
REPORT
GOING GREEN — 
Insulation is the Answer

ICAA has selected a timely theme for the 
2008 Convention and Trade Show: 
Going Green — Insulation Is the Answer. 

The Convention will be held at the Denver 
Marriott City Center from September 25 to 
27. This modern and beautifully appointed 
downtown hotel is an ideal location for trav-
elers who want easy access and moderately 
priced hotel rooms.

Going Green — Insulation Is the Answer 
refl ects the conviction expressed by ICAA 
members during recent committee meet-
ings that insulation is the most important 
initiative in building green. Nothing, 
including caulking or installing new 
windows, is as effective and timely as 
insulation to immediately conserve 
energy and reduce greenhouse gases.

The ICAA Convention program 
includes key sessions on climate 
change and its impact on the envi-
ronment, green building, business 
strategies, and recommended com-
pany structural changes needed to 
expand into the retrofi t market.

The recovery in the housing market, 
the economy, an insulation technical learn-
ing lab, balance sheet management for insu-
lators, and an immigration update are topics 
that will be explored in Denver.

The Gala Dinner, the ICAA Golf Tourna-
ment, and a tour of Denver-area highlights 
have also been planned. 

Mark your calendars for Thursday, 
September 25, to Saturday, September 27, 
2008. Attending the ICAA Convention and 
Trade Show is one of the most important 
business decisions that you can make. The 
ICAA Convention provides you with direct 
access to suppliers and insulation profession-
als from across the country. The networking 
with other insulators will be world class!

ICAA’s 30TH 
ANNIVERSARY

Thirty years ago a 
group of insulation 
contractors established 

a trade association to repre-
sent those who install thermal 

insulation. The founding fathers 
wanted the association — the In-
sulation Contractors Association 

of America — not only to speak out in 
behalf of insulation contractors but to 

educate members about new 
technology, the latest 
insulation products, 
and those business 
skills that facilitate 
doing business better. 
Built into this strate-
gic plan was a once-a-
year Convention and 
Trade Show where 
suppliers can present 
their products and 
contractors can shop.

ICAA and the attendees 
at this year’s Annual 
Convention and Trade 
Show will celebrate ICAA’s 
30th Anniversary and the contribution it 
has made to its members and the insula-
tion industry. Mark your calendar for the 
ICAA Convention & Trade Show, September 
25 – 27, 2008, in Denver.
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P R E S I D E N T ’ S  M E S S A G E

Waste Not, Want Not

Joe Miller
ICAA President
e-mail: joemiller@insulate.org

Maybe you too can remember some 
of the laws that your mother made 
when you were a little kid. “Stand 

up straight.” “Elbows off the table.” “Clean 
your plate.” “Don’t waste.” 

In these modern times, I’m not sure 
if any of Mom’s Laws are still important, 
except for one. “Don’t waste” has become a 
national battle cry. There’s a whole new jar-
gon to describe efforts to preserve our fragile 
planet like reducing carbon emissions, sus-
tainability, carbon footprint, and going green. 
But for me, “Don’t waste” says it all.

These are amazing times. As people learn 
more and more about threats to our envi-
ronment and the damage caused by carbon 
emissions, they are willingly and energeti-
cally trying to change many habits that have 
been a part of modern life. Wasting precious 
resources has become a big deal to young 
people.  Previous generations sought to save 
the planet with big projects like recycling and 
cleaning up rivers and conserving endangered 
lands, but now young people are striving to 
sustain resources in their own day-to-day 
lives — in their homes and their schools. 

A recent article in The New York Times 
described how college students are working 
to create green environments on campuses. 
Can you believe that one Midwestern campus 
has installed hourglass timers in showers to 
remind students when three minutes — the 
environmentally-aware showering time — is 
up? And college kids are having fun with 
energy-use Olympics when dorms challenge 
each other to determine which is the most 
energy effi cient. You may not want to think 
about the recent winners of such a contest — a 
dorm whose students did not shower for two 
weeks. Turning lights off and never turning 
the television on are two of the energy-saving 

techniques in 
common use on 
campuses. 

And college 
students in environ-
mental studies are 
learning the impor-
tance of insulation. 
Here’s where we 
come in as insula-
tion experts. We 
have evidence that 
more and more people from school-age children 
to college students to ordinary homeowners 
really, really want to learn how to live green. 
Insulation contractors have the know-how 
and skills to help customers “green up.” Our 
experience with materials and technology can 
make a difference in reversing the damage 
that is being done by the over 60 million homes 
and thousands of  commercial buildings that 
are under insulated and contribute damaging 
greenhouse gases to the environment.

