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First District Court Sides

with Home Builders
Affirm Injunction on Santa

Rosa School Impact Fee

As President of your Home Builders Association, I couldn’t
be more pleased with the outcome from the First District
Court of Appeal. The Court validated what we already knew.
Santa Rosa County’s school impact fee was inaccurately
calculated and legally flawed, the Home Builders Associa-
tion of West Florida and 11 additional plaintiffs applaud

the decision by the First District Court of Appeal to affirm
Santa Rosa Circuit Court Judge Darlene Dickey’s temporary

injunction against collection of the fee. This decision is avictoryfor
citizens who need affordable housing. This legal challenge is about accountability. Every-
one deserves to know if the School Board’s annual budget is being spent wisely and if there
isreally a need for an additional tax in the form of an impact fee.

“This decision

a victory for
citizens who

need affordable
housing.

The ordinance by the Board

of County Commissioners in
support of new funding for the
School Board of Santa Rosa
County went into effect May 1,
2020, with impact fees of $5,000
on each new home permitted in
the county, $4,000 for each mo-
bile home, and $2,750 for each
multi-family dwelling.

Circuit Judge Darlene F. Dickey

cited the county and school

board’s failure to establish the

state-mandated “rational nexus

and proportionately” standards,

which restrict the use of new im-

pact fees to the capital facilities

needed to address the impact

of anew development. She also

noted that the methodology

used to establish the fee ignored

important geographic and de-

mographic factors distinguishing the unidentified “north” and “south” ends of the county,
did not utilize the most recent and localized data, and contained numerous mathematical
errors and inconsistencies.

continues on page 6
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HBA Wins Again!

First District Court Sides

with Home Builders
Affirm Injunction on Santa
Rosa School iImpact Fee

from page 5

First District Court of Appeal ruled: “Given
this information, Appellants’ challenge to
the first and third prongs of the trial court’s
temporary injunction analysis fails. As the
trial court properly exercised its discretion in
granting Appellees’ motion for a temporary
injunction, we affirm.”

“The First District Court of Appeal properly
affirmed Judge Dickey’s well-reasoned deci-
sion,” said Ken Bell, counsel for Plaintiffs.
Judge Dicky protected the citizens of Santa
Rosa County from having to pay an uncon-
stitutional tax disguised as an ‘impact fee’
that the former Superintendent and School
Board convinced the county to impose.” In
her 59-page order, Judge Dickey well-explains
why the new ‘School Impact Fee’ imposed

on all new residential construction isnota
valid fee, but an unconstitutional tax. Forcing
someone struggling to afford a new mobile
home in Allentown to pay a $4,000 ‘user fee’
so that others in Navarre or Gulf Breeze may
have anew school is clearly not a ‘user fee’ but
rather an unlawful tax. The School Board may
need to raise additional revenue to build new
schools, but it must do so legally.”

The HBA and a group of local businesses that
develop residential communities and build
apartments in Santa Rosa County are being
represented in the legal challenge by a team

of attorneys and experts, including: Ken Bell,
Mike Tanner and Megan Moon of Gunster law
firm, a statewide business law firm; HBA Legal
Counsel Steve Moorhead of the Moorhead
Real Estate Law Group; Susan Schoettle of Su-
san Schoettle-Gumm, PLLC of Sarasota; and
impact fee specialist Carson Bise, President of
Tischler Bise of Bethesda, MD.

We know will stay tuned to see what the next
step will be in this process. Thank you for your
continued support of the HBA.
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NEW RESOURCES EXPLORE HOW TO CHANGE
COMPANY CULTURE ON MENTAL HEALTH

Before, during and
after the pandemic, workers
and workplaces have faced
increasing stress and pres-
sure that threaten the well-

being of the workforce. Mental
health has been called an invisible crisis,
exacerbating existing mental health condi-
tions and increased chronic pain, fatigue,
substance misuse including overdose,
post-traumatic stress, and suicide risk.

NAHB recognizes the urgent
need for trade associations to take proac-
tive roles in addressing the crisis. The
Federation’s member mental health and
wellbeing initiative aims to destigmatize
mental health issues in construction and
provide members with resources to keep
their workers safe and on the job.

Mental Health in the Workplace
Anewresource has just been
published — Building a Caring Culture: Ad-
dressing Mental Health in the Workplace —
from mental health experts Cal Beyer, Leia
Spoor and Lisa K. Desai, Pys.D. Companies
looking to incorporate mental health and
wellbeing into company culture will ben-
efit from this whitepaper as it discusses
in detail all facets of mental health and
workplace safety.

The whitepaper includes information on:
o Why mental health is important

e How to address mental health in
return to workplace strategies

¢ Understanding the whole health view

o The difference between behavioral vs.

mental health

¢ Psychological safety and resilience
o Mental health myths and realties

e Comorbidities of depression

Also included are applied case
studies of companies in mechanical/HVAC
construction, general contracting and
warehousing/distribution of medical sup-
plies who have addressed mental health
and wellbeing in their workplaces.

Mental Health as a Business Outcome

In another free resource, the 2021
Behavioral Health Guidebook, Mindwise
Innovations details how to prioritize men-
tal health issues in the workplace.

The guidebook explores the
workplace mental health crisis from the
perspective of company owners and top

August 2021 | www.westfloridabuilders.com

managers, and discusses issues like balanc-
ing worker health and safety priorities with
productivity and the ROI that can be real-
ized by focusing on mental health through
lower healthcare costs and absenteeism.

NAHB has made available an
online screening tool for members to
take an anonymous self-assessment and,
depending on the outcome, guides them
to a customized set of resources that can
connect them with appropriate services
to address mental health and/or addiction
issues.

