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Susquehanna
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Vendor Space Available!
First come, first serve until sold out.

Call us at (570) 326-4211
for more information, or visit us online at:
www.westbranchbuilders.org/home-show
Please mark your calendar!
Join us March 16 -18, 2018
at the Lycoming College Rec Center
Tickets: $5.00

($1.00 discount when you donate a canned good.)

Do You Know Someone Who May Be
Interested In Being A
Member ? ? ?
Unsure How To Join?
Applications for Online or Written/FAX'd
processing are available on our website / "JOIN
US". Also, is information on Why Join, Benefits
& Services and Leadership Opportunities. You
can print and keep apps with you or point them
to: http://www.westbranchbuilders.org/ It's an
easy, convient tool and saves time. Thank you for
helping support our members!

2018 WBSBA
Officers and Directors
PRESIDENT

Randy Williamson

FIRST VICE PRESIDENT

James Hoffman

SEC. VICE PRESIDENT

Matt Greenawalt

SECRETARY

Hurley Kane

TREASURER

Marvin Hurwitz
Brion Harlan

Welcome New Member:
Lo Cost Home Improvement Outlet

Member Renewals Due:
Aquarius Pool & Patio
Fink's Paint Store, Inc
R & R Seamless Gutter
North Central Garage
Exterior Cleaning Services
Echo Flooring Gallery
Brookside Homes
Hunter & Lomison, Inc
Mirabito Properties, Inc
Vision Home Builders, LLC
Hughesville Raceway
Hurwitz Batteries, LLC
LK Sauder Restoration
Thompson's Outdoor
Blaise Alexander Family
McCarthy Tire Service
Keehn Commercial
2 Twisted Sisters

Members Renewing February:
Big Bobbs of Central PA
Bill's Appliance Center
Compu-Gen Technologies
Fine Line Homes
Forsburg Furnace & A/C
Glen-Gery Masonry Supplies
Glick Associates, Inc
Glossners Concrete, Inc
Hepler Geothermal, Inc
Hilltech Heating & Air Conditioning
Myers Construction, Inc
North Mountain Modular
Poly Outdoor Furniture
Rainbow Carpet
Shaylor's Lawn Care
Van Campen Motors, Inc
Waltz Construction
Watsontown Brick Company

THANK YOU ALL FOR YOUR CONTINUED
SUPPORT of WBSBA!

			
Jody Harlan
Ross Mahosky

Life Directors:
Arnold Minnick (*)
Don Karaffa
Marvin Hurwitz (*)
Steven Sechrist
Ray Venema (*)

Walter Nyman (*)
Gary Williamson (*)
Bill Harrison (*)
Hurley Kane (*)

(*) Currently Serving Board

Message from the President

Home Shoppers, Start Your Engines – It Could Take a While
February 15, 2018

President’s Day weekend is like the “Black Friday” of housing. While spring is traditionally the busiest
season for home buying, many of those who are looking to get a head start on the competition are likely
to start their search this weekend.
That is, if they haven’t already started shopping. A good portion of prospective buyers haven’t stopped
since last year’s home buying season.
In fact, according to a national poll conducted by NAHB, 61% of prospective home buyers have been
trying to find a home to buy for at least three months. Those who were polled cited several reasons for
their extended search — including struggling to find a home with their desired features or in their
preferred neighborhoods — but mostly it comes down to price.
“High home prices are really prolonging the search for thousands of potential home buyers and
preventing them from pulling the trigger,” said Rose Quint, assistant vice president for survey research.
“The low levels of inventory are driving up prices and compounding the issue of affordability.”
Interest rates are also expected to go up in the months ahead, making some home shoppers feel a little
extra pressure to scoop up a home before the next increase. Wages are on the rise, too, though not
nearly as fast as home prices. But experts note that over time, rising interest rates and wages can offset
each other.
“Rising rates increase the cost of buying a home with a mortgage. However, higher incomes are
particularly helpful for home buyers saving for a downpayment and help counter the negative effect of
higher mortgage rates on housing affordability,” said NAHB Chief Economist Robert Dietz in a recent issue
of Eye on the Economy. “This environment can yield overall positive outcomes for housing.”

