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The Museum of Fine Arts, Houston 
(MFAH), one of the largest muse-
ums in the United States and the 

oldest art museum in Texas, initiated a 
two-phase, $450M expansion in 2015. 
Phase I includes construction of the Glas-
sell School of Art, a highly regarded 
school serving as the teaching wing of 
the MFAH.
  The Glassell School of Art hosts 
classes, workshops, and educational op-
portunities for students diverse in age, 
interest, experience and needs. Glassell is 
one of the only schools of its kind, with. 
classes for students ranging from three 
to 18 years of age. Nearly doubling the 
size of the previous structure, the new 
school is approximately 80,000sf and re-
places the original building, which was 
designed by architect S.I. Morris and 
housed the school since 1979.  
 McCarthy Building Companies, Inc. 

began construction on the Glassell 
School of Art – Museum of Fine Arts, 
Houston, in late 2015. From demolition to 
completion, phase one took 31 months 
and cost approximately $103 million.
 The unique L-shaped building was 
constructed of a series of sandblasted, 
pre-cast concrete panels, alternating 
with panes of glass, in a rhythm of verti-
cals and slight angles. No two panels or 
windows are the same shape or size. Al-
though this was a challenge, it’s also 
what makes the building unique. From 
the moment you walk up to the building 
and see iconic pieces of art and a rooftop 
garden, to when you step inside and see 
the floating staircases and exposed con-
crete, you feel like you are in a museum 
rather than a school.
 Primary structural construction was 
comprised of pre-cast structural panels, 
concrete ring beams and hollow core 

continued on Page 14

From toilets to tanks

For Steve Williams, owner of Hous-
ton Water Heaters, the “aha!” mo-
ment came when he was working for 

another company and had to do a hot wa-
ter heater install for a lady. When he hand-
ed the $1,000 check for the job over to the 
company’s receptionist, that’s when he 
knew “I was on the wrong side” of the 
transaction.
 Two years later when that company 
laid him off, Williams had “$35 in the 
bank and the rent was due.” He then 
hand-painted “Centerline Plumbing” on 
the side of his little Datsun pickup and 
ventured out on his own in 1991.
 The only glitch was: Williams really 
“never wanted to be a plumber. I still 
don’t like it,” he laughs. He started plumb-

ing after high school, working for his 
town’s water department. He and some 
other guys would do plumbing work on 
the side, during their lunch breaks. “We 
used to make more money during lunch 
than we did on our jobs.”
 While running Centerline, as well as 
being a sub-contractor plumber for 
Lowe’s, Williams discovered that the real 
money wasn’t in faucets, but hot water 
heaters. “When you sell a hot water heat-
er,” he explained, “it’s a big ticket item.”
 Thus, he got out of plumbing and 
started Houston Water Heaters in 2008 
and never looked back. “We switched to 
hot water heaters in ’08 and it took off 
like a rocket,” Williams said. 

Steve Williams, owner of Houston Water Heaters, with his wife Jocelyn  
and kids (l to r): Alex, Valerie and Stevie.

Glassell School of Art

The irony of Jim Campbell owning 
Mustang Metal & Supply is 
definitely not lost on him.

 “When I graduated from Texas A&M 
in 1977, my degree was in industrial 
education, and I taught shop in the public 
school,” he says. “My least favorite course 
to take in college – and to teach – was 
metals. I just didn’t enjoy working with 
metal – and now I own a metal shop!” 
 It was a fate that came looking for 
Campbell, and one that he couldn’t really 
escape.
 “When I left teaching, I went into 
commercial masonry as an estimator,” he 
says. “I was a customer of Mustang Metal 
and that’s how I built a relationship with 
the previous owner, Dan Lubbock. He 
called me one day to see if I could come 

work for him as his exit strategy and buy 
the company. I was living in South 
Carolina at the time, and I moved back to 
Houston in 1996 and came to work for 
Mustang Metal. I closed the deal on the 
sale of the company in January 2006 and 
the rest, as they say, is history.”
 Twelve years later, Campbell says the 
company remains relatively unchanged. 
Many of his 13 employees have worked at 
the company since the beginning, and 
they crank out specialty stainless steel 
anchors for stone the same way they 
always have. Campbell has added a few 
perks, however, 
 “We have a Coke machine in the 
shop; all proceeds go into a pot and 
when we get enough, we buy meat and 

Bill Campbell (bottom right), owner of Mustang Metal, with his crew.
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Flooring is my game
Construction News ON LOCATION

L-R:  Kaylyn Smith and Patrick Garley is their name, flooring is their game.  
These guys were more than ready to smile for Construction News at My Flooring America, 

22121 Katy Frwy., Houston, TX. -cmw

Still the one From garage to growth

Keith Lamb knew plumbing was 
“the one” for him the instant he was 
introduced to it.

 “I wanted to get into a trade and 
plumbing was the first one that opened its 
doors for me,” Lamb explains. “I’m originally 
from North Carolina and then I lived in the 
Great Lakes area in northern Illinois, and 
that’s when I got into construction. I did 
maintenance for an apartment complex 
but I didn’t know anything as far as the 
trades. Plumbing was actually one of the 
things that was interesting to me; it’s the 
one that stood out the most and the one 
that I knew the least about. When I started 
learning about it, it caught my attention.”
 Lamb started doing small plumbing 
jobs before moving to Florida and 
working on residential projects. The 
economy dip in 2008 brought him to San 
Antonio, where he completed his 
plumbing apprenticeship. When the ink 
was dry on his master plumbing license 
in 2013, he quit his job and established 
Flat-Out Plumbing LLC in Houston.
 “I had all of my funds and tools that I 
accumulated along the way since I knew I 

was going to start my own business, and 
I put whatever I had in my wallet at the 
time into advertising,” he says.
 While the past five years haven’t al-
ways been easy, Lamb has built the busi-
ness at a steady pace. He and his staff 
give back often to their community 
through national organization Switching 
Lanes. They also assisted Hurricane Harvey 
victims, both through clothing and plumb-
ing service donations.
 While he hopes to expand the 
business, Lamb is content to connect with 
the customers he already has.
 “I do something new every day,” Lamb 
says. “I’m helping somebody out, and I 
make their day when I can fix it and answer 
all of their questions. I’m actually teaching 
them at the same time if they have an 
interest in it. What I really like are the people 
that I meet that I normally wouldn’t. 
Everybody needs a plumber and you never 
know whom you’re going to help or what 
their profession is unless you talk with 
them. They open my eyes to a new world.” 
 Subcontractor Flat-Out Plumbing LLC 
is in Houston. –mjm

Keith Lamb, owner of Flat-Out Plumbing, LLC. 

When Al Hendee founded 
Hendee Enterprises Inc. from 
his garage in 1965, he did not 

imagine a simple idea of fabricating a 
filter for a rail car would evolve into the 
company it is today.  
 “They started fabricating filters for the 
industrial division for rail cars,” Yvonne 
Wilson-Jones, the company’s division ac-
count manager, explains. “When they saw a 
niche market for manufacturing other 
fabric-related products such as awnings, 
canopies and shade structures, adding the 
additional product lines was a strategic 
business decision that would continue to 
evolve the company over the years.”
 Fast forward to present day, over 50 
years later, Hendee continues to stand 
out as an industry leader offering 
products to major retailers such as 
Walmart and Target, in addition to 
municipalities, school districts, military 
bases and other commercial clients. As 
consumer demands and needs change, 
Hendee strives to stay ahead of the 
industry and exceed their expectations.
 Wilson-Jones has borne witness to 
much of the company’s evolution since 

she joined Hendee Enterprises Inc. 20 
years ago, working her way up from that 
sales department executive assistant to 
division account manager for the 
Sunveil™ Shade Structure and Force 12™ 
Hurricane Product Lines.
 At the 125,000sf manufacturing 
facility located near NRG Stadium in 
Houston, the group remains hardworking 
and connected to each other and their 
community through company luncheons, 
volunteering with the Houston Food 
Bank and donations to the Red Cross.
 Wilson-Jones says current president 
Robert Veasey is leading the company 
into a bright future.
 “He’s a personable, hands-on 
manager who has an open-door policy,” 
she says. “The culture here at the 
company is relaxed and he doesn’t act 
like a typical president; he’s more of a 
person who connects with the 
employees,” she says. “In the near future, 
we hope to continue to grow the product 
lines and our current markets as well as 
expand to new markets.”
 Manufacturer Hendee Enterprises Inc. 
is located in Houston. –mjm

Grady Park, Galleria area, Houston

CONSTRUCTION NEWS   Houston      

 The Houston Construction News   (ISSN 1547-7630) 
is published monthly by Construction News LTD., 
dba Houston Construction News, and distributed by 
mail to construction-related companies in Houston 
and surrounding counties. 
 All submissions should be mailed to our 
editorial offices.  We reserve the right to edit any 
materials submitted.  No fees for materials, copy or 
photographs submitted will be due unless agreed 
upon in advance in writing.  Submissions will be 
published at our discretion on a space available 
basis.
 Construction News, Ltd. , dba Houston 
Construction News, will not be liable for errors in 
copy or in advertisements beyond the actual cost of 
space occupied by the error.  Publisher reserves the 
right to reject any advertisement at any time.

 

If you are a construction-related company in the Houston area and would like an article
about your company, your personnel or your event, call us for an interview.

There is absolutely no charge for interviews, articles and photos.  

