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We live in a world
that experiences nat-
ural disasters seem-
ingly every day of
the year. Here in
the good old USA
we are not immune
to these phenomena
and experience them
regularly. From fires
to floods to hur-

ricanes,  tornados,
earthquakes, and
volcanic  eruptions,

Mother Nature wreaks havoc on our
lives destroying homes, businesses,
infrastructure and entire communities.
In 2016 the world’s disasters caused
approx. $175 billion dollars in dam-
ages. According to reinsurer, Munich
Re, in the first half of 2017 the U. S.
was bombarded by the 2nd highest
number of weather, climate and flood
disasters since they’ve been keeping
records. And the numbers continue to
grow. As this article is being written,
Texas is reeling from the devastat-
ing effects of hurricane Harvey and a
new storm, hurricane Irma, is bearing
down on the Caribbean and posing
a very real threat to Puerto Rico, the

Virgin Islands, and southern Florida.
Simultaneously, wildfires are ravaging
the west coast.

While these catastrophic events are for
the most part unpredictable and un-
stoppable, they all seem to generate a
response that is both reassuring and
heart-warming. It seems that despite
our individual circumstances, politics,
gender, color, nationality or religion,
we all come together for the common
good to help our neighbors in need.
Relief workers, firemen, policemen,
military personnel, businesses and men
and women from all backgrounds and

Continued on page 3
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2017 Membership
Drive is a Success!

By Suzanne Palkovic, VP of Sales

For the last several years, RWC and its
affiliates, HOME and MHWC, have con-
ducted an annual membership drive for
that extra little “push” to bring new build-
er members into the fold. This year is no
different and we are pleased to announce
that over 230 new members joined the
warranty ranks during this year’s drive!
Even more pleasing is that some of these
builders were returning members who
left us for one reason or another but then
realized that RWC was indeed the place
to be.

To make things interesting, we also throw
a sales contest into the mix. The theme
of this year’s contest was baseball as our
sales force competed in their very own
“Parmerville World Series”. Breaking

Continued on page 3
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Dear Valued Florida, Louisiana, and Texas Members,

There are no words adequate enough for what you’ve gone through in the
paths of Hurricane Harvey and Irma. The pictures of the devastation are
soul-crushing but the stories of heroism on the part of so many people who
risked their own lives and property in order to help other human beings in
need are inspiring.

It is with heartfelt sincerity that we extend our sympathies for your trials
and our encouragement for your recovery. The purpose of this note is quite
simply to let you know that we here at Residential Warranty Company, LLC
are thinking of you, of your employees, of your homeowners and all the
families devastated by this storm. So many lives and businesses have been
disrupted in yet another massive storm zone. What has been inspiring, in the
face of so much loss, are the stories of rescue and aid being brought to those
left stranded, not just by government resources, but by neighbors helping
neighbors.

The company has made a donation to the hurricane relief effort. It seems like
such a drop in the bucket in the face of so much need. Builders in Florida,
Louisiana, and Texas are truly a resilient group whose spirit to overcome ad-
versity is matched only by their great generosity of heart. We hope that you
will find not only the stamina to overcome these obstacles you now face but
to come out on the other side of this storm stronger than ever. Our thoughts
and our prayers are with you and your families.

Sincerely,
Residential Warranty Company, LLC
HOME of Texas

— Stafting or Expanding Your
| REMODELING BUSINESS?

, Having a wriffen warranty
| I—— effectively reduces misundertand-
o T ings that can result from a verbal
agreement and a handshake.

With RWC's insurance backed
protection, homeowners can be
confident that their remodeling
project is a worthy investment.

