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The January membership was a tribute to the 
late Walter F Pruter.  “Walt”, as we all knew him, was 
industry standard in his own right. A video presentation 
was given recounting his life and service to our indus-
try. Many people shared stories of Walt and how much 
he meant to them. Carol Pruter, Walt’s widow, was 
deeply touched by how the industry respected him and 
loved him.   
 
The meeting was also the first annual project of the 
year award ceremony. Appropriately and adeptly 
named the WALTER F PRUTER project of the year 
awards was a nice start to hopefully a long tradition of 
showcasing the amazing projects the WWCCA contrac-
tors and affiliates do around Southern California. Re-
cipients of the award received a handsome plaque suit-
able to display at their office. All WWCCA members are 
encouraged to be thinking of jobs that they want to en-
ter for next years awards.      

Farewell  Mr.  Downtown 
Brown.   Kurt  Brown  of  Ana‐
heim  passed  away  December 
28, 2008 after a long battle with 
cancer. He will be missed by all 
whose lives he touched. 
 
Kurt’s  “14  Karat  smile”  as  one 
friend  expressed,  is  what  Kurt 
will  be  remembered  most  by, 
that  and  his  “humor,  zest  for 
life, charm, and courage during 
his battle with cancer”.   “Every 
day is Christmas and every night 
is New  Years  Eve.”  was  Kurt’s 

apothegm and he lived each day he had to it’s fullest. 
  
Kurt worked as  a   Sales Representative for National Gyp‐
sum for   17  years  and won the top salesman award in 2006 
and all of the sales contests for that year.  
 
A  celebration of Kurt's  life was held  Jan. 09, 2009 at Ana‐
heim Hills Golf Course.  Family, friends and colleagues gath‐
ered  to  remember “Mr. Downtown Brown”  telling  stories 
of  his warmth,  caring  nature  and  ability  to make  even  a 
dark day bright.  Donations can be made in  
Kurt's name to: www.pacificshoresfoundation.org  
 
 

Our  Merle “The Pearl” Swanson  Long  time,  hard 
working, dedicated husband and Fun  loving father of 6 chil‐
dren started out in the Construction Industry with USG, then 
on to L.A. Building Material, over to Flintkote and ended his 
career with Hamilton in Orange with all his friends. 
 
If  you were  a  friend  of Merle’s  than  you  experienced  him 
remembering  your  birthdays  and  anniversaries  and  those 
donuts  he  would  bring,  along  with  his  cheery  smile.  The 
Pearl certainly left his mark.  Our Merle fought in World War 
II. Met and Married Dolores and raised his wonderful family 
in the City of Orange, CA.  For those of you who didn’t know, 
his wife Dolores, passed away suddenly last  November.   
 
“Merle  the  Pearle”  just  86  yrs.  young passed  away peace‐
fully on Thursday Feb. 26, 2009. He will truly be missed by his 
family and friends and the entire construction industry. 
 

 
Services:   Riverside National Cemetery 

215  Fwy. & Van Buren 
March Arb, CA 92518 

9:30 A.M. 
Friday, March 20, 2009 

 
Reception: The Villa Banquet Room 

510 E. Katella Ave. 
Orange, CA 92867    

12 noon 



In December WWCCA-Nevada held its traditional end of 
year “Labor Night” meeting at the Panevino Restaurant. 
This was the sixth such meeting where each labor organi-
zation was invited to share its “state of the union” with the 
contractor and affiliate membership. Approximately 75 
were in attendance to learn more about labor’s activities, 
challenges and goals for the 2009  calendar year. Our 
thanks go out to the following labor organizations and 
speakers for their generous time. 
 
Southwest Regional Council of Carpenters – Frank Hawk, 
Finishing Contractors Association – Tony Darkangelo, Inter-
national Union of Painters and Allied Trades – Jack Mallory, 
Operative Plasterers and Cement Masons – Marc Leavitt, 
Marvin Gebers. 

As it turns out, yes he can. Meet Vic‐
tor  Picena  proud  member  and  Ap‐
prentice  of  the  Carpenters  Union. 
Victor was  born  in  Los Angeles  and 
life was not particularly good for him 
at  first.  Victor  found  himself  in  a 
gang and doing everything wrong to 
be  successful  and  get  ahead.  Victor 
was told by a friend that Union con‐
struction  work  would  be  a  good 
path,  he  could  make  good  money, 
benefits  and  have  a  real  life.  Victor 
gave it a shot. He decided to join the 
Carpenters Apprenticeship program. 
 
