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around penetrations for complete waterproofing protection. FlexClad® offers the Ultimate Protection!

Tough and durable protection, while saving labor and material costs.

Visit flexclad.com or call 800.882.7663 today.

•	Aggressively adheres direct to the surface
•	Designed to be left exposed to the elements
•	Exceeds	25/50	flame/smoke	rating
•	Cross-laminated construction
•	10-year warranty

UV-resistant. Waterproof. 
Duct and Pipe Sealing System.
FlexClad®	provides	a	complete	waterproofing	barrier	to	the	elements.
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Happy 2024 everyone, and I hope your holidays were a time of  
refreshment and joy with friends and family. This year is a big  

year for our SEICA family as we celebrate our 75th Anniversary!  
While this is a huge association milestone, we are actively working  
to ensure the organization is set up for another 75-year run.

As a result, there are a lot of exciting changes taking place.  
We are currently working to extend and improve our current  
partnership with NIA. This relationship has already had a profound  
impact on our ability to support our membership, as well as  
modernize and grow while maintaining the culture we are all so  
proud of. We are excited about upcoming enhancements to our  
website, advertising, newsletter, and other communications. In  
addition, we just launched our Membership Portal so please make 
sure to check your email for login info and update your profile  
(see more about this new platform on p. 12)!  

Along with the Board of Directors, it is my sincere hope that  
these efforts are being felt by our membership and leading to a more  
effective and greater value to you and your companies. If that is the 
case, please consider partnering with us at a higher level in 2024. 
Whether you get involved in one of our committees, advertise with 
us, or help in sponsoring our upcoming events, all participation helps 
ensure the continued growth and impact of SEICA. If you would  
like to learn more, please reach out to me or director@seica.org with  
any questions.

Lastly, we hope you are planning on joining us in beautiful  
ARUBA for our upcoming Spring Conference, June 23–25, 2024!  
It is going to be a special time as we begin to celebrate our  
75th Anniversary, and I look forward to seeing you there.  
Register online at www.seica.org/2024-springconference.

David Bickley
SEICA President

Distribution International
Phone: 757-826-3570
Email: d.bickley@distributionintl.com 

President's Message

David Bickley

David Bickley  
and Family

232 Industrial Park Road  Sweetwater, TN 37874  

866.237.6235  

www.aeroflexusa.com

• ID Range = 1/4” to 16” IPS

• Thickness Range = 3/8” to 2”

• EPDM = non polar [hydrophobic]

• Same K-Value at all thicknesses

• Upper operating temperature = 
257°F [125°C]

• Passes ASTM E84, UL 723, CAN/
ULC-S102 25/50 to 2” [50 mm] 
thick

• Non-corrosive on stainless steel

• Greater flexibility for cold weather 
applications

• Naturally microbial-resistant =  
no biocides added

• Environmental Product Declaration 
[EPD] = Product-Specific Type III

• Health Product Declaration [HPD]

• Indoor Advantage™ Gold Certified = 
low-VOC chemical emissions

• Buy American-compliant

AEROFLEX Self-Seal™

AEROFLEX Self-Seal™ Pipe Insulation

HVAC  |  VRF  |  Refrigeration  |  Chilled Water 
Hot and Cold-Water Piping

mailto:director@seica.org
http://www.seica.org/2024-springconference
mailto:d.bickley%40distributionintl.com?subject=
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     am looking forward to a busy and productive 2024 as we celebrate 
SEICA’s 75th Anniversary! In January we launched SEICA’s new 

online membership platform (https://seica.member365.org), which 
allows you to renew your company’s membership, secure advertising, 
register for events, and much more. For additional details see page 12. 
If you have any feedback about the platform so far, please make sure 
to reach out to me. 

Thank you everyone who has already submitted their 2024 SEICA 
membership dues, directory updates, and everyone who committed 
to advertise in 2024—we appreciate your support! If you haven’t sent 
along this information already, please do so by February 29.

The next chance to see everyone is coming up June 23–25 at the 
Hyatt Regency Resort and Spa in Palm Beach, Aruba! This meeting 
will feature an extra night of networking—three total evening events 
with Monday night focused on family—so please make sure you book 
your reservations to come in by Sunday and depart no earlier than 
Wednesday morning. Aruba is the PERFECT location to bring your 
family, and the resort offers so many fun activities to enjoy. We hope 
to see lots of spouses, guests, and kids at the event. The Hyatt Regen-
cy is honoring the discounted room rate before and after the confer-
ence dates (based on availability), so book your reservations soon. 

As always, if you need anything or have any suggestions or feed-
back, please reach out to me. I hope to see you in Aruba in June! 

SEICA Executive Director
 
Phone: 571-266-3129
Email: director@seica.org
 
Mailing Address:
SEICA
478 Elden Street
PMB 301
Herndon, VA 20170

Executive Director's Report

Erin Penberthy

Scan to follow  
SEICA on  
LinkedIn! 

I

https://seica.member365.org
mailto:director@seica.org
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MATCHY-MATCHY
BLANKET, BOARD AND PIPE

Micro-Flex® Ultra Pipe  
and Tank Fiberglass  
Wrap now Available!
•   Matches the facing used on Micro-Lok® Ultra  

pipe insulation and Spin-Glas® Ultra board  
insulation for a coordinating system

•   Factory applied polypropylene-coated  
ASJ vapor retarder

•   Superior strength - 100 PSI puncture-resistance

•   Flexible and easy to apply

Download the  
Micro-Flex® Data Sheet

Micro-Lok® Ultra  
Pipe Insulation

Micro-Flex® Ultra Pipe and  
Tank Fiberglass Wrap

Spin-Glas® Ultra 
Board Insulation



10 11

Any person or corporation whose primary business 
is the installation or distribution of industrial or 
commercial insulation for the conservation of 
heat and cold or any person or corporation whose 
primary business is abatement of mechanical and 
industrial systems and who is affiliated with the 
mechanical insulation industry.

Application shall be made in writing, accompa-
nied by initiation fee and dues. Members shall be 
elected by the Board of Directors with an affirma-
tion vote of most of the members of the Board of 
Directors. The initiation fee shall be Fifty Dollars 
($50.00) payable at the time of application for 

Membership and Dues
membership. The amount and method of payment 
shall be such as may be determined by the Board 
of Directors.

Only active members shall be entitled to vote  
in the affairs of the Association and each active 
member shall be entitled to one vote.

A branch office of a member who desires  
to receive the benefits of SEICA is eligible for 
membership. The branch office shall pay annual 
dues as herein prescribed but shall not be liable  
for an initiation fee if its principal office is a  
member at the time it applies for membership.

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Leaders
in custom
Fabrication
Reduce labor time and expense.
Accelerate on-site installation times by utilizing our team of 
innovative in-house experts. We can design and build custom-
fitted insulation, jacketing, and aerogels that fit snugly around 
elbows, valves, flanges, and fittings of various kinds.

Insulation Distribution and Fabrication 
Industrial  •  Commercial  •  Fabrication  •  Marine
Fire Protection  •  Metal Building  •  Residential  •  HVAC   
Abatement Supplies  •  Safety & Contractor Supplies 
Removable Pads  •  Refractory  •  Performed Heads

For the nearest location, please visit

www.distributioninternational.com

© 2023 Distribution International

Leader in Custom Fabrication.
On-Time Delivery and Stocked Inventory.
Streamlined Customer Experience.

SEICA is proud to offer the Rick Huggins Scholarship Fund to assist students 
who are interested in pursuing a career in engineering, design, construction, 
and related professions or students who are sponsored by a SEICA member. 

Interested applicants should contact SEICA at 571-266-3129 or 
director@seica.org for information or to request an application. 

Applications must be completed and received no later than 5:00 p.m., 
Thursday, February 29, 2024.

