
Join us  

at  

Vista Harbor Cruises  

323 Harbor Drive  

In Duluth, MN  
  

Boarding starts at 6:00 pm!  

Depart at 6:30, Return at 8:30  
Join us for a spectacular Dinner Cruise aboard 

the Vista Star. This outstanding meal begins 

with a mixed greens salad with balsamic 

vinairgrette dressing, and dinner rolls. The 

buffet includes Vista’s famous slow-roasted 

prime rib, champagne chicken breast, Minnesota wild rice pilaf, garlic roasted new 

potatoes, and chef’s choice garden vegetable. They top off this culinary delight with a 

special dessert. Your dinner includes soft drinks, milk, tea, and coffee. We look forward 

to seeing you on the BEST Dinner Cruise in town!  

Please RSVP by August 10th, registration is on the back page  
 

 

218-722-5707, fax 218-722-1448 or e-mail: aba@abamn.org.  

 

August 2009 

    The Scaffold 
The Scaffold is the official monthly publication of the Arrowhead Builders Association, 802 Garfield Ave., Duluth, MN 55802  

Great Lakes Vista Dinner Cruise  
August 18th  

Vista Star Boat Dock Behind the DECC 

Look inside foré 
 

 

Vista Star Dinner Cruise  
Sign up sheet  

 

BAM Past -Presidentõs Role 
Construction Codes Advisory Council  

 

NAHB Designation Courses  
Sign up today for this training  

 

New Home Sales Soar  
June sales went up 11%  

mailto:aba@abamn.org


The Arrowhead Builders Associations newsletter is the official 
publication of Arrowhead Builders Association.  This newsletter is 

published and distributed monthly to its members and others associated 

with the building industry.  Neither the advertisers, nor ABA will be 
responsible or liable for misinformation, misprints, typographical error, 

etc., herein contained.   
 

Contact Paul for advertising or article placements in the Scaffold.  
This newsletter is created for the ABA members by Paul Manning.   

Arrowhead Builders Association  

2009 Board of Directors  

 
President:  
Keith Kylmala  

Kylmala Truss  

 

Immediate Past President:  
Terry Hammack  

Anderson & Hammack Construction  

 

President Elect:  
Marty Knezovich  

Knezovich Home Design  

 

Secretary/Treasurer:  
Jim Rich  

Cities of Hermantown & Two Harbors  

 

Directors:  
Bob Bell*  

     Bell’s Remodeling  

Eric DeGonia  

     Come Alive Integration  

Tony Gagnon  

     Homestead Construction  

Frank Gerard  

     Campbell’s Do It Best  

Ray Moe  

     Raymond Moe Construction  

Curt Slowinski  

     Slowinski Construction  

Bob Wallner*  

     Retired  

Jim Wallner  

     RWC Construction  

Jill Winkler  

     North Shore Mortgage  

* Life members  

SCAFFOLD ADVERTISING RATES  

Business card size 2.5ò x 3.5ò  $150.00  
Banner ad size 1.25ò x 7.5ò   $150.00  
¼ page ï 3.75ò x 5ò or 5ò x 3.75ò  $250.00  
½ page ï 7.5ò x 5ò or 5ò x 7.5ò  $300.00  
Full Page ï 7.5ò x 10ò    $450.00  

THESE ARE SIX MONTH RATES  
 

Deadline: 20th of each Month.  
Payment of ads are billed and due upon receipt. 
Pre-payment is acceptable and appreciated. 
Credit Card Payments are available.  
 

Advertisers ï are active members of  
ABA, BAM or NAHB.  
Advertisements are to be appropriate con-tent for 
this publication.  
 