What  Victor  found  was  instructors 
that  not  only  taught  the  basic  and 
advanced  skills  of  the  Carpenters 
trade, but men that were mentors to 

him.  These  Apprenticeship  instruc‐
tors  saw  that Victor wanted  to  suc‐
ceed  and went  out  of  their way  to 
help,  guide  and  mentor  him.  They 
certainly taught him the trade, but it 
was more than that, as Victor puts  it 
“  they were my  guides  in  life,  they 
cared”.  Victor cleaned up his act and 
went to work on living the rest of his 
life. 
 
As a fourth period apprentice, Victor 
felt he owed something back  to  the 
Union  and  to  the  mentors  that 
helped him. Victor decided  that not 
enough  people  with  clout  ,  in  par‐
ticular  political  clout,  knew  what 
great  things happen  at  these Union 
apprenticeship  schools.  He  decided 
he  could make  a  difference. On  his 
days off, Victor went to city hall and 
sat  in a city councilman’s office until 
they  agreed  to  tour  the  apprentice‐
ship facility with him. Victor has been 
persistent and successful. 
 
In  January,  Victor  arranged  for  Los 
Angeles  councilman  Bernard  Parks 
to  tour  the Whittier  Apprenticeship 
facility.  Victor  explained  to  council‐

man Parks that these  instructors are 
more  than  teachers,  they  are  life 
coaches  to  young men  and women 
who need guidance and that the city 
needs to support the efforts of these 
programs. 
 
As  it  turns  out  councilman  Parks  is 
no stranger to hard work. His father 
was  a Union  Lather  and  he  himself 
started out as a Plaster Tender when 
he  was  young.  He  informed  the 
group  it  was  the  hardest  work  he 
had ever done in his life and inspired 
him  to  continue  his  college  educa‐
tion.  Councilman  Parks  had  an  un‐
canny  knowledge  of  construction 
practices  and  obviously  had  experi‐
ence.  His  construction  knowledge 
was  a  bit  dated  as  he  asked  about 
using “button Board”, but he did im‐
press the tour group. 
 
So one man  can make  a difference. 
But who  is  that man,  Victor  Picena, 
Bernard  Parks  or  the  apprentice  in‐
structor who  takes  a  trouble  youth 
under his wing and puts him on  the 
right path? 
 

From Left to Right:  Bernard Parks, David Kersh, Vincent 
Picena and Mark Johnson 



The  southwest  construction  industry  have  known 
about the work of WWCCA contractors, now the rest of 
the Nation  is finding out what makes the WWCCA and 
TSIB so special. All in a span of a few months, WWCCA 
contractors have made the covers of both the national 
wall  and  ceiling magazines.  First  it was  The Raymond 
Group, with  the  amazing  project  at  Pelican Hill  along 
the south coast of Orange County. The project was fea‐

tured as the cover shot for Construction Dimensions in 
December. Pelican Hill  is a first class resort destination 
with a championship golf course. 
 
Then Berger Bros. was  featured on  the cover of Walls 
and  Ceilings  magazine  for  the  stunning  and  creative 
work done on the USC campus in Los Angeles.  The USC 
Cinematic Art School is a state of the film school where 
the future film directors will be educated,  inspired and 
certainly to create new movie genre for generations to 
come. 
 
Too often news about the construction industry is only 
negative, it is important that we let the world know the 
quality work we  do,  the  buildings we  build  and  take 
pride in our accomplishments. This national recognition 
is  important  to  acknowledge  and  earns  the  respect 
these  contractors  deserve.  Both  are  award  winning 
projects and all  the manufacturers and dealers  should 
feel equally proud to be featured in these magazines. 

 Hotel Accommodations at  
Marriott Desert Springs Resort & Spa—800‐228‐9290 

Check In 4:00pm—Check Out 11:00am 
Questions and information for golf  

Contact our Event Coordinator 
Tim Haas—Tournament Golf & Travel 

909‐261‐9617 
timhaastournamentgolf@yahoo.com 

Registration forms can be obtained from the WWCCA website 
www.wwcca.org/events 



An example of a true Union trade craftsman is one 
where an individual begins to learn his/her craft or 
trade through structured training, then perfects their 
trade skills, and subsequently mentors the next gen-
eration of skilled workers.  In the non-structured con-
struction environment, where I learned my trade, 
learning is done through the passing down of knowl-
edge from the “older guys”.  It is in the action of men-
toring and passing of knowledge where secrets, tricks 
and shortcuts learned over the years can lead to a 
variety of “that’s the way we always did it” habits.  A 
structured training program is one that will pass the 
test of time and give the contractor a true trained 
workforce. 
 
