
Ronald L. Sweigert was recently named 
co-manager of RWC’s Member Services 
Department in charge of enrollments and 
customer service. In his nearly twenty-
nine years of service with our company, 
Ron has worked as a warranty advisor, as 
a special agent for insurance sales, and as 
general manager of a small builder call 
back service operation. Most recently 
he was a warranty administrator in our 
Member Services Department. We are 
confident that Ron’s long and varied ex-
perience together with his penchant for 
innovation will serve him and the compa-
ny well in his new position.  Ron replaces 
Sandra Sweigert, who agreed to take on 
more responsibility for the company as 
co-manager in our Warranty Resolution 
Department.
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We recently had the good fortune to hear an inspi-
rational sermon on minding our tongues. The prin-
cipal idea was that we should watch what we say 
and guard against hurting ourselves and others by 
engaging in harmful gossip, mindless vulgarity, and 
unwarranted vitriol. The message was that not only 
does this kind of speech hurt others, but it also dam-
ages the speaker in various ways. The lesson was a 
good one that would no doubt benefit many people. 
Personally, I took a few notes and even posted part 
of the lesson next to the computer where I receive 
and send emails.

The subject of that sticky note concerns a test one 
can employ to determine whether he should speak 

on a subject or listen to 
someone else do so.  The 
“triple filter test” is often 
credited to Socrates and is 
usually told as a dialogue 
between him and one of 
his students.  As the tale 
goes, an acquaintance of 
Socrates’ said something 
unflattering about Socrates 
to the student. The next 
time he saw Socrates, the 
student was anxious to 
let Socrates know what 
was being said about him.  
But Socrates stopped his 
student and told him he 
should not share what was 
said unless it could pass 
through any of three dif-
ferent filters.

Socrates asked if the stu-
dent knew the statement 
to be true. The student said 
that he did not know, and 
Socrates replied, “If you do 
not know it to be true, why 
would you say it, and why 
should I hear it?”

He then asked if the state-
ment was good or kind. 
The student answered that 
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it was not, to which Socrates 
replied, “If this statement is 
not true and is neither good, 
nor kind, why would you say 
it, and why should I hear it?”

Finally, Socrates asked 
whether the statement was 
necessary for him to hear 
or whether hearing it would 
be useful to him. The disap-
pointed student said it was 
not. Socrates asked the student, “If this 
statement is not true, good, kind, neces-
sary or useful, why would you say it, and 
why should I hear it?” The student held 
his tongue and learned a valuable lesson, 
a lesson that remains instructive today.

The story of Socrates’ three filters reso-
nates now because, while wisdom sug-
gests and sermons implore us to live one 
way, many people still find it difficult or 
impossible to do so. Consequently, as 
they have through the ages, people will 
talk, and they do not always care wheth-
er what they say is true, good, kind, 
necessary or useful. A strong individual, 
like Socrates, can stay above the fray 
and choose to ignore and not engage in 
banter that cannot pass through any of 
the three filters. That is not as easy, or 
as desirable, for a business to do. Unfair 
public comments about any company 
can have a negative effect on its bottom 
line, on the morale of its people, and 
even on its ability to stay in business. 
 
The good news is that you and your 
company are not merely at the mercy of 
those wagging tongues. There are mea-
sures builders can take to protect their 
company’s reputation from everything 
from second hand unflattering com-
ments to scurrilous attacks on the qual-
ity of their work and the character of 
their people, and everything in between.  

Here are just a few such techniques that 
can help protect a builder’s reputation in 
the marketplace.

w Monitor your online presence and 
reviews. Even if you have not set up 
a business profile online, people can 
leave comments and reviews about your 
company at various websites. Search 
your company’s name on the internet 
and see where people are talking about 
you and what they are saying. If pos-
sible, address any unfair criticism and 
consider giving your side of the story 
regarding any fair complaint. If you dis-
cover a major problem, consider retain-
ing an online reputation consulting firm 
or reputation management software.
  
