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DEAR MEMBERS,

F
irst, I would like to congratulate outgoing New Hampshire Home Builders Association 

President Lynette Rogers on an amazing job leading the association over the past 

year! Her tireless efforts and passion for the association, along with that of our staff, 

is the reason why the NHHBA is doing well and poised for success.  A job well done.  

I am as excited as I am honored to serve as president of the New Hampshire Homebuilders 

Association in 2019. As we carry the torch forward, we’ll be seeing through important member 

benefits including education, workforce development, legisla-

tion and networking, to name a few. The goals are not mine – 

they are yours. We encourage you to share what is important 

to you. We are listening.

The largest home show north of Boston, The New Hamp-

shire State Home Show, (March 8-10, 2019 at the Doubletree 

by Hilton in downtown Manchester,) will have more than 300 

exhibitors with many new seminars and demonstrations. We have a 20-foot by 40-foot ‘Smart 

Home’ display, the fourth annual Junior Lego Build, and an Ugly Door Contest where the winner 

will receive a new entry door package worth $1,600 – provided by Belletetes. Last year we had 

more than 7,000 people attend, and the feedback from vendors and visitors was extremely posi-

tive. Booth sales are up and tracking to sell out, so if you have not contacted the office to reserve 

yours, do so as soon as possible. This year there is truly something for everyone.

I attended the last Home Show Committee meeting – it was not only engaging it was hard to 

find a seat!  It’s a perfect example of how people come together and make great things happen. If 

you are looking to get involved at either the state or local level, I encourage you to join a commit-

tee that interests you. It’s a rewarding investment. 

Lastly, being a member of this association is important. A true sign that you’re a professional 

in New Hampshire’s housing industry is to be a member of the NHHBA. I commend all those 

who are and want to welcome all our newest members for joining.

Looking forward, and best wishes for 2019!

Joe Harnois

2018 / 2019 NHHBA President

PRESIDENT’S LETTER / Lynette Rogers

HomeBuilders
A S S O C I A T I O N
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COVER STORY / Brion O’Connor

I
magine you're a homeowner thinking about a big renovation. 

Or maybe you're a contractor looking at expanding your pro-

file and your business. For more than half a century, the an-

nual New Hampshire State Home Show, produced by the New 

Hampshire Home Builders Association, has served as a one-stop 

clearinghouse for contracting professionals and consumers alike.

“I've always said this — If you're a professional in the housing 

industry and you're not a member of the state's largest housing 

association, than you're doing a disservice to your business and 

yourself,” says NHHBA president Joe Harnois. “Likewise, not being 

involved in the state's largest trade show limits your success by not 

actively promoting your business in a platform that puts you in 

front of as many as 7,000 people.”

Harnois pointed out that the New Hampshire State Home Show 

is the largest of its kind north of Boston, and is strategically timed 

to showcase the products and services of vendors for potential 

customers “when they're getting ready to start a project.”

“It’s also great to network with companies that are not mem-

bers of the association and that we wouldn't ordinarily interact 

with,” says Harnois, founder of Harber Construction in Epsom and 

co-founder and president of Atlantic Builders Supply New England 

in Greenland. “Part of being successful is being active, and the 

home show is one of the best ways to promote ourselves.”

The 52nd edition of the show is set for March 8-10 at the Dou-

bletree Hotel in downtown Manchester. More than 300 vendors 

and exhibitors, covering almost every aspect of the home building 

and remodeling industry, are expected. The three-day extravagan-

za offers demonstrations, more than a dozen informative seminars, 

a trendy Tiny House Village, and even an Ugly Door Contest and 

Junior Lego Build Competition to inspire future contractors.

“The Junior Lego Build Competition is a great event, and some-

thing that just fits at the home show,” says Rick Hartley of Com-

On With the Show!
NH State Home Show celebrates 52 years 
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The NH State Home Show
March 8-10, 2019
Doubletree Hotel, 700 Elm St., Manchester

SHOW HOUR:
Friday, March 8, 1pm — 8pm
Saturday, March 9, 10am — 6pm
Sunday, March 10, 10am — 4pm

​ADMISSION  
$10.00 Adults           
$7.00 Seniors 62 and over
$6.00 with Military I.D.
Under 12 FREE
Discounts: Get $3 off admission price when 
you bring a non-perishable food item(s) or 
toiletries to benefit Harbor Homes, Inc.

NHHBA JUNIOR LEGO BUILD
Come join the NH Home Builders Junior Lego 
Build for ages 5-7 (on Saturday), and 8-10 (on 
Sunday).

UGLY DOOR CONTEST
Is your front door ugly? Show it off and win 
a front door makeover. Submit images and 
information to contest@nhhba.com or mes-
sage it directly on Facebook at facebook.com/
New.Hampshire.State.Home.Show through 
March 6.

SEMINARS INCLUDED WITH ADMISSION
• Energy efficient homes
• Choosing a remodeler
• Bath remodeling
• Selecting a custom builder
• Protecting your investment
For a complete listing of seminars, visit 
nhstatehomeshow.net/seminars.

plete AV in Bedford. “Inspiring kids in anything positive is needed 

these days. It's a fitting environment where the adults get just as 

excited as the kids to see their creations. It gives the kids a sense of 

belonging.”

Jeffrey Lavoie, president of All-Ways Accessible Inc. of Concord, 

which specializes in modifying homes with stairlifts and elevators 

for the disabled, readily agreed.

“This is critical for us to have younger people see what we do,” 

Lavoie says. “We need workers.”