Rick Huggins Scholarship Fund
Southeastern Insulation Contractors Association

VISIT 
www.seica.org/scholarship-program 
for more information. 

mailto:director%40seica.org?subject=
http://www.seica.org/scholarship-program
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We are excited to announce that SEICA’s new online membership platform (https://seica.member365.org) 
was launched in January 2024! This platform allows you to renew your company’s membership, secure 
advertising, register for events, and much more. You should have received an email in mid-January with 
instructions on how to set up your profile. See the easy steps below:

SEICA’s Online  
Membership Platform 

Set Up Your Profile 

• Locate the email that was sent in mid-January 
(if you can’t find this email, please contact 
director@seica.org to have it re-sent).

• If you do not see an email, please check  
your spam or junk folder and search for  
“Member365 Username & Password to  
Access Member Portal”. 

• Use your email address, and the temporary 
password included in the email to set up  
your account.

Once Your Profile Is Set Up 

• Review and update your contact information 
(add your job title, confirm the address we 
have on file for you is correct, etc.) 

• Register for the upcoming SEICA Spring  
Conference in Aruba (www.seica.
org/2024-springconference)

• Contribute to the Rick Huggins Scholarship 
Fund (www.seica.org/scholarship-program)

• Secure advertising or sponsorship at an  
upcoming SEICA event (https://seica. 
member365.org/sharingnetwork/store)

• Check out the upcoming events and deadlines 
on the Events Calendar (https://seica. 
member365.org/sharingnetwork/event) 

If you have not done so already, and to ensure that all SEICA communications are delivered to your inbox, 
please add director@seica.org and rgleeson@insulation.org to your safe sender list in your email platform. 

If you have any questions about the login process, the new platform, or adding emails to your safe sender 
list, please email Erin Penberthy at director@seica.org or call 571-266-3129.  

(800) 875-7768  |  ProtoCorporation.com

Since 1980, Proto Corporation has been working hard to earn the trust 

of our customers, manufacture the highest quality products and deliver 

the industry’s best service. Thank you for your continued support.

Thank you for 
44 years of partnership.

NOW AVAILABLE:

https://seica.member365.org
mailto:director%40seica.org?subject=
http://www.seica.org/2024-springconference
http://www.seica.org/2024-springconference
http://www.seica.org/scholarship-program
https://seica.member365.org/sharingnetwork/store
https://seica.member365.org/sharingnetwork/store
https://seica.member365.org/sharingnetwork/event
https://seica.member365.org/sharingnetwork/event
mailto:director%40seica.org?subject=
mailto:rgleeson%40insulation.org?subject=
mailto:director%40seica.org?subject=
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On January 9, the U.S. Department of Labor (DOL) 
released details regarding its final rule on the 
classification of independent contractors under the 
Fair Labor Standards Act (FLSA), and on January 
10, the DOL published the rule itself (see http:// 
tinyurl.com/5yzz7b64). DOL indicated that the  
intent of the new regulation was to bring the  
regulatory framework in line with the FLSA itself,  
as well as judicial precedent interpreting the law.

Determining whether an individual should be 
classified as an independent contractor or an  
employee is relatively complex, and the proper 
analysis has been the subject of a decades-long 
debate by courts and administrative agencies, with 
various standards utilized and evolving over time.

The independent contractor versus employee 
inquiry can have far-reaching consequences on an 
employer’s management of its workforce. For  
instance, independent contractors are not  
protected by the FLSA, which governs employers’ 
minimum wage and overtime obligations, and 
also imposes certain recordkeeping requirements. 
Moreover, employers are not required to withhold 
or remit taxes—such as Federal Insurance Contribu-
tions Act (FICA), Federal Unemployment Tax Act 
(FUTA), or income tax withholding—on payments 
made to independent contractors, and indepen-
dent contractors typically are not entitled to the 
same benefits, such as health care coverage. As  
a result, misclassification of an employee as an 
independent contractor poses a significant liability 
risk for employers, including statutory penalties 
under federal and state law.

Prior to 2021, the DOL had not addressed the 
independent contractor/employee distinction 
through regulation. Instead, DOL had only issued 

After receipt of more than 54,000 public  
comments, DOL issued the final rule. The new rule 
returns to a totality-of-the-circumstances analysis, 
with six factors identified, but with no single factor 
having greater weight than another. The factors are:

1. The worker’s opportunity for profit or loss 
depending on managerial skill. The regulation 
indicates that the following facts may be  
relevant:

• Whether the worker determines or can 
meaningfully negotiate the charge or 
pay for the work provided;

• Whether the worker accepts or declines 
jobs or chooses the order and/or time 
in which the jobs are performed;

• Whether the worker engages in  
marketing, advertising, or other efforts 
to expand their business or secure more 
work; and

• Whether the worker makes decisions 
to hire others, purchase materials and 
equipment, and/or rent space.

If a worker has no opportunity for a profit or 
loss, then this factor suggests that the worker is  
an employee.

2. Investments by the worker and potential  
employer, particularly whether investments  
by a worker are capital or entrepreneurial  
in nature. Investments that support an  
independent contractor status are those that 
“generally support an independent business 
and serve a business-like function, such as 
increasing the worker’s ability to do different 
types of or more work reducing costs, or  
extending market reach.”

3. The degree of permanence of the relationship. 
Work that is indefinite in duration, continuous, 
or exclusive of work for other employers 
weighs in favor of an employee relationship. 
Work that is definite in duration, non-exclusive, 
project-based, or sporadic based on the  
worker being in business for themself and 
marketing their services or labor to multiple 
entities is indicative of an independent  
contractor relationship.

Which Factors Determine 
Independent Contractor Status 
under DOL's Final Rule?

informal guidance, which identified seven factors to 
be considered in determining whether an individual 
was an independent contractor or an employee. 
The DOL under President Trump issued a proposed 
rule in 2020, which was finalized in January 2021. 
The 2021 rule established a multi-factor test— 
commonly referred to as the “economic realities 
test”—focusing on the extent of the worker’s eco-
nomic dependence on the employer. The ultimate 
inquiry was whether, as a matter of economic real-
ity, the worker was dependent on the employer for 
work (and was thus an employee), or whether the 
worker was in business for themselves (and was 
thus an independent contractor). The prior rule 
established a five-factor test, and while no one fac-
tor was dispositive, the 2021 rule explicitly stated 
that two of the factors (the “core” factors) car-
ried greater weight than the others: (1) the nature 
and degree of the worker’s control over the work, 
and (2) the worker’s opportunity for profit or loss 
based on initiative and/or investment.

When the Biden administration took office in 
January 2021, the DOL first delayed the implemen-
tation of the rule and then purported to withdraw it 
altogether in May of 2021. The DOL’s actions were 
subsequently challenged in court, and on March 14, 
2022, the U.S. District Court for the Eastern District 
of Texas held that the DOL’s delay and withdrawal 
of the 2021 rule was unlawful due to certain pro-
cedural defects in violation of the Administrative 
Procedure Act. As a result of the court’s ruling, 
the 2021 rule was reinstated retroactively to March 
2021. The court’s decision was appealed to the 
Fifth Circuit Court of Appeals; however, the appeal 
was stayed when the DOL issued a new proposed 
rule in October 2022.

4. The nature and degree of the potential  
employer’s control over the work. Relevant 
factors include whether the potential  
employer:

• Sets the worker’s schedule;
• Supervises the performance of the work;
• Explicitly limits the worker’s ability  

to work for others;
• Uses technological means to supervise 

the performance of the work;
• Reserves the right to supervise or  

discipline workers;
• Places demands or restrictions on  

workers that do not allow them to work 
for others or work when they choose.

5. The extent to which the work is “integral” to 
the potential employer’s business. If a worker 
is performing services that are critical, nec-
essary, or central to the potential employer’s 
principal business, this factor weighs in favor 
of an employment relationship. If a worker is 
performing services that are not critical, nec-
essary, or central to the potential employer’s 
principal business, this factor weighs in favor 
of an independent contractor relationship.

6. The worker’s skill or initiative. This factor 
indicates employee status, to the extent that 
the worker does not use specialized skills in 
performing the work.

The regulation further provides that additional 
factors may be relevant in determining whether the 
worker is an employee or independent contractor 
for purposes of the FLSA, if the factors in some 
way indicate whether the worker is in business for 
themself, as opposed to being economically de-
pendent on the potential employer for work.

