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Atlanta. A city of distinctive beauty further enhanced by homes that invite, inspire and command attention. MonierLifetile is

continuing this proud tradition by introducing tile roofs to the Atlanta area. We’re the nation’s largest provider of concrete

roof tile systems, offering builders and homeowners a myriad of profiles and colors that will complement the architectural

style of any home. And all of our products are protected by our Fully Transferable Limited Lifetime Warranty. For the ultimate

combination of aesthetics, durability and value, learn more about tile by calling 1-800-571-TILE (8453) ext.135.

1-800-571-TILE (8453) ext. 135
www.monierlifetile.com



When it comes to

we have a solid foundation.
construction

No one understands homebuilders
quite like we do. Because we were
once builders ourselves. Homestar
is one of the nation’s fastest
growing and most innovative
mortgage lenders. We continue to
build on that success by learning
firsthand what individual builders
need and tailoring our products to
meet those needs. Homestar is so
confident in our level of service
that we offer the one and only
builder guarantee in the entire
industry. It’s our way of standing
behind everything we do. 

NATIONAL BUILDER DIVISION

Kelly Allison
Vice President

900 Circle 75 Parkway, Suite 900
Atlanta, GA 30339
1-866-BUILD-HS

www.homestar.com

In fact, you could say our people
have gone from building homes to building

trust.

✬ 8 Convenient Metro Atlanta Office Locations ✬ Georgia Residential Mortgage Licensee #16232
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Think about where you were 10

years ago. What was your day-

to-day business like? How did

you stay in touch with customers and

keep up with news that affected you? How you do that today is

probably a lot different than 10 years ago. You have many more

resources available to help you stay in constant contact with your

clients, employees and trade organizations, and technology has

made it possible.

Cell phones, pagers, PDAs, e-mail, faxes, the Internet, the Web

– these all have become essential tools for running a successful

business and are part of our vocabulary. Cell phones and pagers

allow you to contact anyone at any time, and PDAs organize your

schedule and update it to the minute. E-mail and faxes can be sent

and received in an instant, and the Internet and Web have revolu-

tionized the way we get news and information.

The HBA always has been proactive in helping its members stay

on top the newest and best ways to utilize technology to manage a

successful business. The association’s newly revised Web site was

launched last month, and several new features were integrated to

make it easier for members to access information important to

them. Members soon will be able to log on to the Web site to

access and update their records, renew their membership, register

for classes and make purchases, and the site allows home buyers

to search and find an HBA member in their area. The HBA also is

working to get MobileHWY implemented throughout metro Atlanta,

which will speed up and streamline the permitting and inspection

process across multiple cities, counties and municipalities.

Your employees are an important part of the technology loop,

too. Attend the HBA’s classes and workshops with key support and

field staff so that together you can discover the latest technology

that will work for your organization. And the HBA’s Builder Book-

store is a great resource for the latest books on software, hardware

and technology trends that affect the home building industry.

It seems like every other day something new is being discovered

or invented to keep us in constant contact with one another. It can

sometimes seem overwhelming, but knowing to whom and where to

turn can help you use the latest technology to grow a successful busi-

ness. And that’s what the HBA is here to do, for you.
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Think and Grow.
Consulting/Training to the Housing Industry

• Skills enhancement sales training

• Establish the most aggressive closing ratios in the industry

• Establish broker outreach for increased sales profitability

• Systemize your sales process

• Product evaluation and pricing

• Land plan designs and site location evaluations

Get An Edge On Your Competition!
“With over twenty years experience helping developers and

builders surpass their sales goals, Joe can honestly say, he
knows what it takes to sell homes.”

After years of training and working with all levels of sales
professionals, Joe developed the Selling Sequence – Flow to
Success. It’s been said, it’s the most up to date,
comprehensive sales formula since the critical path of sales.

DEVELOPMENT • PRODUCT MARKETING • SKILLS ENHANCEMENT SALES TRAINING • MOTIVATIONAL KEYNOTES
Atlanta, Georgia • Phone 770.641.3080 • Learn more online: www.jcollettiassoc.com

RESIDENTIAL
CONSTRUCTION

SPECIALTIES

Appliances

Sub-Zero

Thermador

KitchenAid

GE

Dacor

Whirlpool

Jenn-Air

Fireplaces

Heat-N-Glo

Heatilator

Flooring

Shaw

Mannington

Cabinets

Cardell

Aristokraft

Countertops

Cambria

Corian

Garage
Doors

Carriage

Doors

Clopay

Specialty
Products
for the
Home

Buckhead
404.233.6131

Norcross
770.368.0646

Marietta
770.426.0808

Fayetteville
770.461.2500

Conyers
770.929.3412

Hiram
770.943.7350

6 Metro Showrooms!

www.rcs-web.com

For custom, quality drywall by a professional 
company, give us a call:

(770) 479-9879

Giving a Helping Hand to Atlanta’s Building Industry for 18 Years

Explore the World of 
Bell Carpet Galleries.

6223 Roswell Rd. Sandy Springs Plaza  404.255.2431 Mon-Fri 8:30-5:30, Sat 10-4

Stone

Wood

Ceramics 

Carpet 

Rugs

Amtico



March

HBA Events Calendar

7
★ IRC Exam Prep
Weekend Course, 8 a.m.

8
NPDES Class, 8:30 a.m.

9
DeKalb Chapter Meeting,
11:30 a.m.

What Employees Need to
Know About Retirement –
Lunch & Learn, Noon

10
Managing in Two Cultures –
English & Spanish, 9 a.m.

The Partnering Guide User’s
Orientation, 10 a.m.

Gwinnett Chapter Meeting,
Gwinnett Place Marriott,
11:30 a.m.

11
Wooden Decks: Support,
Safety & Attachments, 
9 a.m.

Cherokee Chapter Meeting,
Our Special Place, 11:30 a.m.

Safety & Security – Field
Superintendent Training, 
1 p.m.

12
Codes & Quality Control –
Field Superintendent
Training, 8:30 a.m.

13
Residential Building
Inspector Exam, 8 a.m.

14 15
On-Site Project
Management, 8:30 a.m.

16
Applied Creativity: Turning
Challenge Into an
Opportunity, 8:30 a.m.

Off-Site Project Management,
8:30 a.m.

Cobb Chapter Meeting,
Marietta Country Club,
11:30 a.m.

17
Certified New Home Sales
Professional (CSP) Part 3,
8:45 a.m.

Rockdale Chapter Meeting,
Palmetto’s Special Events,
11:30 a.m.

18
Certified New Home Sales
Professional (CSP) Part 4,
8:45 a.m.

North Fulton Chapter
Meeting, Holiday Inn
Roswell, 11:30 a.m.

19 20
Residential Contractor 
C Exam, 8 a.m.

21

28 29 30
★ IRC Exam Prep, 8 a.m.

What Every Builder Needs
to Know About Radon, 
8:30 a.m.

31
OSHA 10-Hr. Class, 7 a.m.

22 23
How Software Can Increase
Profits and Reduce
Headaches, 9 a.m.

What Business Owners Need
to Know About Retirement –
Lunch & Learn, Noon

24
Leadership Training:
Conflict Resolution, 
8:30 a.m.

Inner Atlanta Chapter
Meeting, Sheraton
Buckhead, 11:30 a.m.

25
Open Bass Tournament,
Lake Oconee, Sugar Creek,
6:30 a.m.

CPHB Realtor Training,
Fairburn, 9 a.m. 3 GREC
Credits

26 27
Fall Protection Class – 
in Spanish,  8 a.m.

Scaffolding Safety
Awareness Class – 
in Spanish, 1 p.m.

129
★ IRC Exam Prep
Weekend Course, 8 a.m.

2
★ IRC Exam Prep, 8 a.m.

Carol Smith Symposium:
Making the Numbers: Buyer
Satisfaction & Profit, 8 a.m.

Carol Smith Symposium:
Successful Meetings with
Clients, 1 p.m.

3
Homeowner Handbook
Orientation, 9 a.m.

Forsyth Chapter Meeting,
Windemere, 11:30 a.m.

Certified Professional Home
Builder Orientation, 1 p.m.

4
★ IRC Exam Prep, 8 a.m.

NPDES Qualified Person
Update, 9 a.m.

Metro South Chapter
Meeting, The Holiday Inn,
McDonough, 11:30 a.m.

5 6
★ IRC Exam Prep
Weekend Course, 8 a.m.

SUNDAY MONDAY TUESDAY WEDNESDAY THURSDAY FRIDAY SATURDAY

February

23
Financial Management,
8:30 a.m.

24
★ IRC Exam Prep, 8 a.m.

Land Acquisition &
Development Finance, 
8:30 a.m.

25
Leadership Training: Time
Management, 8:30 a.m.

CPHB Realtor Training,
Bishop Place Subdivision,
Fairburn, 9 a.m., Free

General Membership
Meeting, 6 p.m. - 10 p.m.

26
★ IRC Exam Prep, 8 a.m.

27
Working With & Marketing
to Older Adults: Certified
Aging-in-Place Specialist
(CAPS), 8:30 a.m.

28
★ IRC Exam Prep
Weekend Course, 8 a.m.

Home Modifications:
Certified Aging-in-Place
Specialist (CAPS), 
8:30 a.m.

16
President’s Day

17
★ IRC Exam Prep, 8 a.m.

Organizing Your
Workspace, 8:30 a.m.

Cobb Chapter Meeting,
Marietta Country Club,
11:30 a.m.

18
BDI, 8 a.m.

Certified New Home Sales
Professional (CSP) Part 1,
8:45 a.m.

Rockdale Chapter Meeting,
Palmetto’s Special Events,
11:30 a.m.

19 *
★ IRC Exam Prep, 8 a.m.

EarthCraft House Renovation,
Southface Energy Institute, 
8:30 a.m.

Certified New Home Sales
Professional (CSP) Part 2,
8:45 a.m.

North Fulton Chapter Meeting,
Holiday Inn Roswell, 11:30 a.m.

20
When a Townhome
Becomes a Condominium,
8:30 a.m.

NPDES Qualified Person
Update, The Housing
Center, 9 a.m.

SUNDAY MONDAY TUESDAY WEDNESDAY THURSDAY FRIDAY SATURDAY

Scaffolding Safety Awareness – 
in Spanish, March 27, 1 p.m.
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Field Superintendent
Training, 
Feb. 12, 1 p.m. and 
Feb. 13, 8:30 a.m.

Editor’s Note: Changes in the dates and location of events listed on our calendar occur.
Please call the HBA at (770) 938-09900 for more information regarding our events. Check
out the latest calendar online at www.atlanahomebuilders.com.

* February 19 – Open Bass Tournament, 
Lake Sinclair, 6:30 a.m. 

Calendar Key
to Events:
★ IRC Exam Prep.
■ Government Affairs
■ Environmental

Issues
■ Education
■ Social Events
■ Membership

Meetings

All meetings will be held 
at HBA’s Housing Center,
unless otherwise noted. 
The Housing Center is
located at 1484 Brockett
Road in Tucker at the 
corner of Brockett and
Cooledge roads (next to
Highway 78).



