


 wish to take per-
sonal privilege 

and depart from 
my traditional 
message format, 
which usually deals 
with our relation-
ships with our fea-
tured client profile. 
   However, with the recent passing 
of my father, Alan W. Layton, I 
wish to pay tribute to him and the 
values upon which he established 
Layton Construction. While Dad’s 
presence will be missed, his example 
will stand for generations to come, 
serving as a constant reminder of the 
founding values of this organization.
   Dad attended the University of 
Utah where he studied civil engi-
neering. In 1941, he was commis-
sioned as an officer in the United 
States Army. He married my mother 
Mona, and left to serve as a field 
artillery instructor. Thereafter he was 
assigned as Battery Commander 
of the 770th Field Artillery Bat-
talion in Europe. He led his men 
through the chaos of the Battle of 
the Bulge in 1944-45 and was seri-
ously wounded, receiving the Purple 
Heart for his valor. He returned 
home to his family to recover and 
begin his career. After a stint with 
the Bureau of Reclamation as a 
construction contract administrator, 
Dad decided to start a construction 
company. In February of 1953, Lay-
ton Construction was founded.
   With two employees and an of-
fice in our home’s basement, Dad 
taught all of his children the value 
of hard work by including us in the 
company operations. My sisters 
answered phones, paid bills and 
wrote payroll, and my brothers and I 
learned construction at the handle of 
a broom or shovel.
   The company grew steadily through 
the years by taking on retail, commer-
cial, religious and educational projects.
   Dad was also active in professional 

associations including the Associated General Contractors as a state officer and 
national director. Dad retired in the early 1980s, continuing in active service with 
his church and community organizations including the Boy Scouts of America. 
   Dad left the management of Layton Construction to my brother Alan and 
me. Alan now serves as Chairman of the Board of Directors. As the companies 
have grown, we are grateful for the leadership and work of our many profes-
sionals who contribute to our collective success.
   Dad continued to take great interest in the company. I’ve enjoyed keeping 
him informed of projects and progress, and I will cherish my memories of his 
travels with me to job sites in recent years.
   Following his retirement, he penned a letter to us, which we now call Dad’s 
“Twelve Timeless Values.” We still reflect upon them and work diligently to 
uphold these values. They are:

professionals

of our company and our client 
   Now, we go forward, remembering Dad’s legacy of honesty, thrift, integrity, 

-
ships highlighted in this issue of Foundation. Not only have we recently built 
two beautiful facilities with WAXIE Sanitary Supply, but also an excellent 
partnership. We also thank Geneva Rock Products for a four-decades long 
relationship we’ve shared with them.
   To our valued clients, subcontractors and suppliers, we hope you’ll continue 
to see us emulate these important values taught to us by Alan W. Layton in 
our relationships with you.



   Delaware North Companies, a global leader in hospitality and food service, has contracted with Layton 
Construction to add space and renovate the Tenaya Lodge near the entrance to Yosemite National Park in 

space will accommodate events, conferences and weddings. The spa includes steam rooms, treatment rooms 
and a sauna. Layton is also constructing an ice skating rink as another guest amenity. Among its many 

Niagara Falls.



he last time 

WAXIE Sanitary 

Supply built a 

building in the Salt 

Lake City area, 

Layton Construction dropped 

its bid because the timing that 

other companies promised was 

unrealistic to Layton.

   In the end, the building was 

completed on the timeframe 

Layton had originally sug-

gested, which earned credibility 

points with WAXIE’s vice 

president of operations, Harry 

Babb.

   “When Layton walked away 

(from the previous bid), it 

showed a lot of integrity,” Babb 

says. “For us now, Layton is ab-

solutely credible when talking 

about timeframe.”

   Layton’s clients recognize this 

as the “predictable outcomes” 

the Layton team talks about. For WAXIE Sanitary Supply, this ap-

proach matched their mantra — treat the customer fairly.

   WAXIE Sanitary Supply has built its 65-year-old company on 

philosophy Layton has recognized for years.

