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10 Land Development Council Excellence 
in Community Development Awards
The 2009 Land development council excellence in community 
development Awards program was held in September at the 
maryland Historical Society. The awards offer recognition to 
development professionals who provide superior and creative 
development projects that are sensitive to the community and 
make appropriate use of the existing natural elements.

18 Kitchen Design Tips for Recycling 
and Waste Disposal
With our impact on the environment making daily headlines, 
there’s a demand for change in the way we reduce, recycle and 
dispose of our waste. Not all, but a good part of it is generated in 
or near the kitchen, so there’s an opportunity for kitchen design-
ers to better address recycling and waste disposal.
By Mary Jo Peterson
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I’m just back from the National Association of 
Home Builders Fall Construction Forecast Confer-
ence and my head is still spinning. Those of us in 
attendance heard everything from optimism 
to doom and gloom. On the optimistic side, 
one speaker, Dr. Joel Prakken of Macroeco-
nomic Advisers (with whom I very much 
wanted to agree) projects the beginning of 
the housing recovery to occur next spring or 
summer; as did most of the presenters. Most 
also concur with him that next year’s num-
bers will reflect modest incremental gains 
in starts and sales. But, Dr. Prakken differed 
from everyone else by projecting that 2011 
will see a return to vigorous activity, not the 
2006 level, but very strong, especially when 
compared to 09’s dismal data. 

On the ultra pessimistic side, one speaker 
(we’ll leave him nameless but lets just say he 
represents a major lender), suggests that for 
small volume builders the goal was to “stay 
alive” until 2015! I guess it’s safe to assume 
those guys don’t plan to loosen up the purse 
strings anytime soon!

Messages for the day (my take): We’re at bot-
tom and the picture begins to change for the 
better in the 2nd quarter of 2010.

The biggest single threat to a housing 
recovery; JOBS! Until the job numbers start 
to change, buyers will hedge their bets and 
stay on the sidelines.

The demographics are good! Inventories 
are dropping, rates are expected to stay  
low and the Echo Boomers represent a huge  
new market. 
 
 

Observation of the day (my take): To a very 
significant degree, all the speakers were 
working from the same data sets. The dif-
ferences come from what they choose to 
emphasize or minimize; to build into their 
models or ignore.

Comment of the day (my take): At one point 
during an audience Q & A session, Dr. 
Prakken was energetically differing with his 
panel counterpart who, up to that point in 
the program, offered the most pessimistic 
outlook. “Look,” said Dr. Prakken. “We’re 
seeing the same potential strengths and 
liabilities, but your forecast is based on 
everything negative and nothing positive. 
Why would you do that?” 

Why indeed, maybe because he works  
for a bank.

publisher’smessage

2009 HBAM Leadership

Executive Committee 
President 
Mike Owings
President-Elect 
Eliot Powell
First Vice President 
Bob Goodier
Associate Vice President 
Dan Murtaugh
Secretary
Jack Orrick
Treasurer
Theresa Leatherbury
Immediate Past President
Lou Baker

chapter Presidents 
Anne Arundel County Eric DeVito
Baltimore County Evan Morville
Baltimore City Sean Davis
Carroll County Paul Kotsher
Howard County Russ Dickens
Upper Chesapeake Bill Luther

Council Presidents 
Land Development Council
Laurie Bova
HBAM Remodelers
Donald Lynch
Sales and Marketing Council 
Aaron Fabry
Certified Master Builder/Remodeler 
Bill Zahler
Builder Mart 
Mark Kappus

HBAM Board of Directors

Alternate Directors
Scott Armiger
George Decker
Matt Helminiak
Jay Hergenroeder
Martin K. P. Hill
Paul Kotsher
Paul Mueller
Yana Peifer
Kevin Sapp
Mary Beth Taylor

David Altfeld
Ron Carstens
Steve Breeden
Shawnn Bittorie
Pat Costello
Chickie Grayson
Joe Gregory
Joe Hikel
Jim Hunter
Steve James
Chip Lundy

Sandy Marenberg
Cynthia McAuliffe
John Meade
David Miller
Tim Naughton
Rich Pezzullo
Jake Ruppert
Susan Songy-Owens
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John Kortecamp
HBAM Executive Vice President

Half Empty or Half Full?
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For some reason, I have always enjoyed airports. 
However, given the climate of today’s high 
security, extra charges for baggage handling 
and long delays at checkpoints, the average 
person would probably disagree with me. 

I also believe that airports hold a sense 
of excitement. There is the anticipation of 
waiting for a friend or family member to 
arrive or the opportunity to start out on a 
new adventure.

As peculiar as it may first sound, The 
Home Builders Association of Maryland has 
been to me, like an airport. I have had the 
opportunity to be around some first class 
people who have offered their assistance. In 
this past year, like the airlines, we at HBAM 
have tried to upgrade our customer service 
and provide greater value to our members. 
We have rolled out some new shows and 
retooled some of our programs in an attempt 
to give our members more benefits and 
greater exposure in the community and to 
potential customers. I feel that this cur-
rent staff is dedicated, focused and is a very 
customer service-oriented group of people. 
Know that we are fortunate to have this 
team and appreciate that they have seen us 
through thick and thin. I want to personally 
thank them for their dedication. 

My involvement with HBAM has given 
me the opportunity to meet many people 
and find that they are a unique, energetic, 
selfless group of visionaries, motivated 
by a larger cause than their own compa-
nies. Through various meetings with this 
dynamic group of people in the past year, I 
have learned more about our industry than I 
ever have could by reading every book writ-
ten about our trade. 