Lavoie said he hasn't missed the home show in more than  

20 years.

“I have exhibited at the NH Home show since 1997,” he said. “It's 

a great way for us to get out the public to show what we have. We 

don't often sell anything at the show, but it is branding for us. I 

wouldn't miss it.”

The show attracts a remarkably diverse group of people and  

business, including builders, remodelers, building material suppli-

ers, furnishing suppliers, home inspection services, remediation 

companies, non-profits, real estate brokers agents, insurance com-

panies, and landscaping companies. The reasons for participating in 

the show as a vendor, or stopping by as a consumer, are as plentiful 

as the number of potential home-improvement projects that a 

homeowner can dream up.

“A lot of the visitors have interest in home automation, but 

still don’t know enough about it and they instantly look for us to 

answer their questions on how things work and what we can do for 

them and their house,” says Hartley. “Not only are the visitors great 

to meet directly to potentially work with, but networking with 

other vendors at the show is big for us.

“A lot of work comes from the other vendors we form relation-

ships with at the show,” he says. “They become natural referral 

A Special Thank You to Our Sponsors

Lewis Builders • Pella • Crown Select • iHeartMedia  

New Hampshire Home • Granite State Builder • WXRV The River  

NEEBCO • Cross Insurance • Acadia Insurance • Rock Ridge

continued on next page >
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“Camaraderie is one thing that gets 

overlooked,” says Rogers, who has 

participated in the last eight shows. “I 

get business from other vendors (at the 

home show), because they feel like I’m a 

friend.

“Being there for many years, people 

who were thinking about (having work 

done) previously have sought me out the 

following year.”

Asked what his top three reasons 

were for investing his time and energy 

into the home show each year, Lavoie 

listed meeting other vendors, increased 

exposure among the general public 

“which is key to long-term success,” and 

a general awareness of available prod-

ucts. However, he added that he'd like to 

see more “younger people interested in 

the industry” attend. 

Other segments that have been 

under-represented in the past, said Har-

nois, are excavation, paving, wallboard, 

and painting companies.

“All of these are very important roles 

in the housing industry,” Harnois says. 

“I'd encourage them to attend more for the networking opportunity 

with the other businesses participating in the show. 

“Although, consumers are looking for the services too, and 

because there are few or 

none of these segments 

represented, it's much 

more likely that they would 

become a valued customer,” 

he says.

Furthermore, the ben-

efits of the show can have 

a ripple effect, extending 

well beyond the three-day 

weekend.

“The value can be seen 

within the few weeks following the show, or months or even years 

following the show,” says Harnois. “For example, we met a consum-

er a couple years ago that we ended up working with about a year 

after that. They have since sent nearly a dozen referrals to us. If it 

wasn’t for the home show, we may never have met.”

For more information about this year’s show, including all events 

and vendors, please visit nhstatehomeshow.net.

  

“I've always said this —  
If you're a professional in 
the housing industry and 
you're not a member of 
the state's largest housing 
association, than you're 
doing a disservice to your 
business and yourself.” 

Freelance writer Brion O’Connor is a product of New 
Hampshire schools — Manchester Central High School  
and the University of New Hampshire. He currently  
resides with his wife and two daughters on Boston’s  
North Shore. 

partners. We're able to help each other, and it works out great for 

everyone.”

Lynnette Rogers, owner of Homescapes of New England Epping 

and Harnois's predecessor as NHHBA president, said the hands-on 

experience is particularly beneficial, because it's difficult to dupli-

cate anywhere else.

“Exhibiting at the home show helps to create credibility with the 

homeowner, besides just a website which can be helpful but not 

personable,” she says. “The networking at the home show is great 

because you see other trades and products you may not have been 

aware of.”

In the same vein, the show's seminars — ranging from ener-

gy-efficient homes and solar power options to traditionally popular 

topics such as kitchen and bath renovations — benefit both the 

hosts and the participants, 

“With hosting, you get exposure,” says Hartley. “And if you do 

well, the attendants gain trust in you and believe you may be an 

expert in your area and may call on you someday for their project.

“Those who are attending gain important knowledge on topics 

that will help them with their projects,” he says. “People obviously 

research most of what they want to know online, but most making 

an investment still like personally speaking with others. If there is a 

connection made during the seminar, it helps both parties.”

The importance of those connections can't be overstated. The 

show attracts homeowners of every stripe (“From people building 

a high-end home to tire-kickers living in low- income housing 

looking for something to do,” says Rogers. “That is what makes it in-

teresting.”) to an impressive variety of contractors who are looking 

not only for business, but oftentimes partnerships that provide a 

mutual benefit.
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NEW HAMPSHIRE STATE HOME SHOW EXHIBITOR LIST
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SPECIAL REPORT / Brion O’Connor

T
wenty-year-old Kristofer Belanger followed in his father's 

footsteps, entering the construction field after graduating 

from high school. He's a carpenter with a good job, reliable 

paycheck, and solid benefits including a retirement plan, an ur-

gent-care plan, and reimbursement for cell phone and clothing.  

“I was meant for this trade,” says Belanger, who works for Hay-

ward & Company Log & Timber Homes in Meredith. “My parents 

said I should go to school more, and that I was going to have to 

work hard my whole life. But they said it was a trade that was nev-

er going to die, and were overall very supportive that I was going 

into construction. 

“I've been able to afford a new car and been able to pay all my 

bills and don't have a crushing educational debt,” he says. “I do have 

to work harder for these things in the long run, but the outcome is 

worth it.”

