


WE REROOF
WHAT OTHERS JUST

GAFTEMP®° INSULATION

GAF offers one of the widest lines of roof
insulation products in the industry. Under
the GAFTEMP® name, you'll find six dif-
ferent insulations to choose from as the
|mportant first step of the Super System.
Here, we're starting with GAFTEMP
Isotherm insulation, a non-composite
board made up of asphalt-coated facers
bonded to a core of isocyanurate foam.
No lower “U” value is available in any
other FM Class | rated product of equiv-
alent thickness. Ii's lightweight, easy to
handle, and fast tg,install.

GAFTITE FASTENERS

Animportant part of the GAF® Super
System roofing is the GAFTITE Roof
Insulation Fastening System. It's the time-
saving, and the money-saving, way to
lock insulation down to stay. No more
bitumen or other adhesives. No more

hot mopping. No more nailing. 50% less
labor. Quick and easy installation with
half as many fasteners as most traditional
nailing methods. Fewer problems during
installation and after, with positive pro-
tection against wind uplift, vibration, and
construction movement. Factory-Mutual
Approved Systems.

GAFGLAS" STRATAVENT"

(Vent Ply)

The GAF® GAFGLAS® Vent Ply roofing
System has been engineered to reduce
the destructive effects of moisture vapor
trapped beneath the surface of a built-
up roof. Granules on the underside of
Stratavent Base Sheet provide venting
for any trapped moisture vapor. Moisture
won't rot, shrink, or expand it. It's easy to
apply and can be specified for any type
of roof deck. Since it's rolled out dry, it
yields significant savings in asphalt and
labor. Carries the U.L. Type G 2 BUR label.



A SUPER ROOF

: The Sfuper S)?stem
® provides many ways to finish off a roof
GAFGLAS® FLASHING —with GAFGLAS® Mineral Surfaced Cap

: 3 & VENT STACKS Sheet, GAF® Mineral-Shield Granules and
. The best roofs deserve the best ggﬁg%\/ G/Y:" Fi(t%eretdEAlulm_inum coating,
s ® i eather-Coat Emulsion, or
GAFGLAS"PLY 4 leshinge BRECLAs; RashingiThe GAF” Special Roofing Bitumen or Roofing
: specially formulated long fiber glass mat /

GAFGLAS®PLY 4 glass ply roofing . and heavy asphalt coating give maximum ~ ASPhaltand aggregate. Whichever way
sheet is the superior membrane for all protection from the elements and insure you choose, you'll have a Super Roof
built-up roofs in all climatic zones. long lasting strength and durability. It's that solves problems, and not just a
You'll like the ease of application. It's easy to install using GAF® Jetblack™ CONEIH?D)
light in weight and rolls out fast, so your Flashtite Cement, the asphalt plastic
labor costs will be lower. It has high ten- cement that's unequalled for longlasting
sile strength, great dimensional stability, adhesion. And for maximum moisture
and resists blistering, fishmouthing protection, you'll want to install GAF® Vent
and rot. Interply adhesion is excellent. Stacks that let warm air and vapor from
GAFGLAS® PLY 4 roofing sheet meets the sun-heated roof out, and keep cool
Fed. Spec, SS-R-620B Type Il require- outside air from coming in.

ments, and exceeds ASTM D2178 Type
IV It carries the U.L. Type G 1 BUR label.

Reroofing is more than just covering up an old
roof with material. It requires a carefully exe- I!A'
cuted plan of determining specific problems, H
selecting the correct products, and placing
the system down with proper application
procedures. At GAF, we pride ourselves in re-
roofing with a time-proven built-up roofing

Super System. Shown here are only a few of
GAF's roofing products, which also include BEST
complete single-ply roofing systems and resi-
dential asphalt roofing shingles.

Write or call today for complete details: P
140 West 51 Street, New York, NY 10020. OF THE WAY
Phone: (212) 621-5000.

GAF CORPORATION, Building Materials Group,
GAF, GAFGLAS, GAFTEMP, GAFTITE, STRATAVENT, JETBLACK, & MINERAL-SHIELD are trademarks of GAF CORPORATION. (© 1983 GAF CORPORATION
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RENT TO BUY

$10.99 PER HOUR

@ P hant _4.7/ A

Four Sizes Available
8-17 Ton Capacity (up to 140’ height)

* If you are considering a crane purchase and you're
not sure whether or not the crane concept is for
your company.

TAURUS WILL RENTYOU ACOMPLETE CRANE SYSTEM*

* And if you decide you want to buy, a large portion of
the rental applies toward the purchase!

TALKTOYOURACCOUNTANT ABOUT THEADVANTAGES
OF LEASE — PURCHASE VS. STRAIGHT RENTAL.

*ITEMS INCLUDED

1. 1983 Ford Diesel.
2. National 556 Crane. l”p”
maximum lift capacity — 23,500#

boom height — 95’
full height — 230073800
(loaded capacity)

3. % Yd Loose Material Clam Bucket.
4.1 Yd. Loose Material Clam Bucket.

5. 4000# Pallet Fork. Contact:
6. 21 Cu. Yd. Steel Tear-Off TAURUS
Material Box. LIQUID ASPHALT SYSTEMS, INC.
7. Nylon Lifting Straps. 2425 Jefferson
8. 178 Gravel Bucket. Kansas City, MO 64108 (816)474-0448

Check #358 on Reader Service Card
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Built-up roofing — still the
granddaddy of roofing
systems. (Photo courtesy of
Owens-Corning Fiberglas,
Toledo, Ohio.)
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Comment

“And in this corner...”

here’s something going on. Slowly but surely a

tried and true performer has picked itself off the
mat, is exercising muscle earned through years of
experience and is making a bid for a comeback.
Carefully, without fanfare, this “old guy in the gym” is
starting to come again in favor with the same folks
who just a few short years ago turned and ran to
embrace the challenger, the new kid in town.

Built-up roofing is on the way back.

It's more than just a gut feeling. Recent
conversations with contractors, manufacturers and
architects indicate a shift in moods regarding
conventional, built-up roofing systems.

A manufacturer says: “Every indication points
toward a renewed interest in the old, proven
conventional system. Now that everyone has had a
chance to try the other systems, many are returning to
built-up systems because they know they work.”

A contractor says: “There was a lot of talk at the
NRCA convention about an upswing in attitudes on
built-up roofing. The perception is BUR is not dead.

Far from it.”

An architect says: “We’re feeling more comfortable
with built-up roofing because of important
improvements like the advancement in glass fiber
mats and the quality control of workmanship. A year
or two ago | might not have been as enthusiastic in
specifying buili-up roofs.”

From the industry standpoint, a strong BUR push
has been mounted recently by the Asphalt Roofing
Manufacturers Association (ARMA). A snappy new
logo, a positive new theme (“Built-Up Roofing, A
System Above The Rest”) and an aggressive
promotional program to help sell built-up roofing all
underscore thai group’s commitment to conventional
systems.

Now it woulc be plain foolhardiness to think that all
this means the o!d champion is going to come
charging back ir a blaze of glory. No way. Business
as it is just won'i allow that. But what will happen is a
continued leveling out among the manufacturers,
specifiers and installers of all roofing systems.

It’s important to remember that for every reason,
there is a system. And NRCA contractors will be in
there keeping A:rierica covered.

Ml
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In this issue we will examine the
various markets that help make up
the field of built-up roofing. As-
sociate Editor Connie Arkus re-
ports on a lively “contractors only”
Built-Up Roofing Rap Session from
the February, NRCA Convention;
Editorial Assistant Marty Eastman
takes a look at Trumbull Asphalt,
one of the country’s largest pro-
ducers of roofing bitumen. In ad-
dition, we’ll also report on infrared
technology and roofing applica-
tions, as well as an economic
outlook for the 1983 roofing in-
dustry. Read and enjoy.

m.b

Looks like we’ve got a winner in the
NRCA Roofing Materials Reference
& Guide. Director Norm Bullock re-
ports that total subscriptions are
nearing the 2000 mark for this im-
pressive reference book listing ma-
terial data and information on at
least 60 manufacturers with hun-
dreds of spec guidelines. For more
information, contact Bullock at
NRCA headquarters, 8600 Bryn
Mawr Ave., Chicago, III. 60631.

On the budget battlefront, the U.S.
Chamber of Commerce has given
Congress a proposed budget plan
that would yield a surplus of $20
billion instead of a budget deficit of
$117 billion by 1988. The plan re-
jects increased taxes and re-
straints on automatic cost-of-living
increases in federal retirement and
disability programs, a federal
civilian worker freeze in 1984,
defense spending increases of only
seven percent and federal, state
and local government work in-
clusion in the Social Security
system.

notes and

National
Roofing
Foundation
Update

The National Roofing Foun-
dation is a FRIEND of the roof-
ing industry. To perform its activ-
ities, The Foundation needs
FRIENDS like you!

The FRIEND of The Foun-
dation program is The Foun-
dation’s most important means
of raising funds. To become a
FRIEND of The Foundation, all
you need do is agree to contrib-
ute $50 or more (yearly). Upon
receipt of your initial con-
tribution, you will be designated
a FRIEND of The Foundation.

The other contribution pro-
grams are:

[0 SCHOLARSHIP/MEMORIAL
FUND — This category is for
those contributions of $500 or
more specifically designated
to be used for scholarships.
This area is also for bequests
or memorial gifts in the name
of a deceased.

[ LIFE-TIME MEMBERS — The
Foundation has a third cate-
gory for those who wish to be
considered Life-Time mem-
bers. Life-Time members con-
tribute $1,000 or more.

[0 DONATIONS — The Foun-
dation welcomes any and all
donations. Personal and cor-
porate donations are tax de-
ductible.

For more information on The

Foundation, contact the NRF

office, 8600 Bryn Mawr Avenue,

Chicago, Ill. 60631.

dom thoughts

No matter how appealing it may
appear “protectionism protects
nothing,” says Edwin D. Dodd, vice
chairman of the board of directors
of the U.S. Chamber of Commerce.
“It is not a job saver but a job killer.
It endangers markets and shatters
dreams of economic develop-
ment.” Dodd is Chairman of the
Board and Chief Executive Officer
of Owens:-lllinois, Inc., of Toledo,
Ohio.

Nonunion builders are making in-
roads on union-shop turf. Last year,
the nonunion Associated Builders
and Contractors started a drive to
take some of of the jobs held be-
fore by union builders. And union
chiefs have responded, calling for a
more cooperative effort producing
some work-rule changes.

Inquiries regarding NRCA’s Ac-
credited Roofing Contractor (ARC)
program are continuing to come in-
to NRCA offices. The new program,
introduced at the San Antonio con-
vention, is an educational effort de-
signed to properly recognize those
contractors well-versed and trained
in a variety of subjects, all im-
portant facets in a successful busi-
ness operation. For further details,
write to Director of Education Alan
Grayson, NRCA, 8600 Byrn Mawr
Ave., Chicago, IIl. 60631. (Be sure to
read this issue’s profile on the
NRCA Educational Department.)

“l don’t make jokes — | just watch
the government and report the
facts.”

Will Rogers
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YOUR REPUTATION
WILL HOLD UP ONLYAS WELLAS

THE ROOFS YOU PUT DOWN.

No matter how good your work-
manship, if the roofing products
_you're using are second-rate, the
roof will be, too. And that can
mean call-backs.

THE PROOF
IS ON THE ROOF

It stands to reason, then, that the
most dependable roofs should
start with the most dependable
roofing materials.

Take Owens-Corning Perma
Ply-R® roofing felt. It’s the most
durable ever developed. Thanks
to our unique continuous-strand
Fiberglas® mat, Perma Ply-R
offers roofing contractors the
highest tensile strength, the best
tear resistance and unequalled
proven in-use performance. Over
six billion square feet installed
in 18 years.

WE HAVE EVERY
ROOF COVERED

And that’s just the begmnmg
Owens-Corning is the single
source for the single best line
of durable roofing products.
For virtually every roofing
need. At costs that won't
go over your budget.
Perma Ply®- WP, for
example, is our newest
and most economical

poly ;
puncture res1stance Sandwiched

Type IV glass fiber roofing ply.
For use in all area specifications.
 Orconsider Perma Ply No. 28,
a glass fiber base sheet used
over nailable decks and recover
surfaces. It lays smooth and flat
where ordinary felts wrinkle
and crack.

Or Perma Ply No. 28 Perfo-
rated, which can be used over
foam insulations to minimize
blistering.

Or Perma Plus-2, a stronger
version of the continuous-strand
mat used in Perma Ply-R. This
unique two-ply roofing system
offers lower installed costs and
improved productivity.

A real competitive edge in
bidding jobs.

THE ONLY 3-PLY
SINGLE-PLY ROOF

Derbigum® HPS is the first and
only roofing system that com-
bines the strength of three-ply,
built-up roofing with the ease
and low-cost installation of a
single-ply. ,

This unique system is a mod-
ified bitumen with a top layer of
lass fiber mat for weathering
stab'ht.y an

is a glass fiber web
that pr l:ncles mcreased tensile

L base matof

not only as new and re-roof mem-
branes, but, due to its strength
and elast1c1ty, it forms superior
flashing systems.

It’s no wonder that with over
1.5 billion square feet installed
in over 17 years, Derbigum is one
of the world’s best-proven, single-
ply roofs.

THE BEST
FOUNDATION FOR
ANY ROOF

Because its underneath where it
can't be seen, the benefits of roof
insulation are too often over-
looked. But using the right insu-
lation can mean the difference
between life and death for a roof.

Owens-Corning’s Fiberglas®
and FURI® roof insulations,
while providing a full range of
thermal values, offer excellent
dimensional stability, resilience
and ventability.

And no other roof insulations
conform as well to minor deck
irregularities.

In addition, a double layer of
Fiberglas roof insulation can add
years to the life of a roof. By
offsetting the second layer so the
joints never line up, continuous
vertical gaps are eliminated. So
heat loss is minimized and mem-
brane stress is reduced by as
much as 10%.

Let Owens-Cornin, oofing

roducts and technic %
elp the jobs you do hold up.
After all, it’s our reputation, too.
For more information, con-

 tact your Owens—Cormng sales
~ representative or distribu




NATIONAL NEWS

February Construction Declined
Six Percent To $11.3 Billion

Contracting for new construction
eased six percent in February, after a
strong January beginning, according
to the F.W. Dodge Division of Mc-
Graw-Hill Information Systems Com-
pany.

February’s total of $11.3 billion of
newly started construction of all
kinds reduced the seasonally ad-
justed Dodge Index to 119 from Jan-
uary’s 127 (1977 = 100).

““Erratic behavior of construction
activity is typical for the winter
quarter when minor month-to-
month variation is less important
than the average level of contracting
over several months,”’ said George
A. Christie, vice president and chief
economist for F.W. Dodge. “‘So far
this year, the seasonally adjusted rate
of contracting has averaged three
percent higherthan in 1982’s closing
quarter. This means that February’s

modest decline was well within the
range of weather-related variation
and was not a sign that the construc-
tion industry’s emerging recovery
may be stalling.”’

Contracts for nonresidential build-
ing totaled $4.2 billion in February,
down a seasonally adjusted six per-
cent. ‘““‘Across-the-board declines in
commercial and industrial building
— stores down 15 percent, ware-
houses down 12 percent, offices
down four percent, and factories
down 31 percent — indicate how
much excess capacity remains at the
recession’s end,” Christie said.
““Although the economy’s recovery
is apparently underway, it will take
the rest of 1983 — and maybe longer
— to take up enough of the slack to
enable commercial and industrial
building to expand again.”

Contracting for residential build-

MONTHLY SUMMARY OF CONSTRUCTION CONTRACT VALUE
Prepared by F.W. Dodge Division
McGraw-Hill Information Systems Company
February 1983 Seasonally Adjusted
Construction Percent Change
Contract Value From
(000,000) Previous Month
Nonresidential Building $ 4,214.1 - 6
Residential Building 4,774.6 - 7
Nonbuilding Construction 2.324.1 + 7
Total Construction $11,309.8 - 6
2 Mos. 1983 2 Mos. 1982 Cumulative
(000,000) (000,000) Percent
Change
Nonresidential Building $ 8,656.5 $ 9,665.7 - 10
Residential Building 9,742.4 6,036.8 + 61
Nonbuilding Construction 4,266.5 6,715.1 - 36
Total Construction $22,665.4 $22,417.6 + 1
DODGE INDEX
(1977 = 100, SEASONALLY ADJUSTED)
DecembBerd982 - ... o . oo L ne 131
January 1983 .. Gl ol ol iR e 127
Februaryi1983 . .. o 0 2o 00 s o 119
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ing receded seven percent in Feb-
ruary as $4.8 billion of new home-
building was begun.

‘““Because F.W. Dodge and the De-
partment of Commerce use some-
what different seasonal adjustment
factors, there are differences in the
January and February rates of hous-
ing starts reported by these two
sources. Nevertheless, both show a
strong volume of housing activity
during the first two months of 1983,
according to Christie.

A rebound of highway construc-
tion in February — possibly in an-
ticipation of extra Federal funds from
the five-cents-per-gallon fuel tax —
helped lift the month'’s total of non-
building construction to $2.3 billion,
a gain of seven percent after adjust-
ment for seasonality, Christie said.

Although no major electric power
projects were started in February, the
month’s contracting included a $345
million segment of the Cortez gas
pipeline in New Mexico which will
connect with sections under con-
struction in Colorado and Texas.

At the end of two months, the val-
ue of all new construction started in
1983 was $22.7 billion, a gain of one
percent over the comparable period
in 1982.