Randy Williamson
West Branch Susquehanna Builders Assoc
(WBSBA)

P.O. Box 2064 Williamsport, PA 17703-2064
PH: 570.326.4211 | FAX: 570.326.0821

wbsba@westbranchbuilders.org | www.westbranchbuilders.org

To see a complete list of reputable local contractors, architects, builders, and service providers, please
visit us online at: www.westbranchbuilders.org/list

Finding Hidden Profits From Change Orders
February 12, 2018

Is work-related stress causing you heart burn, high blood pressure or even hair loss? There’s a chance that improving
your health might — to some degree — involve improving your contracts. Many builders have contracts and change
order policies that leave too much room for interpretation and an excessive amount of client flexibility. That could
potentially add stress for the builder that could have been avoided.
Dennis Dixon is the owner of Dixon Builders in Flagstaff, Ariz. Throughout his 34-year career in home building, he’s
learned the key to finding hidden profits — and maintaining his sanity — is in change orders. But it requires having a
refined contract that thoroughly explains your change order policies.
“Your contract doesn’t have to be fancy. It just needs to be in plain, simple English, clearly stating what the builder
will and will not do, and what will be required of the client,” Dixon said. “It’s incredible how much time and effort
you can save by having things spelled out in the contract beforehand.”
Last month during the 2018 International Builders’ Show, Dixon led an education session called Making Money with
Change Orders & Allowances. Some of the key points he shared include:
Determine How Much You’re Worth
First, specify each step of the change order process, no matter how small, and decide how much time it takes to
complete each step. Then, determine exactly what you need to charge by the hour, the day and the week to generate
enough income — including administrative fees. Dixon advises never to negotiate on your rate and to establish a
minimum fee for each change order to reinforce the seriousness of each request.
“People always tell me, ‘Dennis, I can’t do that. People will get mad.’ But I tell them they don’t have to explain
themselves. By [adding the cost of processing the change order] you’re not a criminal. That’s how you stay alive in
this business.”
Do Not Proceed Without Formal Client Approval Each change order is a mini contract. It must include a decision due
date, which if it isn’t met, will result in the change order being cancelled.
Dixon is not a fan of clients sending and approving requests electronically. In his experience, those methods can make
the process seem less serious to the client and, in fact, encourage them to make more change orders. “Getting client
signatures on change orders sometimes feels like you’re asking them to reach into a bag of rattlesnakes,” Dixon said.
But obtaining that signature first will save the builder from running into significant issues down the road.
Document everything, every time
Dixon says it doesn’t matter what you use to make out a change order. “You could write it on a scrap of wood, if you
want to,” just as long as it’s written down on something and the client has signed off. “To those who aren’t willing to
write up change orders, I say, ‘Buck up! Or else you might want to consider a different line of work.’ Not only are they
missing out on additional profits, they could also be losing money.”
Those with a paid, full registration to the 2018 IBS can get more in-depth by using their complimentary one-year
subscription to IBS Education on Demand. They can download full recordings and handouts of presentations such as
Making Money with Change Orders & Allowances as well as other sessions. Visit BuildersShow.com/ondemand to
learn more.

From The Desk Of The WBSBA Office:
*

To All Members :

Please make sure that you change all your mailing information
to our new address:
West Branch Susquehanna Builders Association (WBSBA)
Post Office Box 2064
Williamsport, PA 17701 - 2064
We continue to have many pieces of mail come to the last 3 addresses and to
Walt & Marion's home. Check your saved areas - payment records, Word,
Excel, Q-Books, E-Mail and especially your Insurer as we have a majority of
all Liability Certificate renewals sent to old addresses. Thank you all !

