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NARI members get tax advice during visit to Tub Masters

August  Meeting

August Lunch Meeting
Date & Time

11:00 a.m., Wednesday, August 25
Location

Neil’s Heritage House
Program

Tricks of  the Trade Roundtables
Cost

NARI members $20
Non-members $25

Call the MVNARI office at
937-222-NARI or send e-mail to

dayton@naripro.org to make
reservations for this meeting.

Supplier visits are always among
the most popular and well-attended
Miami Valley NARI meetings, and
the July meeting at Tub Masters was
no exception. Over 30 representa-
tives from member companies came
to Tub Masters’ newly-enlarged lo-
cation in Beavercreek to hear ge-
neric tax advice from guest speaker
Dr. Wayne Essex, CPA, and enjoy a
deli buffet dinner from Dorothy Lane
Market.

Host Richard Clemence wel-
comed the visitors and gave a very
brief presentation on Tub Masters
nationally and in the Dayton area.
He introduced Dr. Essex, president
of Essex & Associates CPAs and an
instructor in accountancy at Wright
State University, who told the NARI
members that he finds business own-
ers practically always pay more per-
sonal income tax than they should.

Many business owners receive
incorrect advice from their tax
preparers or even from the IRS. A
Money magazine poll revealed that

a typical tax preparer produces an
average of 480 returns between Feb-
ruary 1 and April 15, making it dif-
ficult for each return to get the time
and attention it deserves. This same
poll also found there was an average
discrepancy of 300% between what
the tax preparers said was due and
what was actually due.

According to Dr. Essex there are
a number of deductions for business
owners that tax preparers often miss.
They include home office deduc-
tions, self-employed health insurance
premiums, personal assets converted
to business use, general business ex-
penses, imputed interest on loans to
the company by shareholders of
closely-held corporations, meals and
entertainment expenses, fuel tax
credits for fuels not used in vehicles,
communication expenses, and auto-
mobile expenses. Although some

deductions may seem minor, over
an entire year, they can add up to
thousands of dollars. Dr. Essex cited
one case in which a business owner
overpaid his personal tax by
$45,000!

The meeting ended on an excit-
ing note when the name of Don
Wildenhaus, from The Carpet Store,
one of the chapter’s newest mem-
bers, was pulled from the attendance
lotto envelope, and Don was present
to collect the $300 lotto jackpot.
Don’s luck stayed with him through
the split-the-pot drawing, when he
won a free lunch or dinner at a fu-
ture NARI meeting.  Don tried to
give back the free lunch, but the
ruling was that he purchased split-
the-pot tickets and had won every-
thing fair and square.  It pays to
belong to Miami Valley NARI, es-
pecially if you attend meetings.

Over 30 representatives from member companies attended the July meet-
ing of Miami Valley NARI. The meeting was held July 28 at the Tub
Masters showroom in Beavercreek.
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Future is bright for well-run remodeling businesses
by Jeff Miller, CR, CLC

Hurst Total Home
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The mission of MVNARI is:
1 To establish and maintain the
association’s firm commitment to de-
veloping and sustaining programs
that expand and unite the remodeling
industry, as well as ensure the
industry’s growth and security.
2 To encourage ethical conduct, sound
business practices, and professional-
ism in the remodeling industry.
3 To present NARI as the recognized
authority in the remodeling industry.

This mission is carried out by:
1 Promoting the common business
interests of those engaged in the in-
dustry.
2 Sponsoring educational programs
and activities for members.
3 Enlightening consumers to the
needs and advantages of home re-
modeling and maintenance, thereby
improving the nation’s housing in-
ventory.
4 Recommending legislative and
regulatory action which safeguards
and preserves the remodeling indus-
try and stimulates the marketplace.

Residential construction, along
with record low interest rates, has
helped keep us from experiencing a
recession. Remodeling expenditures
are expected to exceed $235 billion
this year to grow for the next ten
years. This is exciting news, but how
many contractors now in business
will not survive the next 5 years?

Material and labor shortages have
increased the cost of building a new
home by $5,000 to $10,000 in just a
year. What does this do to remodel-
ing? Let’s suppose you have a project
you sold three months ago for fixed
price. Since you sold the job, the
cost of materials has increased 15%.