w Be a positive force in the commu-
nities where you build and keep an ear 
to the ground. Encourage your man-
agement team and your staff to engage 
in public service in the communities 
where you build. Not only will this en-
hance your company’s image, but your 
employees will get satisfaction from 
helping others, and they will be able to 
hear any negative scuttlebutt about your 
company that might be circulating in 
the community.

w Treat your employees fairly. One 
source for negative comments about 

businesses is the disgruntled 
employee. He knows a lot 
about how his employer op-
erates, he knows what to say 
that will hurt his employer 
in the marketplace, and he 
has an axe to grind. Do your 
best to keep your employees 
happy and supported. If an 
employee is heading down 
a negative road, try to reel 
him back in so that he can 

continue working as part of your team. 
If saving him is unlikely, consider part-
ing ways earlier rather than later and on 
terms that do not further antagonize him.

w Do good work and keep your cus-
tomers happy. There is no better ad-
vertisement than the earnest praise of 
a satisfied customer. Deliver what you 
promised, service your product and be 
prompt and courteous whenever dealing 
with a purchaser of one of your homes, 
and it is unlikely your customers will 
be making comments that damage your 
reputation.  Consider using satisfied cus-
tomers’ comments to get a positive buzz 
going or to counter any negative impres-
sion that already exists about your com-
pany.

w Associate with the best third-party 
services providers in the business who 
know how to treat your customers right. 
Anyone you recommend to your pur-
chasers or with whom you partner in 
assisting your purchasers is viewed as 
an extension of you by your customer. 
Make sure the real estate agents, subcon-
tractors, landscapers, insurance agents 
and warranty company with whom you 
associate understand your mission and 
respect your customers as much as you 
do. By doing so, you will enhance your 
reputation with your customers and in 
the community.

Continued w

People Will Talk
continued from front cover

"People will talk, but 
why not get them 

talking about what a 
great builder you are? "
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RWC can help you enhance that repu-
tation by providing your customers and 
you with the best new home warranty on 
the market. We have been in the home 
warranty business for over four decades 
and have issued and administered war-
ranties on more than 3.7 million homes! 
We offer a wide variety of warranty op-
tions, from the standard ten-year war-
ranty to our Day 1 coverage warranty, 
from our extended appliance and sys-
tem warranties to our specialty warran-
ties for remodeling projects, detached 
garages, and commercial construction. 
Only RWC has developed and offers its 
members a customized state warranty 
that mirrors each state’s statute of repose 
and accommodates other state specific 
issues. All RWC warranties provide clear 
performance standards that help create 
realistic expectations in your homeown-
ers and provide a road map to resolving 
even the stickiest customer complaints.   

At RWC, every guarantee our warran-
ties make is backed by Western Pacific 
Mutual Insurance Company, RRG. 
Western Pacific has an "A-(Excellent)" 
rating from A.M. Best and only insures 
home warranty and similar new home 
construction risks, like builders’ gen-
eral liability, that can be offered through 
the RWC Insurance Advantage program 
to RWC members. No other warranty 
company can boast an insurer with this 
kind of strength that is solely dedicated 
to covering builders and warranting the 
performance of their homes. Our pleas-
ant customer service staff is dedicated to 
making your interactions with RWC as 
smooth as possible, and our veteran war-
ranty resolution team will handle your 
customers’ claims with care.
 
People will talk, but why not get them 
talking about what a great builder you 
are? Put your best foot forward by giv-
ing your customers the best warranty 
around, an RWC warranty!

Have a great Fall and Winter!

Logan M. Radle also has been named co-manager of RWC’s Member Ser-
vices Department in charge of underwriting. Logan is a 2011 graduate of 
Millersville University and is licensed in property and casualty insurance 
by the Pennsylvania Insurance Department. Prior to joining us, Logan 
worked as a claim specialist for a national insurance company. Since com-
ing on board, she has distinguished herself in our insurance operations, 
where she oversaw the underwriting of bonds for members of the warranty 
programs. Logan’s training, demeanor and attention to detail make her an 
ideal fit for her new position. Logan replaces long-time manager Bryon 
Earhart, who has reduced his work week to two days so that he can tend to 
familial obligations. Bryon will continue with the company on a part-time 
basis as our Chief Warranty Underwriter.

