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THINK LUMINARIAS           
YOU THINK NEW MEXICO 

Think Workers’ Compensation &  
You Think Builders Trust! 

www.builderstrust.com - For more information call 505-345-3477 or  800-640-3369  



This home by Casa Verde 
Builders in the Vista Entrada 
section of Enchanted Hills 
in Rio Rancho boasts energy 
efficiency to Build Green 
NM Gold certification.  
Features include 18-inch 
tile, granite counters, a 
travertine backsplash, 
alder cabinetry, 10-16-foot 
ceilings, a 3-car finished/
insulated garage, and a spa-

like master retreat.  This 3-bdrm, 3 ba house on a half acre 
lot is 2,049 sq. ft., sells for a modest $264,321, and won a 
Most Innovative Award in HBA of CNM’s Spring Parade.
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Membership	Statistics
Sept

Total 2074

Central	New	Mexico			
	
Eastern	NM

South	Eastern	NMHBA

Lincoln	County	

Las	Cruces	

Southwestern	NMHBA

San	Juan	County

Santa	Fe	Area

Otero	County

692

90

90

115

325

53

147

438

119

2016-17 NMHBA 
Meeting Calendar

December
26 Christmas Holiday – NMHBA & BT   
 Offices Closed

March
1 NMHBA Board Meeting @ Albuquerque  
 Marriott
1 NMHBA Legislative Dinner Meeting @  
 Albuquerque Marriott
2 NMHBA Member Bus Trip to the   
 Roundhouse

May
12 Building Issues Committee Meeting @   
 NMHBA Office
12 Government Affairs Committee Meeting @  
 NMHBA Office
12 Board Meeting @ NMHBA Office

Oct

2069

692

90

91

116

327

53

147

439

119

HUB International is a leading insurance and surety broker for 
the construction industry. We are known for our market-
specific expertise, comprehensive programs, exceptional 
service and cost-effective pricing. HUB International has 
extensive resources, regional specialists, risk management 
professionals and personal insurance advisors who are expert 
in addressing the needs of businesses and business owners. 

At your service across New Mexico.

ALBUQUERQUE

Daren Lewis    505-828-4162

CARLSBAD

David Long    575-361-0204

LAS CRUCES

Fred Trafton    575-524-8686

LAS VEGAS

PJ Wolff    505-690-7707

SANTA FE

Emily Mascarenas    505-660-1439

Does your insurance program have 
structural problems?

Put the proper framework in place 
with HUB.
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2017 President’s Message 
As 2016 comes to a close NMHBA looks forward to a new year.  Also a smooth transition in 
the volunteer leadership.  After the rough and tumble national election we just went through, 
it’s comforting to know that some changes in leadership can be so smooth.  At NMHBA the 
leadership goes through the volunteer process based on a common focus; helping those in our 
industry succeed.

As is true for most of us, I was invited into the HBA by a fellow member.  I had been in the 
business of remodeling and had 2 or 3 new homes under my belt when I met George Beall.  
We were looking over a large remodel as competitors and George told me about the HBA and 

this new worker’s comp insurance that was just recently started…Builder’s Trust.  Next I ran into Steve Spensley, another 
remodeler, and before I knew it I was a volunteer in a committee called Home Builder’s Care.  That committee was filled 
with fun people, and I was hooked.  Remodeler’s Council, Custom Builder’s Council, Green Builders Council were added 
to my list of involvement, and then one year I was asked to join the Board of Directors (HBACNM) as Builder at Large.  
New Mexico was in a real growth phase and business was good for most all of us.  We had great volunteer leadership at 
Central and had training opportunities galore.  Getting on the leadership at Central then introduced me to NAHB when 
I attended the International Builders Show for the first time and met other members from the State HBA.  I have friends 
now from across the country that have a passion for our industry and enjoy the comradery of fellow builders, suppliers 
and associates.  At NAHB, I became involved with and enjoyed several of the national committees.  My favorite was the 
Green Building Subcommittee.  After a few years I was honored to serve on that committee.  Which led a few years later 
to my serving on the ANSI Consensus Committee to develop the first ICC National Green Building Standard.  Of note, 
New Mexico was highly regarded and had 3 New Mexico members on that 44-member development committee.  Former 
NMHBA president and Green Builder Media president Ron Jones Chaired that committee.  The 3rd NM member was Lee 
Brammeier, now a building official and former partner with Norm Schreifels in Sun Mountain Construction, a central NM 
custom home builder.

