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GENERAL MEMBERSHIP
MEETING:

6:30 PM Cocktails 7:00 Dinner First Monday of thenth

October 05, 2009
November 02, 2009
December Christmas Party

BOARD MEETING

Monday, October 12, 2009: The monthly Board of Blioes meeting begins at
6:30 PM at Nyko's Restaurant.

GENERAL MEMBERSHIP MEETING

The General Membership meeting for October is Mgn@&tober %, at Nyko’s Restaurant in
Richland. Cocktails begin at 6:30 PM and dinn€ef:a0 PM. Your cost is $10 per person.
reserve your spot early with and RSVP to 269-1429.

Plea

BOARD OF DIRECTORS
MEETINGS:

6:30PM at / Second Monday of the month
October 12, 2009
November 09, 2009
December 14, 2009

R.S.V.P.
R.S.V.P.

R.S.V.P

If you plan to attend the general member
meeting on October'Gat the Nyko’s restaura
you must let us know at the H.B.A.A. by eit
fax (269-1429) or telephone (269-9268).

must R.S.V.P. before noon Friday Octob®r
you R.S.V.P. the general membership mee

before noon on Friday, you could be the meetij

RSVP winner and win $10 in cash.
BE PART OF OUR

HOMESHOW

OCT. 30 - NOV 1, 2009

SEE INSIDE FOR DETAILS

GENERAL MEMBERSHIP
MEETING SPONSOR

If you are interested in sponsoring a general
membership meeting, please contact Walt Freidhoff
at (814)535-8371.

A SPECIAL THANK YOU TO
BUSINESSES THAT HAVE
SPONSORED ONE OR MORE OF
OUR GENERAL MEMBERSHIP
MEETINGS RECENTLY
Dow Chemical Company
The Long Barn
Bonded Builders Warranty Group
Kohl Building Products
3M Products
McClure Johnston Company
Mihalko General Contracting
Alliance Wholesale Supply
Brett Insurance Agency
The Sherwin-Williams Company




DON'T LET FAULTY APPRAISALS
AFFECT THE HOUSING RECOVERY

Before you buy a home, your lender requires an apglr so they can be
confident the amount of money they are loaningig@emparable to the home’s
value on the market. With the recent turmoil in ¢hedit and housing markets,
however, the appraisal has changed from merehhanbbx to check off in the
process to the step that makes or breaks the sale.

Refinancing Difficulties
When the housing values slumped, many home owperslfthemselves in a
situation where the amount they owed on their nagiggoan was significantl
higher than their home’s value, called “being umgser” on their mortgage.

Home owners who sought assistance from their letodesstructure their loans

to help decrease monthly payments, especiallysasaf adjustable rate, interest-only or ballooymgnt mortgages,
found that they were being denied due to tightadileg restrictions. Even those with good creditresovho were
allowed to refinance faced much higher fees and ieaits to see any progress from their lender.

Then the subsequent recession — which resultezbitosses for many Americans — forced many homeeosvimto
foreclosure when they could no longer make paymemtheir home due to their inability to refinance.

According to the Mortgage Bankers Association, nthem 12 percent of mortgages are either alreaftyra@closure
or are one or more payments delinquent — the highés since the group began keeping track in 1972.

How Foreclosures Affect Other Home Values

One part of the appraisal process is comparingtbperty to other homes in the immediate areartntly sold.
However, foreclosed and distressed properties @ftersold for far below market value due to damagedlition or
the seller, often a bank, just wanting to get fithe property. So an appraisal based on inappatgpfcomps” might
come in much lower than the home’s true marketejadielaying closing and creating headaches for Hmuygers and
sellers.

Even worse, lenders sometimes refuse to financpuhehase even though the buyer and seller hawedgn a fair
purchase price.

A recent survey of 500 new-home builders by thedwal Association of Home Builders found that 25gamt of sales
are lost due to appraisals coming in below thessadatract price. In some cases, the estimatesduaxe in lower than
the cost to build the house.

