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ELECTION NIGHT! The November monthly membership dinner
meeting is one of the most important meetings of the year —thisisthe
night where the membership of Milwaukee/ NARI is afforded the oppor-
tunity to voice their opinion as to whom they wish to have represent the
organization and members as Officers and Board of Directors. Thisisan
obligation that each and every member should fulfill. YOUR VOTE does
make a difference!

Of course, we reglize that circumstances can arise that make it impos-
siblefor certain individualsto attend this meeting. Taking thisinto con-
sideration, proxy ballotswill bein the mail. They areto befilled out and
returned immediately to the office so your vote can be counted at the din-
ner meeting. Any ballots returned after the dinner meeting will not be
counted.

IMPORTANT!! Only the company’s official Milwaukee/NARI rep-
resentativeis eligible to vote.

BUILDING MILWAUKEE AWARD: Thisyeas“Building
Milwaukee" Award will be presented to Dave Luczak and Carole Caine of
WKLH’sMorning Team. Dave and Carol have dominated Milwaukee's
morning show airwaves for the last 15 years. Each year they host alisten-
er supported “ Christmasisfor Kids’ program that serves up a holiday
party with Santa, toys and meals for over 3,000 needy kids and their fami-
lies. Their “Miracle Marathon” has also raised over $300,000 annually
from listeners to benefit Children’s Hospital of Wisconsin.

Milwaukee's Mayor Tom Barrett will be the speaker for the evening
and will present the award to Dave and Carole. Bornin Milwallkes,
Mayor Barrett grew up on Milwaukee' s West side, attended Marquette
University High School, and graduated Phi Beta Kappa from the
University of Wisconsin -Madison in 1976 with a degree in economics.
Tom graduated from the University of Wisconsin Law School with hon-
ors. After clerking for Federal Judge Robert Warren, Tom went into pri-
vate practice from 1982-1985, speciaizing in business law at the
Milwaukee firm of Smith & O'Neil. Hewas elected State Representative
in 1984 and promoted by the votersto State Senator in 1989. As State
Senator, he wrote Wisconsin's health care power of attorney law; engi-
neered effortsto create the enhanced 9-1-1 emergency telephone number
system throughout the state; and authored legislation enabling disabled
adultsto remain in their homes rather than be ingtitutionalized.

Tom was elected by the voters of the 5th Congressional District to repre-

sent the northern half of the City of Milwaukee and surrounding communi-

tiesin the U.S. House of Representatives. He served atotd of five 2-year
termsin Congress and served on four committees: Banking, Govt.

Reform, Judiciary and Energy and Commerce.

Asavery active member of Congress, he focused on health care, crime
prevention, childcare education and fiscal reform.

Important national groups consistently recognized Tom Barrett for his
fiscally responsible leadership in Congress. Taxpayers for Common Sense
honored him in 1998 as the most fiscally responsible legisiator in the
entire Congress. In 1997 he was honored as the second most fiscally
responsible member of Congress by the Concord Codlition. Hiseffortsto
provide better child care for working families children earned him perfect
scores from the Children’s Defense Fund for 5 yearsin arow, and in 1998,
Tom was awarded the Start Smart Milwaukee' s 1998 Children’s
Champion Award.

Mayor Barrett'svision for Milwaukee isthat he will continue his
demonstrated leadership in four key policy areas. economic development
and job creation; crime; education; and property tax relief.

Pleasejoin usin recognizing Dave Luczak and Carole Caine and wel-
coming Mayor Tom Barrett.

DINNER:

Registration & Cocktails: 6:00-7:00 p.m.
Dinner:

Cost (Pre Registered) $30.00
Wwak'in's $35.00

MENU: House Salad, lowan Roast Pork, Potato, Fresh Vegetable, Rolls
and Beverage; and for Dessert, Sherbet with a Cookie.

MEMBERSHIP SHOWCASES: Will be Decor & Y ou and Indoor
Purification Systems. Be sure to stop by their displays and express your
appreciation for their sponsoring a showcase.

