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Introduction 
 
Mission Statement  
To promote and enhance the integrity and visibility of the construction industry 
and the members of the organization through advocacy, communication, 
education and political action.  
 
 

Shaping our Future 
The President at the Board retreat in December 2008, recommended that the 
HBA devise a five-year plan in 2009.  During the retreat, organized discussion 
and comments were elicited for five-year plan suggestions. Over seventy 
individual comments were captured.  Later these comments were organized into 
five overall areas: 1) facilities & operations 2) communication 3) programs 4) 
revenue 5) membership and 6) leadership.   These formed the basis of the 
strategic plan and the five areas were slightly re-named to be indicative of the 
future direction. A small Visionary Committee was selected to head these six 
areas.  See below.  
 

 
 
 
 
 
This strategic plan is broken down into sections based on above with 
recommendations for each particular area.  As we all know, “change is the only 
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constant”.  So while this plan is meant to guide the organization it is not meant to 
be the end-all and the be-all.   
 
 
 
Special thanks to the Visionary Team and committee members for their 
dedication to overseeing the formation of this plan.   Thanks to staff and other 
HBA members who endured many interviews during the plan process.  
 
We hope this strategic plan serves as a guiding light for a better association. 
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Facilities & Operations Excellence 
 

Objective 
The Home Builders Association of Northern Kentucky will strive for facilities and 
operations excellence by creating a process to evaluate the needs and funds for 
the facility both in the long and short tem.  

 

Asset & Equipment Needs 

Maintenance Assessment  
In looking at the current condition of the HBA’s assets and equipment, below are 
some general notes, observations and recommendations 
 
Ticket Trailer 
The ticket trailer has been paid off for some time now.  Twice a year, it is rented 
out to the Cincinnati HBA at about $500 per year. The ticket trailer was worked 
on in 2009 and the frame and chassis are in good condition.  The trailer requires 
new tires but with budget constraints, it is recommended to rent a mobile office 
on an as needed basis versus buying and storing a new trailer.  The trailer is not 
used often enough to justify a new one. Another option is to strip down the old 
and build on the existing framework (a carpenter class project).  A new or used 
mobile office can be purchased with prices starting at $12,500 on up.  
 
Room Sponsors 
This is the last year for Wiseway Supply’s sponsorship of the boardroom.  The 
sponsorship for the carpenters apprentice garage is available. Cutter 
Construction’s time is about over on equipment loaned for the apprentice 
program.  Last year, approximately $10,000 was invested in new equipment 
through the Murray Riffee Foundation.  
 
HVAC 
HVAC equipment has been cleaned and given a clean bill of health by Eddie the 
HVAC instructor.  It is recommended to have a second opinion as to the life 
expectancy of the HVAC units. 
 
Parking Lot 
In 2006, Riegler Blacktop was paid $9,325.00 to patch cracks in the driveway.  It 
is unsure how long the repairs will last. Recommend setting aside funds for future 
repairs. 
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Storage Shed 
The storage shed is paid for and is full of junk.  It is recommended to use the 
shed in a more useful way and dispose of a lot of the stuff.  The roof should be 
checked again.  
 
Interior Lighting  
Electrical is in good condition. In 2008, new interior lighting was quoted by 
Wiseway Supply for $5800; would estimate at today’s prices $6,500.  This 
includes not just lenses but all new fixtures.  The new fixtures would also save 
energy due to more energy efficient bulbs.  The labor required to change out the 
lighting could come from the electrical classes.  
 
Exterior 
The exterior of building itself is in good condition. The lawn and landscaping are 
being worked on at this time and are shaping up. It is recommended to have a 
professional landscaper change out old shrubs and landscaping in the future 
(2010/2011) at a projection of $10,000 - $15,000. 
 

Exhibit 1: Projected general maintenance expenses of lawn care, snow 
and ice removal and landscaping. 

 
Year  Projected 

Maintenance Costs
2010 $10,509 
2011 $10,987 
2112 $11,536 
2113 $12,114 
2114 $12,719 

 
 
Interior  
The interior is in good shape, including flooring and paint etc. These need 
addressing on an as needed basis.  
 

Software & Equipment Assessment  
 
Office Equipment  
There is no immediate need to purchase any copiers, phones, computers, or 
printers at this time. All of these have been bought and updated in time. There 
are two extra computers in the office in case there is an emergency or a 
computer crashes.  Some money should be set-aside in reserves for future need.  
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Software 
The association management software, Builder Fusion, does not integrate well 
with the accounting software. This can work short term but research is needed to 
find the best software for the Association. Recommendation is to do a software 
assessment. Assuming software will need to be purchased or written sometime 
in the future at a starting price tag of $50,000, the Association should start 
reserving the money for new software, approximately $15,000 in reserves each 
year.   
 