FAIRBURN
205 BOHANNON RD.

770.306.3300

FORSYTH
6025 PARKWAY NORTH

678.455.1400

GWINNETT
525 MARATHON PKWY.

770.338.4000

MCDONOUGH
2517 HWY. 42 NORTH

770.507.3840

MARIETTA
1666 ROSWELL RD.

770.578.2400

Follow the signs.

All roads lead to Stock Building Supply.

Keep your eyes on the road to better building and we’ll steer you into 
trouble free code compliance with our many window options from
Andersen

®
windows.

Stock Building Supply® and Andersen® have partnered together to lead the
industry! Together, we have you covered with low solar, low-e glass to
exceed the 2004 energy code, along with many other window options
from Andersen®.

A complete line of windows and specialty millwork products to complete
your home is only an exit away. Call us or stop by one of our convenient
locations for all of your building needs. For additional information, you can
reach us at stockatlanta@stocksupply.com

www.stocksupply.com



rate increase should allow the city to re-
establish a favorable bond rating by generat-
ing the necessary revenue to repay a loan
issued under the previous administration.
Gov. Sonny Purdue also agreed to help the
city secure $50 million a year in loans over
the next 10 years. Sen. Pro-Tem Eric Johnson
(R-Savannah) also will introduce legislation
to allow cities under court orders for infra-
structure repairs to call a referendum for a
five-year, one-cent local option sales tax with
proceeds going toward sewer projects.

CHEROKEE COUNTY
April Atkins, Ext. 1425

Woodstock Sewer Moratorium Vote:
The city of Woodstock’s sewer moratorium is
still in place. The city council is expected to
vote on its removal in early 2004. The mora-
torium was initiated after the Environmental
Protection Agency identified the city’s sewer
moratorium as over its capacity. Originally
scheduled to be in effect until October 2003,
the moratorium prohibits the city from issu-
ing any building permits.

Cherokee

COBB COUNTY
Chad Wise, Ext. 1421

Proposed Amendments to Code and
Development Standards to be
Reviewed: Cobb County Development
Director Rob Hosack is conducting a series
of meetings that began in January and will
continue through February, which will dis-
cuss proposed changes to the Cobb County
Code and Development Standards. Most of
these changes are concerning current lan-
guage associated with protection of certain
open space areas and storm water manage-
ment. The county’s development standards
committee is aiming to pass these amend-
ments after the final meeting on February 19. 

DEKALB COUNTY
Christopher Burke, Ext. 1424

Impact Fee: The county’s impact fee com-
mittee continues to meet once a month to draft
a development impact fee for library; police;

DeKalb

Cobb
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Government AFFAIRS

Contact the government affairs representative for your area by calling 
(770) 938-9900 and the extension listed.

County
Issues

Issues that Affect HBA Members

Cherokee

Clayton

Cobb

DeKalb

Forsyth

Fulton

Gwinnett

Henry

Rockdale

Atlanta

ATLANTA

Christopher Burke, Ext. 1424
Inclusionary Housing (affordable

housing): The Inclusionary Housing Task
Force, a group commissioned by Mayor Shirley
Franklin to address the lack of adequate afford-
able housing, presented its recommendations
to the mayor. The task force recommended that
the city allow the policy, once adopted, to be
voluntary for an initial three-year period (sub-
ject to extension). For sale housing develop-
ments will be encouraged to include 15
percent of the units affordable to households
earning up to 80 percent AMI. The group is
further recommend that the city provide density
bonuses, expedite permitting, expansion of the
Enterprise Zone (EZ projects receive 10 year
tax abatement), and permit additional housing
in existing commercial zones. These recom-
mendations will mostly impact multi-family
units or large-scale single-family development
projects. This initiative began with a HUD fund-
ed study conducted by the Urban Land Institute,
to assist three cities – Chicago, Washington
D.C., and Atlanta – in developing and imple-
menting strategies for producing new afford-
able housing for working households
(“workforce households”).

Water and Sewer Rate Increase
Adopted: After more than a month of debate
and discussion among the city council and
Mayor Shirley Franklin, the council adopted
a modified proposal to raise user fees. The



fire and rescue; and parks and recreation.
Road service areas have not been identified but
potentially will be included in the capital
improvement element as the county assesses its
transportation needs. The timeline for the fee is
as follows: February 15 – committee drafts
impact fees; March 15 – committee officially
presents draft of ordinance to board of com-
missioners; April 15 – committee presents final
draft of impact fee ordinance to board of com-
missioners for adoption.

Timber Retaining Walls: The county
has adopted new requirements for cross-tie
retaining walls. The new policies only will
allow new creosote or pressure-treated
timbers. The county wil l  also require
sealed plans (by a P.E.) for walls higher
than four feet approved by the development
director. All walls supporting driveway or
structure loads require Development Divi-
sion approval and sealed plans as well.
These policies are effective immediately.

FORSYTH COUNTY
April Atkins, Ext. 1425

New Sign Ordinance: Forsyth County has
drafted a revised sign ordinance. The new sign
ordinance identifies restrictions such as height
requirements based on residential zoning. It
also allows for weekend signs without a permit.
The county’s board of commissioners will hold
two public hearings in early 2004 before its
final vote on the document.

Revised Tree Ordinance: Before the
spring of 2004, the county may adopt a new
tree ordinance. Several changes are pro-
posed including requiring 90 percent or
greater open area based on overall acreage
and 20 density units per acre of trees (densi-
ty units refer to the diameter of a tree). The
construction of individual single-family
detached and duplex dwellings will be
required to adhere to the ordinance until a
certificate of occupancy is issued. 

Private/Public Sewer: The county cur-
rently is investigating sewer alternatives. The
amendments proposed in the Unified Devel-
opment Code (UDC) include limitations on
private sewer and community septic systems.
The new sewer policies are expected to be
adopted by the beginning of 2004.

Forsyth

N. FULTON COUNTY
April Atkins, Ext. 1425

Alpharetta Townhomes Moratorium:
The Alpharetta City Council placed a morato-
rium on condominium and townhome devel-
opment until March 1, 2004. The
moratorium prohibits developers from sub-
mitting rezoning applications.

Conservation Subdivision: Conserva-
tion Subdivisions may be adopted early this
year in Fulton County. The regulations are a
section of the newly adopted subdivision reg-
ulations that were approved during the sum-
mer of 2003. 

New Fees Adopted: The Fulton County
Board of Commissioners granted the county’s
Department of Environment and Community
Development the authority to implement a
new fee program. The new fees are based on
a sliding scale of a home’s square footage.
The fees will be used to hire new personnel
and ultimately expedite the building permit
process. The fees became effective January 1,
and are expected to be used by mid-2004.

GWINNETT COUNTY
Chad Wise, Ext. 1421

Tree Advisory Committee Discusses
Changes to Conservation Subdivision
Overlay Regulations: In their monthly
meetings, the Gwinnett County Tree Advisory
Committee has been discussing changes to
the conservation subdivision overlay regula-
tions for possible adoption later this year.
These changes may include adding defini-
tions for primary and secondary conserva-
tion areas, clarifying existing features to the
site analysis plan and changing the average
lot width from 60 feet to 50 feet. These ideas
are being presented by the committee, which
meets the first Monday of each month.

Gwinnett

N. Fulton

HENRY COUNTY
Christopher Burke, Ext. 1424

Central Plan Workshops: The county
is continuing its outreach efforts through
developing a comprehensive plan. The latest
efforts are four upcoming Central Plan Work-
shops. The workshops will focus on the eight
required elements of the county’s compre-
hensive plan: population; economic develop-
ment; natural and historic resources;
community facilities and services; housing;
land use; transportation and intergovern-
mental coordination. Each workshop will
center on two of these elements. 

Fee Increases: The county is planning
on raising development and building permit-
ting fees to provide better service. The fee
increases are expected to generate enough
additional revenue to hire two additional
planners, five development inspectors, three
construction inspectors and to recover all
costs related to services provided by the
development plan review department. For
example, the proposed fee increase for
development plan review will go from $120
to $250 for a zero-to-10 lot development.

ROCKDALE COUNTY
Chad Wise, Ext. 1421

Proposed Amendment Put On Hold:
As mentioned last month, Rockdale County
officials, along with the consulting firm Jor-
dan, Jones & Goulding, are in the process of
creating a unified development ordinance.
Because of this process, the county has halt-
ed negotiations with local builders and devel-
opers concerning a much-needed
amendment to the current county sign ordi-
nance. Currently, it is illegal in Rockdale
County to post WEDS (Weekend Directional
Signs), and there is no other alternative to
direct potential buyers to properties across
the county. Public Services and Engineering
Director Larry Kaiser has promised that
negotiations will continue once the ordi-
nance is adopted later this year.

Rockdale

Henry
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This year marks the 58th anniversary of
the Greater Atlanta Home Builders
Association (HBA). The largest local

home builders association in the country, the
HBA is one of the most significant affiliates of
the Home Builders Association of Georgia
(HBAG) and the National Association of Home
Builders (NAHB). The association provides
member services; works on regulatory and
government affairs; education and credential-
ing programs; professional networking; and is
an award-winning example of member dedica-
tion and industry professionalism for trade
associations all over the country.

LOOKING BACK
Until World War II, Atlanta was a small

builder town. In the “baby boom” of the
early 1950s, the first real housing surge in
Georgia started here. HBA Life Director W.D.
Farmer joined the association in the late
1940s and says many changes in codes and
home designs have resulted in discoveries of
new building materials, but the state of home
building today is more sophisticated and
requires more certification and education. 

The last fifty years have brought rapid
change to the home building industry and the
HBA – record-breaking population increases;
increase in local, state and national government

regulations; shifts in the
expectations and

demograph-
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ics of home buyers; specialized home build-
ing professionals; and innovations in con-
struction materials and techniques. 

Richport Properties’ Rick Porter says
one significant change in 20 years has been
the transition of builder from craftsman to
businessman. Porter, a third generation
builder from Tucker who has served as
president of HBAG and HBA, says that the
association has worked diligently to bring
the interests and concerns of them both
together in order to help manage the grow-
ing expectations of consumers.

In 1965, the U.S. Department of Housing
and Urban Development was established
and began a partnership among all housing-
related agencies to concentrate on housing
policies across the nation. In his book,
Housing in the Twenty-First Century:
Achieving Common Ground ,  Kent W.
Colton, former CEO of NAHB writes that
over the last 50 years, the record-breaking
amount of housing stock this country had in
the 1970s (29 percent increase in housing
stock and 19.7 million new units), has only
been matched by the growth in the 1990s,
(17 percent housing stock increase from
the previous decade and 7.3 million new
units). Boosts to the housing market and

economy and the impact on natural
and manufactured resources have

brought new issues to the sur-
face. In the last 30 years of

suburban growth, with the
addition of more regula-

tion, builders were forced to become better
managers. The time formerly spent manag-
ing the process of building a house has
become time spent managing the business
of building. Jerry Kopp, former president of
HBA and HBAG, has been in homebuilding
for 30 years. The biggest change he has
seen is the need for more industry partici-
pation in government affairs. He has served
on both associations’ government affairs
councils and says that association leader-
ship and members work constantly to pro-
tect housing from legislation that would be
harmful to both the industry and the general
public. 

