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General Membership Meeting 
Wednesday November 12, 2008 

 
 
Grillin’ Steak House and Lounge 
192 N Stoney Brook Road 
Appleton, WI 
 
 
As the Fox Valley NARI Chapter continues to focus on change and quality there is 
nothing better than learning from the best.  The Milwaukee/NARI Home Improvement 
Council, Inc. was charted in 1961 and since has become the largest local chapter in 
NARI and is respected nationally.  Many programs that have been developed in 
Milwaukee have been adopted by other chapters across the country.  This month you 
will have the opportunity to hear from and ask questions of David Feldner, Executive 
Director, of the Milwaukee/ NARI Home Improvement Council, Inc.      
 
David will discuss the value the Milwaukee/NARI Home Improvement Council, Inc. 
brings to its members and consumers.  He will focus on what their Chapter has done in 
terms of promotion and marketing through print, mass media and their web presence 
and how this has helped their Chapter develop.  In addition, David will discuss how their 
membership has promoted and grown their Chapter through their dedication and 
involvement.  With the Milwaukee/NARI Home Improvement Council, Inc having almost 
900 members, the Fox Valley NARI Chapter will be able to obtain several key points to 
bring about the change and quality to grow and develop as well.       
 
David is a Certified Association Executive and has been the Executive Director of the 
Milwaukee/NARI Home Improvement Council, Inc. since August of 2005.  Prior to this 
David spent almost ten years with Executive Director Inc. working his way up to 
executive leadership for various not for profit associations.  The Milwaukee/NARI Home 
Improvement Council, Inc. has four other staff members besides David and a 22 
member Board of Directors.  For more information on the Milwaukee/NARI Home 
Improvement Council, Inc. visit: www.milwaukeenari.org  
 
 
Menu: Plated dinner consisting of salad and dinner rolls; Root Beer Glazed Pork Loin, 
broiled sweet potatoes, green beans, and optional dessert of cheesecake.   
 
Networking: 6:00 pm 
Dinner:  6:30 pm 
Program:  Immediately following 
 
Unless otherwise noted membership meetings are held the third Wednesday of the month at 
Grillin’ Steak House & Lounge.  Networking begins at 6:00 pm with dinner and program following. 
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P.O. Box 1152 
Appleton, WI 54912-1152 

920-832-9003 
 

Info@remodelfoxvalley.com 
 

www.remodelfoxvalley.org 
 
����
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President ���� ����Lee Nimmer 
Lee Nimmer Insurance Agency 

920-766-0484 
lnimmer@amfam.com 

����
Vice President ����  Paul Welhouse, CR 
Welhouse Construction Services, LLC 

920-841-2643 
paulw@welhouseconstruction.com 

 
Past President ����  Matt Rehbein 

East Wisconsin Savings Bank 
920-731-5858 

MRehbein@eastwis.com 
 

Treasurer ����  James Willey, CR 
Mosquito Creek, LLC 

920-810-2106 
� � � � � �� � � 	 
 
 � � 
 
 � �	 	 �� � � �

 
Secretary ����  Kelly Petersen 

Keith Petersen Plumbing 
920-687-9272 

petersenplumbing@sbcglobal.net 
�

Director ����  Glenn Steuber  
Home Depot East 

920-734-8134 
 
 

Director ����  Vacant 
  

Director ����  Vacant  
 

Newsletter Editor ����  Diane Welhouse 
Welhouse Construction Services, LLC 

262-894-5903 
 
 
The Fox Valley NARI Chapter publishes the Fox Valley NARI Chapter Newsletter on a 
monthly basis.  Copyright© 2008.  All rights reserved.  For reproduction or reprint 
requests, please contact the Editor.   
 
The statements or views expressed in the Fox Valley NARI Newsletter are those of the 
authors and may not necessarily reflect the official policy or views of the Fox Valley NARI 
Chapter.  No endorsements of those should be inferred unless specifically identified as 
the official policy of the Fox Valley NARI Chapter.  The publication of any advertisement 
is not to be construed as an endorsement of the product or service offered unless the ad 
specifically states that there is such endorsement or approval. 

 

Fox Valley NARI Chapter 
Board of Director Nominations Sought 

 
Members can nominate themselves or another association 
member that has an interest in serving on the Fox Valley 
NARI Chapter Board of Directors. We are looking for 
member representatives who are committed to not only 
home improvement and remodeling, but also in helping the 
association grow.  Please submit nominations at the 
November General Membership meeting or to President, 
Lee Nimmer, by November 30, 2008.  Elections will occur 
at the December General Membership Meeting. 