AustinEditor@ConstructionNews.net
HoustonEditor@ConstructionNews.net

DFWeditor@ConstructionNews.net
SAeditor@ConstructionNews.net

Call  210-308-5800  or email information to:

Construction News Ltd. Home Office
P.O. Box 791290 • San Antonio, Tx  78279

210-308-5800   Fax 210-308-5960

Houston Area Counties
Harris, Galveston, Fort Bend and 

Montgomery counties 

Carol Wiatrek
Lexie Velasquez

Melissa Jones-Meyer
Jesse Abercrombie

Publisher . . . . . . . . . . . . . . . . . Buddy Doebbler
Editorial/Production . . . . . . . Reesa Doebbler
Managing Editor . . . . . . . . . . . . Carol Wiatrek
Production Manager. . . . Helen Greenwood
Administration . . . . . . . . . . . . . . . .Terri Adams
Account Manager . . . . . . . . . . .Dana Calonge

Daniel Zulli
Reesa Doebbler

Ann Keil
Danielle Diaz

Editors

Contributing Editors

©2018 Construction News, Ltd.

Visit our Website to sign up for a
free monthly Digital Subscription

www.ConstructionNews.net



Houston Construction News • AUG 2018 Page 3

The outcome

One knock on the door 
and the family trade an-
swered for Juan Carca-

no who says, “I grew up around 
paint all my life.” His father and 
uncle would refinish antiques 
back then. Carcano’s uncle start-
ed painting houses and he 
helped his uncle when he would 
get out of high school. 
 Carcano mentions that 
when his uncle passed away, he 
had taken over his business and 
established a new business of 
his own.
 Today, Carcano is the owner 
of Immaculate Painting and 
Construction, located in Galves-
ton, TX. 
 He specializes in coatings. 
“We do waterproofing, concrete 
repair, anything to do with a wa-
ter park and epoxy floors,” said 
Carcano. 
 Water parks? Their first water park 
project was 10 years ago; it was the 
Schlitterbahn in Galveston. 
 While Schlitterbahn is a well-known 
water park, Carcano said they “don’t 
touch the bigger parks too much.” How-
ever, they do work on splash pads and 
smaller parks. 
 Immaculate Painting and Construc-
tion has its name because Carcano is a 
perfectionist and wants things to be im-
maculate, clean and pristine. 
 There are 12 team members working 
in the company. Nine are out in the field. 
 Carcano knows how important it is 
to do the cleanest job possible and re-
spect customers. He tells his crewmem-
bers, “Do the cleanest job possible and 
always respond to your customers in a 
timely manner.”

 Carcano even socializes with his cus-
tomers doing outside activities, such as 
golfing and fishing. 
 We asked where is the favorite spot 
to take customers fishing. Carcano re-
sponded with, “my backyard.” He ac-
knowledges how fortunate he and his 
family are to be able to live on the water. 
“I can go out there and cast the line any-
time I want.” 
 A fun fact he shared was that he met 
his wife through work. He remembers 
needing to hire someone to help him do 
his books.
 Turned out to be perfect. 
 Immaculate Painting & Construction is 
a commercial painting/ restoration service 
in Galveston–lv

Juan Carcano 

100 years and a new leader

The Association of the Wall and Ceil-
ing Industry (AWCI) has a new lead-
er for 2018-2019.  

 Jerry Smith has been elected to 
lead the association as AWCI celebrates 
100 years. The association  represents 
2,200 companies and organizations in 
the acoustic, ceiling, drywall systems, ex-
terior insulation and finishing systems, 
fireproofing, flooring systems, insulation, 
stucco contractors, suppliers and manu-
facturers and those in allied trades.
 Wall and ceiling construction is a ba-
sic service and is part of every construc-
tion project. Even ancient structures like 
the Parthenon and the ancient pyramids 
of Egypt had wall and ceiling contractors. 
 Plastering contractors had local 
unions in the early 1900s, but there was 
no international plastering contractors 
association. AWCI filled that need in  
1918. The Contracting Plasterers Interna-
tional Association became AWCI, a forum 
for unity and direction transforming the 
trade.
 Smith is the president of Baker Tri-

angle’s Austin, TX division and has been 
part of the Baker team for 40 years. He 
started out as a helper in 1977 installing 
acoustical ceilings. Eighteen months later 
Smith was promoted to foreman. In 1983, 
he became an estimator trainee and a 
few years later, he was a project manager. 
When an opportunity arose within the 
company to open a branch office in Vir-
ginia, Smith was chosen to lead that of-
fice. His proven track record didn’t stop 
there. In 1995, the Texas economy creat-
ed a demand for a new office in Austin 
and Smith found himself in Texas.
  “I’m confident he will serve us well,” 
says outgoing president Ed Sellers. Smith 
says that becoming AWCI president, “is 
something I always wanted to do, but 20 
years ago I never thought I would reach 
this point. It’s a privilege and honor to be a 
part of this organization in this capacity.” 
 Congratulations Jerry! 
 Baker Triangle is a drywall and plaster-
ing specialty contractor with offices in  
Dallas/Fort Worth, Houston, San Antonio 
and Austin. -cmw

Jerry Smith, Baker Triangle’s Austin president addresses AWCI as  
the new 2018-2019 AWCI president.
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To say “Hi”
Construction News ON LOCATION

Safety first

For more than two years, Mobil Steel International Inc. has been working safely  
without suffering an OSHA recordable injury. Congratulations! -cmw

Eric Stevens with Jo-Vale Stucco & Stone took a moment to say “Hi” to Construction News 
while picking up an order at Mastercast Inc. in Katy, TX. -cmw

A four-letter insurance word
and its various definitions
Austin Goolsby, Vice President
TexCap Insurance
Dallas, TX

The first time a four-letter word crossed my lips as a 
child it was quickly followed by a bar of Dial soap. 

This was an unpleasant introduction into the diverse 
English vocabulary and having an older brother only 
improved the odds of that bar of soap landing on my 

tongue again. In reference to general liability, the same can be said when outlining 
the type of work performed to an underwriter when the word residential is used, but 
instead of a Dial dental exam it’s a raised eyebrow promptly followed by laundry list of 
questions. 

 The adjective residential is defined as 
“a place to live” or “of relating to the plac-
es where people live.” Those are both 
simple definitions but in the wide world 
of insurance the word residential is about 
as clear as mud. I’ve seen a large national 
carrier define residential as “any structure 
where 30% or more of the square foot 
area is used or is intended to be used for 
human residency.” When did figuring out 
your company’s insurance coverage boil 
down to a math problem? I would say the 
most common definition comes in some 
form of “any single or multifamily hous-
ing, apartments, duplexes, townhomes, 
condominiums or cooperatives, time-
shares, or any other place of domicile.” 
Other types of property that have been 
defined as residential by some insurance 
companies are hotels and motels, col-
lege/university housing or dormitories, 
long term care facilities, nursing homes, 
prisons and hospitals. These examples of 
what a residential definition could be are 
just the tip of the iceberg when discuss-
ing the variances from carrier to carrier. 
When you combine the application of 
coverage with these definitions it can get 
confusing in a hurry. For instance, there 
could be coverage if you are only per-
forming service work on a condominium 
but undertaking a new construction in-
stall on the same type of structure could 
be excluded. More often than not, this 
headache can be avoided because the 
carrier is willing to endorse the policy to 
include coverage for some of the proper-
ty types listed above, with apartments 
and mixed-use buildings being the most 
common.

 We can put together how the word 
became such an uneasy topic with un-
derwriters if we look at how the types of 
property previously mentioned are typi-
cally owned. Undoubtably, single-family 
dwellings, duplexes, townhomes, condo-
miniums or cooperatives, and time shares 
are owned by individuals or a large col-
lection of individuals, and all other forms 
of property not stated are generally 
owned and operated in a commercial ca-
pacity. This disparity drives the muddled 

definition of a simple word, which is the 
result of decades of claims history and 
industry trends. 

 The prospect of an insured perform-
ing work on a premise that is owned by a 
large collection of individuals, like a con-
do, opens the door to the possibility of 
multiple claimants or multiple lawsuits 
and that is the elephant in the room. The 
same can be said for timeshares, duplex-
es and town homes. On the contrary, if a 
property is owned and operated by a 
single entity, the number of potential 
claimants or lawsuits is dwindled down 
to one in majority of scenarios. The con-
sequent effect is the amount that can be 
paid out on your behalf by the insurance 
company. If a claim is settled with one 
claimant on a property with multiple 
owners, you can then multiply that 
amount by the number of owners, which 
can add up in a hurry. Insurance compa-
ny’s try best their odds from the begin-
ning by reducing the number of possible 
claimants or lawsuits a policy’s incep-
tion.
 At the end of the day, there is insur-
ance for any and all types of work you or 
your company are or want to get in-
volved in. The real question is the in-
creased cost of the desired coverage 
worth the reward? That is a question an-
swered on an individual basis. No two 
companies are exactly alike nor are their 
scope of work. In the same breath, you 
client base and industries served are not 
set in stone. They are constantly chang-
ing and evolving, make sure your insur-
ance is able to keep up.

 Austin Goolsby is a Vice President of 
TexCap Insurance, an independent insur-
ance agency headquartered in Dallas, Tex-
as. He is one of the leading members of the 
construction division at TexCap Insurance 
and has over 8 years of total experience in 
the field, on the building material supply 
side and insurance aspects of the industry. 
For more information please visit www.
TexCapINS.com or you can contact Aus-
tin directly at 972-720-5384 or agools-
by@TexCapINS.com.