AARWC

RESIDENTIAL WARRANTY COMPANY, LLC

800-247-1812 Ext 2149
sales@rwewarranty.com

Visit Our Booth
At These
Upcoming Shows

| ‘ International Builders' Show

Orlando, FL ¢ Booth W5571
January 9-11, 2018

Louisville Manufactured
Housing Show

o Louisville, KY ¢ Booth 217
m January 17-19, 2018

Tunica Manufactured
Housing Show
Tunica, MS « Booth 3
March 20-22, 2018

Builder Mart
Timonium, MD « Booth 702
March 21, 2018

~* Atlantic Builders Convention
- Atlantic City, NJ « Booth 314
. April 11-12,2018

PCBC
San Francisco, CA
June 27-28, 2018

[N
y
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Sunbelt Builders Show
Dallas, TX ¢ Booth 904
August 8-9, 2018

SEBC
Orlando, FL ¢ Booth 731
S August 16-17, 2018

We encourage you to stop by our
booth and take full advantage of
RWC's many programs and servic-

es. As a leader in the industry, we
have new home warranties nailed!
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2017 Membership Drive is a Success!

our company into teams led by their star
hitters — aka our Account Executives —
they competed for weekly prizes and
cash bonuses. Some of you may have ex-
perienced the frenzy of that period as our
reps feverishly coaxed and cajoled to get
you in the door in order to secure prizes
for their teams.

Continued from front cover

membership drive, our focus really is on
bringing the best warranty to as many
qualifying builders as we can. Not ev-
ery builder has what it takes to become
a member in RWC, HOME or MHWC
and RWC is proud of its selectivity. You
can rest assured that every member com-
ing in the door after you have met the
same standards in quality, stability, and

And not every warranty is created equal
either. RWC is in its 36th year with over
3 million homes warranted and is in-
sured by a company rated “A- (Excel-
lent)” since 2001 by AM Best. We have
more warranty options for you than
anyone else out there and we work hard
to provide you with the best customer
service possible.

For the second year running, our Senior
Account Executive from New Jersey,
Jana Watts playing for the Stone Har-
bor Yankees, led the league and took top
honors. Jana brought in 76 new members
during the contest and earned more con-
test points (368) than her competitors.
Runner-up out of Maryland was veteran
rep, Rich McPhee and his Rockville Red
Sox, with 183 contest points. Our two
newest rookies were also swinging for
the fences with Staci Cool from the In-
dianapolis Padres placing a respectable
6th overall and Laurie Scotti with the
Las Vegas Phillies finishing strong as the
contest progressed. See how your Ac-
count Executive matched up in the box
scores in the chart to the right.

professional ethics.

Parmerville World Series Box Scores

. Jana Watts Stone Harbor Yankees | 367.5 pts | 76 new members

. Rich McPhee | Rockville Red Sox ‘ 183 pts | 17 new members

. John Felbaum Tacoma Mariners 176 pts 18 new members

. Pat Basom | Harrisburg Pirates ‘ 159 pts 17 new members

. Freddy Pesqueira | Woodstock Braves 151 pts 27 new members

. Staci Cool |Indianapo|is Padres ‘ 149.5 pts |17 new members

. Mark Smiley San Antonio Cubs 101 pts 15 new members

. Fred Taylor | Winston Salem Reds ‘ 76.5 pts | 19 new members

O 0O N o Uu B W N BB

. Laurie Scotti Las Vegas Phillies 70.5 pts 8 new members

10. Tifanee McCall York Orioles

DID YOU
KNOW

While certainly having some fun with
co-workers is a goal for our contest and

Coming Together

Continued from front cover

occupations pitch in to help wherever help is needed. While the aftermath and clean-
up often seems overwhelming, if not impossible at first, ordinary people working
hand-in-hand come together and get the job done. Eventually, once the clean-up is

accomplished, the rebuilding commences. Contractors and tradesmen are called upon RWC OFFERS SEVERAL
and come together to do what they do best...repairing, reconstructing and restoring. SPECIALIZED

, , WARRANTY PROGRAMS?
We here at RWC salute you, our members, for what you have done, are doing and will
continue to do to help your neighbors return to their homes and regain stability in their CONTACT | - Detached Garage
lives. The comfort, peace, and security our homes provide cannot be over-estimated. USFOR |~ Commel-'cial
And, while you can’t promise your customers that they will never experience another MORE INFO |~ Conversion

natural disaster, by simply placing an RWC warranty on your work product you can - 1 Renewable Year

assure them that you have done your best to make their house a home once again. 800-247-1812 Ext 2149 sales@rwcwarranty.com




Let’s talk about you. Do you build at least
20 homes per year? Or do you build at
least $2 million in sales volume?