NAHB has also made available
the JustFive NAHB portal, where members
can learn more about substance abuse
disorder in five-minute modules. Users
can learn more about their risks and those
around them. For other resources pro-
vided as a part of the initiative, please visit
the Member Mental Health and Wellbeing
page on nahb.org.

For any questions about the mental
health initiative, please contact David Jaffe or
Rob Matuga.

—

NAHB
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ON DISPLAY AT THE 2021
HOME & PRODUCT EXPO

A much anticipated event for area homeowners and home-
buyers, the Home Builders Association of West Florida
presents 2021 Home & Product, the Expo, set for August
14-15, at the Pensacola Bay Center.

Over 20,000 square-feet of building, remodeling, products and services are on
display from over 60 local and regional businesses.

“If you are looking to remodel or if you’re thinking about building a new home,
then this is the show for you,” said Expo Show Manager Vicki Pelletier. “In addition, at-
tendees can learn alot about new products and services from knowledgeable exhibitors
that will enable them to make wise decisions when it comes to buying products for
their home.”

The Home & Products Expo is a one-stop source for information from air
conditioners, appliances, ICF construction and flooring materials to homes insulation,
energy efficient windows and doors, pool and patio furniture, solar and green products
and services, just to name a few.

“The Expo had built a solid reputation for providing the best in building prod-
ucts and services, said Expo Volunteer Chair Ron Castner of Castner Construction. “For
people interested in reaching building professionals who treat you with courtesy, and
will take time to answer questions, then the Expo is the place to be.”

The Expo is brought to you by the Home Builders Association of West Florida
and sponsored by WEAR TV 3, My 35 WFGX, COX, CAT Country 98.7, Gulf Power and
Harvesters Credit Union.

For more information, contact the Home Builders Association of West Florida at
476-0318 or go to www.HomeExpoPensacola.com.

NEW IDEAS AND INNOVATION
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Vicki Pelletier
Expo Show Manager

Ron Casnter
Expo Chairman

1st Choice Home Improvements
Acorn Fine Homes

ADT Security

Advance Space Concepts

Alpha Closets And Company
Alpha Foundations

Alyssa’s Etc

Bancorpsouth

Better Business Bureau
Cabinets and Floors

Closets by Design of the Emerald Coast
Coastal ICF

Compass Solar

Containers Inc.

Contractors Trade Goods

Cutco Cutlery

DBPR

Defined Interiors

Ecoview Windows & Doors of NW Florida
Ecua

Ensec Pest & Lawn

Escambia Building Department

Expo EXHIBITORS AS OF 7/27/21

Escambia County Housing Finance Authority =~ Max Home LLC

Extreme Pumping And Septic LLC MDH Foundation Repair
Farm Credit of NW Florida Moen

Fireplace Concepts Morton Buildings

Force 5 Walls Pensacola Energy

Forever Sticky Pure Home Systems, LLC
Garlic Grater With Love Quality Roofing Solutions, LLC
Grayes Granite Secured Roofing

Gulf Coast Insurance Sherwin Williams

Gulf Coast Pool & Spa Simple Coat / Xiasil, Inc
Gulf Coast Shades and Blinds Something Old Salvage
Gulf Power Sunfarm Energy

Horizon Improvements Superior Sleep Experience
John Shaffer State Farm Swift Supply

Kings Roofing Tadlock Roofing

Leaf Filter Vinyl Plank 4 Less

Legacy Insurance Brokers Vision Auto Glass of FL, Inc
Weather Shield Metal Roofing

Window World

Lewis Roofing
Lundsford Air Conditioning & Heating

Majors Home Improvement

HBA

HOME BUILDERS ASSOCIATION OF WEST FLORIDA

SHOW TIMES

SATURDAY, AUGUST 17
10:00 a.m. — 6:00 p.Im.
SUNDAY, AUGUST 18
12:00 p.m. — 5:00 p.m.

Free Parking
Free Admission

HOME BUILDERS ASSOCIATION
WEST FLORI
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Gulf Power
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Trang You

10 OUR
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WEAR
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HARVESTERS

Federal Credit Union
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JOIN US! AUGUST 16 - 18, 2019 - PENSACOLA BAY CENTER

et B ot s P e . s b

OF WEST FLORIDA

HOME BUILDERS ASSOCIATION

Check out our Home & Product Expo
website for all the latest information
including downloadable forms for
Sponsors and Exhibitors!

HOMEEXPOPENSACOLA.COM
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MAKE THE 2021 HOME
& PRODUCT EXPO A
LEARNING EXPERIENGE

By Ron CASTNER

Enter the exhibit area at the 2021 Home

& Product Expo and look around. You’ll

see booth upon booth - over 95 of them.

It’s easy to spend your time meander-

ing through an exhibit hall chatting with
friends, and only occasionally interjecting
some purposeful business with an exhibitor
when you happen upon a booth of particular

interest to you.

