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In This Issue:  
•A word from your president 

•Builder and Consumer Disconnect Over Technology Could Result in Lost Revenue   

•Social Media Brings Builders Closer to More Customers  

•Lumber Forecast   

•Installation Banquet Recap 

•MTSU Wins Second Place National Homebuilders Competition 
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January Installation &  Awards Banquet 

Meet your 2011 Board of Directors ( from left to right) 

Keith Caywood, Sam Henley, Jason Adreon, Steve Jen-
sen, Tom Moreland, Michael Wrather, JR Eastman, 
Dan Seals, Joe Swanson Jr, Steve Arnold, Bob Slayton, 
Jim Averwater, Robert True, Gentry Wheat, Eric Parks, 
Michael Black, Roy Saylor. 

Front:: Donna Wilson, Suzanne Slayton & Karyn Beaty 

2011 Executive Committee 

Back left to Right: Secretary, Keith Caywood, Vice 
President, Steve Jensen, Treasurer, Gentry Wheat, 
Past-President, Steve Arnold. 

Front left to Right: Associate Vice President, 
Donna Wilson & President, Suzanne Slayton 

We were honored to have Rep. Joe Carr preside over 
the swearing in of the our officers and directors. 

 

From left to right: Rep. Joe Carr, Jim Averwater, 
Sen. Jim Tracey, City Councilmen Doug Young and 
Sam Henley. 
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Platinum  -  

Gold -  

Bronze -  

 U.S. housing construction 
in 2010 was up 6.1% for the year 
over 2009.  Permits in December 
were up 16.7% over November.  
Housing analysts forecast a modest 
recovery in residential construction 
in 2011, about 694,000 units.  Ca-
nadian spruce looked like it was 
going to trend down, then rumors 
that China placed another large 
order moved the market up $4 on 
mid-week print.  Southern pine 
2X4s have reached $324 per thou-
sand, but the rest of pine dimen-
sion has turned downward as mills 
accumulate inventory.  

 7/16s OSB has finally 
come off $7 on mid-week print as 
of 1/25/11.  Look for OSB to 
continue to come off slightly.  
Short-term, overall prices will flat-
ten or back off a small amount, but 
long-term, I’m still bullish. 

Monthly Lumber Forecast - Jim Huskey 

As your Past –President, one of my respon-
sibilities is committee oversight of Govern-
ment Affairs.  
 This committee met during the 
Board of Directors orientation held in 
January an established their goals for 2011.  
 I hope to keep you informed as 
we progress throughout the year, but you 
can stay informed by sharing your views 
while attending meetings held the first 
Monday of each month at 1 PM at the 
Rutherford County Home Builders office. 
Look forward in seeing you there.  
 Some Key-Issues: Codes Depart-
ment (City/County) new inspection proce-
dure  
· County Powers Act-does not apply to 

Rutherford County-County ask for 
change in tax bill. Real Estate transfer 
fees?  

· City Water and Sewer Connection 
Fees reduction passes first reading  

· State Workers Compensation-new law effec-
tive March 1, 2011 will require that all per-
sons in the construction industry carry work-
ers compensation on themselves or register 
an exemption with the Tennessee Secretary 
of State. In order to be listed on the con-
struction services provider exemption regis-
try.  

· National the need to restore lending to 
builders. Builders are urged to register credit 
availability problems on the new FDIC hot-
line and website.  

Mark your calendar for Monday, February 7th at 
1P.M. for the next Government Affairs meeting. 
 
Thanks,  
Steve Arnold  
Isaiah 9:6 [NIV] For to us a child is born, to us a 
son is given, and the government will be on his 
shoulders. And he will be called Wonderful 
Counselor, Mighty God, Everlasting Father, 
Prince of Peace.  

Government Affairs Update - Steve Arnold 
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A word from your president - Suzanne Slayton�
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"We must be the change we 
wish to see in the world" -- Mahatma 
Gandhi 

This is one of my favorite 
quotes!  Everyone is looking for a 
change right now.  We want the econ-
omy to change. The market to change. 
Our weight to change.  You get the 
idea!  Of course there are some things 
that are out of our control but there 
are some things that change and allow 
us the experience to better prepare for 
the next change!   

January is a time of change 
for the Home Builders Association as 
we just installed the 2011 Executive 
Committee and Board of Directors.  I 
know this is going to be a great group 
as we just had an orientation/planning 
session with almost 100% participa-
tion!  No doubt an excited group! 