If you can answer yes to either question,
have you considered joining our exclu-
sive Incentive program?

The Incentive program is a great way for
qualifying Members to effectively reduce
their overall warranty costs by maintain-
ing a high level of quality construction
and customer service. Members receive
“cash” back for a good claims record.

The idea behind the program is that if you
have a good track record regarding claims
issues for the 1st 5 years of your home
enrollments, then the warranty company
lets you “cash in” during the 2nd 5 years
and earn back some of those premium
dollars.

Both you and the warranty company chip
in an initial minimal deposit to open up an
Incentive account. Every time you enroll

Are You Cashing In?

a home while in the Incentive program,
the warranty company redirects a portion
of the premium you’ve paid us into an ac-
count. As homes are enrolled, the fund
grows. If you have a claim or hard-cost
expenses (think Engineer’s structural in-
spection or geotechnical soils test) relating
to a claim, we use this fund first — because
those were insurance premium dollars
that were being set aside rather than be-
ing paid to the insurer. If you don’t have
a claim, the fund just keeps on growing.

Then beginning in year 6 and continu-
ing through year 10, you start to receive
checks back from us based solely on your
own claims experience. It’s like betting
on your own track record that you won’t
have serious major structural defects in
your homes.

If you have claims, you haven’t lost any-
thing because you’ve paid the exact same
rate that you were paying before joining
the Incentive program. If you don’t have
claims, you “cash in” and stand to get

back up to
15% of your
premium
dollars.
After the
first  year,
we’ll even
waive

your an- Q'
nual regis-
tration fee of
$295 for every
year that you
participate in the program. That saves
$1180 for your bottom line over the first
5 years even if you never get one penny
back in distributions. It’s pretty much a
win-win proposition.

v .

So again [ say, let’s talk about you. Can
we help you cash in? Call us today at
800-247-1812, Ext 2149 for a free, no
obligation illustration based on your
company’s numbers and let’s see if we
can help you benefit a little more from
your good customer service.

Healthy Homes: The Future of Wellness

Did you know that allergies are the sixth
leading cause of chronic illness in the
United States? In fact, more than 50 mil-
lion Americans suffer from allergies each
year; and asthma affects more than 25
million. How do you, as a builder, tack-
le the respiratory issue from the ground
up? Clean "healthy" homes are becoming
mainstream and it is where homebuyers
are turning in order to combat some of
these problems.

The urge for wellness is compelling,
however, building a healthy home can be
a catch 22. While trying to prevent out-
door pollution and pollen from sneaking
inside due to drafts and leaks, a home that
is too airtight can actually be more taint-

ed. Energy-efficient, well-sealed homes
can trap chemicals and other irritants.

There are several factors to contemplate
when trying to find that perfect balance
of air quality. If healthy building stan-

dards are important to your buyers, con-
sider these points when strategizing ma-
terials, schedules, and budgets.

* Conduct third-party certified air-qual-
ity tests to assess the particulates, then
improve upon those numbers.

* Provide balanced ventilation to distrib-
ute and filter air properly. By keeping air
changes to a minimum, drafty corners
of homes will stay free of dust and will
ensure fresh air is circulated throughout
the home.

 Carbon monoxide is odorless and fatal,
so it’s essential to install CO2 detectors
on every floor.

¢
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ENTIVE PROGRAM

Residential Warranty Company, LLC (RWC) has issued over

3 million home warranties since 1981. We provide highly
competitive rates and strive for innovative ways to maintain
our leadership in the industry. In keeping with our history
of innovation and competitive pricing, we established

the unique RWC Incentive Program for our Members.

A free computerized analysis illustrating how the Incentive Program can work for you is available upon request. Request
yours today by contacting your Account Executive or our Sales Department at 800-247-1812, Ext. 2149 or by emailing
sales@rwcwarranty.com. Contact us today!

¢ Incentive Members receive the best rate possible.

