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INSTALL Markets Trained UBC Installers to Flooring Industry

BY BARBARA DOHERTY

ou know about UBC training. It's intensive, comprehensive, the
best there is—and it sets the Brotherhood apart.

But have you heard of INSTALL? It’s training, but it's more.
Call it “training squared.”

The International Standards and Training Alliance, or IN-
STALL, brings flooring contractors, product manufacturers, and
the Brotherhood together to provide industry-standard training
to advance the skills of UBC floor covering installers. Even more,
INSTALL leverages those skills by comprehensively marketing
them throughout the industry, as well as promoting standardized
training for members.

“INSTALL is a brand that signifies the high quality of our
members’ skills,” said program Director John McGrath. “And be-
cause We have buy-in from so many partners, INSTALL is build-
ing a loyal following, like any good brand does.”

Since its creation in 2000, INSTALL has involved stakehold-
ers—from architects to specifiers, builders to building managers,
contractors to front-line workers—in demanding the best from
each other.

It's about being in the forefront of a trend that will affect
every UBC member: widespread skills certification.

And because it’s part of the Brotherhood, INSTALL is about
improving lives and sustaining consistent work for UBC signato-
ries and members.

“Through INSTALL, we show that we recognize that our
members win when our contractors win,” said UBC General Sec-
retary-Treasurer Andy Silins, co-chairman of INSTALL's Labor-
Management Committee. “By participating in this alliance, con-
tractors and industry leaders are able to learn that the UBC can
be the smart choice and the easy choice.”

INSTALL has emerged as the gold standard at a critical time
for the flooring industry, according to independent technical
consultant Lew Migliore.

With 36 years in the industry, Migliore has faced all kinds of
flooring problems and disputes as a troubleshooter and neutral
expert. While many have been quick to complain about installa-
tion, Migliore said no one was willing to do anything compre-
hensive—until INSTALL came along.

“This industry is growing exponentially, but not all of the
manufacturers have installation experts of their own,” Migliore
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~James Oliver, a member }.
of Local 314 in Madison,
Wis., puts his back into it
at the Kaukauna Training
Center in Kaukauna, Wis.

Inside Story:

Take UBC skills, hone
them, certify them, brand
them, and market them,
and you have the secret
of INSTALL, which is
boosting the careers of
Brotherhood members by
taking flooring installation
to the next level. r
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“It’s a complete paradigm shift,
and the only program of its kind

in the flooring industry.

I am very, very hot on it.

INSTALL is the only game in town.”

— Lew Migliore Flooring industry troubleshooter

Daniel Mirer
f

Local 2287 members
Angelo Poicastro,
James Lockwood, and
Christopher Wright
(below left) have put
in time at the New
York District Council’s
Labor Technical Col-
lege to earn INSTALL
floor-covering certifi-
cations. The upshot?
Plenty of steady work,
and highest regards
from the industry.

Daniel Mirer

said. “There has been a real void of people in the field who know
how to work with the products.”

INSTALL, he said, is filling that void by bringing all the players
together and putting resources into top-level training. “The timing
is perfect. It's a complete paradigm shift, and the only program of its
kind in the flooring industry,” Migliore said.

“The union has been so proactive in addressing this need,” he
added. “l am very, very hot on it. INSTALL is the only game in town.”
Kenny Murray, an 11-year floor coverer for Local 2287, in the

New York City & Vicinity District Council, is part of the INSTALL
success story. “I have three kids, two of them teenagers who will be
going to college in a few years,” Murray said. “It's important that | am
ensured steady work, and a program like INSTALL does that for me.”

Murray recently added his name to the growing list of UBC
members nationwide who are burnishing their journey-level status
by earning INSTALL certifications. That means he came to his local
training center for eight hours on a Saturday to demonstrate,
through hands-on assessments, that he has floor-laying skills that
are unparalleled and deserving of higher-level recognition.

Those who carry an INSTALL certificate have earned that recog-
nition not only from the Brotherhood, but also from the nearly 50 in-
dustry partners that help set the standards and training assessments.

