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An overview of the Iimitlessness of a Bond Grey™ roof.

In the realm of single-ply membrane roofing, Bond Cote Systems' Bond Grey™35 is
unique: Unless you've been exposed to its unyielding characteristics you might think it's
simply another rubber rooftop. It's not. Bond Grey™35's strength - and its Fifteen-Year
Watertight Warranty - is derived from our outstanding Fiber-Loc™ weave technology and
asuper-tough Nitrile Thermoplastic Alloy/Celanese Fortrel® Polyester yarn composition.

%

Use Bond Grey™35 here.

Bond Grey™35 resists chemicals, microorganisms and UV rays, and withstands an awesome
temperature range. We'd be pleased to send you the specifics, based on over thirty years
of experience and R&D in our U.S. Government approved laboratories.*

And Bond Grey™35 won't hinder construction schedules on either new projects or old.
You can install this system in a myriad of weather conditions, even on existing structures.

Call us on our 800 line for all the details.
And make your next roof Bond Grey™35. A real down-to-earth single-ply system.

BONDGHEY

CELANESE
FORTREL POLYESTER
JLIH1A2. AM Wiy,
S_"p”'""‘"“ SINGLE PLY MEMBRANE @
rl Bond Cote Systems
PO. Box 71 West Point, Georgia 31833 1-800-368-2160 R10197
*QLL2906

CELANESE
FORTREL POLYESTER Fortrel 1s a i trad k of Fiber Ind Inc., a subsidary of Celanese Corporation.

Check #660 on Reader Service Card
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Ideas,

notes and

One-hour and 37 minutes—that’s all
it took to put down a roof in California,
from start to finish, reports Western
Roofing Insulation & Siding. “We
wanted to show what can be accom-
plished by complete cooperation,”
said Building Industry Association
(BIA) President Ray Jessen. BIA spon-
sored the program. Four houses were
built as part of a South Bay area pro-
ject. Each house was built by a team
of 300 volunteers. Workers for the
roofing installation came from about
10 companies and consisted of 12
roofing mechanics, five loaders and
three supervisors. About half the team
was from NRCA contractor member
firm Scott Roofing Co., Inc., Ocean-
side, Calif. The roofing system was
fiber glass composition shingles
donated by the GAF Corp.

Latest government statistics show
that the 15-month recovery just may
continue, says U.S. News & World
Report. Industrial output rose 11 per-
centin January (best since Septem-
ber) and personal income is
outpacing prices, increasing retail
sales 2.2 percent.

“Horsefeathers” is a roofing term,
according to Charles Earle Funk’s
book of the same name. Funk said the
term originated with the use of tapered
board laid on wood shingle roofs to
provide a flat surface for asphalt shin-
gles in areroofing job. Use of the word
as slang began around the 1920s in
New England, probably because the
process looked like feathering and the
size of the boards were fit for a horse.

The national accounting firm of
Price Waterhouse recommends five

National
Roofing
Foundation
Update

The third annual National Roofing
Foundation Reconvene meeting
was a sell-out for the second year
in a row. Fifty-two attendees met at
the Rose Hall Beach and Country
Club in Montego Bay, Jamaica,
February 18-22. Glenn Langer,
Langer Roofing & S/M, Inc., Mil-
waukee, Wis., gave a “Roofing
Industry Update” and Douglas
Jones, South Side Roofing Co.,
Inc., St. Louis, Mo., spoke on
“Legal Dos and Don’ts.” Next year
the Foundation will reconvene in
Cancun, Mexico, February 14-19,
1985. For additional information,
contact Carl Good at the Founda-
tion, 312/693-0700.

You, too, can become a Friend
of the Foundation. Your tax-
deductible donations help pro-
vide scholarships and aid in the
development of educational pro-
grams. For additional informa-
tion on the Foundation, contact
NRF at 8600 W. Bryn Mawr Ave.,
Chicago, Ill. 60631.

steps for evaluating contractors’ bids,
according to Crain’s Chicago Busi-
ness: “technical understanding of the
project including anticipation of prob-
lems that may develop; the bid itself
and the completeness of information
supplied; compliance with specifica-
tions, work schedules and technical

random thoughts

measures; specific experience—a
track record on similar jobs, and man-
agement qualifications including qual-
ity assurance and who would fill in if
the assigned manager leaves the
project.”

Pay cuts or freezes showed up in
about one-third of all contract settle-
ments negotiated in 1983, a dramatic
rise from the previous year, according
to an annual survey conducted by the
Collective Bargaining Negotiations
and Contracts service of The Bureau
of National Affairs, Inc. Based on a
databank of 1,500 contracts, the study
indicates that 6 percent of all contracts
called for pay cuts, 22 percent froze
pay for at least one year and slightly
over 5 percent froze pay initially but
increased it before the end of the first
contract year. The construction indus-
try lead in wage restraints with 14 per-
cent of the 1983 settlements reducing
pay and another 48 percent calling for
wage freezes.

Deliberate rumors? Persistant
reports that Reagan had suffered a
heart attack or other serious illnesses
are more than gossip, White House
officials have concluded, according to
U.S. News & World Report. “They
(White House sources) suspect that
sharp traders plant the false reports at
carefully-timed intervals in order to
clean up in the stock markets.”

“The difficult we do right now; the

impossible will take a little longer.”
Motto of the Naval Civil
Engineering Corps (Seabees)
of WWII.
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HOT AIR SEALING
VARIANT Automatic Sealer

NOW with Reverse Weld Accessory
for Weldlng Slngle e Electronically controlled speed

to 36 feet per minute

Ply Roofing along - infinitely adjustable heat to 600°cC.

e Double Insulated
the Parapet * Portable

e Lightweight
e Inexpensive

new additional location
brian r white co., inc.
one industrial way west

TRIAC HOT AIR

HAND TOOL building e
Meets your hand & eatontown, n.j. 07724
sealing needs (201) 544-1212

jf CALL OR WRITE FOR BROCHURE NO. 12RS

. o . /f DISTRIBUTORS’ INQUIRIES INVITED
brian r white co., inc.

<
'

313 enry station road
ukiah, california 95482
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NATIONAL NEWS

Contracts rebound in January

]anuary construction contracts re-
bounded sharply, erasing Decem-
ber’s weather-related setback, accord-
ing to the F W. Dodge Division of
McGraw-Hill Information Systems
Company.

A total of $13.8 billion of newly
started construction lifted January’s
seasonally adjusted Dodge Index to
150 (1977=100), a 12 percent im-
provement over December’s weak 134.

“January’s 12 percent rebound of
construction contracting seemed to
confirm that the unusually severe
weather early in the winter had up-
set the seasonal rhythm of the con-
struction business,” said George A.
Christie, vice president and chief
economist for F. W. Dodge. “It now
appears that some of the work
planned for December was delayed
until January.”

“Taken together, the Dodge Index
values for the two months averaged
142. That is right where it has been
hovering since last summer, when
interest rates stabilized. Whether con-

struction activity advances or recedes
from this plateau in the months ahead
depends mostly on the next develop-
ment in the credit market.”

January’s $5.3 billion of nonresi-
dential building contracts showed
the “good January/bad December”
pattern, with a 14 percent gain in the
latest month following a previous 8
percent decline.

Commercial and industrial build-
ing was responsible for the recent
volatility in nonresidential contract-
ing. In particular, construction of
factories, warehouses and offices
bounced back sharply in January.
Contracting for institutional build-
ings—schools, health care facilities
and public administration—was un-
changed between December and
January.

The value of contracts for total resi-
dential building—one-family homes,
apartments and condos, hotels and
motels—was a strong $6.6 billion in
January. After seasonal adjustment,
the latest month’s contract value was

MONTHLY SUMMARY OF CONSTRUCTION CONTRACT VALUE
Prepared by FE. W. Dodge Division
McGraw-Hill Infermation Systems Company
‘ January, 1984 Seasonally Adjusted
Construction Percent Change
Contract Value From
(000,000) Previous Month
Nonresidential Building $ 5,300.1 +14
Residential Building 6,599.7 +16
Nonbuilding Construction 1,851.4 ol
Total Construction $13,751.2 +12
1 Mo. 1984 1 Mo. 1983 Cumulative
(000,000) (000,000) Percent
Change
Nonresidential
Building $ 5,300.1 $ 4,349.7 =27
Residential Building 6,599.7 5,080.2 +30
Nonbuilding
Construction 1,851.4 1,927.9 - 4
Total Construction $13.751 .2 $11,357.8 =21
DODGE INDEX
(1977 =100, SEASONALLY ADJUSTED)
November 1983 . .. .. .. Lo 145
Degemberd983. . . . 0 00 e E 134
Jampary 19840 0 oL s 150
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up 16 percent from December’s rate.

“January’s 1.9 million unit rate of
housing starts was one of the best
since the recovery began,” Christie
pointed out. “However, considering
the instability of seasonal adjustment
factors for housing activity in the
winter months, January’s strong 1.9
million rate was no more a cause for
celebration than December’s weak 1.7
million rate was a cause for concern.
The two-month average of 1.8 million
units is a better indication of the cur-
rent strength of housing demand at
prevailing mortgage rates and makes
a useful forecast for all of 1984 unless
interest rates are driven up.”

“For reasons having more to do
with a budgetary ‘freeze’ than with
the wind-chill factor, contracting for
non-building construction declined
in January. Although the decline was
a negligible 1 percent, it followed an
11 percent dip in December.

“What has been missing for the
past two months is some $5 billion
of federal highway disbursements,
which were held back due to a tech-
nicality when Congress adjourned
last November. Now that Congress
has reconvened, it is likely that high-
way and bridge construction will
soon regain its former high rate of
contracting.”

Construction of electric power
plants remained at a low level in Jan-
uary, but the start of a $155 million
gas pipeline in Texas lifted the utility
category above its December value.

Total nonbuilding construction
contracts for both public works and
utilities were valued at $1.9 billion
in January.

For the first month of 1984, con-
tract value for total construction led
the comparable 1983 period by 21
percent. However, because January’s
high rate of housing activity is not
considered sustainable at current in-
terest rates, 1984’s full-year gain over
1983 is expected to be closer to 10
percent.



Staple booklet describes proper application

The Asphalt Roofing Manufactur-
ers Association (ARMA) and the
International Staple, Nail and Tool
Association (ISANTA) have jointly
published a booklet demonstrat-
ing the proper application of asphalt
shingles with staples.

Using diagrams and text, the book-
let shows the proper positioning
of the pneumatically driven staples.
Safety tips and a glossary are also
included.

Power driven staples have been
approved by the model building code
agencies and Factory Mutual for
use with shingles in both new and
reroofing.

ISANTA and ARMA are not-for-

Dow offers
prize vacation

Dow Chemical Co., manufacturer
of Styrofoam brand foam insulation,
is offering a Caribbean vacation to
winners in its contractor awards
program.

The new program is exclusively for
Dow licensed roofing contractors.
The awards will be made based on
the amount of Styrofoam insulation
purchased between Jan. 1 and Oct.
31, 1984.

To determine winners, four con-
tractor categories have been estab-
lished. Contractors are placed in
categories based on their previous
purchases of Styrofoam from January
through October of 1982 and 1983.

Contractors who furthest exceed
their bases will be awarded prizes
based on their categories. Prizes for
groups I, IT and III are trips to Casa de
Campo. Winners in category IV re-
ceive their choice of $1,000 merchan-
dise awards.

The 7,000-acre Casa de Campo
Hotel, Villas and Country Club are
located in Costasur, Dominican
Republic. Winners will be flown to
Santo Domingo, about 50 miles east
of Costasur. Some planned activities
are on the itinerary but visitors will
be given plenty of leisure time to
explore the area.

profit organizations representing the
major manufacturers of building fas-
tener systems and asphalt roofing
materials.

Complimentary single copies of
the booklet may be obtained from

either association; ISANTA, 435 N.
Michigan Ave., Chicago, Ill. 60611;
ARMA, 6288 Montrose Road, Rock-
ville, Md. 20852.

continued on following page

CLEARFIELD’S

BI HSDU

18 H.P. ENGINE

16” BELT WITH 1%

“V’ CLEATS
DISCHARGE 26
HYDRAULIC SPEED
CONTROL

CONVEYOR TURNS 360°

& RAISES TO MORE
THAN 70°
AVAILABLE
36
TUR
AVA

ONE IS

PROBABLY

RIGHT
FOR

YOU!

26, 31"

&

ALL HYDRAULIC
EXTENDS TO 77

&

REACHES UP TO 53
FOLDING BOOM

WISCONSIN
4 CYLINDER

30 H.P. ENGINE

If you're still
not convinced --

Call or write for
details on these or any
of 28other conveyors!

. CLEARBIELD
CONVEYORS, INC, |

362 South Main
Clearfield, Utah 84015
Telephone 801 773-1311

1-800-453-2446

Check #662 on Reader Service Card
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NATIONAL NEWS

continued

MBMA reports 1983 metal building sales up

The Metal Building Manufacturers
Association (MBMA) reported that
metal building system sales and steel
tonnage increased in 1983.

Steel shipments to MBMA'’s 30 mem-
ber manufacturers were up 22.7 per-
cent over the same period last year.
Fourth quarter sales were 21.7 per-

A strong fourth quarter was
responsible for much of the increase.

cent higher than last year.
MBMA’s share of the low-rise, non-

(@ N

Extruded Polystyrene Insulation

EldMUid=ga02

The new
sulation source
for IRMA-type
over-the-membrane
roof assemblies.

With the introduction of Foamular® 404 by UC Industries, you now have a
choice of suppliers when selecting extruded polystyrene insulation for use in
IRMA -type roofing systems.

As the newest addition to the Foamular Family of Products, Foamular 404
is designed for use in single-ply, built-up (adhered or loose-laid) or liquid
over-the-membrane systems.

Foamular 404 insulation board offers:

® Excellent mechanical and thermal-resistance properties.

e Outstanding water-resistance qualities that give long-term retention of
superior R-value (5 per inch of thickness).

® Minimum 40 psi compressive strength.

e 2' x4' panel size in thicknesses from
1" to 3"; rain channels all four sides.

® Available 10-year thermal overlay
warranty.

For details, write or call UC Industries,
2 Sylvan Way, Parsippany, NJ 07054;
(201) 267-1605.

*A master license has been granted to UCI by Dow Chemical
Company under USA patent #RE-31,007
A CONDEC COMPANY

o
Check #684 on Reader Service Card
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residential, . W. Dodge construction
market for one- and two-story com-
mercial, community and industrial
buildings rose from 51 percent to
55.1 percent in 1983. This continues
a trend which began in 1981, accord-
ing to the Association.

Industry sales should continue to
increase at a modest pace in 1984,
according to Talmage G. Rogers, Jr.,
MBMA chairman.

“A solid upturn in housing starts
normally spurs an increase in demand
for shopping centers, stores and light-
industrial building,” Rogers said.

The Association chairman believes
more and more owners are turning to
metal buildings because they cost
less and take less time to erect.

MBMA manufacturer members
account for more than 90 percent of
all metal building system sales in
the United States, according to the
Association.

Britain hosts
flat-roof
conference

The Bituminous Roofing Council in
Great Britain is sponsoring a three-day
International Flat Roof Conference in
Brighton, England. The conference is
scheduled for August 29-31.

According to a conference an-
nouncement, the main theme of the
meeting is “the development and
future of the integrated system
approach to flat roof design.” Another
session devoted to maintenance and
refurbishment is also planned.

A number of roofing experts from
the United States, Canada and Europe,
including NRCA Research Associate
William C. Cullen, will be presenting
information at the conference.

Copies of the conference announce-
ment are available from NRCA. A full
conference program and application
form may be obtained from the
Bituminous Roofing Council, PO. Box
125, Haywards Heath, West Sussex,
RH163TJ, United Kingdom, phone
(0444) 416681/2



GSA ignores
subs’ protests
and eliminates
bid-listing rule

Despite subcontractors’ protests,
the General Services Administration
issued afinal rule Feb. 15 to eliminate
the practice of bid listing, according
to Ken Nyquist, NRCA’s director of
Government Relations.

Subcontractors feared elimination
of the bid-listing rule would allow
general contractors to shop for lower
bids from subcontractors after the
general contractors are awarded a
government contract.

The GSA, in its ruling, commented
that it had found no evidence that
rescinding the rule would encourage
prime contractor bid shopping.

The fight for some bid-listing re-
quirement may not be completely
dead, however. Congress authorized
the Office of Federal Procurement
Policy to study competition in sub-
contracting by federal prime contrac-
tors. The investigation is just now
beginning.

Other government action concerns
alleged anti-competitive practices by
utilities.

In a meeting between the Federal
Trade Commission (FTC) and mem-
bers of the Alliance for Fair Compe-
tition (AFC), AFC representatives
presented documented reports of
questionable utility practices in the
sale, service, installation and rental
of products and materials.

The FTC told the coalition of small
business people affected by utility
practices that the agency was com-
paring rates charged by diversified
and undiversified utilities across the
United States and seeking the best
five or 10 states in which to pursue
the problem more aggressively.

The FTC is requesting more data
and cases to examine, specifically
evidence showing that a utility’s in-
tent is to drive out competition or
drive up prices.

continued, page 11

Here are the
features that make

the best-selling
Roofers Conveyors

If you really want rock on the roof,
these are the machines to get it up there!

The combination of rugged construction
and desirable features make the family of
Morgen roofers conveyors the best buys on
the market today.

They not only reach as high as 47" feet,
but do so effectively. Exclusive two-inch high
cleats give you 40% more capacity at high
angles than 1%2" cleats.

Morgen’s double-wall hopper directs
gravel and rock to the center of the belt and
eliminates spillage when the belt is stopped.

A proportional control valve lets you vary
the belt speed while running the engine at its
optimum speed for proper horsepower and
cooling. The belt locks hydraulically when
stopped -- heavy loads cannot make it run
backwards.

High pressure steel lines with JIC fittings
for dependable trouble-free operation.

The articulating boom reaches well over
the roof to keep men and buggies away from
the edge. Reaches to set-back roofs. It folds
under to shorten the conveyor for towing and
eliminates the need for special towing rigs.

The complete list of features, options, and
enthusiastic reports from roofers are con-
tained in our full-color literature. Write for a
copy today.

MORGEN MANUFACTURING CO.
Box 160, Yankton, SD 57078
Telephone (605)665-9654 Telex-11 910-668-3601

2" high cleats

sanlla=s ./ \v -

Double-wall hopper

High pressure lines °

Articulating boom

Check #676 on Reader Service Card
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" Remarkable Reemay
gives you four ways to
improve profits.

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

2 times stronger

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

Lightweight REEMAY cutslabor
costs because it goes down faster,
easier. Cuts freight costs signifi-
cantly, too.
20 times more stretch

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

=
5
4 Flex-life, cycles-to-failure

All materials tested in 3 plies in asphalt.

