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PR AR, e 14 Instead of Goals, Try Living with Intention

By Shirleen von Hoffmann

The Metropolitan Builder is a local trade publication published ]8 HUUSTOH HOUSmQ PLCTUV@
monthly in an informative and positive manner. Copies are Bohlke Consulting Group, LLC
mailed, free of charge, to building professionals throughout the
greater Houston area. The opinions and facts expressed in The
Metropolitan Builder magazine are those of the authors or columnist B ‘

and do not necessarily reflect the views of the publisher, nor do ]9 ‘BS Just D8V8 AUJ&\/ nlas VeQaS
they constitute an endorsement of products or services herein.
The Metropolitan Builder strives to ensure the accuracy of the
magazine’s contents. However, should inaccuracies or omissions
occur, we do not assume responsibility. The Metropolitan Builder
reserves the right to refuse any advertisement. This publication
may not be reproduced, in whole or in part, without the expressed

prior written permission of the publisher.

Proud member of the GHBA, the Texas Association of Builders
and the NAHB.
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PUBLISHER'S NOTE

Giselle Bernard
Publisher

A new year is the opportunity for new beginnings, and Too often the task of promoting a small business slips to
regardless of what’s happening in the world around me, the bottom of the to-do list in the press of urgent tasks.

I will make 2016 a good one. I will work to achieve not Because customer satisfactions is extremely important
only success in growing my business bigger and better, to me and because I want to attract new customers, I am
but I will also work at achieving a healthier balance going to make promoting my customers and my business
between work and my personal life. I love my work, even a bigger priority. Another key to growing business is
but I also want time to spend enjoying my family and networking. This year, I’ve decided to become even more
friends, keeping fit, pursuing my hobbies and perhaps involved in my trade association and perhaps even join a
even traveling a little more. couple of others.

I know that in order to spend quality time with I believe that learning something new will add to my skill
family and friends, I have to understand and learn my set and create a new dimension of interest to my life. Last
limitations. What I don’t have time to do, I need to year I became a licensed realtor. This year I’ve signed up
delegate. I am going to reevaluate my business, assess for golf lessons and have vowed to learn Spanish.

what’s working well and what’s not, and then set realistic

goals, while making sure that [ have an ample amount of  Ever heard of paying it forward? Well, this year I will pay
time for personal enjoyment. You know what they say it forward by becoming more involved in my church and
about all work and no play.... my community. What will your goals be this year? -GB

THE RIGHT CONTRACTOR FOR THE JOB-WITHNEXTDAY S _CE

T~
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Macedo Homes: A Truly
ustom Experience 1in Build-
On-Your-Land Homes
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antiago Macedo, president of Macedo Homes, has carved an enviable niche in the build-on-your-land home
market in the Houston area. Macedo builds highly custom homes on clients’ own properties and to their
specifications, generally on half-acre to two-acre parcels in the city of Houston and surrounding region.

Macedo Homes advertises with road signs and on-line marketing, but the majority of the company’s business
comes via referrals from happy customers. “Word-of-mouth is king for us,” Macedo said.

Macedo loves what he does. “Because we build directly for clients on their own lots, each of our projects
Continued on page 10
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Gity of Houston Changes International Residential Code

By Ian P. Faria & Jon Paul Hoelscher of
Coats | Rose | Yale | Ryman | Lee, A Professional Corporation

The City of Houston recently approved the adoption

of the 2012 Construction Code Package. The package
includes amendments to the International Building
Code (IBC), International Fire Code, International
Residential Code, Uniform Mechanical Code and the
Uniform Plumbing Code. Plans submitted before Feb.
1, 2016, that meet the City’s Plan Review requirements
will be reviewed under the codes in effect at the time of
submittal.

City of Houston officials have also indicated that

there are two previously unenforced codes that will

be enforced beginning Feb. 1, 2016. While these
requirements have always been present in the code, the
city has not enforced them previously.

First, all projections that are less than 3 feet from

the property line (such as eaves or soffits) must have
one-hour fire resistant material placed on the face

and underside of the projection and will be subject to
inspection at the time of the firewall installation. Area
builder groups have suggested builders consider limiting
and/or eliminating eaves so that projections remain
greater than 3 feet from the property line.

