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It's not easy being perfect.

Yet some succeed at it again and again.

It's a challenge to be perfect even once.
It's an incredible feat to be perfect 100
times. Yet that's the hallmark of the
Carlisle Centurion.

He's applied 100 or more error-free
Carlisle roofing systems as judged by
our technical representatives. That means
every single detail of the installation was
100% perfect—the very first time.

Carlisle thinks that's quite remarkable.
So we've honored these worthy roofing
contractors as Carlisle Centurions.
They're few and far between. And, with-
out a doubt, they're among America’s
superstar roofers.

We're proud these men are associated
with Carlisle. Their workmanship, cou-
pled with Carlisle’s reputation for quality,
keeps Carlisle the name second to none.

For more information, call toll free
800-233-0551. In PA, 800-932-4626.

In Canada, 1-800-387-4990.

)2 There is no equal.

A2
o
o SR
s . 196>

. Richard Greb / Fettin Roofing Company,

Inc., Lincoln, NE

. R.A. Potts, Il / Potts Construction and

Roofing, Inc., Sedalia, MO

. Robert L. Bubenzer / Henry C. Smither

Roofing Co., Inc., Indianapolis, IN

. Mike Kusenko / Mak-Lyn, Inc.,

Brackenridge, PA

. James Smithey / Frost & Company, Inc.,

Wapakoneta, OH

. Robert Barr / B&B Roofing & Construction,

Inc., Chambersburg, PA

. Steven Pensinger / B&B Roofing &

Construction., Inc., Chambersburg, PA

. Brad Ream / Cumberland Valley Roofers,

Inc., Carlisle, PA

. Warren Edwards / Roof-Tek, Inc.,

Marshville, NC

. Don Parsons / Wood Roofing Co., Inc.,

Des Moines, I1A

. Pat O'Neill / Granite City Roofing Company,

St. Cloud, MN

. Kim Schwickert / Schwickert Company,

Mankato, MN

. Kent Schwickert / Schwickert, Inc.,

Mankato, MN

. Harlan Hanson / Central States Roofing

Company, Ames, |A

. Ronald Therrien / A.W. Therrien Company,

Inc., Manchester, NH

. Mark Sobeck / The Sobeck Corporation,

Wyoming, PA

. John Gooding / Gooding, Simpson &

Mackes, Inc., Ephrata, PA

. Ardell Porter / Porter Roofing Company,

Inc., Belton, MO

. Chris Wille / Ak Sar Ben Roofing Company,

Inc., Omaha, NE

. Jim Taylor / Jim Taylor, Inc., Belleville, IL
. Don Largent / Don Largent Roofing,

Harrisonburg, VA
NOT IN PICTURE:

. Kent Nielsen / Curran V. Nielsen Company,

Inc., Minneapolis, MN

. Glenn Langer / Langer Roofing & Sheet

Metal, Milwaukee, WI

. Sam Roth / Roth Brothers, Inc.,

Youngstown, OH

Carlisle Syrifec Systems

Division of Carlisle Corporation
P.O. Box 7000, Carlisle, PA 17013

Carlisle is a trademark of Carlisle Corporation, ©1986 Carlisle Corporation
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Some Roofs Are More
Important Than Others

Sarnafil ... where only the best is good enough.

If the value under your roof is such
that a leak is intolerable and you're
willing to pay just a little more to get
the best protection possible, you
should insist on Sarnafil. Sarnafil

gives your roof the important attention 1T
it deserves by providing an individual : ERREN un

customized solution to your specific
problem. Sarnafil seams are hot air
welded for absolute integrity, and
you can hot air weld new Sarnafil to
the existing membrane any time to
accommodate building alterations or

changes in roof-mounted equipment.

Sarnafil has been proven in actual ser-
vice for over 20 years and is installed
by the country’s best and most tech-
LY Y & & nically proficient, factory-trained
BEEER ] contractors.
SRuN If what’s under the roof is impor-
3 % tant, then the roof is important
LTI innn % enough for Sarnafil.
LA TTTT) [l For complete details contact
iR EE R m=& Sarnafil Inc., P.O. Box 380,
Canton, Massachusetts 02021,
or call toll free 1-800-451-2504,

- S f I@\/ or in Massachusetts 1-800-451-2506.
=oarnari

Because Important Roofs Deserve the Best
Check #29 on Reader Service Card

Snrnaﬁl roof on Wang Laboratories’ Boston facility.



LETTER!

R OOEIN G Vent illustration may have ing mcmbcrls of the IT()mc Ventilating
: Institute advocate the use of static
been poor choice Al ) :
devices based upon net free area of
Dear Editor: ventilation, unencumbered by the
This letter will relate to the article presence of insulation.
titled “Air exchange keeps attics cool Les A Barron PR
Publisher and dry,” submitted by the Home Home Ventilating Institute,

Christine Nolen Taylor, CAE Ventilating Institute, and our disap- Divisionof AMCA
pointment with the way in which the
article was handled. The feature arti-
cle was published on page 23 of Janu-
ary’s Roofing Spec.

Home Ventilating Institute had

Editor
Martin Eastman

Associate Editor
David T. Impey

Contributing Editors trsced thisasticle £ blicati
Amy Kason offered this article for publication on
Melody Beckman a stand-alone basis, and we were very
Katie Shultz surprised to see the lower portion of

the lead page dominated by a brand
name ridge vent. Using this type of
vent is only one way in which attic

Circulation Coordinator
Joan Kriete

Technical Advisors ventilation can be achieved.
Robert LaCosse, CAE As a non-profit trade association,
Jetttowinsly the Home Ventilating Institute is con- The generic ridge vent illustrated fea-
Advertising Sales Manager cerned about the use of brand name tures roll-formed, pre-finished

- : . aluminum truction.
Richard Brown product illustrations. nanum cons

As another comment concerning
the illustration, the static manufactur-

Outstanding Advantages:

& Paver stones elevated for perfect drainage

9 Spacer ribs ensure even joint spacing of pavers

€) Pedestals easily sub-divided for corner ;
and edge support of pavers

€Y Through drainage and aeration
eliminates freeze-thaw
damage to pavers

@ %" plates enable perfect

levelling of paver

Turn a plain roof into a
pedestrian plaza the easiest,
most efficient way:

The PAVE-EL
PEDESTAL
SYSTEM

Now you can easily transform a roof into a
: patio, terrace, balcony, walk-way, plaza,
podium, promenade, or just plain roof-deck,
using the unique Pave-El Pedestal System.
Designed to elevate, level, and uniformly
space paver stones for positive drainage in
any weather, Pave-El reliably protects both
roof and paver stone, both membrane and
insulation. Ease of installation makes it
highly profitable. Superb weatherability and
elimination of maintenance make it the
ultimate way to lay paver stones.
Request detailed specification brochure.

ENVIROSPEC INCORPORATED

Ellicott Station Box 119, Buffalo, NY 14205 Phone (416) 252-2090

Check #9 on Reader Service Card
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Contracting showed renewed strength in February, says Christie

Contracting for new construction
rebounded in February, reversing Jan-
uary’s steep decline, reported the
EW. Dodge Division of McGraw-Hill
Information Systems Co.

February contracts, valued at a sea-
sonally adjusted rate of $229 billion,

rose 11 percent due to a surge of

delayed public works projects.

According to George A. Christie,
Dodge vice president and chief econ-
omist, “It now appears that first quar-
ter contracting will average within 5
percent of the peak rate that was
reached in 1985’s closing quarter,
with the promise of continued high
volume activity throughout the rest
of 1986.”

Contracts for heavy construction
(public works and utilities) surged in
February to $46.3 billion, following a
sharp decline in January.

‘Taken together, the first two
months’ contracting for public works
construction was virtually even with
1985’s fourth-quarter level, and it is
now obvious that many projects
were postponed from January to Feb-

ruary. Due to the vague status of

municipal bonds, as tax reform legis-
lation moved from the House to the
Senate, local government financing
for roads, sewers and other construc-
tion was temporarily delayed until
the Senate version of the tax bill
became known,’’ Christie said.

Non-residential building contracts,
at $76.8 billion in February, rose 11
percent on a seasonally adjusted
basis. Commercial and industrial
building, up 14 percent in February,
showed improvement in all catego-
ries. The Dodge economist pointed
out that “the closely watched office
building component made a modest
comeback fromits recent decline, but
still remains nearly 20 percent below
last year’s peak rate of contracting.”’

Institutional building advanced 7
percent in February despite a mixture
of gains and losses.

February contracts for residential
building were valued at an annualized
rate of $105.9 billion, a gain of 2 per-

cent over January’s total. “As interest
rates continue to tumble, strong resi-
dential building will sustain total con-
struction activity all through 1986 at
last year’s record level,”” Christie said.

At the end of two months, the
unadjusted total of 1986 construc-
tion contracting was exactly even
with last year’s $29 billion. So far in
1986, the North Central region leads
the nation with a 4 percent improve-
ment over 1985, and the West trails
with a 5 percent decline. The North-
east shows a two-month lead of 1 per-
cent, while contracting in the South
is up 2 percent.

The following tables summarize Feb-
ruary’s Dodge construction statistics.

Monthly Summary of Cnnstructmn Contract Value

 Prepared by E W. Dodge Division
Mcﬁraw Hl" Informatmn Systems Company

* MONTHLY CONSTRUCTION CONTRACT VALUE
_ Seasonally Adjusted Annual Rates, In Millions

_yotal constructlon $ 1 95 901

JAN. 1985 DEC. 1985 PEHCENTCHANGE
Non-residential building s 6Ab43 s 77190 & s
~ Residential building 98479 108448 = - 9
~ Non: bunldmg construct:on 82,779 42,316 =23
$227 953 - —14  '

YEAR Tﬂ DATE CONSTBUCTIDN CONTBACT VAI.UE

Unadlnsted Totals. In Millions

~ PERCENT CHANGE

~ January 1985

- (1977 = 100, Seasonally Adjusted)

November 1985 .
December 1985

. , . 1M0.1986 1MO0.1985
residential bundmg | 8 49098 s 50910 16
ntial building . 6622 6684 @
on -building construction 2, 060 2581 . 19
z?[otaicc ‘js,truetlon: 5 18680 s 151 54 -—10
'THE DODGE INDEX
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Computer products featured at show
for design and construction professionals

More than 20,000 architects, engi-
neers, facility managers and contrac-
tors are expected to attend A/E/C
Systems ‘86, the computer and man-
agement show for design and con-
struction professionals. The meeting,
which will be held at Chicago’s McCor-
mick Place, is planned for June 23-27.

Contractor Profit News (CPN), one
the sponsors of the event, is offering
free tickets to members of
construction-related associations,
including NRCA. If you are interested
in attending and would like free tick-
cts, contact NRCA as soon as possible.

The trade show will feature nearly
1,000 booths displaying the latest in
computer hardware and software
created for the design and construc-
tion industries. The show’s sponsors
have also planned 80 conference ses-
sions geared for beginning, interme-
diate and advanced participants. A
roster of 200 speakers and panelists
will address such topics as computer
graphics, architecture, engineering,
facility management, construction,
firm management, reprographics and
automated mapping. The programs
will be presented in 24 tutorials, 16
panel sessions and 40 seminars.

In addition to the booths and semi-
nars, A/E/C Systems ‘86 will offer
Intellibuild ‘86, a two-day profes-
sional conference on “Intelligent
Buildings: The Immaculate Decep-
tion.”” The conference, which will be
held at Chicago’s Palmer House, will
be produced by the recently formed
International Intelligent Building

Association. Speakers at the confer-
ence will examine the misconception
that electronic capabilities are all that
tenants want from intelligent build-
ings, and will outline a new, compre-
hensive approach to design and
development.

For further information about A/E/C
Systems ‘86 contact the Conference
Director, PO. Box 11318, Newington,
Conn. 06111; 203/666-6097.

7,000 expected
to attend
CSl’'s 30th meeting

The Construction Specifications
Institute (CSI) will hold its 30th
Annual Convention and Exhibit June
20-22, 19806, at the Los Angeles Con-
vention Center.

The meeting is expected to attract
nearly 7,000 architects, engineers,
specification writers, manufacturers’
representatives and others affiliated
with the non-residential construction
industry.

On display at the convention will
be 814 booths featuring products and
services for the construction indus-
try. This exhibit, the largest in CSI's
history, is the country’s largest annual
show of materials and services for
those engaged in non-residential
construction.

The convention’s educational pro-
gram will include 32 concurrent ses-
sions in addition to speeches by
nationally syndicated political col-
umnist David S. Broder, professor
and management consultant Derek
M. Mills, and personal development
psychologist Wayne W. Dyer.

The concurrent sessions have been
divided into six broad categories:
specifications, product technology,
business and marketing, automation,
contract administration, and per-
sonal growth.

Additional information is available
from CSI, 601 Madison St., Alexan-
dria, Va. 22314-1797, 703/684-0300.

Get a loa oﬁ"
your roof with

REEVES

Reeves Original Rotary
Spudding Machines
ForTheToughJobs!
Super Tex-180
o 7HP, BS Engine
© Double Pully Drive
With Matched V-Belts
012" Flywheel With
4 Carbide Blades
0112 Sgs. Per Hour
o Wt. 199 Ibs.

FREE Set Of
Cutter Blades
Included With
All Models

Self Propelled Power Broom
1 1/C 4 HP, BS Engine = Sweeps Right, Left, or
Straight Ahead O Dead Man Type Controls

\ 036" Face x 18" Diameter Polypropylene Brush
1 Two 4.10 x 350-4 Pneumatic Tires
0 Wt. 238 Ibs.

Single Blade Roof Cutter
0 1/C 8 HP, BS Engine © Handy Throttle
O Adjustable Cutting Depth

. o Hi-Rise Air Filter
0 12" Carbide
Tipped Blade

o Two Semi-Pneu.
3x12" Tires
o Front Semi-
Pneu. 10x2.75
0 Wt.185 Ibs.

Cuts A Strip 24" Wide
01/C 10 HP,BS Engine o Wt.256 Ibs.
1 Two 12" Carbide Tipped Blades

{ Adjustable Cutting Depth

__Double Bladed Roof Cutter

O Two Hoisting Eyes

o Two 10x2.75 Front
Semi-Pneu. Tire & Wheel
0 Two 3"x12" Rear
Semi-Pneu. Tire & Wheel
o Handy Throttle

14" Carbide
Blades Available

Foracomplete catalog, see your local
distributor or call REEVES toll free:

Tex. 1-800-292-5104
Nat’'l 1-800-531-5606

REEVES ROOFING EQUIPMENT CO., INC.
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Rt. 17, Box 300, San Antonio, Texas 78228 (512) 695-3567
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NATIONAL NEWS

Dodge/Sweet’s expects homebuilding to reach $236 billion this year

A higher level of homebuilding is
now expected to raise construction
contracting this year to a record $236
billion, according to projections made
by the McGraw-Hill Information Sys-
tems Co. The figure is nearly $10 bil-
lion more than predicted six months
ago, and up 4 percent from 1985.

In the first scheduled update of its
1986 Dodge/Sweet’'s Construction
Outlook, McGraw-Hill pointed out
that deficit reduction, tax reform,
and falling interest rates will be
reshaping construction markets in
1986. According to the firm’s vice
president and chief economist,
George A. Christie, “The considera-
ble benefits of low-cost financing
should more than offset cuts in fed-

eral construction programs, stretch-
ing last year’s peak rate of building
activity through 1986.”

Declining mortgage rates are
expected to lift single-family home-
building by nearly 15 percent this
year to 1.1 million units, the
McGraw-Hill economist noted. Multi-
family building, however, may
decline as much as 5 percent as the
vacancy rate rises, resulting in a total
of 1.85 million units started in 1986.

In the non-residential market,
Christie expects a 3 percent drop in
construction contracting to $78.3 bil-
lion. “Although the postponement of
tax reform for another year may
cushion the coming decline of
business-related construction, the
commercial building boom of recent
years has already lost its momen-
tum,”’ Christie said. “Office building

in particular is expected to decline 17
percent to $20 billion, as market
forces begin to restore supply/
demand balance.”

Construction in the public works
sector will decline an estimated 2 per-
cent this year, as federal deficit reduc-
tion measures begin to take effect.
Contracting for total public works
construction is now pegged at $37.2
billion.

Regionally, the Northeast is
expected to lead the nation in con-
tracting growth at 6 percent. A 5 per-
cent gain is expected in the North
Central states, and 4 percent and 2
percent increases are projected for
the West and South, respectively.

continued on page 10

Project: The Overlook Building
Las Colinas, Texas
Tramell Crow Residential Companies

Product: PAC-CLAD Panels

Profile: 12" O.C. Snap-on Standing Seam

Finish: 24 gauge Galvanized PAC-CLAD
Slate Gray

Owner: Chasewood Company

General Contractor: The Chaser Company

Architect: F&S Partners Inc.

prefinished galvanized
steel and alurminumm

PAC-CLAD is a full Kynar 500® product available
from stock in 9 colors on aluminum and G-90
galvanized steel.

For more information regarding the entire
Petersen product line, please refer to Sweet’s
Catalog File #7.2/Pe and 7.3b/Pet, or

contact us at 1-800-PAC-CLAD.

Petersen Aluminum Corporation

955 Estes Ave. * Elk Grove Village, IL 60007 - 1-312-228-7150
1-800-PAC-CLAD - In lllinois 1-800-942-8203

Check #23 on Reader Service Card
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Announcing Flame-Tamer™ It's a
new cant strip made from genuine
Manville Cant Board, a high density
laminated board made of high-
strength fibers and expanded perlite.
As aresult, it offers exceptional fire
resistance and strength.

In fact, Flame-Tamer™ has far
greater fire resistance than wood
fiber cant strip. That's an important
consideration in any roofing system
but especially applicable to torch-
applied, modified bitumen systems.
In the ASTM E-84 Tunnel Test,
wood fiber cant strip had a flame
spread of 103 feet in 10 minutes.
Flame-Tamer, on the other hand,
had a flame spread of only 42 feet.

Flame-Tamer Cant Strip is

Flame test: Flame-Tamer (right) self
extinguishes within 1 minute. Wood fiber
(left) continues to smolder.

produced by Manville Authorized
Tapered Fesco Fabricators and is
available in all standard sizes from
your Manville Distributor. In addi-
tion, they can also supply tapered
edge strip of Flame-Tamer material
in a variety of sizes.

Flame-Tamer is a premium product
that's yours at less-than-premium
prices. For information, see your
local Manville Distributor or contact
Manville, P.O. Box 5108, Denver, CO
80217. (303) 978-4900. For export,
telex 454404 JOHNMANVL DVR.

Manville

21,000 people with one goal:
To be your best supplier.



NATIONAL NEWS

Jesse Pickett to head American Subcontractors Association

Jesse M. Pickett Jr., executive vice
president of General Steel Fabrica-
tors, Inc., Latham, N.Y., was elected
president of the American Subcon-
tractors Association (ASA) at its
annual meeting on March 8.

Pickett, currently ASA’s first vice
president, is a member of ASA’s
National Executive Committee and
chairman of its Legislative Commit-
tee. He was elected to the ASA Board
of Directors in 1979. Pickett is also

active in the Northeastern Subcon-
tractors Association, based in Albany,
N.Y,, and the ASA of New York State.
He will assume his duties as ASA pres-
ident July 1 and serve a one-year
term.

Other officers elected were: first
vice president, John T. (Tommy)
Parker, Carolina Dredging Co.,
Charleston, S.C.; second vice presi-
dent, M.R. (Mac) Sullivan Jr., Sullivan
Mechanical Contractors, Shenan-

For all your Single Ply applications, equipment, tools and accessories.

