
BY JENNIFER DAWSON
HOUSTON BUSINESS JOURNAL

Beazer Homes USA Inc. has secured 
two heavyweight homebuilder partners 
to construct 855 new single-family homes 
in Houston’s suburbs.

After two other homebuilders dropped 
out of the project, Atlanta-based Beazer 
brought in Taylor Morrison of Scottsdale, 
Ariz., as a 50-50 partner on the Churchill 
Farms development that will add 570 
homes near Fulshear in Fort Bend County.

Beazer entered into the same arrange-
ment with Miami-based Lennar Corp. for 
Preserve at Clear Creek, which is chang-
ing its name to Preserve at Highland Glen. 
Th e 130-acre community in Pearland will 

have 285 homes.
Financial terms were not disclosed. 

Each partner is buying half of the home 
lots to build on and contributing half of 
the development costs for the commu-
nity. Dan Olson, Beazer’s vice president 
of land, is handling development of both 
projects.

“Th ey are full part-
ners,” said Kurt Watzek, 
president of Beazer’s 
Houston division. “We’re 
the ones managing the 
development and they 
fund their portion of 
money to us.”

Beazer adds partners for key residential developments

SEE BEAZER, PAGE 51
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More than the promise of several thousand tempo-
rary construction jobs, it’s the potential of a broader 
local economic impact that is driving Houston busi-
ness and energy leaders to throw their support be-
hind the Keystone XL Pipeline.

Pressure from both supporters and opponents of 
the project is mounting as the U.S. State Department 
nears its self-imposed yearend deadline to decide 
whether to permit construction of TransCanada 
Corp.’s sprawling 1,661-miles of pipeline to move 
heavy oil sands crude from Alberta to the Gulf Coast.

TransCanada offi  cials say construction could be-
gin almost immediately when the green light is giv-
en. In Texas, that would consist of 375 miles of new 
pipeline across 18 counties built by more than 3,000 
workers.

Th e company proposed the $20 billion pipeline 
system to the State Department three years ago. Rep. 
Gene Green, D-Texas, said the permitting process, 
which has juxtaposed economic development and 
environmental impact, has grown to become the 

Houston’s pipeline to prosperity?
Political, industry leaders add support as Feds near decision on Keystone project

SEE KEYSTONE, PAGE 50
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Kurt Watzek of 
Beazer Homes

Olson

KEYSTONE XL PIPELINE
BY THE NUMBERS

1,661 
Total length of pipeline, in miles

36 
Diameter of pipeline, in inches

20 
Private sector investment in the 

project, in billions of dollars

1.1 
Amount of Canadian crude oil 

delivered through the pipeline to U.S. 
refi ners each day, in millions of barrels
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BY TANYA RUTLEDGE
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Jim Frankel gleaned his most valuable 
lessons for running a custom homebuild-
ing company from an unlikely source: Fol-
ey’s Department Stores.

Frankel’s job as a young executive in 
the corporate offi  ce of Foley’s in the 1970s 
turned out to be the perfect training 
ground for him to eventually launch Fran-
kel Building Group, teaching him what to 
do — and what not to do — to successfully 
run a business.

Indeed, Frankel and his two sons, Scott 
and Kevin, all apply the knowledge they 
received working for larger companies to 
their 14-person homebuilding company 
on a daily basis.

“I wish everyone could work for a large 

company at the beginning of their careers,” 
Jim Frankel said. “For me, Foley’s turned 
out to be the best place in Houston to get a 
general business background.”

Frankel founded Frankel Building Group 
in 1988 when his sons were still young-
sters, never mapping out a timeline for 
when — or even if — they would join him 
in the family business.

Scott Frankel took a job at Newmark 
Homes after graduating from college, and 
he and his dad often talked shop since 
both were in the homebuilding industry. 
Meanwhile, Kevin Frankel got his MBA 
and worked for commercial fi rms Wulfe 
& Co. and publicly traded Weingarten Re-
alty Investors, both based in Houston, be-
fore deciding to make the move to Frankel 
Building Group.

Both sons joined their father in Frankel 

Building Group on the same day fi ve and a 
half years ago.

And although the company had grown 
from a one-man shop into a premier 
homebuilding fi rm known for high-end 
homes around the Tanglewood, Bellaire, 
Bunker Hill Village, West University, Hunt-
er’s Creek and Cinco Ranch areas by that 
time, Frankel said his sons have already 
taught him as much about the business as 
he has taught them.

With a trend in energy-effi  cient homes 
just starting to take hold, one of the fi rst 
changes they suggested was that the com-
pany build all of its homes to LEED-certi-
fi cation standards,. Frankel said it was a 
conversation that only took “about three 
to fi ve minutes,” but he was convinced.

“Th e boys decided that if we were going 
to matter as a company, we needed to take 

a stand and jump ahead,” Frankel said. 
“From that day, there has not been one 
customer that we explained LEED to that 
has said they didn’t want it.”

