
T. J. VOGLE:

H e didn’t come as a stranger.
W h e n  T h e o d o r e  J .  V o g l e ,

Chairman of the Board of Subcon,
Inc., of Tulsa, Okla., and Pres-
ident of the Gypsum Drywall Con-
tractors International, eased up to
the  pod ium dur ing  the  iaWCC
Board  o f  D i rec to rs  meet ing  in
London last March the contractors
assembled there knew of him.

They knew him as a successful
contractor who with soft-spoken re-
lentlessness in pursuit of a goal can
prove that a step back or sideways
is often as valuable as a step for-
ward.

About the proposed Plan for
Consolidation between iaWCC and
GDCI, T. J. reviewed the delibera-
tions by GDCI at its San Diego
convention earlier in the month and
how they had decided overwhelm-
ingly to approve combining the two
associations. When questioned, he
ducked no issues and fielded the
matter of the first try’s failure two
years ago with the same easy di-
rectness that he provided to other
queries.

When T. J. and iaWCC’s Frank
J. Krafft, who had been president
of iaWCC when the first consolida-
tion attempt failed, had completed
their reports, the iaWCC directors
approved the consolidation unani-
mously. A few days later, the entire
iaWCC convent ion extended i ts
unanimous approval.

Photo above: The headquarters of
Tulsa’s Subcon, Inc. is located in an at-
tractive two-story structure with room
available for expansion.
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Going After Results

GDCI’s former president was instrumental
in achieving the iaWCC/GDCI
Consolidation, using principles that
created a successful business

When a necessary mail ballot
among iaWCC’s membership was
counted, the approval was nearly

97 percent in favor. By May 15, the
consolidation was formalized at a
special meeting in Reston, Va.,
and this July 2, 1976, the consolida-
tion between the two associations
became effective.

For T. J. Vogle and the leaders
of both associations, the achieve-
ment of a consolidation that had
long been sought and encouraged
by all segments in the industry was
but further proof that fragmenta-
tion is losing its grip in the con-
struction industry.

And for T. J., it was also ad-
ditional proof that success doesn’t
a l w a y s  c o m e  a t  t h e  e n d  o f  a
straight,  undeviat ing l ine.  That
was evident not only in his efforts
to achieve a consol idat ion that
would be beneficial to the wall and
ceiling industry but also in his own
business career.

There were a number of starts,
steps, and strategies involved be-
fore Subcon became the biggest di-
versified drywall construction firm
i n  t h e  T u l s a  a r e a  w i t h  s o m e
$4,000,000 annual volume in dry-
wall, acoustics, and painting.

Born in Snyder, Okla., the 65-
year-old construction executive in
1930 left the Oklahoma A&M cam-
pus where he was studying en-
gineering and in 1936 went to work
with the state highway department
as a rodman.

In 1939 he joined the Corps of
Engineers, and the following year
went back to the highway depart-

ment. In 1942 he returned to the
Corps of Engineers where he re-
mained until 1947 when, with civil-
i a n  e m p l o y e e  s t a t u s ,  h e  w a s
bumped out of his job.

With the bump came the realiza-
tion that his son, Ted G., was in
the third grade of school—and in
his fourth school—T. J. decided to
settle in Tulsa where he found work
with a local roofing company which
was building a concrete plant. In
1949 he joined a Tulsa acoustical
company and ran jobs there until
1957 when he bought the acoustical
department f rom the company,
naming it Vogle Company, Inc.

A year later he sold the acousti-
cal company to another firm and
then managed it for his new em-
ployer. By 1964, his son, Ted, had
graduated from Tulsa University
with an economics degree so the
two of them bought back the com-

(Continued on Page 32)

The real “Ted” Vogle of Subcon, Inc. is
the reason GDCl’s former President pre-
fers to be called, “T. J.” Ted is the chief
executive officer of the company.
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pang, reincorporated as the Vogle
Company, and began the climb to
a major commercial-industrial po-
sition.

Later, when he graduated from
Tulsa University with an econom-
ics  degree ,  T .  J . ' s  o ther  son ,
William (“Bill”), joined the com-
pany as controller.

In 1971 the company’s name was
changed to Subcon, Inc., and the
firm moved into its present head-
quarters,  an at t ract ive 4, .500-
square foot, two-story office and
warehouse facility with an adjacent
100 x 200 lot.

