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TIMEISTHET

ESTIMONIAL...

for Koppers coal tar built-up roofing
systems and the professional

roofing contractors who apply them.

For close to 125 years now, only
one roofing material has been used
continuously—coal tar! The fact that
it has remained so popular for so long,
is testimony to its effectiveness as a
roofing and waterproofing material.

Koppers built-up roofing systems are
coal tar based, and have been ever
since we went into the roofing business
70 years ago. The superiority of coal tar
—its natural resistance to moisture and

BUR

oxidation, its cold-flow, self-healing
properties—is further enhanced by the
professional roofing contractors who
apply Koppers coal tar built-up roofing
systems.

Roofing a building is a complex job,
why not trust yours to time-tested
Koppers systems and the expertise of
the professionals who apply them.

For more information on
Koppers coal tar built-up roofing and
waterproofing systems use the
accompanying coupon.

Built-Up Roofing. A System Above The Rest.

Check #9006 on Reader Service Card
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Send to:

Koppers Company, Inc.
Dept. 3A-4

1901 Koppers Building
Pittsburgh, PA 15219

[] Please have a Koppers representative
contact me.

[J Please send more information.

Name

Company

Address

City

State

Area Code Phone

KOPPERS

Architectural and
Construction Materials

T20-8402
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NATIONAL NEWS

August index drops as construction levels off

Contracts for new construction de-
clined 1 percent in August after sea-
sonal adjustment, the EW. Dodge
Division of McGraw-Hill Information
Systems Co. reported.

August’s unadjusted total of con-
tracts for future construction work
was $19.6 billion, bringing the year’s
total of newly started construction to
$144.7 billion. This is a 10 percent in-
crease in contracting over 1983’ first
eight months, according to Dodge.

Dodge’s seasonally adjusted month-
ly index of construction contract val-
ue, which uses 1977 as its 100 base,
dropped slightly to 151 in August from
July’s 152.

According to Dodge vice president
and chief economist, George A.
Christie, “The building cycle has flat-
tened out, and the market remains
steady but vulnerable. Our Dodge In-
dex, which is currently hovering in
the low 150s, is still where it was
last winter when interest rates began
to rise.

“It’s a pretty good bet that interest
rates will be easing before much long-
er but not in time to head off a tempo-
rary decline in construction contract-
ing. It’s already happening in the
housing sector.”

August contracts for non-residen-
tial building, valued at an unadjusted
$6.8 billion, declined 5 percent from

July’s seasonally adjusted rate of con-

tracting. The latest month’s decline
was confined entirely to institution-
al building (schools, hospitals, etc.),
while commercial and industrial con-
struction starts held even with July’s
rate.

“Despite August’s dip in non-resi-
dential contracts, this part of the con-
struction market is still on an upward
trend,” the Dodge economist pointed

out. “Expansion in commercial and
industrial building since the begin-
ning of 1984 has just about balanced
the recent slippage in homebuilding,
leaving an essentially flat condition
overall”
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Residential building contracts to-
taled $9.4 billion in August. Although
housing starts fell in August, the latest
month’s contract value was up 1 per-
cent from Julys rate after seasonal
adjustment.

“The mix of August’s housing starts
explains part of this apparent inconsis-
tency,” Christie noted. “Last month’s
decline of housing starts occurred
mostly in multi-family units, leaving
the continued support of more expen-
sive one-family housing. In addition,
August brought a strong increase in
contracting for hotels and motels,
which are also included in residential
building contract value.”

Non-building construction con-
tracts, valued at $3.4 billion in August,
declined 2 percent on a seasonally ad-
justed basis.

Highway construction, the single
biggest category in the public works
sector, remained strong in August but
was little changed from July’s total.
Contracting for sewage treatment
plants gained in the latest month,
while water resource projects (dams,
reservoirs, etc.) declined.

Electric power plant construction
was negligible in August, as it has
been through most of 1984.

Regionally, August’s contracting
data revealed a 12 percent decline in
the Northeast (which had experi-
enced a particularly strong July) and
nominal gains of between 2 and 4
percent throughout the Midwest,
South and West.

At the end of eight months, non-
residential building, with $48.4 bil-
lion of newly started work in 1984,
led last year’s comparable value by 18
percent. Residential building, at $71.5
billion through August, was ahead by
15 percent. But non-building con-
struction, with $24.8 billion of new-
ly started projects this year, was be-
low its 1983 eight-month value by 11
percent.
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Underused federal program offers tax credit to employer

The Targeted Jobs Tax Credit is an un-
derused federal program that could
give a $4,500 tax credit to qualifying
companies, according to a newsletter
published by the Research Institute of
America (RIA). The program offers
tax credits to employers who hire
workers from targeted low-skilled or
economically disadvantaged groups.
By hiring a qualified employee, a

company can claim a first-year tax
credit for 50 percent of the first
$6,000 of the employee’s income. The
second year, 25 percent of the first
$6,000 can be claimed. The credit can
be carried back three years and for-
ward 15 years.

The program targets several differ-
ent labor pools. Self-supporting 18- to
24-year-olds, Vietnam-era veterans,

It makes sense to recommend
FOAMGLAS roof insulation

When you finish the job, you want referrals. ..not callbacks

There are five good reasons for rec-  loads that can crush other insulating
ommending FOAMGLAS® insulation  materials and result in damaged roof
membranes and leaks.

4. FOAMGLAS® insulation is all

to your customers.
1. Moisture in liquid or vapor form

cannot penetrate FOAMGLAS® insu- glass, it cannot burn. This can help

lation and this ensures constant in- cut insurance rates and deductibles

sulating efficiency. In new buildings
or old, this means reduced heating
and cooling equipment capacities and
energy needs.

2. FOAMGLAS? insulation’s low co-
efficient of thermal expansion means
it won't expand or contract when
temperatures fluctuate. This pre-
vents a major cause of roof
failure.

3. Strong, rigid
FOAMGLAS® insula-
tion stands up to
roof traffic and

Check #2915 on Reader Service

for roofer and owner.

5. FOAMGLAS® insulation is in-
stalled using standard roofing proce-
dures . . . it installs quickly, at a rea-
sonable cost.ldeal for BUR or adhered
single-ply systems.

The Best Reason of All
FOAMGLAS® insulation performs so
well that, once the job is done, you'll
get referrals . . . not complaints.
For more information on flat and
tapered systems contact Marketing
Department FB-4, Pittsburgh
Corning Corporation. In the
U.S.A., 800 Presque Isle Drive,
Pittsburgh, PA 15239
Tel: (412) 327-6100.

' PITTSBURGH
¥ ®

CORNING

Card

participants in cooperative education
programs, 16- and 17-year-olds in
summer jobs and federal, state or
local aid recipients are among the
groups qualified.

Employers may be reluctant to use
the program because of the paper-
work involved, according to RCIL
Employees must be qualified through
state or local employment agencies
and strict reporting deadlines must be
observed.

To take the burden off of the em-
ployer, several administrative consult-
ing firms are offering the administra-
tive and screening services companies
need to receive tax credits for all quali-
fied new hires. The consultants submit
the necessary paperwork to the proper
government agencies and may even sit
in with the employee at the employ-
ment agency’s qualifying interview.
These companies may charge a flat fee
per qualifying employee or they may
request a percentage of the tax credit
received.

RCI suggests that any company em-
ploying 35 or more people might find
the program helpful. More informa-
tion on it may be obtained from a
state employment office. The pro-
gram is presently scheduled to run
through 1985.

if you don’t read
this, you'd better
hope someone
else does.

Suppose an employee sitting
across from you at lunch suddenly
started choking. Would you know
what to do?

If you, or someone else, didn't
act quickly, that person might die.
And how can you act quickly, if you
don't know what to do?

That's why the Red Cross
offers CPR and First Aid courses
that teach your employees what to
do in an emergency.

One day someone’s life may
depend on the techniques the Red
Cross can teach you now.

So call them. You never know
when you'll be glad you did.

American Red Cross
We'll help.Will you?

A Public Service of This m
Magazine & The Advertising Council &
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Study recommends change to control asbestos exposure

A better reporting system could help
the Occupational Health and Safety
Administration (OSHA) control work-
place asbestos exposure. This is the
conclusion of two Massachusetts Insti-
tute of Technology researchers.

The two studied the costs, benefits
and overall feasibility of complying
with soon-to-be-released OSHA asbes-
tos exposure standards. The standards
were created to reduce workplace
contact with airborne asbestos fibers, a
suspected cause of cancer.

An MIT report on the researchers
findings suggests three programs to
report asbestos work to OSHA. The
program most directly related to
roofing is for reporting the removal
of asbestos products, a situation
sometimes encountered in roof tear-
offs. The other two programs cover

Foam roofing
maintenance easy,
says Navy

Maintaining a polyurethane foam
roofing system is possible and easy,
according to a report from the Naval
Civil Engineering Laboratory (NCEL).

The lab conducted several experi-
ments to establish effective mainte-
nance procedures. Researchers inves-
tigated existing methods, developed
new procedures and materials and
standardized the best procedures for
Navy use.

A strong inspection and mainte-
nance program can increase the life
of a recoated roof by as much as five
years, according to the study. “New
sprayed PUF applied over an existing
primer-coated foam system has per-
formed very well in these studies,”
the report states.

A copy of the report may be ob-
tained from the Naval Civil Engineer-
ing Laboratory, Port Hueneme, Calif.
93043.

reporting new asbestos product in-
stallation and the removal of asbestos
while leaving the rest of the construc-
tion intact.

Under the first program, roofing
contractors tearing off asbestos prod-
ucts would conduct a pre-job survey
and submit a report to OSHA before
beginning the job.

The MIT report states that this

would lead to a 40 percent reduction
in worker asbestos exposure and
would cost only $1,000 to $2,000 per
full-time exposed worker. Further ex-
posure reduction could be achieved
with wet removal methods and the
designation of regulated areas. Sup-
plied-air respirators and air-fed
hoods would also reduce exposure,
according to the report.

NEW!
Terr-adjust™ paver pedestal forms that
quickly, permanently level out roof decks.

Telescoping, tilting Terr-adjust
design* provides fast, easy adjust-
ment of concrete form to accom-
modate roof pitch and height varia-
tions. After leveling, form is filled
with concrete to provide a stable,

secure footing forthe Terring® and

paver for perfectly flat, perma-
nently flat roof decks.

Provides below-deck conceal-
ment and protection of mechanical

From the "things that last” people.

A

|

PO. Box 1520, Wausau, W1 54401
715/359-3121

fixtures — drains, conduits — with
fast access for service. Terr-adjust
forms are available separately, or as
part of ourcomplete TerraSystem
One® roof deck system. Perfect for
plazas, terraces, decks, patios,
utility walkways or ramps. Or just
simple membrane ballast. Write or
call forcomplete

System One details.

*U.S. Patent Pending

Check =918 on Reader Service Card
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NLRB ruling to be reviewed by Supreme Court

A National Labor Relations Board
(NLRB) ruling barring unions from
penalizing members who defect dur-
ing strikes will be reviewed by the
U.S. Supreme Court sometime during
the Court’s current term.

The Court will be considering the
case of an Illinois clothing union that
fined some of its members for resign-
ing from the union and going back to

work during a strike. A provision of
the union’s constitution prohibits
resignations or withdrawals dur-
ing strikes or when strikes appear
imminent.

Reviewing the case, the NLRB and
the 7th U.S. Circuit Court of Appeals
said the union did not have the right
to prevent members from resigning,
even during a strike.

OUALITY

Petersen Aluminum Corporation takes Pride
——in its Outstanding Production Staff——

Serving You is our Top Priority.

Diane Zuber
Customer Service

Bill Kurth

Warehouse Manager

We look forward to working with you on
—your Next Sheet Metal Requirement——

Petersen
Aluminum

Lorporation

955 Estes Avenue, Elk Grove Village, IL 60007
CALL TOLL FREE: 800-323-1960 - In lllinois: 312-228-7150

Check #2914 on Reader Service Card

The NLRB has made a similar ruling
in other cases. In one instance, report-
ed in the August 1984 Roofing Spec,
the Board ruled that the Machinists
Union could not fine a worker who re-
signed and wentback to the car dealer-
ship the union was striking against.
That ruling overturned a 1982 ruling
that upheld the unions' right to impose
a 30-day waiting period on members
wishing to resign during a strike.

The Justice Department, represent-
ing the NLRB, is interested in the
Supreme Court’s ruling on the cloth-
ing union case because of similar
problems in other unions.

The Supreme Court became in-
volved in the case after the 9th Circuit
Court of Appeals ruled in a separate
case that unions do have the right to
fine resigning employees. The Justices
will attempt to resolve the inconsis-
tency between the two lower court
rulings.

Your company
should offer
the guaranteed
savings growth
of variable rate
U.S. Savings

Bonds.

ettt Y
¥

T

Your best “all-around” investment

A
M A pubiic service of this pubhcation
and Ine Advertising Council

Director of Sales S,

Department of the Treasury Take — 9
I U.S. Savings Bonds Division 4 StOCkS"m.r‘; I

| Washington, D.C. 20226
| Yes, please send me Free
I information about the Payroll Savings Plan.

|
|
|
| Name 1
i
|
|

l Position

1 Company
I Address
City State

Zip ___-l
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For90years,lemple-Easlex has made history.
Now we're making TemPro roof insulation,too.