JACKPOT: Drawing for the $75.00 jackpot will take place. If you
aretheofficial rep of your company, have pre-registered for this dinner
with the office and are present at the time of the drawing, Y OU could be
the lucky winner!!

AND...DON'T FORGET THOSE BUSINESSCARDS!! Once
again we will have the board at the registration table for you to place your
business cards. Sitting at the registration table month after month, it is
ohserved that members do take advantage of this. All that isrequested is
that you pick up what cards are till in the dot after the meeting in order to
make room for those who wish to add cards the following month.
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We all try to use the best resources avail-
able to us when making decisions. And we
are dl interested in getting the best value for
our time and money. Sometimesin the
excitement of everyday life we may overlook
some resources and values.

Your membership to this association is
one of the best resources for both your profes-
sional and personal life. Everyone of ushasa
need for NARI services listed in the member-
ship directory.

If you are aremodeling contractor using
NARI sub contractors, you can readize the
benefit of working with a professional that
understands the remodeling environment and
works with the same professional standards as
yourself. Another subtle reward is that your
customer will seeyou astruly professional
which reassures them that they made the right
choice of who they hired.

You can use the same resources for your
personal life. The vast majority of usown
homes. We need maintenance, improvements
and that little extra something we want to
come hometo, beit air conditioning service,
hot tubs or a vacuum cleaner system. There
are over 200 categoriesin the directory with
over 750 members.

Develop the habit of reaching out to our
members for everyday services. Supporting
our membersis healthy for everyone. It
grows relationships which benefit you now
and in the future. Extradirectory copies are
aways available free at the office. Get a
handful to keep around the office and at
home.

Simply using our members for as many
services as possible can be its own reward,
with the old proverb “What goes around
comes around.”

Election year. | am sure there is no need
to ask you to vote. Most of us can’t wait to
mark the ballot. The outcome will be deter-
mined in just afew days. Loca , state
,national and world agendas will be affected.
It's a powerful feeling to walk out of the
polling station knowing my single vote will
affect the whole world.

Dean Herriges, CR, CKBR
President

- J
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SERVICE = REPUTATION = VALUE - OPTIONS

Service and
products you
can trust

Glendale 414-962-4648
Greenfield 414-282-2141
Brookfield 262-783-6600

www.verhaleninc.com

Milwaukee/NARI Home I mprovement Council, Inc.
11815 W. Dearbourn Avenue, P. O. Box 26788,
Wauwatosa, WI 53226
(414) 771-4071, WEB SITE: www.milwaukeenari.com e-mail:
nari@execpc.com
President: Dean Herriges -
Urban Herriges & Sons, Inc.
Vice President:  Scott Cline -
J& B Construction, Inc., Milwaukee

VicePresident: Paul Kraemer -
Starr Insurance Group, Ltd., Greenfield
VicePresident: David Pekel, CR -

Pekel Construction & Remodeling, Milwaukee

Secretary: Diane Ausavich, CR -
Carl Krueger Construction, Inc.
Treasurer: Thomas J. Hagner, CRS -

Better Bldg. by Wesather-Sedl, Ltd., Racine
Executive Director & Editor:

Mary Fox-Hagner, Milwaukee/NARI Office
NARI Newsletter is published on a monthly basis by the Milwaukee/NARI Home
Improvement Council, Inc. , 11815 W. Dearbourn Avenue,

P. O. Box 26788, Wauwatosa, W 53226. Copyright© 2002. All rights reserved. For repro-
duction or reprint requests, please contact Milwaukee/NARI Home Improvement Council, Inc.
at (414) 771-4071.

The statements or views expressed in the NARI Newsletter are those of the authors and may
not necessarily reflect the official policy or views of the Milwaukee/NARI Home Improvement
Council, Inc. No endorsement of those views should be inferred unless specifically identified
asthe official policy of the Milwaukee/ NARI Home Improvement Council, Inc. The publica-
tion of any advertisement is not to be construed as an endorsement of the product or service
offered unless the ad specifically states that there is such endorsement or approval.
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Marketing Corner

Productivity Tips:
Organization

Expertise

Open and close every day with a haf-
hour of planning. Every minute spent
planning will typically save you three or
four minutes of effort.

