HBASC MEMBERREBATE PROGRAM
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1STQUARTER2009

SPECIAL POINTS
OF INTEREST:

LAST CHANCE TO CLAIM FOR 2008

2008 is over and it will be a year that will not be forgotten. What you

forget to do is file for your Manufacturer rebates! The end of the year marksheufacturers
last chance to go back and collect the money that is due to you. Please KilhlightedPage
moment to complete the enclosed claim forms. Your association has woek&d4, 5

hard to put this program together for your benefit. ¢ Participating

The average amount received by participating member is $1,086.45. If yoMMaraifacturers/

not participating in the program, now would be a good time to start, The mi@sgistration Form
common gquestion that has been askRagebi s oWhat
that question read the following article. ¢ Rebate Claim Form

If you have not taken advantage of the program, now is the time. You Réa@ge 7. 8
register onlirfeereor simply print the registration form on page 6 and fax it to
our toll free number, 88D#5591.The current claim forms are on page 7 & Any Questions?
8. You can claim for all homes closed or finished fforDdedynber S1
Remember, you do not need to send in receipts!

Please call our
Program Administrators:

8668498400
info@sibuyingnetwork.com

The average rebate per Builder
participating in the progra$i i886.45

W HAT &8 THE CATCH ?

a"“i !u! 2

This is the number one question, after all why does a Manufacturer e Ly pa—
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 combirgd 2
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 MeigexTRU 3
Rebate Program takes advantage of the combined volume of [therBuilder
Members in your State HBA, to provide you with the same benefits re rdle g 4
of your size.

. . . PROGRESS S
The other reason is that Manufacturers want to influence your buying decisions.
They must rely on their distribution network to promote their productRafdrration 6
many Builders leave the choice of the brand to their subcontractors. The&uilder
Is the one that ultimately pays for all the products that go into their omE;. That -
is why it is the Builder who receives the rebate. Therefore, when the gb/ﬁ'(?f'e'r:ORMs

specifies the brand, the Manufacturers will benefit and the Builder is rewarded.


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 attachec®@Ch quarterly but simply send us your closings. Besides being easier,
Claim Forms are simpleyour rebate will increase because of your committed loyalty! Co
and take minimal time agreements are available from our program administrators.

THREE WAYS To CLAIM

1. Fill out the claim forms for each home. This is the easiest way if you
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 grea
the same products in each home.

3. Commit to using certain products in every home. You will need t
commitment agreement and once completed, you do not have to fill ou

#+LUTRON.

Innowvations in Lighting Contraol
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OURASSOCIATIONS
WELL O

LUTRON

Lutron Electronics is a manufact
switches, dimmers, receptacles, phone and cable jacks to full home
products and shading solutions for both residential and commercial
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Lutron has easy to install solutions for any size home, single or multigamily,

budgetwww.Lutron.com

We are proud to work closely with the NAHB at the National level, spon

boring |

20 Clubs, the Home Tour during the Custom Builder Symposium Td bel

involved on a number of committees and work groups. At the local lev
our field sales people are on the committees and boards of their local a

| many
bociatic

We believe in the mantra that many of the locals use to promote theij memt

wor ki ng together, Omember s doin
provides Lutron an opportunity to help members do business with not
but the distributors and subcontractors that are members of our associa

Mar keting your homes in todayods
Budgets are strained and investments in which products will appeal
demographic of potential homebuyer must be done wisely. Is the n
inquiring about your homes interested in energy savings? Convenie
Ambiance of the home? Are they older? Younger? Single? A family?
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homebuyers. For example is an elderly couple as interested in a jetctfed tub

young couple? Dimmers and light control solutions can be marketed t
groups. Saving energy, creating safe pathways of light and enhancing

all of t
the o

rooms can easily be made to appeal to the wants and needs and degsires c

group.

If you are interested in learning more about our products please cgntact I

Anderson, Lutron Builder Sales at

eanderson@lutron.com

Manager, (616381282r



http://www.lutron.com/
mailto:eanderson@lutron.com
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THERMA -TRU NEWS

AttendThermaTr uds | nstall ati on CI"'IERMAITRU

DOORS
Thermdaru Doors invites you to attend a complimentary Installation Clinic featuring a

Thermalru TruDefense@®Fiberglass Door SysterR ato f e s s iLeamiad Buil der
Center at Show Vill2§09 during the International Builders Show in Las Vega
your convenience, therdfute clinic will be offered for 3 days during Show|
and at two different times (see schedule below).

Dondt mi ss this special install a
materials and best practices for water management methods currentiiges
throughout the industry. Everything from tools and supplies required, to
preparing the rough opening, to installing various door configurations (in
with sidelites and double doors) will be discussed.