I joined the HBA in 1987, held office as president of HBA of Central NM in 2005 and an incredibly short 12 years later 
am honored to serve as president of the NMHBA.  My wife Debi and I have been married 40 years.  We lost our oldest 
daughter, Jenifer, 11 years ago and we still remember and appreciate the support that came from the home builder’s 
community.  Our youngest, Krista, now lives in the Denver area so you can guess where we go whenever given a chance.

Now you likely know more HBA history about me than you want.  So, what’s the take-away?  Teamwork.  Joining that 
first committee shows how competitors joined together in a common cause accomplish their goals and have fun in the 
process.  The same was true for each successive committee and council.  Get involved and you will be rewarded with 
education and friendships that will last for years.  We have 
many opportunities for just that involvement at NMHBA.

Welcome soon to 2017 and may we all enjoy a wonderful 
holiday season and a successful new year.

Steve Hale; 2017 President of the New Mexico Home 
Builders Association

Steve Hale
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Construction Gross Receipts Tax 
Exemptions On The Chopping Block?

The	“Pyramiding”	Issue	–	Again
The State of New Mexico has long imposed a tax on businesses in our state known as the 
Gross Receipts Tax.  The basic concept is simple – each business pays a percentage of their 
total income (gross receipts) to the state each month.  This is NOT a Sales Tax, although 
the two often get confused by people, including business people who should know better.  
New Mexico does not have a Sales Tax.  However, many businesses succeed in getting their 
customers to pay the businesses gross receipts tax by simply adding a like amount onto each 

customer sale.  Customers usually pay the bill and think about it no more.  The business person smiles!  But I digress.  
This article is about a problem that makes the Gross Receipts Tax bite particularly painful for the construction industry, 
and news about that problem.

There are a few industries in New Mexico where many businesses sequentially contribute their efforts to create a single 
product, and the finished product finally gets sold.  Construction of a building (home) is one such example.  Why is this a 
big deal in construction?  It’s about compounding of taxes.  Let’s look at an illustration of the problem.

In a very simplified example, we see the start of a home with a concrete sub creating a slab, who then gets paid for the 
work by the general contractor.  That concrete sub pays the state a Gross Receipts Tax figured as a percentage of what the 
General Contractor (GC) paid to the sub.  Each successive “sub” does the same thing, and each pays part of their income 
to the state.  The GC finally sells the finished home to a buyer, and in turn pays a percentage of that sale to the state as 
tax.  We can assume that the final sale price included lots of taxes that were built into the price of each sub’s work.  At 
the end of the project the GC added up all of the subcontractors’ bills, included some profit and overhead, set a price, and 
sold the home.  The GC’s business then paid Gross Receipts Tax on the sale amount.  Because the Gross Receipts Taxes 
of each contributing sub and supplier got “baked into” the project, some of the GC’s tax was based on other businesses' 
accumulated taxes.  It gets even more dramatic when subs have sub-subs, all of them “baking in” their own tax.  This 
phenomenon of compounding of gross receipts tax is known as “Pyramiding”.  (If this is a new subject for you I suggest 
you go the NMHBA web site and read our more detailed analysis of how this all works at www.nmhba.com.  Click on NM 
Gross Receipts Tax half way down on the left bar.

Many years ago the Legislature became sympathetic to this compounding of taxes, and allowed the construction industry 
to begin using Non-Taxable Transaction Certificates (NTTCS) to help curtail this compounding process.  The business 
selling to a general contractor was allowed to delete the “gross receipts” from the calculations of that business’ taxes.  For 
many years this was possible only on materials purchases and the labor to install these materials.  Then in 2012 this use 
of NTTCS was expanded to include services.  In the subsequent years we have heard state tax officials complaining the 
amount of ”lost” revenue to the state has been more significant than they anticipated.

