
Join us at  

The Edgewater  
2400 London road 

In Duluth, MN  
 

Social time starts at 5:30 pm! 

 Dinner starts at 6:30 
 

Please join us for our next Member Night Out. 

We will be at The Edgewater Conference 

Center, 2400 London Road, in Duluth. Doug 

Anderson, from Minnesota Resource 

Conservation, will be speaking on ñTax 

Credits for Energy Efficient New Homes (even 

retro-actively)ò. We will be having a buffet 

dinner at the Edgewater Conference Center 

with our meal provided by savories Catering. You must let the ABA office know how 

many are coming by February 12th.   
 

The cost will be $22.50 per person. 
 

Please call, e-mail, or fax your RSVP to the ABA office today! 218-722-5707, fax 218-722-1448, 

or e-mail: aba@abamn.org. Just let us know who and how many are coming. 

February 2009 

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

Look inside foré 
 

Homes on Parade  
Last days to register your Parade home  

 

Member Benefits  
Benefits you receive as ABA members  

 
BAM State Convention  

February 27 thru March 1, 2009  
 

Green Building Professional 
Designation Course sign up sheet  

ABA Member Night Out 
February 19th  

Edgewater Conference Center 



 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.   

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 building trade associa-
tions. 

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*  

Bellôs Remodeling 

Jim Carlson*  

Retired  

Eric DeGonia 

Come Alive Audio 

Tony Gagnon 

Homestead Construction 

Frank Gerard 

Campbellôs 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   

ABA MEMBER EVENTS CALENDAR  
  

 FEBRUARY 2009 
10  ï Exec. Committee Meeting 7:00AM ABA 

12  ï Govôt Affairs Comm. Mtg 5:15p Green Mill  

19  ï Member Night Out at The Edgewater  

23-25 - Certified Green Professional Training 

   Hermantown Public Admin. Facility 

27-28 - BAM Annual State Convention  

   Cragunôs Resort in Brainerd 
 

MARCH 2009 
1 ï BAM Annual State Convention 

   Cragunôs Resort in Brainerd 

3 ï Golf Committee Meeting 5:15pm Green Mill 

9-11 ï Energy Design Conference DECC 

10  ï Board of Directors Meeting 7:00AM ABA 

16  ï Annual Dinner Committee Mtg Noon ABA 

19  ï Annual BAM Builder Day at State Capitol 

19  ï Member Night Out at The Pickwick  
 

APRIL 2009 
1-6  ï 43rd Annual Home & Builder Show DECC 

13  ï ABA Office Closed for Easter Monday 

14  ï Exec. Committee Meeting 7:00AM ABA 

16  ï Meting of the Mayors, Black Woods, Proctor 
 



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

educate, and enhance the building industry. 
 

Arrowhead Builders Associationôs Vision: 
To be the regionôs primary resource for the building industry and its 

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

Presidentôs Column 
 

Have you visited a doctor lately?  If you have, perhaps you noticed 

that after the MD title there will be many other designations.  These 

other designations show that the doctor has had extra training.  They 

have bettered themselves so that they can provide better care for their 

patients. 
 

We as members of the Arrowhead Builders Association have the opportunity to bet-

ter ourselves and earn nationally recognized designations through NAHB.  What a 

better way to distinguish yourself from your competition than by showing that you 

have bettered yourself through education.  This in turn will help you do a better job 

for your customers and help to make your business grow and be more profitable. 
 

There is an opportunity for you to earn one of the designations right here in Du-

luth.  On February 23, 24, and 25, 2009 the ABA will be offering the course to earn 

your Certified Green Professional (CGP) designation.  This designation course 

will be taught by Mike Weiss CAPS, CGR, CGB, GBI, GMB.  Mike has quite the 

list of impressive designations after his name.  Do you think a prospective customer 

takes note when they see Mikeôs business card?  My guess is they do and they ask 

him what do these mean.  Now mike has the opportunity to really sell himself and 

his company.  You can find out about all the designations offered by NAHB at the 

following link http://www.nahb.org/page.aspx/category/sectionID=119.  
 