But there’s another alternative. You can parlay your time in
the Pensacola Bay Center (August 14-15) into a genuine learning and
networking experience. With a little attention to planning, you can get
atremendous return on the time you
spend there. Here’s how:

o Plan your stops. Pick up amap of the
exhibit area before you begin browsing.
Then identify a selection of booths that
might offer especially useful informa-

HOME BUILDERS ASSOCIATION
OF WEST FLORIDA

HO M

ton. ¥ PRIODIUICIT

try, and can offer valuable solutions
and recommendations.
¢ Ask for high-value materials.
What relevant brochures, maga-
zine reprints and case studies can
exhibitors give you? If an exhibitor
does not have what you are looking
for, ask him to place your name ona
follow-up call or mailing list.
o Ask about free seminars. Many
exhibitors offer seminars or demon-
strations during the convention, or
throughout the year. Ask for a sched-
ule of events,and note topics, dates
and times that are right for you.
e Learn about the competition.
Chat with exhibitors about the competition. You might discover clues
about their recent successes and problems.
o Let them sell you. When you visit a busy trade show booth, you often
have the opportunity to see the various representatives of various firms
in action - giving information, answering questions, attempting sales,
managing the booth - in short, juggling a myriad of details. It’s a great
time to test the capabilities of the exhibitors, the quality of their prod-
ucts, and their ability to serve you.
e Kick the tires. Participate in demonstrations. Try your
hand at surveys, exercises or evaluations offered by ex-
hibitors. Do you have a product or service suggestions for
an exhibitor? Don’t hesitate to throw in your two cents
before you leave.
E ¢ Offer advice. Have you used an exhibitor’s products

in the past? If so, can you offer examples of effective and
ineffective performance? Offer your insights. Exhibitors
take these suggestions very seriously and often forward

Expo Chairman

¢ Divvy up the work. If you are at-
tending the Expo with a colleague and
you have alot of booths to visit, split
the booths up between the two of you,
either by interest area or by section.

¢ Know when to browse. Take the
tempo of the trade show. When exhibit
trafficis light, make your high-priority business-oriented visits. Youw’ll be
able to spend more time with exhibitors this way. When traffic is heavier,
you can browse through the lower-priority booths more casually.

e Set goals. Decide what you want out of each exhibit even before you
start making the rounds. Do you want help with a thorny service prob-
lem? Want to learn about a new line of products? Want to save money?
Keep these goals in mind as you visit each booth. You might even want to
develop alist of stock questions to ask each exhibitor you visit.

¢ Understand the goals of exhibitors. They vary. Some exhibitors want
to foster an image or impart positioning statements. Others want to
build prospect lists. Others want to gather qualified leads. You can often
discern an exhibitor’s purpose with a quick glance or a brief conversation.
Ask yourself: is the exhibitor’s goal compatible with yours?

o Stick to your agenda. Approach each booth with your agenda in mind.
Stop, look around, introduce yourself, and then move directly to the busi-
ness at hand.

¢ Look for the quick message. When you approach a booth, look and
listen for the “quick message” - the exhibitor’s key points. The signs,
posters or demonstrations often display this message at a glance.

¢ Bring your specs. Bring along specifications for products you’ll need in
the months and years ahead. Refer to them when talking to exhibitors and
don’t hesitate to pass copies along to exhibitors who may help to fill your
product needs later on.

o Ask for help. Pose questions and problems - perhaps from a ready-
made list to exhibitors. Specifically - ask for help with problems you’re
having on the job. They frequently know what’s happening in your indus-

EXPO

them to their home offices.

e Become a customer. If you're pretty sure you’re going
to be doing business with an exhibitor, give them what-
ever information they need to begin a successful sales
relationship - right then and there. This information
might include company background, credit references,
products used now, quantity information and purchasing resources
available.

¢ Evaluate. Make a handwritten note after you leave each exhibit.

Jot down the key points you’ve learned, product problems you’ve
encountered, or issues you’d like to raise in a return conversation

with the exhibitor.

o Develop company contacts. Exhibitors often know the companies
they represent inside and out. They may be able and willing to furnish you
with the names and telephone extensions of key training, accounting and
technical people in the company. If you’re conscientious in gathering this
information, you can often leave the convention hall with a treasure trove
of new contacts.

o Organize information. Carry a portfolio or bag with pockets so that
you can sort and file printed materials as you receive it. If you indiscrimi-
nately dump everything handed to you in an oversized bag, chances are
most of the material will be too heavy to carry and eventually end upina
junk pile.

o Talk to other visitors. You can often learn about their needs and prob-
lems, and pick up valuable tips from them. Better yet, you can build new
professional acquaintances that make your job easier over time.

e Look for benefits. Yes you can get free promotional items and refresh-
ments in the convention hall. But look for benefits of lasting value such as
technical literature. Literature can influence your profitability and offer
lasting value long after you return home.

Ron Castner, Chair of the 2019 Home & Product Expo, is a building and re-
modeling professional his company, Castner Construction Company.

Top Canadian Official Tells
NAHB Canada Seeks New

Lumber Trade Deal

sion by the U.S. Commerce Department
could result in the tariffs doubling to
18.32% by this fall.

Mary Ng, Canada’s top trade
official, expressed a strong
willingness and desire to en-
gage in negotiations with the
United States on a new soft-
wood lumber trade agree-
ment during a video confer-
ence meeting yesterday with
NAHB CEO Jerry Howard
and senior staff.

The Canadian trade minister met with her
U.S. counterpart, U.S. Trade Representa-
tive Katherine Tai, on July 6 and raised the
issue of U.S. tariffs on Canadian softwood
lumber and the importance of keeping
interconnected supply chains open.

The United States is currently imposing
9% tariffs on Canadian lumber shipments
into the country and a preliminary deci-

NAHB has been urging the Biden admin-
istration to move quickly to resume trade
talks and has always opposed tariffs on
Canadian lumber that exacerbate price
volatility and raise housing costs.

Howard testified before Congress on July
14 and said: “Regarding the current lumber
crisis, the U.S. must immediately engage
with Canada to adopt a new softwood lum-
ber agreement and stop the imposition of
harmful tariffs on Canadian lumber.”