There’s a lot of work ahead of us. The 
experts tell us that there is no time to lose to 
stop and reverse the carbon footprints that 
mark our planet. I have listened to ICAA 
members who are anxious to demonstrate 
leadership in going green. To bolster this 
interest, the theme of the 2008 ICAA Conven-
tion and Trade Show is “Going Green — 
Insulation Is the Answer.” Special sessions 
will focus on the role of insulation contractors 
in going green and the future of retrofi t as 
older homes are insulated to ideal standards.

Jump on the green bandwagon. Make 
Mom’s Law — “Don’t waste” — key to your 
business plan. Make a difference for yourself, 
for your customers, for the planet. Come to the 
ICAA Convention and Trade Show. I know it 
will make a big difference for your business.

To bolster your 
knowledge of 
Green, come to 
the 2008 ICAA 
Convention and 
Trade Show:
“Going Green —
Insulation Is the 
Answer.”
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New Jet Stream® 73.3 gives you more square feet 
per bag than any other fi ber glass blowing insulation.
Cover larger areas quicker with fewer bags, less handling and fewer restocking 
trips. Jet Stream, the industry’s coverage leader, gets your crew out of the attic 
and on to the next job faster than ever before with 73.3 square feet of R-30 
coverage per bag.*

Jet Stream’s higher thermal performance per inch 
delivers more R-value at the eaves and in low pitch 
attics. And its unique “platinum” color ensures the 
performance you require. Cover more ground with 
higher performing Jet Stream 73.3. Go to TheCoverageLeader.com

or call (800) 825-4434, ext. 8300

COVER MORE GROUND.

*The higher the R-value, the greater the insulating power. Ask your seller for the fact sheet on R-values.
Jet Stream is a registered trademark of Knauf Insulation GmbH.
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World’s only 
machines that turn 

your waste, foam or 
fiberglass into profit!

Blows and sprays all fibers,
excellent for attics, wall fill,
new or retrofit jobs.

We also stock used/rebuilt 
machines:

Ark-Seal
Capitol
Krendl
Meyers
Stantco
Unisul

800-525-8992

Back bypopular demand!
InsulationMachines

NEW
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Dallas, TX
adg@insulate.org

ICAA Member Contractor

Ahndrea Drum Gamboa
Garland Insulating

S P O T L I G H T

Are builders interested in Green?

Yes! The volume builders are beginning to 
really grab hold of the green programs while 
trying to give themselves an edge over their 
competitors. The majority of our custom 
builders are also simply trying to sell houses! 
Some are using lower prices as a way to 
compete, and a smaller portion are choosing 
to compete by becoming green. The LEED 
program is very popular; however, it is usu-
ally homeowner driven because of the high 
expense. I think that in the past insulators 
were not typically thought of when talking 
about green, but now people are realizing 
that we can really contribute! Already in 
a few of the suburbs here in Dallas, green 
programs are required! So now is the time 
to learn as much as we can about building 
green in order to use it as an opportunity!

What are some major challenges 
you encounter in sales calls?

With the Internet making information avail-
able, everyone thinks that they are an expert. 
I have a hard time when I walk into a sales 
call for a new builder, and he has it in his head 
that he wants no questions asked. I then have 
to fi nd a creative way to get through to him 
that what he fi gured out from the Internet is 
not exactly what he needs in our climate and 
with the way we build here in Texas. It always 
makes for a good day of thinking!

Another major challenge is trying to fi nd 
the best way to insulate a home the most effi -
ciently with a strict budget. The truth is that 
people have only so much money in their 
budget, and most of the time the insulator is 
an afterthought. If the builder or homeowner 

just can’t stretch his or her pocketbook, I do 
my best to work with hybrids, using batts, 
wall sprays, and foam all in one house.

What kind of problems do people 
call on you to solve?

The three major problems I face are sound 
issues, high energy bills, and selling spec 
homes more quickly. 
l  Sound is a tough one because it can 

travel anywhere! However, I have found 
that if I really take the time to try and 
fi gure it out, we as a company can be 
quite profi table. If I can solve their sound 
issues, I get excellent referrals to their 
neighbors and friends from homeowners.

l  Everyone knows that the problem of high 
energy bills is a no-brainer; however, many 
of my builders are getting call backs for high 
energy bills on houses they built years ago. 
We are going in and problem solving retrofi t 
situations which has turned out to be good 
business since we are down on starts.

l  Finally, helping my builders sell their specs 
can be a problem. I have really made it my 
job to know what is common or popular 
in my area of town and what my builders’ 
competition is doing. Even if it doesn’t have 
to do with insulation, and if I can really be 
helpful and on their side, they will continue 
to ask for my advice. I am a big believer in 
upgrades such as wall sprays and foam. 
These are great ways to give my builders 
an edge over their competition.

