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NAHB to Sue EPA Over Lead Paint Regulations  
July 8, 2010 - A coalition of 

housing industry groups joined the Na-
tional Association of Home Builders 
(NAHB) today in announcing plans to file 
a lawsuit against the federal Environ-
mental Protection Agency (EPA) for re-
moving the "opt-out" provision from its 
Lead: Renovation, Repair and Painting 
rule. 

The Lead: Renovation, Repair 
and Painting rule (LRRP) applies to 
homes constructed before 1978 when lead 
paint was banned. Its opt-out provision, 
which expired July 6, let consumers allow 
contractors to bypass extra preparation, 
clean-up and recordkeeping requirements 
in homes where there were no children 
under 6 or pregnant women, thus avoid-
ing additional costs. 

"Removing the opt-out provi-
sion more than doubles the number of 
homes subject to the regulation," said 
NAHB Chairman Bob Jones, a home 
builder and developer in Bloomfield Hills, 
Mich. "About 79 million homes are af-

fected, even though EPA estimates that 
only 38 million homes contain lead-based 
paint. Removing the opt-out provision 
extends the rule to consumers who need 
no protection." 

The Hearth, Patio & Barbecue 
Association, the National Lumber and 
Building Material Dealers Association and 
the Window and Door Manufacturers 
Association joined NAHB in filing the 
petition for review in the U.S. Court of 
Appeals for the D.C. Circuit. 

The group will challenge EPA's 
action on the grounds that the agency 
substantially amended its LRRP regulation 
without any new scientific data and before 
the regulation was even put into place on 
April 22, 2010. 

"Even under the original rule, 
the opt-out provision was not available in 
homes where small children or pregnant 
women live," Jones said. "That shows that 
this change provides no additional protec-
tion to the people who are most vulner-
able to lead-based paint hazards." 

Remodelers' and other contrac-
tors' estimates of the additional costs asso-
ciated with the lead-safe work practices 
average about $2,400, but vary according to 
the size and type of job. For example, a 
complete window replacement requires the 
contractor to install thick vinyl sheeting to 
surround the work area both inside the 
home and outdoors - with prep time and 
material costs adding an estimated $60 to 
$170 for each window. 

"Consumers trying to use rebates 
and incentive programs to make their 
homes more energy efficient will likely find 
those savings eaten up by the costs of the 
rule's requirements. Worse, these costs may 
drive many consumers - even those with 
small children - to seek uncertified remod-
elers and other contractors. Others will 
likely choose to do the work themselves - 
or not do it at all - to save money. That 
does nothing to protect the population this 
rule was designed to safeguard," Jones 
said.• 

 

     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 

Jared Henley 

Contract Sales 

931-580-5813 

James Buford 

Contract Sales 

615-394-2214 

Call us today for a FREE estimate!!! 
www.henleysupply.com 

Murfreesboro Showroom 
Now Open! 

810 NW Broad St, Ste 274 

(Jackson Heights Shopping 
Center) 
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Contd. From 9 

This level of oversight has 
also worked for some production 
builders. Veridian Homes in Madison, 
Wis., put a quality program in place 
five years ago that includes detailed 
scopes of work with 
quality specs. "One 
key to getting good 
work lies in setting 
proper expectations," 
says Gary Zajicek, the 
company's vice presi-
dent of construction.  

Another is 
making sure those 
expectations are 
workable.  

Veridian also 
holds monthly sit-
downs between pro-
ject managers and 
framing subs to re-
view jobs and identify 
problems. It's a two-
way conversation, where framers are 
encouraged to offer suggestions for 
improving quality and efficiency.  

"If they have an issue with a 

plan, we want them to tell us," Zajicek 
says. "We're always looking for feed-
back on what we could do better." 

The results have been im-
pressive: Zajicek says the system has 
brought a ten-fold decrease in overall 

con-

struction defects, and a four-fold de-
crease in framing problems. "Five 
years ago we were getting one defect 
per 300 square feet of floor area; now 
we're seeing defects, on average, only 

every 3,600 square feet," he says. "We 
went from one framing defect per 
home to four homes without a framing 
defect."  

Zajicek says that while APA 
and others have done a great job of 
pointing out what framers are doing 
wrong, the responsibility for correcting 
these problems lies squarely with the 
builder. "Skill levels in the average 
framing crew are probably a bit lower 
than they were 20 years ago," he says. 
"It's up to management to raise the 
bar." 

–Charles Wardell is a freelance 
writer based in Tisbury, Mass. 

