


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
800-283-0551. In PA, 800-932-4626.

In Canada, 1-800-387-4990.

The Carlisle Ceniurion

There is no equal.

. 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, |A

. Pat O'Neill / Granite City Roofing Company,

St. Cloud, MN

. Kim Schwickert / Schwickert Company,

Mankato, MN

. Kent Schwickert / Schwickert, Inc.,

Mankato, MN

14.

15.

16.

Harlan Hanson / Central States Roofing
Company, Ames, IA

Ronald Therrien / AW. 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, W

. Sam Roth / Roth Brothers, Inc.,

Youngstown, OH

Carlisle Syrilec Systems
Division of Carlisle Corporation
P.O. Box 7000, Carlisle, PA 17013
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Building: Market Square Arena, Indianapolis, Indiana Roofing Contractor: North American Roofing Co., Inc

HYPALON gives you

More and more roofing con-
tractors are discovering that all
single-ply roofing systems are
not alike. They've found that
choosing a system based on the
right materials can save time and
money on installation and pre-
vent callbacks.

That's why a roof based on
HYPALON synthetic rubber has
“good investment” written all
over it. Because no other single-
ply roofing material holds up as
well. In fact, a roof based on

HYPALON actually becomes
stronger with time as it cures.

Installs quickly and easily.
Once you start working with
membranes based on thermo-
plastic HYPALON, you'll be
amazed by how easily they're
installed. Unique chemical prop-
erties allow them to be seamed
by heat, solvents or adhesives,
depending upon the system’s
supplier recommendation. And,
membranes based on HYPALON

are compatible with virtually any
insulation and underlayment.

A roofing system based on
HYPALON synthetic rubber has
other advantages as well. Its flex-
ibility allows it to be applied to
roof designs that most other mate-
rials simply can't handle. After it's
in place, repairs and tie-ins can
be done quickly and easily.

HYPALON takes the heat.
And the cold. And the rain. And
the snow. In fact, membranes



Roofing Manufacturer: J.P. Stevens & Co., Inc., Northampton, Massachusetts; Hi-Tuff™ Roofing System

maximum job security.

based on HYPALON remain
functional in some of the most
brutal conditions Mother Nature
has to offer.

Roof membranes made with
HYPALON are available in for-
mulations that remain flexible at
temperatures as low as —40°F
(—40°C). They also resist flame
propagation, permitting systems
to qualify for UL Class A and/or
Factory Mutual Class | ratings.
And they offer an exceptional
combination of properties—

resistance to foot traffic, corro-
sive chemicals, ozone, oils,
pollutants and acid rain.

Secure your investment.
Properly installed, a job done
with a system based on
HYPALON is a job well done.
And, you can tell your customers
that these systems are among
the most economical on the
market today. You'll also have the
satisfaction of knowing that your

product works as hard as you do.

Check #7 on Reader Service Card

Give yourself maximum job
security. Choose HYPALON.

For mare information about
Du Pont HYPALON and the com-
panies who manufacture roofing
systems based on HYPALON,
call 1-800-441-7111.

Only Du Pont makes
HYPALON. Specify it by name.

Du Pont manufactures HYPALON, not single ply roofing
membranes or systems.

REG Us paT & TM OFF



GOVERNMENT

REI ATIONS

Federal amendment bans retainage without cause

Retainage can no longer be held with-
out cause on federal construction
projects, according to an amendment
to the Federal Acquisition Regulation
(FAR) issued by the Department of
Defense, the General Services Admin-
istration, and the National Aeronau-
tics and Space Administration.

The new regulation implements an
Office of Federal Procurement Policy
(OFPP) letter issued in May 1983,
which declared that ‘‘retainage
should not be used as a substitute for
good contract management,” and
that decisions to withhold retainage
must “be made by contracting offi-
cers on a case-by-case basis.”

Declaring the new contract a vic-
tory for the construction industry,
American Subcontractors Associa-

tion (ASA) Legislative Committee
Chairman Jesse M. Pickett Jr. said that
“although the OFPP policy letter was
issued more than three years ago,
many contracting officers have been
slow to implement it because the
actual language in federal contracts
remained fuzzy. The new contract
language makes it clear that contract-
ing officers should not be withhold-
ing retainage as a matter of routine.”
As of May 30, all new contracts for
federal construction require payment
to be made in full if the contracting
officer finds that satisfactory progress
has been made during any period for
which a progress payment is to be
made. A percentage payment without
retention must be made upon “com-
pletion and acceptance of each sepa-

rate building, public work, or other
division of the contract for which
the price is stated separately in the
contract.”

However, the new government
contract language applies to direct
contractual relationships only. So,
ASA is urging subcontractors to
demand that if there is any retainage
withheld by a general contractor, it
should not exceed the amount with-
held by owners in their payments to
the general contractors.

Pickett noted that the benefits the
government hopes to realize from the
policy change—lower prices and
faster completion—will not be fully
realized “unless the burden of
retainage is lifted from those actually
performing the construction.”

Subcontractors defend right to prompt payment at Senate hearing

The U.S. Senate Committee on Small
Business heard testimony in June
from groups concerned about
prompt payment from government
agencies.