Prioritize the tasks that are most
important and get them donefirst. Too
many people choose to do what' s easiest
while putting off the difficult-but-critical
tasks.

Set aside timefor daily duties.
Reading, answering and returning emails;
listening to voicemail, opening and send-
ing snail mail...these are tasks that must
be done every day. But rather than dis-
tracting yoursalf with them throughout
the day, allot one or two times during the
day when you will attend to them, and
then ignore them the rest of the day
(unless something truly critical is expect-
ed, of course).

Reward yoursalf. Instead of beating
yourself up for procrastinating on impor-
tant tasks, give yourself alittle reward
every time you step up and take care of
vital prioritiesfirst.

Create adistraction-free zone. When
you absolutely have to focus on and fin-
ish a specific task, go to aplace—acon-
ference room, unused office, your car, the
janitor’s closet, etc. —where no one can
distract you, you don’t have Web access,
and the phonewon’'t ring. Don't leave
until you get the task done.

Selling Power

Easy Stepsto Turn
Objectionsinto
Approvals

When a prospect raises an objection,
follow this plan.

Show your concern. Let the prospect
see that not only do you understand their
concern, you'll admit that others have the
sameworry. “| can certainly understand
your concern. Infact, that's the same
thing many other customers have asked
thefirst timewe met.” Then continue, “|
know you have to feel good about this

point or you won't feel right about our
service”” That helpsyou link their con-
cern to an explanation.

Explain the reasons. Help the
prospect see the benefits of working with
you. That movesyou closer to getting
their approval. “I mentioned earlier that
our delivery timeis six weeks or more.
That’ s because we build to order. If we
delivered any sooner, we wouldn't be
doing our job: building your ideal
machine.” Ask if their objection has
been satisfied. “Does that satisfy your
concern about thetimeline?’ If you get a
“Yes,” then consider the deal closed. If
you hear “Yes, but,” return to thefirst
step. Sincethey’re not satisfied, you
know that either your concern or your
explanation wasn't good enough. So
start with the concern.

Key point to remember: If you go
straight to more explanation, as most
people tend to do, you run the risk of los-
ing thesale.

Competitive Advantage

Pre-call Checklist:
Keep the Customer’s
Needsin Mind

What do | know? Go over the history
of the account; refresh your memory on
what makes this person a good candidate
to do business with you.

What makes this customer different?
Pinpoint the customer’s challenges and
keep them in mind, whether you're talk-
ing or listening.

What do | haveto learn? Listento
everything customers say so that you can
learn more about how they work and
what challenges they face.

What can | do for this customer? The
customer is only going to be concerned
with what he or sheisfacing. Focus your
attention on these issues.

What do | want? By identifying what
you would normally focus on, you can
catch yourself before straying when

you're on the sales call. Salling Power

Members Needed for
Pandl Discussions at
Technical School

For the second consecutive year, the
Milwaukee/NARI Foundation is coordinat-
ing panel discussions for students pursuing
ahome improvement and remodeling
career at Milwaukee Area Technical
College and Waukesha County Technical
College. Last year, by going directly to the
schools, NARI members made presenta-
tions to more than 250 students at the indi-
vidual campuses.

With agreat ded of enthusiasm from
the instructors at the schools, plans have
been set to have two-hour panel discus-
siong/luncheons at the three MATC loca
tionsand at WCTC. The schedulefor the
presentationsis as follows:

» Wednesday, November 3 - WCTC: about
75 students pursuing a degree in carpen-
try and masonry with three teachers.

 Thursday, November 4 - MATC
Downtown Campus. more than100 stu-
dents studying carpentry, cabinetry, archi-
tecture, and electrical with five or six
teachers.