These courses are appropriate for not only our builder members, but also our associ-

ate members.  Remember that anything you can do to differentiate yourself from the 

competition will help you earn more jobs.  Please take advantage of this opportunity 

so close to home. 
 

Have a great February!    
 

Keith Kylmala 

Kylmala Truss 

http://www.nahb.org/page.aspx/category/sectionID=119


The Scaffold Special 
Ad space for a monthly contract at HALF OFF: 
 

Business card size  2.5ò x 3.5ò     $15.00 

Banner ad size   1.25ò x 7.5ò          $15.00 

¼ page     3.75ò x 5ò or 5ò x 3.75ò  $25.00 

½ page     7.5ò x 5ò or 5ò x 7.5ò  $30.00 

Full Page    7.5ò x 10ò              $45.00 

Welcome to our newest members! 
  

Andrew Genereau Construction 

& Restoration 
 

Andrew Genereau - Owner 
 

3901 Crosby Road 

Cloquet, MN 55720 

218-879-7550 

ag4@q.com 

 

Hinks Construction 
Nate Hinks - Owner 

5005 Canosia Road 

Saginaw, MN 55779 

218-428-1710 

hinksconstruction@hotmail.com 

www.hinksconstruction.com 
 

Seamless gutters manufactured on site 

Vinyl siding 

New Construction, remodeling, additions,  

 updates 

http://www.overheaddoor.com/
mailto:ag4@q.com
mailto:hinksconstruction@hotmail.com
http://www.hinksconstruction.com


Arrowhead Builders Association - Membership Fitness Update 

REMEMBER YOUR MEMBERSHIP DOES NOT COST, IT PAYS! 

Thank you for your continued support! 
Arrowhead Flooring Installations 2007 
Back To Basics Construction 2004 
Bayfront Builders, Inc. 2004 
Carlson Floor Center, Inc. 2006 
Common Ground Deconstruction & reuse 2005 
Countrywide Home Loans 2004 
Don Mitchell Construction 2007 
Duluth Window & Closets 1979 
Dusty Johnson Contracting & Design 2005 
Great Lakes Stone Supply, Inc. 2003 
Heisel Bros, Inc. 1996 
Johnson Mertz Appliance, Inc. 2005 
Kraemer Construction, Inc. 2006 
Lindquist & Company 1993 
Mesabi Masonry 2003 
Minnesota Power 1981 
Out There Advertising, Inc. 2004 
Pete Cagle Construction 2007 
Reliable Agency, Inc. 2006 
Robôs Custom Cabinetry & Millwork 2002 
Shamrock Productions, Inc. 2008 
SIMCO 2006 
Solid Rock Masonry 2006 
Ziegler Rental, Inc. 2000
  
  
December Memberships up for Renewal: 
Billman Home Center 1987 
Krause Sheet Metal & Heating 2001 
 
January Memberships up for Renewal: 
All American Builders, Inc. 1991 
City of Duluth Building Safety 1974 
DWR Contracting 1988 
Floor to Ceiling Store 2004 
Legacy Custom Homes 2001 
Premier Builders & Development, Inc. 2006 
 
February Memberships up for Renewal: 
A-1 Seamless Gutters 2003 
Anderson Windows, Inc. 1987 
Big Bay Construction, LLC 1996 
Bruckelmyer Brothers 1996 
Bullyan Homes 1996 
Express Employment Professionals 2007 
Juten General Contracting 1996 
Kuepers, Inc. 2007 
Meteek Company 1978 
Nichols Residential Development 2007 

(February Continued) 
 
Nordby Builders, Inc. 2008 
Northland Structures 2007 
On-Site Professional Cleaning 2007 
Providence Home Building & Design 2008 
Raymond Moe Construction, Inc. 1995 
R-Tech Insulation 2006 
Soderholm Construction 2005 
Spirit Valley Land Company 2007 
Summit Spray Foam/DBA Duluth Roofing Co. 2006 
Tim Anderson Construction 2006 
Walsh Building Products Company 1976 
Zierden Builders 2003 
 