ASC 606 – The new revenue
recognition accounting
standard
Kyle Pacheco, CPA, Manager
Assurance Services
Lane Gorman Trubitt, LLC
Dallas, TX

Recently, the Financial Accounting Standards Board 
(FASB) issued the new revenue recognition standard 

that establishes a cohesive line of principles to report 
useful and relevant information in construction company’s financial statements. This 
consists of a five-step process involved in the recognition of revenue: 

STEPS
1) Identify the contract with the customer
2) Identify the performance obligation(s)
3) Determine the transaction price
4) Allocate the transaction price to the 
performance obligation(s) in the contract
5) Recognize revenue when/as the per-
formance obligations are satisfied

Step 1:   To meet the requirements of a 
contract, it must meet the following cri-
teria: can be written, oral or implied, 
identifies the rights of the parties, identi-
fies the payment terms, has commercial 
substance, and collection of payment 
must be probable. The construction con-
tract and any subsequently entered into 
change orders should typically meet the 
criteria above. One item to note is de-
pending on the scope of the change or-
der. A change order could result in the 
creation of a new contract.
Step 2:  Performance obligations are de-
fined as a promised good or service. This 
includes the construction, manufacture, 
or development of an asset for a custom-
er and/or the performance of a contrac-
tually agreed upon task for a customer. 
Contracts should be evaluated to wheth-
er the contract contains one performance 
obligation, or multiple performance obli-
gations. When assessing the perfor-
mance obligation(s) in the contract, it is 
important to look at the overall objective 
of the contract and what the customer 
will receive benefit from. 
Step 3:  The transaction price is the 
amount of consideration to which the 
company expects to receive in exchange 
for transferring the promised goods or 
services to the customer. When deter-
mining the transaction price, the compa-
ny should evaluate the contract for the 
following items: variable consideration 
(project bonuses or shared savings), fi-
nancing components, noncash consider-
ation, or consideration paid or payable to 
the customer (coupons or vouchers). 
Variable consideration should be esti-
mated utilizing either the expected value 
method or the most likely amount meth-
od. The expected value method is a 
probability-weighted estimation, and 
the most likely amount method is based 
on the most likely amount to be received 
in the range of possible amounts. Each 
contract should be evaluated individual-
ly to determine which method best pre-

dicts the amount of consideration the 
company will be entitled to. To include 
variable consideration in the transaction 
price, the company has to be able to de-
termine the probability that there will 
not be a significant revenue reversal in a 
subsequent period. 
Step 4:  The importance of identifying 
the performance obligation(s) in each 
contract is because the transaction price 
has to be allocated between each of the 
performance obligations. If a contract 
has multiple performance obligations, 
the transaction price should be allocated 
in proportion to the standalone sales 
price for each of the performance obliga-
tions in the contract. 
Step 5:  Recognize revenue when/as the 
performance obligations are satisfied
 Under the new standard, revenue is 
recognized based on the transfer of con-
trol to the customer. Transfer of control is 
passed to the customer in one of two 
ways: 1) at a point in time or 2) over a pe-
riod of time. Control is considered to pass 
to the customer over a period of time if 
either of the following are true: the cus-
tomer simultaneously receives and con-
sumes the benefits provided by the com-
pany’s performance, the company’s per-
formance creates or enhances an asset 
that the customer has control, or the as-
set created does not have an alternate 
use to the company, and the company 
has an enforceable right to payment for 
performance completed to date from the 
customer. 
 While the underlying methods to 
recognizing revenue will be unchanged, 
revenue will still be recognized at either a 
point in time (completed contract) or a 
period of time (percentage of comple-
tion), there are some additional proce-
dure steps that need to be analyzed to 
comply with the new revenue recogni-
tion standard for construction compa-
nies. For nonpublic companies, the new 
revenue recognition is effective for all fis-
cal year-end reporting dates starting af-
ter December 15, 2018. For most nonpub-
lic companies, this will be effective for 
the year beginning Jan 1, 2019 and end-
ing December 31, 2019.

 Kyle is a manager in our assurance ser-
vices and is responsible for managing a 
team of more than 30 individuals. 
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Sun Exposure
Joann Natarajan
Compliance Assistance Specialist
OSHA
Austin, TX

Sunlight contains ultraviolet (UV) radiation, which 
causes premature aging of the skin, wrinkles, cata-

racts, and skin cancer. The amount of damage from UV 
exposure depends on the strength of the light, the 
length of exposure, and whether the skin is protected. 
There are no safe UV rays or safe suntans.

 SkinCancer
 Sun exposure at any age can cause 
skin cancer. Be especially careful in the 
sun if you burn easily, spend a lot of time 
outdoors, or have any of the following 
physical features: 
 Numerous, irregular, or large moles. 
 Freckles. 
 Fair skin. 
 Blond, red, or light brown hair. 
Self-Examination
 It is important to examine your body 
monthly because skin cancers detected 
early can almost always be cured. The 
most important warning sign is a spot on 
the skin that is changing in size, shape, or 
color during a period of 1 month to 1 or 2 
years.
 Skin cancers often take the following 
forms: 
 Pale, wax-like, pearly nodules. 
 Red, scaly, sharply outlined patches. 
 Sores that don’t heal. 
 Small, mole-like growths - melano-
ma, the most serious type of skin cancer. 
 If you find such unusual skin chang-
es, see a health care professional immedi-
ately.
Block Out UV Rays
 Cover up. Wear tightly-woven cloth-
ing that blocks out light. Try this test: 
Place your hand between a single layer of 

the clothing and a light source. If you can 
see your hand through the fabric, the 
garment offers little protection.
 Use sunscreen. A sun protection 
factor (SPF) of at least 15 blocks 93 per-
cent of UV rays. You want to block both 
UVA and UVB rays to guard against skin 
cancer. Be sure to follow application di-
rections on the bottle and look for broad 
spectrum coverage.
 Wear a hat. A wide brim hat (not a 
baseball cap) is ideal because it protects 
the neck, ears, eyes, forehead, nose, and 
scalp.
 Wear UV-absorbent shades. Sun-
glasses don’t have to be expensive, but 
they should block 99 to 100 percent of 
UVA and UVB radiation.
 Limit exposure. UV rays are most in-
tense between 10 a.m. and 4 p.m. If you’re 
unsure about the sun’s intensity, take the 
shadow test: If your shadow is shorter 
than you, the sun’s rays are the day’s 
strongest. 
 Preventing Skin Cancer
 For more information about prevent-
ing, detecting, and treating skin cancer, 
check out these sources: 
American Cancer Society 
www.cancer.org 1-800-ACS-2345

natarajan.joann@dol.gov
512-374-0271 x232

Avoid raising a red flag: 
guidance for employers 
regarding electronic
reporting of injury and 
illness data after July 1

The Occupational Safety and Health 
Administration just warned employ-

ers that it will take note of worksites that 
electronically report their 2017 OSHA 
300A information after the July 1, 2018, 
deadline. The agency offered this caveat 
for unwary employers:

 Employers can continue to electroni-
cally report their Calendar Year (CY) 2017 
Form 300A data to OSHA, but submissions 
after July 1, 2018, will be flagged as “late.” 

 The 2017 OSHA 300A data is required 
to be submitted by July 1, 2018. This re-
quirement stems from a new rule (effec-
tive January 1, 2017) that requires certain 
employers to electronically submit injury 
and illness information —including that 
found on the OSHA Form 300A Summary 
of Work-Related Injuries and Illnesses and 
OSHA Form 300 Log of Work-Related In-
juries and Illnesses—directly to OSHA 
over the next several years. Under the 
rule, employers were required to submit 
their OSHA 300A forms for 2016 to OSHA 
by December 15, 2017, although OSHA 
accepted submissions until December 31, 
2017. OSHA is not currently enforcing the 
rule’s provisions relating to OSHA 300 log 
and 301 form information.

Who is Required to Report the 300A 
Information? 

 OSHA’s website provides a helpful 
list of categories of employers that are 
not required to electronically provide the 
requested data. Specifically, the follow-
ing worksites are not subject to the re-
porting requirement: 
 Only a small fraction of establish-
ments are required to electronically sub-
mit their Form 300A data to OSHA. Estab-
lishments that meet any of the following 
criteria DO NOT have to send their infor-
mation to OSHA. Remember, these crite-
ria apply at the establishment level, not 
to the firm as a whole.

 • The establishment’s peak employ  
 ment during the previous calendar   
 year was 19 or fewer, regardless of the  
 establishment’s industry.

 • The establishment’s industry is on
 the list, regardless of the size of the
 establishment.

 • The establishment had a peak   
 eployment between 20 and 249
 emloyees during the previous calen-  
 dar year AND the establishment’s
 industry is not on the list

What Does OSHA Mean by “Flagged?” 

 OSHA’s use of “flagged” to describe 
how it will mark late reports is unusual 
and its intent in that using that phrase is 
unclear. As a preliminary matter, it would 
virtually impossible for the agency to 
know and identify every establishment in 
the country where reporting is required. 
How would OSHA know specifically how 
many employees worked at the site, on 
average, during the last calendar year 
(e.g., it doesn’t have access to OSHA 300 
log information)? What if your establish-
ment wasn’t required to report? 
 Further, OSHA likely would not have 
the time or resources to conduct inspec-

tions at every location that reported late. 
The recent (2015) adoption of the ampu-
tation and in-patient hospitalization rule 
(among others) has shown that OSHA is 
overwhelmed by employer referral in-
spections.
 Rather, if the agency becomes aware 
of an establishment’s non-compliance, 
OSHA may send a letter asking the em-
ployer to comply timely with the rule in 
the future. If it fails to do so, OSHA may 
conduct an inspection and possibly issue 
citations. OSHA, of course, will likely also 
continue to ask for verification of elec-
tronic reporting when conducting an in-
spection unrelated to that particular vio-
lation.
 OSHA’s use of “flagging” appears to 
be a rare, publicly distributed warning 
signal to employers that file the required 
information late. However, the warning 
appears to have little teeth, as OSHA’s re-
sources are stretched and the agency 
likely won’t initiate inspections based on 
the failure to timely report alone.

 Pamela Williams and Travis Vance are 
partners in the Houston and Charlotte of-
fices, respectively, of labor and employment 
law firm Fisher Phillips. Pam can be reached 
at 713.292.5622 or pwilliams@fisherphil-
lips.com.