We spent some time going 
over small details such as the note-

book and calendar but the majority of the 
time and effort went to getting our com-
mittees formed and setting goals for the 
different area in our organization such as 
membership (Keith Caywood), govern-
ment affairs (Jim Averwater), non-dues 
(Karyn Beaty) and associates committee 
(Donna Wilson), and public relations 
(Steve Jensen).  The board of directors 
can’t do everything on their own.  See a 
name you know?  Call now and ask them 
how you can help! You can find there con-
tact info on our website.   

We truly have some very exciting 
things coming down the pipeline that we 
hope to introduce in the near future!  
These will be great tools to help you and 
your business be ready as the change con-
tinues.   

We have a great team in place to 
conquer 2011!  I hope you consider play-
ing a role in the success! 

 



Official NAHB  

Standings as of  December 15,2010 

How do I earn Spike credits? 

Members earn one Spike credit for each new member they sponsor. When that member renews after 
his or her first year of membership the sponsoring member automatically gets one retention credit. 
Every year the member renews thereafter, the sponsoring member will receive a ½ renewal credit.  
For Affiliate members, Spikes receive a ½ credit for recruitment and a ½ credit for their renewal. 
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The Rutherford County Codes Official Association 
will be conducting a training seminar on Chapter 11 
Energy Efficiency which will address some 
changes to the inspection process for residential 
construction. The one hour class will be held February 
8, 2012 at County EMS Building 1220 West College 
Street. The first class will be held at 10:00 am and then 
again at 12:00 pm. Lunch will be provided at 11:00 am 
and is $5.00 for non RCCOA members. Reservations are 
required for lunch. Reservation for lunch should be 
made to Katie Morris at 893-3750. 



Murfreesboro, Tennessee – Middle 
Tennessee State University’s  Construction 
Management Technology team placed second 
out of forty-three teams at the National Asso-
ciation of Homebuilders Student Chapters 
Residential Construction Management Compe-
tition. 

Team members were Kaitlyn Wright, 
Murfreesboro; Brandon Castle, Smyrna; An-
drew Ethridge, Brentwood; , Maverick Green, 
Shelbyville; Mike Sandman, Murfreesboro.   

The NAHB Student Chapters Resi-
dential Construction Management Competi-
tion is one of the highlights at the annual Inter-
national Builders’ Show with some 43,000 plus 
builders and associations from around the 
world in attendance. The competition gives 
students the opportunity to apply skills learned 
in the classroom to a real construction com-
pany by completing a management project 
proposal.   

Project Proposal for Sedgewick 
homes located in North Carolina was submit-

ted two weeks prior to the competition.  During 
the convention students presented the proposal 
to five executives who acted as judges in front of 
an audience. Question and Answer period fol-
lowed with judges asking specific questions about 
the proposal. 

The one hundred and forty-three page 
document included market analysis, demograph-
ics, scheduling, estimating, infrastructure, plans,  
cash flow and a management approach for the 
project.  The MTSU Construction Management 
Team spent more than 300 hours each to com-
plete the Proposal.    

 “The Sedgewick Homes proposed pro-
ject manual and the team presentation showed 
teamwork and dedication, which are major re-
quirements in the Construction Program and 
industry” said David Hatfield Construction Man-
agement Technology Programs Director, Profes-
sor and Team Coach.   

“Our Construction Management Stu-
dents have once again earned our respect and 
pride in their accomplishments.  Their second 

place performance is a great example of team-
work;  Not only within the student team, but 
with our industry advisors and faculty as well. 
Our students, faculty and industry advisors all 
deserve recognition to be able to successfully 
compete with any other program in the na-
tion.”  Walter Boles, Chair, Engineering Tech-
nology Department.     

Team Leader Kaitlyn Wright said, “I 
could not be more proud to be associated with 
the members of this team and everyone who 
helped us.  The win was a great reward for a 
lot of hard work and will help keep our pro-
gram recognized as one of the top programs in 
the country.” 

MTSU’s construction management 
program is affiliated with the Rutherford 
County Home Builders Association and Home 
Builders Association of Tennessee and the 
National Home Builders Student Association. 