We are excited about bringing Ron and Logan forward into management 
positions, especially since the excellent employees they have replaced are 
still working with us. Please do not hesitate to call on Ron or Logan (or any 
of us for that matter) if we can help you, our valued members, in any way.  

Sweigert and Radle Promoted 
to Management Team

continued from front cover

- Option A: 3 years of coverage for defects in workmanship & materials

- Option B: 1 year of coverage for defects in workmanship & materials 
PLUS 5 years of coverage for defects to Designated Structural Elements

Email sales@rwcwarranty.com for more details.
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The show floor is packed with great 
products and opportunities to connect 
with the industry’s top companies. This 
year, it will also feature three new zones 
to highlight innovative new products for 
residential construction:

• IBS Start-Up Zone: Featuring the most 
innovative start-ups in the residential con-
struction and development industry to 
give attendees a glimpse into the future 
and forever change the way they do busi-
ness.

• New Product Zone: Featuring the lat-
est products and cutting-edge market 
solutions.

• Home Tech Zone: Featuring a variety 
of interactive demos and experiences 
that explore the most in-demand home 
tech products, and the infrastructure and 
back-end requirements for preparing and 
installing these technologies.

The High Performance Building Zone 
and IBS Jobsite Safety Zone will also 
return to the show floor to feature con-
struction demos led by building science 
experts and the latest innovative tech-
niques for improving home efficiency, 
and showcase cutting-edge workplace 
safety solutions, respectively.

SPECIALTY ZONES 
ON THE SHOW FLOOR

Three Things You Can’t Miss at the 2022 
International Builders’ Show

Source: NAHB.org

EDUCATION SESSIONS FROM 
TODAY’S TOP PROFESSIONALS

Innovative building technologies, emerg-
ing design trends and the latest building 
products will be showcased through 
NAHB’s official IBS show homes, The 
New American Home® (TNAH) and 
The New American Remodel® (TNAR). 
The showcase products in the homes 
are provided by members of the NAHB 
Leading Suppliers Council, and Pro-
Builder and ProRemodeler magazines 
will once again serve as the media spon-
sors of the 2022 show homes.

Attendees who purchase an All-Access 
Pass or 1-Day Education + Expo Pass can 
select from one of nine education tracks 
to stay up to date on the latest trends and 
topics for residential construction:
• Architecture & Design
• Building Techniques & Strategies
• Business Management
• Land Development/Community Design
• Project Management
• Research & Trends
• Sales & Marketing
• Custom Building & Remodeling
• Multifamily Housing

Three different session types: Building 
Knowledge Sessions, Game Changer 
Sessions and Tech Bytes Sessions offer 
different approaches to important content 
that can help attendees grow profession-
ally. Top returning sessions include 2022 
Housing & Economic Outlook, Sales Ral-
ly & 60 Design Ideas in 60 Minutes.

The 2022 NAHB International Builders’ Show® 
(IBS) is just around the corner (February 8-10, 
2022), and this year’s live event in Orlando will 
showcase exciting new features and popular 
events that you won’t want to miss.

2 STELLAR SHOW HOMES 
FEATURING HOT NEW PRODUCTS3

RWC & Affiliates will be 
in IBS Booth #W6643

Stop by and check out our
Wheel O' Warranties for a 

chance to win great prizes!

4.

Upcoming RWC/MHWC Event:
BILOXI MANUFACTURED 

HOUSING SHOW  
March 28-31, 2022, Biloxi, MS

...AND THE 4TH UNOFFICIAL THING
    YOU CAN'T MISS AT IBS IS RWC!

w

Check out the RWC website for more events 
and shows as they get scheduled.
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Housing shortages. Political upheaval. 
Employment problems. Covid muta-
tions. Natural disasters. Supply chain 
issues. 

It sure feels like we are being inundat-
ed daily with news that hits like a gut 
punch. It is confusing and, sometimes, 
downright depressing. Even if you do 
not watch evening news, or read news 
online, you likely feel these global ef-
fects. 