The reason for my writing this article is that we are now seeing what we consider to be a significant effort to repeal all 
Gross Receipts Tax exemptions, including those used by the construction industry.

Why do we think this is something to pay attention to this year?  One reason is because the state and local governments 
are truly desperate for money.  I’m sure you have seen the news, and it isn’t getting any better as time goes on.  In addition 

Jack C. Milarch, Jr.
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FREE!
Estimates

Spray Foam • Fiberglass • Air Seal • Fire Safing

Residential • Commercial

505.345.1705
www.garrityinsulation.com

this effort is being driven by several significant legislators including Rio Rancho’s scientist legislator Jason Harper.  Rep. 
Harper has created a computer model which predicts how reducing/stopping each deduction would impact the state’s 
income.  The amounts of tax money involved are eye-popping!  The lack of such a model for predicting what would 
happen with reduction of these tax breaks is the first time legislators have had a realistic look at the impact of Gross 
Receipts Tax deductions.  Rep. Harper is taking his presentation around to various interim committees, trying to build 
support for his ideas.

Part of Rep. Harper’s presentation includes a discussion of how the Gross Receipts Tax (GRT) originally started at a low 
rate and was paid by all businesses in NM.  Over time more and more exemptions were added (including a big break to 
reduce “pyramiding” for the construction industry), and the basic tax rate was raised to make up for the loss.  This cycle 
has been repeated many times until now we have a situation where GRT in some areas of NM is in the 9% range – which 
is a very big bite on impacted businesses.  Rep. Harper shows that if deductions were curtailed the basic rate could be 
reduced dramatically.  It gets legislators’ attention.

Another powerful argument is that NM GRT has become so complicated that it is a deterrent to economic development.  
Businesses looking at moving to NM discover our GRT quagmire and decide they don’t want to deal with such a high 
and strange tax.  And we know it’s true because we get our share of inquiries from contractors and developers considering 
a move to NM and they are always appalled at the complexity and draconian administration of this tax system.  Most 
businesses are more comfortable with a simple sales tax such as exists in most other states.  Economic development has 
become such a desperate hunt that our legislators are willing to do drastic changes if they feel it will help New Mexico’s 
chances.

We expect this topic to be heavily discussed at the upcoming 60–day legislative Session, and we will keep you informed.  
If you happen to see your legislator around town you might take a few minutes to discuss how such a change would impact 
your own business.
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After several years of consideration and months of discussion, the NMHBA Board of Directors voted in November 
to adopt serious Bylaw changes to improve the governance of the association on the one hand and diversify input and 
involvement in the important industry issues on the other.

Governance of the association.  NMHBA must be run as a business.  The staff had their direction mainly 
dictated at 1 of three Board of Director’s meetings.  And then mostly at the summer meeting.  The large board of over 
50 members were given updates and recommendations from the Senior Officers and then voted to accept or reject as the 
motions were presented.  It was impossible for each board member to have all the knowledge that had been reviewed and 
presented by the Senior Officers.  The Board was many times relegated to being a rubber stamp for the Senior Officers’ 
decisions.  It worked, but was not very efficient.  Issues would come up between board meetings that had to be addressed 
and was done so by the Senior Officers or sometimes by just the President.  Each Board member can be held responsible 
for the actions of the association regardless of how much of the information available was considered by that member.  
Think Liability!
The bylaw change now has a leaner board of directors that can meet more often and be thoroughly vetted in the issues.  
This is done in person at the NMHBA office or by a video conferencing application called “Zoom”.  This board is 
comprised of the Senior Officers, Committee Chairs and a representative from each local association not already 
represented in the other positions.  This can vary a bit but is at 14 for this year.  By taking care of association business, the 
Board of Directors frees up two committees to tackle the fun stuff . . . legislation, regulation, and court decisions that affect 
our industry. 