   The desire to better serve their customers led WAXIE to build two 

new distribution centers — one in Mesa, Ariz., and one in Salt Lake 

City — to better serve its clients that are spread throughout the west-

ern United States, from Alaska to New Mexico.

   “These buildings were completed to better serve the customer,” Babb 

says. “Besides making it easier to distribute our products, the buildings 

are available to customers and other organizations for training ses-

sions and meetings.”

   For example, WAXIE offers training to janitorial professionals.

   It’s WAXIE Sanitary Supply’s way of making sure its clients have 

predictable outcomes in their jobs.

   “The whole WAXIE organization is great,” says Brett Partridge, execu-

tive vice president of corporate construction for Layton. “They’re a strong 

company that makes bold statements to their clients. They’re aggressive 

in being able to best serve their clients. That’s evidenced by the fact that 

they’re expanding operations in a difficult financial time for our country.”

   It’s just one of the ways Layton and WAXIE are alike.



   WAXIE Sanitary Supply 

built the buildings to be more 

efficient — energy efficient and 

employee efficient.

   Both the Salt Lake City and 

Mesa buildings have been sub-

mitted and are pending “LEED 

Silver,” an important goal of 

the WAXIE company.

   “We’ve been selling green 

products and talking about 

LEED for a long time,” Babb 

says. “But we’ve never had a 

LEED-certified building. These 

buildings allow us to walk the 

walk, and they give us more 

traction and credibility to the 

business community.”

-

ing new buildings in Mesa and 

Salt Lake City at close to the 

same time, Babb wanted to find 

one company to work with in 

both Utah and Arizona.

   Layton did one better — 

Babb not only worked with one 

company, he worked with one 

core group from Layton that 

worked on both jobs.

   “Doing both buildings made 

things go a lot more smoothly,” 

says Drew Fleming, a senior 

project manager at Layton and 

the project manager for both 

new buildings.

   For Babb, making decisions came easier because Layton’s people got 

to know him so well.

   “After a while, they got to know what I would and wouldn’t like and 

would just fix things before I saw it and just call and tell me they did 

it,” Babb says. “The process is always stressful and involves a lot of 

money, but Layton made it easy to get done what we needed to do.”

   The Mesa job was about 60 to 90 days behind the Utah building, 

which meant Layton took lessons learned on the Utah project and 

made adjustments in Arizona.

   “Doing the two buildings at the same time also let us take advan-

tage of economies of scale, meaning we could buy materials in higher 

   The near future plans for WAXIE may include new buildings, and the 

future looks bright for the Layton-WAXIE relationship to continue.

   “Layton came with a standard communication process I liked,” Babb 

says. “I knew what to expect. A lot of things were done through e-

mail, which meant we had e-mail trails and nothing was lost because 

of communications issues. Layton has given us no reason not to use 

them for any future projects.”
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stages of construction is, “When are you going to start building?” 

and there are workers moving about, but little progress is evident. 
Those outside the safety fence cannot see the elements of underground 
construction — the building’s foundation.

are site and soils conditions. Layton’s construction of a high-end resort 
and spa in Park City, Utah, dramatically illustrates the amount of con-
crete work that is engineered and placed many levels underground.
   Before concrete work began, more than 200,000 cubic yards of Park 
City silver mine tailings and native soils were removed, and it took 
over eight months before a concrete footing was ever placed.
   Three tower cranes, which move construction materials and sup-

concrete. When the cranes were disassembled, the footings remained 
buried, out of sight and out of mind, under a bustling new resort.