Distribution: 400 copies each month, emailed to 
ABA Members, Local HBAôs in MN, Chamber of 
Commerce, City Mayors in our area, other build-
ing trade associations  

ABA MEMBER EVENTS CALENDAR  
 

AUGUST 2009 
10 – Annual Dinner Comm. Mtg Noon ABA 

11 – Exec. Committee Meeting 7:00AM ABA 

17  – Marketing and Communication Strategies for  

  Aging and Accessibility (CAPS I) – Hermantown 

  Public Administration Building  

18  – Design/Build Solutions for Aging and   

  Accessibility (CAPS II) – Hermantown Public  

  Administration Building  

18  – Vista Star Dinner Cruise 6:00 PM by DECC  

19  – Business Management for Building Professionals 

    – Hermantown Public Administration Building  

20-21 – Green Building for Building Professionals  

  (2-day Course) – Hermantown Public   

  Administration Building  

18 – BAM Rev-n-Ride – Mankato, MN 
 

SEPTEMBER 2009 
7  – ABA Office Closed for Labor Day 

8 – Board of Directors Meeting 7:00AM ABA 

17 – Member Night Out – Ferguson Enterprises 

18 – BAM Pheasant Hunt – Rochester, MN 
 

OCTOBER 2009 
13 – Exec. Committee Meeting 7:00AM ABA 

15 – Member Night Out – Heritage Window 



 
Michael Dietzman - President 

302 Fernberg Road 

Ely, MN 55731 

218-365-5009 

mailto:michael_dietzman@mac.com 

www.borealwoodworking.com 

          JOHNSON  
      INSURANCE  
CONSULTANTS  

Jeff Coenen - President 

302 West Superior St. Ste 400 

Duluth, MN 55802 

218-722-4431 

mailto:jcoenen@jic-benefits.com 

www.jic-benefits.com 

 
Mark Wegehaupt - Manager 

367 Garfield Avenue 

Duluth, MN 55802 

218-491-7016 

mailto:markw@lifespanclosets.com 

www.lifespanclosets.com 

Welcome to our newest members! 

How Would You Like to Host a Member Night Out?  
 

We are going back to having our monthly meetings at a member’s business location. This will 

let you show off your business, and let them see your products and specialties. The following 

are some of the arrangements needed for hosting a Members Night Out:  

 Chairs and tables for at least 25 people, expect to host about 50-60 people  

 Open area to conduct a business meeting for about 30-45 minutes  

Refreshments:  

 Drinks: like beer, wine, pop, water, coffee, etc  

 Snacks: like cheese & crackers, fruit, hot hors d'oeuvres, sandwiches, etc  

  (There is no right or wrong, this does not have to be very elaborate)  

Staff Members there to answer questions about your business  

ABA Annual Dinner Party 
ñBuilding the Spirit of Givingò 

Greysolon Plaza Moorish Room 

November 19, 2009 
 

Plan now to attend our Annual Diner Party. We 

will be inducting next year’s slate of officers  

and Board of Directors . We will also recognize  

volunteers for all the work they have done this  

past year, and will be looking forward to great  

things for next year.  

Put this date on your calendar right now.  

mailto:michael_dietzman@mac.com
www.borealwoodworking.com
mailto:jcoenen@jic-benefits.com
www.jic-benefits.com
mailto:markw@lifespanclosets.com
www.lifespanclosets.com


Arrowhead Builders Association - Membership Fitness Update 

REMEMBER YOUR MEMBERSHIP DOES NOT COST, IT PAYS! 

Thank you for your continued support! 
Advantage Systems Group 2004 
Belknap Electric, Inc. 2006 
Better World Builders 2008 
Campbellôs Do It Best Center 1990 
City of Hermantown/City of Two Harbors 1997 
Duluth Stove & Fireplace 2007 
Jay Litman Construction 1994 
Johnsonôs Carpet One 2007 
Kolquist, Seitz & Goldman 1990 
London Road Rental Center 2002 
Northern Trends Building & Design 1997 
Northstar Insulating Systems 2004 
Northwoods Construction 1992 
Overhead Door of Duluth 1985 
The Carpentry Works 1992 
Vesel Construction, Inc. 1989 
 
 
June Memberships up for Renewal: 
Country Trucking & Excavating 2005 
Verizon Wireless 2008 
 
 
July Memberships up for Renewal: 
Amerigas 1998 
Bobcat of Duluth 2001 
Curtis Oil & Propane Co. 1998 
Easy Housing of Duluth 1992 
Hovland, Inc. 1992 
Miller Creek Lawn & Landscape 2001 
Seppi Bros Construction 1997 
Somrock Construction 1997 
The Fireplace Corner 1990 
WLSSD 1998 

