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— PAI D  ADV E RTO R I AL  —

NEXT GEN™
FIBERGLAS™
INSULATIONPINK

OWENS CORNING® UNVEILS

PINK NEXT GEN™ FIBERGLAS™ INSULATION FITS BETTER AND 
HANDLES MORE EASILY, FOR TIME SAVINGS ON THE JOB.  

Owens Corning, the insulation industry’s most trusted brand, announces the introduction of PINK Next Gen™ 
Fiberglas™ insulation, an advanced building product that raises the bar for the insulation industry. The 
product is the result of several new technology innovations that combine to deliver a superior insulation 
solution.

Setting a new standard for precision, comfort, safety and sustainability, PINK Next Gen™ Fiberglas™ 
insulation helps insulation contractors stay on time and budget. Installing up to 23% faster¹, contractors can 
install up to 117 sq. ft. more insulation per hour and complete up to 161 more homes per year with the 
same manpower.²

The secret to PINK Next Gen™ Fiberglas™ insulation is advanced �ber technology that creates a tightly 
woven network of soft, �ne �bers to form a super-resilient blanket of insulating micro-pockets. Made with 
safe proven ingredients, it recovers instantly and is made to �t perfectly into the stud cavity, with a visibly 
superior texture that more easily passes inspection. With a feel as soft as cotton, it’s easier to handle and 
splits cleanly to �ll cavities completely. There’s also less dust, which is important when working overhead, 
and it provides a more comfortable installation with less cleanup.

As the company that invented �berglass insulation in 1938, Owens Corning has never stopped perfecting it 
and continues on its journey in making it one of the most trusted and most preferred insulation solutions on 
the market. Please visit PINKNextGen.com for more information.

1. Based on time savings per batt compared to Owens Corning EcoTouch® insulation. Does not include supporting tasks required for insulation install. 
(Installation time trials conducted by Owens Corning with independent installers, July 2020)

2. Based on 1,457 sq. ft. insulated cavity area
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This Month Online

Making a Homeowners Dream a Reality With EIFS

An upstate NY homeowner wanted a custom home that mirrored a modern ski chalet. 
He also wanted it to showcase several of the materials from his time in the construction 
industry. Unfortunately, a project that included concrete, steel panels, and a hardwood 
exterior was well over budget. 

Why Sports Stadiums Need Routine Maintenance

Large crowds, plus the elements, can make any sport played in a stadium that much 
more exciting. And while stadiums are returning to full capacity, now is an ideal time for 
facility managers and owners to plan and perform maintenance on these important 
structures. 

Shooting Range Gets Safe & Sound-Proofed

To expand its training facilities and eliminate sound of gun�re from a classroom building, 
Western Technical College moved its shooting range from a classroom building to an 
existing well-built storage building on the school’s campus and from there the shooting 
range was made safe and sound-proof. 

KWK Architects Designs New Study Lounge/Simulated Exam Rooms

In order to meet the needs of curriculum renewal and new teaching pedagogy, 
Washington University School of Medicine in St. Louis desired renovations to its Farrell 
Learning and Teaching Center that would support medical education by improving 
�exibility and providing updated technology. 

ONLINE EXCLUSIVES

VIDEOS
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Attainable Perfection
WITH A DWINDLING POPULATION IN EACH NEW GENERATION THAT 
SEEMS LESS AND LESS INTERESTED IN PURSUING A CAREER IN 
CONSTRUCTION, HAS NEW INDUSTRY TECHNOLOGY HELPED? 

M a r k  F o w l e rU P  F R O N T

The most pressing and long-term issue for construction is the labor shortage of skilled workers. It is clear 
millennials are vast in numbers but not as much interested in a construction career unless they are in the 
technology and innovation sectors. Gen Z and Gen Alpha are not likely to be helpful as their numbers will be 
insu�cient. Consider the birthrate for the U.S. (with no migration) needs to be at 2.08 per female to sustain 
current population levels. In 1960, the birth rate was 3.65; in 2020, it dropped to a record low of 1.75. Where 
are the construction workers going to come from? 

The story of the labor shortage is not new and the focus has been to increase productivity to overcome this 
lack of workers. The issue and concerns about improving productivity in construction are not new. Design-
Build was developed—and once predicted—that all work would be Design-Build and thus, the problems 
would be history. Then came Integrated Project Delivery, Lean, BIM, etc., all promising to be the solution to 
productivity in construction issues. Did any of these plans deliver as predicted? Did costs lower and 
productivity increase? While all of these plans have helped, has anyone suggested apprenticeship efforts 
with mentorship for the crew doing the work as a solution?

Survey Says

The workers in the �eld have been surveyed and have opinions on how to improve productivity in 
construction. Unfortunately, these surveys fall on deaf ears. Many experts feel the craft worker is not 
capable of comprehension, has little to offer in solutions and gets ignored. For experts who claim they came 
from the �eld, a summer job in construction does not make you a journeyman. 

Technology, innovation and prefabrication is all the rage in construction today. Articles, webinars and 
companies selling products on the cutting edge are impossible to ignore. Will this movement improve 
productivity enough to solve the labor shortage today and into the future? Only time will tell, but I fear it will 
come up short. 

Prefabrication of signi�cant
parts will always require making

�xes or on-site adjusting.
 

The �rst mistake is a failure to comprehend the extent of complexity with constructing a building fully. Many 
think if we can do it with planes and cars, why not buildings? Buildings are not created in a factory under 
exacting conditions with one entity. Buildings require a variety of specialty subcontractors. Prefabrication 
seems the obvious solution, similar to planes and cars; prefabrication involves perfection. Prefabricated 
units are meant to �t dimensions and integrate with exacting precision. While it works on paper or on the 
computer screen, the reality is another world. This is the nature of construction that is overlooked or ignored. 

Historically, the skilled craft worker makes adjustments to adapt products to �t as required. This is why site-
built construction requires skilled trade workers. Prefabrication of signi�cant parts will always require 
making �xes or on-site adjusting. Low-paid workers are not going to make it happen—it must be done with 
workers that possess knowledge and experience in their craft; we call them journeymen. 

An Obvious Solution? 

Now consider car and plane manufacturers provide more training for their employees than the construction 
industry does and the problem seems obvious. Until we get serious about training and education of craft 
workers, the problem is not likely to get solved. There is a massive effort on training underway. 
Unfortunately, it is mainly with technology and innovation programs. Maybe they will walk to the site and 
install what they input into the computer: problem solved.

The shift away from industrial arts to computer science courses changed everything for construction. Older 
craft workers will con�rm the younger craft workers are not well versed in understanding the “why” of what 
they do. What do the crews in the �eld say? They want to produce more too. They claim they waste time 
looking for materials, tools or equipment. Why do the construction experts ignore them? Consider the old 
saying, “One does not know what one does not know.” 

In addition, society has praised the computer and turned its nose up to construction craft workers. Maybe 
having more true craft workers understanding why it works or fails would be helpful. Even prefabricated 
panels, trusses or corners will need �eld adjusting; this requires educated and trained craft workers who 
understand the why and how things work. 

Fifty years ago, we had that industry; they understood the why and could adapt quickly to make it work. 
Architects put out poor details back then, as some still do today. The difference was the guys in the �eld 
knew how to shift and make it work. Today, that cannot happen for a variety of reasons. I hope the lawyers, 
technology experts and innovators can grab a hammer, trowel or screw gun to show us how to obtain 
perfection soon because construction’s future is counting on them to deliver attainable perfection. 

Opening Background Image Credit: uschools / iStock / Getty Images Plus via Getty Images.

Pull Quote Image Credit: Oldcastle SurePods.

Mark Fowler joined Walls & Ceilings as editorial director in 2006. Fowler grew up in the construction business and has held a number of 
positions in different companies and associations. He spent 11 years with the Northwest Wall and Ceiling Bureau before moving to his 
position with Soltner Group Architects in Seattle. Fowler is currently the executive director of the Stucco Manufacturers Association. He can be 
reached at Mark@markfowler.org.
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Spackle by Dave Coverly

Carlisle to Acquire Henry Company

World of Concrete Launches RECONNECTED 
Online Event

CFSEI Launches New Online Job Board

ROCKWOOL’s Second U.S. Factory Begins 
Commercial Production

L&W Supply to Acquire Assets of Builders 
FirstSource Eastern Gypsum Distribution Operations

ACI Foundation Now Accepting Fellowship and 
Scholarship Applications

Registration Now Open for the CISCA 2021 Fall 
Conference

Registration Now 
Open for the CISCA 
2021 Fall Conference

The CISCA Fall Conference will take place at the Harrah’s Ak-Chin Casino in Maricopa, Ariz., Sept. 27-30. 
This conference attracts industry leaders who are in�uential decision makers in their respective 
organizations and who come to network and learn about industry news and development, as well as local 
and regional ceiling contractors, general contractors, architects, and designers.

CISCA has planned a low-key, high-interest event in which companies will be able to showcase their 
products or services to interested attendees.

The event is loaded with networking events and fun group activities that attendees don’t want to miss. The 
Product Showcase includes demo sessions for up close interactions with top manufacturers. Bob Treadway 
is back again to give us his economic outlook and the 2021 CISCA Construction Excellence Awards will be 
presented.

For more information, visit cisca.org.

ACI Foundation Now 
Accepting Fellowship and 
Scholarship Applications

The ACI Foundation announces that applications are now being accepted from graduate and undergraduate 
students for the 2022-2023 academic year. Four new fellowships and two new scholarships have been 
added, bringing the total of annual awards available up to 32. New awards include: 

Burg-Coleman Iowa State ‘77 ACI Fellowship

Nicholas F. Maloof, Jr. ACI Georgia Chapter Fellowship

Robert F. Mast Memorial Fellowship

S. P. Shah Fellowship

Master Builders Solutions Concrete Materials Scholarship

Nick Bada - ACI Ontario Chapter Graduate Scholarship

ACI Foundation fellowships are offered to both undergraduate and graduate students pursuing a concrete-
related degree or program at an American or Canadian institution of higher education, or the applicable 
countries related to the ACI Foundation Middle East & North Africa Fellowship. The Barbara S. and W. Calvin 
McCall Carolinas Fellowship, the Burg-Coleman Iowa State ‘77 ACI Fellowship, the Darrell F. Elliot Louisiana 
Fellowship, and the Nick Bada - ACI Ontario Chapter Graduate Scholarship give priority to students from 
these states/provinces. Students must obtain two endorsements, with one being from an ACI member.