How can this be fixed?
Mortgage industry regulators need to adopt andreafolear, concise regulatory guidance that widivalappraisers to
develop realistic valuations based on sales tleatraly comparable.

New and well-kept homes need to be compared whthratuch homes in the neighborhood, not with hahasare run-
down and neglected due to abandonment. If thabispossible due to a large number of foreclosetdwin a
neighborhood, the area in which appraisers shagdar comparison should be expanded to include roptions.

Not only do faulty appraisals result in decreasddssand home values, it will continue to deprhedibusing market,
which will retard economic recovery.

Protect Your Investment
Home owners and buyers may feel powerless durimgpipraisal process. That is not true. For el@mpu have a
right to receive a copy of the appraisal upon cetiqh.

Thoroughly review it and immediately bring any

Leventry, Haschak & Rodkey, LLC guestionable items to your lender’s attentioryolf do not
agree with the appraisal, you have the right to rd a
Attorneys at Law should — ask for a second appraisal through yomdde

Being educated on the entire settlement process wil

Timothy C. Leventry, LL.M. ultimately protect you when you are buying or sejlia

home.
Fhone, #14-208=1 755 1357 Fisenhorezr Boulevard
i B14-266-5108 Richlznd Square 1T
E-moil: tlewvmiry Gkl com Suwilz 202

Wichsile: www Thorkiaw,com Johnseown, [*2, 15u04 article provided by NAHB




the ground.

above the ground.

Supports and foundations for the outdoor urdtioéat pump shall be raised at least [

DO YOU KNOW THE CODE?

On mechanical systems, a level working spacaat | inches deep and
shall be provided in front of the control side &msce an appliance.

Appliances suspended from the floor shall hagkearance of not less than

inchesfiide
inches fibm
hes

Fuel-fired appliances shall not obtain combusdiofrom any of the followings rooms or spad@s:

1. Sleeping rooms 2. Bathrooms 3. Toilet rooms.
5. When providing combustion air for a confined sgame opening shall be within inches ofttipeand on

within inches of the bottom of the space.

6. Manually operated dampers shall not be instadfedept in connectors or chimneys serving solid-fughing

appliances.

HOME BUYERS WANT TO SAVE ENERGY - BUT
ONLY AT THE RIGHT PRICE, NAHB SURVEY SHOWS

Even though prospective home buyers want the berafi
new, more efficient homes, they are

unwilling to pay much more for a

“green” home, according to a recent

member survey from the National

Association of Home Builders

(NAHB).

“Although we are seeing significant interest in ee
building, cost effectiveness is clearly a key can@mong
home buyers,” said NAHB Chairman Joe Robson, a home
builder and developer in Tulsa, OK. “Builders sidt
among buyers who are willing to pay more for green
features, more than half — 57 percent — are upliteepay
more than an additional two percent.”

The August survey coincides with news that the NAHB
National Green Building Program continues to griware
than 400 homes, developments and remodeling psoject
have been certified by the NAHB Research Centeiglwh
administers the program and trains and accredial lo
project verifiers. Of those projects, 43 have beentified

to the National Green Building Standard, approvedier

this year by the American National Standards luisit

Preferences for specific green building technigaes
decidedly regional, with builders in the West rejpuy
much more interest in water efficiency than buitdarother
areas. Interest in homes built with recycled maleris
particularly high in the Northeast (the region whéehe
fewest new homes are built) and low in the Soultie (t
region with the highest number of housing starts).

Only 11 percent of builders nationwide indicatest ttheir
customers ask about environmentally friendly feagur
according to the survey. “Fortunately, our membaes
increasingly taking the initiative to educate thente-
buying public about the benefits of green constonct

“Robson said.

Overall, energy efficiency continues to be the priyn
factor driving the green building movement, squaiith
previous NAHB surveys of home builders when asked
about buyers preferences. “More and more, our resnb
are able to convince their clients of the benefita home
built with efficiency and sustain ability in mintRobson
said.