It is unclear how the new rule will affect the 
pending litigation relating to the 2021 rule, but 
employers should review the new rule carefully, 
with the expectation that the new rule will go into 
effect as of March 11, 2024. It is therefore important 
to determine if any changes are appropriate to the 
classification of workers for FLSA purposes before 
the effective date.

Heather A. Jackson and Matthew Hauer are Attorneys with 

Taft Stettinius & Hollister LLP (www.taftlaw.com). Reprinted 

with permission.

By Heather A. Jackson and Matthew Hauer

An Analysis for Employers:

http://tinyurl.com/5yzz7b64
http://tinyurl.com/5yzz7b64
http://www.taftlaw.com
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In late 2023, the National Insulation Association 
(NIA) and the Foundation for Mechanical Insulation 
Education, Training, and Industry Advancement 
(Foundation) commissioned Industry Insights to 
perform an independent, third-party survey of 
manufacturers of ready-to-use insulation products 
for higher operating service temperatures to assess 
the amount of energy saved and the reduction in 
carbon and other greenhouse gas (GHG) emis-
sions. This study sought to determine the value and 
role mechanical insulation systems have in assist-
ing industries in the United States and Canada to 
achieve their decarbonization goals. This study is 
valuable evidence for facility owners, engineering 
firms, government agencies, code officials, that 
mechanical insulation projects should be funded 
and prioritized as an energy-saving and decarbon-
ization technology.

Mechanical insulation is defined to encompass 
all thermal, acoustical, and personnel safety re-
quirements for mechanical piping and equipment, 
and heating, ventilation, and air conditioning 

(HVAC) applications. The operating or service  
temperatures can range from cryogenic levels 
-423°F (-253°C) to above 1,000°F (538°C).  

The study’s results surprised even the insulation 
industry because the study’s scope was so narrow. 
It only examined some types of  “ready-to-use”  
mechanical insulation used on pipes and equip-
ment operating at a slender temperature range  
—between 150°F (66°C) and 800°F (427°C). This 
study did not include some insulation materials 
that were suitable for the the temperature range 
and did not include other operating temperatures 

The study covers a time span of 11 years, broken 
into three segments:

•  2017 to 2021,
•  2022, and 
• 2023 to 2027

The study objective was to answer two  
questions:

1. How much energy is saved, and GHG emis-
sions reduced, over time by the use of me-
chanical insulation systems in the higher oper-
ating service temperatures in the commercial/
building and industrial market segments?

2. Conversely, how much is at risk or lost due to 
under-insulated areas in the higher tempera-
ture market segments?

While those questions have been asked for 
years, the industry has never had adequate visibil-
ity to core information from which to calculate the 
answers. The questions appear to be simple, but 
the answers have been unknown, and unknowable, 
until now.

By the National Insulation Association

Study Proves  
INSULATION’S ABILITY TO REDUCE 
Energy Usage and Emissions

 

Integrated Marketing Group
528 W Briardale Avenue
Orange, CA 92865
(714) 771-2401                             www.integratedmarketing-group.com

CHILLED WATER 
INSULATION 
SYSTEMS

Greg Bucy
803.324.7304 
greg.bucy@owenscorning.com

© 2023 Owens Corning. All Rights Reserved. 
© 2023 Pittsburgh Corning, LLC. All Rights Reserved.

An independent study determines that even using one type (ready to use) of insulation on  
mechanical systems results in massive energy savings and corresponding GHG and carbon  
emission reductions. Businesses and governments should prioritize insulation projects as a 
first step in achieving energy and carbon reduction goals.
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Decarbonization 
Decarbonization is the term used to describe ef-
forts to keep our planet from warming more than 
1.5°C above pre-industrial levels. Most countries, 
including the United States and Canada, have goals 
to reach net zero emissions by 2050, meaning that 
all GHG emissions produced are counterbalanced by 
an equal number of emissions that are eliminated. 

There are two basic aspects to decarbonization. 
The first entails reducing the GHG emissions pro-
duced by the combustion of fossil fuels, and the 
second is energy efficiency—to reduce the demand 
for energy.

As decarbonization strategies are developed 
and implemented, energy efficiency is more im-
portant than ever. The impact all insulation industry 
segments can contribute to that effort should not 
be overlooked or underappreciated. This study 
confirms the significant contribution the mechan-
ical insulation market segment in particular can 
make to energy efficiency and, accordingly, carbon 
reduction initiatives. 

If all insulation systems deliver energy savings 
and emission reduction benefits, why should me-
chanical insulation be viewed differently? The an-
swer is related to temperature differential and heat 
loss/gain. The greater the temperature differential 
between ambient and service/operating tempera-
ture, the greater the opportunity for energy savings 
and reduction in carbon emissions. Accordingly, 

mechanical insulation applications, on a unit basis 
compared to other insulation segments, will yield 
much greater savings.

Renewable energy sources and electrification 
will not by themselves bring us to net zero emis-
sions. Mechanical insulation can and should play a 
substantial role alongside the transition to renew-
able energy and electrification. 

The study points out the obvious and impressive 
savings, but more importantly, it highlights what 
could be saved if mechanical insulation systems 
were viewed as a decarbonization technology that 
is proven and available now.

When you consider the potential of complete 
and intact mechanical insulations systems, the total 
energy savings and emission reduction findings are 
impressive, and the potential loss of even a portion 
of those savings should not be overlooked. The 
study findings, summarized in Table 1, are conser-
vative and do not include possible loss of benefits 
from partial or under-insulated areas. “Under insu-
lated” is defined as items left uninsulated that could 
have been insulated, or where insulation has been 
removed and not replaced; items that are either not 
code compliant or are compliant but do not follow 
the most current model energy or building codes; 
items that are not specification compliant; and/or 
items that are damaged. More information is pro-
vided in the body of the report.

Past 5 Years Base Year Next 5 Years Total 11-Year Window
2017–2021 2022 2023–2027 2017–2027

35,013,651,544,356 9,673,266,495,847 62,335,972,385,680 85,940,850,362,833
35.0 Trillion 9.7  Trillion 62.3 Trillion 85.9 Trillion

$91,035,494,015 $25,150,492,889 $162,073,528,203 $278,259,515,107
$91.0 Billion $25.2 Billion $162.1 Billion $ 278.3 Billion

5,441,121,449,993 1,503,225,613,455 9,687,010,108,735 16,631,357,172,182
5.4 Trillion 1.5 Trillion 9.7 Trillion 16.6 Trillion

2,468,748,389 682,044,289 4,395,195,149 7,545,987,828
2.5 Billion 682.0 Million 4.4 Billion 7.5 Billion

Cumulative Findings
Without the Inclusion of Under-Insulated Areas

Savings – Kbtu

Dollar ($) Savings

CO2 Savings – lbs.

CO2 Savings – Metric Tons

Study Results – Savings

Table 1. Summary of Study Cumulative Findings 
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FAST . ACCURATE . EASY-TO-LEARN

EST IMATING SOFTWARE

1.800.828.7108  |  estimatebetter.com/seica

ESTIMATING SOFTWARE

SEE A
DEMO
TODAY

estimate better.

 

John Heidbreder  770-458-6346 John@watermark-products.com 

 

Russell Heidbreder  470-360-3223 Russell@watermark-products.com  

 

Rick Looman   336-772-8499 Rick@watermark-products.com 

The United States represents 91% +/- of the find-
ings, and the Canadian  portion equates to 9% +/-. 

It is important to note the study results are 
cumulative beginning in 2017 and ending in 2027. 
“Cumulative,” for the purposes of the study, means 
successive inclusion from year to year, so what ex-
ists in one year will exist in the next, and every year 
thereafter, unless something happens that changes 
the basis of the information.

For example, if a mechanical insulation system 
saves 1 metric ton of carbon emissions in 2021, it is 
assumed that it will save the same amount in 2022, 
2023, and each year thereafter. Similarly, if 2% of the 
insulation system is under insulated in 2021, 2% will 

be considered to be under insulated in 2022 and 
each year thereafter.