I started out in the Tucson lath and plaster trade as a 
laborer/hoddy.  My very first day, on my very first job, 
I was shown a sand pile, a mixer, stacks of lime and 
cement and a hod and stand set-up.  My buddy who 
got me the job gave me my first lesson.  He showed 
me how to mix stucco, pour it into a wheel barrow, 
wheel it to a hod stand, fill the hod, carry it up a spe-
cial hod ladder and dump it on a mud board.  This 
training session was for one batch and no further 
training took place.  A few months later in my career I 
was introduced to a stucco pump.  Given my vast 
knowledge of stucco “mixology” the then pump hoddy 
gave me a quick run down on the machine and how it 
works and worked with me in the sand pile for the 
day.  My pump training was completed.  After another 
six months into my career I was given the chance to 
move to the wall as a stucco floater.  I, in turn, gave 
my replacement his crash course in stucco pump 
training and was off to the wall.  By my second year in 
the trade I was considered a “journeyman” plasterer.  
I was never a Union member and worked my entire 
stucco career in the non-Union sector. 
 
My plastering career scenario played out much like it 
plays out for many today.  The knowledge of the plas-
tering industry was passed on to me from the older 
guys and fellow workers.  Most of it was right on but 
some fell into that “that’s the way we always did it” 
category.  It wasn’t until I became a Dryvit Field Ser-
vice Manager that I saw first hand and understood the 
difference between “passed” knowledge and industry 
approved “learned” knowledge.  I had a vast knowl-
edge of the plastering industry and thought I knew 
most of what I needed to be an expert in the field.  As 
a technical representative for Dryvit I was soon hum-
bled.  I ended up learning a lot of new information 
about EIFS and stucco. (By the way it’s pronounced 
eefs not efus.)  I got an advanced education from my 
Regional Sales Manager, some industry experts, 

chemists, engineers and a lawyer or two.  In fact, I’m 
still learning. 
 
Now as Manager for the WWCCA in AZ I see first 
hand, the excellence of trade training that is available 
through the Union apprentice program.  Through an 
apprentice training program an individual can learn all 
aspects of a given trade.  This learned knowledge is 
what is approved and recognized by the construction 
industry and is in fact a “true” knowledge.  The pro-
gram starts off with a basic knowledge of materials 
and methods.  This includes specific material selec-
tion, proper mix ratios and which tools are required to 
become a trade craftsman.  It then progresses into a 
very comprehensive training program of application 
and procedures.  A new apprentice isn’t thrown into 
the fire and asked to figure it out, rather he/she is 
given a proper learning path only advancing to the 
next step after completing the former.  Along with the 
comprehensive trade training is a safety training pro-
gram.  My safety training was the statement “don’t 
ever stick your hands into the mixer”.  No duh!  As I 
witnessed through my Dryvit years, the trained work 
force of the Union Contractor was visibly more edu-
cated in proper application methods, and safety, than 
the non-union contractor. 
 
The beauty of an established training program pro-
vided by a Union, is that it is a never ending career 
path.  An Apprentice can move up through the vari-
ous stages and pay grades to Journeyman status.  
Here he/she is then recognized as a trade profes-
sional craftsman.  But the learning doesn’t necessar-
ily stop there.  One can take foreman and leadership 
in training, first-aid/CPR and a variety of other ad-
vanced trade knowledge training to further a career.  
Safety training is always an ongoing part of career 
learning too.  No one goes through one training class 
and becomes for-ever-schooled on safety.  From 
these programs come the next generation of skilled 
contractor ensuring the successful, and safe, con-
tinuation of the construction industry.  I have person-
ally witnessed guy’s who have moved from job Super-
intendant all the way up to Company Branch Presi-
dent. 
 
In my position as the Arizona Manager for the 
WWCCA, I see this commitment to training by the 
various Union Conferences, as a saving grace for the 
construction industry.  A professionally trained, safe 
and confident construction worker gives the best 
chance for economic success in the construction in-
dustry.   
 