August Memberships up for Renewal: 
AA Roll-off Services, Inc. 2007 
Arrow Lift 2007 
Hermantown Federal Credit Union 1993 
J & R Sundberg Construction 2005 
Republic Bank 1987 
United Products 1999 
 
 
September Memberships up for Renewal: 
Come Alive Audio 2005 
Comfort Systems 2000 
Custom Ste Company/ Del Zotto Products 1975 
Duluth Housing Authority 2002 
Edwin E. Thoreson, Inc. 2006 
Great Lakes Alarm & Security Products 2006 
The Home Improvement Co. 1998 
Lenard Electric, Inc. 1999 
Lipe Brothers Construction 1992 
Minde Log Construction, Inc. 1996 
Nordic Electric of Grand Marais, Inc. 2008 
Rasmussen Well Drilling, Inc. 2000 
RWC Construction, Inc. 1970 
Superior Construction Company, Inc. 1994 
US Bank 2004 
 
 
Dropped Memberships from May: 
Arrowhead Abstract & Title Co. 2005 
Beacon Bank 2002 
Grove Lawn Irrigation 2008 
Home Beautifier Co, Inc. 1969 
Lakeview Castle, Inc. 2008 
Leigh Thomas Construction 2008 
Neighborhood Housing Services 2004 

Arrowhead Builders Associationôs Mission:  
The Arrowhead Builders Association’s purpose is to support, promote,  

educate, and enhance the building industry.  

Arrowhead Builders Associationôs Vision:  
To be the region’s primary resource for the building industry and its  

customers; setting the standard for integrity, value and trust.  





Member-to-Member News! 
ABA MEMBER-TO-MEMBER Duluth Huskies Baseball 

Paul Manning, Eric DeGonia, Come Alive Integration, Tom 

Joachim , MN Department of Labor and Industry, and Bob 

Bell, Bell’s Remodeling. 

Matt Boo, Duluth Stove and Fireplace, with Barb and Emily. 

Some of the gang from Shamrock Productions. 

Sarah Johnston isn’t successful in choking Nick Luoma. 

Eric DeGonia and Patrick Granholm from 

Come Alive Integration. 

Ray & Marsha Moe, from Raymond Moe Construction. 

Sarah Johnston and Keith Kylmala, from Kylmala Truss, are 

enjoying the baseball game. The Duluth Huskies are losing , 

and Keith doesn’t like the score. 

Nick Luoma, London Road Rental, and our Membership 

Chair, arranged all the fun we were having that night. 



New Home Sales Soar 11 Percent in June  
 

Sales of new single-family houses in June 2009 were at a seasonally adjusted annual rate of 384,000, 11 percent 
above sales in May, according to estimates released jointly today by the U.S. Census Bureau and the Depart-
ment of Housing and Urban Development. The figure, however, is 21.3 percent below the June 2008 estimate of 
488,000.  
 

Sales of newly built, single-family homes rose 11 percent in June to a seasonally adjusted annual rate of 384,000 
units, according to U.S. Commerce Department numbers released today. Coming on the heels of an upwardly 
revised number for May, the gain marks a third consecutive month of improved sales activity. 
 

"The big gain in home sales last month was reflected in three out of four regions and helped shrink the inventory 
of new homes for sale to its lowest level in years," said NAHB Chief Economist David Crowe. "Even so, the pace 
of home sales in June 2009 was still more than 21 percent off the pace of sales in the same month last year, so 
we still have quite a way to go. The concern now is that complicating factors - particularly job losses, appraisal 
issues that are torpedoing more than a quarter of new-home sales, and the impending expiration of the first-time 
buyer tax credit - threaten to stifle the positive momentum." 
 

The number of newly built homes on the market declined for a 26th consecutive month in June, falling 4.1 per-
cent to 281,000 units. This marks a relatively thin 8.8-month supply at the current sales pace. 
 

New-home sales rose by double-digits in the Northeast (29.2 percent), Midwest (43.1 percent), and West (22.6 
percent) in June. Meanwhile, sales activity declined 5.3 percent in the South, which is the country's largest hous-
ing market. 
 