One of America’s most successful building materials manufacturers gives you three easy choices in roof insu-
lation. The versatile TemPro line is a lightweight, easy-to-handle roof insulation with a polyisocyanurate foam
core. With just three products, the TemPro line fits a variety of applications. =~ Two TemPro products come
with latex saturated facers: non-rated TemPro for new and retrofit applications and FM rated TemPro Standard,
for both new and retrofit uses. Foil clad, and FM rated TemPro SP is designed specifically for single ply roof
applications. ' TemPro has all the characteristics you expect from today’s most advanced insulation technol-
ogy: high thermal efficiency, dimensional stability, and exceptional compressive and peel strengths. = The
quality is assured by 90 years of building materials experience, which gives you peace of mind, as well as a
simple choice of roof insulation. For more details on TemPro,

call toll free: 1-800-231-6060. In Texas, call 1-800-392-2872.

Temple-Easlex

INCORPORATED

Diboll, Texas 75941
1893 Formation 1958 Expansion into 1980 Opening of 1983 Formation . manufacturer with $1.2
of the original the manufacturing of ~ Temple- Eastex rigid of Temple- , billion in sales.
company by fiberboard products foam insulation plant Inland, Inc., 1984 Addition of
T.L.L. Temple after 60 years of in Diboll, Texas. a building 4 TemPro roof insu-
as a forest prod- steady products, Ao lationtothe
ucts supplier in growth. pulp and il \,\ company’s

East Texas.

paper, and y- ==&\ product

container ” /f"“"‘ line.
—
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Syenergy makes personnel
changes

Robert B. Brazil has been appointed
director of marketing services and
Caroll Marston is now chief engineer
of Syenergy, Inc. Randall L. Donovan
of Providence, R.I. has been named
technical service representative by
Marston. Timothy Kulsik of Spring-
field, Pa. and Donald J. Hourahan of
Rumford, R.I. have been appointed
regional technical representatives.

Brazil was an account executive
with Potter Hazlehurst, Inc. before
joining the company. He will coordi-
nate advertising, public relations and
marketing services.

Marston is from Brooklyn, Conn.
He is responsible for the Technical
Service and Research and Develop-
ment departments.

Donovan will help prepare esti-
mates, review plans and warranties
and work on customer service.

Kulsik and Hourahan will be re-
sponsible for providing technical
service to both roofing and wall sys-
tem customers in their assigned areas.
Kulsik is the new Mid-Atlantic repre-
sentative, and Hourahan is the North-
eastern rep.

Daniels named Tamko BUR
director

Tamko Asphalt Products, Inc., Joplin,
Mo. has announced the appointment
of Phil Daniels to corporate director
of built-up roofing. In his new posi-
tion, Daniels will assume responsibili-
ty for product development, market-
ing and advertising of all Tamko BUR
products.

In addition to his duties at Tamko,
Daniels serves as lecturer at the Roof-
ing Industry Educational Institute
(RIEI).

UC Industries opens new
Technology Center

UC Industries has announced the
opening of its expanded Technology
Center in Tallmadge, Ohio. UC manu-
factures Foamular Extruded Poly-
styrene Insulation.

The original Technology Center,
opened four years ago, rapidly be-
came outdated as the company grew.

“The union of research and devel-
opment and engineering activities in
a centralized structure was imple-
mented for the technological ad-
vancement of existing products and
the research and development of new
products,” Roy Divis, vice president
of technology, stated. “The expan-
sion will permit closer coordination
of data between technical groups.”

Don't miss these opportunities

daily newspaper at this year’s
NRCA Convention and Exhibit.

* Delivered door-to-door daily
to convention attendees.

fo increase your

CONVENTION PRESENCE!

* Available for viewing in
every convention attendee’s
hotel room at 6, 7, and 8:00
a.m. each morning.

* A unique way to maximize
your exposure.

NRCA 98TH ANNUAL
CONVENTION AND EXHIBIT
New Orleans m Feb. 10-13, 1985

TO RESERVE SPACE,
CONTACT JODY ZIMMERMANN
312/693-0700

Check #909 on Reader Service Card
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HYDRO-THERM

INTRODUCES
A “NEW” DURABLE LINE
OF FLUID APPLIED
ROOF COATINGS!

These coatings insulate, waterproof, deaden sound,
neutralize rust (on metal surfaces) and provide a
deep velvety appearance.

“The Insulating Quality is
Unsurpassed in the Industry.”

SAVINGS OF UP TO
400/ ON HEATING AND
O COOLING COSTS

And Qualifies for the Federal Energy Tax Credit
In independent testing for fire resistance, our material

had a Fuel Contribution Factor of 0.

The HYDRO-THERM Roof System forms a blanket
of protection shaped around roof edges, vents, and
irregularities, leaving NO seams that develop into leaks.

HYDRO-THERM is excellent for application on poly -
urethane foam, metal substrates, plywood, built-up
roofs and asphalt shingles.

AREA DISTRIBUTORSHIPS
ARE NOW AVAILABLE.

CALL ORWRITE:

i PROTECTIVE
HYDRO-THERM ] PRoTECTI
705 Bryan

Amarillo, TX 79106

(806) 376-4046

Check #905 on Reader Service Card
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Carlisle unveils facilities at
expanded complex

Carlisle SynTec Systems has opened a
new Technical Center and adhesives
plant in Carlisle, Pa.

Constructed at a cost of $3 million,
the Center houses scientists, engi-
neers, laboratory, technical and pro-
curement personnel. According to the
company, the Center is a state-of-the-
art research and development facility.

The adhesives plant represents a $5
million commitment to producing ad-
hesives for Carlisle’s single-ply roofing
systems. The 22,000-square-foot man-
ufacturing plant and warehouse uses
such advanced technology as comput-
er-controlled production and sophisti-
cated safety and security systems, the
company reports.

“The opening of the SynTec Techni-
cal Center and the adhesives plant is

proof that we are determined to main-
tain our leadership position,” Robert A.
Brown, president of Carlisle, stated.

Alsco’s Johnson heads
new group

The Alsco Building Products group of
ARCO Chemical Co. has named Keith
Johnson operations manager for
WallFrame Building Systems. His new
group will be responsible for manu-
facturing and marketing a panelized
residential framing system, to be in-
troduced this fall.

Johnson was previously project
manager for commercial develop-
ment with ARCO in Philadelphia
where he worked in packaging de-
sign. He holds seven U.S. patents.

Koppers names Morse
manager

Peter V. Morse, has been appointed
manager, planning and business anal-
ysis in the Building Products Sector of
Koppers Co., Inc. He will be respon-
sible for developing product, market
and business strategies, as well as co-
ordinating the finance, accounting
and control functions for the Sector.
Morse joined the company in 1968
and has held positions of increasing re-
sponsibility in the company’s operat-
ing divisions and Finance Department.

-Introducmg the £227
CUSTOM-MADE &
single-ply roof.

Fewer field welds mean fast, economical installation.
That's why DURO-LAST™ 32-mil single-ply

Factory
Fabricated

to
Order

Superb
Weather,
Fire,
Chemical
Resistance

Limited

We make
them one at a time

membranes are custom fabricated to fit your roof.
We coat high-tenacity polyester with a non-
migrating, thermoplastic alloy for lightness and
durability. Mechanically fastened system eliminates
ballast. Perfect for all installations.

Call or write today for free samples

and literature!

yuro-
E=AST™

Gives you the material edge.

Approved Class 1

Construction  Classified
Duro-Last Roofing, Inc., 525 Morley Drive Class “A"
Saginaw, MI 48601 1-800-248-0280, Michigan (517) 753-6486

Check #902 on Reader Service Card

to guorontee a perfect fit every time

Elgee's Roof Curbs are welded watertight, with a special
water deflector for added protection. Standard unit
manufactured in galvanized steel, aluminum or stainless,
painted or unpainted as required. Curbs can be equipped with
louver shelf, insulated and/or reinforced for extra-heavy loads.

e Individually designed to mate with specific
roof panel configurations

e for standard or high-standing seam panels
e for supporting standard or special equipment

Elgee MFq. Co.

16-E Melville Place, Irvington, NJ 07111 (800) 742-0400 - In NJ (201) 373-5977
Exclusive territories available for manufacturers reps.

Check #903 on Reader Service Card
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Remarkable Reemay
gives you four ways to

improve profits.

REEMAY® Roofing Fabric by
DuPont s superior to felts in four
key ways that reduce your costs.

2 times stronger

REEMAY is twice as strong as
fiberglass felt. It holds together over
seams and joints. You install a more
durable membrane and reduce call-
back costs.

9 times lighter

Lightweight REEMAY cuts labor
costs because it goes down faster,
easier. Cuts freight costs signifi-
cantly, too.

20 times more stretch

REEMAY elongates 43% its nor-
mal size, while fiberglass breaks at
1.8% . That means REEMAY adapts
to extreme heat, cold and ponding
weight. You get a more failure-proof
roof and reduce call-back costs.

Organic Fiberglass REEMAY
Felt, 15 Ibs. Felt $-2024

T Strength, pounds
2 Weight, pounds/100,000 sq. ft.
3 Elongafion, percert
4 Flexlife, cycles-to-failure

All materials tested in 3 plies in asphalt.

1,000 times more flexible

REEMAY exceeds 100,000 flex
cycles without cracking. Fiberglass
felts fail at 100 in the same test.
Over years of freeze/thaw cycles,
REEMAY holds up. You getalong
lasting, reliable roof.

Used with most common cold
mastics, for single-ply or built-up
roofs, remarkable REEMAY Roofing
Fabric gives you a more trouble-
free, more profitable roof. Contact
a distributor from the list at right

for name of a dealer near you.
And for more information, call
(302) 999-5077 or write DuPont
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Roofing Fabric is
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MONSEY PRODUCTS COMPANY
Pennsylvania: 800/523-0268

New Jersey: 201/460-9700

South Carolina: 803/366-8113
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Tennessee: 800/238-5348

THERMO MATERIALS
California: 619/272-0061

WORLD ASPHALT CO.
California: 916/685-2000
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The profit is familiar,
but. ..

“Failure to recognize true profit or
loss seems to be the chief cause of the
failure of many contracting compan-
ies,” says Irv Chasen, a painting con-
tractor and president and founder of
the Profit Research On Operating
Factors (PROOF). Chasen spoke this
summer to 40 roofing contractors at
a seminar sponsored by the Asso-
ciated Roofing Contractors of the
Bay Area Counties and the Bay Area
Counties Roofing Industry Promo-
tion Fund.

“The cause of many failures is mis-
taken pricing and not the contractor’s
lack of skills to manage the job itself,”
Chasen said. “Most contractors know
the direct costs of any given job once
the job is completed. When these
costs are subtracted from the selling
price, gross profit is the result. There-
fore, when accurate operating costs
(indirect or overhead costs) are sub-
tracted from the gross profit, the bot-
tom line will be an accurate record of
the net profit for each job.

“Once contractors have mastered
the art of accurately determining oper-
ating costs (overhead) on a completed
job, they are in a position to apply this
same precise overhead cost when pric-
ing future jobs,” Chasen concluded.

He went on to show contractors
how to accurately determine over-
head costs with a detailed series of
graphs, worksheets and illustrations.

Six hours of credit was given to com-
panies participating in the Academy
of Roofing Contractors accredited
program.

Contractors form alliance
for fair utility competition

Public utilities are competing directly
with private contractors, claims the
Associated Roofing Contractors of
Maryland, Inc.

Associated Roofing Contractors is
part of a larger group of contractors
in the Baltimore/Washington area
formed “to fight this unfair competi-
tion.” The group calls itself the Alli-
ance for Fair Utility Competition.

“Not content with their monopoly
power, many public utilities are en-

tering into direct competition with
private contractors,” an Alliance
news release states.

“Some have established subsi-
diaries to install ‘energy management
systems, storm doors, insulation, sid-
ing and anything else that can be
called ‘energy-related’ These non-
utility contractors are subsidized by
the rates public utilities charge,
which give them a competitive ad-
vantage over private contractors.”

The Alliance recently filed a com-
plaint with the Public Service Com-
mission asking it to investigate these
practices.

NRCA has sent a letter to selected
U.S. senators urging passage of legis-
lation that would protect roofing
contractors from unfair utility com-
pany competition. (See National
News, October Roofing Spec. )

Michigan selects new
officers

The Michigan Roofing Contractors
Association, Inc. elected new officers
and directors at its convention in
September.

Officers chosen to serve during the
1984-85 term were: John Gundrum,
Gundrum Roofing Co., Ann Arbor,
president; Roger Steyer, Steyer Roof-
ing Co., Warren, vice president;
George Schena, Schena Roofing Co.,
Mt. Clemens, treasurer; and Mervin E.
Smith, Warren, secretary.

Carolinas name top four

The Carolinas Roofing and Sheet
Metal Contractors Association elect-
ed 1985 officers at its July annual con-
vention. They are: Nathan Pridgen,
Davis Roofing Co., Florence, S.C,,
president; Dale Gillis, Mid-Atlantic
Roofing, Charlotte, N.C., first vice
president; Ben Pickens, Pickens
Roofing and Sheet Metal, Spartan-
burg, S.C., second vice president; and
Dennis Whitener, Barger-Ashe Roof-
ing, Lenoir, N.C., secretary-treasurer.