NAHB’s meeting with Minister Ng was a
positive step forward and we will continue
to urge the administration to return to

the negotiating table with Canada and
hammer out a new softwood lumber trade
agreement that will end tariffs and help re-
store price stability to the lumber market.

August 2021 | www.westfloridabuilders.com
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The Federal Reserve Board, the Federal De-
posit Insurance Corporation (FDIC), and
the Office of the Comptroller of the Cur-
rency (OCC) have jointly announced that
they will work together to modernize the
regulations that implement the Community
Reinvestment Act (CRA).

The CRA requires the federal banking regulators to encourage The next step is for the three agencies to develop a joint Notice of
financial institutions to help meet the credit needs of the com- Proposed Rulemaking.
munities in which they do business, including low- and moderate-
income (LMTI) neighborhoods. ‘Joint agency action will best achieve a consistent, modern-

ized framework across all banks to help meet the credit needs of
As part of this joint effort, the OCC has announced that itis the communities in which they do business, including low- and

rescinding its CRA rule issued in May 2020 and working with the =~ moderate-income neighborhoods,” the three banking regulators

Federal Reserve and FDIC on an orderly transition to a new rule. said in a joint statement.

B BB #4 Home Mortgage

H EEwWaR of America;inc.

NMLS#149932

3 Diana
5" Melton

Loan Officer
NMLS #370939

850.516.1579

Drearn Joig with “Us!

EQUAL HOUSING
OPPARTUNITY

Bruce H.
Carpenter lll

Branch Manager
& Loan Officer

NMLS #215146

850.232.6416

Home Mortgage of America, Inc. | NMLS # 149932 | 4400 Bayou Blvd Suite 40, Pensacola FL 32503 | 850.316.4123
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C"V" L @AS @V R AD A accessible to persons with disabilities.
For example, if a builder’s website allows

a potential buyer to select finishes, carpet

COMPLIANCE COULD IMPACT 5 micisiime o

without the need to visit a physical sales

office, the website should be designed
HOME BUILDING WEBSITES s ocrasica

potential buyers this same opportunity.

A California federal court further approved the recovery of at- If you have any questions about
district court ruled on June torney fees, which are likelyreachintothe = the implications of this case, you are ad-
23 that D e c hundreds of thousands of dollars. vised to consult with your local attorney.

that . ominos r'izza Vl(?' The case could impact build- The case is Guillermo Robles.v.
lated Title III of the Ameri- ers, multifamily developers, remodelers Domino’s Pizza LLC, United States Dis-
cans with Disabilities Act and other businesses that offer goods or trict Court, Central District of California
( AD A) by oﬂering a website services through a website, if the siteisnot ~ (Case No. CV 16-6599-JGB).

that was not fully accessible
to a visually impaired indi-
vidual. doing so, the court reinforced
Ninth Circuit precedent holding that com-
pany websites having a “nexus” to a physi-
cal (i.e., brick-and-mortar) place of public
accommodation are subject to the ADA.

oo woramenas oo mos ot )IN'TEN'L H).

ardpr

FHF .\..Fujrdpn:ﬁ-:.

S
106 [OHTEH'I

The court further ruled that 0 ES| gl l-Wor 1[‘
Domino’s call-in phone line was not an .
acceptable web accessibility substitute _ :
because the plaintiff was unable to reach . 2108 S SED 5 i s
alive person for more than 45 minutes. ' ;
Although the $4,000 in damages awarded
to the plaintiff was not significant, the

" BLOG

moCONTEN'I

: & DESIGN
HOTOSHOP Waordoress

DESIGNER BRANDS
WHIRLPOOLS - AIR BATHS
TOTO" TOILETS
VANITIES - SHOWER DOORS
FAUCETS - SINKS \ 4
BIDET SEATS and more!

U’RE g
so}'ﬂm LOVE Southwest Broward’s Only

THIS PLACE! Full Service Plumbing Showroom!

aREEmEE P 7| 954.423.2250
[ e 1.800.991.2284

Showroom Hours Tues-Fri 8:30-5:30 / Sat. 9-5
1387 SHOTGUN ROAD, SUNRISE (WESTON), FL

DECORATIVE PLUMBING SHOWROOM
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Housing Starts Increase In June
But Supply-Side Issues Linger

™

Overall housing starts
increased 6.3% in June to a
seasonally adjusted annual
rate of 1.64 million units, ac-
cording to a report from the
U.S. Department of Housing
and Urban Development and

the U.S. Census Bureau. De-
spite the increase in housing production,
there is concern over weakening permit
numbers for both the single-family and
multifamily markets.

The June reading of 1.64 mil-
lion starts is the number of housing units
builders would begin if development kept
this pace for the next 12 months. Within
this overall number, single-family starts
increased 6.3% to a1.16 million seasonally
adjusted annual rate. The multifamily sec-
tor, which includes apartment buildings
and condos, increased 6.2% to a 483,000 pace.

“While lumber prices have just re-
cently begun to trend downward, builders
continue to deal with rising prices of other
building materials, such as oriented strand
board, and major delays in the delivery of
these goods,” said NAHB Chairman Chuck

FHBI

Fowke. “We are thankful that the White
House recently held a meeting to seek
solutions to these supply chain issues that
are harming housing affordability.”

“The recent weakening of single-
family and multifamily permits is due to
higher material costs, which have pushed
new home prices higher since the end of
last year,” said NAHB Chief Economist
Robert Dietz. “This is a troubling sign
for future housing production. Thisis a
challenge for a housing market that needs
additional inventory.”

Onaregional and year-to-date
basis (January through June of 2021 com-
pared to that same time frame a year ago),
combined single-family and multifamily
starts are 41.4% higher in the Northeast,
25.5% higher in the Midwest, 21.5% higher
in the South and 28.0% higher in the West.