· MTSU’s National Competition Team Ranking in 
NAHB Student Competition 1995-1999, 2003-2011.  
In top ten 9 out of last 11 years.  In top half 13 out 
of 13 years. Did not complete in 2000-2002. 

Middle Tennessee State University Wins Second Place National Homebuilders Competition in Orlando, 
Florida January 12-14, 2010 
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     931-967-5596 Local 

931-967-0922 Fax    

Toll Free 1-800-251-8505    

PO Box 306  Decherd, TN 37324 

Bill Gordon  

Contract Sales 

615-904-4171 

Sam Henley 

Vice President 

931-967-5596 

Martin Sissom 

Contract Sales 

931-588-1583 

James Buford 

Contract Sales 

615-394-2214 

Murfreesboro Showroom Now 
Open! 

810 NW Broad St, Ste 274 

(Jackson Heights Shopping Center) 

Murfreesboro , TN 37129 

Jared Henley 

Contract Sales 

931-580-5813 

Call us today for a FREE estimate!!! 
www.henleysupply.com 
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February 
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opposite is actually true.  

Today’s consumer is bombarded by 
a myriad of technologies from smart phones 
and traditional computers to gaming and car 
GPS navigational systems. Most Americans 
see technology as a way to make life safer, 
easier and more comfortable.  

Most first-time home buyers 
see technology as a central focus of their 
daily lives. These "Generation Y" buyers 
embrace technology and are willing to pay 
for it. They are more comfortable with com-
munication via text or online interactions 
rather than verbal conversations.  

“Builders need to be aware of who 
comprises their target market,” said Patrick 
Holmes. “To that end, we are constantly 
researching our target buyers’ wants and 
needs through surveys and various other 
market data.”  

“We rely heavily on the expertise 
of our ESC partner[s] to both educate our 
client and us about the latest and greatest in 
home technologies so we don’t have to be 
experts in everything,” said Holmes. 
“Interacting early and often with an ESC can 
ensure a home technology plan that will not 
interfere in the building timeline and ensure 
customer satisfaction.” 

In a time when the traditional equa-
tion of supply and demand is thrown out of 
proportion by the sheer number of homes 
available, builders across the country have 
either abandoned projects to cut costs or are 
completely closing up shop to weather the 
economic storm. It’s time to consider another 
option: utilizing technology to lure in pro-
spective buyers.  

Home technology is not often a 
concept embraced by builders when consider-
ing how to increase sales and solidify revenue. 
In fact, builders may be wary of offering 
home technology options because of 
the perceived delays in building schedules and 
the potential cost of marketing new technolo-
gies. But as evidenced by forward-thinking 
builders such as Holmes Homes, it works. 
Utilizing approachable, easy-to-use technol-
ogy options to showcase model homes will 
pique a buyer’s interest and could lead the 
evasive home buyer into a sale. 

Builder-Consumer Gap 

During a housing downturn, it is 
important for builders and consumers to 
come to an agreement about what will lead to 
a sale and, ultimately, consumer satisfaction. 
While many builders cite a lack of demand for 
home technology options as the rationale 
behind not utilizing this upgrade option, the 
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Builder and Consumer Disconnect Over Technology Could Result in Lost Revenue  - NAHB Home Technology Alliance 

“Many times, buyers can not articu-
late to a builder what they really want in 
their home, in terms of technology,” said 
Daron Bush, Owner and Director of Sales 
for Safe and Sound Systems. “We [sit}  down 
with the builder to determine the best way to 
incorporate a technology plan that would 
appeal to a wide range of buyers, in order to 
keep costs down. Understanding the lifestyle 
demands of your buyers through a series of 
lifestyle question and answer sessions is 
paramount to designing systems that address 
their wants and needs for the home.” 

Continued Bush, “Develop a 
budget first, then determine which systems 
you can offer to fit into their budget as well 
as satisfy the customer.” 

“Structural product innovation is 
not enough to differentiate ourselves from 
the fierce competition in the building market 
today,” stated Holmes. “Outfitting our Day-
break homes with a standard technology 
package has enabled us to deliver the highest 
quality consumer electronics and integration 
to not only meet, but exceed our buyers’ 
expectations while acknowledging and ad-
hering to their budgetary constraints, and 
simultaneously increasing our home sales.”   

 

             JR Eastman           Mike Shivers 

            615-364-9070          615- 542-2040 

The Nail Bender is a publication of the 
Rutherford County Home Builders Asso-
ciation, a non-profit organization of 
building industry professionals who work 
together to promote high standards, edu-
cation and housing opportunities in our 
community. 