March Memberships up for Renewal: 
Abbott Construction 2003 
AGSTAR Home Mortgage Services 2004 
Beachcomber Twin Ports 2004 
Caribou Cabin Services, LLC 2007 
Circuits Plus, LLC 2007 
Code Plus Construction, Inc. 2001 
Empire Homes, LLC 2006 
Energy Plus 1991 
Gerzinôs Wood Wizards 1994 
Granite Works 2003 
Hidden Springs, LLC 2007 
Ideal Homes of Barnum 2003 
John Lucia Construction 2001 
Lafarge North America 2001 
Manion Truss & Components 2001 
RLK, Inc. 2002 
Superior Glass, Inc. 2006 
The Woman Today 1999 
Town & Country Builders 1990 
Twin Ports Waterproofing 2007 
Veit Demolition Landfill Services 1999 
Wells Fargo Home Mortgage 1997 
Women In Construction 2006 
 
Dropped Memberships from November: 
Basement Savers 2005 
Dwight Swanstrom Insurance 1988 
Jeff Nelson Construction 2003 
Morinôs Siding and Window 1987 
UBS Financial Services 2006 



ARROWHEAD BUILDERS ASSOCIATION  
Committee Descriptions 

 

Marketing Committee: 
Works to increase ABAôs visibility.  Promotes ABAôs professional image using various media. 

Assists other committees and task forces in communicating their message. 

Considers using a public relations firm for creative assistance with various events. 

Conveys to the community all of the events, services, and programs the ABA provides. 

Publicizes member recognition. 
 

Membership Committee:  
Recruits new members and helps to retain current members. 

Develops membership drives and other methods to recruit new members. 

Conducts New Member Orientation sessions. 
 

Education/Scholarship Committee: 
Provides education and continuing education for ABA members, general public, and others in the 

building industry. 

Provides educational opportunities with Members Night Out task force. 

Reviews Scholarship applications and chooses recipients. 
 

Government Affairs Committee:  
Monitors local, state, and national government issues affecting the building industry. 

Provides a voice to government officials to communicate our issues. 
 

Special Events/Summer Picnic Committee: 
Responsible for coordinating and implementing task forces relating to special events. 

 

DuWayne Lenius Annual Golf Outing Committee: 
Planning of the annual golf outing including date, time, location, prizes, sponsors, etc. 

 

Homes on Parade Committee: 
Plans and promotes event, including setting guidelines for participation, fee structure, deadlines, 

ways to increase builder participation, and increasing traffic. 
 

Home Show Committee:   
Works closely with the production company and ensures a positive relationship. 

 

Annual Dinner Party Committee:   
Planning of the annual dinner party including date, time, location, entertainment, sponsors, etc. 

 

Remodelers Committee:   
Represents the remodeling industry in the local ABA through national RemodelorsÊ membership. 

This committee addresses issues that are important to the remodeling industry.  

 

If you are interested in joining any of the committees listed above or would like more information, please 

free to contact the ABA office by phone or email. 





As an NAHB benefit, members have access to discounts and savings op-

portunities offered by many top companies. All programs, rates, and 

prices are subject to change without notice. 
  

When making contact, the companies below request that callers identify 

themselves as members of the National Association of Home Builders. 
 

For more information about NAHBôs Member Advantage, contact Tiffany 

Lindsley at 800-368-5242 x8273 or via e-mail at tlindsley@nahb.com. 