Many times, when stumbling through an 
airport looking for my gate or flight infor-
mation, someone points me in the right 

direction. I feel that I have had many of 
these same experiences with our board of 
directors and members at large, as I found 
my way as president of HBAM. Amazingly, 
the common human instinct is to help oth-
ers and I want to thank you, all of you, who 
have helped me find my way through the 
many different paths I have had to travel 
this past year. As with any travel experience, 
the first step is the start of the journey. I 
was apprehensive when I first accepted this 
role a few years ago but as I come in for a 
final landing, I feel that I have been given an 
experience of a lifetime that will always be 
remembered with fondness and pride.

I am passionate about the remodeling busi-
ness. I love going to work every day. I enjoy 
what I do for a living and try to make a dif-
ference whenever possible. Since my tenure 
as president, I have become passionate about 
the entire building industry.

Let me leave you with this thought; to 
make a difference for our industry as a 
whole, it will take the collective effort of a 
passionate and dedicated group of people. 
I encourage you not only to maintain your 
membership in the Home Builders Associa-
tion of Maryland, but to also become an 
active participant in this organization.

My so-called plane has landed and I 
must now disembark for my next adven-
ture. Thank you again to all who helped me 
through this past year. I wish you all great 
success and peace in the future!
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2009 HBAM President
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www.homebuilders.orgEvents
CALL 410-265-7400 for information on registration for our events or visit www.homebuilders.org.
FOR INFORMATION on sponsoring any of our events, please call Carey Swift at 410-265-7400, ext. 118. 

Real Estate & Construction 
Forecast Conference
1st Annual Remodelers 
Forecast Conference
November 3, 2009
Martin’s West
Experts in the real estate industry will 
review recent trends and look to the fu-
ture for opportunities. They will point out 
emerging hot spots and fi ll us in on when 
to expect a recovery.

Maryland Green Show
November 7 & 8 
Maryland State Fairgrounds
Make sure you’re included in Maryland’s 
premiere Green Home & Living Show. 
This event promises to bring motivated 
consumers together with cutting edge 
green technology, products design 
and experts.

ICON Awards
November 12, 2009
The Fretz Corporation
Don’t miss this association wide celebra-
tion where the builder, remodeler and 
associate member of the year awards 
and the lifetime achievement award will 
be announced. 

Remodeling Awards of Excellence
November 19, 2009
Westin BWI
Experience the art of remodeling at the 
HBAM Remodelers Awards of Excellence 
program. The annual event recognizes 
outstanding achievements by members 
who provide customers with excellence 
in remodeling design and craftsmanship. 
Visit www.mdremodelers.org for 
more information. �
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Superior Development
Eight projects receive LDC Awards

Project of the Year
Silo Point

Developer: Turner Development Group
Consultant-Engineer: STV

Location: Baltimore City
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O
n September 17 at the Maryland Historical Society, the 
HBAM Land Development Council presented it 16th 
Annual Excellence in Community Developments awards 
to eight deserving recipients; as well as four personal 

Achievement Awards in the fi eld of land development.  Per the 
judging criteria, all entries were evaluated on sensitivity to the 
environment, sustainable design, development challenges, and 
unique planning concepts.  This year the LDC Awards Commit-
tee judges were faced with both unusual and delightful challeng-
es due to the high caliber of entries.  The highest award given 
by the LDC each year, the Project of the Year, was shared by two 
outstanding developments located in Baltimore City. The two 
projects best satisfi ed the rigorous LDC judging criteria and also 
demonstrated unique, forward thinking and imaginative land 
development practices with an eye to excellence and harmony 
to the community.   Both recipients overcame some of the most 
adverse development constraints – one with sub-surface com-
plexities, the other with above ground intricacies. HBAM and 
the LDC salute this year’s winners.

Project of the Year
tHE RitZ CARLton RESiDEnCES innER HARBoR, BALtiMoRE

Developer: RXR Realty
Consultant-Engineer: STV

Location: Baltimore City

Award Of Excellence
CHAPEL GREEnS
Developer: Pennrose Properties, LLC
owner: Enterprise Homes
Consultant-Engineer: Johnson 
Consulting Engineering
Architect: Hord Caplan Macht
Location: Baltimore City, MD

Award Of Excellence
WoRtHinGton GREEn
Developer: MacKenzie Communities,LLC
Consultant-Engineer: Morris & Richie Associates
Location: Baltimore County, MD

Award Of Excellence
VALE WooDS

Developer: Bob Ward Companies
Consultant-Engineer: Morris & Richie Associates

Location: Harford County, MD

Developer of the year – Jeff Hettleman, Shelter Development 
Consultant of the year – John Gessner, Gessner, Shee, Mahoney & Lutch, P.A.
Contractor of the year – Jim Barron, Ronkin Construction 
Lifetime Achievement Award – Dennis Gilligan, Craftsman Developers
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Award Of Excellence
Hallie FARM
Developer: Woodhaven Building & Development, Inc.
Consultant-Engineer: Carroll Land Services
Location: Carroll County, MD

Award Of Excellence
Penniman Park Luxury Apartments
Developer: Elkridge Town Center, LLC
Consultant-Engineer: Benchmark Engineering
Location: Howard County

Award Of Excellence
Greens at Rolling Road
Developer: Enterprise Homes
Location: Baltimore County



HBAM Remodelers Council Award Winner
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Nicole Bliss
Guy Caiazzo
Taylor Classen
Cheryl Crowther
Arif Durrani
Tim Ellis
Steve Gilman
Danny Kalmus
Doug Kelly
Yvonne Lienhard
Andy Lohmeyer
Debbie McBride

Ryan McGinn
Jennifer Nugent
Bill Patteson
Laura Saddler
Joe Smith
Eric Swanson
Bob 