1,000 times more flexible a distributor from the list at right
REEMAY exceeds 100,000 flex for name of a dealer near you.
cycles without cracking. Fiberglass And for more information, call
felts fail at 100 in the same test. (302)999-5077 or write DuPont
Over years of freeze/thaw cycles, Company, Room G-39978,
REEMAY holds up. You getalong Wilmington, DE 19898
lasting, reliable roof. *DuPont registered trademark
Used with most common cold
mastics, for single-ply or built-up
roofs, remarkable REEMAY Roofing
Fabric gives you a more trouble-
free, more profitable roof. Contact N T

Check #664 on Reader Service Card




Your Distributor
for DuPont
Roofing Fabric is
a phone call away.

AMERICAN TAR CO.

1700 N. Northlake Way
Seattle, Washington 98103
Attn.: Mr. Bill Burnside
(206) 632-0828

DUBOIS CHEMICALS
DuBois Tower

511 Walnut Street
Cincinnati, Ohio 45202
Attn.: Mr. Bert Downing
(513) 762-6828

KARNAK CHEMICAL
330 Central Avenue
Clark, New Jersey 07066
Attn: Mr. Jerry Mills

(800) 526-4236

MONSEY PRODUCTS CO.
Cold Stream Rd.
Kimberton, PA 19422

Attn: Mr. P. James Grauer
(215) 933-8888

425 Central Ave.

E. Rutherford, N.J. 07073
Attn: Mr. J. J. Moran

(201) 460-9700

2651 Commerce Dr.
Rock Hill, SC 29730
Attn: Mr. N. Nickerson
(803) 366-8113

3802 Miller Park Dr.
Garland, TX 75042

Attn: Mr. J. Richard Adamson
(214) 272-5488

4351 W. Morris St.
Indianapolis, IN 46421
Attn: Mr. Peter A. Eriksen
(317) 248-1344

American Seal Division
430 Hudson River Rd.
Waterford, N.Y. 12188
Attn: Mr. Harvey L. Gross
(518) 235-7525

REPUBLIC POWDERED METALS
2628 Pearl Road

Medina, Ohio 44256

Attn.: Mr. Nick Hecei

(216) 225-3192

SPECIFICATION CHEMICALS
2678 Gravel Drive

Ft. Worth, Texas 76118

Attn.: Ms. Diane Simmer

(817) 589-7242

824 Keeler Street

PO. Box J

Boone, lowa 50036

Attn: Ms. Mina Crowell

(800) 247-3832

TECHNICOTE CORPORATION
525 Plum Avenue

Memphis, Tennessee 38107
Attn.: Mr. John Cooper

(800) 238-5348

THERMO MATERIALS
1244 Knoxville St.

San Diego, California 92110
Attn.: Mr. Orland Bonaguidi
(619) 272-0061

WORLD ASPHALT CO.
10144 Waterman Rd.
Elk Grove, CA 95624
Attn: Mr. Norman Pugh
(916) 685-2000

REG Us paT . TM OFF
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continued from page 9

Blaze no cause for alarm until
it’s blown out of proportion

Sometimes, you just can’t fight city
hall—even when you’re trying to
save it.

Roofing contractor Paul L. Morris,
president of Sellers & Marquis Roof-
ing Co., Kansas City, Mo., discov-
ered this when his company was
reroofing KC’s 46-year-old City Hall.

Morris told the Kansas City Star
that the missteps of a city employee
turned what could have been a minor
mishap into the worst fire in the City
Hall’s history.

The fire apparently occurred when
a spark from a torch being used to cut
off pipe stubs ignited a small fire in
the building’s ventilation ducts.

According to Morris, this minor
conflagration should have been no
cause for alarm. Two of Morris’ men
were standing by with fire extin-
guishers to prevent any possible fires.
However, when the men smelled

smoke, a city employee overseeing
the work refused to let them spray
their water-based fire extinguishers
into the ductwork, fearing the water
would damage furnishings in the
City Council chambers below.

The problem was blown all out of
proportion, in a manner of speaking,
when the city employee turned on a
huge fan, apparently in an effort to
check the amount of smoke. Accord-
ing to Morris, the blower spread
flames throughout the ductwork on
the top five floors.

About 45 minutes after the torch
had been shut off, smoke began bil-
lowing onto the roof. The crew left
rapidly and the city employee called
the fire department.

The cause of the fire is still under
investigation and liability for the
damages has yet to be determined,
according to the newspaper report.

MCA A president Monier gives
members bargaining tips

Kurt A.J. Monier, president of the
Mechanical Contractors Association
of America, Inc. (MCAA), gave Asso-
ciation members a plan to help local
bargaining groups increase produc-
tivity and cost effectiveness.

He outlined his game plan at the.

opening session of MCAA’s 95th
Annual Convention held February in
Beverly Hills, Calif.

The points of the plan include:

B comparing union and nonunion
sectors’ competitive positions;

B nonadversarial bargaining;

B recognizing semi-skilled workers
and wage rates;

M training workers;

B contract planning and bidding;

B educating workers concerning
competition;

B gaining assistance from MCAA

and United Association;
M contractor commitment and
B a public relations program.

MCAA has established a Labor
Liaison Committee to advise local
groups on procedures to make union
contractors competitive, according to
Monier.

New officers were also elected at
the Association’s convention. John F.
Dillon, CCI Mechanical, Inc., Salt
Lake City, Utah, was made president;
Herbert R. Jacobson, A.D. Jacobson
Co., Inc., Kansas City, Mo., was
voted president elect and Jerome
Reyer, AFGO Engineering Corp.,
Great Neck, N.Y., was elected trea-
surer. Clifford L. Elling, Elling Bros.,
Somerville, N.J. won MCA A’s Distin-
guished Service Award.

continued on following page
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NATIONRAL NEWS

continued

Latest edition of NRCA’s Guide now available

The most recent edition of the
NRCA Roofing Materials Reference
& Guide is now available from the
National Roofing Contractors Associ-
ation (NRCA). The Guide is a compre-

ing product characteristics for built-
up and single-ply roofing membranes.

“More than 400 built-up roofing
specifications and single-ply prod-
ucts are contained in the Guide,” said

hensive, single-source document list- Norm Bullock, director of Listing

Save Time, Money
and Re-Roofing
. Jleadaches!

) j with the correct equipment
Jrom _quin

Designed especially for superior
surface preparation when installing

a new roof over old. -
To Remove Gravel... 7 7

POWER ROOF
PLANERS

Precise depth control protects felts.
Choose from either 5" or 14"
models.

POWER SWEEPERS
Moves gravel fast, the 36" Sweeper
moves gravel ahead, left or right.
12" Mini-Sweeper is perfect for
edges and tight areas.

Power Roof Planers

To Remove The Old Roof...
POWER ROOF CUTTERS

Single and Double Blade Cutters slice old
roofs for easy in tear off sections. Carbide
tipped blades adjust to 3% deep.

ROOF PEELERS —Hand & Power
Power Peeler uses “S" type slice/cutter
for faster work and less vibration. The
unique hand peeler is considered by
many roofers to be the best

available. -2

Power
Roof Cutters 3 G-
1 7

e

Power Roof Peelers Hand Roof Peelers

Send for FREE illustrated catalog

AEROIL PRODUCTS INC.

Services at NRCA. “This information

is presented in a format that allows
the reader to compare products based
on standard reporting procedures.”

The single-ply section includes
separate reports on modified bitu-
men, PVC, EPDM and other sheet-
applied materials.

The Guide also contains compara-
tive test data obtained by indepen-
dent laboratory testing.

In August 1984, the Guide will be
expanded to include roof insulation
board materials. All insulation board
manufacturers are invited to supply
data on their products for inclusion in
the Guide. There is no fee required
for a listing in the publication.

The Guide is updated and pub-
lished twice a year. The annual
subscription cost is $85. To obtain a
subscription contact NRCA, 8600 W.
Bryn Mawr Ave., Chicago, Ill. 60631,
312/693-0700.

Phone: (201) 343-5200

69 Wesley Street, South Hackensack, NJ 07606 /

Check #655 on Reader Service Card
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ROOFERS...

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.

oP.O. Box 8525, Pembroke Pines, FL 33024
Check #679 on Reader Service Card




Way cleared for Davis-Bacon Act changes

The United States Supreme Court
has cleared the way for implementing
Davis-Bacon Act changes.

The Act was originally passed in
1931. It requires that workers on
federally financed projects be paid at
least as much as the prevailing wage
for construction workers in a geo-
graphical area.

In May 1982, Secretary of Labor
Raymond J. Donovan issued revised
regulations. The revisions redefine
prevailing wage, exclude wage data
from urban counties when determin-
ing prevailing wages in nearby rural
counties, prevent other Davis-Bacon
projects in an area from affecting pre-
vailing wage determinations and ex-
pand the use of semiskilled “helpers”
on federal projects.

The changes drew immediate criti-

Nord Bitumi
sites plant

in Macon, Ga.

Italian-based Nord Bitumi has an-
nounced the location of a new manu-
facturing plant in Macon, Ga. The
firm has purchased a building in
Macon’s Allied Industrial Park to
manufacture prefabricated bitumi-
nous roofing board.

“It was important for us to be an
hour’s drive from the Atlanta airport
and in close proximity to an inter-
state highway system to move prod-
ucts quickly in all directions to cover
several states in the Southeast,” said
Marco Danese, president of Nord
Bitumi.

The Macon plant will produce a
Poly-4 Bitumen Roofing System.
According to the company, the sys-
tem is used in 95 percent of the new
construction in Italy.

Nord Bitumi expects to employ 15
people at its Macon plant initially.
Operations will be expanded to 25
employees in the near future.

The company, which has two man-
ufacturing plants in Italy, has another
plant in Plattsburgh, N.Y. and a U.S.
sales office in Springfield, N.].

cism and legal challenges from the
AFL-CIO Building and Construction
Trades Department.

In December 1982, Judge Harold
Greene of the U.S. District Court for
the District of Columbia struck down
most of the changes. That ruling was

partially reversed in the U.S. Court of
Appeals, allowing the changes to
take place. The Supreme Court, by
declining to review that decision has
allowed the Appeals Court ruling
to stand.

continued on following page
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for the roofing industry.

HOW LONG WILL IT TAKE YOU TO
FOR YOUR NEXT JOB?

YOU SAVE THE MONEY.

When compared to crews using brooms, handheld, or backpack
blowers, the PARKER HURRICANE is one investment that will
quickly pay for itself when you consider todays ever-increasing labor
costs. The HURRICANE generates both a high velocity and large
volume of air for a faster and more efficient cleaning job. Constructed
to take the roughest use with a minimum of maintenance, the
HURRICANE is the only blower which has been specifically designed

THE PARKER HURRICANE 8 ROOF BLOWER

* 8 H.P. Aluminum or
Cast Iron Engine

* Center Balanced
Hoisting Bracket

* Adjustable Air Deflector

* 1 Gal. Gas Tank

* Plow-type Handles

* 178 M.P.H. Velocity

Use the coupon below to send for your FREE |
name of your nearest PARKER distributor.

[J Yes, | want to save time and money!

Name Phone
Company Address
City State Zip

A

“Built in” Hoisting Bracket

nformation sheet and

oy
Ponkor’
V Springfield, Ohio 45501-1728

Parker Sweeper Company
Box 1728, Dept. R-82

Check #677 on Reader Service Card
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NATIONAL NEWS

continued

Two manufacturers announce EPDM price hikes

Two single-ply membrane manu-
facturers have announced price in-
creases for their products.

General Tire Building Products, an
operating unit of The General Tire

& Rubber Co., is increasing the price
of its GenFlex EPDM and GenSeal
PVC membranes. The 8 percent price
boost went into effect Feb. 26. The
new base price net to contractors will

WEATHER-TOUGH

BRAI ROOFING
BEATS THE ELEMENTS!

Weatherbeater Brai is specified for the tough
jobs — salt air ... hurricanes ... snowstorms ...
heat ... cold — and comes through with flying
colors every time.

Proof? How about the greatest array of outside
testing by the people who set industry standards?
Brai has won approvals for

Approved

METRO.DADE

[ 80] | @ =

Check #685 on Reader Service Card
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So you know it can handle your next roof with all
the protection you need — leakproof guarantees
to 15 years.

Send for details — to be sure.

u.s. integ, inc. 2

1212 Brai Drive + PO. Box 2845 - Port Arthur, TX 77643
Phone (Texas) 1-800-392-4216
(Qutside Texas) 1-800-231-4631 - Telex 779-320

Eastern Region: 106 Meister Ave. + PO. Box 5326
North Branch, N.J.08876 - (201) 725-8317

result in an increase of 3 cents per
square foot of 45-mil and 60-mil
EPDM and 45-mil PVC in truck load
quantities.

A 3-cent-per-square-foot increase
was also announced by Firestone In-
dustrial Products Co. for its 45-mil
and 60-mil RubberGard EPDM mem-
brane. The higher prices, which
amount to a 7 percent increase, went
into effect March 1. In addition, Fire-
stone has increased its prices for
accessory products, including adhe-
sives, flashing, sealants and fasteners.

Both companies said the price in-
creases were necessary because of
higher material and operating costs.

E89

© 1983, The American National Red Cross.

Company blood drives are a
vital part of our nation’s blood
supply. So please have your
firm start planning for a blood
drive, today. And you can help
save many lives tomorrow.

American
Red Cross

We'll Help.Will You?

WF] A Public Service of This Magazine
Gul & The Advertising Council
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FOR THE
ROOFING "GIANTS.

Today, selection of a good water-
proofing or roofing is based upon an
infinite number of technical factors.
Soprema has developed Sopraléne,
which represents a wide range of
advanced technology membranes,
suited to all possible types of roofing
and waterproofing requirements.

For the application of these mem-
branes, we are contacting the leading
professionals in each country: the
roofing “giants”.

For us it means, to be sure to offer
perfect roofing or waterproofing.

Check #682 on Reader Service Card
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SOPREMA WATERPROOFING INC.
57, Marie de I'Incarnation QUEBEC CITY
QUEBEC G1N 3E9 Tel. (418) 681.8127 Telex 051-3004

1 Complete descriptive literature
on SOPRALENE.
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Affiliate News

Sherard wins
McCawley Award

Wallace L. Sherard, John A. Dalsin & Son, Inc., Minneapolis, Minn., was
named the 15th recipient of the James Q. McCawley Award presented by the
Midwest Roofing Contractors Association (MRCA).

Until Sherard’s appointment, the award was given to roofing firm owners
only. In Sherard’s case, the judges recognized the valuable contribution an
employee can make to the success of a roofing company.

Sherard joined Dalsin in 1951. He developed a popular, comprehensive
manual of practical roofing and sheet metal details and recommendations for
industry use. Sherard is also the MRCA representative and chairman of the
Factory Mutual MRCA-NRCA Joint Task Force.

In addition, he is an active member of The Construction Specifications Insti-
tute, the National Roofing Contractors Association and the Midwest Roofing
Contractors Association. Sherard is a past member of the MRCA Board of
Directors.

Rustad tapped for
SMARCA presidency

Gordon B. Rustad was elected president of the Sheet Metal, Air Condition-
ing & Roofing Contractors Association (SMARCA), effective in March.

Rustad, president and part owner of Modern Heating & Air Conditioning,
Inc., Minneapolis, Minn., is currently serving his second year on the Board of
Directors as vice president.

NEFRSA announces new slate

The Northeast Florida Roofing & Sheet Metal Contractors Association
(NEFRSA) recently installed its new officers and directors for the 1983-84
year.

Those elected include: Rick Damato of J.P Benjamin Equipment Co., Jack-
sonville, president; Ray Stephens of Stephens Roofing & Sheet Metal, Jackson-
ville, vice president; Ray Norton of Norton Roofing, Jacksonville, treasurer
and Todd Ford of Ford Sheet Metal, Jacksonville, secretary.

Joe Brooks, Sr., George Ferber and John Burger were named to director posi-
tions.

SWFRSA elects officers

The Southwest Florida Roofing & Sheet Metal Contractors Association
(SWFRSA) recently announced its officers for the coming year.

Installed as officers were: Curtis Sakes, president; Carroll Copping, vice
president; Debbie Currier, treasurer and Mildred Skates, secretary.

SWFRSA represents contractors and companies in the Ft. Myers/Naples
area of Florida.

Canadians plan May
conference

The Canadian Roofing Contractors Association (CRCA) will hold its 25th
Annual Meeting and National Conference in Calgary, Alberta, Canada, April
29-May 2.

A trade show, technical and business sessions and numerous social activi-
ties are planned for the four-day event.

For more information on the meeting, contact the Canadian Roofing Contrac-
tors Association, Suite 710, 116 Albert St., Ottawa, Ontario, Canada, K1P 5G3.

FRSA certifies two

16—April 1984/Roofing Spec

Two more contractors have qualified for the Certified Professional Roofing
Contractor (CPRC) program sponsored by the Florida Roofing, Sheet Metal &
Air Conditioning Contractors Association (FRSA).

Robert Hilson, Bob Hilson & Co., Miami and Richard Pepin, Ray Roofing
Co., W. Palm Beach, met CPRC’s stringent requirements and were honored at
the April FRSA Board of Directors meeting.

Since 1972, 70 contractors have met the qualifications of the certification
program.



NERCA elects officers

The North/East Roofing Contractors Association (NERCA) has elected the fol-
lowing slate of officers and directors for the 1984-85 year.

Officers include: President James A. “Gus” McBrady, Jr., James A.
McBrady, Inc., Scarboro, Maine; Vice President James L. Dahill, FJ. Dahill
Co., Inc., New Haven, Conn.; Secretary/Treasurer Brian C. Hurley, Hurley
Construction & Roofing Co., Inc., Somerville, Mass.; and Immediate Past-
President Robert W. Therrien, Al Melanson Co., Keene, N.H.

Elected to the Board of Directors for three terms were: Ronald Therrien,
A.W. Therrien Co., Inc., Manchester, N.H.; Peter F. Wall, Manville Corp.,
Framingham, Mass.; Leonard Cohn, Joyce & Kramer, Inc., Albany, N.Y.; and
Issac B. Thomas, Bridgeport Restoration Co., Bridgeport, Conn.

Jon T. Caseault, J.T. Caseault & Sons, Inc., E. Weymouth, Mass., and F. Scott
Hall, Valley Wholesale Building Products, Inc., W. Springfield, Mass. will fill
two-year vacancies.

Advisory Committee appointees include: Burton J. Karp, Eagle Mositure
Protection Corp., W. Hartford, Conn.; Sidney I. Sontz, Max Sontz Co., Inc.,
Lynn, Mass.; Theodore R. Hoponick, Shelton Roofing Co., Inc., Derby, Conn.;
C. Edward Belanger, Bell Industries, Inc., Cambridge, Mass.; A. Abbey Kotler,
Avon Sheet Metal & Roofing Co., Newark, N.J.; Martin E. Keller, Martin E.
Keller Roofing, Inc., Schenectady, N.Y.; and Donald E. Swansburg, Jr., Beacon
Sales Co., Somerville, Mass.