LOOK UNDER
OUR

INSIST ON ROOFMASTER

ASK YOUR DISTRIBUTOR...OR CALL...
Tele: 213/261-5122 ]

800/372-6409 (California, except 213 & 818 Area Code) 1

800/421-6174 (Nationwide, except CA & AK) @

Los Angeles, California 90063-0309  Telex: 298940 Roof ur

750 Monterey Pass Road
Monterey Park, California 91754-3668
Mailing Address: P0. Box 63309

—,

— SINCE 1952 .

PRODUCTS COMPANY

Manufacturers & Distributors of Roofing Equipment - Tools & Accessories

Check #28 on Reader Service Card

doah, Va.; treasurer, Roland E. Kinser,
Atchison and Keller, Inc., Washing-
ton, D.C.; secretary, Thomas ]J.
Godwin of D and G Electric, Inc., Bir-
mingham, Ala.

Elected to three-year terms on the
ASA Board of Directors were: I. Sharon
Fischer, Priceless Industries, Inc., Balti-
more; Ben C. Griggs, Desert Painting
and Drywall, Inc., Phoenix; Dan
McGlone, TJ. McGlone Co., Inc., Edi-
son, N.J.; and Floyd Warkol, Warkol
Mechanical Corp., Bronx, N.Y.

Recently appointed to the ASA
Board of Directors to fill unexpired
terms were Gene Lee, Lee Masonry,
Hamilton, Texas; and Jim Novinger,
Novinger, Inc., Harrisonburg, Pa.

CRC thanks
survey respondents
with potable prizes

The Corporate Research Center
(CRC) has announced the six winners
of the drawing it held to thank the
roofing contractors, wholesalers and
retail outlets that responded to the
first phase of CRC’s 1986 Survey of
the U.S. sloped/inclined residential
and small commercial roofing indus-
try. Each of the winners will receive a
bottle of Glenlivet Single Malt Scotch
Whiskey.

The winners were: Don Summers,
Specialty Roofing, Inc., Peoria, Ariz.;

Jeff Phillips, Wicke’s Lumber, Braden-

ton, Fla.; Jeffrey E Kelly, Myles E
Kelly, Inc., Newark, N.J.; Don Durch-
slag, Singles Roofing Co., Elgin, IIL;
Beryl Buffington, Farmer’s Coopera-
tive Society, Garner, Iowa; and Ray-
mond Dees, Hathcock Roofing and
Remodeling Co., Inc., Dothan, Ala.
CRC is polling companies involved
in the sale and installation of sloped
and inclined roofing materials to con-
tractors, builders and the public. The
second phase of the study is in
progress. The entire survey will be
completed and available later in 1986.
For information on the surveys con-
tact: Jermym Slott, project coordina-
tor, CRC, 2204 Morris Ave., Union, N.J.
07083; 201/687-5292, or Pan Am
Building, 200 Park Ave., Suite 303E,
New York, N.Y. 10166; 212/883-0835.
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IRWC elects officers and certifies members at annual meeting

E Lee Russell of American Roofing
Consultants, Spencer, N.C., was
elected president of the Institute of
Roofing & Waterproofing Consul-
tants (IRWC) at its general meeting on
Feb. 9 in Las Vegas. Also elected were
Kenneth Schneider, Nashville, as vice
president and Gerald Curtis, Haddon-
field, N.J., as secretary/treasurer. Sit-
ting on the Board of Directors are
George Criel, Arlington Heights, II1;
Daniel Moriarty, Dallas; Donald
Dorner, Orlando; James Koontz,
Hobbs, N.M.; and Al Alesi, West Car-
rollton, Ohio.

Founded in 1973, IRWC restricts its
membership to those consultants in
the roofing and waterproofing fields
who meet its strict education, training
and experience qualifications.

IRWC has also completed its first
certification examination. Consultants
who passed the test received the desig-
nation Certified Professional Roof
Consultant from the Institute. The
examination encompassed 10 basic
categories: general design, decks and
substrates, new construction, rehabili-
tation and retrofit, membranes and
vapor barriers, insulation, penetra-
tions, flashings and sheet metal,
repairs, and maintenance.

The following IRWC members
received the Certified Professional

ASC’s Wilkinson
honored with
Recognition Award

Robert L. Wilkinson, president of
the Associated Specialty Contractors,
Inc. (ASC), was recently honored by
the American Subcontractors Associa-
tion (ASA) at its annual convention
“for his lifelong dedication and service
to the construction industry.” A. E.
Marchbanks, president of ASA, said
during the presentation at the ASA
Breakfast of Champions Award Cere-
mony, “I'have never met an individual
who is more knowledgeable about the
intricacies of our profession than the
winner of ASA’s Special Recognition
Award, Robert L. Wilkinson.”’

Roof Consultant designation: Al

Alesi, W. Carrollton, Ohio; Frank
Balistreri, Waukesha, Wis.; George
Criel, Arlington Heights, Ill.; Gerald

Curtis, Haddonfield, N.J.; Donald
Dorner, Orlando; Rainer Gerbatsch,
Glen Rock, N.J.; Matt Hitlin, Atlanta;
Heydon Lewis, Littleton, Colo.; James
Magowan, Pleasanton, Calif.; Eugene

McCormick, Glenview, Ill.; E.S. Mol-
lenhoff, Honolulu; E Lee Russell,
Spencer, N.C.; and Kenneth Schnei-
der, Nashville.

For more information about
IRWC’s certification program, con-
tact Patricia Keating, executive secre-
tary, 4415 W. Harrison St., Suite
#242-C, Hillside, I1l. 60162.

-

(M]F ] MacLean-Fogg Co.

Manufacturer of Roof-Tite™
Introduces

Con-Nail

MASDNRYANCFEW%’SYSTEM
{

for Structural Concrete

into pilot hole.

MIF

MacLean-Fogg Co.

BUILDING PRODUCTS DIVISION

Fast, Easy Installation —No Special Tools Required
1. Drill a hole with included carbide drill bit.
2. Simply hammer Con-Nail™ anchor through stress plate

Use With Three Different Stress Plates

Roof-Tite™ Disc-Tite™ Lap Stress
3" Square 3" Round 2” Round
Galvanized Polypropylene Galvanized

Available in Lengths 1V&"-12"

Attachments

R ——

o

Approved

5600 WILSON ROAD RICHMOND, IL 60071

815/678-4566, TELEX 25 4470
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Last-minute, pre-Easter activity brings Congress to life

Congress tackled a number of major
issues and new legislation in a flurry
of activity just before its spring
recess. Most of this action took place
on the committee level.

Among the work accomplished
during this period was a defeat of the
administration’s proposed 1987
budget. In its place, Senate Republi-
can and Democratic members pro-
posed a package that contained less
for defense, fewer cuts in domestic
programs and tax increases. The

budget deficit with this plan is $144
billion, which meets the Gramm-
Rudman-Hollings deficit target.

The Senate also passed immigra-
tion reform legislation. The House
version of the bill is seen as a possible
threat to small business interests.

Of particular interest to unions and
management is an upcoming Senate
vote on a bill that would make labor
union violence or threats of violence
a crime. Labor unions are now
exempt from federal anti-extortion

laws under a 1973 Supreme Court
decision. There is considerable sup-
port in the business community for
this bill.

Other noteworthy, but stagnant,
items include the liability insurance
issue, on which hearings continue;
the parental leave bill, which could
be a prelude to a federal law requiring
paid leave by all employers; and tax
reform.

Affirmative action debate fueled by Justice Department report

Factions in the federal government
are still arguing about whether
affirmative action requirements are
actually illegal quotas in disguise. A
statement released by the Depart-
ment of Justice (DOJ) on March 28
claimed that the Labor Department’s
Office of Federal Contract Compli-
ance Programs (OFCCP) is imposing
quotas on contractors in the hiring of
women and minorities.

Accompanying the Justice Depart-
ment’s accusations was an analysis of
agreements and letters of commit-
ment negotiated between federal
contractors and OFCCP. The exam-
ples cited in the documents indicated
that the Labor Department was using
a quota system. The 55 conciliation
agreements and letters of commit-
ment released in the DOJ report gen-
erally cited contractors for failing to
meet hiring goals for women and
minorities, and for not taking steps to
hire Vietnam veterans and the handi-
capped. In almost every case
recorded in the documents, OFCCP
required the contractor to file docu-
mentation of good faith efforts to
reach these goals.

DOJ, according to spokesman
Terry Eastland, objects to OFCCP in
citing contractors for failure to reach
a goal. The Office is, in effect, forcing
contractors to take “race and sex into
account in an unjustified manner,’”’
according to Eastland.

The Labor Department, however,
does not believe the documents
released by DOJ fairly represent the
Deartment’s efforts. David Demerest,
a Labor Department spokesman,
pointed out that the 55 cases cited
represent only a “small sample’” of

the 14,000 letters of commitment
and conciliation agreements signed
in the same period. Demerest claimed
that OFCCP’s policy is to “measure a
company and its affirmative action
efforts on the basis of good faith
efforts, not on meeting a goal.”” He
suggested that the problems the doc-
uments illustrate is that imprecise lan-
guage is being used in these
conciliation agreements. The solu-
tion would be to correct the language
rather than scrap the whole program,
he said.

Demerest also claimed that the
cases reported were referred to the
Attorney General by organizations or
private individuals who were suffer-
ing the repercussions of the program.

Eastland acknowledged that most,
if not all of the cases cited by DOJ
involved construction contractors,
and that these cases were sent to the
Department by the Associated Gen-
eral Contractors (AGC), an outspoken
opponent of affirmative action.

AGC is not alone in its efforts. The
American Subcontractors Associa-
tion (ASA) and the National Construc-
tion Industry Council have also been
lobbying for a new executive order
on affirmative action. A. E. March-
banks, ASA president, believes the
existing executive order governing
the affirmative action program sets
arbitrary goals that have no statistical
base. He stated his position, saying,
“ASA is opposed to the use of quotas,
goals or other numerical standards to
measure affirmative action by
employers. “Such quantitative stand-
ards lead to harrassment, abuse and
reverse discrimination.”

Despite these protests, the White
House will probably not make any
changes to the program right away.
Instead, the administration will delay
any decision until after the Supreme
Court rules in the three affirmative
action cases before it this term, many
believe.

IN BRIEF

B A new American Subcontractors Association (ASA) brochure may
help contractors deal with bureaucratic foot-dragging, paper-shuffling and
general inefficiency. Titled “Coping with Red Tape,”” this brochure offers
practical advice on how to find the right person in government to resolve
problems, how to work through any bureaucratic maze, and how to organ-
ize communications efforts to get results. “Coping with Red Tape’’ costs
$1.50, and may be ordered from ASA, 1004 Duke St., Alexandria, Va. 22314

B The Senate Commerce Committee is expected to consider product lia-
bility reform legislation this spring. Of the provisions being considered, the
following have gained the support of the business community: holding
manufacturers liable only when their conduct is unreasonable, considering
whether plaintiffs were responsible for their injuries, eliminating capri-
cious litigation, establishing a reasonable statute of limitations, and devel-
oping clear guidelines on product warnings.
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AND ON. WE'VE ROLLED OUT
OVER 200 MILLION SQ. FT.
so FAR. U.S. Intec is the world’s largest producer

of A.P.P. modified bitumen. And for very good reasons.
Our Brai roofing and waterproofing is easy to instalil

and impossible to beat. Membranes are torch applied,
requiring small crews and less time. It's proven to with-
stand virtually all climatic conditions. Brai fits the project,
the timetable and budget. And comes with warranties

for up to 12 years. Talk to our people in the field. Use our
toll-free number and a regional representative will contact

yOU. We re rO“mg' Check #37 on Reader Service Card

P.O. Box 2845 [ Port Arthur, Texas 77643
Regional Offices

Fort Worth, Texas [J North Branch, N.J.
Texas 1-800-392-4216 National 1-800-231-4631
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Most roofing systems end up working
against you. They take too much time
to install. Too much manpower. And
a lot of equipment.

A roof mastic based on Rhoplex EC
technology is the simple solution. It's a
liquid roof coating that sprays, brushes
or rolls right on and cleans up fast with
water. It's also seamless and self-
flashing. And the savings in time and

labor can add up to the lowest cost per

square foot applied.

Maybe you want to fix up an old roof.
Or put on a new one. Or extend the life
of an existing roof. It will pay you to
look at the quality and proven durability
of roof mastics based on Rhoplex EC
technology.

Whether used over a prepared
Substrate or as a separate system with
polyurethane foam or modified asphalt
directly on the deck, Rhoplex EC
technology offers excellent resistance
to dirt pickup and UV degradation.

Before application of any roofing systems, be certain they are permitted by local building codes or other authorities.

Rhoplex is a registered trademark of Rohm and Haas Company.

Check #27 on Reader Service Card

Even ponded water. And it delivers
exceptional durability and flexibility.
That kind of performance means
fewer call backs.

What could be simpler than roof
mastics based on Rhoplex EC
technology? Finding out about it.

Just call your local manufacturer or
call Bruce Nebens at (215) 592-2664.

HAAS

PHILADELPHIA, PA. 18105




ASSOCIATE NEWS

Genstar acquired
by Canada’s Imasco

Early last month, the San Fransico-
based Genstar Corp. was acquired by
Canada’s Imasco, Ltd., according to
an article in The Wall Street Journal.
Genstar agreed to the deal only after
Imasco increased its bid to $41.69 a
share, or $1.68 billion.

Genstar is a Canadian company
with control of Canada’s largest trust
company, Canada Trustco Mortgage
Corp. as well as holdings in real
estate, building products and waste
management operations.

According to the article, Imasco,
the parent of Imperial Tobacco, Ltd.,
Canada’s dominant cigarette maker,
may sell some of Genstar’s assets, but
will probably retain Canada Trustco,
thus reducing Imasco’s dependence
on Imperial Tobacco, the source of 50
percent of its profits.

ASC Pacific opens
roll forming plant

ASC Pacific, Inc., a metal building
components manufactyrer, opened a
state-of-the-art roll forming plant in
Fontana, Calif., a suburb of Los
Angeles.

The plant, the newest of 10 fabri-
cating plants operated by the
Tacoma-based company, manufac-
tures a complete range of roof and
floor decking and building products
for industrial, commercial, agricul-
tural and residential use.

“The new Fontana plant is one of the
most advanced facilities of its kind in
the Western United States. It contains
computer-programmed equipment
that produces at unequaled effi-
ciency,” said John E Cockburn, presi-
dent of ASC Pacific.

The 655,000-square-foot plant roll-
forms steel products integral to high-
and low-rise construction. The plant
has the capability of roll-forming up to
3,000 tons of steel per month.

Its two key production lines form
purlins and decking. Purlins are the
structural sections used for roof and
wall framing in metal buildings.
Decking is used in the construction of
roofing and flooring in high-rise
buildings.

The plant will employ 70 persons
and represent a $1.5 million payroll
for the area.

ASC Pacific is an American subsidi-
ary of the Australian steel, mining and
oil company, Broken Hill Proprietary.
A $100 million U.S. company, ASC
Pacific also operates plants in Califor-
nia, Texas, Alaska, Washington, Arkan-
sas and Arizona. With the addition of
the Fontana plant, ASC Pacific will be
able to produce more than 100,000
tons of fabricated steel annually.

ARC institutes
“Buy American’’ club

The American Roofing Corp. (ARC)
has announced the formation of the
“Buy American” club for roofing
contractors. Members of the club are
eligible for prizes to be drawn at the
NRCA Convention in San Fransico
next February.

Prizes include trips to Hawaii, Paris
and Australia as well as hundreds of
other gifts. Members will receive “Buy
American’’ truck decals, a wall plaque
and a V-neck sweater with the club
emblem attached.

Roofing contractors can receive
cligibility rules and an application to
join the club by writing to Bud

Jansen, national sales manager, 3100

S. California Ave., Chicago, IlL
60608; 312/376-1110.

Lord appoints
new adhesives distributors

Aero Products of Omaha, Neb., and
Southern Industrial Resources in
Marietta, Ga., have been appointed
authorized stocking adhesive distrib-
utors for Lord Corp.’s Industrial
Adhesive Division.

Lord is a technology-based firm in
Erie, Pa., with seven plants in the
United States as well as extensive
operations overseas.

GAF announces
rebate/incentive program

Contractors purchasing Royal Sover-
cign® asphalt/fiber glass shingles dur-
ing the second quarter of 1986 are
eligible for a rebate of 50 cents per
square in 2 new rebate/incentive pro-
gram sponsored by GAF Building
Materials Division. Builders who
switch from an original roofing speci-
fication to Timberline® fiber glass/
asphalt shingles will get $1 per square.

To qualify for the rebate, contrac-
tors should submit proof of purchase
to GAF for Royal Sovereign shingles
purchased between May 1 and June
30, 19806.

According to the terms of the Tim-
berline incentive, any builder who
converts projects of 100 square feet
or more to Timberline between April
1 and Sept. 30, 1980, is eligible.

To participate, builders must sub-
mit a copy of the original specifica-
tions featuring a competitive shingle,
the building permit for the new
home, and a dated proof of purchase
for the Timberline shingles.

continued on page 19
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Roofers who recommend Hi-Tuff
are right on the money.

“Hi-Tuff sold itself on
the basis of its performance
properties.’

—Greg Wallick
General Roofing Industries, Inc.
Casselberry, Florida

“It's the best Hypalon*based
(roofing system) on the
market. One of the best single-
ply systems, if not the best!’

—Bo Browder
Weldon Roofing & Sheet Metal, Inc.
Weldon, North Carolina

“It’s a trouble-free system—
one that | can feel secure
with!’

—Ed Bedard

Brattleboro Roofing & Sheet Metal Co., Inc.

Brattleboro, Vermont

“We like Stevens because of
the technical support they

provide. They are responsive
in terms of answering ques-
tions and deliveries!’

—Wayne Mullis
Universal Roofers, Inc.
Phoenix, Arizona

J. P. Stevens & Co, Inc.
Stevens Elastomerics/
Roofing Systems

395 Pleasant Street
Northampton, MA 01061-0658
Tel: 413/586-8750

*Hypalon is a registered trademark of Du Pont.

“The Stevens Hi-Tuff system
measures up to our standard
for quality and reliability.”

—Bill Taylor
D.C. Taylor Co.
Cedar Rapids, lowa

“The support we got from
Stevens’ technical staff on a real
problem job was outstanding.’

—Larry Barnard
Eagle Roofing Systems, Inc.
Dallas, Texas

“The bottom line is that we
get very good production with
J. P. Stevens!”

—Kevin Kennedy
Charles F. Evans Co, Inc.
Elmira, New York

Successful roofing contractors know it pays to recom-
mend and install the Stevens Hi-Tuff Roofing System.
They can count on Stevens for the technical and
sales support which makes their selling job easier, for
a solid distribution network which provides prompt,

dependable deliveries.

And for a quality single-ply membrane with physi-
cal properties that allow for a longer, more profitable
construction season.

Recommend the Stevens Hi-Tuff Roofing System.
And be right on the money.

! Show me how it pays.

B [ Please send me more information and a Hi-Tuff" sample.
I [J Please have a Stevens representative contact me.
J ' would like to become a Stevens approved applicator.

Name Title

Address
City State Zip
Telephone ( )
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" PERMAGLAS’

You want the roofing system specified by the
most demanding designers, architects and contractors ...
CALL PERMAGLAS.

You want a Built-Up, FLEX CAP™ (SBS Modified Bitumen)
or EPDM roofing system . . .
CALL PERMAGLAS.

You want a roofing system that is GUARANTEED ...
CALL PERMAGLAS.

: : “The protection remains long after the roof is forgotten.”
1986 Evanite Permaglas

Roofing Manual For more information or your free copy of the 1986 Evanite Roofing

Systems Manual drop us a note on your company stationery or call:

- 1-800-541-6230
EVANITE PERIMAGLAS, INc.

