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Why Should You Attend ICAA?

To Explore the Floor

Our Trade Show floor is packed with booths from the best in
the business. Top insulation
manufacturers & distributors
bringing their newest & most
innovative products &
services — who are waiting to
do business directly with you.

To Learn from Experts

Our Educational Sessions are led by dynamic,
professional speakers and are designed to
inform, support, and protect you in every
aspect of your business.

To Nurture New & Old Connections

Whether it’s over Bloody Marys at breakfast, beers in the lobby
bar, on the busy trade show floor, or in the bright sunshine on the
links, ICAA offers endless opportunities to network and negotiate.
Every year we bring the industry together to connect, share, and
discover what’s new. [

THERE IS NO BETTER PLACE TO SEAL THE DEAL THAN AT ICAA.

Online registration is now open, please visit www.insulate.org/icaa2022.

Insulation Contractors: For each registration purchased, get another one for just $195!
Discount automatically applied in online registration form.




YOUR BUSINESS

IS OUR BUSINESS

WE CARRY THE BRANDS YOU TRUST
At Service Partners, we aim to deliver what you want, when you want it, SE RwCE

and where you want it. We offer national scale, local relationships, and
the right selection of products and delivery options. Let Service Partners PARTNERS

be your partner in achieving success. SERVICE-PARTNERS.COM



ICAA Convention

& Trade Show

Mark Gieseke, ICAA President
Email: mark@insulate.org

L et’s get right into it... if you're still on the fence

about attending the annual ICAA Convention
& Trade Show this year in Phoenix, let me give
you a little push — you should. And I'll give you
three reasons why: connections, connections,
connections. Let me explain.

Product & Service Connections.

You know that old adage, “anyone who is anyone
will be there”...? As far as the insulation industry
goes, this applies at ICAA. The trade show floor,
as I'm writing this, has sold out completely. It

is packed with not only our industry’s leading
manufacturers and distributors, but also the
smaller, just as stellar companies offering the
best of their products and services. It really is

a one-stop shop. It would take months — years,
even — and a lot of airline miles to visit all these
vendors on your own. But at ICAA, just walk

in the exhibit hall doors and there they are,
waiting for you.

Practical & Business Connections.

ICAA has built a schedule that allows attendees
maximum time on the trade show floor without
having to skip a single educational session,
making it a win/win for all aspects of your
business. Our programming is always focused

on helping you build a solid, successful, and
sustainable business. This year’s sessions provide
timely, relevant support when it comes to keeping
your employees, strategizing on your marketing,
protecting yourself from lawsuits, and dealing
with those sometimes troublesome and tricky
contract clauses (see page 7 for a preview of this
session). We will also host a group discussion
where industry colleagues can share ideas

and applications that have worked best — and
maybe share warnings about a few things that
haven’t worked at all. I guarantee you will leave

If you're still on the fence about
attending the annual ICAA
Convention & Trade Show this
year in Phoenix, let me give
you a little push — you should.

ICAA with ideas and advice you will be able to
immediately implement to see results.

Network & Nurture New & Old Connections.

As businesspeople, we know you cannot
underestimate the importance of networking.
Whether it’s negotiating an order over breakfast
or closing a deal on the putting green, the truth is
sometimes business works best when it doesn’t feel
like work. At ICAA there are plenty of chances to
nurture industry connections and make new ones.
It’s often easy to get lost in the shuffle at a bigger
event. ICAA is small enough that you know you’ll
get the one-on-one time you need, but also big
enough that you know you’ll always see something
or someone new. Combine that with a beautiful,
relaxing venue and a schedule that gives you time
to see and do it all, and there you have it: ICAA is
the perfect place to find what you need to succeed
in our industry.

You should be ready to hop down off that fence
now. Registration is easy and online at
www.insulate.org/icaa2022. Remember — if you're
a contractor, for each registration, you'll get an
additional registration for just $195.

See you in Phoenix! [[]
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ORDER ON THE GO

Fiberglass, Spray Foam, MBI, Machines, PPE & Accessories

Shop online 24/7

Local inventories
Knowledgeable sales team
FAST Delivery or pick up
PLUS® Points loyalty rewards

A CAMERON ASHLEY
BUILDING PRODUCTS

cameronashleybp.com | 800-CAMERON

CALL US!469-678 - 1008
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) SPOTLIGHT: Andrew Goldberg, CertainTeed
Vice President & General Manager - Insulation

Andrew has worked for
CertainTeed for over 22

years and currently runs the
company’s Insulation business.

