. For details, visit gmfl eet.com/nahb.

Ad Number: PP-GMFC-10292C
Perich Job No: 10292
Trim: 3.625" x 4.75"
Bleed: None
Live: NA
Colors: B/W
Format:  1/4 page, non-Bleed

Version: 01.03.08 

  Work hard. Save hard. With this 

$500*00
                               private offer.
$

| 2008 CHEVY SILVERADO

PP-GMFC-10292C.indd   1 1/3/08   2:46:00 PM



Page 11ACTION NEWS SEPTEMBER 2011

sponsorship spotlight...

FOAM
INSULATION

FOAM INSULATION
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2012 PARADE
PREVIEW  

SIBA is kicking off the all-new and 
exciting event that brings together buyers 
and sellers.  Using a table-top format, the 
PARADE PREVIEW will now replace the 
January membership meeting, and allow 
many suppliers to exhibit their products and 
services to builders and remodelers.

The Preview will deliver more selling 
power to members, and is designed so 
more members can afford to participate in 
a high‑profile event.  Now companies can 
exhibit the newest in home buying trends 
– from sinks to windows, and from colors 
to floorplans.

At the Preview, exhibitors will present 
special features, products, upgrades and 
specials for the 2012 Parade of Homes.  
With a strong emphasis placed on the 2012 
Parade of Homes, SIBA will be providing 
nifty incentives that are sure to convince 
Builders they need to be there!

Compare the cost of booth space at the 
Preview to the time and money you will 
spend meeting with Parade Builders.  That’s 
IF you can track them down, right?  At the 
Preview, your sales reps can reach many 
Parade Builders in one location, in a single 
evening!  Make your point in front of your 
own display, and make the sale!

Our first annual Preview is scheduled 
for January 10, 2012 (2nd Tuesday) in 
the pavilion area at the Clarion Inn and 
Conference Center.  Exhibitors will definitely 
enjoy exhibiting at our gracious host, whose 
facility is easy to use without getting 
“nickel-and-dimed to death”.

Purchase your exhibit space(s) now!  The 
floorplan (see next page) indicates booth 
spaces which SIBA members can select as 
their best exhibit location(s).  Booths will 
be sold on a first‑come, first‑served basis.  A 
completed contract with payment is required 
to reserve space.  Starting September 1, 
the Preview contract is available at the 
SIBA office, or on the SIBA website  –                
www.SIBAonline.org.

WHERE THE 
BUILDERS ARE

For the Preview, Builder members ARE 
the targeted audience.  And SIBA is serious, 
and prepared to court Builders sweetly to 
attend the Parade Preview.  Check out these 
incentives for Builders, IF AND ONLY IF 
they attend:

Two free attendees from each 1) 
Builder member company
$500 discount from the first Parade 2) 
entry (replaced the Early Bird 
discount)
Builders can enter a drawing to win 3) 
ONE FREE PARADE ENTRY, 
on a “use-it-or-lose-it” basis.  The 
entry is non-transferrable and non-
exchangeable.
Plenty of Prizes –  Each exhibitor 4) 
will be required to give a prize of 
$25 value or greater.  Exhibitors 
are allowed to conduct their own 
drawings for prizes, and SIBA will 
help announce winners.

REVERSE 
DRAWING AT 

PREVIEW
sponsored by logan lavelle Hunt

The 2011 Reverse Drawing will be 
held on Tuesday, January 10, 2012 at the 
Parade Preview.  SIBA recruiters will have 
their name entered once per new member 
recruited during this year.  Those who 
sponsored Advertiser Licenses during the 
2011 Parade, will have their name entered 
twice per License.  At the Preview, the 
last name drawn out is the lucky winner 
of a the grand prize - $1,000 travel gift 
certificate, sponsored by Trent Hunt, 
Logan Lavelle Hunt.

“It only takes one, but the extra’s are 
nice too!”

SEMINAR 
ON TODAy’S 

BUyERS
All SIBA members are encouraged 

to attend a 3-hour workshop featuring a 
top-notch speaker who will present the 
most successful trends in home buying.  
What’s HOT?  What’s NOT?  From colors 
to floorplans, attendees can learn what’s 
working with today’s new home buyers.

The seminar is geared to end just 
as the Preview is getting started – so 
attendees can walk from their classroom, 
directly into the exhibit area!  Details and 
registration for this seminar are still being 
determined by the Preview Committee.  
Stay tuned for details!

BOOK yOUR 
SPACE TODAy!

Starting September 1, 2011, 
booths are sold on a first-come, 
first‑served basis.  The exhibit fee 
is $345 per booth; and $199 for a 
table-only space.  See details for 
booth dimensions, etc.