Fellowships provide the following bene�ts:

An educational stipend of  (USD) $10,000 or $15,000.

Airfare, hotel, travel stipend, and registration to attend two ACI Concrete Conventions (travel contingent 
upon state and country laws).

Assignment to a mentor.

An internship, if required; and

Recognition at ACI Concrete Conventions, in Concrete International, and on ACI Foundation’s website 
and social media.

The purpose of the ACI Foundation’s student fellowship and scholarship program is to identify, attract, and 
develop outstanding professionals for future careers in the concrete industry. For the 2021-2022 academic 
year, the ACI Foundation distributed over $180,000 in tuition assistance to 22 deserving students through 
the support of ACI, ACI chapters, generous donors, and industry partners. The ACI Foundation believes 
attracting students to the concrete industry provides both excellent career opportunities for students and 
helps to secure a bright future for the concrete industry. These fellowships and scholarships showcase the 
ACI Foundation’s goals of investing in people and the future of the industry.

The deadline for this application period is November 2. Mandatory internships would occur during the 
summer of 2022 and the full award cycle covers the 2022 fall semester through the 2023 spring semester.

L&W Supply to Acquire Assets of 
Builders FirstSource Eastern 
Gypsum Distribution Operations

L&W Supply Corporation has entered into a de�nitive agreement to acquire the assets of the stand-alone 
Eastern U.S. Gypsum Distribution Operations (Eastern Gypsum Operations) from Builders FirstSource Inc. 

L&W Supply will acquire all the assets of Eastern Gypsum Operations, assume the real estate leases for 
those operations and hire substantially all the employees at its locations. The acquired assets will operate 
as L&W Supply. The transaction is subject to customary closing conditions and is expected to close in the 
third quarter of 2021. The sale price of the transaction is not disclosed.

Eastern Gypsum Operations consists of 21 facilities located throughout the northeast and southeast U.S. 
L&W Supply will be adding 12 new distribution branches and acquire the gypsum operations assets and 
personnel from an additional nine shared Builders FirstSource locations, which will move to an existing 
nearby L&W Supply yard. L&W Supply will provide the employees and customers of Eastern Gypsum 
Operations with a reliable partner in the space that can provide both employment opportunities and high-
quality service.

This transaction comes on the heels of four successful acquisitions for L&W Supply over the past year. With 
the acquisition, L&W Supply will operate 197 locations in 38 states.

“This acquisition creates additional synergies across our value chain and branch operations, and it further 
reinforces our leadership position in the interior building material distribution market,” said Dan Piché, L&W 
Supply’s president. “We look forward to welcoming the Eastern Gypsum Operations team into the L&W 
family and are con�dent our shared commitment to delivering world-class service will bene�t customers 
and associates alike.”

ROCKWOOL’s Second 
U.S. Factory Begins 
Commercial Production

ROCKWOOL North America has begun commercial production of stone wool insulation products at its 
newest U.S. manufacturing facility, located in Jefferson County, W. Va. The state-of-the-art factory produces 
ROCKWOOL’s residential, commercial and industrial stone wool insulation and marks North America’s �rst 
post-pandemic increase in stone wool insulation manufacturing capacity.

The 460,000-square-foot facility utilizes industry-leading melting and emissions abatement technologies, 
including the company’s fuel-�exible melting technology that makes it possible for the factory to start 
operations using natural gas instead of coal. Using natural gas as the fuel source reduces the facility’s CO2 
emissions by approximately 30 percent.  

The manufacturer’s Group CEO Jens Birgersson said, “In the United States as in Europe and Asia, there is a 
growing demand for non-combustible, recyclable stone wool insulation. The West Virginia facility will help 
meet that demand in North America. We are proud that our products play such an important role in 
reducing the energy consumption and carbon emissions associated with buildings, and do so in a safe, 
sustainable manner.”

Rory Moss, president of ROCKWOOL North America, said, “We’re delighted to be up and running in West 
Virginia and providing the �rst increase in stone wool insulation production capacity since before the 
pandemic.

“Our customers are looking to us to satisfy the growing demand for our insulation products, and we will be 
aggressively ramping up production over the coming months to deliver for them.”

“ROCKWOOL is a valued and respected member of the business community in West Virginia. The company 
has proven themselves to be a terri�c corporate citizen,” said Mitch Carmichael, West Virginia’s Secretary of 
Economic Development. “We are thrilled to welcome such an innovative company that is committed to 
supplying the North American market with advanced insulation products manufactured in West Virginia.”

CFSEI Launches New 
Online Job Board

The Cold-Formed Steel Engineers Institute has launched a new online Job Board to connect applicants 
seeking employment in the cold-formed steel framing industry with potential employers. Job seekers can 
post their resumes for free. Employers pay a reasonable fee for each job announcement, with listings 
available in 30-day, 60-day and 90-day increments. The Job Board employer section is open to CFSEI 
members and nonmembers. CFSEI members receive a substantial discount. To view the CFSEI Job Board, 
visit cfsei.mcjobboard.net/jobs. 

“We started the CFSEI Job Board in response to our members’ requests to help them �nd quali�ed 
candidates in the rapidly expanding cold-formed steel framing industry,” said Robert J. Wills, P.E., managing 
director of CFSEI. “Steel framing offers many bene�ts for sustainable and resilient construction, is cost-
effective, and provides �exible and adaptable design opportunities for architects and designers. As the 
economy begins to recover, we anticipate the CFSEI Job Board will be a valued tool for connecting 
employers with new employees as companies revamp their business operations.”

For information on posting resumes or adding job notices to the CFSEI Job Board, contact Rose Kuria at 
rkuria@steel.org. For information on joining CFSEI, visit https://www.cfsei.org.

World of Concrete Launches 
RECONNECTED Online Event

For those contractors that attended World of Concrete 2021 live event in June in Las Vegas or were unable 
to make it, one can bene�t from WOC’s world-class education, virtually meet with leading-industry suppliers, 
and continue to build one’s network of peers. 

This online event will take place August 17-19, and allows the concrete and masonry construction 
communities to connect and share ideas, learn from industry experts, access the latest industry innovations, 
and more! The goal of this virtual edition is to provide valuable content to you from our physical event, and 
expand your reach, connecting with new exhibitors, products, or industry professionals you have not yet had 
the opportunity to meet. 

For more information, visit worldofconcrete.com. 

Carlisle to Acquire 
Henry Company

Carlisle Cos. Inc. announced that it has entered into a de�nitive agreement to acquire Henry Co., from 
a�liates of American Securities LLC, a U.S. private equity �rm. Under the terms of the agreement, Carlisle 
will purchase Henry for $1.575 billion in cash. The purchase price represents 10.5x Henry’s adjusted EBITDA 
for the twelve months that ended in May, when including run-rate cost synergies.

Henry is widely recognized as a best-in-class provider of building envelope systems that control the �ow of 
water, vapor, air and energy in a building. Its premium portfolio is comprised of a well-balanced assortment 
of complementary products boasting the strong and trusted Henry brands with more than 80 years of 
history. As a leading innovator in building envelope systems, Henry serves the full spectrum of customers 
across both new construction and repair and restoration projects within the residential, light commercial, 
and commercial end-markets. Henry generated revenue of $511 million and adjusted EBITDA of $119 
million, representing an adjusted EBITDA margin of 23 percent, for the twelve months ending in May.

The acquisition is consistent with Carlisle’s Vision 2025 to simplify our portfolio and strategically build scale 
with synergistic acquisitions in order to achieve $15 of earnings per share. Henry augments CCM’s growth 
and innovation efforts in commercial construction and increases its presence in residential construction in 
North America. Henry’s complementary solutions strengthen CCM’s positioning in integrated building 
envelope solutions that reduce installation times and improve energy e�ciency. Henry’s innovative culture 
aligns with that of CCM, enhancing the companies’ combined value proposition to drive superior growth.

Chairman, President and CEO Chris Koch, said, “The acquisition of Henry, together with the announced 
divestiture of our Brake and Friction business in May, marks another meaningful evolution of our portfolio. 
These portfolio moves are consistent with our stated strategy to invest in CCM and diversify into a broader 
building products platform with a focus on the building envelope. More than half of Henry’s revenue is 
derived from products that improve energy e�ciency, elevating Carlisle’s existing ESG narrative. By acquiring 
Henry and leveraging the Carlisle Experience across the business, I am con�dent that we will create 
signi�cant value for all our stakeholders.”

The acquisition is expected to generate pre-tax cost synergies of approximately $30 million by 2025. 
Additional revenue synergies from cross-selling a broader product portfolio through Carlisle’s existing 
relationships and sales channels are also expected. The transaction is expected to be approximately $1.25+ 
accretive to adjusted EPS in the �rst full �scal year.

The acquisition, which is subject to customary closing conditions, is expected to close in the third quarter of 
2021.

Spackle by Dave Coverly

People News

KAI is pleased to announce the expansion of its 
Build Group with the addition of Project Managers 
Cameron Welch, Adam Link and David 

Bradley at its St. Louis headquarters.

NEx: An ACI Center of Excellence for Nonmetallic Building Materials has hired Dr. David 

A. Lange as executive director. He will oversee all NEx operations and initially focus on 
identifying and recruiting new members interested in advancing nonmetallic building 
materials.

Shawn Burnum takes the 
helm as president of the 
Association of the Wall and 
Ceiling Industry as the 
pandemic fades and the 
industry rights itself.

Danny Carrillo is now at 
PDQuipment providing pumps, 
equipment, and application 
solutions worldwide. 

The American Concrete 
Institute announced that Rex 

C. Donahey, Ph.D., will serve 
as the Institute’s inaugural 
Director of Innovative Concrete 
Technology.

AMES Taping Tools has 
announced that Ajay 

Harpalani has been appointed 
as its new vice president and 
CFO.