The officers will assume their
duties Jan. 1, 1985.
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Manufacturers, builders, contractors
test their metal

f you can’t beat em, join 'em.
It may sound like a gentle way to
I admit defeat, but in the roofing
business it's become a sound sur-
vival strategy. Ever since elasto/plastic
membranes began encroaching on BUR
territory, roofing contractors have been
quietly joining the challenger’s camp. The
single-ply manufacturers eagerly welcome
the contractors; working through them is
the best way to get their products installed.
Most contractors haven’t renounced
built-up entirely; they've simply added the
new products to their lineup. They let the
systems manufacturers battle for the hearts
and minds of the architects and building
owners. Contractors find that offering a
variety of systems allows them to bid on
jobs regardless of the roofing specified.
But now a new contender has entered
the fray, bringing its own troups; contrac-
tors hoping to join this cause are scruti-
nized before being accepted into the ranks.

Practical alternative

The new competitor is the standing seam
metal roof, and the soldiers in the field are
the contractors, builders and dealers who
are already selling and erecting pre-engi-
neered metal buildings. Though standing
seam roofs have been used on pre-engi-
neered metal buildings for 50 years, it is
only recently that changes in design, appli-
cation techniques and manufacturer mar-
keting strategies have made the system a
practical reroofing alternative for brick,
block, bar joist or concrete buildings. At
the urging of metal building manufac-
turers, pre-engineered builder/contractors
are moving into these traditional roofing
markets.

The growing use of metal roofing for ret-
rofit has been noted by the metal building
industry. Metal Building News calls metal
roofing “the fastest growing product in
construction,” and says, “The metal roof is
fast becoming the preferred choice in cov-
cring commercial and industrial buildings,
and in some cases, even residential homes.”
This may be a bit of an overstatement by an

Crimping
BUR's
style?

By Martin Eastman

industry booster, but it does seem certain
that roofing contractors will be finding
more and more metal roofs in their bid
specifications.

The roofing industry has noticed the in-
creasing use of metal as well. The early bird
session at last year’s NRCA Convention
dealt with various brands of standing seam
roofs and a new Roofing Industry Educa-
tional Institute seminar explores the tech-
nical aspects of the standing seam metal
system.

Several recent innovations have made
the standing seam roof a strong market
competitor. In the basic standing seam roof
the turned up edges of metal panels are
butted and crimped together to form wa-
tertight connections. The most important
advance in this design has been the incor-
poration of metal clips into the seams. The
clips are used to attach the panels to the
roof’s substructure in a way that allows the
panels to expand and contract. Using the
clips, workers can attach the roof securely
without punching screws through the met-
al skin.

Other design changes simplify installa-
tion. Crimping has been eliminated in some
systems with seams that hook together or
snap together with a long clip. Even the
crimped systems install easier with ma-
chines that run along the seam and crimp it
automatically.

According to H. C. McBay, a vice presi-
dent of Beldon Roofing and Remodeling
Co. in San Antonio, Texas, the pre-manu-
factured standing seam systems require lit-
tle knowledge of specialized sheet metal
forming to install. Manufacturers form the
panels and hardware at the factory, and the
complete system is delivered to the site
ready to be fastened together and attached
to the substructure. McBay says that flash-
ing the roof requires the most sheet metal
work, although when the roof is an integral
part of a pre-engineered building, flashing
is minimal.
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“We're in retrofit
to compete with
built-up and
single-ply.”

Retrofit competition

All of these improvements have helped
metal roofing move off corrugated tin
sheds and onto low-rise commercial and
industrial structures. Most of the larger
manufacturers are setting their sights on
the reroofing market. “We’re in retrofit to
compete with built-up and single-ply,” says
Mark Workman, amarketing consultant with
Butler Manufacturing Co. “We have a group
that is devoted solely to that market.”

Workman explains that Butler formed its
roofing division in 1981 to market the
company’s standing seam metal roof. The
group operates independently of Butler’s
pre-engineered building business. Accord-
ing to Workman, the roofing division pro-
vides marketing and technical assistance to
Butler’s builders, showing them how to
“adapt a roof to a building, whether it’s
reroofing or new construction.”

Several other companies have instituted
similar marketing approaches. Both Warren
Mueller of Armco Building Systems and Ken
Cole of Binkley Co. say their companies
have set up roofing divisions to tap the
reroofing market. These firms are offering
standing seam systems for new roofing as
well, but generally, they see the greatest
potential for sales and growth in retrofitting
buildings originally covered with a built-up
or single-ply system. Mueller estimates that
only 15 percent of his division’s work is
new roofing.

The manufacturers are building a strong
case for switching to standing seam metal
roofing. As one might guess, industry rep-
resentatives are eager to tick off metal’s
strong points. At the top of the list are the
two attributes architects and building own-
ers are happiest to hear—long life and low
maintenance. ‘“We have the long-term solu-
tion to a guy’s roofing problems,” Butler’s
Workman says.

Butler, like many other standing seam
manufacturers, backs up its claims of roof
longevity with a 20-year warranty. Paul
Nimtz, an architect with Butler, says stand-
ing seam roofs require little maintenance to
reach that 20-year mark. An occasional
check for debris is usually all that’s re-
quired. Nimtz adds that metal roof systems
are not restricted to rigid board insulation;
this permits higher R-values.

Armco’s Halsell sees the light weight of
the metal system as an advantage. The pan-
els and substructure add only 2'/2 pounds
per square foot to a roof, he says. For retro-
fit work, the light weight of the system can
make tear-off of the old roof unnecessary,
lowering the cost of installation. New roll-
forming technology has also brought metal
roofing’s cost down, according to Halsell.
With most parts pre-manufactured, the new-
er systems do not require as much labor to in-
stall as site-formed standing seam systems.

Metal roofing may not be ready to take
over the world just yet, however. Most man-
ufacturers admit that conventional roofing
is still the best choice for a roof with several
penetrations or pieces of rooftop equip-
ment. And the metal roof does require some
slope, though manufacturers are quick to
point out that it is a simple matter to add
slope to the roof’s substructure.

Building networks

But even with these few drawbacks,
standing seam metal roofs are gaining
ground in the reroofing market. What this
means is that the conventional roofing
contractor may find himself excluded from
more and more bids because a metal roof
has been specified. Or he may find himself
competing against the Armco or Butler
builder down the street for reroofing jobs
even though the jobs do not involve pre-
engineered metal buildings.

Armco and Butler are both urging their
builders to get into the retrofit market.
Nimtz says that Butler’s builders have re-
sponded enthusiastically to the call. The
builders see roofing as a way to diversify,
insulating their fortunes from the ups and
downs of the metal building business.

s ROOFING SPEC




Some roofing contractors may wish to
compete with the metal building builders on
their own turf, but getting into the standing
seam roofing business may not be as easy as
getting into single-plies. Armco and Butler
are offering their roofing business to their
contractors first. Neither company is will-
ing to work with roofing contractors in re-
gions where their own builders are installing
standing seam roofs. If the builders choose
not to get into the market or if an area does
not have a builder in it, the companies will
consider contacting a roofing contractor to
see if he is interested in the business.

The manufacturers are very selective
about the roofing contractors they bring
on board. “I doubt if we’re going to throw
it open to just anybody and everybody,”
Nimtz says. A roofing contractor must have
the right mix of experience, reputation
and personnel for the manufacturer to con-
sider him.

One reason the manufacturers are so par-
ticular is so that they can maintain control
of their product’s quality. Nimtz believes a
strength of Butler’s roofing system is that it
is a turnkey operation, with the manufac-
turer taking care of everything from fabri-
cation to installation. There is also the fear
that roofing contractors may not have the
skills needed to put down a standing seam
system. “It takes a different type of person
to put on a metal roof]” says one contractor
who believes that even a pre-manufactured
metal system requires more skill to install
properly than a built-up or single-ply roof.

A further concern of the manufacturers
is maintaining a good working relationship
with their present network of builders. Ac-
cording to Workman, the manufacturers
don’t want to step on their builders’ toes by
setting up competitors in the same area.
For a contractor to break into a metal build-
ing builder’s market would be “tough to do
unless he wanted to go in and work a deal
with one of our dealers,” Workman says.
He suggests roofing contractors look into
puchasing metal roofing components from
a component manufacturer.

Selling metal

The persistent contractor may find a
way to market metal, however. There are
several systems available, many more than
can be mentioned here; some of these sys-
tems manufacturers may be looking for
dealers in areas not already covered. Butler
has signed up a handful of roofing contrac-
tors on a trial basis, according to Nimtz.
And Halsell said Armco is very interested in
working with roofing contractors “where
the (Armco) contractor has not elected to
get into the business.”

Armco is moving into the roofing business
much the same way Carlisle did with its sin-
gle-ply system, according to Halsell. The
company is using contacts who know the
roofing business, such as manufacturers
reps, to find the contractors with the skills
and experienceitis looking for. Becoming an
Armco dealer is a matter of the company go-
ing to the contractor, Halsell says.

Armco is trying to adjust to the roofing
contractor’s needs. Halsell states: “I think
the strength of our program is the people
we have in our roofing division and their
knowledge of the roofing market.” The
company has had to learn the roofer’s lan-
guage. “We don’t talk tonnage, we talk
squares,” Halsell says.

Another manufacturer is bypassing its
builders altogether to market its standing
seam system. Ken Cole, vice president of
the Binkley Corp., says, “The standing
seam roof, as far as we’re concerned, has
nothing to do with pre-engineered.”

Getting into the
standing seam
roofing business
may not be as easy
as getting into
single-plies.
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Architects will
name a system as a
reference and then
list the acceptable
alternative
systems.

It is Cole’s belief that standing seam sys-
tem manufacturers and roofing contrac-
tors need each other. Roofing contractors
will need to add metal roofing to their lines
to remain competitive, Cole says, and
Binkley needs the contractors knowledge
of roofing and the market to put down suc-
cessful roofs.

Binkley is still selective about who it
chooses to be installers, however. To be-
come a Binkley dealer a contractor must be
in business a certain number of years, have
a certain number of employees, have a
good reputation and have a sufficient net
worth. In addition, the contractor must at-
tend a three-day training session to learn
the art of metal roofing.

Binkley isn’t the only company training
its metal roofing contractors. “What we’re
doing is setting up roofing contractors
through a two-day training seminar,’
Halsell says of Armco’s schooling. The pro-
gram shows contractors the layout design
and erection of the metal roof. Butler has
two different seminars, one that concen-
trates on marketing and another that con-
centrates on installation and estimating.

Beldon Roofing and Remodeling Co. re-
cently added the Armco system to its line.
McBay says the company got into metal be-
cause it frequently received calls to reroof
metal buildings. A pre-engineered metal
building’s design makes it costly to reroof
with anything other than another metal
roof, so Beldon needed a metal system for
those particular jobs. The company also of-
fers a site-formed standing seam metal roof,
which McBay says company salespeople will
sometimes suggest to clients. Beldon doesn’t
actively sell its premanufactured Armco sys-
tem, however. “Preformed panels we nor-
mally wait for the architect to specify,”
McBay says.

Frequently, architects will specify a partic-
ular company’s metal system, according to
McBay. This doesn’t necessarily prevent con-

tractors with other systems from bidding on
the job. McBay says architects will name a
systemas areference and then list the accept-
able alternative systems or simply state that
equivalent systems are satisfactory.

No offense

Working with a manufacturer that also
sells its roofing system through its own
contractors takes a little extra care, accord-
ing to McBay. “It’s not difficult, but it gets
tricky. They normally have a certain num-
ber of dealers set up in a certain area,’
he says.

Beldon tries to avoid competing directly
with metal building contractors. A school
reroofing job Beldon is presently bidding
on is a typical example of the pre-manufac-
tured metal roofing work the company
goes after. The building is not a pre-engi-
neered metal structure, and the reroofing,
for which an Armco roof has been speci-
fied, is the only renovation the building re-
quires. Consequently, the local metal build-
ers are not interested.

McBay doesn’t see the metal roof as a ma-
jor threat to other types of roofing at this
moment. He estimates his company’s metal
work to be less than 10 percent of its busi-
ness. But he does see the use of metal roofing
increasing. “People are looking for a roof
they can put on and forget,” he states. When
it comes to moving into other roofing mate-
rials territories, however, he doesn’t see
metal jeopardizing BUR’s market domi-
nance. “The big fight will probably be be-
tween metal roofing and single-ply,” he says.
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RIFEI forges

new metal seminar

n late April, 27 metal roofing in-

dustry representatives met in a
I Denver conference room. They
came together to hammer out the
rough shape of a new two-day Roofing In-
dustry Educational Institute (RIEI) seminar,
this one examining the materials and instal-
lation methods of standing seam metal
roofing.

By the meeting’s end, the participants
had their assignments. They returned to
their own companies to write the lectures
and gather the slides that would give the
seminar its final form. Six months later, in
September, they would come together
again to share their work and receive their
colleagues’ critiques.

During the time between the two meet-
ings, the group grew. By the September ses-
sion, about a dozen more metal roofing
representatives had joined the original 27
seminar planners. The entire group met
again in Denver under the threat of snow,
one day ahead of the season’s first major
snowfall. But like a standing seam roof in-
stallation, the seminar planning was con-
tinued despite the approaching inclement
weather.

Raw material mined for
information nuggets

The finished seminar will debut in Chi-
cago Jan. 10-11. That first session’s atten-
dees will see only polished presentations;
they probably won’t be aware of the time
and effort those presentations required.
Hundreds of pages of text will have been
written, rewritten and printed to support
the lectures they will hear. Many job sites
will have been visited and photographed,
and at least 10,000 slides will have been re-
viewed and edited to select the 1,100 they
will see. The two days of training the atten-
dees receive will be the result of hundreds
of hours volunteered by knowledgeable
experts and over $50,000 spent to develop
the new seminar.