When was the last time you opened the 
hood  of  your  car  or  truck  and  fixed 
something  that was not working prop‐
erly?  How about a household appliance, 
ever  open  up  a  drier,  or  a  dishwasher 
and  trouble  shoot  a  problem?    I wont 
even get into electronics, who’s got the 
bravado  to pull  the  cover off a DVD or 
the  back  off  your  old  tube  style  TV 
(assuming you still have one). 
 
In our  industry, we  live  and die by  the 
hand.   We  rely  on  craftsmen  that  can 
plan, provide, construct and, oh make a 
profit while  they’re  at  it.    Even  in  our 
hands‐on  industry,  were  becoming  al‐
most  totally  reliant  on  electronic  pro‐
gram based tools to manage work.  Our 
topic for the March 17 WWCCA meeting 
is a fine example.  BIM, or Building Infor‐
mation Modeling,  is an approach to get 
design/data  modeling  shared  by  the 
Architect, CM, GC and trades.   The  idea 
is  to  mitigate  sequencing  and  space 
problems  in  a  software  driven  model, 
provide an alternative and allow every‐
one  to work  in  harmony  –  sounds  too 
good to be true?  One thing’s for sure, it 
doesn’t come easy! 
 
BIM  has  been  primarily  used  by  me‐
chanical  electrical  plumbing  trades,  in 
conjunction with a CM or GC to develop 
the CPM  schedule  for  the project. Due 
to  their complexity, high  cost and  long 
lead  times,  it  is  vital  that  all  the MEP 
systems go in as designed with the least 
amount  of  deviation  from  plan  to  ac‐
commodate  jobsite  conditions.    Wall 
and  ceiling  trades,  which  historically 
account  for  about  10%  of  the  project 
value, were  thought  to be  relatively  in‐
expensive and easily modified to accom‐
modate the MEP’s.  Not anymore!  Done 
an  OSHPD  lately?    How  easy  did  your 
request  to change  that  suspended ceil‐
ing to a joisted ceiling (to clear the inter‐
stitial  space)  fly  through  the  OSHPD 
plan department?   How about  that  top 
of wall  that  landed on  the bottom of a 
beam, and now the beam  is part of the 
fire  rated  assembly  –  didn’t  seem  like 
much  on  the  plans,  but  would  have 
popped out on a 3 D BIM.  With head‐of‐
wall  systems  costing a  fortune, and  re‐

jected wall assemblies holding up entire 
wings of progress, hospital and  institu‐
tional  work  in  general  are  ripe  for  a 
chance  to  join  the  BIM  game with  the 
MEP boys. 
 
Perhaps in the old school, where a boot 
wearing,  grizzled  old  superintendant 
who  knew  how  to  horse  trade  and 
could get a weeks worth of paperwork 
snuffed with a quick phone call from his 
smoke  filled  trailer,  trade  coordination 
was less an issue, it simply worked itself 
out by several seasoned vets who could 
make decisions on  the  spot.   Today,  is‐
sues run deep.  It takes a month of coor‐
dination  meetings,  filled  with  high 
priced consultants, inexperienced junior 
architects, fresh out of school PM’s and 
tongue biting (for  fear of taking design 
ownership) subcontractors.  I say, “BIM, 
bring  it on”!   Why not get wall and ceil‐
ing contractors into the room when the 
CPM  is  still  a  draft.    Give  us  a  chance 
bring down all our drywall corridors be‐
fore HVAC, get all  those  rooms  topped 
out  before  copper,  emt,  and  all  the 
other MEP  components get  stubbed  in 
–  who  wants  to  cut  around  those 
things. 
 
Sounds good, but  at what  cost?   Well, 
it’s not going  to be a simple  transition.  
Remember, MEP  trades  have mechani‐
cal and electrical engineers cranking out 
shop drawings – these folks are all well 
versed  in AutoCAD, BIM software  is like 
the  Barry  Bonds  version  of  AutoCAD, 
but  they  can  stomach  it.    Lath, Plaster 
and Drywall contractors are not always 
staffed  with  persons  versed  in  these 
disciplines.    Furthermore,  with  tough 
times,  few  traditional  lath,  plaster  and 
drywall shops can afford  to keep  these 
specialized staff on their payroll. 
So where does this  leave us.   You can’t 
stick  your  head  in  the  sand  and  hope 
this  phase  called  technology  will  just 
pass  and  go out  of  style,  like  so much 
American  flash‐in‐the‐pan  hype  –  it 
won’t.   Face  it, our planet may still spin 
at just over 1,037 mph, just as it’s always 
done, but it sure seems like the days go 
by  faster.    With  so  much  information 
available, we  do  things  at  light  speed.  

