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Phil Rice and Becky Karam 
honored by ICAA

At the annual meeting of the ICAA, President 
Todd Sawyer presented awards acknowledging 
the achievements of two members. 

Phil Rice (far right) received the ICAA Leadership 
Award. He has served ICAA in many capacities: as 
President of the ICAA in 2003, as ICAA Board of 
Director, and in several Committee Chair positions. 
President Sawyer noted Phil’s tireless efforts to better 
our industry and his steadfast guidance, dedication, 
and management skills. 

DOT Mock Audit Shows Serious Industry Risk

Earlier this year, ICAA and a member contractor partnered to have an 
independent consultant perform a U.S. Department of Transportation motor 
carrier compliance review. The purpose of this mock audit was to review the 

insulation contractor’s compliance with the requirements of the Federal Motor Carrier 
Safety Regulations (FMCSRs), essentially mirroring an actual DOT audit as much  
as possible. At its conclusion, the insulation contractor was found to have significant 
gaps in its DOT compliance practices. 

Background
The Federal Motor Carrier Administration (FMCSA) 
is the agency responsible for establishing and enforcing 
driver and vehicle safety rules to keep the nation’s 
highways safe. Its reach includes all drivers and motor 
vehicles with a gross vehicle weight rating, or gross 
combined vehicle weight rating, of 10,001 pounds 

Becky kaRam, Director of Risk Management 
for Installed Building Products, received the 2014 
ICAA Key Person Award. Becky led a group of 
ICAA members in the monumental and precise 
task of updating ICAA’s Model Written Respiratory 
Protection Program. Karam and the ICAA Task 
Force created a resource that enables ICAA 
members to comply with the Occupational Safety 
& Health Administration (OSHA) Respiratory 
Protection Standard that requires employers to 
establish and implement a written respiratory 
protection program with worksite-specific 
procedures whenever respirators are required.  

Skip Nash, President 
Standard & Best, LLC
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P R E S I D E N T ’ S  M E S S A G E

Todd Sawyer
ICAA President
e-mail: tsawyer@insulate.org

Get Out There and Make It happen

how often do you stay in touch with your 
current customers? Do you have a follow-up 
system in place? So often, businesses of all 

sizes are so busy trying to attract new customers 
that they forget to stay in touch with the customers 
they already have. If you think that your customers 
are going to stay with you just 
because they have purchased 
from you once or twice, then 
get ready to lose out to your 
competition! Loyalty is still 
out there; however, as always, 
loyalty must be earned and 
never be assumed. 

You can’t wait for your 
customers to call you. You need to be in regular 
contact with them. Pick up the phone every day and 
call five customers just to check in with them. Stop 
in with a cup of coffee when you are in their area. 
It is up to you to know what they need before they 
even call you. 

The same applies to your prospects. Let’s face it: you 
are an inconvenience to your prospective customers 
simply because it’s a lot of trouble to switch suppliers 
or try someone new. There is a fair amount of risk 
involved too. Statistically speaking, a prospect must 
be contacted in some way or another at least seven 
times before they will purchase.

Twenty years ago when I was in sales, I had a 
prospect that told me he had used my competition 
for the last ten years and had no intention of 
changing. It would have been easy to give up, but 
instead I made it my mission to land this guy. I 
stopped by the jobsite every Friday for two months 
with a cup of coffee for the builder. At first he was 
annoyed with me but that quickly changed. I would 
keep my visits short – 10 to 15 minutes knowing 
he was busy, and I was too. We talked about his 
project, his family, my family, and the building 
business in general. We built a relationship. When 
it was time to insulate, he told me that he had not 
spoken to his regular insulator since the last project 
three months earlier, and anybody who worked this 
hard to get to know him and earn his business must 

be worth a shot. We have done business for the past 
20 years totalling over $5 million in sales. 

Let’s look at a few basic things to help start building 
a system to stay in front of your clients. First and 
foremost, you have to step back and look at your 
customer base and your list of prospects. Do you 

have this list in a manageable 
form? Often times businesses 
and sales people have their 
client list in a book, a stack of 
business cards, on a piece of 
scratch paper, or just simply 
scattered all over the place. 
Your database is just like gold 
and should be treated as such. 