Weickgenannt
Bob Wood

2009 HBAM Remodelers 
President
Donald F. Lynch, Jr.
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contents

Starcom Design Build
The George Project
These homeowners wanted to create individual space for their big family and a large area for them to 
unite. To make this work for the owners, the garage was turned into a spacious great room for gather-
ing. The existing basement now boasts a new home theatre, a kitchenette and a powder room. There are 
two master suites complete with master baths. The new utility area, now conveniently on the first floor, is 
roomy and offers a large craft area with a discreet laundry center. There is also a home office in a private 
location on one end of the house. The once outdated kitchen is now open and filled with all the latest 
features, additional cabinet storage and a separate area for dining. The main foyer is inviting and open to 
the second-story where there is a floor-to-ceiling library located off of the master bedroom suite. The style 
and design of the new 2-story home is tasteful and blends with the existing neighborhood. n

Members do business with members2009 Sponsors
Presenting Members

Board of Directors

PAST Presidents
Bill Rauser
John Martindale
Michael Owings

before&after

Susquehanna Bank

ChesapeakeHome Magazine 
 T.W. Perry

Saratogo Insurance Brokers

KC Company/Pella Windows

Reico Kitchen & Bath

Contact Vickie Martin at 410-265-7400, Ext. 105 about 2010 Sponsorship Opportunities
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As I look back on the recent months, 
I can’t help thinking of two phrases: 
“When the going gets tough, the 
tough get going” and “That which 
does not kill us makes us stron-
ger.” Putting these together brings 
meaning to our professional lives. 
You have to be tough and you have 
to keep moving, thinking, ex-
panding, learning and growing to 
survive “interesting” times.

In other words, the lessons we have learned 
over the past months are the ones that will 
keep us growing and profitable and happy, 
whether we experience peace and tranquility 
in the business arena, or times even MORE 
“interesting” than before!

We have all worked hard at the HBAM Re-
modelers Council to help member businesses. 
Our efforts are ongoing and growing. As busi-
ness picks up, which it is bound to do, don’t 
forget them! Keep adding to your professional 
certifications. Keep examining your business 
practices in light of recommendations regard-
ing customer appreciation, responsiveness  
and efficiency. Keep an eye on how HBAM 
represents you in the legislature and keep  
informed on licensing, regulations and statu-
tory developments.

 
 

Keep networking, too. I was 
pleased to see so many of my 
fellow remodelers at our annual 
Celebrity Chef Night and Auction, 
Vickie and the staff at HBAM truly 
made “Margaritaville” come to life. 

This kind of social interaction is 
very important to your company’s 
growth. As we approach the end 
of 2009, look back and check on 
what steps you’ve taken to make 

that happen. Do you have a Company Face-
book, Linked-In or MySpace page? If not, why 
not? Have you contacted your customer base 
frequently enough in the past year? Remember 
– referrals are what keep us going!

Also, I’m very much looking forward to our 
upcoming Awards of Excellence banquet on 
November 19, 2009 and I certainly hope you 
will join me there. The connections you make 
will pay off!

It’s been an interesting year and we’ve 
experienced some interesting times! I hope we 
all end this year stronger, more optimistic and 
ready to face 2010.

Donald F. Lynch, Jr., CGR, CAPS
President HBAM Remodelers Council

We Live in Interesting Times!

events and  
education

Events
Thursday, November 19, 2009
HBAM Remodelers Awards 
of Excellence Ceremony
Sponsored by KC Company/ 
Pella Windows
6:00 p.m.
Westin BWI hotel
The premiere remodeling awards 
ceremony of the HBAM Remodel-
ers. Please register at 
www.mdremodelers.org

Education
Lead Carpenter training  
coming in 2010
Watch for details at  
www.homebuilders.org or  
www.mdremodelers.org

Certified Graduate  
Remodelers and  
Associates Courses
February 16, 2010
Building Management  
for Building Professionals
Location, HBAM, 8:30 a.m.

February 17, 2010
Project Management
Location, HBAM, 8:30 a.m.

February 18, 2010
Negotiating Skills
Location, HBAM, 8:30 a.m.

March 23 & 24
Green Building  
for Building Professionals
Location, HBAM, 8:30 a.m.
Other required course:  
Building Management for  
Building Professionals

Certified Sales Professionals
March 4, 11, 18, 25 (Thursdays)
CSP Course
Location, HBAM, 8:30 a.m.

Save the date
April 7, 2010
Sales and Marketing Council (SMC) 
Super Sales Rally
Location TBA, watch for details at 
www.homebuilders.org

April 15, 2010
2010 HBAM Remodelers  
Annual Spring Dinner 
Location, TBA, watch for details 
at www.mdremodelers.org 

Contact Vickie Martin for more 
information at 410-265-7400.

remodeler news
See You at the Westin!
I would very much like to congratulate the 
entrants to our 2009 Awards of Excellence 
competition, which concludes on November 
19, 2009, with a gala banquet at the Westin 
BWI Hotel in Linthicum. 

The independent judging of  projects 
entered in this year’s program occurred just 
a few weeks ago, in early October and the 
judges, so I am told, were extremely impressed 

by the professionalism, beauty, efficiency, 
creativity and diversity of the projects en-
tered. Considering the challenges we have 
faced, it is even more meaningful that so many 
of us produced award-worthy work this year. 

That’s the best way to show that we are 
handling the challenges that this economy has 
thrown at us.

Look for the winners in the January/Febru-
ary issue of Mid-Atlantic Builder.



M
id

-AtlAn
tic r

eM
o

d
eler

MID-ATLANTIC REMODELER  A Supplement to Mid-Atlantic Builder   NOVEMBER/DECEMBER 2009 www.homebuilders.org16

M
id

-AtlAn
tic r

eM
o

d
eler

1616

M
id

-AtlAn
tic r

eM
o

d
eler

Member Benefits 
HBAM Remodelers offers many benefits to its members. Remodelers benefit from 
a variety of educational, mentoring and networking opportunities. In addition, the 
HBAM Remodeler’s serves to improve the quality of the industry and its members 
through these programs. By promoting certification programs to consumers, mem-
bers of the council are sought after for their strong professional and ethical principles.