Consumer sentiment has shifted and
buyer expectations have changed signifi-
cantly since the creation of the HBA. Porter
says that when consumer expectations
changed, the industry reacted. The HBA’s
Homeowner Handbook and the Certified
Professional Home Builder (CPHB) pro-
gram helped the industry create a level of
expectation that could be delivered and
articulated to consumers. 

Former HBA President Pam Sessions of
Hedgewood Properties agrees that there are
more demands from home buyers and local
governments than ten years ago. Home buy-
ers used to leave more direction up to their
builder but not in the age of consumer
awareness that exists today. “Builders need
to be more flexible,” she says. “From an
environmental standpoint, a grassroots
effort happened that changed the way busi-
ness is done in the U.S. In the last five years,
that effort came to the building industry. It

is not just about the environment,
i t  is  about quali ty of

housing, the cost of that home and mainte-
nance and the operating costs of that home
and the well being of our environment.” 

Four years ago, the HBA joined South-
Face Energy Institute to create the Earth-
Craft  House program, an environ-
mentally-friendly “green” home building
program. The program has gained popular-
ity and now includes 100 builder members.
Even more, it has received national recogni-
tion and is the only green building certifica-
tion initiative in the country that does
100-percent inspection of its homes. 

Jim Hackler, director of the program,
says the program continues to be a creative
and scientific resource for the industry and
promotes standards that dramatically
improve the energy efficiency and comfort
in the home. In Atlanta’s membership, he
says, there are some real trendsetters in
new construction techniques; some of
which comes from home inspection feed-
back. Hackler credits the program’s success
to the partnership between the HBA and
Southface Energy Institute. Sessions, one of
the founding builders of the program, adds
that EarthCraft House has allowed builders
to tackle big issues without regulation —
an opportunity to get better “on our own.”
For example, EarthCraft House launched a
remodeling program last year with the help
of SawHorse’s Carl Seville.

The HBA’s nationally-recognized builder
certification program developed over the
last 10 years by The Housing Institute is the
Certi f ied Professional Home Builder
(CPHB) program. The CPHB designation
emphasizes industry professionalism, cus-
tomer service and customer satisfaction.
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Sessions says, “The program makes the
profession better; it’s a way we can raise
industry standards ourselves, in order to
stay one step ahead.” 

The Housing Institute’s Board of Direc-
tors evaluates the program’s requirements
on a regular basis in order to maintain their
commitment to provide the industry with
higher standards for the entire homebuild-
ing profession. Even with the addition of
more requirements last year, the program
had a 90 percent renewal rate. The pro-
gram continues to be successful, and local
home builder associations all over Georgia
are adopting the program. The Housing
Institute hopes that the program’s criteria
will be considered for a state model if Geor-
gia requires builder licensing in the future. 

TODAY’S HOME BUILDER
The building industry is answering the

demands for housing and managing an
aggressive regulatory atmosphere and con-
tinues to be the primary scapegoat for the
region’s sprawl and rising home prices. If
asked what’s going on today in Atlanta’s

homebuilding industry, many HBA
members would discuss

barriers to smart growth; increasing regula-
tion and antigrowth initiatives; antiquated
zoning; and land use policies. Negative pub-
lic opinion is sometimes the hardest battle
to win. Regularly, builders and developers
find that the planning directors in the local
jurisdictions are well educated in planning
and know what constitutes smart growth,
but unfortunately, they answer to a volatile
system which influences their ability to
implement smart growth strategies.

Don Hausfeld, the current Cherokee
County chapter president, has been a devel-
oper for 18 years. He has seen the same
home buyers who consider older neighbor-
hoods to be ideal, with houses close to
streets and built closer together, fight the
development of similar styles in their com-
munities. Hausfeld explains that density is a
dirty word for most of the general public. 

In 1999, the HBA created The Action
Fund to challenge anti-growth regulation
being imposed by local governments in the
form of rezoning moratoriums, impact fees
and tree ordinances. The association tries
to initiate discussions and cooperation with
local governments in order to create realis-
tic and manageable solutions to growth
issues so legal conflicts can be avoided.
Sometimes lawsuits cannot be avoided –
cities and counties have charged building

permit fees that exceed the cost to manage
that service and department, which is

against Georgia law. Kopp adds, “We
have been forced to pursue legal

avenues to end this transgression.
DeKalb County and Savannah have

been through the court system on
that issue.” 

LOOKING AHEAD
Doug Cotter,  HBAG

area-one vice president
and former DeKalb

County chapter presi-
dent, says that in the

future, the industry
needs to do more

regional think-
ing, rather than

by county-by-
county.  In

order to

be smarter as a region, we need to look at
long term solutions to Atlanta’s problems –
sewer, traffic, air quality, water quality. 

Sessions agrees that quality-of-life issues
have reached the point beyond a voluntary
solution. “I see more law and regulation
down the road. Unfortunately it sometimes
takes a crisis to find a solution. We have
been proactive with Certified Professional
Home Builder and EarthCraft.” She predicts
that everything will eventually come down to
land use policies and that we will see most
of those changes in the next 10 years. 

Kopp predicts the Clean Water Act is going
to force local governments to do a better job of
managing the conservation and treatment of
water in their areas and says that the industry
will see more water-saving products and appli-
ances as standard installation. 

The challenge for the state and local
associations will be to find ways to help the
smaller builders handle the regulatory and
consumer environments that we are in
today. “If the industry can be allowed to
move toward a performance-based regula-
tory delivery system, we can find more cre-
ative solutions for land use, zoning, mixed
use and storm water,” he says. “We have got
to be willing to accept the responsibility of a
performance-based system that will give us
the flexibility to solve and deliver the con-
sumer expectations in a profitable way.” 

Still in his 20s, Chris Knight of Chris
Knight Homes is one of the next generation
of home builders. He is surprised that with
the impact of the industry and the quality of
the home builders association, builders and
developers are not more united and orga-
nized in their efforts. “We are still fighting a
million little battles,” he says. 

Knight agrees that it can be overwhelm-
ing when you consider what you need to do
to be successful. Knight’s uncle (and busi-
ness partner) told him, “Before you go into
this business you need to have a law degree,
an accounting degree, an engineering
degree and a business degree.” Knight adds
that it takes a “good gut instinct” and a pas-
sion for the product while thinking cus-
tomers still count for something. When it
comes to the future of the industry, he
thinks competition and consumer education
will continue to raise expectations. Where
does he see his business in the future? Says
Knight, “Overtaxed, overregulated and being
number one in the Southeast – never hurts
to be optimistic.” 
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ENVIRONMENTS FOR LIVING is a registered service mark of Masco Contractor Services, Inc.

...The Environments For Living® Program helps you manage your risks
by introducing you to the advanced techniques of Building Science, and showing you how your 
company can build more comfortable, energy-efficient homes that have the potential to: 

• Increase customer satisfaction 
• Decrease claims and liabilities  
• Cut down on customer callbacks  

If you want to boost your bottom line while managing your risks, find out what the 
Environments For Living® Program can do for you now!

now

For more information, call

Toll-Free
1-866-912-7233

www.eflbuilder.com
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*”Right-sized” refers to the process of determining which HVAC system
should be used in any particular structure.
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Manage Your Risks Through Building Science!

“My home feels so damp!”

“There’s a draft in the house!”

“Our power bill is out of control!”
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Wisdom is everywhere. Uncommon wisdom is knowing how to apply it. 
At Wachovia, we realize that as a homebuilder, you are expected to be 
committed. Committed to promising, building and delivering quality.
We’re here to do the same. With teams of local real estate specialists who
understand and are committed to your market, Wachovia is the ideal 
partner for your residential real estate needs. For extraordinary financial
strength, vital resources and extensive experience, talk to us. Together, we
can build uncommon success.

To gain the expertise of one of our Relationship Managers, please contact Bird Anderson,

Residential Market Executive, at 704-374-6311.

B A S E B A L L
T E A C H U S A B O U T

R E S I D E N T I A L  H O M E B U I L D I N G ?

W i t h  a  d e d i c a t e d  t e a m  a n d  t h e  r i g h t  t o o l s ,  
y o u ’ l l  a l w a y s  m a k e  i t  h o m e

W H A T C A N

© 2003 Wachovia Corporation; Wachovia Bank, N.A. Member FDIC. 033772

IMPACT FEES

Twelve years ago the HBA came to the table
regarding impact fees, with a lot of fore-

sight from the association’s leadership and
members who put together an impact fee study
group. This group worked diligently to develop
impact fee legislation. And while some serious
legislative work leveled the playing field, law-
suits have changed the interpretation of the
laws over the years. Cherokee Chapter Presi-
dent Don Hausfeld believes that impact fees
only can be viewed by one municipality at a
time because they all are different. He says that
the impact fees in Cherokee County are pro-
ducing a lot of revenue, but the county needs to
look more closely at the potential for commer-
cial development in the area to ensure a more
successful development plan. 

LICENSING
Licensing is an important issue that the

association has been working on for a number
of years. The state association is trying to help

Georgia with builder licensing. Jerry Kopp per-
sonally feels it is not necessary for a builder to
be licensed since all the major trade contrac-
tors (plumbers, electricians, etc.) are licensed
and that it is not going to happen quickly
because it takes a lot of money to set up a
licensing department at a state level. “We want
to be involved so we can consult with them
about what should be considered so if it hap-
pens, it will work,” he says. 

REGULATORY FEES
Dan Woodley, former DeKalb County chapter

president, says the HBA sued DeKalb County
because $31 million was collected from permit
fees and used in the general use fund, which is
against the law. “Some positive changes have
come from the settlement of that lawsuit. The
county is now fully staffed, and we have gone
from four to 15 electrical inspectors. The
inspectors have Nextel radios so we can get
questions answered about inspections. They are
moving into a new building that we hope will
house more staff to streamline the plan approval

process.” Woodley says that every builder owes a
lot to the association for what it has done for the
entire industry. “The people who started the
association had great foresight and should be
appreciated. We are definitely the leader in the
country for the depth of resources that our asso-
ciation offers from education to government
affairs.” 

STORM WATER
Rick Porter credits the association’s

members for becoming an integral part of
the process in the development of storm
water guidelines that are understandable and
manageable. “It is a difficult issue. It has
taken some time to show the regulators that
the measures in place were flawed,” Porter
adds, “Our involvement in the last six years
in the issue of storm water has been huge.
We rolled up our sleeves and got involved
into the executive branch of government, into
the regulatory side and said ‘Here is where
the action is and here is where we need to
make a difference.’” The industry continues
to work with government to find a way to
have enough flexibility in the techniques to
introduce a site-by-site regulatory system that
will be performance-based throughout the
process for each site’s differences.