P.O.Box “E” Corvallis, Oregon 97339 (503) 753-1211

Check # 10 on Reader Service Card
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Carlisle invests
$10 million in equipment

Carlisle SynTec Systems is pumping
$10 million into new manufacturing
equipment that will allow the com-
pany to produce an additional 265
million square feet of Sure-Seal mem-
brane. Included among the new tech-
nology will be two extruder-roller
dies along with curing and finishing
cquipment. Installation of the new
machinery in Carlisle, Pa., will begin
within the next few months, and it is
expected to be operational early in
1987.

Robert A. Brown, president of Car-
lisle SynTec, said that the new technol-
ogy provides the basis for developing
new materials and new systems for the
future by allowing greater flexibility in
processing capabilities.

Transmet chooses two
to market aluminum chips

Transmet Corp., a Columbus, Ohio,
manufacturer of rapidly solidified
aluminum particles, has announced
the appointments of ARTech, Inc.,
and ARS as exclusive sales agents for
their reflective aluminum roofing
chips.

Transmet President Donald L.
Cullen explained that the company’s
decision to hire two sales agents
stemmed from the two ways in which
aluminum roofing chips can be
applied: onsite or in the factory. “Since
these represent two distinct marketing
approaches, it made sense to have two
sales agents, one agent for each mar-
ket,”” said Cullen. “Two sales agents
operating in their own areas of exper-
tise will provide the contractor with a
choice of methods to get these unique
reflective chips on the roof.”

ARTech, Inc.,islocatedin Columbus,
Ohio, and will be targeting contractors
who would apply the chips on site.
They willmarket the productthrougha
nationwide system of distributors.

ARS, headquartered in Long Beach,
Calif., will be marketing the reflective
chips to manufacturers of roll prod-
ucts for application in the factory.

Firestone chooses
New York ad agency

Firestone Building Products Co., a
division of the Firestone Tire & Rub-
ber Co., has announced its associa-
tion with the advertising agency of
Calvillo, Shevack & Partners, Inc., of
New York City.

Citing Firestone’s rapid growth in
the single-ply segment of the com-
mercial roofing industry, Firestone
General Manager Sunil Kumar hopes
the Calvillo connection will
strengthen his marketing communi-
cation program and help maintain
Firestone’s momentum.

Asphalt Roofing

Manufacturing Machinery
and Systems

Phone: 312-773-2500 Telex: 25-5105

REICHELE
DREWS, INC.

1025 West Thorndale Avenue, Itasca, lllinois 60143

Designers and Builders of
Systems and Machinery for
Manufacturing Asphalt
Roofing Materials

Check #26 on Reader Service Card
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UCI enters agreement
with Canadian company

UC Industries, Inc., (UCI) of Parsip-
pany, N.J., has entered into an exclu-
sive licensing agreement with
Canada’s Celfort Limited Partnership
that permits Celfort to use UCI's
patented process technology to man-
ufacture rigid foam extruded poly-
styrene insulation. Celfort is the crea-
tion of a private investor and Jan-
nock, Ltd., a prominent Toronto-
based diversified manufacturer with
established markets in the building
materials industry. J.L. Weinstein,
president of UCI, said that under the
terms of the agreement, UCI will also
provide Celfort with ongoing
research and development as well as
technical assistance in the production
of the insulation.

Celfort’s president, John Zacharias,
announced that construction will
begin immediately on a plant near

alleyfield, Quebec, with next fall
targeted as the beginning of produc-
tion. The facility will eventually
involve two production lines for the
full range of products similarly mar-
keted by UCI in the United States. UCI
manufactures and markets the prod-
uct here in the United States under
the brand name Foamular.

H. Gordon MacNeill, president and
chief executive officer of Jannock,
commented that the project will
complement the corporation’s brick-
making operations in central Canada
and provide the Canadian building
industry with a viable insulation
product.

Huntsman moves to
top spot in industry

Huntsman Chemical Corp., a Salt
Lake City-based petrochemical plas-
tics manufacturer, has acquired
American Hoechst Corp.’s poly-
styrene, expandable polystyrene and

styrene monomer businesses. This
acquisition makes Huntsman the
number one company in the poly-
styrene industry, with 1986 annual
revenues projected in excess of $500
million.

Included in the package arc
rescarch facilities and polystyrene
plants in Chesapeake, Va., and Peru,
[1l. Huntsman also acquired Hoechst's
marketing operation for styrene
monomer, the raw material used to
produce polystyrene.

Hoechst will continue to operate
the company’s Bayport, Texas, plant
exclusively for Huntsman for five
years. After the five-year period,
Huntsman will acquire the Bayport
plant, which produces more than 1
billion pounds of styrene monomer
annually.

LEASE IT!

From Giuffre Bros. the Leasing Experts

HI-LIFT

Featuring GMC JOB TOUGH TRUCKS

Why should the second truck in your roofing
operation, the busy one that hauls your equipment
and materials, be anything less than the rugged,
dependable Giuffre- designed unit you crane from?

Why should you have to shape and shop for all of

those necessary second-truck features yourself? And

worry about the financing?

That's what we thought! So the folks that brought you

the Complete Roofer's Package now bring you the

haul-American performer in second trucks. Built to our
exacting specifications to meet your exacting demands..

Complete with everything the job requires.

And convenient to lease from the leasing experts.

Our new HAUL MIGHTY has the same heavy duty,

high quality reliability you've come to know in our

R.O. Stinger crane/truck. It's loaded with the

features you'd expect:

® General Motors, 205hp gas,
5-speed transmission.

@ 9,000 Ib. front axle, 19,000 Ib.
2-speed rear axle.

® 18 ft. Hi-Lift hydraulic dump.

® Full 8-ton load capacity.

® Double full length frame.

® Power steering, power brakes.

@ Heavy duty tool box.

® Trailer hitch.

@ Custom cab, custom interior.

Remember, Giuffre Bros. buys and sells more trucks

than a lot of dealers. That means we get volume
discounts, which you enjoy whether you buy or lease.

And whether you buy or lease, it's one-stop

financing.

For all your roofing needs, and now the HAUL

MIGHTY, take it from us:

Giuffre Bros. knows your job.

-
AN
From the ground up,
nothing compares
with a HI-LIFT

SPECIALISTS Serving a very SPECIAL INDUSTRY

)
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BUY or LEASE
the

m
SEAMER

Batten or Standing Seams

e Operates on 110
volt single phase

e Self propelled e Traveling
From 15 to 25
lineal feet per minute
Contact. . . A.P. Leasing Inc.

216 Falls Village Road
Pittsburgh, PA 15239

(412) 733-7731

Check #1 on Reader Service Card
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The new Rawl-Spike™ looks like a simple, crooked nail.
Very deceptive. It’s actually a very sophisticated one-
piece expansion bolt made of Grade 8 hardened and
tempered spring steel.

The characteristic S-shaped tip of the Rawl-Spike exerts
pressure against the walls of the concrete hole at three
different points, in three different planes, reaching the
deepest level of embedment. This produces remarkable
holding power and extreme and continuous resistance
to pull-out loads. The Rawl-Spike holds even under
extreme conditions of wind and vibration stress.

deceptively simple

The Rawl-Spike is used to attach membrane, insulation
and wood blocking to structural concrete roof decks.

Itis FM approved for I-60 and I-90 ratings and comes in
3/16" and 1/4" diameters in lengths from 1-1/2" to 10".

A mechanically galvanized (Class 50) or Perma-Seal™
finish meets and exceeds Factory Mutual’s proposed
#4470 corrosion requirement.

The only thing that’s really simple about the Rawl|-Spike
is the installation: you drill a hole and hammer it in.

It’s that simple!

The Rawlplug Company, Inc., Two F.B. Powers Square,
New Rochelle, NY 10802, (914) 235-6300 1-800-243-8160
Rawlplug Canada, Ltd., 7404 Bren Road, Mississauga, Ontario L4T 1H3, (416) 673-7295

Check #24 on Reader Service Card



Paradiene 20/30 includes two
component plies, each com-
posed of an elastomeric asphalt
blend, reinforced by a light
fiberglass mat. This allows
exceptional elongation/recovery
characteristics, while providing
superior dimensional stability.

5

1§

world’s climatic extremes since
1968; a lightweight, highly flexi-
ble system, with superior resist-
ance to sun, ponding water and
other traditional causes of roof
degradation — guaranteed
against leaks for a full ten years.

1.
DIV

7

practicality
| ]

Paradiene’s multi-ply design pro-
vides double protection. Its dura-
ble top ply has a factory-applied
granular surface, available in a
variety of colors. The system
can be applied conventionally
with hot asphalt or with cold
adhesive.
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call Today

For more information on
any of our roofing
systems, call
1-800-922-8800
In Texas, call Collect:
214/869-0070
SIPLAST
Xerox Center, Suite 1840
222 West Las Colinas Blvd.
Irving, Texas 75039
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Jim Whittier resigns
as MCRA legal counsel

Jim Whittier will no longer serve as the
Midwest Roofing Contractors Associa-
tion’s (MRCA) legal counsel because he
is withdrawing as a partner of the law
firm of Spencer, Fane, Britt & Browne
effective June 1, 1986.

Whittier served MRCA during the
entire 20 years he had been with the
firm. He has managed the Associa-
tion’s many activities and conven-
tions since he was named executive
director in 1976.

Bay area contractor
exposed as fraud

Magnum Roofing’s half-page ad in the
Oakland Telephone Directory’s yellow
pages proudly touted its virtue as a 13-
year-old San Francisco Bay Area com-
pany. The facade of legitimacy was
furtherenhancedby footnotesinthead
that claimed the company was
“Insured BU(PL.) & PD.”" and licensed
by the state.

Magnum’s scam might have gone
on indefinitely had it not been for a
concerned call to the Associated
Roofing Contractors of the Bay Area
Counties, Inc., from Bill Johnson of
Oakland’s Vista Roofing Co. early in
December. Johnson told John
Upshaw, the Association’s assistant
executive director, of several com-
plaints he had received within the last
two weeks from consumers who had
entered into roofing contracts with a
Magnum salesperson using Vista’s
license number. Two of the consum-
ers had paid money up front to a man
by the name of Ray Cruz, who had
allegedly started one of the projects
and then abandoned it. Cruz had also
taken another consumer’s deposit
without following up on the job, it
was claimed.

Johnson’s complaint was passed
through the Association to the Cali-
fornia Contractors State License

Board’s (CSLB) Oakland office,
which immediately began an investi-

gation. Within five days, the CSLB

referred its findings to the Alameda
County District Attorney’s office,
which then issued a six-count felony
and consumer fraud complaint
against Cruz. The charges included
three counts of grand larceny and

three fraud counts, arising out of the
use of another contractor’s legal
license number.

Ironically, as soon as the allegations
against Cruz were brought by the Dis-
trict Attorney’s office, it was discov-
ered that a warrant existed for his
arrest on charges of alleged armed
robbery.

FUTU RA'PLY Il THE ALL

URETHANE RUBBER SINGLE-PLY

ROOFING SYSTEM

W

W

FUTURA-PLY || — ECONOMY AND PERFORMANCE

e APPLIES UNBELIEVABLY FAST — FASTER THAN ANY
OTHER SYSTEM ON THE MARKET

e 100% ADHERED WITH A SINGLE ADHESIVE
APPLICATION. NO FASTENERS — NO BALLAST TO
CREATE PROBLEMS. SEAMS ARE TRIPLE SEALED TO
INSURE LONG-TERM WATER TIGHTNESS

e OUTSTANDING CHEMICAL RESISTANCE — WORKS
IN THE HARSHEST OF INDUSTRIAL ENVIRONMENTS

e HIGH PERFORMANCE — COMBINED WITH

ECONOMY

FOR INFORMATION ON THIS OUTSTANDING
SYSTEM CALL OR WRITE TODAY

FUTURA COATINGS, INC.

9200 LATTY AVE.

HAZELWOOD (ST. LOUIS), MO 63042
314-521-4100 TWX 910 760 1622
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Only Nord Bitumi Puts
All The Pieces Together
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Modified asphalts can be a real puzzle. Only Nord Bitumi can
complete the puzzle using all the pieces. No other modified
manufacturer can do that. What you get is a total commitment to
provide the best product with the best service — solving the puzzle.

Nord Bitumi U.S., Inc.

966 South Springfield Ave. « Springfield, NJ 07081 ¢ (201) 467-8669
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White vs. Black:
does membrane color matter?

n the roofing game, everyone’s

looking for an edge, some advan-

tage that makes their product the

right choice for at least a segment
of the roofing market.

The manufacturers of white roofing
membranes believe they've found their
edge. They claim that their white roofs
wear better, look better and save more
energy than their black counterparts. As
one manufacturer says in its literature, the
white color “reflects sunlight, lowering
internal building temperatures, reducing
the load on air conditioners and prolonging
membrane life.”” While no manufacturer is
selling its product on the merits of color
alone, most devote at least a paragraph in
their brochures to the benefits of a white
surface.

Despite these manufacturer’s claims, the
jury is still out on white roofing’s superior-
ity. Some industry experts are taking a hard
look at the energy efficiency and weathera-
bility of these products as well as the ability
of traditional roofing to offer the same
benefits.

Upon reflection

The manufacturers of white roofing base
their claims on their products’ ability to
reflect the sun’s rays. This keeps the roof-
ing system and the building’s interior
cooler during the day, they say, reducing
cooling costs.

The Du Pont Co., which manufactures
Hypalon®, a white synthetic rubber that is
used in some single-ply membranes, has
studied the effects of white roofing on
energy costs. According to Du Pont’s com-
puterized research, “Cumulative annual
energy consumption for the combination
ofboth heating and cooling is less for white
roofing based on Hypalon than conven-
tional black roofing materials, despite geo-
graphic location.” Over a 10-year period,
an owner of a commercial building in
Phoenix would save $1.16 per square foot
(based on 1984 costs), while in Chicago an

Jerry DeMuth is a free-lance writer
based in Chicago.

owner would save 38 cents per square
foot, the company claims.

Citing another computer study, DuPont
reports that Hypalon’s white surface can
reduce air conditioning loads from 33 to 66
percent. “At the same time,”” according to
the company, “the program indicates that
the heat loss in winter is negligible.”

Many manufacturers also state that their
white membranes weather better than
black materials. Because the system
remains at a nearly constant temperature
throughout the day, they reason, it is not
subject to the life-shortening stresses expe-
rienced by roofs that must endure daily
heating and cooling cycles.

Most of these claims are being made by
plastomeric single-ply manufacturers.
Their products are based on such chemi-
cals as Hypalon (its generic name is chloro-
sulfanated polyethylene or CSPE),
chlorinated polyethylene (CPE), polyiso-
butylene (PIB), or polyvinyl chloride
(PVC). High reflectivity is only one of the
benefits these products offer, according to
the manufacturers. Some also resist the
damaging effects of ultraviolet radiation,
fire, oils or chemical contamination. In
addition, these systems may be easier to
install than traditional roofing, with seams
that may be either heat welded or glued.

Some EPDM manufacturers have also
experimented with white rubber roofing,
but these membranes have not met with
much success. Both Carlisle SynTec Sys-
tems and Firestone Building Products Co.
have produced white roofs on a trial basis
but have rejected the idea of full produc-
tion because of dissatisfaction with the
membranes’ quality, according to persons
at each company. They found that when
they substituted titanium dioxide or other
white chemicals for the carbon black that is
used as a filler in rubber roofing, they lost
some of the benefits, such as strength and
ultraviolet radiation resistance, that the
carbon black provided.
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It may not be
necessary to
abandon the use of
black bituminous
or EPDM systems to
gain the benefits of
reflective roofing.

Black roofs may be lightened

It may not be necessary to abandon the
use of black bituminous or EPDM systems to
gain the benefits of reflective roofing, how-
ever. Paints, coatings and surfacings as well
as light-colored ballast may also add some
degree of light and heat resistance to a dark-
colored roof membrane. Don Backenstow,
director of research and development for
Carlisle, said that 60 percent to 70 percent
of his company’s business involves bal-
lasted roofs “because it’s a relatively inex-
pensive way of providing a reflective
covering; it's very cost effective.”

Coatings may need more maintenance
than building owners can provide or
afford, however. Some paints will need to
be reapplied every few years. Dave Bailie,
marketing services manager for Firestone,
says the white Hypalon-based paint his
company sells to coat its black EPDM roofs
“has to be put down in the right thickness
in the right way or problems can occur; it
may chip off, flake or peel.”

Depending on ballast to protect a black
membrane has its drawbacks, too. In addi-
tion to adding weight to the system, the
ballast can increase costs and installation
time. Also, the ballast can thin out or move,
making the membrane in that spot more
susceptible to heat and ultraviolet radia-
tion, according to Steve Condren, technical

director for Cooley Roofing Systems, man-
ufacturers of white CPE single-ply roofing.
Another problem with systems, such as
EPDM, that are ballasted with round
washed river rock is that the ballast is really
light tan, not white. Bailie explained that
the pure white stone that would offer the
greatest reflectivity has sharp edges that
could damage the membrane.

Getting results

Before choosing any membrane or sur-
facing to achieve a white surface, the pro-
fessionals involved in the decision should
make sure the choice will produce the
desired results. If a white roof is preferred
for aesthetic reasons, the choice is simple.
“Our research shows that white mem-
branes have the most appeal in new con-
struction,”’ says Bailie. “If the building
owner and the architect are interested in
beauty, white is prettier than black.”

But if a reduction in cooling costs is
desired, a white roof may not be the better
choice. A host of factors in addition to the
membrane’s reflectivity will determine a
roof system’s energy efficiency. In some
instances, the installation of a reflective
roof will reduce the owner’s overall
energy costs, while in others a white roof
will make no difference at all.

“Every building is unique, depending on
how they insulate the walls, how they insu-
late the roof, and whether it's a retrofit or
new roof,”” says Cooley’s Condren. “Each
individual building has to be carefully eval-
uated before determining which roofing
system is right for it.”

One factor that must be considered is the
roof assembly’s overall insulation value. “If
there’s an R-value of at least 15 on the roof,
it doesn’t make any difference what color
the roof is going to be because the effect
on the cooling savings is going to be negli-
gible,”” according to Charles N. “Rusty”
Griffiths Jr., president of Binghamton Slag
Roofing Co. in Binghamton, N.Y.

Backenstow agrees with Griffiths, but
his view of white roofing’s effectiveness is
even more pessimistic. According to his
estimates, a white surface will be most ben-
eficial on roofs with an R-value of 10 or
less. “Above that the extra cost of a white
roof doesn’t justify the savings,”” he said.
“If it costs another 20 or 25 cents a square
foot to put the white down, it takes a long
time to get that back in air conditioning
savings.”
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Because the benefits of reflective roof-
ing are unnoticeable on high R-value roofs,
the use of white membranes may be limited
to regions of the country where less insula-
tionis used. Griffiths says that in the North-
cast, for instance, white roofing does not
make economic sense. In this area, most
roofs are being upgraded to at least an R-
value of 7, while the average roof there has
an R-value of 15. Even if a roof in the
Northeast has little insulation, however, it
should not have a white surface, Griffiths
believes. By reflecting the sun’s rays in the
winter, the white membrane might actually
raise the cost of heating the building, he
explained. And in a region where winter
heating costs can exceed summer air condi-
tioning costs, this can lead to an overall
increase in energy expenscs.

Taking a stand in Dixie

In the Southern half of the United States,
however, where less insulation is used, the
demand for reflective roofing is increasing,.
Condren notes that in some areas of the
South, such as parts of the Southeast, roofs
have so little insulation value that the heat a
roof absorbs during the day can easily
affect the building’s interior temperature.
In North Carolina, for example, where the
daytime roof temperature of a black mem-
brane can reach 160E a white roof, which
will only climb to about 5 degrees above
the air temperature, will cut energy costs
by about 5 percent, he said.

Former NRCA president and Phoenix
roofing contractor Wayne Mullis says that
in his region no one wants a black roof any-
more. The building owners in the South-
west have discovered that the use of a
reflective material can result in a 10 to 20
percent reduction in their air conditioning
bills.