Among those testifying was the
National Association of Plumbing-
Heating-Cooling Contractors
(NAPHCC) Government Affairs
Director Dennis Lavallee. He noted
that the 1982 Prompt Pay Act, which
requires federal agencies to pay their
bills on time or pay interest on late
payments, has alleviated a number of
problems.

“Unfortunately,” he added, “it left
other crucial matters unsolved, such as
flow-through of payments to subcon-
tractors, prompt payment on federally
assisted work and timely progress pay-
ments by the government.”

Lavallee expressed support for the
changes in the Prompt Pay Act
included in Sen. Paul Trible’s, R-Va.,
bill, S. 2479. But, he said, even these
do not address the problems facing
small businesses that supply the
goods and services to the govern-

Firms perform-
ing worRk for the
federal govern-
ment of ten expe-
rience payment
delays in excess
of the construc-
tion industry
standard.

ment’s general contractors but never
come into direct contact with the
government themselves.

“Just as small business cash flow
and economic survival can be criti-
cally injured by slow pay in direct
relationships with the government,
so also can small business be hurt
when providing goods and service

through intermediaries,” Lavallee
explained to the Committee.

Lavallee reported that the results of
a recent survey of NAPHCC members
show that firms performing work for
the federal government often experi-
ence payment delays in excess of the
construction industry standard, and
that many of these payments pass
through intermediaries. He urged the
government to pass legislation
extending the terms of the Prompt
Payment Act to subcontractors.

“This will benefit the government
by encouraging quick completion of
projects and will provide fair treat-
ment of and for participants in the
project,” Lavallee told the Commit-
tee. He also feels that interest on
delinquent payments due the general
contractor from the federal govern-
ment should be passed on to the sub-
contractor that did the work.

¢ ROOFING SPEC




Most good ideas are}}

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
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ARMA members
cited for
safe operations

Five roofing plants, operated by com-
panies that are members of the
Asphalt Roofing Manufacturers Asso-
ciation (ARMA), were cited for their
outstanding plant safety records in
1985 at a recent meeting of the ARMA
Board of Directors in Denver.

The companies received the ARMA
President’s Safety Award, honoring
plants with the best safety records in
their categories.

The 1985 winners were Celotex
Corp., Perth Amboy, N.J., in Group A
(more than 400,000 manhours); GAF
Corp., Mt. Vernon, Ind., in Group B
(275,000 to 400,000 manhours); GAF
Corp., Minneapolis in Group C
(175,000 to 275,000 manhours);
Owens-Corning Fiberglas Corp.,
Houston, in Group D (125,000 to
175,000 manhours); and Koppers
Co., Wickliffe, Ohio, in Group E
(25,000 to 125,000 manhours).

Making the presentation at the
directors meeting was Roger H.
Bengtson, president of ARMA.

April’s 15 percent increase over March
reverses first quarter’s contracting slump

A surge of construction contracting
in April more than made up for this
year’s first quarter shortfall, putting
1986 activity 2 percent ahead of last
year at the end of four months, the
EW. Dodge Division of McGraw-Hill
Information Systems Co. reported.

A record $248.7 billion (annualized
rate) of newly started construction
projects in April boosted construc-
tion activity 15 percent above
March’s weak rate of building.
Double-digit gains were reported in
all three broad categories of construc-
tion: housing, non-residential build-
ing and public works.

According to Dodge vice president
and chief economist George A. Chris-
tie, “Uncertainty about the conse-
quences of tax reform proposals on
real estate development and on local
public works financing has led to
unusually erratic non-residential con-
struction activity since 1986 began.
In April, a bunching of commercial
and public projects, which might
ordinarily have gone ahead during
the first quarter, coincided with a
generally stronger volume of home-
building to give the impression that a
new building boom is in the making.
Actually, even with April’s belated
surge, this year’s four-month cumula-
tive total of newly started construc-
tion is merely holding even with
1985 volume after adjustment for
inflation.”

April contracting for non-res-
idential building rose 14 percent
to an annualized $79.9 billion. Com-
mercial and industrial building was
the source of most of the month’s
improvement, although institutional
building also showed a modest gain.

Non-building construction also
surged in April, with a 21 percent
increase to a seasonally adjusted
annual rate of $45 billion. All catego-
ries of public works construction—
highways, bridges, water supply and
waste treatment facilities—shared in
the month’s gain.

Christie pointed out, “Now that it
is clear that the House and the Senate
versions of tax reform legislation
both sustain the tax exempt status of
municipal bonds, public works con-

tracting should be steadying.”

In response to lower interest rates,
contracting for all categories of resi-
dential building rose 13 percent in
April to an annualized rate of $123.8
billion.

At the end of four months, the
unadjusted total of 1986 construction
contracting was $70.8 billion, a gain
of 2 percent over the same 1985
period. Regionally, the Northeast and
North Central areas are ahead of their
1985 pace by 9 percent and 8 per-
cent, respectively, while the South
and West are both trailing last year’s
contracting by 2 percent.