To reserve your space, completed 
contracts  are  required to be 
accompanied by payment.  See 
Cancellation Policy in contract.  
SIBA accepts checks and credit card 
payments.

http://www.SIBAonline.org
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Company Name: ___________________________________________________

Contact Person: ____________________________________________________

Billing Address: ____________________________________________________

City: __________ State: ____  Zip: _____  Phone: ________________________

Email: _______________________________  Fax: ________________________

SIGNATURE: __________________   TOTAL COST: $______

FALL TOUR BUILDERS ONLY
ENHANCED WEB LISTING ……………............................................................................$125/entry
Each Fall Tour entry will be listed on www.FallTourofHomes.com with Map #, company name, 
address of entry, and one picture of the front of the house (optional).   An Enhanced Listing 
includes all of the above, plus the Builder contact information, company logo (provided to SIBA 
by builder), link to Builder email, link to Builder website, description of entry, written directions to 
location, and up to 4 additional photos.

PACKAGE MENU ORDER FORM
PLEASE CHECK ALL THAT APPLY:

	Front Cover Ad:  $800   $_____
	Fall Tour Guide Ad: $125/square $_____
	FALL TOUR MAP SPONSOR: $500 $_____
	WEBSITE SPONSOR: $500  $_____
	TV 9p: $1500                $_____

Company hereby agrees to purchase advertising space in the 2011 Fall Tour Guide or Web/TV promotions.  The size of the advertising 
space and the specifications that Company agrees to purchase is set forth above.  Company agrees to provide Southwestern 
Indiana Builders Association (“SIBA”) camera-ready artwork for said advertisement on or before October 1, 2011.  Payment for said 
advertisement shall be made by Company to SIBA on or before October 30, 2011.  SIBA, in its sole discretion, shall determine the 
location of Company’s advertisement in the Guide.  SIBA shall not be responsible for any mistakes in Company’s advertisement or 
the omission thereof from the Guide.  Company acknowledges and agrees that in the event of a breach of any term or condition 
of this Agreement by SIBA or in the event of an error or omission by SIBA, the damage for such breach, error or omission would 
be difficult to determine, therefore, Company’s sole and exclusive remedy for any breach, error or omission shall be limited to a 
discount of the advertising price paid by Company to SIBA or, in the discretion of SIBA, the return of Company’s payment for the 
advertising space purchased hereunder.  Company agrees to indemnify and hold SIBA harmless from any and all liability, claims, 
demands, actions, losses or damages that may arise from or in any manner be connected with the advertising content submitted 
by Company to SIBA.  SIBA reserves the right to reject any artwork and content submitted by Company, or any portion thereof.  
Interest at a rate of eighteen percent (18%) per annum will be charged for all payments not made within thirty days after the due 
date.  SIBA shall have the right to attorneys fees and costs of collection in the event it pursues collection efforts.

	TV 6p: $600          $_____
	TV NN : $150          $_____
	TV AM : $320          $_____
	TV JJ: $320          $_____
	TV R: $300          $_____

FALL TOUR  SUPER PROMO 
PACKAGE MENU

Available to ALL Builders and ALL Associates!

ADVERTISING IN THE FALL TOUR GUIDE 
The full-color Fall Tour Guide is printed as a full-sized, four page spread and will be inserted as its own 
section in the Evansville Courier on October 21.  Ads are sold on a first-come, first-served basis.

Front Cover Ad ……………………………………………………………………………………..............................$800
Includes the ad space at bottom-half of the front cover of the Fall Tour Guide.

Fall Tour Guide Ad ………………………………………………………………………………………..........$125/square
Includes full-color ad (size: 3.7” wide x 3” tall).  Production assistance available! 

FALL TOUR MAP SPONSOR …………………………………………………………………………………………......$500
Place your company logo on the Fall Tour of Homes map.  The map will be featured in the back cover of 
the Fall Tour Guide, inserted in the October 21 Evansville Courier; as well as be placed on the Fall Tour of 
Homes website. 

WEBSITE SPONSOR ……………………………………………………..…………………………………………..........$500
Place your company logo on the Front Page of the Fall Tour of Homes website, where traffic will be driven 
by effective newspaper and television advertising.  The logo will link to your website.

TV TAG SPONSORSHIPS
Show your support for the Fall Tour of Homes by purchasing the final seven seconds ( :07) of the Fall Tour 
television ad that will be running on Local 7 WTVW the week of the Fall Tour of Homes.  Include your 
company’s logo, website, and …….. whatever else can fit into the (:07) tag!

TV 9p   5 ads during 9pm Local 7 News................................................................................$1250

TV 6p   5 ads during 6pm Local 7 News..................................................................................$625

TV NN     5 ads during NOON Local 7 News................................................................................$150

TV AM    10 ads during 6am Fox AM Evansville...........................................................................$200

TV JJ   5 ads during Fox’s Judge Judy......................................................................................$325

TV R  18 ads during all-day rotator (5am – 12 midnight).......................................................$450

SPECIAL AUCTION NOTE:
At SIBA’s October 11 membership meeting, a weather-remote featuring 
Local 7 Weatherman Ron Rhodes, will be auctioned off to the highest 
bidding Fall Tour Builder.  Ron Rhodes has a strong following, and would 
make a terrific special guest host at your Fall Tour Home!