T.J. Wies Contracting announced the appointment of Cameron Wies as COO.  
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Product Focus on
— EIFS/Stucco—

Residential/Commercial Stucco 
The QUIKRETE Cos.
The company offers everything the professional needs for residential or commercial stucco projects of any 
size. Basecoat options include the expected scratch and brown along with water-stop, �ber reinforced and 
pump grade versions to meet the needs of any job. The company also offers 20 easy-to-mix liquid coloring 
agents. The company also offers �nish coats, including a one coat product that is �berglass reinforced. For 
large projects basecoats and �nish coats can be purchased in bulk. For existing stucco work that’s 
damaged, QUIKRETE offers a complete line of repair and patch products. For more information, visit 
QUIKRETE.com.

Exterior Plastering Trowel
BEROXpert North America
BeroRasp is the perfect way to smooth the EPS walls perfectly �at without 
clogging the plate and gouging the wall. Its very lightweight plate is 
changeable when it becomes dull. No more heavy wavy plates. The 
replacement time is less than a minute; no more messy glue. The product 
comes in 11 inch by 5 inch and the massive 16 inch by 7 inch for those big 
open walls. An exclusive inside corner rasp takes the work out of smooth, 
level and plumb corners. The company’s tools are made with the 
professional in mind. Exclusively from BEROXpertNorthAmerica.com 
dealers and distributors in North America. 

Woodgrain Finish Product
Tremco/Dryvit
The company now offers a product that has the look and feel 
of wood. With The company’s woodgrain �nish techniques, one 
can incorporate all the rich tones and textures of real 
woodgrain into your building’s aesthetic—and also get the 
superior weatherability, durability and energy e�ciency of a 
Dryvit’s Outsulation system. Outsulation systems deliver the 
latest in building science, resulting in operational energy 
e�ciency, cost effective construction, and low maintenance, 
low embodied energy building envelopes. For more 
information, visit tremcosealants.com.

Masonry Veneer Facades
Sto Corp.
StoVentec is for masonry veneer facades, a new offering in the 
line of ventilated rainscreen cladding systems to support thin 
brick masonry veneer cladding. The latest introduction is part of 
the company’s ongoing effort to expand its array of unlimited 
design �exibility with a broad range of architectural surfaces. 
Following standard procedure with a new product introduction, the 
company is conducting full system testing. In particular, it is 
testing the sheer bond strength of industry standard thin brick 
masonry veneer products with Sto’s masonry adhesive. For more 
information, visit StoVentec.com. 

Stucco Embedment System
ClarkDietrich
The Easy Embedment System comprises of Structa Wire 
Structalath with BackerBead with E-Flange and Control Joint 
with E-Flange. The system reduces the top two causes of stucco 
failure: lack of embedment and failure to properly terminate at 
door and window penetrations. This EES system also reduces 
labor costs and allows the installer to fully cover the 
components. With such a contractor-friendly system, installers 
can achieve consistent results with minimal training or expertise. 
The E-Flange is a raised triangle �ange design that provides 80 
percent more stucco embedment than standard “�at �ange” 
pro�les, which can reduce chances of cracking and improve the 
long-term performance of the cladding. BackerBead with E-
Flange also features a pre-set blue backer rod that is a�xed to 
the vinyl casing bead and set to the exact height and depth. This 
allows the installer to create a gap on the wall without the hassle 
of aligning it in the �eld, thereby saving time and materials. For 
more information, visit clarkdietrich.com.

Scratch & Brown Fiber Reinforced Stucco
SPEC MIX
The Scratch & Brown Fiber Reinforced Stucco is a custom blend of 
cementitious materials, additives, aggregates and alkali resistant 
�bers meeting ASTM C 926 requirements. The special sand 
gradation used provides excellent workability and �nishing 
properties for the applicator as well as increases the �exural 
strength of the wall while reducing cracking and crazing common 
with traditional �eld-mixed stucco. The �nal wall system will 
produce a non-load bearing, aesthetically pleasing exterior veneer or 
interior �nish on concrete or masonry walls, stud walls or metal 
buildings. For more information, visit specmix.com/stucco.

CI Starter Track
Plastic Components
The company’s Continuous Insulation Starter Trac for basecoat 
and hard coat wall systems. This product is intended to save on 
labor with one-piece continuous insulation STCI series for (3/4- 
and 7/8-inch grounds) hard coat stucco. Designed for the base of 
a hard coat stucco CI wall, this weeped product combines the 
Trac with a built-in termination bead. It saves installation time, 
improves job quality and delivers a better �nish. Warnock-Hersey 
certi�ed, these contractor-grade PVC trims are made for 1½-, 2- or 
2½-inch foam, for use with three-coat stucco �nishes. The product 
is patent pending. For more information, visit 
plasticomponents.com. 
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Ceilings Create
Bold Office Spaces

UNIQUE CEILING DESIGNS WERE USED TO CREATE A BOLD OFFICE SPACE 
THAT ALSO OPTIMIZES ACOUSTICS.   

Edited byW&C

Marsh & McLennan Agency LLC’s new Upper Midwest regional headquarters in Minneapolis re�ects the 
company's energetic culture and colorful brand identity. Finding an existing o�ce in an ideal location, the 
agency turned to Mohagen Hansen Architecture | Interiors to renovate and custom-design the 46,000-
square-foot workspace. 

Creating a Lively, Relaxing Environment

A full-service insurance, retirement and risk management �rm, Marsh & McLennan Agency is consistently 
recognized as a “top workplace” with a culture focused on hiring, developing and rewarding exceptional 
employee talent. With respect to the company’s culture and services, the interior ceiling systems help create 
a lively, collaborative experience balanced with private, quiet focus areas.

“The requirement to bring together many employees in different departments in a relatively small space 
meant that a great number of e�cient workstations would account for the lion's share of the o�ce layout,” 
explains Mohagen Hansen. Marsh & McLennan Agency “wanted to make sure that this requirement could 
be carried out in a dynamic, engaging space, rather than an endless sea of boring cubes.”

Representing the agency’s brand, the interior design palette showcases a clean white and neutral gray 
background with blue tones to match the corporate identity. Colorful artwork and energizing accent walls in 
bold magenta and lime, lemon and orange complement the shades of blue.

Acoustic stone wool ceiling panels from Rockfon with �nished-to-match metal suspension systems were 
used in three colors: a bright Curacao blue, a light, Fresh blue and a Smooth white. Perimeter Trim also was 
�nished to match the two blue colors and display a neat, crisp edge. White stone wool ceiling ba�es for the 
café added to the project's complete ceiling solution. In total, Architectural Sales of Minnesota Inc. installed 
38,600 square feet of ceiling panels.

Assisting with way�nding and visual de�nition, ribbons of blue ceiling panels sweep through the interior 
corridors designating areas by department and functionality. Uniform 2-foot-by-4-foot grid patterns further 
distinguish the blue stretches that purposefully interrupt the white ceiling spans.

For the majority of the o�ce interior, 2-foot-by-4-foot white ceiling panels were installed in an offset, 
staggered, “subway tile” layout. This masonry-like pattern can be seen in the open o�ces, common areas, 
�tness center, large conference rooms and the training room.

Framed with recessed alcove lighting, the training room’s ceiling accommodates numerous light �xtures, air 
registers, Wi-Fi relays, video projectors and speakers. In the plenum, above the ceiling tiles are concealed the 
electrical wiring, HVAC ductwork, �re suppression system and other hidden infrastructure.

Square 2-foot-by-2-foot white ceiling panels from Rockfon were selected for the enclosed private o�ces, 
small group rooms, focus rooms, the café and vending market, and the boardroom. In the boardroom, the 
white, square panels and even grid pattern enhance the sense of stability and comfort, and the dark blue 
feature walls add an air of formality.

Exterior windows offer outdoor views and natural light in the boardroom and adjacent conference room. The 
white ceiling panels re�ect up to 86 percent of light from their surface, helping extend the daylight more 
deeply into the o�ce's core. Parallel to the windows on the opposite side of the rooms, glass interior walls 
allow for greater transparency, connection and a shared experience.

Optimizing Acoustics 

Without sound-absorbing materials, such as stone wool ceiling panels, hard surfaces like glass, concrete 
and wood re�ect soundwaves and can make it more di�cult to understand one another. Helping optimize 
acoustics in commercial interiors, stone wool ceiling panels achieve noise reduction coe�cients as high as 
0.95 to improve speech intelligibility, decrease noise levels and promote privacy.

Where the blue ceilings are installed, the panels' high acoustic absorption decreases the distance that sound 
travels in open spaces and down corridors, and improves speech privacy. The white ceiling panels in the 
enclosed boardroom, conference rooms, training room and private o�ces, work in conjunction with the 
walls, carpet, padded furnishings and other absorptive surfaces to dampen sound. In the café, free-hanging 
stone wool ba�es support a good acoustic experience in the dining area, while presenting a distinctive 
aesthetic element welcoming coworkers to a communal table.

When fewer people are distracted by noise, their concentration, accuracy and satisfaction improve, 
contributing to a healthier and more productive workplace.

Marsh & McLennan Agency’s new o�ces opened in March 2020. Successfully meeting the agency's needs, 
Mohagen Hansen reviewed the project's objectives: “Marsh & McLennan Agency wanted to relocate within 
the Twin Cities and to use that opportunity to increase their space e�ciency but also the character of their 
o�ce space, given the ever-important need to maintain and attract great employees and empower them to 
deliver the best possible service to their clients.”

Images courtesy of Rockfon.

AUGUST 2021  |  VOLUME 84  |  ISSUE 8

THE VOICE OF THE INDUSTRY SINCE 1938

https://www.larsenproducts.com/


WALLS & CEILINGS’ ANNUAL TOP 50 CONTRACTORS.

Welcome to Walls & Ceilings’ annual round-up of the leading contractors in the country. This compilation 
brings together the industry’s most progressive and resourceful companies.

We asked contractors to provide us with their information and why they feel they are among the top 
contractors. It was great to read from all the different and varying voices.

We continue to learn a lot about what makes a great contractor stand out.

All of these Top 50 contractors have displayed numerous skill-sets that warrant them to be among the best. 
We encourage readers to visit any of these company’s websites and you’ll see a portfolio that showcase 
these subcontractors’ work and their story, in their own words. What makes these companies the best is 
their thirst to stay progressive and relevant. That means employing new technology, actively looking for new 
products, competitive employment opportunities, safety departments and so much more. All in all, their 
talents have sustained their business model and made them industry leaders.

Some of the Top 50 re�ect companies that have been around for decades, while some are still in their early 
years. Yet, all in this list have spoken to us of their plans for growth and to create some type of legacy.