The median sales price of new houses sold in June 2009 was $206,200; the average sales price was $276,900. 
The seasonally adjusted estimate of new houses for sale at the end of June was 281,000. This represents a sup-
ply of 8.8 months at the current sales rate. 

2009 Rachel Manley / DuWayne Lenius Scholarship winners 
 

Delaine Wendling is the daughter of Donald Wendling of Ideal Homes of Barnum.  

Delaine is currently double majoring in English and Math at the University of Minne-

sota-Twin Cities with a GPA of 3.873.  Delaine hopes to become a high school teacher 

in both areas. 
 

Mandy Lynn Gagnon is the daughter of Tony and Cindy Gagnon of Homestead Con-

struction in Duluth. Mandy completed two years at the University of Minnesota - Du-

luth with a GPA of 3.672. She is applying to get into Pharmacy School. Her goal is to 

secure a rewarding and challenging position as a Pharmacist. 
 

Jaclyn M. Reinemann is the daughter of Jeffrey Reinemann of Thrivent Financial for 

Lutherans, and Julie Reinemann of North Shore Mortgage. Jaclyn is majoring in Biol-

ogy, and is working on a minor in Spanish, at the University of Minnesota. There she 

has a GPA of 3.879. Her goal is to become a medical doctor. 



Building Inspection ï Itemized Building Permits for the City of Duluth, MN    

  July 2009    July 2008   

 July  Year-to-Date July  Year-to-Date 

  number valuation number valuation number valuation number valuation 

New Residential                 

One family dwellings 1 53,536 14 2,646,194 1 299,771 19 4,843,048 

Townhouse                 

two family dwellings         1 190,197 5 1,120,210 

three/four family dwellings                 

five/more family dwellings             4 4,876,738 

Total New Residential: 1 53,536 14 2,646,194 2 489,968 28 10,839,996 

Hotels/motels etc.      1 8,000,800         

Other non-housekeeping     1 248,000         

Total New Non-Houskpg:     2 8,248,800         

New Non-Residential                 

amusement/recreation     1 9,575,200     1 877,842 

churches/religious                 

industrial buildings         1 1,750,000 2 4,950,000 

parking garages                 

service station/repair garage             1 640,000 

hospital/institutional             1 2,700,000 

office, bank, professional     2 1,034,300     1 580,000 

public works/utility                 

schools/educational 2 195,530 2 195,530         

stores/mercantile 1 689,000 1 689,000     2 2,279,900 

other buildings 1 68,300 14 2,662,000 4 261,400 10 333,682 

garage/carport 11 165,260 54 845,785 20 257,124 64 882,169 

structures not buildings     6 83,144 1 65,000 1 65,000 

Total New Non-Residential: 15 1,118,090 80 15,084,959 26 2,333,524 83 13,308,593 

Addition/alteration/repair:                 

alterations, residential 107 1,017,154 448 2,739,854 88 477,895 477 3,161,656 

additions, residential 5 214,431 20 1,174,002 13 465,920 45 2,723,700 

alterations, non-res 15 5,691,928 78 19,117,285 25 1,612,557 103 12,919,401 

additions, non-res 1 3,298,286 6 5,727,624 1 200,000 11 21,863,595 

roofing/siding 141 697,409 563 4,015,615 183 1,940,907 829 5,457,016 

foundation permits 5 59,198 12 1,849,739 15 232,693 30 1,024,368 

Total Addition/Alteration: 274 10,978,406 1,127 34,624,119 325 4,929,972 1,495 47,149,736 

Total Building Permits 294 12,160,831 1,237 60,640,723 361 7,753,464 1,634 71,298,325 

Total Plumbing Permits 249 1,013,360 1,005 3,405,978 220 549,400 957 3,273,028 

Total Electrical Permits 201 799,415 1,001 4,989,485 209 1,938,216 1,095 7,117,701 

Total Mechanical Permits 50 400,834 276 3,799,581 88 760,075 408 5,029,995 

Total Sign Permits 4 49,157 42 213,957 8 28,205 80 311,600 

Total Moving Permits     4   1   9   

Total Use Permits 1   7   3   17   

Total Mobile Home Permits 3 16,640 3 16,640 9   18   

Total Sprinkler Permits                 

Total Window Box Permits                 

Total Wrecking Permits 28   57           

    (units)   (units)         



Do Business with a Member 

RAY DAHL CONSTRUCTION 

RETIREMENT SALE 
4509 Solway Road 

218-348-3580 

TOOLS, SCAFFOLDS, LADDERS 

Fri.  Aug. 28, 8AM to 6PM 

Sat. Aug. 29, 9AM to 4PM 

Do you need to Amend your Return?    