Overall permits decreased 5.1 per-
cent to a1.60 million unit annualized rate
in June. Single-family permits decreased
6.3% to a1.06 million unit rate. Multifamily
permits decreased 2.6% to a 535,000 pace.

Looking at regional permit data
on a year-to-date basis, permits are 33.2%
higher in the Northeast, 31.9% higher in
the Midwest, 29.6% higher in the South

THE CONSTRUCTION INDUSTRY’S

NSURANCE

PARTNER

FHBI, Inc. builds strategic partnerships with
companies and agents to customize insurance
programs to meet the needs of the building
industry.

FHBI services the building industry including:

 Residential & Commercial Contractors
® Trade & Artisan Contractors

* Residential & Commercial Roofers

= Land Developers

» Ground Water Contractors

¢ Heavy Construction

* Road & Bridge Construction

For the best combination of coverage and service,
contact a FHBI-appointed agent. For a list of
authorized agents, contact your local FHBA

office today.

and 32.2% higher in the West.

The count of single-family homes
currently under construction is 675,000—
up 32% compared to a year ago. The num-
ber of multifamily units under construc-
tion is up 2% to 684,000 apartments.

Through the following product lines:

* General Liability

¢ Umbrella/Excess Liability

¢ Commercial Automobile

* Builders Risk

* Property and Inland Marine

* Home Warranty

* Residential Wraps

= Contractor’s Pollution Liability

* Architects & Engineers Professional Liability
* Miscellaneous Errors & Omissions Liability
* Workers Compensation

* Surety

www.fhbi.com

2600 Centennial Place
Tallahassee, FL 32308
888.513.1222
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MOST HOME BUILDERS ARE
SMALL BUSINESSES

New NAHB research shows that de-
spite declining self-employment rates and
the rising top builder market share, resi-
dential construction remains the industry of

independent entrepreneurs. Close to 80% of home
builders and specialty trade contractor firms are self-employed
independent contractors.

Even among firms with paid employees, the industry
continues to be dominated by small businesses, with 63% of
home builders and two out of three specialty trade contractors
generating less than $1 million in total business receipts. The new
estimates are based on the 2017 Economic Census data.

Among residential construction businesses with paid
employees, remodeling, land subdivision and specialty trade sub-
contractors (STC) companies tend to be smaller and produce less
revenue. Among these groups, 78% of remodeling establishments,
68% of land developers and two out of three STC companies gen-
erate under $1 million in receipts.

Home builders are typically somewhat larger, with about
37% of companies reporting annual sales in excess of $1 million.
Amonghome builders, multifamily general contractors tend to
be largest, with more than 57% of companies grossing more than
$1 million and about one out of three companies generating over
$5 million in 2017. Nearly one-quarter of multifamily general con-

Structural New Home Warranty

iConnectProtect

Establishments by Annual Receipts, 2017

SF Contractors
48,673

MF Contractors
3,200

For-Sale Builders
17,123

Remodelers
102,818

tand T‘Uhdi‘dSiDn wﬁ I
4,893

STC
463,263

B Under 5100K W 5100K - 499K = S500K - 999K = S51min-49min  © $5min plus

entricity-

around you

STAND OUT FROM THE REST

Warranty Administration

General Liability & Builders Risk

CONTACT YOUR REGIONAL SALES*"MANAGER TODAY!

Doug Wenzel

Direct Toll Free 866.440.7271 | dwenzel@centricity.com

tractor establishments (23%) crossed the $10 million mark.

Single-family contractors (SFC) are often smaller
compared to for-sale builders (who build on land they own
and control). Less than one-third of single-family contractors
reported annual sales in excess of $1 million while over half of
for-sale builders crossed the $1 million threshold. Focusing on the
top earners shows that 15% of for-sale builders produced more
than $10 million in total business receipts in 2017 while only 3% of
SFCs surpassed that figure.

Under the most recent US Small Business Administra-
tion (SBA) size standards, the vast majority of residential con-
struction companies qualify as a small business. The most recent
small business size limits is $39.5 million for all types of builders,
$30 million for land subdivision and $16.5 million for specialty
trade contractors.By these standards, almost all remodelers and
single-family contractors and at least 98% of land developers and
96% of specialty trade contractors easily qualify as a small business.

centered

Residential Energy Guarantee

AppliancePak
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WHY BUILDERS STICK

WITH LUMBER DESPITE
PRICE HIKES & SHORTAGES

With builders grappling with record-high
lumber prices and supply shortages over the
past year, why are so few willing to switch
away from traditional wood framing methods?

A June 2021 survey for the NAHB/Wells Fargo Housing Market
Index (HMI) reveals several reasons, but one stands out above
therest.

More than four out of five builders (82%) cite a lack of workers
and subcontractors with the necessary experience as a significant
barrier to switching away from wood framing, which remains

the dominant construction method for single-family homes in
the United States, accounting for 91% of new homes completed
in 2020. This would indicate that the typical framing crew is not
ready to immediately start building homes out of concrete or
steel.

Afteralack of experienced workers, the No. 2 hurdle to switch
from wood framing was the relative cost of materials, cited by 42%
of builders. Not only have materials like steel and concrete tended
to be more expensive than lumber historically, they have also

N %

latest innovations §

\ At REW Materials, we have people with the technical expertlse to
help contractors, architects, and owners stay on top of new methods
in construction. Unique to the industry, REW has a team of

representatives and leading edge techonology to help our customers
develop the best possible solutions for today's complex applications.