Omaha Steaks 
GM Exclusive 

Offer 

UPS 

 

Wyndham Hotel Group 

DellÊ Computer 

Corporation 

Bank of America 

Financial Services  FedEx 

Endless Vacation Rentals 

Williams Scotsman 

Paychex® Payroll 

Processing 

Office Depot 

Hertz Rental Cars 

Solveras Payment Systems 

Pitney Bowes 

Yellow Freight 

Roadway Express 

www.nahb.org/careers 

Continental Western Insurance 

The Builders Group (TBG) 

SuperAmerica SuperFleet 

Verizon Wireless  SmartSearch 

mailto:tlindsley@nahb.com
http://www.osincentives.com/promo/nahb
http://www.nahb.org/generic.aspx?genericContentID=35284
http://www.nahb.org/generic.aspx?genericContentID=35284
http://www.dell.com/content/topics/promo.aspx/assoc/nahb?c=us&cs=04&l=en&s=bsd
http://www.savewithups.com/nahb
http://www.savewithups.com/nahb
http://www.nahb.org/generic.aspx?genericContentID=108111
http://www.nahb.org/generic.aspx?genericContentID=108111
http://www.dell.com/NAHB
http://www.dell.com/NAHB
http://www.nahb.org/generic.aspx?genericContentID=1711&sectionID=147
http://www.nahb.org/generic.aspx?genericContentID=1711&sectionID=147#mastercard
http://www.nahb.org/generic.aspx?genericContentID=1711&sectionID=147#mastercard
http://www.1800members.com/new/NAHB
http://www.1800members.com/new/NAHB
http://www.nahb.org/generic.aspx?genericContentID=108121
http://www.nahb.org/generic.aspx?genericContentID=108121
http://www.willscot.com/products/mobile-offices.html
http://www.willscot.com/products/mobile-offices.html#williams
http://www.paychex.com/partnerspres/payroll/5685/index.html
http://www.paychex.com/partnerspres/payroll/5685/index.html#paychex
http://www.paychex.com/partnerspres/payroll/5685/index.html#paychex
http://www.officedepot.com/promo.do?file=/promo/pages/0302_hoa2.jsp
http://www.officedepot.com/promo.do?file=/promo/pages/0302_hoa2.jsp
http://www.nahb.org/generic.aspx?genericContentID=1714
http://www.nahb.org/generic.aspx?genericContentID=1714
http://www.solveras.com/nahb
http://www.solveras.com/nahb
http://www.nahb.org/generic.aspx?genericContentID=1715
http://www.nahb.org/generic.aspx?genericContentID=1715
http://www.1800members.com/new/NAHB
http://www.1800members.com/new/NAHB
http://www.1800members.com/new/NAHB
http://www.1800members.com/new/NAHB
http://www.nahb.org/generic.aspx?genericContentID=51501
http://www.nahb.org/careers
http://www.cwgins.com/
http://www.tbgmn.com/
http://www.superfleet.net
http://www.verizonwireless.com/b2c/index.html
http://www.verizonwireless.com/b2c/businessSolutions/mybiz/index.jsp
mailto:dan.perrine@smartsearch.info




 

  

 

 

 

 

 
February 6, 2009 

 

Consider this a conversation starter... 

A number of recent articles and conversations about cost cutting and surviving v. thriving seem to me 

like a rally cry that we all need to "cowboy up" and shed our frustrations and get on with business in 

2009. Our work plans start and end with strategy. Yes, that strategy may involve cost cutting. Okay, it 

probably involves cost cutting. But what I have learned in a blog post by Scott Anthony of Harvard 

Publishing, in what he calls "The Great Disruption" is that companies can't afford to stand still. From a 

marketing perspective I couldn't agree more. Those of us that hunker down during 2009 may live to tell 

the tale, but those that only hunker down and fail to plan for the future will lose members and opportu-

nities and may well become markedly less relevant in the new marketplace when the economy starts to 

cooperate again.   
   

So let me ask you, "What are you doing to contain or cut costs to get through 2009?"  
 

I received this question in an email the other day. It came with the promise that answers would be 

shared anonymously among those of us willing to throw our ideas into the conversation.  
 