Leverage Your Client Base 
 
Professional Remodeler, Michael R. Morris, Editor in Chief; 10/1/2008  
 
Past customers have officially regained their lofty status at the 
top of the heap of potential future clients.  When the economy 
was going well, a lot of remodelers I talked to were so intent 
on growing their business and finding new customers that they 
took their eye off the ball when it came to marketing to their 
past clients.  Unfortunately for many of you, not focusing on 
your existing client base included a loss of focus on customer 
service.  And it�s pretty difficult to build a successful marketing 
plan aimed at generating repeat and referral business when 
your clients don�t love you.   
 
Speaking of love, there�s a great new book on this subject: 
“Loyalty is Love: How to Hold Clients Close for Life,” by 
Beverly Koehn (www.bkoehn.com/loyalty_is_love.html). If 
customer service is a priority for you, I�d suggest you read it.  
Here�s a taste: “When the housing market plummets, 
companies try to stop the bleeding,” Beverly writes. “We cut 
back on training and customer care because we don�t look at 
training and care as the heart of the business.  It supplies our 
business with life.  If you cut customer care in the recent 
economic cycle, did you first think how much business comes 
from treating customers as you would like to be treated?” 

During this downturn is the perfect time to reconnect with your 
customers.  Not only will this help you generate business with 
them now, it�ll prepare you for great success when the 
market turns for the better.  At the Remodeling Show last 
month, I was glad to hear many remodelers I know say they 
already are making this shift in their business back to a focus 
on customer service and marketing to past clients.  One large 
remodeling firm owner is having his salespeople fill in open 
slots on their calendar to make phone calls to all their past 
customers. It�s not so much a sales call as a customer service 
call to ask if everything is going OK with the past work they 
performed and if there�s any new service they can provide. 

This strategy has generated a fair share of warranty work that 
had gone unreported, but it has also caused plenty of these 
customers to see the company in a new light (“Wow, they 
really care about me!”). And the company now has some new 
projects, too.  What strategies are you taking to leverage the 
relationship you have with these folks? 
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Last month I talked about change and why change has a positive impact for the remodeling 
industry.  This month my topic is about quality.  The Webster Dictionary defines quality as 
"degree of excellence; superiority in kind."  It has been stated that in an economic downturn,  
consumers spend their money wisely on quality, price is secondary.  Here are some headline 
excerpts from a search on the internet that support this theory: "Truly strategic firms see 
economic downturns as an opportunity...Referrals produce high volume and high quality," "How Organized Wisdom 
is Dealing with the Economic Downturn: An Extreme Focus on Quality," "Develop high-quality portable audio 
products...Samsung investing heavily amid economic downturn."  "In an uncertain economy and with interest rates 
near historic lows, many home owners are remodeling."  I find it interesting that although consumer spending is 
currently down, consumer focus is on products and services that last.  The same is true in the remodeling industry, 
quality, more than price sells.  Wise use of your testimonials and photo portfolios can provide positive results.  High 
standards and quality at Fox Valley NARI is what we are always about.  Nevertheless, at this point in time, additional 
emphasis upon the quality of the work you provide may be the deciding factor for your customers.    
  
THE NARI CODE OF ETHICS 
 
Each member of the National Association of the Remodeling Industry is pledged to observe high standards of 
honesty, integrity and responsibility in the conduct of business: 
 
1. By promoting in good faith only those products and services which are known to be functionally and economically 
sound, and which are known to be consistent with objective standards of health and safety; 
 
2. By making all advertising and sales promotion factually accurate, avoiding those practices which tend to mislead 
or deceive the customer.  
 
3. By writing all contracts and warranties such that they comply with federal, state, and local laws. 
 
4. By promptly acknowledging and taking appropriate action on all customer complaints.  
 
5. By refraining from any act intended to restrain trade or suppress competition.  
 
6. By attaining and retaining insurance as required by federal, state, and local authorities. 
 
7. By attaining and retaining licensing and/or registration as required by federal, state, and local authorities. 
 
 
I hope to see all of you at our next General Membership meeting!! 
 