How do these results compare to other carbon 
reduction initiatives or GHG reduction equivalents? 
We turned to the U.S. Environmental Protection 
Agency  Greenhouse Gas Equivalencies Calculator 
to answer that question.1 Results appear in Table 2. 

A significant portion of the savings are at risk 
due to areas that are under insulated.

The questions are, how much is under insulated; 
and, over time, does the problem turn into a much 
bigger number? Once again, what that percentage 
is by industry segment, facility, or nationally has 
been unknown.

Past 5 Years Base Year Next 5 Years Total 11-Year Window
2017–2021 2022 2023–2027 2017–2027

549.4 Million 151.8 Million 978.1Million 1.7 Billion

311.1 Million 86 Million 553.9 Million 951 Million
5.7 Billion 1.6 Billion 10.2 Billion 17.4 Billion

661 183.0 1,176 2,020
6,204 1,714 11,044 18,962

686,474 189,653 1,222,153 2.1 Million
93.6 Billion 25.9 Billion 166.6 Billion 286.0 Billion

2.9 Billion 813.3 Million 5.2 Billion 9.0 Billion

Savings

Gasoline-powered passenger vehicles driven for 1 year
CO2 Emissions from:
Homes' energy use for 1 year

Wind turbines running for 1 year
Incandescent lamps switched to LEDs

Acres of U.S. forests in 1 year
Carbons Sequestered by:

Equivalencies

Barrels of oil consumed
Coal-fired power plants in 1 year
Natural gas-fired power plants in 1 year

Greenhouse Gas (GHG) Emissions from:

GHG Emissions Avoided by:

Table 2. Reduction in GHG and CO2 Emissions from Mechanical Insulation Compared to Other Initiatives  

• Items left uninsulated that could have been 
insulated (unions, flanges, valves, etc.)

• Items that are not code compliant
• Items that are code compliant but do not  

follow the most current model energy or  
building codes 

• Items that are not specification compliant
• Items that are damaged by/as a result of:

• Other crafts working on site
• Weather-related events (wind, hail,  

flooding, etc.)
• Moisture intrusion or intrusion of other 

contaminants (product, oil, grease, etc.)
• Mechanical equipment  

(forklifts, scaffolding, ladders, etc.)
• Maintenance and/or other facility personnel
• Environmental elements (corrosive or  

contaminant environment)

• Being used as a walking surface or  
work platform (pipe rack, for example)

• System penetration for inspection  
purposes (destructive testing) and  
not being repaired in a proper and/or 
timely manner

• Washdown or similar occurrences
• Fire or similar events

• Installation quality issues
• Insulation removed for maintenance and/or 

other purposes and not replaced
• Insulation removal for maintenance and/or  

other purposes exposing the remaining  
insulation system to potential damage

• Improper and/or not timely maintenance
• Improper insulation system replacement

Defining “Under Insulated”
For purposes of the study, “under insulated” was defined as including the following:
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Service
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Our job is to make your job easier.
Every person in the DI family is committed to delivering the best 
insulation solutions with an unmatched customer experience, 
aimed at keeping your projects productive and successful.

Insulation Distribution and Fabrication 
Industrial  •  Commercial  •  Fabrication  •  Marine
Fire Protection  •  Metal Building  •  Residential  •  HVAC   
Abatement Supplies  •  Safety & Contractor Supplies 
Removable Pads  •  Refractory 
Tools & Equipment  •  Performed Heads

For the nearest location, please visit

www.distributioninternational.com

© 2021 Distribution International

Leader in Custom Fabrication.
On-Time Delivery and Stocked Inventory.
Streamlined Customer Experience.

The discussion and degree of under-insulated 
areas applies to all mechanical insulation systems. 
The industrial segment typically represents a  
larger percentage of the issue than the commercial 
segment. Many of the insulated piping systems  
in the commercial segment are located in wall 
cavities or above ceilings, and so are not exposed 

to weather elements or potential mechanical or 
personnel abuse on a regular basis. 

There are, however, multiple areas in both  
market segments that are under insulated. While 
the specific scope of those areas can only be  
determined on a facility-by-facility or project- 
by-project basis, the study examines the impact 
at various levels. Under-insulated areas offer an 
opportunity to regain potential loss of energy and 
reduction of carbon emissions while improving 
mechanical insulation systems in support of other 
goals, such as personnel safety, process control, 
mitigating corrosion under insulation (CUI), etc.

On average, based upon the variable percentages 
of under-insulated areas, the potential loss equates 
to 10%: 1.7% for the commercial market segment, 
and 8.3% for the industrial market segment, for an 
approximate ratio of 1 to 5 (see Table 3).

Conservatively, the study indicates a potential 
average loss of under-insulated areas in the two 
market segments combined of 751 million metric 
tons of carbon over the 11-year span of the study, 
which equates to more than 827,000,000 carbon 
offsets. (1 ton = 1 carbon offset).

This loss simply should not be overlooked by  
companies, industries, or governing agencies.  
The opportunity is there, and the technology is  
real and proven. Mechanical insulation represents  
a massive and immediately available GHG  
reduction opportunity.

How do these results compare to other carbon 
reduction initiatives or GHG reduction equivalents? 
The answers are provided in Table 4.

Past 5 Years Base Year Next 5 Years Total 11-Year Window
2017–2021 2022 2023–2027 2017–2027

2,468,748,389 682,044,289 4,395,195,149 7,545,987,828

Commercial Market Segment (41,474,973) (11,458,344) (73,839,279) (126,772,596)
Percent of Total Savings -1.7% -1.7% -1.7% -1.7%

Industrial Market Segment (204,494,658) (56,496,002) (364,068,665) (625,059,325)
Percent of Total Savings -8.3% -8.3% -8.3% -8.3%

Combined Total (245,969,631) (67,954,346) (437,907,944) (751,831,921)
Percent of Total Savings -10.0% -10.0% -10.0% -10.0%

Summary of Cumulative Findings vs. Potential Loss Due to
Under-Insulated Areas 

Study Results – Savings 

CO2 Savings – Metric Tons

Average Potential Loss

Table 3. The Cost of Under-Insulated Areas   

 
 

Manufacturers’ Representatives 
 

Commercial & Industrial Insulation Accessory Specialists 
 
 
 
 

AGM Industries, Inc. 
www.agmind.com 

CD Welding Machines, Pins, Studs, Hangers, 
Washers, Domed Caps, Tactoo Adhesive 

Inspection Point Seals, LLC 
www.ipseals.com 

Inspection Ports (EPDM & Silicone), 
Aluminum Lockdown Rings, 

Labels & Tags (Aluminum & Stainless) 
  

Avery Dennison Corp. 
www.tapes.averydennison.com 

Fasson ASJ, FSK, Foil, PSK, WMP Insulation & 
Metal Building Tapes & Facings 

Polyguard Products, Inc. 
www.polyguardproducts.com 

Alumaguard All-Weather, Alumaguard, 
Alumaguard Lite, Insulrap, Zero Perm, 

RG-2400 Anti-Corrosion Gels 
  

Buckaroos, Inc. 
www.buckaroos.com 

Rounded Pipe Saddles, Sliding Saddles, 
CoolDry Insulated Saddles, Blocks & Dowels, 

Insulator Tools & Accessories 

RHH Foam Systems, Inc. 
www.rhhfoamsystems.com 

Versi-Foam Polyurethane Spray Kits, 
Refillables, Thermal & Ignition Barrier Coating, 

Versi-Tite Sealant (Cans & Cylinders) 
  

Charles Harmon & Co., Inc. 
Canvas, Glasfab, Fiberglass Cloth, 

Rewettable, Flame-Retardant, 1200° Temp-Mat 

 

  
 
 
 

Pin/Stud Welder Sales, Rentals, Repairs, & Parts, 
CD & Arc Weld Studs, 
Throwaway Brushes, 

Roll-on Corner Guard, 
Insulation Knives & Sharpeners, 

Rolled Metal Foils, 
Sprayable & Pourable 2-Component Urethane 

 
 
 
 
 

ANDY FALCK 
 

Serving:  Delaware, Maryland, North Carolina, South Carolina, Eastern Tennessee, Virginia, and Puerto Rico 
 

Phone #  (703) 383-4816   AssociatedSales@outlook.com  Fax #  (703) 383-4817 
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The service operating temperature range of  
150 to 600°F represents 80%+/- of the total 
savings and potential loss due to under-insulated 
areas. That is significant because many facilities 
do not experience process temperatures above 
that range.