News & Information
National: Members of the Council receive a free subscription to Professional 
Remodeler magazine. Each issue focuses on practical business insights from 
the country’s leading remodelers. Members also receive NAHB Renews, a 
monthly e-newsletter about national news that affects our industry.
Regional: Members of the Council receive a free subscription to ChesapeakeHome 
Magazine and are offered special advertising opportunities designed to help you 
reach upscale homeowners.
Local: The council is offered a section in each issue of HomeFront, HBAM’s monthly 
newsletter to promote its members, programs and events.

For more information contact 410-265-7400.

Why join HBAM Remodelers?

Welcome Our New Members
John Davis
Premium Energy Solutions

Kathy O’Roark
East Coast Window Installers, Inc.
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Redesigned to meet the needs of 
builders, remodelers, subcontractors, 
suppliers and home owners.

•  Easy to navigate, both consumers and in 
dustry professionals can instantly gain access to 
membership lists, statistical information, govern-
ment affairs updates, event calendars and more.

Take a look

•     You’ll be able to register for events on line, update 
your membership information, pay dues and more.

www.homebuilders.org
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A
ccording to the Environmental Protection Agency, the 
average American produces about 4.4 pounds of gar-
bage a day, or a total of 29 pounds per week and 1,600 
pounds a year. Statistics always have more impact when 

given a frame of reference, so consider this: With the garbage 
produced in America alone, you could form a line of filled-up 
garbage trucks and reach the moon. 

With our impact on the environment making daily headlines, 
there’s a demand for change in the way we reduce, recycle and 
dispose of our waste. Not all, but a good part of it is generated 
in or near the kitchen, so there’s an opportunity for kitchen 
designers to better address recycling and waste disposal. The 
results could not only improve the function of the kitchen, but 
also increase the recycling and cut down on that trail of garbage 
we’ve been leaving. 

As I learn more about recycling, I see a genuine opportunity 
for designers to develop the systems that will support positive 
habits, so here are a few ideas to whet your appetite for the recy-
cling end of this equation.

Kitchen Design Tips for 
Recycling and Waste Disposal

By Mary Jo Peterson, CKD, CBD, CAPS
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Client Needs
First, we can be sure that recycling is a significant part of our 
conversations with the client as we begin a job. As always, we 
can be part listener and part educator as we share information 
on the client’s needs and concerns regarding recycling. 

A critical piece of this puzzle will have to do with local 
requirements and opportunities for recycling. If our client is un-
familiar with local recycling options, we should make ourselves 
a source of that information or know where they can find it.  
One great source on what and how to recycle by zip code is  
www.earth911.com. It is important not just to learn the require-
ments, but also because items that can be recycled vary from 
place to place depending on the local need. 

There are several other points to discuss. Who will be the 
main recycler? If it’s the 10 year old, we need to plan a space that 
is convenient for him or her and perhaps not in the mainstream 
of everyone else. 

What will be recycled and where will it be collected? How 
often do the recycled collections get picked up or dropped 
off? What needs to be near or in the kitchen and what can be 
elsewhere? Is there an interest in composting and what are the 
client’s concerns about it?

Thorough recycling becomes much less complicated and more 
likely to succeed if we plan carefully for a system that fits the 
clients’ living patterns. 

Bin Configuration
Having established local recycling processes, we’ll know how 
many bins will be needed and of those, how many in the kitchen 
proper. Because local systems may change with time, it’s good to 
design in some flexibility. 

One common configuration is two bins, one for garbage and 
one for recycled items. This works in those areas where recycled 
items are sorted by the collection agent. A common use of a 
third bin for returnable bottles and cans can often be placed 
outside the central work area, especially if there is a second 
refrigerator or beverage zone in the kitchen.

In addition, a compost bin of some sort will also complete 
basic needs in the kitchen. Because both contents and packaging 
frequently need to be washed before use or recycling, locating 
the recycle center of the kitchen near a sink is probably the  
best option. 

Now comes the critical measure of priorities. Perhaps some of 
the items traditionally stored in this zone can still be convenient 
if placed outside the immediate area, providing the space re-
quired for waste and recycling. Few, if any, clients argue with the 
need for a waste container unit in the clean-up zone, so we may 
simply be looking at more specific allotment of space and acces-
sorization of our cabinetry to support better recycling habits. 

Our accessory manufacturers have been paying attention, so 
we have a variety of options to suit this purpose. In addition to 
trash compactors, options to help reduce the space requirements 
for recycling include new appliances on the market that orga-
nize and crush or compact their contents (see www.ecopod.org, 
www.modeproducts.com). 

Composting probably brings the greatest reluctance on the 
part of clients unfamiliar with contemporary options. Every 
retailer from Target to Williams-Sonoma has compost bins or 
buckets with sealed lids and charcoal filters built in to eliminate 
odors and pests. These are typically countertop or undersink 
containers that are emptied regularly to a compost collection 
point outside the home for further processing. In addition, an 
appliance has entered the market that processes the compost in a 
sealed container, eliminating odors and providing a fully pro-
cessed end product that can be placed directly into the garden 
(www.naturemill.com), available in designer colors and small 
enough to be built into a 15”-wide base cabinet. Interest is grow-
ing in this aspect of recycling, with municipal pick-up of compost 
materials available in some urban areas and in much of Europe. 
 
Beyond The Kitchen
The mud room, family foyer or laundry may be options for back-
up recycling space. Because items may need to be disassembled 
before recycling, a work surface is a good part of this space, as is 
a sink, again for rinsing out containers. 