 

Building Reserves Assessment 
 
Exhibit 2 is a copy of the 2009 Building Reserve projections. These were based 
on the original costs from when the HBA moved into the new facilities in 2006. 
Some of the assets were from the old building such as furnishings, computers 
etc. A realistic inflation rate was assigned to these items to bring them up to 
today’s market value. For the most part, a 3% inflation factor was used except for 
the roofing which was a 10% inflation factor based on the increased cost of oil 
based products in 2008. 
 
Current value for replacement came up to an overall value of over $600,000. 
After assigning a life span for replacement, it is estimated that over $72,000 a 
year is needed to meet future replacement needs.  While this is a lot of money, it 
is good to remember the facility is an older building that was in relatively good 
shape in 2006 but things wear out over time and need to be fixed or replaced. 
Looking closer at what will need to be replaced in the next 5 years, the 
Association needs to be putting away close to $26,000 a year to fund the projects 
that will need future attention.  
 
Ignoring the building reserve funding for even one year makes catching up 
almost impossible.  However, the building is worth approximately $1.4 million 
with only $465,000 owed on it. It is estimated that the remaining life of the loan is 
17 years.  In addition, there is $100,000 in the long-term investment fund.  While 
nothing was initially budgeted for the reserve in 2009, in September $12,000 is 
scheduled to be set aside.  
 
A bigger question is should the Association have such a large building? The main 
reason for the size of the building is to house the Enzweiler Apprentice Training 
program. In analyzing the cost of the apprentice program and cost per student, 
approximately $40,000 of current building operations and mortgage cost should 
be shifted from the general fund to the apprentice program in order to accurately 
assign the actual cost to run the program (See Effective Programs detail on the 
Apprentice Training program). If a more accurate overhead allocation is enacted 
and the apprentice program were to breakeven with the additional overhead 
items added, the $40,000 that is currently absorb from the general fund could be 
used towards funding the reserves. If this is not done, the long-term fund will be 
exhausted and the Association will be forced to borrow against the building 
equity, raising the operational budget. 
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Recommendations 
 
Keep the building task force committee and meet on a quarterly basis.  
 
Annually budget for building reserves and either cut expenses or raise revenues 
so that reserves are funded. With large replacement costs coming up in five 
years or possibly less, the matter can’t wait any longer. If replacements are 
needed sooner than funded, the Association may be able to borrow from long-
term investments or borrow against the building as a one-time fix.  
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Legal Reserve Fund 
 
The Legal Action Fund of the HBA is a service that is available to support 
members involved in litigation or potential litigation that could have an adverse 
impact on the regional construction industry. The main focus of the fund is to 
support legal challenges impacting land use, property rights, environmental 
matters and contract issues that have an industry-wide application and regional 
significance. Listed below are some examples of potential cases that may qualify 
for support. 

 Challenges involving enforcement of HBA’s standard contracts 
 Local interpretations of the uniform Kentucky building codes 
 Local government or agency fees 
 Land use regulations 

 
In 2005, it was decided to try and maintain $50,000 in the legal reserve fund. 
Since that time we needed to use all reserves, both legal and building, along with 
a loan to buy the current facilities. This was done because of the pressing need 
to house our apprentice program that was losing its facility agreement with 
Gateway and because parking became a large problem at the old HBA office.  
Currently the legal reserve has a balance of $300 in it. The downturn in the 
construction industry over the past two years has eliminated any chance of 
building up the reserve account and it appears that there will be little money left 
in the fund for 2009 and possibly for 2010. 

Recommendation  
While it appears that adding to the legal fund will be difficult over the next one or 
two years, once the economy is back to normal every attempt should be made to 
put $5,000 per year away until we have the $50,000 in the fund. For the 5-year 
plan it should be the goal of the Association to have $20,000 by the end of 2014.  
 
Meanwhile the HBA should be selective on what battles they are willing to fight, 
and pursue the state and national associations for help with issues that may have 
an effect on their members.  
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Operational Policies & Employee Handbook 

 

Operational Policies and Procedures Manual Recommendations 
In reviewing the Operational Policies and Procedures Manual, page three of the 
manual refers to the vendor contract with Kim Wiest Grosser. This contract has 
been extended until June of 2010.  
 
Page nine says that there should be an audit for 2010, which is the date 
extended by the Board of Directors in 2009. It is recommended that an audit 
should be done according to the policy outlined - every 5 years. If stated in the 
policy, the Association needs to conform to the policy or revise it.  An alternate 
from a full audit is a “review” which is less costly.  If a full audit is necessary, then 
money should be set-aside for this. 
 
Regarding investment funds policy, the Finance Committee determined that the 
current long and short-term policies should be followed. This needs to be 
monitored by the EVP and the Treasurer on an annual basis.  
 
Page 11 of the operational policy states Millennium Club should have funds in a 
separate account. While the Club has its own budget, it is unclear whether the 
funds are mixed in the general fund.  
 