Through the district council’s Labor Technical College, Local
2287 offers the certification assessments in the all-day Saturday for-
mat or in two four-hour evening sessions. Those who need to pre-
pare can attend a five-evening class to brush up on skills and

learn the latest techniques.

Murray earned his carpeting certification in
March 2006; a year later he had a certificate in
resilient floor covering.

“Members are realizing that education,
testing, and certification are part of a
process of advancing their work oppor-
tunities and making them more employ-
able;” said Martin Daly, training director
for the college. INSTALL's programs
have led to an expansion of classes and
more space allocated for floor covering
training, he adds.

What puts Murray and his local in
the INSTALL vanguard is that they have
made certification more than a goal. They
and their employers believe so deeply in raising
industry standards that they’ve made a contractual
agreement to require an INSTALL certificate of every in-
staller on every job.

The contract requires that Local 2287 will deploy only work-
ers who hold an INSTALL certificate—and signatory members
of the Greater New York Floor Covering Association will hire
only certified members.

“The certificate is a real badge of honor for our members, and it
cements my ability to say to the industry, ‘We will deliver; I prom-
ise,” said Local 2287 President Jeffrey Passante.

That pledge is essential to the Brotherhood’s mission, said
UBC General President Doug McCarron, and the reason that the
union is working with scores of construction industry partners
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Why Certify?

k¢ Q kills certification and qualification is
not just the wave of the future, it is the

to unveil certification programs in many skill areas in the future.

“The INSTALL certificate represents the clearest distinction we
can make between us and the competition,” President McCarron
said. “Members who become certified help their careers and
strengthen their union with their demonstrated commit-

UBC affiliates have embraced the INSTALL
program and certification through a variety
of initiatives:

¢ The Metropolitan Regional Council of
Philadelphia and Vicinity—BY contrac-
tual agreement, members receive monetary
bonuses for each INSTALL certification
they earn.

* The New Jersey Regional Council—By the
end of the contract term, certification will be
required of floor coverers before they can be
hired, and those with a certificate will be eligible
for additional compensation.

* The Michigan Regional Council—Detroit area floor coverers
met their first “30-60-90” contractual benchmark in June, after certi-
fying 30 percent of their members. The contract will require each
UBC signatory flooring contractor to have another 30 percent of its
workforce certified in each of the next two years.

* The Ohio & Vicinity Regional Council—Local 248 in Toledo ne-
gotiated a four-year agreement that requires members to attend 16
hours of paid upgrade training to enable certification.

* Northern Wisconsin Regional Council—Council delegates voted
to mandate that all floor covering members be certified by June 2008.

we're willing to work for them," said UBC Gen- interest for certifications and qualifications in
eral Vice President Doug Banes. "It's critical
that every member we send out on the job has  and other skill areas, Irwin said. By enlisting
the right skills and the right attitude—and
that's where certification comes in."

In INSTALL, workers have been earning

general carpentry, interior systems, concrete,

widespread participation from industry play-
ers, the Brotherhood can develop training
that fits the needs of the marketplace and

future in Brotherhood training. It’s happening certificates in resilient flooring, carpet laying, prepares members for success.

in all crafts, in all sectors of construction,”

penters International Training Fund, which
develops all Brotherhood skills training.
UBC apprentices and many journeymen,

foremen, and superintendents are classified as icy that aims to maintain the credibility and

and, more recently, wood flooring. An as-
says Bill Irwin, executive director of the Car-  sessment and certificate in sand-and-finish
is in the works. With a “no-grandfathering”
policy in place, everyone who pursues a cer-
tificate must pass the assessment. It’s a pol-  skill areas, with the end result a standard,

This formula is in play this year, as IN-
STALL's standardized floor-laying curriculum
undergoes a complete overhaul.