Your customer database is the lifeline of your 
business! Once you have your database in some 
sort of contact management software, then 
it is important to develop a system that will 
automatically prompt you to stay in touch with your 
customers and prospects. These “touches” are very 
easy and require some form of contact or follow-up 
that will keep you in front of the person who will 
purchase your product or service. Some examples 
are a simple phone call, e-mail broadcast, a post 
on Facebook or Twitter, a print ad, letter, or even a 
hand-written note. 

Following up does not require an enormous 
marketing budget. In fact, if you own a phone, then 
your only investment is your time. The question 
that every business and organization must ask is, 
“Just how important are customers to our business 
success?” Obviously, you know the answer to that 
question. Therefore, the real question is, “Do I 
treat my customers and prospects like they are 
important?”

Sure, we all buy on impulse from time to time. 
However, the sales process is just that — a process 
that develops over time. The business or salesperson 
who has a plan in place to help that process along 
through consistent follow-ups is the one who will 
succeed time after time.

 Loyalty must be 
earned and never 

be assumed.

Continued on page 12
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Meet Any Demand with Our Complete Line of Insulation Solutions

No one is more committed to your success on insulation projects than Johns Manville. We’re here 
to support you from start to fi nish, with products that exceed expectations every step of the way.

Our products are rigorously tested and developed by building science experts to help you provide 
more comfortable, healthier and energy-effi cient environments for your customers. Our innovative 
line of building insulation solutions includes fi ber glass batts and rolls, spray polyurethane foam, 
blown-in, polyiso sheathing and mineral wool. 

Learn how JM can be your insulation 
solutions partner at www.JM.com

Climate Pro® 
Blown-In Fiber Glass 

AP™ Foil-Faced
Polyiso Sheathing

JM Corbond III® SPF
& JM Spider® Blown-In

JM Corbond III®  Spray
Polyurethane Foam
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Formaldehyde-free™ 
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Sound & Fire Block®

Mineral Wool

© 2014 Johns Manville. All Rights Reserved.
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2002 — Acceptance of LO/MIT-I by Energy Star 
and the Energy Star Ally program for roof 
coating and attic insulation.

2008 — Certification of LO/MIT-I by Boeing for 
use in aircraft applications. Use by Ford Motor 
Company to coat engine mounts. Coating of the 
world’s largest telescope dome (Gran Telescopio 
Canarias) with LO/MIT-I.

2010 — Expansion of the Solec solar heated factory 
and laboratory to 10,000+ feet. Launching of the 

S P O T L I G h T

Happy 40th Anniversary to SOLEC-Solar Energy Corp.! 
Can you identify a few of the pivotal achievements that 
have distinguished SOLEC over the years?
1974 — Company started on a farm in Princeton, 

NJ. Initial research started on a sophisticated 
glass, vacuum insulated solar collector with the 
help of glass blowers from RCA Laboratories  
(one of whom helped develop color TV).

1978 — Patent filed on vacuum insulated solar 
collector. At that time, it was the largest US 
solar patent ever filed and issued.

1980 — Development completed on Solkote 
Selective coating and LO/MIT-I low emissivity 
paint.

1984 — Developmental testing of the LO/MIT-I 
paint for use as an attic radiant barrier 
substitute by Phil Fairey at the Florida Solar 
Energy Center.

1986 — First installations of LO/MIT-I as an attic 
radiant barrier by Centex Homes in Florida.

1992 — Space use certification by NASA for 
LO/MIT-I. Startup development of waterborne 
low emissivity paints now known as LO/MIT-II 
and LO/MIT-II MAX.

SOLEC-Solar Energy Corp.
Robert Aresty and Matthew McNelis

www.solec.org

ICAA-Member Supplier
SOLEC-Solar Energy  
Corp.

Above: Areva Solar CLFR Concentrating Collector. 
Right:  Gran Telescopio Canarias, Canary Islands.
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world’s lowest emissivity, commercially available 
paint, LO/MIT-II MAX (“e”=.147) for attic 
barrier use.

Scientific R & D has always been essential to SOLEC’s 
business plan. What scientific breakthroughs originated 
at SOLEC?

Solec is the first and at present the only spray-
applied selective coating for solar thermal absorbers. 
It allows solar manufacturers to make a high-
efficiency, low-cost solar thermal collector in more 
than 30 countries around the world.