The Hilco
HOT BOX

Large HOT BOX small HOT BOX

modified bitumen membrane plants

o

4-Pail Model
$300.00

2-Pail Model
$275.00

Keeps 5 gallon pails and tubes of caulking warm. Helps
eliminate wasted hours. Aluminum construction with
all sides insulated. A simple 100 watt bulb is all it takes
—smaller wattages may be required for overnight use.

E.L. Hilts & Co.

P.0. BOX 1789
HICKORY, NORTH CAROLINA 28603
PHONE 704-328-8141

Distributor Inquiries Welcome

Weighs Only 40lbs. Weighs Only 30Ibs.

Check #672 on Reader Service Card

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

" bOCI"'O tecsystem s.p.a.

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

Check #659 on Reader Service Card
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Associate News

GAF challenges
Werner’s contract

GAF Corp. will challenge a five-year, multi-million-dollar employment
contract given to former chairman Jesse Werner just prior to his scheduled
retirement at age 65.

An independent committee of outside directors of the new GAF Board con-
cluded that the agreement constituted “a waste of corporate assets” and rec-
ommended that GAF examine other possible areas of corporate waste during
the 20-year period Werner was chairman.

According to GAF, Werner’s employment agreement provided for an annual
base salary of $425,000 with increases of $25,000 a year after 1982 and sub-
stantial fringe benefits. Werner’s contract also gave lifetime medical and den-
tal benefits to Werner and his wife and increased his retirement and death
benefits each year through 1986.

Koppers taps
Bachman

Koppers Co., Inc., Pittsburgh, Penn. recently promoted Drew H. Bachman
to sales manager for its Building Materials Department.

Bachman is responsible for Koppers sales to the roofing and waterproofing
industry, including coal tar bitumen roofing and waterproofing systems,
Exeltherm Xtra® phenolic foam insulation, KMM® Membrane single-ply roof-
ing and maintenance coatings, fabrics and roof cements.

Bachman has worked in various marketing and sales management positions
for Koppers since 1966.

Changes at Georgia Pacific

The Georgia-Pacific Corp. Board of Directors recently announced the elec-
tion of a new chairman, director and treasurer and approval of two capital-
improvement programs.

T. Marshall Hahn, Jr. succeeded Robert E. Flowerree as president and chief
executive officer. Richard V. Giordano, group managing director and chief
executive officer of the London-based BOC group, was elected to the Board of
Directors. Marion L. Talmadge, vice president and treasurer, became vice
president of executive affairs and Wayne I. Tamblyn, assistant treasurer, was
elected to succeed Talmadge as treasurer.

The Board also approved a study of a $170-million program to improve the
product mix at one of the company’s existing pulp mills by installing a fine
paper machine and associated equipment. The project would increase pro-
duction of higher-margin fine papers, utilizing the pulp produced at the mill.

In addition, the Board approved a three-year, $45-million expansion and
modernization program for five corrugated container operations and a study
of and site procurement for a new facility in southern Georgia.

SYenergy builds
plant near Dallas

SYenergy Methods, Inc. will open a new plant near Dallas in Langhorn,
Texas in May 1984.

The 20,000-square-foot structure will be used for manufacturing and ware-
housing the company’s products.

“Steady growth over the past two years and exceptionally strong demand
from markets in the Southwest are the primary reasons for the expansion,”
according to Joseph Vuono, SYenergy president.

Phelan named
Monsey VP

18-April 1984/Roofing Spec

Paul V. Phelan was named vice president, sales for the Monsey Products
Co., Kimberton, Penn.

He will be responsible for all corporate sales of the multi-state manufactur-
ing and marketing company. Phelan was previously vice president and gen-
eral manager of Horace T. Potts, Inc., Philadelphia, Penn.



Koppers, the roofing people...
the experience and the products to satisfy

all your roofing and water

Coal Tar Built-Up Roofing/
Waterproofing Systems

Proven on countless jobs since
1915, It's naturally resistant to
moisture and oxidation, and its
cold-flow, self-healing properties
mean little maintenance and
extended service life.

KMM® Membrane Systems

Single-ply roofing/waterproofing
systems for low sloped or steep
roofs. Modified bitumen systems
using either the loose-laid or
attached technique.

Exeltherm Xtra®
Roof Insulation

A superior phenolic foam insulation
board with excellent flame retardant
performance characteristics, and
extraordinary thermal retention
properties.

Roof Maintenance Products

A complete line of high quality
products to extend the service life
of commercial and industrial
building roof systems.

Check #674 on Reader Service Card

proofing needs

Reinforcement Fabric ‘

Coated glass, jute, and saturated
cotton fabrics are available to add
strength to hot or cold applied
bituminous coatings in much the
same manner as reinforcement
rods in concrete.

Take advantage of Koppers 69
years of experience in developing
the most comprehensive line of
roofing and waterproofing
products in the field. Use the
accompanying coupon to obtain
additional information.

Send to: TBM-8402-2C
Koppers Company, Inc.

Dept. 3-F

1901 Koppers Building

Pittsburgh, PA 15219

[J Yes, have a Koppers representative
contact me.
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Company
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State Zip
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LEGAL

This column was prepared for Roofing Spec by the law firm of Hendrick, Spanos & Phillips. The column presents information on legal matters of general interest. The
text is necessarily generalized, and you are advised to consult with a professional legal advisor before taking any action.

Contractors take big risks when
failing to complete performance

Damage recovery for contractor’s
failure to complete performance

he Oklahoma Court of Appeals recently decided a

case that demonstrates the substantial risks
involved when a contractor fails to complete a project. In
Ralph D. Nelson Co. v. Beil, the owner contracted to erect
a building he planned to use for a restaurant. The restau-
rant was being constructed under a separate agreement
between the owner and the restaurant tenant, who had
agreed to begin a 25-year lease on the day he moved into
the completed building.

When the owner refused to make the last progress pay-
ment on the construction contract (approximately
$47,000 out of a total contract of about $260,000), the gen-
eral contractor stopped work. The contractor sued to
recover the balance due and to foreclose on a mechanic’s
lien. The owner counterclaimed, seeking damages in-
cluding his actual completion cost, lost rent for the time
construction was delayed beyond the original comple-
tion date and other “consequential” owner damages.

The Georgia statute did not
apply in the federal case.

The court determined that the contractor was responsi-
ble for the late progress payment because he had not sub-
mitted lien releases and other required documents. He
had no justification for not completing the contract. As a
result of this breach, the court allowed the owner a set-off
against most of the balance owed the contractor.

This case shows the potentially disastrous conse-
quences of a contractor wrongfully walking off the job
and forcing the owner to complete performance. First,
the owner may be entitled to set-off against any amounts
he owes the contractor and the actual costs of completion,
subtracting only any amounts the contractor can prove
are incorrect, unreasonable or unnecessary.

Second, the contractor may be held liable for any inci-
dental or consequential damages the owner incurred
resulting from the contractor’s failure to complete per-
formance. Any economic loss the owner suffers as a
result of delay in project completion can be passed to the
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contractor, if a court finds that such losses or damages
were reasonably foreseeable and within the parties’ con-
templation when they entered into the contract.

Federal court bars recovery of bad faith
penalty from surety

In a number of states, the law allows penalties to be
assessed against corporate sureties that wrongfully
refuse to remedy defaults of their obligors. For example, a
Georgia statute provides that if a corporate surety fails to
remedy a default within 60 days after receiving notice
from the obligee, and finds that refusal to act was in bad
faith, the surety will be liable for 1) the amount of the
claim, 2) a penalty equal to 25 percent of the liability and
3) all reasonable attorney’s fees for prosecution against
the surety. Such laws come into play when a contractor
who is an obligee or beneficiary under a payment or per-
formance bond demands payment from a surety, and the
surety refuses to pay even though its obligor has no genu-
ine defense to the contractor’s default claim. Any dam-
ages the contractor recovers from the surety will be in-
creased by the penalty amount.

The federal government and most states require all
general contractors on government construction projects
to get payment bonds. If a default occurs and is not reme-.
died by the obligor or the surety, the claimant can assert a
surety penalty. However, a federal district court in Geor-
gia recently ruled that the Georgia surety penalty statute
does not apply to actions brought under the Miller Act,
the federal statute on public works job bonding.

This case may be used by
sureties to preclude recovery

of similar claims.
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In United States ex rel. General Electric Supply Co. v.
Minority Electric Co., the court held that the Georgia
surety penalty statute did not apply in a federal Miller
Act case. The court held that the obligee’s remedies in a
federal Miller Act claim are determined solely by federal
law. The court applied this principle to the plaintiff’s
claim for a 25 percent surety penalty, finding that,



because the surety penalty was a state remedy, it could
not be applied in a federal Miller Act case. Thus, a claim-
ant in a Georgia case would be precluded from recover-
ing the 25 percent penalty from the surety if his or her
claim is against a bond under the federal Miller Act,
rather than the state version of that law, or a bond on a pri-
vate project. Even under federal law, recovery of an attor-
ney’s fees would be allowed if the defendant has acted
“in bad faith, vexatiously, wantonly or for oppressive rea-
sons,” but recovery of the additional 25 percent penalty
would not be permitted. |

The court may have overlooked an important aspect of
this issue. The surety penalty statutes apparently set up
an additional “cause of action” under state law: a penalty
against the surety for bad-faith refusal to pay in addition
to the separate payment claim under the Miller Act.
Thus, a claim for the surety penalty is a separate claim
under state law that may be brought as part of a federal

Any economic loss the owner
suffers . . . can be passed to

the contractor.
o ey B e e e e S ¥ P K O S i S S S P S i s VDI

lawsuit. The court thought the statute provided only a
remedy, but arguably the better interpretation is that it
provides a separate cause of action in addition to the
Miller Act claim. This case may be used by sureties to
preclude recovery of similar claims in other jurisdic-
tions. It may warrant modification of the statutes at the
state level to make them clearer, and/or legislative action
at the federal level to open the door to this kind of relief
under the Miller Act. o 1)

JIMCO

BREATHER VENTS

THE JIMCO BREATHER VENT THE BALLARD JL-10

THE JIMCO HT-20

THE JIMCO CJ-30

THE JIMCO UF-13

THE JIMCO SP-60
THE JIMCO VJ-2

At Jimco Products we understand the importance of proper ventilation in all type roofs. That's why we
manufacture and sell seven different type breather vents. All of our vents are made of .063 gauge aluminum
which eliminates any possibility of rust, corrosion, or ultra violet deterioration. Thereby, a rugged, yet

maintenance-free breather vent.

JIMCO PRODUCTS, INC. @ LIVONIA, Ml 48150 @ (313) 525-5162 / Toll Free 1-800-382-8983

Check #673 on Reader Service Card

April 1984/Roofing Spec-21



/NATIONAL ROOFING
CONTRACTORS ASSOCIATION

Go for
the

D

97th Annual
Convention & Exhibit
Feb.14-17,’84 Atlanta

Going, Going, Gone . . . .
6




A record number of exhibitors dazzled convention visitors with a profusion of roofing products at NRCA's 97th Annual Convention and Exhibit.

Record-breaking convention
makes everyone a winner

he NRCA’s Feb. 14-17 conven-

tion in Atlanta was the occasion
of many Association firsts. A spirit of
adventure and optimism pervaded
the meeting as new programs were
unveiled and records for attendance
and exhibit space were broken.

More than 6,000 people registered
for the event, and 651 booths were
sold. A total of 150 international guests
were present, including representa-
tives from Sweden, Finland, Ttaly,
Belgium, Ireland, Japan and the
Philippines.

Newsweek columnist George Will
gave a sobering speech on the federal
deficit to 1,500 people at the Feb. 15
Opening Luncheon. Economist Barry
Asmus sketched abrighter picture dur-
ing the Feb. 17 Recognition Luncheon
and Norman Vincent Peale demonstra-
ted his positive speaking power at the
Member Breakfast Friday.

Metal roof systems, application
tolerances, maintenance programs,

union news, marketing strategies and
an Academy of Roofing Contractors
update were some of the topics on a
relevant slate of business sessions.
The question-and-answer periods
were lively, and the fact that the rota-
tional schedule did not permit contrac-
tors to attend all of the sessions was the
complaint heard most frequently.

The Association kicked off a public
relations campaign before 1,000 peo-
ple the afternoon of Feb. 15. The pro-
gram will use a number of marketing
methods, urging the public to “Insist
on a Professional Roofing Contrac-
tor.”” The NRCA centennial celebra-
tion in 1986 will mark the height of
the contractors’ public exposure.

A Night at the Races (a Political
Action Committee fundraiser), a Cir-
cus Revelry and the Annual Dinner
Dance provided attendees opportuni-
ties to relax in the evenings. The Feb.
17 Dinner Dance featured the presen-

tation of the J. A. Piper Award to
Johnny Zamrzla of Lancaster, Calif.
in an emotional ceremony.

“NRCA TV Today,” the conven-
tion’s daily cable television broadcast,
covered the meeting’s highlights. The
show’s hosts conducted on-the-
spot interviews with convention reg-
istrants, and discussions with indus-
try leaders and speakers offered dif-
ferent perspectives on their formal
presentations.

In the political arena, Country Harri-
son, Greenville, S.C. waselected senior
vice president at the Member Break-
fast, to serve with President Wayne
Mullis of Phoenix for 1984-85.

By all accounts, the 1984 conven-
tion and trade show was a valuable
experience for those who gathered in
Atlanta. Plans are already underway
for the 1985 convention in New
Orleans, Feb. 10-13.

Please join us.




Metal roofing
opens sessions

By arriving early Feb. 14, over 500
convention-goers got a taste of
something new as they were intro-
duced to metal roofing at this year’s
Early Bird Program.

Titled “Another Alternative in Metal
Roof Systems,” the program was mod-
erated by Tom Manson, Western Roof-
ing Co. The session featured a panel
of four metal system manufacturers
representatives: Tom Chaney, Armco
Building Systems; Kenneth Cole,
Binkley Co.; William DeVries, Roof
Systems, Inc. and Paul Nimitz, Butler
Mifg. Co.

With the help of slide presenta-
tions, the panelists acquainted the
audience with the art of metal roof-
ing, leaving enough time in their pro-
grams to hawk their own companies’
wares, of course.

After sketching a brief history of
the Butler Co., Nimitz gave his audi-
ence tips on selling standing seam
roof systems. Water-tightness, dura-
bility, energy efficiency and competi-
tive cost were all benefits he men-
tioned that make metal an attractive
and valid roofing solution.

Cole spoke on the development of
the standing seam roof. He explained
that the first real commercial break-
through for standing seam roof sys-
tems came in 1934 when the Armco
Co. roofed its first building. Another
significant development, according
to Cole, was the introduction of seam

Early Bird Program

ESPD

forming machines in the late 60s.

DeVries showed a series of slides
demonstrating a metal roof applica-
tion. The photos gave the contractors
in the audience a feel for the materi-
als, equipment and work metal sys-
tems require.

Moving quickly through the slides,
DeVries demonstrated how metal
roofing systems handle common
roofing designs and problems. “The
standing seam will fit any slope,
slant configuration and yes, even a
barrel roof,” he said.

Chaney finished the program by
showing how flashings are made on
a metal roof. He emphasized the need
for flashing compatibility with the
configuration and materials of the
roof system being used. In addition,
he said, flashings must provide a
watershed on the upslope side of the
penetration.

During the session’s question-and-
answer period, one contractor who
expressed an interest in becoming a
metal system installer asked why
roofing contractors were not being
allowed to enter the market in some
areas.

Two of the panelists explained that
it’s up to their established dealer/con-
tractors to perform the roofing work
in their areas or sub-contract it out.
The other two panelists received
laughter and applause when they
invited the gentleman to their booths
to see their systems.

Political columnist George Will (right) delivers a
sobering message during the opening lunch-
eon. Dr. Norman Vincent Peale (far right)
greets contractors after delivering a more posi-
tive talk at the member breakfast.
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With exotic new membranes
grabbing the headlines, it’s easy
to forget that conventional built-up
roofing is still the membrane of choice
for most roofing jobs.

“What’s Happening with BUR?,” a
convention general session, reminded
contractors that there’s still plenty of
life in the BUR trade.

Four panelists, representing built-
up roofing manufacturers, testified
to BUR’s vitality with presentations
ranging from the status of BUR per-
formance criteria documents to BUR
promotion to the roofing industry.

Speaking to session attendees were:
Richard Snyder, Asphalt Roofing
Manufacturers Association (ARMA);
Roger Bengtson, Manville Corp.; Ack
Blocher, CertainTeed Corp. and Robert
Heddens, Trumbull Asphalt.

The image of BUR has taken a beat-
ing in recent years from compet-
ing systems, according to Blocher. To
combat this, ARMA has created an
advertising and public relations cam-
paign designed to increase aware-
ness of BUR’s qualities.

Blocher said that BUR promotion
last year spoke to architects and spec-
ifiers. This year’s efforts would be
aimed at contractors and distributors.
Advertisements ARMA placed in
trade magazines have already genera-
ted over 5,000 responses, according
to Association statistics.

General Session

In the coming year, 50 ad place-
ments are planned to reach building
owners, contractors, distributors and
architects, Blocher added.

Also, a new logo, appearing on
bumper stickers and buttons, and
press releases featured in industry
publications have been created to
advance the BUR industry.

Bengtson described progress in
establishing performance criteria for
built-up roofing. “Our goal is zero
defects in roofing performance,”
he said.

To date, performance data has been
collected and a technical writer has
prepared an initial draft of a criteria
document. A rough draft was pre-
sented at the convention business
session “NRCA Recommended Appli-
cation Tolerances.”

Heddens spoke on asphalt quality
control. “Built-up roofing asphalt is
better than it ever has been,” he
asserted.

One of the reasons roofing asphalt
is criticized, according to Heddens,
is the proliferation of substandard
roofing asphalt “bought on price and
blind faith alone.”

Heddens believes the image of
roofing asphalt and the BUR industry
could be enhanced if contractors
would demand top quality asphalt
and apply it according to manufac-
turers’ specifications.

Experts explain
BUR s role
in the industry

tering record crowds.

A convention visitor’s harried glance sums up
the sometimes frustrating process of regis-
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“Sell value”
Joel Weldon
advises

oel Weldon struck with hurricane

force, pummeling his audience
with selling ideas, whipping up
enthusiasm and leaving behind a
roomful of energized attendees dur-
ing the business session, “Go for the
Gold—Sharpen Your Sales Skills to
Increase Profits” on Feb. 16.

Quickly building up to top speed,
Weldon of Joel H. Weldon & Associ-
ates, Inc., Scottsdale, Ariz. prepared
his audience for his high-velocity
performance.

“I can talk fast—150 words a min-
ute—and I go up to gusts of 250,” he
explained.

Weldon moves quickly as well. He
flipped the overhead projector on and
off repeatedly, walked up and down
the aisles and passed out information
sheets and his business cards—con-
tainers with the label, “Success comes
in cans, not cannots.”

Weldon focused on one theme: “sell
value, not price.”

He cited a survey conducted by the
firm of NRCA Senior Vice President
Wayne Mullis, Universal Roofers and
Builders, Inc. in Phoenix. The survey
revealed that price ranked fourth in
importance to a customer after: 1) a
company with integrity and stability,
2) complete clean-up after the job and
3) a guarantee.