» Wednesday, November 17 - MATC
North Campus:. approximately 40 stu-
dents pursuing degrees in landscape
architecture and seven instructors. The
panel will consist of at |east one general
contractor and four landscaping contrac-
tors.

 Thursday, December 2 - MATC South
Campus. about 50 students studying car-
pentry and HVAC with four instructors.

The panels at the MATC Downtown
and South campuses and the WCTC pre-
sentation will be comprised of at least one
general contractor and at least one member
contractor in each field of study that is
being taught at the school.

The sessionswill run from 11:00 - 1:00,
with thefirst 75 minutes being the panel
discussion and the final 45 minutes set
asidefor lunch. In addition, a $500 schol-
arship will be awarded at each presentation.

Please contact Dave Amoroso of Ron
Sonntag Public Relations at 414-354-0200
ext. 108 or the Milwaukee/NARI Office at
414-771-4071 if you would like to partici-
pate in one of the panel discussions.
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Member Spotlight —
Solatube-Brighter
Concepts, Ltd.

Shedding alittle light on things has
never been aproblem for Brighter
Concepts Ltd. Asamatter of fact, the
company has made aliving off of “day-
lighting” spacesfor the last decade.

Quite smply, we sell the most energy
efficient skylight and we pride ourselves
on the ability to brighten any space with
natural light,” said Keith Johnson, owner
of Brighter Concepts. Johnsonis credit-
ed with bringing Solatube skylights to the
Midwest and now Brighter Conceptsis
recognized as the premiere Solatube
dealer in the region.

We take our role as members of
Milwaukee/NARI serioudy and wetry to
represent the group in the best possible
light with every installation, no pun
intended,” said Johnson.

In 1994, the Brighter Concepts doors
were opened and their partnership with
Solatube International offered clientsa
new way to brighten rooms. Solatube
International has afull line of tubular
skylights and solar vents for homes and
commercia spaces.

The difference between a Solatube
and atraditional skylight is how the light
is disbursed throughout aroom. The
Solatube catches high and low-angle
light and sendsiit to an internal diffuser
that then disburses the light evenly
throughout aroom. The traditional box
skylights concentrate light only in the
areadirectly beneath the installation
point, leaving the remainder of the room
dim and unaffected.

The best way to gauge light is by
measuring lumens. A standard 100-watt
incandescent bulb produces 1200 lumens.
In comparison, the 10-inch Solatube pro-
duces up to 4600 lumens. “You can talk
about al the lumensin the world, but it
doesn’t do justice to the feeling of the
natural light that the Solatube can bring
to any room in the house,” said Johnson.

For more information on Brighter
Concepts line of Solatube products or to
discuss some bright ideas for your
client’s homes, call 414-332-9050 or visit
www.solatube.net.

Recruiting New Members Pays Off

The Annual Pewaukee Lake Cruise was held in August. Anyone who
took in a new member from January through June of 2004 was eligible
to partake. The weather cooperated, the food was delicious, and the
camaraderie was top-notch. Couldn’t have asked for a more fun-filled,
relaxing evening. This is just another incentive offered to those mem-
bers who diligently recruit new members each year. Join us next year!!

Just before take-off!

Howard - did we shop at the same
place??

i .

Tom Weiher, Ellen Amoroso, Paul &
Robin Kraemer and Howard Rowell
enjoying the gourmet dinner.

Bill Bobrowitz trying to recruit a
new member! He did join!!

Oh, Oh!!! Mark Brick at the helm! —_\—'— = —— =
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OUR FUTURE REMODELERS
Home Depot KidsWorkshop
“Quite Industrious— Agree?

FALL HOME & =
REMODELING SHOW A
Although attendance was down, we were told quality ﬁ
leads were up, and overall the exhibitors were pleased.

AN UNUSUAL ATTENDEE??