And Another Thing… 
Regulatory Issues



S
tep back seven years and it’s easy to see the difference
between the homes being built in 1997 and the homes
we’re building today. Today, we’ve taken energy efficiency
to new levels, through programs such as EarthCraft and
Energy Star, ensuring that today’s new homes please the

environment and the wallet, as well as the families who live there.
And we’ve taken technology into more areas than ever before, from
home theaters that truly turn a living room into an audiovisual won-
derland, to keypads that allow control of heating, security and light-
ing from multiple locations.
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High-Tech HOME

B y  D e n i s e  R e i d y - P u c k e t t

2010House:
What Will 
It Look Like?

From tankless water heaters to
central vacuum systems, the house 
of the future will look a lot different



Considering how far we’ve come, it’s not
a stretch to think that by 2010 we’ll have
come that much further. But what, exactly,
will that look like?

Most industry experts agree that we’re
still forging in terms of energy conservation
and meeting environmental concerns. Among
the main environmental issues we face is the
conservation of water.

Alex Wilson, founder and executive editor of
Environmental Building News and president

of BuildingGreen in Brattleboro,
Vermont, says water conservation
will become increasingly important
over the next decade, and not just in
the desert Southwest, but in many
areas throughout the United States. 

“This need will drive interest
in such water-conserving tech-
nologies as sub-gallon-per-flush
toilets, on-demand hot water 
recirculation systems that elimi-
nate water waste while waiting for

hot water to reach the tap, and rainwater col-
lection for landscape irrigation,” Wilson
says.

Ten to 20 percent of total energy consumed
in a home is related to heating water, and Resi-
dential Technical Services Coordinator Howard
Katzman, who manages the EarthCraft House
program’s renovation division, says alternative
energy appliances and systems such as solar
powered water heaters will become more pop-
ular. He says the industry may see more geot-

hermal heating and cooling, which is not a new
process, but is technologically sound. 

Among new technologies that address both
water conservation and energy issues are tank-
less water heaters. According to the Partner-
ship for Advancing Technology in Housing
(PATH), these heaters will provide hot water
on demand, without storage – which will sig-
nificantly reduce or even eliminate standby
losses. The tankless heaters feature an electric,
gas or propane heater that is activated by the
flow of water. And once the heater is activated,
it provides a constant supply of hot water.

Tankless headers are also efficient in terms
of life expectancy – while most tank heaters
have a 10- to 15-year life span, tankless
heaters should last 20 years.

Wilson says the future should bring an
increased awareness of these types of effi-
ciency issues, as well as renewable energy
and even recycling, depending on the rising
costs in utilities and natural resources. Each
year costs go up, it could spark new con-
sumer interest in homes with exceptional
energy performance. 

In addition, builders are more likely to
be following the Energy Star guidelines, Katz-
man says. And we will see an increase in
Atlanta’s builder participation in EarthCraft
House and adoption of program practices
like the two diagnostic tests (air tightness of
the duct system and air tightness of the
home). The program’s guidelines will
become standards for the industry, because
indoor air quality and mold issues will con-
tinue to be big concerns for home buyers. 

And with those concerns, central vacuum
systems are another product that may find
favor in the future. Built into the house the
systems offer opening points in each room,
which allows the home owner to simply
bring the hose to the connection system and
then vacuum in that room. The increased
connectivity allows people to keep their
homes cleaner – new systems offer longer
hoses for cleaning ceilings, fabrics, carpets,
etc. and feature advanced filtration that not
only collect more dust, dirt and allergens
but also stop them from re-entering the
home.

Other new products that builders will
likely see on the market by 2010 include on-
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The tankless heaters feature an electric, gas or

propane heater that is activated by the flow of 

water. And once the heater is activated, 

it provides a constant supply of hot water.
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Built off-site & installs
in hours. Installation

assistance is available.
■

Handcrafted in
Alpharetta, Georgia.

■
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demand hot water recirculation systems;
advanced sun-screen products including
shades and blinds that are installed on the
exterior; and advanced ceramic coatings and
structural materials that are fire-safe, highly
durable and very low in maintenance. These
materials may be used in roofing, exterior
paints and perhaps even decking. For a look
at new products becoming available now, see
the new product feature on page 21.

Wilson says the best thing builders can do
to prepare for the future is get the informa-
tion that is out there. He suggests taking a
few hours each week to keep up with devel-
opments in the building industry by visiting
sites like NAHB’s Toolbase News, www.tool-
base.org, Environmental Building News’
Web site at www.BuildingGreen.com, as well
as publications, conferences and local
sources such as EarthCraft House’s partner
organization, Southface Energy Institute. 

And while housing materials will definite-
ly change, it’s also likely that the basic types
of homes will change as well. “People are
going to change the way they live,” says Pam
Sessions of Hedgewood Properties. “People
will own smaller houses. I think we will see
more attached houses and more room for
creativity,” she says. 
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EARTHCRAFT COMMUNITIES
The EarthCraft House program is

in the process of developing Earth-
Craft House communities, which will
provide environmentally friendly
guidelines for development process-
es, storm water management, envi-
ronmental impact, green space and
require all homes to be EarthCraft
House certified. Some pilot projects
include Vickery in Forsyth, Clarks
Grove of Covington, Glenwood Park
near Grant Park and Chattahoochee
Hill Country in South Fulton. 

MULTIFAMILY
The first EarthCraft House and

Energy Star multifamily, affordable

older resident housing develop-
ment, Magnolia Circle, was created
in Decatur. Guidelines of Energy
Star, the energy-efficiency home
building program, will be part of
the multifamily program guide-
lines. 

REACHING OUT
EarthCraft House has reached

outside of the Atlanta region and
has projects in Macon and
Columbus and soon will begin in
Savannah. Discussions about
pilot programs have started with
surrounding states including
Alabama, Tennessee and South
Carolina.

The Future of
EarthCraft House

For Building Solutions
that Create Customer Satisfaction & Added Profits

1800 D Montreal Station Atlanta, GA 30084 770-934-6800 or 1-800-241-9089



C U S T O M  C O N S T R U C T I O N

BUILDING A HOUSE IS EASIER WITH
THE RIGHT TOOLS.

WE’RE ONE OF THEM.

Powerful Partnerships

Certain restrictions and conditions apply. Programs subject to change. Some programs may not be combined with others.  We have
loan offices and accept applications in Washington Mutual Bank, FA — many states; Washington Mutual Bank — ID, OR, UT, WA; and

Washington Mutual Bank fsb — ID, MT, UT.

One-step financing – construction and permanent financing rolled 
into one.

You set the draw schedule.

First draw may occur before the foundation endorsement has 
been issued.

For more construction financing details, call us today.

Buckhead
5290 Roswell Road
Atlanta, GA 30342

404.843.6870

Duluth
3870 Pleasant Hill Road

Duluth, GA 30096
678.475.2274

East Point
3360 Shelby Lane, #1010

East Point, GA 30344
404.346.5711

Fayetteville
1415 Highway 85

Fayetteville, GA 30214
770.460.3770

Marietta
3901 Upper Roswell Road

Marietta, GA 30062
678.560.5100
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ON-SITE RECYCLING
Waste management is a continuing chal-

lenge for builders, developers and sub-con-
tractors. As technology advances, builders
are looking to reduce, reuse and recycle
materials on site.

The Packer 750: A self-contained,
mobile, low speed grinder, the Packer
750 handles wood, gypsum board, roof-
ing shingles, block and brick and can
grind them into materials that can be
used for erosion control, road base and
soil amendment. Max Wade, vice presi-
dent of Artistic Homes, Inc. of Albu-
querque, New Mexico, which has used

the Packer 750 on its jobsites, says it has
cut its waste stream by as much as 90
percent. “I don’t have dumpsters on my
site anymore,” Wade says. “It’s a good
investment and one that will pay off in the
long run, both for us and the environ-
ment.” 

FIRE RESISTANCE
In multifamily dwellings such as townhomes, condominiums and apartments, fire resistance

is an important consideration. Builders are looking for new ways to incorporate fire resistant
materials at the construction end.

Gypsum Board: Gypsum board area separation wall systems are lightweight (weighing
no more than 10 pounds per square foot when erected), can be erected directly onto a
poured concrete slab and offer fire resistive ratings up to two hours or more. In addition,
Gypsum board adds much-needed sound barriers in multiunit dwellings. 

ON-SITE TRACKING
A builder’s ability to track inventory on a

construction site can make a major financial
difference on a project. The ability to moni-
tor information electronically directly on site
would allow builders a management control
that can save time and cut costs.

Tool Manager 5.2: Quick Pen Inter-
national’s Tool Manager upgrade incor-
porates a consumables module that
allows tool and equipment managers to
track oil, paint, drill bits, gloves – every
item used on a job and not returned to
inventory. Advanced scanning allows
managers to scan out equipment through
use of a durable bar coding system. Built-
in notations alert managers to reorder
when inventory on an item falls below a
level defined by the user. 

SiteStream Software: Written exclu-
sively for builders, Atlanta-based
SiteStream uses one SQL server to man-
age information. The software assists with
the management of all operations related
to home building, including land pur-
chases, automated cash flow, budgeting,
forecasting, sub-contractor management,
purchase orders, material deliveries, esti-
mating, options, sales, marketing and
warranty. 
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High-Tech HOME

New Products
Where is technology taking us? 
Here’s a look at some of the product types of the future,
and practical examples of what’s available today.

For Builders
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CENTRAL VACUUM SYSTEMS
Interior air quality continues to be an issue for home buyers. Central vacuum sys-

tems allow for the capture of dust, dirt and allergens that can improve interior air
quality and allow for better cleaning of fabrics, carpets and floors.

Serenity Plus Central Vacuum System: With a twist-lock collection system
that stops dust, dirt and allergens from being reintroduced into the home, a fil-
tration system that not only traps dust into a thin membrane and sheds it into a
collection receptacle when the system is turned off, but that never needs replac-
ing and a full-house spread that allows for maximum cleaning, Beam’s Serenity
Plus system offers homeowners convenience and air quality control.

Aqua-Air Wet/Dry Built-In Total Cleaning System: A built-in central vac-
uum system that allows for whole-house cleaning, Aqua-Air not only vacuums but
delivers hot cleaning water and then vacuums it away, automatically sending it
down a sewer system. 

ONE-STOP CONTROLS
The ability to control lights, doors, locks, sprinklers

and other home functions via computer, both from
inside and remote locations, may have been a home-
owner’s dream, but is now a fast-approaching reality.

OmniTouch: HAI’s OmniTech system offers
one-touch control of all home functions. The self-
configuring system does not require programming
and can be built in through retrofits, connecting to
the HVAC system and offering control through an RF
transceiver.

Vantage Controls: Vantage Controls offers the
ability to place home functions into one central sys-
tem that can be pre-programmed to activate
according to a schedule, sensor or button. Keypads
and touch screens can eliminate switches, and the
entire system can work via a wireless RF network. 