Andrew Goldberg

Tell us about CertainTeed’s new INSULPURE
fiberglass insulation - what improvements
does it bring to installers’ work and how does
it benefit the environment?

INSULPURE was created from the voice
of our customers. We heard that we needed to
develop a fiberglass insulation to address the
everyday installation challenges and comfort
concerns expressed by contractors across the
country. Insulation contractors want a product
that is less dusty and provides great thermal and
mechanical properties. They want a product that
offers a healthier experience for both them and the
homeowner. This led us to manufacture a product
that offers these benefits, and also continues
to meet our sustainability goals as a company,
while “Making the World a Better Home.” We
were laser focused on making sure INSULPURE
was formaldehyde-free, and met the installation
expectations of our customers. From those
fundamental discussions and our corporate goals,
INSULPURE was born. The feedback we have
received thus far has been fantastic.

What new products are being introduced at
CertainTeed?

We will be launching another new portable
blowing machine in early July. Very few people

realize that we are the only company who
manufactures both blown-in insulation and a
full line of blowing machines, vacuums, and
accessories. We recently refreshed the look of our
machines and updated our website to enhance the
customer experience. I am highly confident that
our unique position in this space will lead to some
very exciting innovations in the short and long
term, with some great benefits to our customers.
In relation to our fiberglass batts and rolls, our
bigger focus has been on increasing our production
to meet the heightened demand of our customers
and also on launching INSULPURE.

What opportunities do you see facing the
building insulation industry?

In the short term, keeping up with demand
has been a challenge for most, if not all,
companies. The last few years have presented all
of us with many different complications ranging
from Covid to raw materials to a changing labor
force and beyond. Adding capacity is not an action
that can happen overnight, so we have been
working very hard on building an operational
culture founded on the principles of continuous
improvement. I believe we have a good opportunity
to continue to increase capacity through
operational efficiency gains.

From a long-term perspective, I am very
bullish on the fiberglass insulation market.

Each and every day, more and more companies
are focusing on building their own ESG
(environmental, sustainability, and corporate

continued on page 6
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Spotlight: Andrew Goldberg, CertainTeed, Vice President & General Manager - Insulation

continued from page 5

governance) culture. As our full set of customers
and vendors across the value chain strive to

meet the growing need for lightweight and
sustainable construction, I believe this positions
fiberglass insulation as an ideal solution and

a core component in construction practices,
especially as we all embark on the path to carbon
neutrality. With that said, all manufacturers will
have challenges ahead as they examine and work
through their own sustainability roadmaps.

Is CertainTeed expanding its manufacturing
capacity to meet the growing market demand
for building insulation?

I think you may recall we announced back
in November we had invested $32 million in
upgrades to our Chowchilla factory. That project
completed in March 2022 and we are already
starting to see increased capacity coming off the
lines. Additionally, we have done some initial work
in our Athens, GA plant as we prepare to increase
our loose-fill capacity in the future.

What personal interests do you engage in?

I stole the great Vince Lombardi’s mantra
and modified it to fit me. I am all about the
4 F’s. Faith, family, fiberglass, and football.
After battling the challenges we face day in and
out, nothing resets my perspective quite like a
Sunday morning church service. When I am not
on the road working with our plants or visiting
customers, I try to spend as much time as I can
with my family. I am lucky because I have a 4-year
old granddaughter who lives five minutes down the
road, so I get to enjoy spoiling her all the time.
I have spent the entirety of my professional career
with CertainTeed, so fellow employees and long-
time customers are more like family to me. I can’t
tell you how many relationships I have built with
customers and employees even after they move to
another industry or retire. I joke with people that
I bleed blue for CertainTeed, except for Sundays
September through February when I bleed green
for the Philadelphia Eagles. Most people know
I am a diehard fan; I never miss a game. [[]]

THE BEST TEAM.

THE BEST PRODUCTS.

VENTS | FOAM | CAULK | POLY | NETTING | TACKERS

—'—

© 2022 ADO Products.

A-D-O

800-666-8191

www.adoproducts.com

sales@adoproducts.com
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What You Need to Know to Negotiate Funky’ Contract Clauses

*Definition: not quite right, unconventional.