But. . .themain attraction had to be the unusua attendee on Sunday at
the demonstration stage—amonkey! Not just an ordinary monkey, but
one that someday will be the hands for a quadriplegic. Heisnow living
with a couple until heis 15 years old, after which he will go to school to
learn how to integrate with a quadriplegic; i.e., hewill be higher hands
asaseeing eye dog isthe eyesto blind person. It was quite an educa-
tion for uswho were able to speak with the couple who adopted him.

Can we become friends?

Finger-lickin’ good, Stephen!

Hi, Mr. Hagner, let me introduce myself!
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VEVMBERSH P COWMM TTEE

Just returned from the National NARI Board of Directors
meeting in San Antonio, TX. A very busy agendawas set
with meetings running from early morning each day and
continuing into the evening hours. All the hours spent at
these meetings were very informative and worthwhile.

Most gratifying isthat National NARI isagrowing orga-
nization and is afinancially sound organization. At this
time membership exceeds 6,700 members. Many local
chapters are conducting programs to increase their mem-
bership. Two new chapters were accepted and granted
charters, with several more chaptersto be approved at the
Spring Board meeting in Chicago.

National membership grew from 93 to 115 companies
between the last two board meetings. National members
are ahuge asset and fine revenue source for NARI.

Requeststo “Join NARI’ have been put on the National
NARI web site. In ashort period of time they have
received over 50 requests for more information. The
inquiries are directed to chapters to follow through with
the prospectsin their areas and to hopefully recruit as new
members. To date our chapter has received 20 inquiries
that are being given additional information about NARI.

HAVE YOU CHECKED LATELY? FOR WHAT?? Just
one more good prospect that we could invite as your guest
to the November 16 membership dinner meeting that will
be held at the Wisconsin Club. It would be agood time to
have them become acquainted with other NARI members
and find out why they belong. Thereis plenty of time yet
to send in agood prospect’s name to the office and for us
to send an invitation. Again, the meeting dateis
November 16. Thanksfor your help.

It'sworth alittle effort to recruit anew member. At the
November 16 dinner meeting names will be drawn for the
following incentives

$100.000 Gift Certificate for Moe's, A Place for Steaks
Admira Hockey Tickets and Gift Certificate to the
Turners Restaurant ($100.00 Va ue)

Tickets for the Performance and date of your choice to the
Milwaukee Repertory Theatre ($100.00 Value)

Hope to see you and your prospect at the meeting.

Please join in welcoming a new member that was taken in
after the September Newsletter went to print:

DECKSBY DON
Decking - All Types
1427 S. 84th Street
West Allis, WI 53214
Donald Santner 414-771-8948
We hope to see you at many of the NARI functions
throughout the year and become an active participant in
Milwaukee/NARI.

Following are two name changes. Please change your
records accordingly.

Primary Electric, Inc. to Avante’ Power, Inc.

Beckwith Development & Design, LLC to Beckwith-
Design, LLC

Bill Bobrowitz, Chairman

EBE {5
WWWW
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Professional Installations Smce 1955

BUILDING PRODUCTS

20520 Enterprise Ave.
Brookfield, W1 53008
M-F 8-5, Sat 8-noon

Phone 262-784-4250 Fax 262-784-2139
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Visit Qur
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Government Affairs Committee

DNR shoreland zoning rule

The DNR continues to move backward from its effort to make
shoreland zoning more user- and property-owner friendly. The
department created a working group approximately two years
ago in an effort to smplify the rules while improving environ-
mental protection. The draft rule clearly expands environmental
protection by prohibiting most human activity within 75-feet of
thewater. The department revealed that working group members
have submitted a combined total of 25 pages of complaints, con-
cerns and friendly suggestions to make the rule better. Inits cur-
rent draft, most legislators are expected to send it back to the
DNR committee for more work.