Belanger's story is representative of many teenagers who, 

for a host of reasons, are foregoing the college path to enter the 

workforce right out of high school. A college education, of course, 

has long been touted as an integral part of the “American Dream.” 

But more and more, young workers with adequate trade skills are 

proving that they can compete, and excel, in the current economic 

landscape. 

Joe Harnois, president of the New Hampshire Home Builders 

Association, says employees with trade skills are in enormous de-

mand. Coupled with spiraling tuition costs for a four-year college, 

available trade jobs make the field far more compelling for teenag-

ers coming out of high school.

“Workforce development is one of the NHHBA’s hot buttons,” 

says Harnois. “If we can engage kids with similar activities to that 

of building houses, and have an opportunity to let their parents 

know that our industry has a career ladder. With the cost of college 

tuition and loss of four years of gainful employment, our industry 

is a fruitful alternative that has great-paying jobs right out of high 

school without the debt.”

According to a state-sponsored 2018 New Hampshire Job Out-

look and Locator study, construction managers earn an average of 

more than $45,000 a year. Carpenters earn an average of $22.11 an 

hour. Multiply that by 40 hours a week over a full year, the annual 

salary (without overtime) is just about $46,000. That means, after 

four years, a gainfully employed carpenter can earn $184,000, 

without any college loans to pay off. Tile and marble setters, 

cement masons, concrete finishers, and drywall and ceiling tile 

installers earn even more, on average, while a construction laborer 

averages $17.58 an hour (or more than $36,500 annually).

As an added bonus, the construction manager, carpenter, and 

construction laborer jobs all received a “Very Favorable” occupa-

tional outlook rating in the same study. In short, the study main-

tained that these were considered “occupations that combine a high 

rate of growth and a large number of annual job openings.” Further, 

the study held that “these occupations are expected to provide the 

best employment opportunities through 2026.”

Statistics like that reinforce the views of Matthew Towle, build-

ing construction instructor at the J. Oliva Huot Technical Center 

in Laconia, and his call to incorporate more comprehensive trade 

training options in the public school curriculum.

“I don't think that there is an appropriate level of attention to 

technical trade training here in New Hampshire,” says Towle. 

“Today's employment landscape is in furious need of conscientious 

young people overall. An 'appropriate' level of emphasis (in the 

trades) lies with families and guidance counselors. Families and 

Building a Future
Job Growth, Openings Prompt Students to Look to the Trades

The bottom line  
is that with proper 
trade training,  
“students can get  
paid to learn (in  
the field) rather  
than paying a  
college to learn.” 
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guidance counselors should discuss more diverse options other 

than college.”

According to Towle, “students haven't been fully utilizing their 

(college) degrees versus the payoff on college loans.” As a result, 

he says students and their families would be better served if they 

explain their goals in detail with high school guidance counsel-

ors. That, in turn, would help counselors put students in a more 

advantageous position to reach their goals while staying within 

their means.

“I believe that discussions 

happening at home are chang-

ing to help the trades,” says 

Towle. “It is very multi-di-

mensional, time-consuming, 

and complicated, especially 

the way New Hampshire 

has technical trades training 

organized.”

The bottom line, says Tow-

le, is that with proper trade 

training, “students can get 

paid to learn (in the field) rather than paying a college to learn.”

“The more valuable a new employee becomes, someone in a trade 

usually can get paid more as time goes,” he says. “College hasn't 

been able to truly stand behind this for all college experiences, 

certainly not right after graduation. I believe that our society has to 

make a shift to say that college is not for everyone right out of high 

school.”

Towle emphasized that he is a college graduate himself, and that 

“I'm not against students going to college.”

“I'm someone who has made career changes based on what I had 

to find out over time,” he says. “It cost me a lot of time and money to 

do this. Though I don't regret college, I certainly push that college 

is right when someone is ready to make an investment in higher 

education. Not all of our high students are ready, though they could 

be overly pushed to go anyway.”

Julie Hayward, co-owner of Hayward & Company, struck a 

similar note, saying that the realities of the working world aren't 

always reflected in school curriculums. It is a debate that is being 

waged nationally as well as in New Hampshire.

“I think that trades have been seriously de-emphasized over the 

last 20 years, and now many industries are seeing the result of that 

mistake in the educational system,” says Hayward. “Students need 

to experience first-hand what type of outcomes are possible when 

choosing a path in the trades. This experience comes in the form of 

current tradespeople involvement directly in the schools, summer 

employment, and job-shadowing opportunities.”

Hayward says that access to trade classes was “one of the major 

hurtles we have in the primary school system, especially here in 

the Lakes Region.” Many school districts have stopped supporting 

construction and building classes, she says, and even students 

fortunate enough to live close to a technical school face two major 

obstacles — limited course selections and that “tech classes are only 

available to juniors and seniors.”

“Beyond local tech high schools, we could improve access for 

high school students and bridge gaps through the New Hampshire 

university and college system, in addition to trade associations 

taking an active role in workforce development,” she says, adding 

that the Lakes Region Builders and Remodelers Association's Tiny 

House project, done in conjunction with the Huot Tech construc-

tion and plumbing disciplines “is a perfect example of an industry 

and education collaboration.”

However, like Belanger, Hayward doesn't sugar-coat the rigors of 

a career in construction. 

“In this market you can pretty much choose any job and go for 

it,” she says. “We have retained many of our trade school hires, so 

I'd say we are doing a pretty good job as a company keeping young 

workers engaged and happy. Make no mistake, though — this is 

a tough industry, and it takes a very strong-minded individual to 

succeed in it.”