See the chart below to see how this all comes together:

Where can you fit in?  Next year in March is the first membership trip.  The building industry charters a bus to 
Santa Fe and we spend half a day visiting with the legislature.  If you have never done this, it’s the best education for how 
our state legislature works.  It’s also important for our legislators to know what is affecting our industry.  All members can 
join this trip to Santa Fe.  Don’t be shy -- we visit in small groups.  More details to follow in a future H J article.

Join a committee.  The president appoints the committee membership and we have openings for interested 
members.  In addition to a few Task Force assignments to handle specific, time-limited chores, we have three “Operational 
Committees” that are long-standing, and have their work continue from one year to the next.

Reorganization allows opportunity for 
involvement at New Mexico HBA
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GREEN TIP 
OF THE MONTH

 
Quick Update on the 

New Build Green NM 
Program & Tax Credits

New Tax Credits start January 1st 2017. Silver Level 
Credit of $3 per sq ft up to $6,000 per home. Build 
Green NM Program Certification in New Program (Since 
2015). Program Spreadsheet can be downloaded from 
BuildGreenNM.com. Contact Steve Hale, Program 
Director for more information.

IT’S EASY TO BE GREEN!
Give your  cl ients  what  they  want. . .

a home that is comfortable, 
energy efficient and healthy!

Build Green New Mexico
Certifying the Green & Sustainable 
homes from Builders & Remodelers 
across the State of New Mexico

Contact us Today:
Steve Hale:

Program Director
(505) 688 – 5335

bgnm@comcast.net
www.BGNM.com

November 2016

Casa Verde Builders

The Government Affairs Committee 
(GAC) deals with legislation, promotion of candidates 
and legislative policies.  The 2017 Chair of GAC is 
Ben Rawson from Las Cruces.  Ben and the GAC will 
be looking at legislative issues around a potential new 
tax structure for the state that could reinstate the “tax 
pyramiding” we just got some relief on in 2015, potential 
economic development issues that would help attract 
retirees to the state, and in general, places where we can 
improve the business climate for existing New Mexico 
companies.

The Building Issues Committee (BIC) deals 
with building science issues that show up in the building 
codes and liquid waste disposal regulations.  The 2017 
Chair is a new-comer from Farmington, David Valencia.  
David and the BIC are already working on amending 
the 2015 International Energy Conservation Code for 
statewide adoption in 2017.  Other issues the BIC will 
tackle include the cost increases brought on by the 
adoption of the 2014 National Electric Code (NEC), 
and the anticipated adoption of the 2017 NEC.  We may 
get to updating the NMHBA “White Paper” on various 
ways to increase the efficiencies of supplying inspection 
services around the state.

Notice the dashed line between GAC and BIC on the 
chart -- some issues are blurred as to where they go, so 
both committees may get to look at different aspects of 
them.

The third operational committee, Finance, develops 
the annual budget so the priorities of each president are 
properly funded, keeps their eye on the financial status 
throughout the year, and works on future projections 
to make sure the association stays viable.  This last 
chore was immensely important during our economic 
downturn.  An NMHBA Past President, Ray Gee from 
Santa Fe, will continue in his role as Chair of the Finance 
Committee for 2017.

The three above committees need about 45 volunteer 
members to provide the necessary input to direct the 
Association.  If any of the committees pique your 
interest, let me know.  These are open meetings so you 
are welcome to come check them out.  They meet about 
every other month—the exact schedule is online at www.
nmhba.org .

Steve Hale; 2017 President of the New Mexico Home 
Builders Association.
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Review: 2016 IBS Educational Program

Your Identity: How to Stand Out from the Crowd
If you paid for a Full Registration to the 2016 International 
Builders Show in Las Vegas, you are entitled to replay the 
entire 120+ educational seminars presented for FREE.  You 
should have received an email around February 17th from 
Mobiltape Company with subscription information for you to 
access these recordings.

