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Housing Starts
Housing starts bounced back in November, increas-
ing 5.3% to 2.123 million (SAAR). The single-fam-
ily sector was also strong, increasing 4.8% to 1.808
million SAAR, while multi-family was up almost 
8%. Permits increased 2.5%, suggesting continued
strength in the near term.       

Analysis & Outlook: As mentioned in last month’s
report, most of the analysts have concluded that the
housing market has peaked, but nobody knows how
fast it will cool. As seen in the November data, there
is still plenty of life left in the housing market. This is
remarkable considering that the 30-year mortgage is
up to 6.3%, still at historically low levels, but almost
100 basis points higher than a year ago. There are
some concerns regarding this housing market: (1)
inventory of new homes for sale is almost 500,000,
while existing homes for sale is approaching 3 million
units—both are records; and (2) housing affordabili-
ty is becoming a problem—NAR’s housing afford-
ability index fell to a decade-low 116 in October (i.e.,
the nation’s typical household had 116 percent of the
income needed to purchase a home at median exist-
ing home prices). And, as mentioned in previous
reports, the twin deficits (budget and trade) are get-
ting worse. The good news is that foreigners keep
supporting our spending habits (by buying T-Bills,
etc.), and as long as this continues, the dollar should
be alright. If foreign investment stops, interest rates
will have to increase to keep the dollar from sliding
too fast, which would of course impact housing. 

A recent report suggests housing is not as overvalued
as many would have us believe (see Support
Docs at www.sbcmag.info). If you consider infla-
tion adjusted prices on a per square foot basis, the
real price per square foot today is about the same as
50 years ago. Although there are other issues to con-
sider (e.g., income growth/quality of homes today vs.
50 years ago) it appears that maybe this bubble issue
is a bit over rated. Some parts of the country have
experienced more rapid price increases and are more
vulnerable to a slowdown, but the nation as a whole
looks pretty solid. SBC
This housing starts report is provided to SBC on a monthly
basis by SBC Economic Environment columnist Al Schuler.
Visit www.sbcmag.info for more economic news.
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Steel Work, Roofing Rank among Most Dangerous Jobs
The Bureau of Labor Statistics recently released the 2004 national census of fatal occupation-
al injuries. Of the ten most dangerous jobs, structural iron and steel workers ranked fourth and
roofers came in seventh. Although 2004 was one of the safest years on record, the total 5,703
fatal injuries occurring on the job increased slightly from 2003, when 5,575 fatalities were
recorded. The 2004 census also indicated that the number of fatal injuries for Hispanic and
older workers rose substantially. [Source: Rural Builder, Oct. 2005, p. 10]

Drug Use in the Construction Industry
According to the U.S. Department of Labor's Substance Abuse Information Database web site,
(www.said.dol.gov), a federal government survey showed that among full-time construction
workers between the ages of 18 and 49, more than 12 percent reported illicit drug use during
the month before the survey was conducted; almost 21 percent reported illicit drug use dur-
ing the previous year. One California-based contracting company asked 180 employees to
volunteer for a drug test. Of the 80 volunteers, 24 percent tested positive for one or more ille-
gal drugs (primarily marijuana and cocaine). Workers who abuse substances tend to be less
productive, more likely to be involved in workplace confrontations and violence, unreliable,
and steal from their employers and others at a higher rate than their non-using co-workers.
Safety on the jobsite is also a top concern for employers dealing with drug-using employees.
According to a report from the National Safety Council, users are not the only ones affected
by their on the job drug abuse. In fact, 80 percent of those injured in "serious" drug-related
accidents at work are not drug-abusing employees but innocent co-workers and others.

Solution: Drug and alcohol testing has proved highly effective in deterring substance abuse
and identifying workers who need help. Testing is legal in every state, although a handful of
states regulate it. Rapid-result, on-site testing has become a popular alternative to traditional
lab-based testing, especially for safety-sensitive industries such as the construction industry.
A construction company can significantly reduce the time it takes to conduct a test by using
rapid-result testing. The results are available within minutes and, depending on the product,
rapid-result testing can be as accurate as the screening technologies used in laboratories. In
addition, most rapid-result testing devices cost much less than a lab-based test. [Source:
Professional Roofing, Nov. 2005, p. 25]

Builder Sentiment Cools Further In December
Confidence of single-family home builders slid further in December from its summer peak, yet
remained well within the positive range, according to the National Association of Home Builders/
Wells Fargo Housing Market Index (HMI) for December. The overall HMI declined four points from
a slightly revised November number to 57, while the component measuring builder expectations for
future sales held firm at 65.

“Many builders sense some tapering off of single-family buyer demand, but remain reasonably con-

Paul D. Lenauer
Paul D. Lenauer, 42, of Pioneer Industries,
LLC in Owensville, MO, passed away sud-
denly on October 24, 2005. 

After working for a number of years in the
printing industry, Paul, along with his
brothers Chris and Matt, purchased Pio-
neer Truss Company and Pioneer Home
Center in 2000. According to Chris, not
only was Paul in charge of purchasing all
of the lumber for the trusses and lumber-
yards, he also implemented the quality
control checklist for the set-up persons
and sawyers on the computerized saws. 

“From the beginning Paul played various roles that contributed to the success of Pioneer Industries,”
he stated. “The employees absolutely adored him.” The fact that the company started with 80 em-
ployees and has doubled in size is a testament to Paul’s contributions to the business. Brothers Chris
and Matt continue to operate Pioneer Industries. 