According to Weldon, the client
often has the idea that a roofing con-
tractor “arrives 15 minutes late and a
bit rushed, quickly estimates the job,
works out the lowest possible price,

Business Sessions

E&PD

mails the proposal or leaves it in a
mailbox, hopes that the prospect calls
back with a ‘yes’ and if there’sno call in
afew weeks, the salesperson will write
off the prospect as a shopper, flake or
worse.”

What the professional roofing con-
tractor needs to do is “promise a lot
and deliver even more,” said Weldon.

The professional “confirms the time
and location before leaving, arrives at
the prospect’s location five minutes
early looking sharp, qualifies in depth
before selling the job, service, value
and company, anticipates the price
objection, estimates the job carefully
and at a fair profit, submits—in per-
son—a professional and complete pro-
posal and keeps following through
until a sale is made.”

Weldon stressed the importance of
remembering that the customer is the
boss. “Everything you now own or
will ever own, will be paid for by ‘the
boss,” the customer.”

He suggested that contractors ask
themselves a few questions: “What
can you do to increase your service?
How can you give them more? What
will you do to sell them value, not
price?”

The fury calmed down for only a
few minutes between sessions. Soon
Weldon was back up to full force,
electrifying the next group of eager
participants and encouraging them to
go for the gold (and the green) by
making their customers top priority.

NRCA President Burton Karp is interviewed by
NRCA TV Today’s Liza Burgess as he prepares
to cut the ribbon opening the record-breaking
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(11 I Yolerance” is an ironic term

when used to define stand-
ards for roof system applications.
Some participantsin the Feb. 16 work-
shop on NRCA’s recommended appli-
cation tolerances seemed to lose their
patience with the topic.

The Association’s fourtolerance task
forces and their chairmen are: built-
up roofing, Dick Baxter, Carolina
Roofing Service, Inc.; elastomeric,
Kurt Carlson, Roofing Systems, Inc.;
thermoplastic, Andrew Adler, Eagle
Roofing Systems Corp. and modified
bitumen, Zach Ellis, Z. Ellis Roofing
Co., Inc. These members were part of
a panel discussion on the task force
recommendations. Cy Tilsen, Tilsen
Roofing Co., moderated the presenta-
tion; NRCA Research Associate Bill
Cullen provided an introduction.

“Contractors are in the best posi-
tion to define application tolerances,”
Cullen said. They can determine
standards better than “some labora-

tory technician who tests one sample
and is often thousands of miles away TOlerances for

from the roofing job,” he added.

“We are the ones who will be there ro Of SYStemS
progressing

to be judged by these tolerances,”
Baxter concurred.

Panel members described their re-
search and listed the recommended
tolerances for each of the four roofing
systems.

The question-and-answer session
that followed elicited responses from
consultants, manufacturers’ represent-
atives, contractors and engineers. Def-
initions of voids, seam widths and
overrun amounts were the occasions
of some debate, as were the contrac-
tor’s responsibility and liability in
various situations.

Local, state and regional associa-
tions are asked to study the recom-
mendations, and members are urged
to provide feedback. The NRCA Ex-
ecutive Committee will file its report
with the Board of Directors in May.

“Professional programs were excellent.”

“Longer exhibit hours, please!”
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Phillips tells
the beauty and

danger of
bonds

bond can be either a safety net
ora snare depending on its lan-
guage. Getting the most out of bonds
without becoming enmeshed in legal
difficulties was the topic of the Feb. 16
convention business session “Bid-
ing and Construction Bonds.” Attor-
ney Steve Phillips of Hendrick, Spanos
& Phillips and contractor Doug Jones,
South Side Roofing Co., Inc. led the
discussion.

Phillips’ first suggestion to bond
holders was to make sure the com-
pany rather than an individual was
liable for any losses the bonding com-
pany might incur. It's common prac-
tice for bonding companies to require
someone just starting in business to
indemnify him or herself. As the
company becomes more secure, this
arrangement should be updated, ac-
cording to Phillips.

The construction attorney then
summarized three different types of
bonds: the labor and material pay-
ment bond, the performance bond

Business Sessions continued
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and the bid bond.

A labor and material payment bond
is a bond that assures that suppliers
and sub-contractors get paid for work
performed or materials delivered. A
performance bond is an agreement
that the work will be performed satis-
factorily and a bid bond is money put
up with abond that will be forfeited if a
contract is not entered into after the bid
is let.

Using standard bid documents from
the American Institute of Architects
(AIA), Phillips reviewed the good and
bad points about bonds. He pointed out
clauses to watch forand provisions that
contractors or sub-contractors should
demand before signing. Time limits
and claiming requirements that com-
monly occur in bond language were
also discussed.

Jones explained how his company
develops bids on reroofing work,
showing the audience a useful check-
list for examining a rooftop to deter-
mine the work to be done.

Maintenance is
necessary for
long roof life
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‘A car needs more than just gas

to run properly. It needs year-
ly maintenance, and so it is with a
roof,” said John Bradford, Bradford
Roofing & Insulation Co., Billings,
Mont.

Bradford joined panelists John Van
Wagoner, Prospect Industries, Inc.,
McLean, Va. and Gaylord Blue,
Blue’s Roofing Co., San Jose, Calif.
for the business session, “How to
Establish a Roof Maintenance Pro-
gram” Feb. 16.

“People need to be reminded that
it’s hotter, wetter, colder and windier
up there than anywhere else,” Brad-
ford said.

He advised that inspections be
conducted at regular intervals and
immediate corrective action taken
once a problem is discovered.

“The benefits of a preventive main-
tenance plan are leak-free buildings
and longer-lasting roof systems,”
Bradford said.

He described three types of popu-
lar preventive maintenance programs.

In the self-administered type, the
owner develops the plan and assigns
follow-up responsibility to a staff
member; in the contracted service
method, the owner hires an outside
firm and in the self-administered with
consultant service type, the own-
er maintains control over the program
but hires a specialist to do the work.
Van Wagoner used material from his
ownsuccessful maintenance program
to explain the details that must be con-
sidered when designing programs.

Blue offered suggestions on mar-
keting a maintenance program. He
also explained what happens when
you market too well—his company
can no longer accommodate addi-
tional clients due to the program’s
popularity.

All three emphasized that preven-
tive maintenance programs are not
meant to be cure-alls.

“You can only make the roof last
for its designed life,” Bradford con-
cluded.



P rofessionalism, the key word of
this year’s convention, starts on
the roof with capable and healthy field
workers, according to Roy Johnson,
president of the United Union of Roof-
ers, Waterproofers & Allied Workers
(RW&A).

Atthebusiness session, “The United
Union—What We’re All About,” Feb.
16, contractors were introduced to
Union programs designed to educate,
protect and improve the Union mem-
ber on the roof.

Johnson moderated the meeting.
He was joined by vice presidents
Joseph Wiederkehr and John Amie
as well as Adele Hazel, Robert Krul,
John Barnhard and Dr. Andrew
Molchon.

Apprenticeship Coordinator Robert
Krul emphasized the importance of
the Union’s goal of proper training for
its members. “The information neces-
sary to accomplish this goal,” he said,
“must be administered where it’s go-
ing to do the most good. And that’s
down at the level of the workforce.”

John Barnhard of the Union’s safe-
ty and health department outlined
RW&A’s most recent health investi-
gations. According to Barnhard, the

Union is working with the National
Institute of Occupational Safety and
Health (NIOSH) to evaluate the risks
associated with chemical solvents
and single-ply membranes.

As information is collected, the Un-
ion will be distributing material data
sheetsand safe handling recommenda-
tions to local unions and contractors.

The Union-produced movie “High
Risk” was also screened, giving con-
tractors a look at some of the Union’s
safety concerns.

The rest of the panel presented the
Union’s Roofers’ Assistance Program
(RAP). The program offers assistance
to Union members with drug or alco-
hol problems. Davis told the contrac-
tors that the RAP program demon-
strates the Union’s responsibility “to
provide you with healthy roofers and
waterproofers who are also alcohol-
and drug-free.”

In response to a question from the
audience, Johnson assured the con-
tractors that the Union wants to work
with them to make them more com-
petitive with nonunion employers.
“We’ve got to put aside what hap-
pened in the past and go on from
here,” he said.

Union programs
protect and
train workers
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NRCA execs
urge affiliate
cooperation

30-April 1984/Roofing Spec

“Partners in Progress,” the title
of the affiliate rap session on
Feb. 17, accurately sums up NRCA’s
relations with affiliate groups, accord-
ing to session panelists.

“We can have a greater impact on
the roofing industry if we join forces
than if we work alone,” said NRCA
Executive Vice President Fred Good.

Good joined NRCA President
Burton Karp, The Eagle Group, West
Hartford, Conn. and former president
John Zamrzla, Western Pacific Roof-
ing Corp., Lancaster, Calif. in a lively
session.

“We’re not looking for blind sup-
port from affiliates, but we want them
to know the facts behind our pro-
grams—they’re well-researched and
beneficial,” Good said.

Karp added, “If we're going to
be professional roofing contractors,
we’ve got to assist our members in
fulfilling this goal. And the best way
to do this is through the affiliates.”

The panelists outlined four areas
where cooperation would further
professionalism in the industry—
education, promotion, government
involvement and technical services.

Professionalism through

education

Education is the key to improved
workmanship, according to Karp.
NRCA'’s seminars and worker training
programs offer contractors, supervi-
sors and field workers the chance to
gain a thorough knowledge of the
industry. And, the Association’s
Academy of Roofing Contractors
(ARC) Program recognizes contrac-
tors committed to education, profes-
sionalism and quality roofing.

The question of competition be-
tween NRCA’s education programs
and the Roofing Industry Educational
Institute’s (RIEI) was raised at the
session.

“NRCA was in the education busi-
ness prior to RIEL,” Good said. “And
there is a very strong feeling among
our educational committees and our
membership that it is important that
NRCA continues to express the opin-
ions of the contractor group.”

Rap Sessions

“There is room for both of us to tell
the story,” Zamrzla said.

Promotion benefits

everyone

Promotion is another vital area of
concern for both the Association and
the affiliates. The Professional Roofing
Contractor program, a promotional
project planned to celebrate NRCA’s
centennial, is designed to benefit
everyone from the Association to the
individual contractor.

One of the project’s first tasks is to
promote the industry to the contrac-
tors themselves. “Our workers have
to start feeling good about themselves
and take pride in their profession,”
Karp said. “Be proud of being a roof-
ing contractor.

“Once we get our image, our excite-
ment and our pride up, then we can
convince the public.”

Some objections to the program
were raised by session attendees.
“Isn’t NRCA an association that caters
to the ‘big boys of the industry, and
doesn’t the public relations campaign
illustrate the point?” one asked.

Not so, insists Good. “We are inter-
ested in the professionalism of all roof-
ing contractors, big and small.”

Advertisements that proclaim,
“Insist on a Professional Roofing Con-
tractor” present the opportunity for an
affiliate designation, while emphasiz-
ing the roofing industry as a whole,
according to Good.

Karp echoes Good’s sentiments.
“The public relations program has got
to start at the grassroots level if it’s
going to succeed. We're going to need
a lot of support and cooperation.”

Politicking opens doors

Government relations, the third area
where cooperation is necessary, was
explained by Zamrzla.

“Many of you (affiliates) have done
a magnificent job on your own, but
join with us—do it as an industry,”
he said.

“Even if there isn’t an axe to grind,
by politicking, we’ll open doors so
that if we have a problem, we’ve got
some people to talk to.”



Technical Services

works for all

In the technical area, NRCA's Tech-
nical Services Department and Techni-
cal Operating Committee continue to
develop documents, bulletins and
specifications affecting every roofing
contractor.

In particular, Karp cited the origi-
nation of application tolerances as an
important task of the Association.

“The (U.S)) Air Force manual came
out with tolerances and we couldn’t
live with them, and the manufactur-
ers themselves have manuals without
tolerances,” Karp said.

“There is no such thing as zero tol-
erances in the roofing business.”

As a result, NRCA undertook the
job. Karp explained that in two years,
the tolerances have gone from com-
mittee to committee and back again
to get 100 percent agreement.

“We're hearing that some members
still are not happy, so now we’re go-
ing to the affiliates,” he said.

“We want the best for everyone.”

Better communications
suggested

Among the suggestions emerging
from the lengthy affiliate session
was the publication of an affiliate
handbook.

“The development of a handbook
for affiliates would explain NRCA
functions, programs, publications

and staff responsibilities,” Good said.
“This is a good way to increase com-
munication with one another.”

Other ways of spreading Associa-
tion news to the affiliates were also
discussed. At a meeting held last
summer, also titled “Partners in
Progress,” affiliate presidents and
executive staff members from 23
states and Canada discussed ways
of strengthening the relationship be-
tween NRCA and the affiliates.

Because of the positive response to
this meeting, Good would like to see
more, several times a year, if affiliates
can pay their own way.

Affiliates also asked for NRCA rep-
resentation at their local meetings.
Good suggested that this be done by
sending an NRCA Board member
to a session to answer questions
informally.

Zamrzla believes both sides need
to participate. “We need to put forth a
team effort for the roofing industry,”
he said.

Patricia Appelhans, director of
Member Services, is the staff contact
for affiliates, Zamrzla mentioned.

These industry leaders are con-
vinced that by exchanging informa-
tion and pooling resources roofing
professionalism will increase. Coop-
eration and communication are the
keys. Good summed up the senti-
ment of the meeting when he said,
“We’re not pulling each other apart;
we’re partners.”

Affiliates

continued

Convention visitor Wendell Keith (left) gets his nose tweaked by the mysterious moving hand at the Karnak Chemical Corp. booth on the exhibit floor.
Brightly dressed clowns (right) add a festive touch to the circus revelry theme party.
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The bitumen’s
modified but
safe handling
is still a must

M odified bitumen membranes
have changed the look of the
roofing work-site, replacing the smok-
ing kettle with a hand-held torch
spewing gas-fired flame.

But one thing remains the same
even for modified bitumen opera-
tions: the need for a safe workplace.
In fact, modified bitumens and the
equipment used to install them have
brought their own dangers to the
rooftop.

At the “Modified Bitumen” rap ses-
sion Feb. 17, four contractors outlined
their methods for working safely with
this membrane that incorporates bitu-
men and reinforcement in a single
sheet.

The four panelists were moderator
Tom Manson, Western Roofing Co.;
Harold Biebel, Biebel Bros., Inc.; Zach
Ellis, Z. Ellis Roofing Co. and Bill
Kugler, United Materials, Inc.

The contractors outlined a long list
of safety considerations for working
with modified bitumen. Because the
membrane must be heated with a
torch to adhere it to the substrate,
extra precautions must be taken,
according to the panelists.

Ellis stressed the importance of a
safety attitude among employees. In
addition, he laid out several safety
points that, in his words, “have kept
me out of trouble.”

Ellis recommends:

B Know your materials and equip-
ment; check the proper gauge set-
tings and be aware of the tempera-
tures with which you are working.

B Examine and maintain equipment
in safe working order.

Rap Sessions Continued
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B Use a torch with a pilot light and a
safety stand.

B Never torch directly to wood, cant
strips, plastic insulation or other
flammable materials.

B Wear proper clothing—long-sleeve
shirts and high top shoes.

B Keep a fire extinguisher handy at
all times.

B Double-check a job before you
leave, making sure there are no
smoldering areas that can burst
into flame later.

Kugler added his own points to
Ellis’ list, emphasizing the need for
writing a safety program, training
field workers and maintaining
equipment.

Biebel, who works with hot-
mopped modified bitumen, added
safe kettle operating procedures to
the list.

Following the prepared presenta-
tions, members of the audience re-
quested clarification of some safety
points. One person asked about the
danger from fumes as the roll is
torched. Some fumes may be given
off, it was conceded, and for this rea-
son Kugler recommends torches that
will allow the workers to stand up as
they apply the roll.

Kugler told the audience that the
session wasn’t intended to discourage
anyone from using modified bitumen.
“T've presented some of the bad side
here so that it's an awakening process,”
he said. “If we address it properly there
really isn’t a big concern.”

“The shuttle buses were very convenient.”

“Change the schedule so we can attend all educational workshops.”

“Keep up the good work”

“Hot peanut soup and fried robins?”
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I s it better to lease or purchase
equipment? Convention goers re-
ceived sound advice on the subject at
a Feb. 17 NRCA rap session.

Panelists were: moderator Donald
McNamara, F.J.A. Christiansen Roof-
ing Co., Inc.; Robert Taylor IV, CPA,
Ernst & Whinney; Mel Stephenson,
Liquid Asphalt Systems and John
Harper, CPA, Harper & Co.

“Generally speaking, it is better to
purchase than to lease,” said Harper.
“The contractor may be able to ac-
quire the equipment at a cost lower
than the lessor has calculated into the
lease payment, the interest rate the
lessor has used to calculate the lease
payment may be higher than the con-
tractor can borrow funds for and the
contractor will retain the tax advan-
tages of purchasing the equipment.”

There is also a misconception con-

cerning the tax advantages to leas-
ing. “It is less tax advantageous (to
lease) because the contractor gives up
the investment tax credit and acceler-
ated depreciation deduction,” Harper
explained.

There are situations, however,
where leasing equipment is the better
choice “if purchasing the equipment
would use borrowing power the com-
pany needed for other purposes, or
where the ability to borrow is severe-
ly limited,” according to Harper.

The panelists urged roofing con-
tractors to look closely at their busi-
nesses and consider all variables be-
fore making a decision. The right
answer in one situation may be the
wrong answer in another case.

Both Harper and Taylor provided
attendees with helpful handouts, de-
tailing the pros and cons of equip-
ment purchasing and leasing.

Usually,
buying’s the
better buy

t its 1983 convention, the National

Roofing Contractors Association

(NRCA) unveiled the Accredited Roof-
ing Contractor (ARC) program.

In the year since then, the pro-
gram’s name has been changed to the
Academy of Roofing Contractors—its
acronym has remained the same—
and 126 contractors have become
ARC candidates. Two contractors
have already received their ARC
certification.

At a Feb. 17 rap session, five panel-
ists brought their audience up to date
on the program. Moderating the
session was Robert T. “Country”
Harrison, Greenville Roofing Co. Pre-
senting information on the ARC pro-
gram were Charles Griffiths, Jr.,
Binghamton Slag Roofing Co., Inc.;
Michael Promen, Clark Roofing Co.;
Marlin Potteiger, Mueller-Potteiger,
Inc. and Alan Grayson, NRCA.

The ARC program, according to
Griffiths, concentrates on proper in-
stallation of the roof membrane.
“Without proper installation, no mat-
ter how good the design is, no matter
how good the materials, we have
problems,” he said.

By encouraging education, the pro-
gram attempts to improve workman-
ship, Griffiths explained.

Alan Grayson, director of NRCA’s
Education Department, outlined pro-
gram requirements. An ARC candi-
dacy is good for a period of two years,
Grayson said. Within this time, a
contractor and his or her employees

must participate in a certain number
of hours of education.