Perhaps you went to the store and found 
that over half of the items you needed 
were missing from the shelves. Maybe 
you went to your favorite restaurant and 
encountered a long wait because there 
were not enough employees for the shift. 
Or, worse yet, you discovered that the 
restaurant closed due to catastrophic 
understaffing. Not including shipping 
problems or the quadruple pricing issues 
for everyday supplies... These are only 
a snippet of some small inconveniences 
and not the big picture. 

Despite all the “bad” news, there is one 
surefire thing you can do to help turn 

Inhale, Exhale, Repeat After Me… It Will Be Okay
By Staci Cool, RWC Account Executive

down the intensity. Start by acknowledg-
ing that the one and only thing you have 
control over is YOU. Take an inventory 
of the personal attitude you project and 
carry into each day. Consciously self-
regulating your responses and thoughts 
can ease the burden of external pressure. 

A tool to shift away from stress induc-
ing thoughts is to make reflecting on 
what went right a daily goal. Begin by 
replacing overwhelming challenges with 
achievable targets. Was the coffee you 
ordered made correctly? Did you find an 
item you thought lost for good? As the 
saying goes; it’s the little things. If you 
celebrate the winning moments of your 
day you will begin to feel your perspec-
tive shift. Reflecting on the good things, 
both large and small, places ripples of 
positivity throughout the pond.

Consider this message to be a reminder 
that empathy goes a long way. Not only 
empathy for others, but empathy toward 
yourself. Self-love helps you remember 
that you are human. As such, you only 
have so much influence over what comes 
your direction. Through sharing a desire 
to look for the good in things you may 
find that others start to feel motivated to 
do the same. 

We can only fix the big things by start-
ing with the small things. A beautiful 
stained-glass window cannot come to be 
without each individual grain of sand. 
Working together to get through what 
can feel like unsurmountable change will 
take an effort. By centering focus on all 
that is good, the benefits impact every-
one. You will not regret choosing happi-
ness and joy. 

If you feel up for a challenge, try using 
a happiness calendar with daily goals. I 
recommend the organization Action for 
Happiness. A sample may be found via 
this link: www.actionforhappiness.org/
october

Paint Choices Can Make or Break a Home
How many paint swatches do you look at 
before landing on the perfect color? Do 
you find yourself contemplating whether 
Cashmere Blue or Bermuda Turquoise 
would look better in the powder room?  
Or perhaps Light French Grey is the an-
swer? Paint choices can make or break a 
home. There is a lot to ponder and plan, 
as the color needs to match the floors, tile, 
cabinetry, and look great in different light. 
Sometimes it’s a decision that requires 
imagination, especially in an unfinished, 
unfurnished new construction home.

Whites or neutrals are always a safe bet, as they will work 
in any scenario and flow cohesively from room to room. 
But at the same time, the home craves vibrance and person-
ality, all of which can be achieved by that perfect wall color.

Every year, several players in the paint industry announces 
its “Color of the Year”. This nudges designers, builders, 
and homeowners to explore new trending color options, 
and think about a palette that perhaps they would not traditionally consider.

Not all hues chosen for 2022 are exactly the same, but all evoke a similar calming feel-
ing. After a rough 2020, and a bumpy 2021, coming home to a tranquil and soothing 
color scheme is just what the doctor ordered to help us all unwind and relax.

5.
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As a Member in our warranty program, you are probably familiar with our Warranty 
Express online enrollment system. You enroll the home online and, after closing oc-
curs and payment/forms are sent to us for processing, your buyers are able to download 
their warranty documents from our website.  

We use 60 days as the time frame after closing before documents are posted but often, 
those documents are available much sooner. Did you know if you provide your buy-
ers' email address on the Application for Warranty form, we will send them an email 
to notify them whenever their warranty documents are ready to download. The Email 
line on the Application for Warranty is the line directly above the Signatures section.  

  

We know that everyone gets bombarded with emails and sometimes “system-generat-
ed” notices can look like spam. Let your buyers know that they will get the following 
notice from us. 