Benjamin S. Lowenthal is an associate
with Atlanta-based law firm Hendrick,
Phillips, Salzman & Siegel and is

a licensed lawyer in the states of
Georgia and New York. Ben’s practice
includes representing contractors in

a variety of construction-related
matters, including disputes involving delays, nonpayment,
mechanic’s liens, defective work, and other breach of
contract claims. In addition, Ben’s work includes preparing,
reviewing, and negotiating construction contracts on
behalf of subcontractors. Ben received his undergraduate
B.S. from the University of Georgia and his J.D. and LL.M.

in Environmental Law from the Elisabeth Haub School of
Law at Pace University. For more information, contact

the author at (404) 522-1410, bsl@hpsslaw.com or visit
www.hpsslaw.com.

Benjamin Lowenthal

Construction contracting is a high-risk business,
and the terms of construction contracts are only
getting funkier. Insulators that do not recognize and
understand the most important contract clauses can
end up exposed, hurt, and not being able to get paid
for the good work that they perform. However, when
insulators can discern the most important contract
clauses, they will not only survive but be able to
negotiate favorable terms that will protect them in
all of their construction projects.

I will be going over these funky, important
contract clauses that insulators need to know at
the 2022 ICAA Convention and Trade Show in
Phoenix, AZ on Friday, September 23. However,

I want to highlight two of the most important
contract clauses now.

Indemnification Clauses

One of the funkiest, and arguably most
important, clauses in a construction contract
is the indemnification clause. Indemnity is an
obligation by one party (indemnitor) to make
another (indemnitee) whole for a loss incurred
by the other party.

Also known as hold harmless agreements,
indemnification provisions are designed to transfer
some or all of an incurred liability from one party
to another. Indemnification provisions are one
of the most common tools that shift, or at least
spread, risk on a construction project. There

are three types of indemnification provisions
commonly found in construction contracts:

¢ Broad indemnification. The indemnitor
agrees to indemnify the indemnitee for all
claims, costs, losses, and damages resulting
from either party’s negligence, even the
indemnitee’s sole negligence.

¢ Intermediate indemnification. The
indemnitor agrees to indemnify the indemnitee
for all claims, costs, losses, and damages resulting
from the indemnitor’s own negligence, whether
the indemnitor is solely or partially at fault.

¢ Limited indemnification. Where the
indemnitor only agrees to indemnify the
indemnitee if the indemnitee bears no
responsibility for the claims, costs, losses,
and damages.

So, what do insulators need to know about
indemnification provisions? Insulators need to
make sure that any contract with a GC or owner
includes only a limited indemnification provision
that limits their duty to indemnify a contractor
(or other indemnitee) only to damages due to their
own negligence. Here’s an example of language
that limits the indemnification provision to only
your negligence, as taken from ATA Document
A401 — 2017 Standard Form of Agreement Between
Contractor and Subcontractor: “To the fullest extent
permitted by law, the Subcontractor shall indemnify
and hold harmless the Owner, Contractor...from and
against claims, damages, losses, and expenses...
arising out of or resulting from performance of the
Subcontractor’s Work under this Subcontract...but
only to the extent caused by the negligent acts
or omissions of the Subcontractor...”

It is vital that all insulators limit the
indemnification provisions in all contracts to
damages only caused by their own negligence.

If not, insulators could be on the hook for any
damages caused at a project, even if the damage
was caused by another party and was not at all the
fault of the insulator.

Force Majeure Clauses

With a funky name, force majeure is a French
term that literally means “greater force.” A
force majeure clause allocates the risk of loss if
continued on page 11
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Superior fire
and acoustic

performance

What it's made of makes all the difference.

ROCKWOOL AFB® is a lightweight,
acoustical fire batt stone wool insulation
specifically designed for steel stud interior
wall and floor applications. It's increased
density allows for reduced sound
transmission, and superior sound absorbency

Non-combustible, it will not develop toxic
smoke or promote flame spread, even when

directly exposed to fire. It's natural fire

FN ROCKWOOL

W
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ROCKWOOL AFB® acoustic fire batt.

resilience contributes to the overall comfort
and safety of occupants, and makes it a key
component of fire-rated partitions.

AFB® comes in a number of thicknesses to
meet the requirements of both retrofit and
new construction applications, and is also
available in a no added formaldehyde
version, ROCKWOOL AFB® evo.

www.rockwool.com



IS HISTORY REPEATING ITSELF?

y first exposure

into the insulation
contracting industry
occurred in April 1979,
when I was hired by
Owens Corning to be
a Customer Financial
Services Supervisor for
their insulation contractor
customers. At the time,
housing starts were 1.87
million, insulation was on
allocation, and most of our insulation contractor
customers were making record profits. Life was
good for everyone.