Getting left in the dust today means you 
may never be able to catch up. 
 
What  if we  simply  go  back  to  the  old, 
hands  on  way  of  life?    A  time  when 
things were easier you say?.   You could 
actually pop  the hood on your  car,  see 
something that you recognized, trouble 
shoot  the  problem,  buy  the  parts  and 
be back up  running before Carson was 
on.    I grew up  in  the  70’s when every‐
body used  their hands, as an extension 
of their brains.   My next door neighbor, 
Raleigh, was a paint salesman  for Rust‐
oleum.   He  spent  the  better  part  of  4 
years  taking  a  trashed  early  1960’s 
Cessna 172 back from ruins to a working 
aircraft.    He  did  it  all  in  his  back  yard 
garage and he taught me to  fly  it, at 12 
years old.   Or another neighbor, Dennis 
(also  a  pilot),  who  was  so  talented  a 
Mercedes  Benz  mechanic  that  he  had 
two  stalls,  did  twice  the work  and  got 
twice the pay.    In his spare time, he re‐
worked  the  2  stroke  engines of  all our 
dirtbikes,  remodeled  his  house,  built 
custom  firearms,  and  taught  us  all  to 
scuba  dive  in  his  pool.    And  of  course 
the  drywall  /  plaster  guy  up  the  street 
who  took  a  dilapidated  2  bedroom 
house,  added  enough  room  to  raise  3 
kids,  totally  remodeled  it  from  top  to 
bottom,  coached  and  played  baseball, 
built competitive  race boats, dirt bikes, 
RC  planes,  CB’s  and  still  had  time  to 
crack a 6 ounce beer  for  the neighbor‐
hood kids who just finished helping him 
trim his trees.   Hands on, yup, that was 
a good time. 

 
 



I  just “a’int that good” as a  leader and manager. The differ‐
ence between me and most leaders in this business, is that I 
know it. Not only do I know it, but I know exactly what “I’m 
not” and I’m working on fixing it. All the time. For more than 
fifteen years. Because this  is what I owe my employees and 
the members. 
 

How did  this happen? A  couple of decades of my personal 
leadership  challenges.  Eight  years  of  all my  staffers  giving 
me  annual  anonymous  360  performance  evaluations.  Tons 
of  hard  questions  I’ve  asked  my  mentors  and  harder  an‐
swers  I  received.    Like  a  lot  of  you  reading  this,  I  used  to 
think   because  I was  in charge that  I was good.  I easily put 
my own opinion of me before the opinions of those that fol‐
lowed.  I  substituted  drive  and  determination  for  effective 
leadership, strategy and maturity. I evaluated my leadership 
solely on business results instead of including people results. 
I could have rationalized any and all of  it. But  I’d be no fur‐
ther ahead now than I was ten or fifteen years ago. 
 

Leaders are funny in that way. Most guys I know are focused 
on  improving  everything  and  everyone  around  them  –  ex‐
cept themselves. They stride the world confidently and arro‐
gantly mostly  blind  to  their  own  upside.  Power,  authority, 
status  or wealth  substitutes  for  a  clear‐eyed  view  of  their 
strengths and deficiencies. Most guys spend more time play‐
ing  golf  each  year  than  improving  themselves.  And  their 
partners and senior managers do the same. And as a result 
they could be better. A  lot better. And  so could  their busi‐
ness results. 
 

I recall a discussion I had with a member some fifteen years 
ago that sums this up. This guy was doing maybe fifteen mil‐
lion a year and making a very good living. But he just wasn’t 
that good. And it showed in his organization. And I told him 
so. The exact words I used were, “you run your company for 
shit.” After he calmed down we had a very detailed conver‐
sation where I made my case. I not only convinced him, but 
provoked  him  into  a  very  intense  personal  and  organiza‐
tional  development  effort. He was  honest  enough  and  se‐
cure enough  to  take  that “tough  love”  knowing  I was not 
being judgmental but just blunt as hell. Ten years later I was 
awful proud of him when they hit a highly profitable eighty 
million. And he doesn’t need to be there for the organization 
to succeed anymore. What’s the point? That without brutal 
personal and organizational self‐evaluation, you are unlikely 
to  reach  your  personal  leadership  potential  and  thus  your 
organization will underperform. Who better  to  tell you  the 
truth than yourself? 
 