Touch Center: Honeywell offers a new touch-
screen keypad that provides families with centralized
control of lighting, appliances, garage doors, mes-
sages and more. Honeywell’s new FutureSmart struc-
tured wiring solutions integrate ADEMCO security and
home wiring and networking technologies for control
of security, cable and satellite television, Internet, tele-
phone, video, audio, lighting and HVAC.

PROBLEM SOLVING
Finding ways to eliminate future problems before

they happen is the wave of the future for builders, as
they use technology to make the homes they build
more attractive to consumers.

WaterCop©: DynaQuip Controls’ offers this
automatic shutoff system, which detects water accu-
mulation caused by common plumbing leaks and
automatically closes a valve on the main supply line
to prevent further flooding of a home. The system
uses a series of sensors placed near known leak
sources such as washing machines, water heaters,
dishwashers, icemakers and toilets. 

EXCEPTIONAL KITCHENS
Grand kitchens bursting with the newest high-tech

gadgets are in demand for new homes.
Caledra Cooktops: Caledra’s new cooktops

have no knobs and feature touch technology and
timers on each burner. The electric stoves offer pre-
cise temperature controls, while the gas series fea-
ture quiet ignition and constant flame monitoring.

Kenmore Elite Dishwasher: Sears’ new
Kenmore Elite features integrated controls and
SmartWashTM technology that senses the amount of
soiling and the number of dishes in the load
before adjusting the cycle to use the optimum
amount of water and energy. The technology
enables homeowners to save up to 32 percent on
water and energy. It is the quietest Kenmore dish-
washer available.
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For Hom
es

COST-EFFICIENT HEATING AND COOLING
With the costs for heating and cool-

ing on the rise, home buyers are contin-
ually on the lookout for energy-efficient
solutions to help their new homes not
only run environmentally friendly, but
also to lower their costs.

RAUPANEL by REHAU: REHAU’s
new RAUPANEL system works for both
retrofit and new construction plans
and offers radiant heating through
placement of polyethelene pipe, alu-
minum panels and wood return
bends that are placed under the floor.
The system offers a low impact on
overall floor height (5/8 inch), does
not require added structural support

and is compatible with commonly
used floor coverings. 

Lennox Gas Furnaces: Lennox’s
new G61V furnaces meet new Energy
Star standards and run almost 50 per-
cent quieter than competing furnaces.
Energy savings comes from the fact
that they run at low speed 80 percent
of the time instead of running at full
speed all the time like many furnaces.
Two speeds allow for more even tem-
peratures. In addition, the variable
speeds offer better humidity controls
and indoor air quality help, as the
lower fan speed allows filters to cap-
ture more contaminants.

Kenmore Elite Dishwasher



Parksite Plunkett-Webster® is an authorized distributor of DuPont™ FlexWrap™

©2001 E.I. du Pont de Nemours and Company. Tyvek® is a registered trademark of DuPont for its brand of protective material. All rights reserved. NASCAR®

is a registered trademark of The National Association for Stock Car Auto Racing, Inc.

It really

hugs the

curves.

DuPont™ FlexWrap™ is an incredibly

tough, durable, flexible flashing tape

that resists water penetration in the

most demanding applications. Even

half round windows and 3-D window

sills are flashed seamlessly and with

ease using DuPont™ FlexWrap™. This

versatile material also protects door

sills in minutes. Your local DuPont™

Tyvek® Specialist is available for a

FREE, no obligation, on-site

demonstration.
For more information contact: John O'Driscoll

678-300-1255 or Nextel ID 154*21*27623

It really

hugs the

curves.

Test Drive

DuPont™ FlexWrap™



In today’s world, builders must not only
meet the growing technological
demands of the homebuying public, they

also must continually integrate new technolo-
gy into their own businesses to make the
process more time efficient and cost effec-
tive.

In the last two years alone, technology use
among builders has exploded. Just ask custom
builder Dennis McConnell. When Atlanta
Business News spoke to him for the May 2001
technology issue, he had integrated computers
into his accounting and scheduling, was using
computer-aided design, a PDA and a cell
phone. The cell phone, especially the two-way
radio function, McConnell said, was the one
thing he could not do without. “I have become
reliant on good communication,” he said.

In fact, the one thing McConnell was
looking for was increased usability of the
Internet, and he now has it. With a local area
network for employees, he provides laptops
for field superintendents, and his staff is able
to use an intranet to share common files.
McConnell says everyone who comes into the
office has visited the company Web site and
that his use of e-mail to communicate with
customers has increased dramatically, as has
his customer’s ability to stay in contact
regarding every aspect of their home.

On McConnell’s Web site buyers have
access to a Microsoft Excel spreadsheet that
allows them to keep track of their selections,
changes and budget so they can get a complete
sense of where they are financially. This,
McConnell says, makes his job much easier.

Each home being built has its own file with-
in Woodley’s computer system, and all e-mail
correspondence, contracts, invoices, house
plans, photographs, installation notes, changes
of orders and other related documentation are
stored there. Several members of Woodley’s
staff also use PDAs to send and receive e-mails
and access files from the job site. 

All of this allows Woodley, McConnell and
other builders to keep up with the requests of
the tech-savvy home buyer. For example, cus-

Dan Woodley of Dan Woodley Homes has
been building homes since the mid-1980s and
has also integrated many of the new technologi-
cal advances into his business. Woodley’s staff
use laptops and can access information relating
to their particular jobs. For example his project
manager and accounting department are
linked so e-mail can be used to send invoices
and payment requests from the site. “It also
ensures the job is being done and payments are
being made accordingly,” Woodley adds. 
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tomers frequently want structured box wiring,
the highest grade of communication wire; pre-
wired sound systems in every room; and data
jacks. McConnell also receives requests from
clients for wireless Internet systems in the
house. He also has installed voice-activated sys-
tems that allow the home owner to call in and
make changes to appliances and systems from
remote locations. 

Woodley says new technology also has influ-
enced the type of products and systems he
installs in homes. What he calls “future proof-
ing” is the installation of wiring for current and

anticipated future demands for technology
needs. Usually conduit (T1) is installed in
homes so wiring will be available for future
upgrades. Woodley says a common request is
installation of “racks” for electronic equipment
and remote control of sound and light systems.
Some of Woodley’s communities include an
optional intranet and the choice of a variety of
security and surveillance systems. His company
outsources technology upgrades, and the buyer
meets with a technology consultant after the
contract is finalized. He adds, “We used to do it
ourselves, but there is so much out there and

so many things people come up with. It’s best
to hand that over to an expert who can keep up
with the desires of the home buyer and the
options available to them.”

McConnell, like Woodley, says he hands
over the technology appliance and product
requests over to an outside vendor who deals
with the customer. “We just build the skele-
ton and make sure the wiring is in place,”
McConnell says. “It usually takes a specialty
trade contractor to handle the wiring and
fiber optics, not just a standard licensed
electrician.”

However, today’s customers not only
want nifty toys, they want energy efficiency.
As a member of the HBA’s EarthCraft House
program and an Energy Star Builder,
McConnell’s company guarantees the utility
cost of each home built. For example, in a
recent 4,000-square-foot house, McConnell
guaranteed that the heating and cooling
bills over a three years period would not
exceed $69 per month. “You have to be
technically proficient, know the mechanical
systems and how they relate. For example,
we put a blower door on every house to test
the partial vacuum to test for leaks and bal-
ance between rooms. Most of our houses
upgrade to HEPA filters and even up to
energy recovery units… there are a lot of
technical approaches that we are doing that
you rarely see in this business,” McConnell
adds.

Another result of new technology is likely
to be a change in the size, shape and config-
uration of home spaces, McConnell says.
With cabinetry and equipment sizing and
positioning changing, rooms and building
processes will follow. In a home built for an
executive of Turner South Broadcasting,
McConnell says the communication needs of
that homeowner boggled his mind. “He had
a TV in every room, sometimes two. He had
several plasma televisions. He wanted one
over the fireplace so we had to reroute the
cooling system to blow on the plasma televi-
sion to prevent it from getting overheated if
he ever turned on the fireplace.” 

McConnell also says that most built-in
shelving and furniture sizing is based on cur-
rent equipment standards, but he does his
best to anticipate what the future needs will
be as the appliances and wiring change. After
all, though homes are built to last, the tech-
nology most people use today on a regular
basis is likely to significantly change during
the next 10 years.
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As your health insurance premiums keep rising…
have you heard from your agent lately?

Robert Shuford, a member of the HBA, can provide
solutions to help your business with this problem.

Call him today at (404) 467-6160 
to help you save money.



Housing INSTITUTE

As a member of the Greater Atlanta
Home Builders Association (HBA),
you may be curious about what it

means to be a Certified Professional Home
Builder (CPHB) and in turn, what benefits
the CPHB program offers to you.

The CPHB program is a voluntary certifica-
tion program established for the builder who
has chosen to make the commitment to profes-
sionalism, customer service and homeowner
satisfaction in their business. This program
seeks to recognize these professionals of the
home building industry. In order to become a
CPHB, a number of requirements must be met.
The first part of the series on CPHB require-
ments concerns the mandatory binding arbitra-
tion clause in all sale and construction contracts
with homeowners. 

Dispute resolution is an area of importance
to the CPHB program. The Housing Institute,
Inc. (The Institute) intends that with the cre-

ation of this program and through the require-
ments to become certified, it can assist the
builder by reducing the causes of disputes
between a CPHB and home owners. Despite the
purpose of this program, The Institute recog-
nizes that some disputes will occur. When dis-
putes arise, the Institute strongly encourages
parties to work together toward a mutually
acceptable resolution of their disputes. 

The Institute endorses voluntary mediation
between the parties in cases in which the
builder and home owner believe a third party
mediator may be able to assist in the resolution
of disputes without the necessity of arbitration
or litigation. In some instances, the use of
mediation will not allow for a resolution of the
dispute at hand. In such circumstances The
Institute strongly believes that the interests of
the professional home builder and the home
owner, as well as the public, are best served by
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the resolution of such disputes through binding
arbitration rather than through litigation. The
Institute requires CPHB members to offer a
mandatory binding arbitration clause in all
contracts with homeowners. The builder’s
acceptance of mandatory binding arbitration as
the final dispute resolution process is a condi-
tion of continued membership in the program.

The offer of the mandatory binding arbitra-
tion clause gives many benefits to the CPHB. It
offers the possibility to find a more timely resolu-
tion to disputes when they arise. Not only is arbi-
tration less expensive than litigation, it allows a
CPHB member to have input toward the remedy
of the dispute. Arbitration also allows having a
decision-maker with more expertise in the field
of homebuilding than a judge may provide.
Finally, with arbitration there is flexibility in
regard to the scheduling and the handling of
legal proceedings, and it often offers more priva-
cy to the involved parties.

The Housing Institute, Inc. can provide
you with more information regarding this
topic or the dispute resolution process. If you
have any questions regarding the Certified
Professional Home Builder Program, please
contact Penny Round at (678) 775-1463.