NOTICE:

Please Remember That We Do Not Hold A
Dinner Meeting In The Month Of March Becasue Of Our
Home Show. Our Next Meeting Will Be April 17th - The
Location To Be Decided. We Are Looking For A Sponsor - If
You Would Like To - Or Have A Suggestion Please Contact
The Office @ 570-326-4211 !
Put Your Leadership To Work For WBSBA
National Association of Home Builders

Our association can only be as effective as the
members who serve, take an active role and volunteer
to support the vital health and longevity of the
association.
The Board of Directors sets the stage for growth,
policy, agenda and other association objectives
established and executed to support the needs of the
membership. But we can't do it without volunteers.
WBSBA is looking for your expertise and leadership
on our Committees. We have openings on all of our
2018 Committees. Contact Randy, Carroll, Hurley
or any board member if you would like to learn
more about serving in 2018. Please consider
helping to plan our successful future together!

Inspired by articles and other ideas? In
need of extra help on small home and
outdoor projects? Looking for resources
you can trust? Visit us online at:

www.westbranchbuilders.org/list/

Put your
membership
to work now.
Money-saving
discounts that benefit
you, your business,
and your family

and many more...

nahb.org/MA

Fastest Growing Careers in Pennsylvania’s Construction Industry
2018 bodes well for the residential construction industry in Pennsylvania. The cities of Pittsburgh and Philadelphia continue to thrive as hightech millennials flood the real estate market. York and Lancaster County markets are projected to remain strong for the foreseeable future and
the Lehigh Valley is on the comeback trail as well. Yet with all this residential housing growth, both in new construction and renovations as
younger buyers start to buy rather than rent, the industry continues to suffer significant shortages in skilled workers in all phases of
development and construction.
The lack of skilled professionals in the industry is now a recognized economic problem and one point of concern for future growth. An
Associated General Contractors’ survey shows that 75% of firms expect to add headcount this year and that 78% of them are having trouble
finding qualified workers. In addition, 82% of firms expect it to remain difficult, or get even harder, to find and hire qualified workers in 2018.
Indeed, according to the Master Builders' Association of Western Pennsylvania, their members expect they will need to replace 41,000 retiring
workers - about 40 percent of that area's construction workforce in the next five years, in addition to accounting for new industry growth.
Employers in the Industry - residential construction industry is usually categorized into three broad categories. Within each category, there are
dozens of specialties involved as full-time employees, contractors, and sub-contractors.
Employers are broadly categorized as:
Consultants: plan and design the construction work. They take a building design brief and transform it into a workable plan. They are tasked to
provide accurate quantities, costs, and methods needed to complete the project. Consultants can include architects, surveyors, and project
managers. Contractors physically build or renovate the existing structure. They can be of the “general” variety and control the entire
construction site. Within this category includes many of the jobs required to complete the project including brick masons and machinery
operators.
Subcontractors: are typically hired by the contractors to do specialized work. They might be specialists in foundations, steel or electricity and
are needed to complete highly skilled tasks that require specific training or experience.
Where’s the Growth
It’s true that most jobs within the residential construction industry are experiencing a labor shortage. However, those that are looking to enter
the construction field, and according to Pennsylvania and U.S. government statistics, these are the most in-demand and fastest-growing
careers:
Construction or Project Manager - oversee the overall construction project. They act as an interface between the owners or architects and the
construction workers. They take responsibility for the day-to-day work and report back on progress, costs, and issues. According to a recent
ACG of America survey, 82% of Pennsylvania construction firms are in need of construction and/or project managers.
Construction Equipment Operators - use a wide range of equipment at job sites: bulldozers, road graders, trench excavators and more.
Operating engineers typically learn through on-the-job training, apprenticeship programs, and union sponsorships. According to the same ACG
of America survey mentioned above, 90% of Pennsylvania construction companies find these positions difficult to fill.
Solar Photovoltaic InstallersAs the U.S. moves away from fossil fuels, solar energy has become more efficient and cost-effective to deploy in
homes. Solar Photovoltaic Installers focus on the installation and maintenance of solar panels. Specialized training is necessary to become
proficient at this vocation. It’s expected that the number of jobs in this field will double through 2026.
Construction Laborers - are in demand across the entire construction industry – both residential and commercial. Typically this is the “grunt
work” at a construction site, including digging trenches, operating or tending machines such as concrete mixers, loading and unloading
materials, and cleaning or preparing a site before and after construction. Information from the Pennsylvania Department of Labor and Industry
shows brick masons and block masons within the laborer category are two of the fastest growing jobs in the Commonwealth – projecting 33%
growth over the next five years.
Solutions - Two notable programs in Pennsylvania are attempting to stem-the-tide of these losses in the industry and reignite the pipeline of
skilled construction professionals available to contractors.
Pennsylvania’s Department of Labor & Industry’s Apprenticeship and Training Office (ATO) recently added five new apprenticeship programs
and two new apprenticeship occupations to its list of approved apprenticeship programs. In just two years, ATO has added 1,714 new
apprentices and 66 new registered apprenticeship occupations statewide.
The Pennsylvania Builders Association (PBA) sponsors its Endorsed Trade Program that awards hundreds of students an advanced trade
certification in collaboration with trade schools around Pennsylvania in fields such as building construction, cabinetry, HVAC, masonry, and
plumbing. Students who complete the PBA-certified program are then tested and receive their accreditation - providing reassurance to builders
and potential employers they are well-prepared for work with a residential construction company.