 

RCHBA 
730A Middle TN Blvd, Ste 5 
Murfreesboro, TN 37129 
615-890-8224 
615-890-9231 (fax) 
www,rchba.info 
rchba@ comcast.net 

President—Suzanne Slayton 

V.President—Steve Jensen 

Secretary—Keith Caywood 

Treasurer—Gentry Wheat 

Associate VP—Donna Wilson 

Staff - Jessica Brewington 

Past President—Steve Arnold 
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Jeff Auchter has spent the better 
part of the past 25 years relying on conven-
tional marketing and advertising to help sell 
new homes and communities. But Auchter, 
who's now vice president of marketing for 
Centerline Homes in Florida, says his com-
pany has been steadily shifting its focus to-
ward social media and has attracted its share 
of consumers' interest: Centerline has 
102,000 followers on Twitter and nearly 
1,100 “friends” on Facebook. 

“It’s an exciting new frontier,” said 
Auchter, who participated on a panel about 
social media at the International Builders' 
Show in Orlando on January 14. There, he 
compared social media to entitling a piece of 
land. “You might not get an immediate pay-
back, but you’re laying the groundwork for 
the future.” 

More builders are trying to figure 
out how social media can connect them to 
customers. And the seminar touched on a 
number of issues that have perplexed build-
ers investigating these media: How much 
does it cost? How time consuming is it to 
produce and manage? Does it actually sell 
homes? 

Those builders whose companies 
have made social media work, says Kelly 
Bosetti, president of CEO Marketing 
Group, who moderated the panel discussion, 
have a defined strategy to create and tie in 
social media to other marketing, and to en-
gage their customers and trade partners. 
Successful builders also track the effective-
ness of social media consistently and rigor-

ously. 

“If you’re not measuring this, 
you’re wasting your time,” said Jim Deitch, 
COO of Southern Crafted Homes, which 
serves the Tampa, Fla., market. Deitch man-
ages his company’s social media efforts him-
self (he spends 15 minutes four times a day 
on this), and said social media currently 
drive 25% of Southern Crafted’s website 
traffic. His company has 10,000 followers on 
two Facebook pages. 

The panelists agreed that one of 
the keys to any social media campaign is 
creating content that will get people excited 
and willing to exchange information about 
their homes and communities with their 
friends. “The message has to have value for 
people looking at it,” said Auchter. Southern 
Crafted gets about 16% of its sales from 
military personnel, “and we try to engage 
that audience based on their interests,” said 
Deitch, who noted as well that it’s common 
for these customers to share information 
about his company with their friends via 
Facebook. 

“Contests are my favorite,” said 
Kathie McDaniel, vice president of sales and 
marketing for Highland Homes in Lakeland, 
Fla. Her company does a contest a month 
on Facebook, which have included asking 
owners to post pictures of their kitchens or 
yards and then asking followers to vote on 
which is best; or offering a cruise to follow-
ers who provide Highland with the most 
referrals. Highland’s latest contest encour-
ages salespeople to attract new Facebook 

followers for the company. 

All of the panelists agreed that 
social media are valuable tools for attracting 
Realtor interest in their products and com-
munities. Eleven hundred of Deitch’s 5,000 
“friends” on his personal Facebook page are 
Realtors, he said. And Highland offers Real-
tors a 1% commission bonus if they register 
via one of the builder’s blogs. 

McDaniel said her company is 
spending about $5,000 per month on mar-
keting, almost all of it on social media. And 
something must be working because 22% of 
this builder’s current contracts came in from 
social media directly to its model center. 
Deitch said his expenses are limited to the 
$750 per month he pays CEA Marketing to 
help create, manage, and monitor his social 
media content. 

“You can do what you need 
for very little money,” added Auchter, who 
joked that he had “no staff and no 
money” for social media. In the first week of 
January, Centerline did a basic social media 
campaign for one of its communities. It 
spent $210, which produced 289 hits “and 
got 10 to 12 extra registrations on our web-
site,” he said. 

He noted as well that his com-
pany’s CEO, Craig Perry, recently did a 
video interview with one of Centerline’s 
preferred lenders about how consumers can 
get a mortgage. That interview got posted on 
YouTube. 
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