The accompanying chart is a sum-
mary of the latest month’s Dodge
construction statistics. These con-
tract-award statistics, prepared and
issued by the F.W. Dodge Division of
McGraw-Hill Information Systems
Company, measure the value of new-
ly started construction that will be
brought to completion over the
months ahead.

continued, page 12



o HOPPER

% PATCH KETTLE

* 30 gallon capacity

e |P gas fired

e Heavy duty drop
handle

° 21" stem
thermometer

e Vented lid

e 2" full flow drain
cock

TAURUS TANKERS, REDDI-FELT LAYERS & SLITTERS, LUGGERS, PATCHPOT, GRAVEL SPREADER

TODAY!
Grcellerce

in engineering
for the roofer

AMERICAN PAUS
ELEVATORS

1983 models. 52', 70', 81", 117"
hydraulic sizes in stock

e Structural aluminum rails

e Anti-friction rail bearings

e Turntable machinery platform

e Broken cable safety devices

o Adjustable outrigers

e |ockable steel engine cover

e One lever controls winch & brake
e Nylon rollers equipped to carriage

Hoisting Equipment

TROLLEY TRACK HOISTS

e Loads up to 1500 Ibs.

* Gas—electric—diesel or
hydraulic power drives

e Easy to transport,
assemble, operate

WRITE OR CALL FOR OUR
NEWEST R & G HYDRAULIC
HOISTING EQUIPMENT.
1500# AND  4000#
AVAILABLE NOW.

FOR MORE INFORMATION WRITE OR CALL:

JULIEN P. BENJAMIN EQUIPMENT COMPANY

2300 McCoy’s Blvd.
Jacksonville, Florida 32203
904-387-5581

CLEARFIELD CONVEYORS, BLACKWELL KETTLES & ON DECK, PAUS ELEVATORS

Check #336 on Reader Service Card

1-800-342-2370

BENJI DOES IT AGAIN. ..
TOMORROW’S PRODUCT

MOP YARN

Fire Extinguishers

Now, for the first time ever. this
remarkable product is available
to the roofing contractor

e Can be used again and again without
recharging e Compact, lightweight and
disposable e Instantaneous action against
all types of fire (A, B, C) e Most effective
extinguisher on the market  Special for-
mula combines the only two HALONS
listed by underwriter labs, DUPONT 1301
and 1211.

DISTRIBUTORSHIPS AVAILABLE
IN ALL STATES

B “WE’LL TAKE
i YouTO
THE TOP”

(FL) 1-800-874-1151

HIDH03ID NVINIFY ‘LSIOH HLINS ‘ATIAVHI-NVWIIN ‘dNNd OINAVM ‘SILNHD HSVHL ‘S1138 B




NNIONNL NEWS Convention To Feature

continued from page 10

New Address
for ARMA

The Asphalt Roofing Manufac-
turers Association (ARMA) recently
moved to 6288 Montrose Rd., Rock-
ville, Md. 20852; 301/231-9050.

Three Urban Experts

The past, present and future of ar-
chitecture will be the focus of the
American Institute of Architects’
1983 National Convention.

‘““American Architecture: A Living
Heritage,”’ will be the theme of the
event to be held in New Orleans, May
22-25.

Provides low cost

ply roofing sheets and
eliminates breakage of
center core.

Does 3 Separate Jobs...

hoisting to the roof.

2. Use as an across the roof
transporter.

3. Use to unroll material over
application site.

transportation, hoisting
and application of single

1. Use as a center core support for

AEROILS

Hus |
HandlerIll

For Rolled Single
Ply Roofing Sheets.

“Ballastmaster”

A powered dispenser of roof ballast stone for use on single ply roofs.
Mounted on high flotation tires, the **Spreader’’ carrie s 9 cubic t. of
stone which is spread evenly onto roof behind the wheels as the

machine moves forward.

A special operator controlled metering gate assures proper 36" wide
coverage of ballast stone. Wheels are inset, permitting the opera
to spread material directly against the edge of the previously lai

ballast without wheel contact with the stone.

s

Write for Complete Free lllustrated Catalog. ..

AEROIL PRODUCTS CO., INC.

69 Wesley St. « S. Hackensack, NJ 07606

Phone: (201) 343-5200

Check #332 on Reader Service Card
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Three nationally recognized ex-
perts will examine architecture’s re-
lationship to society and the quality
of life.

The theme speakers include: John
Naisbitt, author of Megatrends; Dr.
George Sternlieb, urban policy re-
searcher and William Whyte, urban
consultant/philosopher.

The three will discuss the effects of
the future on the national/global,
neighborhood/city and interperson-
al/individual levels.

In addition to the three theme pro-
grams, the convention will offer 15
professional development seminars
and panel discussions.

Special exhibits on preservation
and computer technology will also
be on view, with computer special-
ists on hand for small-group consul-
tations.

During a special ceremony on May
25, AIA’s highest honor — the Gold
Medal — will be presented to ar-
chitect, urban planner and conserva-
tionist Nathaniel Alexander Owings,
FAIA.

Owings is a founding partner of
the architectural firm of Skidmore,
Owings and Merrill.

Foamers Elect
New Board

Members of the Urethane Foam
Contractors Association elected a
new Board of Directors at their
Eighth Annual Urethane Foam Ex-
position held January in New Or-
leans.

Elected as president was Hubert
Coon, manager of General Supply
Company in San Antonio, Tex.
Coon’s company was a founding
force behind UFCA.

Other officers elected by the as-
sociation were: vice president, Joe
Kleine Kracht, En-Tech, Inc., Louis-
ville, Ky.; secretary, Lee Gilbert,
Gilbert Foam Insulation, Jersey
Shore, Pennsylvania and treasurer,
Larry Szrom, Energard Corporation,
Orlando, Fla.

Regional representatives elected



were: Region I, L.L. “Buddy’’ Cock-
rell, Richmond Primoid, Richmond,
Va.; Region II, Larry Martin, Stand-
ard Spray Systems, Inc.; Region III,
Pete Johnston, Universal Applica-
tors, Inc., Hugo, Minn.; Region IV,
Clem  Sherek, South Texas
Urethanes, Edinburg, Tex.; Region
V, Roger Fair, Urethane Systems,
Inc., Moses Lake, Wash.; Region VI,
M. E. “Dutch” Sicklesteel, Spray-
foam Southwest, Anaheim, Calif.
Nearly 900 polyurethane foam
contractors, manufacturers and dis-
tributors attended the exposition.

Subs Kick-Off
Disbursement
Campaign At

Convention

Progress and final payments ap-
proved by the general contractor
would be directly disbursed from an

escrow account by an owner’s agent
to the firms which supplied the labor
and materials, if delegates to the Feb.
23-26 American Subcontractors As-
sociation (ASA) convention in Tam-
pa — who unanimously endorsed
plans for a nationwide ‘‘direct dis-
bursement’’ campaign — have their
way.

Spearheaded by the association’s
Payment Practices Committee and its
chairman Allan Burke, a Chicago in-
terior contractor, the campaign has
already produced a detailed manual
explaining direct disbursement, en-
dorsements from major specialty
contractor associations, speaking in-
vitations from national industry
groups and dialogue with owner,
lender, insurance, architect, and
general contractor representatives.

““The goal is to introduce direct
disbursement to all 50 states within
the year,”’ said Burke, who noted a
recent ASA survey had shown thatin
1981 the payment method had been
used in 10 states.

“Direct disbursement just makes
plain good sense,’’ Burke said. ‘“The

requisition and approval process of
the conventional system is retained
to preserve the authority of the gen-
eral contractor, but disbursements
are made by an owner’s agent — usu-
ally the title company — directly to
all primes and first-tier subs and sup-
pliers. Such disbursement meets the
need for prompt payment, while as-
suring the owner of a lien-free
building.”’

Burke claimed that direct dis-
bursement is ‘‘not revolutionary, but
evolutionary.”’

“The conventional payment sys-
tem in which funds are disbursed by
the general contractor is a hold-over
from the era when he did most of the
work with his own forces,’”’ Burke
said.

‘“‘Direct disbursement is a realistic
response to the growth of subcon-
tracting which preserves the general
contractor’s approving authority but
expedites the flow of funds to those
performing the work.

“Fifty years ago, the conventional

continued, page 16
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Remover..

*Patent No. 3,779,605

« A labor-saver — reduces costs over hand labor

« Works fast — you schedule more jobs for
greater profit.

POWER ROOF REMOVER is equipped with two cutting
tools to remove roofing down to the insulation or down
to the decking, even if the insulation is solid mopped.
A toothed blade (left) is used on most roof removing
jobs when job conditions require its bull-dozing
action. The wide cutting blade (above)
is used mostly when removing
fiberglass insulation and when
removing roofing down to the in-

Nicman’
MANUFACTURING COMPANY, INC.
P. 0. Box 64, New Prague, MN 56071 Telephone: (612) 758-4791

Roof

more.

*Mounts on self-propelled tractor.
Operator just guides unit.
«Works on roofs over a wide
temperature range.
« Hydraulically ~ driven
blades cut thru all ma-
terials without stalling.

e THE GIANT
OF THE
INDUSTRY

© DISCHARGE HEIGHT
53 FT.

e MORE FEATURES
STANDARD THAN
ANY CONVEYOR ON
THE MARKET.

e UNDER
$23,000

Y

Check #348 on Reader Service Card

WE ARE OPEN FOR DEALERS AND REPRESENTATIVES - CALL US TOLL FREE

CC

CLEARFIELD CONVEYORS, INC.

362 South Main Clearheld, Utah 84015
Telephone 801 773-

1-800-453- 2446

Check #339 on Reader Service Card
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Introducing the drain

tha?’ll keep you
from fiddling on the roof.

The W-3010 adjustable roof drain series
from Wade allows you to easily raise the drain
height from 1” all the way to 6" at no additional
cost. That's room for 2 more inches of roof than
any other drain on the market — without paying
extra for add-ons.

You don't waste time installing the drain,
either. After you adjust the drain to the desired
height, just secure it with an under-deck clamp.
That's all there is to it. There’s no bearing pan to
mess with or cups or recesses to fill with tar.

Low Position, W-3010-TY

O

TR PP
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Yy

Member PDI  All Tyler products are made in the U.S.A.
A patent application has been filed for Wade adjustable roof drains.

It's easy to adjust, too. Just turn the roof
drain body to raise or lower the drain. No tools
are required. The stair-step adjustment assembly
allows you to move the drain in quarter-inch
increments in either direction.

Plus, the adjustment is under the drain
instead of on top or internally. So extra gaskets
and seals that could leak are completely
eliminated. With our new roof drain, the only
clamping device is the one that fastens the
membrane to the drain body.

And because the body is adjusted upward,
you get more room for downspouts between the
deck and suspended ceiling.

After adjustments, you can connect the storm
drainage piping anytime (with push-on gaskets,
you may not need a ladder).

This new W-3010 roof drain is available with
all popular outlets in 2”-10"; push-on gaskets in
sizes 27, 3", 4" and é".

So when you need a roof drain that can rise
to any occasion, specify Wade's new adjustable
roof drain. It's reaching new heights in
specification drainage products.

For more information about Wade's new
roof drains, write us for a free 12-page technical
package. It includes everything from complete
installation details to dimensioned drawings.
Write Tyler Pipe, Box 2027, Tyler, TX 75710. Or
Telex 735410. ;

Tyler Pipe

Subsidiary of
Tyler Corporation

Check #360 on Reader Service Card



Clean-Ups Go Quick
with Emulsion Jell!

» Thick consistency applies to both flat
and vertical surfaces, minimizing the
expense of run-off

* Emulsifies Tar, Asphalt, Bitumen and
Asphalt base plastic cement mono-
form roofing compounds

» Cleans all masonry surfaces - Brick,
Stone, Concrete, etc.

« Cleans tar, pitch, asphalt, oil, grease
from floors, brick, asphalt spreaders,
road machinery, tar & asphalt heating
pots, tools, etc.

» Easily flushed off with hot or cold
water leaving the surface CLEAN and
STAIN FREE
CALL coLLECT 919/365-7079

IN FLORIDA 305/431-2083

FREE TUBE Soft Touch Hand Cleaner
With Each Inquiry

Sales Office - Rte. 1 Box 282-2, Wendell. NC
RED BELL, INC.
P.O. Box 8525, Pembroke Pines, FL 33024
Check #352 on Reader Service Card
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payment system got the funds to the
party doing most of the work — the
general contractor. Now that subcon-
tractors perform most of the work, we
need a system that accomplishes this
same objective, getting the funds to
those doing the construction. If the
industry sat down today to design a
payment system based on present
realities, without the traditions be-
hind us, direct disbursement would
come closest to the method we
would devise.”’

Underpinning this campaign is
the recently published ASA manual,
“Direct Disbursement: Alternative
to the Conventional Construction
Payment System.’’ The 24-page book
describes in detail the direct dis-
bursement process and lists the
benefits to owners, lenders, insurers,
architects, general contractors, sub-
contractors, and suppliers. Also in-
cluded in the publication are sample

forms used in direct disbursement
and approved for use by ASA.

““ASA must educate specific target
audiences about direct disburse-
ment,”’ Burke said. ‘“‘For example,
owners can assure themselves of a
lien-free building by directly con-
trolling disbursement. Or, general
contractors can save substantially on
overhead while retaining access to
disbursement information upon re-
quest.”’

1983
Construction
Revised
Upward

As a result of falling interest rates
and the step-up of public works
spending, the level of this year’s con-
struction contracting is now ex-
pected to reach $178.3 billion or 15

continued, page 18

1

"Little-Maxi’’ Kettles
100 - 140 - 200 Gallons

AVAILABLE ON SKIDS

1,000 Gallon Pump Kettle

REEVES

(512) 695-3567
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Send for Catalog . .

ROUTE 17, BOX 300

O Rely On Reeves PROFIT MAKERS To Trim Job Costs. ..

'Jiffy-Loader’’

® Hot Luggers ® Gravel Spreaders . Jiffy Moppers ® Mop Carts ® Burners ® Buckets, etc.

Hatch
on Pump Kettles from
265 gallons up.

For details contact Curtis Blackwell or P. C. Reeves . . .

ROOFING EQUIPMENT CO., INC.

@ 'Original’’ Rotary
Spudding Machines

3 SIZES

® NEW ‘‘Super-Tex'’ 7 HP for
Commercial Jobs

® “Big-Tex'" 5 HP General
Purpose . . . Commercial or
Residential

® “Little-Tex'" 3% HP for
Houses or Patch Jobs

SAN ANTONIO, TEXAS 78228

Check #353 on Reader Service Card
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Manville.

The Manville Flex-I-Drain™ flexible drain
system performs like a dream.
And is a dream to install.

A look at its patented construction
reveals the reasons. First, it's tough yet
lightweight, made of high rated impact
strength, heat-resistant Noryl® SE-1 and
flexible neoprene.

Its simple, three-piece design permits
quick, completely waterproof installa-
tion on both new and reroofing jobs.
In three easy, labor-saving steps. It
comes in one convenient package. No
blocking or rings required. And its
unique, bellows-type construction
adjusts in all directions to moderate
roof deck and drain pipe movement.
So the drain and roofing system
remain functional.

Manville Flex-I-Drain is compatible with
Manville built-up roofing systems and is
available in white acrylic for use with
single ply systems. And it's eligible for
coverage under the Manville Guaran-
teed Roof Program. It also may be

used with other roofing systems.

Select Flex-I-Drain for your building and
everyone comes out ahead. The archi-
tect because it really performs. The
contractor because it installs quickly.
The building owner because he gets
better roof drainage.

For details, consult Sweet's or contact
Bob Graboski, Manville Roofing
Systems Division, Ken-Caryl Ranch,
Denver, Colorado 80217. (303) 978-2228.

Manville
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percent greater than 1982, reported
McGraw-Hill Information Systems
Co.

The figure is almost $11 billion
more than predicted six months ago.

In the first scheduled update of its
1983 Dodge/Sweet’s Construction
Outlook, McGraw-Hill Information
Systems explained that interest rates
came down more sharply than ex-
pected in 1982’s last quarter, produc-
ing strong construction gains to be
felt in 1983.

““The acceleration of contracting in
last year’s closing quarters will be
felt through the first half of 1983 in
terms of stronger demands for build-
ing products and more jobs, as this
construction is brought to comple-
tion,”’ said George A. Christie, vice
president.

An even brighter picture looms
ahead for the industry, according to
Christie.

“Largely due to the drop in in-

terest rates, our housing figure has
beenrevised to 1.475 million units,”’
Christie said. “In addition, public
works construction is heading for a
gain of two percent instead of
another loss, due to the new fuel tax
and the acceleration of previously
planned public projects.’’

Christie’s revised picture for 1983
puts housing at $85.9 billion, a 48
percent jump from 1982’s $58.1 bil-
lion; nonresidential construction to-
taling $54.5 billion compared with
$59.2 last year, and eight percent
drop; and non-building — or public
works — construction showing atwo
percent gain to $37.9 billion from
1982’s $37.3 billion.

“The rate of housing starts will
ease back from the unrealistically
high first-quarter volume — a statis-
tical aberration — and later rebound
to a rate of 1.55 million in the fourth
quarter of the year,’’ said Christie.

““The most probable estimate for
1983 is a mix of 900,000 one-family
homes and 575,000 multifamily
units.”’

Since contracting for commercial
and industrial building typically

lags general business activity by as
much as a year, Christie believes it
will take most of 1983 to achieve the
‘“‘vigorous’’ general economic ex-
pansion that will ‘“‘set the stage for
the recovery of nonresidential build-
ing.

““This year, store and warehouse
contracting is the best for improve-
ment,”’ he said.

Christie explained that the public
works construction sector will feel
the impact of two new government
programs designed to create more
jobs.

““One of these programs, The Sur-
face Transportation Assistance Act
0f 1982, is near enough to implemen-
tation so that its 1983 impact can be
roughly estimated — an extra layer of
Federal funding each year from 1983
through 1986, added to the nation’s
pre-existing $9-billion-a-year basic
transportation construction pro-
gram,’’ Christie said.

“‘On balance, this program is like-
ly to add a net $2 to $2.5 billion to
highway and bridge construction
this year, and more over the next
three years.”’ (O T2
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CLEASBY

manufacturing company inc.