Gary Leasor
Leasor & Associates, LLC

What most

people didn’t

realize was four

years of Jimmy

Carter’s policies

had created an

inflationary

spiral and by

1980, the Federal Funds Rate (the rate banks
charge each other) was 20% and increased to
21% in 1981. In 1981 mortgage rates were 16.6%,
prime bank rates were 21.5%, and housing starts
were sliding rapidly to its 1.0 million level by
1982. A lead economist stated “the inflationary
spiral was caused by rising oil prices, government
overspending, and rising prices.” Does that sound
familiar to any of us? Note: I am not saying
mortgage rates are going to 16.6%, but they are

going up.

Meanwhile in the insulation contracting industry,
everyone’s life was turned upside down as housing
starts declined by over 46% in less than a two-
year period. My main discussions with insulation
contractors in 1979 centered around buying more
trucks/equipment and adding people since housing
starts were going to 2 million starts. For the next
three years afterwards, I traveled all over the
country helping insulation contractors downsize

their businesses, working with banks to delay
foreclosures, and trying to help sell boats and
planes that had been accumulated during the good
times. Summarized below is a very brief overview
of the actions that are taken during a financial
turnaround situation.

Get the Attention of Management Personnel

As the economic world is changing around you,
it is critical that you instill the sense of urgency
to your management team. One of the biggest
problems I had on a turnaround situation is

the complacency of the owner as well as the
management team.

Focus on Improving Your Cashflow Position

The number one objective is to get the company to
generate a positive cashflow. Here are some of the
required actions:

Wring the cash out of all assets (per my previous
articles)

¢ Focus on collecting the large past due
receivables first.

¢ Eliminate slow moving/no moving inventory.
Order “non-core” inventory from distributor.

¢ Eliminate all “non-working” fixed assets, even if
you might need them next year.

Cutback expenses to reduce the cash outflow

¢ Eliminate all non-essential expenses by asking
the “Want vs. Need” question.

¢ Stack rank all your employees by performance.
I know you need more employees, but there will
be a day when headcount reductions may be
required.

Establish a short-term source of cash

¢ Establish a standby letter of credit emergency
fund for payroll or taxes, if required. It is a lot
more difficult to obtain financing when you
actually need it.

Stop the Bleeding NOW

In a turnaround situation, the critical element
is to stop the losses and eliminate the elements
that are creating the losses. Again, here are some

required actions:
continued on page 16
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PROVEN DESIGN.
POWERFUL

PERFORMANCE.

We know how important it is to equip your crews with
safe, reliable products—because we've been there. As a
contractor-owned company, Quality Insulation Machines
offers high-performing insulation blowing equipment that
handles all types of standard loosefill insulation to meet

manufacturer specifications.

Given our rich history in the industry, we understand
what contractors need to truly succeed on the job.

We have taken our industry knowledge to create
top-quality insulation blowing equipment that will last.
You can have peace of mind that our line-up of machines
will help you tackle projects of varying scopes for many
years to come.

By investing in high-quality insulation blowing
equipment for your business, you can increase your
profits and not worry about the hassle of constant
machine maintenance. Our cost-effective products are
designed to help increase your production rate,
streamline processes, and complete jobs efficiently, all
while keeping your installers safe on the job.

b QUALITY
L INSULATION MACHINES

GET EQUIPPED WITH
TEXAS-STRONG BLOWING
PRODUCTS BUILT TO LAST

Il SUPERIOR DURABILITY
Il DESIGNED WITH SAFETY IN MIND
[l FIELD TESTED DAILY

Il CONTRACTOR-OWNED COMPANY

LEARN MORE BY CALLING

(936) 539-9739

JASON@QUALITYINSULATIONMACHINES.COM
MIKE@QUALITYINSULATIONMACHINES.COM



continued from page 7

performance is hindered, delayed, or prevented
because of an event that the parties could not have
anticipated or controlled. It provides a contractual
defense, the scope and effect of which will depend
on the express terms of a particular contract. These
terms are at times negotiated and written, if the
parties took the time to tailor the clause to their
specific project, but they often are boilerplate.

So, what do insulators need to know about
force majeure clauses? Try to make the force
majeure clause project specific (think about local/
project specific situations that might delay the
project) and include broad language that states
that you will not be responsible for damages
caused by circumstances beyond your control.