If additional sorting is required, this may be the space where 
separate bins are located. When there is a wall in common  
with the kitchen, a chute can be installed that allows the cook  
to deposit these items directly into the appropriate bin  
(www.envirotrashconcepts.com). This is also where the supplies 
needed to prepare recyclables such as twine, scissors, bags and 
ties can be stored. 

Beyond the obvious metal, glass, paper, cardboard and plastic, 
there are often programs for household items no longer needed 
or used – everything from appliances or clothing to cars. While 
we don’t need a recycle bin for automobiles, in a given house-
hold, a bin in the laundry area for clothes or for hangers to be 
recycled, or a cabinet in the mud room for other household 
items may be a desired addition.

Since paper waste makes for about 35 percent of the total ma-
terial filling up landfills, it is well worth the effort to plan a space 
for collecting news and other paper. This can likely be away from 
the kitchen proper, but near the entrance where mail is brought 
in, probably the mud room or family foyer. Separate from paper, 
cardboard and plastic packaging will need a collection spot, 
again, away from the kitchen, but near the pick-up spot or the 
garage if these items are to be taken to a drop-off spot. 

Although, as a country, our recycling has improved and the 
amount of waste we generate per person has declined, there is 
still so much room for improvement. Perhaps, if we as design-
ers make it easier, cleaner and more convenient, better recycling 
habits will become the norm and our waste will be decreased 
voluntarily before mandated programs become standard. 

Hopefully, this introductory look at how we design the system 
for recycling in the home will contribute to that progress. n

Mary Jo Peterson, CKD, CBD, CAPS is a KBDN columnist and owner of 
Mary Jo Peterson, Inc. a design studio and consulting firm with special-
ized expertise in kitchen, bath and universal/accessible design based in 
Brookfield, CT. She can be reached at mjp@mjpdesign.com. 
Article reprinted with permission courtesy of Kitchen & Bath Design News.
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GettinG to Green – steP tWo

By H. ALAN MooNEy, P.E.

Become Informed

A
s I noted in the last issue, the National 
Green Building Standard is a reality 
and the Home Builders Association of 
Maryland, has developed the Mary-

land Green Building Council to highlight the 
commitment of individual HBAM members to 
Green Building and the NGBS.

While business is a bit slow right now, this is 
a great time to focus on positioning yourself to 
become a member of the MGBC. But where do 
you start?

We have been discussing these key points to 
consider as you develop your own Green Build-
ing program and position it to qualify you for 
MGBC membership and NGBS certifi cation of 
your projects. 
step 1 Establish a baseline – this is your fi rst step, 
we discussed this in the last issue. 
step 2 Become informed – I recommend creating 
a Green Building Team within your organiza-
tion. We will discuss this further in this issue.
step 3 Set a goal – NGBS has four levels of 
certifi cation; bronze, silver, gold and emerald. 
You should set your goal. Based on your results 
from Step 1, we will discuss this in more detail 
in a future issue of Mid-Atlantic Builder 
step 4 Identify an Advisor – We recommend 
establishing a relationship with an Accredited 
Verifi er or Certifi ed Green Professional to act as 
a consultant and advisor for your program. 
step 5 Focus on the Fundamentals – As you get 
your program going, focus on the fundamen-
tals. You will be surprised how quickly you will 
see your fi rst certifi cations!  
step 6 Check your own operation – Being Green 
isn’t just about the homes you build. Your busi-
ness operation should also refl ect a commit-
ment to sustainability and conservation. 

Getting back to step two….  
step 2 Become informed – Knowledge is power.  
To develop an effective “green” program for 
your company it is important to understand 
where you are headed and why. Everyone on 
your staff should have a similar understand-
ing of your company’s commitment to green 
construction. Most importantly, you need to be 
able to give “green” credibility for your com-
pany and your customers.

“Green building” has become a buzzword 
that means something different to almost 
everyone who hears or uses the term. Here are 
some questions you or anyone on your staff 
should be able to answer quickly and confi -
dently if you are to develop an effective message 
about how green your company is.
•  What is the difference between LEED-H 

and NGBS?
•  What does building green mean?
•  What is the difference in ratings for 

green construction?
•  Does building green cost more?
•  Will I, as a customer, save money by buying 

one of your “green” houses?
•  How can I, as a customer, confi rm that this is 

a green house?
•  What guarantee, as a customer, do I have that 

I will save money on energy with your house?
•  What are the essential elements of 

green construction?
•  How green are we, as a company?
•  How can we make our company more green?

To develop a program of being informed about 
green construction, I recommend the following:
1. Designate a senior staff member as your director/
VP/coordinator of GrEEN. For most companies, 
this would not be a stand-alone position. One 
of your existing positions can be expanded to 
include this designation.
2. Expand your mission statement to include your 
commitment to green. (You don’t have a mission 
statement? Now is the time to create one!). You 
could say something like, “we recognize the 
need to share our planet’s resources and are 

Your checklist for Getting to GreeN.

1. establish a baseline. Pick 
one of your recent home designs 
and use the Green Scoring tool to 
determine how your project rates.

2. Become informed. take your 
time and work your way through 
the NGBS document.

3. set a goal. Will you aim for 
bronze, silver, gold or emerald?

4. identify an advisor. Find 
a consultant to assist with 
developing your program.

5. Focus on the fundamentals. 
Energy effi ciency, water and 
resource conservation, sustainable 
or recycled products and 
materials, Indoor Air Quality. 