NMHBA staff replayed Your Identity: How to Stand Out from 
the Crowd presented by Rich Harshaw, of Monopolize Your 
Marketplace in Southlake, TX.  While the presentation was 

aimed at remodelers, there is information here that will help anyone with a product or service to sell to change up their 
website and advertising to adjust to the new reality of marketing – that most folks check you out online before they ever 
call your office.

Harshaw points out the rules of sales and marketing have changed over the past five years: instead of placing an ad and 
waiting for the phone to ring, using wear-down techniques for sales, and pricing schemes, discounts and promotions, now 
days you would only get two folks who saw your ad to call (instead of the previous 10), and another four see your ad 
but check you out online, then maybe only one actually calls your office.  You can never sell a client on your product or 
service if you’ve never had a chance to talk to them.

In order to counter this new behavior of the buying public, you need to make sure potential customers to understand why 
you’re more expensive, and why that’s a good thing. You want them to feel like they’re in control of the decision, and 
you want them to fall in love with your company before they ever meet you in person.  All of this starts with your web-
site.  Your website has more potential to “make or break” your marketing success than anything else.  Your first order of 
business is to make your website work better, and after that, you need to drive traffic to your site.  Only after this is done 
should you begin advertising and branding.

Power, Precision and Passion
Harshaw defines Identity as “Words, phrases and images, articulated with power, precision and passion that instantly and 
definitely communicate who you are, how you’re different and better, and what customers can expect when doing busi-
ness with you.”

According to Harshaw, the most common problems with websites are:
1.  All have the same products at about the same prices with the same type of features;
2. Engagement Tool Overload –  “Get a Price”, “Special Offer,” “Give us your email,” and “download a brochure”  
 aren’t helping the customer looking for something that will tell them why they should become “involved” with  
 your company and why they should give you their money;
3. Key Word Stuffed – Lots of promises on your reputation and quality of the products, but nothing to fill the basic  
 requirements of what the client is looking for;
4. Relying on Looks Alone – Pretty pictures and graphics, but no really interesting content.

Harshaw says you should ask “Do I really think I’m better than my competitors?”  “How am I better?”  Harshaw then 
asks if you can you explain it to a potential client in 10 seconds -- or 20 seconds?  Think about if there are things about 
the way you do business, or the quality of the materials you use, about the way you treat people, about the types of people 
you have on staff, or about the experience you have that makes you better than your competitors?  Your answers to these 
questions should make a potential client say “That’s the company I want to build/remodel/supply products for my house, 
and I’m going to talk to them to determine if everything they’ve told me is actually true.”  Now the client has the belief 
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you’re the best, and they will look for evidence to support what they already believe.

Harshaw says to consider what’s your best feature?  Do you specifically point it out?  More than once?  On your website, 
in ads, handouts at home shows and in your tag line at the bottom of every email?

Online reviews are NOT optional in today’s market, and case studies with captioned photos that explain some of the 
obstacles you had to overcome in completing those projects are much better than just having a slideshow that runs pretty 
pictures in a loop.  List your Awards and accolades – especially if some of the projects featured won awards in your HBA’s 
Parade.  The About Us page should contain some personal points to humanize you and your team.  Do you have any dem-
onstration videos that show how something specific was accomplished?

Once you come up with your identity, it needs to be repeated on your website, in mailers, at home shows, and even in your 
phone script or when you answer the phone.

Steps to Create a Powerful Identity
Harshaw gives three basic steps of questions to answer to create a powerful identity:

1.  What Makes Your Company Tick:
 • What do you already do that customers like?
 • What do you take particular pride in?
 • What makes you better and different than most of your competitors?
 • What are you really, really good at?
 • What do you want written on your tombstone?
 • What are you absolutely unwilling to fudge on?

2. Build A Case:
 • Imagine you were being put on trial, and you had 

to prove that you were ____.
 • What evidence sould you produce to prove it?
 • What stories can you tell to back it up?
 • Could you provide witnesses?
 • Be as specific as possible; NO platitudes!

3. Communicate with Power, Precision & Passion:
 • When you speak with power, people believe you  

 are powerful;
 • When you speak with power, people are drawn to  

 you;
 • When you speak with power, your character and  

 competency are not questioned;
 • When you speak with power , you stand out from  

 the crowd.