Photos: Courtesy APA-The Engineered Wood Asso-
ciation / www.apawood.org 
LACK OF DIRECTION: APA-The Engineered 
Wood Association warns that failure to pay attentio n 
to the grain pattern in multi-ply panels can weaken  
the structure. 
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While you may have thought I 
was on a vacation, and yes I did enjoy my 
stay at the beach where the Home Builders 
Association of Tennessee (HBAT) held its 
summer conference in San Destin, Fl, I was 
also working at gathering information to 
share with our local committee leaders in 
turn to share with the general member-
ship.  I joined many of the meetings with 
support from our local association repre-
sentation, like Brenda Sharp, ATMOS 
Energy; who has attended many of these 
meetings in the past and felt that our meet-
ings were very informative. Also attending 
was our newly appointed Executive Offi-
cer, Jessica Brewington.  Being from the 
area, Jessica showed us some fine dining 
and hospitality. Jessica also brought back to 
the RCHBA some innovative ideas to help 
meet the business challenges this associa-
tion and many of its members are experi-
encing.  

The Local Leadership committee 
reviewed legislation, the 2010 action plan 
and discussed the establishment of the 
sponsorship committee along with the need 
for past-presidents to mentor the new lead-
ership. 

            The Government Affairs committee 
focused on the, now law, Workers compen-
sation legislation. HBAT served at the table 
in the decision making of this bill. HBAT 
also was instrumental regarding the deci-
sion by the Environmental Protection 
Agency-EPA that will delay the enforce-
ment of the EPA lead paint rule that went 
into effect on April 22, 2010. The rule is 
still in effect but enforcement will not be-
gin until October 1, 2010. For more infor-

mation on these and other issues facing our 
industry you may attend Government Af-
fairs committee meetings on the first Mon-
day of the Month at 1 PM or attend a Gen-
eral Membership meeting held the third 
Tuesday of the month and watch for the 
“What’s Happening” report sent out 
weekly.  

The Member Services committee 
made me aware the HBAT has eighteen 
associations within the state and I found out 
the RCHBA is ranked fifth in membership 
numbers in the state. Not bad, Membership 
Committee. At the state level Networking 
was consider the number one reason for 
joining the HBA but it was obvious there 
were many other benefits to membership. 
For more information attend a committee 
meeting held the first Wednesday of the 
month where lunch is sometimes spon-
sored, what a deal. 

            On a local note, thanks Carl Rene-
gar with Lojac for accepting the chairman 
position with the Membership Services 
committee. These are challenging times, but 
we are proud that Carl has stepped up to 
the invitation. Carl has shown great support 
in other areas of RCHBA and I believe with 
the help from our industry leaders he will 
grow membership to a higher level. 

I attended the Associates Council 
meeting at the request from Brenda Sharp. 
There I discovered that I was the only 
builder in attendance and what a support 
this group is to the association. Their re-
quest for builder involvement throughout 
the entire association is a request I plan to 
fulfill and urge other builders to take on 

responsibility. This is the HOME BUILD-
ERS ASSOCATION. Thanks to all our as-
sociates and remember “DO BUSINESS 
WITH A MEMBER”. Thanks to Shawn 
Kaplan and to Courtenay Rogers for their 
presentation at the general membership 
meeting held at Patterson Park informing 
those present on “Social Media Network-
ing”. It’s turning new ideas into action that 
will help during the economic times like we 
are all facing. 

“May the Lord repay every man his right-
eousness and his loyalty…”1 Samuel 26:23 

                              Sincerely, Steve Arnold 

 A word from your president - Turning new ideas into action plans  
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             JR Eastman           Mike Shivers 

            615-364-9070          615- 542-2040 

MURFREESBORO OFFICE COMING SOON! 
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Official NAHB  

Standings as of  April 15,2010 
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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 member-
ship 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 mem-
bers, Spikes receive a ½ credit for recruitment 
and a ½ credit for their renewal. 
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 August 17 12 PM General Members Meeting Patterson Park 

Bill Allen from Habitat for Humanity will discuss the building industry study 
that was just complete by HFH. Lunch will be catered. 
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Failed banks and foreclosed homes 
aren't the only fallout from the burst housing 
bubble.  

Just a few years after the most manic 
building spree ever, some hastily built homes 
are announcing with a variety of rattles, 
bounces, buckles, squeaks, and worse that 
they weren't assembled very carefully.  

You could have predicted it. 