Dress rehearsal brings it together

Much of this work was perfected at the
September meeting in Denver. The plan-

Standing
seam
roofs

studied

By Dr. Frank M. Parrish,
deputy director, RIEI

ners gathered to refine their presentations
and put the finishing touches on the new
seminar. Among the works presented at
this dress rehearsal were talks covering
metal roofing from the molecular level to
complete systems.

Mark Asmus of Bethlehem Steel Corp.
discussed the chemistry and technology of
various metals. One major focus of his talk
was Galvalume™, Bethlehem’s corrosion-
resistant, aluminum-zinc alloy coating. As-
mus also reviewed other metal coatings
and laminates.

Another presentation was prepared by
two members of the roofing fastener in-
dustry. Ted Swift of Buildex and George
Page of Elco Industries discussed the fas-
teners and clips their companies offer to se-
cure metal roofing panels to a roof’s sub-
strate or framework.

The appropriate use of standing seam
systems was covered by Joe Voelkert of
American Building Co. and Paul Nimtz of
Butler Manufacturing Co. The two re-
viewed metal’s role in both new roofing
and retrofit situations.

Insulation and vapor barriers were also
discussed at this session. Denny Wenrick of
Owens-Corning Fiberglas and Frank Mas-
talka of MATO covered the selection and
installation of these two metal roofing sys-
tem components.

The dress rehearsal continued for a sec-
ond day with Rob Haddock of Seven States
Steel. He focused on metal roofing installa-
tion and application techniques. Haddock
is an experienced metal roofing erector
and has had extensive experience with
many different roofing systems.

Dick Fricklas, RIEI’s director, also spoke
on the second day. He examined the fire
and wind codes that govern the design and
installation of metal roofing. He men-
tioned Underwriters Laboratories UL 60
and UL 90 wind-uplift ratings. They are im-
portant to the metal roofing industry, ac-
cording to Fricklas, because they indicate a
system’s ability to resist high-wind damage.

As the meeting planners listened to their
colleagues presentations, they realized
that a lot of work had been accomplished.
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Since RIEIs
inception in 1980,
nearly 8,000
participants bave
attended more
than 120 seminars.

At the same time, they recognized that a lot
of hard work lies ahead. Presentations on
flashings and accessories still need consid-
erable work and additional information to
be adequately developed. Chris Wahle of
Rib-Roof Industries agreed to assist in this
area.

Inquiring minds want to know . . . .

Since the announcement of this seminar,
there have been several recurring ques-
tions. How will the industry benefit from
the training? Who will attend the sessions?
Why is RIEI developing this course?

The answers to these questions lie in the
history and purpose of RIEI itself. The Insti-
tute is a non-profit corporation, indepen-
dent of any roofing organization, associa-
tion or business. It is supported entirely by
seminar tuitions and contributions from
the roofing industry. Since RIEI’s inception
in 1980, nearly 8,000 participants have at-
tended more than 120 seminars. This new
seminar is part of RIEI's continuing effort
to provide educational seminars to those
concerned with improving roofing sys-
tems performance.

People who attend this new seminar will
receive a better understanding of metal
roofing systems. By the end of the second

day, they will know what materials and sys-
tems are available and the advantages and
limitations of those systems; they will learn
how to select, specify, use and maintain
metal roofs; and they will see how to tie a
metal system into an existing roof system
when reroofing.

As people learn more about metal roof-
ing, the entire industry will benefit. With
better education, the market influencers,
roofing contractors, building owners, ar-
chitects, engineers and others will be able
to make better decisions.

In the past five years, about one-third of
RIEI's seminar participants have been roof-
ing contractors, another third have been
building owners and another third have
been manufacturers representatives. RIEI
anticipates that most metal roofing semi-
nar participants will be building owners,
roofing contractors, government agencies,
roofing manufacturers and other individu-
als interested in learning about the per-
formance characteristics of the metal roof.
On evaluation forms attendees at other
RIEI seminars were requested to complete,
building owners and government agencies
have indicated a strong interest in under-
standing metal roof systems.
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Roofing with wood:
for a fair shake, know the facts

any developers, architects and

homeowners believe that roofing
NI with hand-split shakes cannot be
matched for the all-natural, Cur-
rier-and-Ives look it gives the building or
home. Shakes can be a desirable roofing
alternative for either residential or com-
mercial structures; according to some con-
tractors, the material’s popularity is rapidly
increasing.

But the demand, costs, and local codes
and ordinances for the product vary wide-
ly throughout the country. Before you de-
cide that your business needs a whole lot of
shaking going on, there are a few things
you should know.

You wood if you could

Shakes are widely used in the West,
much more so than in the eastern portions
of the country. Demand for the product
drops markedly as distance from the na-
tion’s big lumber producers increases.

“About 80 to 85 percent of the market
is west of the Mississippi River,” Marshall
Ritchie notes. Ritchie is marketing manager
for the Red Cedar Shingle and Handsplit
Shake Bureau. “It's never been a volume
item in the East, mainly because of the ad-
ditional freight cost.

“Many other materials are acceptable in
the higher roofing grades. But in the West,
people have shown a preference for
shakes. And out here, we can be competi-
tive in that market.”

Hand-split shakes are certainly more ex-
pensive than other, more conventional
roofing materials. And if they are weather-
or fire-treated, the price climbs more.

“Fire retardants virtually double the cost
of shakes and wood shingles,” Andy
Radonich, Radonich Insulation & Roof-
ing, San Jose, Calif. says. (Wood shingles are
machine-sawed from lumber; shakes are
hand-split.) “I've always done a lot of wood
in my business—about 50 percent—but the
trend is toward more and more restric-
tions. Tile has taken away quite a bit of its
market.”

Radonich refers to the major problem

Ignorance
is
risk

By Christine Nolen Taylor

contractors have with wood shingles and
hand-split shakes today: the threat of fire.

Yelling fire in a crowded suburb

“What really brought this to public con-
sciousness was the big Bel Air (California)
fire about 15 years ago,” Radonich reports.
“Everyone started thinking more about the
danger.”

Southern California is unique in its con-
centration of shake-roofed homes, severely
dry climate, surrounding forest and brush
and high winds. This proved a terrifying
combination some years ago when burning
brands resulting from raging forest fires ig-
nited roof after roof in area communities.

The fires resulted in building code hear-
ings and eventually, code changes. Con-
tractors learned to check local codes and
restrictions carefully before installing the
materials. Predictably, the Asphalt Roofing
Manufacturers Association developed
statements on the use of wood shingles and
shakes. And the Red Cedar Shingle and
Wood Shake Bureau received a blow from
the damaging publicity from which it is still
trying to recover.

“About half of our industry is in Califor-
nia, historically,” Ritchie notes. “That’s
where we’ve had problems because of the
brush areas.

“This has affected us negatively, to a de-
gree. We had so many eggs in one basket.
We've tried to disperse our interests more
widely, but the concentration of people
who have shown a preference for our
product is in California. We’ve been unable
to recoup in other areas.”

Weighing the evidence

The Bureau employs an annual advertis-
ing budget of about $1,000,000 to help tell
its story, according to Ritchie. Ads are
placed in trade and consumer magazines,
and field service representatives call on po-
tential customers. The concentration is on
architects.

“The product appeals to a lot of archi-
tects,” Ritchie comments. “It has an aura
about it; it is truly natural”
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Following the
Woodway Square
episode, shipments
to Texas of wood
shakes and shin-
gles dropped 60
percent.

The Asphalt Roofing Manufacturers Asso-
ciation isn’t buying it. According to Ritchie,
ARMA is Bureau Enemy Number One.

“ARMA is very active in encouraging the
inhibition of shakes and shingles,” he says
flatly. “We are limited in the use of this
product; it’s a natural resource. We repre-
sent less than 10 percent of the roofing
market. We could never be a major force in
roofing.

“The three national building codes all
permit wood shakes and shingles on one-
and two-family dwellings with no prob-
lems,” Ritchie continues. “No fire treat-
ment is necessary. And there are no
insurance differentials for one- and two-
family dwellings roofed with wood. Only
one-half of 1 percent of all fires originate
on top of roofs.

“But ARMA would still like to see us
eliminated,” he says.

John Brennan, assistant to the executive
vice president of ARMA, is not quite as
blunt: “We are in favor of building codes
that require at least a Class C rating (from
Underwriters Laboratories),” he states.
“And we are opposed to restrictive ordi-
nances that do not give the homeowner the
choice of what kind of roof to put on the
house.”

John Lauderdale, Southwest regional
representative for ARMA, adds: “The shake
and wood shingle people are always saying
we're trying to ban them from the market.
If we really wanted to do that, we'd en-
courage a Class A rating. Class C still gives
everybody access.”

Restricted neighborhoods

In some communities, particularly in
Texas and Oklahoma, restrictive covenants
allow developers to specify what kind of
roofing will be applied to structures origi-
nally, and that the same kind of material
must be used to reroof any structure within
the community.

The reason for such restrictions is, of
course, to make sure the continuity and at-
tractiveness of these neighborhoods are
preserved. But if the developer decides
hand-split shakes are not only the order of
the day but the order of tomorrow, that
may take a bite out of any potential asphalt
shingle business.

“Such a covenant was just declared ille-
gal in Oklahoma City,” Brennan reports.
“Basically, we believe the homeowner
should be able to replace the roof with
whatever he wants, provided the material
meets at least a Class C rating.”

The city of Houston has been taking a
closer look at its deed restrictions, accord-
ing to O. C. Smith, executive director of the
Houston Roofing and Waterproofing Con-
tractors Association.

“We're different,” Smith says. “We don’t
have any zoning laws, just deed restric-
tions. The roofing materials used all de-
pend on what a developer wants a certain
suburb to look like. Different colored shin-
gles are generally considered a no-no. They
all want wood and tile instead.”

The Woodway Square apartment com-
plex in Houston is used as a graphic exam-
ple of what can happen as a result of such
covenants and with an absence of a fire
code. The complex included more than
1,000 units and covered two city blocks. It
burned to the ground in August 1979, re-
sulting in $34 million in damage.

“They have not amended the building
code in Houston,” Smith says, “but an ordi-
nance was passed that forbids the use of
shakes on any residence, unless the shakes
have an underlayment of asbestos.”

Following the Woodway Square episode,
which received international news cover-
age, shipments to Texas of wood shakes and
shingles dropped 60 percent, while ship-
ments of asphalt shingles increased.

Shake still rolling in Salt Lake

Kink Clawson reports that in Salt Lake
City, people are using shakes “like crazy.”
Clawson is head of Superior Roofing Co.,
Inc. in Salt Lake and a member of the Build-
ing Codes Committee of the Western States
Roofing Contractors Association.

“I know in Southern California, they
make it real tough on you if you want to use
wood,” Clawson comments. “But the use
of it hasn’t decreased in our area. Salt Lake
City has no restrictions on these materials
for homes. For the downtown area, the lo-
cal code requires fire-treated shakes.”
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Clawson is not convinced, however, that
the shakes labeled “fire-retardant” really
measure up. He describes the attempts to
satisfy the codes and protect the public as
“half-hearted.” When asked to describe his
opinion of the treated materials, he says

he’s not impressed.

“We've received some complaints that
the fire treatment eats nails. And we're not
sure how effective the treatment is after it
weathers. It doesn’t last but maybe five
years, and it’s not re-applied.”

Some homeowners favor
wood siding as well as wood
roofing for a completely
natural look.
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“The crowning touch of
quality”—the Bureau’s
logo.

Bearing the burden

Although there is no evidence to suggest
that the use of shakes and wood shingles is
increasing nationally, Clawson believes
that the questions raised in the West and
Southwest will eventually concern many
more contractors. “As California goes, so
do we,” he says. “Whatever action is seen
out there in construction, we seem to see a
couple of years down the road.”

Clawson emphasizes the contractor’s
role and responsibility in the building code
area. “Whenever we bid a job, we always
have to get information from the owner on
whether the structure’s in a fire code area;

B Trees designate areas of
red cedar.

The darker the area, the greater
the use of wood shakes.

we have to ask if he’s cleared specifications
with the local code. It is the contractor’s
responsibility to meet that code, unless
you have confirmation by letter that it lies
elsewhere.”

The situation is not helped by the fact
that there are three national building code
agencies and 1,100 state and city building
codes that make widely varying demands.
And, although the process is arduous, the
codes do change regularly.

“In Utah, as in other areas, the guarantee
on the roof starts when an error in building
code conformance is discovered,” Clawson
says to clarify his point. “Ignorance is no
excuse.”
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Phenolic foam:
problem-solver or problem?

henolic foam roof insulation has
recently entered the United States
P market. The product has been
available in Canada for several
years. Since phenolic foam’s introduction,
there has been much discussion about its
qualities as a roof insulation and whether it
has the best combination of thermal and
fire resistance of any insulation available.
But it should be recognized that in some
installations phenolic foam use has proved
troublesome. There are apparently some
other properties of the product that make
it extremely friable and difficult to handle
and fabricate in the field. Also, foam curing
problems have produced some undesirable
dimensional stability characteristics.

Examining the claims

Phenolic foam insulating material is
formed by the foaming of phenol formal-
dehyde. A rather uniform cell structure en-
capsulates the foaming gases. A thermoset
process cures the foam, resulting in rigid
insulation board stock.