To lighten the color of Southwestern
roofs, contractors in that area have been
experimenting with several different
methods, according to Mullis. “Reflective
coatings don’t necessarily have to be
white,”” he said. “In fact, the best one is
sort of a violet-colored vinyl. That reflects
the most heat. But no one wants a violet
roof.”” The most popular roofing in the
Southwest is a built-up system with white
mineral granules embedded into the sheet,
Mullis said. Contractors are also painting
their roofs with aluminum or other coat-
ings to make them more reflective.

One of the reasons owners in the South
and Southwest prefer white coatings to
white single-ply systems is cost. Painting a
low-cost traditional system is cheaper than
installing a plastomeric single-ply. Accord-
ing to Backenstow, the Southern climate
makes it possible for designers and contrac-
tors to specify white-coated two-ply sys-
tems that cost only 80 cents to 90 cents a
square foot. He says that Southern build-
ings “generally can get by with a lower per-
formance system because the weather isn’t
severe; it doesn’t go from cold to freeze to
thaws to hot.”

The coatings themselves also fare better
in the mild climate, Backenstow says.
Painted roofs that must endure harsh
weather may need to be repainted as often
as every three or four years. In the arid
Southwest, however, a painted coating
might last as long as 15 years, he suggested.

Condren agreed with Backenstow that
painting roofs is a common practice in the
Southwest, but he isn’t sure it’s providing a
satisfactory level of performance. “In the
Southwest they put an inexpensive roof on
and paint it white,”” he said. “It only leaks
when it rains, and it doesn’t rain very
often, so they can get away with that. But
the industry in that area is finding they're
paying the price by having to reroof every
few years.”

Phoenix roofing
contractor Wayne
Mullis says that in
bis region no one
wants a black roof
anymore.
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Each system,
whether white or
black, coated or
ballasted, bas its
good and bad
points.

Other white roofing products are also
being used more frequently in the South-
west, according to Mullis. In recent years,
the use of CSPE has increased in the Phoe-
nix area. The material is applied either as a
liquid coating or as a single-ply membrane.
Mullis says that the use of a white Hypalon-
based membrane can make an installation
casier by eliminating the need for a coating
or ballast. “That’s one step you don’t have
to do,” he said. “That certainly helps the
product.”

Mullis own company, Universal Roof-
ing, has been installing CSPE roofs for the
last four years. “So far, so good,”” he com-
mented. “But with longevity, I have noidea
how it’s going to do. It looks like it’s going
to be fine, but it’s a little early to tell. In the
30 years I've been around this business,
I've learned not to make predictions.”

Durability a concern

As Mullis' remarks illustrate, the longev-
ity and durability of the systems are major
concerns for many who are considering
installing a white membrane. They worry
that expensive replacements or repairs will
quickly eat up any savings in cooling costs
a reflective roof might offer.

Even the amount of dirt and dust in the
atmosphere will affect a white membrane’s
performance, some believe. As a roof gets
dirty it becomes less reflective and it begins
to absorb more sunlight and heat. Backen-
stow, observing that a white roof will
darken and absorb more heat, said, “The
cost calculations get a little funny over
time.”” He recommends that a white roof
should have a slope of 3/16 inch per foot to
allow dirt and water to drain off.

Referring to white roofs as a maintenance
item, Backenstow says that a building owner
should be aware that he’ll have to invest
some money to preserve the roof’s original
properties. “We’'ve always feltit’s difficult to
provide long-term performance with a
white roof,”” he commented.

This concern may not be justified in all
cases, however. Some manufacturers claim
their white plastomeric systems are actu-
ally more durable than black materials.
Cooley, for instance, promotes its CPE
membrane as having the highest ultraviolet
radiation and ozone resistance of any
single-ply product. These properties will
help keep the membrane in service for
more than 30 years, the company says.

Cooley also points to its product’s tear and
puncture resistance, which, it says, comes
from the polyester fabric that is used to
reinforce the CPE.

“Our oldest installation will be eight
years old this year and it’s still a viable
membrane,’” said Condren. “It hasn’t lost
any millage. The tensile properties essen-
tially are unchanged. That would indicate
the roof is going to go longer than its war-
ranty life of 10 years.”

Some white membrane manufacturers
also claim that their products will last
longer than conventional or rubber roof-
ing on rooftops that are exposed to harsh
contaminants or oils. On the other hand, as
Carlisle’s Backenstow points out, “Every
polymer has a hit list of chemicals that will
disturb it. Those that are more resistant to
oil are less resistant to water.”

Griffiths agrees that there seems to be a
trade off between properties. “You have to
analyze what the possible contaminants are
and pick the best system for the possible
contamination,”” he recommends. “Most of
our Hypalon jobs have been for contamina-
tion problems, and with the PVC roofs
we’ve installed, the major reason seems to
have been the fire rating.”

Weighing the good and bad

The widely varying opinions presented
in this article may leave some readers even
more confused about white roofing’s
desirability or effectiveness. Unfortu-
nately, it is impossible to make a blanket
statement about the systems. Each system,
whether white or black, coated or bal-
lasted, has its good and bad points. “You
have to sit down and scratch the numbers,
knowing the climate that’s involved, and
find what's attainable,” says Carlisle’s
Backenstow. “You must determine what
you are shooting for and what's the most
effective way of doing that. To get a white
roof you give up something in perform-
ance and so you have to weigh the pluses
and the minuses.”
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Long-term warranties
help single-plies get ahead

ontractors are caught in a vice.”
That’s Chicago-area contractor
Jay Reficuna expressing the frus-
tration many roofing contractors
feel over single-ply manufacturers long-
term warranties. They believe that they are
called upon all too often to fulfill the unre-
alistic expectations the manufacturers 10-
or 20-year agreements create in the minds
of building owners. Yet the contractors
objections to long-term warranties haven’t
caused a significant reduction in their use.
Single-ply manufacturers continue to war-
rant roofs for longer and longer periods
and roofing contractors continue to sell
and install systems covered by these
agreements.

For the last 20 years, single-ply manufac-
turers and installers have found the use of
long-term warranties to be both a blessing
and a curse. While warranties have helped
single-plies gain a foothold in the roofing
market, they have also placed greater bur-
dens on the manufacturers and contractors
who must fulfill their obligations. As the
roofing industry continues to examine and
debate the wisdom of long-term warran-
ties, it must decide if the benefits that may
be gained from their use outweigh the dan-
gers that lurk behind the legalese and fine
print.

Warranty wars

Long-term warranties are the products
of fierce competition. There are 23 com-
panies selling rubber roofing in the United
States, and 20 to 30 manufacturers offering
PVC, Hypalon and modified bitumen
single-ply systems. For several years, man-
ufacturers have been vying with each other
and the BUR industry for more or less the
same piece of the U.S. commercial roofing
market. Early on in this struggle, Carlisle,
one of EPDM roofing’s pioneers, saw that a
long-term warranty would give its prod-
ucts a definite marketing advantage over
BUR. Manufacturers who followed Carlisle

Jim Matthews is a free-lance writer
based in Chicago.

into the market copied many of its tactics
and used the warranty as a way to build
business.

Some believe that manufacturers no
longer develop warranty programs to com-
pete with other companies agreements.
Dave Bailie, marketing manager of Fire-
stone’s Building Products Division, said,
“As far as Firestone’s concerned, there’s no
war on. Of course, we revise our warran-
ties from time to time, and note with inter-
est how our competitors revise theirs, but
we’'re not inclined to match or extend our
warranties at the moment because we've
already acquired considerable long-term
liability. You can only offer so much.”

Stephen Phillips, partner in the Atlanta
law firm of Hendricks, Spannos and Phil-
lips, and author of the warranty section of
NRCA's Commercial, Industrial and Insti-
tutional Roofing Materials Guide, dis-
agrees with Bailie. “I certainly think they
used warranties as a principal marketing
device,” he noted. “In that sense, I think
it's true that it is a warranty war.”’

The one point that almost everyone
agrees on is that warranties covering mate-
rials and workmanship are being used to
build sales. Bailie encourages contractors
to use warranties to convince customers to
buy single-ply rather than BUR. “One of
the most powerful things contractors can
mention is that Firestone, Carlisle, Good-
year or whoever offers a full replacement
warranty for 10 years covering materials
and workmanship, which you won’t get
from a BUR manufacturer,”” he said.

Because many credit single-ply’s success
to its aggressive warranty practices, there’s
little doubt that the industry will continue
to use long-term warranties as a marketing
tool. As Davenport, lowa, contractor Jim
Dietz says, “We have to use them to stay
competitive.”’
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For anyone to
benefit from
long-term
warranties, the
manufacturer
must be financially
secure enough to
cover its liabilities.

A roofing partnership

Contractors shouldn’t become unneces-
sarily alarmed by the prevalence of long-
term warranties. As long as manufacturers
back up their agreements, contractors and
building owners both come out ahead
when 10- or 20-year warranties are issued.
By accepting the financial responsibility
for solving warranted roof problems, the
manufacturer is shielding the contractor
from demands for potentially costly
repairs. The owner benefits from this
arrangement because it increases the likeli-
hood that the repairs will be made.
Reficuna said, “The building owner is bet-
ter off with a manufacturer warranty
because of the liabilities involved. If you
get a $1 million lawsuit against a small con-
tractor, he’'ll go down the tubes, leaving the
owner with nothing. But if you sue a large
company, you have a much better chance
of getting something.”

Of course, for anyone to benefit from
long-term warranties, the manufacturer
must be financially secure enough to cover
its liabilities. Dietz believes companies like
Firestone, Goodyear and Carlisle can back
up their warranties. “But some of the oth-
ers may not be big enough to cover those
things,”” he warned. “If I put on a roof and
the manufacturer can’t cover the warranty,
I become the stuckee, and I don’t care for
that.”

To avoid becoming responsible for the
manufacturer’s financial obligations, Dietz
and others try to discover whether manu-
facturers can actually assume the liability
of the warranties they issue. Bailie said that
even companies as large and as well known
as Firestone are sometimes checked out.
“We've actually had owners write us to
confirm that we are a division of the Fire-
stone Tire and Rubber Co., and not just
someone using that name,”” he said.

Bailie thinks this concern is justified and
can help keep marginal companies out of
the marketplace. “That’'s why a lot of
smaller manufacturers back away from
new business because architects are smart
enough to check them out on behalf of
their clients,’” he said.

A.L. “Pete” Simmons of Roofing Con-
sultants, Inc., doesn’t think owners check a
manufacturer’s ability to cover its warran-
ties as carefully as they should. “Some-
times owners just go on the word of a
fast-talking salesman and the manufactur-
er’s slick product literature,”” he said.

Financial backing isn’t the only thing the
warranty represents. It also indicates the
manufacturers’ willingness to offer techni-
cal support. The warranty, in effect, makes
the manufacturer and the contractor part-
ners in the roofing process. Bailie said that
because Firestone believes “we're in this
thing together,”” the company has formed a
contractor advisory council, and has
responded to the council’s recommenda-
tions. “For example, we revised our appli-
cator agreement, trying to make it less
troublesome for contractors,’” he said.

Dietz believes having a large corporation
as a partner is helpful in other ways as well.
“Carlisle’s distributor tries very hard to
give me good service, even to the point of
getting on the phone to make things hap-
pen,”” he said. “I'look to them for help and
support, and they look to me for quality
work so they can recommend the product
to someone else.”

Inspections part of the deal

Like any partner, however, the manufac-
turer will want to keep tabs on the work
being performed. To do this, single-ply
manufacturers have developed inpection
programs that make sure the contractor
follows the manufacturer’s specifications
and details. Most single-ply manufacturers
inspect the job at completion, and some
will even place inspectors at the jobsite
during the installation. Under these inpec-
tion programs, the roof must pass the man-
ufacturer’s evaluation before a warranty
will be issued.

While it's true that some contractors
find inspections annoying, many appreci-
ate having an extra pair of eyes examining
the workmanship. Dietz said he preferred
to have his work evaluated by Carlisle’s
inspectors, who, he says, are the toughest
he’s seen. “They really pick your job
apart,” he said. “ButI think that’s good. It’s
like anything else with quality control,
they have to make sure we followed their
specs. 'mall for that.”

Firestone inspects jobs shortly after
completion. Bailie said, “We try to do it
within two weeks because contractors
can’t get their final payment on the job
until they give our warranty to the owner,
and we don’t issue warranties until after
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we inspect and approve the roof installa-
tion.”” To promptly handle all the requests
for inspections, Firestone recently tripled
its inspection staff.

Simmons doesn’t believe one inspection
at the end of the job is enough. He thinks
contractors should ask manufacturers to
make periodic inspections as the job pro-
gresses. He says this will increase the likeli-
hood that problems will be spotted and
corrected before it’s too late. “If the manu-
facturer is going to give a system a war-
ranty, but won’t decide whether to issue it
until after the roof is complete, I wouldn’t
cven consider buying his guaranty,” said
Simmons. “I believe manufacturers will
have to conduct a sufficient number of
inspections during installation so they can
accept or reject then, not after the fact.”

Under the terms of most warranties it is
possible for a manufacturer to reject a roof
and refuse to issue a warranty even after
the work has been completed. This is less
likely to occur, however, when the manu-
facturer has had a chance to review the
plans. “I always tell contractors how
important the project documentation pro-
cess is, even though it's a pain in the neck
for them,”” Bailie said. “But they can help
us simply playing by those rules. We hope
that we’ll catch anything that may be
inconsistent with our specs before the con-
tractor begins.”’

Bailie claims that about one-third of all
preinstallation notices Firestone receives
come in with a request for an inspection,
indicating that the work has already been
performed. According to Bailie, it would
have been better if those contractors had
sent the notices in at the proper time. This
would have allowed Firestone to look at
the job first, saving the contractors time
and money in the long run.

Warranties have limited appeal

While there are some advantages to long-
term warranties, their use hasn’t made life
any casier for most contractors. One disad-
vantage of long-term warranties is that
cven though they offer 10 or 20 years of
coverage, they also limit the dollar amount
building owners can recover from the man-
ufacturer. The limiting language excludes a
whole range of remedies ordinarily pro-
vided by the law. For example, no warranty
covers damage to a building’s contents
caused by a leaky roof. When the owner
discovers thesc limits, he’s likely to file a
claim against the contractor to recover his
damages.

Other pitfalls may be found in the licens-
ing agreements contractors must sign
before the manufacturer will allow them to
install warranted systems. Phillips said that
tricky language in the license agreements is
fairly common. “I'd say it’s the exception
rather than the rule for an agreement to
make absolutely clear that the contractor’s
liability is just two years, and that after two
years the manufacturer can’t make any fur-
ther claims against the contractor for
workmanship or materials,” he said.
According to Phillips, most agreements
give the impression that a contractor’s lia-
bility is only for two years when in fact it
may be for the entire warranty period.

Phillips warned contractors to examine
the agreement carefully to avoid being
burned. “We try to encourage individual
contractors to read and understand the
license-applicator agreement before sign-
ing it. If they lack the time or patience to
read all the fine print, we've suggested that
they get help,” he said.

Phillips did offer some hope for contrac-
tors who discover unsatisfactory language
in an agreement before they have signed it.
“Once they know what they're signing and
how the agreement can affect them, indi-
vidual contractors may be able to negotiate
with the manufacturer to change those par-
ticular parts of the agreement they don'’t
like,”” he said.

However, some manufacturers may be
unwilling to make changes. “While Fire-
stone usually doesn’t negotiate,” Bailie
noted, “I can’tsay we’'d never change some
words to make someone happy.”

Worth the wait?

Some find the bureaucratic delays that
secem to be a part of most warranty pro-
grams to be another disadvantage. “When
the job’s finished, we need to get the war-
ranty to the owner,”” Refieuna said. “Some
manufacturers will issue them to us based
on our reputation, but others won'’t until
after inspecting the roof. Sometimes that
can take a couple of months.”” These delays

While there are
some advantages to
long-term
warranties, their
use hasn’t made
life any easier for
most contractors.
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mean the contractor must wait for the final
payment, which is contingent on the
owner receiving the warranty.

The time it takes to settle a claim can also
cause headaches. Refieuna noted that most
manufacturers have a procedure contrac-
tors must follow to collect for repairs made
under warranty. “If we go right out and fix
or repair the damage without waiting for
the manufacturer’s inspector, we won’t be
compensated by the manufacturer,” he
said.

This can put contractors in a no-win situ-
ation. “Contractors may jeopardize long-
standing business relationships if they
don’t respond quickly to an owner’s
request to fix a leak,” Simmons said.
“When you're talking about a big company
with many buildings that require some sort
of roofing work, contractors really don’t
want to cut off their noses to spite their
faces by being unresponsive in emergency
situations.”

Many contractors faced with this
dilemma will put the customer’s needs
first. They will do whatever’s necessary to
fix the leak, and worry about the warran-
ty’s provisions and getting paid later. This
is the procedure Refieuna’s company usu-
ally follows. “If it's an emergency, we'll
normally go right out and fix the leak at our
expense because the owner’s next step is
probably to call his attorney. And even if he
doesn’t have a leg to stand on, it costs me
more to hire my attorney to defend me
than it does to hire one of my men to fix the
leak.”

When the manufacturer refuses to reim-
burse him for expenses, Refieuna’s tactic is
to attempt to reach an equitable settlement
with the building owner to share repair
COStS.

Bailie justified the lengthy warranty pro-
cess by saying that the manufacturers must
protect themselves. “We just don’t issue
warranties helter-skelter and hope they
don’t become problems later on,”” he said.
Most manufacturers have established rigid
procedures for issuing warranties and ful-
filling their obligations during the war-
ranted period, Bailie explained.

Manufacturers like Firestone must be
equally careful determining a course of
action when roof problems occur. They
must balance their desire to respond
quickly with their need to assess the extent
of their liability. The manufacturers must

first establish the cause of the problem and
estimate the repair costs. Then, they must
decide how much of the repair bill is cov-
cred by their warranty.

Bailie said, “If we find workmanship
problems, the contractor is obligated to fix
them whether he wants to or not. But we
rarely have to call on the terms of the
license agreement because our contractors
will usually go out and correct a problem
themselves.”” According to Bailie, the most
frequent workmanship problem Firestone
encounters among its licensed applicators
is flashing details.

Manufacturers not always selective

The manufacturers have also tried to pro-
tect their liability by carefully screening the
contractors who wish to become licensed
applicators. When the single-ply companies
first entered the roofing market, some
sought out contractors known for their qual-
ity work and financial stability.

Other manufacturers, eager to enter the
market, weren’t quite so choosy. They
would approach any contractor with a
large job. According to Refieuna, “If I gota
half-million dollar job, every manufacturer
in town would be knocking on my door.
Once you have the job, you can pretty
much pick your manufacturer.”

Refieuna hastened to add that not all
manufacturers operated that way. “Some
asked for our financial statements—which
is good—and references,’”” he said.

Dietz’s experience closely paralleled
Refieuna’s. “Some [manufacturers| were
selective in who they wanted to license,
but some wanted to sell product and signed
up just about anybody to doit,”” he said.

Dietz provided the best advice to con-
tractors bewildered and frustrated by the
aggressive warranty practices of the single-
ply industry. Unswayed by extravagent
claims, Dietz said he prefers to install qual-
ity manufacturers products because he
wants to avoid unneccesary problems.
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CRC brings pros together
for seminar on roofing problems

football team guided by roofing

industry principles wouldn’t win a

single game; the lack of communi-

cation between team members

would quickly lead to chaos on the field.

After a season of missed signals, inappro-

priate plays and fumbled balls, the team’s

morale and reputation would be shot. And

worst of all, each player would blame the

others for the team’s failures. In short, the

situation would be little different than the

one the roofing industry finds itself in
today.

Like any team effort, roofing requires
players to understand their teammates
functions, limitations and problems. Yet
most roofs seem to be designed, purchased
and built by people who have little knowl-
edge of the roofing process outside of their
own responsibilities.