Pamela Williams
Partner

Travis Vance
Partner

Fisher Phillips
Houston, TX
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Tammy Baxley
President

Boswell Construction LP 
Houston, TX

Tammy Baxley didn’t know she wanted 
her father’s business until it almost 
became someone else’s. When she 

and niece Bridgette Wright purchased the 
business in 2006, she realized that her  
love for the industry had been there, wait-
ing for her to discover it all along.

How were you introduced to 
construction?
 My family founded Boswell Con-
struction in 1968. My father, Charles 
Boswell, started with a shovel and one 
man, started digging and ended up in 
concrete somehow. I grew up going to 
job sites with him and when I was a 
teenager, I would come in and do filing, 
paperwork and miscellaneous things for 
him at the office; that’s how I was 
introduced to the concrete business.

Growing up, was it your plan to run 
your dad’s business one day?
  I had absolutely no plans to go into 
the concrete business; it wasn’t anything I 
even thought about until later in life. After 
high school, I went to college for a short 
period of time and then I started flipping 
houses in the Houston area, and it was a 
source of income for many years. It was a 
fun way to make money but a lot of work.

What changed your mind?
 My dad started talking about retiring. 
My niece, Bridgette Wright, who worked for 
him at the time doing his books, and I went 
to lunch one day and decided if he was 
going to retire, it might be interesting to 
take it over for him. I began working full-
time there just to learn the business and 
the ins and outs of construction. We threw 
the idea around, but we decided it wasn’t 
for us. At the time, women in construction, 
much less concrete construction, were not 
really heard of, so we let it go.

 A year later, we learned someone 
was interested in purchasing Boswell 
Construction from my father. That lit a 
fire under me, and Bridgette and I 
decided that we wanted to purchase 
Boswell from him. We went in together 
and purchased the company as partners 
in 2006.

What were the first years of owning 
the business like for you and 
Bridgette?
 I don’t know that anything really 
surprised me, since I was around this 
business growing up; I knew a lot even 
though I didn’t know I knew it. I knew it 
was going to be hard work going into it. 
The first few years were actually not so 
bad because my father was still kind of in 
the background taking care of some of 
the big problems that arose. It was a 
learning curve for both of us on how to 
read the plans and do bids. Of course, we 
were trying to prove that we didn’t need 
my father’s help, but it was quite the 
challenge. Bridgette and I found 
ourselves on job sites plenty of times 
with shovels in our hands doing whatever 
we had to do to get a job done because 
we really didn’t know it all the first couple 
of years. We found that out really quick. 
We were definitely determined to make 
this work, though, especially since it was 
a company my father had started. It was 
something that we took very seriously. 

Was it hard for your dad to hand over 
the reins of his company?
 He said the best day was when he 
retired. The only thing that bothered him 
about leaving was that we never called him 
for advice! But it was a big thing for Bridgette 
and I to prove that we could do this. 

Who mentored you?
 Of course my father mentored me 
over the years. I can remember walking 
on to job sites with him, and without a set 
of plans in his hand, he would go critique 
it and tell the guys exactly what was not 
correct according to the plans. I thought I 
would never be able to do that. Now, I 
can walk on a job site and spot problems, 
and think, “I’ve made it!”
 My mother, Kay, also was a huge part 
of Boswell Construction; she is the one 
who basically kept it running when we 
were kids and she was definitely my 
mentor as well as far as teaching me the 
ins and the outs of the finances.

What strengths do you and Bridgette 
bring to the company?
 Bridgette is definitely the organizer of 
our company. She is a multitasker like no 
one I’ve ever met, and I’m the opposite! 
She basically runs the field and deals with 
all of our builders and employees and I 

basically handle all of the money, paper-
work and bidding. I couldn’t do her job 
and she couldn’t do mine so this is 
definitely a partnership that’s needed.

How have you and Bridgette changed 
the company?
 I don’t know that we’ve made it 
different. Why mess up something that 
had succeeded for 50 years? I can say 
that, in the last five years, all of our 
builders know now that Mr. Boswell has 
retired and no longer with the company, 
and even knowing that, they are 
continuing to use Boswell Construction 
even though Bridgette and I have taken 
over. We just try to continue the quality 
of work that my dad always put forth in 
all of his jobs. 

How is your company structured?
 We have 10 employees on our payroll 
and then we use a lot of subcontractors. 
Two or three of our employees have been 
with us for almost 30 years, and the 
minimum amount of time our employees 
have worked for us is 10 years. We have a 
great group of guys that definitely make 
us look good.

Why do you think employees stay?
 I think it is because Boswell is a stable 
company and in the construction 
business, the companies that stick 
around are very few and far between 
from what I’ve seen and experienced. Of 
course, we feel like we are part of the 
family also, since they’ve been with us for 
so long. That was an adjustment too, 
when Bridgett and I took over because 
suddenly they had female bosses. It was 
an adjustment for a couple of years, 
because they’ve known us since we were 

young; being their bosses changed 
things. It all ironed out though, and now, 
we’re just one big family. We take care of 
them, and they take care of us.

How do you bond with your 
employees?
 Well, I would say that the way we 
bond with our employees is money – we 
tried the whole cookout thing, but they 
don’t like our cooking! So we do bonuses 
and we personally try to help all of our 
employees when there is a need for it.

What do you enjoy most about what 
you do?
 I fell in love with construction, with 
the processes, building things. Working 
with men was definitely a challenge in 
the beginning in the construction 
business, but 12 years later, I have a great 
clientele. I feel like we’re very trusted and 
we get great compliments on our work.
 The one thing I love most is I meet 
new people all of the time through this 
business. Every job is a new challenge, 
which I love. It’s just always something 
new. The company is now over 60 years 
old, which is just not heard of that often, 
so I’m very satisfied that we’ve reached 
the milestone that we have being women 
in the construction industry.

How do you enjoy your free time?
 Since we just can’t stand to be away 
from each other – which I am saying very 
sarcastically! – Bridgette and I bought a 
piece of land in Waller. Bridgette is going 
to build a house on one side of the land, 
and I’m going to build a house on the 
other side. Right now, we’re in the 
clearing process and all I do every 
weekend is get on my John Deere tractor 
and mow and play. It’s where I get all of 
my thinking done is on the back of the 
tractor.
 Our entire family is close. It’s a huge 
family; I have four siblings, and family 
time is so important to all of us. We like to 
get all of us, including the kids and the 
grandkids, together once a month and 
go to my parents’ lake house.

What plans do you and Bridgette have 
for the company?
  Both Bridgette and I are chance 
takers, but we’re going to pretty much 
continue on this path. We have both 
thought about going different routes 
and expanding what we do, like 
decorative concrete and other specialty 
concrete. One thing that we found out is 
that to keep our employees happy and to 
keep Bridgette and I satisfied, we decided 
just to keep doing what we know and 
doing what we do now. It has just worked 
so well for us and has provided a nice 
living.
 I have a son who is just now 22 and 
he is trying to figure out what he wants to 
do with his life. Of course, I want him to 
come in and run the concrete business 
but who knows where the road will lead? 
This is going to be what I do for the rest of 
my life. I’ll retire, but I have no plans to do 
that anytime soon. 
 Subcontractor Boswell Construction LP 
is located in Houston. –mjm  

Tammy Baxley
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Milestones on
the Water

by Capt. Steve Schultz

Sponsored by:
Waypoint Marine, Shoalwater Boats, 
Evinrude Outboards, Fishing Tackle

Unlimited, E-Z Bel Construction,
Costa Sunglasses, Diawa Reels, Simms 
Fishing, ForEverlast Fishing Products,
Interstate Batteries, MirrOlure, AFW

and AFTCO Clothing

WOW! This summer marks the 20-
year milestone in my guiding 
career.  How time flies when 

your having fun!  I can truly say that is 
been a great ride so far and I can only 
hope to continue this ride for many more 
years to come.  Never in my life did I ever 
think I would guide clients on some of 
the most exciting trips of their lives mak-
ing memories that they will never forget.  
Over the past 20 years I have guided 
thousands of clients on the waters of the 
Laguna Madre and Baffin Bay complexes 
and thru the harsh brush country of 
South Texas. These are some of the most 
personable, genuine people on the face 
of this earth and I am proud to say that 
most of them have become friends, and 
some have become family. I am truly 
blessed having the opportunity to get to 
know these folks and thank my lucky 
stars everyday, because they are the rea-
son for my Success.
 Getting on to fishing, I can honestly 
say that this has been one of the most 
challenging years in my 20-year career.  
Fishing has been so sporadic since the 
beginning of the year and I really don’t 
have an explanation for this occurrence.  
I’ve spoken with many anglers and guides 
and they all have experienced the same 
results with inconsistency from day-to-
day catches. One morning is great with 
lots of action and plenty of fish to be 
caught and the next day you may not 
catch a fish or even get a bite in the same 
area. Perhaps the aftereffects from hurri-
cane Harvey have changed our ecosys-
tem enough to alter bait and fish migra-
tions in our bay systems.

 For the remainder of the summer 
and entering into early fall, we will con-
tinue to work the deeper rocks and reefs 
in and around the Baffin Bay complex. 
Free lining croakers and piggy perch is 
what works best this time of the years as 
our water temperatures will be peaking 
out in the high 80s this coming month. If 
you are that artificial aficionado and still 
want to pursue your catch using plastics 
and top water plugs, I suggest you get an 
early start to your day and try to capital-
ize on the first bit of the morning. I will 
also be scanning the water on our way 
out everyday for schools of redfish and 
drum. With light winds, these fish are 
sometimes easy to spot as they scurry 
away from a running boat leaving wakes 
that are easy identifiable. 
 As we fish through the summer 
months, please remember to stay hydrat-
ed and apply your sunscreen several 
times throughout the day. People get 
caught up in the moment catching fish 
and don’t realize they are dehydrated 
and sun burned until it’s too late.   
 My 2018 calendar is now open for 
bookings for the fall fishing season. The 
months of September and October are 
truly two of the best months of the year 
to fish. To schedule your next bay fishing 
trip or hunting adventure, give Capt. 
Steve Schultz a call at 361-813-3716 or 
361-334-3105 or email me at SteveSchult-
zOutdoors@gmail.com.
 Good Luck and Good Fishing.William Womack and Jess Gates both landed nice redfish last month

while fishing with Steve Schultz Outdoors.  Redfish action should only
get better as the summer progresses!  