“HI-LO BOY” can replace as many as
four pieces of equipment!

Aninsulated 30 or 55-gallon tank mounts onthis well-balanced chassis.
Two 400 x 8 pneumatic tires and a large-diameter swivel caster with foot

brake ensure ease of handling.

Heavy-duty upright rails are drilled to permit easy selection of tank-
mounting height. Tanks are insulated with high-temp glass fiber insula-
tion. Precision-formed end caps protect the insulation and help retain heat.

The interchangeable tanks give you a choite of: e 55-gallon “Hi Boy"

e e

AFTER 35 YEARS AS HIS
EMPLOYER, TELL HIM ABOUT
DIRECT DEPOSIT AS A FRIEND.

Direct Deposit lets retiring em-
ployees send their Social Security
straight to their checking or savings
account. For free materials, write to:
Dept. of the Treasury, Direct Deposit
—D3, Annex 1, PB-1100, Washington,
D.C. 20226.

® 30-gallon “Hi Boy"
e 55-gallon “Lo Boy”
e 30-gallon “Lo Boy”

All Cleasby HotCarriers offer:

e Wide fill openings with
deep plate baffles to
minimize splashing

e Qversized draw-off cocks
for rapid drain of material

e QOptional 18 x 8.50 tires to
help spread the weight of
the rig on questionable or
insulated decks

ORDER YOUR

“HI-LO BOY” TODAY!

CLEASBY mfg. of Denver inc.
5725 East 39th Avenue
Denver, CO 80207

CEheci #340 bn Beader Service Cara
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San Francisco, CA 94124
(415)822-6565




Important Notice to Polyurethane Roofing Contractors...

On March 4, 1983
Polymer Development
Laboratories, Inc.

Changed the Polyu

rethane

Roofing Industry
REVER.

INSURED WARRANTY...
UNEQUALED IN THE INDUSTRY!

Workmen's Insurance Company, an experienced Underwriter
with BEST Insurance Guide “A-10" rating, now offers each
building owner registered RIMSPRAY™ ROOFING SYSTEM
PRODUCT WARRANTY INSURANCE which provides for
repair or replacement of the product or its parts due to break-
down. No more question or doubt as to whom has warranted
what; the entire RIMSPRAY™ ROOFING SYSTEM (including
THERMASTER™ foam, RIMSPRAY™ and RIMCOAT™) can
now be INSURED AGAINST FAILURE. There's nothing else
like it in the industry!

RIMSPRAY™ SEAMLESS MEMBRANE...
UNRIVALED IN THE INDUSTRY!

Workmen's Insurance Company underwrote PDL RIMSPRAY™
ROOFING SYSTEM because it had confidence in PDL's ability
to design a superior polyurethane roofing system:

e RIMSPRAY™ SEAMLESS MEMBRANE is a tough, 100%
solids elastomeric sprayed-in-place barrier (similar in
physical characteristics to automotive facia) that protects
the “R” value of the foam by eliminatng old-style fragile
coating problems.

® RIMSPRAY™ ROOFING SYSTEM is sandwich-core engi-
neered to provide a strong “boat-hull” roofing composite
...allowing a minimum of two (2) pounds per cubic foot
density THERMASTER™ foam to be utilized and still
maintain @ minimum of 100 psi composite compressive
resistance.

e Since 1980, Urethane Contractors have experienced up
to 50% labor savings when comparing RIMSPRAY™
installation costs to installation expenses of old-style
urethane roofs.

So, unlike its major competition, Single-ply, a RIMSPRAY™
ROOFING SYSTEM is manufactured on-site following PDL's
“Quality Assurance” Program. It's a membrane with no seams
that doesn’t require adhesives or ballast to keep it in place.
There's nothing else like it in the industry!

“QUALITY ASSURANCE"..
UNPARALLELED IN THE INDUSTRY!

PDL represents the building owner. No longer does an owner
have to accept promises that may not be kept. He knows what
to expect because we ARE him! PDL“QUALITY ASSURANCE”

Program guarantees:

|. PDL APPROVAL OF SPECIFICATION
For Each Building

1. PDL APPROVAL OF CONTRACTOR
For Each Building

I1l. PDL MONITORING OF THE APPLICATION
For Each Element of the Composite System

IV. PDL INSPECTION OF THE FINISHED ROOF
Prior to Issuance of Warranty.

Any one of the steps not recorded in writing voids Warranty.
It's as simple as that...There’s nothing else like it in the
industry!

WHAT YOU DO NOW...

WILL LET YOU STAND ALONE IN THE INDUSTRY!
Expedite the following:

1. Write or call PDL for copy of minimum acceptable specifica-
tion criteria.

. Incorporate specifications on your next job.

. Complete PDL RIMSPRAY™ Training Program.

. Offer Insured Warranty to Building Owner.

. Follow PDL “Quality Assurance” Program.

. Co-sign PDL Warranty.

Then relax. Your RIMSPRAY™ roof is automatically insured.
There's nothing else like it in the industry!

Transcend your competition. Be proud to be part of a team
that changed the polyurethane roofing industry. FOREVER!

DO WN

POLYMER

DEVELOPMENT
LABDRAT’I.KIIEIEE

CORPORATE HEADQUARTERS

POLYMER DEVELOPMENT LABORATORIES, INC.

212 West Taft Avenue ® Orange, CA 92665

(714) 921-2300

POLYMER DEVELOPMENT LABORATORIES, NE., INC.
69-83 Dickson Street ® Newburgh, New York 12550
(914) 561-5500

RIMSPRAY™

Check #351 on Reader Service Card



Associate News

Expansion At Owens-Corning
Plant In Texas

Owens-Corning Fiberglas Corp. will expand its Irving, Tex., plant, making
the structure the largest in the company’s 17-plant residential roofing sys-
tem.

Construction will begin shortly and is expected to be completed by
mid-1984, according to Billy W. Williams, vice president and general man-
ager of the company’s Residential Roofing Division.

Warehouse capacity at the plant will be expanded more than 100,000
square feet, permitting storage of up to 600 truckloads of material.

The Irving plant serves customers in Greater Dallas, West Texas and parts
of Oklahoma and New Mexico.

Owens-Corning pioneered the development of the glass fiber mat-based
residential roofing shingle, entering the roofing market in 1958.

Duro-Last Conducts Dealer
Seminar

Duro-Last Roofing, Inc. of Saginaw, Mich., recently held a three-day seminar
for its dealer/contractors and manufacturers’ representatives.

Information covered during the sessions included policies and pro-
cedures, with hands-on instruction and training on the correct installation
procedures of the FM and UL approved single-ply roofing system.

The event attracted over 100 Duro-Last customers from as far away as
Oregon and Alaska.

Firestone Executives Honored
by MANA Selection

Five key executives of Firestone Industrial Products Co., Noblesville, Ind.,
have been named to membership in the Manufacturers’ Agents National As-
sociation (MANA).

Selected by MANA were: President T.]. Renninger, Business Manager
Sunil Kumar, Regional Managers H.M. Dillinger and D.A. Moorehead and
Engineering Manager R.H. Robertson.

MANA is a 36-year-old manufacturing and marketing organization, repre-
senting over 35,000 professionals.

Firestone Industrial Products, a division of Firestone Tire and Rubber Co.,
manufactures single-ply rubber roofing products and systems.

Manville Promotes Three In
Marketing

The Manville Building Materials Corp. recently promoted three employees
in the marketing division.

Robert D. Dickenson has been appointed General Merchandising Manager
in charge of residential, commercial and industrial roofing and roof insula-
tion products. He was previously General Merchandising Manager, Residen-
tial Roof.

Vincent A. Greco has been promoted to Manager of Technical Services.
Prior to this appointment, Greco was a District Engineer for the Rocky Moun- .
tain District.

Alan D. Sowers has been tapped for the Market Manager position for Built-
Up Roofing Systems. His previous position was Market Manager of Roof In-
sulation.

Note Trade Name Changes

20 — May 1983/Roofing Spec

American Hoechst Corp., Plastics Div., announced trade name changes for
two of its thermoplastic resins.

Polystyrene resins identified as Fostarene® Fosta Tuf-Flex® and
Fostalite? will carry the new trade name Hostyren™ Polystyrene. Expand-
able polystyrene formally identified as Fostafoam® will be designated as
Hostapor™ Expandable Polystyrene.

The new trade names are changes in name only, according to the company.
All material characteristics and specifications will remain the same.
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Wausau'’s Terra SYSTEM ONE
offers beauty, protection and durability.

- What is seen are beautiful unit pavers ir of several finishes like

- exposed aggregate, travertine, slate or sand, and endless color
choices to provide exciting pattern and accent possibilities. Whati is
noi seen isa pedestcllsysiem that proy des total sub-strcut pro-



Recent Development in the
Contruction Industry

he Federal Court Improvement Act of 1982 replaced

the Court of Claims trial division with a new U.S.
Claims Court. In that new Act, Congress provided the
Claims Court with the power ‘‘to afford complete relief
on any (government) contract claim brought before the
contract is awarded, . . ."" and the ‘“‘exclusive jurisdic-
tion to grant declaratory judgments and such equitable
and extraordinary relief as it deems proper, including
but not limited to injunctive relief.”’ However, due to the
statutory language seemingly limiting the Court’s in-
junctive powers to suits brought prior to contract award,
a question arose as to what happens to a claimant if the
suit is filed after the contract is awarded.

In one of its first decisions, the new Claims Court had
an opportunity to define the limits of its newly created
injunctive relief power. In John C. Grimberg Company,
Inc. v. United States, USCC (October 7, 1982), 1FPD { 3,
the Court was faced with the following facts: After the
opening of bids for a GSA renovation contract, the sec-
ond low bidder filed a protest with GSA contending that
the low bidder’s bid should be rejected as nonresponsive
because it violated the ‘‘Listing of Subcontractors’’
clause. Despite the second low bidder’s appeal, GSA
awarded the contract to the low bidder. The second low
bidder filed a suit in the new Claims Court seeking an in-
junction, preventing the low bidder from getting the job,
and a declaratory judgment that it should be declared the
responsive low bidder.

In reviewing the statutory provision creating its in-
junctive relief power, the Claims Court held that the
statute’s legislative history made it clear that the govern-
ment’s award of a contract prior to a suit being com-
menced in the Claims Court eliminated the Claims
Court’s jurisdiction to issue injunctive relief. However,
the Court also found that the new statutory language did
not intend to alter existing law on the party’s right to
seek relief in the Federal District Courts. Accordingly,
rather than dismissing the second low bidder’s case
completely, the Claims Court transferred the case to a
Federal District Court as expressly permitted by the new
Federal Court Improvement Act.

This recent decision by the Claims Court illustrates a
clear inconsistency in present government contract law.
While the Claims Court does not have authority to exer-
cise jurisdiction over suits brought against a procuring
agency once a contract has been awarded, the Federal
District Courts do have that power. However, if the ra-
tionale underlying the denial of post contract award ju-
risdiction to the Claims Court is to avoid interfering with
the government’s conduct of its procurement business,
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then that same reasoning should apply to bar District
Courts from providing injunctive relief in post award
situations. Thus, in order for a disappointed bidder on a
Federal government contract to insure that his rights are
being protected, he should seek to obtain an injunction
in the Claims Court prior to the contract’s award.

Joint Check Payment May Not Be Payment

Occasionally, on a construction project, an owner or
contractor finds that the party it is dealing with has fail-
ed to satisfy its full obligations to its suppliers of labor
and materials. As a means of insuring that these con-
tractually remote suppliers of labor and materials are sat-
isfied and in order to bar lien claims or bond claims by
them later, the owner or contractor may seek to protect
itself by issuing payment in the form of a joint check
made payable jointly to the contractor who has failed to
pay the supplier and to the supplier. However, unless
the contract specifically permits such a joint check or it
is expressly or impliedly modified by the parties so as to
permit payment in this form, issuance of such a joint
check may not be considered payment at all.

Arecent Georgia Court of Appeals case, Piedmont En-
gineering and Construction Corp. v. Amps Electric Co.,
Inc., ruled that issuance of payment in the form of a joint
check to a subcontractor and its supplier did not con-
stitute the payment required and contemplated by the
subcontract. Consequently, such tender of payment by
the prime contractor to the subcontractor was determin-
ed by the court not to constitute ‘‘payment’’ of the sub-
contractor and, therefore, constituted a breach of con-
tract by the prime.

Unless the contract specifically contemplates such ac-
tion, or there are other provisions of the contract terms
and conditions which would permit such qualification
or modification of contract payment, one should be very
careful tendering payment in this form if it is not receiv-
ed and accepted by the party to whom payment is owed
as full satisfaction of the payment obligations.

Federal Minority Set-Asides Increased

In January, President Reagan ordered federal agencies to
increase their set-asides and other minority business en-
terprise (““MBE”’) participation goals by 10 percent over
1982. Under this directive, the Administration intends
to purchase $15 billion in goods and services from MBE
sources, including construction procurement. The in-

continued, page 24



Since 1915,

the shape of success

in roofing

Koppers coal tar built-up roofing systems have been the shape of success in
the industry since 1915. It’s a surprisingly simple system, one that owes its
long-standing popularity to three things:

Coal tar bitumen.

The tight molecular structure of
this unique material enables it
to resist water penetration and
oxidation. Also, its “cold flow”
property naturally seals small
mechanical fractures in the
roofing membrane at normal
temperatures.

it

Koppers . . . the roofing people—
manufacturers of coal tar built-up
roofing and waterproofing systems,
KMM® Membranes, Exeltherm® roof
insulations, reinforcement fabrics
and roof maintenance products.
For more information on the system
that’s been shaping the future of
roofing since 1915, use the
accompanying coupon.

T20-8201

Tarred Felt.

Koppers saturated organic fiber
felt has proven for many years
its ability to withstand the
stresses normally associated
with built-up roofing construc-
tion. Its coal tar, creosote-type
saturant has long demonstrated
its preservative qualities in
demanding situations. There is
no doubt that Koppers organic
felt, saturated and incapsulated
in coal tar, will be competitive—
on both performance and cost.

Koppers 67 years of
experience

An unmatched history of
success is the “bottom line”
when it comes to comparing the
relative merits of our coal tar
built-up roofing system versus
others. When you specify
Koppers, you’re getting the kind
of expertise that can only be
acquired by doing many jobs, for
many years, and doing them
right.

o A S T T TUR RN e e e

Sendto: Koppers Company, Inc.

Dept.3A-2

Building Materials Division

1901 Koppers Building, Pittsburgh, PA 15219

O Yes, have a Koppers representative contact me.
O Please send me more information.

Company

Address

City

I Name
i

State Zip

Area Code Phone

\_-—_----—___-_-____

Check #345 on Reader Service Card
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KOPPERS

Architectural and
Construction Materials
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tent of the Administration’s action is to send ‘‘a strong
signal”’ that the President is committed to developing
productive MBE’s.

OSHA Reminder

During February of each year, all employers with eleven
or more employees must post at their workplace a copy
of OSHA Form 200, the log of job-related illnesses and
injuries occurring in the previous year. You should en-
sure that the log, which OSHA regulations require to be
kept on a continuous basis during the year, is posted.
The log should be posted even if your company had no
job-related illness or injury last year. Failure to post the
log canresultin afine of $100 to $400, and there are more
severe penalties for deliberate and “‘willful”’ failure to
keep the log or falsification of the log. Copies of OSHA
Form 200 are available from OSHA regional offices.

Construction employees must also each be provided
with a copy of Form 200 in February, if they are on the
payroll during that month.

What To Do With A Restrictive Endorsement
In the transaction of business, it is not uncommon to re-
ceive from a debtor a check in an amount less than the re-

“BUSINESS MACHINES”
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maining outstanding balance claimed over by the cred-
itor with a restrictive endorsement to the effect that the
check “‘constitutes payment in full of all claims’’ by the
creditor against the debtor or other language of release or
“‘accord and satisfaction.”’ The general rule applicable
in most states is that a creditor negotiating or even
holding such a tender of payment, accepts the payment
with the qualifications and restrictions endorsed on it
and therefore may release any balance of his claim
which remains unpaid. Consequently, you should al-
ways be quite careful in examining checks tendered in
payment to you to insure that either:

[a] They are in the amount you claim to be due;

[b)If they are not, that they do not include language of re-
lease, payment in full, or accord and satisfaction.
Sometimes, however, the creditor receiving the check

in payment tends to ‘‘take the law into his own hands”
by unilaterally obliterating or altering the restrictive en-
dorsement that the debtor entered onto the check tend-
ered in payment. In most states, such unilateral action
taken without the express or implied consent or ap-
proval by the party tendering the check in payment does
not change the terms of the tender of payment. In such
jurisdictions, then, you cannot simply strike out a re-
strictive endorsement on a check and process it for pay-
ment while still retaining your right to pursue the bal-
ance of the claim, since the courts will likely hold that
you have released or discharged the debtor from such
balance in accordance with the restrictive endorsement
on the check.

However, there is a recent trend evolving in several
states (for instance, New York, Connecticut, and Califor-
nia) in which the courts have construed a general provi-
sion of the Uniform Commercial Code, as it is incor-
porated into those states’ statutes, to permit the creditor
to receive a check with a restrictive endorsement on it,
and prior to negotiation and payment on the check,
modify, replace or expand the endorsement to indicate
that the payment is received by the creditor ‘‘without
prejudice,”” ‘‘under protest’’ and/or with ‘‘full reserva-
tion of rights to assert a claim’’ for the balance of the
amount contended to be due. In those states, at least,
courts have recently held that a party adding such lan-
guage on a check bearing a restrictive endorsement pre-
serves the seller’s rights under Uniform Commercial
Code Section 1-207 and precludes a finding of accord
and satisfaction for release.