Solec is the first, and still the most efficient, 
spray-applied low-emissivity coating for use in 
everything from insulating attics to space ships.

S P O T L I G h T

SOLEC-Solar Energy Corp. is the largest manufacturer 
of specialized heat reflecting and absorbing optical 
coatings. Please describe the nature of these coatings 
and what they contribute. 
It is important to note that we are the largest 
company devoted solely to manufacturing and 
developing selective and low-emissivity  
coatings, but we are surely NOT the 
largest company in the world developing 
coatings. The industry we spawned 
through the development of these 
coatings has brought competition from 
some of the world’s largest coating 
manufacturers.

The selective coatings allow a solar 
absorber to efficiently convert the sun’s 
rays to heat without reemitting the heat 
energy back into the atmosphere in 
the form of long-wave infrared energy. 
The low-emissivity coatings provide a 
low-cost method of controlling infrared 
heat flows and make possible a low-

cost method of insulating everything from attics 
to auto parts. They also have many specialized 
applications such as the use in controlling thermal 
expansion in very large telescope assemblies.

What solar thermal and energy efficient technologies 
have made the biggest impact on energy savings?
The selective coatings have allowed manufacturers 
in Third World countries to make sophisticated 
solar water heaters for use in areas where 
electrical and gas energy sources are not plentiful. 
This allows for solar heated domestic hot water 
supplies in hospitals and dwellings where it would 
not normally be available. They are also used 
in very large solar concentrating collectors to 
generate steam to make electricity for these areas.

The low-emissivity coatings are widely 
used in the US for insulating attics, and they 
have large potential in developing countries for 
making dwellings in high heat areas much more 
comfortable at low cost, and thereby lowering the 
need for and use of air conditioning.

The history of SOLEC’s coatings includes some impressive 
alliances such as with the Montreal Canadiens, several 
large telescopes including the Aura Gemini Observatory 
South in Chile, the Ford Taurus, the Norfolk Zoo, Boeing, 
and Dragon missions to the International Space Station. 
How were SOLEC coatings used in this diverse assembly?
• The LO/MIT coating was used by the Montreal 

Canadiens to insulate the underside of the 
roof of their practice arena to lessen the heat 
penetrating the building envelope from the hot 
roof and lower the power needed to make the ice 
in the arena below. 

Continued on page 8

Above: SOLKOTE. Below right: Montreal Canadien’s Ice Arena.
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Spotlight on Solec-Solar Energy Corp. continued from page 5

• The LO/MIT coating is widely used on very large 
telescope domes (such as the Aura Gemini) to 
keep the entire telescope building from radiating 
large amounts of heat at night time which would 
change the focus of the telescope mechanism.

• The LO/MIT coating was used by Goodyear to 
coat Ford rubber engine mount covers to lessen 

S P O T L I G h T

Above: MIT’s ORC Parabolic Trough Collector, Lesotho, southern Africa

the deterioration of the engine mounts due to 
excess heat in the engine compartment.

• The Norfolk Zoo animal hospital used our most 
efficient product, LO/MIT-II MAX, to keep its 
veterinary facilities at a comfortable temperature 
to lessen heat stress on the animals.

• Boeing uses LO/MIT to 
insulate the exhaust ducts 
for auxiliary power units on 
many of its planes.

• SpaceX uses LO/MIT to 
insulate the cabin skin of the 
Dragon capsule because it 
adds hardly any weight to the 
total assembly, and is space 
certified.

How does membership in ICAA 
contribute to SOLEC-Solar Energy’s 
business goals? 
Our membership in the ICAA 
allows us to “rub shoulders” with 
professionals in an industry 
that is potentially our largest 
customer base. It also gives our 
small company credibility when 
competing with some of the 
giants in the industry.  
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lower installed costs
improved sprayability

The first single-application, open-cell spray foam 
insulation of its kind that requires no additional 
ignition barrier is now even better!

g Higher Yields, Better Product Performance and Easier Trimming
g Standard ISO Reduces Handling Costs
g Appendix X Approved - No Additional Ignition Barrier Needed
g Single Step Installation Saves Time and Money
g Quick, Easy Code Approval – Reduces Legal Liability

gaco.com  |  877 699 4226

by Gaco Western®

Continued on page 10

or more. The rules that govern these operations 
are codified in the Federal Motor Carrier Safety 
Regulations sometimes referred to as Title 49 Code 
of Federal Regulations.