“However, when buyers prepare to sign on the ddited
cost-effectiveness clearly drives their decisio#e need
to make sure that our energy policies reflect thality so
that builders have the flexibility to use lot arit glesign,
high-efficiency heating and cooling equipment arideo
features to achieve the desired results at thé pigte,” he
continued.

“Whenever Congress considers how to encourage more
energy-efficient construction, it must keep affatlity in

mind - and look for ways to incentivize these chesgot
only in new homes, but even more importantly in the
nation’s much more substantial and inefficient gmxgs
housing stock,” Robson said.

YOUR BUSINESS

We are updating our HBAA website. Your business
with our other members are listed on our websRéeas
take a moment and give me any changes you wowdddi

your business. In particular, make sure we hawer
contractor registration number, proper mailing &dd
proper telephone number, web address, email adateqs
This website is one of the many benefits to mentiier
Accurate information can make it easier for custante,
find you. Please help us keep this informatiortasoate.




REACH OUT TO COMMUNITY REACH HOMEBUILDERS WITH

ACTION CENTERS TO TAP INTO YOUR GREENBUILDING
$256 MILLION FUND FOR PRODUCTS AND SERVICES
WEATHERIZATION If your company sells green products or services to

homebuilders, there’s no better way to reach taeted
audience than through PBA’'s Premier Partner sponsor
program. A special category has been created riegrng
companies who want to reach homebuilders, remasleler
and others associated with residential construction
Pennsylvania. A Premier Partner sponsorship pre\gdeat
exposure, supports your state homebuilders asgwotiahd

Local community action agencies will be the mainteot
point for members looking to earn certification deé to
perform home improvements that qualify for weatregion
funds now available. Pennsylvania received $298omi
in federal stimulus money for weatherization of fe@m If
you have questions about this check the PBA welasite
www.pahomes.org or contact Jill Pento at

ipento@Pabuilders.orgr call her at 800-692-7339 ext. is extremely affordable. Call Bill Lapitsky to leaabout
3028 the attractive sponsorship rates now availablegfeen
' companies. He <can be reached at

blapitsky@PaBuilders.orgr 800-692-7339, ext 3030.

NAHB LEAD PAINT FACTS AND RULE SUMMARY

1. Training and Certification

Beginning in April 2010, firms working in pre-19T®mes will need to be certified. In

addition to firm certification, an employee wilkalneed to be a Certified Renovator. This

employee is responsible for training other emplsyeed overseeing work practices and

cleaning. The training curriculum for certificatidn development with the EPA, will be

an eight-hour class with tow hours of hands-oming. Both the firm and renovator P
certifications are valid for five years. A certifi Renovator must take a four-hour refresher e
course to be recertified. /

2. Work Practices

Once work starts on a pre-1978 renovation, theifiéertRenovator has a number

responsibilities. Beginning with distributing ERARenovate Righbrochure to the

homeowner and having them sign the pre-renovatian fn the booklet. Before the work starts thetified Renovator will
post warning signs outside the work area and sigeesetting up containment to prevent spreading ditse rule lists specific
containment procedures for both interior and egtgurojects. If forbids certain work practicesliing open flame or torch
burning, use of a heat gun that exceeds 1100 de§resnd high-speed sanding and grinding unleswtiés equipped with
a HEPA exhaust control. Once the work id complgtieel regulation specifies cleaning and waste diagpjrocedures. Clean
up procedures must be supervised by a CertifieabRear.

3. Verification and Record Keeping
After clean up is complete the Certified Renovamuoist verify by matching a cleaning cloth with anMBRerification card. If
the cloth appears dirtier or darker than the cng cleaning must be repeated.