6. check your own operation. 
Does your business operation 
refl ect a commitment to 
sustainability and conservation?
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committed to building resource efficient homes 
with sustainable products.”
3. Purchase reference materials for NGBS and LEED-H 
standards and back up literature. While your refer-
ence will be NGBS, you should understand 
the difference with LEED since you will get 
those questions.
4. Subscribe to credible publications on green con-
struction. We recommend:

• �Green Builder Magazine–
greenbuildermag.com
• �GreenSource–greensource.construction.com
• �ED+C (Environmental Design + 

Construction)–edcmag.com
Visit these websites regularly:

• �ecohomemagazine.com
• �buildinggreen.com
• �ecoIQ.com
• �greenbuilding.com
• �epa.gov/greenbuilding

5. Create a green task force led by your director of 
green to become knowledgeable about green con-
struction. This group should meet at least weekly 
to discuss the topic and begin to develop an-
swers to the questions noted above. 

For the first several weeks, the task force 
should focus on one or two sections of the 
NGBS to review before the meeting and discuss 
at the meeting.
6. Develop a durable reference document, hard copy 
and electronic, for distribution to all of your staff, for 
easy reference. It should be organized in brief, 
bullet point, format to be easy to use and 
read. We have a sample on our website, at 
www.criterium-green.com.
7. Hold monthly meetings with your entire staff to dis-
cuss green construction. Everyone should under-
stand what you are doing and why.
8. Invite a Green consultant (see step 4, finding an ad-
visor) to every other monthly meeting to share broader 
information about what is going on in the industry.

You should consider this time an INVEST-
MENT in a LEARNING EXPERIENCE about 
Green Construction and the NGBS. By invest-
ing the time in being informed, you will begin 
to see where you can adjust your product for 
more GREEN points and how you can promote 
the “Green – ness” of the homes you are build-
ing now and have built in the past.

Remember, knowledge is power.
 

 
 

And don’t forget….
As I have said before, just being a Green Builder 
will not distinquish you from the crowd. Being 
a quality builder, with a reputation (your signa-
ture) for honest, professional service who em-
braces green construction standards is needed 
to assure your long term success. n

Criterium Engineers has special-
ized in residential construction for 
more than 50 years, with more 
than 60 offices in more than 
30 states. We have evaluated 
more than 750,000 buildings.  
H. Alan Mooney, P.E, President 
of Criterium Engineers, is a 

licensed, Professional Engineer in 8 states, with more 
than 35 years experience and has been the author 
and presenter for various NAHB programs, mostly on 
construction quality.  For more information, please  
visit www.criterium-engineers.com and  
www.criterium-quality.com.

 

Since 2001, HBAM’s Policy Partners have been underwrit-
ing benchmark studies and policy initiatives that have been 
essential to our ability to make our case before state and 
local governing bodies. 

Recent Policy Partner initiatives include:
• �Reality Check and Reality Check PLUS (in cooperation 

with the University of Maryland 2006-2008)
• �Analysis of impacts of APFO moratoria  

(University of Maryland, 2005)
• �Maryland Coalition for Workforce Housing  

(various partners, 2005)
• �Analysis of total local tax contributions derived  

from residential construction (Optimal Solutions Group / 
RESI / Towson University, 2004)

• �Baltimore County buildable inventory analysis  
(RESI / Towson University, 2001-2002

These fact based, objective studies and initiatives have been 
critical to our successes to date and they will continue to be 
essential to our ability to successfully advocate on behalf of 
the industry in the future. These ground breaking initiatives 
would not have been possible without the generous financial 
support of our Policy Partners.

Policy Partners are those members who have been willing to 
financially support this essential work. Please review the list 
of our current Policy Partners. I encourage you to recognize 
and thank them for their leadership. We, and indeed all in 
the industry, owe them a debt of gratitude. We also must 
take the opportunity to encourage you, if your company is 
not on the list, to join them by becoming a HBAM Policy 
Partner. Please call 410-265-7400. n

HBAM Policy Partners | 2009

Beazer Homes
Bob Ward Companies 
Clark Turner Signature Homes, LLC 
Forty West Group, Inc.
Gemcraft Homes, Inc. 
Goodier Builders, Inc. 
Grayson Homes
Mister, Burton & Palmisano, P.C.
Mueller Homes, Inc.
Orchard Development
Owings Brothers Contracting, Inc.
Powers Homes
Provident Bank
Pulte Homes - Maryland/DC Division
Residential Title & Escrow Company
Ryland Homes
Shelter Systems Limited
Susquehanna Bank
The Rachuba Group
Thomas Builders, Inc.
Whitehall Development, LLC
Williamsburg Group,LLC
Woodhaven Building and Development

HBAM Policy Partners
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Associates 
American Electrical
Mallary Zimmerman
PO Box 414
Lithicum Heights, MD 21090
Phone: 904-638-3057
www.american-electrical.com
Subcontractor - Electrical & Structural Wiring
Sponsor: Brendan Skelly, Hudaks  
Construction Services

A-Quality Heating & Air Conditioning
Earl Post
1824 Ridge Road
Westminster, MD 21157
Phone: 410-751-9700
Fax: 410-751-6145
www.aqualityhvac.com
Supplier - HVAC
Sponsor: Patricia Stonesifer, The YGS Group

Athena Stone
Lauren Tompkins
3430 2nd Street, #100
Baltimore, MD 21225
Phone: 410-659-7000
Fax: 410-659-7119
www.athenastone.com
Supplier - Stone, Marble & Granite
 
 
 
 
 
 

Campbell & Sons Interior Trim, Inc.
Duane Campbell
PO Box 510
Forest Hill, MD 21050
Phone: 410-692-7648
Fax: 410-692-7649
Subcontractor - Carpentry
Sponsor: Tim Naughton, NVR

Gainer Consulting & Education
Nancy Gainer
PO Box 991
Mathews, VA 23109
Phone: 804-512-8429
Professional Services - Academic & Training
Sponsor: Patrick Costello, Forty West 
Builders, Inc.