Page 17 office hours in the policy manual need to be adjusted to the current 
times.  Page 19 and the duties of the Board of Directors may need adjusting 
since the HBA has not had a new member orientation each month this year. The 
policy should state that the board members should attend at least one orientation 
per year.  
 
Overall the Operational Policy manual seems to be in good shape but some 
corrections are needed. 

 

Employee Handbook Recommendations 
The HBA staff ultimately comes under the Executive Vice President’s 
responsibility. It is felt that the new EVP should review and adjust to industry 
standards regarding human resource matters.  In particular, all salaries should be 
reviewed to ensure alignment with other similar sized associations while adjusted 
for this area’s economic cost of living. 
 
On the bottom of page eight and continued on page nine, the Employee 
Handbook covers employer contributions for the 401k. This should read that the 
contributions will be discretionary and based on the profitability of the 
Association. There may be times where this contribution cannot be given due to 
economic times.  
 
The Executive Vice President should review paid time off.  After a year, 
employees are eligible for nine sick days, ten vacation days and eleven paid 
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holidays.  This appears high compared to other construction industry companies, 
i.e. five sick days are normal in the work force.   Pages nine to eleven in the 
handbook address bereavement paid time off.  This also seems high when the 
norm is three days.  On page fifteen, change is needed.  Full time employees are 
those whom work at least 35 hours a week.  And any employee who works less 
than 35 hours per week is considered a part-time employee.   
 
The EVP should review the handbook on a yearly basis to ensure it is in 
compliance with state and federal requirement and that salaries and benefits are 
competitive in the marketplace and our industry.  
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Enzweiler Apprentice Training Program Facilities & Operational 
Needs 
 

Current Situation 
Revenue 
In 2009, the Enzweiler Apprentice Training program is budgeted to produce 
revenue of $18,526. In 2008, the program produced revenue of $22,793. 
 
Tuition 
$750/year member; $875/year non-member.  This is a $25 increase from last 
year.  There is discounted pricing offered to students who pre-register for 
returning classes, in which case, they would receive the 2008-2009 member or 
non-member rates.  
 
Enrollment 
In the past five years (2004 to 2008), the enrollment numbers have dropped by 
65 students.  Enrollment for Fall 2009, was originally estimated at 116. Based on 
current projections, it appears that the total enrollment for 2009-2010 school year 
will be 106.  See Exhibit 3 below for a history of enrollment in the program.    
 

Exhibit 3 
 

Enzweiler Apprentice Enrollment 
Year Carpentry Electricity HVAC Total 
1981 34 56   90 
1982 34 32   66 
1983 22 37   59 
1984 18 59 11 88 
1985 23 64 15 102 
1986 24 98 17 139 
1987 52 128 17 197 
1988 24 142 13 179 
1989 35 149 15 199 
1990 39 138 15 192 
1991 37 119 13 169 
1992 34 98 9 141 
1993 35 97 15 147 
1994 46 92 19 157 
1995 49 98 19 166 
1996 38 89 24 151 
1997 31 104 27 162 
1998 28 111 25 164 
1999 37 106 15 158 
2000 34 132 20 186 
2001 25 132 23 180 
2002 30 106 24 160 
2003 32 122 21 175 
2004 32 111 38 181 
2005 32 101 34 167 
2006 15 120 22 157 
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Enzweiler Apprentice Enrollment 
2007 13 92 17 122 
2008 16 82 18 116 
2009  21 60 25 106 

 
 
 
PLEASE ALSO SEE APPRENTICESHIP PROGRAM IN THE EFFECTIVE 
PROGRAMS SECTION 
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Effective Programs  
 

Objective 
Two committees reviewed the existing programs of the HBA.  Overall, the goal 
was to ascertain the viability of various programs and events the HBA offers. One 
committee solely focused on the Enzweiler Apprentice Training Program. The 
objective of this committee was to analyze the true cost of the Apprentice 
Program compared to revenue generated and determine if the program is 
profitable as well as generate ideas on the future of the program.  
 
The other committee focused on all the other programs offered by the HBA to 
determine programs that are needed versus ones that are not and possible 
ideas.  

 

Enzweiler Apprentice Training Program 
 
Overhead Allocation Methodology 
Currently, an overhead allocation for rent, utilities and other costs is not 
assessed to the program.  In order to fully understand the cost of hosting the 
program, the goal was to determine these costs.   
 
Step 1 
First, the square footage of the building was calculated.  Of the 15,955 square 
foot office building, the Apprentice program uses approximately 4,950 square 
feet. (See Exhibit 1 and 2 for details.  Exhibit 2 shows a visual representation of 
the space in green).  
 