In short, the turn-out of submissions this year was again very strong.

It pleases us to see all the submissions and thank all that wanted to be a part of this annual feature. We 
anticipate that the number of entrants will continue to climb for next year and we look forward to reading 
and accepting all your submissions.

“As in the past several years, W&C’s Top 50 Contractors garnered a very positive turn-out,” says Editor John 
Wyatt. “The pulse of the wall and ceiling industry still seems very strong despite its many challenges. But we 
are pleased to name this year’s top contractors whom we feel represent the best of the best.” 

W&C congratulates all this year’s Top 50 winners.

Company Name and Location Total Rev. Sta� Com % Website Contact

Acoustic Ceiling and Partition Co. of Ohio 
Westerville, OH 18,950,000 160 100 www.acpohio.com

Kayleigh Buchbinder 
(614) 718-0722
kayleigh.buchbinder@acpohio.com

Advanced Stucco 
Fort Lauderdale, FL 44,000,000 100 100 www.advancedstucco.com

Michael Garrett 
(954) 772-9007
michael@advancedstucco.com

Agent Wall Systems 
Escondido, CA 21,000,000 300 100 www.agentwalls.com

Adam Taubman 
(757) 449-7722
adam@agentwalls.com

Alta Drywall 
Escondido, CA 22,000,000 350 30 www.altadrywall.com

Doug Bellamy 
(619) 843-5668
doug@altadrywall.com

Andersen Interior Contracting 
Orlando, FL 15,000,000 150 100 www.anderseninteriors.com

Frank Skrek 
(973) 244-1900
fskrek@andersencompanies.com

Associated Drywall Partners 
Indianapolis, IN 32,262,766 67 38 www.drywallpartners.com

Brooklyn Maule 
(317) 519-5129
brooklynmaule@gmail.com

BakerTriangle 
Mesquite, TX 174,500,000 144 99 www.bakertriangle.com

Bradley Baker 
(214) 232-3480
babaker@bakertriangle.com

Barber Specialties Inc. 
Seagoville, TX 35,000,000 200 100 www.barberspec.com

Kristin Reznicek 
(972) 287-5100
Kristin@barberspec.com

California Drywall Co. 
San Jose, CA 181,000,000 800 100 www.caldrywall.com

Greg Eckstrom 
(408) 206-5664
geckstrom@caldrywall.com

Central Ceilings, Inc. 
South Easton, MA 61,500,000 300 100 www.centralceilings.com

Chris McPherson 
(508) 209-4650
cmcpherson@centralceilings.com

DaFore LLC 
Fredericksburg, VA 13,690,000 103 99 www.DaforeLLC.com

Je� Davies 
(540) 368-2880
jdavies@daforellc.com

Diversified Plastering 
Houston,TX 8,000,000 100 99 www.diversifiedplastering.com

Chad Dupree 
(281) 445-9300
chad@diversifiedplastering.com

Ford Drywall & Stucco Inc. 
Naples, FL 42,000,000 460 80 www.forddrywall.com

John Ford 
(239) 649-6962
jford@forddrywall.com

Forks Lath & Plaster Inc. 
Emerado, ND 4,500,000 50 98 http://forkslath.com/

Jared Roach 
(701) 317-2748
jared@forkslath.com

Heartland Acoustics & Interiors 
Englewood, CO 18,000,000 100 100 www.heartland-acoustics.com

Jason Gordon 
(303) 667-3581
jason@heartland-acoustics.com

Heggem-Lundquist 
Denver, CO 23,607,000 200 95 www.heggem-lundquist.com

Ruthanne Lundquist 
(303) 778-1373
ruthanne@heggem-lundquist.com

H.J. Martin & Son 
Green Bay, WI 37,464,583 1,277 100 www.hjmartin.com

Nicole Jensky 
(920) 321-3018
n.jensky@hjmartin.com

Integrated Interiors Inc. 
Ft. Worth, TX 35,724,700 425 100 www.integratedinteriorsinc.com

Amy Bridges 
(817) 595-9290
amy@integratedinteriorsinc.com

Ironwood Commercial Builders Inc. 
Pleasant Hill, CA 28,844,353 130 95 www.ironwoodcommercialbuilders.com

Nancy Brinkerho� 
(925) 609-8356
nancybrinkerho�.icbi@gmail.com

JD Traditional Industries 
Huntington Station, NY 22,000,000 130 100 www.jdtraditional.com

Christine Boccia 
(631) 549-1338
chris@jdtraditional.com

J&J Acoustics Inc. 
Santa Clara, CA 101,000,000 220 100 www.jjacoustics.com

Dawn Hathaway 
(408) 275-4596
dawn@jjacoustics.com

Ka Mo'i Construction 
Kapolei, HI 8,000,000 100 100 www.kmcihawaii.com

Vincent Jr. Nihipali 
(808) 321-8796
vincejr@vncdrwyall.com

KHS&S Contractors 
Tampa, FL 213,011,165 1,200 100 www.khss.com

Janet Puglisi 
(813) 245-4567
janet.puglisi@khss.com

Lee Drywall Inc. 
Fort Myers, FL 16,700,000 80 95 www.leedrywall.com

LaRae Davenport 
(239) 939-9779
laraed@leedrywall.com

Level 5 Inc. 
Santa Clara, CA 117,350,000 645 22 www.level5inc.com

Gordon Perry 
(405) 710-0802
gordy@level5inc.com

Lone Sun Builders Inc. 
Albuquerque, NM 7,500,000 65 99 www.lonesun.net

Mason Karnas 
(505) 270-9672
mason.karnas@lonesun.net

Metro Walls 
Manchester, NH 80,000,000 800 100 www.metrowalls.net

Katie Sweet 
(603) 502-8392
ksweet@metrowalls.net

Murray Drywall 
Omaha, NE 45,000,000 300 100 www.murraydrywall.com

Michael Murray 
(402) 850-3949
mike@murraydrywall.com

Nevell Group Inc. 
Brea, CA 158,000,000 1300 99 www.nevellgroup.com

Angelina Wilkerson 
(714) 854-8553
awilkerson@nevellgroup.com

Paul Johnson Drywall 
Phoenix, AZ 92,000,000 669 0 www.pauljohnsondrywall.com

Patty Johnson 
(602) 402-2965
pattyjohnson@connections-marcom.com

Performance Contracting Group Inc. 
Lenexa, KS 1,100,000,000 7,848 100 www.performancecontracting.com

Daniel Blatter 
(913) 888-8600
daniel.blatter@pcg.com

Precision Walls Inc. 
Cary, NC 245,820,000 1049 98 www.precisionwalls.com

Meriwether McLaurin 
(919) 459-2943
mmclaurin@precisionwalls.com

Professional Drywall Construction 
West Springfield, MA 37,500,000 250 100 www.profdrywall.com

Ronald Perry 
(413) 374-4488
ron@profdrywall.com

Reitter Stucco and Supply Co 
Columbus, OH 7,000,000 50 70 www.reitterstucco.com

Dustin Wilshire 
(614) 679-5612
dwilshire@reitterstucco.com

Reliance Interiors Inc. 
Kennesaw, GA $20,000,000 (est.) 180 100 www.relianceinteriors.com

Jackie Kettering 
(770) 514-6424
jkettering@relianceinteriors.com

RJF Meiswinkel Company 
San Francisco, CA 32,000,000 368 98 http://rfjmeiswinkel.com/

Silke Degenhardt 
(415) 994-0229
SILKE@rfjmeiswinkel.com

R. L. Reppert Inc. 
Emmaus, PA 9,500,000 100 100 www.rlreppert.com

Richard Reppert 
(610) 965-3433
ricjr@rlreppert.com

Ronsco Inc. 
New York, NY 6,334,029 50 100 www.ronscoinc.com

Lee Zaretzky 
(212) 627-0500
lz@ronscoinc.com

Shields Inc. 
Winston Salem, NC 19,218,000 48 100 www.shieldsinc.com

Mark Veals 
(336) 765-9040
mveals@shieldsinc.com

South Valley Drywall 
Denver, CO n/a 250 50 www.svdw.com

Travis Vap 
(303) 791-7212
tvap@svdw.com

Superior Wall Systems 
Fullerton, CA 62,092,054 30 100 www.superiorwallsystems.com

Jaren Grady 
(714) 732-1312
Jaren@superiorwallsystems.com

The Raymond Group 
Orange, CA

279,000,000 1200 100 www.RaymondGroup.com
Kimberly Yeager 
(714) 771-7670
kim.yeager@raymondgroup.com

Trinity Drywall Plastering Systems LP 
Fort Worth, TX

68,000,000 700 100 www.trinitydps.com
Zaira Maldonado 
(817) 616-0962
zm1@trinitydps.com

Trisco Construction Services 
Lima, OH

20,000,000 150 100 www.triscoservices.com
Steve Walter 
(419) 339-9912
steve_walter@triscoservices.com

Twin City Acoustics Inc. 
New Hope, MN

27,000,000 100 99 www.tcacoustics.com
Derek Brinker 
(763) 535-6697
Derek@tcacoustics.com

United Contractor Services LLC 
Kennesaw, GA

70,000,000 700 100 http://www.unitedcs.com/
Jay Osteryoung 
(678) 852-0441
josteryoung@unitedcs.net

V&C Drywall Contractors, Ltd. 
Kapolei, HI

25,000,000 250 100 www.vncdrywall.com
Vincent Jr. Nihipali 
(808) 682-2068
vincejr@vncdrywall.com

Wallworks Commercial Carpentry 
Chester, PA

21,000,000 115 100 www.wallworksinc.com
Justin Henzel 
(610) 874-1070
jhenzel@wallworksinc.com

Western Partitions Inc. 
Wilsonville, OR

260,000,000 1,500 100 www.wpibuilds.com
Cooper Howard 
(971) 412-7004
cooper.howard@wpibuilds.com

Wiljo Interiors 
Broken Arrow, OK

20,000,000 300 95 www.wiljointeriors.com
Ken Fry 
(918) 250-0679
kfry@wiljointeriors.com

Search...
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A Reliable Source
ONE OF GEORGIA’S STRONGEST WALL AND CEILING CONTRACTORS 

FOCUSES ON THE FUTURE OF CONSTRUCTION. 
By John Wyatt   

A Commercial Out�t  

The company’s services include all aspects of 
construction, including but not limited to:

Load and Non-Load Bearing Metal Framing Systems

Gypsum Panels/Drywall

Panelized Wall Systems

Metal Roof Truss Systems

Metal Composite Deck Systems

Gypsum Wallboard Systems

Acoustical Ceiling Systems

Building Insulation

FRP

GFRG

GFRC

Security Wall and Ceiling Systems

Acoustical Wall and Ceiling Systems

EIFS/Stucco 

This year’s pro�led subcontractor featured in our 
annual Top 50 Contractors should come as no 
surprise to those in the southeast. This contractor 
boasts a high employment rate and nice-sized 
revenue numbers, and continually climbs the 
success ladder. 

