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The centuries-old history of stucco
in this country originated with the

European immigrants who found the
most promising opportunities for their
plastering trade in areas where
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materials for brick and siding were less
plentiful.

Today, stucco is still strongest where
these tradesmen took their roots or
eventually relocated. And it’s in these
same areas that stucco shows the
greatest potential growth—California,
Arizona, Nevada, Texas, the Sunbelt
from Louisiana to the Carolinas, and
Florida, as well as in numerous
isolated pockets as far north as Min-
nesota, Ohio, Pennsylvania and the
plains of Canada.

Climate, contrary to some beliefs,
has actually had little to no effect on
the use or preference of stucco for
either residential or commercial con-
struction. Stucco dwellings in the
Sunbelt may be associated with sun
and sand, but their distinctive exteriors
have resulted from the available raw
materials and the expertise of the resi-
dent workers. The concentration of
stucco structures has also, in turn,
perpetuated their acceptance and de-
mand. The future for stucco-whether
conventional, modified or as a com-

ponent in exterior insulation systems—
looks bright. Established stucco areas
are among the fastest-growing reloca-
tion areas. New technologies have in-
creased product performance. And
states now with energy building codes
have literally opened the doors to ex-
terior insulation systems and increased
use of stucco.

Although there is no single,
definitive study, industry experts do
estimate that stucco usage, measured
in terms of square foot surface area,
may be as high as 16% to 18% of all
specified exterior materials for single
and multi-family homes and some
high-rise condos. In California alone,
the stucco market is reportedly nearly
60% of the total residential surface
area available and represents about
40% of all such stucco work in the
continental United States. In com-
parison, Texas represents 8% to 10%,
Florida another 18% to 20%.

Through the evolution of new
technologies by manufacturers in the
past decade, the industry has presented
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“That stucco is less expensive than most other exterior coatings on the
market, that it can be applied faster than one brick at a time, and that it is

long-lasting with minimal maintenance are benefits hard to overlook.”

contractors with new challenges and As Gilbert Wolf, National Director
profit opportunities. Ten years ago, all of Training Programs for the National
a plastering contractor had to do was Plastering Industries, said, the stucco
put the stucco on the wall. Now he market is “a moving market” and that
must be concerned about admixtures“no other product has moved as fast.”
such as plasticizers, acrylics and glassThe extent of this movement will de-
fibers, compressive strengths, bonding pend upon the educational and promo-
agents, elastomeric coatings, energytional efforts of the manufacturers
ratings and integrated wall assemblies. aimed at the contractors as well as the

The overall market for all types of architects and other construction
conventional stucco and either pro- specifiers.
prietary or job-mix stucco will con- The following conversation between
tinue to gain a larger percentage of Ron Hodges,  Sa les /Market ing
the residential surface area. Job-mix Manager, W.R. Bonsal Company, and

modified and proprietary stucco for Harry Rourke, consultant to the
use with exterior insulation systems will plastering industry, summarizes the
at the same time gradually penetrate present situation and future direction
the traditional residential and commer- for conventional stucco in residential
cial markets. construction. W.R. Bonsal Company

is a manufacturer and marketer of
cement-based products, including stuc-
co finishes, elastomeric coatings and
exterior insulation systems. W.R.
Bonsal Company, licenser of SURE-
WALL® Products & Systems and a
member of EIMA & AWCI, is head-
quarted in Charlotte, NC.

RON HODGES: Where do you see
the stucco industry heading for single-
family, multi-family, multi-family
high-rise or 1-to-5 story commercial
applications?

HARRY E. ROURKE: Based on
my own 35 years of experience in the
industry and knowing both contractors
and manufacturers around the coun-
try, I believe the industry could reach
as high as 20% of the total surface

Ron Hodges Harry Rourke

area available for shelter. This would
be because of the new materials on the
market, as well as for the components
behind the stucco itself. Specifically,
steel framing, rigid insulation board
and their promotion, plus the modifi-
cations in conventional stucco will be
the key reasons.

HODGES: Why are we seeing these
changes?

ROURKE: There is always the
search for a better product in this
country. Traditionally, stucco offers
the benefits of economy and the search
here is for improvements through ad-
mixtures such as acrylics, glass fibers
and plasticizers and in finish coats. The
new proprietary, factory-mixed coats,
of course, lend themselves to minimum
maintenance because they are color
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impregnated. Beyond that are the new
elastomeric coatings that coat these
stuccos and effectively minimize or
hide the cracks. This is the state-of-the-
art in conventional stucco. And it goes
back to always seeking a better
product.

HODGES: Are the elastomeric
coatings gaining acceptance for their
ability to eliminate cracking in the
finished job?

ROURKE: Let me say first, the
residential market is a highly com-
petitive market. And I can’t say that
the products are fully understood yet.
There are a lot of various elastomeric
coatings on the market and the pro-
motional efforts are there, but they’re
used mostly when a job is in trouble.
Then it’s used as a full coating over the
entire wall to cover the cracks or it’s
used just to fill cracks and then painted
over.

HODGES: Do you think this prac-
tice will change as more contractors
become better educated about the
product’s benefits?

ROURKE: Yes, but this will depend
on the location and the needs of that
marketplace. For example, if Florida
stays with CBS construction and there
continues to be no energy codes and
wood studs are not extensively
adopted, the market there will remain
conventional grey, job-mix stucco, and
depending upon the area of Florida,
may or may not use a factory-prepared
finish coat.