REW Materials

uses all of the

jobsite needs.

What Do You See as Significant Barriers to Switching from Wood Framing?
(Percent of Builders Responding to NAHB’s June HMI Survey)

Lack of workers/subs with necessary experience
Relative cost of materials
Engineering/design costs
Buyer resistance

Difficulty obtaining approvals or inspections
Fear of alienating subs 7
Climatic or geographic limitations

Difficulty of learning new system

None of the above

recently been subject to their own shortages and price hikes.

The costs of re-designing and re-engineering homes to conform
to anew construction method, buyer resistance, and difficulty
obtaining inspections and approvals from local building depart-
ments were also each cited by more than 25% of home builders
as significant barriers to switching away from traditional wood
framing.

Only 5% of the builders indicated that none of the potential prob-
lems listed in the survey was a significant barrier.

Given all the reasons cited in the above chart, abandoning wood
framing in favor of alternate construction methods doesn’t offer
a quick, simple or easy solution to the problem of rising costs that
are squeezing buyers with modest incomes out of the market for
new homes.

-
Drywal(Metal uds |Aco( cal
\ h{;ulatlon | Roofing, | Stuccﬁ‘\

/ g/ /
Blll, attmg

850 471. 6791\.
£ 850. 471 6294

to meet your

/ ¢ 850.25977756 /
battin Orewmaterlal com\

‘Ew Mat r’als
0 N. Palatox Street
Penqacol FL 32534 R

|
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NAHB’s efforts to engage
the White House to convene
a home building materials
supply chain summit seek-
ing out solutions to end
production bottlenecks that
have resulted in soaring ma-
terial prices has borne fruit.

This afternoon, NAHB, along with a
diverse group of stakeholders, partici-
pated in a virtual discussion hosted by the
White House regarding current challeng-
esacross the home building supply chain,
its implications for the broader housing
market, and possible solutions. Adminis-
tration officials participating in the event
included Commerce Secretary Gina
Raimondo, HUD Secretary Marcia Fudge,
Assistant to the President and Director
of the National Economic Council Brian
Deese, Assistant to the President and
Director of the Domestic Policy Council
Ambassador Susan Rice, and Chair of the
Council of Economic Advisers Cecelia
Rouse.

Thanks to our ongoing efforts, the issue
of rising material prices and supply short-
ages has been brought front and center to
the Biden administration. NAHB stressed
at this meeting that it is imperative that
lumber mill producers boost production
in order to meet rising demand.

AYEAR-LONG EFFORT

This meeting was the culmination of a
year-long effort where NAHB has been in
the forefront of educating the public and
policymakers about how rising lumber and
building material prices are harming home
builders, home buyers and the economic
recovery.

NAHB leaders have appeared on CBS This
Morning and numerous times on Fox Busi-
ness News. We have also been featured

in Bloomberg, CNN Business, Fortune,
CNBC and scores of local media outlets
across the nation calling for action to ad-
dress rising prices and supply shortages.

In the policy arena, NAHB has reached

out to virtually every member of Con-
gress on this issue and held talks with

top White House officials and Cabinet
leaders. Thanks to the outreach of NAHB’s
grassroots membership, several House

and Senate leaders have openly raised the
issue of soaring lumber prices and housing
affordability with Secretary Raimondo and
U.S. Trade Representative Katherine Tai.
These efforts helped pave the way for to-
day’s meeting. In fact, Secretary Raimondo
addressed the NAHB Leadership Council
on June 28 and said that “supply chain
disruptions are at the top of my mind.”

MoVING FORWARD

In another positive development, many

in the residential construction industry
may have seen media reports about the
recent sharp drop in lumber prices. While
this is good news, the lumber crisis is far
from over. Most builders have not been
able to take advantage of this development
because producers are still selling off lum-
ber that they purchased from mills when
prices were at their peak.

Moreover, sawmill output continues to lag.
During today’s meeting, NAHB under-
scored that if supply does not increase

fast enough to meet demand, we may find
ourselves in the same situation as last
November, when lumber prices posted

a similar steep reduction only to reverse
course and move to record-high levels.

And while lumber prices have just recently
begun to move downward, the price for
other building materials such as oriented
strand board continue to soar.

While today’s White House meeting

was a step forward, we are not out of the
woods yet. Looking ahead, we will re-
main laser-focused on not only lowering
lumber prices and increasing supply, but
also keeping pressure on policymakers

to improve supply chains for all build-

ing materials in order to protect housing
affordability. NAHB will continue to work
relentlessly on all fronts to find solutions
that will ensure alasting and stable supply
of lumber and other building materials for
the home building industry at a competi-
tive price.

September

2021

RKNICHOLSON.COM
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Led by 0SB, Lumher Products Now Add Nearly

$30K to the Price of a New Home, $92 to Rent

18

House Panel Votes to
Increase HUD Funding

by $6.8 Billion

The House Appropriations Committee
today voted to approve $56.5 billion for the
U.S. Department of Housing and Urban
Development (HUD) for fiscal year 2022, an
increase of $6.8 billion above the fiscal year
2021 level.

The legislation:

e Includes $29.2 billion for the Section 8 Tenant-based
Rental Assistance program to continue to serve more than
2.3 million very low- and extremely low-income house-
holds nationwide.

e Provides $14 billion for the Section 8 Project-based
Rental Assistance program to continue to house more
than 1.2 million very low- and low-income households
nationwide, an increase of $545 million above fiscal year
2021.