We Won't Spam Your Homebuyers

Then that’s it. We don’t spam them or 
communicate with them further unless 
they reach out to us for assistance.

Once they have the email, they simply 
click the link provided to go directly to 
the login page so they can easily down-
load their warranty book and warranty 
confirmation form. It’s simple and con-
venient.

But if they are suspicious or even just 
accidentally delete the email, no wor-
ries.  They can call or email our Member 
Services Department for assistance. And 
even if they NEVER download these 
documents, as long as we have received 
the warranty form and payment after 
closing, their home is covered for the 
entire warranty term. Those documents 
will stay online for the duration of their 
warranty.

Warranty Express is chock full of fea-
tures for you. In addition to enrolling 
homes, you can:
-	Print / reprint warranty documents 

for closing,
-	Pay warranty fees online – and save 

on shipping and handling charges,
-	Generate enrollment reports,
-	See your entire order history,
-	Order FREE marketing materials,
-	Upload documents securely and 

directly to us,
-	And even add affiliated memberships.

From: Warranty Express <Warranty.Confirm@rwcwarranty.com>
Date: Thurs., November 18, 2021 at 2:45 pm
Subject: Residential Warranty Company, LLC: Warranty Confirmation
To: YourHomeBuyersEmailAddress@provider.com  

Welcome to Your New Home Warranty!

Congratulations on the purchase of your new home! We wish you many years of enjoyment.

You can retrieve your warranty documents at the following URL:

https://secure.rwcwarranty.com/apps/we/rwc/confirmation/show_home?application_
number=1234567&zip=17111

If you are asked for an application number or zip code, that information is as follows:

 Application Number: 1234567
 Zip Code: 17111

If a warranty Defect occurs during your Year 1 Coverage, please review your warranty book 
and follow the procedures for requesting warranty performance.  This will be a written re-
quest to your Builder*, as your first step.  

*Some warranties may vary in the procedures for requesting warranty performance to the 
Warrantor.  Please see your warranty book for requesting warranty performance details.

Sincerely,
Residential Warranty Company, LLC

Have questions on this feature or 
on any feature in Warranty Express? 

Call us at 800-247-1812 
and ask for the Member Services 

Department. 

We are happy to help!

• • •

6.

10. Homeowner's E-Mail Address:________________________________________

11. SIGNATURES: I/We have received and have read the RWC Warranty book and I/
	 we understand the RWC Warranty book.

______________________________________________________________________
Homeowner's Name (print or type)                                                           Phone #

w
w
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What is an additional insured?
An Additional Insured is a person or organization that, 
like you, enjoys the benefits of being an insured under 
your policy. An additional insured cannot make chang-
es to your policy.

Why should I be an additional insured on my 
subcontractors’ policies?
When you require your subcontractors to list you as 
an Additional Insured on their General Liability poli-
cies, you become entitled to insurance coverage ben-
efits under their policies. Additional Insured status is 
most often used in connection with an indemnification 

agreement, also known as a hold-harmless clause. Hold harmless clauses are 
common elements of a properly executed contract between you and your 
subcontractors. Under a hold-harmless, your subcontractors agree not to hold 
you responsible for their negligent acts which may have happened while they 
are working for you. For example, if your painter over-sprays several cars 
parked near the three-story townhouse you are building, the painter’s policy 
will respond to the claims made by the owners of the cars. If you are brought 
into a lawsuit filed by the car owners, the painter’s insurance company will 
defend you.

What if my subcontractor doesn’t have insurance?
If your subcontractor doesn’t have his or her own Gen-
eral Liability, you can be held liable for claims made 
against the subcontractor. This is because the General 
Contractor is considered to be in charge of the work-
site, and therefore, is responsible for the safety of the 

public at that site. Beware of policies sold by some insurance companies 
that exclude claims arising out of the work performed for you by subcon-
tractors. 