I'm tossing out a couple of thoughts based on the experiences I've had which often have been shaped by 

the need to hang on, start small, and gain buy-in. Today I firmly believe in the bifurcated strategy of 

cutting costs to survive right now, but simultaneously in bringing new things to life in our environment 

so that we might also thrive.  
 

Ideasé 
 

Involve the people who will be affected by the change ï the cost cutting ï in the meaningful work 

of figuring out how to do it. Engage people in talking about the circumstances and the options for mak-

ing things better. Let them influence the decision making. The outcome: they are likely to come up with 

the same ideas a leader or leadership team may be tempted to invoke unilaterally ï maybe even better 

ideas ï but they will own them. When they own them they are more likely to help make the ideas 

work.  
 

Pay attention to the potential long-term damage being done by short-term solutions. Cost cutting is 

scary, distracting business. Productivity will suffer in the short term. That can ripple out. Commit to 

your work and your job and continue to make progress.  
 

Think "health reform" not "band aids". No organization can cost cut its way to greatness. Every 

organization wastes some resources. It always makes sense to be looking for ways to minimize spoil-

age, and not just when the economy is bad. Sometimes ï like now ï the only way for some businesses 

to survive is to cut to the bare bones and find ways to stretch dollars and people as thin as possible 

without snapping. But that's not a formula for a vibrant future. The organizations I've seen do this most 

successfully cut surgically, thinking simultaneously about what it will take to refocus on growth strate-

gies as soon as possible. 

http://www.mmsend2.com/ls.cfm?r=13665325&sid=5816547&m=659259&u=NAHB_gab&s=http://discussionleader.hbsp.com/anthony/2008/12/innovating_in_the_great_disrup.html


$15,000 Home Buyer Tax Credit at Risk 
 

Call your Senators at 1-866-924-NAHB (6242) and tell them to preserve  
the entire $15,000 credit in the Senate version of the economic stimulus bill 

 

The Senate, as it tries to wrap up consideration of its version of the economic stimulus 
bill, will take the first of several votes on Monday evening.  A bipartisan compromise was 
crafted after intense negotiations to ensure that the Senate stimulus plan has enough 
votes to pass.  At this point, the Senate compromise contains the $15,000 home buyer 
tax credit adopted last week.  However, there has been talk that the credit could be 
scaled back before the Senate casts its final vote on Tuesday.  

We cannot let this happen.  As you know, the House-passed stimulus bill only eliminated 
the repayment requirement on the current $7,500 first time home buyer tax credit.  It is 
critically important that the entire $15,000 home buyer tax credit be included in the 
Senate-passed bill so we are in the strongest position as the House and Senate begin 
conference negotiations to hammer out a final stimulus bill.  
 

Beginning the morning of Monday, February 9, please call your Senators at 1-866-924-
NAHB (6242) and tell them to preserve the entire $15,000 credit in the Senate version 
of the economic stimulus bill. 
 

1-866-924-NAHB (6242) Hotline Instructions 
After listening to a brief message about the tax credit, you will be asked to enter your zip 
code so that you can be connected to your House and Senate legislators.  The tax credit 
message should only go to your Senators.  So, after the prompt, please press "2" to skip 
your Representative and be connected to your first Senator.  After you speak to your first 
Senator, simply stay on the line to automatically be connected to your second Senator.   
If you have any questions or feedback, please email builderlink@nahb.com. 
 

Thank you for your continued support with this effort! 

http://www.mmsend2.com/ls.cfm?r=143138657&sid=5820018&m=659715&u=NAHB_boyce&s=http://www.nahb.org/fileUpload_details.aspx?contentID=110473
http://www.mmsend2.com/ls.cfm?r=143138657&sid=5820018&m=659715&u=NAHB_boyce&s=http://www.nahb.org/fileUpload_details.aspx?contentID=110473
mailto:builderlink@nahb.com


  

  

 

 

Monday and Tuesday, February 23 & 24 
Green Building for Building Professionals (2-day Course) 
Learn how green homes provide buyers with lower energy costs and 
higher value. This 2-day course for building professionals discusses 
strategies for incorporating green-building principles into homes with-
out driving up the cost of construction. You will learn how green 
homes provide buyers lower maintenance, better indoor air quality and 
better long-term value. Techniques are also discussed for competitively 
differentiating your home products with increased indoor environ-
mental quality as well as energy and resource efficiency. There are 12 
hours of Continuing Education Credits for this course, 2 hours are En-
ergy Code related. You must attend both days for these credits. 