Nevertheless, unless you are in one of the few states
that seems to recognize this new approach permitting
receipt of such qualified payment without relinquish-
ment of your right to the balance of the payments you
claim, you should not receive and negotiate such checks
with restrictive endorsements regardless of what entries
you superimpose on the check reserving or attempting
to reserve your rights in any regard. Most courts will not
consider such unilateral alteration of the check as pre-
serving your rights. S8
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RUFON FABRICTOPS THEM ALL...

Selecting a roofing fabric is a matter of product perfor-
mance as well as economics. And that's why so many of
today's contractors are taking a close look at Rufon, the
cost-effective reinforcing mat that easily outperforms all
alternatives: Organics. Fiberglass. Even other polyesters.

UNPARALLELED PERFORMANCE.

For single or multi-ply cold roofing, Rufon has been
engineered by Phillips Fibers Corporation for extraordinary
performance. Just check the figures on strength,
elongation, mullen burst and puncture resistance. This
needle-bonded, thermal set synthetic tops them all — and
won't separate, fuzz up or delaminate. Rufon will also form
and fit easily, stays flexible in low temperatures and won't
swell, rot or mildew.

EXCEPTIONAL ECONOMY.

DOWN TO YOUR BOTTOM LINE.

Exhibiting at
CSI Show, Booth #1508-1510,
Kansas City, MO, June 24-26.

RUFON TYPICAL PROPERTIES

k : RUFON | RUFON | ORGANIC | GLASS
(Widthwise) E3N E6N FELT | FIBER
Weight (yd?) 3.0 6.0 21.2 16.3
Ultimate Strength (Ib.) 70 185 64 65
Tear Strength (Ib.) 35 55 .05 .02
Elongation (%) 60 55 .05 .01
Mullen Burst (psi) 140 250 30 19
Puncture (Ib.) 35 70 20 10

with a suitable mastic, lightweight, easy-to-handle Rufon
goes down faster, with less manpower and delivers
exceptional, long term performance. When you consider
total applied cost, Rufon’s advantages can add up to
important savings on your bottom line.

MORE INFORMATION.

Rufon is available in weights of 3.0 oz. (E3N) and 6.0 oz.
(E6N) per square yard, pre-marked with overlap guides in
36" x 375’ standard put up rolls. With so many performance
benefits, cost-effective Rufon is today’s optimal solution to
roofing failure. Learn more about Rufon: Contact Phillips
Fibers Corporation, or your roofing products distributor
listed below.

: , PHILLIPS FIBERS CORPORATION {PHILLPS
Rufon offers attractive cost benefits, because cold A SUBSIDIARY OF PHILLIPS PETROLEUM COMPANY
coating application has never been this easy. Combined TEXTILE NONWOVEN FABRICS MARKETING. P.O. BOX 66
GREENVILLE, SC 29602 (803) 242-6600
ARIZONA FLORIDA INDIANA NEW JERSEY OHIO WASHINGTON
Flex-Shield Corp.  Flexguard Corp. Daly Protective Coating Co. Karnak Chemical Corp. Gibson-Homans PermaGlass American Tar Co.
P.O. Box 200 3209 Highway 231 124-137th Street 330 Central Ave. 1755 Enterprise Parkway 180 West Broadway 1700 N. Northlake Way

201 N. Gilbert Rd.
Gilbert, AZ 85234
(602) 892-3030

Panama City, FL 32405 Hammond, IN 46327
(904) 769-3404 (800) 348-6446

Clark, NJ 07066
(201) 388-0300

Twinsburg, OH 44087
(216) 425-3255

Dover, OH 44622
(216) 343-4441

Seattle, WA 98103
(206) 632-0828

*Reg. TM Phillips Petroleum Company
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Yellow, red, white and black BUR buttons were dis-
played proudly on the lapels of the contractors that
filled the room for the Built-Up Roofing Session for Con-
tractors Only at NRCA’s 96th Annual Convention & Ex-
hibition.

Robert “‘Country’’ Harrison of Greenville Roofing Co.,
Greenville, S.C., set the pro-BUR tone for the lively
question-and-answer program on the merits of conven-
tional roofing systems.

““The bulk of the roofing business is still hot-applied,
built-up roofing, and it’s going to be the bulk of the busi-
ness for quite some time,”’ Harrison said.

Joining Harrison on the panel were: Dick Baxter, Caro-
lina Roofing Service Inc., Monroe, N.C.; Ray Johnson,
Empire Roofing & Insulation Co., Tulsa, Okla. and
Marlin Potteiger, Mueller-Potteiger Inc., York, Penn.

Contractors posed these questions:

0 How can we (contractors) determine the quality of
asphalt?

[0 What’s the update on fiber glass membranes?

[ Is the content of organic felts different today?

(0 What can be done about damaged materials?

0 How can roofing contractors promote BUR today?

Potteiger responded to the issue concerning changing
asphalts. He explained that because of numerous phone-
calls to NRCA headquarters questioning the quality of
asphalts on the market today, the association discussed
the matter with the Roofing Systems Technical Commit-
tee (RSTC).

Representatives of NRCA and the Asphalt Roofing
Manufacturers Association (ARMA) are members of
RSTC.

In a joint effort, asphalt samples from refineries across
the United States were tested at Chicago Laboratories.
The data are being analyzed by RSTC and will be re-
leased shortly.

Theresults? ““About 100 percent fell within the ASTM
D3-12 asphalt specification,’’ Potteiger said.

A task force was then appointed to investigate
whether or not there was a need for a new ASTM specifi-
cation.

NRCA'’s Research Associate Bill Cullen headed the
committee. Cullen, who was in the audience, gave the
current status of the proposed specification.

““The asphalts used today, as far as we can determine
chemically and physically, are no different from the as-
phalts we’ve had in the past,”” he said.

Cullen explained that this observation was supported
by the Asphalt Institute’s report analyzing 180 asphalts
before the oil crisis of 1974 and at present.

‘“‘Asfarasa quality asphalt is concerned, ASTM D3-12
is useless,”’ Cullen said. ‘‘It cannot detect certain char-
acteristics of asphalt that are important to you.”

One example he cited applied to steep roofing, where
the contractor is not concerned with the softening point
as much as he is concerned with the viscosity.

continued on following page

Contractors
Talk Up
Built-Up
Roofing At
Session

by Connie Arkus

.
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Built-Up

continued

““The viscosity might be Type I and flow off the roof,”’
Cullen said.

As the result of such a situation, he explained that the
proposal for a new ASTM specification would be viscos-
ity graded instead of softening point graded.

The new specification will require that asphalt be
properly labeled according to type (I, II, III or IV).

‘“What the new spec will not do is determine or in-
dicate a poor durability asphalt from a good performing
asphalt,”” Cullen said. ‘“This is still not possible in the
practical sense.”’

Cullen called the new specification ‘‘a giant step to-
wards better categorizing asphalt to suit your (the roof-
ing contractor’s) needs.”’

Inordertobring the audience up-to-date on the state of
the art for glass fiber membranes, Baxter explained how
the product is obtained.

““Glass fibers are obtained through a primary
process,”’ Baxter said. ‘“The primary process is sand,
miscellaneous chemicals melted in the furnace and
drawn off in molten form.”

Baxter explained that today’s mats are either ‘‘derived
directly from a primary process (or filamentation) or
from a secondary source (a yarn already drawn from a
primary process).”’

In the primary process, steam blows the glass out onto
a line. The result is “‘fibers that may vary in length de-
pending on how the steam breaks them off when they
come through the bushing,’’ Baxter said.

He said that the ‘“most prevalent’’ and ‘‘least expen-
sive’’ method is the wet process, a method similar to the
way paper is made.

““The result is a uniform mat with good distribution of
fibers,”’ Baxter said.

The major concern of the contractors, however, is
knowing what holds these fibers together.

““Nothing sticks to glass,’’ Baxter said. ‘“Therefore, all
fibers are sized with some kind of a starch material that is
applied to the filament when it comes out of a process.”’

Next, abinder is added. ‘It’s the binder that holds the
mat together,”’ Baxter said.

He explained that if moisture vapor occurs from the
underside of the roof, then water soluble binders are
‘“‘leeched away and gone.”’

“‘Asphalt will not bond to glass fiber,”” Baxter said.
‘‘So, you have a relatively non-reinforced glass fiber roof
that usually breaks apart like safety glass after a period of
time.”’

Resin binders, which are acrylic based, are water re-
sistant. ‘“They’re not leeched away as readily,’’ Baxter
said.

“They do a better job of holding mats together for a
longer period of time.”’

The composition of today’s organic felts was ques-
tioned by a contractor concerned over declining quality.

‘““Rag felt is a misnomer on today’s market,”’ Johnson
said. He gave three reasons for this observation. Current
felts are made of:

O ““Synthetic fibers that won’t take a saturant.

O ““Newspaper — the next step before the dump.

O “New wood pulp. Trees grow faster today due to
chemicals, and the fibers in the wood don’t form as close
as they used to.”

The old ASTM specification called for 140 percent sat-
uration by weight. ““When NRCA conducted tests, how-
ever, very few could meet this saturation,’”’ Johnson
said.

“In order to get asphalt hot enough to take that percent
saturation, you destroy the weak fibers used in the
felts.”

The result, according to Johnson, is that ‘‘anything
that isn’t saturated with asphalt is left open to be
saturated with water if it gets wet.”’

A revision to the percent of saturation requirement is
expected shortly.

Damaged materials cost contractors money. One con-

tractor in the audience asked if there was a manu-
facturer’s guarantee that materials have not been stored
xposed to rain and snow.
he way you handle a manufacturer is to cost him
oney,’’ Baxter said. ‘‘It could cost them $10,000 to get
of (damaged) materials off the job site.”
e suggested purchasing a moisture meter to test the
oisture content of the organic felts.
““If the material has an unacceptably high moisture
ontent, you can probe it on the truck, random sample
the rolls, and you can send it right back where it came
from,’’ Baxter said.

““You, the contractor, are the last guy on the quality
control chain,”’

Built-up roofing has had its share of difficulties over
the years. With that thought, a roofing contractor posed
this question to the panelists: How can we (roofing con-
tractors) restore the good name of built-up roofing?

Potteiger responded by citing three improvements
made in BUR through the years:

[J “In regards to mechanically fastening roof insulation
over a steel deck, Factory Mutual’s Class I recommenda-
tions state one fastener for every two square feet for some
types of insulation and four feet for others.

J “We had problems with early glass felts, but they
now have proper binders and perform very well.

O ““We also had problems with asbestos. Manville Corp.
recently stated that it will no longer produce asbestos.”’

The outlook for BUR is good — it’s healthy and grow-
ing stronger as evidenced by the support it received at
this session.

“We’ve gotten rid of a lot of bad systems,’’ Potteiger
said. ‘‘Conventional roofing now has all kinds of oppor-
tunities to perform well.”’ Y )
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ARC Response Is Good
In The Early Going

by Bill Good
NRCA Executive Director

arly response to the two new

NRCA programs is encouraging.
ARC now has 22 candidates with
forms completed and checks in, and
another 150 or so who have re-
quested information. Roofing Ma-
terials Reference and Guide now has
1,200 subscribers, including 750
members, with more coming in each
day. Also, the number of manufac-
turers listed in the next edition (June)
should increase by about 25, includ-
ing some majors.

Coming from the Education De-
partment this month will be informa-
tion on NRCA'’s first worker training
program, ‘‘Kettles, Tankers and Bi-
tumen Heating,”’ a four-part slide-
and-cassette program designed for
in-house use, apprenticeship clas-
ses, etc. The program, nearly four
hours in total length, is excellent,
and isalso available in videocassette.

Another educational first in April
was the Foreman and Superintend-
ent’s Conference being put on for the
Iowa Roofing Contractors Associa-
tion by NRCA on a contract basis.
Education Operating Committee
members are planning more of this
type of program concept for the next
administrative year.

Technical Services committees
and staff have also been busy. Tech-
nical Operating Committee met re-
cently to review a lengthy agenda.
Highlights include: DOE report on
in-place performance is now com-
pleted and available from the NRCA
office; Manual revisions are now
ready; Tolerance Development task
forces say they will be ready with
final recommendations for applica-
tion tolerances on all types of roofing

materials by July.

“Senior VP Burton Karp has begun
planning the transition into his
“Make It Happen’’ year. Burt had
this year’s and next year’s Executive
Committees in the office for a brief-
ing session that included discussion
on organizational structure, commit-
tee assignments, etc. Burt plans to
see that ARC and Reference & Guide
programs are put in place, and em-
phasize educational programs and
government relations activities. He
also plans to continue industry
liaison efforts, and to strengthen the
involvement of NRCA affiliate or-
ganizations.

All of which will require money,
and the Budget and Finance Com-
mittee also met in April to begin
preparations. Early projections call
for a 1983-84 budget of $3.5 million.

First consultant member, under
the classification adopted by the
Board and full membership in San
Antonio, was Law Engineering,
sponsored by Country Harrison.
We’re expecting more, and plan to
pursue liaison activities with con-
sultants’ groups.

Contractor and Associate member
totals are holding up well, though
the key for the year will be retaining
the 400 or so who have not yet paid
their ’83 dues. Membership Commit-
tee plans to contact all by registered
letter, then by phone. We need ‘em
all.

In March, Melvin Kruger and
Wayne Mullis made a presentation to
the AGC Convention in Atlanta,
which was well recieved. AGC,
though, did come out with a new pol-
icy onretention, through their Build-
ing Division, that calls for — basical-
ly — 5 percent, if that’s what the
owner gets, and if the sub is bonded,

and etc. Still, it’s progress.

The Business Roundtable — a
group of manufacturing heavy-
weights — has been studying con-
struction effectiveness for some five
years, and has now produced a series
of reports and recommendations.
Mike Beldon attended a briefing ses-
sion for 25 contractor associations
last month; Roundtable is trying to
exert ‘‘peer pressure’’ for cost con-
trols, improved productivity and so
forth, and estimates that $10 billion
can be saved annually. Info on the re-
ports is available from the NRCA of-
fice.

The Centennial Steering Commit-
tee begins work this month on the
book it plans to produce for distribu-
tion in the centennial year. The book
will be a history of both NRCA and
the roofing industry; research is be-
ing done by a group affiliated with
Loyola University of Chicago; your
help will be needed and will be
spelled out in future communica-

tions. OB

Former NRCA
Director B.].
Williams Dies

B.J. “Bud’’ Williams of Twin City
Roofing, Inc., North Dakota, died on
February 24 at the age of 81.

A past director of NRCA, Williams
founded Twin City Roofing in 1927.

““He was vehement about the dig-
nity and professionalism of the con-
tractor members,’’ said his son Jack,
president of Twin City Roofing, Inc.,
Wahpeton, N.D.



SQn An.l.OniO COnvenﬁonone more look

NRCA Director of Meetings and Conventions Guy Rick Rosenow (second from left) is congratulated by (left-to-right) Former NRCA
DiCara and Former President Gerald Ford, keynote President Charlie Raymonds, John Carruth and William Martin for his achievements
speaker for the Opening Luncheon. in member recruitment.

NRCA Past President William Kugler, Director Charles N. Griffiths, Jr. and Staft Syndicated columnist Georgia Ann Geyer discussed
Director Norman Bullock hosted a breakfast unveiling the new NRCA Roofing her work as a foreign correspondent before a group
Materials Reference & Guide. as part of the Convention Spouse Program.

Charles Kuralt, CBS News reporter, talked about NRCA President John Bradford is made an “honorary Texan” during a break in the
his experiences “on the road” at the Recognition .Opening Luncheon.
Luncheon.
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All over the country
contractors are doubling
their net profit with a

MARYLAND R. A. Taylor & Son, Inc. al-
most doubles their gravel production with a
Morgen and finds it much safer. The ar-
ticulating boom keeps buggy operators well
away from the edge.

ILLINOIS Maco Coatings, Inc., Wheeling,
used a hoist on one building, their Morgen
conveyor on its twin. Both required 180 tons
Ic>f gravel. The conveyor saved $1,756 in
abor.

SOUTH DAKOTA Sioux Empire Roof-
ing, Sioux Falls, elevates gravel at least
three times as fast as a beam hoist. By
speeding up the whole job, the conveyor
cuts labor requirements by one-third.

UTAH Superior Roofing Co., Salt Lake
City, doubled his gravel production. Elevates
felt and insulation, too. Found Morgen the
best built conveyor on the market.

NEBRASKA Independent Roofing Co.,
Omaha, has cut overall labor costs to two-
thirds of that required by using a hoist. Com-
pleted 2600 squares of built-up roof with 4
men in 11 days.

MICHIGAN vander Broek Roofing Co.,
Grand Rapids, increased by 50% their over-
all production of Trocal loosely-laid roofing.
They complete as much as 150 squares a
day with 8 men.

Morgen has the features roofers want and the rugged construction roofers need.

For complete information, write or call today—
MORGEN MANUFACTURING CO. Box 160 Yankton, SD 57078

Telephone (605) 665-9654

Check #347 on Reader Service Card

EPS
Insulation

Growth
Predicted

A study, conducted by the Ameri-
can Hoechst Corporation, projects a
12 percent annual growth rate for
molded EPS insulation board. By the
end of 1984, the study claims, EPS
will have 34 percent of the rigid
board market.

Data for the study was collected by
field interviews with the manufac-
turers of the major insulation prod-
ucts. Related interviews were con-
ducted with the major building con-
struction trade associations, leading
national contractor and specifying
firms and most of the top market re-
search and specifying firms. The
data was then analyzed by market re-
search experts.

The study also projects a rise from
3.1 percent to 3.7 percent in the posi-
tion of EPS in the total insulation
market. A series of detailed analyses
of the EPS insulation market will be
completed within the next few
months.

Specifiers To
Hold Annual
Convention

The Construction Specifications
Institute (CSI) will hold its annual
convention in Kansas City, Mo., June
24-26.

NBC news correspondent Edwin
Newman will address the use and
misuse of the English language in his
speech, ‘‘Preserving a Civil Tongue:’

Business sessions cover a wide
range of topics including computers,
masonry, single ply, and selling to
design professionals.

