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This is the number one question, after all why does a Manufacturer want to give 
you money? One of the reasons is that the Big Builders have been receiving these 
rebates for years. The Manufacturers know your brand loyalty and combined 
overall volume is greater than the Big Builders, but until now, there has not 
been a way to identify or reward the Custom to Midsize Builders. The Member 
Rebate Program takes advantage of the combined volume of the Builder     
Members in your State HBA, to provide you with the same benefits regardless 
of your size. 

The other reason is that Manufacturers want to influence your buying decisions. 
They must rely on their distribution network to promote their products and 
many Builders leave the choice of the brand to their subcontractors. The Builder 
is the one that ultimately pays for all the products that go into their homes. That 
is why it is the Builder who receives the rebate. Therefore, when the Builder     
specifies the brand, the Manufacturers will benefit and the Builder is rewarded. 

2008 is over and it will be a year that will not be forgotten. What you cannot 
forget to do is file for your Manufacturer rebates! The end of the year marks the 
last chance to go back and collect the money that is due to you.  Please take a 
moment to complete the enclosed claim forms. Your association has worked 
hard to put this program together for your benefit. 

The average amount received by participating member is $1,086.45. If you are 
not participating in the program, now would be a good time to start. The most 
common question that has been asked is òWhat is the catch?ó For an answer to 
that question read the following article. 

If you have not taken advantage of the program, now is the time. You can         
register online here or simply print the registration form on page 6 and fax it to 
our toll free number, 800-977-5591. The current claim forms are on page 7 & 
8. You can claim for all homes closed or finished from July 1st - December 31st. 
Remember, you do not need to send in receipts! 

The average rebate per Builder                                                                   
participating in the program is $1,086.45! 

Any Questions?  

Please call our                      
Program Administrators: 

866-849-8400         
info@sibuyingnetwork.com 

http://www.hbaofsc.com/component/option,com_forme/fid,1/
mailto:info@sibuyingnetwork.com?subject=Member%20Rebate%20Program%20Question
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Completing the attached 
Claim Forms are simple 
and take minimal time 

T HREE  W AYS  T O  CLAIM  

1. Fill out the claim forms for each home. This is the easiest way if you only have a 
house or two and the products used in each home differ greatly. 

2. Fill out one form and send in a list of closed homes. This works great if you use 
the same products in each home.  

3. Commit to using certain products in every home. You will need to sign a       
commitment agreement and once completed, you do not have to fill out the forms 
each quarterly but simply send us your closings. Besides being easier, the amount of 
your rebate will increase because of your committed loyalty! Commitment        
agreements are available from our program administrators. 

L UTRON  

Lutron Electronics is a manufacturer of òlightó control products. From basic light 
switches, dimmers, receptacles, phone and cable jacks to full home light control 
products and shading solutions for both residential and commercial applications.  
Lutron has easy to install solutions for any size home, single or multifamily, and 
budget.  www.Lutron.com  

We are proud to work closely with the NAHB at the National level, sponsoring the 
20 Clubs, the Home Tour during the Custom Builder Symposium and being         
involved on a number of committees and work groups. At the local level many of 
our field sales people are on the committees and boards of their local associations. 

We believe in the mantra that many of the locals use to promote their members 
working together, òmembers doing business with members.ó This program         
provides Lutron an opportunity to help members do business with not only Lutron 
but the distributors and subcontractors that are members of our association as well. 

Marketing your homes in todayõs economic environment is a very difficult task.  
Budgets are strained and investments in which products will appeal to a wide    
demographic of potential homebuyer must be done wisely. Is the next person      
inquiring about your homes interested in energy savings?  Convenience?  Safety? 
Ambiance of the home?  Are they older?  Younger?  Single?  A family?  A couple?   

Itõs difficult to find products that can be cross-marketed to diverse demographics of 
homebuyers. For example is an elderly couple as interested in a jetted tub as a 
young couple?  Dimmers and light control solutions can be marketed to all of these 
groups. Saving energy, creating safe pathways of light and enhancing the look of 
rooms can easily be made to appeal to the wants and needs and desires of each 
group. 

If you are interested in learning more about our products please contact Erik   
Anderson, Lutron Builder Sales Manager, at (610) 282-6381 or                       
eanderson@lutron.com. 

http://www.lutron.com/
mailto:eanderson@lutron.com
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Attend Therma-Truõs Installation Clinic at Show Village 2009 
 

Therma-Tru Doors invites you to attend a complimentary Installation Clinic featuring a 
Therma-Tru Tru-Defense® Fiberglass Door System at Professional Builderõs Learning 
Center at Show Village 2009 during the International Builders Show in Las Vegas. For 
your convenience, the 40-minute clinic will be offered for 3 days during Show Village 
and at two different times (see schedule below). 
 

Donõt miss this special installation training that includes recommendations on flashing 
materials and best practices for water management methods currently being used 
throughout the industry. Everything from tools and supplies required, to measuring and 
preparing the rough opening, to installing various door configurations (including doors 
with sidelites and double doors) will be discussed. 
 

Plus, take advantage of Q & A time to get valuable pro-tips from the trainers. 

 

Therma-Tru Installation Clinic Schedule: 
January 20th - 2 to 2:40 p.m. 
January 21th - 10 to 10:40 a.m. and 2 to 2:40 p.m. 
January 22th - 10 to 10:40 a.m. and 2 to 2:40 p.m. 
(Seating is first-come, first served and will be limited, so plan to arrive at Professional 
Builderõs Learning Center at Show Village a few minutes prior to clinic start time.) 