 

Wednesday, February 25 
Business Management for Building Professionals 
Topics include: planning, organizing, staffing/directing, controlling; 

basic management tools such as developing a business plan and imple-

menting procedures to monitor efficiency and profitability. There are 6 

hours of Education Credits for this course. 

 

REGISTER BY February 9, 2009 

 
------------------------------------------------------------------------------------------------------  
 

Company Name:_________________________________________ Address:_________________________________________ 

 

Phone:_____________________ Fax:____________________Cell:_____________________ Email:______________________ 

 

Names of those attending:  2/23 & 24______________________________________  2/25_____________________________ 

 

Charge to my credit card:  Type____________ #__________________________________ Exp:_____________ CVV2* __ __ __ 

 

Address on account:______________________________________ Your Signature: X__________________________________ 

 

Detach and mail with payment to: Arrowhead Builders Association - 802 Garfield Ave - Duluth, MN 55802 
*3 digit security code located on back of card near signature 

CGP COURSES 
February 23, 24, 25 2009 

8:30 - 4:30 PM (includes lunch & breaks) 
 

Instructor:  M.M. (Mike) Weiss, CAPS, CGR, CGB, GBI, 

GMB 

 

Hermantown Public Administration Facility  

5105 Maple Grove Road, Hermantown, MN 55810 
 

Cost for Green Building:      $400 NAHB Members 

 (2 day course Mon. & Tue.)       $450 Non-Members 

 

Cost for Business Management: $200 NAHB Members 

 (1 day course Wednesday)       $225 Non-Members 

What is CGP? 
The National Association of Home 

Buildersô Certified Green Professional 

designation recognizes builders, remod-

elers and other industry professionals 

who incorporate green building princi-

ples into homesð without driving up 

the cost of construction. Class work 

leading to the designation provides a 

solid background in green building 

methods, as well as the tools to reach 

consumers, from the organization lead-

ing the charge to provide market-driven 

green building solutions to the home 

building industry.  

As a graduate of this course,  

you will be able to:  
 

Locate and design green building devel-

opment sites.  
 

Control moisture and durability for each 

component of the building envelope 

effectively.  
 

Employ resource-efficient materials to 

achieve comfortable, safe and sustain-

able buildings.  
 

Strategize ways to meet, exceed and 

verify green building energy efficiency 

requirements.  
 

Implement indoor and outdoor water 

conservation practices.  
 

Achieve indoor air quality.  
 

Consider green building objectives in a 

remodeling project.  
 

Explain a homeownerôs and builderôs 

role in effective operation and mainte-

nance of a green home.  
 

Apply successful business management, 

marketing and sales strategies to sell 

green.  



Building Inspection ï Itemized Building Permits for the City of Duluth    

  January 2009   January 2009  

 January Year-to-Date January Year-to-Date 

  number valuation number valuation number valuation number valuation 

New Residential                 

One family dwellings         2 497,735 2 497,735 

Townhouse                 

two family dwellings         1 415,475 1 415,475 

three/four family dwellings                 

five/more family dwellings                 

Total New Residential:         3 913,210 3 913,210 

Hotels/motels etc.                  

