











doctrine of improving and refining products was beginning to
take shape. Suffice it to say that complacency was never a
part of that doctrine. When Rodney started looking into the
traffic safely barrier market, he made some improvements on
an old theme and developed the first barrier rugged enough to
be rented and reused, "Customers could call and order 10,000
feet of barrier, use it until the job was completed and then
send it back," says Rodney. “They wouldn't have to awn it,
they wouldn’t have to stockpile it.”

Some zo years later, those safety barriers, a tongue-in-
groove design, transcended into the proprietary J-J Hooks,
which feature a self-aligning system that allows them to be
installed and removed quickly and to be configured in tight
curving patterns. Since the company started issuing licenses
for the J-) Hooks, precasters in countries around the world
have been making them. Having traveled to 41 countries to
investigate the precast industry an a global scale, Radney
confidently proclaims that these have become the largest-
selling proprietary barrier in the world.

No getting around it

Traffic barriers and other security products have caught the
attention of the U5, government as well. Smith-Midland has
been the go-to precaster for many federal contracts involving
security dating back several
years, and the post-g/m world in
which we live has revved up the
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company's barrier production. “A WITH MADISON SOUMKEE GARDEN LODMING 1N THE BACKGROUMD, A CRANE
long 20 years before g/n, we OSITIONS. A BARRIER SECTION IV PREPARATION FOR THE REPUBLICAN NA
have furnished concrete barrier 1o CONVENTION, ABOVE LEFT, 1IMMY LYONS PERFORMS BREAK TESTS AT THE PLANT
block off the side streets for the BELOWY: LETT, ‘A CLOSE-UP VIEW OF THE J-) HOGKS SELF-ALIGAING SYSTEM

presidential inaugurations, and we
worked for the Secret Service and  Secret Service who in turn called on Smith-Midland. The

the Washington, D.C., police for company subsequently delivered 125 tractor-trailer loads of

more than 24 years,” recalls concrete safety barrier to New York City, enough to totally

Radney, encircle Madison Square Garden where the convention was

The company's most recent big- held. “And when the convention was over, we took the whole

ticket job involved traffic barriers 125 tractor-trailer loatds and removed them.” says Rodney.

at the Republican Mational Matthew Smith. Ashley's younger brather and sales manager

Convention in New York in August.  of the company's Utility Products Division. was on site for that
+ As the NYPD pondered how to demanding project. “That was big,” he says. Matthew, who has
i handle the security, it called the been with the company for 15 uears, explains that the barrier
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project was unigue in several ways. For one thing. the barriers
had 2
contain pedestrian traffic

Sally ports, of

security controds.,
Garden had to go through one of these sally ports,”
says Matthew. Several s

Square

-foot-tall fences along the tops that would

serve 1o

vehicular © points, were also a part of the

“Anybody who wanted 1o get inside Madison

\ly ports were placed around the

perimeler of the convention site, and each sally port utilized
two pop-up barriers to control access. As a car approached,

the authorities would check credentials then lower the first

pop-up barrier and motion the car forward, where the second

barrier blocked further access, Once the
the first barrier came back up.
saijs Matthew, The authorities could then screen

the middle,”

the vehicle for explosives

The barriers once again proved their

ehicle was inside,
“Then they'd be stuck there in

before lowering the second barrier

effectiveness, and

Smith-Midland once again won the contract for January's

presidential inaugquration

LIGENSE
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It wasn't so long ago that a resistance 1o licensing
proprietary products permeated the precast concrete
manufacturing industry, One school of thought suggests
that it was because the vast majonity of precasters were
independent mom-and-pop operations in which mom and
pop started out with practically nothing in a back yard or
garage making only ane or two products. Whenever they
made an investment in the business, it was usually for
Forms and equ
staple products in high demand
But as generations march on,

pment that would allow them 1o build

o does technology. Both
have led to m
engineered. And many precasters now seek the ability to
make products that have already been advertised,
marketed and, hopefully, proven their dout in sales
volumes.

Rodney Smith, president of Smith-Midland Corp. ol
Midland, Va., says that the Europeans have been licensing
precast products for a very long time and that the practice
“But in the U5,
when we first started licensing, it was actually an

has become more acceptable in Canada

unpopular kind of business for precasters,” says Rodney.
“But | never give up as long a5 something's a good idea.”
And his tenacity

"I think what

is finally paying off

WE'Te SeIng now 15 the second and third
generation maybe mn
Ashley Smith,

of people see it

s resistant to that licensing,” says

and marketing. A lot

as 2 faster way of gettng inlo 8 product

vice president ol sales
fine, a faster way of getting that expertise, a faster way of
getting information instead of having to devetop it all on
their own.”
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Networking and diversity are two key components for
success in the precast industry, espedally when offering
licenses for your products, says Ashley. A great deal of the
company’s networking strateqgy has centered around its
invalvement with NPCA, for which Rodney served as
chairman of the board for 1980

Besides attending NPCA's annual trade show and
convention, the Smiths have visited hundreds of precast
plants in North Amenca and around the world through
“You pick up new
ideas from being in the association, and that's been an

contacts they made through NPCA

important part of the growth and the product development
for our company,” says Ashley.