CRC brings pros together

Some roofing professionals are getting
together, however, to discuss their needs
and concerns, and reassure each other that
they are, indeed, all working toward the
same goal—quality roofing at a reasonable
price. One such meeting was sponsored
recently by the Construction Research
Center (CRC) of the University of Texas at
Arlington. For the two-day seminar, CRC
invited a diverse group of experts to
present their views of the roofing industry
to the architects, consultants, building
owners, manufacturer’s reps and roofing
contractors who had enrolled in the
course.

The lineup of speakers for the meeting
included Texas roofing contractor Jim Hol-
lar, manufacturers representatives John
Busch of Manville, Riad Nimri of South-
western Petroleum Corp., and Dave
Richards of Owens-Corning Fiberglas; Her-
bert Coon, president of the Urethane Foam
Contractors Association; architect Larry
Garrison, AIA; attorney Bill Murphy;
Roland Jary, PE. of Southwestern Laborato-
ries; and consultants Jim Koontz, PE., and
Steve Patterson, PE. A handful of Texas-
area manufacturers’ reps were also on hand
to display their products and pitch their
services.

Patterson organized the meeting. “My
objective was to give the attendee the
straight scoop about the roofing industry,”
he said in a letter sent to participants. “The
entire roofing industry is changing and I
wanted to provide enough information to
make better decisions with regard to spec-
ifying and applying low-sloped commer-
cial roofing.”

Frank opinions offered

The small number of attendees and the
local nature of the meeting allowed partici-
pants to talk openly of their frustrations
and doubts. Most speakers shared their per-
sonal opinions about the industry rather
than spout a particular party line. Some
speakers were open enough to admit their
own profession’s shortcomings, while
speakers who remained defensive or eva-
sive quickly drew fire from the sometimes
combative audience.

Patterson set the tone of the meeting
during his opening presentation, which
was peppered with his personal observa-
tions on the state of today’s roofing. He
chided the roofing industry for marketing
insufficiently tested products that would
develop problems in the field. “The roof-
ing industry tends to act in a backward
fashion,”” he told attendees. “We find out
about the problems 10 years after the sys-
tem comes onto the market.”

Few modern roofing products or sys-
tems were spared Patterson’s criticism. His
remarks seemed to indicate that almost
every step the industry has taken away
from the five-ply, built-up coal tar roof has
been in the wrong direction. Most of the
changes the roofing industry has seen in
the last few years were made to save
money rather than improve roof quality,
Patterson claimed.

The full day of sessions that followed
Patterson’s opening remarks led partici-
pants through every facet of the roofing
process. In general, the speakers did more
than simply describe their jobs; they also
discussed the problems they encounter
that make it difficult to design, price or
install quality roofing. Contractor Hollar,
for instance, listed the factors he must con-
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The speakers
discussed the
problems they
encounter that
make it difficult to
design, price or
install quality
roofing.

sider to arrive at a reasonable cost for a job,
while architect Garrison complained about
aggressive salesmen who convince clients
to use products that aren’t listed in the
specifications.

Garrison also expressed frustration with
the lack of knowledge many designers
have of roofing materials and practices.
These designers learn one generic roof
design and use it job after job, he said. An
architect who understands roofing will
custom-design systems to meet each roof’s
individual needs. “Every roof is a separate
individual problem,”” Garrison said.
“There are no things that work all the
time.”

But even the good specifications that
architects produce are useless because they
aren’t read, Garrison claimed. He said that
it was necessary to keep specs simple or
clse they would be ignored.

Nimri, who is vice president and direc-
tor of research and development for South-
western Petroleum, told attendees about
the problems the bitumen industry must
face and overcome to provide quality
asphalt and coal tar to the contractors. He
claimed that dead level roofs were one of
BUR’s biggest enemies. “Show me a roof
that leaks and I'll show you a deck that
doesn’t drain,”” he said.

Nimri also explained how poor tempera-
ture control during blowing or application
could lead to a deterioration of bitumen
quality. He discussed the importance of
maintaining the bitumen’s equiviscous
temperature at the point of application to
ensure that the correct amount of bitumen
is applied. He also warned against over-
heating the bitumen, which could make it
unstable and less durable.

Nimri suggested that contractors take
samples of each batch of asphalt to deter-
mine its quality and suitability for the job.
He said this was important because there
was no way to determine if the application
or manufacturing temperatures were cor-
rect once the bitumen was applied.

Poor workmanship cited as culprit

Koontz, who is president of Roof Engi-
neering, a Texas consulting firm, discussed
the ways poor workmanship could lead to
roof failures. He estimated that 60 percent
of all BUR failures were caused by
improper application procedures. Only 40
percent of the single-ply failures he has
seen are caused by poor workmanship, he
said.

Koontz also listed some of the material
and design problems he sces regularly.
Design problems he mentioned included
the specification of mismatched materials
and poor flashing details. Architects were
also at fault for disregarding applicable
codes, he said. Material problems included
low tensile strength, material incompatibil-
ity, insulation instability and manufactur-
ing defects.

Other problems Koontz has seen include
inadequate slope, improper vapor retarder
use, and the poor selection or application
of flashings, deckings or surfacings.

By the end of the first day’s sessions
attendees had been presented with a long
list of factors that must be considered dur-
ing each step of the roofing process. Avoid-
ing roof problems, the attendees were told,
requires careful attention to the needs of
the building and the owner. And proper
application requires an awareness of the
storage and handling needs of the materials
being used.

The second day’s sessions focused on
proper roofing specification. Coon dis-
cussed sprayed-in-place urethane roofing,
Richards explained built-up roofing and
Busch talked about single-ply roofing,.

No simple answers

Although the information presented dur-
ing the two-day seminar was often contra-
dictory, there were some general
conclusions about the state of the roofing
industry that could be drawn from the pre-
sentations. One point that all of the speak-
ers seemed to make is that there are no
simple answers or miracle products that
will solve all of the industry’s problems.
There are, however, good roofing prac-
tices that must be followed regardless of
the roofing solution chosen.

Another point that many of the speakers
said must be considered in any discussion
of roofing quality is the shortage of quali-
fied workers. According to both Patterson
and Hollar, the unpleasant and seasonal
nature of the work discouraged many from
entering the field. It is also uneconomical
for many contractors to keep a full force on
the payroll throughout the year, Patterson
said, and this has made it difficult to train
and maintain stable work crews.
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The 25 percent solution

hen NRCA first published its Roof-

ing and Waterproofing Manual

in 1981, it quietly changed a long-

standing tolerance of workman-
ship that was used by many manufacturers
and consultants for the application of hot-
applied bituminous materials. In that man-
ual, as well as in the editions that followed,
including the most recent edition!, the
allowable variance was increased from 15
percent to 25 percent, which is itself an
increase of 67 percent. I have found no ref-
crence to the issue of tolerances in the
Manual's predecessor, which was
published with an orange cover in 1970. I
believe the potential for losses resulting
from this change in application tolerances
far outweigh any possible gains.

Two fundamental rules

To discuss the standards required for the
application of hot bituminous materials, it
is necessary to keep in mind two funda-
mental rules. First, it is of primary impor-
tance that the materials be continuous,
without skips (felt-touching-felt), misses or
voids. Second, the bituminous layer should
adhere to the materials between which it
lies.

Experience has shown that the currently
specified 23 to 25 pounds of bituminous
material per square not only achieves these
two objectives, it is also a readily achieva-
ble specification when good workmanship
practices are used. Moreover, when good
workmanship is available, test results will
reveal that the application rates are within
the 15 percent range suggested in previous
years.

The risks of varying excessively beyond
the specified range of application toler-
ances are well known. Too much bitumen
results in felt slippage, higher costs to the
contractor, and application problems such
as torn felts and bitumen buildup on equip-
ment wheels. Not enough bitumen can

Toby Nadel is an architect based in
DeWitt, N.Y., and has been a roofing con-
sultant since 1969.

cause internal voidsZ, interply separation
due to premature cooling and high kettle
temperatures, which may result in fire or
an alteration of the bitumen’s physical
properties.

[ will concede that is not possible to
install any roof perfectly. Buildings are
man-made assemblies and subject to error,
regardless of quality control. And it is also
true that there are membranes that have
lasted more than 30 years in excellent con-
dition that have tested above or below the
15 percent tolerance level. However, long-
lasting roofs that fall outside the 15 percent
range are hard to find. Most roofs that are
outside of this tolerance level have failed
prematurely.

Recommendations

[ believe that the roofing industry
should, at the very least, return to the man-
ufacturers’ +15 percent “standard.” One
outstanding benefit of this recommenda-
tion is that it would alleviate some of the
confusion caused by the existence of two
conflicting tolerance levels. For example,
when an alleged roof failure results in legal
action, there would be no question about
whether the governing standards should
have been the manufacturers’ or NRCA's.

It would be better, however, if any such
standard was abolished entirely. Instead,
the following three simple requirements
are suggested:

B Any defect, especially felt slippage, due
to bitumen levels exceeding those speci-
fied by the manufacturer, is the roofer’s
responsibility.

B Phasing should be disallowed. One or
two plies installed for oncoming inclem-
ent weather should be regarded as tem-
porary roofing and replaced with the
full membrane when the weather
improves.
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Nothing will Rill
the bot-applied
industry faster
than the relaxation
or abolition of
tried-and-true
quality controls.

B Interply skips and voids should not
exceed 5 percent of the total felt inter-
ply area in any square foot of mem-
brane. No skips or voids should align
vertically in any plies for any measur-
able area.

Competition at the cost of quality?

I recognize that hot roofing is currently
under pressure from competing roofing
materials, primarily single-ply membranes
and sprayed polyurethane systems, and that
this pressure may move some hot roofing
contractors to reduce workmanship quality
controls to make their pricing more competi-
tive. Although published figures are not very
clear, there seems to be a 2-billion-square-
foot roofing market per year in the United
States composed of about 35 percent new
roofing and 65 percent reroofing. The latest
NRCA figures indicate that a little more than
onc-half of this market is currently com-
manded by single-ply systems.

However, there is no reason to believe
that single-ply or PUF systems are better or
worse than hot-applied conventional
membranes being replaced by the single-
plies. Each system has its unique advan-
tages and disadvantages with respect to
cost, ease of installation, appearance and
physical properties. Single-ply and conven-
tional membranes are both here to stay,
although I suspect that many of the “won-
der” systems will disappear soon and
replaced with new combinations of materi-
als and compounds.

Having said this, I must add that nothing
will kill the hot-applied industry faster
than the relaxation or abolition of tried-
and-true quality controls. This is especially
true when the basis for the changes in the
accepted norms is not widely discussed
and verified, which, in the case of NRCA's
increase in tolerance levels, seems to be the
situation.

Food for thought

If NRCA continues to supporta + 25 per-
cent tolerance level, I would recommend
the roofing industry take the following
measures.

Manufacturers should:

B create a new set of specification num-
bers if they disagree with NRCA's toler-
ances so that design professionals can
choose the specifications that match the
tolerances they wish to use;

B state clearly in their manuals whether
they agree or disagree with NRCA's tol-
erances so that design professionals may
use this information when choosing a
manufacturer for a project.

Design professionals should:

B treat the use of the +25 percent toler-
ance as if it were a new product; because
workmanship is an integral part of the
hot-applied system, an assembly built to
this new tolerance should be considered
as risky as any other new system;

B refuse to accept changes that are not jus-
tified by research to systems that have
served well over time;

B consider overriding the NRCA Manual
by requiring a +15 percent tolerance
level in their contract documents, or
requiring special guaranties or warran-
ties to protect the owners.

[ urge architects to be aware of this
change, and I urge the NRCA to reconsider
its position in this matter.

Notes

1 See page 92 of Section V “Application Tolerances' in
the second edition of the Manual (with the gray cover)
under heading F “Variances."’

2 While some design professionals may disagree, most
would accept up to 5 percent interply voids or skips.
However, this acceptance is not without its limits;
should these voids align vertically within a sample, the
consultant could end up approving a hole in the roof!

3¢ ROOFING SPEC




NRCA UPDATE

he Eighth Conference on Roofing

Technology, sponsored by NRCA
T and the National Bureau of Stand-
ards, is scheduled for April 15-16,
1987, at the NBS facilities in Gaithersburg,
Md. The Conference is held every two
years.

The Conference Committee, composed
of NRCA Board members Dick Baxter,
Rusty Griffiths and Marlin Potteiger, has
determined that the conference will deal
with applied technology for improving
roof performance. Associate Executive
Director Bob LaCosse will provide staff
support. '

“The themes for the last three meetings
were thermally efficient roofing systems,
performance and durability of roofing sys-
tems, and new technologies in roofing,”
LaCosse notes. “The Committee has agreed
that this conference should be geared more
toward practical information for the roof-
ing contractor.”

By invitation only

The Conference will feature 14 presenta-
tions, each 20 minutes long. “Unlike the
1985 International Symposium, when we
issued a call for papers that resulted in 120
abstracts, these papers were gathered by
special invitation,”” LaCosse says.

The papers will fall into one of three ses-
sion categories: fasteners, thermal per-
formance and building codes; BUR and
clastoplastic systems; and modified bitu-
men systems. George Courville, U.S.
Department of Energy, will chair session
one; Dwight Jennings, a consultant with
Inspec, Inc., will chair session two; and
Frank Jenkins of Montgomery Roofing Co.
will be in charge of the third session.
Joseph Adler, J.L. Adler Roofing Co., will
act as general chairman, and William
Kugler of United Materials, Inc., will pro-
vide the Conference summary.

Included in the list of confirmed speak-
ers and subjects are: “Performance of Fas-
teners,”’ Riaz Hasan, ITW Buildex;
“In-Service Thermal Performance of Cellu-
lar Foam Plastic Insulations,” Andre O.
Desjarlais, Dynatech; “Building Code
Compliance During Reroofing,”” Robert M.

Berhinig, Underwriters Laboratories;
“New Concepts in Load-Elongation Test-
ing,”” Walter Rossiter, NBS; “Comparison of
White versus Black Surfaces for Energy
Conservation,”” Donald Backenstow, Car-
lisle SynTec Systems; “Aging Tests for Elas-
tomeric Membranes,” Edward McCarthy,
Rubber Manufacturers Association; “Field
Performance of Mechanically Fastened
Elastomeric and Plastomeric Membranes,”
Richard Canon, Roof Consultants Institute;
“New Flashing Concepts,” Jack Williams,
Twin City Insulating Decks, Inc.; “New Con-
cepts in Evaluation of Elastomeric Mem-
branes,” Jon Martin, NBS; “Advantages/
Limitations/Selection of Modified Bitu-
men,”” Herbert Busching, Clemson Univer-
sity; “History and Development of
Modified Bitumen,”” Ray Johnson, consult-
ant; “In-Place Performance History of
Modified Bituminous Membrane Systems,”’
Dick Baxter, Carolina Roofing Services,
Inc.; “Application Considerations for Mod-
ified Bitumen,”” L. B. Morris, Sellers & Mar-
quis Roofing Co.; and “Evaluation, Testing
and Standards for Modified Bitumen,”
Robert Booth, Domtar, Inc.

The schedule

“I'd say at this point, we're a little ahead
of the game,” LaCosse says of his confer-
ence planning. The schedule, program and
budget are just about in place.

“We expect about 300 people,” he
states. “We would like to see more contrac-
tors attend. For the Symposium last fall, the
contractors comprised only 15 percent of
the audience.

“We see quite a few consultants, manu-
facturers representatives and government
people. We hope to have about 25 people
from Europe come over for it as well,”” he
concludes.

The registration fee has been set at $210,
which includes all presentations, lunch for
two days and a cocktail party after the first
day’s sessions. The business portion of the
Conference will take place at NBS; the
reception will be at the Washington Hilton,
where a block of rooms is being held for
registrants.

The fee also includes the cost of a case-
bound book, which will be published as
the Conference proceedings. The 75-page
text will include all presented papers; it
will be distributed to attendees at the
Conference and offered for sale after the
meeting.

Roofing
Technology
Conference

to explore
performance
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CONVENTION
CASSETTES

that let you hear what
you may have missed.

Cassettes of the convention seminars are now
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.
® Provides access to important information for those unable to attend.
Get your AVW seminar cassettes by using the handy order form below.
|5/@ il ey
ROOFING
[m CONTRACTORS
ASSOCIATION

February 9-12, 1986
Las Vegas, Nevada

SUNDAY, FEBRUARY 9, 1986 NRCA o
c/lo AVW Audio Visual, Inc.
_______ NRCA-01  Early Bird Workshop: “Learn the Games of Las Vegas” — 2254 Valdina Street, Suite 100
HUGh: CUTIIN GBI iaiuioes s e 0 160505055 0 32 08 00,5915 $8.00 Dallas, Texas 75207
214/638-0024
MONDAY, FEBRUARY 10, 1986
By Mail Order:
NRCA-02  Opening Luncheon: “Current World Outlook™ — (After Convention) Add $3.50 per order for
Dr. Henry KisSINGEr . ... ... i $8.00 handling charges
- | ion: “Planning for S i v — ;
et e vssctansssssnsiansannss §16.00 Allow 2 weeks for delivery.
Payment Method:
TUESDAY, FEBRUARY 11, 1986 Cash VISA
NRCA-04 Member Breakfast: “Commitment to Excellence” — Lou Holtz . ............ $8.00 gﬁgéi“zg:;%%m)menca" Epr))rgis
NRCA-05  Educational Workshop: “Byting Off What You Can Chew: Case Studies s
of Computer Systems” — Richard Heidt . .............................. $8.00
NRCA-06  Educational Workshop: “The Straight Scoop on Coal Tar: irati
Is It Most Efficient?” — Panel Moderator: Michael Beldon. . ............... $8.00 Card Number Expiration Date
_____ NRCA-07 Educational Workshop: “Buying Insurance: Does Your Agent
Hold All The Cards?” — Michael O'Neill ............................... $8.00 Signature Required on all Mail orders
NRCA-08  Educational Workshop: “Wind Design and Testing for Ballasted Systems
and Moisture Under Flexible Sheet Membrane Systems” — ”
PanelModerator:iCyril TilSen . ....:::cuvsssscssvvvvssnsissssssssssuns $8.00 émg:ll:‘(ts)of Tapes: = Tl 6 Cassettes
_______ NRCA-09 Educational Workshop: “Planning for Growth and Continuity in a ) Binder @ $4.00 ea.)
Successful Family-Owned Roofing Company” — Leon A. Danco, Ph.D. .....$8.00 (12 Caésettes
Binder 5.00 ea.
WEDNESDAY, FEBRUARY 12, 1986 Sales Tax (6.125%) @$ )
_____ NRCA-10 Recognition Luncheon: “Hostage Experiences” — Kurt Carlson............ $8.00 ;e)t(als' Residents Only:
__ NRCA-M Rap Session: ““Sharing Your Carrots” — oxal:
Panel Moderator: Michael Promen . ................................... $8.00
__ NRCA-12 Rap Session: “Bonding, Banking, Bidding” — NAME:
Panel Moderator: Bob Bellitt . .................ciiiiiiiiiiiiiniiaa.. $8.00 COMPANY:
NRCA-13 Rap Session: “Roofing Over There” — ¢
Panel Moderator: Charles Griffiths, Jr. ... ... .. ... ... ... ... ... ... $8.00 ADDRESS:
__ NRCA-14 Rap Session: “The Unkindest Cut of All"" —
Panel Moderator: Wayne Mullis .. ......... ... .. ... .. ... ... .. $8.00 (CITY) (STATE) (ZIP CODE)
NRCA-15 Rap Session: “Covering Your Assets” — Peter Spanos . .................. $8.00
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t this writing, roofing contractors
are still waiting with abated breath
for the new Occupational Safety

and Health Administration (OSHA)
rules on asbestos to be forwarded to the
Office of Management and Budget (OMB).
The rules will reportedly define hazardous
occupational exposure levels of asbestos
for the construction industry.