Manufacturers of phenolic foam roof in-
sulations have advertised very low and sta-
ble K-values. (There is no aging of the insu-
lation value as there is with polyurethane
foam.) They also claim their product is very
dimensionally stable, that its fire resistance
is superior to most other roof insulations
and that its use will not cause the blister-
ing problems common with polyurethane
foams.

Phenolic foam roof insulations may be
superior in fire resistance and insulating
values. However, recent observation and
evaluation of a roofing assembly con-
structed over the product bring into ques-
tion phenolic foam’s dimensional stability
and its ability to withstand normal foot
traffic or mechanical abuse during the
roof’s installation or lifetime.

These observations were made during a
recent audit of a roofing assembly. The job
was still in progress when a quality assur-
ance representative noted that the roof did
not feel “just right” and then called for the
audit.

In-place
evaluation
shows
fractures
and
shrinkage

By Richard Baxter,
Carolina Roofing Service,
Inc.

The roof assembly consisted of a painted,
intermediate-rib steel deck on steel-webbed
bar joists and smooth-surfaced, glass-fiber-
reinforced asphalt built-up roofing mem-
branes, which measured 1'/2 inches by 48
inches by 96 inches. Bar joist spacing on the
roof varied from approximately 6'/> feet to
3'/2 feet on center, depending on the loading
it was anticipated the structural assembly
would receive from below. The bar joists
that were spaced approximately 6'/2 feet on
center approached the steel deck’s maxi-
mum span capability.

Upon examination, the steel decking in
all areas felt reasonably firm under foot
traffic. Overall, the deck appeared to be
flat and within most construction toler-
ances. There were the normal variations in
elevation at the endlaps where the steel
deck sections had not nested flush over the
support members, however, the maximum
difference in elevation observed did not
exceed /s inch. The steel sections’ sidelaps
had been mechanically secured with self-
tapping screws approximately 16-inch
on center to minimize roll between deck
sections.

Most of the roofing membrane in place
at the time of the inspection had been hand-
mopped, although felt rolls had been
kicked into the mopping asphalt in some
areas where bitumen dispensers had been
used. For the most part, the roof surface
sloped well to perimeter gutters. The roof-
ing assembly had been installed in hot, dry
weather. There were no periods of precipi-
tation during construction and approxi-
mately 4,000 square feet were installed
each day.

All of the insulation was mechanically at-
tached to the steel deck with screw-type
fasteners, in accordance with Factory Mu-
tual recommendations for this type of insu-
lating material. The phenolic foam boards
used in this assembly measured 48 inches
by 96 inches by 1'/2 inches. They were
delivered to the job site in polyethylene
shrouds.
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The use of non-
saturated organ-
ic felts in roof
insulations
Dresents its own
problem—beavy
organic felts and
Kraft paper ab-
sorb moisture.

The insulation consisted of phenolic
foam sandwiched between a heavy layer of
non-saturated felt on the bottom side and a
layer of corrugated Kraft paper surfaced
with aluminum foil on the top side. This is
an exampie of how other materials have
been used to compensate for some of
phenolic foam’s undesirable properties.
Very early in the history of phenolic foam
roof insulation, manufacturers learned that
a cushion was required on the board’s top
surface to compensate for its friable cell
structure. Without the cushion, mechani-
cal traffic across the roof damaged the top
cells of the insulation board and ultimately
delaminated the roofing membrane from
the insulation surface at a plane within the
insulating board.

However, the use of non-saturated or-
ganic felts in roof insulations presents its
own problem—heavy organic felts and
Kraft paper absorb moisture. If enough
moisture is absorbed from high ambient
relative humidities and released as vapor
when a hot roofing assembly is applied,
separation between the roofing membrane
and insulation can occur. To minimize the
effects of moisture absorption and provide
a water resistant surface, the manufacturer
of the insulation used on this project added
aluminum foil to the top layer of corrugat-
ed Kraft paper.

There were several different colors ob-
served in the phenolic insulation boards.
The color variations were exposed when
the insulation was cut. The significant col-
or variations in the foam in all areas indica-
ted that it had not been fully cured; a fully-
cured phenolic board is a light chocolate
brown.

Colors from off-white through pink and
pinkish-tan in the finished insulation can
indicate non-uniform curing during the
production process. Incompletely cured
phenolic foam boards may shrink after in-
stallation. The overall cure in the factory
and the amount of cure that must take
place in the field will affect the rate of
shrinkage.

The mechanics on this particular project
had difficulty with the phenolic foam
boards warping. When the boards were se-
cured to the steel deck, using screw-type
fasteners installed 6 inches from the insula-
tion board edges, the insulating boards still
curled significantly between the mechani-
cal fastener and the edge. In an attempt to
hold the edges of the board flush with the
deck surface, mechanical fasteners were
installed through plates between the insu-
lation boards.

During the application of the built-up
roofing membrane, the insulation boards
broke at irregularities in the deck surface
and around mechanical fasteners. Walking
over much of the roof area after the instal-
lation of the membrane caused a crunching
sound. It was this crunching sound that
ultimately led to the roof audit.

Taking a closer look

A superficial examination of the roofing
assembly was conducted. Inspectors walked
on all in-place roof areas and areas of ex-
posed, installed roof deck. The roofing
membrane did not appear to be adequately
supported by the insulation in localized ar-
eas, high spots in the roofing membrane
could be seen and minor picture-framing of
the insulation board joints was apparent
through the roofing membrane.

Approximately 20 samples were removed
from the in-place roofing membrane at ran-
dom and calculated locations. The mem-
brane lying over insulation board joints
where relatively severe crunching was de-
tectable was sampled first. In these samples,
the insulation boards were supported by the
steel deck and board edges had not cantile-
vered over deck flute openings.

Other samples were removed from un-
even areas, at adjacent insulation board
joints, in the center of insulation boards, in
deck areas where joist spans were approxi-
mately 6'/2 feet and in areas where joist
spans were approximately 3'/2 feet. Me-
chanical fasteners were included in approxi-
mately 50 percent of the sample areas.

In each area where the built-up roofing
membrane was removed, the insulation
board had fractured, splintered and in gen-
eral, degenerated to the point where the
structural integrity of the board had been
severely compromised. The boards were
broken around each mechanical fastener,
whether installed in the body of the board
or at insulation joints. Foot traffic across
the roof surface had ruptured, delaminated
and moderately damaged the corrugated
Kraft paper surface of the boards either
during installation or later.
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In all areas of sampling, insulation had
been destroyed by fracturing. The frac-
tured condition of the insulation boards
was similar whether it was placed over
steel decking supported by bar joists 3!/2
feet on center or 6!/ feet on center. Frac-
tures occurred in the insulation where it
had cantilevered at deck endlaps with a /s
inch difference in elevation between the
deck sections. The insulation board also
had deflected and fractured into flute
openings in the intermediate-rib steel deck,
which was about 13/4 inch from radius to
radius on the top deck surface.

In virtually all joint areas sampled, a 3/4
inch gap existed between insulation boards.
Because roofing mechanics would have had
difficulty spacing the insulation boards uni-
formly 3/4 inch apart, significant shrinkage
of the phenolic foam was suspected.

Insulation board fractures around all me-
chanical fasteners uncovered in the sam-
ples made overall adhesion of the roofing
assembly doubtful. The roofing membrane
was not adequately supported in most
areas where the phenolic foam insulation
had fractured and broken down. On the
other hand, there were no perceptible blis-
ters between the roof insulation surface
and the built-up roofing membrane any
place in the installation.

This investigation also revealed that the
insulation probably could not withstand a
typical gravelling application. During the in-
vestigation, foot pressure in localized areas
could delaminate the assembly. With me-
chanical application equipment creating
even greater pressure, the bond between the
roofing membrane and the insulation sur-
face would certainly be destroyed.

The only way to protect the material
from compressive damage after the time of
installation may be to overlay it with a min-
imum thickness of heavy density rigid roof
insulation board. The overlay material
would prevent delamination within the
foam and minimize the effects of shrinkage
at insulation joints.

Smaller boards may help

It was obvious from accounts of han-
dling and attempting to secure the insula-
tion that phenolic foam should not be man-
ufactured or installed in large board sizes.
Even 3-foot by 4-foot boards may be too
large to eliminate the significant shrinkage
that creates open insulation joints.

Use of the material in 24-inch by 48-inch
board sizes would be more suitable. The
smaller board sizes would be affected less
by shrinkage and would conform better
to irregular deck surfaces. Also, smaller
boards cantilever much less than larger
boards and will not break or fracture as
easily.

Problems won’t prevent use

In general, it appears that the manufac-
turers of phenolic foam insulations have
not cured all of the potential installation
problems. In spite of this, specifiers may
continue to choose the product for its
economy, fire resistance and thermal effi-
ciency. The problem facing contractors
who must work with the material is keep-
ing the insulation board intact during in-
stallation and making sure the insulation
boards will not be destroyed by subsequent
mechanical or foot traffic. It appears that
increasing board thickness will not solve
the problem. Even thicker boards cannot
withstand minor cantilevering over irregu-
lar deck surfaces or bridging over relative-
ly narrow unsupported sections in steel
decks.

It would be wise to proceed with caution
in the use and specification of phenolic
foam insulations over most deck surfaces.
It is obvious that manufacturers have some
lessons to learn to make the material han-
dle more easily in the field and insure its
long-term integrity and in-place perform-
ance in the roofing system.

The problem fac-
ing coniractors
who must work
with the material
is keeping the in-
sulation board
intact during in-
stallation and
making sure

the insulation
boards will not
be destroyed by
subsequent
mechanical or

foot traffic.
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RCA UPDATE

Contractors
testify
to value
of education

rospect Enterprises of McLean, Va.

hosted an Aug. 22 reception to cel-
P ebrate fulfilling the requirements
of the NRCA’s Academy of Roofing
Contractors (ARC). John D. Van Wagoner
and Robert M. Barlow, the company’s prin-
cipals, planned the event at the Westpark
Hotel in Tyson’s Corner, Va.

U.S. Rep. Frank Wolf from Virginia’s 10th
district gave certificates to all employees
who had participated in the firm’s educa-
tion programs. The ARC plaque was pre-
sented to the company by Alan Grayson,
NRCA director of education.

The chairman of the Fairfax, Va. County
Board of Supervisors and the minority
leader of the Virginia House of Delegates
attended, as well as representatives from
the National Bureau of Standards, the
American Institute of Architects, the D.C.
Chapter of the Construction Specifications
Institute and the Washington Area Roofing
Contractors Association.

“We wanted to recognize the contribu-
tions made by all employees involved in
our training sessions; they participated vol-
untarily and on their own time,” Van
Wagoner explained. “We feel that what we
accomplished through the ARC program
has made us a better company. I cannot
stress enough the importance of education
and training to a roofing contractor com-
pany and to the industry in general.”

Prospect Enterprises is the third compa-
ny to qualify as a member of the Academy
since the program began in March 1983.
The other two qualifying companies are
AAA Roofing Co., Indianapolis and Clark
Roofing Co. in Broadview, Il

The program’s objective is to foster the
pursuit of excellence in roofing systems in-
stallation by encouraging all levels of roof-
ing contractor personnel to participate in
applicable and timely education programs.
A company qualifies by having an average
number of its personnel in each of four cat-
egories complete a specified number of
hours in education or training within the
two years allowed for candidacy.

When the company completes the re-
quired hours of education or training, it is
awarded a plaque designating membership
in the Academy and issued certificates of
participation for all employees involved in
the training programs.

Attendance at any structured education
or training program dealing with roofing
installation, design, specification, manage-
ment or related areas qualifies for credit.
This includes local, state, provincial, re-
gional or national association- or union-

sponsored courses, conferences, seminars
and workshops or university, college or in-
stitute courses. Some manufacturers’ appli-
cation training programs have also been ap-
proved for credit. Generally, a program’s
credit value is equal to the actual number of
hours devoted to instruction.

To date, there are 156 active candidates
enrolled in the ARC program.

In support of the Academy, NRCA is
developing a series of worker training pro-
grams that contractors can use for educat-
ing field personnel in house. These training
packages consist of self-contained audiovi-
sual presentations in both slide/cassette
and videotape formats; a companion work-
book containing a pre-test, drills, quizzes
and a final examination; and a complete
instruction guide on conducting formal
training sessions and using the AV presenta-
tion and workbook. Each training program
is divided into modules for sessions lasting
no more than 90 minutes.

The cost for compensating employees
for time spent in training sessions is often
cited as a major deterrent in establishing
a successful in-house education program.
Under many union contracts, for example,
there is no provision for workers partici-
pating in training without being paid. John
Bradford, Bradford Roofing & Insulation
Co., Billings, Mt., reports that his compa-
ny’s ability to establish a formal education
program for ARC credit was improved by
negotiating a contract with such a provi-
sion. The contract permits the company to
hold employee meetings at its discretion
for an hour or less and for no more than
two hours each month without compen-
sating the attending employees. The meet-
ings must be for discussing safety, company
policy and for educational purposes.

One approach to in-house training,
which Clark Roofing Co. uses, is to devel-
op and conduct a day-long comprehensive
education program in which the entire
company participates. This requires setting
aside a day from work; in Clark’s case, the
workers were paid for their time.

A total of 17 workers earned a total of
162 hours, not including an additional 45
hours earned by superintendents, middle
managers and the CEO. Of the 193 hours
required for the workers at Clark, 80 per-
cent were earned in this one-day session.