A subcontractor’s insurance has re-
cently increased by 25%, and he
won’t do the work unless you give
him more money. Once you start
digging, you find an old foundation
that must be removed. How were
your numbers before you started and
how are your numbers now?

Doing a quality work is only part
of operating a business. Cash flow,
profit and loss, taxes and advertis-
ing are also important, possibly even
more important, to business survival.

Several months ago I spoke about
the benefits of belonging to NARI.
As members of an association, we
have staff and resources to help solve
problems that affect our business.
For the hypothetical project men-

tioned above, what measures could
we have taken to prevent losses.
When was the last time you reviewed
and updated your contract? What
about you subcontractor agreement.
What provisions have you made in
case of material shortages and price
increases due to the effect of a pos-
sible natural disaster?

To help provide answers we have
engaged Michael Stone, of Construc-
tion Programs Results, for a Markup
& Profit Seminar. He is the host of
JLC and CRI online forums and is a
recognized leader in construction
business management.

The seminar will be held March
19, 2005, and will most likely sell
out. With the cost of admission you
will receive a copy of his book
Markup & Profit: A Contractor’s
Guide. Please watch for additional
information.

Another benefit of NARI mem-
bership is networking. If you en-
counter a problem, contact another
NARI member who may have expe-
rienced similar problems, or the
NARI office to help point you in the
right direction. We all have similar
problems; the only difference mmay
be when we experience them. It helps
to know that someone else has simi-
lar problems and can offer help from
sharing their experience.

As another benefit, Miami Val-
ley NARI has purchased a LCD pro-
jector for member use. If you would
like to borrow this, simply contact
Melissa at the MVNARI office and
she will make arrangements. It is on
a first come basis. If you have rented
a similar projector, you know the
daily rental fee is at least $350 to
$400. This could pay back your
NARI dues plus some.
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Golf tournament is coming Sept. 21

The Miami
Valley NARI
Golf Classic

is September 21
at Beavercreek

Golf Club.
Put this date in
your PDA now!

It’s just a month until the 2004
Miami Valley NARI Golf Tourna-
ment and the chapter is still actively
seeking golfers and sponsors for the
September 21 event.

There are a number of sponsor-
ships available at prices ranging from
$100 to $200. For about the cost of
taking a customer or a supplier to
dinner you can join in treating doz-
ens of the most influential members
of the remodeling industry in the
Dayton area to a day of golf.  As a
tournament sponsor you will receive
signage recognition at the tourna-
ment and your company name will
appear on printed materials for the
tournament and in the newsletter.

For information about which
sponsorships are still available con-
tact Melissa Lynd at the NARI of-
fice, 937-222-6274.

The cost of playing in the tourna-
ment is just $70 per golfer.  This
includes greens fees, cart rental, cof-
fee and donuts before the 8:00 a.m.
shotgun start, and lunch at the end
of the round.

At the May Miami Valley NARI
lunch meeting Ryan Gilley, tourna-
ment director at Heatherwood Golf
Course, explained why golf has be-
come such an integral part of busi-
ness. He pointed out that five hours
on the golf course can build busi-
ness and personal relationships that
couldn’t be forged over months in
the regular business environment.

Ryan said that for contractors,
entertaining employees, subs, and
suppliers is an obvious excuse or a
golf outing, but he also suggested
that inviting customers to join a four-
some can be as beneficial for a con-
tractor as for a supplier.

According to NARI’s recent con-
sumer survey referrals by satisfied
customers bring in four times more
business than Yellow Pages adver-
tising. What better way could there
be to keep in touch with your best
customers than to invite them to
spend a day with you on the golf
course.

Register your foursome by return-
ing the golf form to the Miami Val-
ley NARI office today.

Betty Blose, Bellbrook Choco-
late Shoppe, is the winner of the
Miami Valley NARI Spring Mem-
bership Campaign. For her success-
ful efforts to bring new members to
Miami Valley NARI Betty has won
$100.00 cash.