	Enhanced Web Listing: $125/entry $_____

FALL TOUR BUILDERS ONLy
ENHANCED WEB LISTING ……………............................................................................$125/entry
Each Fall Tour entry will be listed on www.FallTourofHomes.com with Map #, company name, address of 
entry, and one picture of the front of the house (optional).   An Enhanced Listing includes all of the above, 
plus the Builder contact information, company logo (provided to SIBA by builder), link to Builder email, 
link to Builder website, description of entry, written directions to location, and up to 4 additional photos.
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PACKAGE MENU ORDER FORM
Please CheCk all that aPPly:

	Front Cover Ad:  $800           $_____
	Fall Tour Guide Ad: $125/square         $_____
	FALL TOUR MAP SPONSOR: $500         $_____
	WEBSITE SPONSOR: $500          $_____
	TV 9p: $1500                       $_____

	TV 6p: $600                     $_____
	TV NN : $150                     $_____
	TV AM : $320                                   $_____
	TV JJ: $320                                   $_____
	TV R: $300                                   $_____

	Enhanced Web Listing: $125/entry       $_____

SPECIAL AUCTION NOTE:
At SIBA’s October 11 membership 

meeting, a weather-remote featuring 
Local 7 Weatherman Ron Rhodes, will be 
auctioned off to the highest bidding Fall 
Tour Builder.  Ron Rhodes has a strong 

following, and would make a terrific 
special guest host at your Fall Tour Home!

Company Name: ___________________________________________________

Contact Person: ____________________________________________________

Billing Address: ____________________________________________________

City: __________ State: ____  Zip: _____  Phone: ________________________

Email: _______________________________  Fax: ________________________

SIGNATURE: __________________   TOTAL COST: $______

Company hereby agrees to purchase advertising space in the 2011 Fall Tour Guide or Web/TV promotions.  The size of the 
advertising space and the specifications that Company agrees to purchase is set forth above.  Company agrees to provide 
Southwestern Indiana Builders Association (“SIBA”) camera-ready artwork for said advertisement on or before October 
1, 2011.  Payment for said advertisement shall be made by Company to SIBA on or before October 30, 2011.  SIBA, in its 
sole discretion, shall determine the location of Company’s advertisement in the Guide.  SIBA shall not be responsible for 
any mistakes in Company’s advertisement or the omission thereof from the Guide.  Company acknowledges and agrees 
that in the event of a breach of any term or condition of this Agreement by SIBA or in the event of an error or omission 
by SIBA, the damage for such breach, error or omission would be difficult to determine, therefore, Company’s sole and 
exclusive remedy for any breach, error or omission shall be limited to a discount of the advertising price paid 
by Company to SIBA or, in the discretion of SIBA, the return of Company’s payment for the advertising 
space purchased hereunder.  Company agrees to indemnify and hold SIBA harmless from any and 
all liability, claims, demands, actions, losses or damages that may arise from or in any manner be 
connected with the advertising content submitted by Company to SIBA.  SIBA reserves the right 
to reject any artwork and content submitted by Company, or any portion thereof.  Interest at a 
rate of eighteen percent (18%) per annum will be charged for all payments not made within thirty 
days after the due date.  SIBA shall have the right to attorneys fees and costs of collection in the 
event it pursues collection efforts.
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The principal reason most Associate 
members join SIBA is to get business 
from Builder members. However, it is 
not always easy and it is never automatic. 
Membership does not give an Associate 
member the right to a builder’s business. 
What it does, rather, is give him/her the 
opportunity to seek business from builders. 
Many builders in turn will try to do business 
with an Associate member, provided there is 
a favorable balance to him in price, service, 
and quality. Consider some of these basic 
principles in building your relationships with 
Builder members:
DO:

Visit the builders regularly with  
good reason--do not waste their time. 
Don't underestimate his/her interest in 
new products.

Keep the literature current.  The 
builders need current information if 
they are going to use your product, not 
only to show their customers, but also 
for other suppliers or trade contractors 
who may be involved in installing your 
products.

Keep the builders informed if there  
are pricing or product changes. 
There has never been a builder who 
liked price increases, but they dislike 
surprises even more. Timely notice will 
allow them to adjust the budget.

Let the builder know immediately  
if a product is discontinued or 
going to be discontinued, and what 
the replacement options are.

 

Tell the builder immediately if a product 
or service is going to be delivered late. Stay 
in touch with him/her so you know when you 
and/or your product are needed. Remember 
that other suppliers and subcontractors may 
be affected when you are late.

Sell quality products and do not •	
compromise your reputation with 
inferior products or services.

