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Jerry Hettinger owns and operates arguably the largest residential and interior 

design firm in the Bay Area, J. Hettinger Designs, and it is now in its 30th year of 

business. Not surprisingly, many professionals in the home improvement business are 

pounding on Jerry’s door to get a place in his showroom. So it was a “huge compliment,” 

Justin said, not only to be able to give his pitch to Jerry but to be selected to work on his 

personal residence. Jerry said, “He got through a very big hurdle there, but I was so 

impressed with his knowledge and his presentation—it’s just extremely well done.” 

 There was yet another hurdle. Like many of Twilight Sounds’ clients, Jerry is not 

in his comfort zone with technically complex products, and moreover, although he has 

always wanted to have his own home set up with a remote-controlled touch pad, he was 

resistant because his home is older and had just been remodeled. He envisioned “tearing 

out walls.” Justin, however, reassured him that this would not be necessary, nor would 

Jerry be required to learn a complicated computer program in order to control the 

sophisticated circuitry. In fact, after the job was completed, 95% of his home—including 

the heating system, pool, and sound system—is now controlled through a simple, easy to 

use and efficient touch panel centrally located in his kitchen. 

Justin is also very adept at explaining the job and has no problem going over it 

several times until the client is truly comfortable and understands what he or she needs to 

know. In other words, although the systems Twilight Sounds install are very complex and 

do require Justin and his crew to be very knowledgeable, the end user does not need to be 

technologically savvy at all. Bottom line, Justin just makes it seem simple. 
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Jerry had a lot to say about Justin’s presentation, which could be described as 

state-of-the-state-of-the-art, and according to Jerry, “perhaps one of the most 

sophisticated in the business.” He continued, noting that Justin’s presentation is almost 

like a “virtual reality, allowing the customer to clearly see the entire process, and this 

instills confidence in the most technologically resistant customers.” The computer 

program Justin uses for his presentations is really a lesson in understanding his products, 

and because the clients are able to understand it, they can get excited about what they are 

buying.  

Justin offers his presentation in an easy going, self-assured manner, which is not 

just a smooth, rehearsed performance, but honestly earned as he spends untold hours 

keeping up with this very demanding and fast-moving industry so that he can offer his 

clients the very best fit for them, be it a product line or a level of sophistication in a job—

from basic to very high end.  

Another important quality to Justin’s first meeting with his clients is that he 

carefully listens to his clients’ wishes and needs and responds to those needs, and then 

shows the client an array of possible solutions to what they are wanting to accomplish.  

Jerry said, “It’s extremely well done, and I really saw it as something that would be of 

value to my designers and clients.”  

 As an interior designer, Jerry understands that people often come to designers 

because they can’t conceptualize what they want to have done. This is especially true 

with electronic products, which are so far beyond fabric and color scheme. For this 

reason, the virtual reality aspect of Justin’s presentation is extraordinarily valuable.  
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 Finally, once the deal was made and Jerry had been convinced to go forward, the 

project was started. Justin’s crew proved to be equally professional, well trained, and 

knowledgeable. Yet, Justin would show up at the job site “even when he didn’t really 

need to be there” to make sure that things were going well and getting done on time.  

Jerry brought up yet another important point from his own professional 

experience, and that is that problems always come up, and the mettle of a company is put 

to test here. Does the contractor simply finish the work and leave? Is he responsive to 

calls after the bill has been paid and the contract has been satisfied? “Being in the 

business,” Jerry says, “I know that no matter how careful you are, how hard you try, there 

are always problems. Taking the responsibility of getting them corrected is very 

important.”  

On one of the occasions when Justin dropped by to check on the work at Jerry’s 

home, he noticed a hairline crack in the ceiling drywall that no one had noticed because it 

was in a dark area of the room. Rather than taking issue with who had caused the crack, 

Justin simply assumed responsibility, and on the spot, contacted a painter to take care of 

it. 

“How long have you known Justin?” I asked. Jerry responded, “It seems like 18 

years, but I think it’s probably 4 months,” and then on further reflection, he added, “He’s 

almost part of the family and … he’s a fun guy.”  