Continued on page 8
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C O M M E R C I A L  C O R N E R

Jim Sharar-Stoppel, Homasote, Inc., 
addressed the Spring meeting of ICAA’s 
Commercial Committee on June 6, 2008, 
about LEED, the Leadership in Energy 
and Environmental Design (LEED) 
Green Building Rating System™. The 
following are highlights of his remarks.

LEED was started in 2000. Competing green 
building programs include Energy Star and 
NAHB.

Statistics support the need for sustainable 
building: we spend 90% of our time indoors 
where 70% of electricity and 40% of energy are 
consumed. It is a fallacy that sustainable green 
building costs more.

FiFoilAd

Commercial Committee 
Considers LEED Program

LEED buildings have a triple footprint: 
they are designed to be environmental, high 
quality, and profi table. Materials used are 
produced within a 500 mile radius. The LEED 
emphasis is how systems function: “value 
engineering” rather than “engineering value.” 
LEED buildings frequently use “post consum-
er” products. LEED does not endorse products.

LEED buildings are “certifi ed;” LEED certifi -
ers are “accredited.” LEED certifi cation is multi-
leveled: certifi ed, silver, gold, and platinum. 

LEED has local chapters all over the US. 
Joining a local chapter is an excellent begin-
ning for individuals who want to become LEED 
accredited. The USGBC website (www.gbci.org) 
lists the schedules of accreditation classes as 
well as materials to prepare for the test. 

Our Solutions Reflect on You

PROFESSIONAL BUILDERS
TOP 100 PRODUCTS

FOR 2008

Available in Staple-Tab for wood and 
Tape-Tab for metal framing

Lightweight and compact 500 sq. ft. 
rolls in 16” & 24” widths

™

This innovative new system combines spray foam with Fi-Foil’s VR Plus 
ShieldTM Reflective Insulation which completes the cavity for additional R-value.

R-19 2”x4” See R-value 
Summary Report 
on Our Website

• Easy-to-Install
• Cost-Effective Add-On to Spray Foam
• Green - Earn LEED and NAHB Credits
• Meets Code Compliance - ICC ES
   Report #2133a

• Class A Flammability Rating
• Two Versions: Vapor Retarder
   Version and Hi-Perm 
   Perforated Version to Allow
   Vapor Transmission

ENERGY STAR
PARTNER

Available through our National Network of 
Insulation Contractors and Distributors.

Call today 1-800-448-3401 
or visit www.FlashAndFoil.com
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www.capitolmachine.com

CCAAPPIITTOOLL
MMAACCHHIINNEE

&&  EEQQUUIIPPMMEENNTT
CCOOMMPPAANNYY,,  LLLLCC

Capitol
Insulation
Model-125
Insulation
Blowing
Machine

CAPITOL MACHINE
& EQUIPMENT COMPANY, LLC

1-800-421-6473

Model CV-12
Capital
Vacuum
Machine

STANDARD FEATURES:
· Quick Change Seals
· Heavy Duty Construction
· High Output
· Simple Drive System
· New “U” Shaped Feeder
· Auger Feed
· Diesel Engines Available

Approximate
Blowing Rates:

2,280 lbs. Fiberglass
2,500 lbs. Rockwood

4,200 lbs. Cellulose

Other Machines
also available!

Spotlight on Ahndrea Drum Gamboa
Continued from page 5

S P O T L I G H T

Walk us through a typical work day.

I usually like to set aside either a half or whole 
day during the week for plans and paperwork. 
Of course, some papers cannot wait, but if they 
can, I would prefer to be in the fi eld rather 
than sitting in the offi ce. Other days during the 
week, I try to set my appointments for morn-
ings. I feel people have less inclination to cancel 
in the morning, because they are usually more 
awake and attentive and not too busy with 
something else.

After my appointments, I’m off to do take-
offs and cold calls. If I’m in the same area as 
one of our crews, I may drop in on them to 
check their work and be sure the builder is 
happy. Usually around late afternoon or early 
evening I will head back to my home offi ce to 
enter quotations and fax or e-mail them off 
before the next day. Finally, I will organize my 
next day’s routes, and I’m done for the day!

Tell us about your sales pitch.

The key to my tactic is to LISTEN! We don’t 
always realize it, but we humans love to talk. 
We very rarely listen. If you want to be bet-
ter than the next guy and close the deal more 
quickly, shut up and concentrate on what the 
customers really want. That doesn’t mean 
that they are going to tell you! Most of the 
time they don’t really know what they want, 
but if you can listen to their concerns with 
your expertise in building science and knowl-
edge of applications, you can guide them 
through their wants and needs to a decision 
they are very happy with. By guiding them, 
you have the upper hand on closing the deal.