Prospect Enterprises, on the other hand,
accomplished the majority of its training
through a comprehensive program con-
ducted over the course of 13 one-hour ses-
sions. More than 450 hours of credit were
carned for field workers in these sessions.

28 ROOFING SPEC




Marathon-fough
roofing products for
fough roofing problems.

Marathon

Marathon is a major supplier of roofing
specialties and components; tools and
equipment for the application of built-up
and shingle roofs - new or re-roofing;
equipment and tools for use by eaves-
troughing and siding contractors; and
equipment for roofing sheet metal
fabrication.

Rugged Copper Drains

Marathon Copper Roof Drains are versatile,
quality drains for new roof construction,
re-roofing and roof maintenance. Eco-
nomical, durable and easy to install, they
can be joined quickly to any drain pipe
or existing conductor pipes and will bond
securely to any roof membrane. Marathon
Copper Roof Drains can be custom fabri-
cated for special requirements, restrictions
or tolerances.

Dependable Waterproof

Marafilex EPDM/BUTYL

Maraflex is a waterproofing membrane
that remains flexible even under severe
temperatures from —65°F to +200°F.
It is virtually impermeable to water and
water vapor and is highly ozone and ultra

violet resistant. Maraflex may be used for

flashing, roofing, capping, gutter linings
and for covering control and expansion
joints. Available in thicknesses of 30, 47,

63, 93 mil, standard length of 75 foot
and widths of 6- 12- 18- 24- 36 and
48 inches.

Ex-Flow Insulation Vent

Constructed of tough, lightweight high-
density polyethylene, the Ex-Flow Insulation
Vent features a weatherproof, vandal-
deterrent cap and a special silicone rubber
valve. The valve operates in a wide range
of tfemperature extremes to release trap-
ped air, gas and water vapor from within
flat roof insulation and prevents their
return.

367 Nagel Drive, Buffalo, New York 14225
Ph.: 1-800-828-8424 - In New York (716)685-3340  TLX: 64-6214

Check #908 on Reader Service Card

Versdatile Insulation
Breathers

Insulation Breathers prevent roof blistering
and ridging and keep insulation dry. Avail-
able in copper, plastic or aluminum, they
are maintenance-free and easy, econom-
ical to install and do not obstruct me-
chanical felt laying operations.

Roofing Equipment
...to make any roofing job go easier and
faster.

The MXL Mopper-Coater for gravelling,
top-coating, mopping-in or adhesive
dispensing. {

Universal Adhesive D|s- :
penser for easy application
of adhesive to any deck.
Adjustable for application
of single or double ribbons
on 6 in. or 8 in. decks.

Gravel pushers, cast
from lightweight alumi-
num, make hand spread-
ing an easy job.

Dippers have a tapered
design which makes pour-
ing hot stuff safe and
relatively easy.

Mop components to
make mops fit your
requirements.

Whatever your next roofing jOb requires,
Marathon has a tough product o make
it easier, faster and more profitable.

Call or write for more information.

Roofing Products inc




Some roof
dangers
can be

shocking

NRCA and the author(s) do not rep-
resent or warrant that these safety
tips fully comply with the law, in-
surance company requirements or
recommendations or the legal du-
ties owed by employers to their
employees and to the public. The
NRCA and the author(s) disclaim
any responsibility for any injuries
to persons or property, or for any
violation of applicable laws or reg-
ulations which may result in use of,
or reliance upon, the information
and recommendations contained
herein.

very metal canopy, light standard,
coping, conduit, guy wire or other
E non-grounded conductor of elec-
tricity is a potential life-threat on a
roof. Metal energized through improper or
faulty electrical installation gives no warn-
ing to the unfortunate roof mechanic who
touches it, completing the circuit.
Inone case, aroofing mechanic attempted
toretrieve a coin he saw lying onan attached
metal canopy. When he touched the metal he

completed a path to ground for the electrical
sign that was shorted out on the canopy.

There are many types of probes available
that can test for electrical potential. A pre-
job test of the roof could save a life.

Alexander Yazwinskey
Roofcraft, Inc.

PO. Box 346

Berwick, Pa. 18603 65529

AMERICAN ASSOCIATED
COMPANIES, INC.

SINCE 1900

‘When you need
Roofing Facts...

P.O. Box 4056 Atlanta, Georgia 30302
404-522-7060

Toll Free 1-800-241-2570

MOST COMPLETE ROOFER’S
STOCK IN THE SOUTHEAST

e GARLOCK’S FULL LINE—SWEDE
Kettles & “On-Deck” Equipment

e TARZAN complete line of roofer’s
mops, yarns and handles

e Vacuum Engineering Roof Vacuum

e Liquid Asphalt Systems tankers, yard
storage & job tanks

e Smith Hoist, Clearfield & Garlock
Conveyors, R & G Hoists

e “Power Claw” Roof Remover, JET
SPRAY, Louisville Ladders

e E.S., ZONOLITE, SIMPLEX, FEDERAL,
Lexsuco, E.G., Maze Nails

e Membrane, flashing, roof vents, rope

e Gloves, brooms, brushes, knives

use the GUIDE.

The comprehensive commercial
roofing materials fact book.

Commercial,
Industrial and
Institutional Rooling
Materials GUIDE for:
[J Architects

U Specifiers

[ ] Contractors
[ ] Building Owners

[ Engincers

134 manulacturers

451 BUR specilications
and single-ply products

w146 rool board msula-
tion products

v Flasy 1o use format

v Independent test data

v Updated every six
months

CATALOG MAILED UPON REQUEST

_

Check #896 on Reader Service Card

Wotte for a free brochur

National ]{41()|ill‘,’(l(lllll.|< tors AAssn
8600 Bryn Nawr Avenue

Chicago. 11, 60631-3502

o phone: (312) 693-0700

Check #912 on Reader Service Card
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What makes the
NRCA-sponsored
Business Insurance
Program
a smart buy?

NRCA!

No one knows more about a roofing
contractor’s specific needs than you and
your National Roofing Contractors
Association. A case in point—the NRCA-
sponsored General Business Insurance
Program.

NRCA worked in close partnership with
CNA Insurance to develop comprehen-
sive coverage that’s right for you. And
in one, economical package you get
property, liability, automobile and
Workers’ Compensation—virtually all
the protection you’re likely to need.

This coverage is designed to be respon-
sive to your needs. With local claims
service by experts who understand the
importance of resolving claims quickly
and fairly. Valuable loss control services
are part of the package, too. They help
reduce losses and keep your premiums
low. And you get alert list protection
that gives advance warning when a se-
vere loss record endangers insurability.

The NRCA program is the only General
Business Insurance your association
sponsors, and it’s backed by the exper-
tise of CNA, one of the nation’s largest
and most respected insurance com-
panies.

Altogether, it adds up to a smart buy!
Contact the NRCA Insurance Advisor
today:

Walter Dirk or Dick Lietz
Fred. S. James & Co.

230 West Monroe Street
Chicago, Illinois 60606
1-312/346-3000

NATIONAL
cN V ROOFING
‘ H ‘ CONTRACTORS
For All the Commitments You Make® ASSOCIATION

The NRCA-sponsored General Business Insurance Program is un-

derwritten by Continental Casualty Company and Transportation
Insurance Company, two of the CNA Insurance Companies.

Check #899 on Reader Service Card



Spray-on
system
solves

problem in

Caribbean

Workers from Sunpower,
Ltd. in Bridgetown apply
urethane foam insulation
system to new insurance

company building.

t one time a few woven palm
fronds would have been tradition-

al roofing on a West Indian island
like Barbados. The organic mem-
brane might not have withstood the occa-
sional hurricane, but it would have provid-
ed enough protection to keep the islanders
comfortable and the rattan dry.

But civilization demands more than a
few creature comforts. Modern Barbadians
expect to be as safe from the elements in
their sweltering climate as their counter-
parts in more temperate zones.

Unfortunately, the roof that keeps them
dry in Des Moines may not be the best choice
for the Caribbean. In addition to torrid
weather and heavy rainfall playing havoc
with conventional roofing systems, the cost
and hassle of hauling materials to remote is-
lands makes bulky roofs impractical.

At one construction site in Bridgetown,
Barbados, all of these problems were
solved with one of the most recent roofing
innovations—a spray-applied polyure-
thane foam insulation roof. Peter V. Hoyos
of Sunpower, Ltd., a Barbadian firm, ap-
plied the material using urethane resins
supplied by FCI, Inc. of Sarasota, Fla., a
Reichhold Chemicals, Inc. distributor.

Reichhold believes the Barbados roof
will last 15 to 20 years. The urethane sys-
tem’s thermal efficiency will also make it
cheaper to cool the building, according to
the company. The building’s energy costs
should be 25 to 35 percent lower than if it
were roofed with conventional materials.
The contractor and the building owner re-

alized further savings importing the sys-
tem. The urethane roofing required less
material, shipped from the mainland, than
a conventional roof.

Reichhold reports that installation of the
polyurethane roof was quick and easy, an
added advantage in a place where a built-
up roof can take five months from plan-
ning to execution. The 18,000-square-foot
job was covered in approximately two
weeks.

In addition to the island’s unique roofing
problems, Hoyos faced the usual rooftop
challenges. The insurance company roof
had 24 penetrations and air conditioners
were roof mounted. According to Reich-
hold, the urethane membrane created its
own flashings around the penetrations, re-
ducing installation time.

After priming the substrate with a Futura
Co. urethane, Hoyos sprayed on two inch-
es of urethane foam. The foam was pro-
duced on-site by nozzle mixing the two
liquid Reichhold polylite resins. When
combined, the chemicals expanded, trap-
ping freon in the small cells that give the
foam its insulating properties. Three coats
of 30-mil thick elastomeric membrane
were applied on top of the foam to protect
it. The finished roofing system weighed
three pounds per square foot.

Other U.S. firms with facilities in Barba-
dos are showing an interest in foam roofs,
according to Reichhold. The company
states that at least two other major manu-
facturers are considering this system to re-
place their metal roofs.

-
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CONGLAS SUPER 2
MODIFIED BITUMEN

ROOFING SYSTEM ..
CHOICE OF PROFESSIONALS!

BUILDING OWNER:

LOCKHEED MISSILES & SPACE COMPANY
PALO ALTO, CALIFORNIA

ROOFING CONTRACTOR:

CALIFORNIA ROOFING COMPANY

SAN JOSE, CALIFORNIA

CONGBLRS »
CONSOLIDATED FIBER GLASS
PRODUCTS, CO., INC.

3801 STANDARD STREET
BAKERSFIELD, CALIFORNIA 93308

(805) 323-6026
=)

Check #900 on Reader Service Card




IMING EVENTS

(For inclusion of events, address
all correspondence to:

Roofing Spec “Coming Events”
8600 Bryn Mawr Ave.,

Chicago, lll. 60631).

Nov. 13-16
Infra-Red Scanning Course
Burlington, Vt.

Nov. 14-16

Asbestos Abatement Training
Courses

Association of Wall and Ceiling
Industries International

Newark, N.J.

Nov. 27

Putting the One Minute Manager to
Work

Daniel Management Center

Chicago, IIL

Nov. 28

Putting the One Minute Manager to
Work

Daniel Management Center

St. Louis, Mo.

Nov. 30-Dec. 1

Annual Meeting

Chicago Roofing Contractors
Association

Itasca, I1L

Dec. 3-5

Asbestos Abatement Training
Courses

Association of Wall and Ceiling
Industries International

Denver, Colo.

Dec. 4

Putting the One Minute Manager to
Work

Daniel Management Center

Atlanta, Ga.

Dec. 5

Putting the One Minute Manager to
Work

Daniel Management Center

Dallas, Texas
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- One-day programs devoted to
roof performance and design considerations

Designed for architects, engineers, specifiers,
general contractors, building owners, plant engineers,
maintenance supervisors, and roofing contractors

Conference on Roofing
Reroofing Systems
and Energy Conference
Conservation

Los Angeles, Nov. 29, 1984 Washington, D.C., Dec. 6, 1984
Atlanta, March 21, 1985 Tampa, March 28, 1985
Detroit, April 11, 1985

Milwaukee, April 18, 1985

Program

Investigating the Problem

Pre-Job Conference and
Job-Site Conditions
Decision Points: Repair or Reroof
Roof Decks
Insulation and Energy Payback
Roof Insulation
Reroofing Options: Built-up
The Built-up Roof Membrane Roof Systems
Roof Details: Protecting the
Roof’s Most Vulnerable Points

Reroofing Options: Single-Ply Roofing

Retrofit Details
Single-Ply Roofing

Pre-Bid and Pre-Job Conferences

Attitudes and the Qualified Contractor

For further details on the conferences and registration information, contact the
NRCA Education Department, 8600 Bryn Mawr Ave., Chicago, lll. 60631 (312) 693-0700.

NATIONAL
ROOFING
CONTRACTORS
ASSOCIATION

Check #910 on Reader Service Card




Baron/Wheeler
promotes new
spreader design

Baron/Wheeler, Inc. has intro-
duced the Better Spreader, a new
adhesive spreader that spreads
adhesive directly from the can,
climinating the need to clean
tanks or trays.

When the spreader is in use,
adhesive runs from its original
container in a controlled flow
onto an easily changed 14-inch
roller, which then distributes the
adhesive evenly over the roof
surface.

