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veryone has a family tree,

but the diagram of Steve

Reeves’ genealogy looks
more like a family tree house. Reeves,
founder and owner of Reeves General
Contractors, Inc., has followed his father
and grandfather in a long line of home
builders. “I've been building as long as I
canremember,” he says. “When I worked
with my daddy the summer after eighth
grade, I knew that was what I was going
to do.” And he stuck to his plan.

After earning a degree in building
science from Auburn University in 1987, Reeves
headed back home to Decatur. He soon married and
then opened his own construction business. Over the
years, his company has built a steady stream of spec

and custom houses while also taking on a number of

remodeling projects. Reeves says that despite ups and
downs in the real estate market, sales have remained
strong. He credits his achievements to the quality and
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character of his homes, not the quantity or prices. “I
have always been honest,” he says. “Integrity is key
to our success.”

Flexibility helps, too. Several years ago, Reeves
noticed a need in the Decatur housing market that
wasn’t being filled. “A lot of this area has been hit by
drought, which causes the ground to settle and shrink

due to the loss of moisture. The [ continued on next page 1
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[ continued from page 5 ] gl'()und starts to
break away from the foundation of the
house,” he says. With that discovery,
Reeves decided to add foundation tech-
nology to his repertoire. His crew digs
deep into the earth and jacks up a house
in order to put heavy helical brackets
under the footing. Although the initial
cost of equipment was high and the work
is labor-intensive, it’s been worth the
effort—business is thriving with just
word-of-mouth references and an ad in
the Yellow Pages.

The common thread in Reeves’ life
1s his enjoyment of being with people.
When he talks about the Heatherwood
neighborhood of 60 homes that he devel-
oped in Decatur, the conversation turns
to the residents he befriended. “It’s a
mature community, and the people who
lived there would always come over and
talk to me while I was working,” he says.
“I really enjoyed their company.”

Receive a
10% discount off
any Southern Living
house plan.

Order your plan online at

www.hbaahouseplans.com,
or call 1-888-837-0630.
Use promotional code
HBAAZ2008, Offer expires
August 31, 2008.

BY THE NUMBERS

Housing
Prices

Alabamais one of the
nation's most affordable
states for housing. Here's
alook at how the figures
for 2007 compare.

TOOL TEST

Automatic Hammer

Give this smart, easy-to-use gadget a try.

If you've ever struggled to wield a bulky automatic hammer
in a tight space, you'll love DeWalt's L-Shape Three Mode
SDS Hammer. At just 112 inches, it slips into snug corners
with ease. We asked Tony Antonios of Medallion Builders,
Inc., in Huntsville to put this contraption to work. “it has a
nice compact handle, and it's very manageable,” he says. “It
works very well.” To order, visit www.dewalt.com.
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