Second, the amended International Residential Code now
requires a 32-inch clear path of egress to a public right
of way. If a builder is building 3 feet from the property
line, then the builder would have to be sure to keep
fences, overflows, gas meters, cleanouts, etc. at least 32
inches from the property line. Also, the use of siding or
stucco will decrease the space between the building and
property line.

The code amendments and the city’s pledge to enforce
these two code requirements will likely impact all new
projects. Builders and contractors should always ensure
they are working within the parameters of the most
current building codes to avoid costly mistakes and
delays due to red-tags for code issues.

VETROPOLITAN BUILDER

lan P. Faria is a Director with Coats
Rose and a member of the firm’s
Construction/Surety Law and Oil and
Gas/Energy sections. lan was selected
as a Texas Super Lawyer in 2014 in
Construction Law. This is an honor
conferred upon only on 5% of the

total lawyers in Texas (previously he
was selected as a Texas Super Lawyer
“Rising Star” in Construction Law in
2012 and 2013). He was also selected
by his peers for inclusion in The Best
Lawyers in America© 2014 and 2015
in the field of Construction Law. In
2015, he received the highest rating, AV
Preeminent®, by Martindale-Hubbell®
Law Directory. This is Martindale-
Hubbell’s highest possible rating for
both ethical standards and legal ability.

Jon Paul Hoelscher is an Associate
Attorney in the Houston office of
Coats | Rose. He is a member of the
Firm’s Construction and Litigation
sections. He has been selected as a
Texas Super Lawyer “Rising Star”
for Construction Law by Texas
Monthly since 2012, an honor
conferred upon only 2.5% of the total
lawyers in Texas. He also currently
serves as Treasurer for the Houston
Bar Association Construction Law
Section.
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BUILDERS POST-TENSION is an American owned and operated full service concrete reinforcement

materials supply company founded in 2001. We have 2 offices in the Houston and Dallas/Fort Worth

areas serving the great state of Texas and the entire USA. Our management team has well over 150+
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DIALOGUE LUITH A DESIGNER

INTERVIEL WITH SUSAN FRUIT ASID, CGR, CAPS

Morrison knows that dreams, reality and inspiration
make a house a home. They also know that an interior
designer or interior design firm often become an
intricate part of this process. Design professionals
should be committed to creating individualized and
functional designs to meet the lifestyles of their

clients’ families. They should exemplify an unwavering
dedication to open communication, to reliable service,
and to building a collaborative design partnership with
all of their clients.

This month Morrison speaks with SUSAN FRUIT
ASID, CGR, CAPS.

Susan Fruit is an award-winning ASID interior designer,
a residential remodeling contractor (CGR), a lighting
designer and a certified aging-in-place specialist
(CAPS). She has been working in the interior design and
home renovation field for 40 years. Tasteful, timeless
interiors are the trademarks of her style from trendy
traditional to classic contemporary.

VETROPOLITAN BUILDER

Her company, Susan Fruit Interiors, has designed homes
in Texas, California, Florida and South America, and her
work has been published in numerous design magazines.
Susan is a recognized industry expert in solving difficult
design dilemmas in interior design, decorating and
residential remodeling.

Susan also offers a series of fun and informative Design-
On-The-Go Bus Tours to unusual and unique local
decorating shops and design resources in Houston several
times throughout the year.

Morrison: What meotivated you to go into the interior
design field?

Fruit: As I child, [ was fascinated by beautiful rooms,
draperies and accessories. My mother was a wonderful
decorator, so she inspired me. From a young age, I started
drawing rudimentary floor plans and arranged paper
furniture templates in them. I was thrilled when I found out
that this activity can actually become a career! So, it was
only natural that I majored in interior design in college.



Morrison: How has the field of interior design
changed since you graduated?

Fruit: It has changed tremendously. When I graduated
from Purdue University in 1973, floor plans and
renderings were created manually, and a strong emphasis
was placed on hand sketching as a way to communicate
design ideas to clients. Design students were taught
strategic sales skills to prepare them to work with
residential clients and to be successful at selling products
and services. Now all plans are CAD generated, designer/
client relationship skills are not taught and commercial
interior design is what is strongly emphasized in all the
design schools.

Morrison: How can an experienced interior designer
help a custom home builder or a remodeling
contractor with their building or remodeling projects?