100 Day JobsAgenda

The leaders of the Assembly and the Senate teamed up on a press
release announcing a“ 100 day jobs agenda.” The planisanine-
point promise to act on legidation to improve Wisconsin's busi-
ness climate within the first 100 days of the new legidative ses-
sion. At thetop of thelist: the property tax freeze, which
Governor Doyleis expected to veto again. Thelist looks some-
thing likethis: (1) Freeze property taxes, (2) Tax free health sav-
ings accounts; (3) Eliminate the tax in health insurance premi-
ums; (4) Regulatory Reform — Job Creation Act Part 2; (5)
Research and Development Tax Credit “ 2020 credit”; (6) Expand
the health care co-op program; (7) Expand workforce training
and retraining programs at tech colleges; (8) Rura Finance
Authority; and (9) Uniform Training Standards. Our friends
inside the Capitol Dometell usthat they are “open to sugges-
tions’ for regulatory reform.

NARI Board ApprovesAlteration and Remodeling
Guidelines

In an effort to make inspections of remodeling projects more
consistent from community to community, representatives from
the Southeastern Wisconsin Building Inspectors Association,
Milwaukee NARI, and the Metropolitan Builders Association
met for approximately ayear to identify inspection inconsisten-
cies and develop guidance that would improve the issues identi-
fied. Theresultisaset of guidelinesthat will provide building
inspectors and remodel ers a defined set of regquirements when
improving pre-1978 housing.

Many Wisconsin municipalities have adopted the Uniform
Dwelling Code to serve as aremodeling and alteration code. It
has become apparent that different inspectors and different com-
munities approach and enforce construction hurdles differently.
This has caused frustration for many in the industry. Some of the
construction hurdles identified by workgroup participants include
existing conditions such as ceiling height limitations, door sizing
requirements, and stair standards. The Uniform Dwelling Code
isintended for new one- and two-family construction. While
some remodeling construction projects simply create additions to
existing housing stock, a substantial number of projects are uti-
lizing existing space within a pre-1978 home.

Our Workgroup' s approach was to create flexibility in an
inflexible code that is written for new one- and two-family con-

struction. These policy documents will not replace the Uniform
Dwelling Code; however, it will play akey rolein providing
local building inspectors and the remodeling industry guidance in
the areas of the code that need flexibility in remodeling projects
while maintaining a safe living environment for consumers, resi-
dents, and future residents.

Communities that use the Uniform Dwelling Code or
Uniform Building Code will continue to use the standards estab-
lished in these codes; however, further guidance will be found in
the * Southeastern Wisconsin Alterations and Remodeling
Guidelines'. Workgroup participants will continue to serve as an
oversight body to clarify questions relating to the policy docu-
ments.

While our workgroup attempted to be as clear as possible,
there may be situations that arise where further clarificationis
needed. Our work is certainly not complete; however, these doc-
uments will establish afoundation to work from. Industry part-
nerswill continueto rely on feedback from building inspectors
and the remodeling industry to make further changes.

The Building Inspectors Association expects that these docu-
ments will be available for most metro area communities by
January 1, 2005. The Building Inspectors Association is current-
ly working on the details of how to best implement the guidance
document.

PARTICIPANTSON THE WORKGROUP INCLUDED:
Kevin Anundson —Wooden Thumb, Inc.
Mark Benkowski — Custom Design Associates, Inc.
John Block — City of Brookfield
Kirk Buchaklian — Town of Caledonia
Michael Heuser — Kelmann Cor poration
Dean Herriges—Urban Herriges & Sons
Dan Klappa—J.D.J. Builders
Butch L oferski — City of Cudahy
J. Scott Mathie— M etropolitan Builders Association
Jim Pitzen — Pitzen Design, Ltd.

Tony Rink —Renovators, Ltd.

Brad Tarnof —Sun Ray Builders
Dave Wheaton — City of Wauwatosa
Dennis Wiese — City of Port Washington

THANK YOU TO OUR MEMBER
SHOWCASE PARTICIPANT

.
— "

- . |}
CHILDCREST TILE & STONE
Ceramic Tileand Natural Stone Products
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Congratulations

Corner
CONGRATULATIONSTO...