Like many bureaucracies, the FMCSA is a study 
in evolution – a changing agency, continually 
developing into a more complex entity with ever 
over-reaching influence in a businesses’ operations. 
In the meantime, businesses continue to start up 
and shut down, grow and expand, and generally do 
what they were intended to do in the first place — 
serve the marketplace, generating a profit in the 
process, or face extinction. Its survival of the fittest 
in real time. 

In theory, the FMCSA and businesses are supposed 
to work out an amicable, although at times strained, 
co-existence. And in the case of businesses that 
consider themselves to be “motor carriers” it works 
reasonably well. The trouble comes when a business 

DOT Mock Audit Shows Serious Industry Risk
continued from page 1
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such as an insulation contractor fails to realize that 
they are a “motor carrier” and subject to the same 
rules as the trucking companies they see on the 
road everyday.

Government Oversight
The FMCSA monitors motor carrier safety 
performance by tracking the results of inspections 
performed at roadside (stationary and portable 
weigh scales), crash investigations, routine traffic 
stops, and by citizen complaints. Each violation of 
the FMCSR is added to a database where a two-year 
history is public information in the DOT’s Safety 
Measurement System (SMS), commonly referred to 
as the “CSA website,” https://ai.fmcsa.dot.gov/sms. 

When violations reach a threshold considered 
indicative of failed safety management programs, 
the motor carrier is subject to an onsite compliance 
review. When completed, the compliance review 
results in a safety fitness determination — or 
safety fitness rating — of either “satisfactory,” 
“conditional,” or “unsatisfactory.” If either of the first 
two is the outcome, the motor carrier can continue to 

operate its vehicles. If “unsatisfactory,” the company 
has sixty days to demonstrate improvement or have 
its vehicles shut down under an out-of-service order.

Although all violations are considered important, 
only those determined to be “critical” or “acute” 
affect the safety rating. When ten percent of the 
records reviewed are deficient for the same rule, 
it’s considered a “critical” violation. However, some 
rules are considered serious enough that a single 
violation of that rule will fail the company in that 
area. These are “acute” violations; for example, 
allowing a physically disqualified driver to drive or 
allowing a driver to drive while under the influence 
of a controlled substance are “acute” violations.

The audit process can take anywhere from a 
few days to a couple of weeks depending on the 
company’s preparedness and the number of drivers 
subject to the FMCSRs.

Findings
In this case study, the ICAA-member contractor 
had a well-established business and a history of 
providing quality services. The company owner was 
notified several weeks in advance of the upcoming 
review and was put in contact with Standard & 
Best’s lead auditor. During the weeks preceding the 

DOT Mock Audit Shows Serious Industry Risk
continued from page 9
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review, the company was provided lists of all the 
required documents needed for the review and 
coached on what to expect during the visit.

Based on the number of drivers under the 
contractor’s control, five driver and vehicle files 
were selected. Files selected for review during 
the audit are never random. Individual files 
are selected based on highway accidents over 
the previous year and drivers with a history of 
violations in the SMS database. 

At the review’s conclusion, it was determined 
that if this “mock audit” had been an actual 
DOT compliance review, the contractor would 
have received an “unsatisfactory” fitness rating 
requiring immediate attention to prevent an 
out-of-service order. In addition, according to the 
DOT’s Uniform Fine Assessment Worksheet, 
the contractor would have been subject to 
approximately $33,600 in fines.

The violations that adversely affected the safety 
rating were all “critical” violations and fell in  
four areas:
• Two counts of expired or undocumented 

medical examiner’s certificates (FMCSR Part 
391.45(a))

• Three counts of failing to retain a copy of the 
motor vehicle report used to qualify the driver 
during hiring (FMCSR Part 395.51(b)(2))

• Thirty counts of failing to retain supporting 
documents for hours of service (FMCSR Part 
395.8(k)(1))

• Five counts of failing to complete a periodic 
inspection of a motor vehicle (FMCSR Part 
396.17(a))