Fruit: Experienced interior designers are skilled at
selling up a project and in making their design ideas
appealing to homeowners. Clients are often resistant
to spending more than what they have pre-determined
to spend, but a skilled designer knows just how to
make certain design upgrades irresistible. Builders and
remodeling contractors generally don’t do this as well.

Seasoned interior designers can paint beautiful visual
images with their words and can tempt homeowners with
enticing materials, fresh new color palettes and photos of
beautiful design work from the latest design magazines.
Homeowners love to be exposed to new ideas and design
possibilities. Interior designers excel at doing this.

Morrison: What sets you apart from other designers?

Fruit: Besides being an ASID interior designer for over
40 years, I am also a Certified Graduate Remodeling
Contractor (CGR) and an Aging in Place Specialist
(CAPS). I am the only interior designer in Houston with
this combination of credentials, which is very helpful
when working with clients on their remodeling projects.

In addition, I also teach classes on interior design,
decorating and home renovation through The Women’s
Institute of Houston, and I offer a series of fun Design-
On-The-Go Bus Tours two-three times a year to
interesting local antique shops, design showrooms and
fabulous Houston residences.

Morrison: What has been your most challenging
project and why?

Fruit: High rise condominiums are always a challenge
because they have restricted work hours, generally
one designated elevator that all contractors have to use
and concrete ceilings, which makes it difficult to add

Continued on page 13
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Continued from page 5

is unique, and every day is different. I love taking
someone’s raw land, creating a home that captures their
vision and then driving by afterwards and seeing what
we accomplished. I am proud of all of our projects, but
my current favorite is a home we completed recently in
Richmond.”

Clients are “hands-on” in the process of creating and
customizing their homes with an unlimited number of
vendors and suppliers, and every build is supervised

by a Macedo Homes project manager who makes sure
that all details are completed to each client’s utmost
satisfaction. “Our building price point spans the market
from $250,000 to about $800,000, and we build roughly

“...We also want to make the home
building process easier for our clients,
trades and supphers. -

12 homes a year in addition to smaller remodel projects,”
Macedo said. “Our square footages range from 1,200 to
more than 5,500 square feet, and each home takes five to
seven months to complete.”

One of Macedo’s biggest challenges is the weather.
“Unexpected delays caused by weather are frustrating
for my clients — and for me. They are always anxious to
move in, and I always want to get them in on schedule.”

10 | METROPOLITAN BUILDER



Macedo grew up in Sugar Land and learned his way
around a construction site when he was still a kid
working with his father. He earned a double major in
finance and entrepreneurship from the University of
Houston C. T. Bauer College of Business/Cyvia and
Melvyn Wolff Center for Entrepreneurship. After gaining
financial and construction experience working for
commercial real estate brokers and developer, he went to
work with his father at Macedo Homes and is gradually
purchasing the company.

“The commercial brokers and developers with whom

I worked early in my career have become friends and
mentors,” Macedo said. “Since I founded my company,
they’ve always been there to give me advice and
guidance as I expand and operate my business. If [ hadn’t
seized the opportunity to start my company, I would

still be working with them in commercial real estate
development or perhaps in investment banking.”

Over the 16 years that Macedo Homes has operated,
Macedo has seen rapid changes in the custom home
building industry. “The best change has been the
integration of technology and green practices,” he said.
“I love smart homes and the progress that’s been made in
affordable energy efficiency.

“Increasing numbers of my clients are embracing a

METROPOLITAN BUILDER | 11
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simpler, low-maintenance, energy-efficient lifestyle. As
an example, we are building more and more one-story
and one-and-a-half story homes. Approximately 50
percent of our client base is empty nesters between 50
and 60 but our younger clients are requesting the same
items. Instead of wood or carpet flooring, we are laying
tile floors throughout many of our homes and installing
extremely energy-efficient materials and appliances,
including high SEER air-conditioning.”

High quality materials, such as marbles and man-made
stone, have become much more affordable, and Macedo
is able to offer clients more bang for their buck when
selecting finishes. “Most of our clients are educated,
savvy individuals that do their due diligence on every
stage and product for a home. The internet and online
shopping has really helped my clients make selections
without ever having to visit a showroom.”

Macedo has ambitious plans for his company’s future.
“Our target in the next five years is to grow our business
to completing 40 custom build-on-your-land homes per
year — and to expand our scope to include the Texas

Hill Country. We also want to make the home building
process easier for our clients, trades and suppliers, and to
earn the reputation as the number one build-on-your-land
company in Texas.”