 

Youôve discovered an error or determined that you are entitled to a previously unclaimed credit or de-
duction, after your tax return has been filed.  Do you need to amend your tax return?  
The IRS usually corrects math errors or requests missing forms ï such as W-2s or schedules ï when 
processing an original return. In these instances, do not amend your return.  
However, you should file an amended return if any of the following were reported incorrectly:  

Your filing status 

Your dependents 

Your total income 

Your deductions or credits 

You may also elect to amend your 2008 return if you are eligible to claim the new first-time homebuyer 
credit of up to $8,000 for a qualified 2009 home purchase.  The amended tax return will allow you to 
claim the homebuyer credit on your 2008 return without waiting until next year to claim it on the 2009 
return.  
Use Form 1040X, Amended U.S. Individual Income Tax Return, to correct a previously filed Form 
1040, 1040A or 1040EZ submitted electronically or by mail. Be sure to enter the year of the return you 
are amending at the top of Form 1040X. If you are amending more than one tax return, prepare a 
1040X for each return and mail them in separate envelopes to the IRS processing center for the area 
in which you live. The 1040X instructions list the addresses for the centers.  
The Form 1040X has three columns. Column A is used to show original or adjusted figures from the 
original return. Column C is used to show the corrected figures. The difference between the figures in 
Columns A and C is shown in Column B. There is an area on the back of the form where you explain 
the specific changes being made to the return and the reason for each change.  
If the changes involve other schedules or forms, attach them to the Form 1040X. For example, if you 
are filing a 1040X because you have a qualifying child and now want to claim the Earned Income 
Credit, you must attach a Schedule EIC to show the qualifying person's name, year of birth and Social 
Security number.  
If you are filing to claim an additional refund, wait until you have received your original refund before 
filing Form 1040X. You may cash that check while waiting for any additional refund. If you owe addi-
tional tax for 2008, you should file Form 1040X and pay the tax as soon as possible to limit interest 
and penalty charges. Interest is charged on any tax not paid by the due date of the original return, 
without regard to extensions.  
Generally, to claim a refund, you must file Form 1040X within three years from the date you filed your 
original return or within two years from the date you paid the tax, whichever is later.  
Form 1040X and instructions are available at IRS.gov or by calling 800-TAX-FORM (800-829-3676).  
 
Link:  
Form 1040X, Amended U.S. Individual Income Tax Return 

http://www.irs.gov/pub/irs-pdf/f1040x.pdf




BAM Leader Appointed To State Construction 

Codes Advisory Task Force  
 

BAM Past President Kathe Ostrom, of C.N. Ostrom & Son, was appointed by 
Governor Tim Pawlenty to sit on the stateôs Construction Codes Advisory 
Council. The Council is a formal advisory board for the Construction Codes 
and Licensing Division (CCLD) of the Minnesota Department of Labor and 
Industry (DOLI).   
 
In June, the Council raised a number of residential construction issues that 
will be discussed further and may impact the 2010 legislative agenda.  
 
1. Advisory Task Force on Employee Misclassification 
The Department of Revenue and DOLI are looking to analyze why large 
numbers of sole proprietors decided to become LLCôs rather than file the 
sizeable amount of paperwork required to obtain the ñindependent contractor 
exemption certificate.ò Because of the public policy failure, they now want to 
study the issue and bring recommendations to the legislature on what can be 
done. The department is seeking individuals who are willing to serve on a 
task force. If you are a BAM member and interested in serving on the Mis-
classification of Workers Task Force please contact Pam Perri Weaver, Ex-
ecutive Vice President of BAM, at pamw@bamn.org.  
 