While mold and rot caused by poor 
moisture management garner the most press 
(see "Who's All Wet?" in February's ProSales), 
attention is now turning to sloppy framing. 
Representatives from APA-The Engineered 
Wood Association have been giving talks to 
builder groups around the country, including 
the last two International Builders' Shows, 
called "The Top 10 Framing Errors," based 
on hundreds of field inspections. Leading 
trade magazines like The Journal of Light Con-
struction, a sister magazine to ProSales, have 
also carried recent articles on the subject. 

The consequences of framing errors 
rarely are catastrophic–unless you define ca-
tastrophe as a trail of unhappy customers. If 
so, you will want to know what these mis-
takes are and how to prevent them. 

The answers to both questions de-
pend on whom you ask. 

APA's presenta-
tions focus mostly on engi-
neered products, which is 
not surprising since the 
association wants to make 
sure those products get 
installed correctly. Its list 
varies slightly, depending 
on which field rep is giving 
the presentation, but the 
most oft-cited items in-
clude the following: 

No Gap. Panels 
need a 1/8-inch space be-
tween them, or they can 
swell enough to buckle 
along the edges, causing 
waves to telegraph through 
roofing and flooring. APA 
inspectors see this more 
than any other mistake. 

Poor Panel Sup-
ports. A plywood or ori-

ented strand board (OSB) panel needs to 
span at least three framing members. If it 
spans only two, it will lose strength and likely 
will buckle. Similarly, a panel less than 24 
inches wide needs support along all four 
edges no matter how many supports it spans. 
APA says a lot of framers miss this. 

Inattention to Grain. Some fram-
ers assume a multi-ply panel performs equally 
well in all directions. Not so. Like solid lum-
ber, it's strongest with the grain: that is, in the 
long direction of the top ply. 

Overdriven Nails. This is a big 
problem with shear panels. Nail heads are 
supposed to be flush with the panel surface, 
and will weaken the assembly if driven fur-
ther. For instance, driving nails to 1/8 inch 
below the surface of a half-inch shear panel 
will reduce its shear resistance to that of a 3/8
-inch panel. 

Not Enough Glue. Construction 
adhesive prevents annoying squeaks by keep-
ing subflooring from rubbing against nails. If 
you're a builder who skimps on adhesive, 
every one of those squeaks will remind the 
customer of you. 

Upside-Down Beams. Some glu-
lams come with a slight camber and will only 
perform to their span rating when properly 
oriented. When you see TOP at the bottom, it 

means "Turn over, 
please." 

Inconsistent Joist 
Spacing. This will cause 
an inconsistent feeling in 
the floor.  

Improperly Notching 
and Cutting Framing 
Members. This is one 
of the most common 
rough-frame code viola-
tions. While many of 
these cuts are made by 
careless framers, many 
others are made by 
plumbers or HVAC con-
tractors. 

According to Tom 
Kositzky, APA's director 
of field services, errors 
like inconsistent joist 
spacing or improper 
notching and hole cut-

ting betray a misunderstanding of how struc-
tural frames handle loads. They're less preva-
lent than panel errors, according to Kositzky, 
but are common enough. 

Other pros see different errors than 
those reported by APA. "The industry has 
done a good job convincing framers that you 
can't do anything to engineered wood besides 
cutting it to length," says Chris DeBlois, an 
Atlanta-based structural engineer who special-
izes in wood-frame buildings. "On the other 
hand, I see a lot of mistakes with dimensional 
lumber." The most common errors he sees 
are missing joist hangars or blocking, under-
sized headers, and splices made between sup-
ports rather than over them. Like Kositzky, 
he says that framers often misunderstand load 
paths, but he thinks the problem is more 
prevalent than APA does.  

Either way, there's plenty of room 
for improvement. The question is how to get 
it. 

Systems to the Rescue 
A lot of builders blame framing er-

rors on poorly trained crews, but those errors 
are really a management problem.  

In fact there have always been com-
panies that demand defect-free construction 
and that have put systems in place to make 
sure they get it.  

One person who designed such a 
system is Carl Seville, a former vice president 
at SawHorse, a large Atlanta-area remodeling 
company. In 2001, he helped launch an effort 
to eliminate the final punch list on all jobs by 
eliminating construction defects. The pro-
gram he designed was built around a series of 
one-page checklists that listed the items each 
trade needed to complete on all jobs, includ-
ing the quality specs. Project managers had to 
sign off on the list before a sub got paid, and 
errors caused by not following the specs were 
the financial responsibility of the subs.  