Given the reality of what little data was available, 
manufacturers that produced “ready-to-use”  

insulation (sectional pipe insulation and board 
products that can be taken from the manufactur-
ers’ packaging and installed) were asked to provide 
their 2022 annual linear footage sales by pipe size 
and thickness, and square footage of board  
product by thickness.

Elastomeric type insulation is produced in 
sectional, “ready-to-use” forms and is used across 

Member   SWICA

  WIA

  ESICA

  SEICA

  MICA

  CSICA

 

Past 5 Years Base Year Next 5 Years Total 11-Year Window
Equivalencies 2017–2021 2022 2023–2027 2017–2027

Greenhouse Gas (GHG) Emissions from:
Gasoline-powered passenger vehicles driven for 1 
year 54.7 Million 15.1 Million 97.4 Million 167.3 Million
CO2 Emissions from:
Homes' energy use for 1 year 31.0 Million 8.6 Million 55.2 Million 94.8 Million
Barrels of oil consumed 568.9 Million 157.2 Million 1.00 Billion 1.7 Billion
Coal-fired power plants in 1 year 65 18 117 201
Natural gas-fired power plants in 1 year 618 171 1,100 1,889
GHG Emissions Avoided by:
Wind turbines running for 1 year 68,396 18,896 121,767 209,059
Incandescent lamps switched to LEDs 9.3 Billion 2.6 Billion 16.6 Billiom 28.5 Billion
Carbons Sequestered by:
Acres of U.S. forests in 1 year 293.3 Million 81.0 Million 522.2 Million 896.6 Million

Potential Average Lost – Under-Insulated Areas

Table 4. Summary of Potential Loss Compared to Other Carbon or GHG Reduction Initiatives  
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 multiple industry segments. Its primary use is in the 

lower service temperature ranges, however, and as 
a result, it was not included in the study.

The exclusion of elastomeric and non-ready-to-
use mechanical insulation material such as aerogel, 
cellular glass, polyisocyanurate (polyiso), ceramic 
fiber, removable/reusable insulation cover, and  
other products makes the results of this study  
extremely conservative by anyone’s measure.  
Many of these non-ready-to-use materials are 
heavily used in commercial and industrial applica-
tions, particularly at extreme temperature ranges.

While the study results were based on four 
ready-to-use materials from two primary groups, 
those materials are NOT the only ones subject to 
under-insulated areas. 

Every 2 years since 1997, the NIA and the  
Foundation have conducted a separate measure-
ment survey to gauge the size of the mechanical  
insulation industry. (Visit http://tinyurl.com/ 
yc8hbwhn to see the latest results.) By using the  
information from the 2020 to 2022 measurement 
survey, we were able to extrapolate insulation 
usage looking backwards 5 years, and by using 
historical trends we could look forward 5 years, 
netting an 11-year window of information from  
2017 to 2027.

Determining the energy, emissions, and dollars 
saved was accomplished with the use of the  
3E Plus® software developed by the North  
American Insulation Manufacturers Association.

Only 2” to 12” iron pipe sizes (IPSs) and 1” to  
3” pipe and board single layer thicknesses were 
used in the study. The limited IPSs and thicknesses 
again highlight how extremely conservative the 
study findings are. There is a significant volume  
of larger sizes, especially in the industrial higher 
temperature ranges. Those large-diameter  
applications often exhibit more extreme heat  
loss and energy savings.

In addition, the scope of the study did not  
include operating temperatures below 150°F, which 
excludes a significant portion of the commercial 
market, as well as portions of the industrial market. 

Again, these scope exclusions underscore the 
conservative nature of the study findings.

Mechanical insulation systems are not a “one 
and done” initiative. You do not install it and forget 
it. The negative impact of areas not insulated is 

easy to understand. The efficiency impact of  
damaged insulation is always subject to varying 
opinions and interpretations as to the scope and 
extent of efficiency loss. 

The efficiency level of a damaged insulation 
system is important in determining the amount of 
heat loss. The actual level of efficiency can only be 
determined on case-by-case basis and may require 
product testing.

A level of energy efficiency has been considered 
by the professionals who designed and specified 
the insulation system. In order for an insulation 
system to be as effective as anticipated, it needs to 
remain as close to each component’s manufactured 
state as possible, and the system must be intact 
and operating as designed.

Mechanical insulation systems are not a 1- or 
5-year initiative. Properly designed, installed, and 
maintained mechanical insulation systems will last 
longer than the 11-year span upon which the study’s 
cumulative results are based, and may last the  
lifetime of the facility.

As with all facility systems, mechanical insula-
tion systems should have regular inspection and 
timely and proper maintenance. Lack of proper  
and timely maintenance only makes any problem 
 with the system worse. What today may be a 
simple repair could be a major problem tomorrow. 
Additionally, there are other potential consequenc-
es—such as personnel and process safety concerns, 
process control, and CUI to consider.

History has proven that mechanical insulation 
simply has not been installed in some areas, or it 
has been removed for one reason or another.  
Further, mechanical insulation, if not protected, 
can be damaged, as mentioned above. The study 
attempted to recognize and account for these  
under-insulated areas by using a consistent  
methodology to determine the potential loss of 
energy and the emission reduction opportunities.

Each facility or project would need to determine 
its estimated percentage of under-insulated areas. 
The percentages used in the study are not meant 
to imply that every facility has that level of  
under-insulated areas; some will have less,  
and some may have more. 

Recognizing the risk level difference between 
the market segments, a potential loss percentage 
scale was developed (Table 5).

http://tinyurl.com/yc8hbwhn
http://tinyurl.com/yc8hbwhn
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With the SSL II® double closure system providing a superior seal and ASJ Max 
polymer jacket resisting mold and mildew growth1 , Owens Corning® Fiberglas™   

larger pipes. Used to insulate pipes with operating temperatures between 0°F 
(-18°C) and 1000°F (538°C) (with heat-up schedule). Also available in No-Wrap and 
metric sizes.

Learn more at www.owenscorning.com/mechanical or call 1-800-GET-PINK®
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SSL II® WITH
ASJ MAX FIBERGLAS™

PIPE INSULATION
FOR MORE INFORMATION 
PLEASE CONTACT YOUR 
LOCAL AREA SALES MANAGER 
OR THE FOLLOWING:

Cameron Porreca  
813-545-7581 
Cameron.Porreca@owenscorning.com

For any technical questions  
please contact 1-800-GET-TECH or  
gettech@owenscorning.com.

Because the exact breakdown between  
market segments is unknown, through a series of 
estimates, assumptions, and extrapolations, the 
total savings was allotted between the two market 
segments. 

For each potential percent of under-insulated 
areas, calculations were made as follows:

• 50% of the percentage was assumed to  
contain no insulation; and

• 50% of the percentage was assumed to  
be damaged and the insulation system  
performing at a 50% efficiency level,  
which may be a conservative approach.

Conclusion and Next Steps 
The impressive results of insulation are not  
surprising to those within the mechanical insulation 
industry. The magnitude of the savings, and what 
could be lost, is the data the industry has been 
missing. Again, it is important to remember  
that the energy and emission findings are  
ultra conservative.

This study offers a unique view of mechanical 
insulation’s potential, looking at it holistically rather 
than focusing singularly on individual products or 
systems. Each uninsulated or damaged area plays 
its own important role, but governmental agencies 
and individual companies need to look at the  
full potential impact of how effective installing  
mechanical insulation systems can be for their  
energy savings and carbon/GHG emission  
reductions.