 
Therma-Tru Product PreviewñSee All Thatõs New For 2009 

Heading into the new year, Therma-Tru has several new product innovations for    
Builders and Remodelers. For information about all of Therma-Truõs product offerings, 
visit www.therma-tru.com.  
 

Craftsman-Style Door at an Affordable Price  
(Available beginning January 2009) 

 

Therma-Truõs new Smooth-Star® fiberglass Craftsman door style provides a classic  
design at an exceptional value to complement bungalow and arts and crafts style homes. 
The new Smooth-Star door is a great match for Therma-Truõs Classic-Craft® American 
Style collection front door with its two-panel embossed design. The Smooth-Star 
Craftsman Door is available in 6õ8ó and 8õ0ó heights, and with 10ó, 12ó and 14ó fullite 
sidelites. The smooth, paintable door can also be ordered with several glass designs,   
including Therma-Truõs new Brookside design. It is also available as a fire-rated door 
with 20 minutes of protection from fire, and is a stylish house-to-garage application. For 
more information on the new Smooth-Star Craftsman door call 1-800-323-3533. 
 

Classic-Craft® American Style Door With 4- and 6-Lite Glass Dividers 
 

Within Therma-Truõs Classic-Craft® American Style Collection doors are two new  
offerings: 4-lite and 6-lite glass dividers. The dividers fit both 6õ8ó and 8õ0ó Classic-
Craft American Style Collection doors and sidelites (clear lites only). The new four- and 
six-panel glass configurations provide fresh looks for Arts and Crafts, Bungalow and 
Cottage-style homes. Click here to browse the Classic-Craft American Style Collection. 
For more information call 1-800-323-3533. 
 

http://www.pbshowvillage.com/learning_center/
http://www.pbshowvillage.com/learning_center/
http://www.therma-tru.com
http://www.thermatru.com/products/entry/fiberglass-entry-doors/cca/index.aspx
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H EARTH  & H OME  A NNOUNCES  NEW  PRODUCTS  

Hearth & Home Technologies, the worldõs leading provider of whole hearth systems     
including fireplaces, stoves and inserts, is announcing several hot new products at the     
International Builders Show (IBS) in Las Vegas, January 20-23. The companyõs family of 
brands includes Heatilator®, Heat & Glo®, Quadra-Fire®, Harman,Ê Fireside Hearth & 
Home® retail stores and builder design centers. 

Heat & Gloõs hot new products 
In addition to a multitude of traditional style fireplaces, Heat & Glo also has many options 
for your customers who want a fireplace thatõs a big more edgy. òMore than a fad, modern 
styling has become a legitimate trend in interior design,ó said Dave Miller, Heat & Glo 
brand manager. òAnd we have a fireplace to fit virtually every modern d®cor.ó 
The Heat & Glo RED60 is one of the sexiest direct vent gas fireplaces available, featuring a 
sl im, rectangular     design. It is the first and 
only fireplace to      incorporate recessed 
glass inside the firebox to effectively create the 
illusion of an open flame. The glass is     
surrounded on both sides by media trays full 
of custom stones that  shimmer in the light of 
the flames, which are longitudinal and stretch 
across the entire length of the firebox. This    
fireplace is available with optional LED   
firebox lighting, and as both a see through and single-side fireplace. 
Also in the modern category, Heat & Glo is introducing the LUX60 - itõs raciest modern 
gas fireplace yet. Measuring 5-feet tall by 5-feet wide, it is designed for zero clearance  
installation to provide placement flexibility. The flames are appropriately sized to the large 
fireplace. High-reaching, the flames originate from a sculpture burner with randomly 
placed stainless steel tubes instead of traditional logs. It is a one-of-a-kind fireplace for   
premium buyers. 
Heat & Glo is also introducing new additions to its best-selling 6000 Series. For 20 years, 
the 6000 Series has been the most sought after fireplace in the industry. When Heat & Glo 
invented direct vent gas technology in 1987, they chose the 6000 Series to debut it. The 
new models, the 6000CLX and 8000CLX, feature the industryõs most advanced          
technology for realistic dancing flames, embers and opulent lighting for year-round       
enjoyment.  

Heatilator® continues as the #1 brand requested by builders  
Heatilator is introducing several new products at price points that are attractive to dollar-
conscious homeowners. The Aveo, designed for small spaces, has a firebox that measures 
only 11-1/2ó deep and frames to a foot. It pumps out 18,000 BTUõs per hour, making is a 
viable choice for those who want to supplement their homeõs heat with a fireplace. 
Also being introduced are two new additions to the Novus Series - the Evolution, which is 
a modern style gas fireplace, and the Novus nXt, which is a traditional style gas fireplace 
with high heat output. òAll Novus Series fireplaces have the same framing and venting    
requirements,ó said Kathy Repp, Heatilator brand manager. òTherefore the fireplace can 
be framed early in the construction process, giving the homeowner more time to decide on 
a style.ó 
Please visit the Hearth & Home Technologies booth at the IBS (#C5643) Jan. 20-23 in Las 
Vegas, to see these new products and more. For more info, visit www.hearthnhome.com. 

http://www.hearthnhome.com


 
PAGE 5 1ST Q UARTER 2009  