+ Rates are locked-in for 5 years with the standard warranty.*

« Membership fees are waived for years 2-5 - a savings of $1180!

* Inyears 6-10, you receive cash distributions, assuming there are only minimal claims experience for your company.
» The value of cash disbursements greatly reduces your overall effective rate.

*Customized State Warranty rates may be adjusted annually.

RWC Members enrolling at least 20 homes or $2 million in sales volume annually are eligible to join.

» Premise: If a Participating Member has few or no claims in Years 1-5, then RWC will return a portion of
enrollment fees paid in the form of cash distributions in Years 6-10.

» How Incentives Get Started: Both the Member and RWC set aside a program participation fee in Year 1 ONLY
to open an account.

5300 Derry Street . .
Harrisburg, PA 17111 .« How Incentives Grow: Every time the Member enrolls a home and pays the warranty fee, RWC contributes a
Phone: 800-247-1812 : portion of that fee into this account.

Fax: 717-561-4494 :+ How Incentives Are Paid: Annually, in Years 6 through 10, the Member will receive an incentive check. The

amount of this check is determined by the number of homes enrolled less the value of claims, if any.

¢



The Remodeling Demand is Solid

While much of the country is experi-
encing a healthy resurgence in home
building, what is also going strong is the
market for additions and renovations.
For many reasons, today’s homeowners
are still very likely to consider remod-
eling their home. For those handymen
and women that are up to the challenge,
tackling home improvement projects on
their own can be a very rewarding ex-
perience. On the other hand, for many
average Americans, DIY isn’t an acro-
nym on their resume. Whether it’s an
expanding family that needs more space
or a frightfully outdated avocado green
kitchen that begs for a facelift, home-
owners will be scouting out profession-
als to get the job done.

According to economists, the cur-
rent demand for home-improvement
is healthy. Per the latest Remodeling
Index, remodeling activity nationwide
has continued to grow and is projected
to keep rising. Demographics tend to
play a big role in future prosperity. As
baby boomers retire, the likelihood for

Manufactured Housing

Warranty Programs
available for

HUD-Code Manufacturers and
HUD-Code Builder/Dealers

CONTACT:

Tifanee McCall
800-247-1812 x2132
sales@mhwconline.com

=VHWC

NEW HOME WARRANTIES

www.mhwconline.com

¢

first floor bedrooms and bathrooms or
wider doorways and hallways become a
reality. On the other end of the spectrum,
housing affordability may sway millen-

nials’ decision to purchase older existing
homes that will command renovations.
And lest we forget Mother Nature. In
the wake of the tragic flooding and hur-
ricane-ravaged areas, countless homes
have been compromised. It may be too
early to tell what type of impact these
storms will have on the marketplace, but
rebuilding and renovating will not be a
piece of cake.

How does your business fit into this
niche? If you’ve been focusing solely
on new home construction and haven’t
given much thought to remodeling,
perhaps now is the time to investigate.
Could it be that you are in a position
to aid in the recovery of storm-affected
areas? Or simply think forward to Jan-
uary or February. For half of the coun-
try, the cold, winter months are right
around the corner and new construc-
tion may wane. Several home improve-
ment projects may be just the thing to
fill in the gaps.

Ready to kick it up a notch? Why not
check out the RWC Remodeler War-
ranty? Having a written warranty ef-
fectively reduces misunderstandings
that can result from a verbal agree-
ment and a handshake with clients.
With RWC’s insurance backed pro-
tection, homeowners can be confident
that you are a top-notch craftsman and
that their remodeling project is a wor-
thy investment.

Healthy Homes: The Future of Wellness

Continued from page 4

* To decrease the problems from chemicals being emitted from new building mate-
rials, use as many natural products as possible. For example, select cabinets made
of real wood or choose solid surface kitchen countertops such as slate, granite, or
marble. This eliminates the adhesives associated with laminates.

* Taking the proper precautions to prevent mold growth is a no-brainer. Exterior in-
sulation will warm the exterior sheathing so that the inside face of the sheathing does
not become a condensing surface. Condensation in the walls means moisture which
may lead to structural issues in the future. It’s also important to properly flash exte-
rior penetrations, windows, and the roof to move water away from the home. Once
water finds its way in, the home is no longer truly healthy.