Since 1994, Reliance Interiors Inc. has built a 
reputation of dependability, high-quality 
workmanship, professionalism and an overall 
commitment to excellence in interior construction to 
its Georgia customers. The company, headquartered 
in Acworth, GA has a focus on Design-Build, military, 
higher education, healthcare, commercial, hospitality, 
and mid-rise multi-family projects. Reliance Interiors 
implements the latest technologies and stays 
abreast of the ever-changing industry so that its 
customers receive the utmost in quality, customer 
service and innovation.

The subcontractor is in partnership with a growing list of national and international-leading contractors in 
the industry; helping to strive for the common goal of being the most e�cient, quali�ed and competitive 
contractors of the market. Reliance Interiors strives to establish a team concept on every project it 
undertakes from beginning to end, and believes its success and consistent growth is attributed to this 
philosophy. The company is multi-generational and led by President Jackie Kettering, Director of Operation 
David Kettering, and VP Luke Kettering. Reliance offers Design-Build services, engineering, value engineering, 
quality control and safety recommendations, logistics of operation, competitive pricing, and most of all 
quality work in a timely and professional manner.

Currently, the company employs approximately 200 o�ce and �eld staff. 

Reliance Interiors’ President Jackie Kettering began her career working for a commercial drywall contractor 
in the Atlanta market. She cites the mentorship of that company’s vice president whom invested a strong 
amount of time training her in every facet of running a commercial drywall out�t. 

“I later met my husband in 1990 who had spent his entire career in the same industry,” says Kettering, who 
says David owned his own company, as well as ran an o�ce for one of the largest drywall contractors in the 
U.S. With his continued guidance, knowledge and tutelage, she says, this ultimately led to the path of 
business ownership. Reliance Interiors is a nationally certi�ed, 100 percent women-owned business.

Today, the subcontractor is as strong as ever. Last year, Reliance Interiors opened a sister company—
BIMTech Offsite Prefabrication Solutions. 

“We realized the demand for advanced construction methods that offer innovation, such as BIM Technology, 
3-D modeling, engineering software and innovative roll-forming equipment that addressed the need for 
faster, leaner, safer construction,” says Kettering. “Prefabrication addresses all of those demands in addition 
to the shortage of skilled manpower that is having a signi�cant effect on the construction industry. Using 
BIM, we create a coordinated building model. With virtual design and construction, we can work with 
architects and engineers to create more accurate visual project designs, minimize con�icts that arise in the 
�eld, and reduce unexpected cost impacts and delays.

“Utilizing this technology improves quality and detects con�icts and errors before they happen,” she says. 
“We provide structural design and engineering services in order to execute a high standard of delivery. In 
identifying the speci�cs of each panel from its inception, we maximize project e�ciency and ensure a 
�awless, rapid installation. Our design assistance program combined with our collaboration with our 
engineering partners allows your project vision to come to life.” 

She says the company tackles the demand for speed and quality head-on by providing clients with the most 
e�cient solutions in panel manufacturing and fabrication. Reliance Interiors maximizes schedule 
opportunities and strives to maintain cost-effectiveness in every project. The subcontractor provides several 
prefabricated assemblies, including CFMF wall panels, metal roof truss systems, and structural �oor joist 
systems.

A Current Pulse

We asked Kettering about its growth since the company began in the mid-’90s.

It turns out that growth has been quite signi�cant, she says. “We began operations with two employees 
working out of our basement. Our �rst year in business … our revenues were $35,000. Today, Reliance 
Interiors’ revenues are in excess of $20 million. 

Kettering says currently the company is in expansion mode, claiming Reliance Interiors—which has 200 
employees—has the largest backlog today than any other time in its history, which she relates to the service 
Reliance strives to provide their clients on every project. 

“We were fortunate that all of our jobs continued through the pandemic. Current supply chain constraints 
and escalating material prices have created strains on project budgets and schedules nationwide, not just 
here in Atlanta.” says Kettering. “We try to stay in constant communication with our clients to ensure they 
are aware of the evolving situation. We’ve also been proactive by purchasing materials in advance and store 
them offsite in an effort to combat these issues. Buying coiled steel on the prefabrication side gives us more 
�exibility and enables us to store thousands of feet of raw material.”

Kettering says the best part of the job for her individually is to watch a project come to life and the 
collaboration of all the trades working together to achieve that goal. She also loves learning about all of the 
new technologies available to be able to offer the company’s clients a better project, as well as keeping the 
younger generation employees excited about the trades. 

Kettering says so far, in Reliance Interiors’ important and growing history, that what she is personally most 
proud of is to be recognized as a women-owned business in the construction industry—still a rarity these 
days. 

“What I’m most proud of is the team we’ve built,” she says. “Many of our key employees have been with our 
company for over 20 years. We believe in growth and training our team from the ground up. Today’s laborer 
can grow into tomorrow’s senior estimator. If you have the determination for greater things, the opportunity 
is there.”

Well said. 

Project Pro�le

Project: Village Park @ Paces, Atlanta
Architect: Thompson, Hancock, Witte & Associates, Inc
Owner: Village Park Senior Living, LLC
General Contractor: Gilbane Construction Co & Reeves Young

The Corso Atlanta is a 204-unit luxury assisted living facility in the Buckhead neighborhood, which has more 
than 330,000 square feet of living space, with radius standing seam cladded fascias, intricate drywall so�ts, 
and high double-barreled vaulted ceilings. The multiple residential buildings are concrete structures with 
CFS trusses on load-bearing CFS walls with dormers throughout the upper �oors, giving the façade of the 
buildings character.

The scope of the project for Reliance Interiors included cold formed steel systems, including load- and non-
load bearing walls, intricate so�ts and ceilings, CFS-radiused fascia members, drywall and insulation 
systems, thermal and sound insulation. Quite a nice contract for Reliance Interiors. 

The company utilized products from Radius Track, a USG drywall grid, Ready Track Bender for shop 
fabricated ceiling elements, prefabricated multi-tiered so�t shapes, dormers that were pre-fabricated 
conventionally in the shop for precision.

Images courtesy of Reliance Interiors Inc.
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Specification:
PART ONE

THE INS & OUTS OF

A TWO-PART SERIES ON HOW CEILING CONTRACTORS CAN MAKE SPECIFICATION WORK 
FOR THEM. PART ONE FOCUSES ON UNDERSTANDING THE VALUE OF 

QUESTIONING/CHALLENGING THE SPEC.  
By Robert Marshall

In commercial architecture, speci�cation can often be a complicated process involving multiple 
stakeholders, each with a different motivating factor for what's included in the details. 

Architects and designers most often make speci�cation decisions based on visual beauty and/or 
engineered performance. General contractors want quality craftsmanship out of their installers and 
dependable building products that help them construct the best structure they can. And property owners 
seek buildings that are constructed to last over the long haul while providing occupants with the best 
possible experience that budget will allow. 

However, challenges can arise when ideas con�ict on how to best achieve these various goals. In this two 
part series, we'll examine speci�cation, what steps contractors and subcontractors can take to address 
speci�cation challenges and ultimately how that can impact their business growth.

Why Contractor & Subcontractor Voices Matter

Depending on the speci�cation, the leeway GCs and subcontractors have with materials, products, and 
installation methods will �uctuate between projects or parts of projects. In the rare encounter with a 
proprietary spec, products and processes will already be dictated, and there’s little allowance for GCs and 
subs to deviate. In most cases, the same goes for prescriptive specs. But with performance specs, there’s a 
fair amount of liberty to be had, even in cases where branded products have been written into the spec. 

When creating specs, most architects will turn to manufacturers with whom they have existing relationships 
or are directly familiar, even if the products being speci�ed are unfamiliar territory. The problem with this 
approach is that while a given manufacturer might enjoy signi�cant market share, high brand recognition, or 
widely recognized reliability, the product being speci�ed may not be the best solution for the space or 
application. 

Like other specialized subcontractors in the building industry, ceiling contractors often are seasoned experts 
in their niche. Typically, a dedicated ceiling installer may have more experience with the innovations from 
certain manufacturers than any other party possessing a stake in the speci�cation process. 

As an example, certain ceiling products may offer easier �eld cutting, accessories that make an individual 
installer’s work faster, or higher durability for less product waste from damages incurred during installation. 
Some manufacturers may offer better �eld support to help speed up the installation process or address 
unforeseen challenges.

And in some cases, a spec change from the products of one manufacturer to comparable options from 
another  can lead to solutions that are more e�cient—and can pay huge dividends during installation and, 
ultimately, affect both the project timeline and budget in a positive manner.

Spec Changes Can Yield Real Bottom Line Value

A case in point: On a recent corporate o�ce build in the Mid-Atlantic, the project timeline was set at an 
aggressive pace, with 12 weeks allotted for the �t-out of a space that would typically require 15 to 17 weeks, 
given the size. To make things more challenging, the design involved multiple spaces that required different 
ceiling solutions in order to address different acoustical needs. This included the use of 4-feet-by-4-feet free-
hanging acoustical clouds in open-plan areas. These clouds were suspended at varying angles, making front 
and back surfaces visible to building occupants.

The original architectural spec called for clouds from a well-known and respected ceiling manufacturer. 
However, Blasz Construction, the subcontractor responsible for the ceiling installation, recognized 
signi�cant �aws inherent to these products that would cause problems on this particular project.

“The original clouds speci�ed weren’t �nished on the back,” says Jeremy Kramer, estimator and project 
manager for Blasz Construction. “There would have been an upcharge to �nish them, and this also would’ve 
meant a longer lead time to get them.” 