You may contact Macedo Homes at 281-468-1440 or
e-mailing at santiagomacedo @sbcglobal.net or visiting
www.macedohomebuilders.com
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Continued from page 9

additional ceiling fixtures, which almost all condominium
units seem to need. You have to get real creative when
highlighting artwork or adding additional ambient
lighting, but then that’s what makes these projects all the
more rewarding in the end.

Morrison: How do you begin the materials selection
process when working with builders’ and remodelers’
clients?

Fruit: After selecting a specific design style with the
clients, I carry that design theme in detail throughout the
home. I make sure all fixtures, fittings and finishes reflect
this theme as well as all architectural elements, trimwork,
surfacing materials, etc. Interior designers know just what
flooring to select to create a country French look, what
light fixtures will create an English country look and
what mouldings and trims will create a classic American
traditional look. If an interior designer does his or her
work right, it makes builders’ and remodelers’ projects
look fabulous.

Morrison: What are some common mistakes made by
builders and homeowners?

Fruit: The most common mistake I see builders make

is selecting the wrong architectural style for fireplace
surrounds and staircases. Many times builders resort

to using the same style from the same vendor for every
house they build. Windows, doors and trim work also are
not always well selected. These important architectural
elements are frequently ordered without proper design
style consideration.

The biggest mistake I see homeowners make is in not
seeking professional interior design guidance with their
selections. They typically are very excited when it comes
making their house selections, but so many are not aware
of what is currently in style and what is not. They may
know what they like, but many times what they like, a
particular tile or finish or light fixture, is very outdated.
Showroom personnel don’t always know what trends are
current, so the only way builders and homeowners can be
assured of getting expert design advice is to engage the
services of an interior designer. It generally takes only a
few hours for an experienced interior designer to make all
the major design selections that a home requires.

Morrison: Speaking about staying current, how to
you keep yourself up to date with all the design trends

happening in the industry today?

Fruit: I am constantly educating and refreshing myself
by reading design industry publications, such as
Architectural Digest and Veranda, which showcase the
latest and greatest in architecture, interior design and
landscape design. I pay attention to design trends I see
evolving on the internet, I read trade industry reports
and I attend numerous design industry product meetings
throughout the year to stay abreast of all the new
innovative products coming out.

Morrison: What is your favorite design style?

Fruit: Right now it’s English Country style due to

the influence of the hit PBS series “Downton Abbey.”

I recently had the privilege of staying in a fabulous,
centuries-old English manor house, Weston Park, in
Shropshire, England, which further instilled in me a love
and appreciation for beautiful English Country style
design. I believe this comfortable traditional style will
always be fashionable if kept fresh and casual for our
active American lifestyle.

\

For more information, contact Susan Fruit ASID, CGR,
CAPS at Susan Fruit Interiors at 713-817-6565 or
susan @ susanfruitinteriors.com or visit her website at
www.susanfruitinteriors.com
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Instead of Goals, Try Living with Intention

By Shirleen von Hoffmann

When you live with intention, you set out on a
predetermined path of success every day. When you don’t
live with intention, you perform many mindless activities
through the day that are possibly a waste of time.

Do you ever get to the end of the day and feel like you
didn’t accomplish anything?

Do you ever get off the computer and discover you were
there for four hours?

When you live mindlessly and roll from one thing to
another without thinking or following a predetermined
path, you are not being intentional. Though to-do lists
and goals are necessary, living with intention is having a
regular practice that is done every day and every week so
as to not waste one precious moment of life. Living with

NEw Look! NEw NAME! SAaME CoMPANY!

NATIONSERVE

Garage Door Specialists Coast to Coast.

Wayne Dalton Genie Sales Center of Houston
is now NationServe of Houston -
Garage Doors you can depend on!

Gall Us ety 28], 2, S572
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intention is to approach life in a bigger way.

As we start a new year, let’s focus on living each day
with intention. So as you set your intentions and schedule
for success in the new year, try creating a schedule that
includes good habits that take care of YOU, the human
being as well as YOU, the salesperson.

In the world of real estate, many of us have goals and or
visions that we create each year. This year I would like
to challenge you to make Intention Boards instead. Fill
them with things you will do daily or weekly that will
help with the big picture goals and vision you have for
your life.