 

Be honest with the builders about what 
features or benefits they may gain by 
paying a little more. If your offering has 
deficiencies, tell them in advance so they can 
make adjustments.
 

Do not waste the builder’s time -- take 

BUILDING BETTER RELATIONSHIPS WITH BUILDERS
care of his or her needs quickly. When you 
make an appointment, be on time or call to 
say you will be late. S/He has to deal with a 
lot of suppliers and trade contractors.
 

Be knowledgeable. Try to understand their 
business. Is s/he building luxury homes or 
affordable housing? Take Certified Graduate 
Associate (CGA) classes to stay informed 
of trends in the building industry and be 
a source of information to him/her. Find 
answers to his/her questions. Reliable 
information will keep the builder coming 
back to you.
 

Get actively involved in the home 
builders association. Just as builders make 
their living from the building industry, so, 
too, do you. Getting involved not only 
benefits the industry as a whole, but also gets 
you the recognition you need from builder 
members. Regular meeting attendance will 
give you additional visibility. Devote some 
of your advertising budget to placing ads in 
the association’s newsletter.

Encourage pride and service •	
throughout your company. 
You are judged by the attitude of 
everyone who works for you. Polite 
administrative staff, accounting 
staff, and delivery people are 
greatly appreciated.

However, DON'T:
 

Don't speak negatively about your 
competitors or their products or services. 
S/He may be a personal friend of the builder 
or even a fellow member of the home 
builders association. We all have to prove 
ourselves to be accepted. You will not 
succeed by speaking negatively about your 
competition. Also, the builder may have been 
using your competitor’s product or service. 
By speaking negatively, you are saying that 
the builder was not very smart for using it. 
In either case, you are going to make the 
builder defensive. Instead, focus on making 
positive statements about your products or 
service. Provide the builder references of 
other builders who have been satisfied with 
your product, service, quality, and price.

Don't underestimate the builder's •	
interest in new products.

 

Don't misrepresent the facts, or, to put 
it bluntly, don’t lie. Whether it’s about a 
delivery, what you or your product can do, or 

about price, never become an untrustworthy 
businessperson. Do not tell the builder you 
are offering the best price in town when you 
may have given someone else a better price. 
Prices can vary based on quantity, delivery, 
and a variety of other factors, and builders 
know that. They do not want to be lied to 
any more than you do.
Bottom line, selling to builders takes a 
lot of common sense and courtesy. Your 
membership in the home builders association 
is a tremendous asset to your business. By 
applying these basic rules to your sales 
strategies and actively participating in the 
association, you can greatly enrich your 
builder relationships, increase your sales 
opportunities, and grow as a consummate 
professional.

Thank you, Associates. 
Your contributions are essential 
to the home building industry, 

our community, and our growth.

Thank you, Associates. 

September is 
Associate Member 

Appreciation Month.
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CONGRATULATIONS TO ALL 
SIBA ASSOCIATE MEMBERS!
September is National “Associate 

Appreciation Month”.   And in honor 
of September being national Associate 
Appreciation month, the Southwestern 
Indiana  Bui lders  Associa t ion  wi l l 
present its Darrell Dunlap Associate 
of the Year award at the September 10 
membership meeting.

T h e  S I B A b o a r d  o f  d i r e c t o r s 
nominated many outstanding choices 
for the prestigious award.  Then ballots 
were sent to all Builder members who 
had the unenviable task of voting for 
their favorite associate member - who 
contributed the most to the association 
and/or industry in 2011.

It is this month when SIBA builders 
wil l  present  the  “Darre l l  Dunlap” 
Associate of the Year award to one 
of the most valuable and supportive 
members in the organization.

The Associate of the Year award 
is named after Darrell Dunlap, who 
was a great asset in our organization.  
Darrell’s involvement was, and still is, 
regarded as outstanding.  The award 
has become prestigious among our 
members and it is the biggest “thank 
you” our associates can receive from 
the builders.

Congratulations again and thank you 
to all the outstanding nominations, AND 
THEIR EMPLOYERS for allowing them 
the time and energy spent on making 
this a great organization!    Please be 
sure to thank all of these people when 
you see them next.  And be sure to 
attend the September 13 meeting to see 
them, and congratulate the winner.  

These are some tough choices!  But 
one will be announced as the 2011 
Associate of the Year.  Here are the 
nominations.