"The system started to pay for itself 
almost immediately. We were spending less 
time chasing subs and didn't have to explain 
our expectations on every job," says Seville. 
He says that, over time, subs with the fewest 
errors became the company's first choice on 
any job. "It raised the quality bar for every-
one." He now sells the checklist to other con-
tractors via his website, www.seville consult-
ing.com.      contd. P. 10 

Photos: Courtesy APA-The Engineered Wood 
Association /  www.apawood.org.  
DON'T DO THIS AT HOME: Represenatives 
from APA-The Engineered Wood Association 
speak regularly about the most common framing 
errors they see. Among them: Improperly cutting 
and notching framing members (top photo) and 
overdriving nails (bottom).  

ProWatch: Mind the Gap - Common framing errors and how to avoid them      
Source: PROSALES Magazine  Publication date: June 16, 2010  submit by Jim Averwater 



low. Instead, potential clients need to hear 
which products you are skilled at providing 
and, more important, believe you. 

A contractor doesn't think about calling 
an LBM dealer to find out if they carry sid-
ing products. Instead, he juggles a bevy of 
suppliers in his brain for various products. 
Take siding. "Joe is my window guy," the 
contractor might think. "Frank is my lumber 

expert. Charlie from 
XYZ Company has 
been pushing to get 
an opportunity to 
be my siding guy, so 
... ." Bingo! Charlie 
gets the call. 
Your job is to posi-
tion yourself as the 
first alternative of 

choice on a product-by-product basis. Con-
tractors will call the person or company they 
know is a credible supplier of that product. 
Your challenge is to get to top-of-mind 
status for a particular product. An e-
newsletter can help do that. 

My hands-on studies have shown meas-
urable ways to increase readership of your e-
newsletters while crafting a message that 
sticks in the reader's mind. Here are three 
key points: 

1. Write for your audience. I wrote 
earlier this year that you must give all of 
your literature and marketing messages the 

What is better than cold-calling? Making 
the phone ring. A salesperson who pushes a 
client to change suppliers is at a disadvantage 
and vulnerable to combative negotiations. But 
when a prospect calls you, the game changes 
instantly. It is a sign he is ready to buy. 

One of the best ways to make the phone 
ring is with an e-newsletter that promotes 
your products and your capabilities to people 
who either don't buy from you or buy 
only a few items. But as you write, 
make sure you stress that you're the 
first alternative of choice for what-
ever product you're writing about in 
that issue. 

Why? Because a contractor typi-
cally decides to phone a new supplier 
when something goes wrong with his 
existing one. When that contractor 
chooses whom to dial, it's likely he won't start 
with the LBM dealer that advertises itself as a 
one-stop shop. Instead, the call will go to the 
company or salesperson that has "top of 
mind" presence as the provider with expertise 
on a product. 

You may hope that a contractor will 
think of you when something goes wrong 
with his or her supplier of windows ... or 
roofs ... or millwork ... or siding ...or any of a 
dozen other products. But it's likely you don't 
sell everything a contractor puts into a home 
or home project. Thus, any claims you might 
make of being a one-stop shop will ring hol-
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Sell Sheet: - Choice Words 
Use your e-newsletter to tell non-customers how you can deliver a specific good.  
Source: PROSALES Magazine Publication date: April 26, 2010  

"we-we" test. Prospects don't care about the 
history of your fourth-generation lumber-
yard. Instead, they want to know what they 
will "get" by doing business with you. Craft 
your e-newsletter message to stress the 
benefits to your clientele. 

2. Offer sound advice. Readership 
goes up with clever headlines and content 
that provides advice to the recipient. Don't 
just say you're a partner to the market; be a 
partner. 

3. Be product specific. Each newslet-
ter should feature an idea about a specific 
product that you can provide. This will posi-
tion you as an expert at one thing rather 
than as a generalist. The result is a rise in 
your credibility. 

If you have heart problems, you don't 
go to the internist, you go see a specialist. It 
is no different for your clients. To be a spe-
cialist in a unique product category, you 
must first start by promoting your expertise 
in that category. An e-newsletter is a great 
place to begin. For examples of e-
newsletters I have crafted, contact me at 
rickdavis@ buildingleaders.com. 

Rick Davis is president of Building Leaders 
Inc., an LBM advisory firm specializing in sales 
management training. He is an international 
speaker and author of Strategic Sales in the Build-
ing Industry, a BuilderBook publication. 
773.769.4409. E-mail: rick-
davis@ buildingleaders.com 

URGENT– YOUR INPUT NEEDEED! 
The new website is here and is a work in progress.  Now we need to know where you want to be.  Are you a commercial 
builder, residential builder etc.  Associates, do you sell more than just cabinets?  You tells us.  Fill out this questionnaire 
and mail to the office or email us at rchba@ comcast.com.  If we do not hear from you then you will go under the single 
category that you were previously.  Thank you for your help a nd patience as we revamp the RCHBA website. 