Similar efforts are under way in all UBC

state-of-the-art, modular curriculum that can

qualified after passing a Carpenters Union as-  fairness of the program, said INSTALL Direc-  be customized for each JATC in a “build-a-

sessment. But in several areas, including first ~ tor John McGrath.
aid, door hardware, welding, and now floor lay-

industry panel or other third-party expert.
"The construction industry's increasing

need for qualified, skilled craftsmen and

women presents opportunities for all of us, if

tent professional.”

“This is not a rubber stamp,” McGrath
ing, workers can be designated as certified by  said. “It's meant to raise the bar in flooring
passing an assessment that is endorsed by an installation across North America. Anyone

employing an INSTALL-certified installer will  keys to success of our members, our con-
know they have a well-trained and compe-

The success of that model has spurred

book” format that includes Microsoft Power-
Point slides, instructor and student manuals,
and other materials.

“Skills, training, and productivity are the

tractors, and our union,” Irwin said. “Still, it's
up to the members to take advantage of
these opportunities to advance their careers.”



TALL program from Keith
Jutkins, a business repre-
entative for the Chicago
onal Council.

Industry Finds
Much to Like in INSTALL

growing roster of signatory contractors, expanding market

share, and increasing industry interest show that word is
getting out about INSTALL—and the UBC skills that underpin the
unique floor-covering alliance.

“More than two-thirds of our contractor base is made up of
signatories who are new to the union,” said INSTALL Director
John McGrath.

S & B Flooring Depot in Boise, Idaho, recently became a UBC
signatory after attending the INSTALL Floor Covering Leadership
Conference along with representatives of the Pacific Northwest
Regional Council.

“We see our contract as a way for us to open up different
avenues for work and expand our horizons,” said S & B owner
Marco Churchich.

A sampling of regional INSTALL innovations in recent years
include the following:

e Chicago: Hundreds of lunch-and-learn continuing education
presentations have helped the Chicago Regional Council excel
at convincing area architects, designers, and facility man-
agers to specify INSTALL for floor-laying work before the first
nail is driven in a new building.

e St. Louis: This long-running INSTALL program has nearly dou-
bled its floor-covering membership since 1994 to the current
1,549 members. It recruits many of those through an inner-
city high school apprenticeship program.

= Philadelphia: Local 1823 has secured specification language in
close to 20 center-city commercial buildings by working with
facility managers. The language stipulates that only INSTALL
professionals will be able to do the work in those buildings.

e Ohio-INSTALL: Ohio has a new agreement with Sports
Construction Group to create a training and certification
program for synthetic installation, opening new opportunities
for UBC members.

* The Lakes and Plains Regional Council—Local 596, in the Twin
Cities area, negotiated a three-year agreement to require certifica-
tion of 90 members by May 31, 2008, and another 180 one year
later. In addition, 80 percent of the membership must participate in
upgrade training each year. If those quotas are met, the entire mem-
bership will earn 20 cents per hour more in each subsequent year of
the contract. For their part, contractors must send floor coverers
during work hours to scheduled certification sessions at the JATC.
The wage premium will more than make up for the hours each
member spends, on his or her own time, to earn certification.

“We've been preaching for a long time how important it is for
professionals to maintain their skills,” said Local 596 Financial Sec-
retary Terry Nali. “This is the way our floor-covering professionals
will be able to certify that they are keeping up with the trade. Our
agreement also stipulates that certified members can be put to work
before noncertified members.”

Certifying 100 percent of UBC floor coverers within five years
is at the top of INSTALL' agenda, but it is just one of the alliance’s
missions, said David Meberg, president of Consolidated Carpet
Inc. in New York, and management co-chair of INSTALL's labor-
management committee.

“Members who become certified
help their careers and
strengthen their union with
their demonstrated commitment
to UBC excellence.”

— Doug McCarron, UBC general president

At INSTALL's recent Floor Covering Leadership Conference—
the first formal event held at the newly expanded International
Training Center—Meberg urged an audience of union representa-
tives, contractors, and manufacturers’ representatives to continue to
promote all of INSTALL's good works.