I have prepared specific force majeure clause
language for insulators that all insulators to have
in their contracts:

“INSULATION CONTRACTOR shall
not be responsible for loss, damage or delay
caused by circumstances beyond INSULATION
CONTRACTORs control, including but not limited
to acts of God, pandemics, epidemics, quarantines,

What You Need to Know to Negotiate Funky Contract Clauses

accidents, unavoidable casualties, snow, ice dams,
fire, adverse weather, vandalism, regulation, strikes,
jurisdictional disputes, disruption in supply chains,
failure or delay of transportation, shortage of or
inability to obtain materials or equipment or labor,
changes in the Work and delays caused by others.

If INSULATION CONTRACTOR is delayed in

the commencement or prosecution of the Work for
reasons beyond INSULATION CONTRACTOR's
control, including delays due to weather conditions,
INSULATION CONTRACTOR shall be granted
reasonable additional time sufficient to complete the
Work and an equitable adjustment in the Contract
Price if additional costs are incurred.”

To learn about additional funky and
important contract clauses that all insulators
need to know, come to my presentation at the 2022
ICAA Convention and Trade Show in Phoenix,

AZ on Friday, September 23. I'll be going over
many more important contract terms as well as
providing specific language for contract clauses
that all insulators should be using in all of their
contracts. I look forward to seeing you there. [{ll

YouNiolaian:

It's Our Business to Protect Yours®

Scan to learn more about
helping company drivers make
it home safe today.

Commercial Insurance
Property & Casualty | Life & Disability Income
Workers Compensation
Business Succession and Estate Planning | Bonding
Federated Mutual Insurance Company and its ies**
federatedinsurance.com

22.06 Ed.1/22 *View A.M. Best Rating Guide information at www.ambest.com.

V|

**Not licensed in all states. © 2020 Federated Mutual Insurance Company
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Having A Cleaner, Brighter
Building Has Never Been Easier.

Reduce downtime by retrofitting with a Fi-Foil RetroShield® System. The system
installs in just 1-pass using unique mechanical fasteners designed to work well
with all types of metal structures. It provides a strong mechanical connection
that can hold even the highest R-value requirements for back-filled insulation.
RetroShield®will keep your building looking great and feeling comfortable

for years.

Clean up your metal building for a more beautiful, brighter space.
Contact us today for a free quote.

Fifoil.com/retroshield
Fifoil.com/mechanicalfasteners

Fi=-FOIL

T O Vi P A N Y

High Performance Insulation Systems
SERVICE | INTEGRITY | INNOVATION | FIFOIL.COM
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NEW LOOK.
ONGOING EXCELLENCE.

The respected Unisul brand is now fully integrated
into the CertainTeed Machine Works range of
high-performance insulation machines. You’ll notice
a new look, but the quality and performance remain
top-notch, as is the technical support that helps
keep them—and you—working for decades.

CertainTeed Machine Works.
Solutions tailored to your unique needs.

Find yours at certainteed.com/machineworks

Certainleed

SAINT-GOBAIN




Is History Repeating Itself?
continued from page 9

Analyze each segment of your business

¢ Define profitability as income less all direct
expenses. Direct expenses include overhead
expenses related to that segment such as
payroll taxes, vehicle expenses, supplies, etc.

¢ Determine the inventory levels and fixed asset
costs invested in each business segment.

¢ Close or sell business segments that are losing
monies or offer limited opportunities. If the
segment is a major part of your business, stop
the losses or close the business.

Establish incentive pay structures that reward
productivity and profitability

¢ Establish sales commission structures based
on sales/profitability.

¢ Evaluate piece rate structure for production
personnel.

Establish a “zero based” budget for the business

¢ A “zero based” budget is based on actual
projected cost for each cost category rather than
marking up or down last year’s cost.

¢ Review a comparison of actual costs to budget,
each month, with your management team, and
require a complete review of all large variances.

Based on the changes that are occurring in our
economy, it may be time to review your business
practices to insure maximum efficiencies. A
financial turnaround is a very difficult and
emotional task to perform. [

Three New ICAA Toolbox Talks VIDEOs

Available Only to ICAA Members on www.insulate.org/toolbox-talks-video/.

Safe Driving

PPE

Ladders

Hosted by ICAA member Brian Cote’,
Chair of the ICAA Spray Foam Task Force.

Heat Illness
Hosted by ICAA member Seth Harris,
Director of Operations at Energy One America.

All of our Toolbox Talks VIDEOs, short in
length to engage the viewer, can be viewed at
www.insulate.org/toolbox-talks-video/.

Members who wish to contribute to the Toolbox
Talks Video series should contact ICAA. ICAA
accepts raw footage and provides editing and
production services to create these useful, short
videos enhancing safety in the workplace. [
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