Membership of the Advisory Task Force on Employee Misclassification is 
outlined in Senate File 2081 proposed during the 2009 legislative session. It 
names the following members: the commissioner or designee from (1) DOLI; 
(2) the Department of Employment and Economic Development; (3) and the 
Department of Revenue, and (4) the attorney general or designee; (5) a rep-
resentative appointed by the Minnesota County Attorneys Association; (6) 
two members who are members of a labor organization that represent mem-
bers who perform public or private sector commercial or residential building 
construction or improvement services; (7) a commercial general contractor 
or representative of general contractors; (8) a residential general contractor 
or representative of general contractors; (9) a commercial subcontractor or 
representative of subcontractors; (10) a residential construction subcontrac-
tor or representative of subcontractors; and (11) up to three additional mem-
bers who perform commercial or residential building  and construction or im-
provement services including one member who is an independent contractor 
with a current independent contractor certificate; one member who is a lim-
ited liability corporation; and one member who is an employee. 
 

Continued on page 12 

mailto:pamw@bamn.org


BAM UPDATE Continued from page 11 

 
The Task Force will be required to complete their work by this December and is expected to 
meet three or four times this summer and fall. The letter establishing the task force can be 
viewed online by visiting: http://www.bamn.org/Documents/DOLIAdvisoryTaskForceLetter6-29-
09.pdf  
 
2. Home Warranty Task Force 
DOLI is going to try and come up with a solution to the ñhome warrantyò issue.  In one of the five 
veto messages delivered to the legislature regarding the home warranty bills, Governor 
Pawlenty told the legislature, ñI support provisions in the bill that would bring interested parties 
together to develop a timely and prescriptive process for resolving homeowner warranty dis-
putes without litigation. My administration will move forward with that process even though this 
legislation was vetoed.ò You can see the veto message online at: http://
www.governor.state.mn.us/stellent/groups/public/documents/web_content/prod009554.pdf  
 
If youôre a BAM member and interested in participating in the home warranty task force please 
contact Pam Perri Weaver at pamw@bamn.org.  

Online Registration for 2010 Builders' Show Opens August 1
st

   

 

Online registration and housing for the 2010 International Buildersô Show(IBS) in Las Vegas on 
Jan. 19-22 ð the single, most important and largest industry event of the year ð is now open, 
and NAHB is offering red hot deals on housing and exhibit passes to members who register early.  
 

Hotel Rooms Less Than $200 a Night ñ Register and Request Housing by Aug. 31   

Rooms at all the Las Vegas Hotels in the NAHB convention hotel block are available for under 
$200 a night once registration and housing open on Aug. 3. These rates are only guaranteed to 
attendees who register for IBS during August. Room deposits for registrations made in August will 
not be charged until December.  
 

Free Exhibit Passes for NAHB Members ñ Register by Dec. 11   

NAHB members will be able to walk the show floor for free all four days of the show, if they regis-
ter by Dec. 11. The exhibits will feature the industryôs leading suppliers displaying their latest inno-
vations. Show exhibitors will also be available to discuss attendeesô specific challenges.  
 

First -Time Member Attendee Registration ñ Reduced   

Members who plan to attend IBS for the first time are eligible for the first-time attendee registration 
rate of $100, which enables them to attend any of more than 175 educational seminars and tour 
the exhibit floor all four days.  
 

One - and Two -Day Education Passes   

New at IBS, attendees can purchase one- or two-day passes for IBS education seminars. Passes 
will be available for education sessions held from Tuesday through Thursday, Jan. 20-22. All 
seminars on Friday, Jan. 23, are free. To take advantage of these passes, attendees must choose 
the day(s) they will purchase when registering for the show.  
 

For more information and to register, visit the IBS Web site at www.BuildersShow.com beginning 
Aug. 3.  

http://www.bamn.org/Documents/DOLIAdvisoryTaskForceLetter6-29-09.pdf
http://www.bamn.org/Documents/DOLIAdvisoryTaskForceLetter6-29-09.pdf
http://www.governor.state.mn.us/stellent/groups/public/documents/web_content/prod009554.pdf
http://www.governor.state.mn.us/stellent/groups/public/documents/web_content/prod009554.pdf
mailto:pamw@bamn.org
http://www.buildersshow.com/Home/Page.aspx?pageID=1
http://www.buildersshow.com/


Blood Clots/Stroke  
They Now Have a Fourth Indicator, the Tongue  

 

If everyone can remember something this simple, we could save some folks. 
 