Thank you, 
Lee 
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Recent News: www.nari.org/media/releases 
����  Milwaukee/NARI Offers Tips to Cut Cold-Weather Energy Costs 
����  Arbitration eases consumer cases; 11/5/2008 
����  EPA sets tougher lead-removal rules; 11/4/2008 
 
NARI’s core purpose is to advance and promote the remodeling industry’s professionalism, product and vital public 
purpose.  To learn more and what your membership can do for you visit:  www.remodeltoday.com 
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Sporting Clays Outing Went Off With a Bang!    
 
The 3rd annual Fox Valley NARI Sporting Clays outing was better than ever!  Twenty-four members and guests 
participated comprised of one youth, four women and nineteen men.  Shooters gathered at 9:00 am for a light breakfast 
before testing their skill.  Out on the course we had some fine talent lead by James Willey hitting the most targets for the 
men with a score of 42 out of 50, Mashel Griem for the ladies hitting 24 out of 50 and Alysse Willey for the youth hitting 23 
out of 50.  Paul and Diane Welhouse need to work on their aim for next year as they respectively had the low scores for 
the men and women.  Congratulations to Alysse Willey for winning the raffle drawing.  She is now the owner of a Savage 
.17HMR rifle with Scope!   
 
Fox Valley NARI would like to thank our host J & H Game Farm for helping us organize a wonderful day.  Their homemade 
breakfast pastries and lunch was fantastic!  J & H Game Farm is a family operated hunt club since 1968 managed by Jim 
and Joanne Johnson.  It is a family entertainment location for experienced and learning hunters/shooters!  They offer 750 
acres of stunning nature in various terrain including marsh and brush areas.     
 
In addition, we would like to thank all our sponsors. Special thank you goes to The Home Depot who not only was a station 
sponsor, but also donated many nice prizes including a shop vacuum, tool kits, hats and t-shirts.  Other station sponsors 
included Keith Peterson Plumbing, Inc., Welhouse Construction Services, LLC, Mosquito Creek, LLC and East Wisconsin 
Savings Bank.  Other prize donations came from Trenchless Sewer Solutions and J & H Game Farm.   
 
Thank you to Ryan and Kelly Petersen of Keith Petersen Plumbing, Inc. for organizing and conducting this event. We hope 
everyone had a great time and we look forward to seeing everyone again next year!   
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 

 

 

 

  

Fox Valley NARI Chapter  
General Membership Meeting Reminder 

 
Your membership with the Fox Valley NARI Chapter 
includes one meal at every general membership 
meeting.  As always we encourage you to bring as 
many of your business partners and guests as 
possible.  The best way to get new members and 
others involved is to bring them to a meeting.  
Additional meals are $20.00 per person.  Advanced 
reservations are required.  Please RSVP your 
attendance and that of any other business partners 
or guests to Lee Nimmer no later than the end of 
business on the Monday prior to the meeting.   
Advanced payment for meals is appreciated, but can 
be paid upon registration at the meeting.  Checks 
can be made out to Fox Valley NARI.  Lee Nimmer 
can be reached at 920-766-3900 or 800-255-2459 or 
by email at lnimmer@amfam.com.   

EIFS Formally Approved  
for Inclusion in 2009 Building Codes 

 
Source: BuildingOnline’s eUpdate; 11/04/2008 
 
Exterior Insulation and Finish Systems (EIFS) have been 
approved for inclusion in the 2009 International Building 
Code and International Residential Code (IBC/IRC). This 
news, announced during the recent International Code 
Council Annual Meeting and Final Action Hearings, follows 
results of a recent exterior cladding study by the Department 
of Energy�s Oak Ridge National Laboratory.  The findings 
demonstrate that EIFS (including EIFS with drainage) 
perform better than brick, stucco and cement fiber siding for 
achieving the key building performance goals of energy 
efficiency, temperature control and moisture control in 
mixed, coastal, Zone 3 climates.   For information, see the 
EIFS Industry Members Association Web site at 
www.eima.com 
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Green Home Remodel – Healthy Home for a Healthy Environment 

 
Green home remodeling is an approach to home improvement with the goal of not only making your customers home look 
better, but making it work better – for both the customer and the environment.  Is your customer interested in a healthier 
home?  Lower utility bills?  Reduced maintenance?  A cleaner planet?  With careful planning, you can help your customer 
create a home that combines beauty, efficiency, comfort, and convenience with health and conservation. 
 
