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silver lining 
interiors, inc.

by Daniel Casciato

Above: 176 East 71st Street, New York, NY
Opposite page: (left to right) 161 West 75th 
Street and Central Park South, New York, NY

for manhattan 
remodeler, quality 

is key to success

while some residential con-
tractors may find working for celeb-
rities an arduous and impossible task, 
Josh Wiener relishes it.  

“I really enjoy it,” says Wiener, founder 
and CEO of SilverLining Interiors, 
Inc., a Manhattan-based general and 
finishing contractor of high-end luxury 
apartments and condominiums. “Some 
people say they’re obnoxious, but I’ve 
had great experiences.”  

Wiener has found that every celebrity 
client, from Matt Lauer to Julia 
Roberts to Kate Winslet to Sigourney 
Weaver, has been pleasant to work 

with.  

 “I don’t know if I’ve just been lucky, 
but I haven’t had any problems,” he 
says. “They’ve been down-to-earth and 
very nice to work with.” 

Wiener pursues high-end clients 
like movie stars and television 
personalities, and quasi-celebrities like 
producers, businessmen, and CEOs of 
Fortune 500 companies, because he’s 
demanding about the quality of work 
that gets done.   

“It’s the desire to make something 
beautiful and to finish it off very 
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well that’s important to me,” he 
says. “I feel that those who would 
appreciate it the most are high-end 
clients.” While attracting this type of 
clientele certainly has contributed to 
the company’s growth, performing 
consistent, quality work has been the 
key to its success.  

“It’s sometimes painful getting there, 
but our jobs all look fantastic when 
finished,” says Wiener. “I’m not going 
to settle for anything less. I try to 
achieve 100 percent excellence for 
every job that we do.”   

For anyone who knows Wiener, 
that’s not a surprise. When he started 
his business 20 years ago, he was 
meticulous about every detail he put 
into a remodeling job. Whether he was 
painting or plastering, he would be at 
a location until the early hours of the 
morning, making sure it was perfect. 

“Even though the client may not 
have noticed, it gave me the sense 
of satisfaction walking out that door 
knowing I had done an amazing job,” 
recalls Wiener. “I was kind of obsessed 
with really high quality and wanted to 
work with clients who had the same 
desire.”

Because of his passion to do the job 
right, Wiener did most of the work 
himself for the first few months.  

“It sounds like the easiest concept in 
the world, but it took me five months 
before I put the brush down and told 

my guys to finish the job so I could try 
to market a new job,” he says.  

That’s one of the first business lessons 
that Wiener learned. 

“Don’t try to do everything yourself,” 
he says. “Figure out who can do it, hire 
them, and then do something else. 
Essentially, behave like a CEO. Don’t 
do things a CEO doesn’t need to do.”

Once Wiener began adding to his 
payroll, he didn’t stop. Today, he has 
184 employees, growing an average of 
10 percent annually, and works with 
over 100 subcontractors.  

silver lining 
interiors

it’s the desire to make something beautiful 
and to finish it off very well that’s 
important to me.

“
”

a message from panorama 
windows, ltd. & tempest 
architectural products, 
inc.

Panorama Windows, Ltd. has been providing 
discerning New Yorkers with the highest qual-
ity window replacement products, installation 
and service since 1978.  We are proud of our 
long-standing relationship with SilverLin-
ing Interiors and congratulate them on their 
success.  We look forward to cultivating our 
partnership and will continue toward our 
mutual goal of 100% customer satisfaction.   
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“You need good people around you,” 
says Wiener. “You have to hire people 
when you feel like you’re stressed and 
overburdened with work.” 

Wiener’s staff includes their own 
crews of nearly 50 rough and finish 
carpenters and about 80 painters and 
plasterers. They also have a 10,000-
square-foot cabinet shop to build their 
own millwork.  

“Our crews make us unique in this 
industry because we can accomplish a 
lot in house,” says Wiener. 

To keep up with the demands of their 
projects, last year Wiener created an 
executive committee—consisting 
of three of his most senior project 
managers and CFO—to oversee the 
jobs and manage the project managers. 
Every Friday, the executive committee 
meets with Wiener to go through 
all of the current jobs. If any worker 
has a problem, they can talk to their 
executive project manager, who will 
bring it up at the meeting.  

“I don’t have a task master approach to 
management,” says Wiener. “I haven’t 
raised my voice in 10 years. People 
should really enjoy their work and not 
feel like they have authority figures 
over them all the time; rather, they 
should have someone there to help 
them out.”  

As Silver Lining celebrates its 20th 

anniversary this year, Wiener has 
his eye on continuing to grow the 
business. With over 1,700 jobs the last 
two decades and $35 million in annual 
sales last year, there’s still room for 
growth.   

“We should be able to be constantly 
growing by 20 to 30 percent a year,” 
says Wiener. “As your company gets 
older, you should be pushing the level 
of what you are able to do every year so 
you’re always challenged and excited 
about your work. The more complex 
the job, the more you feel you could 
stretch yourself.”  
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silver lining 
interiors at a glance
location: 
New York City

area of specialty: 
residential contractor

employees: 
184

annual sales: 
$35 million

sales growth last year: 
30 percent

employee growth in the 
last year: 
10 percent
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