Exhibit 1:  Apprentice Area Allocation 
Area 
Carpentry shop/baths/office
HVAC shop 
Small classroom 
Electric shop 
Classroom #1 
Director of Education & 
hallway 
Total Square Footage 4950
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Exhibit 2 

 
 
Step 2  
The next step was to gather cost information relating to the program to determine 
total cost of the program.  The 2008 actual costs were taken from the December 
31, 2008 financial statements.  The same information was taken from the 2009 
budget and used for comparison purposes.  
 
The costs were broken down into three categories: 

 Direct cost which relates to costs directly associated with the 
program, i.e. teacher salaries.  

 Indirect cost which relate to association of building costs to the 
program based on square foot usage of the building.  

 A portion of the cost of the building mortgage was also allocated to 
the program using the building usage factor above.   

 
The detail of these costs is presented in Schedule 1. 
 
Step 3  
Historical and budgeted revenue was determined for the program. Using the 
same source used for cost information, the revenue is presented in Schedule 1.  
 
Schedule 2 also takes the cost as determined on Schedule 1 and subtracts the 
cost from the revenue to determine profitability.   
 
Schedule 2 indicates that the program lost <$9,392> in 2008 and is budgeted to 
lose <$16,728> in 2009.  
 
Step 4 
The fourth step was to determine, based on the 2009 budget, the cost per 
student of the program.  This computation is presented on Schedule 3. This cost 
was determined to be $984 per student based on an enrollment of 116 students. 
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APPRENTICESHIP PROGRAM   

SCHEDULE 1   
 BUDGET ACTUAL 
 2009 2008 

DIRECT PROGRAM COSTS   
SALARIES           33,488            31,128 
BOOKS              6,341  
SUPPLIES             3,000             1,170  
COMMITTEE                792                755  
MISCELLANEOUS                700 0 
POSTAGE                195                249  
PRINTING/COPIES                150                  33  
   

           38,325            39,676 
   

INDIRECT COSTS   
ADMIN           30,000            23,500 
POSTAGE                195                357  
PRINTING/COPIES                150                158  
TRAVEL                250                  28  
GRADUATION DINNER             1,000                994  
ADVERTISING             3,000            14,115 
OPEN HOUSE                100                  16  
SUPPLIES                500                259  
MISCELLANEOUS                100                  -    
           35,295            39,426 
   
FACILITY OPERATING  COSTS   
ADMIN                750             4,000  
GAS & ELECTRIC           20,016            20,499 
INSURANCE           11,875            11,856 
SECURITY                408                408  
MAINT SUPPLIES                806             1,096  
LAWN CARE /SNOW REMOVAL             9,554             9,178  
JANITORIAL           11,050            13,146 
GENERAL MAINT             5,812             9,175  
REAL ESTATE TAXES           12,000            11,521 
PERSONAL PROP TAX             1,525             2,215  
WATER & SEWER             7,200             8,717  
TRASH REMOVAL             1,080             1,074  
CAM FEES             2,400             2,238  
TOTAL COST           84,476            95,123 
TOTAL SQ FEET           15,955            15,955 
COST PER SQUARE FT               5.29               5.96  
PROGRAM SQ FT USAGE             4,950             4,950  

PROGRAM FAC COST           26,208            29,512 
   

TOTAL COSTS           99,828          108,614 

   
MORTGAGE PAYMENT           46,080            36,817 

TOTAL SQ FEET           15,955            15,955 

COST PER SQUARE FT               2.89               2.31  
PROGRAM SQ FT USAGE             4,950             4,950  

PROGRAM FAC COST           14,296            11,422 
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APPRENTICESHIP PROGRAM   
SCHEDULE 2   

 BUDGET ACTUAL 
REVENUE 2009 2008 

TUITION        84,675       84,802  
YOUTHBUILD REVENUE          5,250         8,750  
HBAK GRANTS          4,926         1,074  
BOOKS         5,859  
MATERIAL FEE          1,270   
APPLICATION FEE          1,125   
GRADUATION REVENUE             150   
MISCELLANEOUS           160  
   
TOTAL REVENUE        97,396     100,645  
   

PROGRAM COSTS   
DIRECT PROGRAM COSTS        38,325       39,676  
INDIRECT COSTS        35,295       39,426  
FACILITY OPERATING  COSTS        26,208       29,512  
MORTGAGE PAYMENT COST        14,296       11,422  
TOTAL COSTS      114,124     120,037  
   
PROGRAM  INCOME (LOSS)       (16,728)     (19,392)
INCOME FROM RESERVES 0      10,000  
NET LOSS  (16,728) (9,392)
   
   

 
 

APPRENTICESHIP PROGRAM   
SCHEDULE 3   

 BUDGET ACTUAL 
PROGRAM COSTS 2009 2008 

DIRECT PROGRAM COSTS            38,325     39,676 
INDIRECT COSTS            35,295     39,426 
FACILITY OPERATING  COSTS            26,208     29,512 
MORTGAGE PAYMENT COST            14,296     11,422 
TOTAL COSTS           114,124   120,037 
   
   
TOTAL HRS FOR ONE STUDENT                 156  
LEVEL OF ENROLLMENT                 116  
TOTAL STUDENT HRS            18,096  
   
COST PER HR                6.31  
TOTAL HRS FOR ONE STUDENT                 156  
TOTAL COST FOR ONE STUDENT                 984  
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Opportunities 
The HBA has received a Home Builder’s Institute (HBI) Grant along with three 
other building associations to implement the new Standard of Apprenticeship.  
The two-year award is approximately $87,000.  
 