Kourtnie Simpson, 
Teal Construction 

Company sent these 
photos from a recent 
fishing tournament she 
participated in. –cmw

Fishing fever

Simpson snagged this  
large Skip Jack that  

she later used for bait. Simpson shows off  the Speckled Trout she caught.

Have an Outdoor
Story or Photo?

Send to:
HoustonEditor@

ConstructionNews.net
or call

832-595-0091
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Half or Full Day
Fishing Trips

All Bait, Tackle &
Equipment
Furnished

Your catch Filleted and
Bagged for  You

Furnish your TPWD Fishing
License & Refreshments,

and WE DO THE REST!

Ken Milam Guide Service
(325) 379-2051

www.striperfever.com

Ken Milam’s Fishing Line

Wait! What? Where’d 
Summer Go?!?

Since 1981, Ken Milam has been guiding fishing trips for striped bass on Lake
Buchanan in the Texas Hill Country,  You can hear Ken on the radio as follows:

The Great Outdoors:  5-8 am Saturday on 1300, The Zone, Austin and
The Great Outdoors:  5-7 am Saturday on 1200 WOAI San Antonio
The Sunday Sportsman:  6-8 am Sunday on 1300, The Zone, Austin

All on iHeart Radio

It was just here and I had so much sum-
mer stuff to do and now it’s already on 
the count down to the start of school.  

It’s still so hot; maybe it just dried up and 
blew away…

 The older I get the more the passing 
of time feels like this! You remember how 
it felt to be a grade school kid drifting in 
the idleness of summer until you catch 
sight of a calendar and it just stuns you!

 In spite of our shad population on 
Buchanan getting scarce on the ones 
that would be our bait right now, fishing 
has held up well. The trend to more and 
larger stripers mixed in with the hybrids 
that started late last year is holding true 
this year too. We have seen better sizes 
coming in on our schoolies and very of-
ten they are accompanied by one or two 
really nice larger fish in the stringer. We 
have had lots of 10 to 13 pounders and so 
far our best this year was 18 lbs.

 Not to worry about the shad popula-
tion either. The lake is healthy and pro-
ducing scads of baby shad that are grow-
ing up fast. I have heard several theories 
on why our summer bait has been hard 
to come by. Some say the extra cold 
snaps of last winter could have set them 
back as babies. Others wonder about the 
correlation of scarce bait and larger fish.  
Maybe it’s something we haven’t even 
got a clue about. Lake Buchanan is not a 
constant level lake. The stripers and hy-
brids can’t reproduce here and so must 
be stocked each year, and we all know 
about the crazy Texas weather. There is 

no such thing as predictable on our lake.  
That’s okay. Predictable is a trip to the su-
permarket. Fishing is, I think, the Al-
mighty’s game of chance. It’s a gamble 
and He deals the cards, or maybe it’s just 
a fair fight. Either way I love it and just 
can’t stop.

 This year we are swinging back full 
circle and relying on the use of downrig-
gers once again to make up for the lull in 
our bait supply. Back in the early ‘80s the 
only way we had learned to catch stripers 
was by down rigging for them. It is a very 
different discipline from live bait fishing 
and it takes a very specific skill set to suc-
ceed. If you want to learn the ins and outs 
of the underside of a lake, down rigging 
will teach it to you. We fished with them 
for almost a decade before learning how 
to live bait for stripers and I still credit 
those years of trolling around with my 
nose in a paper graph dodging tree tops 
with giving me intimate knowledge of 
what lies beneath the waves and how the 
fish react to it. It made me a better fisher-
man.

 We do still have some time left, and 
the fishing is still pretty good in spite of 
the heat. If you can round up the tribe, 
give us a call and we’ll go show those fish 
what summer is for!

Robert Griffith, the wild game processor and taxidermist well known to most of our clients

Nice Fish!
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THIS 

  MONTH
SERVICE

PROVIDERS
Jan: Construction Forecast
Feb: Construction Safety

Mar:  Construction Education
Apr: Women in Construction

May: Concrete Industry
Jun: HVAC & Plumbing     

July: Electrical Industry
Aug: Service Providers

Sept: Green Building 
Oct: Specialty Contractors

Nov: Architecture & Engineering
Dec: Construction Equipment

Getting you started

David C. Cancialosi, President & Founder
Permit Partners LLC
Austin, TX

Currently overseeing aspects of all cases, Cancialosi 
works on highly complex entitlement cases and 

continues to build new client relationships. He has previ-
ously worked for variety of Central Texas municipalities 
in urban planning, inspections, and development  
review capacities. He received a Bachelor of Science in 

urban planning from Texas State University and served in the United States Marine 
Corps prior to returning to Texas.

How would you describe the state of 
the construction industry in general 
terms?
 I would have to say and I think most 
will agree, the construction industry is 
booming in central Texas!

Have you experienced an increase/
slowdown in business?
 As a service provider we’ve experi-
enced a 20 percent year-over-year 
growth for 10 years straight. 

What factors are driving this increase/
slowdown?
 It’s simple. The booming economy, 
favorable living conditions and large 
companies relocating to the Central Tex-
as area…it’s a positive cycle!

How has this increase/slowdown  

affected your company and how you 
conduct business?
 We’ve been involved in some of the 
most complicated entitlement cases. We’ve 
morphed the permit firm into a project 
management firm. Clients really appreciate 
our attention to detail and overall approach 
to managing their projects.

What are the “hot button” issues in 
your industry?
 Over regulation by the governing 
municipality is the “hot button” issue in 
our line of work. 

What are the major changes in the in-
dustry in recent years relating to the 
type of work you do?
 Keeping up with amendments to the 
City of Austin land development code 
and their entitlement procedures.

What is the most significant challenge 
your industry faces? (i.e. labor short-
age, other)
 The biggest challenge we face is the 
lack of skilled staff since we’re a niche ser-
vice provider (building permits, zoning, 
land use entitlements specific to City of 
Austin and surrounding municipalities).

How are you dealing with these chal-
lenges?
 We deal with the challenge of a 
skilled staff through constant training of 
existing staff.

Do you see an increase in the number of 
outside contractors coming to the area?
 Absolutely we do. We get many calls 
from clients needing to hire us because 
they simply want someone who knows 
the process and can decrease their wait 
time on a permit or large scale entitle-
ment like zoning or subdivision.

What are the cost increases relating to 
your industry?
 The biggest cost increases we see 
are City fees and more processes in order 
to gain approvals. 

What is on the horizon for your indus-
try? (Changes in technology; equip-
ment; other)
 There’s not much on the horizon in 
the line of work we do. Our niche market 
is consulting, code and process knowl-
edge, and customer service. We have 

some internal project management soft-
ware we utilize, but at the end of the day, 
technology cannot replace knowledge 
and customer service. 

Have their been any significant code 
changes in the past year? Or regulations?
 There are constant changes to code 
and processes, but the City of Austin has 
been debating how to finalize Code Next. 
Code Next rewrites the land develop-
ment code from the 1980s. That’s going 
to be a big deal once it passes.

What are the rewards of the industry?
 Satisfaction of getting the job done 
well for a client is the best reward of our 
industry.

What are keys to being successful?
 To be successful, no matter what line 
of work you are in, you have to do what 
you say you’re going to do. Everyone re-
spects and understands that. That’s why 
careful execution of the task at hand is es-
sential to being successful. 

Permit Partners is a building permit and 
land development consulting firm servicing 
residential, commercial building permits, 
zoning cases, subdivision projects, due dili-
gence studies and real estate entitlement 
projects in Austin. -cmw

www.constructionnews.net Texas
Style

publishing the industry’s news
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  Austin
  South Texas
  Houston
  South Texas

Safety, safety, safety
Marvin Ohlenbusch, President AND Owner, 
Alamo Crane Services
President Texas Crane Owners Association
Selma, TX

Having been in the crane service industry since 1979, 
Ohlenbusch is very versed in the comings and goings 

of the crane service industry. He is the co-owner of Alamo 
Crane Services Inc. based in Selma, just outside San Anto-
nio. He is the 2018 president of the Texas Crane Owners 

Association (TCOA), on the board for the Texas Construction Association (TCA) and 
American Subcontractors Association (ASA). 

 By being president of TCOA automati-
cally puts him on the TOA board.

As a crane operator in the construction 
industry, what is your take on the state 
of the construction industry in general?
 Business is pretty steady. Competi-
tion is driving everything just like it does 
for contractors. Texas is one of the fastest 
growing areas in the nation and conse-
quently people from slower regions are 
coming here to pick up work. Our work-
force is not large enough and the influx of 
competition is driving prices down.

Have you experienced an increase/
slowdown in business? What factors 
are diving this increase/slow down and 
how has it affected your company and 
how you conduct your business?
 Yes, we have seen an increase in busi-
ness do to the growth of Texas. Since the 

end of last year, we’ve upgraded our fleet 
from a 500-ton to a 600-ton crane. Every-
thing is getting bigger, heavier and further 
away.  For example, jobs we used to do with 
a 40-ton years ago, we now do with a 60-
ton and jobs that used to be done with a 
70-ton are done with an 80-ton. We’ve also 
added two heavy-haul trailers, an 80-ton 
and 120-ton, which are rear-steer trailers. It 
is something that we had to do to stay com-
petitive. We have also added an 80-ton 
crane. The biggest problem is finding qual-
ified crane operators that want to work in 
the rental industry.
 Within the next five to ten years from 
San Antonio to Waco, growth will be 10-
25% greater. We (Texas) are in the right 
spot at the right time.

