
SIT DOWN TO CHAT WITH LEE
and Lori Zajik about a high-end resi-
dential remodeling job, and you’ll
learn fast that it takes two to make

this company go right. 
Lori, who has 20 years of interior design

experience, and Lee, with 30 years in the
construction industry, met at a 1990 Street
of Dreams project, married and, five years
later, combined their independent business-
es to form NW Renovations & Design Co.
of Portland. Both are CGRs (certified gradu-
ate remodelers) and complement each
other’s skills. So far, the mix of talents has
worked. This spring, the company won a
national Chrysalis Award for Remodeling
Excellence, and last year, the NAHB’s
national 2001 Cadre Award for Remodeler
Council Chair of the Year.

The Zajiks have made a niche in an
industry they believe is stable and growing.
Remodeling is at least a $160 billion busi-
ness in the United States — with an estimat-
ed $300 million in the Northwest — and “is
not the red-headed stepchild of the building
industry anymore,” says Lee. Indeed,
remodelers edged out builders in approval

rating in an independent poll sponsored by
the Home Builders Association of Metropoli-
tan Portland. 

Caring for clients
Before any contract is signed, the Zajiks
spend a lot of time with prospective cus-
tomers nailing down budgets and design
specifics. This pre-planning helps streamline
scheduling, product ordering and workflow.
It also minimizes any surprises in the final
bill.

Because remodeling a home can take up
to a year, customer service is constant. “For
the first three months, you’re the client’s
best friend,” says Lee. “But then they realize
we’re only half done. You’ve got to be able
to say, ‘Hey, we’re making progress.’” To
keep spirits up, midway through a project
the company treats the homeowner to a
nice evening out. 

Most of the Zajiks’ projects range from
$75,000 to $250,000 and involve more soap-
stone than Formica. A typical job is a resi-
dential “puff-up” or high-grade makeover,
including replacing carpeting with tile and
installing granite countertops, crown mould-

ing and high-end plumbing fixtures. All cab-
inetry is custom-made and designed by Lori. 

The company usually has one or two
jobs going at once, but there are months
when there’s nothing in the pipeline. One
of the company’s main goals is a more con-
sistent workload. Now, most of NW Reno-
vations & Design’s business stems from
word of mouth and exposure from events
like the Tour of Remodeled Homes. 

Staying involved
Furthering the interests of the remodeling
industry is as important to the Zajiks as pro-
moting their business. Lee serves as a
national trustee for the NAHB Remodelers
Council and a national director and execu-
tive committee member for the HBAMP, and
has witnessed the HBAMP Remodelers
Council grow from a handful of members to
almost 200 in four years. When people ask
why the Zajiks stay so involved, Lee and
Lori counter, how can they not?

Given the liability insurance crisis and
the fact that no agency or association has
stepped up to regulate compliance with
EPA lead paint removal parameters, the
entire industry could face more litigation
and insurance hikes.

But despite the challenges, the Zajiks are
optimistic about the future of remodeling in
the Northwest. “We’re committed to an
industry that’s going to keep growing
because of the UGB,” says Lee. “People
have equity in their homes, and they’re will-
ing to reinvest. That’s where the market is
heading in Portland.”  ♦
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NW Renovations & Design Co.
Attention to customers — and the industry — keeps
remodeling company on top
by Anne Marie Moss

High-end niche: NW Renovations & Design’s
projects stay between $75,000 and $250,000.
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