INSURANCE
LLC

Advantage

As a leader in the residential home building 
industry, RWC Insurance Advantage is commit-
ted to providing general liability insurance and 
select other coverages to members of RWC. 
Below are some commonly asked questions:

Frequently Asked Questions
for RWC Insurance Advantage

For additional questions and information go to www.RWCInsuranceAdvantage.com

Finding qualified subs and trades con-
tinues to be a challenge for the residen-
tial construction industry. But NAHB 
members and HBAs are stepping up to 
the plate and taking action. By provid-
ing supplies, scholarships, and one-on-
one connections with students, HBAs 
around the country are getting out into 
their communities to spread the word 
about the rewarding jobs throughout the 
industry through:
w	Lectures at Community Colleges
w	Supplies and Scholarship Support 

through High Schools and Local 
Technical Schools

w	Direct Connections to Career 
	 Professionals through Events and 

Home Shows

NAHB.org's Careers in Construction 
toolkit has ideas and resources for mem-
bers and HBAs to connect with their lo-
cal community. Check it out!

NAHB Members 
Actively Recruit the 
Next Generation

Source: NAHB.org

According to an analysis by Peo-
pleReady.com's skilled trades division, 
there were 388,345 jobs posted for 
trades-related workers between May 
and June of this year.

Postions most in demand are:
- Concrete Masons
- Window Glaziers
- House Painters

Check out (below) how the NAHB and 
HBA's are helping fill the gap.

Over 380,000 
Housing-Related 
Jobs Up For Grabs

- Electricians
- Plumbers
- Carpenters

7.
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In the last issue of our newsletter, we highlighted a variety of our standard warranty 
books that would be changing with a few minor text revisions. This issue, we are mak-
ing note of similar changes but to our Customized State Warranty lineup.

So what noteworthy items are changing in 2021 (or are scheduled to be changed in the 
next edition) to our Customized State Warranty books?

1.	We updated our “comments” relating to “excessive drafts and leaks” around win-
dows, removing a rather outdated reference to storm windows. (In most of our 
warranties*, that reference # is 3.34 in the warranty standards section.)

2.	We added a clarification to the observed defect of “cuts and gouges in any resilient 
floor covering”. (In most of our warranties*, that reference # is 4.20 in the warranty 
standards section.)

3.	Lastly, as a sad “sign of the times”, we felt compelled to add “epidemic” and “pan-
demic” as reasons why performance might be delayed by the warrantor. (In most of 
our customized state warranties*, the reference # is IV.I.) This change will also be 
made to all the “standard” warranties as they circle back around for another update.

Whenever we make a change, the “live” books go into use through Warranty Express 
relatively quickly (depending on any stock we have on hand). That way, any home you 
enroll on or after the book’s posting date receives the most current book.

Supplies of sample books however can be used up with some level of flexibility. If 
you have samples in your office that are one revision old, they are perfectly fine to use. 
(See Samples vs Live Books: What’s the Difference? on page 10 for more information.)

Included on page 9 for your reference is a complete list of all state warranty books we 
offer. We are providing:

-	 The form # for the “live” edition of each warranty,
-	 The form # for the “sample” edition of each warranty,
-	 The date of the revision currently in use, and 
-	 The date of the revision that was previously in use.
-	 Form #’s are located in the bottom right corner of each warranty book’s cover.

As a reminder, at least once each year, we review all the warranty books for the various 
programs we offer. Sometimes those changes are significant; other times they are more 
of a “house-keeping” update. Sometimes no changes are made or we hold them until 
the supply of the current edition is depleted. 

When the changes are truly substantive, we reach out by mail with a description of 
what changed and the effective date of the new revision. 

We hope this update is helpful but always remember that if you want to confirm a revi-
sion date, we are here to help! Reach out at either 800-247-1812, Ext 2188 or sales@
rwcwarranty.com. 

The Customized State Warranty Book - 
What Changed?

*The reference numbers in the book you are using may be different from the examples shown here. 

8.

Continued w

Although the recent drop in softwood 
lumber prices since mid-May is help-
ing bring costs down (after having 
driven them up drastically earlier in 
the year), the decline has been offset 
by large increases in the prices of sev-
eral other building material products.