A neurologist says that if he can get to a stroke victim within 3 hours he can totally 

reverse the effects of a stroke...totally. He said the trick was getting a stroke recog-

nized, diagnosed, and then getting the patient medically cared for within 3 hours, 

which is tough. 
 

RECOGNIZING A STROKE 
 

Thank God for the sense to remember the '3' steps, STR . Read and Learn! 
 

STROKE:  Remember the 1st Three Letters ... S.T.R.  
 

Now doctors say anyone can recognize a stroke by asking three simple questions: 
 

S * Ask the individual to SMILE.  
T * Ask the person to TALK and SPEAK A SIMPLE SENTENCE 
(Coherently, i.e. It is sunny out today.)  
R *Ask him or her to RAISE BOTH ARMS.  
 

If he or she has trouble with ANY ONE of these tasks, call emergency number imme-

diately and describe the symptoms to the dispatcher. 
 

New Sign of a Stroke -------- Ask the person to 'stick' out his tongue.. If the tongue is 

'crooked', if it goes to one side or the other, that is also an indication of a stroke. 

 





IRS Stakeholder Liaison presents: 
 

Everyoneôs at Risk ï Combating the Increasing 
Threat of Online Fraud and Identity Theft 

 

Date: August 19, 2009 
Cost: FREE Toll free:   1-800-683-4564 

Location: The convenience of your home or office 
 

Learn about: 

IRS identity protection efforts 

Process for reporting tax-related identity theft 

Victim assistance 

IRS efforts to combat online fraud targeted at taxpayers 

How to report phishing schemes targeted at taxpayers 
 

Sign up now for the event of your choice 

 
Register at www.attevent.com. Reservations are limited, so register early. 
You will receive a Personal Identification Number to join the conference. 
If you have never registered with AT&T for a prior phone forum, you will first need to click on create 

a profile. 
If you require special accommodations, (for example, Braille, large print or interpreter services) 

please contact Brian Finn at nationalphoneforum@irs.gov.    
You will receive presentation materials by e-mail on the day before the forum. If you do not re-

ceive this e-mail by noon the day before the event, please e-mail us at nationalphonefo-
rum@irs.gov to request the materials. 

 

Dial in on August 19, 2009   
 

Dial in at least five to ten minutes before the scheduled time. Those who are first to arrive will be 

assured participation.  Once all available lines are taken, no additional participants will be able to join 
the session. 

Enter your access code, then the pound (#) sign. 

Enter your PIN, then the pound (#) sign. 

Your line will be placed on hold until the conference begins. 

 
A question and answer period will follow the presentation. However, due to the public nature of the 
call, we will not be able to address specific client issues.  

 

Questions? E-mail nationalphoneforum@irs.gov 

CONFERENCE ACCESS CODE   CENTRAL TIME ZONE     

760853   9 a.m.     

648527   Noon     

353052   3 p.m.     

http://www.attevent.com/
mailto:nationalphoneforum@irs.gov
mailto:nationalphoneforum@irs.gov
mailto:nationalphoneforum@irs.gov
mailto:nationalphoneforum@irs.gov


The Weight of the Web  
Having an online presence isn't enough  

Customers and closings must follow 

By: Jerry Rouleau 
 
Like consumers in almost every industry, homebuyers often use the Internet to shop. According to some esti-
mates, more than 80 percent of all new homebuyers begin their search online. In addition, industry statistics and 
surveys show that Internet leads are the best and least expensive source for new clients. Builders and Realtors 
should not only understand how to create a Web presence but also how to maximize that presence and turn it 
into a sale. 
 
In some cases, Realtors and builders will seek help from a Web designer with a combination of experience, back-
ground and understanding of marketing - plus some housing industry know-how. Other times, business owners 
will attempt their own Web design. Whether you decide to hire a designer or do the work yourself, understanding 
today's online consumers will help you deliver your message effectively. This is true whether you're dealing with 
your first online project or looking to improve your current Internet image. 
 