Besides these “critical” violations, there were 
several so-called lesser violations. Although these 
didn’t negatively impact the contractor’s safety 
rating, in the event of litigation these would lead 
an expert witness to make the declaration that the 
motor carrier had a disregard for the rules and 
procedures to safeguard public safety. 
• Employment application failed to include all 

required DOT information
• Failed to complete employment verification
• No road test
• Exceeding the allowable hours of service
• No record of hours of service
• False records of hours of service
• No system of vehicle inspections and 

maintenance

The areas that contributed most to the fines were 
failing to prepare and maintain complete driver 

files, timekeeping records, and vehicle annual 
inspections. The areas that were most detrimental 
to the company’s safety fitness rating were failing 
to preserve supporting documents and failing to 
keep minimum records of inspections and vehicle 
maintenance.

Conclusion
The contractor who participated in this review in 
many ways was a step ahead of others. It had time 
to build a developed infrastructure for managing 
the various phases of motor vehicle and driver 
operations. But like so many others who have yet 
to come under the DOT’s review, it was unprepared 
for the breadth and depth of the procedures and 
recordkeeping that are required.  Companies that 
fail to take DOT compliance seriously continue to 
place their future at risk.

ICAA has resources for its members so that they 
may learn how to comply with the FMCSRs.  Visit 
the Members Only page of www.insulate.org and 
find compliance tools such as Driver and Vehicle 
Checklists and numerous recorded Webinars.   
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President’s Message continued from page 2

We often talk about the economy and how we have 
been in the “downturn” for a while. Do not get caught 
up on all of this hype on good times versus bad times. 
Take some time to start centering your sales and 
marketing efforts around the fundamentals. I get 
very frustrated when I hear a salesperson say, “My 
phone has stopped ringing.” Hello!!!! When did you 
start standing back and waiting for customers to call 
you? When you stay in touch with your customers, 
you will begin to build the relationship and the trust 
necessary for them to want to do business with you. 

Increase your sales centers around building solid 
relationships. Follow up to show your desire to build 
a relationship with your customers and prospective 
clients. Regardless of which method you use, staying 
in touch with your clients is crucial to the success of 
your business. There are many valuable tools today 
that make this process easy and affordable. From 
e-mail to cell phones to snail mail, the simple act of 
following up will grow your business to the next level. 
Customers want someone whom they can trust and 
rely on, and that person can be you. If you are not 
taking care of your customers, then I promise you 
that someone else will. 

Let me break it down to you this way: customers are 
like girlfriends.  You have to work real hard to get 
them.  You are attentive, take them out, tell them 
how beautiful they are, buy them flowers, spend all 
your time with them, etc.  But as time passes, if you 
get too comfortable and stop giving them attention, 
if you take them for granted, if you blow them off 

to hang with the boys, if you stop bringing your “A” 
game to the bedroom, they may start to look for 
somebody who will.  If another guy/company starts 
to pay attention and do all of these things when you 
aren’t, she/your customer may leave you. You must 
not get “comfortable” with your customers.  You need 
to be attentive and give them the attention they need.  
You need to continue to build and strengthen the 
relationship day by day, month by month, and year 
by year.  Do not take them for granted.  It shows and 
it will end up with them leaving you.   

My Final Thoughts As ICAA President
Anyone who is not willing to do the work necessary 
to ensure their own success should get a job at 
McDonald’s flipping burgers because that is where 
they belong.  And if McDonald’s isn’t hiring, there’s 
always Burger King. But if you want to grow old with 
dignity — if you want to grow old and maintain your 
self-respect, then you better put the work in now.  
The days of working for a company and retiring with 
a pension are ancient history. And if you think social 
security is going to be your safety net, then think 
again.  At the current rate of inflation it will be just 
enough to pay for your diapers after they stick you 
in some rancid nursing home where a three-hundred 
pound woman with a beard and mustache will feed 
you soup through a straw and slap you around if 
she’s in a bad mood.  So listen to me and listen 
good: let the consequences of failure become so dire 
and unthinkable that you have no choice but to do 
whatever it takes to succeed.  

Now get out there and make it happen!  

 March 26 ICAA Legislative Action Day  Washington, D.C.
 March 27 ICAA Committee Meetings  Washington, D.C.
 June 26 ICAA Committee Meetings  Chicago
 October 1–3 ICAA Convention & Trade Show  Las Vegas
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