The prices of these 10 materials have 
increased the most thus far in 2021, 
and all are up at least 30%:
w	Steel mill products
w	Building paper and building 
	 board mill products
w	Asphalt
w	Plastic water pipe
w	Fertilizer materials
w	Laminated veneer lumber
w	Thermoplastic resins and plastics
w	Structural metal joists and 
	 concrete reinforcing bars
w	Wood window and door frames
w	Copper pipe and tube

Over the first seven months of 2021, 
the majority of these products’ prices 
have increased many times more than 
they did in 2020. The price change of 
steel mill products is the most glaring 
example, up 81.3% year to date fol-
lowing a 2020 increase of 11.1%.

Building Material 
Prices: Large 
Increases Year 
to Date

Source: NAHB.org

Know what hasn’t gone up?  
RWC’s rates! RWC continues to 

hold the line on across the board 
rate increases for another year!
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THE COMPLETE LIST OF ALL STATE WARRANTY BOOKS OFFERED BY RWC.

9.
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Sample vs. Live Books:
What's the Difference?

RWC provides free full color samples 
of our warranty books to builders to 
use with prospective clients prior to 
the home being officially enrolled 
and coverage paid for and in force. 
These sample books are similar to the 
“live” book that is issued on a home 
once the home has been accepted for 
coverage and the warranty fee has 
been paid. The primary distinguish-
ing feature is that the book has a red 
“sample” graphic on the front cover.  

For legal reasons, to protect you and 
RWC, we cannot issue “live” books 
as “marketing” pieces – that’s what 
the sample is for. 

Sometimes we use up stock but never 
more than one revision old. For that 
reason, we always recommend only 
ordering in quantities of 3-4 month 
supplies. That way, your stock is al-
ways fresh. If the book that is actually 
in use is Rev 10/21, the sample will 
also be 10/21, but you could have a 
few stragglers of the previous version 
that are still fine to use. If there is a 
major substantive change, we will tell 
you and ask you to reorder a whole 
new fresh supply, but that happens 
pretty rarely these days.

Samples can be used at contract 
signing, during walk-throughs, 
or with any prospective buyer 
who wants more info on the 
warranty, etc. 

How to order your free samples:
Online: Order online through 
Warranty Express
E-Mail: info@rwcwarranty.com
Phone: 800-247-1812, Ext 2459

SAMPLE WARRANTY BOOKS LIVE WARRANTY BOOKS
“Live” books are issued once the 
builder has actually enrolled the 
home. These are official legal docu-
ments – not marketing brochures – so 
we take care to make sure they are 
ONLY provided to bonafide home-
owners of approved members. Sixty 
days after closing, the PDF is avail-
able at confirm.rwcwarranty.com 
through our portal. Sometimes home-
owners download the book right 
away, others wait until they have a 
claim and some… never download it 
at all. That’s ok. Their home is cov-
ered for the entire 10 years no matter 
whether they download their copy or 
not. If there is a claim and they don’t 
have the book, our customer service 
people will help them at that time.

Want to speed up the process for the 
buyer to gain access to their book? 
Provide us with their email address 
on the application for warranty. We’ll 
email them when their warranty pa-
perwork is processed and they will 
know exactly when to look online.

Above all, live books should NEVER 
be used as the sample.

The books are almost 
identical, with the exception 

of the red sample graphic 
& text shown here (left).

In the top right corner of any page 
on our site, click Warranty 
Express and sign in with your 
registration # and password. 
Select Warranty Express to 
begin the enrollment process.

The RWC website is chock full of 
resources for you. We listed some 
of the more frequently used sections 
below for easy reference. 

Go to www.rwcwarranty.com then 
follow these prompts:

Where Can I Find...

NEED TO ENROLL A HOME?

LOOKING FOR A FORM YOU 
NEED TO COMPLETE YOUR 
APPLICATION OR MEMBER-
SHIP RENEWAL?
Check out our "Forms Library" 
from the “Builders” Supermenu.

HOW TO CHECK THE ENROLL-
MENT STATUS OF HOMES.
Once logged into Warranty 
Express, you will see options for 
things like “Order History” and 
“Report”. From here you can or-
der an enrollment report or check 
the status of a specific home.

