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Local Cheer

Residents, tourists and residential builders
are attracted to a certain Georgia

neighborhood for all that it offers in terms
of convenience, culture and opportunity.

Property community planning is key to ensuring a high stan-
dard of living, and this year, the American Planning Associ-
ation (APA) has singled out a Georgia community as one of
the best neighborhoods in America because of the quality
it offers. Midtown Atlanta is being honored on this year’s
list of Great Places in America because of the area’s ongoing
investment in making it friendly to businesses and pedestri-
ans, as well as its environmental sustainability and diverse
cultural events.

Midtown Atlanta is well-regarded as a great place to be,
demonstrated by its dense growth and the fact that more
than 6 million visitors travel to the neighborhood each year,
attracted by the local arts, culture and 230-acre Piedmont
Park. As of this past summer, APA notes there were more
than 20 major mixed-use development projects actively un-
der construction, including residential apartments, condos
and townhomes.

One such project is a new mixed-use tower from The
Related Group. Located in the heart of Midtown at West
Peachtree and 14th Street, the 39-story tower will become
the tallest residential tower built in Atlanta since 2009. The
project is being built by Balfour Beatty Construction and
will feature 390 luxury apartments with 6,500 square feet
of retail space. The property will offer a pool terrace with
clubroom amenities, as well as a fire pit terrace on the 39th
floor. Residents of the structure will have convenient access
to Atlanta’s Arts District, Whole Foods Market’s planned
pub, microbrewery and cooking school, and a variety of
neighborhood restaurants.

“The Related Group is well known for its commitment to
creating places that inspire and bring meaningful momen-
tum to the neighborhoods where they are located,” says Al
Petrangeli, president of Balfour Beatty Construction’s Geor-
gia division. “Midtown is Atlanta’s most walkable neighbor-
hood and home to an impressive mix of businesses, retail and
green space. WWe’re honored to be the construction partner
on this high-profile project that marks The Related Group’s
first entry into the Atlanta market.” )




— Loudermilk Homes

Loudermilk Homes employs a nine-step design process to ensure client satisfaction.

(11
INntfegrity and fransparency are very
important for us across the board.”

SHERWIN LOUDERMILK PRESIDENT
AND OWNER

PROFILE
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www.loudermilkhomes.com /

Headquarters: Atlanta / Services: Custom homes

Realizing
the Future

Loudermilk Homes takes custom home-
puilding fo the next level by integrating
smart home technology. BY ERIC SLACK

Atlanta-based Loudermilk Homes has taken a unique path
to creating a custom homebuilding success story. Its president and
owner, Sherwin Loudermilk, didn’t come into the business with
an extensive construction background. Instead, he started in the
world of computer science.

“| started out as an entrepreneur building PCs when | was 14
years old, got into building websites, which led to the dotcom in-
dustry working at IBM,” Loudermilk says. “In my last role at IBM, |
worked with telecommunication companies developing back-end
infrastructure processes and created a Home of the Future in an
IBM lab over 15 years ago. Eventually, | realized | wanted to get
back to my entrepreneurial roots and saw an opportunity in the
building industry.”

Soon after entering the construction world, Loudermilk decid-
ed to specialize in the custom home sector. His wife comes from
the residential real estate business, bringing in a keen awareness
of design and coupling that with Loudermilk’s understanding of
the smart home phenomenon. Since 2009, Loudermilk Homes has
focused on creating highly differentiated homes that can serve its
clients rather than concentrating on volume.

“We transitioned into the larger luxury home business so we
wouldn’t compete with production builders, increasing the price,
complexity and size of the homes,” Loudermilk says. “Our ap-
proach is to focus on exactly what the clients want.”

EXTENSIVE PROCESS

Loudermilk Homes takes a flexible and thorough approach to cre-
ating its clients” dream homes. It works closely with the clients on
design, going through nine different stages of a process that can
recommend radical changes to make sure clients are fully satisfied.
It also has an internal software program called Loudermilk Con-
nect that allows the company to walk through the building process
with clients.

“They get an app on their devices they can use to see everything
we see,” Loudermilk says. “Our controllers, procurement manag-
ers, designers and superintendents all input information into Lou-
dermilk Connect so the client can see everything in real time, such
as schedules, any delays, work in progress, inspection status, daily
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LOUDERMILK HOMES

Loudermilk Homes maintains close ties with its vendors to help ensure a high level of quality in
its homes. It has worked with many of them for years.

logs and our plans for correcting any problems and catching up if
there are delays.”

Loudermilk Connect gives clients access to selection informa-
tion related to items such as appliances, colors, lighting, fixtures
and more. Clients can make changes in the system and have access
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to an array of details and price points that allows them to analyze
the situation and make decisions.