Not only was Paul a great businessman, he was also a skilled advocate and trainer. He gave half-day
truss manufacturing training seminars at the Pioneer plant for the Army’s Engineering School of Fort
Leonard Wood, MO. In addition, Paul was instrumental in bringing about changes in the State of
Missouri regarding Workers’ Compensation. He met with Missouri State Representative Charlie
Schlottach on several occasions to discuss changes that needed to be made on tort reform and with-
in the Workers’ Compensation program. He was asked to testify at the Missouri capitol regarding
Workers’ Compensation and the changes that occurred in 2005.

In his free time Paul was an adventure seeker. He loved to spend time with his family, travel, ride hors-
es and canoe. “He floated every river in the area,” recalled Chris. “He once even canoed down the
Everglades.” A favorite family pastime was taking long trail rides together on their horses.

Paul is survived by his wife, Jill; two daughters, Haley and Lyla; and a son, Jackson. Paul was pre-
ceded in death by his youngest daughter, Violet, who passed away three years ago due to health 
complications.

Norman L. Garlock
Norman Garlock, 58, of Clermont, FL, passed away November 21, 2005. He was born on March 29,
1947, in Mt. Union, PA. 

Garlock was the Director of Sales for CBS Builders Supply, Inc. According to CBS President Lawson
Wolfe, he contributed a lot to the company throughout the 13 years that he worked for CBS. One of
his greatest accomplishments came at a time when the company was in need of sales. Garlock imple-
mented the concept of team selling, which has been very successful for the company and is still being
used. Garlock’s forte was drawing in customers. “Norm was the best salesman I’ve ever met. He was
bright, and understood the importance of profit, but was also quite a character,” recalls Wolfe. “People
at the company sometimes jokingly called him ‘the hunter’ because he went out, did the hunting and
found the business.”

Garlock was a successful businessman due to the fact that he was loved by everyone. According to
Wolfe, “Everyone wanted to be around Norm when he was around. Everyone. People probably loved
Norm because he loved people. More than anything else, he loved working with people, and his job
gave him that opportunity. He would just as soon work as anything else…except maybe play golf.” 

To Wolfe, Garlock was not only an employee, but a friend. “CBS is a family owned company, and he
is as close as it comes to family. Two of his sons still work for us, and there is a lot of Norm in both
of them, so in some ways it is like he is still with us.” 

Garlock graduated from Penn State University and was a member of the Alumni Association. He was
an avid golfer and a member of the U.S. Golf Association. He served in the U.S. Army during the
Vietnam Conflict. 

Garlock is survived by his wife, Diana; his children, Tim (LeahAnn), Troy (Jamie), Bradley and Amber;
and his grandchildren, Jessyca, Chandler, Collin and Liddy. He was preceded in death by his grand-
son Trevor. SBC
Submissions to “In Memoriam” can be emailed to editor@sbcmag.info. Photos are encouraged and will run as
space allows. Submissions may be edited for grammar, length and clarity.
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fident in the ongoing strength of their mar-
kets,” said NAHB President Dave Wilson, a
custom home builder from Ketchum, ID.
“They obviously are reacting to higher interest
rates and energy costs, along with some
buyer resistance to high house prices.”

“As expected, the housing market appears to
be coming off the recent record pace of home
sales,” said NAHB Chief Economist David
Seiders. “Our surveys indicate that three out
of every four builders are experiencing some
buyer resistance to current home prices, and
many are offering certain concessions to buy-
ers in order to help maintain sales volume.
NAHB’s forecast continues to anticipate an
orderly cooling down process for single-
family sales and production in 2006.”
[Source: NAHB press release, 12/19/05,
www.nahb.org.]

Agriculture Buildings
Growing, Other Trends
Develop

Farm building trends are changing. Smaller
farms have to expand in order to keep up, and
with agriculture operations growing every day,
the need for efficiency is crucial. Not only are
farm buildings increasing in size but also in
complexity. They are no longer just for the
animals: they often include offices and living
quarters and tend to be more aesthetically
pleasing than ever before.

Another trend involves farmers them-
selves. Many have enough knowledge to
act as their own general contractor, allow-
ing them to save a significant time and
money investment. Therefore, construction
companies are often hired solely for the
construction portion of a job. 

Many construction companies find it ben-
eficial to be flexible and willing to con-
struct farm buildings; when commercial
construction is slow, farm construction
can supplement commercial building
activity. And because commercial and
agricultural building is very similar, crews
that work on commercial jobs can just as
easily do farm projects. Although they are
similar, agricultural facilities do have spe-
cial needs because animals can be rough
on a building, so the materials must be
extra resistant to moisture, mold and rust.
[Source: Rural Builder, Oct. 2005, p. 32]
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The mission of Structural Building Components Magazine (SBC) is to increase the knowledge of
andto promote the common interests of those engaged in manufacturing and distributing of struc-
turalbuilding components to ensure growth and continuity, and to be the information conduit by
stayingabreast of leading-edge issues. SBC will take a leadership role on behalf of the component
industryin disseminating technical and marketplace information, and will maintain advisory commit-
tees consisting of the most knowledgeable professionals in the industry. The opinions expressed in
SBCare those of the authors and those quoted solely, and are not necessarily the opinions of any of
theaffiliated associations (SBCC, WTCA, SCDA& STCA) .
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