HOW CAN I EXPLAIN 
THE BENEFITS OF THE 
WARRANTY OR ANSWER 
CLIENTS' QUESTIONS?
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.
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Questions for RWC Insurance Advantage?

866-454-2155
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Questions on the 
Warranty Program? 
800-247-1812

Certificates:
Go to www.rwcinsuranceadvantage.com
Click on the Products tab, then Request 
Certificate

Loss Runs & Other Questions:
info@rwcinsuraneadvantage.com 

NOT SURE WHO TO CONTACT?
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.    

General Liability • Builders Risk • Bonds • Workers Comp • Contractors Equipment 

Quotes & Underwriting:
Roberta, x2272	
roberta.woodhall@theparmergroup.com 

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

Who is my Account Executive?

Rich McPhee	
DE, MD, NJ, NY, PA, VA, 
& Washington DC	
301-676-0780	
rich.mcphee@rwcwarranty.com

Freddy Pesqueira	
AL, FL, GA, KS, KY, MS, MO, TN	
678-276-6013	
freddy.pesqueira@rwcwarranty.com

Fred Taylor	
NC, SC, VA, WV	
336-251-9588	
fred.taylor@rwcwarranty.com

Lydia Toscano	
AZ, CA (Southern), NV, UT, WY	
702-672-3814
lydia.toscano@rwcwarranty.com

Staci Cool	
IA, IL, IN, MI, MN, NE, OH, WI	
269-751-9392	
staci.cool@rwcwarranty.com 

John Felbaum	
CA (Northern), ID, MT, ND, OR, 
SD, WA	
702-340-7233	
john.felbaum@rwcwarranty.com

Diana Gomez
AR, LA, NM, OK, TX
512-585-1909
diana.gomez@homeoftexas.com

Tifanee McCall
Builders in CT, MA, ME, NH, PA, 
RI & VT
Plus, Manufacturers & Builder/
Dealers Nationwide 
800-247-1812 x2132
tifanee.mccall@mhwconline.com

Department of Member Services:
	 Membership/New Application 
	 Status & Renewal Questions:	
	 Donna, x2148
	 donna.foose@rwcwarranty.com 

	 Enrollments: RWC, Building 		
	 Systems (RWC & MHWC) & 
	 Warranty Express:	
	 Dana, x2212	
	 dana.myers@rwcwarranty.com 
	
	 RWC, HOME of Texas, RSW, 
	 Remodeling & Garages:	
	 Ron, x2178
	 ron.sweigert@rwcwarranty.com 

Accounting:
	 Invoicing:
	 Shirley, x2173
	 shirley.poligone@rwcwarranty.com 

	 Incentive:
	 Scott, x2102
	 scott.longer@rwcwarranty.com 

Warranty Resolution:
	 Diane, x2144
	 diane.naguski@rwcwarranty.com 
	 Sandra, x2107
	 sandra.sweigert@rwcwarranty.com

Key Estates Certified Warranty:
	 Michelle, x2215
	 michelle.kruse@keyestateswarranty.com

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

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

11.
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Thank you for allowing us 
to serve you for over 40 years.

Follow RWC & MHWC on

Complete this Checklist for a 
Successful 2022

o	 Learn more about the Customized State Warranty & Remodelers 
Warranty Programs.

o	 Join RWC's Exclusive Incentive Program.
o	 Get more information on General Liability Insurance through the 

RWC Insurance Advantage program.
o	 Order more marketing supplies. RWC offers a wide selection of FREE 

marketing materials, like signs, brochures, window decals, and more!
o	 Add the RWC logo and link to your website so buyers can learn about 

the warranty you are providing.
o	 Add us to your repertoire on social media. Showcase the RWC 
	 warranty as added value and peace-of-mind on all your social media 

pages. Don't forget to follow us on LinkedIn and share our posts.

RWC has a lot to offer. Are you taking full advantage of ALL 
of our services? Make it your (early) New Year's Resolution to 
complete this checklist! If something piques your interest con-
tact your Account Executive or email info@rwcwarranty.com	