The overall message from Rich Harshaw was that you 
should start the process now.  As the economy picks up, it’s 
only going to get more competitive out there.

In addition to being available for free online viewing, this 
presentation is also available from www.mobiltape.com for 
$22 per CD plus $3 shipping & handling.
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Wearing Down Barriers To Multigenerational Living
Multigenerational living has been growing in popularity in New Mexico since 2007.  Across the country it is becoming 
increasingly more common to find three generations of a single family living under one roof.  The problem is that the 
homes under those roofs were not designed for multiple generations.  Many families living in multigenerational situations 
are making the decision to either move to a different home, create an addition onto their current home, or add a “casita” in 
the backyard.  These choices come with a few hurdles, as many in local government are unaware of the issue.

Most areas have strict zoning codes that make building a separate suite difficult.  Many localities do not allow additional 
kitchens as a means of preventing the creation of illegal rental units in single-family areas of towns. Additionally, current 
mortgage lending rules are outdated for multigenerational families looking to buy a home. Both of these issues are in the 
process of being rectified.

In 2007 New Mexico passed a law that required all zoning authorities to make accommodations for multigenerational 
housing, and defined it in order to limit the creation of illegal rental units.  The problem is, many municipalities are 
unaware this law is even on the books.

A 2016 survey showed 44 percent of people looking to 
buy a home would like to accommodate elderly parents 
and 42 percent had plans to house adult children.  With 
such a significant portion expecting to take place in some 
form of multigenerational living, builders are acting 
accordingly.

At the International Builders’ Show in January, Element 
Design Build showed off their 5,200 square foot home that 
had a separate unit on the second floor to accommodate 
adult children or aging parents.

Pardee homes also showed a house with two guest suites 
than can be used for adult children or aging parents.  The 
suites have separate entrances and their own kitchenettes.

New Mortgage Product Provides Opportunity
Fannie Mae has also been following the multigenerational 
living trend closely and introduced the HomeReady 
mortgage in January.  This mortgage is tailored 
specifically to people in a shared living situation as it 
lets lenders consider additional income from extended 
household members or boarders to help the borrower 
qualify.  The HomeReady mortgage lets buyers put as little 
as 3 percent down, which is big news considering a down 

Transform Your Kitchen With 
Genuine Granite Countertops

... In ONLY ONE WEEK!

Natural Stone, Granite, Wood and Quartz Surfaces
from Albuquerque’s Premier Fabricator.

One Week Turn Around  |  Lifetime Warranty  |  Locally Owned Since 1963

Ask about our Builder’s Collection  
Starting at $39 / sq ft !

4741 Pan American Frwy NE, Albuquerque
505.345.8518 |  www.RMStone.com  |   

Calacatta Gold Marble
By Rocky Mountain Stone
Photo by Robert Reck

Calacatta Gold Marble
By Rocky Mountain Stone
Photo by Robert Reck

3-21-1. Zoning; authority of county or municipality. 
F. Zoning authorities, including zoning authorities of home rule municipalities, shall accommodate 
multigenerational housing by creating a mechanism to allow up to two kitchens within a single-family 
zoning district, such as conditional use permits.
G. For the purpose of this section, multigenerational means any number of persons related by blood, 
common ancestry, marriage, guardianship or adoption. 
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HOLISTIC ENERGY RATING SPECIALISTS 
WANTS YOU TO KNOW:
RESNET HERS RATERS & THE AppRAiSAl iNSTiTuTE

Have entered into an agreement to Produce 

THE GREEN & ENERGY EffICIENT AddENdUm 
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CALL TOdAY (505) 235.0217

payment is at the top of the list with credit scores as the biggest impediment to buying a home.  Again, many potential 
homeowners are unaware this mortgage product exists, and have not taken advantage of this potential market opportunity.

In 2013, 21 percent of U.S. households were shared, according to a Fannie Mae study — including multiple generations 
(grandparents, adult children, and their children) or families of the same generation living together.