There are also opportunities to take something of a hybrid ap-

proach. Sam Guyer is a 19-year-old part-time employee at Hayward 

& Company who has “been into carpentry since I can remember.” 

But Guyer only works part-time because he's also attending classes 

at  Lakes Region Community College, with plans to earn his asso-

ciate's degree in business management and, eventually, “have my 

own construction business one day.”

“I see a lot of opportunities for young people in the home-build-

ing trade,” he says. “There are always opportunities to 'learn on the 

job,' because more than likely there is going to be an older person 

on the job that has been doing this their whole life. You can cer-

tainly learn knowledge in school, but as I have been told a by a lot 

of people in the trade, 'job-site experience is like no other.'”

Asked what advice he would give others still weighing their de-

cisions, Guyer says: “I would tell people graduating high school that 

the trades always need people. When I was in high school, people 

would come in and out of the shop and tell us for every person that 

goes into the trade, three people come out and retire.”

The key, says Towle, is making sure that high school students 

still have a variety of career choices to consider, even if they stay 

with a trade.

“I have students interested in design, electrical, landscape 

construction, concrete, material sales, etcetera,” says Towle. “It 

would be an absolute travesty for a construction program at the 

high school level to only teach carpentry. I try to teach opportunity 

when involving other trade options. None of the trades can afford 

me sticking to just 'carpentry' or 'home building.'

“All in all, I see huge opportunities for young people in all trades,” 

he says. “If we don't create a part of the workforce that is knowl-

edgeable in all of the recent product innovations or new energy 

code, then we would be doing all trades a disservice.”  

 

“I think that trades 
have been seriously 
de-emphasized over  
the last 20 years, and 
now many industries 
are seeing the result 
of that mistake in the 
educational system.” 

ONLINE RESOURCES

New Hampshire Job Outlook and Locator study
nhes.nh.gov/elmi/products/documents/job-locator.pdf

Hayward & Company Log & Timber Homes
haywardandcompany.com

J. Oliva Huot Technical Center 
htclaconia.weebly.com

Lakes Region Builders and Remodelers Association's  
Tiny House project
lakesregionbuilders.com/workforce_development.php
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A
ccording to a recent study by the National Association of 	

  Home Builders (NAHB), a $1,000 increase in the cost of 	

     a median-priced newly-built home pushes 127,560 pro-

spective buyers out of the market. In other words, based on their 

incomes, these households would be able to qualify for a mortgage 

to purchase the home before the price increase, but not afterward.

The numbers are even more startling when looking at the im-

pact of potential interest rate 

increases. Just a quarter-point 

rise in the rate for a 30-year 

fixed-rate mortgage would 

price out around 1 million 

households.

“This study illustrates 

how even a relatively small 

increase in price or interest 

rates can dramatically impact housing affordability,” says NAHB 

Chairman Randy Noel, a custom home builder from LaPlace, La. 

“Housing affordability is a serious problem right now in commu-

nities across the country. Rising interest rates, regulatory barriers, 

higher building materials costs and labor shortages all add to the 

cost of a home, and are preventing households from achieving the 

goal of homeownership.”

The number of priced out households varies across both states 

and metropolitan areas, largely affected by the sizes of local popula-

tion and the affordability of new homes. The study examines priced 

out estimates for every state and over 300 metropolitan areas.

Among all the states, Texas had the largest number of home buy-

ers that would be priced of the market. The $1,000 price increase 

would push 11,152 households out of the market in Texas, followed 

by California (9,897) and Ohio (7,341).

The metropolitan area with the largest priced out effect, in terms 

of absolute numbers, is Chicago-Naperville-Elgin, IL-IN-WI, where 

4,499 households are squeezed out of the market for a new medi-

an-priced home if the price increases by $1,000.

Single-Family Starts Drop as  
Builders Face Affordability Concerns
Rising housing affordability issues continue to hinder single-family 

production even as total housing starts increased in November.

According to newly released data from the U.S. Department of 

Housing and Urban Development and the Commerce Department, 

overall housing starts rose 3.2 percent in November to a season-

ally adjusted annual rate of 1.26 million units from a downwardly 

revised October reading. Year-to-date, new housing starts are 5.1 

percent above their level over the same period last year.

The November reading of 1.26 million is the number of hous-

ing units builders would start if they maintained this pace for the 

next 12 months. Within this overall number, single-family fell 4.6 

percent to 824,000. Single-family production has now dropped for 

the third straight month. Meanwhile, multifamily starts—which 

include apartment buildings and condos—rose 22.4 percent to 

432,000.

“The decline in single-family production over the last few 

months makes sense given the drop in our builder confidence in-

dex,” says Noel. “Builders are cautious to add inventory as housing 

affordability concerns are causing consumers to pause on making a 

home purchase.”

“Favorable demographics support healthy housing demand, so 

it is frustrating that the housing affordability crisis is preventing 

many consumers from achieving their goal of buying a home,” says 

NAHB Chief Economist Robert Dietz. “While homeownership has 

increased over the last nine quarters, we can expect that upward 

momentum to stop due to rising home costs. Because housing leads 

the economy, we need to stabilize residential market conditions.”

Overall permits—which are an indicator of future housing pro-

duction—rose 5 percent in November to 1.39 million. Single-family 

permits inched up 0.1 percent to a 848,000 unit pace while multi-

family permits rose 14.8 percent to an annualized rate of 480,000.