For instance, doing one task may make a positive result
in five different aspects of your life. That is bigger

Taking pride in giving you exceptional Garage Door Installation

and high quality Wayne Dalton Garage Doors.

¢ Wood Garage Doors
* Carriage House Steel
¢ Designer Fiberglass

o Aluminum Full View
® Classic Steel
® Specialty Vinyl

Garage Doors Providing Homeowners:

* Flexible, regular maintenance offers new
homeowners protection against mechanical
breakdowns and unforeseen damages.

e Distinctive design adding home value




picture. Put pictures on those intentions to make them
even more powerful. Here’s an example:

INTENTIONAL LIVING TIPS
Personal Work

0 hours of television; 0 hours of wasted time/negativity

1 hour of exercise daily; 1 hour to return email daily

2 liters of water daily; 2 hours of prospecting daily

3 cups of green tea daily; 3 hours of focused marketing
weekly

4 short mental breaks daily; 4 return call times of 15
minutes each daily

5 small meals daily; 5 minutes of chit chat with each A MILLION DOLLAR VIEW NEVER
staff member weekly

6 A.M. wake up time; 6 handwritten cards of praise/ DEPRECIATE S

prospecting follow-up
7 minutes of laughter daily; 7 new clients weekly MARVIN ULTIMATE LIFT AND SLIDE DOOR
8 hours of sleep daily; 8 Lunch and Learns and/or dinner

meetings monthly ' N\ \ s
9 hours of reading/music weekly; 9 field calls weekly m WMARYE!N Ce

10 statements of gratitude; 10-minute morning huddles Bulteroundyou

HOUSTON/ROSENBERG - 281-440-9090 - www.BuildWithBMC.com

“YOU” TIPS

e Start your day with a morning walk to get some I . h e l
exercise. Walking gives you time to plan your day lg lng 3 nc @
mentally, to breathe, to stretch, to meditate, to be Entupiscd 1008

. . IGHTING BEAUTIFUL SPACES SINCE 19259
grateful. Exercise starts endorphins and moves your - SRR '__ UL SEOEES SIGEaRS
body all in one.

* Before arriving at work, have a plan on paper or
computer of what you will accomplish that day. Fill your
time with YOU elements and work elements. Drive the
day; don’t let it drive you.

* Water and feed your body throughout the day.

* Get enough rest, both in sleep and time away from
work.

* Practice gratitude and laugh daily to improve your
mental attitude.

TIME TIPS

* Always value Time as one of the most important
components of your day.

METROPOLITAN BUILDER | 15
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* As the CEO of your world, spend time thinking of * Be a “10” in energy each day; bring influence and

ways to make revenue. positive energy to all you touch.

* Avoid boredom. Living with intention involves engaging all of your
energies and strengths. It means both affirming what you

* Focus your time on driving business, touching want and having fun on the journey. It means honoring

prospects and outselling your competition. your intentions as a number one priority.

* Recognize and avoid time wasters. © Shirleen Von Hoffmann, 2015

PROSPECTS AND CUSTOMER TIPS
Shirleen von Hoffmann is owner and sales coach for

In sales you have many bosses; they are called customers Home Builders Edge. For more information, visit
and prospects, and they should get the TLC they deserve. www.homebuildersede.com or contact Shirleen at
Never, ever take prospects coming through the door for shirleen @ homebuildersedge.com.

granted as they are your golden goose.

A good way to keep yourself in check is to review every
customer encounter with the TLC check:

TIME — Did I do everything possible to maximize my
time and efforts with that prospect?

LISTEN — Did I listen carefully to that prospect for his/
her needs, sell those needs and listen and respond to the
buying signals?

12902 Mula Lane
Stafford, TX 77477
P. 281.495.2800
F. 281.495.3664

wwatson@wrwatson.com

CLOSE - Did I close that prospect and get the deal?

GROWTH TIPS

There is a saying, “As soon as you stop growing, you

are dead.” That saying is so true. Most people who feel
burnt out are people who have stopped growing. When
you stop growing, it seems like you stop loving what you
do, you become negative, bitter and not fun to be around.
When you continue to grow, you continue to be engaged,
optimistic and energetic and positive about the future.
And, of course, the extra money you make from growth
helps keep you this way!

* Reading constantly leads to growth.

* Never stop learning your trade through coaching and
training.

* Build great teams, train and treat them right and trust
them to do the work.