What It Means To Be a Certified
Professional Home Builder



HomeAid ATLANTA
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Home Building 
Industry Shines Again
In support of National Hunger and Homelessness Awareness Week

in November, HomeAid Atlanta and the HBA sponsored a drive to
collect essential items such as diapers, baby wipes, baby food, formu-
la, toiletry products and laundry detergent for homeless babies and
toddlers.

The 2003 Essentials for Young Lives Drive was a huge success.
Through the generosity of the homebuilding industry and the commu-
nity, HomeAid Atlanta collected more than 8,500 diapers, 15,000
baby wipes, hundreds of bottles of baby wash, lotion and powder and
received $4,345 in cash donations. The donated items and money
were distributed to My House, Genesis Shelter and Tapestry Youth
Ministries, three metro Atlanta shelters that care for homeless babies
and toddlers. HomeAid Atlanta is helping to build new facilities for
these programs.

HomeAid Atlanta thanks Pine State Mortgage for being a collection
site, as well as the homebuilding industry and the community for
their support and generous contributions.

Santa Came to Town
Santa Claus accepted a special invitation from the generous folks

at Staircase & Millwork Company and made an early visit to The
Housing Center of the
Greater Atlanta Home
Builders Association
(HBA) on December 6.
All members of the HBA
and their children were
invited to celebrate the
holidays with Santa and
have pictures taken with
the jolly fellow. Pictures
were provided in exchange
for the donation of an
unwrapped children’s toy
to HomeAid Atlanta.
Monetary donations also
were collected. All toys
were given to homeless
children living in local
shelters. Santa had such a
good time that he has
agreed to come back
again in early December
2004 for another special
visit with the HBA mem-
bers and their families.

The staff of Staircase & Millwork Company celebrated with Santa.

Three happy visitors met Santa at the Housing Center.

FULL SERVICE LAW FIRM
LARGE FIRM EXPERIENCE IN A SMALL FIRM ENVIRONMENT

Established in 1998, Robinson, Jampol, Aussenberg & Schleicher, LLP
(“RJAS”) is an AV-rated full-service law firm located in North Atlanta.

500 NorthWinds Center West, Suite 350 • 11625 Rainwater Drive • Alpharetta, Georgia 30004
770.667.1290 • 770.667.1690 (fax) • Website: www.roblaw.com

RJAS A T T O R N E Y S

A T  L A W

Robinson, Jampol, Aussenberg & Schleicher, LLP



Builder BOOKSTORE

The future of building includes using
available technology to streamline
procedures. The HBA’s Builder Book-

store offers several resources to help you use
existing technology to save you time and
bring in more business. 

CONNECTING WITH 
PALM OS DEVICES

Because builders spend much of their
time away from the office, they typically
have little access to their most valuable
information. The Palm device can change
that by replacing your day planner, cell
phone, laptop computer, digital camera,
voice recorder and more. You can keep
your filing cabinet and your computer hard
drive in the palm of your hand. This book
will show you how Palm devices can help
you be more efficient and stay connected,

which devices are right for you and
how to appreciate the expansion
possibilities with hardware add-on
products and third-party software.
(Member price: $31.46)

THE WEB @ WORK
Jump on the information super-

highway with this book, which intro-
duces the builder to the Internet with
an overview of how the Web works,
what other home builders are doing on the
Web and how the construction industry as a
whole is using the Internet. The Web @
Work provides a working set of modules
and Web-authoring software on CD-ROM to
help you build your own Web site – an
essential marketing tool. Let the Web work
for you and bring you new business by

using this book’s site-building tips. (Mem-
ber price: $31).

These items are available at the Housing
Center in the Builder Bookstore and can be
shipped to you. Call Industry Resource Man-
ager Shala Spruell at (678) 775-1466 for
more information.
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Build Your Business With Technology
HBA’s Bookstore Offers Technology Tools 

• Custom Housing
• Light Commercial
• Apartments

“Serving Gwinnett For
Over 20 Years”

770-963-1456770-963-1456

COBBLESTONE SOUTH BUILDING SOLUTIONS
“The Art of Accelerated Construction”

Imagine starting one morning with only a foundation for a home. Then, by
the end of the day, having an 80% complete, weather-tight home that you
can lock and walk away from.

COBBLESTONE SOUTH can increase your profits and simplify the
construction process. Spend less time estimating, scheduling, and making
site visits. Spend more time organizing and managing your business.

For more info, or to visit a Systems-Built
Home in the Atlanta area, please call:

Bob Mooney @ Cell.: (404) 643.0870



The National Association of Home
Builders (NAHB) University of Housing
is sponsoring the first National Designa-

tion Month this month. Its purpose is to
increase awareness of the 13 professional des-
ignation programs offered by the NAHB Univer-
sity of Housing. Its goal is to celebrate
achievements, reward accomplishments and
encourage all education participants. 

In recognition of this month, the Greater
Atlanta Home Builders Association (HBA) is
offering a price break for the following NAHB
courses.

• Financial Management – February 23
• Land Acquisition and Development

Finance – February 24
• Working With and Marketing to Older

Adults – February 27
• Home Modifications – February 28
Did you know that the HBA offers a mini-

mum of two NAHB classes each month to
help you earn national designations? The fol-
lowing are some of the national designations
you may want to consider.

CERTIFIED GRADUATE 
BUILDER (CGB)

The CGB designation was developed specifi-
cally for professionals new to the industry or
new to continuing education courses. It offers
an ideal opportunity to grow your business by
deepening your understanding of today’s home-
building industry.

The first step to CGB certification is the
Builder Assessment Review (BAR), a three-
hour, multiple-choice electronic exam. The
BAR assesses your knowledge in four core
areas: building technology; business and
finance; sales, marketing and land; and pro-
ject management. Your BAR results will
determine which additional courses you
must take to earn the CGB designation. Infor-
mation on the BAR assessment can be found
at www.nahb.org under the education tab.

In addition to the BAR, you must complete
eight six-hour classes to receive the designation
and one additional class each year to ensure
continued professional growth. The HBA offers
classes throughout the year that you need for
the CGB designation.

CERTIFIED GRADUATE 
REMODELER (CGR)

Get a bigger piece of the lucrative but
highly-competitive remodeling pie with the
prestigious Certified Graduate Remodeler
(CGR) designation. The CGR is key to:

• enhancing your competitive edge;
• expanding your customer base;
• increasing the quality of your customer

leads;
• supporting your business with your

improved management and technical
skills; and

• increasing your professional credibility
and gaining recognition as an industry
leader.

The first step toward earning the CGR is the
Professional Remodelers Experience Profile
(PREP) assessment. The PREP is a three-hour,
multiple-choice electronic exam that measures
your knowledge of the five core areas of remod-
eling business management: marketing and
sales; business administration; design, estimat-
ing and job cost; contracts, liability and risk
management; and project management. Your
PREP results determine which courses, if any,
you must complete to earn the CGR designation.
Information on the PREP assessment can be
found under the education tab at www.nahb.org.
The HBA offers classes throughout the year that
you need for the CGR designation.

CERTIFIED AGING-IN-PLACE 
SPECIALIST (CAPS)

Demographic data suggests that an increas-
ing number of people are choosing to stay at
home as they get older. Although these older

homeowners’ addresses may not change, their
needs certainly do. This fact has led to explo-
sive growth in one area of residential remodel-
ing: the aging-in-place market.

In response to these changing needs and
to help you take advantage of this potentially
lucrative new opportunity, NAHB joined
forces with AARP and several experienced
remodelers to develop a specialized creden-
tialing program: Certified Aging-in-Place Spe-
cialist (CAPS). The three-day course trains
builders, remodelers and sales staff to
understand and respond to the unique needs
and concerns of older homeowners. Topics
include needs assessment, design and instal-
lation, customer service and marketing. Par-
ticipants who successfully complete the
course are awarded credentials to help pro-
mote their services and specialized skills to
this vital market segment. The HBA offers
classes throughout the year that you need for
the CAPS designation.

GRADUATE MASTER BUILDER (GMB)
The Graduate Master Builder (GMB) desig-

nation is the ultimate symbol of the building
professional for experienced veterans. Before
beginning the certification process and attend-
ing the advanced GMB courses, participants
must have the Certified Graduate Builder (CGB)
designation, the Certified Graduate Remodeler
(CGR) designation or 10 years of building expe-
rience with three CGB classes completed.

To be welcomed into the elite GMB club,
you must either complete five GMB classes or
complete four GMB classes and two addition-
al CGB/CGR classes. The HBA offers CGB,
CGR and GMB classes throughout the year. 

CERTIFIED GRADUATE 
ASSOCIATE (CGA)

Veteran and new associate members gain
a professional advantage with the Certified
Graduate Associate (CGA) designation.
Earned through classroom instruction, the
CGA designation proves your participants’
heightened level of industry acumen and
knowledge, a willingness to learn the build-
ing side of the industry and a commitment to
your professional future. You’ll gain:

• improved marketing and customer ser-
vice skills to maximize repeat and
referral sales;
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Carol Smith, leading customer relations
expert for home builders, will be back in

Atlanta on March 2, 2004, to facilitate two half-
day sessions at the Greater Atlanta Home
Builders Association (HBA). The sessions are:

Service Strategies: Link Customer 
Satisfaction and Business Success

Stand out in a crowded marketplace! This
session is designed for busy executives who
want to establish a first-rate service program
within their organizations. This class defines the
infrastructure you need to have your company’s
service program up and running in record time.
Carol will address the challenges of achieving
customer satisfaction and identifying your com-
pany’s strategy for responding to them.
Time: 8 a.m. to noon

entations and has 
held superintendent,
customer home sales
manager and vice
president of customer
relations positions.
She developed the
curriculum for the
Home Builders Institute’s full-day Customer
Service Course. 

Each session costs $125 for members
and $150 for non-members. The full-day
seminar costs $225 for members and $275
for non-members. Contact Lisa Hutchins at
lhutchins@atlantahomebuilders.com or at
(678) 775-1460 to register. Seating is 
limited so register early.

Managing Your Mouth: “One good
thing about learning something the
hard way is you remember it!”

Often it is not what you say but how you say
it that causes difficulties. Carol will share
insights and tips on how to communicate with
home owners without creating more chal-
lenges. This fun-filled, practical program will
entertain you as you learn how to “manage
your mouth.”
Time: 1 p.m. to 5 p.m.

Carol Smith has more than 25 years’
experience with customers, and she applies
this background to her realistic and practical
approaches to managing customer relations.
She has performed more than 700 buyer ori-

• greater understanding of the business
side of the industry you can apply to
day-to-day operations;

• broader insight regarding the construc-
tion process and critical industry
issues; and,

• the ability to more effectively address
the needs of your builder and remodel-
er customers.

The CGA is earned by completing three
mandatory and three elective classes and is
maintained by completing one class annually.
The HBA offers CGA classes throughout the year.