Looking at the regional numbers on a year-to-date basis, com-

bined single-family and multifamily housing starts rose 11 percent 

in the West and 5.3 percent in the South. Starts fell 0.8 percent in 

the Northeast and 1.9 percent in the Midwest.

Also on a year-to-date basis, permit issuance rose 8.2 percent in 

the South and 3.2 percent in the West. Permits were down  

2.7 percent in the Midwest and 2.8 percent in the Northeast.

For the full RMI tables, please visit nahb.org/rmi. For more  

information about remodeling, visit nahb.org/remodel.  

 

Economy/Housing
NAHB Study Shows Nearly 130,000 Households Priced Out  
of Housing Market with Each $1,000 Price Increase

INDUSTRY NEWS / Courtesy of NAHB

“This study illustrates 
how even a relatively 
small increase in price 
or interest rates can 
dramatically impact 
housing affordability.” 
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B
uilder confidence in the single-family 55+ housing 

market remained strong in the fourth quarter of 2018 

with a reading of 66, up six points from the previous 

quarter, according to the National Association of Home Build-

ers' (NAHB) 55+ Housing Market Index (HMI).   

The 55+ HMI measures two segments of the 55+ housing market: 

single-family homes and multifamily condominiums. Each segment 

of the 55+ HMI measures builder sentiment based on a survey that 

asks if current sales, prospective buyer traffic and anticipated six-

month sales for that market are good, fair or poor (high, average or 

low for traffic).

"Overall, builders and developers in the 55+ housing market are 

reporting strong demand across the country,” says Chuck Ellison, 

chairman of NAHB's 55+ Housing Industry Council and Vice Pres-

ident-Land of Miller & Smith in McLean, Va. “However, builders 

need to continue to manage rising construction costs to keep homes 

in 55+ communities at affordable price points."

All three index components of the 55+ single-family HMI posted 

increases from the previous quarter: Present sales rose six points to 

72, expected sales for the next six months increased five points to 

70 and traffic of prospective buyers jumped 10 points to 53.

The 55+ multifamily condo HMI posted a gain of three points to 

47. The index component for present sales increased three points to 

51, expected sales for the next six months fell four points to 49 and 

traffic of prospective buyers rose seven points to 38.

Two of the four components of the 55+ multifamily rental 

market went up from the third 

quarter: present production 

increased six points to 60 and 

present demand for existing 

units rose four points to 67. 

Future expected production and 

future expected demand both 

fell two points to 54 and 62, 

respectively.

"Like the broader housing market, the 55+ HMI is benefitting 

from the recent decline in mortgage rates," said NAHB Chief Econo-

mist Robert Dietz. "Favorable demographics and solid home owner 

wealth should continue to support demand for new 55+ housing."

For the full 55+ HMI tables, please visit nahb.org/55hmi.  

55+ Housing Market  
Shows Continued Strength

All three index  
components of the 
55+ single-family  
HMI posted increases 
from the previous 
quarter.

SENIOR MOVES / Courtesy NAHB
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GSB BUZZ

Out and About with Our Members

On Thursday, January 30th, the Greater Manchester-Nashua local hosted  
the Southern local for a mixer at KC's Rib Shack in Manchester. More than 75 
members from the two locals took part. The highlight of the night, however,  
was when former NHHBA President, Dan Bergeron, received his Lifetime 
Achievement Award.

Ugly sweater contest 
finalists: Alyssa and Mike 

Turcotte, of Turn Cycle 
Solutions, and Anne Casey 

and Chick Beaulieu, of 
Chick Beaulieu Inc.

The Greater Manchester-Nashua Home Builders and Remodelers Association celebrated the holidays at Baron's Major Brands Manchester 
showroom on December 12th. This year a portion of the proceeds from the silent auction was donated to the New Hampshire Food Bank. 
Toys were collected and donated to Toys for Tots.

Brian Ellis from Baron's Major Brands hosted the event.

Members of the Southern New Hampshire Home Builders and 
Remodelers Association take part in a hotly-contested belt 
sander race held in Dover.

Current New Hampshire Home Builders Association President Joe Harnois gathers 
with five previous association leaders at KC’s Rib Shack in Manchester — in part, to 
award Dan Bergeron a Lifetime Achievement Award. From left: Harnois, Bergeron, 
Dick Benson, Mike Beaudry, Lynette Rogers, and in front, Norman Beaudry.
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MEMBERSHIP APPLICATION 

New Hampshire Home Builders Association 
119 Airport Road Concord, New Hampshire 03301 

T: 603-228-0351 F: 603-228-1877   info@nhhba.com   www.nhhba.com 

 
MEMBER TYPE:  □ BUILDER   □ ASSOCIATE  □ AFFILIATE  

 
For office use only 

Ck._____________________ 

Amount_________________ 

Date___________________ 

Entered_________________ 

Company Name: ____________________________________________________________________________________________________________________________________ 
 
 
Brief Description of Business: ___________________________________________________________________________ No. Years in Business _____________ 

First Name:____________________________________ Last Name:_______________________________________Title: ___________________________________ 

Address:__________________________________________________________________City:_________________________State:_______Zip:____________ 

Telephone:_________________________________________Cell:_________________________________________Fax: __________________________________ 

 

 

Phone: ____________________________________ Cell:______________________________________________ Fax: ________________  

E-mail:_____________________________________________________________________Web:__________________________________________________ 
 

Billing Contact & Address (if different from above):_________________________________________________________________________________________ 

MEMBERSHIP PROFILE INFORMATION ON NEXT PAGE MUST BE COMPLETED 

CHOOSE LOCAL ASSOCIATION 

 

PAYMENT $___________________ 

□ Cash      □ Check             Credit Card:   □ VISA   □ MC   □ AMEX    □ DISCOVER 

Card #____________________________________________________________________ 
  
Expiration Date:___________________________  CVV Code: _______________________ 

Issued to:__________________________________________________________________ 
 

□ Optional 3-Month Payment Plan  (Builders & Associates only with valid credit/debit card)   

• $200.00 due with application. 