A complete file of records on the project must bptlby the certified renovator for three years.sehecords include, but aren’t
limited to: verification of owner/occupant recegftthe Renovate Righlpamphlet or attempt to inform, documentation ofkvo
practices, Certified Renovator certification, amdqgd of worker training.

4. Exemptions
It is important to note that these work practices/ne waived under these conditions:

. The home or child occupied facility was built afi78.

. The repairs are minor, with interior work disturgiless than six square feet or exteriors distgrtaas than 20 square
feet.

. The homeowner may also opt out by signing a wabfe¢here are no children under age six frequeritliting the

property, no one in the home is pregnant, or tloggnty is not a child-occupied facility.
. If the house or components test lead free by &fieerRisk Assessor, Lead Inspector, or Certifieehovator.



BUILDER CONFIDENCE EDGES UP AGAIN IN SEPTEMBER

article provided by NAHB

Builder confidence in the market for newly builingle-

family homes edged higher for a third consecutieatin in

September, according to the latest National Assiociaf
Home Builders/Wells Fargo

@ Housing Market Index (HMI),
released September®,&0009.
Ay Y \ The HMI rose one point to 19
il I' AN this month, its highest level
=== . since May of 2008.
)

y “Builders are seeing some

/ improvement in buyer demand

as a result of the first-time
29 home buyer tax credit, and low
mortgage rates and strong
housing affordability have also helped to revivenso
optimism,” noted Joe Robson, chairman of the Naiion
Association of Home Builders (NAHB) and a home beil
from Tulsa, Okla. “However, the window is now lzzsly
closed for being able to start a new home that lwan
completed in time for buyers to take advantagéneftax
credit before it expires at the end of Novemberd an
builders are concerned about what will keep theketar
moving once the credit is gone. Congress needstioow
to keep the credit from expiring just as its inted@ffect on
buyer demand is starting to materialize.”

“The report indicates that builders are startingée some
glimmers of light at the end of the tunnel in terofs
improving sales activity,” said NAHB Chief Econonis
David Crowe. “However, the fact that the HMI compat
gauging sales expectations for the next six mosithped
backward this month is a sign of their awareneasttttis is
a very fragile recovery period and several majodias

remain that could stifle the positive momentum. o3¢
hurdles include the impending expiration of thed8®), tax
credit as well as the critical lack of credit foousing
production loans and continuing problems with low
appraisals that are sinking one quarter of all hewme
sales. These concerns need to be addressed ifewte a
embark on a sustained housing recovery that wilb he
bolster economic growth.”

Derived from a monthly survey that NAHB has been
conducting for more than 20 years, the NAHB/We#Hsgo
Housing Market Index gauges builder perceptions of
current single-family home sales and sales expgeotafor

the next six months as “good,” “fair” or “poor.”h€ survey
also asks builders to rate traffic of prospectiugdrs as
“high to very high,” “average” or “low to very low.Scores

for each component are then used to calculatesosaby
adjusted index where any number over 50 indicdtat t
more builders view sales conditions as good tham.po

Two out of three of the HMI's component indexesoreied
gains in September. The index gauging currentssale
conditions rose two points to 18, while the indexiging
traffic of prospective buyers rose one point, to. 17
Meanwhile, the index gauging sales expectationgHer
next six months declined one point, to 29.

All four regions posted gains in their HMI readinfys

September. The biggestimprovement was registetbe

Midwest, where a three-point gain brought its HeII10,

the highest level since July of 2007. The Northpasted
a two-point gain brought its HMI to 24, the Soutisfed a
two-point gain to 19, and the West posted a onetggin
to 18, respectively.

NEXT P.B.A. REGIONAL MEETING - 10/29/09

CODE ANSWERS

30in. By 30 in.Room heaters shall be permitted to be installetl aitleast an 18 inch working space2006 IRC
Section M1305.1 Appliance access for inspectionisey ...

6 in. 2006 IRC Section M1305.1.4.1 Ground ceae.