Plus, take advantage of Q & A time to get valtigbl&@mothe trainers.
Thermdru Installation Clinic Schedule:

January 201l2 to 2:40 p.m. 0 HADING INTO
January 21410 to 10:40 a.m. and 2 to 2:40 p.m. THE NEW YEAR,
January 22440 to 10:40 a.m. and 2 to 2:40 p.m. THERMA-TRU

(Seating is fiwdme, first served and will be limited, so plan to Brofessional HAS SEVERAL

. . . . . .. .| NEW PRODUCT
B u i Ledraingdenter at Show Village a few minutes prior to clinic start ti

T]el NOVATIONS

FOR BUILDERS

ThermaTru Product Previewi See Al | That 6s | Ne®D For
Heading into the new year, THErmdas several new product innovations f6MOPELERS O
Builders and Remodelers. For information about all-df Thertn@ pr odluct of f e
visitwww.thermsdru.com

CraftsmanStyle Door at an Affordable Price
(Available beginning January 2009)

Therma r ud s n &tar® Sbmrglass Graftsman door style provides a cleé .

design at an exceptional value to complement bungalow and arts and crafts st 5.
The new Smodftar door is a great match for Fierma 6 s -Cr&fi® \mesicarn ‘

Style collection front door with itspaveel embossed design. The SStenoth ‘
Craftsman Door is available in 6068¢ 8
sidelites. The smooth, paintable door can also be ordered with several glas: | 3
including TherArlar u6s new Br ooksi de d-eted dgar . S
with 20 minutes of protection from fire, and is a stylshglaoaige application. For

more information on the new Sr8tatiCraftsman door c80@3233533.

ClassieCraft® American Style Door With 4 and 6 Lite Glass Dividers

Within Therm@ r u 0 s -Cr@fi® aAmarican Style Collection doors are t
offerings:#iteand % i t e gl ass dividers. T h-
Craft American Style Collection doors and sidelites (clear lites only).-Tdred
sixpanel glass configurations provide fresh looks for Arts and Crafts,
Cottagestyle home€lick heréo browse the Clag3raft American Style Collec
For more information ce80D3233533.

9 s

20



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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0 HARTH & H OME
TECHNOLOGIES IS
THE WORLD &
LEADING
PROVIDER OF
WHOLE HEARTH
SYSTEMS
INCLUDING
FIREPLACES
STOVES AND
INSERT®

HEATGGLO.

Where everything comes together

hedtilator

The first name in fireplaces

HEARTH & H OME ANNOUNCES NEW PRODUCTS

Hearth & Home Technolpgiest he wor | d6s | eading Ipro
including fireplaces, stoves and inserts, is announcing several hot new groducts
International Builders Show (IBS) in Las Vegas, -PaBuary ZDhe compgany
brands includdgatilator®, Heat & Glo®, Quedra®Har man, E Fi rfe s i

Home® retail stores and builder design centers.
Heat & Gl ods hot new prge

du

In addition to a multitude of traditional style fireplaces, Heat & Glo also hasmany c
for your customers who want a firepla

styling has become a Il egitimate t

e n

brand manager. O0And we havde®caorf.idr elpl a

The Heat & Glo REDG60 is one of the sexiest direct vent gas fireplaces availdb
slim, rectangul
only fireplace
glass inside the fir
illusion of an o
surrounded on b
of custom stones
the flames, which
across the entire Ief‘u of the firebox. Thip
fireplace is availatie with  optional LEI
firebox lighting, and as both a see through asidesiirgiglace.
Also in the modern category, Heat & Glo is introducing the LUBGD r a cji

flame. The glass
sides by media trays fu
shimmer in the light |pf

longitudinal and stretgh

le, fe:

design. It is the first ahd
incorporate recessgd
to effectively create the
S

es

gas fireplace yet. Measurfegt3all by-feet wide, it is designed for zero cledrance

installation to provide placement flexibility. The flames are appropriately sized

to the

fireplace. Higieaching, the flames originate from a sculpture burner withgrandon

placed stainless steel tubes instead of traditional logsoHaikiral dimeplace foy
premium buyers.

Heat & Glo is also introducing new additions tseltirige6000 Series. For 20 ygars,

the 6000 Series has been the most sought after fireplace in the industry. Wie

n He:

invented direct vent gas technology in 1987, they chose the 6000 Series tq debut
new model s, t he 6000CLX and 8000|CL X
technology for realistic dancing flames, embers and opulent lighttogntb§ year

enjoyment.
Heatilator® continues as the #1 brand requested by builders

Heatilator is introducing several new products at price points that are attracfive to «

conscious homeowners. The Aveo, designed for small spaces, has a firebgx
onyl11/ 26 deep and frames to a foot.

that 1
|t

vi able choice for those who want tjlo s

Also being introduced are two new additions to the Nouvihe Es1dstion, which|fs

a modern style gas fireplace, and the Novus nXt, which is a traditional stylg gas fi
with high heat output. oAl I Novus|] Se
requirements, 6 said Kathy Repp, Hg at i

be framed early in the construction process, giving the homeowner more timg to dec

a style. o
Please visit the Hearth & Home Technologies booth at the IBS (#G2843)Laax].
Vegas, to see these new products and more. For momgvinidheasthnhome.conj.

20


http://www.hearthnhome.com
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