What are the “hot button” issues in 
your industry?
 Safety, safety, safety!  

What are the major changes in the in-
dustry in recent years relating to the 
type of work you do?
 In the past, we would send a crane 
out with just an operator and we would 
rely on the customer to rig the load and 
signal the crane. Those days are gone. 
We’re finding more and more, that indi-
viduals assigned to that task don’t know 
what their doing. We need to keep it safe. 
We are doing that by using our own sig-
nalmen and riggers so we can be more in 
control of the lift.  There needs to be more 
people that are trained to do our work. We 
are trying to educate our customers more 
by holding training sessions and toolbox 
talks.  We’re trying to do a better job of let-
ting people know about our industry.

What are the cost increases relating to 
your industry?
 Since Jan. 2018 all of our fuel and fin-
ished petroleum products have increased 
15 percent and we are expecting it to go 
up another five percent.  We have had to 
implement surcharges again, which we 
were able to done away with when fuel 
prices dropped. 
 In addition, insurance costs are up.  
Equipment costs are up due to the tariff 
imposed on steel. A few larger costs that 
we have are repair, labor and rigging costs.  
All of which have increased.

What is on the horizon for your indus-
try? (Changes in technology; equip-
ment; other)
 New technology. The days of running 

a crane by the seat of your pants are over. 
Cranes are being built with new technol-
ogy that will prevent operators from mak-
ing a mistake that might otherwise drasti-
cally affect a company financially or cost 
someone their life.

Has there been any significant code 
changes in the past year? Or regula-
tions?
 Curfews have been lifted in the state 
of Texas allowing crane operators to move 
on highways during specified hours.  
There are still some restrictions on big ma-
chines that require an escort, but the ev-
eryday taxicab crane can now move 24 
hours a day, except in construction zones.

What are keys to being successful?
 Keeping good employees by reward-
ing them for a job well done and letting 
them know they’ve done a great job.  You 
also have to treat your customers the way 
you want to be treated. Treat them good 
and at a fair price.

Texas Crane Owners Association (TCOA) is a 
non-profit trade association representing 
Texas crane owners.

Alamo Crane Services is a family-owned and 
operator, third generation crane service 
company based in Selma, TX. –cmw
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Work zone safety

Kevin Omachel, Branch Manager
Buyers Barricades
Spring, TX

A graduate of TCU, Omachel joined the Buyers team in 
October 2012. He began his career as a salesman in 

the Buyers Barricades Dallas/Fort Worth office and be-
came branch manager of the Houston office just two 
short years later.

How would you describe the state of 
the construction industry in general 
terms?
 Just from what I can see from a smaller 
subcontractor perspective, the construc-
tion industry is not slowing down what-
soever. With the growing economy and 
more people moving into metropolitan 
areas, we have to keep up with the infra-
structure to support this, which in turn 
helps the industry as a whole.
 
Have you experienced an increase/
slowdown in business and what is 
driving this?
 We at Buyers Barricades are blessed 
to say that in the five years we have been 
in Houston, we have shown substantial 
growth. 
 The factors that have increased our 
business vary. However, I believe it starts 
with a good core team to support your 
business and we have just that here at Buy-
ers. We pride ourselves on top quality work 
and it shows in our customer retention. 
 That said, there are many hurdles to 
overcome within the Houston market. 

The biggest one we see is the lack of reg-
ulation. Often, we experience contrac-
tors that should be using traffic control to 
make their work zone safe, but they fail to 
do so – likely, because there will be no 
consequences from city and county offi-
cials. This has been tough coming from 
the DFW market, where regulation is of 
top priority. We have made it a point at 
Buyers to try to increase traffic control 
regulation in Houston and surrounding 
areas to facilitate an overall safer work 
zone for our customers and the traveling 
public.  

How has this increase/slowdown af-
fected your company and how you 
conduct business?
 We are constantly changing the way 
we conduct business to ensure we stay at 
the top. We do this by maintaining a high 
brand standard and always making sure 
our name and reputation are seen and 
heard, with the help of our strong mar-
keting team.

What are the “hot button” issues in 

your industry?
 As mentioned before, a “hot button” 
issue in our industry is regulation. Here in 
Houston, we often have contractors tell 
us they do not need traffic control be-
cause they know they can get away with-
out it. 
 This is a far cry from where we start-
ed in the Dallas/Fort Worth area. In North 
Texas you will not see job sites without 
the material required to manage a safe 
work zone. If a contractor decides not to 
utilize traffic control, they are fined and 
their work zone is shut down until the re-
quired traffic control is set up. 
 It is our job to help educate contrac-
tors on the importance of job site safety 
as well as the traveling public’s safety.
 
What are the major changes in the in-
dustry in recent years relating to the 
type of work you do?
 I would say the major changes would 
be more on the heavy highway side of our 
industry. TXDOT has become more and 
more strict on how traffic control is han-
dled on our highways. They are always 
looking for better ways to improve the 
safety of work zones, such as implement-
ing Smart Work Zone systems. These are 
systems that inform drivers about upcom-
ing traffic conditions within a work zone. 
They do this by using sensors to detect 
traffic flow conditions, which in turn allow 
digital message boards to alert drivers of 
congestion or slower speeds within the 
upcoming work zone. 

Do you see an increase in the number 
of outside contractors coming to the 
area?

 Every week I have a meeting with my 
outside sales team to get the “scoop” on 
how things are looking on the road. New 
jobs and contractors are constantly 
emerging. In my opinion, there are defi-
nitely more new contractors in Houston 
now, than this time last year.
 
What are the cost increases relating to 
your industry?
 Like many other industries, we are 
dealing with cost increase on steel prod-
ucts and freight costs to get the products 
we need in a timely manner. 

What is on the horizon for your indus-
try? (Changes in technology; equip-
ment; other)
 I think the rise in technology will play 
a large role moving forward with how our 
industry sets its standards.  

What are the rewards of the industry?
 Knowing we are keeping not only 
the contractors safe, but also the travel-
ing public safe, is the biggest reward.

What are keys to being successful?
 I believe this varies greatly when it 
comes to personal goals and business 
goals. That said, I have learned over the 
years customer satisfaction is of utmost 
importance for a business’s success.  Cus-
tomer retention and referrals is key to de-
termining profitability and growth. 

Founded in 1984, Buyers Barricades pro-
vides temporary traffic control and safety 
services and products in Dallas/Fort Worth, 
Houston and San Antonio. -cmw

Consistency, follow-up &  
experience
Shannon Cadena, Account Manager
People Ready 
San Antonio, TX

People Ready works with businesses to provide the 
workforce solutions they need to succeed. Cadena has 

been in the industry for five years and is well versed in the 
needs of the construction industry’s skilled labor demands.

 “With a focus on commercial and in-
dustrial construction, People Ready has 
the expertise and the people of all skill 
levels for businesses large and small,” 
says Cadena.
 
How would you describe the state of 
the construction industry in general 
terms?
 Booming! Every day I see more new 
job sites all over San Antonio and sur-
rounding areas.

Have you experienced an increase/
slowdown in business?
 Our industry has always been steady.

What factors are driving this increase/
slowdown?
 With more and more larger projects 
popping up, there is an increased de-
mand for more skilled workers.

How has this increase/slowdown af-
fected your company and how you 
conduct business?
 Our main focus is recruiting, worker 
retention and customer relations. We 
have increased our benefit plans and of-
ferings to help reach and maintain these 
objectives.

What are the “hot button” issues in 
your industry?

 Lack of committed workers and lack 
of licensed and experienced workers has 
been and continues to be a hot topic in 
the construction industry, which goes 
hand-in-hand with our industry as a 
skilled staffing provider.
What are the major changes in the in-
dustry in recent years relating to the 
type of work you do?
 We have been receiving more requests 
for lead and supervisor level positions.

What is the most significant challenge 
your industry faces? (i.e. labor short-
age, other)
 The most significant challenge is a 
shortage of skilled trade workers and a 
lack of commitment from the labor force.

How are you dealing with these chal-
lenges?
 We have been in San Antonio for 
many years and our recruiter has been 
with us for 11 years with her experience 
and the referrals she has received from 
our existing employees, it has helped us 
on many occasions.

Do you see an increase in the number 
of outside contractors coming to the 
area?
 Yes, I continue to see new companies 
coming from all over the United States. 
Texas is the place to be right now.

What are the cost increases relating to 
your industry?
 Due to the shortage of experienced 
workers, the existing work force is re-
questing and demanding higher pay.   
This is simply due to supply and demand.

What is on the horizon for your indus-
try? (Changes in technology; equip-
ment; other)
 We have an App-Based solution that 
has changed how we communicate with 
our work force.  Our customers can place 
or extend job orders based on their busi-
ness needs.

Have their been any significant code 
changes in the past year? Or regula-
tions?

 No, there have not been any changes 
for our industry.

What are the rewards of the industry?
 The rewards are simple. Providing 
people with work for both short and long 
term.  And, filling a need for our custom-
ers to complete their jobs and increase 
their productivity.

What are keys to being successful?
 Consistency, follow-up and an expe-
rienced team! All three together, make 
you great!