The following chart is a summary of
the latest month’s Dodge construction
statistics, which measure the value of
newly started construction that will
be brought to completion over the
months ahead.

1985 construction
costs up
1.7 percent

The cost of construction materials
and labor across the nation increased
an average of 1.7 percent in 1985,
reported the Cost Information Sys-
tems Division of McGraw-Hill Infor-
mation Systems Co. This marks the
lowest rise in 15 years.

The price information, in the form
of local Dodge Building Cost Indexes
for 183 metropolitan areas in the
United States, is based on a semi-
annual survey of building trade
unions, contractors and material sup-
pliers in these cities.

The greatest cost jump for the
period, 3.2 percent, was in the six
New England states, while the small-
est increase, 0.7 percent, was in the
Pacific Coast and Rocky Mountain
states.

The full report, titled “Dodge
Building Cost Indexes for U.S. and
Canadian Cities’ may be purchased
for $20 from McGraw-Hill Cost Infor-
mation Systems, PO. Box 28, Prince-
ton, N.J. 08543

continued on page 10
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That’s what you’ll find in the
National Roofing Contractors
Association’s Guide and Manual...

publications that combine the Association’s 100 years &
in the roofing industry with the expertise of its 2,900 profes- ¥,
sional contractor and manufacturer members. The Manual’s
details and specifications and the Guide’s product information
are your best sources of objective roofing information.

r——— b
= The NRCA Roofing and Waterproofing Manual is a : ORDER FORM I
s | 580-page volume of accepted industry standards and I I
| practices. It contains details and specifications for | nome By .,
| waterproofing and built-up, single-ply and steep - PR
roofing. The Manual also includes the handbook of % L s %
accepted roofing knowledge, construction details, technical s g”» 5
bulletins and a glossary:. — Bty
I city/state/zip - ﬂ::{‘ e "
Ml The Commercial, Industrial & Institutional Roofing I ﬁ,‘;’;’,’:jgﬁ;%’g’f;"% é:eriais ngg /jsgggg ;‘&4 S e
(e V7R Vaterials Guide helps you select the right roofing and BUIOE Teoemontonnial | Gtcraet et
insulation for the job. Its easy-to-use format lets you I subscription @ $85. Order NOW . L L
compare the physical properties and recommended 5 TR | send copyls) E oy
uses of 450 built-up and single-ply roofing materials | Osend subscription(s). | TOTAL ORDER: § T,
and 160 roof board insulations. More than 130 companies have | s oo
contributed information about their products to the Guide. The | O Check enclosed (payable to NRCA in U.S. funds on a US. bank). | . . A
Guide is revised and published twice a year. A subscription to i UMasterCard  [JVISA  [J American Express 9 A
the Guide entitles you to the current edition and one update. | credtoads % N S :
Put 100 years of experience behind [EJJE NATONAL g " Sanatire” % :
your next roofing project. Order mﬂﬂ CONTRACTORS | O Please send me more information. ﬂ.i"' %
NRCAs Guide and Manual today. L ASSOCIATION L M Cicgo L O 12 003070 1y

-~ % : ‘)A % a&ﬁ
e T
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_ NATIONAL NEWS

Some Senco air-powered fastening tools requiring retrofit

Senco Products, Inc., the Cincinnati-
based manufacturer of air-powered
fastening systems, has announced a
tool retrofit for Models SN2, SFN2,
SN4, and AST4. Any of these tools
manufactured prior to April 1983
can, under certain conditions, unex-
pectedly discharge a fastener. The ret-

rofit will replace the upper remote
trigger core of the faulty tools.
Although only a small percentage
of the tools mentioned in the retrofit
announcement will be problematic,
the company urges all owners and
operators of any of the four models
with serial numbers 72100001 to

See how to select
screws with inside
strength to resist
breakage during
installation.

The inner structure

of metals used in
manufacture deter-
mines a screw’s ability
to resist costly, time
wasting, twisting and
breakage under
torque.

That’s why Tru-Fast
takes you inside a
TRU-KOTE™ PC-3
screw (Micro-photo A)
and a typical, imported
or domestic, cheaply
made screw (Micro-
photo B).

The Tru-Kote screw
is made of high qual-
ity, hardened and
tempered, C-1022
carbon steel alloy . . .
the best for fastener
application. Note con-
sistency of core struc-

TAKE A TRIP WITH TRU-FAST
INSIDE TWO ROOF FASTENING
SCREWS

punch. The black
outline is the space
between screw and
mold holding it.

Now to Micro-photo
B. Lack of consis-
tency in core struc-
ture reveals low car-
bon content steel, a
soft core and manu-
facture of cheaper
grade C-1010 of 1012
wire. Case hardness
is minimal. Case den-
sity irregular. That
hole in core center is
sure evidence of poor
quality material and
will likely cause the
screw point to “mush-
room” and fail to pen-
etrate the deck. High
rates of breakage are
the costly product of
screws like this.

Trust Tru-Fast TRU-
KOTE PC-3 screws
and enjoy fast, accu-
rate deck penetration

ture and even density
of tightly bound case
with .006 depth. The
hard core structure
supports the outer
case hardness to
assure high resis-

Ask your distributor for
samples. Or contact us.
Just call or write soon.

