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This is the first issue of our quarterly newsletter to keep you up to date with this
successful member benefit. Whether you are already taking advantage dfl@hidfacturers
program, or waiting on the sidelines, reading this newsletter will help put mbéghlighte®Page
needed money in your pocket! 2,3,4,5

When the State began this program, we did not know what to expect. We kh@Wicipating

the potential was certainly there, but would it pay off? The results are in pQufacturers/
we have a lot of happy Builders! The average rebate amount per Bufffgstration Form
in the HBAMA Member Rebate Progs&h®i§8vhich makes participating a age 6

profitable decision! « Rebate Claim Forn

Since its introduction there have been many new Manufacturers that have j%ﬁﬁaed7’ 8

the program adding new product categories and more money to the quartery
checks. Check out the current Manufacturers in this issue. We will continugripQuestions?
add new Manufacturers making the program even better. Please call our

If you have not taken advantage of the program, now is the time. YJQU&R Administrators:
register onlirfeereor simply print the registration form on page 6 and fax it t08668498400
our toll free number, 88D7£5591.The current claim forms are on page 7iffo@sibuyingnetwork.cong

30". Remember, you do not need to send in receipts!

8. You can claim for all homes closed or finished frém ¢pikeinbe

The average rebate per Builder

participating in the prograb619.6B W ELCOME 2
DALTILE
THREE WAYS To CLAIM PPG PinNTs 2

1. Fill out the claim forms for each home. This is the easiest way |if you@oly 3
have a house or two and the products used in each home differ greatly

VELUX
reat I# you
PROGRESS 5

2. Fill out one form and send in a list of closed homes. This works
use the same products in each home.

3. Commit to using certain products in every home. You will need to ?.;ig” a 5
. . GISTRATION
commitment agreement and once completed, you do not have to (fill %E,t%e

forms each quarterly but simply send us your closings. Besides being easier, the
amount of your rebate will increase because of your committed |&yaMy!Forms 7
Commitment agreements are available from our program administrators:



http://hbama.com/benefits/member-rebate-program/member-rebate-program-registration
mailto:info@sibuyingnetwork.com?subject=Member%20Rebate%20Program%20Question
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daltile
DalTile has joined

the Member Rebate
Program starting

W ELCOME DALTILE

Daltile has joined the Member Rebate Program startingtQdtatleseld or
finished homes after that date are eligible to receive rebates.

Daltile is the largest ceramic tile manufacturer in the U.S. and one of th

b large

the world. They have a complete line of porcelain, glazed floor/wall/counterta

tiles, mosaic tiles, quarry tile, natural stone tiles and slabs, and manufag
counters.

The rebate program with Daltile is designed to be as simple as possible
will be based on the installed price and the only additional information f
be the square footage and name of the tile series used.
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October 1st!
This is a great program from a great company and another good regson tc
involved!
PPG PAINTS
PPG HomeVantage Homebuilder Partner Program
Pittsburgh, PAPPG Architectural Coatings offers a variety of quality w
o WE PPG products in a wide assortment of standard amikrealdys that have eithg
HOMEVANTAGE

HOMEBUILDER
PARTNER PROGRAM
IS A COMMITMENT

TO OFFER

SPECIFICALLY
FORMULATED, HIGH -

PERFORMING

PRODUCTS THAT ARE
SUPPORTEDBY A
QUALITY -FOCUSED
SERVICEMODEL. 0

PORTER

PAINTS

zero or low volatile organic compounds (VOC) under its well known arjd trust
Pittsburgh Paints and Porter Paints brands. The PPG product offering can e

architects, building owners and home builders with earning LEED

edits

building green. PPG was one of the pioneers in the paint industry in devgloping
performance standards for zero and low VOC products. With PPG, pairrting gr

does not mean sacrificing product performance.

PPG through its dedicated sales and marketing team for New Home C
offers professional, value added marketing and color tools to help builg
their homes to potential buyers through the HomeVantage Homebuild
Program. The HomeVantage Homebuilder Partner Program is a comi
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offer specially formulated,-p&gforming products that are supported by a quality

-focused service model. The service model includes field personnel wor
with builders to understand their needs and write paint specifications

King cl
that

optimize value and performance. PPG provides further support for its pgrtners

applicators by conducting trainings and inspections to ensure the proce
consistent, quality program.