With the clouds being suspended in ways that made the front and back surfaces visible, they required a 
clean �nish on all six surfaces (front/back/four-sides). The project was already on a compressed timeframe 
and sticking with the original product speci�cation would have required additional lead time to �nish the 
back side, which would’ve exceeded the deadline, not to mention the budget with the upcharge.     

Kramer worked with Sherrie Stewart, acoustical sales manager for building materials distributor, Builders 
FirstSource, to identify comparable products from another well-respected manufacturer whose standard 
cloud elements were readily available at a nearby distribution location, which signi�cantly reduced the 
product order’s lead time.

With that, Kramer had all the information he needed to justify the push for a spec change, which he took to 
the GC and architectural team. The change was approved, and the new clouds were written into the spec—
along with products from the alternate manufacturer for every ceiling throughout the entire project. It was a 
fortuitous turn: The simple change of manufacturer enabled the installation to be completed within budget 
and ahead of the project deadline, even with its compressed schedule. 

Joe Carroll, an experienced ceiling installer, handled this particular o�ce project for Blasz. While a spec 
change to an unfamiliar product often can mean a slight learning curve for installers, Carroll was pleased 
with both the ease and speed of installation that the new ceiling products brought.

“One guy could do the whole installation,” Carroll observes. “Typically you’d need two guys, and it’s always 
easier to have helpers, but one guy could do it with these products.” 

He also appreciated the quality and consistency that went into the manufacturing. “With the pace of the job, 
what happens with ceiling panels is that at least 15 percent get damaged through the construction process,” 
says Carroll, noting that compressed timeline demands mean more rushing and subsequently more product 
damage. 

The Takeaway

Sometimes a simple spec change can mean the difference 
between a project that’s completed on time while saving 
thousands of valuable budget dollars and one that suffers delays 
and/or places stress upon timelines and the bottom line.

But what’s more: When the subcontractor is the source driving the 
change for a net positive effect, it can pay huge dividends to that 
subcontractor’s reputation. In the construction industry, reputation 
and relationships mean everything. And word travels fast when a 
construction partner goes above and beyond to add value to a 
project.

While some subs may shy away from getting involved in 
speci�cation issues for fear of overstepping responsibilities and 
jeopardizing an industry relationship, pushing for a spec change 
should never be doubted if there’s a clear value to it. As industry 
specialists, it’s up to ceiling contractors to know when a product 
or process warrants it. And stepping up to help make a project run 
smoother or more e�ciently—even if that’s not the 
subcontractor’s intended role—can elevate that sub’s brand as a 
reliable, go-to building partner, which may ultimately win them 
more work.

Images courtesy of CertainTeed Ceilings.

Robert Marshall is the senior technical manager for CertainTeed Ceilings and a lifelong participant in the 
commercial ceiling industry. He is the product of one of world’s �rst acoustic ceiling contracting businesses; a 
company founded by his family in 1927. He can be reached at robert.l.marshall@saint-gobain.com.

AUGUST 2021  |  VOLUME 84  |  ISSUE 8

THE VOICE OF THE INDUSTRY SINCE 1938

mailto:robert.l.marshall@saint-gobain.com?Subject=


https://continuingeducation.bnpmedia.com/


ACHIEVING AND 
MAINTAINING 

FINANCIAL VALUE IN 
CONDOMINIUMS 

REQUIRES ATTENTION 
TO DETAILS. 

By Jon W. Mooney

 

ISOLATING CONDOMINIUM

Noise:
A CASE STUDY

When designing and constructing multi-family dwellings, great care must be taken to ensure noise and 
vibration isolation is achieved between units. Using industry standards, most condominium structures can 
easily attain the minimum isolation requirements set by International Building Code. Unfortunately, IBC sets 
the bar fairly low, and it references tests that have quickly become outdated relative to modern design and 
living styles. Consequently, meeting IBC isolation standards is necessary but not su�cient by itself to 
guarantee condominium tenants will be happy with the level of isolation between units.

Condominiums with reputations for superior noise and vibration isolation have greater property value and 
attract higher real estate prices by adding a premium feel to each unit. These buildings are constructed 
using upgraded industry noise and vibration isolation guidelines and are often advertised as exceeding 
industry standards. Once the investment in necessary materials and additional labor is committed and 
noise isolation achieved, unit owners must continually protect their investment. Renovations in just one unit 
of a multi-unit building can signi�cantly increase noise in the entire building and can easily short circuit the 
�nancial investments of all unit owners.

Installing replacement HVAC equipment with hard connections to utilities; putting in hardwood �oors 
without an underlayment; placing appliances like refrigerators, dishwasher, freezers, etc. or stereo 
equipment on bare �oors without appropriate noise dampening rubber padding; or mounting ceiling fans 
and garage door openers directly to the structure, can all cause the entire common structure to vibrate 
prompting noise complaints from other units. Structure-borne noise is particularly troublesome for 
bedrooms because �oor vibrations (which can resonate in furniture, especially wood furniture) bypass the 
eardrum and instead are heard by the sleeper through bone conduction, making it di�cult to �nd a quiet 
place to sleep.

How Condominiums Achieve Premium Noise and Vibration Isolation

When condominiums are �rst planned, they are designed so that both air-borne and structure-borne sound 
between condominium units is well-controlled. Improving noise and vibration isolation adds cost and labor 
to the project but also supports higher real estate prices. Depending on the market, the original builder and 
designer determine how much isolation they can pro�tably afford to invest in the project.

To meet isolation requirements, a demising wall (a partition wall that separates one unit from another) is 
selected by the architect from lab-tested wall designs which meet minimum air-borne sound isolation 
requirements. Any holes needed in the demising wall for things like piping, electrical devices, cabinets, 
bathtubs, and ducts must be carefully sealed, lined, insulated, or otherwise treated to maintain air-borne 
sound isolation.

When planning for ceiling-mounted equipment like fans, HVAC equipment, and even garage door openers, a 
mechanical engineer will specify appropriate vibration isolators selected from industry guidelines for the 
type of equipment and its mounting location. For wall-mounted cabinets, microwave ovens, televisions, 
stereos and speakers, and similar sources of sound and vibration, the interior designer installs these using 
appropriate vibration isolators to prevent structure-borne sound from traveling between units. And when 
installing �oor coverings, e.g., wood or laminate products, �ooring contractors choose resilient underlayment 
to reduce the transfer of impact and vibration to the �oor structure.

It requires a lot of planning and coordination between various trades, but when done correctly, a 
condominium project can achieve high air-borne and structure-borne noise isolation between units. Once 
this level of isolation performance is selected and construction completed, to maintain this quality, any 
future renovations should follow the same level of noise and vibration control that were used in the initial 
construction.

The Case Study

The owner of the middle unit in a three-unit condominium building reported the sudden onset of a constant, 
pulsating, low-frequency, low-level noise which disturbed normal nighttime sleep. Prior to this study, the 
resident had ruled out hearing anomalies as the cause. Sound level measurements showed background 
noise throughout the condominium was a reasonable level (approximately NC35). Noise transfer through 
the demising walls was also shown to be a reasonable level (less than 20 dB). Measurements did not 
indicate violation of applicable building codes.

However, vibration measurements did show a high correlation between periods reported as noisy and 
structural vibrations exceeding 4000 microinches/second. Although there is no such limit for 
condominiums, structural vibration is required to be below 4000 microinches/second for hospital patient 
rooms in the United States. This is also the ISO (International Organization for Standardization) 
recommended maximum vibration level for housing. Vibrations above 4000 microinches/second can be felt 
through the haptic senses (touch). Low frequency vibration is commonly accompanied by loud sounds and 
because of this, low frequency vibration by itself is routinely perceived as low frequency sound.

Reports of disturbing noises within the middle unit correlated well with instances of vibrations in excess of 
4000 microinches/second measured on the oak bedframe headboard in the master bedroom and on the 
demising wall separating the middle and north units. Some of the noise reports of disturbing noises also 
correlated well with instances when the furnace in the middle unit was cycling on. A few noise reports 
coincided with the operation of the automatic garage doors in the middle and north units. Sources for the 
remaining instances were unobservable. However, they were demonstrated to have vibration signatures of 
motors or compressors, some of which operate on a duty cycle. This would include furnaces, refrigerators, 
fans and pumps, dishwashers, washers and dryers, and automatic garage doors throughout the building.

Additional analysis revealed a frequency pattern indicating the tension members in the building’s roof 
trusses were vibrating in response to the general vibration of the structure. Tension members have vibration 
signatures similar to that of a guitar string. Setting just one of these members in vibration for instance, by 
mounting an improperly installed ceiling fan, tends to cause matching members throughout the whole 
structure to vibrate sympathetically.

To reduce disturbing noises in the case study, the structure-borne noise pathways must be interrupted for all 
electrically powered equipment throughout the building. Equipment should be mounted with appropriate 
vibration isolators. Since the HVAC system was identi�ed as a source of vibration, rigid connections from 
HVAC equipment to structure should be eliminated. Air distribution ducts, electrical, water, and gas 
connections to equipment should be done with approved, �exible connections so as not to transfer 
vibrations to the structure. These should follow code and the speci�c industry guidelines in the 2015 
ASHRAE Handbook HVAC Applications - Chapter 48: Noise and Vibration Control.

To reduce wall and ceiling mounted vibrations, devices should be mounted using a variety of vibration 
isolation mounts to prevent the transfer of impulses and vibrations into the structure. To reduce vibrations 
from �oor-mounted appliances (refrigerators, freezers, dishwashers, stereos, washers, dryers, etc.) and 
wooden furniture, use vibration pads sold for that purpose.

Protecting Your Condominium Investment

Purchasing a condominium known for quiet will certainly be a large investment for each unit’s owner. 
Condominium Associations or Homeowners’ Associations that want to protect their unit owners’ initial 
�nancial investment and shared performance bene�ts should consider requiring that any unit renovations 
be submitted to the Condominium Board for oversight and that those renovations adhere to the strictest 
industry standards to limit both air-borne and structure-borne noise. Otherwise, the “tragedy of the 
commons” (unit updates that degrade common shared value) can be expected to degrade the future value 
of those investments.

Opening Video Credits: sl-f / iStock / Getty Images Plus via Getty Images and da-kuk / Creatas Video via Getty Images.