* And last but not least, take pride in your work and keep a clean worksite. Clients
want transparency, so by snapping a few photos of wall cavities that are free of saw-
dust and dirt reinforces your integrity and commitment to a healthy home.
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Top 5 Home Renovations for the Biggest
Return-On-Investment

As the saying goes, you have to spend money to make money. Of course, everyone
wants the promise of a great return-on-investment (ROI) on home renovations, but
not all projects will yield a lofty payout. Decisions today can make or break a sale
years down the road. So how does one choose which projects to tackle? Real estate
guru Homeadvisor.com states these are the top five remodeling projects that will give

homeowners the best bang for their buck:

FIBERGLASS INSULATION
>107.7% ROI

New insulation isn't exactly #1 on a
home owner's to-do list, but those puffy
sheets of energy efficiency will warm
wallets with long-lasting savings. Insula-
tion may not be pretty to look at, but it
saves money and improves comfort.

ENTRY DOOR REPLACEMENT
>90.7% ROI

Secure and attractive! A quality steel door
is a great choice for a home upgrade, plus
it provides extra security and prevents
unwanted drafts.

MANUFACTURED STONE VENEER
> 89.4% ROI

Cheaper than natural options, engineered
stone siding will give a home the revival
it deserves, while keeping the budget in
mind. And as a bonus, today's fabricated
products look just like the real thing!
Natural stone also tends to put stress on
the frame and foundation, so it's a win-
win for this lighter alternative.

GARAGE DOOR REPLACEMENT

>85% ROI

Not only an aesthetic renovation, replac-
ing the garage door also serves other
purposes such as improved security and
energy efficiency. A fresh design will
surely give the home's exterior a boost
in curb appeal.

MINOR KITCHEN REMODEL

>80.2% ROI

Small kitchen remodels ranging from
$5,000 to $25,000 boasts a favorable re-
turn. Kitchens tend to be the hub of the
home, so it only makes sense to make
it work in your favor. Whether simple
changes or reflowing the layout -- im-
proving the design and usability of the
space will pack a punch.

Free Marketing
Materials

Did you know marketing materials
are available to you for FREE as part
of your Membership with us? To see
a wide array of what's available visit:
rwcwarranty.com/marketing-materials/

This issue's feature item is:
IMPORTANT DOCUMENT
FOLDER (rorm #514)

This pocket folder makes it easy for
you to keep your paperwork together.
Simply hand the filled folder to your
homeowners at closing.

Quick Tip
Want an easy way for your home-
owners to keep track of their
warranty validation number?
Simply affix one of our special
stickers (form #204) on their
electrical box during your final
walk-through inspection. Easy
access and it will never get lost!

Add Us To Your Website

By adding a link from your website to the RWC site, your prospective homebuyers
will be able to read valuable information about what the warranty will do for them.

You can even use our logo! Link to www.rwcwarranty.com/homeowners

Questions: email info@rwcwarranty.com or call 800-247-1812 Ext 2149




Builders who left the market after the hous-
ing crisis in 2008 are witnessing a posi-
tive turnaround enabling them to regain
traction in today’s market. New builders
entering the market for the first time are
seeing encouraging results as well. The
rate at which builders are entering or re-
entering the market has slowly begun to
increase, indicating many of them are no
longer gun-shy from the economic down-
turn. However, we are still in a recovery
phase and housing shortages are concern-
ing for buyers across the nation. With
limited inventory, plus the hiked purchase
prices in this seller dominated market,
would-be home buyers have found them-
selves in an unfortunate position. Add to
this the increase in interest rates and the
cycle is encouraging more potential buy-
ers to shy away from purchasing. These
hurdles support a positive environment
for investors to continue to buy proper-
ties, placing more emphasis on the need
for additional inventory. Without a shift
in investment opportunities offering more
lucrative possibilities for investors, the
housing industry will continue to experi-
ence shortages due to the vast number of
single-family homes held for rentals.