“Upon attainment of the require-
ments, a plaque is issued,” Grayson
said. “And it is issued for a period of
two years. At the end of the two years,
the company must requalify on an an-
nual basis.”

Potteiger described some of the
changes made to the program during
the last year. The name change was
necessary, he said, because “we are
not accrediting anybody, we are es-
tablishing a learning process for roof-
ing contractors and their people.”

The grandfather clause that allowed
credit for education received prior to
the beginning of the program has also
been extended, according to Potteiger.
The clause will now be in effect until
Jan. 1, 1984 and will apply to courses
takenasearlyasMarch 1, 1982 or, in the
case of Roofing Industry Education
Institute (RIEI) courses, Jan. 1, 1982.

Promen, whose company has re-
ceived its ARC certification, told the
audience how he went about educat-
ing his employees.

“We talked about workmanship an
awful lot,” he said. The company
relied heavily on prepared educa-
tional materials, bringing workers in
on weekends to view them.

Several questions were raised about
what educational materials might
qualify for ARC credit. Potteiger said,
“Really, any training that you're giv-
ing your men that applies toward mak-
ing them better at their profession.”

ARC program
is updated
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Good
marketing no

always the

most expensive

arketing does not live by bread

alone. According to Wayne
Mullis, Mike Beldon, Chris Cronin
and Bennett Hutchison, big bucks do
not necessarily mean a successful ad-
vertising program.

These four roofing contractors were
part of a panel presentation on “Con-
tractor Marketing Strategy” Feb. 17
during the NRCA annual convention.

Although the panelists’ business
operations and geographic areas var-
ied widely, their message was consis-
tent: before spending any money on
advertising, the contractor should re-
search the marketplace and deter-
mine a plan of action.

“Don’t go out and start spending
money on TV ads,” Wayne Mullis of
Universal Roofers in Phoenix said.
“Find out what your market is.
Decide whom you want to reach. And
hire a good agency.”

“If you want long-term effects, if
you want to build an image, there’s a
lot of ways to do it,” Mike Beldon
commented. “If you decide you want
to make the phone ring tomorrow—
that’s different.”

Beldon is president of Beldon Roof-
ing and Remodeling in San Antonio.

Chris Cronin agrees with the im-
portance of selecting the right mate-

Rap Sessions Continued

&SPD

rial for the right contact. Cronin is
with Knickerbocker Roofing/Paving
Co., Inc. in Harvey, Ill. “We do a lot of
analysis on who is making the deci-
sion. Who’s buying this? We concen-
trate our efforts on those people,” he
said. Cronin favors the one-on-one
approach, or, as he puts it, “quality
and service with a personal touch.”

“We feel we garner a share of the
market just by having our people in
our customers’ offices, asking about
their needs,” Bennett Hutchison III,
Tip Top Roofers, Inc. in Atlanta con-
curs. “Do you always buy the lowest
priced product?” he asked. “Our com-
pany doesn’t. We buy from the people
who are in our offices, the people who
call on us.”

The panelists fielded questions from
a cost-conscious audience on eco-
nomic ways of gaining recognition in
the community and the percentages of
company sales that should be plowed
back into advertising. The panelists
suggested more inexpensive forms of
exposure, such as radio ads, job-site
signs and free informational literature
for homeowners.

“Once again, it depends on your
market,” Beldon reiterated. “My most
expensive ad was not my most
successful.”

Cold-applied
good but not

a miracle
in a can
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I ts detractors often refer to it sar-
castically as the “miracle in a
can,” while its supporters point to its
role in roofing systems that last past
the 10-year mark.

Many of the pros and cons of cold-
applied liquid systems were discussed
during a convention rap session on
Feb. 17 with four contractors and one
materials supplier. The panelists pre-
sented slides of successful roofing
jobs, depicting various materials and
proper installation practices.

The five panelists were: moderator
Richard Yohe, Maco Coatings and
Technicote Corp.; Ron Cammel,
Consolidated Enterprises, Inc.; Dick
Freudenthal, Stanislaus Roofing,
Inc.; Don McCord, Phillips Fibers
Corp. and John Rice, Allstate Roofing
Co., Inc.

“It’s a good alternative,” Yohe said,
reporting on the economics of using
cold-applied. He provided a chart
that listed cost differences between
various roofing systems’ materials.

Cammel briefly outlined the proce-
dure his firm follows for resaturation
jobs. “We inspect the roof and take
core samples, then we clean off loose
gravel, patch with a good mastic and
membrane, flash, spray or brush on
the coating and apply clean gravel.”

When the durability of the system
was challenged by the audience, the
panelists responded that all materi-
als, whether single-ply, BUR or cold-
applied, are only as good as the
workers that install them and the
company that backs the system.

“We do not sell a miracle in a can,”
Cammel said.



CONGRATULATIONS

To the
NRCA Staff and
Contractor Miembers
on an outstanding
Convention and
Product Show
in Atlanta

9,

Firestone



Mullis,
Harrison head

84-85 officers
slate

NRCA Senior Vice President Wayne Mullis an
wife Janie.

Senior Vice President Elect
Robert T. “Country” Harrison.

ayne I. Mullis of Universal

Roofers and Builders, Phoe-
nix, Ariz. will become the 94th presi-
dent of the National Roofing Con-
tractors Association (NRCA).

The 1984-85 slate of officers and
directors was elected at NRCA's 97th
Annual Convention & Exhibit in
Atlanta, Ga., February 14-17.

Mullis, who is presently serving as
senior vice president to the Associa-
tion, will assume NRCA's top position
for a one-year term starting June 1,
1984.

Mullis was the vice president liai-
son for the Education Service Group
and served on the following commit-
tees: Audit, Budget and Finance,
Education Operating, Roofing Sys-
tems Technical and the Industry Liai-
son Group.

He is a member of the Associated
General Contractors, Midwest Roof-
ing Contractors Association, Arizona
Roofers Association and the Western
States Roofing Association.

Elected to the position of senior
vice president was Robert T. Harrison
of Greenville Roofing Co., Green-
ville, S.C. Harrison recently comple-
ted one year of a two-year term as vice
president.

As a vice president, Harrison
served on the Executive Committee
and was responsible for overseeing
NRCA'’s educational program.

Officers and Directors

Newly elected NRCA vice presidents (from left) Charles Griffiths, Jr., Zach Ellis,
Donald McNamara and Larry Carlson.
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Harrison is a past president of the
Carolinas Roofing & Sheet Metal Con-
tractors Association and a member
of the Construction Specifications
Institute and Associated General
Contractors.

Elected to vice presidential posi-
tions for two-year terms were Larry
Carlson of Carlson Roofing Co., Inc.,
Rockford, 11.; Charles Griffiths, Jr. of
Binghamton Slag Roofing Co., Inc.,
Binghamton, N.Y. and Donald
McNamara of FJ.A. Christiansen,
Milwaukee, Wis.

Zach Ellis of Z. Ellis Roofing
Co., Inc., Kenner, La. will replace
Harrison as vice president for one
year.

Continuing as vice presidents are:
John Carruth, Jr. of Carruth Roofing
Co., Inc., Miami, Fla. and Michael
Promen of Clark Roofing Co., Broad-
view, I1L

NRCA also elected one-third of its
48 board directors to serve three-year
terms: Michael Beldon, Beldon Roof-
ing & Remodeling Co., San Antonio,
Texas; Bob Bellitt, Arapahoe Roofing
& S/M, Inc., Broomfield, Colo.;
Michael Bowling, Joseph S. Bowling
Co., Inc., Louisville, Ky.; John L.
Brown, Jr., Robertson Roofing Co.,
Inc., Delray Beach, Fla.; William
Hamlin, Jr., The Hamlin Companies,
Garner, N.C.; Bennett Hutchison III,
Tip Top Roofers, Inc., Atlanta, Ga.;
John Jarvi, Henry Reuter & Sons,
Inc., Kankakee, Ill.; Vernon Larson,
Ettel and Franz Co., St. Paul, Minne-
sota; John Lloyd, L.R. Lloyd Co.,
Uniontown, Penn.; Bruce Martin,
AN-CO Roofing, Inc., Woodinville,
Wash.; William Steed, Tip Top Roof-
ing & S/M, Inc., Huntsville, Ala.;
Anthony Taresco, Liberty Roofing
Co., Inc., Baltimore, Md.; Robert
Therrien, Al Melanson Co., Inc.,
Keen, N.H.; Cyril Tilsen, Tilsen
Roofing Co., Madison, Wis.; John
Van Wagoner, Prospect Industries,
Inc., McLean, Va.; John Wright, John
L. Wright Co., Albuquerque, N.M.

Elected to a two-year term was
Joseph Becker, Modern Roof & Insu-
lation Co., Pocatello, Idaho.
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ohnny Zamrzla, president of West-

ern Pacific Roofing Corp. in Lan-
caster, Calif. and a powerful force
behind the National Roofing Contrac-
tors Association, captured NRCA’s
most prestigious prize at its annual
convention in Atlanta. Zamrzla ac-
cepted the J. A. Piper Award for out-
standing service to the profession
before 1,500 of his colleagues and
their guests at the NRCA dinner
dance Feb. 17.

Sam Piper, J. A. Piper Roofing Co.,
Greenville, S.C., made the presenta-
tion. Piper is the son of the late J. A.
and the 1983 award recipient.

Piper highlighted Zamrzla’s busi-
ness and civic career against a back-
drop of historical events. Beginning
in 1960, Zamrzla’s first year as a con-
tractor, Piper described the political,
social and economic factors that in-
fluenced his work.

Zamrzla served as NRCA president
in 1981-82. Throughout the last 15
years, he has been involved in virtu-
ally every area of Association con-

J.A. Piper Award

cern, including labor, technical oper-
ations, safety, budget and finance and
affiliate relations. Most recently, he
has concentrated his efforts on the
Association’s upcoming centennial
celebration in 1986 and the NRCA
Political Action Committee. Citing
Zamrzla’s “driving need to keep his
commitments,” Piper said, “This list
of activities and committees, how-
ever impressive, is not the real mea-
sure of this man. It is important that
he has consistently given the extra
effort, even though there might have
been personal or financial sacrifice.”

The Piper Award was established
in 1947 J. A. Piper was president of
NRCA in 1932-33 and is credited
with holding the Association to-
gether during the difficult Depres-
sion years.

“Next year, when I present the
award, I may be able to talk about
what it was like to receive it,”
Zamrzla commented following the
ceremony. “Right now, it’s just too
much for me.”

Zamrzla
captures
Piper Award

Former NRCA president and J.A. Piper Award
winner Johnny Zamrzla and wife Pam.

i

Arnie Schmautz and his wife
get acquainted with their new
purchase, an appaloosa stud
colt named Chinook’s Roofer.
Schmautz submitted the win-
ning bid for the horse at the
NRCA PAC party auction.

Convention visiter Vernon
Levisay gets into the spirit of
things at the theme party.
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Can we talk?

Building pros, homeowners
tell us what they think of
roofing contractors

By Christine Nolen Taylor

A s Larry Sachnowitz, president of Gulf State Adver-
tising Agency in Houston, says, “It's not what you
think people think that’s important. It's what they think.”
I think.

As part of the groundwork for its new public relations
campaign, NRCA decided to stop guessing about its pub-
lic image and find out for sure. Gulf State, the agency
handling the campaign, contracted with Strategic Plan-
ners, Inc. of Houston to design, conduct and analyze a
survey of building professionals and consumers. The
results were reported at a general session during the
NRCA’s Feb. 14-17 annual convention in Atlanta. The
session served as a kickoff for the public relations pro-
gram, which will tie in with the Association’s centennial
celebration in 1986.

Two distinct groups were surveyed, using two differ-
ent questionnaires. The first group consisted of 421
building professionals—architects, general contractors
and developer/builders. The second group was composed
of 400 homeowners.

Trade survey results
The primary purpose of the building professional sur-
vey was to determine:

B the general image of various contractor groups, in-
cluding mechanical, electrical, plumbing, roofing and
painting;

B the professional’s awareness level of trade associations
affiliated with the roofing business, particularly NRCA;

B the Association’s image, as perceived by trade groups;

B aroofing association name preference;

B the trade and business publications read most fre-
quently by the group surveyed and

B the degree of interest in a toll-free roofing information
service.

Roofing contractors came in dead last among the vari-
ous types of contractors evaluated, although the variance
in the 1 to 5 (best to worst) ratings—2.20 to 2.97—was
minimal.
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“The contractor’s image is more negative with build-
ing owners and developers (2.49) and architects (2.50)
than with general contractors (2.21),” the research report
stated. “On a national basis, roofing contractors are best
described as having a neutral image. The important
point is that they have the poorest image of the types of
contractors evaluated.

“In a relative sense, they were last.”

The researchers found that the building professionals
had a low level of awareness of NRCA. Only 12.4 percent
of the respondents could remember and mention the
Association without prompting from the interviewer.

“Architects had by far the highest level of unaided
recall of NRCA, with 23 percent,” the researchers said.
Gulf State Advertising Agency added, “The overall level
of unaided awareness is below what would be desirable,
especially if the NRCA name is to contribute indirectly to
the local roofing contractor’s marketing effort.”

A total of 37.8 percent of the survey respondents
recalled hearing about the Association when prompted
by the interviewer; the image these people had of NRCA
was essentially neutral. Once again, the image was more
positive among architects than among building owners/
developers and general contractors.

On a brighter note, the name “National Roofing Con-
tractors Association” was chosen by 48.7 percent of the
trade professionals as the term that best conveys “trust,
quality and integrity.”

“There is no compelling reason to consider changing
the organization’s name,” the agency commented. “This
is especially true as the name will be 100 years old in
three years.” Judging by the level of response to the other
names, however, the agency suggested using the words
“professional” and “America” in campaign-support-
ing roles.

An astonishing 84.4 percent of architects were at least
“very interested” in a toll-free roofing information line.
Overall, 62 percent of the building professionals ex-
pressed interest. The Wall Street Journal was the busi-
ness publication mentioned most consistently by this
group, which is an important statistic in view of poten-
tial advertising vehicles for the public relations program.



Consumer survey results

The interviews conducted with 400 homeowners were
designed to reveal the public’s perception of roofing con-
tractors and to target specific sectors on which the Asso-
ciation should concentrate its public relations efforts.
The stated purpose of the survey was to:

W assess the roof repair/replacement rate for owner-
occupied houses in the U.S;

B determine where homeowners typically hear about
roofing contractors;

B assess what factors influence a homeowner’s decision
to use a specific contractor;

B estimate the consumers awareness level of the NRCA;

B determine the level of interest in a toll-free roofing
information number and

B evaluate the preference for an association name.

Perhaps the most startling statistic was that more than
20 percent of the respondents had either repaired or
replaced their homes’ roofs within the last year; an addi-
tional 15.8 percent had done so within the last three
years.

“This level of home roofing activity translates into a
significant market potential,” Gulf State commented.

“Considering the number of single-family, owner-occu-
pied homes in the U.S., this represents an annual nation-
wide potential of about 9.8 million roof repair or
replacement jobs. Within a three-year period, this poten-
tial expands to 17.1 million American homes that will
have some form of roof work performed.”

Before you get too excited, you should take note of a
second surprising statistic revealed in the interviewing
process. A total of 22.5 percent of those questioned said
they did their own roofing work. Not to be discouraged,
Gulf State comments: “These responses are probably
concentrated in roof repair. This consumer attitude
means that significant market potential exists for a type
of service that is different from what roofing contractors
have traditionally supplied. Two things are required:
roofing materials and helpful advice.

“The do-it-yourself market is not for all contractors,”
the Agency continued. “But it presents an opportunity
for some who are willing to develop a new segment for
their businesses.”

For homeowners who did work with a contractor, a
whopping 57.3 percent depended on referrals from
friends or relatives in making their choices.

“Reliance on strong word-of-mouth promotion is not

continued on following page

REPAIR/REPLACE FREQUENCY

The survey of home-
owners revealed that
more than 20 percent

1Y 3 Yrs.

5 Yrs.

had repaired or re-
placed roofs within the
last year.

5+ Yrs.
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What they think

continued

unusual for service markets,” the report said. Discount-
ing those who did their own work, the next most fre-
quently used source was builders with 6.2 percent.
Newspaper, yellow page and radio advertising netted
only 5 percent combined. “Advertising played only a
minor information role,” the researchers concluded.

When questioned about the factors that contributed to
their decision to use particular contractors, 21.3 percent
of the consumers mentioned “best price.”

“While price must be considered to be important, it is
not the dominant factor in selecting a specific contrac-
tor,” researchers commented. “Several of the individual
responses can be considered different dimensions of a
single factor—the roofing contractor’s image or reputa-
tion. For example, quality of workmanship (18 percent),
friend’s or relative’s recommendation (12.4) and techni-
cal knowledge (10 percent) all combine to form an image
in the consumer’s mind.

“In total, these factors were mentioned by about 45
percent of the survey respondents,” the researchers
pointed out.

The respondents had no strong opinion about what
NRCA should be called. More than 90 percent had never
heard of the Association.

“The implication of this response is that NRCA has no
special image with American homeowners,” Gulf State
said, undaunted. “The advantage of a neutral position is
that NRCA can build the level of awareness any way the
Association desires.”

Almost 44 percent of the homeowners had “absolutely
no interest” in a toll-free roofing information line. The
advertising agency suggests that this idea be re-evaluated
after the roofing profession receives some exposure from
its national campaign, stating that “the homeowners’
perception of this service might be altered.”

We can get there from here
The results of this market study will be used in deter-

mining the direction of the public relations program.
Advertising placed in various media will encourage the
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Word-of-mouth (above) and low price (below) both contribute to the
homeowner’s decision in selecting a contractor.

public to “Insist on a professional roofing contractor.” For
a summary of the market research survey and analysis,
contact the NRCA office. 5
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Quickly and easily confirms reports of moisture sur-
veys. Ideal for checking re-roof jobs prior to tear-offs.
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WITH A SYENERGY-DESIGNED RUBBER ROOF.

When you Syenergize, you not only get a state-
of-the-art EPDM rubber roof for your industrial or
commercial building. You also get a choice between
a black or white membrane. And personalized service
that's unmatched in the industry.

That means we sit down with you first and ham-
mer out details. You get a full report of our findings
and recommendations. In writing. For your approval.

It means we personally train every roofer who
will work on your project. And oversee his work once
he's up top.

It means a final inspection to make sure that our
standards and your satisfaction are met.

Of course, Syenergy gives you a superior EPDM
rubber roof system. We have a full range of black or
white membranes, with Factory Mutual or UL listings.
Contractors like our unique Plate Bonding and BOSS
application procedures. Building owners love the
durability and exceptional insulation qualities. And
we back our work with 6 and 12-year labor and
material guarantees.