“With us, they can see everything line by line in real time so they
know everything they need to make their decisions,” Loudermilk
says. “We have video cameras on the site so they can see the house
regularly. We try to be completely transparent and show every as-
pect so clients are never blindsided, making this a fun process.”

Currently, Loudermilk Homes does around 12 homes per year
with an average price of about $1.8 million. Its projects are mostly
located in Atlanta and its metropolitan surroundings.

“There isa lot of difference between the urban and suburban loca-
tions,” Loudermilk says. “In suburbs, we are in strategic country club
locations where we can build on available lots. In the urban areas,
there are many teardowns with older homes on decent lots where
we can custom-build new homes for clients. The urban locations al-
low for building whatever you want on the lots, while the suburban
country clubs have neighborhood regulations you have to follow.”

To help the company get its name out, it is highly active on social
media and with search engine optimization. Additionally, the com-
pany relies on word of mouth. “Since we work on a small number
of homes for unique clients, it is easy for them to communicate
about us,” Loudermilk says. “We’re building a strong reputation
across clients, and that referral system is helpful.”

WORKING TOGETHER

Another area where the company has built a strong reputation is
in the vendor community. It has ties with core subcontractors in
areas such as plumbing, electrical, HVAC, audio/video, framing
and more.

“These are companies we’ve been working with for years,” Lou-
dermilk says. “We pay them well, they take care of us.”

The vendor relationships are critical because of the complex-
ity of Loudermilk Homes’ projects. For example, the company
likes to have open-web trusses in basements for containing all
ductwork. The vendors also have to be capable of working in the
smart home environment.

“This is not just about controlling thermostats from smart-
phones,” Loudermilk says. “It is about having a brain in the home
connected to every aspect — lighting, security, irrigation and be-
yond. Our homes start to understand client behavior and helps

/Falcon Railings USA and Falcon Railings Atlanta/ are the USA's
premier manufacturer and distributor of topless glass railing systems.
Our network of dealers and installers across the country assure you
the highest quality installation and guaranteed service. Our railings
are high quality, extruded aluminum, powder coated in a large array
of color choices, designed to withstand extreme weather conditions.
We thank the Loudermilk family for choosing us to produce and
install glass railings in their beautiful home. The Loudermilk’s were a
pleasure to work with and we hope they enjoy their glass railings and
beautiful view for years to come!
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CONTRACTORS SUPPLY

“We’re building a strong

reputation across clients,

and that referral system
Is helpful.”

SHERWIN LOUDERMILK

them better control the home through high Al levels that work for
the homeowner. The technology is less visible, but it does more.” Magbee Contractors Supplyisa building supply

Imagine a home where the doorbell rings while the front wholesalerser“v1|1gthe e CO"“T“F“'?
Lo . L contractor market in metro Atlanta. Our mission is
irrigation system is on. The home shuts the irrigation off for a . ; o

. —_— . . . toimprove our customers’ productivity and
time before turning it back on in a few minutes. Or, electronic 4 -

. : enhance the value they offer to their customers.
shade systems that automatically activate based on the angle
of the sun, and Sub-Zero refrigerators that analyze what is in L e N '
the fridge and knows how often it is opened to help improve = d a |
energy efficiency. These are elements that can be part of Loud- ' ' N B
ermilk Homes’ projects. www.magbee.com

“This is still the beginning of this,” Loudermilk says. “We re-
cently began having Amazon Echo integrated into the house and
with the brains of our systems.We are working with them to be
a leading homebuilder in the space, using that technology and
having it be more integrated into homes and wiring homes so
clients can control aspects of their home by simple voice com-
mands. For example, stating ‘Alexa, turn off first floor lights,’
or ‘Alexa, turn on CNN.””

The company is also staying on top of the aesthetic trends that
are influencing clients. Loudermilk says many of its projects are
finding a blend between a contemporary edge and southern charm.

One of its signature projects has been the Habersham residence
in Atlanta’s Buckhead neighborhood. Located near to the state’s
Governor’s Mansion, it is the most technologically advanced home
the company has ever done. Additionally, the company has pur-
chased all remaining lots in The Manor Golf & Country Club, an
exclusive high-end gated community in Milton, Ga.

“There we are doing elaborate homes and integrating our tech-
nology to offer a high level of quality,” Loudermilk says.

Technology will continue to be a huge differentiator for Loud-
ermilk Homes. It will be a key competency in terms of its work
on smart homes, as well as with Loudermilk Connect and what it
provides for oversight of the custom process. The company strives
to be the best of the best and give clients the best quality possible.

“Integrity and transparency are very important for us across the
board,” Loudermilk says. “If we can continue down that path and STUDIOS: ALPHARETTA e ATLANTA - ADAC WEST

set ourselves apart with technology and quality, our projects will
; ” BELLCABINETRY.COM
speak for themselves and contribute to our growth.” )
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Congratulations to Loudermilk Homes
on great success, continual growth,
and forward thinking leadership.
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