1-800-443-9602
IN OHIO: 419-636-6715

tance to twisting and
breakage under
torque. This screw
can really take it! The
tiny diamond marks
were left by the hard-
ness measuring

Insulation

Fastening Systems

Check #29 on Reader Service Card

with exceptional resis-
tance to breakage. Top
corrosion protec-
tion is provided by a
triple coat of a special
organic polymer
bonded to the metal.

THE TRU-FAST
CORPORATION
Rural Route #4
Bryan, Ohio 43506

Made in the U.S.A.

83399999, and all tools with num-
bers ending in H, to take the tools to
the nearest Senco authorized dealer,
sales/service center or distributor to
be checked. There will be no charge
for the inspection and retrofit.

Additional information regarding
the location of Senco outlets across
the country is available by writing
Senco Product Support, 2001 Ford
Circle, Suite D, Milford, Ohio, or by
calling 800/221-4325 (east of the
Mississippi), 800/445-9199 (west of
the Mississippi), 800/982-6348 in Cal-
ifornia, and 800/433-7265 in Texas
and Oklahoma.

ASC/ASA alliance
discussed at
ASC’s May meeting

The relationship between the Ameri-
can Subcontractors Association (ASA)
and the Associated Specialty Contrac-
tors, Inc., (ASC) was one of the issues
discussed by the trustees of ASC at the
May 7 board meeting held on Hilton
Head Island, S.C.

Comments on past joint activities
of local ASA groups were discussed.
Jesse Pickett and Chris Stinebert
represented ASA in a presentation to
the trustees. During the presentation,
they submitted a proposal that would
have ASA provide administrative
services for ASC.

This was followed by a report from
the Committee on Staff Continuity,
which recommended that the admin-
istration of ASC be continued in its
present form, using part-time staff
and the facilities of member organiza-
tions. The Committee recommended
that its authority should continue
until arrangements are completed for
the administration of ASC after cur-
rent president Robert Wilkinson’s
retirement.

The Board took the Committee’s
recommendations and voted not to
accept the ASA proposal for adminis-
tering ASC. '

10 ROOFING SPEC




 NATIONAL NEWS

Building products
sales up b percent
in first quarter

Like many other manufacturers, pro-
ducers of building products experi- .
encedamotcst g ninva esicUEng e “Concrefe Paving Materials for Roofs and Decks”
first quarter of 1986, but saw their - ’ . .

profits erode, according to an analysis ’
of the industry by the construction
Information Group of McGraw-Hill
Information Systems Co.

First quarter sales advanced an aver-
age 5 percent over 1985 levels, but
with costs rising and prices remaining
steady, profits were squeezed to 4 per-
cent below the first quarter level of a
year ago.

“Competitive pressure from lower-
priced imports was the main reason for
shrinking first quarter profit margins,”
said George A. Christie, vice president
and chief economist for the Construc-
tion Information unit. “Manufacturers
of products most vulnerable to exter-
nal competition—lumber, cement,
steel and heavy construction equip-
ment—are the industry’s hardship
cases.”

The best results for the first quarter
were achieved by coatings (profits up
55 percent), gypsum (up 23 percent),
plumbing products (up 19 percent)and
electrical products (up 10 percent). All
of these products are supported by
the burgeoning homebuilding market.
Homebuilding has been bolstered
by lower interest rates, which are
expected to remain low through the
year.

1001 Pennsylvania Avenue  Washington, DC

General Contractor « George Hyman Construction
Roofing Contractor e Peter Gordon Company
Architect and Planner « Smith, Segreti, Tepper, McMahon, Harned

CONCRETE UNIT PAVING SPECIALISTS

Whatever your roofing application, HANOVER has a concrete paver that will fit
the requirement.

There’s more to a paver than what meets the eye. Compressive strength, low
water absorption, density, flexual strength, uniformity . . . it all has to be there to
make the system work.

In addition, we offer a range of textured surfaces to ensure non-slip qualities.
Check our specs against any competitor. For the highest quality use Hanover
Pavers. Call or write us for details.

HANOVER

PREST-PAVING® CO.

240 Bender Road e Hanover, Pennsylvania 173341
(747) 637-0500
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NATIONAL NEWS

Canadian wood roofing tariff imposed to protect U.S. industry

A 35 percent tariff to be imposed on
Canadian shakes and shingles for a
five-year period was announced by
President Reagan May 22, following a
six-month investigation by the Inter-
national Trade Commission. The
investigation determined that
imports from Canada were seriously
injuring U.S. producers of shingles
and shakes. Canada’s share in the U.S.
market for red cedar shakes and shin-
gles has risen to 73 percent, from 40
percent in 1978, according to U.S.
officials.

U.S. officials rejected a Canadian
request for compensation for the new
levy, which affects about $182 million
worth of imports from Canada. The
officials said there is no provision in

U.S. law to allow for compensation in
the shake and shingle case.