Can you walk us through your 
typical sales call?

I have a hard time answering this, because 
I am always changing my approach. I really 
walk into every sales call differently, because 

Continued on page 10
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every builder or homeowner is so different. 
Once again my goal in sales calls is to LISTEN! 
Problem solvers usually always get the job. I 
may be bidding against lower-priced competi-
tion, but if I really listen to what the customer 
wants, I can usually solve the problem giving 
me the upper hand in the fi nal negotiation. I 
am NOT the cheapest guy in town, and I tell 
them that! But I am always striving to be the 
most knowledgeable.

Are there specific challenges 
selling a commercial job?

I really concentrate on residential and do very 
little commercial work. I do dabble in light 
commercial, and that is usually when the com-
mercial contractor has something out of the 
ordinary specifi ed by the architect. Once again 
by being the problem solver, I can usually be 
more profi table. However, I am continually 

Spotlight on Ahndrea Drum Gamboa
Continued from page 8

S P O T L I G H T

learning and would really like to break into the 
commercial market one of these days!

What do you do for fun?

I just got married this past year, so I’m re-
ally having fun hanging out at home with 
my husband Christian! I enjoy cooking, so it 
is nice to fi nally cook for two. Besides that, 
I love to spend time with friends and fam-
ily. Working in my family business with my 
father Ferrell Drum has been incredibly 
rewarding and really makes work fun!

As for athletics, I am a big Yogi. I usu-
ally train four to six days a week, and I am 
now training to become a Yoga Instructor. I 
love to travel inside and outside the United 
States. Later this year, we are planning to 
visit Cozumel, Mexico, where we used to live, 
and then to Argentina at the beginning of 
next year. My husband is from Mexico City, 
so I have also become very interested in 
European Soccer which is actually quite fun 
to watch. We are now planning to go to the 
World Cup in South Africa in 2010. 

BioBased® 1701s 
Earns GREENGUARD 
Certification
Soy-Based, Water-Blown Product 
Is the First Spray Foam Insulation 
to Be Certified

BioBased® 1701s Insulation is the fi rst 
spray polyurethane foam insulation to 
meet the stringent GREENGUARD Cer-

tifi cation guidelines for indoor air quality. Bio-
Based® Insulation’s soy-based, water-blown, 
closed cell insulation product also earned 
GREENGUARD Certifi cation for Children & 
SchoolsSM.

The GREENGUARD Certifi cation Pro-
gramSM is an industry-independent, third-
party, testing program for low-emitting prod-
ucts and materials. The fi rst GREENGUARD 
Certifi cation was awarded in the fall of 2002.

“Our company is focused on developing 
insulation products that are more sustainable 
than traditional products,” said Mike Muccio, 
chief operating offi cer of BioBased® Insula-
tion. “We believe that sustainability means 
more than just adding bio-content to a prod-
uct. It extends to how we do business and how 
we increase the sustainability of our products 
while reducing our carbon footprint.”

The GREENGUARD Certifi cation Pro-
cess tests products for emissions of formal-
dehyde, volatile organic compounds (VOCs), 
aldehydes, respirable particles, ozone, and 
other pollutants using stringent environmen-
tal chamber protocols designed to simulate 
product use in typical indoor environments.

BioBased® Insulation products are only 
available through a global network of certi-
fi ed dealers. For more information about Bio-
Based® 1701s, visit www.biobased.net or call 
1.800.803.5189. See BioBased at the ICAA 
Trade Show in September in Denver.
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Blowing, Spraying & Vacuum Systems
For the best performing, longest lasting blowing, spraying and vacuum systems,

insulation professionals count on Meyer.

      • Residential, Commercial and In-plant Machines
     • Hydraulic and Conventional Drives
     • Gas, Diesel and Power-Take-Off
     • Turnkey Truck/Equipment Packages
     • Full Service Repair & Installation

• Insulation Removal and Recycling Vacuums

All Meyer equipment features heavy gauge, welded steel construction, textured
powder coated finishes, and severe duty drive trains.

No matter what you need in an insulation blowing, spraying or vacuum system,
Meyer has your solution.