2011 NOMINATIONS:
Mark Dill – Mark Dill Plumbing

Ann-Marie Dougan - Vectren
Ryan Heltsley – Evansville Garage Doors

Sean Miller - Benthall Bros, Inc.
Jim Thomas – German American Bank

PAST WINNERS
1987 Brad Killebrew
1988 Rick Grant
1989 Darrell Dunlap
1990 Darrell Dunlap
1991 Robert Sears  
1992 Marc Berridge
1993 Wayne Henning
1994 Bert Warner, Sr.
1995 Marc Berridge
1996 Mike Frank & 
  Rick Schapker*
1997 Wayne Townsend
1998 Steve Piper
1999 Ted Ubelhor
2000 Shannon Frank
2001 Jennifer Warner
2002 Ted Ubelhor
2003 Marc Berridge
2004 Jennifer Mitchell
2005 Shannon Frank
2006 Shannon Frank
2007 Jim Thomas
2008 Kevin O’Donohue
2009 Jim Thomas
2010 Trent Hunt
2011 _________

* Rick Schapker is the only SIBA 
member to also win Associate of the Year 
at the state level.

CAPTAINS 
TO DRIVE 

MEMBERSHIP 
SEPTEMBER 8-9

Happe, Dormeier, Zehner 
& Scheessele Prepare for 

recruiting battle
SIBA Membership Chairman Jeff Happe 

has planned a membership drive this month 
to bring in more companies who should be 
members of the Association.  “Over the past 
couple years, we’ve suffered some losses 
in membership – like many membership 
organizations.  Frankly, the economy took 
its toll.  But we’ve added a lot of value of 
a SIBA membership, and now it’s time to 
re-build.”

Happe has the support of the SIBA 
board of directors, perhaps because he led 
the Association in two highly successful 
membership drives – in 2007 and 2009.  In 
2009 the membership drive brought in 35 
new memberships.  In 2007, Happe led the 
association in its greatest recruiting effort 
which resulted in 121 new memberships!!!

Already, fellow Builder members Mike 
Zehner, Keith Scheessele and Chip Dormeier 
have signed on as Team Captains and will 
lead teams of recruiters in a friendly, 
but serious, competition to bring in new 
members.

Happe organized the two‑day recruiting 
competition on September 8 & 9.  All SIBA 
members are welcome to compete, but 
Happe says he is specifically calling out the 
BUILDER MEMBERS to join a team, and 
make the membership drive a success.

And Happe has arranged for some 
great incentives to join SIBA.  Each New 
Member who joins SIBA during the 2001 
Membership Drive will receive:

FREE GOLF·  for a twosome at 
Rolling Hills Country Club, donated 
by Brian Jones, RHCC.
FREE LUNCH BUFFET · and 
DINNER APPETIZER, donated by 
Alexa Stahl, Clarion Inn
FREE 500 BUSINESS CARDS · 
PRINTED, donated by Butch Frank 
at Evansville Print Specialist.

Thank you to Rolling Hills, Clarion 
Inn, and Evansville Print Specialist for 
supporting the SIBA event.

See DRIVE, page 19



SEPTEMBER 2011Page 18     ACTION NEWS

Make It Personal With PPG PORTER® Paints
In-Home Color Consultation Services

PPG Porter Paints’ Color Consultants offer 
expert assistance with:

• Interior and exterior color selections
• Complete color schemes for new 

construction and renovations
• Model home color selections and home 

staging
• Professional color tools including THE 

COLOR SENSE 2.0® game
• Complete color confidence for you and 

your customer

Visit your neighborhood store or contact your 
local color consultant directly for more information.

1.  Evansville West
 306 North 7th Avenue
 Evansville, IN 47710
 (812) 424-4774

2.  Evansville
 2211 Burkhardt Road, North
 Evansville, IN 47715
 (812) 473-0339

1

2

Cassie McDonough
(812) 430-0301
mcdonough@ppg.com

65669 PPG EVA ad.indd   1 12/9/10   11:01 AM

HEARING SET FOR NEW ENERGy CODE: Sept 16
The State Budget Agency has approved 

a draft of the proposed rule amending the 
energy conservation provisions of the 
Indiana Residential Code, 2005 edition 
(LSA Document #11‑84) and its fiscal 
impact analysis.

Agency approval clears the way for the 
document to be published in the Indiana 
Register in August and for the public 
hearing to be held September 16.

If no major changes are made to the 
proposed rule as a result of the public 
hearing, the Commission could approve 
it at their October 4 meeting making it 
effective in January or February 2012. For 
more information, please contact Carlie 
Hopper at Carlie@BuildIndiana.org or 
(800) 377‑6334 ext. 206.

SIBA TO PROVIDE 
ENERGy CLASSES 

TO MEMBERS
SIBA is preparing to breakdown the 

requirements of the new energy code into 
a class for its members.  If, and when, the 
energy code is approved and signed by the 
Governor is still be determined.

But even as the final details are hammered 
out, it will be critical to home builders, 
suppliers, and yes – even the inspectors 
to learn quickly what is expected for code 
compliance.  Stay tuned!

BUILDERS ID, TARGET 
PERFORMANCE FOR 
NEW ENERGy CODE

The proposed Energy Code is still 
lacking.

That’s what SIBA builders have to say 
about the proposed Energy Code, which 
recently gained approval from the state’s 
budget agency, and is expected to proceed 
through the adoption process.