Diversified builders who are remodeling
and building new homes have seen the
steadiest increases in business. Partially
because of the investors taking advantage
of neglected uninhabitable homes which
need repair work. Financial experts with
Fannie Mae have echoed these findings
and report that for the first time in recent
history, remodeling and new home con-
struction are trending at the same pace.

Overall, new home sales are up and many
areas of the country are reporting an in-
crease in the number of permits being
granted. According to Inside Lending
Snapshot, new home sales are seeing a
5.7% overall increase while existing home
sales have slowed by 1.7%. This shift in
buying trends is supporting the demand

We Need YOU!

By Staci Cool, RWC Account Executive

for new home construction. Coming in on
the heels of a strong summer buying sea-
son we are approaching the time of year
when the market traditionally supports
the purchase of starter homes. October to
December tends to show positive inven-
tory increases which in turn forces the
lowering of listing prices with decreases
averaging between 3.1% and 4.8%. The
lower prices help improve the likelihood
of new buyers being able to justify the
impact of a slightly higher interest rate.
This is good news for builders, lenders,
and realtors, all of which who want to
know “How do we meet the need?”

A significant
step that we as
industry
leaders can take

is to focus on

partnering
with one another.

Ultimately, the opportunities are there
for builders but there are some signifi-
cant concerns in the immediate path.
Builders are reporting difficulty finding
available land. They are also continuing
to report experiencing a difficulty with
finding qualified trade workers. Lenders
are trying to place a higher emphasis on
educating the public regarding available
programs to them for purchasing. Real-
tors on the local levels are working to
keeps pricing accurate. Many sellers are
realizing they have the upper hand and
are pushing the prices up. This can be

counterintuitive when they sell a home
and are battling the same increased pric-
ing concerns as they prepare to move.

A significant step that we as industry
leaders can take is to focus on part-
nering with one another. Meeting with
lenders and realtors, participating in
local HBA events along with build-
ing upon our networking relationships
can aid in bridging the gap. Don’t have
time for more meetings? Online sources
such as LinkedIn or other social media
outlets are easy ways to reach others
in our local home buying industry and

trades. The adage ‘you scratch my back,
I scratch yours’ could not be more ap-
plicable or appropriate to help all of
us meet the demands of the public. We
are all excellent sources of knowledge
individually but as a collective unit,
we can help each other prosper. The
highest form of flattery is a referral. Do
you know anyone we can help? Do you
need a reference to a lender or wish
to meet a realtor to help you be more
competitive? Your local RWC Account
Executive is a wonderful resource!
Let’s chat!

¢
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.-ﬁ Who is My Account Executive?

Patrick Basom Freddy Pesqueira

AR, CO, KS, KY, LA, MA, MN, AL, GA, FL

MO, ND, NE, NM, OK, RI, SD, TN 678-276-6013

800-247-1812 x2171 freddy.pesqueira@rwcwarranty.com

CLIP AND SAVE AS A REFERENCE GUIDE

patrick.basom@rwcwarranty.com
Laurie Scotti

Staci Cool AZ, Central & Southern CA, NV, UT
IL, IN, MI, OH 702-672-3814
269-751-9392 laurie.scotti@rwcwarranty.com
staci.cool@rwcwarranty.com

Mark Smiley
John Felbaum Texas
Northern CA, ID, OR, WA 210-540-7891
702-340-7233 mark.smiley@homeoftexas.com
john.felbaum@rwcwarranty.com

Fred Taylor
Tifanee McCall NC, SC
Central & Western PA 336-251-9588
800-247-1812 x2132 fred.taylor@rwcwarranty.com
tifanee.mccall@mhwconline.com

Jana Watts
Rich McPhee CT, IA, ME, MS, MT, NH, NJ, NY,
DE, MD, VA, Washington DC Eastern PA,VT, WI, WV, WY
301-676-0780 908-638-0473
rich.mcphee@rwcewarranty.com jana.watts@rwcwarranty.com

All Manufacturers and MHWC Builder/Dealers: Tifanee McCall
Nationwide 800-247-1812 x2132
tifanee.mccall@mhwconline.com

Searching for an Answer?