Wm. W. Meyer & Sons, Inc.
Call Toll-Free (800) 797-8227

Tel: (847) 918-0111 • Fax: (847) 918-8183
sales@meyerinsulation.com • www.meyerinsulation.com

©2007 Wm. W. Meyer & Sons, Inc. All Rights Reserved. Printed in U.S.A. Specifications subject to change without notice.
  265-G-003
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ICAA 2008 CALENDAR OF EVENTS
Fall Meeting—September 25–27, 2008—Denver, CO

Denver Marriott City Center: 800.444.2206 reference ICAA for rate of $165/night

ICAA Committee Meetings Thursday, September 25, 8:00 am
ICAA Convention — Platinum Sessions Thursday, September 25, 12–4:00 pm
ICAA Trade Show — Grand Opening Thursday, September 25, Evening
ICAA Convention & Trade Show Thursday–Saturday, September 25–27

New Weather 
Resistant ICAA 
Member Decals

2 1/2" or 7"
 To order, contact ICAA at 

icaa2008@insulate.org

ICAA Annual 
Meeting

Friday, September 26, 2008
9:00 A.M.

Denver Marriott City Center

25 Checkpoints Now 
Available in Spanish

The Spanish version of 25 Checkpoints 
for Inspecting Insulation Jobs is now 
available. The English version was 

introduced in the May/June 2008 issue of 
Insulation Contractors Report.

The 4" by 7" cards guide inspectors 
through the essential elements of proper 
installation in residences. The checklist 
includes installation best practices for 
wall, ceiling, and fl oor areas and focuses 
on topics such as cavity fi ll, compression R-value, vapor 
retarder placement, and recessed lights.

Both the English and Spanish versions of 25 Checkpoints for 
Inspecting Insulation Jobs are also educational tools for install-
ers, because they highlight the basics of installation. They are 
important resources for customers who are unfamiliar with 
insulation technology.

Contact ICAA at 703.739.0356 or icaa2008@insulate.org 
to place an order for the English and Spanish versions of 25 
Checkpoints for Inspecting Insulation Jobs.

25 Puntos a Inspeccionar en los Trabajos de Aislamiento TérmicoÁrea de Muros1. Relleno de Espacios y Huecos. Los aislamientos térmico deben ser 

cortados del mismo ancho y largo de todos los huecos.

2. Compresion. El aislamiento térmico no se debe comprimir 

innecesariamente.3. Alambrado y Cajas Electricas. Los pedazos de aislamiento térmico deben 

ser cortados a la medida del alambrados y de las cajas electricas. Ademas 

debe ponersele un pedazo de aislamiento térmico detras de cada caja.

4. Plomeria. El aislamiento térmico debe ponerse entre la pared de afuera y 

las tuberias.5. Valor R (R-Value). La marca del Valor R del aislamiento térmico debe 

ser visible tanto en el aislante sin recubrimiento como en el aislante con 

algun recubrimiento. El Valor R debe cumplir o exceder el minimo 

Valor R codigo requerido.6. Grapado. Si es requerido, el aislamiento térmico con recubrimiento se 

puede instalar fijandalo con grapas cada 8 a 12 pulgadas. La grapa se 

puede aplicar sobre el poste de madera o por el interior del mismo. Si 

se instala panel de yeso pegado con adhesivo, se debe evitar el fijar el 

aislante con grapas.7. Material de Vapor Retardado. Cuando sea necesario debe instalarse 

material de vapor retardado. Polietileno debe usar en climas muy frios 

(Zonas de climaticas de 7 hacia arriba).
8. Installacion de Material de Vapor Retardado. Debe usarse para 

calentar las areas habitales en el invierno al menos que las areas sean 

extremadamente humedas. Si el aislamiento térmico con recubrimeinto 

de papel (kraft), es usada debe estar en substancial contacto con el 

terminado interior del sustrato.
9. La Fiabilidad del Material de Vapor Retardado. Las lagrimas de vapor 

retardado deben sellarse con cinta de pegar en las zonas climaticas que 

requieren continuamente vapor retardado.
10. Balcones con Ventanas. La pared exterior, el piso del balcón, y el cielo 

raso deben ser aislados.11. Area de Ventanas /Marco de Puertas. Todos los espacios alrededor 

de las ventanas y los marcos de las puertas deben ser rellenos con tiras 

de aislante o sellados con espuma. No se debe comprimir demasiado el 

aislante en estos espacios.12. Bandas de Viga. El aislamiento térmico sin recubrimeinto de papel (kraft) 

o aislamiento térmico con recubrimeinto no flamable debe ser usado como 

bandas de viga. Para bandas de viga en garajes, el aislamiento térmico 

podria ser instalada en completo contacto con el interior y el exterior de 

las barreras de aire selladas.13. Huecos en el Techo. Cuando sea posible, el aislantamiento térmico del 

cielo raso o del techo debe cubrir la parte superior de los muros exteriores.