 

Self Knowledge and Mastery: The Alpha Foundation 
 
Self‐knowledge  and management  is  the  foundation  to  suc‐
cessful long term leadership capability. Learning the external 
tips and tactics to manage others is fine. Getting your MBA is 
a  plus. Officially  becoming  the  foreman  is  terrific. But  ulti‐
mately those are external enhancements to leadership capa‐
bility right now. You have to look at leadership development 
as  a  long  term personal  evolution,  rather  than  a one  time 
event  (a promotion) or entitlement. Self knowledge would 
include the following; 
• What are my main motivations good and bad? 
• What are my main strengths and weaknesses  in dealing 
with people? 
• What  is my  fatal  flaw  and  how  does  it  impact  people 
around me? 
• What level of intuition do I bring to motivating others? 
• What is my blind spot? 
• Can  I take brutally honest feedback  in service of my ad‐
vancement? 
• Am I secure enough in myself to lead well? 
• How do I generally behave under extreme stress? 
What am I going to do with this information and what re‐
sources or strategies am I going to use to improve my per‐
sonal and organizational performance? 
 
I have seen many leaders fall short of their potential because 
they  would  not  or  could  not  be  honest  with  themselves. 
They make enough money. They are tired. They don’t need 
it.  They’ve  heard  it  all  before;  been  there  and  done  that. 
They’ve paid their dues. But  just as  likely, they were simply 
unwilling to dig into the challenge of self knowledge and self 
development.  And  that  is  understandable.  We  often  find 
more  things we don’t  like about ourselves or our perform‐
ance when we do it, WHICH IS PRECISELY WHY WE NEED TO 
DO IT.  The polite term is self‐deception. The true description 
is bullshitting yourself. 
 
Tough markets usually provide the shock to the system nec‐
essary  to  re‐evaluate  people,  procedures,  markets  and 
strategies.  The  same  should  apply  to  you  and  your  leader‐
ship  team. No matter what  else  you do,  your organization 
will not  reach  it’s profitability or growth potential until you 
put  the  money  and  effort  into  leadership  development. 
Make this a priority for 2009. What got you here won’t get 
you  to where  you want  to  be.  And  take  it  from  one who 
knows. You just a’int that good. Yet. 

 Mark’s Breslin’s upcoming fourth book   Alpha Dog: Leading and Motivating Yourself and Others. Will be coming from McAlly 
Press International, 2009. For a list of management and leadership development resources email Mark at mbreslin@euca.com. 



