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a deck was once a “nice”™ but not “nec-
essary” artribuce for a house, those days
are gone forever,

Today, decks are considered a must-
have extension of a home's living and en-

tertaining area. Homeowners expect and
demand good design and long-lasting life
from their decks, Decks are gerring bigger
and fancier, and so is their price.

"Penple are looking to cxpand their liv-
ing area and outdoors is the way to go, ver-
sus adding a room onte their house.” says
builder Greg Florence, owner of Golden
Hammer Construction in Tulsa, Olkla.
*[Homeowners] are entermining more and
they want to do more on their declks than
grill a hamburger,”

Universally, dealers say thar che aver-
age price of a deck project has crept up
aver the last few vears, Five or six years
ago, marerials might have run 51,800 o
32,000 for a modest deck; today, the av-
erage price has climbed to between 56,000
and 516,000

“Decks today are no smaller than
16214 fr., and ['ve seen plenty of decks
that have been a lot larger,” says salesman
Mark Trowhridge of Beisser Lumber in
Grimes, lowa. *T've had decks go our of
here with compaosite materials for as litele
as 53,000 and then there were projects
upwards of $18,000."

At Riverhead Building Supply on New
York's Long Island, the bill for decking ma-
rerial generally starts at 55,000 and goes up
from there. “We have a lot of coastal ap-
plications and decks are getting bigger,”
agrees Steve Kramer, product manager for
alternarive building materials for Riverhead.

BY CHERYL DANGEL CULLEN

Mary Putnam, showroom manager at
Parlsite Plunkete Webster (PPW), head-
quartered in Batavia, [, says prices vary,
bur she recently sold $10,000 worth of
Ipe, a high-end, exotic hardwood decking
material. “You'd double that price to cal-
culate the total cost of a deck,” she says.

“Prices have riscn because of all the
composites available today, along with the
new rail systems and underdeck drainage
systems, These things didn’t exist five or
six years ago,” says Greg Rharican, ourside
salesperson for Smitty’s Building Supply
in Alexandria, Va. (Decking marerials ac-
counted for 25% of the company's $82
million in revenue last year.)

“Back then [five vears ago], it was just
a rectangular, pressure-treated deck,” that
consumers wanted, he adds. “Now, decks
come in routinely around $10,000 be-
cause they have mulrple levels and splic
stairways.”

Knowledge Sells

Because decking marerials have become so
complex, selling chem isn't as easy as it
once was. Salespeople have to be more
knowledgeable about their product line
than ever before,

“You have to be far more knowledge-
able on a much broader range of produets.
The days are gone [when it was] just pres-
sure-treated wood,” says Rhatican. “Now,
you have to know about composites, as
well as PVC for wrapping columns, rail-
ing systems, underdeck drainage systems,
lighting, posts. and so much more. The
amount of knowledge you need wo have has
mulriplied 10-fold in the last few years, »
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