Give us a call - We'll do our best to help! First and foremost, know that your Account Executive is ready, willing and able to
help you with all of your warranty and insurance needs. Contact them directly and let them do the legwork for you.

Questions on the
RWC Insurance
Advantage Program?

Call 866-454-2155 or Email Us:

* General Liability

* Builders Risk

* Contractors Equipment
* Bonds

Quotes:
Ron, x2190
ron.sweigert@rwcinsuranceadvantage.com

Underwriting:
Bohdan, x2190
bohdan.hoh@theparmergroup.com

Roberta, x2272
roberta.woodhall@theparmergroup.com

Certificates and Loss Runs:
Roxanne, x2363
roxanne.harrell@theparmergroup.com

Claims:
Laura, x2278
laura.current@iadclaims.com

Enrollments (RWC & MHWC) Membership/New Application
Building Systems Enrollments: Status & Renewal Questions:
Dana, x2212 Donna, x2148
dana.myers@rwcwarranty.com donna.foose@rwcwarranty.com
Enrollments (HOME of Texas): Accounting/Invoicing:

Joelle, x2366 Shirley, x2173
joelle.gross@rwcwarranty.com shirley.poligone@rwcwarranty.com
RSW, Remodeling & Garages, Accounting/Incentive:

Warranty Express: Scott, x2102

Sandra, x2107 scott.longer@rwcwarranty.com

sandra.sweigert@rwcwarranty.com

Questions on the Warranty Program? Call 800-247-1812 or Email Us:

Warranty Resolution:
Ann, x2200
ann.cooper@rwcwarranty.com

FREE Marketing Materials:
Victoria, x2459
victoria.sontheimer@rwcwarranty.com

Logos for Websites:
Ron, x2169
ron.bostdorf@rwcwarranty.com
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Winter Construction Safety

Construction doesn't take a break in the

winter and for part of the
country, that may mean
snow, ice, blus-

tery wind, and

bitterly cold
temperatures.

Be sure to pre-

pare your crew

for extreme
temperatures and the po-
tential additional dangers
winter poses on job sites.

ﬁ

Generally speaking, it's
imperative to walk the job
site every day and check for
threats. Keep an eye on work platforms,
sidewalks, scaffolds, stairs, and ladders
that will easily ice over. Don't forget to
look up. Icicles will need to be removed
(or if not possible, rope off the area) to
prevent potential injury.

Snow removal is also a huge factor in
job site safety that must be consid-

ered. Every year, OSHA reports that
workers are killed or seriously injured
while removing snow or ice from roof-
tops. Chances of falling off roof edges,
through skylights, from ladders, or aerial
lifts due to winter conditions surge with-
out proper planning, training, and fall
protection equipment.

Special attention is also needed for the
crew themselves. Being exposed to win-
ter elements every day can take a harsh
toll on the human body. It increases the
risk of cold stress, such as frostbite,
trench foot, and hypothermia. Take care
of yourself and each other. Recognizing
symptoms early is critical to protecting
further damage or harm or even death.

To combat the problematic winter condi-
tions, consider these tips:

* Proper clothing and gear should be
based on the duration of activity and
weather. Layers are also a good idea.
Start with a moisture-wicking base

We Love Hearing From You
RWC recently received this kind card from a

satisfied homeowner.

INSURANCE

layer, followed by an insulating layer,
then topped off with a water resistant
shell. Waterproof insulated boots are
key, along with warm socks, hats, and
gloves with grips so tools don't slip.

* Although frowned upon, staying away
from coffee or other caffeinated bever-
ages will actually help in winter condi-
tions. Caffeine increases the heart rate,
making workers feel falsely warm. It's
best to hydrate simply with water.

* A warm break area is necessary to
shield the crew from the elements and
warm up. A heated trailer or a tent with
portable heaters are typical, however,
safety procedures should always be
followed when using these heating de-
vices.

Remaining safe on construction sites
in winter means being proactive about
hazards. Plan ahead, use common
sense, and always be cognizant for a
safe and warm winter!
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The number of potential home
buyers who consider a full bath
on the main floor an essential
"must have" feature in a home,
according to a recent NAHB study.