To find out how Syenergy can solve your indus-
trial or commercial roofing problems, give us a call

SVENERGVED

INNOVATIVE EXTERIOR SYSTEMS
SYENERGY METHODS, INCORPORATED

1367 ELMWOOD AVENUE e CRANSTON, RHODE ISLAND 02910 e (401) 467-2600 e 1-800-221-ROOF

Check #683 on Reader Service Card



Biebel Bros. reroof the fabulous Fox;
movie palace’s original grandeur restored

R oofing the famous Fox Theatre in St. Louis is a fam-
ily tradition for NRCA member Biebel Bros., Inc.
Roofing Contractors.

The Fox Theatre stands as an opulent memorial to
changing American habits. Its carefully restored details
and appointments remind us of the glitter and glamour
of our movie-going past, while its state-of-the-art roof
shows us how far our industry has come.

The Biebels have been a vital part of the landmark the-
atre’s history. The company put the original tar and
asphalt roof on the Fox when it was built in 1928; they
used asbestos to reroof it in 1963 and chose a modified
bitumen system when they were selected for the Theatre
restoration in 1982.

Playing the palace

The Theatre was built by William Fox, owner of Fox
Films (now Twentieth Century Fox) and the Fox Theatre
chain. Fox made his fortune from the development of the
Movietone process, which was the first feasible sound
system for films. He owned hundreds of theatres in the
U.S. and Europe and the most powerful studio in the
1920s.
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Aronberg & Fried Contractors began construction on
the St. Louis Fox in 1927 Christmas Day, 1928 was the
targeted opening date, but there were delays and the The-
atre actually opened January 31, 1929. Even with the
delays, the structure took less than two years to complete.

The cost: a cool $6 million, a price virtually unheard of
in the 20s. (It is estimated that the same project would
cost more than $60 million today) The Fox is one of the
most expensive movie palaces ever built. A comment
attributed to Marcus Loew, another theatre mogul, was
the prevailing sentiment of the day: “We don’t sell tickets
to movies; we sell tickets to theatres.”

C. Howard Crane, one of the leading movie palace
architects of the period, designed the structure. Eve Leo
Fox, wife of the movie tycoon, traveled the world study-
ing architectural styles and worked with Crane on the
final plans. She spent an additional $700,000 to decorate
the Theatre’s interior. The style is called “Siamese
Byzantine,” which basically means a mass confusion of
Indian, Moorish, Egyptian, Babylonian and Far Eastern
motifs, with a healthy dose of Eve Leo’s weird imagina-
tion thrown in.



Visiting the bizarre

Elaborate paintings, sculpture and furnishings once
adorned the main room and the lobby. One of the crown-
ing features is the 13-foot-diameter, 2,000-pound chan-
delier, enhanced by 1,244 pieces of jeweled glass and 159
light bulbs. The plaster finishes on surfaces simulate
marble, the walls are hand-stenciled, the bathroom fix-
tures marble, the elevators leather-lined, the chairs vel-
vet; gilt paint is everywhere.

The jeweled grand lobby of the Fox was designed to
recall ancient Indian buildings. The 90-foot room with
rows of flanking columns is reminiscent of the rock-cut
Buddhist monastery halls built in India between 200 B.C.
and 200 A.D. The grand staircase is flanked by lions and
sea monsters and the terrazzo lobby floor originally was
covered with a crimson and gold chenille carpet im-
ported from Czechoslovakia. The giant Wurlitzer organ
was one of five of its type ever constructed, with 2,700
pipes. It was called a “Jesse Crawford” after the musi-
cian who revolutionized the style of theatre organ music
in the 20s.

For 50 cents each, more than 5,000 people could lose
themselves in the splendor and enchantment of a regal
edifice, complete with live entertainment, music from
two organs and a complete symphony orchestra, Fox
Movietone News and of course the talkie.

The Fox was one of the first theatres built with full
“talkie” equipment for the Movietone process. The The-
atre was also one of the first to be fully air-conditioned
and offer two passenger elevators to the upper levels.

On October 8, 1976, the Fox’s historic relevance was
recognized when it was accepted into the National Regis-
ter of Historic Places.

Unfortunately, this did not prevent the continued wan-
ing of its glory days. The Arthur family, who had pur-
chased the Theatre from Fox in 1934, closed it March 1,
1978 for economic reasons after it had been devastated
by patrons who came to see such culturally enriching
productions as “The Cabbage That Ate Minneapolis-
St. Paul.”

Years of neglect turned the once-grand Theatre into a
sad ruin. The ravages of time took their toll on the roof as
well. The old roofing system, left untended, began leak-
ing quite badly, causing even further damage to the
interior.

Making a comeback

Things began looking up for the Theatre in June 1981.
Robert Baudendistel, Harvey Harris, Dennis McDaniel
and Leon Strauss formed an investment group called Fox
Associates and bought the building with the hope of
restoring its past glory. Strauss wife, Mary, supervised
the renovation.

continued on following page

Left and above: no detail was overlooked when Fox Associates
rennovated the old Theatre. Patrons stepped back in time when the
doors opened again in September 1982.
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Fox Theatre

continued

“In an era when government price guarantees and
cost-plus contracts seem de rigueur for the lowliest of
projects, the Fox renovation has been decidedly free
enterprise,” Jon Sawyer, St. Louis Post-Dispatch staffer,
said. “Apart from one heavily collateralized $250,000
loan from the city’s Planned Industrial Expansion
Authority, the group has raised privately all of the $3.6
million spent on refurbishing the Theatre.”

The restoration is still not complete; Fox Associates
estimates that it will take about 10 years to finish. But the
fabulous Fox re-opened its doors on September 7, 1982 as
a performing arts center. The capacity crowd of 4,500
people gave St. Louis’ newest showplace a standing ova-
tion. Leon and Mary Strauss received a Preservation
Honor Award from the National Trust for Historic
Preservation.

Today, the Fox hosts such celebrities as Bob Hope,
Shirley MacLaine, Ella Fitzgerald, Sammy Davis, Jr. and
Ann-Margret.

Working from the top down

The first priority in renovating the 50-year-old struc-
ture was the roof, according to Harold Biebel, president
of Biebel Bros. and an NRCA Director. “We had to stop
the damage being caused by the old roof before the
expensive interior work could begin,” he said. The pro-
ject included covering 50,000 square feet, 31,000 of
which had a slope in excess of 12 inches per foot. The
building is 10 stories high (it is 106 feet from the floor to
the top of the dome inside), and access to the roof is lim-
ited. “Another factor was the additional weight the new
roof would add,” Biebel said.

Though the roofing company had worked on the The-
atre in the past, it was still required to submit a bid pro-
posal. In the bid, Harold Biebel recommended that
Derbigum HPS modified bitumen be used for the un-
usual application; he had had success with this system in
the past.

P s D s (g 3 L SO 5 e 8 S R o)
Using safety lines and ladders,
Biebel finished the job in 34
days.

The investors were impressed with the proposal and
the reasoning behind it. They accepted the recommenda-
tion and asked that Biebel Bros. start work immediately.

Using safety lines and perching on ladders serving as
work platforms, the company finished the job in 34 days.

“With Derbigum, no mechanical fastening was re-
quired,” Biebel added.

Bringing new life to a famous landmark may not be
an everyday occurance for any contractor, but with the
help of the Biebel family one old theatre is being well

preserved. t+1 1)
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Reroofing the 10-story Fox proved to be hazardous duty for
Biebel Bros.

THE KETTLEMAKERS

* 'MIGHTY’ 750-650

GALLON PUMP KETTLES

2 Axles - 2 Covers - 2 Burners - Kero or LP

Heavy duty throughout: Maximum produc-
tion with minimum ‘‘down-time’’. Viking
Pump. 8 HP B&S Engine with 6-1 reduction,
Tandem running gear for stability.

Call Toll Free...
ﬂ Texas ......... 1-800-292-5104
National ....... 1-800-531-5606

REEVES
h

(512) 695-3567 .

ROOFING EQUIPMENT CO.,INC

SAN ANTONIO, TEXAS 78228

Check #680 on Reader Service Card
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Glohe Delivers Peace of Mind

Products

GLOBE
BUILT-UP ROOFING
PRODUCTS INGLUDE:

B GLOBE-GLAS Asphalt Coated Fiber Glass Ply Felt

W43 Ib. BASE & CAP Black Back Felt
available in 12 sq. and 2 sq. rolls

W33 Ib. Coated Black Back Multi-Purpose Felt
W 30 Ib. AIR-FLOW Perforated Felt
W15 Ib. AIR-FLOW Perforated Felt

B QUALITY Mopping Asphalts to meet
ASTM D-312 Type |, II, Ill and IV

GLOBE INDUSTRIES, INC.

2638 EAST 126TH STREET ¢ CHICAGO, ILLINOIS 60633
(312) 646-1300

Check #670 on Reader Service Card



Letters

Lightweight argument

n the “National News” section of

the February 1984 Roofing Spec,
there is a summary of a technical bul-
letin on the subject of roofing over
lightweight insulating concrete decks,
evidently prepared by the Roofing
Systems Technical Committee.

Not having an actual copy of the
document or ever having had an
opportunity to provide information on
our recommendations for roofing over
perlite insulating concrete, I am suspi-
cious that the RSTC has apparently
lumped all insulating concretes into
one category. No differentiation is
made between the distinctly different:

W perlite insulating concrete;
B vermiculite insulating concrete and

B foam generated insulating
concrete.

The basis for this article apparently
is concern over moisture in insulating
concrete potentially causing mem-
brane problems. Because each of the
different insulating concretes have dif-
ferent mixing-water requirements and
drying characteristics, this should be
so stated.

Perlite insulating concrete is typi-
cally mixed with only 55-60 gallons of
water per cubic yard. This is about half
that of other insulating concretes. The
dimensional stability of perlite con-
crete is superior to others and is far less
prone to cracking.

Millions of square feet of perlite con-
crete decks have been successfully
installed inrecent years on all kinds of
structures and in a variety of different
climatic conditions.

Because perlite concrete is stronger,
drier and more insulative, it can be
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roofed over days and weeks faster,
without fear of moisture problems
when application is properly done.

Aschairman of the Perlite Institute’s
Concrete and Applicators Committee
and technical representative of one of
the country’s largest perlite proces-
sors, I would request that the NRCA
consider industry input before distrib-
uting “technical documents” which
unfairly burden certain products with
the shortcomings of others.

Walter F. Pruter
Redco, Inc.
North Hollywood, Calif.

NRCA Executive Director William
Good Replies:

The technical bulletin to which you
refer in your letter of Feb. 17 was devel-
oped by the Roofing Systems Techni-
cal Committee (RSTC) and issued last
December. RSTC is composed of repre-
sentatives of NRCA and the Asphalt
Roofing Manufacturers Association.

The bulletin was developed in
response to reports of problems both
organizations have received with re-
gard to roof membrane performance
over lightweight insulating concrete
decks. The reports that we receive do
include problems over perlitic con-
crete decks, though I am confident that
your assessment of the successful per-
formance of millions of square feet of
the material is accurate.

Finally, I must add that the bulletin
strikes me as a very reasonable one;
the application practices we recom-
mend should only enhance the per-
formance of the roof system, and we’ll
all benefit from that.

Trading consults

e: “Consultants: Who Needs

Them? Maybe You,” January
1984 Roofing Spec. In the 23 years I
have been associated with the roofing
industry, there have been a great
number of new roofing systems and
near “miracles” being offered the
buying public as a cure for their roof-
ing needs. To partially solve that
problem, it would appear “consult-
ants” are now taking up the challenge
to straighten out many of the indus-
try’s problems. In theory, not a bad
idea, but ironic how contributors to
your article mention the need for
“hands-on roofing knowledge” and
the possible tie-in between consult-
ants and certain manufacturers.

Relative to problems in the indus-
try, there is probably enough blame to
be shared by manufacturers, contrac-
tors, specifying authorities and yes,
even by consultants.

It would be interesting to see con-
tributors set the needed examples by
listing their own credentials and
developing strategies to police their
own segment of the industry.

Robert C. Lantz
Regional Manager
Tremco, Inc.
Atlanta, Ga.
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FULL SERVIGE DISTRIBUTORS.

An important reason to choose a like cost-saving talc-free edges. Make sure

Versigard® roofing system is the Goodyear- materials, including insulation, are avail-

approved, full service distributor. able when you need them. Offer advice
The 72 Goodyear full service dis- and service once the job begins. And be

tributors across the country are ready to there when the job is done.

serve you from start to finish. For more good reasons to roof
Your Goodyear distributor can help with Versigard, contact Bill Vobbe at

you choose the best system for any job. (216) 796-4421 or write The Goodyear

He'll discuss advantages, quantities and Tire & Rubber Company, Roofing

application tech- PRt Systems,

niques. Tell you 1144 E. Market
about new G ah Street, Akron, Ohio
Goodyear ideas, ¥

44316.
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Polycoat Performance

It doesn’t stop with product.

* Highest quality, energy-saving elastomeric
roofing and tank insulation systems.

Professional design and consulting serv- " POIYCOAT

+ ices, including specification writing, | EEEE SYSTEMS. INC.
technical support, and even marketing ST '

assistance.
: " 4 : : 5 Depot Street, Hudson Falls, NY 12839, USA
Polycoat. Serving theroofing andinsulation market with more 518-747-0654 TELEX: 64-6201

than product.

Authorized distributors for: 404-691-5250

Dow Corning Marathon Gusmer et e ot S R G A S B A
FSC Urethane W. R. Grace Glas—Craft ~ Los Angeles 714-684-9720
Stepan Carboline Graco Pittsburgh 412-741-8930

New LITE-TOP is a single-ply Hypalon®*
sheet roof membrane that gives you the
a B OUT N EW , best of both worlds. . . the best of both

LITE-TOP goes down like plastic

because it's seamed with hot
HYDROTECH

air welding. Then LITE-TOP
l ~ ™ .

self-cures to the feel and
superior weatherability
of rubber.

. LITE-TOP is esp

-, cially resistantto
ontaminants, and
orced witha
ter scrim

for adde
stability.
Plus it presents an
attractive, energy-saving
surface to the sun. Other colc
are also available.

Look into LITE-TOP.

Look into the next generation of the
best in single-ply roofing. From L
Hydrotech. . . '

AMERICAN HYDROTECH, INC. ,,
Time-Life Building, 541 North Fairbanks Court :
Chicago, lllinois 60611 e 312/337-4998

“Keeping Water in Its Place” =

REG. TM OF E.I. DU PONT DE NEMOURS & CO. (INC.)

s
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Prestique II is a true laminated
fiberglass shingle, with a rich look that
appeals to the style conscious
homeowner!

B Installed price competes with
ordinary 3-tab

B 25 year limited warranty

B U.L. approved for staple application

B Class A” rating for fire resistance

B Comes 3 bundles to a square for easy
handling

B No vertical alignment is needed so

Prestique II installs quicker
B Less waste; cut-off from rake edge

starts next course
B Random-cut, three-dimensional style

goes over existing roofs beautifully

AN ELCOR company

Ennis, TX, 214-875-9611 * Stephens, AR, 501-786-5484 * Tuscaloosa, AL, 205-758-2752 * Tempe, AZ, 602-831-7399 * Mobile, AL, 205-476-6600

A
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Coming Events

May 3-4

Design & Specification of

Roofing Systems
Roofing Industry
Educational Institute
Honolulu, Hawaii

May 5

Roof Inspection,

Diagnosis & Repair
Roofing Industry
Educational Institute
Honolulu, Hawaii

May 15-18

Four-Day Basic
Roofing Industry Educational
Institute
Memphis, Tenn.

May 15-18

Infrared Scanning Course
Infraspection Institute
Burlington, Vi.

May 17-18

Construction Claims
Battelle Seminars and Studies
Program
St. Louis, Mo.

May 21-22
Elasto/Plastic Sheet-Applied
Roofing Systems
Roofing Industry Educational
Institute
Washington, D.C.

May 22-25

Four-Day Basic
Roofing Industry Educational
Institute
Emporia, Kan.

May 29-June 1

Four-Day Seminar on

Membrane Roofing Systems
Roofing Industry Educational
Institute
Anchorage, Alaska

(For inclusion of events, address
all correspondence to:

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

Chicago, lll. 60631).
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Member Supplement

Mike Beldon

ike Beldon, president of Beldon Roofing and

Remodeling Co. in San Antonio, Texas has been
honored by the National Conference of Christians and Jews’
San Antonio chapter for his efforts in “promoting under-
standing and cooperation among people of all faiths.” He
accepted the chapter’s Brotherhood Award in front of 800
people at a testimonial dinner on Feb. 23.

Beldon is an NRCA vice president, and has served as
president of the San Antonio Jewish Community Center,
San Antonio Jewish Federation and general chairman of
the San Antonio Combined Jewish Appeal. He has been
on the Board of the National Conference of Christians

Conference of Christians and Jews
cites Beldon for brotherhood

and Jews.

“The award was particularly exciting because my
father has received it in the past,” Beldon said.

“You know, I'm a roofing contractor, but I'm also a
good corporate citizen,” he commented. “It’s important
that contractors see themselves as business people who
have a lot to contribute. Our communities are only as
good as we make them.”

Beldon was in impressive company on Feb. 23. Edith
McAllister, San Antonio civic leader and Patrick Flores,
archbishop of San Antonio, were also honored.

Convention booth draws 45 new members

he 97th Annual Convention & Exhibit in Atlanta this

past month proved to be a big success for the Mem-
bership Committee. The booth, located directly adjacent
to the exhibit entrance and across from registration, was
busy at all hours. Membership sales broke records, re-
cruiting 45 new company members during the four days
of the show.

George Moeller of A.]. Shirk Roofing Co., Kansas City,
Mo. coordinated the Committee’s effort in staffing the
booth with volunteer members of the 2000 CLUB, NRCA’s
premier membership recruitment group. Assisting Moeller
were Frank Hackney, Carolinas Roofing & S/M Contractors
Association, Raleigh, N.C.; Billy Fort, Fort Roofing & S/M
Works, Sumter, S.C. and Bennett Hutchison III, Tip Top
Roofers, Inc., Atlanta, Ga.

“With their help, we were able to answer the many
questions prospective members ask,” commented Anna
Leonhardt, Member Services manager. “Prospects learn
first hand what NRCA can do for them from members of
the 2000 CLUB.”

A $100 convention discount on new member dues
enticed many people to join NRCA.

The Association also offered a $10 discount on NRCA
Materials Reference & Guide subscriptions at the booth,
and NRCA Roofing & Waterproofing Manual, Roofing
Spec and Reference & Guide subscriptions were awarded
at hourly drawings.

Richard Broerman of Construction Fasteners, Inc.,
Atlanta, Ga. was the lucky winner of the video recorder
given away by the National Roofing Legal Resource
Center.
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Anna Leonhardt, Member Services manager, helps a bootl
Association publications.




New Members

The following have been approved for NRCA
membership between February 3 and March 7, 1984.