Adding a performance-based alternative 
is the focal point.  As requirements are being 
increased for performance-related aspects of 
a new house, the code still does not include 
an alternative method of complying with the 
energy requirements.

Builders agree the goal of adopting a 
new energy code is to improve a house’s 
performance, thus using less energy to heat 
and cool.  and as these costs are being 
poured onto the shoulders of the home 
building industry, it is important to home 
builders to have available all resources that 
accurately measure the performance of the 
new houses.

Experts agree that software programs are 
reliable in showing compliance.  This means 
the same efficiencies can be achieved, while 
saving the contractor more than $1,000 per 
house to do so.

Reliable computer programs and software 
are available and have been approved for 
such use in other states.

mailto:Carlie@BuildIndiana.org
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Led by their respective Captain, the four 
teams will take their turns calling prospective 
members from the SIBA office on September 
8 & 9.  The SIBA Victory Party will start at 
4:30 pm on Friday - immediately after the 
last team finishes.  Prizes will be awarded to 
the best recruiters, and teams who achieve 
their goal.

Special thanks also to Trent Hunt, Logan 
Lavelle Hunt, who agreed to sponsor the 
snacks and refreshments while teams are 
making their calls, as well as during the 
VICTORY PARTY!

Members who want to participate in the 
2011 Membership Drive, or add incentives 
for prospects to join, should call the SIBA 
office at 479‑6026.

DRIVE,  continued from page 17

of consumer confidence. Both builders 
and buyers continue to exercise a great 
deal of caution due to uncertainty about 
the current economic climate, the large 
number of foreclosed homes on the market 
and concerns about access to credit.  
Uggghhhh!!!

Now, on to the more optimistic side of 
things.  Volatility on Wall Street has helped 
push mortgage rates to all-time record lows.  
The fixed rate on a 30‑year mortgage fell to 
4.15% this past week to its lowest levels in 
over 50 years.  Record-low mortgage rates 
have helped spark mortgage activity on the 
refinance side but have not been able to stir 
up purchase activity.  But with mortgage 
rates retreating to near record-low levels 
again and home prices seemingly bottomed 
out, housing may finally be a safe place to 
park capital once again.  With such volatile 
markets worldwide, a house provides a 
solid tangible asset that may not appreciate 
rapidly, but which is not likely to decline 
substantially from current levels either.  
Additionally, with many Americans having 
newly soured attitude thanks to the housing 
bust, rental/multifamily has become a more 
attractive option.

The National Association of Realtors 
reported existing home sales declined 
again in July but median existing home 
prices were relatively unchanged.  The 
Census Bureau reported the June new home 
sales also declined but median new home 
process also increased.  Furthermore, data 
from Housing IntelligencePro also shows 
that the median home price on a regular 
resale home nationwide has increased for 
3 consecutive months at the end of June 
while recording year-over-year gains for 
every month so far this year.  So with the 
stock market lurching as a result of global 
economic factors, the thoroughly battered 
housing market may look like a comparative 
safe play to many.

If you missed Daniel Wagner’s article in 
the Business section of the Courier & Press 
last Sunday, check it out.  Experts are not 
the only ones skeptical, just about every 
possible home buyer we get the opportunity 
to speak with are as well.

PRESIDENT'S,
 continuerd from cover

And we want 
YOU to GET 
INVOLVED!
Builders, the 
best way you 
can say “thanks” 
for all the work 
Associate 
members do is 
to get involved 
in association 
events. Your 
participation 
matters. 

September 
is Associate 
Member 
Appreciation 
Month

Hope to see you 
this September!

m   Insert your m
HBA logo here

nEED a biD?

Check your 
siba Members 

first!
www.SIBAonline.org
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"MEETING YOUR NEEDS SINCE 1920"

 MILLER
 BLOCK
 AND
 BRICK CO.
 • CONCRETE BLOCKS
 • ARCHITECTURAL BLOCKS
 • FACE BRICKS
 • PATIO BRICKS
 • CONCRETE PAVERS 
 • GLASS BLOCKS
 • MASONRY SUPPLIES

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

422-2864

609 N. Weinbach Avenue
Evansville, IN  47711

Fehrenbacher Cabinets, Inc.
8944 Highway 65
Evansville, IN  47720

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

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

(812) 963-3377     www.fci3.com

JOHN ANDERSON
270.903.8949

The Right Choice for 
Years to Come

• Residential     • Commercial
•Industrial Recycling Services

Call Allied Waste for ALL
Waste Removal Needs!