Rather than complex solutions businesses and 
governments should focus on the one change that 
can happen immediately—adding insulation to their 
mechanical systems and/or inspecting current sys-
tems for possible insulation repair or maintenance. 
Mechanical insulation is a proven technology that 
will help achieve a company’s—and our country’s—
decarbonization and sustainability objectives.

Once recognized and applied as a primary  
contributing technology to the solution,  
mechanical insulation will help businesses, states, 
and provinces obtain their regulatory or voluntary 
carbon reduction goals now, tomorrow, and for 
years to come.

One facility at a time making a commitment to 
look at mechanical insulation in new construction 
and existing facilities can make a difference  

now. Taking small steps can lead to significant, 
large-scale results. To achieve decarbonization 
goals, many aspects of the economy must 
change—from how energy is generated to how we 
produce and deliver goods and services; and how 
we manage lands, our businesses, and our lives. 

The challenge for the business and finance  
communities, as well as policymakers, is to identify 
how best to use the time and resources we have—
especially solutions that are available now—to 
advance the changes needed.

Next Steps
While each business, company, agency, etc., may 
have unique circumstances, structures, and proce-
dures to consider, there are a few common “next 
steps” that should be considered in determining how 
and to what level mechanical insulation can help 
achieve energy savings and decarbonization goals.

1. Commit to investigating and developing a 
better understanding as to the benefit(s) of 
mechanical insulation and the consequenc-
es of not having up-to-date specifications 
and dealing with improper installation and/
or insufficient or improper maintenance. 

2. With the support of internal subject matter  
experts (SMEs) and the help of external  
resources (manufacturers, contractors,  

Table 5. Percentage Scale of Potential Loss Due to 
Under-Insulated Areas
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fabricators, associations, etc.) complete a 
thorough and objective review of current 
project or company specifications or stan-
dards, and develop recommended changes 
as needed.

3. Develop and implement specific mechanical 
insulation energy efficiency and emission  
reduction appraisals/audits with inspectors 
and appraisers certified in those fields.

4. Determine the internal and/or external hur-
dles or barriers to implementing mechani-
cal insulation energy and carbon reduction 
initiatives.

5. Commit to and maintain a commitment to 
continuing education related to all aspect  
of mechanical insulation systems for the  
operating systems and environments spe-
cific to the company or area of operations.

6. Hold internal company/department meet-
ings to educate all parties on the value of 
mechanical insulation within your organiza-
tion, the environment, and the local com-
munity, as well as on the consequences of 
damaged insulation.

7. Share your success with others. There is 
great value in sharing best practices or case 
studies. Your organization benefits not only 
from being recognized as a leader, but also 
from helping others in addressing climate 
change.

8. “Inspect what you expect”—not only in  
monitoring and recording progress of  
specific plans, but also with initial installa-
tion and maintenance processes. If mechan-
ical insulation is not installed or repaired/re-
placed properly, the expected benefits may 
not be realized, and it could lead to other 
areas of concern and additional unexpected 
cost.

9. Develop an annual inspection and mainte-
nance program for existing facilities. This 
will benefit short- and long-term opera-
tional and capital budget planning, and the 
information could be used in internal and 
external climate change/sustainability pro-
grams.

10. Ensure you have transition plans to trans-
fer the mechanical insulation expertise and 
technology. Often—whether by right-sizing, 

downsizing, attrition, changes in respon-
sibility, change of ownership, or mergers, 
etc.—knowledge is lost. That is especially 
true with mechanical insulation. The decar-
bonization and other benefits of mechani-
cal insulation is not limited by time.

The study confirms the contribution the  
mechanical insulation industry can make to  
decarbonization efforts. It is available now, and  
it impacts every state, county (province) and  
city, labor group, all direct or indirect related  
businesses, and this and future generations— 
if only we think about mechanical insulation  
systems differently.

That is potentially the industry’s greatest  
challenge. It is hoped that this study can be the 
impetus for change.

The full report can be obtained at  
www.insulation.org/carbon and www.insulation.org/
foundation/data. NIA encourages you to share  
this study. 
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Integrated Marketing Group
528 W Briardale Avenue
Orange, CA 92865
(714) 771-2401                             www.integratedmarketing-group.com

Panel Discussion:  
SEICA’s Past, Present, and Future 
As we celebrate SEICA’s 75th Anniversary, it is  
important to reflect on the organization’s history 
and the value it has brought to so many companies, 
members, and families. Attendees will hear from 
several SEICA Past Presidents about their  
reflections on where we started, how we have 
evolved, and what they hope to see for SEICA  
and the overall mechanical insulation industry in 
the future. 

Panelists:
• Katie Burell, HR/Purchasing/Office Manager, 

Breeding Insulation Company, Chattanooga, 
Inc. (2021 –2023 SEICA President)

• Matt Caldwell, President, Caldwell Insulation, 
Inc. (2008–2010 SEICA President)

Join Your SEICA Network in Aruba 
for the 2024 Spring Conference

What: SEICA's 2024 Spring Conference
Where: Hyatt Regency Aruba Resort Spa and Casino, Palm Beach, Aruba
When: June 23–25, 2024
Registration and Discounted Hotel Reservation Deadline: May 23, 2024

Come for the Beautiful Beaches, Stay for the Industry Education

• Keith Register, Owner, Register Insulation 
(2002–2003 SEICA President)

• Ron Stewart, President, Atlantech Distribution, 
Inc. (2015–2016 SEICA President)

• Moderated by David Bickley, General Manager, 
Distribution International (2023–2025 SEICA 
President) 

Educational Sessions 
• Leading Growth and Preventing  

Workplace Burnout 
During this session, Peter Atherton will discuss 
how to not only recognize the signs but also 
how to prevent and reverse the burnout- 
disengagement cycle. Peter will also demon-
strate how better designed growth can solve the 
burnout problem and lead to greater long-term 
and sustainable success within organizations. 
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• Meets ASTM C1755
• 0.00 Perm Rating
• Masterspec® Listed
• Industrial Strength Cold Weather Adhesive

VAPOR-FAS
™

VAPOR BARRIER JACKETING

1-800-832-9002
fosterproducts.com

Contact us today to learn how VAPOR-FAS™

can save you money on your next project.

• How to Attract and Retain Top Talent—the 
Latest Data and Insights Needed for Growth 
This session will provide an overview on  
the 2024 Present and Future of Work in  
Engineering and Architecture Report, which 
will showcase the top trends impacting talent 
in this industry. Peter Atherton will also discuss 
the gaps that exist between roles, genders, 
and generations, and four destabilizing forces 
that must be better understood and addressed 
to attract and retain great talent. 
Speaker: Peter C. Atherton, PE, President and 
Founder of ActionsProve, LLC. 

Important Schedule Updates for 2024
The Spring Conference will feature 3 nights of 
evening events and networking. Spouses and kids 
are invited to all evening events, but make sure you 
do not miss the Monday evening event, featuring a 
casual and family-friendly location and dinner. 

• Sunday evening–Welcome Reception and Dinner 
• Monday evening–Family Friendly Evening, 

featuring a full dinner and drinks 
• Tuesday evening–Final Evening Reception  

and Dinner 

About the Conference Location:  
Hyatt Regency Aruba Resort Spa and Casino 
Along with spectacular ocean views, enjoy the  
resort’s amenities and nearby shopping and  

dining options that are within walking distance  
of the resort. The hotel offers seven unique  
dining options to eat, drink, and unwind featuring 
restaurants near Palm Beach with amazing views! 
Relax under calming Caribbean skies at the new 
Trankilo adults-only pool or spend free time racing 
down the waterslide and playing water volleyball  
at the family activity pool. 
 
Room Rates
SEICA has blocked rooms at the Hyatt Regency 
Aruba Resort Spa and Casino at discounted  
rates. These rooms are available on a first-come, 
first-served basis. Rates do not include meals,  
but are inclusive of taxes and service charges.  
Resort service charge is 15% of the room rate  
per night. Please note that the rooms include a 
step-out balcony (not a full balcony). Rooms are 
available before and after the Conference at a  
discounted rate (based on availability).