THE NATIONAL FRONT: NAHB NEWS:

Builder Confidence Stays Strong in February
February 15, 2018

Builder confidence in the market for newly built single-family homes remained unchanged at a healthy 72 level
in February on the NAHB/Wells Fargo Housing Market Index (HMI).
“Builders are excited about the pro-business political climate that will strengthen the housing market and
support overall economic growth,” said NAHB Chairman Randy Noel. “However, they need to manage
supply-side construction hurdles, such as shortages of labor and lots and building material price increases.”
“The HMI gauge of future sales expectations has reached a post-recession high, an indicator that consumer
demand for housing should grow in the months ahead,” said NAHB Chief Economist Robert Dietz. “With
ongoing job creation, increasing owner-occupied household formation, and a tight supply of existing home
inventory, the single-family housing sector should continue to strengthen at a gradual but consistent pace.”
Derived from a monthly survey that NAHB has been conducting for 30 years, the HMI gauges builder
perceptions of current single-family home sales and sales expectations for the next six months as “good,”
“fair” or “poor.” The survey also asks builders to rate traffic of prospective buyers as “high to very high,”
“average” or “low to very low.” Scores for each component are then used to calculate a seasonally adjusted
index where any number over 50 indicates that more builders view conditions as good than poor.
The HMI component charting sales expectations in the next six months rose two points to 80, the index
measuring buyer traffic held steady at 54, and the component gauging current sales conditions dropped one
point to 78.
Looking at the three-month moving averages for regional HMI scores, the Midwest rose two points to 72, the
South increased one point to 74, the West remained unchanged at 81, and Northeast fell two points to 56.

DID YOU KNOW?
A portion of your WBSBA member dues
go to the front lines of Washington DC
and Harrisburg to fight misguided industry
regulations and legislation that negatively
impact millions of businesses, jobs, and
local economies?
YOUR MEMBERSHIP MAKES A
DIFFERENCE Spread the word. Help us keep up
the fight.