Other non-housekeeping                 

Total New Non-Hskpg:                 

New Non-Residential                 

amusement/recreation                 

churches/religious                 

industrial buildings                 

parking garages                 

service station/repair garage                 

hospital/institutional         1 2,700,000 1 2,700,000 

office, bank, professional 1 326,000 1 326,000         

public works/utility                 

schools/educational                 

stores/mercantile                 

other buildings 1 2,000,000 1 2,000,000         

garage/carport 1 11,200 1 11,200 1 13,248 1 13,248 

structures not buildings                 

Total New Non-Residential: 3 2,337,000 3 2,337,000 2 2,713,248 2 2,713,248 

Addition/alteration/repair:                 

alterations, residential 18 173,980 18 173,980 35 259,835 35 259,835 

additions, residential 4 422,274 4 422,274 4 125,237 4 125,237 

alterations, non-res 8 509,670 8 509,670 15 1,774,000 15 1,774,000 

additions, non-res         1 16,000 1 16,000 

roofing/siding 22 163,784 22 163,784 38 290,364 38 290,364 

foundation permits         4 168,680 4 16,868,052 

Total Addition/Alteration: 52 1,269,708 52 1,269,708 97 2,634,116 97 2,634,116 

Total Building Permits 55 3,606,908 55 3,606,908 102 6,260,574 102 6,260,574 

Total Plumbing Permits 110 168,419 110 168,419 96 192,575 96 192,575 

Total Electrical Permits 117 462,119 117 462,119 138 1,185,233 138 1,185,233 

Total Mechanical Permits 43 193,871 43 193,871 47 265,575 47 265,575 

Total Sign Permits 9 42,750 9 42,750 19 47,223 19 47,223 

Total Moving Permits                 

Total Use Permits 1   1   1   1   

Total Mobile Home Permits         3   3   

Total Sprinkler Permits                 

Total Window Box Permits                 

Total Wrecking Permits                 

    (units)   (units)         



BAM Monthly Column  
Fire Sprinklers: The Straight Story 

 

You have probably heard something about fire sprinklers and the 

building code at this point. Weôre here to set the record straight. 
 

Currently, the Minnesota State Building Code uses the 2006 Inter-

national Residential Code (IRC) as the base for its residential code. 

Fire sprinklers are not required in the 2006 IRC for single family 

construction. 
 

In September of this year, the International Code Council (ICC) 

voted to add a fire sprinkler provision to its 2009 IRC. The provi-

sion requires fire sprinklers in all new single and multi-family 

homes built after January 1, 2011. 
 

This is important: the 2009 IRC will not go into effect in Minnesota 

until after the Minnesota Department of Labor and Industry (DLI) 

goes through a rule adoption process. 
 

DLI goes through the rule adoption process in order to get input 

from the building community to help decide what amendments to 

make and which parts of the ICC code to adopt. The new version of 

Minnesota State Building Code will come out after DLI reviews the 

2009 IRC. We think late in 2010 could be the earliest the 209 IRC 

would be adopted. 
 

To sum up, at the ICC hearing in September fire sprinklers were 

voted to be included in the 2009 IRC, which will not go into effect 

until January 1, 2011. Furthermore, Minnesota has not yet gone 

through its rule adoption process so itôs undetermined whether or 

not fire sprinklers will be mandated in the next Minnesota State 

Building Code. BAM will keep you updated on any new informa-

tion. 



EPA Stormwater Discharge Limit (Effluent Guideline Limits)  
 

The Environmental Protection Agency (EPA) has published proposed Effluent Guideline Lim-

its (ELGôs) to work in concert with current stormwater regulations.  The National Association 

of Homebuilders (NAHB) estimates that the proposal being pushed by the EPA will cost the 

construction industry approximately $1.9 billion annually. 

 

The proposed rules are in response to a court order.  They will be implemented through the re-

cently established National Pollution Elimination Discharge System (NPDES) permit. The out-

come is to step up the implementation of a variety of best management practices (BMPôs) de-

signed to reduce erosion and control sediment discharges from construction sites.  Three (3) 

options are being proposed to meet the goal. 

 

Option 1 would establish a minimum sizing criteria for sediment basins used at construction 

sites with 10 or more disturbed acres draining to one location.  Under this option, permittees 

would be required to install sediment basins that provide either 3,600 cubic feet per acre of 

runoff storage (plus 1,000 cubic feet per acre sediment storages). Or be designed to store run-

off from the local 2-year, 24-hour storm event (similar to the EPAôs current general permit 

with additional requirements on sediment storage discharge rates and length to width ratios).  