CERTIFIED TRADE CONTRACTOR
PROGRAM (CTCP)

Be nationally recognized for your commit-
ment to quality, consistent performance and
workmanship. The Certified Trade Contractor
program (CTCP) is a groundbreaking innova-
tion in residential construction from the NAHB
Research Center in partnership with the HBA.
All trade contractors involved in residential
construction including framing, drywall, floor-
ing, HVAC, electrical and plumbing are eligible
for this important certification program.

Certification communicates confidence to
the builder and home buyer that your quality
assurance system is effective and conforms to
proven criteria. Many builders involved in the
pilot programs only will use certified contrac-
tors now. If your company is certified, you are
able to enjoy marketing advantages with the
Builder Direct program, the NAHB Research
Center Web site and use of the CTCP seal.

Certification requires a documented quality
system that can be viewed at www.nahbrc.org.
There are classes to attend, and a quality
assurance auditor reviews your company qual-
ity manual and other documentation to make a
preliminary assessment of the quality system.
This is followed by a visit to your company to
conduct an audit. To maintain certification, the
contractor must provide the HBA with quarter-
ly updates and pass annual audits.

Several companies in the metro Atlanta area
have begun their certification process. The HBA
is currently scheduling classes throughout 2004.

FIELD SUPERINTENDENT 
DESIGNATION (FSD)

This NAHB course covers eight topics that
superintendents must master to be effective
on the job:

• general project management
• planning and scheduling
• budget management and cost control
• customer service and homeowner 

relations
• safety and security
• codes and quality control
• hiring, training and supervision
• office and trade contractor relations
The HBA offers two half-day classes a

month during the first half of the year and
repeats the classes in the fall. 

INSTITUTE OF RESIDENTIAL 
MARKETING (IRM) COURSES

The Institute is the educational arm of

NAHB’s National Sales Fand Marketing Coun-
cil. Two of the Institute’s courses that the
HBA offers are:

• Certified New Home Sales Profes-
sional (CSP) – the CSP program was
designed for specialists in new home
sales. The 24-hour CSP course and
designation that follows will enhance
your professional image, increase your
marketability in the homebuilding
industry and help you sell more new
homes. Participants must complete the
course and pass a final exam to earn
the CSP designation.

• Certified New Home Marketing
Professional (CMP) – CMP is the
Institute’s mid-level designation. You’ll
understand how to manage the sales
and marketing function for a new
home community by taking the four
required IRM courses. Each course is
a two-day seminar. 

Participants with three years of new home
marketing experience can apply for the CMP
designation. To earn the CMP designation,
participants must complete IRM courses I-IV,
be a member of the National Sales and Mar-
keting Council, submit a detailed IRM Profes-
sional Profile and complete 50 elective
credits.

If you have questions about any of these
designations or want a calendar of upcoming
classes, contact Marylee Putnam by e-mailing
mputnam@atlantahomebuilders.com or call-
ing (678) 775-1464.
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Don’t Miss Carol Smith’s March Seminar!



EarthCraft HOUSE

The development partner, CRC, and the general contractor, PRS
Companies, were partners in the first ECHMF project, Magnolia Circle
located in Decatur, Georgia. Their success with that project encour-
aged them to continue to use the EarthCraft House protocol of plan
review, energy modeling, scheduled inspections and quantitative air
and duct testing to provide a quality, comfortable and healthy build-
ing that also can be affordable for its users.

For more information on the EarthCraft House program, go 
to www.earthcrafthouse.com. For specific questions about the 
new EarthCraft House multifamily program, contact Gray Kelly at
(678) 409-5084.
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Groundbreaking for 

New EarthCraft Housing

GRAND PARTNERS
GEFA (Georgia Environmental 

Facilities Authority)
P2AD
Home Depot
U.S.DOE Building America
Fannie Mae
Johns Manville
Whirlpool
Ford
Amana Heating and 

Air-conditioning
U.S. Greenfiber
The Atlanta Journal-Constitution
Dow Chemical Co.
Keener Marketing
Atlanta New Home Finder/

The Real Estate Book

PARTNERS
Icynene
Honeywell
Energy Star
Marvin Windows and Doors/

Integrity from Marvin
TechShield

ASSOCIATE PARTNERS
Packer Industries
Premier Indoor Comfort 

Systems
Energy Solutions of Georgia
Energy Conservation Insulation
Pestban

EarthCraft House Partners

The second EarthCraft House certified multifamily project is in
Greenville, Georgia. The Greenville Commons complex will be
36 two- and three-bedroom, two-bath multifamily units, each

demonstrating how sustainable construction techniques under the
EarthCraft House program can be integrated into affordable housing.
The Cooperative Resource Center (CRC) and the Community Action
for Improvement (CAHI) are partnering on the project that is being
financed through a combination of Low-Income Housing Tax Credits
through the Georgia Department of Community Affairs, a grant from
the Atlanta Federal Home Loan Bank and a conventional loan.

To qualify as EarthCraft House Multifamily (ECHMF), Greenville
Commons will feature improved energy efficiency, indoor air quality,
water conservation and durability over typical multifamily construc-
tion. Greenville Commons also will be aiming for certification under
the National Association of Home Builders “Building With Trees” pro-
gram and the Environmental Protection Agency’s “Energy Star Build-
ing” program. It will be the first project in the country to combine all
three certifications.

A Proud Member of

SOUTHEAST DISTRIBUTORS

Since 1991, PolySteel

Southeast Distributors

has offered the most

complete line of

Insulated Concrete

Forms as well as all

related supplies.

706-886-5914
800-870-5914



Have you kept your New Year’s reso-
lution? Probably not. Studies show
that more than 9 percent of people

stop following through on personal and pro-
fessional resolutions after 17 days. Join us
for the General Membership Meeting on Feb-
ruary 24 where speaker Anthony Galie will
share the solution! 

Galie brings a new approach to an old
problem – how to get and stay motivated
over a long period of time. 

Most people only are able to stay focused
on their goals for a few days at a time – any
longer and their performance begins to drop.
In the absence of repeated, external reinforce-
ment, it is difficult to remain enthusiastic and

motivated, resulting in a good week of produc-
tivity followed by poor performance.

The techniques Galie teaches are
designed to eliminate this problem and
smooth out personal performance. Through
a series of hands-on, easy-to-learn and effec-
tive techniques, you will learn how to focus
on daily, monthly and long-term production
goals. More importantly, you will be given the
tools with which to accomplish them.

The cost to attend the meeting is $50 per
person, and one person from a builder mem-
ber company may attend free. For more infor-
mation about the meeting or to register, please
contact Katherine Swartz, member relations
manager, at (678) 775-1422. 

CORPORATE SPONSORS
Arrow Exterminators
Atlanta’s Best New Homes
Atlanta Blind and Shade
Atlanta Gas Light
The Atlanta Journal-Constitution
Atlanta Marble Manufacturing
Builders Insurance Group
Countrywide Home Loans
Dupont Tyvek
Georgia Erosion Control Centers
hhgregg
Integrated Pest Defense
LP TechShield
Maytag
Home Experts
Mr. Handyman

Owens Corning
National Sign Plazas
Pestban of Georgia
Real Estate Book
RCS
Staircase & Millwork Corporation
Southern Building Show
US Lumber
Wells Fargo
Williams Brothers Lumber

RECEPTION SPONSOR
Communities Magazine

EVENT SPONSORS
Brinks Home Technologies
SiteStream Software
First Discount Mortgage

WIN UP TO $3,000!
This year’s Open Bass Tournament Trail is

sure to be the most exciting yet, and the
competition is more challenging than ever.
The tournament begins Thursday, February
19, 2004, at Lake Sinclair, with the second
round on Thursday, March 25, 2004, at Lake
Oconee. Continuing the trail, the tournament
will be Thursday, April 22, 2004, at Lake
Hartwell, with the grand finale at Lake Lanier
on Thursday, May 20, 2004. 

Every angler knows there is no greater
prize than “the big one,” but we’ve put
together a fantastic prize package including
$1,500 for the first-place winner. If 100
boats participate, $3,000 is reserved for first
place. The grand championship series win-
ner will receive $1,500.

Hurry to secure your spot in the tourna-
ment because this is one of the most popular
HBA events and fills up very quickly! For
more information, contact Lori Cowie at
(678) 775-1465.

Registration Fees
• $150 per tournament received by

February 12, 2004
• $175 per tournament received after

February 12, 2004
• $525 entire tour – HBA members
• $600 entire tour – Non-members 
• Optional Big Fish Pot – $10
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Member NEWS

General Membership 
Meeting

Harley
Davidson 
Raffle

The Associate Council of the HBA
and HomeAid Atlanta are teaming up
together to raffle a 2004 Heritage Soft-
ail Classic Harley Davidson motorcy-
cle. Tickets may be purchased for $20
at all HBA events, meetings and at The
Housing Center. The 2004 Heritage Softail
Classic is on display at the HBA, and the
drawing will take place on or before August
31, 2004. A portion of the proceeds will go to

HomeAid Atlanta. To purchase tickets, please
contact any Associate Council member or
Council Services Director Monica Saunders at
(678) 775-1446.

HBA Executive Vice President Mark Fitzgerald seated on
the 2004 Heritage Softail Classic Harley Davidson

Many thanks to our General Membership meeting sponsors:
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Member BENEFITS

The Greater Atlanta Home Builders
Association (HBA) is excited to
announce a new member service –

the Member Benefits Mart – that is available
immediately. Through it, members can
obtain a wide range of insurance and related
benefits designed especially for the HBA. Ini-
tially available are:

Life Insurance: We are pleased to
offer two options for simple, affordable
life insurance. A term policy with bene-
fits up to $150,000, and a Whole life
product with level guaranteed premi-
ums, issue ages up to 85, and face
amounts as low as $1,000. Both prod-
ucts offer a simplified underwriting and
issue process.

Individual Health: You can take
advantage of two choices of carriers for
your individual health insurance needs.
We offer standard PPO product designs
with a wide variety of deductibles and

cost saving plan designs including high
deductible options and limited benefit
plans

Group Health: Your business of
two or more employees can take advan-
tage of our two choices of carriers for
your group health insurance needs. We
offer standard PPO product designs and
a wide variety of creative cost saving
plan designs including high deductible
options, limited benefit plans, and
health reimbursement accounts.

Dental Insurance: A choice of
individual and group plans are available
from two carriers that offer coverage
for preventive care, basic services, and
major services. These programs allow
you to see the dentist of your choice.

Cancer Insurance: There are two
programs available that offer competi-
tive rates, simplified issue and lump
sum benefits. Both plans offer you pro-

tection from the direct and indirect
costs associated with medical treatment
that could consume much of your
financial assets.

Long Term Care Insurance: Long
Term Care Insurance (LTCI) is one of
the more popular benefits sponsored
by organizations and groups. There
are two plans available to you that
offer financial protection against the
medical care costs associated with
elderly living. Unlike life insurance,
which protects against the cost of an
early death, LTCI protects you and your
estate from the costs associated with
living a long life.

Disability Income Insurance:
There are two plans available that offer
members coverage protection in the
event of an untimely disabling condi-
tion. Coverage provides income
replacement, which is limited to 2/3 of
earned monthly income with a maxi-
mum of $1,000.