Available Room Types:
• Garden and Resort View Room: $436  

(includes 15% resort fees and taxes) 
• Ocean View Room: $482  

(includes 15% resort fees and taxes)

Reservation Details: 
Online reservations can be made by visiting  
http://tinyurl.com/323eh9n2. Room types are  
available on a first-come, first-served basis.

• If you would like to make a reservation by 
phone, please call 0011 297 5234502,  
and use the code G-SPIN. 

• You may also email aruba.reservations@ 
hyatt.com to make your reservation.

• The hotel reservation deadline is May 23, 2024.

More Information to Come! 
Visit https://www.seica.org/2024-springconference 
to get the latest information or contact SEICA  
Executive Director Erin Penberthy via email at  
director@seica.org.

Interested in  
Sponsorship? 
Scan the QR code to  
learn more!

Important Travel Information 
Upon arrival in Aruba, you must have a  
U.S. passport valid for the duration of your 
stay. Aruba is one the few countries with 
Preclearance Customs, which allows  
travelers to skip the Customs and Border 
 Protection process upon arrival in the  
United States. The Aruba ED Card  
(Embarkation/Disembarkation) is a  
mandatory requirement for all individuals, 
including infants and children, entering 
Aruba. It is necessary to complete and  
obtain approval for this document.  
To access the official ED Card, visit  
https://edcardaruba.aw. For more informa-
tion, visit https://tinyurl.com/4rh4de78. 

http://tinyurl.com/323eh9n2
mailto:aruba.reservations%40hyatt.com?subject=
mailto:aruba.reservations%40hyatt.com?subject=
https://nam04.safelinks.protection.outlook.com/?url=https%3A%2F%2Fwww.seica.org%2F2024-springconference&data=05%7C02%7CALopez%40insulation.org%7C5963b3d521e743d662aa08dc32361b10%7C01b7de441c2c48feaa137ff6af2ccc25%7C0%7C0%7C638440455185730377%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=JOnRkzNlF31A3IS3WxOa80mrqZBEbxfkyR2IQRmBObE%3D&reserved=0
mailto:director%40seica.org?subject=
https://www.aruba.com/us/traveler-health-requirements/before-you-travel
https://edcardaruba.aw
https://tinyurl.com/4rh4de78
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Long known for its weatherproof cladding and vapor barriers, Polyguard now offers superior insulation 
systems (including protection from CUI) targeting below ambient and chilled water applications and a
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Buckaroos is now a Polyguard Company

Contractors who participated in FMI’s 2023 Labor 
Productivity Study (http://tinyurl.com/2aknshmn) 
believe they have the potential to improve labor 
productivity by more than 5% annually. Put into 
practice, this can have a massive impact on  
bottom-line performance for labor-intensive  
contractors.

Most study participants plan to double-down  
on improving their operational processes and  
training and developing their people. And while 
these efforts help address the leading internal  
factors that negatively impact labor productivity 
on projects (internal planning and project team  
communication), what about the external factors 
with negative impact to labor productivity,  
including low-quality design documents, unrealistic 
schedules, general contractors, change order  
inefficiencies, and other trade contractors? Such 
factors play a significant role in the success of a 
given project and are not always controllable by 
specialty trade contractors.

Even if external factors cannot be directly  
managed or controlled, they can be influenced 
through robust planning and communication.  
Below are a few best practices shown to be  
effective in FMI’s work with labor-intensive,  
specialty trade contractors.

• Client Kickoff Meetings: Most contractors 
hold internal kickoff meetings to get their 
teams ready to mobilize and start projects 
with momentum. Surprisingly, relatively few 
contractors make it a point to convene similar 
meetings with their clients, either general  
contractors or owners. 
 By formalizing a meeting at the beginning 
of a project, contractors can influence the  
level of communication, cooperation, and 
collaboration from the project’s outset. This 
is a chance to ensure stakeholders are on the 
same page relative to expectations for sched-
ules, documentation requirements, design or 

How to Influence External Factors  
Impacting Productivity

constructability concerns, change order and 
payment processes, and other variables. 
 Through meeting with the client to go over 
critical aspects of the project one-on-one, 
walk the site together and maybe even sit 
down for lunch, contractors can begin to build 
a rapport that will hugely influence project 
success, particularly as it relates to labor  
productivity. Note that this is different from 
the kickoff meeting led by clients or owners, 
which commonly includes a dozen or more 
different trade contractors in the room. These 
meetings are generally high-level and do  
not afford the same opportunities to build 
connection and trust like a special purpose, 
one-on-one meeting that you schedule  
directly with the client. 
 

• Detailed Trade Scheduling: Too often, master 
schedules are created in vacuums, devoid of 
inputs from key trades on sequencing and  
duration of activities. Unfortunately, trade  
contractors commonly accept a client’s unreal-
istic schedule, pointing to its deficiencies when 
predictable “delays” occur later in the job. 
 Today, we often see trade contractors who 
do not develop their own schedules, because 
they feel general contractors or owners are not 
open to their input. But you never know until 
you ask—and few are asking. 
 Before proceeding to ask for changes to 
a master schedule, take time to develop your 
own critical path schedule for your scope of 
work. If you can demonstrate a schedule logic 
that optimizes success for your team and the 
project but this schedule is incongruous with 
the master schedule, then you have the basis 
for a conversation with the client about  
sensible adjustments that can be made for  
the betterment of the project. 
 Progressive general contractors and  
owners ask for input from key trade partners 

By Taylor Paré, FMI

http://tinyurl.com/2aknshmn
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on schedules and/or engage trade partners  
in iterative pull planning sessions to optimize 
the collaborative success of all stakeholders. 
Absent these client-driven processes,  
presenting your own schedule to a client can 
result in productive discussion about schedule 
deficiencies that could impact your ability to 
optimize labor productivity for your project. 
 

• Job Status Updates: Over the course of a 
project, there is an endless flow of information 
from many different parties and through a 
variety of media (email, project management 
software, text, phone calls, and in-person and 
virtual meetings). And although key items get 
mentioned or discussed, unless they are top 
of mind, they can fall by the wayside. A solid, 
weekly job status update helps consolidate  
all of this information in one place for your 
specific trades and presents it in an easily  
digestible format for your client. 
 A strong job status update typically includes:

• Work that was completed over the past 
week (including progress photos),

• Work to be completed in the week(s)  
to come (including a formal look-ahead 
plan), and 

• Outstanding items that could hold things 
up if not addressed (constraints), such  
as site logistics, pending submittals,  
delayed materials, pending change  
orders, delayed payment, open RFIs,  
design/constructability issues, etc.

Summarizing this information in one place,  
updating it weekly, and sharing it with stakeholders 
(internal and external) keeps everyone on the same 
page. By ensuring stakeholders are aligned, you 
can mitigate or eliminate constraints that might 
otherwise negatively impact your labor productivity.

Because few contractors execute these best 
practices consistently, by implementing them you 
can help differentiate your firm in the minds of your 
clients. If done well, they will provide tremendous 
value to your client as well as your project team—
helping you influence the external factors that  
can negatively impact your ability to perform and 
optimize labor productivity on your projects.

Ask any owner or general contractor if they 
would be against:

• Scheduling a dedicated kickoff meeting with 
you prior to mobilization to align project 
teams.

• Receiving a detailed schedule from your team 
showing how you plan to execute the work.

• Receiving thorough project updates from you 
on a weekly basis to ensure nothing holds up 
production.

Most clients would be delighted to hear these 
suggestions and impressed at your willingness to 
take additional measures. Perhaps your project 
teams are already doing these things regularly; if 
so, great! If not, consider tweaking your approach 
to client communication by adopting some of 
these elements. You might be surprised at just how 
much you can influence as a result.

Tyler Paré is a Partner for FMI Consulting (www.fmicorp.com) 

and leads FMI’s Performance practice, which helps  

contractors optimize profitability and manage risks.  

Reprinted with permission.
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WE DO IT THE EASY WAY! 