For the past half-dozen years,
son Ted has been the chief execu-
tive officer of the company while
his father has devoted himself to
industry and association affairs.
Ted, who would prefer to be called
“T. J.” so as to avoid name iden-
tity problems with his son whose
name really is “Ted,” still keeps
his hand in the estimating function.

But under his two sons’ steady,
driving control the company has
expanded swiftly and safely, thus
leaving Ted free of day-to-day op-
erational problems. The industry
has been the beneficiary.

A member of GDCI since 1967,
T .  J .  served  as  reg iona l  v ice
president, chaired several commit-
t e e s ,  a n d  f i v e  y e a r s  a g o  w a s
elected secretary of  GDCI. He
“moved through the chairs” and
became president last year, and
then chairman this past March. In
1973, the association named him
“Man of the Year.”

T. J. is also a national represen-
tative on the National Joint Paint-
ing, Decorating and Drywall Ap-
prent ice Training Committee, a
member of the Tulsa Executives
Association, and the Elks Lodge.

He and his wife, the former Miss
Lily Grozier, a native of Southwest
Oklahoma, live in Tulsa in a con-
temporary ranch type home. There
Ted can tend to his vegetable gar-
den and, when the mood strikes
him, travel a short distance to the
McClelland-Kerr Waterway for a
bit of his favorite bass fishing.

For T. J. Vogle it has been a
long, sometimes circui tous trek
from the hardware store and wheat
and cotton farm of his father. By
his own admission, had there been
no Great Depression he perhaps
would still be in the hardware busi-
ness where he worked during high
school.

But now he is committed to his
industry. He will be a member of
the iaWCC/GDCI Executive
Committee, and his goal now will
be to see that the consolidation will
become the industry benefit that he
and the others have worked so hard
to realize.

In his office recently, Ted Vogle
took  some t ime ou t  to  ta lk  to
C O N S T R U C T I ON  D I M E N -
S I O N S  a b o u t  t h e  c o n s o l i d a -
tion . . . and a few other things
that keep a construction man busy.

DIMENSIONS: Ted, as one of the
leading proponents of the consolida-
tion between iaWCC and GDCI,
what is it that you see being ac-
complished by this move?

As Chairman of the Board for Subcon,
most of T. J.‘s time is devoted to industry
affairs, but he still finds time to review
figures with company controller and son,
Bill.

VOGLE: There are a number of
things that this consolidation is ca-
pable of accomplishing. But the big
thing, I believe, is that it will pro-
duce a much stronger association
for the diversified interior contrac-
tor than could ever be achieved by
the separate organizations.

Certainly, by having one associa-
tion now we should be able to stop
most of the unnecessary duplica-
tion and, let’s be fair about it, some
of the animosity between contrac-
tors who are really moving toward
the same type of business.

DIMENSIONS: How do you see
that consolidation between two or-
ganizations producing benefits for
the individual iaWCC or GDCI
member?

VOGLE: Well, we all have pret-
ty much the same problems and
same questions. So i t  would be

(Continued on Page 43)
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unity, I think. It’s rather difficult
for me to understand why business
people want to fragment them-
selves because we’re al l  in the
same business—and that’s what it’s
all about.

Our common adversaries—big
government ,  b ig  labor  and the
united approach of general contrac-
tors, architects, engineers, and
some others—allow them to take
advantage of their unity. Our added
strength will now help us against
these groups.

DIMENSIONS: Where do you see
a specific example of this additional
strength applying itself?

VOGLE: Well, for example, the
general contractor’s contract has
clauses written in there-and this is
perfectly understandable from their
viewpoint-that are primarily ad-
vantageous to the general contrac-
tor.

In some instances, even though
many of these clauses are generally

accepted in the industry, I think
they are very unfair to subcontrac-
tors. The conditions of payment is
a major one. Lots of work has been
done  i n  t h i s  a rea  by  i aWCC,
GDCI, CISCA, and the ASA to
rectify these so-called inequities.

Today, the general contractors
and the architects are much more
aware of what we consider to be
fair treatment. There is movement
being made, and with a stronger or-
ganization we can greatly add to
the effort.

DIMENSIONS: While these ob-
jectives are desirable ones, there is
still the challenge of forming an ef-
fective, viable organization. Where
do you see the principle obstacles to
a successful consolidation?