People Ready is a construction and indus-
trial trade-staffing agency with locations 
across the United States. -cmw
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Round-Up
MRE Consulting Ltd is pleased to an-

nounce the following:
Project Control, A 
Raba Kistner Co. is 
pleased to announce 
Marc Scott has joined 
the firm as the Hous-
ton Regional Manag-
er. He is a graduate of 
the Univ. of Houston 
with a B.S. in Con-
struction Management.He will utilize his 
40 years of diverse design and construc-
tion experience to manage and growPro-
ject Control’s presence in Houston and 
the surrounding region. -cmw

Ware Malcomb is 
pleased to welcome 
Heather Griffin to 
the firm as Studio 
Manager, Interior Ar-
chitecture and De-
sign. Griffin will lead 
the Houston’s office in 
the growth and man-
agement of the firm’s new interior design 
practice. With over 13 years experience, 
she holds a Bachelor of Fine Arts degree in 
Studio Arts and a Bachelor’s degree in  
Interior Design from Texas Tech Univ. - cmw

Doug Ashmore has 
been made a partner 
with the firm. Ash-
more joined MRE in 
2010. His business de-
velopment expertise 
and delivery assur-
ance has driven MRE’s 
regional expansion. 
Ashmore graduated from Stephen F. Aus-
tin State University in 1993 with a Bache-
lor of Business Administration in account-
ing. –cmw

Bjorn Hagelman has 
been admitted to 
partner and joined 
MRE in 2009 as MRE’s 
Chief Operating Offi-
cer (COO). Bjorn 
holds a Master of 
Business Administra-
tion, with an empha-
sis in finance from Wichita State Univer-
sity. He also received a Bachelor of Arts 
from Hastings College, with an emphasis 
in marketing, finance and human re-
source management. -cmw

Stantec is pleased to 
announce Brian 
Broussard, PE, PMP 
has joined the Stan-
tec team. Broussard 
brings more than 30 
years experience man-
aging the design and 
construction of water 
and wastewater infrastructure. He is a 
professional engineer (PE) in Texas, Loui-
siana and Florida; a Project Management 
Professional (PMP); and holds a Manager 
of Quality/Organizational Excellence cer-
tification. He earned his Master of Engi-
neering in civil engineering from Texas 
A&M University. -cmw

Bill Bucy, who joined 
MRE in 2005, was 
made partner and fo-
cuses primarily on 
business develop-
ment activities and 
process innovation, 
most recently the im-
plementation of the 
firm’s sales force. Bucy graduated from 
Pennsylvania State University with a 
Bachelor of Science in accounting, and 
was a member of the Beta Gamma Sigma 
Honor Society -cmw

JOB SIGHTS

Jose Diaz and Armando Zuniga with CLC Commercial Roofing LLC speak with  
Construction News before cleaning up roofing materials from a re-roof project at  

St. Paul’s Episcopal Church at 5373 Franz Rd. -cmw 

Holding up a copy of Construction News, Miguel Rosales with Hot Shot Construction  
takes a break from cleaning up the new Fairfield Hotel jobsite at FM 1092 &  

Townsland Lane in Missouri City, TX. -cmw

ABC
Associated Builders & Contractors

Aug. 2:  Casino Night, The Bell Tower on 
34th, 901 W. 34th St., 5:30-9pm.  For more 
info, call 713-523-6222
May 11: Membership Breakfast, Houston 
Marriott Westchase, 2900 Briarpark Dr. 
For more info, call 713-523-6222

AGC
Associated General Contractors

Aug. 2:  Membership Mixer, Café Adobe, 
4:30-6pm.  For more info, call 713-843-3700
Aug. 10: Construction Leadership Golf 
Tournament, Hermann Park Golf Club, 
8am-12:30pm.  For more info, call 713-
843-3750

AIA
American Institute of Architects

Aug. 25: AIA Sandcastle, East Beach, 
Galveston, TX.  For more info, call 713-
520-0155

ASCE
American Society of Civil Engineers

Aug. 23: ASCE/HCA Joint Luncheon, Ju-
nior League Main Ballroom, 1811 Briar 
Oaks Lane, 11am. For more info, contact 
Julia Clarke at 713-996-8990 or email 
vpadmin@ascehouston.org

CMAA
Construction Management Assn.  of America
Aug. 24:  TopGolf Event, Top Golf, 1030 
Memorial Brook Blvd, 2-4pm, $20.  For 
more info or to RSVP, contact Spencer 
Clark with AGICM

FPA
Foundation Performance Assn.

Aug. 8:  Meeting, Mr. David Howell, Hess 
Club, 5430 Westheimer, 4pm.  For more 
info, call Vicky Bonds at 713-699-4000
Aug. 8: Meeting, Karl Breckon & Michael 

Skoller, Hess Club, 5430 Westheimer, 
5pm.  For more info, call Vicky Bonds at 
713-699-4000

HARCA
Houston Area Roofing Contractors Assn.

Aug. 14:  Lunch & Learn, Greater Hous-
ton Builders Association, 9511 W. Sam 
Houston Pkwy., N., 11:30am-1pm. For 
more info, email Sarah Burns at sarah.
burns@rooftex.com

HCA
Houston Contractors Assn.

Aug. 23: HCA/ASCE Joint Luncheon, Ju-
nior League Main Ballroom, 1811 Briar 
Oaks Lane, 11am. For more info, contact 
Emelie Englehart at 713-349-9434 or 
emelie@houstoncontractors.org

IEC
Independent Electrical Contractors

Aug. 10:  IEC Casino Night, IEC Offices, 
601 N. Shepherd Dr., #350, 5-9pm. For 
more info, contact Tori Barrett at 713-869-
1976 or email mbrdir@iectxgc.org

MCA
Mechanical Contractors Assn.

Aug. 8:  Membership Lunch Meeting; 
HESS Club, 5430 Westheimer, 11:45am.  
For more info, call 281-440-4380

NAWIC
National Assn. of Women in Construction

Aug. 15-18: Annual Conference, Olando, FL. 

HCC
Plumbing Heating Cooling Contractors 

Gulf Coast Chapter
Aug. 8: Monthly Meeting, Churrasco’s Me-
morial City, 947 Gessner Rd., #B-290, 2nd 
Flr., Free parking Gateway Garage 2nd & 
3rd Flrs. For more info, call 281-702-2955
Aug. 15-16:  Houston Build Expo, NRG 

Park, One NRG Park, HallE1, 10am-3pm.  

TSPE
Texas Society of Professional Engineers

Aug. 1: 3rd Annual PE Day, 
Aug. 14: Meeting, HESS Club, 11:30am-
1-m.  For more info, call

WCA
Women Contractors Assn.

Aug. 2: WCA August Luncheon, Harold’s 
In the Heights, 350 W. 19th St., 11:30am-
1pm.  For more info, contact Sandra Janak 
at 713-807-9977 or email director@wom-
encontractors.org

Knocking down pins

Who doesn’t like to knock down some pins? The Houston Area Glass Association 
(HAGA) decided a bowling mixer was a fun way to mix and mingle and stay cool at 

the same time. The event held at Willow Lanes on Jul. 12 proved to be a big success. –cmw

Top male bowler – Drew Laidig Top female bowler – Anne Pfeffer

Top bowling team: BlueLine Rental – Drew Laidig, Mark Lester, Tiki Campbell and Mark Garrison
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  continued from Page 1 — From toilets to tanks

  continued from Page 1 — Oh, the iron-y

 “I went from toilets to tanks,” he laughs. 
 Going from a worker-bee to an own-
er-bee came naturally for Williams, as he 
has “always been independent.”
 Williams said he gets calls every day 
to do regular plumbing work but turns 
them all down. 
 Williams’ company installs around 
1,000 regular hot water heaters and 500 
tankless heaters yearly. They only do ret-
rofit installations.
 Speaking of tankless water heaters, 
Williams says they are the future, after a 
rocky start several years ago. They are so 
much better these days, and Williams pre-
dicts that in 10 years, we’ll all be tankless. 
With no pilot light continually running, 
keeping 80 gallons of water hot all the 
time, tankless heaters just make sense. No 
more running out of water, he says. Which 
means future generations will never face 
having a head full of shampoo and cold 
water coming out of the shower, some-
thing we’ve all experienced if we were at 
the end of the bathing line in our families. 
 When a tankless water heater is in-
stalled, it goes in the same spot of the old 
heater it’s replacing.
  Houston Water Heaters has fully  
licensed plumbers to install their heaters. 
(He uses exclusively Rheem heaters.)  
Williams has nine employees and three 

office locations in the Houston area.
 Williams takes pride in the neat, 
clean, meticulous work they do. To take 
an old, broken hot water heater out of 
home, they use actual body bags bought 
from a morgue to transport them. They 
are waterproof, and rusty, dirty water 
isn’t dripped in someone’s house. Wil-
liams says that people “really appreciate 
the extra care that we take.” 
 They even install leak alarms on the 
tanks so that if a leak occurs, they are no-
tified and they get someone out immedi-
ately to fix the problem. 
 Instead of doing the rather messy 
work that he used to do as a plumber, 
Williams oversees his company’s day-to-
day operations from his Sugar Land loca-
tion. They do both residential and com-
mercial work. He says they are the first 
and so far strictly water heater-only com-
pany in Houston. While plumbing paid 
the bills when he was doing it, Williams 
said he didn’t start making “money-money 
until I started selling water heaters.” 
 It’s probably safe to assume he no 
longer drives a little Datsun pickup truck 
anymore. 
 Houston Water Heaters is a retrofit hot 
water heater company in the Houston area. 
-dsz.

  continued from Page 1 — A work of art

What is your favorite  
hobby/craft/activity?

Mommy, daughter day
Construction News ON LOCATION

L-R: Summer Ruiz with daughter Scarlette Robinson at  
Dee’s Plumbing Inc., Stafford, TX. -cmw 

My favorite hobby is saltwater fishing 
and weight lifting.  I am literally addicted 
to deep sea/offshore fishing.