Wooden Thumb, Inc., cho-
sen as one of the Top 500
by Qualified Remodeler
for 2004

JDJ Builders, arecipient of
Qualified Remodeler’'s Master
Design Awards 2004 in the catego-
ry of Finished Basement.

Ada Duffey of Milwaukee

L ead/Asbestos Information Center,
Inc., who was featured in the
August/September issue of
Remodelers Journal in the
“Membership Spotlight” series.

NEW LANDSCAPING
AT OFFICE BUILDING

Have you been by the NARI |,
office within the last month or
s0? Thanksto Central Services =
Co., Inc., aMilwaukee/NARI
member, it has been spruced up
with new landscaping and trees
trimmed, and it looks great asthe

photos below will attest to. Also
thanks to Howard Rowell and &
crew for their diligent watering of the area. Even the bare spots under the trees
have beautiful green grass growing. We have a new look!!!

=

TING & COOLING, INC.
262-547-2030

Proud to offer products from

LENNOX

HyE| CRErET RFETIEE

A Berter lﬂ'fd ee™

Diverse Product Selection, including...

* Boilers
* Ventilators

¢ Air Conditioners
o Humidifers

e Furnaces
* Fan Coils

Service All Makes & Models
Sales

Installation and Replacement
Residential & Commercial

* 24-Hour Emergency Service
* Certified Technicians

* Same Day Service

* Duct Cleaning

¢ FREE In-Home Estimates

300 Travis Lane, Suite 17 * Waukesha
262-547-2030 » www.firstchoicehvac.com

Milwaukee’s

COMPLETE
Communications
Source

Specialty Publication Production
Printing

Graphic Design

Web Site Design

Promotional Novelty Items
Direct Mail

Lpressiheiws

Your experts in Local News, Advertising and Printing!

W130 N10437 Washington Drive ¢ Germantown
(262) 238-6397 * Fax: (262) 242-9450
www.discoverhometown.com
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Thﬂg den't Just fit, ‘|'|f'lre,3 latter.

Custom Shield® premium wood replacement
windows come with a “frame-within-a-frame”
design. Meaning they're built to your specifica-
tions for an exact fit in your existing frame—
without tearing into walls and trim. And they
come with virtually

maintenance-free

aluminum  exteriors

in a wide range
of options, including CUSTOM SHIELD®

. ) Windows & Doors
custom wood interiors.

PROLITE BUILDING SUPPLY
11624 W. Dixon Street
West Allis, WI 53214

414-771-7761
Wholesale Distributor

REAT LAKEN"
4 -PWINDOWS

A Beautiful Welcome Home

0 matter where you live — north, Great Lakes Gold® Windows
| PR NW””L asl. west. or central US. — » One of the most energy-efficient windows
W » lGre?t Lakes Gold has' wmdm:js Win.h vou can bay.

solutions for your energy-saving needs. It's e
| | - o , » Custom-made to it right for life.
just one of the reasons why Great Lakes - - ‘
k Gold windows with Low-F glass packages > No painting o scraping — ever!
carry the coveted ENERGY STAR label for » Lifetime Limited Warranty.

superior energy efficiency. Call us today for a FREE ENERGY STAR
brochure!

GREAT LAKES
=

PROLITE BUILDING SUPPLY
11624 W. Dixon Street

Reach

Ar the Stare West Allis, W1 53214

Wholesale Distributor
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MILWAUKEE/NARI
HOME IMPROVEMENT COUNCIL, INC.

P. O. BOX 26788 « WAUWATOSA, WI 53226
PHONE (414) 771-4071 « FAX (414) 771-4077

Fine architectural details, superior millwork and furniture-
grade quality truly set Marvin windows and doors apart.
To learn more, come Vvisit our showroom.

©2003 MrvinWndows and Doors. Al rigts reserved. @Regi stered tradenark o Mrvin W ndows and

Cedarburg Lumber Co. Lisbon Storm, Screen & Door Co., Inc. MARV'N{_%.
(262) 377-2345 (414) 445-8899 Windows and Doors
Made for you:

www.marvin.com