CONTRACTORS

B AIC
PO. Box 7858
Reading, Penn. 19603
Donald G. Snyder

B Adept Contractors, Inc.
2845 AW. Stark
Milwaukee, Wis. 53209
David L. Jackson

B AAA Roofing Co.
873 Sauakee St.
San Jose, Calif. 95125
Ruben Aguilar

B ABC Sandron Corp.
3817 Torrey Manor
Plano, Texas 75023
Raymond Smolka

B Benco Roofing &
Construction, Inc.
PO. Box 1501
6225 32nd
Groves, Texas 77619
David E. Wright

B Bredemeyer Roofing Co., Inc.
12308 Coldwater
Ft. Wayne, Ind. 46825
Richard W. Bredemeyer

B Hugh G. Brooks Ind.
RPO. Box 153
Circle Drive
Sneedville, Tenn. 37869
Hugh G. Brooks

B Bunde Roofing, Inc.
1123 Lyons St.
Redwood City, Calif. 94061
David Bunde

B Cardinal Roofing & Const.
Co., Inc.
303 N. Wilson Ave.
Metairie, La. 70003
Ronald Wimprine

B Cardinal Roofing, Inc.
1912 E. Randall Mill
Road #315
Arlington, Texas 76011
Robert Fulton

B Carfell Co.
4704 Crescent St.
Bethesda, Md. 20816
Thomas J. Saffell

B Ron Case Roofing, Inc.
PO. Box 20161
4400 W. 3535 S.
Salt Lake City, Utah 84119
Ron Case

B Central Mass. Roofing Co.
24 Jackson St.
Worcester, Mass. 01608
William Klein

B Champion Roofing, Inc.

One Codington Ave.
North Plainfield, N.J. 07061
Carey Dulbier

Dennis Roofing Co.
110 Switzler
Centralia, Mo. 65240
Sam Dennis

DeBruhl Construction Co.
940 St. Johns Drive

El Paso, Texas 79903
A.E. DeBruhl

NRCA

Membership
Honor Roll

| Many thanks to the following for
their recruitment efforts:

‘Feb. 13-March 2, 1984

14 New Members
George Moeller

8 New Members
Frank Hackney
4 New Members

- Bill Fort
3 New Members
Doug King
2 New Members
Bill Rackley
Jay Refieuna
Joe Rutkowski
1 New Member
John Acuna
Michael Beldon
Gaylord Blue
Zach Ellis
A.B.Hall
Robert Harrison
Bennett Hutchison

~ William Livengood

Allen McCowan

Evergreen Roofing of
Oregon, Inc.

4341 N.E. 148th

Portland, Ore. 97230

Vicki Mylan

Excelsior Roofing
300 St. Francis Blvd.
Daly City, Calf. 94014
William Powers

Fidelity Roofing
2046 McDonald Ave.
New Albany, Ind.
David Hock

Four Seasons Roofing
1007 Bob Smith Road

Baytown, Texas 77521
Larry Hagen

Gehman Roofing Service
PO. Box 756

R#1

Orefield, Penn. 18069
Dennis Gehman

Gleason Roofing

5657 Miriam Road
Philadelphia, Penn. 18124
James F. Gleason

Hader Roofing & Furnace Co.
3400 Gamble Ave.

Cincinnati, Ohio 45211

Ray Beiser

W.T. Harrison & Son
204 N. Stonestreet Ave.
Rockville, Md. 20850
Capri Harrison

Higgins & Higgins, Inc.
PO. Box 164 H
Scarsdale, N.Y. 10583
Kevin Higgins

Ora B. Hopper & Son, Inc.
102 S. 30th St.

Phoenix, Ariz. 85034
Dennis D. Hopper

Huntington Beach Roof

5192 Bolsa #1

Huntington Beach, Calif. 92649
David K. Hoffman

Impex, Inc.

805 Forest Ridge
Bedford, Texas 76020
Randy Teel

Intermountain Roofing
PO. Box 2370

Jackson Hole, Wyo. 83001
Steven Lage

J & H Roofing &

Construction, Inc.
Rt.2 Box 179
Raleigh, Mass. 39153
Joe Houston



J B Contracting Co.
788 South Reed Court
Suite SK-12

Lakewood, Colo. 80226
Gisela A. Beers

L. A. Kennedy, Inc.

55 Howard St.
Phillipsburg, N.J. 08865
LeRoy A. Kennedy

LaFerney, Inc.

2642 S. Wilcox Drive
Kingsport, Tenn. 37660
Don H. LaFerney

Leaman Roofing & Sheet
Metal, Inc.

PO. Box 162

RD #3

Center Valley, Penn. 18034

William P Polak

Lester’s Roofing & Sheet
Metal Co.

PO. Box 39279

4114 Bikini

San Antonio, Texas 78218

Lester Schoen

Peter Scott Lord General
Contr.

48 Pine Lane

Douglassville, Penn. 19518

Peter Scott Lord

Mahan Roofing & Supply Co.

7465 Getwell Road
Olive Branch, Mass. 30654
Phil Mahan

L. W. McChesney, Inc.

1115 Elwin Road

Ft. Washington, Md. 20744
Lloyd W. McChesney

National Maint. Systems, Inc.

6907 Alder
Houston, Texas 77081
Wesley White

National Single-Ply Co.
5709 Savoy Lane
Houston, Texas 77036
Kurt Nebel

Phoenix Roofing, Inc.
Rt. Box 954

Sunnyvale, Texas 75182
Billy W. Evans

Pioneer Roof Co., Inc.

21910 Norwalk Blvd.

Hawaiian Gardens, Calif.
90716

Peter C. Madsen

Portage Lakes Service Co.
441 Dorwil Drive

Akron, Ohio 44319

Ted E. Cole

Roof Tech., Inc.

6 Wilson Ave.
Totowa, N.J. 07512
C.R. Stewart

B Sandhill Roofing Co., Inc.
PO. Box 609
404 Ellerbe Road
Rockingham, N.C. 28379
Charles Freeman

B Richard D. Smith, Inc.
633312 Edgewater Drive
Orlando, Fla. 32810
Charlene M. Smith

B Springer-Peterson
PO. Box 2501
Lakeland, Fla. 33806
Don Springer

B Sun Formula (Caribbean), Inc.

PO. Box 7051
Sunny Isle Christiansted
St. Croix, U. S. V. I.

B Turner Waterproofing
PO. Box 1463
Lenoir, N.C. 28645
Jack S. Turner

B Venture Roofing Co., Inc.
PO. Box 1639
3200 S. Fanning Drive
Flagstaff, Ariz. 86001
Albert Copley

B Waters Brothers Contractors
PO. Box 181
Rocky Mount, N.C. 27801
Roger Waters

B Weathercraft Co. of Grand
Island
PO. Box 1862
West Highway 30
Grand Island, Neb. 68802
Ralph Bonner

B White Roofing Co., Inc.
804 Sheridan Drive
Eldridge, lowa 52748
Rob White

ASSOCIATES

B Armko Industries, Inc.
3003 LBJ Freeway
Suite 237
Dallas, Texas 75234
Ron McFarland

B Crawford Mfg. Co.
PO. Box 452
312 South Park St.
Brenham, Texas 77833
John Crawford

B Guardian Fastener & Closure
Systems
PO. Box 391
920 Second Ave.
Coraopolis, Penn. 15105
Scott Levy

B Metal Distributors, Inc.
PO. Box 9191
Columbia, S.C. 29290
Earl Stradtman

Metro Roofing & Metal Supply
805-16th Ave. N.

Nashville, Tenn. 37203

Hugh F. Spain

Rawl Co., Inc.

200 Petersville Road
New Rochelle, N.Y. 10802
Jeffrey R. Powers

Seal Dry/U.S.A., Inc.
486 S. Opdyke Road
Pontiac, Mich. 48057
Bill Shroyer

Sharp Roofing Sales, Inc.
PO. BoxJ

513 Queens Br. Road
Rogue River, Ore. 97537
Weston J. Sharp

S.H. Stapleford, Inc.
3130 Maple Drive N.E.
Atlanta, Ga. 30305

S. H. Stapleford

Supe-Shield Mgt., Inc.
118 E. McNeal St.
Portland, Ind. 47371
George Caster

Glenn Tedder Sales Co.
2717 Landers Ave.
Nashville, Tenn. 37211
Glenn Tedder

INDUSTRIAL/INSTITUTIONAL
B Fisher Scientific Co.

711 Forbes Ave.
Pittsburgh, Penn. 15219
Dennis J. Danko

INTERNATIONAL
B Mishad Poin Sand Al

Mishad Est.
PO. Box 2909
Qatar, Arabia
Gordon D’Costa

R. J. Myron Enterprises, Inc.
1190 Russell St.

Thunder Bay, Ontario
Canada P7B 5N2

Bob Myron

Safety Sealers
Saudi Arabia
Syed A. Gadeer

Smits Neuchatel BV
PO. Box 30

3430 AA Nieuwegein
Netherlands

A. DeWilde

L. Vallie Aluminum
6652 Beaubien est.
Montreal, Quebec
Canada H1M 3B3
Louis L. Vallie



Kettles,
Tankers,
and
Bitumen
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CONVENTION
CASSETTES

that let you hear what
you may have missed.

Cassettes of the convention seminars will be
available for purchase from AVW Audio Visual, Inc.

Here’s how the convention seminar cassettes can be valuable long after

the National Roofing Contractors Association convention is over:

® Provides an excellent ‘refresher course’ for the future.

® Provides an invaluable educational and training tool.

e Provides access to important information for those unable to attend.

Get your AVW seminar cassettes by using the handy orvder form belonw.
NATIONAL

ROOFING
qm CONTRACTORS

ASSOCIATION

February 14-17, 1984
Atlanta, Georgia

NRCA
c/o AVW Audio Visual, Inc.
TUESDAY, FEBRUARY 14 2418 Converse
NR bl Dallas, Texas 75207
— _NRCA- 1 Early Bird Program/Another Alternative in Metal Roof Systems — 214/638-0024
Panel Moderator, Tom Manson ) $16.00 i
WEDNESDAY, FEBRUARY 15 By Mail Order:
—__NRCA- 2 Opening Luncheon: “A View From Washington" — George Will . $ 8.00 (Aﬂer_Conventlon) Add $2.50 per order for
___NRCA- 3 General Session: “Changing Our Image, Protecting Our Future” .$ 800 handling charges. :
—__NRCA- 4 General Session: “What's Happening With Built- Up Roofmg — Allow 2 weeks for dehvery
Panel Moderator, Gregory T. Faherty . .. .. : $ 8.00
Payment Method:
THURSDAY, FEBRUARY 16 Cash VISA
__NRCA- 5 Member Breakfast: “Power of Positive Thlnkir\g" Mastercharge American Expresg
— Norman Vincent Peale . 2 $ 8.00 Check (Payable to AVW) P.O. #
___NRCA- 6 "How to Establish a Roof Maintenance Program —
Co-Moderators, John Bradford and John Van Wagoner $ 8.00
__NRCA- 7 “The United Union — What We're All About” — Card Number Expiration Date
Panel Moderator, Roy Johnson : ...$ 800
_____NRCA- 8 NRCA Recommended Application Tolerances -
Panel Moderator, Cy Tilsen v ; ...$ 800 Signature Required on all Mail orders
NRCA- 9 Go For The Gold — Sharpen Your Sales Skllls to Increase Profit —
Joel Weldon ..$ 800 Amount of Tapes:
____NRCA-10 Bidding and Construction Bonds — Slephen Phllllps $ 800 Binder(s): (6 Cassettes
Binder @ $4.00 ea.
FRIDAY, FEBRUARY 17 @ ?IZ—Casse)ttes
__NRCA-11  Recognition Luncheon: “The Economics of Reality’” — Dr. Barry Asmus ....$ 800 Binder @ $5.00 ea.)
—_NRCA-12 Rap Session: Modified Bitumen — Panel Moderator, Tom Manson ...$ 800 Sales Tax (6%)
£ _NRCA-13 Rap Session: Equipment Leasing Versus Purchasing — Texas Residents Only:
Panel Moderator, Don McNamara....... ...$ 800 Total:
—_NRCA-14 Rap Session: NRCA's ARC Program — Panel Moderator Robert Harnson ...$ 800
_ NRCA-15 Rap Session: Contractor Marketing Strategy — NAME:
Panel Moderator, Wayne Mullis . . .$ 800
COMPANY:
___NRCA-16 Rap Session: How Affiliate Groups Can Work More Closely With NRCA —
Panel Moderator, Johnny Zamrzla : ...$ 800 ADDRESS:
____NRCA-17 Rap Session: Cold Applied Liquid Systems —
Panel Moderator, Richard Yohe. .. .. 3 ST ...$ 800
(CITY) (STATE) (ZIP CODE)
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Evode, Inc. has added a grey
finish waterproofing tape to its
Flashband line of peel 'n stick
flashings.

The grey vinyl coating cov-
ering the aluminum facing on
Evode’s Special Grey Flashband®
has the appearance of lead
and blends well with most
backgrounds.

Both the grey Flashband and
the original bright aluminum-
faced Flashband have a thick
layer of pliable contact-sealing
asphalt. The tape may be
formed to any contour to make
waterproof patches and flash-
ings. Hand pressure is all that
is required for installation.

The Flashband products
may be left exposed or painted
with any exterior grade water-
base paint.

More information may be
obtained from Evode.

Check #154 on Reader Service Card

EPDM single-ply roofing
system.

The system features a three-
step, “tuck and lock” process.
A retainer track of galvanized
metal is screwed directly to the
substrate. The EPDM sheets
are laid over this track and a
polymer insert is pushed into
the track to lock the sheets
in place.

A special tool was designed
by Firestone to position the
insert into the track. The tool
tucks the sheets down and
then feeds and locks the insert
stripin.

The advantages of the
FasTrac system are the speed
of installation and the reduced
number of membrane
penetrations.

For more information on
FasTrac contact Firestone
Industrial Products, Roofing
Products Dept.

Check #155 on Reader Service Card

helps keep track of delinquent
accounts.

The Rotate-a-Panel Delinquent
Account Follow-Up System
uses 12-inch by 24-inch panels
to show at a glance the length
of time invoices have been
overdue.

The three panels in the sys-
tem are labelled 30, 60 and 90
days. Invoices are placed on
the corresponding panel with
magnets, and the panels are
rotated as the accounts on
them age. The labels are then
changed on the panels to
correspond to the age of the
invoices.

The panels lift out easily so
that new information may be
added to them. Four sizes are
available and may be used in
combination to create various
size systems.

For more information on this
and other scheduling aids, con-
tact Methods Research Corp.

Check #156 on Reader Service Card
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Evode adds grey Firestone’s anchor | Panels monitor Reeves introduces
finish tape to is non-penetrating | delinquent new power broom
its line of Firestone has introduceda | @accounts and large kettle
flashings non-penetrating anchor.sys- A system developed by the Reeves Roofing Equipment
tem, called FasTrac, for its Methods Research Corp. Co., Inc. has begun production

of their new #195 Power Broom.

The broom is self-propelled
in both forward and reverse. It
sweeps a 36-inch path either
right, left or straight ahead. A
metal guard on top protects
the crew from flying rock. The
machine is powered by a four-
horsepower Briggs & Stratton
engine.

Reeves also recently intro-
duced a 1500-gallon kettle.
According to the manufacturer,
the large kettle holds enough
bitumen to eliminate the need
for a crew member on the
ground to reload while work
is in progress.

More information on both
these products may be obtained
from the manufacturer.

Check #157 on Reader Service Card
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New H25 hack saw | Tactec offers line ABS plastic vents | Goodrich
from Parker gets of mobile radios offered by Leigh redesigns
into close Tactec Systems, Inc. has A new ABS plastic residen- its Lexsuco C|ipS
introduced six new mobile and tial roof ventilator from Leigh i
quarters portable two-way radio and Products provides light weight, for tlghter hold
The new H25 Close Quarter telephone products suitable weather resistance and easy BFGoodrich has redesigned

Hack Saw from Parker Mfg. Co
accepts both hack and recipro-
cating saw blades for use on
either wood or metal.

The tool takes either broken
or whole blades, which slide
into the plastic handle and are
held in place by the metal
frame and tightening screw.
The H25 comes packaged with
a hack blade.

The design of the tool makes
it suitable for professional work
in areas where a standard saw
could not reach.

For further information on
the H25 saw, contact Parker or
a Parker sales representative.

Check #158 on Reader Service Card

for use in the construction
industry.
The new systems include:

TAC810TSX, a synthesized 20-
channel, CMS trunked mobile
radio with dispatch privacy and
quick channel access;
TACTEL 810TSX, a frequency-
synthesized, trunked 20-chan-
nel radio/telephone with a trim,
multi-function telephone-style
handset. The system features a
full duplex telephone intercon-
nected service and simplex
mobile two-way capability;
TACB810SX, a synthesized,
five-channel, conventional

800 MHz mobile radio;
TAC310SX, a 16-channel, syn-
thesized UHF or VHF mobile
radio with 30 or 40 watts of
power respectively, small
enough for dash mounting and
TAC110SX, a 12-channel hand-
held portable with channel
scan capability and advanced
standard features at a modest
price.

More information is available
from Tactec Systems, Inc.

Check #159 on Reader Service Card

installation.

The static-type ventilator is
positioned by sliding it under-
neath the roof shingles. The
unit is held in place with roofing
cement.

The vent is thermo-formed
from a Royalite R87/59 ABS
sheet supplied by Uniroyal. The
finished product is 35 percent
lighter than conventional galva-
nized steel units. The plastic
offers impact and weather
resistance and meets many
flammability requirements.

Two sizes of vents are avail-
able. The 9-inch-square unit
ventilates 94 square feet and
the 11/>-inch-square unit venti-
lates 146 square feet. Both are
available in colonial black or
rustic brown.

For more information contact
Leigh Products.

Check #160 on Reader Service Card

its Lexsuco® insulation clips to
offer the same fastening rates
as screws. The clips have been
tested by Factory Mutual and
will hold over 400 pounds when
pulled in tension.

Insulation may be attached
to 18-, 20- or 22-gauge painted,
galvanized or aluminized steel
roof decks, using clips locked
to the underside of the deck.
The clips float when the insula-
tion is compressed, reducing
the risk of puncturing the
membrane.

Five sizes of Lexsuco clips
handle insulation boards from
7he inch to 6'/z inches. Clips
may be installed either manu-
ally or with the Lexsuco clip
driver.

Contact the BFGoodrich Co.
for more information.

Check #1671 on Reader Service Card
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“Improve Your Earnings” is
being offered by Management
Dynamics, Inc.

The course, available on
eight cassette tapes, offers
fresh approaches to small busi-
ness management as well as
new and proven problem solv-
ing techniques. A 64-page
workbook is included.

The training series carries
a full, money-back guarantee.
Members of the National Roof-
ing Contractors Association
will receive a special 5 percent
discount by mentioning this
announcement when ordering.

A brochure describing the
course is available from
Management Dynamics, Inc.

Check #162 on Reader Service Card

tion, stand-up fastening tool,
Accudrive XL.

The Accudrive XL may be
used to drive all roofgrip screws
from 15/s inches to 12 inches
long. The tool fits both plastic
and metal roofgrip plates.

