
Alternative Materials

“Environmental Awareness.” January
1996, p. 26. You may be surprised by all
the everyday items that are recycled use
in building materials. How about cabi-

nets made from beer barrels?

AWCI

“Exhibiting the Best.” February 1996,
p. 43. Our annual pre-convention spe-
cial here you’ll find out the details about

those firms exhibiting at AWCI's annual
convention.

Major, Michael J. “Baker’s Blueprints.”
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wall company in Texas and a new home
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vention.
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Fasteners
Insurance

Alderman, William H. “Getting a Grip
on Fasteners.” November 1996, p. 28.
Get a handle on the various mechanical
expansion fateners and anchors available
for various substrates and load capacities.

Getting Paid
Chelli, Ron. “Attached to EIFS.” Sep-
tember 1996, p. 48. An alternate title
for this article could be “Ode to Fasten-

ers," for this article expounds on the myr-
iad of attachment method.

Fireproofing/Firestopping

Major, Michael J. “Fireproofing Spe-

cialist.” November 1996, p. 14. Tom Wickham of Acoustic Ceiling &Partition

Cheatham of LCR Contractors in Dallas Co., Inc. offers advice for getting paid and

has made fireproofing his business. for beating the competition.

“Smoke-Free Casino.” November
1996, p. 44. A lot of work went into

firestopping the Mashantucket Pequot
Native American Reservation; 144,000-
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Brown, Don. “Fighting Fraud.” March
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paced most other factors that contribute to
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Kirschbanm, Les. “Getting Paid.” May
1996, p. 22. Set realistic credit Limits, let
your customers know your terms, and you

just may get paid on time.

Major, Michael J. “Competitive Edge.”
April 1996, p. 22. An acoustical-ceiling

contractor and AWCI members, Garrett

“Do You Care?” December 1997, p.
46. Managed care could be in the near

future for workers’ compensation. Discov-
er how changes in insurance could affect

your business.

“Insurance Assurance.” April 1996, p.
41. Six steps to finding an insurance agent.
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Spanos, Peter R “Right by Design.” July
1996, p. 54. Design liability is a new risk

Products, New

facing many subcontractors. Here's how to

spot a potential problem and then get the
proper insurance covenage.

Marketing

Johnson, Ronald H. “Keeping Cus-
tomers.” August 1996, p. 37. Quit look-

ing for new customers and start looking
fir new ways to phase the old ones-with

one-to-one marketing and with new
products and services.

Residential Construction
“Profitable Promos.” October 1996, p.
63. Put some pizzazz in your promotions
and watch your profits proliferate.”

Fleshood, Edie D. “Parade of Prod-
ucts.” October 1996, p. 28. Sample the
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who work with ceilings, drywall exteriors
and more.

Major, Michael J. “Product Roundup.”
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industry manufacturers who offer new
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tape—to the market.

“Bending Gypsum.” May 1996, p. 52.
USGS new flexible gypsum adds to the

appeal of award-winning townhouses.

Read this article and you also may learn a

few tricks for bending gypsum drywall.

“Custom Technology.” January 1996,
p. 46. Manufacturers in the home
improvement business can benefit from
software that allows them mass cus-

tomization at the point of sale.

“Japanese Niche.” January 1996, p. 24.
In the residential arena, Japan has the
demand and the United States has the

apply. Guess where you’ll find work?

MacQuoid, Alan. “Residential Steel.”
January 1996, p. 42. Light-gauge steel
framing is now a competitive framing
material in the residential sector.
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Safety

Woodson, Gerald. “Wake-Up Call.”
March 1996, p. 29. Statistics show that

many employers fail to meet even the most
basic requirements to ensure their employees
safety. Do you know the rules?

“Safety Survey.” March 1996, p. 81.
What are small-business owners doing to
reduce workplace accidents? How much
do they really care? The survey results tell

the story.

Steel

MacQuoid, Alan. “Residential Steel.”
January 1996, p. 42. Light-gauge steel
framing is now a competitive framing

material in the residential sector.

Moreno, Elena Marcheso, “Steel Stan-
dards.” July 1996, p. 20. There are still

some hurdles to jump, but steel framing is
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Technical

Maylon, Gary J. “Repent!” December
1997, p. 32. Could you or someone you
know be guilty of being a repeat offender

when it comes to the proper installation of
metal lath in portland cement stucco?
“New Spec, Parts 1 and 2.” February
1996, p. 37. From AWCI Technical Sub-
committee 2, this is the new spec for apply-
ing polymer finish to new and existing

portland cement plaster.

Tools and Equipment

“Drywall Inventions.” July 1996, p. 50.
Pneumatic drywall finishing tool are mak-
ing the job a Lot easier—on the applicator
and on the bottom line. You’regoing to ask

yourself why you didn’t think of it first!
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Hibbard, Kirby, “Vibration Reduction.” March 1996, p. 66.
Those who use pneumatic tools or who engage in repeated motions
may cause serious injury to their hans and wrists. Find out what

you can do to lessen the risk.

“Ready for Lift-off.” December 1997, p. 29. Two decades of
data were provided by distributors, and today's aerial work plat-

forms are better than ever as a result.

Well, Tony. “Bells & Whistles.” June 1996, p. 22. Discover the
latest in electronic gizmos and gadgets for power tools.

Miscellaneous

“Economic Forecast.” January 1996, p. 66. Suppliers predict

the industry's economic future for 1996.

Lee, Kym Tobin. “Covering the Basics.” February 1996, p. 28.
Wallcoverings offer many options to the commercial-building
owner, so every contractor and specifier should be able to cover the
details.

Moreno, Elena Marcheso. “Training Future Workers.”
November 1996, p. 34. Training the construction-industry
work force of the future begins today. This article provides a

summary of some of the options available for fiture laborers.

“Shear Tests.” August 1996, p. 25. APA—The Engineered

Wood Association now has the equipment it need to test the effect
of seismic activity on shear walls.

Spanos, Peter. “Patent Pending.” November 1996, p. 40. Think
your idea for a product is new? Here are some tips for determining
whether you can qualify for a patent, and how to get one.

Stasiowski, Frank. “Future Impacts.” March 1996, p. 71. Here
are some strategies to help those in the design and construction
industries stay ahead of the ever-changing, volatile marketplace.

The World of Concrete Show-Management Team.
“Tradeshow Organization.” March 1996, p. 45. When you

attend a trade show, you need to have a plan in order to see all
there is to see. Here are some tips for doing it right.
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