Henry J. Knott Masonry Inc.
Paul Contrino
16 Greenmeadow Drive, Suite 112
Timonium, MD 21093
Phone: 410-561-7770
Fax: 410-561-7780
Subcontractor - Masonry & Concrete
 
Mays & Associates
Ken Mays
8950 Route 108, Suite 215
Columbia, MD 21045
Phone: 410-964-9701
Fax: 410-964-9705
www.ad-mays.com
Professional Services - Advertising & Marketing
Sponsor: Leslie Rosenthal, Bob Lucido 
Team LLC Remax Advantage Realty

ChesapeakeHome Magazine

IWIF 
Injured Workers Insurance Fund

KC Company/Pella Windows
 
Keller Stonebraker Insurance, Inc.

Residential Title & Escrow Company 
Don’t Make a Move Without Us!

Saratoga Insurance Brokers

Susquehanna Bank

T.W. Perry

contributing Members

Presenting Members

Taking Care of Business

Firewall Specialists
Chuck Wise

We Don’t Just Insure 
Builders, We Help Build a 

Better Bottom Line

2009 Sponsor 
Club

Members do business with members

ProSource Wholesale Floor Covering
David Germroth
8220 Stayton Drive, Suite D
Jessup, MD 20794
Phone: 301-490-9420
Fax: 407-262-8556
www.prosourcefloors.com
Supplier - Flooring

Rule4, LLC
Thomas Moran
7081 Dorsey Run Road, Suite 112
Elkridge, MD 21075
Phone: 410-579-1230
Fax: 410-579-1302
www.chesapeakebuildinggroup.com
Subcontractor - Paint & Wallcoverings
Sponsor: Tim Naughton, NVR

Sage Title Group, LLC
Robin Ballinger
16 Green Meadow Drive, Suite 200
Timonium, MD 21093
Phone: 410-252-8211
Fax: 410-252-1392
www.sagetitlegroup.com
Professional Services - Titles & Settlement
Sponsor: Dan Murtaugh, Bay National Bank

Sales Mark, LLC
Pamela Meding
7850 Walker Drive, Suite 400
Greenbelt, MD 20770
Phone: 301-446-2250
Fax: 877-602-7004
Professional Services - Real Estate
Sponsor: Tom Baum, Bozzuto Homes, Inc.

Sculpture Brick of Maryland
Jay Leatherbury
1801 Thornton Ridge Road
Baltimore, MD 21204
Phone: 443-847-0088
Supplier - Masonry & Concrete
Sponsor: The Theresa Leatherbury, 
Rachuba Group

Solargaines LLC
Henry Wittich
10616 Beaver Dam Road
Baltimore, MD 21030
Phone: 410-785-1760
Fax: 410-785-1763
www.solargaines.com
Supplier - Green Building Products
Sponsor: Tim Naughton, NVR

Switch2 Digital Media
Jeff Greninger
3910 Fait Avenue
Baltimore, MD 21224
Phone: 877-586-8262
www.switch2digitalmedia.com
Supplier - Audio & Video
Sponsor: Harris Woodward,  
Finish Werks, LLC
 
 
 
 
 
 

The Home Depot
Erik Dardas
2400 Broening Highway, Suite 105
Dundalk, MD 21224
Phone: 443-957-2412
Fax: 443-957-2400
Supplier - Lumber & Millwork
Sponsor: Donald Lynch Jr., CGR, CAPS, 
Lynch Construction, Inc.

Universal Mortgage & Finance, Inc.
Kathleen Taylor
3158 Braverton Street, Suite 204
Edgewater, MD 21037
Phone: 410-919-2269
Fax: 410-956-4161
www.umafi.com
Professional Services - Banking & Mortgage

Builders
PDC, Inc.
Michael Carnock
5840 Banneker Road, Suite 110
Columbia, MD 21044
Phone: 410-470-9863
Fax: 410-740-9868
Developer

Security Vault Works
Mallory Zimmerman
PO Box 414
Linthicum Heights, MD 21090
Phone: 301-563-9819
www.svwinc.com
Builder - Custom
Sponsor: Brendan Skelly, Hudaks  
Construction Services

Remodelers
East Coast Window Installers Inc.
Kathy O’Roark
605 Queenstown Road
Severn, MD 21144
Phone: 800-538-8167
www.ecwdc.com
Remodeler
Sponsor: John Moheyer,  
Keller Stonebraker

James L. Graves Construction
Jim Graves
928 Crofton Valley Drive
Gambrills, MD 21054
Phone: 410-721-9619
Fax: 410-292-8441
www.jlgbuilds.com
Remodeler

Premium Energy Solutions LLC
Patricia Davis
1153 Md. Rt 3, Suite 38
Gambrills, MD 21054
Phone: 410-721-0025
Fax: 240-979-4054
www.premiumenergysolutions.com
Remodeler

HBAM Welcomes New Members



www.homebuilders.org� November/december 2009   MID-ATLANTIC BUILDER 23



MID-ATLANTIC BUILDER   November/december 2009 www.homebuilders.org24

These days it seems like everyone is 
concerned about rising energy costs and 
environmental issues. By participating in 
the BGE Smart Energy Savers ProgramSM, 
your company can distinguish itself as a 
leader in energy effi ciency and earn fi nan-
cial incentives. Participation is a smart 
way to enhance your business model, 
expand your sales and give your business 
a “green” competitive edge.

Opportunities for Homebuilders
For homebuilders, BGE’s ENERGY STAR®

for New Homes Program seeks to acceler-
ate the market penetration of homes that 
meet or exceed ENERGY STAR guidelines. 

The goal is to increase buyer demand for—
and builder supply of—new homes built to 
high standards of energy effi ciency. 