A & R Drywall  Service Inc. Anning-Johnson Co. Berger Bros. Inc. Best Interiors BradyCo./LA, Inc. Brent R. Schwebel 
Plastering Inc. Capparelli Contracting CO. Caston Plastering & Drywall, Inc. Church & Larsen, Inc. Davcal, inc. E&K 
of Phoenix Eastbrook Construction Inc. F. Rodgers Insulation Interiors Fireproof Coatings Frederick Meiswinkel, Inc. 
Frye Construction Inc. Gierahn Drywall Inc. Gypsum Enterprises, INC. Insul Drywall & Plastering Inc. J R Construc-
tion J.O. Stiles, INC. JADE, INC. John Jory Corp. Johnson,Barnes & Finch Ken Harges Plastering Co. Inc. KHS&S Kron 
Interiors, Inc. L.K. Lauber Co. Lathco Lawrie & Company, Inc Martin Bros./Marco Wall Martin Corp. Matrix Wall Sys-
tems, Inc. MKB Construciton Mowery-Thomason, Inc. Nevell Group, Inc. Nevell Group, Inc. - San Diego OC PLASTERING 
Pacific Wall Systems, Inc Performance Contracting, Inc. Performance Contracting, Inc. Arizona Perlite Plastering 
CO., Inc. Pierce/Gypsum Ent. J.V. Pooles Construction Premier Wall Constructors, Inc. George M. Raymond Raymond 
Interior Systems Raymond-San Diego, Inc. RICE Drywall, Inc. Ron Willis Lathing RTI Construction Rutherford Inc. 
Santa Clarita Interiors. Inc. Schmitt Contracting, Inc. Sharpe Interior Systems Sierra Lathing CO.Sifling Bros., INC. 
SO. CAL Drywall CO., INC. Spectra Drywall System, INC Standard Drywall Superior Wall Systems, INC. Tarlton and 
Son, Inc. Todd F Metcalf (Lath & Plaster) Trendex Corp.. Unlimited Interiors Versatile Coatings W.C. Froelich, Inc. W.F. 
Hayward CO. W.S. HAYNES LATHING CO. Westcoast Firestopping, Inc. Acoustical Material Services Ahern Rentals Al-
lied North America Ins. Allied Studco Ames Taping Tools Amico-West Andrade & Associates BASF Wall Systems BASF 
Wall Systems NVBMI Products of Northern CA. Inc. Brady Construction Innovation Brand X Metals California Build-
ing Supply Inc. CEMCO CEMEX Certain Teed Gypsum Chemical Lime Co. Clark Western Clinch-On-Cornerbead Cloutier-
Lott Enterprises Commercial Scaffolding of CA, Inc. Contractors Building Material Davis Wire Corp. "Design Shapes 
""in"" Steel" Dietrich Metal Framing Dryvit Systems, Inc. DuPont Tyvek Weatherization Partners, ltd DuPont Tyvek 
Weatherization Partners,ltd Eshom  Insurance Services E-Z  Mix Inc. Flannery, Inc. Fortifiber Fry Reglet Corp. GIBCO 
G-P Gypsum Corp. Grabber Construction Products Great Western Building Materials Hardy Frames, INC. Hi-Tech Ar-
chitectural Products, Inc. Huttig-Typar Insulfoam Isolatek International J & M Service, Inc. J&B Materials, Inc. 
Karcher Interior Systems, Inc. K-LATH La Habra Products Merlex Stucco MoonlightMolds, Inc. Moore Stephens Wurth 
Frazer and Torbet, LLP Multiquip Inc. Munters Corporation Nathan Kimmel, CO. LLC. National Gypsum Pabco Gypsum 
Wallboard Parex La Habra Phillips Manufacturing Pridemark ( Holdren Insurance) Putzmeister, Inc Quiet Solution 
R&S Sales LLC, dba Variance Finishes Radius Track Corp. Ray-Bar Engineering, Corp. RPW Insurance Brokerage, Inc. 
Senco Products Squires-Belt Material CO. Stockton Products Structa WireCorp. Texston Industries Thomas Drywall 
Products Thompson Bldg Mtrl.,INC. TXI Riverside Cement Ultimaz Cement Corp United Metal Products United States 
Gypsum Universal Material Supply, Inc. VEFO Inc. Vinyl Corp. W.R. Grace & CO. Western Pac Materials Westpac Materi-
als Westside Building Mtrls. Westwood Building Material 

March 
  
 
 
 
 
 
 
 
 
 
 
 

  

April 
  

  

May 
  

  

S M T W T F S 
             
1 2 3 4 5 6 7 
8 9 10 11 12 13 14 
15 16 17 18 19 20 21 
22 23 24 25 26 27 28 
29 30 31         

S M T W T F S 
    1 2 3 4 
5 6 7 8 9 10 11 
12 13 14 15 16 17 18 
19 20 21 22 23 24 25 
26 27 28 29 30     
              

S M T W T F S 
         1 2 
3 4 5 6 7 8 9 
10 11 12 13 14 15 16 
17 18 19 20 21 22 23 
24 25 26 27 28 29 30 
31             

March 17, 2009  ‐ WWCCA Membership Meeting (California) 
March 18, 2009 ‐ WWCCA Membership Meeting (Nevada) 
March 24‐28, 2009 ‐  AWCI’s Convention + INTEX Expo 2009  
Nashville, Tennessee 
 

April 1, 2009 WWCCA San Diego Membership Meeting 
April 24‐25, 2009 WWCCA Desert Golf 2009 
Desert Springs Marriot/Golf ‐ Desert Willows Golf Resort 
April 30 ‐ May 3, 2009 AIA Convention and Tradeshow 
 

May 19, 2009  WWCCA Membership Meeting (California) 
May 25, 2009 Memorial Day /WWCCA offices closed 
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