A green remodel helps move our region toward sustainability.  Sustainability is providing for our own needs, and for those 
of future generations.  It means thinking about the impacts of our actions now, and years from now.  A sustainable 
community has a thriving local economy, healthy environment, and good quality of life for all.  Green remodeling supports 
this by buying from local businesses, and using goods and services that are non-polluting and respectful of our Midwest 
resources.  A green remodel can strengthen community ties through an inclusive design process that involves neighbors 
and others potentially affected by design decisions.  Design features such as front porches can encourage social 
interaction.   
 
According to the National Association of Home Builders’ (NAHB) it was projected that Americans spent approximately 
$233 billion on remodeling in 2007.  Given this level of investment, it makes sense to help your customers do things right, 
the first time. Their remodeling goals may include making better use of living space, adding storage, replacing worn-out 
features, or simply personalizing their home.  The process can consume your customer in a dizzying array of design and 
decorating choices.  It is your responsibility as professional remodelers to bring green choices to their attention.  Here are 
a few of the basics you can share with your customers as to why they should be considering a green remodel. 
 
Cost Savings - Energy efficient and water wise designs and products reduce monthly utility bills.  The most efficient new 
appliances typically use 50% less energy than the most wasteful models.  Efficient and durable features can last longer 
and cost less to maintain in the long run.   
 
Health - A green remodel can be good for your customer, physically and emotionally.  Health-focused designs maximize 
fresh air and natural light, while reducing the risk of injury and asthma.  The US EPA includes poor indoor air quality on the 
list of the top five most urgent public health risks.  Levels of air pollution inside a home can be two to five times higher than 
outdoor levels.  Using low-toxic materials and good ventilation techniques can help to prevent problems like molds, 
allergens and poor air quality. 
 
Beauty and Comfort - Inviting and attractive rooms reinforce the comforts of home.  Natural materials, high quality lighting, 
and good design details make for pleasing spaces. Your customers home can be a refuge from the hectic—and 
sometimes polluted—world outside. 
 
Added Value - Classic, well thought-out designs keep things from looking dated and hold their value over time.  Homes 
designed to welcome various ages and abilities are marketable to a larger population (a key benefit for resale).  And green 
elements also represent value: 80% of homebuyers say new homes don’t meet their environmental expectations, and 96% 
said they are willing to pay more for a home with green features. 
 
Ecological Benefit - Remodeling is an opportunity to create a home that enhances the environment, instead of depleting it.  
With a green remodel project, you and your customers can be more resource efficient, minimize waste, and recycle what’s 
left over to reduce the amount of materials ending up in landfills.  Recycling 60% or more of construction waste is easily 
attainable.  You and your customer choosing environmentally responsible products, you can protect forests, wildlife, and 
air and water quality.  And, for every gallon of water or kilowatt-hour of electricity you both save, you reduce the amount of 
carbon dioxide (the greenhouse gas) entering the atmosphere. 
 
More consumers are looking for professionals with experience designing and constructing green.  If you are not ready 
NARI can get you started with a Green Certified Professional (GCP) Certification.  Check out www.nari.org Education 
Section – The Step-By-Step Process to NARI Certification for more information.           
 
References: Information to write this article was supplied from City of Seattle Sustainable Building Program 
www.seattle.gov/sustainablebuilding   Green Home Remodel Overview. 
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A Picture Is Worth A Thousand Words 
 
Whether you are trying to sell your services through marketing materials, assist customers with visualizing ideas or 
concepts or thinking of entering the CotY Awards or another Achievement Award program, pictures are a must.   
 
How you present your business or your entry will have a huge impact on your customers or judge’s decision.  Pictures 
allow others to see your work or transformation of space.  It allows them the opportunity to determine how spectacular your 
work is.  Consider the following when including pictures with your marketing materials or award programs. 
 
“Before photos are required.  Without these, your work cannot be demonstrated.  Make it a habit to take before pictures at 
the beginning of every project.  The homeowner may also be willing to lend you some photos for this purpose as well.   
 
Quality matters.  You want your work to stand out from others, so use the best quality photographs you can.  If customers 
or judges cannot see the details of your work, they may not know you have the quality and craftsmanship they are looking 
for.  In addition, better quality photos can be resized without distortion to make them more user friendly for any publication.   
 
Show your customers or judges’ pictures from the same perspective.  If the “before” and “after” shots are from the same 
angle, it can make the transformation clearer.  Using captions can help but refrain from putting them on the pictures or 
making them too long.   
 