As a condition of the grant, the Association will start a Facilities Maintenance 
Program, which would also be registered with the State Apprenticeship Council 
(SAC).  This course would teach sections of the Carpentry, HVAC, and Electric 
curriculum and would be an excellent opportunity to work in the area of 
Apartment Associations.  
 

Recommendations 
Based on the analysis, the Association cannot continue to lose money on the 
program.  
 
Review the tuition. At an enrollment of 116 students, the tuition per student 
needs to be in the $950 - $1,000 range.   Get to a breakeven point in the next 
couple of years by raising the tuition over the next few years.  Or increase the 
number of students.  
 
The less obvious solution is to determine if the program is relevant to the 
Association.  Currently, the Association has competition from Gateway 
Community College in this area. If Gateway can deliver the same product at a 
cheaper price, then it makes no sense to continue this program.   
 
However, there are certain fixed costs that need to be covered by other sources 
of revenue if the program is discontinued. Ways to better utilize the building and 
its space or find other uses need to be discovered. Is there income potential for 
general services to the public? 
 
A survey of the membership could also be conducted by asking specific question 
such as: 

Do you believe this program is relevant to the membership? 
How much would you be willing to pay? 
Is there a specific niche we could fill which will be profitable to the 
Association? 
Can we joint venture with Gateway to provide a service they cannot? 

 
 
For the next budgeting cycle, reflect the actual overhead as outlined above to the 
apprentice program. 
 
It is recommended to conduct a thorough market analysis to determine the 
viability of this program, along with a market rate for tuition. 
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HBA Programs and Events 
 
The process followed was to first devise a comprehensive list of all the various 
programs offered and then categorize. This enabled a forum for both discussion 
and direction.   
 
It was attempted to rank the items in order of importance.  While the logic of this 
task seemed evident, it became clear that consensus was not achievable. This 
exercise proved that an Association made up of various constituents has varying 
needs and thus varying valid opinions.  
 
The next course of action was to mark the items in regards to their financial 
consequences per the budget, whether it made money, lost money, or was 
budget neutral. See Exhibit 4 on the following page. 
 
Using this spreadsheet to brainstorm ideas, the focus was on ways to rework or 
eliminate programs that were losing money.  Again, this proved to be difficult as 
some programs lose money, like political advocacy, that are necessary to 
achieve the mission of the HBA. Again, each council and committee also had 
their own ideas.   The challenge in devising a list of Effective Programs is that 
there is not a magic number of programs or a budget goal that should be 
achieved for each individual program. As with any organization, it is balancing act 
of having programs available that fit the need of certain constituencies and their 
cost to the Association. 
 
Initial recommendations that were further explored by the Effective Programs 
committee included the following: 

 Combine Holiday Party and Inaugural Ball 
 Consider hosting a Wii bowling tournament and putt-putt golf outing at 

summer event 
 Consider combining Grills Gone Wild and Elections. Include Associates 

scholarship fundraising at this event. 
 Combine Power Marketing or other education program with Florence 

Freedom event. 
 Schedule a safety course or other education program prior to 

Builder/Realtor Bash. 
 Eliminate SMC Bowling Party 
 Partner with Cincinnati SMC on Awards Program. 

 
 
 

Recommendations 
Of the initial bulleted point listed above, it is recommended that the SMC bowling 
party has lived its course and the SMC Awards is best done in conjunction with 
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Cincinnati or not at all.  (Note: since the initial committee met, the awards 
program will now be joined with Cincinnati in 2010). 
 
As a whole, programs and committee should continually be scrutinized. It is 
recommended that a process be set up to assess the general membership’s 
satisfaction with our programs.  Identify what programs are considered useful, 
what isn’t and why.   
 
For individual events, identify the underlying reason for holding each event and 
state the goal, e.g. Grills Gone Wild’s goal is to provide networking and social 
entertainment for members.   Next, perform a cost/benefit analysis of each event 
based on the goal.    
 
Establish an acceptable number of social events that are not geared toward 
revenue generation, rather could be run at a loss. For those that are deemed 
revenue-generating events, eliminate marginal events and for others establish a 
core group of events to build around the main event.  Adding complimentary 
events around the core could increase the size and exposure of these core 
events.  Focus the majority of the annual budget on two or three large events 
instead of many small events.   Examples include 

 Home of Excellence at Cavalcade 
 HBA Texas Hold Em / Karaoke Cavalcade Kickoff Party 
 Associates Charity Appreciation Dinner at conclusion of Cavalcade  

 
Education should be balanced with the number of events throughout the year.     
 