 What are you most proud of from your term as SEICA President?   
 During my term, I made the recommendation that the next incoming President serve a 

2-year term, allowing them to better serve the position and have enough time in the role to 
implement their agenda. I quickly realized the President was just beginning to get heavily 
into the role as they prepared for the Spring meeting in June, and after that meeting would 
only be 4 months away from turning over the role to the incoming President. The Board  
approved and implemented the change, and I believe that having officers sit in their  
position for 2 year terms is serving SEICA well. 

 What has been the biggest change in SEICA that you have seen in your years  
of involvement? 

 I came into the industry in 1999 and have seen the evolution of Dee Gowen as Executive  
Director to our current management with NIA. Anyone who worked with Dee knows that she 
was an absolute delight to work with and would absolutely ride you until you completed any 
task that she placed in front of you! SEICA now has resources that help us better communicate, 
register for events, etc. Secondly, the addition of manufacturers as members and guests at 
SEICA events. As the world has changed and all of us have become busier, we do not have 
the time for salespeople to drop into our offices like we did years ago. The time at SEICA to 
meet and share with manufacturers brings value to both contractor and distributor members. 

 What has been the biggest change for the mechanical insulation industry during  
your career?    
In 1999, I had a beeper on my belt and they had just introduced the first BlackBerry  
phone. So, it isn’t surprising that one of the biggest changes that come to mind centers  
on technology and takeoff tools that are available to contractors. We have gone from  
paper prints and color pencils to digitizers to onscreen takeoff to BIM and beyond.  
Products have seen some positive changes like jacketing, improvements in CUI, and  
reduced VOCs but otherwise are largely unchanged over the past 25 years. Another of  
the biggest changes is also one of the biggest challenges: the availability of skilled labor. 

 What are you most excited about for the future?   
Energy conservation is one of the most important issues facing our country and the world. 
The potential impact of mechanical insulation continues to be underappreciated, and that 
is exciting because that means we have potential for further growth. I tell our organization 
often that I would be concerned if I felt that we were hitting on all eight cylinders. As our 
industry continues to push the message, we will see breakthroughs in increasing  
requirements for mechanical insulation in specifications. The demand for our industry’s 
products and services should continue to grow over the coming years. That is exciting. 

 What would you tell someone who is considering the mechanical insulation industry  
as a career?  

 Ours is a great industry for a young person as it has significant growth potential over the 
coming decades. Secondly, it seems that once someone starts into this industry, they are 
in it for life. They may move between companies and even from contractor to distributor to 
manufacturer, but they seem to stay. The industry is small and we make friends, and some 
of these friends are customers, some are competitors, some are suppliers, and some even 
become like family. My career has included some time in several industries, and I would have 
been happy to have spent the entirety of my career in the mechanical insulation industry.

As SEICA celebrates our 75th anniversary and gets ready for our  
Past Presidents Panel in Aruba, we wanted to take this opportunity  
to check in with a past leader to share some SEICA history and  
industry perspective.

Ron Stewart
2015–2016 SEICA President
President, Atlantech Distribution, Inc.
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Distribution and  

Fabrication Services

About Us

Fabricated Insulation  
Services

Mechanical Insulation &  
Fabrication Branch Network

For those who need more than an order taker, SPI treats  
customers as valued partners. By always delivering on our 
word and providing the right products with the responsiveness,  
reliability and flexibility to help you get things done right,  
we‘re here to help you wrap up each project efficiently and  
successfully.  

Pipe, Fittings, Duct,  
and Tank Insulation
 We offer fabricated insulation materials for applications 
ranging from cryogenic to high temperature, acoustical, 
and fire protection needs. 
   Jacketing materials are applied or supplied to meet  
vapor barrier perm ratings, UV exposure, physical  
abuse requirements, and aesthetics. We also provide 
roll and sheet metal, preformed metal gores, and fitting 
covers, as well as PVC cut-n-curl jacketing and molded 
fitting covers. 

CONTACT US

A: 2101 Rexford Rd 
Ste 200E
Charlotte, NC 28211

W: www.spi-co.com

Vessel Heads, Metal,
and Pipe Supports 
   We offer fabricated engineered HATS for pressure 
vessels and tanks with high-performance insulation 
materials including cellular glass, polyisocyanurate, 
polystyrene, calcium silicate, perlite, and mineral wool.
   Prefabricated companion metal finish materials  
ensure a proper fit, finished appearance, and optimal 
service life performance of the tank of vessel head  
insulation system. 
   Fabricated pipe supports provide superior service 
performance with a large bearing surface to reduce 
insulation stress failures that cause thermal shorts and 
reduced service life. 

Visit www.spi-co.com/locations or scan the QR code below to 
find your nearest branch and get started on your next project. 

P: 855-355-5075 A: 2101 Rexford Rd 
Ste 200E
Charlotte, NC 28211

W: www.spi-co.com

Commercial Insulation, 
Acoustical, and  

Fire Protection Services

Building Envelope/ 
Curtain Wall Insulation
Fabricated curtain wall insulation and fire  
containment systems include pre-cut curtain wall,  
mullion covers, safing, and firestop materials.

PG Board TAF
PG Board TAF is designed for parking garages and 
other applications to satisfy code requirements for  
insulation and fire exposure requirements where  
adjacent space is conditioned. A semirigid,  
non-combustible, high-temperature insulation finished 
with a bright white, reinforced facing, PG Board TAF 
reduces heating, cooling, and lighting costs. 

Additional Services

Metal Building Insulation (MBI)
Fiberglass laminated with a variety of facing materials 
to provide durable, energy-efficient insulation systems 
to satisfy project and code requirements for pre- 
engineered steel and post frame metal-clad building 
systems.

Marine Insulation
A complete range of US Coast Guard and IMO-certified 
products, including pipe duct, tank, and equipment 
insulation for acoustical, thermal, and fire production 
applications. 

P: 855-355-5075

CONTACT US



“Hit Sign, Win Suit.”  
 
Back in the day, when the Dodgers played in Brooklyn and the 
outfield wall of Ebbets Field was covered with huge banner ads 
from team sponsors, the signage that had the most impact was 
a small ad from a local Brooklyn tailor named Abe Stark that 
simply stated those four words. The sign graced the right field 
wall of Ebbets Field for decades and, over the years, only a 
handful of players ever won a free suit. In later years, the 
fielding prowess of right fielder Carl Furillo saved Stark from 
having to pay off on so many occasions that the tailor decided 
to award Furillo a free suit.  
 
It was only fair. The sign made Stark forever a part of baseball 
lore and even gained him enough local notoriety to launch a 
successful political career that saw him rise to become Brooklyn 
Borough President. It’s a great example of the power of 
sponsorship, and the lesson to be learned is that a sponsorship 
doesn’t have to be large to generate a lot of response. It just 
has to be imaginative and strike a tone that resonates with the 
target audience.  
 
It’s a lesson to take special note of when developing advertising 
strategies. Mobile apps and national campaigns can be 
effective, while smaller scale advertising can be just as, or even 
more impactful — if they’re done right.  
 
 
 
 

It’s time to ‘Hit the Target’ by placing your advertising in the 
SEICA publications. Getting them in there is a great way to 
harness their potential to deliver effective messages to the 
SEICANS. This is a great way for sponsor partners to hit the 
target without even have to give away a suit.  
 
If Abe Stark were still around, he’d owe a lot of hem suits.  
 
We circulate 6 newsletters yearly and membership directories 
across 7 southern states. We also include your company’s web-
site link on the SEICA web-site www.seica.org.  
 
Advertisement rates for 2016 are as follows:  
 

 Full page (Color or Black & White) - $1,250.00 
 Half page - $ 850.00 
 Quarter page - $ 600.00 

 
We will gladly promote a copy of your business card or a 
custom layout of your ad in standard digital format: (.jpg, .gif, 
.tif, .pdf). Please provide your advertising selections to: 
 
SEICA 
Attn: Dee Gowen 
PO Box 74433 
Richmond, VA 23236 
 
Email: dee.gowen@comcast.net  
 

 

SEICA ADVERTISERS