3in. To permit free drainage of defrost water. Thisoa#gpplies to Evaporative coolers. Section M1403.2
Foundations and supports.

True 2006 IRC Section M1701.4 Prohibited sosirce
12in. 12 in. See also Figure M1702.2 2[R6 Section M1702.2 Confined space.
True 2006 IRC Section M1802.2.1 Manually opedat

THE HOME BUILDERS ASSOCIATION OF THE ALLEGHENIES I8 MEMBER OF THE
INTERNATIONAL CODE COUNCIL




GREATER JOHNSTOWN/CAMBRIA COUNTY
CHAMBER OF COMMERCE

YOUR SUCCESS IS OUR BUSINESS

Friday, October 30
Saturday, October 31
Sunday, November 1

Frank J. Pasquerilla Conference Center

Show Hours

Friday, October 30
VIP Opening Ceremony
5:00 pm to 7:00 pm :
Opening Ceremony

Public Exhibition
Saturday, October 31 Sponsored by
11:00 am to 9:00 pm AdAA

CROWN AMERICAN HOTELS
Sunday, November 1

12:00 pm to 5:00 pm









NEWSLETTER ADVERTISING

Home Builders Association of the Alleghenies
Richland Square Ill, 1397 Eisenhower Blvd., JohwstdPA 15904
Phone: (814)269-9268 Fax: (814)269-1429

Newsletter Advertising Contract

NAME OF COMPANY:

REPRESENTATIVE: Member of the Home Builders
Association of the Alleghenies?

MAILING ADDRESS:
CITY/STATE/ZIP: Yes No
PHONE:
FAX:
E-MAIL:
Order for advertisingvithin our monthly Newsletter: (NDfdeflfCt’tf a flyermttached to insideof our monthly
ewsletter:
] . The flyer must be of size 8 %2 by 11, on
All ad copy and artwork must accompany thistiamst. standard weight paper.
. All advertising artwork must be photocopy ready . All the flyersare to be created by the
B&W onl ) advertiser and given to H.B.A.A.
( Y o L (Please call HBAA for an estimate of the
. All advertising contracts are for a minimum ofm®nths. number of flyers required)
$75.00 x sheets x months = $
Business Card (3 %2 x 2") $10.00 x months = $
1/8 page (5"x2") $15.00 x months = $
1/4 page (5" x4") $25.00 x months = $
% page (5"x 8" $45.00 x months = $
Full page (8 2" x 11") $90.00 x months = $
Circle month you are requesting your ad periodaat:s
Jan Feb Mar Apr May Jundul Aug Sep Oct Nov Dec
. All advertising contracts must be prepaid, plesisach check payable to the H.B.A.A.
. All advertising must be supplied to the H.B.A.Afice a minimum of 2 weeks prior to the advertgsimonth.

The HBAA does not discriminate against any persotompany in accepting paid advertising in its rlettsr. Acceptance of advertising does not
constitute an endorsement of the advertiser, ddymts, services or claims. The HBAA shall be ledmless in the event that a newsletter is not
published or distributed as planned, or in the etleat an ad is omitted or incorrectly displayed.

Advertiser Date

HBAA Date

FLUDDER’S CORNER

Take me now Buck.....

OOPSI!

BUCK BROUGHT THE
WRONG VIDEO TO THE
CODE TRAINING CLASS




Home Builders Association
Timothy C. Leventry

Suite 202, Richland Square 11
1397 Eisenhower Blvd.
Johnstown, PA 15904

Return Service Requested

October 2009
Timothy C. Leventry, E.O.
1397 Eisenhower Boulevard
Richland Square 1ll, Suite 202
Johnstown, PA 15904
(814)269-9268
FAX:(814)269-1429
President: Denny Squillario
web site: www.hbaahomes.orq
email: info@hbaahomes.orqg

DON"T DELAY...
THERE ARE STILL BOOTHS AVAILABLE AT THE HOMESHOW
REGISTER TODAY