A recent Construction Labor Report
newsletter noted that last February, OSHA
had predicted that the rules would be sent
to OMB “in four to six weeks.”” Carl Good,
NRCA’s director of membership develop-
ment, said, “Last September, OSHA told us
we would see the rules in the next couple
of months.”” The agency will only say that
itis concerned about getting “all the details
ironed out’”’ before releasing the document
to the OMB.

The current permissible exposure level
(PEL) is 2 airborne fibers longer than 5
micrometers per cubic centimeter of air as
an eight-hour, time-weighted average.
“The new PEL may be as low as 0.1 fiber
per cubic centimeter,”” offers Good.

The key concern in dealing with asbestos
is friability. Exposure to friable asbestos,
meaning asbestos in a brittle, crumbled
state, has been linked to various types of
cancer. Asbestos in a non-friable state, such
as encapsulated asbestos in roofing felts or
shingles, presents little health hazard.
When a roof is torn off, however, asbestos
fibers may become friable and present a
problem. “Of course, whenever asbestos is
involved, you should be taking some kind
of action,” Good says, “but this may be
more clearly specified in the new rules.”

Another drawback with the original
OSHA rules is that they were written pri-
marily for wall and ceiling work, which
involves installing insulation that contains
friable asbestos. “What’s on the books right
now is not very specific for roofing,”
admits John Marbtonick, an OSHA repre-
sentative. Good agrees this is cause for
frustration on the part of the roofing con-
tractor, who will be held responsible for
assessing the level of asbestos on the jobsite
and doing something about it. “The build-
ing owner’s responsibility is not necessar-
ily recognized by OSHA, "’ he says.

“There’s a lot of inconsistency, like what
levels of asbestos exposure are truly safe,
how you can best dispose of it, and how
you can best protect yourself from it. We
hope the new rules will address some of us
that lie on the fringe of the standard’s initial
intent,”’ said Good.

Unfortunately, the confusion will not
end with the promulgation of the updated
federal documents. Each state OSHA
agency appears to have a different idea

about how to deal with the material. ASbeStOS
“We've had state OSHA and Environ- H

mental Protection Agency people tell us ISsue

that asbestos encapsulated in roofing felts nears

and shingles requires no special care. Oth- I =

ers tell us it’s always hazardous,”” Good says resolution

disgustedly. “We’ve heard reports of some
state inspectors advising our members to
take the asbestos they encounter during
tear-offs to special hazardous waste sites.
Others have told them to just bag it and
dump it.”

The Construction Advisory Board,
which is composed of representative mem-
bers of the subcontractor organizations, is
serving as advisor to OSHA in drafting the
guidelines.

Why is OSHA concerned about updating
exposure rules now? Good says it has noth-
ing to do with the recent EPA ban on asbes-
tos. (They condemned the material, calling
it “a potent carcinogen.”)

“OSHA has been working on this for a
year,”” Good reports. “The agency saw the
amount of litigation that was taking place,
with asbestos-related lawsuits numbering
around 30,000, and considered the widely
quoted estimate that 8,000 people are
dying of asbestos-related diseases annually.
OSHA decided it was time to take another
look at its guidelines for handling it.”’

IN BRIEF

B Construction Products Manufacturers Council has announced it is

joining the newly formed American Tort Reform Association (ATRA). ATRA
is trying to combine the efforts of business, consumers, public interest
groups and government agencies to promote the reform of a legal system
clogged with frivolous lawsuits. Its ultimate aim is to resolve the liability
insurance crisis.

And they’re not alone. An administration task force has presented Presi-
dent Reagan with a set of recommendations to deal with the insurance
problem. The 80-page report deals almost exclusively with tort reform.
The suggestions include placing a $100,000 ceiling on non-economic jury
awards for pain and suffering, basing findings in court cases on credible sci-
entific and medical evidence, and limiting attorneys contingency fees.

In case youmissed it, May 25 was the OSHA deadline for hazardous com-
munication rules. By then, chemical manufacturers and importers were to
have had a complete communication and training program in place for
advising employees of the hazards involved with toxic chemicals and mate-
rials. Communication, legislation and OSHA efforts indicate that a broader
standard covering the entire workforce is forthcoming,
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Ruberoid’
Modified Bitumen.
Simple. Fast.
Inexpensive.
Architects, owners,
contractors are

carrying the torch
for Ruberoid MB.

And no wonder! It's a complete roof, all rolled up and
ready to install. Ruberoid Modified Bitumen is a top-
quality, modified asphalt, water- and weather-resistant
membrane based on a puncture-resistant, non-woven,
spun bonded polyester mat. It's lightweight but tough,
resilient but durable.

Superior melt flow characteristics make it easier to
handle, and useable over a wider temperature range than
competitive products. And applying itis simplicity itself.

Just heat the underside with a propane torch as it's
being unrolled. Seal the seams the same way. Nothing on

the market is easier to apply, and no expensive equip-
ment is needed. It can often be an efficient and extremely
economical alternative to single ply or conventional built-
up roofing. Work in progress is clean, and the finished

job is a snap to inspect.

Modified Bitumen is the state-of-the-art in roofing tech-
nology; but only one is Ruberoid, the most respected
name in roofing.

Contact the authorized GAF distributor nearest you,
or write: GAF Corporation, Building Materials Division,
1361 Alps Road, Wayne, NJ 07470.

BN

1

ANNIVERSARY

Check #12 on Reader Service Card



MANAGEMENT

he Washington Area Roofing Con-

tractors Association (WARCA) feels
T so strongly about the Yellow Pages
effectiveness that WARCA is putting
its money where your fingers are to the tune
of $12,000. Randy Denchfield, president of
the group, believes this action will “further
our efforts in getting the professional con-
tractor out to the public sector.”” Reviews
were mixed, however, at the recent NRCA
Convention’s marketing workshop, where
several contractors actually said they would
rather not appear under the “Roofers” head-
ing in the directories.

The advantages and drawbacks of Yellow
Pages advertising always make for interest-
ing commentary when roofing contractors
gather to compare marketing notes. Such
discussion inevitably results in the same
conclusion: the contractor must know his
audience and what he is trying to achieve
before judging the vehicle’s merits . . . just
like any other promotional method.

There’s good news.. . .

According to a recent survey by the
Whirlpool Corp., shoppers in the United
States consider the Yellow Pages an
extremely important source of informa-
tion about products and services.

“Statistics show that 112 million shoppers
usc the Yellow Pages an average of 34 times
cach year, which totals 3.9 billion references
annually,” exults Daniel J. Edelman, Inc., the
public relations agency that represents the
American Association of Yellow Pages Pub-
lishers (AAYPB). Edelman quotes the Whirl-
pool study to illustrate the positives of this
kind of advertising,

“Because people use the Yellow Pages
when they are already prepared to make a
purchase, 80 percent of these references
are followed up by action,” Kevin Aandahl,
the Edelman account executive for AAYPB,
continues.

The Yellow Pages represent directional
rather than creative advertising. This is an
important distinction, because it means the
contractor should list all pertinent infor-
mation about his business—Ilocation,
phone number, business hours, products,
special services—instead of using the space
for “concept.”

The ultimate advantage of the Yellow
Pages, and the factor that makes it unique,
is its ubiquity. An interested consumer can
find a directory anywhere from the hall
closet to the gas station to a favorite
restaurant—24 hours a day. To anyone
familiar with media buying, this is an
impressive market position to claim.

To sweeten the pot, there is the fact that
many manufacturers participate in cooper-
ative programs with companies offering
services involving their products. These
are “extremely beneficial,” according to
Aandahl.

“The most obvious benefit is financial,”
he notes. “The manufacturer shares in the
cost of the Yellow Pages ad, and that stret-
ches your advertising budget by an appre-
ciable amount. Most of the $1.8 billion
allocated by manufacturers for potential
co-op Yellow Pages advertising goes
unused because local dealers are unaware
of the program.”

... And there’s bad news

The Whirlpool survey did find that the
Yellow Pages was actually the number two
source of information for consumers. The
first is recommendations from family and
friends.

When faced with a diverse menu of ader-
tising options, roofing contractors are
always quick to point out that the majority
of their business comes from word of
mouth, not the Yellow Pages. Referrals are
the backbone of their businesses.

For the majority of NRCA members,
roughly 85 percent of the commercial,
industrial or institutional roofing contrac-
tors in the nation, the effectiveness of the
Yellow Pages is somewhat dubious. The
lack of emphasis on residential services
sparked the negative comments at the mar-
keting workshop, where some attendees
agreed they did not want to be bothered by
every Tom, Dick and Harriet with a leak in
the living room.

Recognizing a gift horse

Most contractors with marketing savvy
understand that the Yellow Pages decision
is not based solely on the amount of money
that might travel from a caller’s pocket to
theirs. Making an appearance in a directory
in a noticeable fashion is similar to making
an appearance at a charitable function—
your presence is felt, connections are made
and business may result.

“Hey, a phone call is a phone call,”” one
contractor pointed out at the marketing
workshop. “Every homeowner that calls,
whether you want to help him or her or
not, knows of a place of business that even-
tually may need work.”

Let
your
listing
do the
talking
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Eagle Supply is the largest distributor of roofing s job for up to $30,000 less than conventional built-up
products in Florida. So when it came time for a new roof, : roofing. Up to $80,000 Jess than a single-ply system.
they had their pick of products. You're also putting on a better roof. TOPCOAT

The one that came out on top was TOPCOAT.” \ stays flexible down to —30°F. It stays white to re-

TOPCOAT is a water-based, one-component system duce roof temperatures by as much as 50°F. And
based on today's most sophisticated technology. And because it's a seamless, self-adhering, durable
compared to other systems, you can apply it in a fraction system, it doesn't leak.
of the time, at a fraction of the cost. To find out more, including the name of your

That gives you a much bigger profit margin to work nearest TOPCOAT distributor, just write or call
with. And with TOPCOAT, you can quote a 100,000 sq. ft. = ™edisinmanes 1-800-323-0009.

THELIQUID ROOFiNG SYSTEM
WITH NO SEAMS, NO LEAKS, AND NO COMPETITION.

Approved
TOPCOAT, Inc. A subsidiary of The Major Group, 24 Industrial Road, Walpole MA 02081-1305. (617) 668-4128.
Check %433 on Reader Service Card




ON THE ROOF

ooley Roofing Systems Cool Top

40 single-ply membrane roofing
C system has been selected for the
world’s largest single-ply roof
installation. The contract calls for 2.7 mil-
lion square feet of Cool Top 40 to be
installed on Mazda Motor Corp.’s Flat
Rock, Mich., facility. Presently under con-
struction, the assembly plant is scheduled
for completion some time this fall.

“The selection of Cool Top 40 for the
Mazda project is a significant milestone for
Cooley Roofing Systems, as well as the
entire single-ply roofing industry,” said
CRS president John W. Smith. “It supports
the merits of single-ply roofing systems,
while it firmly establishes CRS as a national
supplier to the roofing industry.”

Described as “fast track’ construction in
trade language, the project requires the
single-ply roof system to be installed at the
same time that the structural frame, walls
and deck operations are completed.

Cool Top 40 is a Dow Chemical product.
It consists of Dow Chemical’s chlorinated
polyethylene membrane reinforced with a

heat-set “weft-inserted’” Fortrel™ polyes-
ter. The uncured elastomeric membrane is
known for its tensile strength and elonga-
tion properties, as well as its fire, oil and
chemical resistance.

The Mazda facility was designed by Kajima
International, Inc., a New Jersey “design and
build” firm that based its original roofing
specifications on Cool Top 40. Kajima attrib-
uted its decision to use Cool Top 40 on the
firm’s desire for a fully integrated roof sys-
tem that can be securely installed in the win-
ter without slowing down the entire project.
Also cited as influencing factors were Kaji-
ma’s research of chlorinated polyethylene’s
resistance characteristics and a knowledge
of Cooley’s Pawtucket-based operations and
management.

The roofing contractor for the project
will be CEl Industries of Michigan, Inc. CEI
is a national roofing company based in
Howell, Mich., with three regional affili-
ates in Orlando, Denver and Dallas.

continued on page 45

Cooley
contracted
for
largest
single-ply
roof

An artist’s rendering of the
Mazda Corp.’s assembly
plant (top, left) shows

the complete 2,429,000-
square-foot roof area to be
covered with Cooley Roof-
ing System’s Cool Top 40
membrane. The site as

it looks now (bottom, left)
shows the portion of

the building already
completed.
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WHY WON'T TAMKO MODIFIED ASPHALT PRODUCTS
CRACK UNDER THE MOST EXTREME CONDITIONS?

BS Modifiers. \We've been modifying

our products with the block copolymer
SBS (styrene butadiene styrene) since
1978. In fact, we were the first to use it.

But the addition of SBS is not
enough. How it's blended with asphalt
makes the difference. And having worked
with SBS the longest, our techniques are
the most advanced.

The process doesn't stop here. To be
certain our SBS modified products perform
consistently and reliably, we put them
through constant testing. Analysis. And
rigid raw material and process controls.
When done, we have
a properly blended
modified asphalt
product. And you
have a dependable
roofing product.

Competitive Modified
Asphalt — Cracked

Cold Flex Test. Roofing
swatches were keptina 0°F
freezer for 4 hours. Then
subjected to the legendary
Vise-Grip= locking pliers.

Fiberglass — Cracked

-
TAMKO SBS Modified Asphalt
Maintained Flexibility

The Products. Whether it's
AWAPLAN roll roofing. Or VERSA-FLASH
160 flashing material. You get products
with: Cold weather flexibility, superior
tensile strength, elasticity and resistance
to roof traffic.

In short, TAMKO SBS modified
asphalt products are proven to last. For
more information, phone or write our BUR

7 Division for your Free TAMKO Modified
ﬁ”%ﬁ A ST T ' Asphalt Brochure: PO. Box 1404, Joplin,
i "";' 0 i i : Missouri 64802. 1-800-641-4691 (In
SRR s e ; Missouri: 417-624-6644). Or consult
i ) Sweet's Catalog File: 7.1/TAM.

TAMKO

ASPHALT PRODUCTS

PROVEN TO LAST A LONG, LONG TIME™

© Copyright 1985 TAMKO Asphalt Products, Inc.




hat do you do when the rain comes
from inside your building? When
W Fiberspun, Inc., had this problem,
it gave WeatherGard Roofing Sys-
tems, Inc., a call.

The 210-square standing seam roof cov-
cring Fiberspun’s Staunton, Va., textile
plant was leaking. The moisture wasn't
coming from the outside, but from conden-
sation that was causing “rain’” on the
inside.

The problem was caused by the build-
ing’s interior relative humidity, which is
maintained at 56 to 64 percent throughout
the plant to prevent the build-up of static
clectricity in the yarn. During the winter,
the dew point would settle in the roof’s
batt-type insulation, which was taped at
the joints beneath the roof. This would cre-
ate condensation and cause rain inside the
structure.

As the conditions grew worse at the

plant, it became obvious that a new roof

system was needed. Fiberspun’s options
were limited, however, by the fact that the

plant is a pre-engineered structure and can
accommodate only 4 to 5 pounds per
square foot on the roof.

Finally, Memphis-based WeatherGard

Roofing Systems, Inc., and roofing contrac- HOW to
tor William L. Fauber of Staunton were StOp ;
approached to develop an EPDM fire-rated e
roofing system to remedy this situation. rain

To avoid the expense of tearing off the
old roof, WeatherGard chose to design 'nS|de

around the existing standing seam system
using the metal roof as a decking. Next, the
old insulation beneath the metal roof had
to be removed and replaced with new EPS
and isocyanurate layered in the 16-inch
ribs on top of the metal roof.

Finally, the new single-ply EPDM was
attached. White, Factory Mutual-
approved, .060 WeatherGard elastomeric
membrane was cut into strips measuring
4'/> and attached to the standing seams.
Polymer-coated fluorocarbon 27/s-inch
screws were used to anchor both the mem-
brane and the insulation to the original
structure.

buﬂdmg' 7

Pressure Bar

Product No. AL 200

100" mill finish 3003 H-14
aluminum.

* 10" 1” x 1" over-all dimensions.

 Slot holes 1/4” x 3/8" punched
4", 8" or 12" on center.

Term Ba r Patent Pending

Product No. AL 100

© 040" mill finish aluminum.

° 10" 1”7 x 1-3/4".

 Slot holes 1/4” x 1/2" punched
on 8” or 12" centers.

Bar Anchor

Product No. GA 300

JBD SUPPLY

High performance roofing systems require
quality accessories to complete every
installation. JBD Supply has the hard-to-
get items so important for a good job.

Pressure Bar — The most popular
termination bar on the market today!
Aluminum bar formed with a caulk trough.
Excellent rigidity, easy installation.

Term Bar — Two pressure points for
superior holding power. Keeps membrane
secure, even on irregular walls. Great for
modified sheets as well as single ply.

Bar Anchor — Quality attachment strips
for mechanically fastened roofs. No sharp
edges, no burrs to cut membrane. Now
made of CR steel for superior corrosion
resistance. Available with counter-sunk
holes or LW profile for use with Gyptec™
style fasteners on lightweight decks.

Gravel Retainer — Allows drainage of
ballasted roofs while keeping the gravel in
place, now made of aluminum for
improved appearance and corrosion
resistance.

Stickney Shepherd Inc.
National Sales Managers
1-800-821-5489
(816) 753-5022 (Missouri)

JBD Supply
Technical and General Info
1-800-233-7605
(216) 452-7110 (Ohio)

¢ 16 ga. CR coated steel — four (4) times better
than G-90 galvanized.

e 1” x 10" long.

e 1/4” hole punched on 12" centers. End radius
rounded.

o Exceeds new FM specs for corrosion resistance.

Gravel Retainer

Product No. AL 500 (aluminum)

* .100” mill finish aluminum.

° 10" x 3-1/2" wide.

* 3/8” x 1-1/2” slots spaced 4” on-center along
entire length for drainage.

e Slot holes 1/4” x 1/2" punched 12” on-center for
fastening.

o For use with ballasted systems.

Check #16 on Reader Service Card
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Plaza
gets

H|-Tuff
' roof

Loehmann’s

— | inding the right roof for the new,

ultramodern Loehmann’s Plaza
F shopping mall in Altamonte
1 Springs, Fla., presented its owners,
The Brandon Co., with a dilemma.

Stephen E. Brandon, vice-president,
needed a roof that would accommodate
the mall’s intricate design. The shopping
mall’s unique 200,000-square-foot roof is
punctuated by protruding trees, ducts and
40,000 square feet of decorative Spanish
tile roofing. The roof system also had to be
easy to install, and had to be able to stand
up to the intense Florida sun and the
region’s severe semi-tropical storms.

After months of planning, Brandon’s
company selected Hi-Tuff single-ply roof-
ing, an unballasted, mechanically attached
system from J.P Stevens & Co., Inc., North-
ampton, Maine.

Hi-Tuffis based on Du Pont’s Hypalon syn-
thetic rubber, which has been combating
severe weather for more than 30 years. Hi-
Tuff can be automatically heat-welded on
the roof, creating a fused, watertight seam,
ideal for the mall’s rooftop architecture.

Hi-Tuff is also highly resistant to ultravi-
olet radiation, ozone, chemicals and abra-
sion. In addition, Hi-Tuff’s reflective white
surface offers documented energy savings,
a bonus for Loehmann’s tenants, who pay
their own utilities.

The Hi-Tuff field sheet was applied over
a layer of rigid fiber glass insulation that
was mechancially fastened to a 22-gauge
steel deck. The Hi-Tuff membrane was
secured with Stevens fasteners, field-
seamed with Stevens-approved automatic
hot-air welders, and seamed with hand-
held welders in complex areas such as pen-
etrations and terminations.