The bits used by the driver
are standard power screwdriver
bits. They may be changed
quickly with no drive shaft
damage. The feed tube easily
detaches from the tool.

The tool comes pre-assem-
bled with a Black & Decker
electric screwgun.

More information on the
Accudrive XL may be obtained
from Buildex, a division of lllinois
Tool Works, Inc.

Check #163 on Reader Service Card

line of metal flashing products
formerly manufactured and
distributed by Mills Metal
Products.

The numerous accessories
in the Trion line are available in
a variety of metals, finishes
and gauges for both single-ply
and conventional roofing.

The company is also capa-
ble of manufacturing flashings
for custom specifications.

Products previously offered
by Mills will be available through
Trion’s Special Metals Group. A
technical catalog describing
the complete line of special
metal products may be
obtained from the company.

Check #164 on Reader Service Card
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Management Buildex Accessories from | Flame
course introduces Mills Metals now Engineering
on eight cassettes | stand-up fastener | made by Trion, offers brochure on
offered by MDI Buildex has introduced its Inc. Red Dragon

A management course titled | IMProved second-genera- Trion, Inc. has purchased a Torches

A new brochure, released
by Flame Engineering, Inc.,
describes the manufacturer’s
line of Red Dragon torches and
equipment for modified bitu-
men application.

Listed in the brochure is the
company'’s new SPA-530L
modified bitumen applicator.
The machine has the same
features as the Red Dragon
model SPA-520 applicator
but uses liquid propane as
the fuel.

Both the vapor propane
model SPA 520 and the 530L
have all-steel construction, side
shields and a single-handle
design. Individual torches and
torch-to-roll distance may be
adjusted on both models.

Contact Flame Engineering
for more information and a
copy of their free brochure.

Check #165 on Reader Service Card
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General Tire's white EPDM roofing system
starts white and stays white. Year after year. It
never needs repainting to maintain its
appearance or thermal reflective ability. When
the aesthetics of the roof matter as much as
the performance, the right EPDM is the white
EPDM from General Tire. Call or write us for full
details and the name of your nearest
authorized General Tire roofing contractor.

GENERAL
TIRE

®
All the roofing assurance you need.

General Tire Building Products Company * The General Tire & Rubber Company « PO. Box 875 « Toledo, Ohio 43696-0875 « 419/729-3731
©1983, General Tire Building Products Co.
Sweets: 7.1Geb
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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.

PERSONNEL WANTED
Wish to hire experienced single-ply roofing superintendent. Will be
based out of Birmingham or Mobile, Ala. Must be willing to travel
throughout the Southeast weekly. Guaranteed salary and good bene-
fits. Call 205/836-8111 or write All-South Subcontractors, Inc., PO. Box
54, Alton, Ala. 35015.

ROOFING—S/M COMPANIES WANTED
We have cash to buy roofing and sheet metal companies in the Sun-
belt. They must have minimum sales of $1,000,000 and some profit.
Will tailor buyout to suit seller. Send replies to box number 3A, Roofing
Spec, 8600 Bryn Mawr, Chicago, Ill. 60631.

SALESMAN WANTED

Southern California roofing company located in Los Angeles County,
established in 1926, is in need of a roofing salesman thoroughly experi-
enced and successful in commercial, industrial and public works re-
roofing sales. Only energetic self-starters who are interested in a profit-
able and successful future through hard work should apply. Please
send resume to: Harold R. Provin, C.E.O., Southern California Roof-
ing Company, 9623 Imperial Highway, PO. Box 158, Downey, Calif.
90241 213/803-5583.

FORSALE
Roofing and sheet metal business in tenth year of operation. One of the
industry leaders in booming Colorado community. Volume of $1 million
plus. Available with or without office, warehouse and yard. Send replies
to Box 4A, Roofing Spec, 8600 Bryn Mawr, Chicago, lIl. 60631.

DISTRIBUTORS/SALES REPS
Progressive national company seeking representation for a unique
emergency roof (flat—built-up/single-ply) patch material. Inquiries
to: Bill Reid, Arrow Supply, Inc., 4235 Stafford, S.W., Wyoming,
Mich. 49506.

ROOF VACUUM HOSE FOR SALE

Flexible, lightweight hoses, for roof vacuum applications. Hoses are a
proven success in the removal of pea gravel from the roof. Hose for
vacuum machine to the roof is available in 4-in., 5-in. & 6-in. I.D. x 100
ft. lengths. Styles 180AR, 220RS & 110CL. Whip Hoses 4-in. |.D. x 100
ft. lengths. Styles #180BL or 155 Gray. Hose is in stock for immediate
delivery. We ship anywhere. For more information and pricing call
414/272-2141. Milwaukee Rubber Products, Inc., 1117 N. Water St., RO.
Box 92896, Milwaukee, Wis. 53202.

ROOFING CONTRACTORS

Reputable roofing manufacturer interested in competent dealer-installer
for a superior, reinforced, thermo-plastic, UL/FM approved single-ply
roofing system. Send company history, etc. to Dan Hayes, Technical
Services Director, Bond Cote Systems, 38 Third St., Pulaski, Va. 24301.

PERSONNEL WANTED
Roofing field superintendents, foremen, estimators wanted for built-up
and single-ply roofing. Minimum five years experience. Must be willing
to relocate to east coast Florida. Send resume to PO. Box 2646,
Youngstown, Ohio 44507.
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ENGINEER

PRODUCT
DEVELOPMENT
ENGINEER

CertainTeed Corporation, a leading manufacturer of building
materials has an opening at its Technical Center in Blue Bell
(suburban Philadelphia) for a Product Development Engineer
with experience in commercial roofing systems and materials.

Degree should be in Material Science or Engineering. 5 years’ ex-
perience in the development and testing of conventional and ad-
vanced commercial roofing systems is essential.

You must be able to plan, direct and carry out your own projects.
Excellent communication skills, oral and written are a must.

We offer an excellent compensation and benefits package.
Please respond with resume including salary requirements to:
Nancy DiBattista.

CertainleedH

P.O. Box 860
Valley Forge, PA 19482
—] Equal Opportun?ty Employer ﬁ
ROOFING MANAGER

Successful roofing contractor wants to communicate only with the best
in the business. Candidates must have a very successful experience in
industrial and commercial reroofing sales. Opportunities available on
West Coast that are unique and lucrative. Send work history and objec-
tives to Speranza Management Consultants Co., 12 Johns Canyon
Road, Rolling Hills, Calif. 90274.

BRANCH MANAGER WANTED
Wish to hire individual as branch manager for large Arizona contractor.
Must have roofing and strong business or marketing experience. Appli-
cant must be willing to relocate to sunny Tucson, Ariz. Good salary, in-
centive comp plan, auto and company benefits. Send resume or call
Universal Roofers, PO. Box 20627, Phoenix, Ariz. 85036.

FORSALE
Large variety of truck-mounted cranes. Used and in good condition;
call collect for further information. 312/447-3169.

ROOF VACUUM FOR SALE
Roof vacuum powered by Perkins engine, 200 hours. Two Swartzer
Blowers give you the capacity to run two hoses at same time. Large
capacity dump box at rear; no costly dumpsters needed. Truck not
included. $10,500.00. 312/640-7775. Ready-Vac, Inc., 2333 Hamilton
Road, Arlington Heights, Ill. 60005.

CRANE FORSALE
NATIONAL CRANE, 8 ton Model 94-ft. sheave height, high speed
winch, 1980 Int'| 1824 truck, 16-ft. bed, Ideal ROOFERS CRANE.
$46,000, 312/447-3169.

REPS WANTED

Distributor of highest quality inorganic silicone-fiber glass single-ply
roofing system requires manufacturers representative. OTTO Single-
Ply® is competitively priced and offers energy saving benefits to the
customer. Preference will be given to individuals having direct sales
experience in the field of roofing materials or other related phases of
construction. Selling incentives include: liberal commission, national
advertising, qualified leads, company support. Local interview by
appointment only. Send resume to: OTTO® Distributors RO. Box 18361
Wichita, Kan. 67218.



MANAGER
AND
SALESPEOPLE

Wanted for urethane foam operation. Location between Pennsylva-
nia and the Carolinas. All new equipment, first-class company. Reply
to Gemini Associates, Inc., PO. Box 9501, Pittsburgh, Penn. 15223.

CRANE FOR SALE
$36,900—Roofing 10 wheeler, 72 GMC w/671 Detroit 6 cyl., 18 ft. flat
bed, new tires and brakes, engine rebuilt. 1976 Pitman Boom with 56 ft.
reach with jib, 8-ton capacity. Call Ed or Jack at 518/370-7961.

FORSALE
1975 50-ton Taurus Bulk Asphalt Tank. The unit is currently in operation
and is in excellent condition. 15 HP electric motor with a 200 GPM dis-
charge line. Send reply to Eagle Cornice Co., Inc., 89 Pettaconsett
Ave,, Cranston, R.l. 02920, 401/781-5978.

CRANE FOR SALE
Roofer Special Hydraulic Truck Crane, 1983 National Series 4, 8-ton
hydraulic truck crane, 94-ft. boom, hydraulic clam bucket, Roof Top
Hopper, pallet fork, Humpty Dumper, nylon belts and many extras
mounted on a 1983 IHC truck with 16-ft. body. 3000 miles. Want to sell
fast! | will rent on a lease-purchase to qualified buyer. $59,500. Call
Don at 414/761-2300.

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

RESIDENTIAL SALESPERSON WANTED
Wish to hire top sales personnel for residential reroofing. Must have
experience and willingness to relocate to sunny Arizona. Top compen-
sation plus auto and company benefits provided. Send resumes or call
Universal Roofers, PO. Box 20627, Phoenix, Ariz. 85036.

ROOF TILE MACHINES FOR SALE
Two Duntile roof tile machines, Model HP81 with one contemporary
and two Spanish attachments, 6,000 contemporary pallets, 12,000
Spanish pallets, one Duntile trim machine, one Duntile 16-skid mixer
with cleated belt elevator, one 3-brick Dunbrick machine, 2,000 steel
pallets, 3 loading racks. General Electric Credit Corp., PO. Box 38,
Southfield, Mich. 48037. 3138275-5140.

COMMERCIAL/INDUSTRIAL SALESPERSON WANTED
Wish to hire experienced commercial/industrial reroofing salesman.
Applicants must be willing to relocate to sunny Arizona. Good salary,
auto and company benefits furnished. Send resumes or call Universal
Roofers, PO. Box 20627, Phoenix, Ariz. 85036.

GRAVEL REMOVAL
Power Vacuum removes your roof gravel and dirt into a sealed unit.
Prepares your roof for recover, foam or tear-off. Fully insured. Refer-
ences. For Southern California locations and prices—CALL DALE’S
ROOF VACUUMING, 714/961-1855.
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SAVE UPTO 78% OF YOUR GLOVE COST
'YOU FURNISH THE GLOV
WE WILL:

SORTASTOSTYLE, SIZE, TYPE, ETE:

CLEAN IN A SPECIAL WAY TO
PREVENT SHRINKAGE

PAIR AS TO'STYLE, SIZE, TYPE, ETC,
BUNDLE TO YOUR SPECS.

REPAIR ANY WITH HOLES

NO CHARGE FOR
UNUSABLE GLOVES

SEND FIVE DOZEN PAIR

FOR FREE RECONDITIONING
WE BUY USED GLOVES =

~WE SELL RECONDITIONED GLOVES

AT TREMENDOUS SAVINGS

BRENT INDUSTRIES, INC.
100 Scottsville Road P.O. Drawer P Brent, Al 35034
(Call us at 800-633-8636)
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TECH TALK

| | By Bob LaCosse, CAE
Director of Technical Services

List and papers explain
the ABC’s of roofing

Organization names decoded

We live in a world of abbreviations, numbers and signs
used to save time and space.

This article lists some of the most familiar roofing
organizations and their acronyms. The list is not com-
plete but covers the majority of the groups involved with
NRCA and its members.

AGC - Associated General Contractors of
America

AHA - American Hardboard Association

AIA - American Institute of Architects

ANSI - American National Standards Institute

APA - American Plywood Association

ARI - Air Conditioning & Refrigeration
Institute

ARMA - Asphalt Roofing Manufacturers
Association

ASAE - American Society of Association
Executives

ASHRAE - American Society of Heating,
Refrigerating and Air-Conditioning
Engineers

ASTM - American Society For Testing and
Materials

BOCA - Building Officials & Code
Administrators, International

CABO - Council of American Building Officials

CGSB - Canadian General Standards Board

CIB - International Council of Building
Research Studies and Documentation
(Europe)

CSI - Construction Specifications Institute

CSTB — Center for Science and Technology of
Building (Europe)

DOE — United States Department of Energy

FM - Factory Mutual System or Laboratory

GSA - General Services Administration

HUD - United States Department of Housing
and Urban Development

ICBO - International Conference of Building
Officials

IRWC - Institute of Roofing & Waterproofing
Consultants

IWA - International Waterproofing Association
(Europe)

NAHB - National Association of Home Builders
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NBS — National Bureau of Standards

NFPA — National Forest Products Association
and also National Fire Protection
Association

NIBS - National Institute of Building Sciences

NIOSH - National Institute of Occupational Safety
and Health

NPA — National Particleboard Association

NRC - National Research Council of Canada

OSHA - Occupational Safety and Health
Administration

PBS - Public Buildings Service

PCA — Portland Cement Association

RIC/TIMA - Roof Insulation Committee of the
Thermal Insulation Manufacturers
Association

RIEI — The Roofing Industry Educational
Institute

RILEM — International Union of Testing and
Research Laboratories for Matarials and
Structurers (Europe)

SBCC — Southern Building Code Congress,
International

SDI — Steel Deck Institute

SMACNA - Sheet Metal and Air Conditioning

Contractors National Association
SPI — The Society of the Plastics Industry, Inc.

SPRI - Single Ply Roofing Institute
UFCA — Urethane Foam Contractors Association
UL — Underwriters Laboratories

If an NRCA member needs the a‘dress or phone num-
ber of one of the preceding groups, contact NRCA’s Tech-
nical Services Department.

International Symposium
preparation is continuing

The “Call for Papers” for the 1985 Second International
Symposium on Roofing Technology has received good
response.

Three abstracts and one final paper have been received
already. A total of 30 people have expressed an interest in
submitting papers.

The Symposium’s theme will be “Roofing Materials
and Practices—A Decade of Change and Future Trends.”
It is scheduled for Sept. 18-20, 1985 at the National
Bureau of Standards (NBS) at Gaithersburg, Md.

NBS, the National Roofing Contractors Association
(NRCA) and the Reunion Internationale des Laboratoires
d’Essais et de Recherches sur les Materiaux et les Con-
struction (RILEM) are sponsoring the meeting.

Participants from all over the world are being invited
to exchange information on the science and technology
of roofing performance.

Papers have been solicited for presentation at the Sym-
posium and for publication in a hard-bound copy of the
Symposium proceedings. The deadline for abstracts of
all papers is May 1, 1984. Complete manuscripts are due
no later than Oct. 1, 1984.

A program announcement will be prepared and cir-
culated later in 1984. Current information and questions
on the Symposium should be directed to Bob LaCosse
at NRCA, 312/693-0700 or Bob Mathey at NBS, 301/
921-2629. S8



GENSTAR OFFERS YOU TWO WAYS
TO BURY THE HATCHET... FREE!

S

(Upon purchase of 1,000 squares of
SIERRA @ shingles within 120 days
of enrollment.)

Call 1-800-227-3800,
Extension 2509 and get
your Bostitch Roofing
Nailers.

Buy Flintkotee Sierrac Fire-Halt™
shingles and get two revolutionary
Bostitche roofing nailers and

air rig. Free!

This $1,900 value gives you everything you need
to double your speed and increase your profit
potential on every shingling job. You get a
Bostitch roofing nailer rig consisting of two N12
nailers that drive standard galvanized roofing nails,
an air compressor*, 100 feet of hose and fittings, a
regulator, filter and pressure gauge. It’s the modern
way to bury that old-fashioned hatchet.

Do it now! For all the details, call toll-free,
1-800-227-3800, Ext. 2509.

The finest roofing products in the
business.

Flintkote Sierra Fire-Halt laminated
shingles have the distinctive look of
wood without the hazards of wood. They
carry the Underwriters Laboratories
Class A fire and wind-resistant labels.
Because they are eighteen percent larger than
standard shingles, you need 18 percent fewer
shingles, fewer nails and fewer strikes.

This is all you need to do! Plus our new extended transferable limited warranties —

Simply put down a $750 deposit and get your 30 years on Fire-Halt and 25 years on Sierra Fire-Halt II
complete rig. Then as you buy Flintkote Sierra — can be passed on from homeowner to homeowner, a
Fire-Halt™ and Fire-Halt II™ squares, you start big sales plus for you and a big advantage for your
recovering your deposit. Invoices are proof of pur- customer. With all this, why buy anything else?
chase. When you've purchased 1000 squares, your i ‘ , . .

X o, & . you already have an air compressor, we'll substitute one extra nailer, free.

BOS_tltCh rig 1s free. Your Gel:IStar salesman will T Within 120 days of enrollment, you must purchase 1,000 squares of SIERRA
deliver your complete deposit refund to you. shingles.

This offer valid only in Genstar Building Materials Co.

shipping areas. GENS TAR

Manufacturer of Flintkote building products m

CONSTRICTION ASTIHoNG CUNTIR

Genstar Building Materials Company 580 Decker Drive, Irving, TX 75062
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- systems, call
'1-800-922-8800

In Texas, call Collect:
SIPLAST

214/869
Irving, Texas 75039 -

For more information on
any of our roofing
Xerox Cente

ble top ply has a factory-applied
222 West Las Colinas Blvd.

granular surface, available in a
variety of colors. The system
can be applied conventionally

with hot asphalt or with cold

Paradiene’s multi-ply design pro-
vides double protection. Its dura-
adhesive.

1
|

guaranteed

ponding water and

)

posed of an elastomeric asphalt
blend, reinforced by a light
fiberglass mat. This allows
exceptional elongation/recovery
characteristics, while providing
superior dimensional stability.
other traditional causes of roof
against leaks for a full ten years.

ble system, with superior resist-
degradation —

Paradiene 20/30 includes two

component plies, each com-
Paradiene: time-proven in the
world’s climatic extremes since
1968; a lightweight, highly flexi-
ance to sun




Dear Reader:

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

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

B Single-ply roofing systems

B Solar installations

Recent issues have featured stories on:

B Architect-Contractor relations

B Problem survey results

B NRCA programs and meetings

B Fiberglass roofing felts

B European roofing experience

B BUR performance tests

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

B Health and Safety

My primary business activity:

[J Roofing, Waterproofing or Roof
Deck Contractor

[0 Manufacturer, Distributor
or Supplier

[l Architect, Specifier or Engineer

[ General Contractor

[ Government, Schools, University
or Institutional employee

[J Building Owner

[ Other

[ Bill me

[J My check is enclosed

Name

Company
Name

Address

City/State/Zip
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FREE LITERATURE! use

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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