• Balance spread equally over the next 2 months. 

• Membership will be “pending” until approval of application by local association. 

• Cancellation from this program by the applicant before final payment is received, or failure to 
make scheduled payments, will result in forfeiture of all amounts paid. 

• Cancellation from this program by the local association, NHHBA, or NAHB will result in a 
refund of monies paid to date. 

 
My Sponsor:______________________________________________________________ 
 
 
List 2 Business References (Required) 
 
Name:________________________________________________ Phone:_______________________ 
 
Name:________________________________________________ Phone:_______________________ 
 
 

□ Lakes Region ............................ $515 

□ Manchester/Nashua…………… $525 

□ North Country ........................... $490 

□ Seacoast…………………………$525 

□ Southern………………………… $525 

□ Southwestern ............................ $490 

□ White Mountain………………….$490 

□ Affiliate Member………………....$  80 
An Affiliate member is an employee that can 
join under their company’s full-membership 
in the same Local. 
 
___________________________________ 
Name of Primary Full Member to list  
Affiliate Member under (required) 
 
 
NAHB COUNCILS 

□ Remodelers Council…………….$ 80 

□ Sales & Marketing Council……..$ 80 

VOLUNTARY DONATIONS 
□ NHHBA Build PAC Fund……….$ 25 
Support state and local candidates for public 
office who support housing and small business 
related legislation and regulation in the Granite 
State. 

□ NHHBA LEGAL ACTION FUND $______ 
Fund established to coordinate the 
membership’s efforts to address government 
imposed barriers including, but not limited to, 
growth moratoriums, code restrictions, impact 
fees, etc. 
 

 

I understand that by providing my contact information I consent to receive all forms of communications sent on behalf of 
NHHBA (and its endorsed affiliates). I understand that the NHHBA will not share my contact information with other 
organizations. Full policy available upon request. All applications are "pending” until approved by the chosen local 
association. I understand that my membership dues entitle me to the benefits and services of the National Association of 
Home Builders, the State and Local Associations. I will abide by the By-laws and Code of Ethics of the Association and will 
promote the objectives of the Association to the best of my ability. 
. 
Signature_________________________________________________________Date________________ 

Updated Oct. 2017 

 

Become a Member Today!
Fill out this form, mail or fax it back and start to enjoy the benefits!

✁

Be sure to fill out the other side!
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HomeBuilders
A S S O C I A T I O N

thanks our  
Sustaining
Partners!

NHHBA

Your support  
helps us be the leader for the  

home building and remodeling  
industry in New Hampshire.

Gold

Silver

“Creating Neighborhoods since 1958”

FREE RAFFLES
   Daily drawings 
      GIVEAWAYS 

www.lewisbuilders.com
54 Sawyer Ave, Atkinson, NH 03811

603-362-5333

                     “HOME SHOW SPECIAL”
              $1,000. TOWARDS UPGRADES                           
   with Purchase of 55+ Condominium Unit 
         at Black Rocks Village, Fremont, NH
                                                                                                     *from our options sheet...expires 7/31/14

AnnuAl 

NAHB Members Save up to 36% With UPS®

The National Association of Home Builders is proud to bring its members valuable 
discounts on the products and services you need. Make the most out of your 
membership and take advantage of competitive rates on UPS® shipping services. 
Whether you need your documents or packages to arrive the next day or are 
looking for the most affordable shipping option, UPS understands the importance 
of speed, reliability and cost.

To save on your UPS shipments, simply:

   Call:  1-800-MEMBERS (636-2377) 

   Visit:  savewithups.com/nahb

Branding    Marketing Strategy    Web Design & Development
Social Media    SEO    Marketing Collateral Design & Printing

Customer Retention Programs    Lead Generation  

What can our team do for you?

603-505-8951   dianne@2difore.com

Small to mid-sized companies who are 
unable to afford in-house marketing 
staff rely on us for their comprehensive 
marketing services. Call Dianne today!

2diforemarketingsolutions.com

To subscribe or advertise, call 603-624-1442

Experience all the best of the Granite State.

online @ NHBR.COM  

In NH visit, SBA chief
promotes startup help
By Liisa RajaLa

Contreras-Sweet touts 
resources, assistance

U.s. small Business administrator 

Maria Contreras-sweet paid a re-

cent visit to the Granite state 

to promote new resources 

aimed at boosting tech 

startups and incubators. 

Contreras-sweet 

met with U.s. sen. 

jeanne shaheen 

and small business 

leaders on april 20 

at tech incubator 

alpha Loft in Man-

chester. There, she 

discussed sBa re-

sources and promoted 

the Growth accelerator 

Fund competition. The 

competition awards up to

Froling Energy doubled its 

Peterborough staff to gear up for 

a burst of wood pellet furnace in-

stallations in anticipation of a $50 

million increase in the 

state’s Renewable 

Energy Fund over 

the next two 

years.
But, if the 

NH House 

has its way 

and its budget 

plan passes the 

Legislature, that 

dedicated fund 

will be raided, and there won’t be 

any more fund, or any more of his 

company, says Mark Froling.