This option also includes requirements for implementing a variety of erosion and sediment 

controls on all construction sites that are required to obtain a permit.  Additionally, limits on 

exposed acres may be proposed.  Deep ripping and decompaction of soils may also be re-

quired. 

 

Option 2 ï contains the same requirements as Option 1.  Additionally, it requires sites of 30 or 

more acres to meet a numeric turbidity limit (13 NTUs) at stormwater discharge sites.  The nu-

meric turbidity standard would be applicable to stormwater discharges for all storm events up 

to the local 2-year, 24-hour event.  The turbidity standard would apply only to construction 

sites in areas where the rainfall runoff erosivity factor (R-factor) as defined in the Revised 

Universal Soil Loss Equation is greater than or equal 50 and if the soils on the site contain 10 

percent or more mass of clay.  Minnesota. The PCA estimates that over 80% of Minnesota 

landscape has an R-factor of over 50% and clay mass of over 10%.  The turbidity limit is in-

tended to remove fine grained and slowly settling or non-settleable particles contained in 

stormwater.  The technology basis for the turbidity limit is an active treatment system (ATS) 

that chemically treats and filters stormwater discharge. 

 

Option 3 ï contains the same requirements as Option 1 and 2 except if is affects all site with 

10 or more disturbed acres.  The turbidity standard would apply to all sites, regardless of soil 

types or R-factor.   

 

The EPA is pushing for Option 2.  NAHB estimates the compliance cost of Options 2 & 3 

would be approximately $15,000 to $45,000 per acres.  Due to inherent variable conditions 

and ATS performance, EPA cannot guarantee that such systems will be able to achieve the 13 

NTU mandate, hence exposing contractors to legal enforcement actions.  (Continued on page 15) 



EPA Stormwater Discharge Limit (Effluent Guideline Limits)  
(Continued from page 14) 

 

Problems to the construction industry include: 

Goals that are restrictive - a recent TMDL study on the Minnesota River shows the river 

runs an average of over 110 NTUôs throughout the year.  What is the rational behind 

requiring a construction site to discharge water that is cleaner than the receiving 

body of water? 

Options 2 & 3 also do not distinguish between developable acres and the actual amount 

of site disturbed. A project will have to account for the total amount of land not just 

the acres disturbed.  You use 2 out of the 30 acres and all 30 acres will still need to 

be accounted for in discharging sediment out of the basin.   

If you are working off a 60-acre site but in two parts, you will be required to perform an 

ATS for the all 60 acres rather than the two individual parts. 

Compliance may not be achievable given a rain event leading to enforcement without 

allowing for curing a problem. 

 

The EPA is soliciting comments on it rules. BAM will be submitting comments on behalf of 

its members.  Please consider emailing me with specific examples of how this would affect 

your current operations so we may use them as examples.   

 

How will the new basin requirements affect your current operations? 

Should a 2-year, 24- hour rain event account for lulls in a storm to achieve turbidity lim-

its?  Is the volume level an adequate predictor or should it account for additional 

storage (10-year, 24-hour storm event) or less storage (1-year, 24 hour storm event)? 

For large projects, is it right to assume that all discharge points should be monitored or 

should there be a sample discharge point?  Some project may have upward of half a 

dozen discharge points.  What would the expense be to a project if every point 

needed to be monitored?   

Would requiring some type of passive treatment system be more effective? Please give 

examples of passive treatment systems that you believe would achieve a lower nu-

meric turbidity limit?  

What do estimate the increase in costs to a project would be for you specifically? 

 

Again, please consider specific examples of how this may or may not work for your pro-

jects.  Please contact me, Lisa Frenette at lisaf@bamn.org with comments and/or questions. 

 

mailto:lisaf@bamn.org