Meanwhile, Canadian Finance Min-
ister Michael Wilson said Canada is
considering various countermeasures,
but added the government would act
cautiously because of the “possible
repercussions, if things aren’t handled
in the appropriate fashion,” reported
the June 3 Wall Street Journal.

Wilson told the House of Com-
mons that Canada doesn’t want the
shingle dispute to escalate into a
“trade war.” He said Canada’s “objec-
tive is a long-term comprehensive
trade agreement” with the U.S. The
two countries are due to resume their
trade talks in late June.

The finance minister’s comments
were much more conciliatory than
those of Prime Minister Brian Mulro-

ney. When advised of the U.S. action,
Mulroney sent a telex to President
Reagan terming the U.S. levy pure
protectionism, and warned that Can-
ada would be “forced to consider an
appropriate response.”

Although Washington has been
subdued in its response to Mulroney,
the Reagan administration is standing
strong on the issue. U.S. officials
meanwhile complain that the Cana-
dian authorities have shown little
appreciation of the problems of the
U.S. cedar shingle industry or the
strength of protectionist sentiment in
the U.S. Congress.

continued on page 14

Insul-Tite fasteners with our exclusive Maxi-Gard Il long life corrosion
resistance coating offers you unbeatable protection against red rust.

In tests conducted in strict accordance with SFW 2.0 DIN 50018 our
fasteners proved to be far superior than others on the market.
In fact, even in this harsh acidic environment which corrodes ordinary
zinc & yellow fasteners in less than 7 cycles, our Insul-Tite fasteners did
not show any significant corrosion even after 30 cycles.

Our Insul-Tite system is also Factory Mutual approved and has been
specified by architects and engineers for many years.

If you would like more information on our Maxi-Gard Il coating or have
any questions about our Insul-Tite product line, please call or write.

- GUARDIAN FASTENERS AND CLOSURE SYSTEMS
P.O.BOX 391 920 2ND AVE. « CORAOPOLIS, PA 15108
AREA CODE 412-269-0890 » TOLL FREE 800-633-GFCS
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GIVE US
YOUR RAIN,
YOUR SNOW, |
YOURSUN... /

Nord Bitumi roofing membranes
will take almost everything that
nature has to offer and will provide
shelter and protection for your
buildings for years to come.

All of our roofing membranes are
U.S. made to meet U.S. needs. So
just as the Statue of Liberty sym-
bolizes freedom from oppression,
Nord Bitumi symbolizes freedom
from roof problems.

For information on any or all

of our U.S. made membranes
call 201-467-8669.

Nord Bitumi
U.S., Inc.

966 South Springfield Ave.
Springfield, NJ 07081 « (201) 467-8669

F ' Ry
Check #21 on Reader Service Card
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Construction salaries anticipated to rise 5 percent in 1986

Contractors are anticipating granting
an average annual salary increase of
5.02 percent during 1986 for their
operational personnel. The largest
increase, 5.41 percent, is expected in
the New England states, while the
Midwestern states expect 4.47 per-
cent, the smallest increase.

The 1986 edition of the Personnel
Administration Services, Inc., (PAS)
Construction/Construction Man-
agement Staff Salary Survey details
the salaries and bonuses currently
being paid to more than 9,000 profes-
sional and technical construction
employees. The survey breaks down
the information for each position by
type of construction performed, type
of contractor, revenue size, bid type
and geographic location.

According to the survey, the average
total compensation for project man-
agers is $53,921, with firms reporting
more than $250 million in revenues
paying an average of $74,954, and
firms doing less than $5 million report-
ing an average of $41,977.

Business development directors
reported the highest average total
compensation at $82,241, with the
accountant I classification reporting
the lowest average at $21,010.

The following is a list of the median
base salaries of construction posi-
tions for all companies reporting.

I

%

Now from Giuffre Bros., the roof-

ing specialist, a remarkable new
hydraulic crane with a 95-foot boom
and other outstanding features at a price
you'd expect to pay for a rebuilt!

Purchase = Lease = Rent

Giuffre, the name recognized for quality and
efficiency in roofing equipment, now combines the
excellence of John L. Grove cranes with GMC truck
dependability in the great ROOF KING. It's built to
perform and priced to please. There's no longer boom
in the business for the money

The easy-to-operate ROOF KING is not only affordable
to start with, but you'll also experience real economy of
operation and maintenance with this hard-working new model

Call now to get the specs and the facts on buying, leasing
or renting this newest roofer's helper from Giuffre Bros.. the
company that knows your business

GIUFFRE BROS. home of the COMPLETE ROOFER'S PACKAGE
Crane-Truck-Clam Bucket-Hopper-Reel

SPECIALISTS Serving a very SPECIAL INDUSTRY lU F F R
9770 South Ridgeview Drive G E
Oak Creek. Wisconsin 53154
(414) 761-2300
JLG-RO Crane Distributor

BRoS%
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MEDIAN BASE SALARIES OF
CONSTRUCTION POSITIONS
1986 SURVEY—ALL COMPANIES
INCLUDED

