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Benny Clark elected a senior life director of NAHB
C

harles “Benny” Clark was elected a
senior life director of the National
Association of Home Builders at the asso
ciation’s International Builders’ Show board
of directors meeting in March. Bob Jones,
NAHB vice president and secretary,
thanked Clark for his loyalty to NAHB and
his 20 years of service as an NAHB direc
tor.
“I know the commitment it requires to
attain and participate at NAHB board
meetings for the 10 years required to
achieve the life director status,” said Jones.
“Then to attain senior life status through
an additional 10 consecutive years of ser
vice is a great testimony to your dedication
to NAHB and the building industry.”
As a senior life director, Clark has
attained a permanent seat on the NAHB
board with no continuing attendance
requirement.
Clark is a custom builder and developer
from Owensboro. He is president of
Homes by Benny Clark and has served two
terms as president of the Owensboro
HBA, from 1982 to 1983. Clark was presi
dent of HBAK in 1994.
Clark was named HBAK Builder of the
Year in 1997, and HBAK members induct
ed him into the Housing Hall of Fame in
2006.

When Clark &tarted his business 20 years
ago, he had just $500 in his checking
account and a pickup truck. He remembers
his first job:
‘We took an old tobacco barn and con
verted it into a custom home,” said Clark.
“It was an incredible learning experience,
but we did it, and today it is still a great
home.”
Homes by Benny Clark has built homes
in many Owensboro neighborhoods
through the years, including Tanglewood
Park, Lake Forest, Stonegate Estates, Fox
Chase, the Oaks, Alexandria, the awardwinning Sycamore Square and the
Sanctuary community in the Summit. The
company has become specialists in the
complete neighborhood experience, from
basic land plan to finished homes.
Clark said his company’s business cen
ters on meeting the needs and wants of his
customers. The company conducts a team
meeting with each customer to verify con
struction details and specifications.
Attention to detail and open communica
tion with customers prevent many potential
problems. An orientation for each new
homeowner is conducted four to five days
before closing to educate the homeowner
on the care and maintenance of the new
home, and how to operate it for maximum

comfort and convenience.
Focus groups with Realtors, neighbors
and community leaders help the builder
deliver homes that people can afford and
enjoy. Homes by Benny Clark floor plans
have been tested and scrutinized before
being offered to a customer. The company
also has an in-house architect who works
with customers to achieve the homes of
their dreams.
The company has faced two monumen
tal challenges in two of its recent develop
ment projects. Sycamore Square, a $4 rnil
lion condo community in a blighted area of
downtown Owensboro, started with the
purchase of many downtown parcels of
property in substantial depreciation. The
process was slow in the beginning, but the
neighborhood now offers a maintenancefree lifestyle and is a new tax base for
Owensboro.
Sycamore Square serves as a beacon for
those who want or dream of improving the
quality of life in downtown Owensboro,
and the company continues to look for
opportunities and areas of development
there.
The second challenge was upon entering
the Summit, a new golf-course community
developed by a local entrepreneur. Raw
farmland was developed into palatial lakes

Benny Clark
and fairways that were to be the backdrop
for future home sites. Community com
ments such as “too far out,” “it’ll never
make it,” “no new schools” and “no sewer”
along with rural two-lane roads were obsta
cles the company had to overcome.
Six years later, approximately $20 million
worth of housing is inhabited by people
who transferred into the Owensboro com
munity. Those new residents are an asset
for the county tax base, utilities and numer
ous businesses in the area.

New HONK house under Smith promoted to
managing partner
construction in Ludlow
ERLANGER The Home Builders
Care Assistance Fund of Northern
Kentucky, in cooperation with Housing
Opportunities of Northern Kentucky
(HONK), will hold a groundbreaking cere
mony celebrating the construction of a
new home at 36 Carneal St. in Ludlow, July
11 at 10a.m.
The home is being built for a needy
family in the region. Selection was based on
criteria determined by HONK.
Construction of the home will begin in
late July. Donations of money, materials,
supplies and talent are still needed. Jim
Stegman, Home Builders Association of
-

Northern Kentucky (HBANK) chairman
of the board and owner of Stegman
Construction, is coordinating the project.
Those interested in assisting with the proj
ect can call the HBA at (859) 331-9500 or
contact Stegman at jsteg@fuse.net.
For more information on HONK, visit
www.honkhomes.org or call (859)
581-4655. For more information on the
Home Builders Care Assistance Fund, visit
www.hbacare.org or call (859) 331-9500.
The fund is a charitable arm of HBANK.
In 2005, HBANK assisted with the
construction of two HONK projects in
Covington.

HBANK partners
with YouthBuild
ERLANGER The Home Builders
Association of Northern Kentucky
(HBANK) recently entered into a partner
ship with YouthBuild to provide carpentry
trades training to underprivileged youth
throughout the region.
The 30 participants in the two-year pro
gram are trained for the carpentry trade,
learn self-esteem, earn a GED and develop
residential construction skills. The ultimate
goal is to place these students in full-time
jobs or enroll them in postsecondary train-

ing programs, including HBANK’S
Enzweiler Apprentice Training Program in
carpentry, electricity and HVAC.
YouthBuild is a federal jobs-training
program administered locally by the
Northern Kentucky Community Action
Commission. For more information, con
tact Norm Solomon at (859) 581-6607 or
nsoiomon@nkcac.org.
Enrollment is under way, and classes
begin Sept. 9 for new students. An open
house is scheduled July 22, 6:00-8:00 p.m.

with ABC Supply Co.
BELOIT, Wis. ABC Supply Co. has
promoted Kurt Smith, manager of its
Louisville store, to managing partner. Smith
joined ABC Supply as manager of the
Louisville branch in 1998.
Founded in 1982, ABC Supply is the
largest wholesale distributor of roofing in
the United States and one of the nation’s
largest distributors of siding, windows and
other select exterior building products. Its
Louisville branch is at 619 Industry Road.
Smith is a resident of Shelbyville.
As a managing partner, Smith will con
tinue to oversee the Louisville branch and
will take on additional responsibilities. He
will become a member of ABC Supply’s
National Branch Advisory Board, which
advises senior management on a wide range
of topics, including strategic initiatives,
branch expansion, product development,
technology, branch operation and company
policy.
To be selected for the managing partner
program, Smith had to meet stringent crite
ria in the following areas: customer satifac
tion, associate development, improvement
in branch performance, safety compliance
and excellence in overall business practices.
‘We’re proud to recognize Kurt for his
outstanding leadership and his commitment
to his team, his customers and his commu
—

Kurt Smith promoted to manager of
Louisville ABC Supply Co.
nitv,” said David Luck, ABC Supply’s chief
executive officer and president. “He repre
sents the best of the best.”
Headquartered in Beloit, Wis., ABC
Supply operates 380 branches in 46 states
and the District of Columbia. More infor
mation is available online at wwwabcsupplv.
com.

