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Talk Remodeler

St. Louis remodeler takes his role as educator seriously

By Kesnerls W Berz

cort Moshy will ralk abour
remodeling ro anyonc who will
listen and a lot of people are lis-
tening. Maoshy, president, of
Muosly Building Arts, Lud., in
St Louis has a weekly radio show on KMOX
1120 AM char reaches theusands of home-
owners who have remodeling quesrions,

The radio show is no justa passing fancy
for Mosby, either; he's been broadeasting on
the clear-channel station for 13 years, The
clear-channel designation means thar acher
stations are restricted from broadeasting on
the same frequency, giving the elear-channel
station awide broadeast range and an exten-
sive andience,

In shorr, KMOX has a huge brand, he
says, and as the station’s remodeling answer
man for more than a decade Moshy has
established his own personal brand. While
that may he personally gratifying, he says it
taught him the difference between a brand
and leads and marketing, “Having a sub-
staniial presence [on the air]
is ot the same as being seen
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as somebody who comes to work on your
home," Maoshy says.

“Lam a CBS employee, so L can't promote
iy business, My job [as a radio show hist] is

o answer gquestions and help the consumes,”
e adds.

A brand doesn't pay the bills

Mashy artribures a lor of Mosby's busi-
ness growth in the last 10 years w learning
thar difference between brand and marker-
ing, but “having a substanrial brand doesn’t
pay the bills; you sl have o go ot there
and ask for a job,” he counsels.

Mashy says he's fielded some pretey
strange questions ranging from ane
homeowner's query on how o ger a snake
our of a washing machine o how to fix a
warer well holding tank.

In facy, he sees himself as an educarer,
which is a pivotal rale invalving not just con-
sumers but remodelers, manufacturers and
anyone else involved in the building process.

In addition, Moshy has
held most local leadership posi-
tions in the local Remodelors
Council of the Home Builders
Associarion of 5t. Louis and
Eastern Missouri and the HBA
board of direcrors, He remem-
bers attending HBA functions
with his father in the 19705,

Mannfacturers, he nores,
are very effective ar persuading potential
buyers o pick their prodices, bur remod-
eling is a less marre industry and is less
adepr ar saying “pick me” A producr only
performs well when it is properly installed,
Maoshy contends, and thar involves properly
educaring the installer on how o selecr and
install thase products.

“Orur prodlucts have outrun sur training,”
Moshy notes, adding thar issues like mold,
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mildew and indoor air quality seem 1o have
popped up our of nowhere in recent years.
“Training the tradespeople is the only way
the consumer gets lasting value,” he says, “1F
you buy the hest windaw on the marker, and
it's installed incotrectly, that window manu-
facturer ends up raking the hit because Moe
and Larry put it in wrong,”

The house as a system

Understanding the house as a sysrem is
impareant to Moshy and is part of the edu-
cational process that he savs must be ongoing
for tradespeaple, consumers, manufacturers
and the managers and leaders in a remodel-
ing company.

Mashy poinrs our thar while indepen-
dent building systems may be funcrioning
corvectly, it's where those systems join and
connect thar often account for failures.
“What you need is for the system ro work
together,” he says,

Moshy Building Arts has 3 “huge invest-
ment in training, which is our differentiator
and where our customer satisfaction comes
from,” Maoshy says.

“T'm bugely oprimistic,” he adds. As an
industey, “we're learning and improving real-
Iy quickly, chough norall of usare improving
ar the same rare” | QR
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