One of the sessions will review the
organizational concepts and changes
in the 1983 edition of the CSI
MASTERFORMAT.

For more information about the
convention, contact CSI at 601
Madison St., Alexandria, Va;
703/684-0300.



“Our HIAB Cranes
Helped Us Increase

Deliveries by Almost 200%...

with a 50% Reduction in Manpower, Too &

) | T L I" According to Tom Kidd of
Sl at s Hl ABIIIty John Mc Daniel Wholesale Supplies,
@l » ; Atlanta, GA.

L

HIAB crane features:

» @ Flexible Arm-like Boom

m Greater Maneuverability
Versatility

m Precise Load Control

= More Protection for
Operator and Load

m‘Lightweight and Compact
Faster Turn-around Time

“Our HIAB cranes helped us go from three deliveries per day with one
truck and two men, to six to eight deliveries per day with one truck and
one man says Tom Kidd. “They unload materials quickly and safely where-
ever the customer wants. The HIAB proportional remote control system on our
crane increases visibility and mobility in load spotting without additional help?

“The cranes are very dependable; easy to operate; they stay on the job. The hydraulic
systems are especially excellent, with built-in safety features. Little time is required to trai
new personnel. HIAB cranes are an asset in helping us provide good customer service’”

HIAB has the largest choice of hydraulic cranes to increase your operational efficiency.
For information and a free demonstration, call (717) 767-6556 ext. 26 or circle readership number.

°
“:' n B More than 200,000 in Operation.
7 Check #344 on Reader Service Card




Contractors
Concerned
With Asphalt

Prices, EVT
and Product

Quality

by Martin Eastman

built-up roof would be nothing without bitumen.

The bitumen binds the system together and ad-
heres the entire roof to the roofdeck or insulation. More
importantly, without the bitumen’s impermeability, the
roof would not be able to withstand rain and weather, its
primary function.

Understandably, built-up roofing contractors are con-
cerned that the bitumen they use will provide the adhe-
sion and water resistance needed for successful roofs.
They’re interested in quality, as well as the most effec-
tive ways to apply it.

Some of these concerns were expressed by contractors
to representatives of the Trumbull Asphalt Co., one of
the nation’s largest producers of roofing asphalt, at a
seminar held recently in Chicago. The Trumbull semi-
nar was part of a trade exposition sponsored by Richards
Building Supply of Chicago.

The questions came from a roomful of Chicago area
roofing contractors who were attending the Expo. Their
concerns ranged from the meaning and use of the EVT
information Trumbull provides to the outlook for as-
phalt prices in the coming year.

Providing the answers were Mike Mitchell, section
manager for built-up roofing and Dick Janicki, Trum-
bull’s technical and quality assurance manager.

The seminar opened with a slide/tape presentation
outlining the history and technical aspects of asphalt use
(see accompanying story.)

After the presentation Mitchell opened up the discus-
sion by addressing the question of asphalt’s price in the
coming months.

Mitchell said that although crude oil prices are going
down, ‘‘The best thing that will probably happen is that
asphalt prices are going to stay the same. The worst case
is that they’ll go up.”’

To explain this, Mitchell gave his audience a short
course in refinery economics. ‘“The first thing you need
tounderstand is that in 1982 there were 57 refineries that
closed down,”’ he said.

That statistic is an illustration of the difficulty a small
marginal refiner has staying open. As aresult, according
to Mitchell, it has become increasingly important for re-
finers to get the most profit or ‘‘net back’’ from each bar-
rel of crude refined.

The refining process yields several products, from
gasoline to heavier oils. Asphalt, being a by-product of
the process, contributes nothing to the refineries net-
back. Its cost falls below the cost of the crude it took to
produce it.

As a refiner looks at his balance sheet, Mitchell said,
he’sasking himself, ‘“What else might I do with this stuff
that’s falling below my acquisition costs?”’

One possibility, according to Mitchell, is coking the

Trumbull's Michael Mitchell
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asphalt. This process converts it into lighter oils and
coke. The sale of the lighter and more expensive oils
contributes to the refiners net back. The coke is sold to
steel manufacturers.

Refiners able to afford the expensive cokers are thus
decreasing the supply of asphalt to increase their profits.

The nickel-a-gallon gas tax increase that went into ef-
fect April 1 will also help to make roofing asphalt scarce,
according to Mitchell. By providing the funds for large-
scale highway rebuilding projects this summer, the tax
will increase the demand for highway asphalt. And as-
phalt on the highway is asphalt that won’t be available
for use on a built-up roof.

Factors such as coking and highway projects drive the
pricing of asphalt by making it hard to obtain, Mitchell
said. ‘“And that’s why I think that we probably won’t see
abig change this year coming down and that there could
be some pricing going up.”’

Contractors aren’t only concerned about the price of
asphalt, according to Mitchell. They’re concerned about
the quality, as well. “T’ve heard the comment from sev-
eral people that asphalt’s not as good as it used to be,”’
Mitchell told his audience.

Rapidly changing roof technology has created this im-
pression, Mitchell believes. He cited the wider use of in-
sulation on the roof as one example. The insulation
causes greater thermal changes in the system by not al-
lowing heat to radiate out of the roof in the summer or in-
to the roof in the winter, he said. The wide temperature
variations this causes lead to more accelerated wear on
the system.

Other changes such as the proliferation of glass felts or

modifications in application techniques caused by
OSHA or EPA regulations add up to new systems which
may perform differently than expected, according to
Mitchell. Because asphalt is the one remaining constant
it is often blamed for the unexpected failure of the sys-
tem, he said.

After Mitchell made his brief comments on the quality
and price of today’s asphalt, he invited questions from
the contractors. One of the first questions was about
equiviscous temperature, or EVT.

The slide/tape presentation informed the contractors
that EVT was the recommended temperature at the mop
for the proper application of asphalt. Trumbull prints

Lab Technician Dominic Serratore begins each penetration test by
setting the test machine’s needle precisely on the surface of the
asphalt sample. To do this, he uses a bright light to create a reflection
of the needle on the sample and adjusts the machine until the
needle and its reflection just meet. Penetration is measured by
the distance the weighted needle pushes into the sample during a
five second interval.

continued on following page

Trumbull Presents
A/V Show On
Asphalt

Noah christened the ark by scattering baskets of
asphalt on its bow.”’

This bit of asphalt antiquity began Trumbull As-
phalt’s slide/tape presentation on the history and
technology of asphalt use.

The presentation quickly brought the audience of
Chicago area roofing contractors up to the present
with brief stops along the way to highlight key devel-
opments.

The audience learned that asphalt’s first use on a
rooftop was in Germany in 1772. And modern asphalt
owes its effectiveness as a roofing material to the de-
velopment of air blowing by a Cleveland industrialist

in 1894.

According to the presentation, airblowing changes
asphalt’s properties by forcing a stream of air bubbles
through heated asphalt. With this process companies
like Trumbull can make asphalt ‘‘less brittle and less
susceptible to the aging effects of air and water.”

Air blowing alters asphalt’s performance on the
roof by changing each of four characteristics, its sof-
tening point, hardness, ductility and flash point.

The softening point is the temperature at which the
asphalt will readily flow. Hardness is determined by
penetration at 77°F. Ductility is a measure of
asphalt’s stretchiness, and flash point is the temper-
ature at which volatile gases are driven off from the
asphalt and ignite.

The blowing processis controlled so that each char-
acteristic can be altered to a specific degree. Depend-
ing on the amount of change from its raw state, as-
phalt is placed in one of four categories, dead level,

continued on following page
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Contractors

continued

the EVT for each batch of asphalt on cartons and the bills
of lading.

Contractors in the audience, however, said that the
EVT figures they had seen seemed too cold and would
cause the asphalt to be stiff and hard to work with. “I'd
be breaking in a new mop man every two or three
hours,’’ one contractor said.

Mitchell speculated that while contractors may be
heating asphalt to temperatures much higher than the
stated EVT, the temperature at the mop might actually

: aill Pl

Labeled samples from various Trumbull plants wait for testing
under the guidelines of ASTM D312 standards. Tests include:
EVT, softening point, flash point, penetration and ductility.

be closer to the EVT than the contractors believe it to be.
This would be caused by a greater than expected drop in
the temperature during the trip from kettle to mop.

Janickiadded, ‘“What you have to look atisthat EVT is
basically the number under ideal conditions.’”’ Other
factors such as wind chill, dew or a cold deck might
make it necessary to heat the asphalt to higher tempera-
tures.

The mention of heating asphalt to higher tempera-
tures brought the discussion around to flash point
temperatures. The flash point is the temperature at
which gases, driven off from the asphalt, may ignite in
the kettle. Trumbull supplies flash point information
with its asphalt. Mitchell advised the contractors to heat
the asphalt to no hotter than 50°F below this tempera-
ture.

The discussion continued with questions about spe-
cific problems contractors have had with batches of as-
phalt. Mitchell and Janicki did their best to answer the
questions with technical information about the causes of
the problems and suggestions on how to deal with those
problems in the future.

Throughout the seminar one thing was clear — quali-
ty was the watchword of the day. The contractors, with
their many questions, showed their interest in receiving
and using the best asphalt possible. And Trumbull, with
its willingness to listen to and answer the contractor’s
concerns, showed its dedication to supplying top quali-
ty asphalt to the roofing industry. S8B

Trumbull

continued

flat, steep or special steep.

Dead level asphalt is the softest and will flow at the
lowest temperature. It can be used only on flat roofs.
Special steep is the hardest and may be used on more
steeply pitched roofs.

After describing how modern asphalt is processed,
the presentation then moved to the question of its
quality.

Today’s asphalt, according to the presentation,
comes from a variety of sources. The crude oil from
which it is distilled might have been pumped from
wells in Arabia, Texas, Alaska or the mid-continent
U.sS.

The increasing diversity of sources has caused con-
cern among roofing contractors and asphalt suppliers
that the quality of the asphalt will not be uniform from
batch to batch. There appears to be no reason to
worry, according to the presentation. ‘“While we're
processing different feed stocks today than in the
past, the quality of our end product remains as good
as ever,”’ the audience was assured.

Controlling asphalt quality and characteristics is
only part of the formula for a successful roof. It also re-
quires proper control of viscosity when the asphalt is
applied.

This is where the equiviscous temperature or EVT
comes into play. EVT is the recommended tempera-
ture « . .he mop for each individual batch of asphalt. It
is the temperature needed for the asphalt to reach the
ideal viscosity of 125 centistokes. This viscosity will,
in turn, assure that 25 pounds of bitumen per square
will be laid down on the roof.

The EVT is determined at Trumbull’s labs for each
batch. The temperature recommendation is also
tailored to the locality where the asphalt is to be used.

Every carton of asphalt Trumbull produces, as well
as the bill of lading, contains the EVT information for
the product and geographic location. According to
the presentation, providing this information is a
Trumbull exclusive.

As a final note, the contractors were assured that
the asphalt industry was doing its part to insure that
quality built up roofs were being built. ‘“Today’s
asphalt producers,’’ the presentation said in closing,
‘“‘are dedicated to keeping standards of quality and
consistency high.”

Martin Eastman
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Economist
Tells
Contractors
There’s Light
At The End of
The Tunnel

by Connie Arkus

fter months of living the construction nightmare

and hearing little but dire forecasts, economist Dr.
Barry Asmus has assured roofing contractors that the
worst is over.

““The sun is rising,”’ Asmus said at NRCA’s 96th An-
nual Convention & Exhibit in San Antonio. ‘“There is
enormous potential in your industry — housing, com-
mercial construction — and the economy.”’

Asmus is a professor at Boise State University in
Boise, Idaho and also addressed last year’s convention
in Los Angeles.

According to Asmus, promising signs on the horizon
include the slow demise of OPEC, the dissolution of la-
bor unions, more favorable demographics, construction
increase and an inflation decline.

The first three factors are essential in understanding
why the promise of the future looks brighter than pre-
viously forecasted.

““The party’s over for OPEC,’’ Asmus said. ‘‘It won’t
be able to control the oil market like before.”’

He explained that in 1973, oil cost about $2.50 a bar-
rel, then rose quickly to $34 a barrel.

Asmus quoted recent (Feb.) oil prices at $29, with in-
dications of another possible decrease to $20.

“The demand just isn’t there,”” Asmus said. ‘“Two
and one-half years ago, oil countries were producing
nine million barrels of oil a day; they have now cut back
to three and one-half million barrels.”’

With exorbitant oil prices bottoming out and benefit-
ing the roofing industry, the changing labor union scene
could also trigger positive results.

““Labor unions have held up the prevailing wage rate
higher than the market justifies,”” Asmus said.

In the past, 24 percent of the labor force was union-
ized, however, the figure is 19 percent now and dropp-
ing, according to the economist.

““The party’s over for OPEC.
It won’t be able to control the
oil market like before.’’

Asmus said 40 percent of the cost for a ton of U.S. steel
goes to labor costs while in Japan, only 20 percent is for
similar expenses.

U.S. workers are paid $19.50 an hour, and Japanese
workers are paid at an hourly rate of $11. ‘““‘And U.S.
workers are only half as productive as Japanese
workers,”” Asmus said.

The economist predicted that labor unions will have
less power over the economy in the 1980s and 1990s.
“Thisisaplus,”” Asmussaid. ‘It will lead to productivi-
ty.”

He explained that the U.S. is ‘‘changing from a homo-
geneous to a heterogeneous society — entrepreneur-
ship.

““We are moving from an agricultural and an in-
dustrial revolution to a high tech revolution, and it’s
very difficult to unionize an economy that is
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splintering,’’ he said.

Current demographics add to the favorable business
climate of the next decade as well.

The 1980s-90s workforce will be much more ex-
perienced and more productive than labor in the 1970s
— when the post World War II ‘‘baby boom’’ was under
the age of 25.

At that time, the economy had to generate 2.2 million
new jobs, Asmus said. ‘“We are now moving towards
creating only 400,000 new jobs each year.”’

‘““Labor unions will have less
power over the economy in
the 1980’s and 1990’s.”’

OPEC, labor unions and demographics signal increas-
ing optimism for the business sector. Although their ef-
fects will take a while to be felt, Asmus points to many
strong signs of economic recovery occuring now.

(] In January, new factory orders for durables exceeded
all of the 1982 decline.

(0 Housing increases have been reported for the past
three to four months.

[ In the last 11 years, the U.S. has less new homes than
can be supplied for the demand. Being at an 11-year low
increases the potential for new construction for the
baby-boom generation.

0 New claims for unemployment compensation have
fallen for the third straight month.

[J Most importantly, ‘‘We finally have the beast — infla-
tion — temporarily under control,”” Asmus said. ‘‘For
the shortrun, inflation is wonderful; in the long run it
destroys us all.”’

He said the problem with inflation is that ‘it tellsus to
consume, not to save. Today eat, drink and be merry be-
cause your money might not be worth anything tomor-
row.”’

Asmus also cited figures for the savings rate in the
U.S. Between 1950-60, eight percent of disposable in-
come was saved; in 1970, this rate dropped to four per-
cent and in 1981, it was reported at three percent.

The savings rate in Japan is 22 percent and 17 percent
in West Germany.

“Inthe 1970s we were living an illusion, and it caught
up with us,”” Asmus said. ‘‘Inflation distorts savings.
We don’t save and we look to protect our assets in
shelters.”’

Fortunately, tough measures were adopted by the
Federal Reserve Board. Asmus gave the audience a
quick lesson in economics.

“A two and one-half percent increase of money
printed by the Fed plus two and one-half percent in-
crease of output in goods and services equals stable price
levels,”” he said. ‘‘Stable purchasing power gives the
dollar its value.”

Problems occur when the Federal Reserve Board be-
gins printing more money and no increase in output ac-
companies the rise.

“The Fed was churning out money at the rate of four,
five and six percent,”” Asmus said. ‘‘By the middle of the
Carter administration, the figure rose to eight and one-
half percent with output remaining at only two and one-
half percent.”

The result was less purchasing power for the dollar —
inflation.

Federal Reserve Chairman Paul Volcker constrained
the money supply with the goal of decreasing the rate to
six percent. A decline in the rate of inflation ensued.

While the decrease in inflation was applauded, the
other effects of Volcker’s actions were not greeted with
enthusiasm.

““Business suffered — unemployment and bankrupt-
cies; there was pain in industry,”” Asmus conceded.
‘‘But the pain is behind us — it had to be done.”’

Also during this time, savings rose to seven and one-
half percent and interest rates went down. Asmus re-
minded contractors that, ‘‘when interest rates are down,
construction and housing go up.”’

The phrase ‘‘supply-side economics’’ has frequently
been used to describe the philosophy of the Reagan ad-
ministration’s policies.
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“We’re moving from an
agricultural and industrial
revolution to a high-tech

revolution.’’
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Asmus posed this question: ‘“How can you call sup-
ply-side economics a failure when there hasn’t been any
yet?”’

The theory ‘‘calls for a lower margin rate of taxation
which would result in increased output in work, sav-
ings, investments and creativity,”” Asmus said. ‘‘But
there hasn’t been a reduction in taxes.”’

He explained that a tax cut was introduced two years
ago, butin the intervening two years, ‘‘it’s all been taken
away.”’

Asmus cited these facts:

[J An increase in Social Security tax under Carter and
now one under Reagan.

[0 State and local governments have increased taxes.
(] The President imposed a five-cent gasoline tax.

[0 Until recently, high inflation.

““‘Our first bit of supply side economics will be in July
of this year, but Congress is trying to take thataway from
us because they believe that it is better that money reside
with them to spread it all over than to allow money to re-
side with its rightful owner — the person who produced
it,”” Asmus said.

The economist sees a growing trend towards *‘priviti-
zation’’and ‘‘deregulation.”’