Assistant Superintendent. . . . . . . 29,000
Superintendent . . . .. ... ... .. 35,000
Project Superintendent . . . ... .. 39,000
Project Manager/Estimator. . . . .. 34,000
Construction Manager. . . . . . ... 46,748
ProjectManager . ........... 46,475
FieldEngineer! . .. .......... 26,070
FieldEngineerll . . . .. ... ..... 30,000
Chief field Engineer . . ........ 35,620
ProjectEngineer . ........... 37,700
ESEMIBtOn]: oo iie o e s i st 24,500
Estimatorll. . .o siaaiis o o i 31,000
Senior Estimator . . ... ....... 39,719
ChiefEstimator . . . .. ........ 45,319
CostEngineer| - .. . ... . o we 25,402
CostEngineerll. . . .. .. ...... 29,585
Senior Cost Engineer. . . . . ... .. 38,520
Cost Engineering Manager . . . . . . 49,920
Scheduling Engineer! . . . . ... .. 25,800
Scheduling Engineerll. . . . ... .. 32,000
Senior Schedule Engineer. . . . . .. 41,200
SchedulingManager. . .. ...... 46,490
Contract Administrator| . . ... .. 26,000
Contract Administrator Il . . . . ... 31,500
Senior Contract

Administrator. . . .. ........ 38,480
Contracts Manager. . . . ....... 44,700
BUYER ol o o S eietiisl e Bnd o 25,753
PurchasingAgent . .......... 34,082
Warehouse Supervisor . . ... ... 27,800
Materials Manager . . . . ....... 34,200
Quality Control Engineer . . ... .. 31,340
Quality Control Specialist. . . . . . . 33,100
Senior Quality

ControlEngineer. . . ... ..... 38,480
Quality Control Manager . . . .. .. 45,000
Pre-OpEngineer. . . ... ....... 31,240
Senior Pre-Op Engineer . . . ... .. 39,200
Project Pre-Op Engineer. . . . . ... 46,000
Pre-OpManager . ........... 52,000
Accountantl: « <+ tdom wmms 18,360
Accountantil . . - -« s o dl 22,500
Accounting Supervisor . . . ... .. 27,000
Accounting Manager . . ....... 37,000
OfficeManager! . . .......... 23,010
OfficeManagerIl. . . . ... ..... 27,248
Assistant Safety Director. . . . . .. 33,000
Safety Director . . . .. ........ 39,520
Personnel Recruiter . . ........ 24,360
Personnel Specialist . . . ....... 27,600
Personnel Supervisor . . ... .... 33,400
Human Resources/
Personnel Manager. . . . .. ..... 43,800
Business Development

Manager: . « =« = & s s s 5 st s 42,640
Business Development

DIrCCtOr & . 5 o el e v o o sins o i 60,000

Source: 1986 Construction— Construction
Management Staff Salary Survey PAS —
Personnel Administration Services, Inc.
Ann Arbor, Michigan




The last time we checked, successful roofing one- component products.
contractors were all in business to make money. Well, The TOPCOAT System has excellent adhesion to
the TOPCOAT® Roofing System can help you make a a variety of roofing surfaces: metal (including copper),
lot more. ‘ ; smooth-surface builtup roofing, asphalt

Why? Because compared to other shingles, foam insulation, wood, and struc-
roofing alternatives, you can apply ; tural concrete. For coating modified
TOPCOAT in a fraction of the time, at a \ bitumens, there’s new TOPCOAT MB.
fraction of the cost. Which gives you a ‘:?) And with TOPCOAT, you're putting on a
bigger profit margin to work with. And M, better roof. It stays flexible down to — 30°F
more time to do more jobs. “Qm-mw 1o ' to expand and contract with roof movement.

Introduced in 1982, TOPCOAT has = ' And because a TOPCOAT roof is completely
solved roofing problems for all kinds of business- ' seamless, it doesn’t leak. For more information,
es, including Fortune 500 companies. It’s a proven including the name of your nearest TOPCOAT distrib-
system that has grown into a broad line of water-based,  utor, write us. Or call 1-800-323-0009.

THE LIQUID ROOFING SYSTEM
WITH NO SEAMS, NO LEAKS, AND NO COMPETITION.

TOPCOAT, Inc. A subsidiary of The Major Group, 24 Industrial Road, Walpole, MA 02081-1305. (617) 668-4128.
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Cuije joins Bond Cote
as Western sales manager

Robert H. Cuje has been named West-
ern regional sales manager for Bond
Cote Systems. Cuje’s headquarters
will be in Denver.

Cuje comes to Bond Cote from
Firestone Building Products, where
he was product promotion specialist.
He was also managing partner of the
Weathercraft Co. and a salesman for
the GAF Corp.

Cooley makes
new appointments

Cooley Roofing Systems, Inc., (CRSI)
has named Ed Cates field technician,
and Donald C. Hansen and Michael H.
Jacobsen regional sales managers.