¢ Doubles funding for the Choice Neighborhoods Initia-
tive to $400 million, an increase of $200 million above
fiscal year 2021.

e Provides $3.7 billion for Community Development
Block Grants, an increase of $265 million above fiscal
year 2021. This also includes $1.85 billion for the HOME
Investment Partnerships Program, which has helped pre-
serve approximately 1.33 million affordable homes.

e Includes $50 million for a new down payment assistance
program to help first-time, first-generation home buyers
purchase ahome.

H-2B Win
In arelated development, the House Appropriations Committee
also passed its fiscal year 2022 Labor, Health and Human Services,
Education, and Related Agencies funding bill that will allow build-
ers to employ workers who have
H-2B guest worker visas.

Qﬁ WMENT o ,o
The bill originally contained

problematic provisions thatwould 5

have prohibited construction’s use _-_) *

of the H-2B program. NAHB sent

aletter to members of the Appro- | |

/%\"VT oN\%(\

priations Committee urging them
to remove these provisions from
the legislation, and an amendment
introduced by Rep. Andy Harris
(D-Md.) to do so was approved by a voice vote.

As aresult, residential construction firms will be able to hire for-
eign workers with H-2B visas who come temporarily to the United
States to perform temporary non-agricultural services or labor —
including construction work — on a one-time, seasonal, peakload
or intermittent basis.

For more information, contact Jessica Hall.

HOME BUILDERS ASSOCIATION
F WEST FLORIDA

H.M

3‘\‘PR0DUCT

EXPO

Pensacola Bay Center

Information Available at:

www.HomeExpoPensacola.com

Saturday, August 14th
10:00 a.m. - 6:00 p.m.

Sunday, August 15th
10:00 p.m. - 5:00 p.m

FREE Parking
FREE Admission

Thank you to our Event Sponsors
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mmr T
l'_-ul‘ Power €

Home Builders Association of West Florida | August 2021

Changes in prices for softwood lumber
products that occurred between April 17,
2020 and July 8, 2021 have added $29,833

to the price of an average new single-family
home, and $9,990 to the market value of an
average new multifamily home, according

to NAHB’s latest estimates. The increase

in multifamily value, in turn, translates to
households paying $92 a month more to rent
a new apartment.

The increases are somewhat less than the April 2020-April 2021
effects NAHB reported three months ago (a $35,872 increase in
house price and $119 increase in monthly rent). At first glance,
the latest estimates might seem high relative to recent declines
in framing lumber prices, but there are a couple of factors to keep
in mind.

Framing Lumber Prices
January 2020 - Present
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Random Lengths Framing Lumber Compasite Price
($ per thousand board feet)

]
]

200

L. 2. Y. Vo Y. . Y. . Y. 0, T, 12 A, 2, 35, Y. . . %
Bap 000" Yy " 0p g "0 g Vg P20 gy i, iy Yor Wy ey Ve, 00, M0, 0,

Saurce: Random Lengths

First, even after the recent declines, framing lumber prices are
still roughly twice as high as they were in April 2020. Second,
framing lumber is only one of the softwood lumber products used
in the average home. NAHB’s estimates also include plywood,
oriented strand board (OSB), particleboard, fiberboard, shakes
and shingles — in short, any of the products sold by U.S. sawmills
and tracked on a weekly basis by Random Lengths.

Estimates developed from the Builder Practices Survey conduct-
ed by Home Innovation Research Labs show that the average new
single-family home uses more than 2,200 square feet of softwood
plywood, and more than 6,800 square feet of OSB.

Moreover, unlike framing lumber, prices of these items have not
declined substantially in recent weeks. In fact, since April 2020,

the price of softwood plywood has increased by more than 200%,
and the price of OSB has gone up by nearly 500%.

0SB Composite Price
January 2020 - July 2021
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A $30K Rise in 15 Months

At the prices reported by Random Lengths on April 17, 2020, the
total cost to a builder for all the softwood lumber products going
into ahome was $16,927 for the products in an average single-fam-
ilyhome, and $5,940 for the products in an average multifamilyhome.

Based on Random Lengths prices reported on July 8, 2021, the
costs have risen to $42,882 for the softwood lumber products in
an average single-family home, and $14,631 for the products in
an average multifamily home. These number represent a 153%
($25,955) and 146% ($8,691) increase in single-family and multi-
family builders’ softwood lumber costs, respectively.

Prices to home buyers go up somewhat more than this, due to
factors such as interest on construction loans, brokers’ fees, and
margins required to attract capital and get construction loans
underwritten. As explained in NAHB’s recent study on regulatory
costs, for items used during the construction process, the final
home price will increase by 14.94% above the builder’s cost.

The bottom line is that the OSB-led changes in softwood lum-
ber prices that occurred between April 2020 and July 2021 have
added $29,833 to the price of an average new single-family home
and $9,990 to the market value of an average new multifamily
home. Based on the average rent-to-value ratio in mostrecent
HUD/Census Rental Housing Finance Survey, the increase in
builder cost and market value for a multifamily structure means
tenants pay $92 more a month to rent the average new apartment
due to the change in softwood lumber prices.

Moreover, even before the latest round of increases, many house-
holds at the lower end of the spectrum were being squeezed out of
the market for new homes by relatively high prices.

September 2021

RKNICHOLSON.COM
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TOP 10 REASONS
TO DO BUSINESS
WITH AN ACTIVE
ASSOCIATE
MEMBER

I. They support the industry at
the local, state and national
levels.

c. They volunteer time, talent
and treasure to help the
association accomplish its goals.

3. They recruit their
colleagues and business
contacts to become members.

4. They serve on committees
and councils gaining valuable
networking opportunity while
helping to advance the
association’s mission.