Once all shows and events have been determined for the year, create an annual 
campaign to sell an expanded list of sponsorships and advertising opportunities 
around the core group.  
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Sustainable Revenue 
 
 

Objective  
The Association should strive for sustainable revenue from a variety of sources. 
 

Current Situation 
In order to get the full picture of revenue for the Association, the Sustainable 
Revenue Committee first determined the portion of revenue derived by five main 
categories in the 2009 budget: dues; meetings, events and shows; publications; 
and education.   See the pie chart below for a breakdown by category.  
 
 

Revenue Sources

OtherEducation
5%14% Dues

28%

Publications
11%

Meetings, Shows 
Events& 

42%

 
 

Recommendations: 

Dues 
Evaluate dues structure in relation to perceived value and adjust accordingly.  
Indentify the reasons members join the HBA and market to each based on this 
information (also mention in Excellence in Membership).   
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Implement the recommendations of the dues sub-committee of May 18, 2007.  
See below for a synopsis of this.  New dues categories are highlighted in light 
yellow.  
 
 
 
 

Registered Builders / Remodelers & Developers 
Business Gross 
Volume 

Dues Member of 
Record 

Affiliates 

    <  $350 $520 1 0 
    $350-$1 Million $850 1 1 
    $1 - $3 Million $1375 1 3 
    $3 - $7  Million $1600 1 5 
   >$7 Million* $1995 1 6 
Commercial $825 1 1 
*New Category 
 
 

Associates 
Category     
Business Gross 
Volume 

Dues Member of 
Record 

Affiliates 

Product Service Provider** 
     $0 - $1 Million $495 1 0 
   >$1 Million $695 1 1 
Subcontractors 
     $0 - $1 Million $425 1 0 
   >$1 Million $625 1 1 
**Category formerly known as Supplier and Affiliates 
 

Membership / Sponsorship 
It is recommended to further enhance the membership drive by taking a lead 
from the Northern Kentucky Chamber of Commerce’s Taking Care of Business 
campaign. Historically, the Chamber would hold annual membership drives 
similar to what the HBA does.  Taking Care of Business changed the idea of a 
typical membership drive by corralling a significant amount of volunteers, 
creating campaign events and incentives and combining both membership 
recruitment and sponsorship / ad sales into one campaign.  Some thoughts on 
the structure for the HBA: 

 Have annual goals for membership renewal, and new membership set by 
the Board, along with a campaign budget for expenses associated with the 
drive 

 Create a single publication outlining all benefits of membership as well as 
all sponsorship and advertising opportunities. Look to expand both by 
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maximizing the number and type of sponsorships and ad placement 
opportunities for each event. 

 Name a campaign chairperson each year tasked with achieving the Board 
set goals and empowered to work with staff and Marketing partner to carry 
our campaign. 

 Recruit campaign volunteers from membership and consider organizing 
them into teams to foster friendly competition and possible rewards for top 
performing teams. 

 Assign goals to teams based on renewal memberships, new memberships 
and sponsorship/ad sales.  Track actual versus goal performance 
throughout campaign and communicate weekly to keep everyone on 
target and to foster competition.  

 Develop individual and team awards based on performance; i.e. cash 
rewards, gift certificates, dues reduction, travel etc) at difference levels. 

 Hold one or more campaign rallies, fun after-hours events to celebrate top 
performers and again foster competition.  

 Consider allowing teams/members to hold their memberships and 
sponsorship/ads sold for the next year’s campaign.  This will be a leg up 
for them in selling during subsequent campaigns encouraging continuing 
participation, and also builds consistent contact with 
members/sponsors/advertisers, which should improve retention over time.  

 

Publications 
Builder magazine is currently being put out to bid as the current contract expires 
in 2010; the short-term goal is to make existing print and distribution profitable. 
Long-range, for both Builder and the Who’s Who Directory, a committee should 
be developed to examine the following 

 How often should they be published? 
 How often should they be delivered, electronically or hardcopy? 
 Revenue review of print vs. web advertisements 
 Production and delivery cost of print vs. web  
 Member satisfaction of print vs. web 

 

Education 
The goal of education should be similar to events and shows in which classes or 
offerings that are the most beneficial and well attended should be determined 
and build around this core group.   Education offerings should be topical and 
fresh such as “How to use Facebook, Twitter etc in your marketing campaigns”, 
courses related to how to survive in the down market, and securing alternative 
financing sources.   Expand on technical offering, as they seem to be well 
received.  
 