“We’ll roll it up, cancel leases and 

lay everybody off,” says Froling.

Others, like ReVision Energy, a 

rooftop solar installation company 

based in Maine that has an Exeter 

office that now employs 30 people, 

will face a substantial slowdown.

“it could kill our sales – no doubt 

about it,” says jack Ruderman, 

director of ReVision’s Community 

solar initiatives. (at his previous 

position, with the NH Public Utility 

Commission, Ruderman oversaw 

the Renewable Energy Fund). “it 

could do some real damage,” he 

says.
if approved, the House proposal 

would be one of the biggest raids 

on a dedicated fund in state history 

and could deliver a body blow to 

Renewable Energy Fund, RIP?
House raid roils NH clean tech industry

The price of
keeping young 
people in NH 
WORKFORCE,

PAGE 8

StARtuP HElP, PAGE 19

Want better
website traffic?
Start here   

Stop sabotaging
your wellness
program   

PAGE 23

PAGE 27

RENEWABlE ENERGy FuNd, PAGE 20

Here or
      there?

Photo by John Benford

featured INterVIeW

Q&A:
 NEMO 

Equipment 
founder

Cam Brensinger
PAGE 35

May 1–14, 2015 

VOL. 37 • NO. 9

                 • $1.75 

By BOB saNdERs

parentingNEW HAMPSHIRE

ParentingNH.com

JUNE 2015

CO
M

P
LI

M
EN

TA
R
Y

THE 
SUMMER 

FUN 
ISSUE

Extreme 
sports: 
Turn your 
vacation into an adventure 

Free 
events for 
your family 
this summer 

titingng

Experience all the best of the Granite State.

Peterborough staff to gear up for 

a burst of wood pellet furnace in

stallations in anticipation of a $50 

WORKFORCE,

PAGE 8

23

Cam Brensinger
PAGEPAGE 3535

By B

N
E

W
 H

A
M

P
S

H
I R

E
 H

O
M

E 

N
H
H

o
m

e M
a
g

a
z
i n

e .
c
o

m

m
a

y
/

j u
n

e
 2

0
1 5

   |   g
a

r
d

e
n

s
 a

n
d

 h
i s

t
o

r
i c

 p
l

a
c

e
s

Visit Fritz Wetherbee’s 

Historic Home

Create Unique Bouquets 

from Your Garden

N H H o m e M a g a z i n e . c o m

0 74470 22772
4

0 6may/june 2015         
$4.95

Meet a Master of  

Japanese Tree Trimming

Take a leisurely stroll 

through an exquisite 

Francestown garden

garden spaces an d  

h istoric places

Experience all the best of the Granite State.

ParentingNH.com

Free 
events for 
your family 
this summer
your family 
this summer
your family 

6 02648 78092 6

0 6

June 2015       $4.99

Fun Facts About NH Wildlife

Meet NH’s Top Chiropractors
Page 78 

Page 40

Summer  of Fun

Your guide to a complete

& Including custom vacation ideas  for everyone from the beachcomber  to the hard-core adventurer

featuring a three-month  calendar of the season’s  best events
{ } { }

 n
e

W
 H

A
M

P
S

H
IR

e
 M

A
G

A
Z

In
e

    ju
n

e
 2

0
15              S

u
M

M
e

R
 o

f
 f

u
n

          o
u

R
 W

Il
d

 W
e

IR
d

 A
n

IM
A

l
S

           Ic
e

 c
R

e
A

M
           l

o
v

e
 y

o
u

R
 f

e
e

t
            c

H
IR

o
P

R
A

c
t

o
R

S

Froling Energy doubled its 

Peterborough staff to gear up for 

a burst of wood pellet furnace in-

stallations in anticipation of a $50 

will be raided, and there won’t be 

any more fund, or any more of his 

company, says Mark Froling.

lay everybody off,” says Froling.

Renewable Energy Fund, RIP?
House raid roils NH clean tech industryRenewable Energy Fund, RIP?
House raid roils NH clean tech industryRenewable Energy Fund, RIP?
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Extreme 
sports:

million increase in the 

state’s Renewable 

Energy Fund over 

the next two 

years.
But, if the 

NH House 

has its way 

and its budget 

plan passes the 

Legislature, that 

dedicated fund 

will be raided, and there won’t be 

any more fund, or any more of his 

company, says Mark Froling.

“We’ll roll it up, cancel leases and 

lay everybody off,” says Froling.

Others, like ReVision Energy, a 

rooftop solar installation company 

based in Maine that has an Exeter 

office that now employs 30 people, 

will face a substantial slowdown.

“it could kill our sales – no doubt 

about it,” says jack Ruderman, 

director of ReVision’s Community 

solar initiatives. (at his previous 

position, with the NH Public Utility 

Commission, Ruderman oversaw 

the Renewable Energy Fund). “it 

could do some real damage,” he 

says.
if approved, the House proposal 

would be one of the biggest raids 

on a dedicated fund in state history 

and could deliver a body blow to 

Renewable Energy Fund, RIP?
House raid roils NH clean tech industryRenewable Energy Fund, RIP?
House raid roils NH clean tech industryRenewable Energy Fund, RIP?
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Here or
there?

Photo by John Benford

vacation into an adventure
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Paul Morin is president of Tarkka Homes Inc. in Weare,  
NH and a partner in The Abacus Group, a lobbying and 
consulting firm in Manchester, NH. In 2009, he was the  
first residential builder to receive the New Hampshire  
Construction Industry Ethics Award. He was asked to  
write a satirical article for The Finish Nail and directs all 
offended readers to the publisher for apologies.