Additionally, PPG has introduced a color upgrade program, which

builders can utilize to differentiate themselves in the market, resultinAg [
revenue. The Col or Sense GameE
potenti al homebuyers with col or
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palettes. The entire color selection process is simplified and persongized «

upon homebuyers® unique personal
game identify homebuyersodo approp
selection and use of color, cabinets, countertops, carpeting, and more.
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STANDING OUT FROM Y OUR COMPETITION

A home's location, curb appeal, floor plan, delivery time and customer service are
just a few examples of the many components considered as part of the home
buil ding experience. As the bu® ' “"--
from the competition. But how easy it is for your potential customer to :—3‘:”

] UTRON.

Innovations n Lighting Control

Wi t h tOday65 busy IIfeSter pOtCIILIaI vuol
numerous builders during the deci dutrenhelpsyor o
photos and who knows what else spread out on their kitchen table wll2fdeyt from your
remember the special features that differentiate your homes from all the other<%"k§Hton:

will they remember bits and pieces from many of the homes they have visited and

not have a clear picture of who stood out?

Lutron Electroniosww.lutron.comlight dimmers, lighting control systems and
shading solutions can help you set yourself apart from the competition. Imagine
this, when a potential customer arrives in your model home take them outside to

show them the ocurb appeal 6. Poi nt out
during their initial arrival and casually hand them a small remote control. Meéntioxoiti HAS
can clip onto their car visor or be carried in their pocket or purse. EASYTO INSTALL

. , SOLUTJONS FOR
Then ask them to press the oono blts,0,8u

entrances. You can explain that every time they arrive home they can presg:iher
button and conveniently light a pathway into the home. Have them continue tamiLy,
hold the controller while touring the rest of the home and show them how they camceT. 6
control the lights from inside the house too.

=

That i's an example of creating a oOoOmemor y
sitting at their kitchen table trying to remember features of all the homes and
builders they have visited.

Mar keting your homes can also be very dif
interested in energy savings? Convenience? Safety? Ambiance of the home?
they ol der? Younger ? Singl e? S
that can be marketed to all of the groups. For example is an elde J.ﬁ:
interested in a jetted tub as a young couple? Dimmers and light W’,’
marketed to all of these groups of people at the same time as saving =
safe pathways of light and enhancing the look of the room.

Lutron has easy to install solutions for any size home, single or mu
budget. We are proud to be a part of the Member Rebate Progra
forward to building many new relationships. Also available are NAHB
promotions that allow you to experience what lighting control can do
the look and feel of your homes. If you are interested in learning more ah@h @bftrols your
products please contact Erik Anderson, Lutron Builder Sales Manager, at (610) 232

6381 oeanderson@Iutron.com

g e

0O MEe
cC e S
ldet
H w

p oI
fic

A



http://www.lutron.com
mailto:eanderson@lutron.com
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VELUX SKYLIGHTS

VELUXG Why VELUX skylights -
With homes being built closer together, skylights are an effective way go prov

privacy while admitting 30% more light than vertical windows. VELUX skyligh
Veluxhasbeen 5.6 engineered not to leak and utilipetiagzmance, energy efficient mateffals
providing daylight \AH

and fresh air to to offer all th_e dependability, features a_nd_accessories a\(ailal_)le th ver
people worldwide windows and in some cases more, for adjusting and controlling light, yentilati
for over 60 years ~ and solar heat gain or loss in residential structures. For more informgtion g

www.veluxusa.com/inspiration

Interactive builder program
Our program is designed to dlfferentlate your homes and increase your he
values. We provide daylight training and design consultation for ydur tea
. installation training for subcontractors, free support materials for prpspect

0 HLUX WAS homebuyers and nationwidesatier e o No Cal |l Back¢g|l se
SELECTEDAS AN information go fww.veluxusa.com/professionals

ENERGY
STAR® PARTNER Being Green
OF THE YEAR IN Skylights are a natural solution for green planning and home design. VELUX pL
2002. 06

use our most abundant natural resoligbe from abov@ by developing,
manufacturing and marketing products that provide and control daylig%: and fi

air in buildings, and products that heat water with solar energy. VELUX w
selected as ENERGY STAR® partner of the year in 2002. For more infgymatior
to www.veluxusa.com/green



http://www.veluxusa.com/inspiration
http://www.veluxusa.com/professionals
http://www.veluxusa.com/green
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