National Association of Home Builders
HELOCS Deductible for Capital Improvements, IRS Says
In a victory for NAHB remodelers, the IRS today issued a letter clarifying changes to home equity loans and
lines of credit to confirm that households may take a tax deduction when these loans are used for home
improvements.
The Tax Cuts and Jobs Act of 2017, enacted Dec. 22, suspends from 2018 until 2026 the deduction for interest
paid on home equity loans and lines of credit, unless they are used to buy, build or substantially improve the
taxpayer’s home that secures the loan, the letter said.
“This is a major victory for remodelers and for home owners who want to invest in their homes,” said NAHB
chairman Randy Noel.
“NAHB has been pushing hard for this outcome since December, when act was signed into law. We will
continue to work with Congress and the administration as they hammer out the details of the new tax law.”
Interest on Home Equity Loans Often Still Deductible Under New Law
IR-2018-32, Feb. 21, 2018
WASHINGTON — The Internal Revenue Service today advised taxpayers that in many cases they can continue to deduct
interest paid on home equity loans.
Responding to many questions received from taxpayers and tax professionals, the IRS said that despite newly-enacted
restrictions on home mortgages, taxpayers can often still deduct interest on a home equity loan, home equity line of credit
(HELOC) or second mortgage, regardless of how the loan is labelled. The Tax Cuts and Jobs Act of 2017, enacted Dec. 22,
suspends from 2018 until 2026 the deduction for interest paid on home equity loans and lines of credit, unless they are used to
buy, build or substantially improve the taxpayer’s home that secures the loan.
Under the new law, for example, interest on a home equity loan used to build an addition to an existing home is typically
deductible, while interest on the same loan used to pay personal living expenses, such as credit card debts, is not. As under
prior law, the loan must be secured by the taxpayer’s main home or second home (known as a qualified residence), not exceed
the cost of the home and meet other requirements.
New dollar limit on total qualified residence loan balance
For anyone considering taking out a mortgage, the new law imposes a lower dollar limit on mortgages qualifying for the home
mortgage interest deduction. Beginning in 2018, taxpayers may only deduct interest on $750,000 of qualified residence loans.
The limit is $375,000 for a married taxpayer filing a separate return. These are down from the prior limits of $1 million, or
$500,000 for a married taxpayer filing a separate return. The limits apply to the combined amount of loans used to buy, build
or substantially improve the taxpayer’s main home and second home.
Example 1: In January 2018, a taxpayer takes out a $500,000 mortgage to purchase a main home with a fair market value of
$800,000. In February 2018, the taxpayer takes out a $250,000 home equity loan to put an addition on the main home. Both
loans are secured by the main home and the total does not exceed the cost of the home. Because the total amount of both
loans does not exceed $750,000, all of the interest paid on the loans is deductible. However, if the taxpayer used the home
equity loan proceeds for personal expenses, such as paying off student loans and credit cards, then the interest on the home
equity loan would not be deductible.
Example 2: In January 2018, a taxpayer takes out a $500,000 mortgage to purchase a main home. The loan is secured by the
main home. In February 2018, the taxpayer takes out a $250,000 loan to purchase a vacation home. The loan is secured by the
vacation home. Because the total amount of both mortgages does not exceed $750,000, all of the interest paid on both
mortgages is deductible. However, if the taxpayer took out a $250,000 home equity loan on the main home to purchase the
vacation home, then the interest on the home equity loan would not be deductible.
Example 3: In January 2018, a taxpayer takes out a $500,000 mortgage to purchase a main home. The loan is secured by the
main home. In February 2018, the taxpayer takes out a $500,000 loan to purchase a vacation home. The loan is secured by the
vacation home. Because the total amount of both mortgages exceeds $750,000, not all of the interest paid on the mortgages is
deductible. A percentage of the total interest paid is deductible (see Publication 936).