Continue having the education department schedule all educational events and 
ensure that all council education goes through the department - Associates, 
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Recommendations 

Communication Director 
The HBA needs to have one unified voice to its members. With communication 
and advertising for events scattered among the various staff, it is recommended 
to have a staff person dedicated to being the director of communication. This 
position would be responsible for all aspects of communication including the 
Builder publication, website maintenance, e-mails of promotions, events and 
political updates, upkeep of Facebook and other social media accounts, creation 
of internal promotional material, and assisting other staff in any marketing and 
promotional material they may need (e.g. campaign material for the latest 
membership drive).  This person would work with the outside Marketing 
Consultant and ensure that all branding, logos and representation of the HBA is 
consistent.  They would also work with the consultant in placing any media buys 
over and above the normal buys for home shows – e.g. additional marketing 
dollars appropriated for Apprentice Program marketing.  Committees, councils, 
and staff would utilize this person as the go-to person to promote their events. By 
having one unified voice for the Association, it is also hoped that events are not 
viewed in a silo. Often, if it is an LDC event, only LDC members feel it 
appropriate to attend.  The idea is to promote all events as HBA events 
sponsored by the appropriate council yet welcome to attend.   
 

HTML Newsletter 
A weekly HTML e-mail newsletter should be re-instated and maintained.  The e-
mail should be sent out consistently and on the same day each week. No other 
e-mails should be allowed to go out to Association members unless it is for 
committee meetings and like notices.  The purpose of limiting the e-mails has a 
long-term positive effect as the Association would have a better chance of getting 
member’s e-mail addresses if assured they were not going to be inundated. It is 
critical for the e-mail newsletter to be enticing and informative enough to have 
members want to click on the links to find out more information.  Many of the 
links should go right back to information on the HBA website to drive traffic to this 
site. There could also be the possibility of selling advertising space on the e-mail 
newsletter.   
 

E-mail lists 
Instead of e-mailing the weekly newsletter above to just our member of record 
and affiliates, it is recommended to e-mail to as many people in our database 
and their employees as possible.  The solicitation of e-mails should be ramped 
up. Whenever there are events or committee meetings, the Association needs to 
solicit e-mail addresses.  Elicit member companies directly for employee’s emails 
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they would like included in the weekly newsletter. An opt-out button is critical, 
however, when creating e-mail blasts, particularly if advertising is included. The 
e-mails could be construed as spam and to comply with the FCC’s CAN-SPAM 
act, an opt-out button is a must.  
 

Website 
Website should continually be promoted as the place to go to find out 
information. For instance, get members to utilize the calendar on the website to 
find out all the events and meetings that are coming up.  Unclear as to whether 
meetings can be inputted in BuilderFusion – if so, then need to enforce that staff 
update BuilderFusion with this type of information.  
 

Editorial Board 
An editorial board idea was tossed around in regards to public relations and/or 
Builder publication, but this idea was canned as it would probably serve as a 
hindrance to getting information out in a timely fashion. The communication 
director position described above would be the best resource to ferret out public 
relations opportunities.  One of the goals is to listen to the members and keep a 
focus on what they are interested in – ask the members, survey the members, 
focus groups, what communication the members what to receive.  
 
The EVP should still continue as the main voice of the Association. The only 
suggestion is to make sure adequate press releases are sent on all the other 
things that the Association does, in particular, charitable work by the 
organization.  
 

Staff Meetings & Teamwork 
Regular staff meetings at set times should continue as these are critical in 
maintaining communication from board meetings back to the staff and in relaying 
information to and from outside marketing company.  In addition, better 
communication needs to happen between the outside marketing company and 
the staff especially during home shows. Increase involvement by staff at shows 
and events to foster more collaboration among staff and marketing company. 
Establish an environment of teamwork where staff members are empowered to 
ask other staff for help at their particular event.  All staff should have the ability to 
answer basic questions from members about any event and sponsorship / 
advertising opportunities.   
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Outstanding Leadership 
 

Objective 
A committee was developed to examine the overall size of board, future 
leadership and mentoring programs, developing a diversity of leadership, and the 
election process as well as the process of selecting and voting for executive 
committee and board of directors.  The overall objective was defined as 
determining and setting up strategies that will help guide future HBA members as 
true leaders. To develop programs or systems to assist in producing better 
leaders in our community. 
 
 

Current Situation & Recommendations 

Size of the Board 
The current size of the board of directors was researched and revamped when 
Dan Dressman, former EVP, came aboard.  The size of the board is set up to 
have the builder / remodeler in control.  Currently the 18 member board is made 
up of (2) developers, (9) builders / remodelers, (5) associates, (1) sales and 
marketing council president and (1) women’s community action council president.    
 

Election Process 
Regarding the election process, the executive committee selects applicants for 
executive committee.    It is questionable as to whether a 5-year commitment is 
too long.  One option is to combine the secretary and treasurer position. 
Recommendation is to further investigate this idea. 
 