Builders 

Commercial ___ 

Residential ___ 

Remodeler ___ ( Please out C or R for Commercial or 
residential in this category) 

Development ___( Please out C or R for Commercial 
or residential in this category) 

Please List all designations___________________ 

Associates                        Plumbing _________ 

Cabinetry ____                       Lumber __________             

Windows and Doors ____      Masonry _________ 

Landscape_____                    Framing _________ 

Banking ______                     Excavation _______ 

Mortgage _____                     Electrician _________ 
Real Estate _____                  Other _______________ 

 Social Media is all the rage 
these days, and for business owners, it 
can be one of the most effective mar-
keting tools around if executed cor-
rectly. According to CNN Money 
Magazine, the 
rate in which 
small businesses 
adopt social me-
dia in the US has 
tripled in the past 
year from 12% to 
36%. Facebook 
hit 500 Million 
users this week 
and has only 
been in existence 
for 6 years. Twit-
ter has 75 million users and is geared 
towards the small businesses and 
building community awareness. Peo-
ple are doing business online, and 
wanting to engage with companies 
that do the same. Customer service is 
also moving online, and companies 

need to be monitoring what is being 
said about them online.  Not only is a 
website essential to success, but your 
digital footprint is what helps your 
business land on the first page of 

online searches. Build 
a Facebook Fan Page, 
create a Twitter 
 account, keep your 
profile up to date on 
LinkedIn and start 
reading industry-
related blogs. A great 
place to start is Chris 
Brogan's book, Social 
Media 101. This is a 
short read and breaks 
down social media to a 

level that everyone understands. 
 Social Media is here to stay. Are you 
ready to play in the digital sandbox? 

Courtenay Rogers,  

Principal, Primarily Rye 615 638 1194 

General Members Meeting Recap  
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Outside Sales 

 
739 N.W. Broad Street • Murfreesboro, TN 37129 

Phone (615) 893-1515 Fax (615) 893-1516 
Website: www.haynesbroslumber.com 

Cell: (615) 207-1055 Email: thale@ hb12.com 

Thank you! 
This month we would like to thank Steve Morris of Atmos Energ y for 
helping out with the Nail Bender.  Thank you Steve!!  Volunte ers like 

you and those who have helped in the past make this association strong. 
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2010 HBAT Scholarship Presentation 
Home Builders Care of Rutherford County is proud to  present Maverick L. Green 
with this years $1000 HBAT Scholarship.  Maverick is majoring in Residential Con-
struction Management with minors in finance, real e state and business at MTSU.  
Green was a transfer student from Motlow State Community College where he 
earned an A.A.S. degree in Business Administration.  His interest in the construc-
tion industry began after high school when he began to work for Mike Daniels’ 
Construction in June of 2006.  Green hopes to own his own development and 
construction company in Middle Tennessee that “buil ds subdivisions ranging from 
mid-class neighborhoods to elaborate multi-story ho mes with quality construction 
and customer satisfaction as the goal.” 

From left to right: Steve Arnold President RCHBA, 
Maverick Green, Duane Vanhook, MTSU HBA 
student chapter advisor. 

 Another month is com-
ing to a close, and we all know 
what that means!  It’s time for 
another Associates Committee 
Meeting! The first Wednesday of 
each and every month at 10:30 is 
our Associates Committee Meet-
ing and August is no exception! 
 Come enjoy some net-
working, free lunch and we’ll even 
manage to get some RCHBA 
business done.   
 The Associates Com-
mittee primarily is responsible for 

all of the networking functions 
that are offered to you, the 
RCHBA members.  We are tasked 
with the planning and execution 
of all the events you love to par-
ticipate in, why not be a part of 
planning them?  Our focus for the 
next two months will be the An-
nual Pig Roast which is coming 
up in September (more details to 
follow) as well as the Spring Golf 
Tournament.   After that, the next 
big items on the agenda will be 
our annual dinner with Edsel 

Charles and Toys For Tots. 
 Please watch your email 
for additional details, this is 
YOUR association, get involved 
and make your voice heard.  The 
best way you can make the most 
of your investment with the 
RCHBA is to be active in the 
local home building community! 
 
JR Eastman 
Home Loan Specialist 
Churchill Mortgage Corp. 

FREE Lunch!!  By JR Eastman 
Churchill Mortgage Corp 