5. By doing so, you increase
the value proposition for all
membership in our HBA.

6. They are strong supporters
of local and state PACs
and BUILD-PAC.

7. They are a major source
of non-dues revenue through
sponsorships, advertising, etc.

8. As industry partners, they
are a valuable resource for
business and management tips.

8. They are heauvily invested in
your business success:

You win, they win!

10. Why wouldn’t you do business
with a member?

HBA

HOME BUILDERS ASSOCIATION OF WEST FLORIDA

warren wight

graphic«designer
2

offering creative services to the building
community and related industries
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not everything is about warren has been designing your logo is truly your
the internet ... print does websites since the 80%s ... company's identity ... make
still exist ... all is not lost he knows what he’s doing it a good one
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p 407.920.1478 | warren@warrenworld.com

HOME BUILDERS ASSOCIATION OF WEST FLORIDA

| A UNDERWOOD _ INsuRaNcE&
FINANCIAL SERVICES
N ANDERSON Auto * Home * Business
Ts»s INSURANCE Life * Health
ALEX Location: 2302 North 9th Avenue  Bus: 850-434-5526
NIEDERMAYER | Mail to: PO. Drawer 9578 Fax: 850-438-0330
AIP, CMIP Pensacola, FL 32513-9578 Cell: 850-572-4838
AGENT Email: alex @ underwoodanderson.com

www.underwoodanderson.com

NEw MEMBERS

Big John’s Heating and Air Conditioning
John Boutwell

2863 Stefani Rd

Cantonment, F132533

P (850) 554-6555

BigJohnshvac.com

SPIKE: Lee Hudson, Sandy Sansing

Island Life Chillin, dba Pensacola
Heating And Air

Anthony Yates - Owner

13534 Perdido Key Dr

Pensacola, FL 32507

p (850) 880-4822
pensacola-hvac.com

SPIKE: Lee Hudson, Sandy Sansing

Landshark Homes, LLC
Drew Hardgrave - Owner
3132 Lost Creek Dr.
Cantonment, FL 32533

p (850) 288-1253
landsharkhomebuyers.com
SPIKE: Drew Hardgrave

NOF Technologies

William Dunn - CEO

25 W Avery ST

Pensacola, FL 32501

P (850) 434-8600

nof.com

SPIKE: Lee Hudson, Sandy Sansing

HBA

HOME BUILDERS ASSOCIATION OF WEST FLORIDA

Architectural Concepts International LLC
33 SW 12th Way, Boca Raton, FL 33486
Specializing in Car Wash Designs

Licenses: NCARB, Florida
AR-0007424, ID-0003692, CGC-008183

John Diehl - 561.613.2488

www.car-wash-architect.com | www.paintconceptsplus.com
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Like us on Facebook! ¢/

H&

HOME BUILDERS ASSOCIATION OF WEST FLORIDA

v'Stay up-to-date on news and events

v"Have access to exclusive promotions and giveaways

v'Check out polls and fun facts on the page

Have pictures from HBA events?
Share them with us!
Tag yourselfin our photos!

September 2021

GeT INVOLVED IN
HBA Councits
AND COMMITTEES!

Sales & Marketing
Council
Meets Monthly

Membership
Committee
Meets Monthly
2nd Wednesday of
each month

Board of Directors
Meets Monthly
3rd Tuesday of

each month

FOR FUTURE
COMING EVENTS
LEASE CALL THE
HBA OFFICE AT
850.476.0318

RKNICHOLSON.COM
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In construction, a spike is a steel object
that is essential to making a building
strong. Asin construction, the HBA

of West Florida sees a Spike as some-

one that works to keep our association
strong. Spikes work on the recruitment
and retention of members in addition to
keeping members active with the associa-
tion. Anyone is eligible for Spike status.
On Spike credit is awarded for each new
member recruited and an additional credit
is awarded for that new member’s renewal
on or before their anniversary date. If you
help to retain a member, you are eligible to
receive a half point for each member.

Spike Club Levels

Spike Candidate
Blue Spike

Life Spike

Green Spike

Red Spike

Royal Spike

Super Spike
Statesman Spike
Grand Spike
All-Time Big Spike

1-5 credits
6-24

25-49
50-99
100-149
150-249
250-499
500-999
1000-1499
1500+

Spike Club Members and their credits

as of 06/30/2021.
Statesman Spike
Harold Logan

Super Spike
Rod Hurston
Jack McCombs

Royal Spike

Rick Sprague

Edwin Henry

William “Billy” Moore
Bob Boccanfuso

Red Spike

Charlie Rotenberry

Oliver Gore
Ron Tuttle

Ricky Wiggins

500 Credits
523

250 Credits
425

299.5

150 Credits
207

200

175

164.5

100 Credits
148

113.5
107
100.5

Green Spike
David Holcomb
Newman Rodgers IV
Doug Sprague
Kenneth Ellzey, Sr.
Russ Parris

Paul Stanley

Bob Price, Jr.
Thomas Westerheim
Blaine Flynn

Wilma Shortall

Darrell Gooden

Life Spike

Bill Daniel

John Hattaway
Doug Whitfield
Garrett Walton
Luke Shows

Steve Moorhead
Suzanne Pollard-Spann
Brent Woody
Karen Pettinato
Larry Hunter
Taylor Longsworth
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ROOF, WALLS. FLOORS
WE'VE GOT YOU COVERED.

West Fraser delivers on the building techniques, code requirements and regional needs of America’s
homebuilders — wherever they build. Our OSB product range, customer support and innovation are second
to none. And our commitment is simple: To help America build better, faster, and with greater efficiency.

LEARN MORE AT WWW.WESTFRASER.COM/0SB
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