424-3345
www.disposal.com
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sIBa 
M’ship 

Meeting
5:30pm @ Clarion Inn

 sunday MOnday tuesday Wednesday thursday FrIday saturday
     1 2 3  

 4 5 6 7 8 9 10  

 11 12 13 14 15 16 17  

 18 19 20 21 22 23 24  

 25 26 27 28 29 30 

september
sIBa 

remodelers 
4:30pm @ PPG/Porter 

Paints East

M'ship drive 
Teams Mtg
44:30pm @ SIBA MeMBershIP drIVe

Parade 
PreVIeW 

exhibit space 
FOr sale!!!

Energy Code 
Hearing

Indianapolis, IN

IBa Board & 
Cmte Mtgs
Indianapolis, IN
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MEMBERSHIP 
rOsTEr

BUILDERS

It's Good
Business

to do 
Business

with a 
SIBA

MEMBER

4-a builders
ambrose Construction inc
badger Construction inc
barrington Development group
Baywood Homes LLC
bosma Construction inc
brian stevens Homes inc
W E brubeck Construction llC
CaC Development Company, llC
CAPE Community Action Prg of Eville
Comfort Homes
Conti Homes llC
Core Contractors, inc
Corey Hirsch Construction inc.
Cravens Construction inc
Creative interiors/re-bath
D & M Construction inc
Dan buck Homes inc
Danco Construction inc
Daniel E Temme Architect PC
Dauby Construction inc
David stevens Construction inc
Davis Homes
Denton Homes, inc
Don Dubord Homes inc
Elpers Development inc
Exquisite Homes LLC
Fest Construction inc
Fischer Contracting inc
goebel realty & Development
goodson Construction Co inc
Green Meadow Construction, Inc.
Haas Construction inc
Haas Homes inc
Habitat of Evansville inc
Handyman Services Midwest, LLC
Happe & sons Construction
Heidorn Construction inc
Holweger Construction, Inc.

Homes by alan bosma, llC
Homes by Eagle Construction
Homes by Jimmy Kaster
Homes by robert Cook
integrity Construction & renovations
Jagoe Homes inc
John Elpers Homes
John Mattingly Homes inc
Kattmann Construction inc
Ken stevens Construction llC
Kensler Construction llC
Kuhlman Construction inc
leosons inc
MCF Construction inc
Maken Corporation
Mike Greenwell LLC
Mike Hirsch Construction
Murphy Homes inc
nathan Esche Construction, inc.
New Urban Homes, LLC
nord Enterprises inc
O'Daniel inc
Phil Kost Construction
Popham Construction Co
Progressive Custom Homes, Inc.
Public Ed Foundation of Ev
r a Mcgillem Custom Homes
r J C inc
rahman Homes
regal Homes of so. indiana llC
reinbrecht Homes
rhoades & Curry
riecken Construction inc
sandy smith builder inc
scheessele & sons Construction
selective Homes by Chad & Dad
shepherd Construction inc
smith & briscoe llC
spring Valley/TD&T llC

sterchi Homes Corporation
Talbert Homes and More, inc.
Thompson Homes inc
Tri state Contracting, llC
Tri-state restoration Contractors
Zehner Contracting, llC
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ASSOCIATES
 2-10 Home Buyers Warranty
 31 W Insulation Co
 5 star security systems
 A-1 Guttering Inc
 aching acres landscaping
 Action Pest Control
 advantageair inc
 alles brothers Furniture Company
 Allied Building Products Corp
 allied Waste srvs of Evansville
 All-Weather Products Inc
 american Wholesalers inc
 ameristamp sign-a-rama
 Andersen Windows, Inc.
 B & P Supply
 b M b, inc
 backyard Fences and Decks llC
 baker auction & realty
 bank of america Home loans
 german american
 barnett & associates
 Bayer's Plumbing Inc
 baylor Heating & air Cond. inc.
 benny's Flooring, llC
 benthall bros inc
 beuligmann Heating & air
 bill Egli Concrete Construction
 Blackwell Drywall Inc
 Blinds by Design Window 
 bosse Title Company
 Bowen & Becher LLC
 brian's Concrete supplies, inc.
 Budget Blinds of Newburgh
 ben bush landscapes
 Cabinets and Counters inc
 Capital Electric inc
 Capital realty & assoc
 Carpet Discount Center inc
 Carpet One Floor & Home
 Cash Waggner & Associates PC
 CD Environmental inc.
 Champion Window Co
 Chapman Construction
 Clarion inn & Conference Center
 Clark installation Co inc
 ralph Cole Construction Co inc
 Combs landscape & nursery, inc
 Complete Design service
 Complete lumber, inc
 Concrete supply, llC
 The Copper shop
 Cornerstone granite llC
 Counter Design
 Diamond Equipment Inc
 E & B Paving Inc
 Edwards Concrete Construction
 Efficient Energy Technologies LLC
 Elite Concrete services