In second and third place are
Erich Eckley, CR, Eckley Builders,
Inc., and Jeff Miller, CR, CLC, Hurst
Total Home, Inc., they each have
won $50.00 for their efforts during
the campaign.
 Your next chance to win will be
during the months of September and
October.  Good Luck!!

Betty Blose wins spring
membership contest

Why is this man smiling?
He’s smiling because he’s Don
Wildenhaus, from The Carpet Store,
and he has just won $300 in the
Miami Valley NARI meeting atten-
dance lotto by being present at the
July meeting. At each meeting the
name of a MVNARI member is
drawn. The catch is you must be
present to win. If the member isn’t
present the jackpot grows by $25
for the next meeting.

NARI has received what may be
“The Ultimate Compliment.” Con-
sumer Reports, an institution that
jealously guards its independence
and steadfastly refuses to allow it-
self be exploited for commercial pur-
poses, mentions NARI in the August
2004 issue.

In a kitchen remodeling feature,
readers are advised: “Check creden-
tials. Having certification in kitchen
and bath remodeling from the Na-
tional Association of the Remodel-
ing Industry is a plus. It requires five
years in the industry and passing a
full-day exam.”

NARI is mentioned
in Consumer Reports
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MIAMI VALLEY NARI
136 S KEOWEE ST
DAYTON, OH 45402

August Lunch Meeting
“Tricks of the Trade” Roundtables

August 25
Neil’s Heritage House

MVNARI Golf Classic
September 21

Beavercreek City G.C.

September Dinner Meeting
Supplier Night
September 22

October Dinner Meeting
& Mini-Seminar

Geology/Soil Issues
October 27

Neil’s Heritage House

Members to share advice
at August NARI meeting

Every year the Miami Valley
NARI Education Committee tries to
plan at least one meeting for mem-
bers to exchange advice, experience,
and trade “war stories” in an orga-
nized open forum.  That’s the for-

mat of the August
meeting when
MVNARI mem-
bers will share
their “Tricks of the

Trade” in roundtable discussions.
The meeting is a lunch event at

Neil’s Heritage House. Starting time
is 11:00 a.m., and, as is customary
for lunch meetings, it’s guaranteed
that everyone will be on their way
back to the office or a job site not
later than 1:00 p.m.

The cost of the meeting is $20
for NARI members and $25 for non-
members. To make reservations for
the meeting call the Miami Valley
NARI office at 937-222-6274 or
send e-mail to Dayton@naripro.org.

The JLC LIVE! Residential Con-
struction Show is returning to Co-
lumbus in September with displays
by hundreds of exhibitors, two days
of interactive workshops and how-
to installation clinics, and a presen-
tation on the benefits of membership
in NARI.

The event is set for September 16
and 17 at the Greater Columbus Con-
vention Center.

Presented by The Journal of Light
Construction magazine, one of the
favorite magazines of builders and
remodelers, JLC LIVE! provides
contractors with new building tech-
niques, business strategies and con-
struction products.

In addition to exhibits the event
features numerous full-day, half-day,
and 90 minute seminars and work-
shops.

NARI will be featured in a special
seminar conducted by Dan Taddei,
national director of education, at
9:45 a.m., Friday, September 17. Dan
will discuss the many benefits of-
fered by NARI.  He will explain the
new Green Remodeling program and
provide detailed information about
NARI’s professional certification
programs.

NARI of Central Ohio has ar-
ranged for NARI members to attend
the NARI seminar and see the trade
show at no charge. Trade Show Only
admission is regularly $15 ($35 on
site). To qualify for free admission
NARI members must register by Sep-
tember 1 with the NARI of Central
Ohio office. Call 614-985-6274 to let
them know you’re coming.

A number of JLC LIVE! admission
packages are available at prices rang-
ing from $299 for a Super Pass that
admits the pass holder to all events,
to individual tutorial registration at
$75. If you have not received JLC
LIVE! information go to
www.jlclive.com or call 800-261-
7769 for all the details.

JLC LIVE! is returning to Columbus

In addition to hundreds of exhibits
JLC LIVE! features numerous instal-
lation workshops, interactive semi-
nars, and full-day professional edu-
cation programs.