‘“We have to take the traditional government things
and turn them over to the private sector to run more effi-

ciently.” SeB
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Education Is The Goal
(And The Name)
of NRCA'’s Newest Department

by Martin Eastman

W orkmanship. The word conjures up the image of a
violin, painstakingly crafted by a master skilled
in the art of creating a beautiful, living instrument.

Workmanship can apply to the construction of a roof
as well. A finely crafted roof, carefully built by know-
ledgeable workmen using the finest materials can be a
superior system able to withstand the ravages of time
and weather.

Alan Grayson

What do quality roofs and violins have in common?
They are both made by craftsmen thoroughly familiar
with the techniques of their trade. Craftsmen who know
the right way to turn raw materials into products to meet
exacting specifications.

That knowledge doesn’t come easy, especially in the
roofing business where new materials and techniques
make the lessons learned yesterday obsolete tomorrow.

Ongoing education is the key. Everyone in a roofing
business, from the contractor to the field worker, must
seek opportunities to update skills and become familiar
with changes in the industry. The Education Depart-
ment of the National Roofing Contractors Association
(NRCA) is working hard to provide those opportunities.

““The primary philosophy of the department is to as-
sist in improving all facets of the roofing industry
through education, including the management of con-
tractor’s operations and the roofing installation proc-
ess,”’ said Alan Grayson, NRCA director of education.

Grayson, a graduate of the University of Illinois, has
been planning, developing and coordinating educa-
tional programs for NRCA since the Education Depart-
ment was formed in June of 1982.

Grayson'’s strong background in education includes a
nine year stint with the International Association of As-

sessing Officers where he directed its education and cer-
tification programs. He also taught Spanish for five years
at the University of Wisconsin-Platteville.

To reach the entire roofing industry, the Education
Department has developed four main thrusts for its pro-
grams. ‘‘Each one has a specific objective as far as the

““Our goal in putting on these
programs is to assist the
roofing contractor in
managing all phases of his
operations.’’

people we’re trying to train,”’ Grayson said.

The program on roofing systems, for instance, seeks to
reach all industry segments, according to Grayson. The
program is designed for ‘‘architects, engineers, specifi-
cation writers, general contractors, building owners,
those concerned with building maintenance and roofing
contractors.”

New materials and
techniques make the lessons
learned today obsolete
tomorrow.

Each session of the one-day Roofing Systems Con-
ference highlights a different area of NRCA’s policies,
standards and established procedures for the installa-
tion of roofing, Grayson said. Together, the sessions
teach members of roofing-related industries about the
four elements of a successful roof — design, materials,
workmanship and attitudes.

The most recent series of Roofing Systems Con-
ferences ended in April. Another series is being planned
for late 1983.

Reroofing and energy conservation were the topics of
asecond conference held recently. Like the Roofing Sys-
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tems Conferences, this conference was designed forany-
one involved in the design, specification or building of
roofing systems. A repeat of this conference is being
planned as well as other conferences covering general
roofing topics.

Another program administered by the Education De-
partment and reaching out to all segments of the roofing
industry is the NRCA Speakers Bureau. Through the
bureau, speakers on a variety of roofing-related topics
are made available to interested organizations.

Each of the speakers is an NRCA contractor member.
Their topics range from roofing materials to specifica-
tions. New topics are regularly developed and added to
the bureau’s list.

A series of management conferences developed by the
department is aimed at the owners and middle-man-
agers of roofing firms. ‘‘Our goal in putting on these pro-

Any effort to improve
workmanship must include
educating the person on the
roof.

grams is to assist the roofing contractor in managing all
phases of his operation,’’ Grayson said.

The Education Department also recognizes the key
roles supervisors and foremen play in achieving work-
manship on the roof.

“We developed a series of programs for the super-
visor/foreman to improve both the supervisory skills of
that level of employee and skills of application tech-
niques,’’ Grayson said.

The most recent day-and-a-half program of this series
dealt with productivity. A program on application tech-
niques is under development. It should be available next
year.

Of course, any effort to improve workmanship must
include educating the person on the roof. ‘“This is prob-
ably one of the greatest thrusts of the Education Depart-
ment,”’ Grayson said.

For these workers, the department has designed a
series of audio/visual programs to be conducted in-
house by the roofing contractor, according to Grayson.

Currently available in this series is a program dealing
with the proper heating of bitumen. Available next will
be the first of a three part audio/visual series on built-up
roofing techniques.

These worker training programs illustrate an impor-
tant part of the department’s philosophy — to make
training and education as accessible as possible.

By making the seminars and audio/visual materials
available to individual groups and contractors ‘‘we can
reach people on a local level and, therefore, make the
program available much cheaper without the travel
costs involved,’’ Grayson said.

Enhancing all of the department’s efforts is the Ac-
credited Roofing Contractor Program (ARC).

ACCREDITED
ROOFNG
CONTRACTOR

NATIONAL ROOFING CONTRACTORS ASSOCIATION

AR

“It was developed in order to improve workman-

ship,” Grayson said, ‘‘and to provide the opportunity to
recognize those roofing contractors that try to improve
workmanship through a commitment to education.”’

To receive certification under the ARC program, a
contractor and his employees must attend a specified
number of hours in approved training programs or edu-
cational sessions.

All of the Education Department’s programs will ful-
fill ARC requirements. Roofing Industry Educational In-
stitute (RIEI) programs are also approved for the ARC
program.

‘“The education programs of the association are con-
ducted and are being developed for their own value,”’
Grayson said. ‘‘But obviously, the ARC program is de-
signed to provide a greater impetus to education.”’

Since the first days of the department, Marsha Riley
has been assisting Grayson with day-to-day operations.
Her duties include general office tasks, as well as keep-
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““The ARC program is
designed to provide a greater

impetus to education.”
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ing track of the many conference registrations the de-
partment receives.

Setting the Education Department’s policies and
goals is a four-person Education Operating Committee:
Michael Beldon, Beldon Roofing and Remodeling Co.,
San Antonio, Tex.; Robert Harrison, Greenville Roofing
Co., Greenville, S.C.; Wayne Mullis, Universal Roofers
and Builders Inc., Phoenix, Ariz. and Michael Promen,
Clark Roofing Co., Broadview, IIl.

Under this committee are sub-committees advising
the different programs.

The goals of the Education Department are summed
up in an ARC brochure: ‘“To remain competitive in the
industry is to install quality roof systems of all types, and
this can only be achieved through knowledge of the sys-
tems and through good workmanship.”’

Through its program, the Education Department is
helping contractors acquire that knowledge.

And, through education, roofing contractors can con-
struct roofs which are the highest achievements of the
roofer’s art. S
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Housing:
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by L.A. Goldschmidt, President
Wildrose Springs Inc.
St. Charles, I11.

Editor’s note: This article is excerpt-
ed with permission from the Chicago
Dodge Construction News. Mr. Gold-
schmidt is a prominent developer/
builder, a professional city planner
and has done consulting work for
federal, state and local governments.
This is the first article in a two-part
series.

One benefit of a poor housing
market — and quite possibly

the only benefit — should have been
that it has given homebuilders time
to think.

Regrettably, most of the thinking
has not been very inspired. It focuses
on a single subject: survival — how
to make it through the next month,
the month after, or until something
happens that will revive the housing
market and the housing industry.

We also have been beset by self-
doubt. Why aren’t people buying our
product? What can we do, what
should we do, to stay in business and
survive?

We certainly get enough advice,
often contradictory advice, which
tends to reinforce our doubts.

We are told that more and more
people are priced out of the housing
market; that we must build smaller,
more affordable homes; that we must
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““One benefit of the
poor housing
market is that
homebuilders have
had time to think.’’
[ L G N R |

overcome high interest rates by offer-
ing “‘creative financing’’ and that we
are offering the wrong product at the
wrong time to the wrong people and
at the wrong price.

We listen to all this advice, and we

are mesmerized by the nation’s eco-
nomic problems reflected in high
and volatile interest rates.

“We tend to forget
that much of the
advice we hear
today is
reminiscent of
statements made in
previous years
when the housing
industry was in

trouble.’’
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This is certainly not an environ-
ment or a mood that inspires people
to buy new homes.

We begin to believe that the cur-
rent crisis will set the tone for the rest
of this decade, and we tend to forget
that much of the advice we hear to-
day is reminiscent of statements
made in previous years when the
housing industry was in trouble.

Crisis History

e During the crash of 1974/75, the
battle cry was: Back to basics. We
must build no-frill homes — basic
shelter which people can afford. Un-
fortunately for the experts of those
days, when the housing market re-
covered from the slump, the no-frill
home quickly became an enormous
flop.

e In 1969, President Nixon’s new
Secretary of Housing and Urban De-
velopment, George Romney, identi-
fied the housing problem as one of
rising costs (‘‘more and more fami-
lies are being priced out of the hous-
ing market”’) and he advocated
‘‘space-age management’’ as the so-
lution. Those were the days when the
space program was Synonymous
with success, and it was only natural
to suggest that the techniques which
lifted three men to the moon were ap-
plicable to solve the nation’s housing

problem.

George Romney persuaded many
of the nation’s foremost corporations
to enter the housing field and to ap-
ply their engineering and manage-
ment skills to forge a revolution in
the production of homes. ‘‘Opera-
tion Breakthrough’ was the day’s
code word. Unfortunately for the ex-
perts of those days, the space-age
companies with their space-age
management lost money — a lot of
money — and they got out of housing
as fast as they got into it.

* In the mid-1960s, President
Lyndon Johnson declared that 26
million new housing units were
needed to solve the nation’s housing
problem. The housing problem was
identified as one where costs were
too high and production was too low.

The solution was large-scale gov-
ernment subsidies. The housing in-
dustry complied by producing 2.6

e e e S
The crisis history of
housing indicates
that many dire
predictions do not

come ftrue.
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million housing units the very next
year, not counting almost 500,000
mobile homes. The demand for these
numbers was not sustainable, how-
ever, and the effort cost both the gov-
ernment and the housing industry
dearly.

Right from wrong

I would like to suggest that
nothing is wrong with the housing
industry. In fact, a lot of things are
right. The American housing in-
dustry is one of the most productive
and efficient of all industries, and it
has provided American families
with a housing standard that is un-
matched anywhere. If you do not be-
lieve this, take a look at the price and

continued on following page
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America’s
Housing

continued

size of homes in other countries.

As a second thought, I do not be-
lieve that Americans are willing to
relinquish the housing standard they
have achieved. Statistics seem to
support this belief. Except for a small
decline in 1975, homes have increas-
ed in size every single year from 1950
to 1979, from an average of 983 sq. ft.
to an average of 1,760 sq. ft.

Not only have homes increased in
size, they have become more lux-
urious — with 2 baths, central air
conditioning, two-car garages, base-
ments, fireplaces and dishwashers.
In fact, many families consider these
features necessities rather than lux-
uries. This is certainly a far cry from
the small bungalows built after
World War II.

Single-family homes have main-
tained their popularity. Year after
year, without exception, they outsell

all other types of housing combined.
Single-family homes remain a part of
the American Dream.

In the last two years, the size of the
average home has declined, how-
ever, two years does not constitute a
trend.

I believe that the smaller-size
homes sold during the past two years
reflect only the current depression

‘““Nothing is wrong
with the housing
industry; in fact, a
lot of things are
right.”

and that small housing units appeal
primarily to buyers who cannot or do

not want to wait.

In short, I believe that the small
home is accepted only during unique
circumstances; that the long-term
trend will continue to favor larger
homes; and that people, eventually,
will be able to afford them.

I will outline some of my reasons
for this conclusion.

Life at home

In thinking about the future we
were overwhelmed by a single con-
clusion: Life in the future will be
more home oriented. The home will
become increasingly important in
the lives of most families.

The primary reason is the elec-
tronic revolution. It is now possible
to process information such as data,
words, images, and pictures and to
move them between any two points

Tank rental & financing available.

Contact:
TAURUS

LIQUID ASPHALT SYSTEMS, IN

2425 Jefferson
Kansas City, Missouri 64108
(816) 474-0448
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OWN A TAURUS TANKER

FOR AS LOW AS $3.60* PER HOUR

*Rate based on 160 hrs. monthly

Using a tank, you eliminate these kettle costs:

Hourly rate of kettleperson.
50% less fuel dollars than a kettle.

Handling of carton asphalt.
e unloading at the yard

e unloading at the jobsite
e chopping carton asphalt for the kettle

Jobsite cleanup with kettle & cartons.
Early morning kettle start-up.
Wasted manhours of your crew when

kettle can’t keep up.

What is your hourly cost of operating a kettle?

c. The labor savings (tanker vs. kettle) WILL PAY

FOR YOUR TANK WHILE YOU USE IT!

Doesn’t It Make Sense To Own A Taurus Tanker?

Check #359 on Reader Service Card




in the world virtually instantaneous-
ly, at a cost infinitely less than the
cost of moving people.

If a person or a business firm is
equipped with a telephone, a video
screen, and a computer or computer
terminal, he/it can participate in the
electronic revolution from any place
chosen including, of course, the
home.

I believe that people will choose to
participate in the electronic revolu-
tion from the convenience of the
home. People will shop, bank, com-
municate, be educated, watch
movies or cultural or sporting events
— all without leaving the house.

Perhaps the most dramatic change
will be in the number of people who
willwork at home. Some experts pre-
dict that by 1990, some 25 per cent of
the labor force will work at home.
From our own experience, we tend to

agree. In this sense, new homes will
not only add to the housing stock,

“The small home is
accepted only
during unique
circumstances; the
long-term trend
will continue to
favor larger
homes.’’

they will add to the work-places and
such will be part of our overall pro-
ductive facilities.

The home brings to this new role
two major advantages: Its space is

relatively cheap — much less expen-
sive than office space — and its loca-
tion as a place to work greatly re-
duces the need to commute.

The latter is certainly an important
consideration at a time of expensive
fuel and rush hour traffic.

For many years the most pervasive
fact of urban life has been that people
were in the wrong places when they
woke up in the morning. They were
not at work, in school, nor at the
store. The problem has been to get
them there, and that is what rush-
hour traffic is all about.

Soon, we may be in the right place
when we wake up — at least some of
us some of the time. (GF T

Next issue: The revolution con-
tinues; Mr. Goldschmidt examines
the stay-at-home worker and tomor-
row’s preferred communities.

modified bitumen membrane plants

| S .Intee?bral Roofing

Modlfled Bltumen with Polyesler or Flberglass Core

ps them all

Coast to Coast

Michigan National Bank, Detroit, Ml e Seaport Village,
San Diego, CA e Busch Termmal Brooklyn, N.Y. e Allied
Chemical Co., Port Arthur, TX e Sears Tower, Seattle, WA
e United County Bank, Elizabeth, N.J. e Leisure World,

- 43 plants in 13 countries,
including the U.S.A.

- bOCﬂ'O tecsystem s.p.a.

.l v. Grado - Zona Industriale 34074 Monfalcone (ltaly)
tel. (0481) 45501 - 45502 telex 460416 Boato |

Check #337 on Reader Service Card

Phoenix, AZ e Rediands Unified School District, Redlands, CA
* Fashion Square, Scottsdale, AZ » Kirtland AFB,
Albuguerque, NM e and on and on and on and

e @
u.s.intec/brai . 2
1212 Brai Drive ® P.O. Box 2845 e Port Arthur, TX 77640
Phone (in Texas) 800- 392-4216 e (outside Texas) 800-231-4631
Telex 779-320 ¢ TWX 910 880 4765

Check #361 on Reader Service Card
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On The Roof...

Roof Adds Style To Ohio School

Hathaway Brown School officials had two primary
requirements for the design of their new gym-
nasium. They wanted a building that would take advan-
tage of modern energy-saving technology and still retain
the traditional feeling of the original main structure, a
cut stone and brick building with a warm grey slate roof.

The winning design, submitted by Dyer & Watson, Ar-
chitects, Cleveland, Ohio, satisfies both requirements.

The new gym features brick walls, wood trim and a
metal roof. Dyer & Watson designed the building to
blend with but not imitate the main building of this
Shaker Heights, Ohio girls school.

An important part of this design is a Terne Coated
Stainless Steel (TCS) roof.

““TCS was used for its low maintenance, long life, re-
sistance to ice-dam problems and because it agestoa col-
or similar to the slate,”” Architect James W. Watson said.

The gymnasium was lowered one-third into the
ground to satisfy the energy savings requirement. Be-
cause of the low profile this creates, the TCS roof is a
dominant element of the design.

Low eaves, preserved by using hip-ridge corners, also
create a proportionally larger roof area. The roof con-
ceals mechanical equipment and adds space to the in-
terior dimensions of the gym.

For added energy savings R-19 insulation is sand-
wiched between the plywood deck and tectum panels
below. The building’s energy efficiency earned it the
East Ohio Gas Company’s Designer’s Energy Award.

The TCS was manufactured by Follansbee Steel Co. of
Follansbee, W. Va. The roofing contractor was NRCA
member Northern Ohio Roofing, Elyria, Ohio.

EPS and EPDM
A Positive Mix

Expanded polystyrene, tapered to provide positive
slope, and aloose laid EPDM membrane helped save
the day for Industrial Contractors, Inc., an Evansville,
Ind. roofing contractor.

The company was chosen to apply the roofing system
ona 265,000 square foot warehouse in Evansville owned
by Warehousing, Inc. The warehouse stored over $10
million worth of pharmaceutical and nutritional prod-
ucts.

An unusually rainy summer in Evansville made a
quick completion of the job essential to protect the per-
ishable warehouse contents. But, with a late start and
several headaches to overcome, Industrial Contractors
had more than its share of problems meeting the dead-
line.

The first challenge proved to be the roof deck itself.
The ponded water which had ultimately caused the old

Hathaway Brown School
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roof system’s downfall had also corroded about half of
the steel deck.

The contractor had expected no more than a 10 per-
cent replacement of the deck and was surprised at the
amount of rust-through uncovered as the old roof was
stripped away. To keep the project on schedule, three
crews were established: one to tear off the old roof,
another to replace the steel deck where necessary and
the third to lay the new roof system.