A seven-second window 
For many consumers, a Web site has fewer than seven seconds to make a positive impression. If it fails to do so, 
consumers will move on. Because of this, business owners should ask themselves the following questions: 

·    Does my home page make an immediate positive impact? 
·    Am I selling a lifestyle? 
·    Do I represent homebuyers from different backgrounds adequately? 

 
Remember that marketing isn't just about you; it's also about your customers. Your Web site's home page should 
be attractive enough to encourage consumers to spend time looking around the site and informative enough to 
answer their main questions. You could have the best product, but until you grab consumers' attention, you will 
never be able to prove it. The idea is to make the site as sticky as possible. 
 
Though it's important to address consumers' questions and desires, it's also important to realize that many home-
buyers choose who they will buy from based on who that person is and how they represent themselves. Make 
sure to inform potential clients about your past successes, your community-service efforts and your personal hob-
bies. Promote your personal narrative, your staff specialists and your service. Use testimonials and industry af-
filiations to your advantage. The idea is to make a connection and to build trust and confidence. When prospec-
tive clients feel as if they like you, they are much more apt to do business with you. 
 
In many cases, music and videos distract consumers, and gaudy design can cause Web shoppers to click away 
quickly. Web sites that take too long to load also are likely to fail. If you want to use video and audio elements, 
allow users the option of selecting those items rather than having them launch automatically. 
 
Also make sure to update your site often. A good Web site is never complete. It's a living thing that reaches its 
potential only with new and interesting material. Maintaining a blog is another way to keep information on your 
site current. This can be done on the site itself or through a third-party service. 
 
Drive traffic 
The time and effort you put into Web design won't matter unless people find your site. The following list offers 
some simple ways to drive traffic to your site: 

1. Post comments to blogs other than your own. Make sure to include your name, your company and Web ad-

dress whenever possible. 
2. Place resource links on your site. This adds value to users, who may end up thinking of your site as an im-

portant Web tool. Consider linking to community events, local school districts and government agencies, and any-
thing else about which homebuyers in your area should be aware. 
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3. Ask others to link to your site. Request that your business and referral partners, suppliers, vendors and or-
ganizations to which you belong link from their Web sites to yours. 
4. Join online social networks and link from there to your site. 
5. Consider business-directory listings and ads in the phone book. It might seem antiquated, but the phone 
book still represents an important research tool for many consumers. It's OK to drive traffic from a printed page to 
the Web. Generally speaking, phone-book listings also appear in the associated directory's online pages. 
6.  Post your company's news releases on appropriate public relations sites. These releases often get picked up 
by other Web sites and can improve your Internet search rankings. 
Research which keywords home buying customers use in their Internet searches and consider purchasing pay-
per-click advertisements on popular search engines. These ads can appear next to keyword search results for 
the products you offer. 
Create leads 
Beyond getting people to your Web site and keeping them there, it's also crucial to turn the best prospects into 
business. One way to do this is to include a contact button on each page of your site. This makes it easy for cus-
tomers to get in touch with you, especially via e-mail. When they do reach out, make sure to respond quickly. 
 
According to one survey, when customers submit information online, 21 percent expect an instantaneous re-
sponse, 44 percent expect a response within 40 minutes, and 100 percent expect a response within one day. 
 
Think of your site as a lead-generator and demand its top performance. Make sure to track your Web site statis-
tics, including the number of unique and new visitors and the amount of time spent on the site. Relate those sta-
tistics to the number of clients you gain from the site and make adjustments as necessary. 
 
Another great way to utilize your Web site is to include hidden pages where you post special information or data 
to which you wish to control access. This can be ideal for forms, sample quotes or contract examples. When you 
meet customers in the field, you can let them know specific Internet addresses - make them easy to remember - 
where they can find items invisible to other site visitors. 
 
Finally, make numerous attempts to collect customers' information - if only an e-mail address and first name - but 
do so without disturbing their Web experience. A strong e-mail database can represent powerful currency both 
today and as the market recovers. Create newsletters, articles, special promotions and seasonal specials that 
call site visitors to action and entice them to share their contact information. 
 
Having a Web site is one thing. Making that site an attractive lead-generating machine is quite another. Builders 
and realtors should understand how to drive Web users to their sites, how to keep them there after they arrive, 
and how to turn shoppers into customers. 
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