 Elliott's Excavating
 Ellis Wood Floor service
 Engler's Flashing Works
 Era First advantage realty inc
 Evansville Courier Company
 Evansville Federal Credit union
 Evansville garage Doors, inc
 Evansville Print Specialist, Inc.
 Evansville Titles
 Evansville Winnelson Co
 F C Tucker Emge realtors
 Fan & light World
 Fehrenbacher Cabinets inc
 Felts lock & alarm Co inc
 Ferguson Enterprises inc
 Fifth Third bank-Mortgage
 First Federal savings bank
 g r Freeman Htg & a/C inc
 Gabe Mehringer Plumbing Inc
 gaF Materials Corporation
 General Shale Products Corp
 graber insealators inc
 grooms Exteriors inc
 guttertech, inc.
 Hahn Bros Drywall Corporation
 Harding shymanski & Co
 Hasgoe Cleaning systems inc
 Head's Electric inc
 Heritage Federal Credit union
 Hoehn Concrete inc.
 The Home Plan Co
 Horizon Contracting Inc.
 Hornbeck Concrete services inc
 HUB International Midwest
 Hulsman refrigeration
 Hydromax
 ICI Paints Inc
 illuminating Expressions
 iMi - irving Materials inc
 indiana Wholesalers inc
 insight
 insulpro inc
 integra bank
 interstate stone supply inc
 J b i Construction inc
 Jack Frost, inc
 Just Faux It! Just Consign It!
 Kemper CPA Group LLP
 Kenny Kent Toyota scion lexus
 Kenny Kent Chevrolet
 K-i lumber & building Materials
 Kight lumber Co inc
 Kightlinger & Gray, LLP
 Killebrew Brick
 King's Great Buys Plus
 Kitchen interiors
 KMi llC
 KnEW solutions llC

 Koch air llC
 Koorsen Fire & security inc
 Kraft nursery inc
 lambs Electric llC
 lance Cabinet shop
 lang brothers Construction inc
 lappe Heating & air inc
 lavallo & Frank
 Lea Matthews Furniture & Int
 legence bank
 leisure Distributors
 lensing building specialties
 lin-gas inc
 lockyear Title llC
 logan lavelle Hunt ins agency
 louisville Tile Distributors inc
 Lowe's Home Centers
 Mann seamless guttering
 Mark Dill Plumbing Company
 Martin brothers & Co inc
 Matt's Precision Drywall Inc
 H.g. McCullough Designers, inc.
 MCF House Movers llC
 Metzger Construction Co Inc
 Meuth Carpet supply
 Meuth Concrete services
 Meyer Truck Equipment
 Meyer, Stone & Stratman LLP
 Miller block & brick Co
 Moose Lewis Contracting Inc
 Morley & associates inc
 Mr. Fence, inc.
 Mulzer Crushed Stone
 nature by Design landscapes
 nenneker Electric service inc
 nexgen building supply
 niehaus Construction llC
 niteliters inc
 nix sanitary service
 north american green
 Old national bank
 OTT Tile
 Overhead Door Co of Evansville
 Paragon Sight, Sound & Security
 Pasco Painting Inc
 Patton Htg. & A/C Co Inc
 Pella Windows & Doors
 Plumbers Supply
 Powers Welding & Excavating
 PPG/Porter Paints
 Precision Stoneworks
 Premier Concrete LLC
 Premier Heating and Cooling Inc.
 Prof'l. Warranty Corp (PWC)
 ProSource Whls Floor Coverings
 raben Tire Co inc
 ray's Heating & aC inc
 Reach Magazine of Evansville

 Rita Heathcotte CPA
 Romain Cross Pointe Auto Park
 scheller, Woodruff & associates
 schiff air Cond & Heating inc
 Scholz Drywall & Interiors Inc
 service glass inc
 J.E. shekell, inc.
 shepherd ins & Financial svcs
 Sherwin Williams
 Shively & Associates P C
 Sun Windows Inc
 sunburst  stained glass
 Swat Pest & Lawn Management
 The Window Source of So Indiana
 ThermalCell insulation llC
 Thermo-scan, inc.
 Truss systems inc
 Trusses by Hobgood inc
 uebelhor and sons
 united bank
 united Dynamics, inc.
 Vanguard alarm services inc
 VECTrEn
 Veolia Environmental svcs llC
 Verizon Wireless
 Water Furnace
 Watson Masonry
 Whayne supply
 Whirlpool Corporation
 Wholesale Hardwood Interiors Inc
 Windows of Evansville
 Winiger Electric
 Wood spec'ties by Fehrenbacher
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We focus on the insurance and financial 
needs of your building industry.

For more than 40 years, LLH has been providing insurance and financial services 
to Southern Indiana’s building industry. Today, with all the challenges your business 
faces, it’s a good time to talk with us to create a plan that will put your company’s 

insurance, benefits, and wealth management programs in order.

Kentucky (502) 499-6880   |   www.LLHins.com   |   Indiana (877) 949-7444

 Insurance Benefits Wealth Management Mortgage

Endorsed by