To solve the ponded water problem, the consulting
firm Enspec, Inc., Columbus, Ohio, specified EPDM
single-ply sheets loosely laid and ballasted over tapered
EPS insulation.

The 4x4 foot boards of EPS, precision cut by South-
eastern Foam, Bargersville, Ind., were molded from
Dylite® expandable polystyrene from ARCO Chemical
Company, a division of Atlantic Richfield Company.

The simplicity of the system permitted the roofing
crews to maintain the construction schedule in spite of
lost time.

“This was the biggest single-ply job we’ve ever
done,” Harry Girvin of Industrial Contractors said. ‘‘But
despite unusual amounts of rain, it certainly didn’t turn
out to be our biggest headache.”’

Problem:

Ponded water proved to be a long-term headache for the owners
of a 265,000 sq. ft. warehouse in Evansville, Ind. Frequent and
costly maintenance repairs were needed for the roof in order to
protect the stock stored below.

Solution:
Tapered EPS board and a single-ply membrane roof system pro-
vides the positive drainage to eliminate the ponding problem and
the need for frequent patching and maintenance of the old roof.

New/Old
Fashioned
Roofs For
Wendy’s

hat stylized mansard roof on your local Wendy’s
Restaurant may not be as ‘‘old fashioned”’ as it
looks.

As part of the Wendy’s International, Inc. late Vic-
torian motif for its restaurants, the buildings feature a
standing seam mansard roof resting on generous cor-
nice moldings and punctuated with dentils on the bot-
tom. The original design specified copper with wood-
en cornices for the roof.

But, as Wendy’s engineering staff and their ar-
chitects, Functional Planning, developed a flexible
component building plan for new restaurants, it be-
came clear that the copper/wood approach would be
too costly.

It was feared that the mansard design would have to
be scuttled, but modern technology came to the rescue.

Coburn Morgan of Functional Design began inves-
tigating the possibility of using fiber glass reinforced
plastics. He found that roofs in place for ten years were
showing satisfactory resistance to ultraviolet rays,
heat, salt and alkalinity.

With these assurances Wendy’s engineers decided to
use reinforced plastics to cut costs while retaining the
attractive design. The engineers chose Molded Fiber
Glass Co. — Union City Operations, Union City, Pa. to
manufacture the roof components.

The roof is molded in 12-foot-long straight sections
and inner and outer corner sections. Each section in-
corporates both the curved standing seam panel and
thelower dentil ornamentation. A separate trim, which
houses tubular lights, is also molded for the top of each
section.

A special copper metallic gel coat gives the curved
panel the copper sheen of the original. The copper-
colored panel and the brown lower dentil are molded in
one piece with the two colors masked from each other.

Each 12-foot panel weighs 130 pounds and requires
only top and bottom fastening. Three installers can
fasten a complete section in less than half an hour.

The first reinforced plastic roof has already been in-
stalled on a new Millbourne, Pa. unit. As Wendy’s ex-
pands and builds new units, more and more new *‘old
fashioned’’ restaurants will feature this state-of-the-art

design. (90 T
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Thermography: The
New
Technology

by Murray Lathem, Fishburn, Thermography Group
Ltd., Ontario, Canada
Steele, ue Rt
iy S ATUE 4 R
It has long been recognized that moisture from leaks or
other sources not only damages the contents and dis-
rupts the functional use of buildings, it can also have
highly adverse effects if trapped within the roof assem-
blies. Since intrusion of moisture destroys the insula-
tion’s thermal integrity and gives rise to failure in the
bitumen membrane layers, a reliable method for its easy
detection would reduce maintenance and replacement
costs. So the importance of developing and refining
non-destructive testing methods cannot be over-
emphasized.

Thermography offers a great potential for detecting
and accurately mapping subsurface moisture. Ther-
mographic surveys can assess every square inch of roof-
ing, providing accurate, detailed information on aroof’s
condition.

Researching anything has often proven to be a time-
consuming, costly procedure and roof thermography is
no exception. In addition to providing and equipping
laboratory facilities for processing and interpreting
scanning information, much experimentation with vari-
ous aircraft and helicopter and camera lenses has been
expensively carried out for airborne survey work.

Thermography is based on a specialized infrared cam-
era which detects variation in temperature radiating
from a surface, converts it into an electrical signal and
instantaneously displays and records it as a video heat
image called a thermogram. Thermograms, accom-
panied by conventional photographs taken simultane-
ously, can accurately locate moisture-damaged areas.

With portable scanning equipment, thermographic

Picture from
Energy Consultants, Inc.

continued, page 46
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WwWere the
one on top.

' Seal-Dry introduces a
second generation, single-
ply roofing system engineered
for new installations and re-roofs on
commercial/industrial buildings.

The Seal Dry membrane is tough. It is virtually
unaffected by weathering and most chemicals, mak-
ing it ideal for roofing directly over BUR systems and rigid
insulations. The polyester reinforcement ends the worry of
normal roof traffic, and Seal-Dry tops the industry with a 15 year
"no leak” limited warranty backed by a $3.5 million insurance policy.

The Seal-Dry System is profitable for you and the building owner. At
Seal-Dry we molecularly weld the membrane into custom specified
sections which means fewer “on-site” welds for faster installations. Its'
85% solar reflectivity is unbeatable for energy efficiency.

If you want to get on top of your competition, get on top with
Seal-Dry.

Selected territories are open for representation and applications are
being accepted for authorized installation contractors.

For more information, write:
Seal-Dry/USA, Inc. - PO Box 719 - Pontiac, Mi 48056 - Ph. (313) 333-2590

Seal-Dry-/USA, inc.

Check #356 on Reader Service Card




Thermography

continued from page 44

surveys can be made by walking on the roof or scanning
from a helicopter. The method selected depends on the
construction of the roof assembly, climatic conditions,
the size of the roof, the problem being investigated and
the information desired. Some specific problems can
also be investigated from the interior. Good results have
been obtained using this technique in adverse weather
conditions. Information can be stored on video tape or
paper film, depending on how it will be used later.

Although wet insulation is usually depicted as a
bright area on the viewing screen, not all bright abnor-
malities can be attributed to trapped moisture. Exhaust
from roof mounted fans, heaters suspended below the
roof, slight differences in construction materials and re-
pairs on areas that have been reroofed, often resemble
trapped moisture. One should also be concerned with
the importance of recognizing thermal patterns of a roof
performing within its design limits. Favorable weather
conditions are generally required. However, isolated
areas and leaks can be surveyed from the interior during
inclement weather, or in adverse site conditions.

Today, the majority of roof warranties include making
good of any actual leaks when subsurface moisture is de-
tected in new roofs. In every instance involving new
roofs where the infrared camera detected roof leaks, the
original contractor was asked to confirm scanning data.
The results have been undisputed, and the roofs were
repaired under the terms of the original contract.

It has also been possible to determine responsibility
for same, whether from a rooftop unit of aroof enclosure,
curb, poorly installed roofing, etc., which is important if
conflicts are to be avoided.

Because of the remote sensing ability of the equipment
being used, roof shape or type does not present any sur-
vey problems. Scanning is employed for all types of
commercial, industrial, institutional and residential
buildings.

Experience has determined that physical damage,
poor workmanship and high humidity levels during
construction can impair roof performance from the
outset.

While most roofs receive a measure of field supervi-
sion, it is not usually sufficient. Consequently, remote
sensing to ensure that the work has been performed pro-
perly represents the best possible protection.

With the decline in new construction and with the in-
creased hazard and incline of large-scale roof replace-
ment, building managers have a means to safeguard
their investment and assure themselves that their new
roof will perform as intended.

Thermography can also be used as an instrument for
preventive maintenance for existing roofs.

The method permits repair or replacement of localiz-
ed roof defects at considerable savings over the common
practice of removing all or large areas of roofing. Since
the amount of damaged insulation can be predetermin-
ed, it is possible to establish repair priorities so that
realistic budget levels can be established and the best de-
sign approach can be determined to resolve roof prob-
lems.

With the investigation of roof leaks that require im-
mediate attention, defective areas are marked directly
on the roof. Delays inherent in other test procedures can
be avoided. In examining trouble areas, the roof may be
surveyed hours before the damaged area is passed over
to the foreman, resulting in quick remedial action and
providing a considerable cost savings.

The common practice today is to replace damaged
areas of roofing and insulation on a square foot basis.
Thermography indicates precise insulation replace-
ment, which can be depicted on both the drawings and
spelled out in the specifications. This procedure pro-
vides for accurate, competitive bidding, while elimi-
nating extras which can be costly and harmful to budget
projections. It should be noted that time will affect the
accuracy of scanning data since further water infiltra-
tion can be expected with delays; however, existing data
can be easily and inexpensively updated should delays
in effecting repairs occur.

Thermography is also a logical and important method
forreducing energy requirements, particularly when the
contractor considers that a major portion of the heat loss
from the skin of most single story buildings occurs
through this source.

A proper evaluation of a roof, however, should not re-
ly on thermography alone. Cut tests, moisture contents
of insulation samples and laboratory tests of bitumen
samples are required if a proper assessment of the roof is
to be completed.

Thermography has proven to be an effective cost sav-
ing procedure. It also provides us with a better insight in
designing and building better roofs. S8

Editor’s Note: Fishburn Thermography Group Limited
is a professional design and engineering organization
providing technical assistance in matters pertaining to
the design, evaluation and maintenance of the building
envelope. The company is the largest roof thermo-
graphy consultant firm in Canada with over 45 years ex-
perience in all phases of roofing and related fields.
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Coming Events

May 22-25
American Institute of
Architects Annual Convention
New Orleans, La.

June 3-7
Roofing Contractors As-
sociation of Texas 8th Annual
Conference and Trade Show
Fort Worth, Tex.

June 6-8
Western States Roofing
Contractors Association
Annual Meeting
Honolulu, Hawaii

June 8-11
Florida Roofing, S/IM & A/C
Contractors Association’s 61st
Annual Convention
Tampa, Fla.

June 8-12
Roofing & S/M Contractors
Association of Georgia Annual
Convention
Hilton Head, S.C.

June 9-11
Virginia Association of Roofing
Contractors Annual Convention
Virginia Beach, Va.

(For inclusion of events, address
all correspondence to:

Roofing Spec “Coming Events,”
8600 W. Bryn Mawr Ave., Chicago,
Ill. 60631.)

48 — May 1983/Roofing Spec

NRCA

Officers & Directors

NRCA OFFICERS

President
JOHN BRADFORD
Billings, Mont.
Senior Vice President
BURTON KARP
West Hartford, Conn.
Vice Presidents — Two Years

MICHAEL D. BELDON
San Antonio, Tex.

CYRIL TILSEN
Madison, Wis.

JOHN D. VAN WAGONER
McLean, Va.

Vice Presidents —One Year
MYRON (MIKE) ALCOCK
Chicago, lIl.
GAYLORD BLUE
San Jose, Calif.
WAYNE MULLIS
Phoenix, Ariz.
Immediate Past President
JOHN ZAMRZLA
Lancaster, Calif.

BOARD OF DIRECTORS
Three Year Term
CHARLES BECHTEL
Dayton, Ohio
DONALD BOSNICK
Tacoma, Wash.
JON CAZEAULT
E. Weymouth, Mass.
ROBERT DALSIN
Minneapolis, Minn.
JOSEPH FICK, SR.
Baltimore, Md.
OWEN HAMILTON
Lubbock, Tex.
ROBERT HARRISON
Greenville, S.C.
FRANK JENKINS
Miami, Fla.

Staff

Executive Vice President
FRED GOOD, CAE

Executive Director
WILLIAM GOOD, CAE

Executive Secretaries
SANDY HOSHELL
CONNIE LESSNER

Technical Services
ROBERT LaCOSSE, CAE
Director

JEFF LOWINSKI
Manager

WILLIAM CULLEN
Research Associate

KARLA VINCI
Secretary

National Roofing Listing
Service
NORMAN BULLOCK
Director

LYNN KEEFE
Secretary

MARTIN KELLER
Schnectady, N.Y.

PHIL LaDUKE Il
Detroit, Mich.

FRANK E. LAWSON, JR.
San Francisco, Calif.

GEORGE MOELLER
Kansas City, Mo.

RAYMOND D. PARSONS, JR.
Des Moines, lowa

MARLIN POTTEIGER
York, Pa.

MICHAEL PROMEN
Broadview, IlI.

RICHARD ROSENOW
Chicago, IIl.

Two Year Term
RICHARD BAXTER
Monroe, N.C.
HAROLD BIEBEL
St. Louis, Mo.
W.H. (BILLY) BRANSON
Houston, Tex.
ROBERT L. BUBENZER
Indianapolis, Ind.
LARRY CARLSON
Rockford, Ill.
ROBERT CLAWSON
Salt Lake City, Utah
ZACH ELLIS
New Orleans, La.
STANLEY GERSON
Macon, Ga.
THEODORE HOPONICK
Derby, Conn.
WILLIAM KELSO
Indianapolis, Ind.
GERALD LONGEROT
South Bend, Ind.
J. DUDLEY MILES, IIl
Chesapeake, Va.

Meetings and Convention
GUY DiCARA
Director

GALE KIESEL
Manager

MELODY LEJCAR
Coordinator

Education
ALAN GRAYSON
Director
MARSHA RILEY
Administrative Assistant

Administration

ROBERT McADAM
Director

BARBARA FALCO
Administrative
Assistant

BEA McSHEFFREY
Mailroom Clerk

JOANNE WAWRZYNIAK
Receptionist

BILL RACKLEY
Carthage, Tenn.

THOMAS RAMSER
Louisville, Ky.

JOE RUTKOSKI
Tampa, Fla.

ED L. WILLIAMS, SR.
Kinston, S.C.

MONTAGUE M. UPSHAW.
Oakland, Calif.

One Year Term

WILLIAM PRENTISS BAKER, llI
Raleigh, N.C.

JOHN C. CARRUTH, JR.
Miami, Fla.

CHARLES N. GRIFFITHS, JR.
Binghamton, N.Y.

LEIGH HAIGHT
Seattle, Wash.

GERALD HOFFSCHMIDT
Markam, Ill.

STEPHEN K. KRUPNIK, JR.
Glen Burnie, Md.

WILLIAM C. KULZER
Philadelphia, Pa.

GLENN LANGER
Milwaukee, Wis.

HENRIETTA OSTERHOLT
St. Louis, Mo.

ROGER PARKER
Charleston, S.C.

EUGENE SCOTT
Chicago, Il

ROBERT H. SNEAD
Cleveland, Ohio

ROBERT W. THERRIEN
Keene, N.H.

JAMES WHEELER
Knoxville, Tenn.

RICHARD WILLIS
Dayton, Ohio

Member Services

PATRICIA APPELHANS
Director

ANNA LEONHARDT
Program Manager

BENNETT BROWN
Assistant Manager

PATTY CLARK
Secretary

YVONNE PEPLOS
Member Secretary

Communications
MICHAEL BEIGHTOL
Director

CONSTANCE ARKUS
Coordinator

MARTIN EASTMAN
Editorial Assistant

JOAN APPELHANS
Secretary




{elo i[5 SYSTEM

LLa | Y\ DU MOF EXCELLENCE
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Integrity and Responsibility RHOFLEX: Certified Roofer Program

Marginal Warranty RHOFLEX: Up to 15 years Unprorated for

v Labor and Material

Control on the Job RHOFLEX : Supervision and Inspection

Applicator Knowledge RHOFLEX : Training and Comprehensive
Specifications

Material RHOFLEX: Reinforced with a super

strength polyester core im-
pregnated with bitumen
modified with proven
proprietary formulations.

Leaks RHOFLEX: No failures in a decade

Thermal and Mechanical Shock RHOFLEX: Combination of superior
materials and time tested
specifications equals proven
ability to withstand shock

Difficult Application RHOFLEX : No coatings, special adhesives
or cumbersome equipment

Dirty Work RHOFLEX: Clean, safer, no hot kettle

Damage From : RHOFLEX: Highly resistant to pollutants

Ultra Violet Rays/Pollutants and ultra violet rays

Difficult to Repair RHOFLEX: Simple and most effective
repair procedure

Life Cycle Cost RHOFLEX: Lowest total life cycle cost

Longest useful life without failure
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Polymer Labs
Introduce
Quarterly
Newsletter

Polymer Development Lab-
oratories, Inc. now publishes
a quarterly newsletter,
RIMSPRAY™.

The newsletter describes
varied uses of PDL patent-
pending RIMSPRAY™
coating systems in the build-
ing/construction industry,
with emphasis on its seam-
less membrane character-
istics.

RIMSPRAY™ is liquid-
applied over PDL’s THER-
MASTER™ spray foam using
standard plural component
equipment to provide a
seamless membrane that
does not require adhesive or
ballast.

RIMSPRAY™ and RIM-
SHIELD™ are also used to
protectively coat other sub-
strates such as metal, ce-
ment and EPS against wear
and weather.

For a copy of the RIM-
SPRAY™ newsletter, con-
tact Polymer Development
Laboratories, Inc., 212 W.
Taft Ave., Orange, Calif.
92665.

Check #65 on Reader Service Card

Red Dragon
Torches Simplify
Operations

Red Dragon Torches from
Flame Engineering Inc. can
be used for single-ply and
built up roofing systems.

The Red Dragon SPA-520
has five completely ad-
justable torches that provide
even heating as each roll of
single-ply membrane is laid.

One handle simplifies the
operation. Torch controls in-
corporate an adjustable pilot
that can be situated for right
or left side connection to the
fuel line.

The SPA-520 weighs 59
pounds and can be folded
for convenient lifting.

The TP 39 C Tar Pot Torch
Kit is a 1,000,000 BTU liquid
torch kit designed for the tap
pots.

The center of the torch is
32" above the floor and is
easily disassembled for
cleaning.

The torch operates on va-
por LP-gas.