- L - '
* Keep yourself fresh, adapt to change and renew : ‘ﬁl : ; : ——
g “Hson State-of-the-Art Granite & Quartz Fabrication Pl
yourself continuously. Utilizes Computerized 8&3\&3. g@m Cranes a?\%m '
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JANUARY 19-21 ' LAS VEGAS

NAHB INTERNATIONAL BUILDERS’ SHOW?®

YOU +1BS 2016 = UNLIMITED BUSINESS OPPORTUNITIES

Invest in your future and get the tools you need to become an industry leader at the 2016
NAHB International Builders’ Show® (IBS). Learn from some of the industry’s best speakers
and access 85% new content in 120+ IBS education sessions. See live construction demos
by leading experts in the High Performance Building Zone and explore more than 1,300 top
manufacturers and suppliers. Don’t miss your opportunity to take advantage of this incredible
value - all at the building industry’s biggest event!

Register Now @ BuildersShow.com
Options starting at $100 for NAHB members and $175 for non-members!
Deadline: January 16*

*Rates will increase on January 17, 2016,
see BuildersShow.com/fees for more information.

00 .
L
#IBSVEGAS IBS.

AD3816
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Houston Housing Picture

Bohlke Consulting Group, LLC

Monthly housing permits filed by builders in the Houston Area.

Sep 2014 2891 Manthly Housing Permits
Oct2014 2,873 3,000
Nov 2014 2405
Dec 2014 2439 2,600
Jan 2015 2,642 2000
Feb 2015 2624
Mar 2015 2,961 1,500
Apr 2015 323
MDa\/Z[]IB 2,867 000 | | | | | |
June 2015 3,123 500
July 2015 2734
Aug 2015 2395 0
Sep 2015 3212
Sep 14 v.Sep 15 111%

ANNUAL %
MARKET Octi3-Sepld  Octld-Senls  ppane i i
GRAND TOTAL 34,561 33,512 -30%
Central 6,204 5,795 -6.6% -
Far North 4,395 3,917 -10.9% -
Northeast 3,357 3,422 1.9% -
Northuest 4,397 4319 -18% -
South 2,160 2,260 -4.6% -
Southeast 1,453 1,404 -34% -
Southwest 4,066 4248 45% -
West Northuest 3,370 3,708 10.0% :
West Southwest 5,162 4,424 -141% -

Monthly permit activity shows a 11.1% increase between September 2014 and September
2015. On arolling 12 month basis, the September total of 33,512 is down 1,049 permits
from 34,561 units compared to the same time period a year ago. This equates to a rolling
percentage change of -3.0%.
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IBS - Just Days Away in Las /egas

—

NAHB

The NAHB International Builders” Show (IBS) comes to
Las Vegas, Nevada Jan. 19-21. The centerpiece of Design
and Construction week at the Las Vegas Convention
Center, IBS is the place to be this year for home builders,
remodelers, developers, contractors and anyone else
involved in the home building industry.

But with the show just days away, it’s important to
register as soon as you can — and grab a hotel room while
there are still some available. Visit www.buildersshow.
com for the details — but in the meantime, here’s what
you can expect, and five reasons why IBS is a can’t-miss
event.

Exhibits. Explore in-demand products on the industry’s
largest exhibit floor with 1,300+ top manufacturers and
suppliers in more than 500,000 square feet of exhibits —
or about the size of 10 football fields. Outdoor exhibits
feature the latest in modular construction — including

a full-size 3-D printed home built with the help of the
federal Department of Energy.

Education. Learn from some of the industry’s best
speakers and access 85% new content in more than 120
education sessions in eight industry tracks. And for those
who’ve left a session wishing they could have just a bit
more time, we’ve added a dozen 90-minute sessions to
our schedule so that you can take a deeper dive on more
complex issues.

Design & Construction Week®. Your IBS registration
includes access to ALL FOUR exhibit floors included in
Design & Construction Week — IBS, the Kitchen & Bath
Industry Show, International Window Coverings Expo
and The International Surface Event. These shows take
place at the convention center and also at the Mandalay
hotel and exhibit space.