Hi-Tuff’s speed and ease of installation
was also important to the roofing contrac-
tor, General Roofing and Improvements,
Inc., Castleberry, Fla. The six buildings of
Lochmann’s Plaza are linked by open court-
yards of varying shapes and sizes, resulting in
numerous angles and terminations.

continued on page 48

modified bitumen membrane plants

Our technology and chemical know-how for modified bitumen
membranes: an experience based on over 50 plants sold
throughout the world, an achievement that few can claim.

b OCITO tecsystem s.p.a.

l v. Grado n. 64 - Zona Industriale 34074 Monfalcone (Italy)

phone (0481) 711811 - tiIx 460416 boato |

PERFECT FOR OFFICES - SHOPS - WAREHOUSES

101 USES! e

DIVERTS WATER TO WINDOW - DRAIN - SINKI  — i =y

EMERGENCY

Wai'er Diverter

UVERHEAD PROTECTION FROM
ROOF e PIPE « MACHINERY LEAKS!

ELIMINATE DOWN TIME!

PROTECT MACHINERY '\
AND STOCK \
‘

iy |

INDIVIDUALLY PACKAGED .T\
- {

DIVERTERS e YOUR CHOICE 1%

Price subject to change without notice
3 x 6 —$4210 6 x 6 — $49.25
3 x 8 —$4385 6 x 8 —$53.35
3" x 10' —$45.65 6' x 10’ — $57.50

U <5 j
‘ INﬂUSTHIAL VINYL
RCED

EINFD
IT'I wnn POLYESTER
HEAVY DUTY

SOLID BRASS

Water so essential to life and yet it can be your
worst enemy when you least expect it.

At last a product has been developed to make those
untimely leaks a little less frustrating.

Our Water Diverter protects those valuable areas
and equipment from roof leaks until a more perma-
nent solution can be accompanied.

Itis our opinion that every building that has a fire
extinguisher in case of a fire, or a first aid kit in
case of an injury, should have at least one Water
Diverter in case of a disastrous roof leak.

‘ GARDEN HOSE
’ " ATTACHMENT
.

GROMMETS

SUSPENSION ROPE AND HOSE NOT INCLUDED
OTHER SIZES AVAILABLE UPON REQUEST

Itis better to have one and not need it, than - to need
it and not have it.

Water Pails in the middle of the floor are not consid-
ered Fire Protection.

Keep the buckets out of sight - liability claims are
there already.

SULMAC INC.

1115 MAIN ST. HOLYOKE. MASS. 01040
(413) 533-5347

Check #4 on Reader Service Card

Check #31 on Reader Service Card
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Be a roofing innovator.

Duro-Last, the innovator
in single-ply roofing, is looking
for a few good contractors to
install its custom-fabricated
roofing system. Contractors
across the country have
discovered they can cut
labor and installation costs
by 50 percent using the
Duro-Last system.

Custom fabrication means
80 percent fewer field seams. No
waste. And installation is fast
and easy.

lbuno-

Become
a Duro-Last
contractor.

The Duro-Last system is a
complete roofing package. All
materials arrive on-site, pre-
measured, pre-cut, and welded
into 2500-sq ft sheets maximum,
with fasteners and roof acces-

Call
Rick Mika today!
within Michigan
(800) 752-8815
outside Michigan
(800) 248-0280

sories. There are no parts or
material to inventory. Everything
you need is supplied. All you
have to do is put the roof in place.

Duro-Last offers an extensive
training program that will
teach you the quick and easy
steps to installing a custom-
fabricated roof.

Examine Duro-Last. We think
you'll agree, it's the logical
roofing system.

525 Morley Drive
Saginaw, Michigan

48601

EBEmAST Roofing, Inc.

The custom-fabricated, common-sense approach to roofing.

Check #7 on Reader Service Card



fter two and a half years in service,
the report card is in. The Hoosier
Dome roof is a success! The rein-

= forced polyvinylchloride mem-
HOOS'Gr brane that forms the roof at the perimeter
Dome of the Hoosier Dome, the home of the Indi-
anapolis Colts, is still functioning flaw-

passes lessly, according to the membrane’s
teSt manufacturer, the Barra f?()rp. Installed iq
November 1983 as part of the original roof,

Of the Rhenofol® CV-48 reinforced PVC has

. weathered two Indianapolis winters with
tlme less than 30 minutes of maintenance. The

Braas roofing membrane was recom-
mended and installed by Terstep Roofing
of Noblesville, Ind. “Essentially,”” said Bill
Kelso, president of Terstep, “the CV-48
serves as a giant gutter for the roof of the
dome. OC Birdair developed and installed
the inflated Sheerfill® fabric membrane
that covers the dome, but they needed a
roofing membrane for the rim beam area.
The membrane had to be strong enough to
withstand the force of melting ice and
snow crashing down onto it, and flexible

enough to accommodate the movement in
the cable network that supports the roof.
And because the entire roof, fabric and
PVC, is under pressure, the welds at the
seams and flashings had to be strong and
absolutely watertight.”

To protect pedestrians from falling ice
and snow, the roof is surrounded by a 30-
inch concrete wall that Terstep covered
with a PVC-coated metal. PVC flashings
were heat-welded to the metal, forming a
monolithic, waterproof surface.

Rhenofol CV-48 was chosen over two
rubber membranes because of its strength,
puncture resistance and flexibility. The
40,000 square feet of membrane was
installed in a record two weeks. Most of the
installation occurred concurrently with
the construction of the main roof. This
allowed OC Birdair to inflate the Sheerfill
fabric roof, with its Rhenofol membrane
rim beam, within 24 hours of installation.

in case of

FIRE

it’s too late

Think about your roof now!
Use UL Class A White EPDM
or Black EPDM
WeatherGard FireGard (U
smooth surface - not coated
Mechanically fastened
Fully adhered

Call 1-800-USA-EPDM

WeatherGard o

ROOFING SYSTEMS, INC.
P.O. BOX 11187, MEMPHIS, TN 38111

Check #38 on Reader Service Card
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(YOU’VE HEARD THAT BEFORE.)

More than 15 years ago, we installed the first
PVC single-ply roofs in Europe. More than

12 years ago, we installed the first PVC single-
ply roofs in the United States.

And ever since, we've heard people say:
“PVC won't last”

Quite frankly, in the early days, they were
sometimes right. Experience was lacking
and membranes were not always thick enough.
But, at Trocal, there was (and still is) a big
difference: we're dedicated to single-ply roofing.

So, those early mistakes were soon cor-
rected. (And, we stood behind our customers by
living up to our warranty every time they had
aproblem.) From that point on, Trocal PVC mem-
branes have performed quite well, thank you.

Sure, there are problems now and again.
(You'll never find a roofing system that's 100%
perfect.) But, we provide service to our custo-
mers and fix their problems fast.

One more important point.

Recently, we took test cuts from ten and
fifteen year old Trocal roofs and gave them to an
independent testing laboratory.

The results were impressive. Every sample
tested showed physical values equal to or
better than published minimum standards for
new materials. We were pleased but our
customers were even happier.

Now, without fear of contradiction, we can
simply state: Trocal PVC membranes meet
all the criteria necessary for long-term perfor-
mance in the roofing environment. We have
the track record. We have the proof. (And, we'd
be happy to discuss it with you further.)

To be sure, we don't expect people to stop
saying “PVC won't last”’

It's nice to know they're wrong. We know
Trocal PVC will last. And last. And last.

We'll talk again soon.

Known by the companies we keep dry.

TROCAL

ROOFING SYSTEMS

Innovative
Building Products
by Dynamit Nobel

10 Link Drive, Rockleigh, New Jersey 07647, 800-526-4610 (In NJ: 201-767-1660)

Check #8 on Reader Service Card



(For inclusion of events, address
all correspondence to:

Roofing Spec “Coming Events”’
8600 Bryn Mawr Ave.,
Chicago, lll. 60631).

May 13-16

Basic Roofing Technology

Roofing Industry Educational
Institute

Las Vegas, Nev.

May 19-23

Infrared Scanning Course

Infraspection Institute

Burlington, Vt.

May 21-23

Single-Ply Roofing Systems
and Roofing Update

Roofing Industry Educational
Institute

June 9-13

Infrared Scanning Course

Infraspection Institute

San Diego, Calif.

June 11-14

Convention

Florida Roofing Sheet Metal and
Air Conditioning Contractors
Association

Tampa, Fla.

June 12-15

Summer Convention

Virginia Association of Roofing
Contractors

Virginia Beach, Va.

June 16-18

D-8 Committee on Roofing,
Waterproofing and Bituminous
Materials

American Society for Testing
and Materials

June 18-20
12th Annual Convention & Trade
Show
Western States Roofing Contractors
Association
Anaheim, Calif.

June 18-21

Annual Convention

Roofing and Sheet Metal Contractors
Association of Georgia, Inc.

Destin, Fla.

June 20-22

30th Annual CSI Convention and
Exhibit

Construction Specifications Institute

Los Angeles, Calif.

June 23-27

A/E/C Systems ‘86 Computer
Management Show

Chicago, I11.

Hilton Head, S.C.

Louisville, Ky.

NRCA OFFICERS
President
ROBERT T. HARRISON
Greenville, S.C.
Senior Vice President
DONALD McNAMARA
Milwaukee, Wis.
Vice Presidents—Two Years
MICHAEL BELDON
San Antonio, Texas
WILLIAM T. FORT JR.
Sumter, §.C.
RICHARD ROSENOW
Chicago, 1.
Vice Presidents—One Year
LARRY CARLSON
Rockford, Il
CHARLES GRIFFITHS JR.
Binghamton, N.Y.
CYRIL TILSEN
Madison, Wis.
Immediate Past President
WAYNE I. MULLIS
Phoenix, Ariz.

BOARD OF DIRECTORS
Three Year Term
JOHN CARRUTH JR.
Miami, Fla.
ZACHARY L. ELLIS
Kenner, La.
HARRY ESBENSHADE JR.
Davisville, W.Va.
RALPH HINSHAW
Frankfort, Ind.
DOUGLAS JONES
St. Louis, Mo.
CONRAD KAWULOK
Boulder, Colo.
STEPHEN KRUPNIK
Glen Burnie, Md.

MITCH MAULDIN
Laurel, Miss.
ALAN MEIER
Chicago Ridge, 111
CHARLES PETERSON
Berkeley, Calif.

JOHN G. PROBST
Butler, Wis.

MICHAEL PROMEN
Broadview, I11.

WILLIAM E. REYNOLDS
Enterprise, Ala.

JOE RUTKOSKI

Tampa, Fla.
ROBERT E SHEA JR.
Mattapan, Mass.

ALAN WOLF
Cincinnati, Ohio

Two Year Term

ROBERT BELLITT
Broomfield, Colo.

MICHAEL BOWLING
Louisville, Ky.

JOHN L. BROWN JR.

Delray Beach, Fla.
RANDY DENCHFIELD
Washington, D.C.

JIM GENTRY

St. Louis, Mo.

WILLIAM HAMLIN JR.
Garner, N.C.

BENNETT HUTCHISON II1
Atlanta, Ga.

VERNON LARSON
St. Paul, Minn.

JOHN LLOYD

Uniontown, Pa.
BRUCE MARTIN
Woodinville, Wash.

JERRY STEED

Huntsville, Ala.
ANTHONY TARESCO
Baltimore, Md.

OFFICERS & DIREI

ROBERT THERRIEN
Keene, N.H.

JOHN VAN WAGONER
Sterling, Va.

JOHN WRIGHT
Albuquerque, N.M.

One Year Term

JOSEPH ADLER

Joliet, 111

JOEDY BECKER

Pocatello, Idaho
GAYLORD BLUE

San Jose, Calif.
THOMAS E. BROWN JR.

Detroit, Mich.

JERRY CAMPBELL

Memphis, Tenn.
CHRISTOPHER CRONIN
Harvey, Il
THOMAS DRAKE
Winter Park, Fla.,

JOHN HAUG

Phoenix, Ariz.
FRANK MANFREDONIA
Philadelphia, Pa.

JAMES MANSFIELD

Lyons, I11.

JAMES McBRADY JR.

Portland, Maine
MONTY MOORE
Seattle, Wash.
SAM PIPER
Greenville, S.C.
HOLLIS PORCHER
Corpus Christi, Texas
ROGER STEYER
Warren, Mich.

Executive Vice President
FRED GOOD, CAE
Associate Executive Directors
PATRICIA APPELHANS
ALAN GRAYSON
ROBERT LaCOSSE, CAE
CHRISTINE NOLEN TAYLOR, CAE
Executive Secretary
CONNIE LESSNER
Finance
ROLAND PAPINI
Manager
ROBERT O. LEWIS
Accountant
SANDY HOSHELL
Finance Secretary
Technical Services
ROBERT LaCOSSE, CAE
Director
JEFF LOWINSKI
Manager
WILLIAM CULLEN
Research Associate
JOANNE WAWRZYNIAK
Secretary
Information Management
NORMAN BULLOCK
Director
SUE BUCZKIEWICZ
Manager
LUANNE KOENIG
Administrative Assistant
Meetings and Conventions
GALE KIESEL
Director
BENNETT BROWN
Manager
LINDA METHLING
Administrative Assistant
BEA McSHEFFREY
Coordinator
Education
ALAN GRAYSON
Director

JAN THOMPSON
Assistant Manager
MARIA DEMES
Secretary
Administration
ROBERT McADAM
Director
ROBYN BISKEY
Administrative Assistant
STEVE JUDSON
Service Center Assistant
PATTY KAZEOS
Receptionist
General Operations
JOANNE JAMESON
Clerk
Association Services
PATRICIA APPELHANS
Director
CONCHITA ALVAREZ
Administrative Assist:
Legal Resource Center Manager
LYNN KE
Adminit

trative Assistant
Membership Development
CARL GOOD
Director
KATIE SHULTZ
Administrative Assistant
SARA ANDERSON
Secretary
Communications
CHRISTINE NOLEN TAYLOR, CAE
Director
MARTIN EASTMAN
Editor
DAVID T. IMPEY
Associate Editor
ROB EISEMAN
Public Relations Manager
JOAN KRIETE
Circulation Coordinator

so ROOFING SPEC




Dow publishes
Tyrin brochure

The Dow Chemical Co. has
released a brochure comparing
physical properties of single-ply
roofing membranes made of
Tyrin™ CPE elastomer, CSPE and
EPDM.

The brochure provides results
of comparative tests based on
American Society for Testing and
Materials standards. Test results
are listed for ignition resistance,
istance, diesel fuel and
kerosene immersion, exposure
to refrigeration fluid, and pea-
nut, sunflower and corn oil
immersion.

Dow is also offering a packet of
case history studies that provide
information on the performance

water res

of membranes made with Tyrin
CPE in a variety of applications.

Check #39 on Reader Service Card

Bond Cote offers
Bond Grey booklet

Bond Cote Systems/WestPoint
Pepperell has published an eight-
page brochure describing its
Bond Grey 35® single-ply roofing
system.

Bond Grey 35 is a mechanically
attached membrane manufac-
tured from a thermoplastic acry-
lonitrile butadiene polymer (NBP)
blend. Seams in the system are
sealed with hot-air welding. The
system can be used with conven-
tional metal flashing, although
a matching NBP-coated metal
is available for special flashing
requirements.

All major types of available
roof insulations can be incorpo-
rated into a variety of assembly
design systems using the mem-
brane. The Bond Grey 35 system
is installed by trained contractors
and warranted only after inspec-
tion by the company.

The brochure provides infor-
mation on other physical proper-
ties of the membrane and data
on testing methods and results.

A sample of the material is
included.

Check #40 on Reader Service Card

Seal-Dry promotes
pre-engineered roof

Seal-Dry, Inc., has published an
cight-page brochure detailing its
mechanically fastened CPA
single-ply roofing systems.

Seal-Dry offers customized pre-
engineered and prefabricated
roofing systems. Specifications
for the systems are included in
the brochure, along with a list of
customers who have installed
Seal-Dry roofs. The brochure also
contains several questions that
buyers or specifiers should ask
when considering single-ply
roofing.

Check #41 on Reader Service Card

Cooley introduces
wider field sheet

Cooley Roofing Systems is offer-
ing a new 72-inch-wide field
sheet for use with the Cool Top
40 single-ply system.

The new sheet is 10 inches
wider than the previous sheet
used with Cool Top 40, and is
designed to lower the overall cost
of the system. The alteration in
membrane width does not affect
the 18-inch-on-center fastener
pattern utilized in the field sheets
or interior sections of the roof.
Likewise, fastener spacing for
installing the new, standard 36-
inch-wide membrane at the roof
perimeter will remain 12 inches
on-center.

The company has also
announced the development of
two new fasteners. The Gyptec
fastener, for use on gypsum decks
with no water damage, uses an
auger instead of a toggle on the
bolt, eliminating the problem of
toggles that do not set far enough
down on the bolt to completely
clear the decking. Testing of the
augered fastener in a gypsum
plank showed pullout strengths
ranging from 105 to 120 pounds
per square foot.

A universal fastener for use
with either structural concrete
or steel decks features a new
threaded conical point that pro-
vides improved bite for steel
decking. A large-diameter shank
and extruded threads that move
deck debris to the sides of the
drilled wall provide improved
backout resistance.

Check #42 on Reader Service Card
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Our urethane
foam coatings
prove theyre
\ Wlertght
a trillion times
CVery year.

You know a urethane foam roof by itself isn't
enough.

That's why Foster offers foam roof coatings.

They'll protect your foam roof from rain, sun,
wind, and snow.

And to protect your investment in a foam roof
system Foster offers 5 and 10
1 year warranties.

Foster is so sure of its
roof coatings, when properly
applied, that we offer a no-leak
warranty covering the complete
roof system.

- To protect your roof and
your investment ask for more information on
the roof coatings with the systems warranty, write:
H.B. Fuller Company, Foster Products Division,
6107 Industrial Way, Houston, Texas 77011. Or call:
(713) 926-3125.

=== H.B. Fuller Company
w». Foster Products Division

Check # 14 on Reader Service Card

Guaina expands
product line

The Guaina Corp. has introduced
several additions to its product
line.

Polypren, a 2-millimeter-thick
clastomeric single-ply membrane,
is produced from a combination
of ethylene copolymers and a low
percentage of bituminous com-
pounds. The bituminous material
acts as a plasticizer and helps
retard aging. The membrane
can be loose-laid, ballasted or
mechanically attached.

The company has also intro-
duced flashing rolls of Polyflex
polyester modified bitumen in
widths up to 39 inches. Several
finishes and thicknesses are
available.

Two underlayment membranes
are being marketed by the com-
pany. Guaina-Base F/G 2 is rein-
forced with fiber glass and
qualifies for a 15-year warranty
when used with Guaina Polyester
4. Guaina-Guard is a self-adhering
modified asphalt single-ply
underlayment that can be used
under eaves and overhangs, in
valleys and areas exposed to
wind-driven rain, and on entire
roofs in areas receiving heavy
snow and ice.

Guaina has also introduced
a dutral synthetic rubber and
plastic scupper designed to go
through standard parapet walls.
Designed to fit a standard cant
strip, the scupper can be used
with modified bitumen, EPDM,
PVC, BUR and cold-process
roofs. Extension lengths and con-
nector elbows are also available.

Check #43 on Reader Service Card

Trocal membrane
cuts cooling costs

Dynamit Nobel has developed
a white PVC single-ply roofing
membrane that reduces peak
roof surface temperatures to
cut cooling costs.

The Trocal S-60 membrane
weighs less than '/2 pound per
square foot installed. It can be
used over concrete, steel, wood
or wood fiber decks using disc
weld, disc cap or Speedisc fasten-
ers. The system is suitable for use
on new or existing structures,
and can be installed in most
weather conditions.

Check #44 on Reader Service Card
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There s No Substitute for
anniglas Slipsheet

Manniglas® : The Roll Form UL* Classified Fire
Resistant Slipsheet for Combustible Decks.