Use your pictures wisely because more is not always better.  Using photos to demonstrate a challenge can be helpful.  But 
too many or setting them in a collage style can be distracting.   
 
For more information on NARI Achievement Awards or the CotY Awards please visit 
www.nari.org/awards/coty   A complete set of rules and guidelines for the 2009 
competition are on the website.  CotY Awards entry binders need to be ordered by 
11:00 am CT November 26, 2008 with entries due at NARI National by 5:00 pm CT  
December 1, 2008.   
 

� � � � � � � � � � � � � � � � 	 � �� � � � � � � � � � � � � � � � 	 � �� � � � � � � � � � � � � � � � 	 � �� � � � � � � � � � � � � � � � 	 � � ����
        

November 1  Annual Fox Valley NARI Sporting Clays outing at J & H Game Farm 9:00 am 
 

November 4  Election Day – VOTE! 
 

November 11  Veterans Day – Give thanks! 
 

November 12  Board of Director Meeting, Grillin’ Steak House and Lounge   4:30 pm 
 
    General Membership Meeting, Grillin’ Steak House and Lounge  6:00 pm 
 

November 18 – 20 International Pool Spa Patio Expo, Las Vegas, NV 
 
November 26  CotY Awards entry binders need to be ordered by 11:00 am CT 

 
November 27  Happy Thanksgiving! 

 
December 17  Board of Director Meeting, Grillin’ Steak House and Lounge   4:30 pm 

 
    General Membership Meeting, Grillin’ Steak House and Lounge  6:00 pm 
    Christmas Party and Board of Directors Election 
 

December 25  Merry Christmas! 
 

December 31  New Year’s Eve – Happy New Year!   
  
Unless otherwise noted General Membership meetings are held the third Wednesday of the month at Grillin’ Steak House 
and Lounge.  Networking begins at 6:00 pm with dinner and program following. 
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Remodelers: Want to Nail Down the Secret to Blockbuster Profitability?  
NARI©s Remodeler Connection Reveals the Blueprint to Success 
 
Are you:  
�  Tired of working long hours with no increase in profitability?  
�  Struggling with ineffective sales skills, losing projects to your competition?  
�  Puzzled why your lead generation and marketing program are not working?  
�  Frustrated that your production team is often late and over budget?  
�  Aggravated that your cost estimates are inaccurate, resulting in cost overruns and unhappy clients?  
 
If so, look no further, we have the solution! It�s NARI�s new Remodeler Connection fast-track-to-success 
teleconference program-featuring some of the industry�s most respected and successful remodelers and consultants 
- who will reveal the profit-generating, winning strategies that will boost your profitability, reduce your work hours and 
give you the peace of mind, money and personal time you crave to enjoy life to the fullest!  
 
In short, the "Remodeler Connection" program will change your life!  
 
For more information on the Remodeler Connection program and how to join future groups go to 
www.nari.org/education/connection.asp  
  

 
 
NARI WEBINARS 
 
November Live Webinar�
Secrets the IRS Doesn©t Want You to Know�

Presenter 
Lance Wallach, CLU, CHFC, CIMC 

Summary 
You loved him at the Remodeling Show. Some of our members saved a fortune with his tax and cost reduction 
ideas; hear him again live on our webinar. Lance Wallach has taught thousands of accountants’ unique tax and 
business cost reduction concepts as an American Institute of CPA author and instructor. He has taught even more 
small business owners these ideas while speaking at hundreds of national conventions. Now is your opportunity to 
substantially reduce your taxes, costs, and much more.  
 
Below are a few of the many concepts that will be discussed in an easy to understand way:  

How to audit proof your tax return, turn life insurance into a tax deduction, reduce all insurance costs with a captive, 
IRS red flags, why your retirement plan is an audit target and how to upgrade, the only way to deduct estate and 
business succession plan costs, the IRS has turned your accountant into a tax collector and much, much more. 
Learn direct from the man that teaches CPAs how to reduce taxes.  
 
Tuesday, November 18, 2008 from 12:00 - 1:00pm ET 
 
$79 - Members 
$99 - Non-Members  
Register: www.nari.org/learning 
  
NARI Credits = 1 Continuing Education Hour  / .1 CEU 

  
All programs above and more are available at the NARI Learning Center – www.nari.org/learning at a discounted 
rate for NARI members.  Log on using your email address and password NARI08. and a current judge.  