Brandon Landry,  
4Refuel US LP

My favorite hobby/activity is swimming.
Kimberly Saucedo,  

Dynamic Glass

Gee! I would have to say that I enjoy 
watching movies, playing with my cat 
and running.

Iris Flores,  
TDIndustries

My favorite activities are coaching Little 
League football, church and community 
involvement.

Ronald Daniels,  
United Rentals

I enjoy networking and being involved in 
the community.  My favorite hobby is mo-
torcycle/slingshot riding.

Bill Brown,  
Austin Commercial

I enjoy kickboxing. I also enjoy putting on 
make-up as I am also a make-up artist.

Maria Nava, 
TAG Waterproofing & Masonry  

Restoration LLC

The thing I like to do the most is boating.  
I love boating on various lakes.

Claudia McKernan,
 Lowery Masonry LLC

Anything outdoors.  Saltwater fishing, 
gardening, kayaking, tubing, boating, 
camping, etc., I like it all.

Nancy Cagle, 
Eyesite Surveillance Inc.

  
My favorite activity is singing in our 
church choir.

Randy Shugart,  
Alpha Glass Company

I love to be part of fundraisers and riding 
my motorcycle.

Juan F. Carcaño, 
Immaculate Painting & Construction 

I love camping. I love playing golf and I love 
enjoying a nice draft beer on the patio.

Kourtnie Simpson, 
 Teal Construction Company

My favorite activity is shooting pool. As 
for craft, my favorite craft is videography.

Keith Lamb, 
 Flat-Out Plumbing

My favorite hobby/activity is golf.
Mel Oller, 

 Hoggart LP

cook fajitas for what we call ‘Fajita 
Fridays.’ We have some barbecues here 
for different holidays as well. I have also 
given more paid days off since I’ve 
bought the place, with one in particular 
being Good Friday.”
 Perhaps the biggest change the 
company has experienced lately, though, 
is outside of his control. 
 “We’re having some challenging 
times now with the tariff issues,” he 
admits. “Steel prices and what we pay 
have gone up roughly 40% and we’re 
fulfilling contract obligations to 
customers. We’re buying material at 40% 
more than we thought it would be. It’s 
been challenging there.” 
 Still, Campbell is optimistic about the 
future of Mustang Metal & Supply.
 “I have no aspirations to be the 
biggest kid in the country – life’s stressful 
enough being small. And, if we added 
more people, we would outgrow our 
space here. However, we do hope to 
broaden our customer base a little bit,” 
he says. “We make the anchors for most 
of the people that install stone around 
the country. I do business with most of 
the commercial masonry and stone 
contractors in the state of Texas, and I’ve 
shipped to all 50 U.S. states, including 
Hawaii. I’ve got material in the new U.S. 
Embassy in Islamabad, Baghdad and in 

Panama. We do an average of two U.S. 
Embassies a year that go all over the 
world.”
 Campbell cherishes the relationships 
 – both local and abroad –that he has 
formed with those who have supported 
his business. 
 “Throughout the years, my customers 
have also become my friends,” Campbell 
says. “I have customers who have been to 
both of my kids’ weddings, and I’ve been 
to their kids’ weddings. And when word 
got out that my house had flooded after 
Harvey, I got calls from customers all over 
the state and some from out of the state 
offering their help if I needed it. The best 
part about my work is certainly the 
relationships with my customers over the 
years. Nothing else comes close.”
 As for Campbell’s plans for the 
company, he looks forward to helping 
the next person fulfill their metal destiny 
– ironically or not.
 “My goal, obviously, is the goal of 
most small businesses – I want to build it 
up to the position where that I can sell it 
someday. I get calls all of the time from 
people asking me if I want to sell the 
business, and I say ‘Every day when I get 
out of bed!’” he says, laughing. “It’s been 
a good thing.”
 Supplier Mustang Metal & Supply is 
located in Houston. –mjm

planks. Concrete lift drawings in conjunc-
tion with a pre-cast model and hollow 
core plank model allowed for tight coor-
dination of the structure. The project’s 
interior features exposed concrete floors, 
walls and ceilings with glass, numerous 
glass walls and guardrails.
 Cutting-edge construction technol-
ogies including Building Information 
Modeling (BIM) and virtual reality stream-
lined the preconstruction process. BIM 
was used to mitigate pre-construction 
conflicts and virtual reality allowed mu-
seum staff to experience the building be-
fore construction and assist in making 
decisions. Site logistics models illustrated 
the pinpoint location of the museum 
fence, delivery points, pedestrian access 
routes and tower cranes.
 Review of constructability issues in 
3D allowed McCarthy superior planning 
and coordination of the numerous odd 
angles intersecting each other on differ-
ent planes. With no ceiling, building sys-
tems were all exposed; the use of 3D MEP 
coordination allowed McCarthy to model 
everything, including devices, switches 
and even half-inch conduit runs. This en-
abled the design team to precisely posi-
tion all elements, providing preferred 
placement of devices from an architec-
tural standpoint.
 Architects Kendall Heaton Associ-
ates, Inc. and Steven Holl Architects 
specified the open ceilings with all build-
ing systems stacked on one side of the 
room and no systems visible in the corri-
dors. Long, cantilevered beams were 
custom-made to deflect. Laser scanning 
the structure assisted with fabrication 
and calculating the right tolerances.
 Approximately 4,300 existing glass 
blocks from the original Glassell School 
of Art were saved, which was a major 
challenge. It was tedious and challenging 
to remove those glass blocks, but McCar-
thy worked closely with the masonry 
contractor to devise salvage methods for 
the blocks while maintaining the sched-
ule. The design team incorporated some 
of the salvaged 8-in. by 8-in. pieces in the 
new Glassell School of Art. 
 The “puzzle” design of the new Glas-
sell School of Art presented another chal-
lenge. The building features 177 pre-cast 
panels with no two panels the same 

shape. Massive glass windows, number-
ing 139, are a major component of the 
design. Each window has a unique size 
and trapezoidal shape – either straight or 
at a 10-degree slant in-or-out.
 The glass for the windows came from 
Europe and the units were made in Mexi-
co. The U.S. doesn’t have capability for 
fabrication of glass that size, so this too 
was challenging.
 McCarthy self-performed all con-
crete work. The hybrid pre-cast/ con-
crete/hollow core plank structure creat-
ed a unique challenge, as it is not com-
mon practice to put the parts and pieces 
together. Pre-cast concrete panels sat on 
top of up to 40 dowels that stuck out of 
the cast-in-place concrete, creating ex-
tremely close tolerances. Extreme preci-
sion had to be taken when working with 
the pre-cast templates to ensure dowels 
went in the right location.
 The unique hybrid structure with its 
sloping, walkable roof presented yet an-
other challenge. The building features a 
sloping path that rises from an outdoor 
amphitheater at ground level to a green 
space with vegetation at the top over-
looking the campus. The roof is three sto-
ries above ground. With the amount of 
rain experienced in Houston during con-
struction, as well as the steep slope, 
teams had to figure out how to keep the 
rooftop greenery from being washed 
away during storms.
  To overcome the design and con-
structability challenges, project manager 
Matt Schrodel and superintendent Win-
ston Hesch worked collaboratively with 
the owners, architects and engineers to 
devise solutions. McCarthy’s team 
praised the owner, saying they enjoyed 
working closely together and appreciat-
ed the creativity and fairness. The archi-
tects’ design was a work in progress and 
it required ongoing coordination and 
planning to ensure McCarthy achieved 
the vision for the structure. The engi-
neers rose to the challenges as well, plac-
ing a full-time, on-site representative to 
the project to witness and make revisions 
to the concrete reinforcing as the work 
was being put into place.
 McCarthy Building Companies, Inc. is a 
general contractor with regional Texas of-
fices in Dallas and Houston. -cmw
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Ready to start the day
Construction News ON LOCATION

Branch Manager Roderick Brown is ready for business at Sunbelt Rentals,  
Katy Frwy., Houston, TX. -cmw

Positively demolition

Noe Luna has a unique approach to 
demolition: instead of tearing 
down something old, dilapidated 

or unwanted, he’s the beginning of build-
ing something new and nice. 
 He calls it “the reverse of things.”
 Luna and his brother Albert own 
and operate Luna Bros. Contracting. Al-
bert handles all the interfacing with the 
customers and getting the estimates, 
while Noe is in the field and takes care of 
the machinery. 
 The duo started in this business by 
first working for AAA Demolition, one of 
the first demo companies in Houston. 
Noe drove trucks while Albert was a die-
sel mechanic. After time, they learned 
how to operate the demolition equip-
ment. Noe said it was “one of the funnest 
jobs I ever had.”
 The owner of AAA met with an un-
timely end, and Noe continued the com-
pany as AT Demolition. 
 Not able to keep that going, Noe and 
Albert did other work. That is, until a little 
rain storm called Harvey hit the Houston 
area in 2017. 

 Albert’s house got destroyed, as did 
two other siblings’ homes. They were all 
living at Noe’s house when, sitting around 
the table one night, Noe and Albert de-
cided to get back into demolition. That’s 
when Luna Bros. Contracting started. 
 Now, a team of 12 employees is part 
of building new things. “What I like most 
is demolition is the beginning of some-
thing new. We love being a part of that,” 
Noe said. 
 As cities and communities ebb and 
flow, Luna Bros. will take away that which 
is old and outdated, like run-down, one-
story homes, to make way for shining 
new three-story townhouses. 
 Noe says “demolition is a fun job.”
 So when we all look with admiration 
on something new and impressive in our 
towns, remember that someone had to 
clear the old and prepare the space first. 
In the Houston area, it could have been 
Noe and Albert Luna who were having 
fun and being positive about demolition. 
 Luna Bros. Contracting is a demolition 
and land clearing business in the Houston 
area. -dsz

Noe Luna (left) and brother Albert (right) of Luna Bros. Contracting.
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