The Finnish Nail
Facebook. Twitter. This is what I am told gets you on the first 

page of Google searches. And you don’t just sign up for these things, 

you have to use them, a lot. Not to sound like a crab or anything 

but I am trying to sell half million dollar buildings. Facebook is 

people talking about what they are having for lunch. I have one 

friend who posts every mundane little detail of her entire day. 

“Takeout pizza for dinner but can’t decide on the toppings. Hubby 

likes mushrooms and the kids like sausage. Thoughts?”  

This important information gets her a dozen 

“likes.” I must be missing something.

Coming back to my point — I’m no different from 

any other builder out there. None of us should be 

trying to promote ourselves without good profes-

sional help. We’re just terrible at it. We write cliché 

riddled ad copy like little kids in third grade. Don’t 

believe it? Let’s do a BING search for “NH home builder” and 

see what we get. The first result is a seacoast builder using the 

oldest cliché in the book. Dude, we do not “turn peoples’ dreams 

into reality.” That’s impossible. We turn peoples’ basements  

into family rooms. The next builder in the search declares in big 

letters, “We build homes, not houses!” Glad we cleared that up. The 

third homebuilder site also turns dreams into reality. The fourth  

mentions dreams but doesn’t seem to turn them into anything.  

And it just gets worse the further you go.  

Being a practitioner of what I preach, I called a recommended 

guru of the infobahn. I expected a long dirty beard and robes. What 

I got was a dude with a ponytail in tie die, close enough. He clucked 

at my aging website, my last Facebook post from 2010, my absence 

from Houzz and Pinterest, my total lack of presence. “You barely 

exist!” he declared. This sounded bad. He quickly wrote a prescrip-

tion for placement on the top 50 social sites, blogs which would 

be ghost written for me, informative posts which I would know 

nothing about and pay-per-click advertising, which sounded like 

I would be found on all of the best porn sites. I wasn’t sure what I 

was buying, but I could tell it was going to be expensive.  

This whole notion of being “found” is far too complicated for the 

hammer and nail types like us. I will listen to the marketers and get 

a QR code, a mobile enhanced website and a Twitter account. I will 

trust that being followed is now a good thing. And I will use Face-

book and upload pictures of my cat Sylvester because I am assured 

this is how to sell more homes. Man, I miss the simpler times like 

they must have been in pagan Finland where Äkräs, god of fertility, 

plants and especially turnips, was the only one with any business 

turning dreams into reality.  

W
hen people tell you to stick to what you are good at, 

they are just being polite. What they are really saying 

is that you are trying to do something else at 

which you are lousy and that you should stop, immediately. 

Based on my observations, builders should stop trying to mar-

ket their companies and leave it to someone else, anyone else. 

This goes for me, too.   

I was the first builder in New Hampshire with 

a website. That was pretty progressive if I do say 

so myself. Cutting edge. My domain, tarkka.com, 

is blessedly short because I got it while there were 

still plenty of domain names available. Yes, short, 

but also incomprehensible. Had I been a good 

marketer, I would have picked something short and 

memorable.  Alas.

Tarkka is a Finnish word and it’s also a common proper 

name, if you happen to be from Finland. Every Finn from 

here to Helsinki has been trying to take my short and sweet 

little URL away from me. Evidently there’s a boatload of 

Tarkkas in this world but they weren’t quick enough to grab the 

golden ring back at the dawn of the internet. Toughä luckä boys.

Even though the name is short, no one knows how to spell it. 

This is how it goes when I am on the phone with someone: “The 

name is Tarkka Homes, one R, two Ks. No, T as in tapetoida.  

That’s Finnish for wallpaper. Yes, what? No, I’m not Finnish.  

Does it matter?” And so on.

No one knows what it means either. I could tell you that Tarkka 

is a red wine that goes particularly well with moose steak. Or I 

could say it is a disease peculiar to the lingonberry bush. If I have 

plenty of time, I might explain that the high god Ukko in the poly-

theistic religion of pagan Finland exclaimed “Tarkka!” upon finding 

a fly in his mussel soup.” You wouldn’t know and I’ve got a million 

of ‘em.  

But this only makes me a good kidder, which I like to be, and not 

a good marketer, which I know I am not. From a business perspec-

tive, this is problematic. A name like “Quality Builders of Southern 

New Hampshire” gives you a sense of competence, luxury, integrity. 

It makes you want to write checks. That’s what I should have 

called my company — something that connotes experience. Tarkka 

sounds like what you might say if you were to experience great 

pain. So yes, planting my company in the mind of the consumer is a 

challenge and like so many other builders, I shouldn’t attempt it on 

my own.  

Early websites were a snap. Put up a few pictures, a little bit of 

decent copy and an email link. Done. Of course, that was in the 

1990s, a lifetime ago in tech time. Technology quickly caught up. 

So while I used to be at the top of every internet search list, now I 

don’t even show up. Why? Because everything has changed. Today 

a website is barely the price of admission. Now you have to do 

stuff like (shudder) social media. You have to be “out there.” A lot of 

people already thought I was out there.

THE FINISH NAIL / Paul Morin

Editor’s note: Granite State Builder’s Paul Morin is on the injured-reserve list — temporarily, we hope.  
We’ve plundered the archives for a look at some of Paul’s best work. This issue’s column first ran in the fall of 2013.
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