The elimination of valves
and cranks in the spreader’s
design of the spreader prevents
overflow, according to the
company.

Detailed product data is avail-
able from Baron/Wheeler.

Check #2406 on Reader Service Card

Wall Stand-Off
adds stability to
extension ladder

An attachment for extension lad-
ders that adds extra stability for
work on pitched roofs is being
marketed by Little Giant Indus-
tries, Inc.

Along with its other applica-
tions, the Little Giant Wall Stand-
Off can be used to anchor the
ladder over the peak of the roof.
It features universal jaw clamps,
which fit any rung width and
adapt the unit to most aluminum
extension ladders.

The unit’s legs extend to almost
twice their minimal length and
can be individually adjusted. The
Stand-Off also allows the worker
access to roofs without interfer-
ence from shrubbery, windows,
trees and other hazards.

The Wall Stand-Off is covered
by a 12-month warranty. Further
information is available from
Little Giant Industries.

Check #247 on Reader Service Card

Custom Curb
expands line
for metal roofs

A variety of prefabricated metal
building roof curbs is available
from Custom Curb, Inc. The
curbs, which are designed and
manufactured to mate with any
panel configuration and roof
pitch, are sized to match all man-
ufacturers’ skylights, fans, vents,
intakes, air conditioning units
and other rooftop equipment.

The curbs are made of mill-
finish aluminum, galvanized steel
or Galvalume™ steel with water-
tight welding. The standard
construction is heavy-gauge
galvanized steel and features fully
welded and mitred corner seams
with integral base plates.

Several models feature 1'/2-

inch-thick rigid fiber glass insula-
tion. Other options include:
height additions; heavier metal
gauges; aluminum, Galvalume or
stainless steel construction;
prime painting or special coating;
damper trays; pitch or ridge
mounting; and water diverters.
Additional information on
Custom Curb metal building
roof curbs is available from the
manufacturer.

Check #248 on Reader Service Card

Conam locates
roof moisture
with infrared

Conam Inspection has intro-
duced a new infrared inspection
system that locates leaks and
moisture buildup in single-ply
and BUR systems without damag-
ing the roof structure.

The unit detects heat absorbed
and retained in saturated insula-
tion. Moisture is indicated by the
presence of hotspots in an infra-
red scan. Once located, the prob-
lem areas can be marked directly
on the roof surface.

The process eliminates the
need to take up good roofing to
locate a leak’s source. It also ex-
tends the roof’s life and reduces
energy costs by pinpointing heat-
conducting wet insulation and
other sub-surface moisture.

Details on the infrared inspec-
tion system may be obtained
from Conam Inspection.

Check 2249 on Reader Service Card

1753

3 ROOFING SPEC




Cooley offers
vent pipe boot,
bronze metal

Cooley Roofing Systems has
added two new items to its
single-ply product line.

A prefabricated chlorinated
polyethylene (CPE) vent pipe
boot is now available for use
with the CoolTop 40 mechanical-
ly attached roofing system. The
boot can be heat-welded to the
roof membrane and comes in 2-,
4-, 5-and 6-inch diameters. A
slight taper on the boot aids in-
stallation and provides a snug fit
at the top of the penetration.

Also available from Cooley is a
new bronze, CPE-coated metal.
The metal is intended for applica-
tions where a bronze color gravel
stop is specified.

The galvanized metal comes in
4-foot-by-8-foot sheets treated on
the back side with a corrosion-
resistant primer. The CoolTop 40
membrane can be heat-welded
directly to the 24-gauge CPE-
coated metal.

Additional information on
both of these new products is
available from Cooley Roofing
Systems.

Check #250 on Reader Service Card

Combination tool
now available
from Sylvax

A combination level and angle
indicator has been introduced by
Sylvax Corp.

Designed to set or measure
angles, the Inogon level and
angle indicator provides direct
numerical readings of angles
within .2 degrees. Pitch rise can
be converted to angles by a con-
version table provided with the
unit.

The tool consists of an angle
indicator, calibrated in degrees,
which fits into a rule, calibrated
in inches and centimeters. Angle
measurements are indicated by a
change in visual patterns created
by two superimposed optical
windows.

The Inogon level and angle
indicator is available in lengths of
10 inches, 24 inches and 48 inch-
es, magnetic or non-magnetic.

More information on the tool
may be obtained from the Sylvax
Corp.

Check #251 on Reader Service Card
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Chemlok adds
new primers
and treatments

A new surface treatment and a
series of new substrate primers
has been added to the Chemlok
line of primers and cyanoacrylate
adhesives.

Chemlok TS 3155-57 is a
solvent-based surface treatment
for cured or thermoplastic poly-
meric materials. It chemically
alters the rubber substrate, creat-
ing a surface with an increased
affinity for most adhesives used
to bond the material to other
substrates.

The treatment can be used on
natural rubber, SBR, nitrile and
neoprene. It may be dip- or
brush- applied; special equip-
ment is required for spray
application.

Several new substrate primers
from Chemlok may be used, in
some instances, as single-coat
adhesives. The primers can bond
some silicones, flourocarbons
and urethanes to various sub-
strates. The primers may also be
used to protect metal, rubber or
plastic and can be spray-, dip- or
brush-applied.

More details on these new
products are available from the
manufacturer, Lord Corp.

Check #252 on Reader Service Card

Allied publishes
new catalog
on BUR systems

Allied Materials Corp. has
launched the production and
marketing of built-up roofing
systems for the commercial roof-
ing industry.

The systems are described in a
20-page catalog that details Allied
organic and inorganic product
systems. The roofing is available
for nailable or non-nailable
decks inclined up to 3 inches
per foot.

Allied refines and produces its
own asphaltic compounds. The
Oklahoma-based firm concen-
trates its marketing in states con-
tiguous to Oklahoma.

Copies of the Allied BUR
catalog are available from the
manufacturer.

Check #253 on Reader Service Card
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Mack markets
wind-powered
roof ventilators

A line of wind-powered roof
ventilators that come in a variety
of sizes and CFM ratings is availa-
ble from Mack Ventilator Co., Inc.
The Mack wind-driven rotary
turbine features a weather-proof
rotary head that operates on ball
bearings. Providing 160 to 4,580
CFM ratings, the turbines come in
16 sizes from 4 inches to 36 inches.
The Mack wind-driven rotary
turbine is made from prime
sheets of galvanized steel. It is
spot-welded throughout and
finished with a high-grade, cor-
rosion-resistant aluminum paint.
Literature is available on re-
quest from the manufacturer.

Check #2254 on Reader Service Card

Reemay Hot
developed for
three-ply systems

Du Pont’s textile fibers depart-
ment has announced the devel-
opment of a new fabric for use in
hot built-up roofing.

Reemay Hot consists of a fiber
glass scrim bonded in between
two layers of Du Pont’s Reemay
Cold spunbonded polyester fab-
ric. The fabric is 50 percent
stronger than type IV fiber glass
and has a breaking strength of
300 pounds per square inch, ac-
cording to the manufacturer. It is
designed to provide the thermal
stability and tensile strength of
fiber glass along with high elon-
gation and tear strength.

Du Pont also produces a spun-
laced polyester fabric, Sontara
Cold, which is appropriate for
use over very rough surfaces
such as gravel.

Additional information on
Reemay Hot and Cold and
Sontara Cold fabrics may be
obtained from the manufacturer.

Check #255 on Reader Service Card

Brochure gives
information on
Futura Coatings

Futura Coatings, Inc. has pub-
lished an eight-page brochure
titled “Elastomeric Coating Sys-
tems for Urethane Foam.”

The brochure compares elasto-
meric coatings and urethane
foam to other types of roofing
and tank installation systems. It
also guides the contractor in the
selection of elastomeric coatings
to be used with sprayed-in-place
urethane foam.

In addition, charts and data
describe the performance charac-
teristics of several generic elasto-
mer types. These materials have a
wide range of physical properties
and can be carefully matched to
a roof’s design parameters.

For more information and a
copy of the brochure, contact
Futura Coatings.

Check #256 on Reader Service Card

Elastomeric
Coating
Systems

For
Urethane
Foam

GS Industries
develops crane
for 3/a-ton truck

GS Industries has introduced a
knuckleboom crane designed for
use on 3/4-ton pickup trucks. A
GVWR of 6,000 pounds provides
the Series 14 crane with stabil-
ity for lifting as much as 2,800
pounds at 5 feet.

The crane is hydraulically op-
erated with driver-side controls
for outriggers, rotation, inner
boom, outer boom, and hydrau-
lic extensions to over 13 feet.
Manual extensions are available
that give the Series 14 a total
reach of more than 21 feet.

A transmission-mounted PTO
or an electric pump operating off
of the truck’s 12-volt battery can
power the unit. The GS Series 14
crane weighs 858 pounds, giving
it an excellent weight/capacity
ratio.

Further information on
the unit is available from GS
Industries.

Check 2257 on Reader Service Card
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OSHA adds
supplement to
safety manual

To meet the new requirements of
the federal hazards communica-
tions regulations, OSHA has
added a special supplement to its
Reference Manual. The supple-
ment contains detailed self-in-
spection checklists and compli-
ance program guides.

The supplement also features
an overview of the new regula-
tions for managers unskilled in
technical safety matters. Key
elements in the recommended
program are employee training
guides, warning labels and mate-
rials safety data sheets.

The OSHA Reference Manual
outlines occupational safety and
health compliance, loss control
and loss prevention programs.
Companies can adapt the Man-
ual for their own use.

The Manual is applicable to all
firms and operations subject to
OSHA compliance requirements.

A subscription to the Manual
includes the complete two-vol-
ume manual, supplementary up-
date and revision service and a
monthly newsletter with infor-
mation on case histories, legisla-
tive activity and events of inter-
est to employers and safety
directors. Also included is the
OSHA Compliance Briefing Re-
port. For descriptive literature,
or to order a Manual, write to
the publisher, The Merritt Co.

Check #258 on Reader Service Card
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Velux improves
flashings for
roof windows

Velux-America, Inc. has modified
its prefabricated skylight flashing
to replace its Type-U flashing.
The new Type-H flashing can be
used with high profile and 3/4-
inch or thicker roofing materials,
such as concrete tiles, flat tiles,
Spanish tiles or corrugated roof-
ing. The new product is designed
for easier installation and higher
resistance to leaking.

The flashing’s improvements
include a lengthened lead sill
flashing with a corrugated pleat-
ed design. Another change is the
side flashing gutter piece, which
now incorporates four check-
points against water penetration.

Further information on the
new flashing is available from
Velux-America.

Check #259 on Reader Service Card

RED DRAGON...

~ ¥ A COMPLETE LINE of
N e roofing equipment for

" modified bitumens
L\

Stand-Up and Detail
Torches and
Torch Kits

HEAD START
Self Igniting Torches

SIMPLE SEAMER
Stand-Up Troweler

PLUS:

eCylinders
oCylinder Dollies
eHose Repair Kit
*Roof Patch Kit

eRoof Dryer

FLAME ENGINEERING, INC.
P.O. Box 577, LaCrosse, KS 67548
913.222-2873(KS) 800-255-2469 (USA)

| S———. — ]
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Place a classified ad in Roofing Spec for 50 cents
per word. There is a minimum charge of $20. Boxed
or display advertisements are available in the classi-
fied section for $40 per inch (one inch minimum).
Ads using blind boxes available at no additional
charge to NRCA members; non-members add $10 to
total order. Send ad copy and payment to: Advertis-
ing Manager, Roofing Spec, 8600 Bryn Mawr Ave.,
Chicago, 111, 60631

CLASSIFIED:

CRANE FOR SALE
Roofer’s special hydraulic truck crane; 1975
Telelect; 6-ton capacity; 50-foot boom; hy-
draulic clam bucket and gravel hopper mount-
ed on a 1975 IHC truck with a 16-foot body.
35,000 miles. Want to sell fast! $24,500. Giuffre
Bros. Cranes, Inc. 9770 South Ridgeview
Drive, Oak Creek, Wis. 53154; 414/761-2300.

ROOFING MANAGER

Successful roofing contractor wants to com-
municate only with the best in the business.
Candidates must have very successful experi-
ences in industrial and commercial reroofing
sales. Opportunities available on West Coast
that are unique and lucrative. Send work his-
tory and objectives to Speranza Management
Consultants Co., 66 Eastfield Drive, Rolling
Hills, Calif. 90274.

ESTIMATOR WANTED
Established, successful roofing and sheet met-
al contractor in desirable central Florida seeks
experienced estimator. Send resume and sala-
ry requirements to PO. Box 8512-A, Orlando,
Fla. 32856.

CRANE FOR SALE

Roofer special hydraulic truck crane; 1975 RO
Stinger TC50-4; 6'/i-ton capacity; 50-foot
boom; 14-foot jib; 64-foot hook height; hy-
draulic clam bucket; pallet fork; gravel hop-
per and nylon belts mounted on a 1975 Ford
F750 truck with a 14-foot body with steel
sides. 31,000 miles. $29,500. Giuffre Bros.
Cranes, Inc., 9770 South Ridgeview Drive,
Oak Creek, Wis. 53154; 414/761-2300.

ROOF CORE
Roof Core Sampler “C.R.R.E.L" type 17/s-
inch core. Hardened steel jaws, compact
weight less than 6 pounds. $135 plus $8 ship-
ping and handling. For details contact Autrey
Steel & Machine, PO. Box 40304, Tucson,
Ariz. 85717. Phone 602/623-3444.