VOGLE: I ’m very  s t rong on
this, and my own feelings have to
be one of complete optimism about
this consolidation. I think that per-
haps it will take a little time for the
consolidation to become firm, but I
do want to express the feeling that
we have to make a go of this oppor-
tunity.

The crux of the problem is sim-
ply this: we’re all business people
and we should act like responsible
businessmen and begin going after
the problems that are common to
us all . . . again our common ad-
versaries.

The only legitimate thing that
can hurt is the fear and misunder-
standing that one organization may
have for the other. If nothing else,
there are no grounds for anyone to
fee l  that  one organizat ion has
“taken over” or that anyone is get-
ting the short end of a deal. We all
tried to make this consolidation as
fair and as equitable as possible,
and now I’d like to see the two
bodies get together and have a
much better association than either
has had on its own at the present
time.

DIMENSIONS: Earlier, you men-
tioned that contractors are all in the
same type of business. Was that an
interior systems concept you were
using?

VOGLE: That’s right. There are
(Continued on Page 44)
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many contractors who can con-
tinue indefinitely to exist on one
line or one service. But the con-
tractor who will be enjoying overall
success is the one who is more di-
versified.

DIMENSIONS: Why do you say
that?

VOGLE: Every contractor real-
izes that any of these particular
lines run in cycles. If you diversify,
you can take advantage of the dif-
ferent cycles and fill in your busi-
ness flow, smooth it out, and keep
a healthy cash flow.

In drywall and painting, there’s a
diversified relationship. And there
are other compatible interior lines
—demountable partitions, acous-
ticals—that would also follow this
line of thinking.

Subcon is not in some interior
finishes—not because we don’t be-
lieve they’re compatible—but sim-
ply because we’ve never become
involved in such services as floor-
ing, tile, or plastering.

DIMENSIONS: The general con-
tractors are enouraging this move-
ment, too, aren’t they?

VOGLE: Oh, yes. The general
cont rac tor  fee ls  that  more and
more it’s to his advantage to place
greater responsibility on one firm.
And they’re doing this as much as
possible. This quite often contrib-
utes to better scheduling, smoother
flow of work.

DIMENSIONS: Such a shift obvi-
ously means a greater cash outlay
and financing strain on the subcon-
tractor. Not all specialty contractors
have the resources to assume this
extra responsibility, do they?

VOGLE: Not all of them, no,
but subcontractors are already the
financial backbone of the construc-
tion industry. We finance a big por-
tion of the industry—and the trend
is apparently to finance more of it.

And that’s in addition to being an
employment agency and doing a lot
of other things for a lot of people in
this industry. I sometimes wonder
how many of our employees recog-
nize the agony that we subcontrac-
tors go through just to keep them
employed.

DIMENSIONS: Do you see any
other trends or developments that
will be effecting wall and ceiling con-
tractors?

VOGLE: If I knew for sure what
new innovations or developments
are coming up I could retire as a
millionaire on the answers. But we
all must be receptive to new inno-
vations.

The t rend today,  I  th ink,  is
c lear ly  to  drywal l .  Even here,
though, we must remain flexible
enough to take advantage of new
t r e n d s .  N o w  t h a t  c o u l d  b e  a
s t ronger  move to  pre- f in ished
walls. The steadily increasing labor
rate is virtually forcing a rapid de-
velopment in this area.

the coin on labor rates is produc-
tivity. What does your firm do to get
maximum productivity?

VOGLE: We get our produc-
tivity through our field superinten-
dents and that’s Benny Benge in
painting, and Fred Martin in dry-
wall and acousticals. They are both
acutely aware of production and
they are given the complete infor-
mation they need to bring the job in
profitably.

We hold staff meetings here in
the office when my son, Ted, calls
them and we keep published min-
utes. Unlike some others, we don’t
hold meetings on a regular schedule
or just for the sake of holding a
meeting.

DIMENSIONS: Many areas of the
country are experiencing an acute
shortage of job prospects. Do you
see a need for more selling by sub-
contractors?

VOGLE:  Wel l ,  in  Tu lsa,  we
haven’t been hit as hard as some
other areas. Work has pretty well
held up. But if subcontractors have
a weakness it’s in selling. Contrac-
tors aren’t  salesmen l ike some
other professions because we pre-
fer that our work sell itself.

But when you’ve done a good job
and you’ve satisfied your customer
the opportunities will be there for
more work. Work is coming back
—slowly maybe—and the good
contractors, bid or sell, are going
after it. o
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