Cates responsibilities will include
training contractors to install the
company’s single-ply roofing systems
and use associated equipment. He
will also be responsible for interim
and final inspections of warranted
projects, and quality control inspec-
tions of ongoing roofing projects.
Also, Cates will provide technical
assistance and general consulting to
CRSI roofing contractors and cus-
tomers. Cates joined CRSI in 1985
after 15 years as a field superintend-
ent with Texas Roofmasters in Hous-
ton, where he was responsible for
supervising installations of CRSI’s
Cool Top 40 roofing system. Cates
has also held roofing positions at
Sierra Construction in Indepen-
dence, Mo., and at Subco in Grand-
view, Mo.

Hansen’s responsibilities include
overall sales management and techni-
cal support to the company’s custom-
ers in Florida. Hansen has more than
25 years of experience in the archi-
tectural, engineering and roofing
industries. Prior to joining CRSI, Han-
sen was manager of owner/architect
sales at the Barra Corp. of America,
where he was also regional manager
for Florida and the Bahamas.

An active member of the Construc-
tion Specifications Institute, Hansen
has been the recipient of numerous

CSI awards, including the Dan
Bodine Memorial Award for Attain-
ment of Special Overall Proficiency
in Specification Writing.

Jacobsen’s responsibilities will
include overall management of sales
in North Carolina, South Carolina and
Virginia. He will also provide techni-
cal support to CRSI customers.
Before joining CRSI in September
1985, Jacobsen was sales and techni-
cal advisor at W.R. Grace & Co.

Goodyear chooses
European division manager

Goodyear has selected Scott Birch as
manager of the company’s new Euro-
pean Roofing Systems Division. His
headquarters will be at the company’s
Luxembourg facilities, and his duties
will include supervising sales and
administrative activities as well as
traveling throughout the United
Kingdom and Europe.

Birch’s promotion follows the
company’s announcement in April
that it plans to expand its Versigard
Roofing Systems Division to the
United Kingdom, Ireland and Europe.

Birch has worked at Goodyear for
four years. His last position was mar-
keting specialist investigating the
Division’s expansion. Birch also has
extensive roofing experience, which
began when he was a student in high
school.

H.B. Fuller names
new division manager

Maynard Kelsey has been named divi-
sion manager for the H.B. Fuller Co.’s
Foster Products Division. His duties
will include overseeing all division
operations, including sales, marketing,
product research and manufacturing.

Since 1981, Kelsey has been tech-
nical director for non-aqueous sys-
tems at the company’s Willow Lake
Research Center. He joined H.B.
Fuller in 1966 as a chemist, becoming
the department head for the compa-
ny’s waterbase and solvent cement
laboratories. He has also served as
technical director for the Assembly
Products Division and as manager for
the company’s Grand Rapids, Mich.,
and South San Francisco plants.

GAF names Watenpool
year’s top sales manager

The GAF Corp. has named Ronald W.
Watenpool District Sales Manager of
the Year. As district sales manager of
the Building Products Division at
GAF’s Mt. Vernon, Ind., plant, Waten-
pool led his division to record-setting
sales levels.

Watenpool supervises sales sup-
port for the GAF Building Materials
Divisions in Indiana, Illinois, Ohio,
Kentucky, Tennessee, Mississippi,
Kansas and some counties in other
states. He is responsible for oversee-
ing the work of 10 territorial sales
managers and ensuring that quotas
are met. Watenpool was a leader in
the introduction of two new prod-
ucts, Ruberoid Modified Bitumen and
GAF Packaged Asphalt.

Armco names new staff;
expands builder network

Armco Atlantic, Inc., has appointed a
new general manager and senior
engineer, and has strengthened its
builder network.

Gerald W. Wells is the new general
manager for Armco’s North and
South Central Profit Centers. In 1984,
after 14 years with Armco, Wells was
appointed general manager of the
North Central profit center in St.
Louis.

Mark W. Johanningsmeier is the
Armco Eastern Profit Center’s new
senior engineer. Johanningsmeier
joined the company in 1980 as an
assistant engineer in training. In 1981,
he was promoted to associate engi-
neer and in 1983, to engineer.

In addition to these internal
appointments, Armco has appointed
a record 125 new builders during the
past five months. These new builders
join a nationwide distribution net-
work of 450 Armco builders and 350
Atlantic builders.
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Riechel & Drews signs
with Owens-Coming

Reichel & Drews, Inc., has signed a
contract with Owens-Corning
Fiberglas to rebuild portions of a
modified bitumen membrane pro-
duction line and mixing system in the
Owens-Corning roofing material
manufacturing plant in Morehead
City, N.C.

This new line will be capable of
manufacturing SBS-modified bitu-
men products in addition to Owens-
Corning’s existing APP-modified
bitumen membranes. It is scheduled
for full operation by late summer.

Trustees named to
Manville asbestos fund

Six trustees have been chosen to run
the Manville Corp.’s $2.5 billion fund
for asbestos victims. The trustees—
three lawyers, an investment banker,
a consultant and a judge—will direct
the distribution of billions of dollars
to current and future asbestos victims
and will control Manville in about
five years, reported The Wall Street
Journal.