But, truthfully, I don’t see this hap-
pening. As Florida and other tradi-

tional stucco areas approach the 90s,
there will be definite influences and
changes in the use of conventional
stucco.

HODGES: What changes have you
observed already?

ROURKE: Wood framing, strong in
California and other areas, will in-
evitably boost stucco usage in Florida.
Energy codes there and elsewhere will
also encourage use of exterior insula-
tion systems or more insulation into
the wall assembly, using some form of
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stucco as the exterior cladding.
HODGES:  What construction

markets have increasing potential for
conventional-type stucco?

ROURKE: Primarily single-family,
multi-family and multi-family high-rise
structures. Again, the reason for all
these is a matter of economics. The
residential market with their growing
number of residents will significantly
increase the volume of conventional
stucco.

HODGES: Then you are actually
seeing a rise in the 1-to-5 story com-
mercial market toward exterior insula-
tion systems?

ROURKE: Yes. After many years
of promoting and success, the archi-
tects and owners are now accepting it
as a standard building practice.

HODGES: How much influence
does architectural style have on the use
of stucco?

ROURKE: Considerable. Not just
because the architects want to use it,
but because the overall aesthetics have
captured public approval. Even north-

Broward Trade Center, Fort Lauderdale, FL

ern people moving south more readily
accept stucco there because it is the
norm. The bottomline is that the
growth areas of this country are going
to continue the use of stucco in one
form or another. And, for example, if
the people want brick and it’s cost pro-

hibitive or simply not available, the
look can be duplicated by using the
stucco-brick method.

HODGES: How concerned are con-
sumers with the apparent benefits of
stucco?

ROURKE: That stucco is less ex-
pensive than most other exterior
coatings on the market, that it can be
applied faster than one brick at a time,
and that it is long-lasting with minimal
maintenance are benefits hard to
overlook.

HODGES: Will the increased ef-
forts of manufacturers and the grow-
ing acceptance by contractors of stuc-
co admixtures and exterior insulation
systems have a detrimental effect on
the use of conventional stucco?

ROURKE: We will never see a total
decline in conventional stucco, but its
position in the shelter market as the
precentage of all stucco-type products
may shift in favor of either the job-mix
modified or the proprietary-type in-
sulation systems. When we look at the
multi-story market, the use of pro-
prietary exterior systems will depend
upon the amount of promotion by
manufacturers. On the other hand, in
the high-rise commercial market, all
categories of stucco—modified, pro-
prietary insulation systems or whatever
—fall off dramatically in favor of
other materials and systems.

HODGES: Essentially conventional
stucco is rivaled by its own modifica-
tions in wall assemblies?

ROURKE: Yes. But conventional
stucco is enduring well and will con-
tinue to grow as the number of dwell-
ing units increase. In some commercial
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markets, exterior insulation systems
will continue to grow at the expense of
other products.

HODGES: Do you see changes in
application techniques?

ROURKE: I really don’t see much
difference in application techniques.
The percentage of use between hand
applications and plaster pump applica-
tions will stay about the same. This has
a lot to do with the type of buildings
and the areas. From California to
Texas, the traditional applications has
been plaster pump, unlike in the
southeastern coastal areas. In Califor-
nia, they have a tremendous amount
of tract work. The type of construc-
tion there more easily lends itself to
plaster pump application. On the other
hand, in the South, there are more
high-rises and you can’t handle a hose
on a high-rise swing scaffold as you
can on frame scaffolding or on the
ground. But, whenever plastering con-
tractors can use the pump, regardless
of their location, they do.

HODGES: Are attitudes in the in-
dustry changing with the growing
technologies?

ROURKE: Yes, they are, but it’s
due primarily to contractors of the
more conventional stucco techniques
expanding into the full spectrum of
wall and ceiling constructions.

HODGES: In spite of the obvious
benefits of elastomeric coatings, why
is there still resistance in the field to
this new product, as well as to the use
of admixtures?

ROURKE: This is also a question of
education. But I’m finding, more and
more, contractors are realizing that
they are members of the total team
responsible for making a better wall or
ceiling, although contractors, as a rule,
often consider themselves technicians
or expeditors. For this reason, some
manufacturers have concentrated their
efforts solely on one of the other
members—architects, dealers or the
sales representatives. But until these
manufacturers educate al l  team
members, will contractors be in a bet-
ter position to recommend specific
products that will make a better wall
or ceiling possible. The bottomline is
that the uninformed team member
doesn’t realize the value afforded to
him otherwise.

HODGES: Although stucco is still
predominantly used in housing, what
special applications of stucco show
promise?

ROURKE: Small and decorative
areas of buildings, such as canopies for
shopping centers and hotels and special
relief work can be profitable. But this
type work is only 1% to 2% of both
housing and the 1-to-5 story commer-
cial markets.

HODGES: What will be the next-
generation stucco?

ROURKE: The next generation will
actually be the continual modification
of conventional stucco and exterior in-
sulation systems. But again their suc-
cess will depend upon the acceptance
and awareness by the contractors,
which gets down to the marketplace of
selling. This is where the future in this
industry lies. We have an awful lot of
technology to present, but it must be
in more understandable terms. Areas
about products not fully understood,
such as compressive strengths and
modifications of stucco formulas, are

needed to combat cracking, for exam-
ple. With better answers, contractors
can continue to build better walls and
insure a better future for themselves.
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