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) Presidents Message

Bob Van lwaarden

KEEP LOOKING UP

The plane was very late, it’s dark with the moon as the
only thing I recognize and it seems to be in the wrong
side of the sky! I am quite sure it is in the south east-
ern sky because I am only two time zones away and in
the same hemisphere. I am totally disoriented, in a
subcompact car, steering wheel and controls on the
right hand side of the car and told to be sure to re-
member to drive on the left hand side of the road! But
not to fear, because for $7.50 I just purchased a Cay-
man Island drivers permit! Totally confused, I soon
came upon the first round-a-bout and became totally
lost. But my trusty co-pilot, Carol, had a map and
knew that there was only one road around the island
and if we could get out of this maze called George
Town we should keep the ocean on our right and we
would be ok. So looking up to the moon, trusting my
watch to be right and the moon to be where it should
be, we moved forward.

Upper management means more than the position of
authority. It also means a position of overview. It
means oversight. The benefit/advantage of overview
will help our staff and personnel through the maze that
we place them in so often. Perspective within the
maze is often very limited and good oversight brings
the big picture those workers and staff need to be effi-
cient and safe.

Upper management can best share this view and sup-
port by implementing processes that provide system-
atic and organized ways of doing things that help staff
and workers through the maze.

Upper management should also provide continuous
training to develop more competent foremen, project
superintendents and future managers by making sure
the information (overview) needed in the maze is
passed down to those in the maze. When people don’t
receive the information they need to be effective, they
are at risk, and risk can lead to costly mistakes.

Upper management must be a part of the larger team.
It takes a team (co-pilot) to effectively manage a pro-

Problem solving is very similar to working your way ject. They must realize that in the construction indus-
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has.
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get lost.

Upper management must provide means of account-
ability so personnel are held responsible for executing
their key responsibilities and meeting expectations.
This comes best from above.

When all is said and done, we need to make a crucial
decision. Will this maze be a negative factor that im-
mobilizes us or a positive one that creates changes in
our oversight so our companies can succeed in their
confusing maze known as small business?

As I looked up at the moon for guidance, it was like
workmen looking to upper management and relying
on clear dependable information.

Bob Van Iwaarden
President




June 29 — Membership Meeting

Location: Feeling Good Coffeehouse & Café
0076 Highway 149 (next to Rainbow Lodge)
South Fork, CO
Dinner will be Parmesan crusted chicken breast, sun dried
tomato rice pilaf, mixed green salad, drink and
dessert.

Time: Social 6:00 p.m., Dinner 6:30 p.m.

Cost: $15.00 per person—Reservations are recommended*
*Reservation Deadline ~ Noon, Thursday, June 24th

Guest Speaker: Paul Roberts, Colorado Choice Health Plans.
Paul will update our members on:
e Federal Health Care Reform
e CarePoint Health Access Program
e  Health Insurance Tax Credits Available to Small Business

Market Effectively, Efficiently With Automated Marketing by Bee Marx
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Tougher market conditions and tighter budgets have forced many companies to get innovative in
order to do more with less. Now, as the industry slowly begins to return to health, these same
% innovations can help position builders, not just for survival, but for rapid growth as markets rebound.

Even those who have moved more of their marketing efforts online may not be taking full advantage of the opportunities
% to reduce costs and track performance, increasing — and monitoring — the return on investment (ROI) of their efforts.

Marketing Automation in Broad Brush

Basically, marketing automation is all about doing more with less — conducting more marketing
campaigns, reaching more prospects and collecting more leads while minimizing costs.

To accomplish that, marketing automation encompasses a variety of different kinds of technology

<8
<8
%
<8
<8
solutions all designed to facilitate the planning, execution, management and tracking of marketing %
<8
<8
%
&
&
%
S
%

activities — from traditional print advertising to direct mail, e-mail, sales events and promotions.

Ultimately, marketing automation is about incorporating a new set of tools to sell more homes faster — at a lower cost of
sale.
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% Take Advantage of an Inexpensive Channel

One of the greatest advantages of automated marketing systems is that they enable builders to
maximize the potential of the lowest-cost marketing channel — the Internet.

The Internet rapidly skyrocketed in its importance to the industry in just a few short years to the point
% where home builders today aren’t just using the Internet for marketing because it’s cost-effective,
% they’re using it because the Internet is where the home buyers are.

When considered along with statistics from a study by the National Association of Realtors®
indicating that 77% of home buyers use the Web when looking for a home, the picture is clear —
builders who neglect or insufficiently utilize online channels are passing up an obvious and relatively
inexpensive approach for reaching the majority of potential buyers in their market.
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Managing Leads More Effectively

During the housing boom, few builders complained about ineffectiveness of their marketing efforts. In-
% stead, most builders were overwhelmed by a massive influx of leads from the Web and other sources, to
the point where they had had trouble effectively assembling, assessing and managing the leads.

In a hot market, builders may be able to get away with ineffective lead management, but in cooler times,
% mishandled leads can translate directly into lost sales. The fact is that, whatever the market condition,
builders need reliable systems to help them prioritize and manage their leads.

With marketing automation, the often labor-intensive and error-prone steps of lead qualification, distribu-
% tion and nurturing is now a thing of the past as it makes way for work-free, automated processes that ad-
vance consistency and free up your sales consultants’ time to focus on the best leads.
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%There’s No Time Like the Present

% Marketers generally don’t begin to think seriously about ROI and efficiency until budgets are slashed.
% Marketing automation can be invaluable to help marketers do more with less when times are tough.

But as markets pick up, marketing automation tools are indispensable in helping builders manage volume,
streamline operations and measure performance, alleviating a lot of manual processes and freeing market-
ers to think more creatively.

As builders consider areas for greater efficiency and cost-cutting and look to market smarter,
marketing automation and lead management systems offer an attractive area for exploration.
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10 Green Questions Subcontractors Should Ask

1.1s this a registered LEED project? 4

2. What level of certification will the project team be seeking?

3. Who will be the LEED AP on the project?

4. What is the date for the LEED coordination meeting? ‘
5. Do we have a complete specification manual?

6. Are all of the LEED specifications outlined in the project documentation and are
there supporting documents?

7. Will substitutions be permitted?
8. What are the responsibilities of each sub pertaining to LEED?
9. Who is responsible for tracking the removal of “recyclable” construction debris?

10.Do we have a plan to achieve the LEED credit?

TOP 10 REASONS TO JOIN HBAURG TODAY

e 3-in-1 Membership
Locali HBAURG, Statei CAHB and Nationali NAHB memberships

e Powerful Advocacy
NAHB & CAHB fight to defeat excessive regs. & defend affordable housing
initiatives at the national and state level

e Networking Opportunities
Local monthly member meetings provide a way for you to meet and build
relationships with builders, customers, suppliers and professionals

o Training & Educational Opportunities
Local training seminars that provide continuing education that you need without
traveling out of the area

e News & Information Resource
Receive our free monthly newsletter or attend the monthly member meetings & have access to important
industry updates and information

e Project Leads
Free internet resource with local project lead information

e Home & Garden Show
HBAURG hosts the local home & garden show to provide you the opportunity to network & advertise your
products and services

e Member Discounts
Discounts to local training seminars, home & garden show booths & national
discounts with companies such as GM, FedEx, & Office Depot

e Advertising Opportunity
Free listing in the HBAURG membership directory that is distributed throughout the San Luis Valley

¢ Industry Publications
Free subscription to Builder Magazine and online

CONTACT HBAURG TO JOIN TODAY
719.873.5440 www.hbaurg.com hbaurg@aol.com
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