2509 North Front Street • Harrisburg, PA 17110
Phone: 717.730.4380 • 717.730.4396 (Fax) • pabuilders.org

Housing Production Makes Healthy Gains to Start New Year
February 16, 2018

A surge in multifamily production pushed overall housing starts up 9.7% in January to a seasonally
adjusted annual rate of 1.33 million units after an upwardly revised December reading, according to
newly released data from HUD and the Commerce Department.
Multifamily starts rose 23.7% to a seasonally adjusted annual rate of 449,000 units. Meanwhile,
single-family production posted a healthy 3.7% gain to 877,000 units.
“The growth in production is in line with our reports of solid builder confidence in the housing
market,” said NAHB Chairman Randy Noel. “A pro-business regulatory climate and increasing
housing demand are boosting builders’ optimism, even as they continue to face supply-side hurdles
such as rising construction material prices and access to lots and labor.”
“Demand for owner-occupied housing is rising due to favorable demographic tailwinds and a
healthy labor market. Increases in after-tax incomes should help prospective buyers save for a
downpayment on a home,” said NAHB Chief Economist Robert Dietz. “As consumers continue to
enter the single-family market, we should see builders increase production to meet this demand.”
Regionally in January, combined single- and multifamily housing production increased 45.5% in the
Northeast, 10.7% in the West, and 9.3% in the South. Starts fell 10.2% in the Midwest.
Overall permit issuance rose 7.4% to a seasonally adjusted annual rate of 1.4 million units, which is a
post-recession high. Multifamily permits registered a 26.5% gain to 530,000 while single-family
permits edged down 1.7% to 866,000.
Permit issuance rose 92.5% in the South and 17.1% in the West. Permits declined 2.6% in the
Midwest and 21.7% in the Northeast.

BUILDING TODAY.........for a better tomorrow.

5 Tips for Differentiating Your Home Improvement
Contracting Business
Getting a leg up on the competition in the home improvement business can be tough. Small Business Trends spoke
with Dave Yoho, the Founder and President of Dave Yoho Associates, a consulting company that’s been
representing small businesses since 1962. Yoho shared some tips on how a small home improvement contracting
business can stand out in any crowded marketplace.
Talk with Clients
There’s more to being different than offering free estimates and the lowest price, Yoho says. One of the ways that
contractors can differentiate themselves is to establish a personal connection by talking with clients about their
specific needs. “If someone doesn’t recognize the value people put on their personal time, they’re going to do
what everyone else does,” he says suggesting this kind of connection adds a personal touch that adds depth to
advertising and special offers. “Contractors need to be able to deal with the people that contact them so they can
get something out of it,” Yoho says, adding the example of roofing contractors telling a prospect about the average
lifespan of shingles in their area.
Listen to Clients
Of course, listening to any prospects is just as important. When they start talking about remodeling a basement
and you interrupt them to talk about the high-quality drywall you use, they’ll lump you in with all the others who
use high pressure sales tactics. When you’re listening to them talk, you’ll get to understand what their needs are.
Pay Attention to Cycle Times
You need to give customers accurate estimated completion times for jobs. In the home improvement industry,
there are many variables like weather that can affect this. Yoho stresses contractors need to be organized so they
have accurate “cycle times” to get the job done on time. That way, the client is happy, everyone gets paid and the
business gets a great reputation. He uses the example of a window replacement project.
“It might take six weeks from the day you sell it to the day you complete it,” he says. “The work year might have 48
weeks with holidays and bad weather.” Dividing those numbers gives you a cycle time–the number of days you
need to complete the project factoring in all your operating costs. It’s a simple formula to make your business
more efficient and credible.
Find a Smaller Target Market
Narrowing down the area you work in as a home improvement contractor is a great way to separate yourself from
the competition. One way to do this is to geographically tag any of the keywords you use on your website or in
social media. For example, if you use a keyword like “bathroom renovations” you can narrow down your market
by adding a location so it reads “Philadelphia bathroom renovations.” Using a technique like this helps you to build
stronger client relationships in a more condensed area.
Look at Your Structure
If you’re bogged down with an inefficient supply chain or bookkeeping system that’s not right for your home
improvement business, you’ll have no time to work on differentiating yourself. That’s why Yoho suggests a smaller
firm in this space standing head and shoulders above the competition always needs to be looking toward
improvements across the company. “That goes for the installation crew, the sales crew and even the people
working in the office,” Yoho says, cautioning against just using tried and true methods because they work.

Do Business With a Member!
Mark Benner

Housewrap with R-Value 4.0!