4%

The number of potential home
buyers who consider a pet
washing station as an unwanted
element in today's market. Other
unpopular features include a wine
cellar (53%), two-story family room
(43%), and a wet bar (42%).

510,132

The additional amount of
money a home buyer is willing
to pay up front in order to get a
return of investment of $1000

per year in utility costs.

2.9

MILLION

Number of bathrooms remodeled
each year, according to the Na-

tional Kitchen & Bath Association.

Where Can | Find...?

Want to check the enrollment status of a certain home or order brochures? The RWC
website is chock full of resources for you. We listed some of the more frequently used
sections below for easy reference. Start by visiting www.rwewarranty.com.

I WONDER IF THERE’'S A WARRANTY FOR THAT?

RWC has more warranty options that you may realize. Hover over “Builders” to
see, at a glance, all the products and features available. To go to the list of warranty
options available, select “Warranty Products”.

GET A GL INSURANCE QUOTE

The RWC Insurance Advantage can meet many of your commercial insurance
needs. Get a quote by clicking on the “RWC Insurance Advantage” tab or go
directly to www.RWClnsuranceAdvantage.com.

ENROLL A HOME

In the top right corner of any page on our site, see the link to “Warranty Express”.
Sign in to Warranty Express with your registration # and password. Select “Warranty
Express” to begin the enrollment process.

CHECK THE ENROLLMENT STATUS OF HOMES

Once logged into “Warranty Express”, you will see options for things like “Or-
der History” and “Report”. From here you can order an enrollment report or check
the status of a specific home.

ORDER FREE MARKETING MATERIALS

From the main menu once you are logged into “Warranty Express” go to “Order
Supplies” to request sample warranty books and marketing pieces.

WHAT IF | HAVE QUESTIONS?

RWC provides a list of “FAQs” for Builders. See the link in the “Builders” super-
menu. If you need additional information, all our contact information and helpful
contact forms can be found in “About Us”.

FIND YOUR ACCOUNT EXECUTIVE

From any page, hover over either “Builders” or “About Us” in the bar at the top
and click “Find Your Account Executive”. Simply select your state.

ANSWER CLIENTS' QUESTIONS ON THE WARRANTY

Hover over “Homeowners” in the bar at the top of any page and find links to
“FAQs” for homeowners, seasonal maintenance checklists and many reasons why
an RWC warranty is valuable to your buyers.

LOOKING FOR A FORM YOU NEED TO COMPLETE YOUR
APPLICATION OR MEMBERSHIP RENEWAL?

Check out our "Forms Library" from the “Builders” Supermenu.

¢
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Countdown to the International Builders' Show

Autumn has arrived and if you haven't already started, most
folks will soon begin counting down the days to the holidays.
Gathering with friends and family, planning dinners, and
shopping will be on countless to-do lists. This time of year
also motivates those in the industry to count down the days to
the largest building show of the year, the International Build-
ers' Show (IBS). Time to fill your calendar with travel plans,
connecting with industry associates, and shopping for new
products.

International
Builders' Show

January 9-11, 2018

Orlando, Florida

Booth #W5571

For the second year in a row, IBS will be held in Orlando, FL,
spanning from January 9 - 11. Kick off your time in Orlando
with inspirational words from well-known NFL broadcaster,
Terry Bradshaw. Then fill your days with 565,000 square feet
of pure opportunity and education. Over 1400 exhibits, 140+
educational sessions and networking events will keep your
schedules stocked. Rounding out the show on Thursday, Janu-
ary 11 is the Spike Concert featuring the legendary band Chi-
cago. Don't miss the chance to experience their hits live! For
more details about the IBS show, visit www.buildersshow.com.

Residential Warranty Company, LLC and affiliates will once
again be attending the show to showcase our new home war-
ranties and risk management services. You can find us at booth
#W5571. Let's chat about how we help your business shine.
And while you're there, spin our prize wheel! Not only will
you walk away with a fun prize.... or cold hard cash, but you'll
be confident RWC and affiliates can help your business soar in
2018. See you in January!