The executive committee, along with the associates’ board, also determines a 
slate of nominees for the board of directors, which are voted in at election night 
by members.  Questions that the Outstanding Leadership committee wrestled 
with follows:  Does election of a board member just rely on attendance of one 
night at election night?  Should election process go electronic?  Is a two-year 
term a good time frame for board members? Is one-year not enough?  In regards 
to this question, it was felt that the first year on the board of directors tends to be 
a learning year, whereas the second year the member is more comfortable in 
discussions and voting. 
 
.  
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Diversity of leadership / Future Development 
Recommendation is to look at the creation of a nomination / leadership 
development program.   Develop a program that identifies future leaders and 
organizes an educational program, similar to the Chamber’s Leadership Northern 
Kentucky.  Acceptance into the program would be determined by a combination 
of application, nomination, and interviews.  Involve leaders such as past 
presidents and committee chairs. 
 
Leadership is defined as a “process of social influence in which one person can 
enlist the aid and support of others in the accomplishment of a common task.”  
It is suggested that the HBA pull or unite with other industries to build leadership 
theories from other professions.  In addition, to assist in mentoring new and 
future leaders, at new chair orientation invite two to four past presidents (perhaps 
one from each era) to discuss their ideas and theories of leadership.  Past 
presidents can be graciously thanked for their time and hard work at the HBA.  
Create a quote section in the Builder magazine that always touches on 
leadership  
 
Outstanding leaders demonstrate vision, passion, self–sacrifice, confidence, 
determination, persistence, image building, and role–modeling.  They represent 
the organization externally; give clear expectations of and confidence in 
followers, select appropriate motivation and frame alignment, and provide 
inspirational communication. 
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Leadership Team 
 
Visionary Committee
Paul Bogenschutz 
Adam Chaney 
Barbara Drees Jones 
Michael Gray 
James Kegley 
Roberta Tanno 
 

Committee Members 
Bill Beitler 
Marty Grosser 
Mark Hubbard 
Bob Schroder 
Larry Herbst 
Bill Butt 
Tom Rechtin 
Rob Stone 
Linda Stickley 
Mike Eubanks 
Ginger Walthers 
Brad Austing 
Bonnie Sarver 

Kim Wiest  
Dan Corbin  
Dan Martin  
Dan Bisig 
Rich Maile 
Cheryl Stegman 
Darlene Bossert 
Doug Delay 
Jim Stegman 
Gil Whitacre 
Teresa Kraft 
Anita Kosco

 
 
 

Staff 
Janis Beard 
Tara Brinkmoller 
Karen LeFebrve 
Tracy LeFebrve 
Shelli Slusher 
 

Interviewees 
Dan Dressman 
Janis Beard 
Tara Brinkmoller 
Karen LeFebrve 
Tracy LeFebrve 
Kim Wiest 

Stephen Howard 
Mick Kennedy 
Becky Baird  
Steve Schwalbach 
Bill Owens 
Karen Lauer 
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Jeff Van Vliet 
Gordy Dunn 
Barbara Drees Jones 
Amy Gardner 
Dennis Clark  
Dennis Clark Jr. 
Steve Drum 

Steve Estey 
Jim Lohbeck 
Brandy Manning 
Tom Studer 
Eddie Moore 
Mark Wayman 
Jim Stegman 

 
 

 36


	Introduction
	Shaping our Future

	Facilities & Operations Excellence
	Objective
	Asset & Equipment Needs
	Maintenance Assessment
	Software & Equipment Assessment
	Building Reserves Assessment
	Recommendations

	Legal Reserve Fund
	Recommendation

	Operational Policies & Employee Handbook
	Operational Policies and Procedures Manual Recommendations
	Employee Handbook Recommendations

	Enzweiler Apprentice Training Program Facilities & Operation
	Current Situation
	Exhibit 3


	Effective Programs
	Objective
	Enzweiler Apprentice Training Program
	Exhibit 1:  Apprentice Area Allocation
	Opportunities
	Recommendations

	HBA Programs and Events
	Recommendations

	Sustainable Revenue
	Objective
	Current Situation

	Recommendations:
	Dues
	Membership / Sponsorship
	Publications
	Education
	Other


	Excellence in Membership
	Objective
	Process
	Recommendations

	Continual Association Awareness
	Objective
	Internal Communication
	Monthly Magazine
	E-mail Communication�Each staff member generates their own e
	Website
	Staff Meetings


	External Communication


	Recommendations
	Communication Director
	HTML Newsletter
	E-mail lists
	Website
	Editorial Board
	Staff Meetings & Teamwork





	Outstanding Leadership
	Objective
	Current Situation & Recommendations
	Size of the Board
	Election Process
	Diversity of leadership / Future Development


	Leadership Team
	Committee Members
	Staff
	Interviewees