This program focuses on new single-
family (separately metered) homes located 
in the BGE electric service territory. 
When you participate, you can earn up 
to $1,525 per home, depending on your 
level of program participation and the 
home’s energy effi ciency rating. You will 
also benefi t from technical support and 
training to help you meet the program’s 
guidelines. Marketing support is avail-
able to help you gain differentiation as an 
ENERGY STAR builder. 

Opportunities for Remodelers 
For remodelers, BGE’s Home Performance 
with ENERGY STAR Program supports 
you in using building science and new 
technology to solve heating, cooling and 
building shell problems through incen-
tives and marketing support. In turn, you 
can provide your customers with homes 
that are more comfortable, safe and du-
rable and help them reduce their energy 
use. Knowing how to diagnose and fi x 
whole-house problems can bring you a 
wider array of jobs and more referrals. 

As a participating contractor in the 
program, you will be eligible for a job 
completion bonus equal to 5 percent of 
the cost of eligible improvements for each 
job, up to a maximum of $300 per job. 
In addition, BGE is offering a 10th job 
incentive of $1,000. This incentive helps 
offset your start-up cost and is available 
upon completion of the 10th approved 
job. The program also benefi ts your sales 
efforts through BGE’s advertising, promo-
tions and other marketing resources.

Opportunities for HVAC Contractors 
There have been great technological ad-
vancements in HVAC equipment over the 
past 10 years. To capture this improve-
ment in technology and reduce energy 
consumption, BGE is offering up to $350 
for the installation of energy-effi cient air 
conditioning units and up to $400 for 
furnaces and heat pumps. 

In addition, BGE is offering a $200
rebate for the sealing of duct distribution 
systems. All installations must meet the 
program’s criteria andcontractors must 
be approved by the program in order to 
submit the necessary documentation on 
your customers’ behalf.

To learn more about the full suite of en-
ergy effi ciency programs offered by BGE, 
please visit BGESmartEnergy.com. �

BGE Offers New ways to Grow your Business

corner features
green building
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The Home Builders Association of Maryland 
has reorganized its charitable foundation and 
renamed it the Maryland Community Build-
ers Foundation. 

The 501 (c) (3) charitable foundation, founded 
in 1999, was formed to promote shelter related 
activities for those less fortunate throughout the 
Baltimore region. The MCBF focuses on ‘sticks 
and bricks’ projects that provide shelter or shel-
ter improvements for needy families.

Formerly known as the Builders’ Ha-
ven Foundation, the strategy of the group 
remains to provide charitable services in the 
region by calling upon HBAM members for 
donations of labor, materials and funds.

Foundation chairperson, Chris Rachuba of 
the Rachuba Group says, “Due to the access 
to the building industry resources, HBAM 
members have a unique ability provide ben-
efi ciary organizations with labor and materi-
als, either in-kind or for a nominal amount, 
that would otherwise cost signifi cantly 
more.” He explains that although the housing 
industry itself has suffered in recent years, it 
is important to give back to the communities 
in which its members work and live.

The MCFB has also launched a new website 
at www.buildingindustryfoundation.org to off-
er industry professionals a place where they can 
easily sign up to donate time and/or materials, 
share their projects for promotional purposes 
and view the latest projects undertaken by the 
Foundation. The site also includes a form that 
allows those in need to request assistance.

The Home Builders Association of Mary-
land Executive Vice President, John Korte-
camp has worked closely with the Founda-
tion and witnessed the impact it has made 
on our community. “Our region is a much 
better place because the Maryland Commu-
nity Builders Foundation has stepped up to 
the plate to make a positive difference in the 
lives of our citizens,” said Kortecamp. 

For more information, visit 
www.buildingindustriesfoundation.org. n

foundation

HBAM Reorganizes 
Charitable 
Foundation
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Dewalt Launches Heavy-Duty Coil Framing Nailer
Dewalt, a leading manufacturer of industrial power tools, 
announced the launch of its heavy-duty coil framing nailer 
(D51855). The D51855 is capable of handling a wide range  
of nail sizes allowing users to complete more applications with 
one nailer.  Built for framers and general contractors, the D51855 
can be used for structural framing, floor decking, roof decking, 
truss installation, furring strips, wall sheathing, pallet and  
crate manufacturing and fencing.  Visit www.dewalt.com for 
more information.

Veto Pro Pac All-in-one Bag
For the multi-tasking contractor, the 
LT-XL tool bag holds a laptop computer 
along with paperwork and a variety of 
hand tools stored vertically in dozens of 
small pockets. Designed to be jobsite-
tough, the bag is made with rugged 
PVC-impregnated denier body fabric 

and an injected-molded polypropylene base. The bag stands 
upright. Visit www.vetopropac.com for details.

Bobcat T110 Compact Track Loader Brings Power  
to Hard-to-Reach Jobsites
Working in residential backyards or other hard-to-reach areas 
is now even easier with the new Bobcat® T110 compact track 
loader. The T110 is the seventh compact track loader available 
from Bobcat Company. With a width of 47 inches, the T110  
can travel through narrow openings or grade on narrow lot 
lines without treading on a neighbor’s property. The width of 
the T110 also makes the machine ideal for other home projects, 
including additions, pool excavation, landscaping and site prep 
for sidewalks. For agricultural operators, the narrow width  
of the T110 will allow them to access the inside of barns  
and animal stalls. For more information, visit www.bobcat.com.

Ridgid Offers Two-Speed Drill 
The 12-volt lithium-ion two-speed drill/
light combo (R92008) includes a drill/
driver, LED light, two LI battery packs, 
a heavy-duty contractor bag and a 
charger. The drill contains an integrated 
chuck and clutch to reduce overall 
length, an ergonomic overmold handle 
for comfort and grip and an 18-position 
clutch. It delivers 240 inch-pounds of torque. The one-watt LED 
lasts up to 100,000 hours. Visit www.ridgid.com for details. n

notableproducts
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