   Over 130 concrete geo-piers, 
each two to three feet in diam-
eter, dotted the site in the early 
days of construction. The piers 
are engineered to depths rang-
ing from 35 to 95 feet. Through 
rocky, mountainous soil and old 
silver mine tailings, holes were 
bored and filled with reinforced 
concrete.
   Concrete and reinforced-steel 
mat footings were bonded with 
the piers to create the stable 
base upon which the resort 
rests. The footings range in 
thickness from 4 to 9 feet and 
collectively contain more than 
8,100 cubic yards of concrete, 
enough to build the founda-
tions for approximately 200 
average residential homes.
   At the lowest level of this 
resort structure is a mechani-
cal tunnel that traverses the 
site. The cast-in-place concrete 
tunnel is 180 feet in length, 33 
feet wide, with a clear height of 
11 feet, and contains 850 cubic 
yards of concrete.
   To retain the mountain on the 
south and east sides of the site, 
a shoring wall was constructed 
of vertical cement-grout-filled 
pilings, held with horizontally 
placed soil nails (grout-filled 
anchors) drilled into the 
mountainside and covered with 
shotcrete, a sprayed-on cement 
product. The L-shaped shoring 
wall is over 200 feet long and 
ranges from 10 to 30 feet in 

height.
   With the deep concrete in-
frastructure complete, Layton’s 
crews were finally in a position 
to “do something.” Levels P3, 
P2 and P1 include parking on 
the south side of the structure 
near the shoring wall, with 
some exposed guest rooms on 
the north side. B1 is a base-
ment level that will house the 
spa, indoor pools, bowling alley, 
other entertainment areas and 
back-of-house operations (of-
fices, laundry and employee ar-
eas), as well as some north-side 
exposed guest rooms. All of the 
building structure at these levels 
is cast-in-place steel-reinforced 
concrete.
   Level 1 is exposed at the 
contour of the mountain on 
the north and east sides. South 
and west faces are still below 
grade. Level 2 is exposed in 
all directions. Concrete crews 
worked nearly 12 months on 
this underground infrastructure 
before reaching full visibility at 
Level 2. Seven more floors of 
concrete and steel complete the 
resort’s full height.
   Nearly 40 percent of this 
resort can be considered “below 

but in the complex, challenging 
and time-consuming efforts 

place the underground infra-

another lasting structure.



   The relationship between Geneva 

Rock Products — based in Orem, 

Utah — and Layton Construction 

extends beyond gravel pits and 

concrete pours.

   Al Schellenberg, president of 

Geneva Rock Products, recalls days 

as an engineering student at BYU 

where he graduated with Alan S. 

Layton, former president of the 

Layton Companies.

   However, the professional 

relationship between Geneva Rock 

and Layton started before Schel-

lenberg and Alan S. Layton even 

graduated from college.    

   W.W. Clyde founded Geneva 

Rock in 1954, in part to supply 

concrete materials to Geneva Steel 

— a steel mill located on the banks 

of Utah Lake in the Geneva area 

of Utah County. In 1966, Geneva 

Rock opened a plant in Salt Lake 

City. Shortly after that, the com-

pany started supplying ready-mix 

concrete to Layton Construction.

   “We haven’t done everything Layton’s done, but I can think of only 

a few companies who’ve had as long or as good of a relationship as 

we’ve had with Layton Construction,” Schellenberg says. “It’s prob-

ably unmatched in our area.”

   With strong relationships in the industry, Geneva Rock began to 

grow and eventually spread to plants throughout northern and eastern 

Utah. Geneva Rock supplies rock products, ready-mix concrete and 

some construction services to clients throughout the state.

   However, Geneva’s work with Layton hasn’t been limited to Utah’s 

boundaries. The company built portable plants in Ely, Nev., to assist 

Layton’s construction of a prison and in Elko, Nev., when Layton was 

building facilities at a mine.

   “We’re kind of particular with who we work with,” Schellenberg 

says. “We’re proud to work with Layton because their work is a great 

when a contractor reflects what we deliver.”

   Geneva employs as many as 1,200 seasonally and works hard to take 

care of customer relationships the company has built over the last 55 

years. W.W. Clyde encouraged his employees to always give “a full 

measure.” While the company takes this literally — giving the cus-

tomer what was ordered and never less — it is also a figurative point 

to the determination and work ethic employed by team members of 

Geneva Rock.

   “We stand behind what we do,” Schellenberg says. “We constantly 

test our materials to make sure they meet our rigorous standards. We 

know that we can offer the best and stand behind it.”

    I can think 
of only a few 
companies 
who’ve had 
as long or 
as good of a 
relationship as 
we’ve had with 
Layton Con-
struction.
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