Product diversificabion helps smooth the peaks and
valleys of supply and demand in the marketplace.

that's real important in today’s economy, because one

think

sector can be down, and when that sector is down you
have to have something else that you can focus on 1o pick
up the slack,” says Ashley. He says
Smith-Midland's higgest challenge s
that, rather than being an expert in
one market, it has to be an expert in
four or five different markets, “50 it
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As an example, since the company

designs, builds and installs sound
walls, it has to provide expertise in all
areas associated with that product
“You have to know your engineenng,
you have to know soil engineering

you have 1o know all your



Smith-Midland is poised for it

Easi does it

Continuing the parade of Smith-Midland offerings for licensing
over the years were products such as Sierra Wall sound walls
and privacy fences; Durisol sound-absorbing concrete used with
the Sierra Wall systems: Easi-Set transportable buildings:
Sunspace passive solar homes: and Slenderwall architectural
building panels. To support its licensees, Smith-Midland also cre-
ated Ad Ventures, the company's marketing arm. Smith-Midland
opened a second precast plant, Smith-Carolina of Reidsville. N.C.,
as well.

Like the J-J Hooks, the Easi-Set transportable buildings, which
the company started building in the mid-'70s, became a big hit,
“After we had been licensing for a number of years and we real-
ized the potential, we created a separate company called Easi-Set
industries exclusively for the precast licensing business.” says
Rodney.

The Easi-Set transportable building concept started out as a
modest 10 by 12 building. As Rodney puts it. a customer could

tting and h

oo in 23 slates a ] rigs.”

site the fact that it als

in & garage *There"s nothing »

carmes of the country

get an instant building without having to dig footings. lay block.
put up wood rafters and a shingle roof. “All they had to do is
make one phone call and tell us where to put it.” New designs
progressed over the years, and now the company or its licensees
can deliver a precas! building out of stock as large as a qo-fool
Clear Span and up to 200 feet long.

With bigger came better, and Easi-Set buildings now offer
heating and air conditioning, tiled floors, insulated walls. post-
tensioned roofs and floors, and a variety of exterior finishes

Up against the wall

Slenderwall is the most recent product offering the company
has hung its name on — literally, Slenderwall is an architectural
wall panel that hangs on the exterior of a building. The design
combines a 2-inch-thick precast concrete panel with galvanized
or stainless steel studs and isolates it from the building's struc-
tural stresses such as high winds, seismic shock. and expansion
and contraction.

Like the Easi-Sel genre, the panels come in a variety of exteri-
or finishes. Smith-Midland has added that special touch of beauty
and style to highly visible places such as retail and entertainment
developments in Times Square, the New Jersey Institute of Tech-
nology in Newark and the Marriott ExecuStay in New York City,

Rodney) says products like these are helping the precast con-
crete industry remain competitive. It's pretty exciting because
we're changing the way people do business.” he says.

As an example. Rodney points out that the Slenderwall panel
system is one-third to one-hall the weight of a conventional
competing product. And that plays a huge role where the soil
conditions found in many cities are not perfect for building
foundations, such as along rivers or coastlines.

“People have told us they had saved enough money on the
pilings that they would have to drive to get the proper founda-
tion to pay for half of the exterior wall,” says Rodney. The
Slenderwall precast system allows old buildings to be renovated
where the structure under most current building codes won't
hold heavy exterior cladding. “And guess what? The Slenderwall
licensees are right in there. where we would have been left out
otherwise.”

What next?

From the very beginning, Smith-Midland has come up with new
and innovative products, one after the other. It's no secret that
each of its offerings has seen success to some degree. What will
come next? Is there something new and innovative on the draw-
ing board? Absolutely. say the Smiths. After 15 years of field
testing and monitoring by marine engineers and state Depart-
ments of Natural Resources, Beach Prisms — an Easi-Set shore
erosion control product — will be available soon for licensing

Whatever product comes through the company’s production
door, it's sure to come with Smith-Midland's personal touch of
innovation and more licensing, MIC

lanuaryfFelbiruary 2004 m[: | 4%