FRANKEL BUILDING GROUP

2010 REVENUE: $11.3 million
2009 REVENUE: $25.1 million
TOP EXEC: Jim Frankel, president
EMPLOYEES: 14
FOUNDED: 1988 
BUSINESS: Independent custom homebuilding  

 company
WEBSITE: frankelbuildinggroup.com
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ClosingClosing  
the gapthe gap
Collaborating generations tap 
Millennium market with modern 
necessities in home designs
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Jim Frankel, president of Frankel Building Group: ‘There has been 
a major transfer of wealth over the last 10 years. The younger 
generation is inheriting wealth and putting it to work.’
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TOOLB     X DESIGN: Technology features standard in 
custom homes built for current generation 

Although LEED (Leadership in Energy 
and Environmental Design) can add tens 
of thousands of dollars to the price of a 
home, Frankel said the push toward en-
ergy conservation and sustainability in 
homebuilding has carried it to the fore-
front in the industry.

“When the fl ash fi rst goes off , you can’t 
see because it can be overwhelming,” he 
said. “But the more you come to under-
stand that it’s not just energy effi  ciency, 
it’s about sustainability, it just makes 
sense.”

Th e younger generation also brought 
other new ideas to the table, including 
incorporating technology features into 
Frankel Building Group’s homes, which 
typically range in price from $800,000 to 
$2 million.

“We defi nitely brought a younger per-
spective to the company,” Scott Frankel 
said. “My generation grew up with tech-
nology being a huge part of our lives, 
and we made the decision to incorporate 
it into our homes. Th ough we received 
some resistance outside of our company, 
we knew it was what people wanted.”

But Scott, 30, and Kevin, 32, didn’t just 
join the company and immediately get 
to bring their ideas into the boardroom. 
Th eir father required them to work out in 
the fi eld for the fi rst year and a half before 
taking on their current management po-
sitions. Scott serves as vice president of 
operations and construction, and Kevin 
as vice president of sales and business 
development. Jim, 60, is president.

Jim Frankel, who worked in his father’s 
oil business for about 15 years before 
starting Frankel Building Group, said the 
decision by his sons to join him also came 
at just the right time, considering the 
average age of the company’s buyer has 
shifted from people in their 50s to people 
in their 30s.

Th e company, which has in the past 
built homes priced as high as $4 million, 
has honed its focus on homes in the $1 

million to $2 million range as the econo-
my has struggled over the last few years.

And, whereas about two-thirds of the 
company’s homes used to be built on a 
speculative basis, about one-quarter of 
the homes are now built on spec, with the 
rest built on contract.

NEW DIRECTION
Th e company has also moved in a new 

direction by starting work on an entire 
neighborhood in Th e Woodlands, which 
will eventually contain 58 Frankel Build-
ing Group homes.

“Th e business has changed a lot — 
there aren’t the same margins anymore, 
so we are focused on a diff erent clientele,” 
Frankel said. “I would say half of our cli-
ents are my sons’ ages. Th ere has been a 
major transfer of wealth over the last 10 
years. Th e younger generation is inherit-
ing wealth and putting it to work. Real 
estate is always a good market for that.”

While revenue has been cyclical over 
the years for Frankel Building Group 
— Frankel said an up year is usually im-
mediately followed by a  down year — 
the company is on an upswing in 2011, 
with 41 projects in some stage of design 
or construction as of Sept. 1. Frankel es-
timates that 2011 revenue will come in 
somewhere between $22 million and $24 
million. 

He credits much of the builder’s success 
to the intergenerational approach that 
the Frankels have applied to the compa-
ny, and the company’s ability to adapt to 
a constantly changing marketplace.

“Being an independent custom builder 
is the most diffi  cult job you can fi nd,” 
Frankel said. “You have to be an expert 
at construction, design, sales, market-
ing, management, legal, accounting and 
fi nance. If you have a critical weakness in 
any of those areas, you will fail. It’s a fast 
business, and you have to know how to do 
everything. And once you think you’ve fi -
nally learned it all, it will change again.” ■

TANYA RUTLEDGE is a Houston-based freelance writer.
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Oracle to buy RightNow for $1.5B
Oracle Corp. — one of Colorado’s largest tech 

employers — has agreed to acquire RightNow Tech-
nologies Inc. for $43 per share, or about $1.5 billion 
net of RightNow’s cash and debt.

RightNow Technologies (Nasdaq: RNOW), with 
1,000 employees worldwide, off ers cloud-based 
customer-service software. The company, based in 
Bozeman, Mont., has offi  ces in Boulder, Colo.

Some 2,000 organizations in a range of industries 
use RightNow’s customer-service off ering.

The company’s board of directors has approved the 
acquisition, which is expected to close by late 2011 
or early 2012, subject to RightNow shareholder and 
regulatory approvals.

Redwood Shores, Calif.-based Oracle (Nasdaq: 
ORCL) said the deal is part of its move to off er a range 
of cloud-based services including sales force automa-
tion, human resources, social networking, databases 
and Java.

Denver Business Journal

Microsoft, Compal Electronics sign 
Android patent agreement 

Microsoft Corp. has added Taiwan’s Compal 
Electronics Inc. to the list of device manufacturers that 
have signed Android-related patent agreements with 
the Redmond, Wash.-based tech giant.