Check #66 on Reader Service Card

Span Metals
Introduces
Weathering
Copper

A four-page color brochure
containing information, il-
lustrations and technical
data on Weathering Cop-
per™ Roofing is available
from SPAN Metals Corp.

Weathering Copper initial-
ly has a “new penny” ap-
pearance, which changes
gradually to a rich, darker
copper finish.

The product consists of
copper particles suspended
in three layers of an acrylic
resin and baked onto gal-
vanized steel.

For more information,
contact SPAN Metals Corp.,
P.O. Box 26288, Dallas, Tex.
75226.

Check #67 on Reader Service Card

THERM-O-DECK
Fills Roof
Irregularities

THERM-O-DECK is a dry-ap-
plied roof cavity fill and
slope-to-drain fill manufac-
tured by the Brouck Co.

The product is a light-
weight mill mixed granular
material, consisting of a vol-
canic glass aggregate and a
special blend of asphaltic
binder.

THERM-O-DECK is used
primarily as a dry-applied
cavity fill for both old and
new roofs.

The material is poured
from a bag to fill roof irregu-
larities, screeded and then
tamped, rolled or compacted
to approximately 75 percent
of its loose thickness.

The filler can be used to
correct low spots and irregu-
larities and can be used to
build in slope for the proper
drainage.

Check #68 on Reader Service Card
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McKinley Offers VOLU-MATIC i Manual Explains New Hood Ends
Proven Roof Vent Blowing Machines | Subcontractor Cleaning Problems
Over 15 years of field-proven | Grow With Needs Bonding The E.D. Bullard Co. has a

dependability in all climates
and conditions make Mc-
Kinley Roof Vents popular
with contractors and ar-
chitects.

The Roof Vent is made of
fire retardant urethane foam
vent-cant body, with 97 per-
cent closed cell structure of
urethane foam.

The foam is fiber glass
reinforced and faced on both
sides with 30 pound felt.

The aluminum vent-cap of
.063 mill finish material ac-
curately conforms to the
shape shown on plans and
specifications.

For more information on
the Roof Vents, contact O.0.
McKinley Co., Inc., 4530 N.
Keystone Ave., Indianapolis,
Ind. 46205; 317/546-1573.

Check #69 on Reader Service Card

The VOLU-MATIC Il blowing
machines for insulation ap-
plication are backed by 46
years of Unisul experience.

The machines are avail-
able in five levels, each one
upgradeable to a higher
level.

The VOLU-MATIC II-S will
spray fiber insulations, in-
cluding cellulose fiber, fire-
proofing cements and the
new sprayable glass fiber in-
sulations.

For more information,
contact Unisul Inc., P.O. Box
1310, Winter Haven, Fla.
33880; 813/294-3206.

Check #70 on Reader Service Card

Subcontractors in the mar-
ket for a bid, performance or
payment bond can now get
the facts and information
they need in a comprehen-
sive manual published joint-
ly by the American Sub-
contractors Association
(ASA) and the National As-
sociation of Surety Bond
Producers (NASPB).

“The use of subcontractor
bonds on both public and
private projects is growing
rapidly,” according to ASA
President Robert Johnson. “I
believe subcontractor bond-
ing will double or even triple
during the next five years.”

Bonding for Subcontrac-
tors explains everything that
a contractor needs to know
about subcontractor bonds:
What is Surety; How a Sure-
ty Evaluates a Subcontrac-
tor; Protecting Your Rights
Under the Payment Bond;
Special Bonding Problems;
The Surety Agent; Subcon-
tractor’s Bonding Checklist.

The manual can be pur-
chased for $10 from ASA at
8401 Corporate Dr., Suite
540, Landover, Md. 20785.

Check #71 on Reader Service Card

solution to the cleaning and
sanitizing problems formerly
associated with respirators.

The 20-T Hood respirator
can be thrown away after a
single use or reused depend-
ing upon its application.

The lightweight DuPont
TYVEK® product weighs on-
ly 4.5 oz. and the optional
peel-off, adhesive-backed
cover lenses minimize abra-
sion and make it easy to re-
move accumulated matter.

The 20-T Hood is recom-
mended for spray painting,
chemical processing, biolog-
ical research, pharmaceuti-
cal manufacturing and as-
bestos removal.

The respirator has MSHA/
NIOSH approval, but it is not
recommended for abrasive
blasting.

Check #72 on Reader Service Card
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Classified Ads

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 classified 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: Advertising Manager, Roofing Spec, 8600 Bryn
Mawr Ave., Chicago, Ill., 60631.

WANTED TO BUY
Well established, profitable roofing company in the Southeast. Send
name, address and phone number along with basic sales and profit
information to Box 5D.

LOOKING FOR INSPECTORS
“Roof Engineering, Inc., a consulting engineering firm, has positions
open for roof inspectors. Applicants shall have a minimum of ten
years experience in built-up roofing and experience in single-ply sys-
tems. Applicants shall forward a complete resume to Roof Engineer-
ing, Inc., P.O. Box 335, Hobbs, New Mexico, 88240.”

ROOFING CONTRACTORS

Distributor for Duro Last Single Ply Roofing System is seeking exper-
ienced roofing contractors throughout the state of Wisconsin to in-
stall an exciting new product. Duro Last is a mechanically fastened,
sheet roofing system that is factory mutual approved and carries a 20
year factory warranty. Unique opportunity to enter into the single ply
market. Inquiries to Robert L. Moeller P.O. Box 589, Plymouth, Wis.
53073. 414/893-5040.

GENERAL MANAGER
A 40-year old Southern California Company near Los Angeles is tak-
ing applications for General Manager. Must have experience in all
types of commercial and residential re-roofing. Send resume and
salary requirements to Box 303 San Gabriel, Calif. 91778.

PLUGS
Finishing plugs, wood, Plastic or Poly, from $2.50 per 100. F.O.B.,
Minneapolis, MN. Cut costs/hole saws, nozzles, hose and vents. SOS
Company, 1915 Broadway. N.E., Minneapolis, Minn. 55413. 612/331-
6674.

REPS WANTED
Single Ply Roofing System - F.M. Class 1 - U.L. Class A rated manu-
facturer seeks independent contractor representative that presently
sells other roofing materials to roofing contractors. Several areas
and states available. Call our toll free number, 1/800-248-0280. Ask for
John or Bill.

ROOF MANUAL
Simple condensed language — 40 pages — a big help in passing
state exams — 40 pages — measuring — cold process — safety-
equipment — details various types of roofing — waterproofing — re-
pairs — etc. $9.75 post paid — R.M. Co., P.O. Box 986, El Toro, Calif.
92630.

CONTRACTING CO. FOR SALE
MARKETING ORIENTED roofing contractor. Commercial and resi-
dential. Long history of profitable operation. Owners retiring but will
stay as desired. Liberal terms. $250,000 for business. Includes build-
ings and prime property for additional $250,000. The Business Bro-
kerage Group 4 Airline Drive Albany, NY 12205 (518) 869-5444.

POSITIONS AVAILABLE

We require several “take charge” men who are thoroughly conver-
sant with single-ply installations. Want contact with men who have
extensive hands-on experience with lay-out and installation of
single-ply elasto/plastic roofing as pertains to large industrial and
government reroofing applications. Outstanding opportunity for
sincere, mature, well grounded men to secure their future with a com-
pany who feels confident and optimistic about the roofing industry.
Call or send resume. Let’s talk. T.R. Davis, Inc., P.O. Box 9591, Rich-
mond, Virginia 23228. (804) 329-1688.

FOR SALE
For Sale: Complete pumping unit—5th wheel trailer, 185 CFM Sullair
compressor, 2-45/1 Graco pumps with 150’ of hose each, 600#
granule hopper with 150’ of hose, ladder and hose racks. 40 Gal. Aux.
gas tank. Also one M-B Striper machine, with a full set of decals. Call
Lowe Roofing, Inc., Box 405, Speafish, S.D. 57783. (605) 642-4081.

EQUIPMENT SALE
1-1976 Taurus 50T Bulk Storage Tank
1-1979 Taurus 37T Mobile Job Storage on 45LF Fruehauf Trailer
1-1979 Taurus 13T Day Tanker on 1977 Chev. Series 90 Diesel
2-1968 MRECO 6T Day Tankers on Trucks
1-1973 Blackwell 52’ Conveyor
1-1976 Pettibone 6-33 Rough Terrain Highlift
OZARK ROOFING OF SPRINGFIELD, INC.
Springfield, Missouri 65803 417/833-3323

PERSONNEL WANTED

IKO, an independent manufacturer of roofing shingles, is continuing
to expand its United States markets. We are looking for aggressive,
enthusiastic, self-starting sales representatives in many marketing
areas to help us to continue with our rapid growth. Applicants should
have a strong background in roofing sales. We offer salary, bonus,
car, expenses and benefits. Send resume to David Leet, IKO
Manufacturing Inc., Hay Road, Edgemoor, Wilmington, Delaware
19809.

ROOFER CRANE
Roofer Special Hydraulic Truck Crane, 1978 RO Stinger, 10 Ton Cap.
85 ft. Boom, Clam Bucket, Hopper, Pallet Fork and many extras,
mounted on a 1978 IHC tandem axle truck with 18 ft. body. LIKE NEW.
Want to sell fast! $49,500. Call Don (414) 761-2300.

ACQUISITION WANTED
Diversified roofing concern in Northeast New York seeks to acquire
medium-sized roofing firm. Primary interest in single-ply operations
with strong management to remain. Replies will be held in strictest
confidence. Reply to Box 5A.

MANAGER SOUGHT
Single-ply operations of large, well-established firm in Albany, New
York area. Estimating and managing industrial, commercial and in-
stitutional projects through completion. Send resume and salary re-
quirements to Box 5B.

LOOKING TO RETIREMENT?
Individual looking for established BUR contracting business to
manage with option to purchase. Contact Box 5C.

REPS WANTED
National Manufacturer of Aluminum Gravel Stops, Fascias and Cop-
ings is seeking Distributor/Reps calling on Roofing and Sheet Metal
Contractors. In response please state present lines and territories
covered. Send replies to box number 5E.

BUSINESS OPPORTUNITIES

A COMPETITIVE EDGE WITH ARMCO — that’s what Armco Roofing
Contractors enjoy over their competition. Armco Contractors have
the products (the Armco Roof System, the leading standing-seam
metal roof) and the professional support of one of the nation’s
largest building firms. You can read about it in “Why It Pays To Be An
Armco Roofing Contractor.” For a free copy, write Armco Building
Systems, Dept. MB-93, P.O. Box 46610, Cincinnati, Ohio 45246.

ROOFING ESTIMATOR WANTED
Growing fifty-year old firm needs experienced estimator for new con-
struction and reroofing. Should have five years experience and be
able to sell owners, architects and contractors. Excellent starting
salary and benefits for full-time position. Send resume to Empire
Roofing & Insulation Company, P.O. Box 480, Tulsa, Oklahoma
74101.

CRANE FOR SALE
NATIONAL CRANE, 8 ton Model, 94’ sheave height, high speed
winch, 1980 Int’l 1824 truck, 16’ bed, |deal ROOFERS CRANE.”
$46,000. 312/447-3169.
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Veral roofing and flashing /s dif-
ferent. It has a patented design
incorporating a fiberglass rein-
forced modified asphalt base
and a factory laminated foil
shield that work together
against the elements.

As handsome as it is durable,
Veral is available in copper, alu-
minum or chemical resistant
stainless steel foil finishes. All
are guaranteed against leaks for
10 full years.

Veral, time-proven for over two
decades in the world’s climatic
extremes, proyides a tough,
lightweight, weather-tight seal
appropriate for a variety of roof
designs and substrates.

For more information on the
engineered excellence of Veral
or any of SIPLAST's time-
proven roofing systems call:
1-800-643-1591
In Arkansas, Call Collect:
501/246-8094

SIPLAST
Hwy 675, Arkadelphia, AR 71923
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Director of Technical Services

NRCA and Air-
Conditioning
Group Investigate
Leaking Problem

s a result of continued problems of leaks coming
from air-conditioning equipment on rooftops, two
representatives from the Air-Conditioning and Refriger-
ation Institute (ARI) met with the National Roofing Con-
tractors Association (NRCA) Technical Operations

““The roofing contractor is
often the first person called
when there is an equipment
leak.”’

Committee in July 1982 to discuss the problems en-
countered by roofing contractors. From the discussion at
the Technical Operations Committee meeting, the fol-
lowing was reported:

[0 Curbing for the air-conditioning equipment is nor-
mally installed by the mechanical contractor before
the roof is applied. The actual equipment, however,
is not in place at the time of roof application.

[J The curbing often used is not provided by the equip-
ment manufacturers. Problems in curbing design or
assembly sometimes make waterproofing impossi-
ble.

] While design problems usually show up within a few
months, problems relating to abuse and damage show
up much later.

(0 In most cases, equipment manufacturers are not
aware of leakage problems. Therefore, the roofing
contractor is often the first person to be called when
there is an equipment leak. This is especially true
when leaks occur after the equipment warranty ex-
pires.

[J As aresult, major problems should be defined involv-
ing curbs, flashing, piping, gaskets and sealing of

““It was recommended that a
joint ARI/NRCA manual be
prepared. . .”’

units, to avoid equipment leaks.

A joint committee was established between ARI and
NRCA in December 1982 to discuss and resolve the prob-
lems of the leaky air-conditioning units.

Four representatives from ARI and four represen-
tatives from NRCA were appointed to the committee.

The first meeting of the joint committee was held Feb-
ruary 9, 1983. At that time it was recommended that a
joint ARI/NRCA Manual be prepared to include Unit
Support Details, Unit Problems, Support Details for
Curb Type Units and Stand Units, Application, Installa-
tion and Servicing, Duct Work, Piping, etc. In addition,
the suggestion was made to update the NRCA Rooftop
Equipment pamphlet, the ARI document on Standard
for Application, Installation and Servicing of Unitary
Systems, and the Construction Details section of the
NRCA Roofing & Waterproofing Manual involving roof-
top equipment.

Anotherrecommendation calls for assistance from the
Sheet Metal & Air-Conditioning Contractors Associa-
tion (SMACNA) in producing the proposed manual re-
garding construction standards on ducts for both low
and high velocity as well as duct liner applications.

‘““The joint committee is
hopeful that the manual will
avoid future problems. . . "’
1 e A O R R S NI B - R e B0z P ]

The NRCA representatives will prepare a listing on
what the proposed joint manual should contain (for ap-
proval by ARI) before the joint group proceeds with the
development of the document. The proposed list of
itemns to be included in the Joint Manual was sent to ARI
in early March for its approval.

The joint committee is hopeful that finalization of the
Joint Manual On Rooftop Air-Conditioning Units will
avoid future problems with leaks in the units through
the inclusion of good recommended construction de-
tails, application, installation, servicing and mainte-

nance. ‘3*%
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Some of the world's greatest toppings.

And the one best way to top a single-ply roof.

STYROFOAM* RM brand insulation is the
ultimate overcoat for any single-ply roof.
Because nothing protects, insulates and keeps
out the elements year after year, season after
season, like STYROFOAM brand insulation.

Only STYROFOAM is performance-
proven to provide outstanding protection
from physical abuse and moisture in
demanding roofing applications on top of a
single-ply membrane roof. STYROFOAM
stands up to gravel and the repeated abuse of
vicious freeze-thaw cycles, too. And
STYROFOAM RM Brand Insulation installs fast
and easy...while its renowned high R-value
lasts and lasts.

STYROFOAM Brand Insulation. It’s the
only topping that works so well with single-ply
technology. So if you appreciate all the
advantages of the new single-ply membrane
systems for both new and re-roofing jobs,
put STYROFOAM RM Brand Insulation on
top. Don’t accept anything less than the
greatest topping.

For more information write: The Dow
Chemical Company, STYROFOAM Brand
Insulation, Dept. H96, Midland, MI 48640.

%

STYROFOAM Brand Insulation is listed in the General Building File of Sweets Catalog under section 7.15/Dow.
CAUTION: STYROFOAM Brand Insulation is combustible and should be handled and installed properly according to Dow literature available from your supplier or from Dow.

*Trademark of The Dow Chemical Company 3561
Check #341 on Reader Service Card



Top off your profits
with our standing offer.

Unlike tar and gravel roofs,
this system was designed with
energy efficiency in mind.
Because it allows additional
insulation ,up to 6", to be installed.

The roofing industry is
undergoing some significant
changes. As a roofing contractor,
you need to keep up with the
competition.

The Behlen Standing Seam
Roof System could be just what
you need to keep your business
on top.

This roof system is designed
for use on many forms of roof
construction. It's adaptable to
any pre-engineered steel building
system, bar joist system, or wood
frame structure.

Check #335 on Reader Service Card

What’s more, this standing
seam roof has no through
fasteners at eave — a Behlen
feature which prevents interior
leaks.

If you would like to add the
Behlen Standing Seam Roof
System to your line, and add
profit to your bottom line, com-

plete and mail this coupon today.

A==
WBEHLEN

OUR WORD IS AS GOOD AS OUR BUILDINGS.
w A Wickes Company

Keep me on top.

Tell me more about what the
Behlen Standing Seam Roof
System can add to my business.

Name:

Title:

Company:

Street:

City:

State: Zip:

Phone:

Mail to:
=

b ¢

Behlen Manufacturing Co.
P. O. Box 569
Columbus, NE 68601
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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
M Steep roofing

B Health and Safety

My primary business activity:

[l Roofing, Waterproofing or Roof
Deck Contractor

[0 Manufacturer, Distributor
or Supplier

[ Architect, Specifier or Engineer

[J General Contractor

[J Government, Schools, University
or Institutional employee

[J Building Owner

[ Other

[J Bill me

[0 My check is enclosed

Name

Company
Name

Address

City/State/Zip
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FREE LITERATURE! us

this convenient postcard for more facts on the
products described and advertised in this
issue. Inquiries will not be processed after 60
days of issue date.
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