“We must convince manufacturers that they are better off only
offering a warranty on products that have been installed by trained,
certified craftsmen. WWe must promote to specifiers, designers, end
users, and consumers that they should insist on certified installa-
tions so that they can recognize the true value of their material in-
vestment,” Meberg said.

And just as INSTALL asks the flooring industry to embrace
Brotherhood training, the alliance is asking UBC floor-covering
members to show their commitment to high standards by getting
certifications, said INSTALL's McGrath.

“Bottom line, certification is a tool for the UBC floor layer to se-
cure work;” McGrath said. “And it's the best way to show you care
about your trade and your union.” \*—

INSTALL: Meeting Challenges,
Creating Opportunities

INSTALL evolved from a hard reality: in-
stallation problems hurt everyone in the
floor-covering industry—from manufac-
turer to retailer to installation contractor
to customer—and there was no way to
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Contractors pack a meeting room at the Inter-
national Training Center to hear General Sec-
retary-Treasurer Andy Silins during this
summer’s INSTALL conference.

judge the skills of who was doing the
work until the job was finished.
The union’s International Labor-Man-

cides to spend $1 or $50 per foot or pur-
chases an expensive wool carpet, sheet
vinyl, or hardwood flooring, the value of
that purchase until it is properly installed is
all the same: zero.”
I For years, a
= shortage of quali-
fied installation
professionals
deepened indus-
trywide installa-
tion concerns, but
the labor-manage-
ment committee
- ,t found a larger
’ issue—a lack of
standardized,
quality education
and training.
Led by UBC
General Secretary-
Treasurer Andy
Silins, the group
tackled broader areas
of concern than
those addressed by
most labor-manage-
ment committees.
INSTALL, which

John McGrath came into being in

“Every INSTALL certification ... shows

our industry partners, our members, and

our customers that we’re serious about
a quality and craftsmanship.”

Andy Silins

agement Committee for the Floor Covering
Industry confronted this challenge in typical
Brotherhood fashion: head-on. The effort,
which began in the late 1990s, spawned the
comprehensive training, marketing, and cer-
tification program that is INSTALL.

“Floor covering is an installed product,”
says David Meberg, a floor-covering con-
tractor and management co-chairman of
the committee. “Whether a consumer de-

— Andy Silins, UBC general secretary-treasurer

2000, was a product of that effort, with the
goal of standardizing, improving, and mar-
keting the skills of Brotherhood members to
the various stakeholders in the floor-covering
industry.

Running parallel to the efforts of IN-
STALL is the ongoing revamping of UBC
floor covering training materials and cur-
riculum by the Carpenters International
Training Fund, which works with IN-

Marketing materials
such as this kit are
turning INSTALL into

a brand name.
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STALL and consults with experts inside
and outside the Brotherhood to develop
in-demand skills training.

INSTALL also developed a marketing
program, including top-quality brochures
and Web-based materials—as well as the ex-
pertise of UBC-INSTALL representatives in
many regions—to promote the high skills of
UBC installers. In a few short years, IN-
STALL has grown from an idea to a full-
fledged floor-covering brand.

“| really believe in this program,” said
Larry Press, an executive with Helmitin
Adhesive. “A lot of the contractors who
have facilitated [INSTALL’s apprentice-
ship and certification program] have
found that it pays off.”

INSTALLS recent Floor Covering Lead-
ership Conference demonstrated how far
the program has come. Held at the Brother-
hood’s newly expanded International Train-
ing Center in Las \egas, the conference in-
cluded some 150 UBC instructors and
union representatives. Also on hand were
another 150 contractors, as well as represen-
tatives of flooring mills and manufacturers
and industry analysts.

Themed “Opportunity Knocks,” the
conference was an opportunity to share in-
dustry best practices, but it also showcased
INSTALLS breakthrough alliances between
union, contractors, and manufacturers—
and set the tone for the program’s newest
goal: to promote floor-covering certification
of all UBC installers.

“Every INSTALL certification carries a
message,” Silins told participants, “that
we’re serious about adding value to your
job. It shows our industry partners, our
members, and our customers that we're se-
rious about quality and craftsmanship.”