Healthcare Services Discount
Savings Plan: There are two plans
available which offer a wide variety of
discounts on services such as physi-
cian visits, prescription drugs, dental,
vision, chiropractic care, nurse hot-
line, legal club, long term elder care
and discounted hospital and facility
network. These programs are designed
to offer individuals and business own-
ers discounts on these services when
either the cost of insurance has
become prohibitive or you have elect-
ed insurance coverage with a higher
deductible plan.

Working with highly respected insurance
advisors, we are able to utilize the buying
power of the HBA to offer members services,
discounts, and enhanced benefits that are not
available otherwise. We have arranged this
selection of quality and affordable products
through established reputable carriers and
vendors that will provide our members value,
strength and commitment to service.

For more information on these valuable
product benefits, call (888) 835-8650 or visit
the member section of our Web site at
www.atlantahomebuilders.com and click on
the Member Benefits Mart link. Our experi-
enced and friendly representatives will assist
you in choosing the products specific for your
individual needs.
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Effective January 1, 2004

New Membership Benefits

Homebuilders
have plenty of
things to keep
them busy.
Natural gas
shouldn’t be
one of them.

At SCANA Energy, we know you have plenty of details to coordinate in the process

of building and selling homes. That’s why we provide the Preferred Builder Pro-

gram – it presents a win-win opportunity with special incentives for both you and 

your homeowners.

Sign up or learn more about SCANA Energy’s Preferred Builder

Program today! Call Nancy Byrd at 404-760-6233 or 1-888-621-8288.

www.goscana.com



How can you find the most current information on the Atlanta Sales and Marketing
Council (SCM)? Technology! Check out our new and constantly evolving Web site at
www.atlantasmc.com. SMC’s Web site is loaded with all the information pertaining to

who, what, how, where and when – everything from how to become a member to the sched-
uled events.

Becoming a member is just a click away. Click on the “Becoming a Member” link, down-
load the membership form and mail to address listed on the form – that’s it! While completing
the membership form you should consider the several different committees you may join. Visit
the “About SMC” section of the site to see a list of the different areas needing committee volun-
teers. Following is an overview of the different areas you may consider.

CHARITY PROGRAMS
Each year SMC raises a substantial

amount of money to be given to charities.
Two of those have been the Alzheimer’s
Foundation and the Atlanta Children’s Shel-
ter. If you volunteer for the Programs Com-
mittee, you will be in the middle of planning
events such as the Silent Auction, which sup-
ports charities. It is a truly gratifying experi-
ence! 

EDUCATION COMMITTEE
Become involved with the Institute of Res-

idential Marketing (IRM) and Certified New
Home Sales Professional (CSP) courses
offered to members. These courses keep our
professionals up to date on the latest trends
and sales techniques. 

MEMBERSHIP
If you want to help spearhead the effort to

get the word out about all the benefits that
SMC has to offer, Membership is the commit-
tee for you. You will be essential in spreading
the word about becoming a member of SMC
and have fun while doing it.

AWARDS
Maybe you want to be part of the end

result of the most prestigious event held
every year – the Professionalism Awards!
This is a detail-oriented, very active commit-
tee with an incredible feeling of accomplish-
ment after all the planning and execution.

The Web site has a comprehensive listing
of all the award categories and winners. The
2002 award winners are currently listed, but
check back daily for 2003 recipients.

No matter what you choose, get involved
in a committee; it’s the difference between
being a participant and a spectator. You will
see and feel the difference.

One of the most informative areas of the
Web site is the calendar of events. Go to it
to get all of the who, what, when and get
where so you’ll always be on top of what’s
happening!

Have a comment, question, suggestion or
want to join a particular committee? You
have direct access to any board member. Go
to “About SMC”, click on “Board of Direc-
tors” and get all the contact information for
each board member. They are accessible any
time you need them.

SMC 2004 CALENDAR
Wednesday, March 10
6 p.m. – Villa Christina

Design For the Active Adult
Rebecca Stahr

Wednesday, April 14
6 p.m. – Villa Christina

Traditional Neighborhood 
Development
Jackie Benson

Wednesday, May 12 
6 p.m. – Swissotel

Million Dollar Awards Dinner
Thursday, June 17

Lake Lanier Islands
Summer Social Sunset Cruise

Thursday, August 12
Location TBD
Meet the Judges Party

Wednesday, September 8
6 p.m. – Villa Christina

Board Elections
Don Levitan

Wednesday, October 20 
6 p.m. – Villa Christina

Tenth Annual Silent Auction
Fundraiser 

Saturday, November TBD
6 p.m. – Georgia World Congress Center 

Professionalism Awards
Wednesday, December 8

Location TBD
Holiday Luncheon
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Sales and Marketing COUNCIL

Get Online 
with the Sales and Marketing Council

2003-2004 SMC Chairman 
Suzanne Spivey
The HBA Sales and Marketing
Council is a 500-plus member
council with the primary goal of
enhancing the sales and
marketing capabilities and
reputation of those who represent the HBA. For more
information on joining the SMC, call Monica
Saunders at (678) 775-1446.

Grand Sponsor
The Atlanta Journal-Constitution
Platinum
Coldwell Banker Builder Developer
Services
Coldwell Banker The Condo Store
Coldwell Banker Residential Brokerage
Gold
Wells Fargo Home Mortgage
Silver
AtlantaNewHomesDirectory.com
Forrest Homes

Morris & Raper Realtors
NBank Mortgage
The Real Estate Book
Bronze
Atlanta Gas Light
Full Circle Productions
Guaranty Mortgage Services
Millard Bowen Communities
Friends
Accurate Signs
MDC Homes

THANKS TO OUR 2004 SMC CORPORATE SPONSORS

B y  K i m  D u n c a n ,  S a l e s  a n d  M a r k e t i n g  C o u n c i l  C h a i r p e r s o n



Atlanta 50+
HOUSING COUNCIL

Do you want a piece of the fastest-
growing segment of the housing
industry? Make your plans to attend

Building for Boomers and Beyond: Seniors
Housing Symposium 2004, the nation’s lead-
ing educational and networking conference
for industry professionals who serve the 50+
housing market.

Join more than 500 builders; developers;
architects; interior designers and merchandis-
ers; land planners; sales and marketing profes-
sionals; and others at this year’s conference, held
April 14 through April 16, 2004, at the Hyatt
Regency Chicago, located in downtown Chicago. 

Sponsored by the Seniors Housing Coun-
cil of the National Association of Home
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‘Building 
for Boomers
and Beyond’
Explores Different
Facets of Growing 
50+ Market

TIMELESS TRINITY
f looring by Great Hardwood
Enrich your home with the ageless beauty of

antique Birch, Cherry, Hard Maple
and Red Oak, reclaimed from
the Great Lakes and offered in

a stunning natural vintage finish.

NEAL MARTIN, SALES

TEL . : 800/293-3681
E-MAIL: INFO@EARTHFLOOR.COM

WEB: WWW.EARTHFLOOR.COM



Builders, the 2004 symposium will focus on
the lifestyle component of 50+ seniors’
housing. Explore the mindset of baby
boomers and older seniors, their quest to
live life to the fullest and their demand for
homes and communities that meet their
unique needs. You also can find out how to
size up local market demand, drive referrals
through customer satisfaction, plan effective
public relations and special events, devise
the ultimate options program and much
more.

Keynote speaker Rob George of the Ritz-
Carlton Leadership Center will kick off the
symposium with his presentation “How to
Create Legendary Customer Service.” A total
of 19 education sessions will be offered, with
separate tracks for design; finance; market-
ing and sales; and research and trends. New
this year is an entire multifamily track for
builders, developers and others interested in
the rapidly expanding seniors rental market.

Also held in conjunction with the sympo-
sium are the Certified Aging-in-Place Special-
ist (CAPS) designation courses. Remodelers
and other industry professionals who are
interested in home modifications for seniors
are invited to take part in the three one-day
courses April 12 through April 14, 2004. 

Other highlights of Building for Boomers
and Beyond include:

• A tour of three of the Chicago area’s
premier active adult communities.

• An exhibit area showcasing the latest
products and services tailored to the
senior market.

• Networking opportunities.
• Diversions and tours of The Windy City

and much more.

To register, visit
www.nahb.org/build4boomers. 
Contact The NAHB University of Housing at
(800) 368-5242, ext. 8338 or by e-mailing
registrar@nahb.com for more information.
Take advantage of the early bird registration
rate, which runs through February 27, 2004.
NAHB Seniors Housing Council members
receive a discount.
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Record Crowd Learns How to 
Become Involved 
With the 50+ Market

November 18, 2003, was a turning
point for the Greater Atlanta Home
Builders Association (HBA) with the

Atlanta 50+ Housing Council events drawing
more than 50 attendees.

An expert panel discussion drew
builders, developers, realtors, marketing
design and media representatives. Cheryl
Schramm, Director of the Area Agency on
Aging of the Atlanta Regional Commission
presented “Atlanta’s Demographic Trends
and Conditions of an Aging Market.” 

Other speakers included Laura Hamling
of Senior Home Resources; Lane Tharp Cold-
well Banker; EasyLivingcm Home Program
Director Bonnie Bonham; and Roy Wendt of
Wendt Builders and Georgia’s first Easy Liv-
ingcm Home builder.

One of the highlights of the event was
Rhonda Buckley, a consumer and Wendt
Builders’ home owner, giving a testimonial
about her reasons for buying an
EasyLivingcm Home. Buckley highlighted
the convenient, functional and safety fea-
tures as being those that would allow her
as Baby Boomer to live comfortably in her
home for her lifespan. Her parents liked

her home so much, they bought an
EasyLivingcm Home for themselves.

The Atlanta 50+ Housing Council has an
entire roster of planned educational offerings
throughout 2004. The March 18, 2004, event
will feature Carolyn Curasi, associate director
of The Center for Mature Consumer Studies.
She will focus on real estate research of the
50+ housing market.

The 50+ market is the wave of the future.
The HBA invites you to catch the wave to find
out how this exploding demographic specialty
will help steer your course for smooth sailing
into the largest population explosion and
opportunity in building history. 

For more information on events scheduled
May 20, 2004, and September 16, 2004, con-
tact Monica Saunders at (678) 775-1446. 

Rebecca Stahr, ASID, CAPS, President and
CEO of LifeSpring Environs, serves as charter
member on the Atlanta 50+ Housing Coun-
cil and on the EasyLiving Home Boards. Her
firm specializes in housing design and con-
sultation for the 50+ market and teaches
NAHB CAPS classes. She can be reached at
(678) 762-3330.

B y  R e b e c c a  S t a h r

Keynote speaker Rob George of
the Ritz-Carlton Leadership
Center will kick off the
symposium with his
presentation “How to Create
Legendary Customer Service.”

Nextel: 21*37541 Cell: 770-294-9142

Henry B. Hughes

2289 Lawrenceville Hwy. Office: 678-377-4684
Lawrenceville, GA 30044 Office Nextel: 21*42074