These statistics represent a shift for the housing industry.  Separate entrances, main-floor bedroom suites with private 
kitchenettes and living spaces, and separate outdoor spaces are becoming priorities.

Added to this demand for multigenerational housing from the public the desire to participate in the “Tiny Home” trend that 
is all the buzz today.  In the 1950s and 1960s in New Mexico, these were the “casitas” still seen in the backyard on large 
lots in older areas of towns.  They were 1-story permanent cottages – not on trailer frames.  The modern “casita” today is 
sometimes attached to the house, or is a detached guest house without kitchen facilities.  Under New Mexico law, these 
could now have their own full kitchen under a conditional use permit.

Some municipalities in New Mexico are looking to create separate building codes for small homes.  There is a concern 
over the design of some of the homes being seen around the country because they are twice as high as they are wide.  
These dimensions are driving the desire to ensure wall bracing and permanent foundation reinforcement.  The state 
Construction Industries Division is looking at developing a separate code for these small homes, while Ruidoso already 
has a “Minimum Dwelling Code.”  No homes have actually been built under the Ruidoso regulations yet, because 
developers decided to slightly increase the home sizes and build under the regular building codes.

The trick here is to balance the need for multigenerational housing with the concerns neighbors have that a single-family 
residential area may turn into a higher density rental area as homeowners change, and the multigenerational purpose 
possibly turns to income generation.  In the end, Fannie Mae’s HomeReady mortgage appears to create an opportunity for 
builders who are willing to educate zoning officials to carve out a new market for their businesses.
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2016 IBS Best of Indoor Living Product Profile
During the 2016 International Builders Show close to 300 entries in nine categories were received in the 2016 Best of IBS 
Awards.  27 industry and media judges considered a lengthy list of criteria in order to select the 2016 finalists and winners.  
Halo and Halo+ by Halo Smart Labs were selected as the Best of Indoor Living Products.  Halo+ combines weather 
and disaster alerts with Halos superior smoke detection and protection from carbon monoxide with six different sensors 
packed in to help reduce false alarms.  Basically, Halo is a smoke and carbon monoxide detector.  However, it also uses 
photo-electric and ionization smoke alarms. Plus heat, humidity along with carbon monoxide detectors.

Halo+ is the only smoke alarm to deliver weather and disaster alerts, 
including tornadoes, floods and hurricanes.  Halo+ will notify you 
of dangerous conditions based on your preferences, and that means 
better-informed decisions about your family’s safety.  The wide 
variety of alerts can be customized using your phone, thanks to 
the Lowe's Iris system.  With its rechargeable battery, Halo+ will 
continue to provide alerts for up to seven days after a power failure.

IBS Judges commented that “This is the best of this category because 
it could have a broader effect on homes with the added functionality 
it brings to a staple in every home,” and “Great concept for weather-
related issues.”

The Halo+ costs $130.  The Halo battery powered smoke alarm and the Halo hardwired each cost $100.  The Halo+ is 
hardwired, and is expected to be available for purchase before September 2016.
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The appliance dealer
contractors 

count on.

ABQ:  308 Menaul NE  .  505.889.3001  .  info@builderssource.com  .  builderssource.com

Where beautiful kitchens begin!
ALBUQUERQUE  .   SANTA FE  .   LAS CRUCES  .   EL PASO

You’ll LOVE what you see!
20+ dramatic kitchen settings to inspire, 
surprise & amaze you!

Whether you’re building or remodeling, you’ll fi nd nothing compares 
to our amazing showrooms.  All the newest name brand appliances 
for your kitchen, bar, laundry and patio are beautifully displayed, 
inviting you to touch, open and experience every feature and nuance 
fi rst hand.  Plus, your experience only gets better when you add in our 
professional delivery, installation and service.

Check us out.  Discover your choices.
You’ll never go anywhere else!

S E R V I N G  T H E  S O U T H W E S T  S I N C E  1 9 9 3

4 CONVENIENT LOCATIONS

New Mexico

Texas
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