Images courtesy of JW Mooney LLC.

Jon W. Mooney PE is the principal consultant for Acoustics by JW Mooney LLC, a small town Iowa-based �rm 
providing state of the art acoustics, vibration and systems engineering consulting for projects throughout the 
Midwest. Email him at acoustics@jwmooney.com.
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REDUCING
Energy Footprint

SUSTAINABLE CONSTRUCTION EXTENDS BEYOND THE BUILDING PROCESS.   
By Rich Korthauer

Looking at residential construction trends over the past 20 years, there’s been a signi�cant shift in the values 
of both homeowners and construction companies. In the past, many contractors aimed to build the most 
cost-effective homes possible, while paying no mind to energy e�ciency. This is no longer the case, with 
forward-looking contractors understanding that reducing the energy footprint of homes over the longer term 
must be at the forefront of the building process.

While many construction companies have adopted sustainable practices to take a proactive role in �ghting 
climate change or comply with new regulations, there has also been a swing in the market and consumer 
preferences driving the change in mindset. Millennials, for example, make up the largest share of 
homebuyers—at an unprecedented 50 percent—and they’re more sustainability-minded than their 
predecessors. 

For homebuilders, this means it’s no longer enough to use sustainable materials during the construction 
process—that’s now table stakes. Now, if construction companies want to become industry leaders in 
sustainability, they must think about how they can extend their impact beyond the initial build. The real 
differentiators come with building homes that enable their occupants to live a more sustainable life. 

The New Age of Conscious Homeowners

A decade ago, most homeowners cared about square-footage, the more of it the better. Today, priorities look 
a bit different. The homeowner in 2021 more frequently cares about the quality of space in the home than 
the quantity. With utility prices on the rise, they also care about the cost to maintain this space.

If builders and contractors continue to build homes the old way, prioritizing cost-effectiveness over 
sustainability, they’re going to face a lot of questions about maintenance and ownership costs from 
perspective buyers once the home enters the market. Similar to buying a car, potential buyers are now more 
concerned with the costs to own the home than they are about its size. In some cases, the same large 
physical footprint that used to attract buyers will now be a detriment, as larger homes take more energy to 
maintain. Without systems in place to help homeowners monitor and keep these costs in check, these 
homes can be much less desirable in the market. 

Millennial buyers want their homes to be connected—and not just for convenience or entertainment. They’re 
looking for built-in systems that allow them to protect their property and manage their energy use. This 
could mean a system that leverages connected devices to detect a leak in the home before it leads to a 
wallet-breaking water bill, or a device that lets them see how much energy their appliances are using so they 
can turn them off when not in use or time their replacement before costs get out of hand due to energy 
ine�ciencies. These connected systems like these add value to the home and have positive environmental 
impact. 

Regulation Should be a Baseline

Outside of new consumer preferences, new regulations and environmental pressures are changing the way 
forward-looking construction companies view the homebuilding and remodeling process. On the regulatory 
side, new pressure exists to build sustainably—in some places it’s required by law. 

Look no further than the solar mandate in California–Title 24, which requires every new home to be built 
with solar capabilities. Builders looking to be on the leading edge know that merely following the code here 
is not enough. They need to take it a step further and build homes with higher performing solar systems 
that, although more costly to build, add value for the homeowner for years to come and positively impact 
the environment. 

Home Resiliency on the Rise

Beyond government regulation, there are even larger forces at play. Major weather events are becoming 
more frequent and extreme. The storms in Texas earlier this year that caused the power grid to fail leaving 
some residents without power for weeks are a prime example. California is similarly plagued, where wild�re 
season puts utility availability into question on a yearly basis. 

This has pushed home resiliency to a top priority for homeowners, and it’s not limited to those living in 
headline-making states. Anyone living in a remote location faces questions of power grid reliability. 
Contractors that understand these concerns and incorporate resiliency-boosting solutions into homes they 
build will lead the industry. This means incorporating solar and generators into homes, even when not 
required by law. It means arming homeowners with the tools they’ll need from the day they move-in that will 
optimize their energy sources easily to improve their resiliency and get through a potential blackout. 

Up Leveling Sustainability with Technology

To adapt to shifting market demands around sustainability and resiliency, homebuilders need to look 
beyond the basics. The need for sustainability doesn’t end when the construction crew leaves the site. Using 
eco-friendly building materials is just the start and they need to be coupled with technology systems that 
allow homeowners to reduce their environmental impacts while living in the home. 

Home insulation and air quality are great examples. Many contractors are starting to use sustainable 
insulation materials like hemp wool instead of �berglass. With well-insulated homes, however, comes the 
need to proactively �lter the air. Some builders have begun using sustainably sourced materials that have 
lower volatile organic compounds—wood, paint, etc.—to help increase air quality in the home. 

Taking it a step further, they should focus on improving the HVAC system in the home by adding a system 
that metrics air coming into the house to provide a better overall living situation. They can also downsize the 
higher e�ciency HVAC equipment to ensure it uses less energy, providing a two-fold bene�t to homeowners
—lower operational costs and a positive impact on the environment. A system that includes these features 
may cost more to the builder to install, but the value to the homeowner will be immense. 

Empowering Sustainable Living

Many construction companies are already putting sustainability at the forefront of their operations, with 
several of the largest homebuilders’ nationwide prioritizing sustainable practices. In this new world where 
eco-friendly materials are a baseline, builders and contractors that want to stand out need to move past the 
obvious and look at innovative new ways to empower homeowners to live sustainably in their homes—
without needing to add new systems on their own after move-in. 

Images courtesy of Schneider Electric.

Rich Korthauer is vice president, Final Distribution Business at Schneider Electric. 
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GA to Update All Code-
Referenced Documents in 2021

THE ASSOCIATION WILL UPDATE ALL CODE-REFERENCED 
DOCUMENTS, ESPECIALLY GA-600 AS IT IS RELIED UPON AS A SOURCE 
DOCUMENT FOR FIRE-RESISTANCE AND SOUND-CONTROL DESIGN. 

S u s a n  H i n e sA L L  T H I N G S  G Y P S U M

Every three years, in alignment with the building code cycle, the Gypsum Association issues new editions of 
the Association’s three code-referenced publications: GA-600 Fire Resistance and Sound Control Design 
Manual, GA-216 Application and Finishing of Gypsum Panel Products, and GA-253 Application of Gypsum 
Sheathing. The work of revising these important publications is undertaken by GA technical staff and 
members of the Building Code and Technical Committee, which is comprised of representatives from each 
of the association’s six member companies.

Maintaining and improving upon the GA’s Fire Resistance and Sound Control Design Manual is crucial 
because the manual is referenced by the ICC’s International Building Code, and National Fire Protection 
Agency’s National Fire Codes. Many state and local jurisdictions in the U.S. and Canada also rely on GA-600 
as a source document for �re-resistance and sound-control rated designs.

Upgrades that Emphasize Acoustics & Building Codes

Always considered among the best organized and easiest to use of the �re design reference manuals, GA-
600-2018 included numerous “upgrades” meant to address increased emphasis on acoustics in the building 
codes and within the design community. Among them, a new introductory section on sound that outlined 
general principles of acoustics and the addition of terminology and explanatory notes speci�c to acoustical 
design.

The improvements were noticed. When the GA recently surveyed purchasers of the 22nd edition, GA-600-
2018, half of respondents said the manual was better than previous versions. Some respondents provided 
kudos in the comment section, including, “2018 is a better, more inclusive doc” and “Best one yet.” Others 
offered advice as well as praise, such as this comment, “Keep it simple. I love this document because it 
translates very well across all education levels—from design professionals, AHJ Plans Examiner, 
contractors and the trades. Well done.”

The 23rd edition, GA-600-2021, was released in June but the work of planning that edition began almost as 
soon the last version was released—at least it can seem that way. The process of revising the manual starts 
approximately 18 months before the print deadline. According to Michael Schmeida, MSc, LEED AP, director 
of codes, standards and research for the Association, “The manual is revised in multiple steps. First, 
members submit their new systems. Then, the committee thoroughly reviews the whole manual, changing 
information as needed based on updated testing, reviewing for clarity, etc. Additional reviews are conducted 
as needed.”

Is it Time to Go Virtual?

A slim pamphlet in the 1960s and 1970s, the Fire Resistance and Sound Control Design Manual has evolved 
into an over 400 page reference book with hundreds of assemblies for numerous applications including 
walls and partitions, �oor-ceiling systems, area separation walls and many others. As the book has 
expanded, so has the work of staff and the committee. Until 2015, much of the layout was performed by 
staff. While this had an upside—changes could be made until virtually the day the book went to press—the 
expansion of the book meant a professional publisher needed to be added to the team. American Technical 
Publishers has been working with the GA for more than a year on the 23rd edition.

For years, GA staff and the BCTC have discussed electronic distribution of GA-600. Especially as the manual 
increased in size, the question of going strictly digital has been raised multiple times. Never fear, GA-600-
2021 will appear in print, and there is no plan for going strictly digital, yet. But as Schmeida told staff early in 
the revision process, “For GA-600-2021, we are providing an electronic version that will be available on and 
off line.” This will certainly prove a boon in the �eld where internet access can be iffy.

The 23rd edition of the Fire Resistance and Sound Control Design Manual will also offer improvements. 
Better cross-sectional details are included in the assemblies and they are drawn to scale. Although the book 
expanded to provide tables of new systems, deleted systems, systems now listed as generic and systems 
with reassigned numbers to help users, a new appendix “C” contains all of these tables from the prior edition 
as well, such that users can have more historical information about changes. 

Acoustical Boosts

Acoustical information will also see a boost with the publication and release of the 23rd edition. Now, 
Outdoor/Indoor Transmission Class ratings are included for generic systems. Considered essential by the 
window and door industry, OITC ratings are based on laboratory testing that measures the sound 
transmission loss of a constructed assembly. OITC tests focus on lower frequency noise such as 
construction noises, car horns and loud car radios, and the sound of airplanes—exactly the kinds of noise 
that studies show have a deleterious effect on health by raising blood pressure and preventing sleep, among 
other impacts.