PERSONNEL WANTED

Roofing and waterproofing salesmen,
management positions (previous busi-
ness owners preferred), superintend-
ents. Growing Florida and Texas commercial
roofing and waterproofing company seeking
experienced personnel in all phases of com-
mercial and industrial reroofing (hot- and
cold-process and single-ply needed). Excel-
lent opportunities for self-motivated individ-
uals. Please send resume and salary require-
ments to Mr. Scott, 4420 N.W. 79th Ave.,
Miami, Fla. 33166.

INFRARED ROOF INSPECTIONS

It costs very little to be sure of roof condition
over entire surface. Infrared scanning gives
you the clear picture. Locate failure areas,
make repair/replace decisions in confidence.
Call us for very competitive rates. Infrared
Imaging, Inc., PO. Box 303, Richfield, Ohio
442806; 216/371-4379.

CRANE FOR SALE

Roofer’s special hydraulic truck crane, 1979
RO Stinger TC85-2; 8-ton capacity; 74-foot
boom; hydraulic clam bucket; pallet fork;
gravel hopper; Humpty Dumper; nylon belts
mounted on a 1979 GMC truck with a 16-foot
body. 25,000 miles; like new. Want to sell fast!
$43,900. Giuffre Bros. Cranes, Inc., 9770
South Ridgeview Drive, Oak Creek, Wis.
53154; 414/761-2300.

FOAM ROOFING EQUIPMENT FOR SALE
Two tandem-axle trailers completely set up
with Glas Craft and Graco equipment.

Major machinery: Glas Craft Probler T-3A—
air-powered, three years old; Glas Craft Pro-
bler T-3H—hydraulic unit set up for dual-com-
ponent coatings or foam, one year old; Graco
Bulldog 30-1 pump—three years old; power
wash machine—one year old; two Grover 2-1
transfer pumps; three Graco 2-1 transfer
pumps; Monarch 5-1 transfer pump; two on-
wheel air compressors—150 CFM; 200-foot
hose on each Probler, Bulldog and power
wash; three Probler foam guns; two 40-foot
aluminum ladders; one power broom—three
years old; one 1974 Ford one-ton dump truck.

Trailers are set up and ready to go. Much
miscellaneous included: tips for all epuip-
ment; mixing chambers; electrical cords. Run-
away shutdown on Bulldog. Off-ratio shut-
down on T-3H. Everything complete and
ready to pull on job and go to work. All equip-
ment excellent and guaranteed. Call 816/
632-2246 or 602/224-9259.

PROCOUNSEL
ROOFING PLACEMENTS NATIONWIDE
I place roofing professionals with manufac-
turers, distributors, roofers and consultants.
Fees paid by employer. All information han-
dled in strictest confidence. Contact Buzz
Taylor, 214/741-3014.

FOR SALE: ROOFERS CRANES
Used rentals and demos up to 140 feet high.
Complete roofers accessories available. Call
816/474-0448.

BUSINESS FOR SALE

Roofing and sheet metal contracting business
in 10th year of operation. One of the leaders in
booming Colorado Springs. Volume of 1 mil-
lion plus. Available with or without office,
warehouse and yard. Call or write Ralph L.
Skinner, Skinner Roofing & Sheet Metal, Inc.,
6135 Lake Shore Court, Colorado Springs,
Colo. 80915; 303/596-2039.

COMPANIES WANTED
We have cash to buy roofing and sheet metal
companies. They would have sales of $1 mil-
lion and some profit. Will tailor buyout to suit
seller. All responses kept confidential. Send
replies to Box 9B, Roofing Spec, 8600 W. Bryn
Mawr Ave., Chicago, I1l. 60631

NORTHERN INDIANA ROOFING
CONTRACTOR
Profitable; 25+ years of experience with ex-
cellent reputation in industrial/residential
markets; projected 1984 sales: $350,000; ex-
cellent growth potential. Contact: Business
Resource Network, 219/234-4045.

CRANE FOR SALE

Roofer’s special hydraulic truck crane; 1975
Pitman; 8-ton capacity; 65-foot boom; hy-
draulic clam bucket; pallet fork; gravel hop-
per; Humpty Dumper mounted on a 1975
Ford F750 with a 14-foot body. Runs on pro-
pane and gasoline. 52,000 miles. Want to sell
fast! $32,500. Giuffre Bros. Cranes, Inc., 9770
South Ridgeview Drive, Oak Creek, Wis.
53154; 414/761-2300.
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IID 't =4 h It's this winning philosophy that puts
O I I’Ig t. Don Largent at the very top of the roofing trade.
Ever since he opened his business

From the Start_ in 1948, Don’s commitment to quality workmanship

—from the start—has paid off. In 1982 Don received

Because your track Carlisle’s first PERFECT 10 award for 50 perfect Carlisle

Sure-Seal® roofing installations as judged
record Coun-ts for by Carlisle’s meticulous technical inspectors.
Today he’s forged past the 100 mark.

ever thin in And Don’s workmanship, backed by

y g Carlisle’s quality materials, has resulted in roofs

m = Y/ 4 that have remained virtually maintenance-free

thls bUSlneSS, for over a decade. That'’s a big plus with Don’s

customers. Both the new ones and the many

who provide repeat business. It's no wonder

Don’s always proud to install roofs bearing
the Carlisle name.

Hats off to Don Largent, who
does what it takes to be the best.

Don Largent, President
DON LARGENT ROOFING, INC.
Harrisonburg, VA

The Carlisle
Perfect 10 Roofer.
A big part of what
makes us the best.

== Carlisle and Sure-Seal are trademarks of Carlisle Corporation.
©1984 Carlisle Corporation

Call toll free 800-233-0551

Carlisle SynTec Systems
Division of Carlisle Corporation, P.O. Box 7000, Carlisle, PA 17013 In PA, 800-932-4626

Check #898 on Reader Service Card



A little help
from our
friends

By Bob LaCosse

RCA and its affiliate contractor as-
sociations have formed close bonds
N in the last few years, particularly in
technical areas. It is NRCA’ and the
affiliates’ hope that the groups will be able to
cooperate further on future projects.
Several projects have already profited
from NRCA and affiliate collaboration. By
working together in such areas as standards
development and product research the
groups have served the entire industry.

Affiliates make their voices heard

In 1984, NRCA circulated the NRCA Rec-
ommended Application Tolerances to the
affiliates. The Association believes affiliate
feedback adds substance and credibility to
NRCA decisions and recommendations.

NRCA has also called upon the affiliates
to work with the Association and the
American Society for Testing and Materials
(ASTM). A large number of producers, con-
sultants and general interest groups are al-
ready well represented on the ASTM com-
mittees. With the affiliates’ help, roofing
contractors are able to make their voices
heard as ASTM prepares roofing standards
and test procedures.

For example, tests conducted under the
auspices of the Chicago Roofing Contrac-
tors Association (CRCA) and NRCA result-
ed in up-graded requirements in ASTM
D226, Standard Specification for Asphalt
Organic Felt used in Roofing and Water-
proofing.

Midwest group active

Inthe past five years, the Midwest Roofing
Contractors Association (MRCA) and NRCA
have been assisting Factory Mutual, Kemper
Insurance Co. and Underwriters Laborato-
ries to revise and update their roofing stand-

ards, data sheets and guides. The updated FM
Data Sheets 1-28 on Insulated Steel Deck,
which requires mechanical fastening of the
first insulation layer, was one result of the
associations' involvement.

NRCA and MRCA are also working with
the Block Molders Group of the Society of
the Plastics Industry. The groups recently
studied the application of expanded poly-
styrene roof insulation board (EPS). The fi-
nal report of this two-year study, outlining
proper application practices for all low-
sloped roofs, will be available before the
NRCA Annual Convention in February 1985.

Code changes revised

Several national and local building code
groups have received advice from NRCA
and the affiliates. In 1981, NRCA formed a
Building Codes Task Force to work with
model building code agencies nation-wide.
NRCA has asked the affiliates to help with
proposed model building code changes.
NRCA has also helped several affiliates
who are working with code groups in their
geographical areas.

Cooperation solves problems

NRCA has also worked with a number
of affiliates to solve industry problems.
Applications that avoid blisters over ure-
thane foam insulation were discovered
through this type of cooperation. Tests
NRCA conducted with the Western States
Roofing Contractor Association and MRCA
resulted in a technical bulletin describing
good application practices that were ac-
ceptable to contractors and urethane insu-
lation manufacturers.

Correction

We've made a mistake. The Committee’s
name referred to in the second para-
graph of “FM responds to data sheet crit-
icism” (Tech Talk, September 1984) is
the FM/UL/Kemper Committee. This is a
joint committee of NRCA and MRCA
representatives only, who provide FM,
UL and the Kemper Insurance Co. with
assistance and accurate information to
benefit the roofing industry.
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Manniglas Facers
Look Good.

~ No matter how you look at roofing, whether from the perspective
of the architect, the owner, the contractor or the roofer, MANNIGLAS
facers offer benefits you can't ignore.

As an architect, you will want the most trouble-free, longest-lasting
roof system available. Specify MANNIGLAS facers for foam insulation
boards and you specify a top quality component of that roof system.
MANNIGLAS facers are available on FM Class I insulation from most
major rigid urethane foam manufacturers. MANNIGLAS is dimensionally
stable, even under conditions of high heat and moisture. Its unique
structure results in better bonding to the foam insulation for better
peel strength.

With MANNIGLAS, the owner can be confident his insulation has
premium quality facers that will be compatible with whatever roof
system he chooses. This quality and compatibility will optimize the
performance of his chosen roof system.

The contractor will appreciate the versatility of MANNIGLAS facers.
They can be used with FM Class I built-up roof systems or with the
various single ply systems and their adhesives. This versatility and the
competitive price of MANNIGLAS can provide savings in inventory, \
labor and material costs.

The roofer will value the ease of installing MANNIGLAS-faced boards. MANNIGLAS 1279
They go on quickly, are adhesive-efficient and give excellent bond to :
asphalt or single ply membfanes. MA]‘!HIGLAS fgcers cqnta]n no MANMIGLAS 1274
asphalt, and are non-softening for easier adhesive application. =
They're non-glaring and non-irritating as well.

: S : MANNIGLAS 1273
So specify MANNIGLAS. No matter what your angle, it's a winner!

MANNIGLAS 1268

Manning Paper Company iz sy

Division of Hammermill Paper Co. MANNIGLAS 1267
MANNING PAPER COMPANY R

(518) 2736320 ez -

Check #907 on Reader Service Card

®Registered Trademark of the Manning Paper Company.



YOU KNOW

THE BEST ROOFS DO MORE THAN LOOK GOOD.

COMPOSITION

The basis for any single-ply - its
composition - determines its in-
tegrity. We employ an exclusive
thermoplastic Nitrile (NBP) Alloy
in an advanced coating tech-
logy with a unique Fiber-Loc™
knitting of high strength, low
shrinkage Celanese Fortrel®
polyester yarn. The properly
designed and inherently spec-
ifiable single-ply system is the
product of superior materials and
state-of-the-art manufacturing
procedures.

s\\SSII/[‘,
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THEY WORK, TOO.

STRENGTH

The system that's specified is only
as strong as its own specs and
properties, and we can give you
complete information on the
stringent tests Bond Grey™35 has
withstood. Whether the selection
is based on tensile strength
(7500psi), puncture resistance
(250 lbs.), temperature/UV
resistances, all of these, or more,
Bond Grey™35 wins your
confidence with proof.

IT'S ALL IN THE SYSTEM.

BONDCREY

Check #897 on Reader Service Card

BOND COTE
 Leml B NS

SINGLE-PLY MEMBRANE
P.O. Box 71 West Point, Georgia 31833 800-368-2160

TESTING

By installing Bond Grey™35 sin-
gle ply membrane, you know
you're working with a product
that has passed the most rigid
industrial testing methodology.
We meet or exceed building
codes by excellent performance
on tests conducted at UL, FM,
SBCCI and Metro-Dade, but we
don't stop there. We perform
continuous testing on all
production phases in our U.S.
Government approved (QLL-
2906) laboratories.

“THE STANDARD CODES

SBCCI RCR-8426

:
MTTROPOUTAN

Metro-Dade
84-0831.1(83)R Exp:1-9-87




Dear Reader:

This is your copy of Roofing Spec, the only
monthly magazine devoted exclusively to the roof-
ing and waterproofing industry. We hope you find
it useful and interesting. If you'd like an addi-
tional subscription for this publication, simply
complete and return the postpaid card provided
below. If you are currently receiving Roofing
Spec on a complimentary basis, please return the
enclosed card with payment to ensure that you
will continue receiving this valuable roofing
resource.

In future months we have articles planned on:
B Design considerations for BUR

B Single-ply roofing systems

B Solar installations

Recent issues have featured stories on:

B Architect-Contractor relations

B Problem survey results

B NRCA programs and meetings

B Fiberglass roofing felts

B European roofing experience

B BUR performance tests

B Sprayed-in-place urethane foam roof insulation
B Steep roofing

B Health and Safety

Please ente”

My primary business activity:

[] Roofing, Waterproofing or Roof
Deck Contractor

[J Manufacturer, Distributor
or Supplier

[J Architect, Specifier or Engineer

[J General Contractor

[ Government, Schools, University
or Institutional employee

[] Building Owner

[J Other

[J Bill me

[0 My check is enclosed

Name

Company
Name

Address

City/State/Zip
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days of issue date.
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