Microsoft said it now has reached agreements 
with more than half of the original design manufac-

turers making devices on the Android and Chrome 
platforms.

The licensing agreement will cover Compal’s 
tablets, mobile phones, e-readers and other consumer 
devices running the Android or Chrome platform.

Microsoft will receive royalties from Compal under 
the agreement, although fi nancial terms were not 
released.

Since Microsoft launched its IP licensing program 
in December 2003, the company has inked more than 
700 licensing agreements. Both Microsoft and Apple 
Inc. (Nasdaq: APPL) have asserted that Android in-
fringes on their patents. Microsoft is poised to receive 
about $444 million in the next year from licensing 
agreements with Android-based device-makers, 
according to The Seattle Times.

In April 2010, mobile-phone maker HTC Corp. said 
it would pay Microsoft to license a series of patents 
that, according to Microsoft, cover technology in HTC 
mobile phones that use Google’s Android operat-
ing system. That fee was later reported to be $5 per 
device.

According to reports, Microsoft is making fi ve times 
as much off  of its Android licensing deal with HTC, 
than it is off  of Windows Phone licenses.

Microsoft was reportedly seeking $15 for each 
smartphone Samsung makes using the Android 
platform. But Microsoft did not disclose how much 
it was being paid in royalty fees in announcing the 
Samsung patent deal.

Puget Sound Business Journal

Ownership Thinking: 
How to End Entitlement 
and Create a Culture of 
Accountability, Purpose 
and Profi t
by Brad Hams (McGraw-Hill, 
$28)

Author Brad Hams distin-
guishes between employees 
who think they’re owed a job 

and those who own their jobs. Those who believe they 
are owed a job produce more busy-ness than business. 
Just by doing the minimum — showing up, they expect 
the maximum — good wages, merit raises, great 
benefi ts, etc.

He acknowledges that this situation is as much the 
employer’s fault as the employee’s. When combining 
bureaucracy, silo building and command-and-control 
management, employers create the entitlement mental-
ity. Having a performance review system where excellent 
really means average doesn’t help. Nor does cutting 
training and development at the fi rst sign of fi nancial 
trouble.

Hams also believes that all employees can become 
job owners. They simply need their employer’s help 
through “Ownership Thinking.” Give employees a sense 
of personal importance by explaining how the business 
works. When they know and understand things like 
profi t, cash fl ow, risk, competition, costs, stakeholders, 
customers, etc., the more they’ll see how their job fi ts 
into the organizational big picture.

To enhance the collegial experience, “Ownership 
Thinking” companies also believe fun has its place in 

the workplace. It off ers  people an opportunity to get to 
know each other socially. When people know each other, 
they’ll work better together.

Rapid Improvement Plans focus teams on perfor-
mance indicators requiring attention. They’re 90-day 
plans with quantifi able goals. Incorporate fun by giving 
the RIP a theme. One company created the “Big Green 
Cash Cow” to focus on improving its collection activity. 
When there’s a win, celebrate it throughout the company.

Opportunity plans play a role in Ownership Thinking, 
too. 

On one front, they provide incentives for improved 
fi nancial performance. Employees must see “the con-
nection between the work they do and the incentive 
payments they receive.” On another, they present training 
and development investments that build skills and get 
employees to stretch beyond their comfort zone.

EVENT: Houston Strategy Forum–Leadership 2.0
DATE/TIME: Nov. 10, 11:30 a.m. to 1:30 p.m.
LOCATION: Hess Club, 5430 Westheimer
COST: Members, $50; nonmembers, $90
FOR MORE INFO: Ronni A Beyer, 281-506-2933 or  
Operations@HoustonStrategyForum.com

EVENT: The Cyber Security Threat
DATE/TIME: Nov. 16, 5:15 to 8:00 p.m.
LOCATION: Houston Technology Center, 410 Pierce St.
COST: MIT Enterprise Forum and Houston Technology 
Center members, $35; nonmembers $45; walk-ins, $50.
FOR MORE INFO: Dale Wilkins, 713-839-0808 or  
dale@amchouston.com

AMAZON BUSINESS BEST SELLERS

1. FORBES BEST BUSINESS MISTAKES
 by Bob Sellers (John Wiley & Sons Inc., $22.95)

2.  SIXTY THINGS TO DO WHEN YOU TURN SIXTY
 by various authors, edited by Ronnie Sellers (Sell-

ers Publishing Inc., $14.95)

3. HIRING AND KEEPING THE BEST PEOPLE
 by Harvard Business School Press (Harvard Busi-

ness School Publishing Corp., $19.95)

4. SELF PUBLISH & EXPLODE YOUR BUSINESS 
PROFITS – KINDLE EDITION

 by Daniel Hall ($2.99)

5. AMAZON TOP SELLER SECRETS
 by Brad Schepp and Debra Schepp (AMACOM, $24.95)

From left, Scott Frankel, vice president; Jim Frankel, president; and Kevin Frankel, vice president of Fran-
kel Building Group. The family owned and operated custom homebuilder credits much of its success to 
its intergenerational approach.