Territory Manager

Mobile: 570.380.3357
Fax: 570.374.5729
E-mail: mbenner@kohlbp.com
Selinsgrove: 800.949.5645
Bloomsburg: 866.829.5645

Attic Blanket • Roof Underlayment

www.low-e.com

suRvEillancE
570.323.TECH (8324)
solutions
Compu-Gen.com
Call us today
for your FREE
consultation!

Alcoa Leaf Relief
Installation and Cleaning
Featuring 5” and 6” Seamless Gutters
0.32 Aluminum or 0.24 Steel Avalible

Security@Compu-Gen.com
515 West Fourth Street
Williamsport, PA 17701

160 McNett Rd
Montgomery, PA 17752
PA002816

Larry Miller Jr.

(570) 547-2505
A Division of Miller, Rogers & Sons LLC

Wilkinson Dunn Company
“The Insurance People”
Insurance & Bonding
Since 1932
455 River Avenue
Williamsport, PA
570-322-6611
Bob Klein | Mary McKinley
Danielle Mattison | Vicki Barone
www.wilkinsondunn.com

PhonE SyStEm
570.323.TECH (8324)
SolutionS
Compu-Gen.com
Call us today for your
FREE consultation!

Info@Compu-Gen.com
515 West Fourth Street
Williamsport, PA 17701

ADVERTISE WITH US!
We’re going through some
changes, and they’re all for you!
CIRCULATION: Approximately 300 local and
regional Builder and Associate members,
professionals and friends of the Association.
DISTRIBUTION: Monthly via print, email, and
online as a downloadable .pdf. Newsletters
are available for download from our
website for a minimum of one year. Banner
ads are now available for 2018!
Call today for a rate sheet or go online to:

www.westbranchbuilders.
org/advertise-with-us

2018 WBSBA Gun Raffle !
Tickets Will Be Available @ all Dinner Meetings Or Can Be
Purchase From Any Board Member. Photos Are On The
Website! WE ARE IN NEED OF SALES PEOPLE – Please
Contact Any Board Member Or Walt Nyman & The Office To
Request A Pack Of Tickets To Help !!! Thank You All For
Your Previous Assistance And Participation To Support Our
Donations To Student Scholarships And The PA Committee
for Affordable Housing.
(At Last Years Prices: $10.00 Per Ticket - 3 Tickets For $20.00)
****** SPECIAL NOTICE TO MEMBERS ******
2018 Membership dues effective 1/1/2018 are $480.00 (+$20) as a result of the NAHB increase. Dues
payments to WBSBA are not deductible as charitable contributions for federal income tax purposes.
However, dues payments may be deductible as ordinary and necessary business expense, subject to
the exclusion for lobbying activity. Because a portion of your dues is used for lobbying by PBA and
NAHB, $95.37 will not be eligible for the year 2018 for deduction as a business expense.

NETWORKING

570.323.TECH (8324)
Compu-Gen.com

- Networking
- Computers
- Support

“Another great perk being a
member of the HBA! We are
not a large business, but we
get a nice little check every
quarter for what we were
buying anyway! One more
reason
we
have
for
belonging!”
Sherry Krodel
HOME-TIME Renovation LLC (PA)

Contact Rich Robinson
Program Administrator
(866) 849-8400
info@hbarebates.com

Over 45 Participating Manufacturers!

P.O. Box 2064
Williamsport, PA 17703-2064
PH: 570-326-4211
FAX: 570-326-0821
wbsba@westbranchbuilders.org
www.westbranchbuilders.org

"We build more than just homes.....we're
building local businesses, communities,
economies and our futures."

PROMOTE YOUR BUSINESS AWARENESS BY SPONSORING A
MEMBERSHIP DINNER MEETING

We Are Now Booking For April 2018
Promote Your Business and Services !
- or Do You Have A Vendor & Product You
Would Like To Introduce To Fellow Members ?

Contact Any Board Member or The Office For Details !