Becoming a Skilled Drywall Hanger 

While GA-600 is the association’s �agship publication, GA-216 Application and Finishing of Gypsum Panel 
Products is colloquially known as the “Drywall Hanger’s Bible.” GA-216 provides virtually everything you need 
to know about hanging interior gypsum panels of every type and under a wide variety of circumstances 
commonly encountered in the �eld. And, where other GA publications provide greater detail or clarity on the 
issue, GA-216 directs readers to those publications, many of which are free to the public. For example, when 
addressing control joints in acoustical and �re rated systems, Application and Finishing of Gypsum Panel 
Products references both GA-600 and Control Joints for Fire-Resistance Rated Systems, GA-234, which is 
available for free download in the Association’s online bookstore.

What GA-216 cannot provide is the experience necessary to become skilled in the drywall trade. 
Nonetheless, if proper procedures are adhered to, then less experienced drywall hangers can avoid learning 
things the hard way. In fact, many callers to the GA technical hotline are seasoned contractors who know, 
for example, that control joints are necessary for walls exceeding 30 feet in unbroken length and are seeking 
support for their position. In other words, after many years in the trade, a drywall contractor understands 
that being called back to a job for a “�x” means a loss of time and money.

How GA’s Publications Can Help

This leads to another easily overlooked aspect of GA-216, namely alignment of expectations among design 
and construction professionals as well as the building owner or their agent. While we can all wish that it 
were different, the fact is that design and construction is a business in which various and competing 
interests are associated with every project and minimizing risk often means passing it on to someone else. 
Given this situation and the fact that GA-216 is a standard, code-referenced document, familiarity with the 
speci�cation can make everyone’s life a little more predictable while satisfying owner, designer, and 
contractor.

In fact, many of the calls the GA receives are related to lack of communication between code o�cials, 
designers and construction teams, which can lead to increased costs and project delays. According to Greg 
Woolley, technical and marketing advisor, “Following GA-216 is one of the best means of meeting code 
requirements and preventing unforeseen delays in the �eld.”

Similarly, use of GA-253 Application of Gypsum Sheathing, can help when installing the increasingly popular 
exterior gypsum glass mat substrate. This free GA publication describes the minimum requirements for 
application of gypsum sheathing for use as a substrate as well as appropriate methods of handling and 
storage. Useful tables include one listing minimum fastener lengths and one devoted to shear values.

Users can expect all of the GA’s code referenced publications to steadily evolve. As codes and construction 
practices change, the Gypsum Association and its member companies are dedicated to increasing both 
solutions and information for the A/E/C community.

Opening Background Image Credit: Franck-Boston / iStock / Getty Images Plus via Getty Images.

Susan Hines, LEED Green Assoc., is director of industry issues and external affairs at the Gypsum Association, an international trade 
association representing the manufacturers of gypsum panel products in the United States and Canada.
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Flannery Inc.
7400 Oak Grove Rd.

Fort Worth , TX 76140
(800) 765-7585

info@�annerytrim.com
https://www.�annerytrim.com

C L I C K  H E R E

to see all product photos, downloads, and more!

Flannery focuses its efforts on manufacturing a range of Aluminum trim products designed to complement 
interior and exterior wall systems as well as suspended ceilings. 

Product Categories

Acoustical Ceilings

Acoustical Suspension Systems

 Beads & Reveals

 Crown

 Decorative

 Decorative Products

 Drywall Suspension Systems

 Exterior

 Exterior Fasteners

 Exterior Trim/Accessories

Gypsum Board Accessories

 Hand Tools

 Interior

 Metal

 Plaster Accessories

 Taping Tools

 Trim/Accessories

 Vinyl/Plastic

Expansion Control Joint Systems

tel:(800) 765-7585
mailto:info@flannerytrim.com?Subject=
https://www.flannerytrim.com/
https://www.flannerytrim.com/
http://www.wconline.com/directories/2740-blue-book/listing/2624-flannery-inc
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Gypsum Management & Supply (GMS)
100 Crescent Centre Pkwy., Ste. 800

Tucker, GA 30084
(800) 392-4619
info@gms.com

https://www.gms.com

C L I C K  H E R E

to see all product photos, downloads, and more!

GMS is the leading independent building products distributor in the United States supporting our nationwide 
network of locally managed companies in their service of contractors, builders and the do-it-yourself builder.

Product Categories

Safety/Personal Protection/Fall Protection

Sound Masking

Acoustical Ceilings

Acoustical Treatment

Basic Finish Materials & Methods

Board Fireproo�ng

Building Insulation

Ceilings

Cold-Formed Metal Framing

Composite Panels

Equipment

Expansion Control

Exterior Insulation & Finish Systems (EIFS)

Exterior Wall Assemblies

Fastening Equipment

Firestopping

Gypsum Board

Hand Tools

Joint Sealants

Joint Sealers

Lasers

Material Handling/Cranes

Metal Fastenings

Plaster & Gypsum Board

Power Tools

Safety/Personal Protection

Specialty Ceilings

Taping Tools

Tool Storage

Vapor Retarders

Wallboard Forks

Waterproo�ng

tel:(800) 392-4619
mailto:info@gms.com?Subject=
https://www.gms.com/
https://www.gms.com/
http://www.wconline.com/directories/2740-blue-book/listing/2516-gypsum-management-supply-gms
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L&W Supply
300 S. Riverside Plaza, Ste. 200

Chicago, IL 60606
(312) 764-5852

lwwebmaster@lwsupply.com
https://www.lwsupply.com

C L I C K  H E R E

to see all product photos, downloads, and more!

As one of the nation’s largest distributors of gypsum wallboard, ceilings, steel and other building materials, 
L&W Supply is dedicated to providing our customers with the right products and solutions, delivered safely 
to the right place at the right time.  We operate across the US - visit lwsupply.com for locations. 

Product Categories

Acoustical Ceilings

Acoustical Treatment

Basic Finish Materials & Methods

Building Insulation

Ceilings

Cold-Formed Metal Framing

Expansion Control

Exterior Insulation & Finish Systems (EIFS)

Firestopping

Gypsum Board

Hand Tools

Joint Sealants

Lasers

Metal Fastenings

Plaster & Gypsum Board

Power Tools

Specialty Ceilings

Spray Equipment

Taping Tools

Tool Storage

Vapor Retarders

tel:(312) 764-5852
mailto:lwwebmaster@lwsupply.com?Subject=
https://www.lwsupply.com/
https://www.lwsupply.com/
http://www.wconline.com/directories/2740-blue-book/listing/2551-l-w-supply


BNP Media II, L.L.C., 2401 W. Big Beaver Rd., Suite 700, Troy, MI  48084-3333. 
(248) 362-3700  |  Fax: (248) 362-0317  |  www.wconline.com

The Voice of the Industry Since 1938

— EDITORIAL ADVISORY BOARD —

Michael Kwart - ICAA
Jon Mooney - Acoustics by JW Mooney

Mike Gri�n - Demand Products
Jason Gordon - Heartland Acoustics & Interiors 

— AUDIENCE DEVELOPMENT —

 Corporate Database Marketing Analyst
Christina Gietzen

Integrated Media Coordinator
Stephanie Seneker

— LIST RENTAL —

Please contact your sales rep.

— CORPORATE —

Chief Experience O�cer
Darrell Dal Pozzo

Human Resources & Information Technology Director
Rita M. Foumia

Production Director
Vincent M. Miconi

Finance Director
Lisa L. Paulus

Creative Director
Michael T. Powell

Clear Seas Research Director
Beth A. Surowiec

Chief Event O�cer
Scott Wolters

 

Group Publisher
Jill Bloom  |  (313) 570-7157  |  bloomj@bnpmedia.com

— EDITORIAL —

Editorial Director
Mark Fowler  |  mark@markfowler.org

Editor 
John Wyatt  |  (248) 205-6659  |  wyattj@bnpmedia.com

Associate Editor 
Hannah Belloli  |  (248) 786-1232  |  bellolih@bnpmedia.com

Art Director 
James P. Hohner Jr.  |  hohnerj@bnpmedia.com

— PRODUCTION —

Production Manager
Lisa Wren  |  (248) 786-1246  |  wrenl@bnpmedia.com

— SALES —

National Sales Manager
Amy Tuttle  |  (517) 589-8617  |  (800) 533-5653  |  

tuttlea@bnpmedia.com

Western Regional Sales Manager 
Cecilia Brauer  |  (310) 594-6256  |  brauerc@bnpmedia.com

Classi�ed Advertising Manager 
Mike O'Connor  |  (610) 354-9552  |  

oconnorm@bnpmedia.com

— MARKETING —

Reprints 
www.bnpmedia.com/reprints

Single Copy sales
 www.wconline.com/scs

WALLS & CEILINGS (ISSN: Digital 2329-3101) is published 12 times annually, monthly, by 
BNP Media II, L.L.C., 2401 W. Big Beaver Rd., Suite 700, Troy, MI  48084-3333. 

Telephone: (248) 362-3700, Fax: (248) 362-0317. 

Copyright 2021, by BNP Media II, L.L.C. All rights reserved. The contents of this publication may not be reproduced in whole or in part without the 
consent of the publisher.  The publisher is not responsible for product claims and representations.

Change of address: Send old address label along with new address to
WALLS & CEILINGS, P.O. Box 2146, Skokie, IL 60076.

Email: wallsandceilings@omeda.com

For subscription information or service, please contact Customer Service at:  
Phone: (800) 952-6643  |   Fax: (847) 763-9538. 

Opening Background Image Credit: jkitan / E+ via Getty Images.

AUGUST 2021  |  VOLUME 84  |  ISSUE 8

THE VOICE OF THE INDUSTRY SINCE 1938

tel:(248) 362-3700
https://www.wconline.com/
mailto:bloomj@bnpmedia.com?Subject=undefined
mailto:mark@markfowler.org?Subject=undefined
mailto:wyattj@bnpmedia.com?Subject=undefined
mailto:bellolih@bnpmedia.com?Subject=undefined
mailto:hohnerj@bnpmedia.com?Subject=undefined
mailto:wrenl@bnpmedia.com?Subject=undefined
mailto:tuttlea@bnpmedia.com?Subject=undefined
mailto:brauerc@bnpmedia.com?Subject=undefined
mailto:oconnorm@bnpmedia.com?Subject=
https://www.bnpmedia.com/reprints
https://www.wconline.com/scs
tel:(248) 362-3700
mailto:wallsandceilings@omeda.com?Subject=undefined
tel:(800) 952-6643