Your UL Class A or B single-ply
roofing job is simplified with Manniglas®
Slipsheet. First you get classification for
fire resistance when you use Manniglas®
Slipsheet with many of the UL Class A or
B single-ply roofing systems. But the big

pluses for you are the new packaging and
dimensions. Manniglas® fire resistant
Slipsheet rolls are 51" wide and
come in standard net roll
sizes of 15 and 45
squares depending
on thickness—they
never weigh more
than 100 Ibs.

There’s nothing
else like Manniglas®
Barrier Slipsheet.
You can'’t beat it for
performance and ease
of application. And it's
immediately available
nationwide. For more
information and a list of
distributors, call us at
(518) 273-6320 or write:

la g Paper Company
NANNING PAPER COMPANY L e

‘ “(.’UISSIHED FIRE RESISTANT SLIPSHEET

Look
for the
UL label.

Q,\b‘SS'H[O

Manniglas is a Regis ‘
UL is a Registered Trademark of Underwriters Labor




Why settle for less than the best?

hotshot

roofing torchay

U.S. Patent 4,354,893 and Patent Pending

LISTED

Call or write now for details.

united consytruction producty-

1300 Shoshone, P.O. Box 4246 ¢ Denver, CO 80204
Ph. 303-892-0400

Leak Seeking?

Is water hiding in your roof?

GET DRY & STAY DRY

With TRAMEX Moisture
Detection Instruments

unitad construction producty-

1300 Shoshone, P.O. Box 4246
Denver, Colorado 80204 U.S.A.
Phone 303-892-0400
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ACA introduces
Be Ge-Len membrane

ACA Products, Inc., has intro-
duced a new polyisobutylene
roofing membrane system that
remains flexible in temperatures
ranging from -40F to 212E

The Be Ge-Len™ membrane is
a synthetic rubber polymer that
can be applied all year around
without special tools or equip-
ment. Seams are sealed by apply-
ing liquid polyisobutylene to
form a solvent weld. The mem-
brane is backed by a 60-mil, non-
woven, rot-proof polyester
backing for improved moisture
migration and adhesion. Total
thickness of the membrane with
backing is 120 mils.

Be Ge-Len is suitable for both
new and reroofing applications,
and is compatible with asphalt

and most other roofing materials.

It is resistant to the corrosive
effects of ultraviolet light, algae
and most chemicals. Rolls of Be
Ge-Len are 42 inches wide and
50 feet long and weigh approxi-
mately 80 pounds.

Check #45 on Reader Service Card

Membrane protects
against foot traffic

A new heavy-duty membrane
designed to protect single-ply
roofing against foot traffic and
mechanical abuse has been devel-
oped by Sarnafil, Inc.

The 2.4-millimeter-thick Sarna-
Tred™ membrane provides walk-
ways for nominal foot traffic to
and around service equipment,
ladders, penthouses and similar
areas. It is manufactured with
polyester reinforcement and can
be applied over any Sarnafil
single-ply roofing system using
Sarnafil adhesives.

SarnaTred is also available with
a polyester fleece backing for
compatibility with other roof
systems. The protective mem-
brane is tinted dark green to make
it easily distinguishable from
regular roofing membranes.

Check #46 on Reader Service Card
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Rolling machine
holds 15 gallons

Aeroil Products Co., Inc., has
introduced a new 15-gallon
adhesive rolling machine.

The machine, used for apply-
ing adhesive to EPDM single-ply
sheets for a fully adhered assem-
bly, features a continuous feed
system that sends adhesive
directly from the tank to the
applicating roller, cutting down
on loss due to evaporation.

The unit comes with a 50-foot
hose and a 7-foot handle with an
18-inch-wide roller head. A
carbon dioxide cylinder that
provides power for 50 gallons
of material is also included.

Check #47 on Reader Service Card

Merik markets
single-ply knife

Merik Marketing, Inc., is offering
anew knife specifically devel-
oped for use with single-ply
membranes.

The Banana Blade knife cuts
regular or reinforced membranes
while leaving the substrate
untouched. The rounded nose
makes the knife useful in applica-
tions where heat welding is used;
the design helps prevent burns to
the hands and fingers. The cut-
ting blade on the tool is replace-
able and a spare blade can be
conveniently stored in the knife’s
handle.

Check #48 on Reader Service Card

Long life is
the true beauty of
a modern roof system.

Contour Taper Tile® expanded polystyrene (EPS)
combines high insulating value with drainage for dead
level roof decks. Small roofs or thousands of squares,
economical Contour Taper Tile lengthens roof life
and cuts energy costs.

Compatible with loose-laid and adhered systems
— built-up or single-ply designs — Contour Taper
Tile’s positive drainage adds life to any system you
choose. The best roof membrane is a dry roof
membrane.

Independent labs monitor R value, flame retard-
ancy, density and strength. Contour Taper Tile quality
meets building code requirements. Layout and design
are done to architectural specifications and every
piece of EPS is marked for easy installation. Regional
plants offer on-site job guidance.

Got a c}uestion or want complete specifications?
Call toll free or write for our new brochure, “Positive

Solutions for Roof Drainage and Insulation.”
Contour Taper Tile is manufactured by —

Associated Foam
Manufacturers
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PO Box 246, Excelsior, MN 55331 ¢ Phone: 612-474-0809
Call Toll Free: 1-800-255-0176
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A Safe,
Simple, Economical Solution to Protect
Roofs from Damaging Foot Traffic.

Roof-Gard Pads are quickly and easily mstalled on single p|y or built
up roofing. Use them for walkways, machinery pads, anti-vibration pads,
or full coverage in heavy traffic areas. Write or call for sample & details.

HUMANE EQUIPMENT CO.
PO. Box 24, Baraboo, Wl 53913
Check # 15 on Reader Service Card

CALL TOLL FREE 1-800-233-PADS
HUMANE

Yours Only From TRU-FAST. . .Leader
in Roof Fastening Technology

ULTRA" solid stainless

steel screws to beat
Acid Rain and other
corrosive forces

Tru-Fast ULTRA screws are made of a solid stainless steel
alloy developed especially for roof insulation fastening.
They have incredibly high resistance to corrosive sub-
stances known to be present in acid rain. That's a fact,
proven by punishing Kesternich tests in which ULTRA
¥ screws withstood 30 cycles of 24 hours in H,0-S0,.
Other scientific tests prove ULTRA's resistance to salt
spray, soaking humidity and other environmental
hazards that can cause conventional roof deck fasteners

g&g{ﬂfﬂ(ﬂ@%‘ff(. R

3 to quickly corrode, leading to premature roof failure.

% We also offer Tru-Fast TRU-KOTE™ PC-3 alloy steel

screws with a specially formulated, highly corrosion
235 resistant, organic polymer coating bonded to the metal.
e Your choice of plastic or hot dipped G-90 metal stress

plates that meet or exceed FM wind lift specifications.
Trust Tru-Fast all the way for profitable job results and
complete customer/specifier satisfaction.
Contact your Tru-Fast distributor for complete infor-
mationorgetintouchwithus. Write, orcall (419) 636-6715.

THE TRU-FAST CORPORATION

®
Tl“l Fnsr State Flouguar#aZI thotjtgﬁl hway #6
Roof Insulation 9 y

Systems Bryan, Ohio 43506
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NEW IDEAS

Roofmaster adds to
kettle’'s features

Roofmaster Products Co. has
added two features to its Flame-
guard™ clectronic kettle control
system.

The new 110/12-volt converter

allows the kettle to be hooked up
to any 110-voltsource, provid-
ing a backup power source to

the kettle's 12-volt system.

The other added feature is a
shut-off warning device. This
attachment alerts the operator
with aloud “beep’” that the
automatic shut-off system has
engaged. The warning will sound
anytime during the purge
sequence or during operation.

By giving the kettle operator an
audible warning that the kettle
is off, the device helps prevent
asphalt cooling, according to
the company.

Roofmaster is also introducing
the Flameguard electronic con-
trol system in a new portable
format that can be attached to
any liquid-petroleum gas asphalt
kettle or tanker. The portable
system includes all of the features
found on the standard system.

Check #49 on Reader Service Card

Hot-air welder
self-regulates

A new sclf-regulating hot-air
seam welding machine designed
for use on Hi-Tuff™ single-ply
roofing systems is being mar-
keted by J.P Stevens & Co., Inc.

The CompuWelder utilizes an
infrared heat-sensing device that
reads the temperature of the
membrane area being welded and
relays the information to an on-
board computer. The computer
adjusts the speed of the welder so
that the correct amount of heat is
delivered to the seam. The unit
incorporates circuit breakers
specified by the Occupational
Safety and Health Administration,
and ground fault interrupters for
the safety of the operator.

Stevens has also introduced
a non-thermal-bridging plastic
fastener for use with the Hi-Tuff
system.

The one-piece fastener is
designed for use with gypsum
and tectum decks. Itis available
in lengths from 3'/z inches to 5'/2
inches in '/2-inch increments. The
fastener is inserted with a stand-
up punch and pneumatic air
wrench. Wide screw threads
torque down into the deck,
securing the insulation and mem-
brane without penetrating the
underside of the deck. Wire
barbs, which are set when the
fastener is installed, eliminate
backout and add to the holding
power of the fastener.

A brochure describing the Hi-
Tuff roofing system is available
from the company.

Check #50 on Reader Service Card
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Roofing Spec Classified Rates:

Standard Classified

75 cents per word. $ 150 per bold-face word
(in headline only).

Display Classified
$55 per column inch (we will supply a border
ad include your logo, if requested).

Blind Box Numbers $10
Minimum Charge $25

For information on how to place an ad, call
Joan Kriete at 312-693-0700.

GRAVEL VAC FOR SALE
Trailer-mounted 1976 Vec Loader for sale.
Model 422 with four-cylinder John Deere die-
sel motor; new blower, air compressor, bags,
hydraulic pump, timer computer box.
Machine in excellent condition. 919/828-
2975; ask for Prentiss.

ROOFERS SPECIAL
HYDRAULIC TRUCK CRANE
1986 JLG Model 1550BT; 15-ton capacity;
101-foot hook height; hose reel and clam
bucket. Mounted on a 1979 Ford LT800 truck
with cat. engine; 18-foot body. Call Giuffre
Brothers Cranes 414/761-2300.

ROOFERS CRANE FOR SALE
National Series 600 truck-mounted crane;
101-foot reach; 12'/2-ton capacity; on 1981
GMC L800 diesel truck. $59,500. Runnion
Equipment Co., 7950 W. 47th St., Lyons, IIL
60534. Large inventory of new and used
equipment available. 800/824-6704, in Illi-
nois 312/447-3169.

FOR SALE
ROOFER TRUCK CRANE
1979 RO Stinger TC85-2; 8-ton capacity; 76-
foot hook height; hose reel for roofer attach-
ments. Mounted on 1978 GMC truck with
16-foot body. Call Giuffre Brothers Cranes
414/761-2300.

MAILING LIST AVAILABLE

Mailing list of schools, government agencies,
industries with leaky roofs in United States
and Canada. Sulmac, manufacturer of water
diverters; 413/533-5347.

PROCOUNSEL
ROOFING PLACEMENTS

NATIONWIDE
Sales, sales managers, estimators, tech
reps, quality control, R&D, manufacturing
engineers, general managers, presidents. |
place professionals with roofers, distribu-
tors, roofing manufacturers, rep organiza-
tions and consultants. Fees paid by
employer. All information handled in stric-
test confidence. Contact Buzz Taylor at
800/545-5900 or 214/741-3014. In Texas
call 800/441-0806. Also 214/741-3014.
24-hour answering.

PERSONNEL PLACEMENT

We specialize in placing only competent and
reliable personnel for the roofing industry
nationwide (contractors, manufacturers, dis-
tributors and consultants). 100 percent satis-
faction and guaranteed results. All
information held in strictest confidence. Call
800/752-ROOF or 404/373-4585. Lanta
Enterprises, Inc.

COMPANIES WANTED
We have cash to buy roofing and sheet metal
companies. They would have sales of $1 mil-
lion and some profit. Will tailor buyout to suit
seller. All responses kept confidential. Send
replies to Box 4A, Roofing Spec, 8600 W. Bryn
Mawr Ave., Chicago, Ill. 60631-3502.

COMMERCIAL ESTIMATOR WANTED
Wanted for well-established firm. Major Mary-
land roofing contractor seeking professional
individual who is knowledgeable in all types
of roofing systems. Must be able to bid pro-
jects as well as direct negotiations with
owners/general contractors. Good salary,
benefits, profit sharing plan and vehicle. Send
resume to Box 5A, Roofing Spec, 8600 W.
Bryn Mawr Ave., Chicago, Ill. 60631-3502.

PROJECT MANAGER

Leading San Francisco Bay-area industrial
roofing company seeks roofing manager
experienced in retrofit projects. Must have
solid background with good communication
skills. Top salary with incentives and full ben-
efit package. Send resume to Fidelity Roof
Co., 1075 40th St., Oakland, Calif. 94608,
Attn.: M. Upshaw.

SUNNY SOUTHWEST CALLS!
Forsale: established roofing business with more
than 3,000satisfied customers. 1985 netincome
topped $100,000! Owners will finance with
$25,000 down! Sales price only $100,000;
equipmentandinventory available for sale sepa-
rately, plus handsome home/office complex.
Call or write Art or Jeanne Milczarek, c/o ERA
Nelson Realty, 346 Fry Blvd., Sierra Vista, Ariz.
85635. 602/458-7200.

WANTED
SINGLE-PLY SUPERVISOR

MajorMarylandroofing contractorseeking indi-
vidual to assume responsibilities of all phases of
single-ply division, including hiring, daily crew
operations, attending progress meetings and
project close-out. Must be company-minded
and professional. Excellent salary, benefits,
profit sharing plan and vehicle. Send resume to
Box 5B, Roofing Spec, 8600 W. Bryn Mawr Ave.
Chicago, I1l. 60631-3502.

EMPLOYEES
APPRECIATE
THE PAYROLL

SAVINGS PLAN.

JUSTASK
THE PEOPLE AT
E-SYSTEMS.

“Bonds are paying for
the education of my
sons. | don’t miss the
money because of my
payroll deduction.”
—Loyd Ham

U.S. Savings Bonds now offer
higher, variable interest rates and a
guaranteed return. Your employees
will appreciate that. They'll also
appreciate your giving them the
easiest, surest way to save.

For more information, write to:
Steven R. Mead, Executive Director,
U.S. Savings Bonds Division, Depart-
ment of the Treasury, Washington, DC
20226.

US. SAVINGS BONDS %=
Paying Better Than Ever

A public service of this publication.
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TECH TALK

Conditions
will
indicate
if
vapor
retarder
is needed

by Bob LaCosse

RCA is continually asked about the

use of vapor retarders, materials
N that control the flow of water

apor from the interior of a build-
ing into the roofing system. Actually, the
transmission of moisture through building
materials is quite normal. Water vapor pass-
ing to the outside air is harmless. The prob-
lem arises when there is a significant
temperature difference between the inside
and outside air. As air cools, its ability to
hold moisture in vapor form is reduced.
When air cools to the point where it can no
longer accommodate moisture, condensa-
tion occurs.

In the temperate zone of the United
States, especially during winter, water
vapor flows upward from a warm, humid
interior toward a cooler, drier exterior.
More vapor retarders are used in this situa-
tion because the danger of condensation
on the underside of the roof assembly is
greater. In the South, where the vapor
tends to flow into the building from a
warmer exterior, the roof membrane itself
serves as the vapor retarder.

As a guide, vapor retarders should be
considered when either the outside aver-
age January temperature is below 40E or
the inside relative humidity is 45 percent
or greater.

Moisture vapor can be controlled
through any of the following measures:

B by installing a vapor retarder on the
warm-side of the structure to prevent
the passage of moisture into the roof
assembly;

B by ventilating the building to reduce the
amount of water vapor in the occupied
space; or

B by ventilating the insulated space on the
inside of the assembly to remove the
moisture vapor that has collected.

Not all construction requires a vapor
retarder. The need for a vapor retarder will
depend on the principle direction of air
flow and the expected differences in tem-
perature and humidity between the inte-
rior and exterior of the building. Also to be
considered are humidity conditions, cli-
mate control within the building, and the
frequency and rate of air exchanged in the
occupied space. Because of the complexity
of factors involved, the decision to use a
vapor retarder is best made by an engineer
or consultant who has an intimate knowl-
edge of all of these variables.

Vapor retarder classifications

Vapor retarders generally fall into the fol-
lowing two classificatons: bituminous
membranes and non-bituminous sheet
materials.

In bituminous membranes, a film of bitu-
men serves as the vapor retarder. A typical
two-ply installation using three moppings
of bitumen can provide a vapor retarder
rated at less than .005 perms. (A perm is
defined as the movement of one grain of
moisture per square foot, per hour, per
inch of mercury pressure differential.)

Non-bituminous sheets include PVC
films, kraft paper and aluminum foil com-
binations. When used with adhesives to
seal the laps, they provide permeability rat-
ings ranging from 0.1 to 0.5 perms. PVC
films and associated cold-applied adhe-
sives are not recommended by NRCA,
however, because of their susceptibility to
damage from other components of the roof
system.

When choosing a vapor retarder, you
should pay particular attention to the follow-
ing:

B permeance, with a perm rating of 1
being the minimum;

B the type of deck and fire hazard classifica-
tion;

B the vapor retarder’s ability to performin
the field; and

B the vapor retarder’s compatibility with
other materials in the roofing system.

The most effective vapor retarders have
no openings through which moisture and
vapor can pass. However, vapor retarders
puncture easily and can be damaged by
equipment and human traffic. To repair
punctures, a patch at least 12 inches larger
than the puncture in all directions must be
used. In order to be properly installed, the
laps of the vapor system must be made on
as smooth a surface as possible.
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bout the only roof we don't supply afastener f(;r.

Atlas fastening systems are securing rooftops around  for masonry. Spiral nails. Toggles with wings.

the world. In America. In Europe. And in the Far Even installation tools. Everything you need to top
East — with a few exceptions. off your next roofing job.

There’s an Atlas fastener for every roofing Get all of your roofing fasteners from one
task: Fasteners for mounting rigid insulation to wood,  convenient, reliable source. Call Atlas, the company
metal, or masonry. Fasteners for attaching standing- with the widest range of fasteners for roofing
seam roofs. Fastening plates. Threaded fasteners applications. The company that knows your business.

GATLAS

1628 Troy Road * Ashland, OH 44805 + U.S. phone 1-800-321-6846 « Canada phone 1-800-268-3718
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Holiday Inn/CROWNE PLAZA, Atlanta, Georgia. Southeastern States Roofing (Orlando, FL).

THE TOUGH GOT

d

Dickinson Center and Cass School, Livonia, Michigan. Single Ply International (Livonia, Ml). Marquette Building, Detroit, Michigan. WBC Roofing (Detroit, MI).

The word is getting around.

Bond Grey 35® mechanically-attached single ply membrane
system installations are nationwide on new and retrofit
projects. Commercial, industrial, hospital, resort and school
and university applications are being protected by our 15-
year watertight protection plan.

The Bond Cote Systems applicator has been carefully selected
o N and trained to install the Bond Grey 35® system to our strict,
J ’\ w St p I p exacting standards. You receive the full support and financial
78 e 0 nt epperell backing of our multi-billion dollar corporation.
Our network of representatives will be happy to show you
P.O. Box 71 West Point, Georgia 31833 800-368-2160 more.

Bond Cote Systems’ Bond Grey 35" mechanically-attached roofing system qualifies, without additional treatment or surfacing, for FM Class 1, I-60 and 1-90, UL Class A (new
and retrofit insulated constructions), SBCCI Compliance Report 8426, and Metro-Dade [84-0831.1(83), exp. 1/9/87.] Member, NRCA, SPRI and RCI.
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