IBS Centrals. Network with industry leaders and focus
on questions and issues unique to your niche market
with access to 6 IBS Centrals — 55+ Housing, Custom
Building, Design, Multifamily, Remodelers and Sales.
Sessions here focus on how to make money and stand
out from your competition. The Centrals are the hubs

Trey Magee
South Texas Brick & Stone, LLC
cell (713) 299-8893
office (281) 759-3100
fax (281) 759-3101

tmagee8@comcast.net

14110 Katy Freeway
Houston, Texas 77079-1032
Showroom 8715 A Katy Freeway

www.SouthTexasBrick.com
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for lively programs, demonstrations and hands-on
workshops. In addition to meeting and networking with
others in an enjoyable, relaxed setting, the Centrals
feature some of the industry’s top professionals who
are passionate about their area of expertise — so the
discussions are always enthusiastic, entertaining and
fun! The networking is top-notch. The education is
tremendous.

Trends. Builders and remodelers will want to visit the
33rd edition of The New American Home, America’s
premier show home and construction technology
laboratory, offers real-world demonstrations of the latest
concepts in architecture, construction methods, lifestyle
trends and new products. The 5,280 square-foot desert-
contemporary residence takes maximum advantage of
Nevada’s great climate with easy flow between indoor
and outdoor spaces. At the same time, the home offers
leading-edge energy efficiency and is expected to
achieve a number of green certifications.

And of course, that’s not all: The New Innovation Hub
you can expect to hear about the latest innovations

in technology, materials, building materials and even
financing. But beyond that, you’ll be able to participate
in education like never before through leading-edge
learning formats such as crowd-sourced content, daily
thought leader programs, fish bowl sessions and more.

From The House Party to the Spike Concert, you’ll
have a blast at exclusive IBS events inside and out of
the convention center. And IBS is in Las Vegas, so after
you’ve finished a day on the exhibit floor you can wind
down over drinks, with a show, or just a stroll through
the shops and sites on the Las Vegas Strip.

Visit www.buildersshow.com to learn more about

the NAHB International Builders” Show. Get your
comfortable shoes, and we’ll see you in Vegas!

_—

NAHB

National Association
of Home Builders

VETROPOLITAN BUILDER

INSTALLING AND INSTILLING JOY AND COMFORT
IN PEOPFLES LIVES THROUGH TECHNOLDGY
AND ENTERTAINMENT.

HALC:YC)
TECHNOLOGIES

Refmmg Entertainment

JAsON HANE
CELL 832.788.8838

= New Construction Prewire = Home Automation
= Universal & Smart Device Remote Controls
* Home Theater Systems « Whole Home Security

CUSTOMER SERVICE WITH HONESTY AND INTEGRITY
A DEPENDABLE EXTENSION OF YOUR COMPANY'S BRAND

WHOLESALE LOCK SUPPLY INC,

Hellen Collins

hcollins2@ckilock.com

10020 Sussex
Houston, TX 77041

Cell: (281) 989-8576
Office: (713) 462-0704
Fax: (713) 462-7130
Toll Free: 1-866-445-5230

WWW.CKILOCK.COM
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DOORS THAT SUIT YOUR DESIGN STYLE.
HOUSTON'S FINEST HOMES CHOOSE THOMAS GARAGE DOOR

P Building or Remodeling?

7 Choose a Custom Door.

4 Get the Strength of Steel & the beauty of

% wood handcrafted from the finest cedar,

cypress or redwood. Smooth & rough

3 finishes available. Custom doors made to
B it your home with over 30 years of

experience. It’s an affordable way to

update your curb appeal.

Short Lead Times
Great Pricing
Professional Installation
(We don't buy ‘em, we BUILD ‘em!)

R

Handcrafted in Houston by the
w Master Door Maker
¢ John Thomas

W 713-725-8787
484 FREE ESTIMATES

THOMAS

4 GARAGE ‘
DOOR

Visit our photo gallery & shop door styles at: v

www.jthomasdoor.com | jthomasdoor@hotmail.com
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The Metropolitan Builder
b161 dan Felipe Street #320
Houston, Texas /77056

» Appliances

» Sinks and Faucets

» Door and Cabinet Hardware
« Showers and Tubs

» Outdoor Kitchens

* Lighting
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Personalize your kitchen with ONE-TWO-FREE®

By purchasing select Thermador appliances,
you get more than before in your kitchen.

Ask our Experts for more details.

MORRISON -

713.861.2343
WWW.morsco.com

PLUMBING | APPLIANCES | HARDWARE | LIGHTING


www.morsco.com