The trustees, who will be paid
$20,000 a year and $1,000 a meeting,
were selected by Manville and repre-
sentatives for present and future
asbestos victims from lists of candi-
dates submitted by each party. Other
parties in the case, including repre-
sentatives for commercial creditors
and Manville shareholders, were also
allowed to voice their opinions

The precedent-setting trust, which
will hold 50 percent to 80 percent of
the company’s common stock, is the
keystone of Manville’s proposed
bankruptcy reorganization plan.

When Manville filed for Chapter
11, about 17,000 asbestos lawsuits

were pending. However, epidemiolo-
gists now predict that 30,000 to
100,000 lawsuits will eventually be
filed against the company.

Roofmaster names
Estrada vice president

The Roofmaster Products Co. has
named Andranette L. Estrada, better
known as Andi, administrative vice
president.

“Andi’s overall value is in her vast
knowledge of roofing products and
in the fact that the Roofmaster deal-
ers have successfully looked to her
for assistance over the years,” said
Jimmy Yundt, company president.

Estrada joined Roofmaster in 1974.
She has worked for the company as
office manager for several years,
coordinating customer service and
bookkeeping. In 1984, her duties
expanded to include working trade
shows and outside sales.

A national
source for
mill finish
and prepainted
aluminum

One of the largest inventories of
precoated and prefinished aluminum
flatrolled products in the U.S

A major supplier to the architec-
tural and ‘ouMdmg products industries.

| porveste‘ /
-wOO Fluorocarbons and Duranar® XL.

Mill finish aluminum in a variety of
alloys and tempers in widths up to
103 inches.

Materials are smooth or em-
bossed, vinyl protected or paper
interleaved.

For prompt quotations or color
charts, call:

(800) 424-4402

In PA, call:

(215) 436-8600

f

Alliance Metals
Alliance Metals Inc

905 Fern Hill Road

West Chester, PA 19380
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Super 6
(Garlock/Reeves)
Super 7
(AerouIlBIackwell)

*PRODUCTS COMPAIPRODUCTS COMPANY

Standard
Carbide
Blade
12" and 14"

The Choice Is Yours

Super 6 and Super 7 roof saw blades

Our standard 12” and 14" carbide

blades offer a choice of two carbide sizes:
The 3/16” Super Carbide for a less
resistant cut, or a 1/4” wide carbide.
Either way, you get the ROOFMASTER edge
and our guarantee of the highest quality
carbide.

The Choice Is Yours.

provide the most carbide where it
counts...on the roof! With our exclusive
3/16” Super Carbide, these blades
make 18,000 contacts with the roof deck
every minute. The results: more power
and efficiency, less blade resistance, less
vibration, less engine drag and less
worker fatigue.

ROOFMASTER.

PRODUCTS COMPANY

INSIST ON ROOFMASTER
PERFORMANCE BASED ON EXPERIENCE

Tele: 213/261-5122
800/372-6409 (Cahfornia. except 213 & 818 Area Code)

750 Monterey Pass Ro

Monterey Park. Califorma 91754

Mailing Address: PO Box n3900 800/421-6174 (Nationwide. except CA & AK)
Los Angeles. California 90063 Telex: 298940 Roof ur

Manufacturers & Distributors of Roofing Equipment - Tools & Accessories
Check #24 on Reader Service Card
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Koppers establishes
telemarketing unit

The Koppers Co., Inc., Building
Products Division has established a
central marketing department in
Pittsburgh to provide quicker, more
effective response to customer sales
and service for the company’s roof-
ing and insulation products.

By calling the new marketing
department at 800/558-27006, cus-
tomers can receive quick quotations,
assistance on specifications, and
information on product availability
and delivery.

MM Systems names Segin
Phoenix branch manager

The MM Systems Corp. has named
Don Segin Western regional sales
manager for the company’s new
branch office in Phoenix. He will be

responsible for sales and the future
distribution of MM products for the
West, which will include the addition
of distribution centers.

Segin has been involved in archi-
tectural sales of commercial and
industrial exterior building products
for 20 years. Formerly he worked for
the National Architectural Supply Co.
in Phoenix.

Bird announces profits;
launches new division

Bird, Inc., announced profits in all its
divisions for the first quarter of 1986
and predicted a continued strong sec-
ond quarter. The company has also
opened a new Environmental Sys-
tems Division, making Bird the first
liquid/solid separation equipment
manufacturer to market mobile rigs
for industrial waste cleanup,
announced George J. Haufler, Bird
chairman and chief executive officer,
at a recent shareholders meeting.

Shareholders viewed “A Salute to
Norwood,” an audiovisual presenta-
tion detailing the turnaround of the
Northeast Roofing Division plant in
Norwood, Mass. Haufler hailed the
division as “a business that helped
lead Bird back to profitability.” This
is the Roofing Division’s first profit-
able first quarter in six years, Haufler
said.

Also at the meeting, Haufler pre-
sented the first annual Bird Heritage
Award to Richard C. Maloof, who was
recently elected corporate vice presi-
dent and general manager of the
Northeast Roofing Division. This
award recognizes outstanding per-
formance in what Haufler calls “the
nearly two-century-old Bird tradition
of excellence.”

In addition, Bird stockholders re-
elected Charles S. Bird Jr., Robert L.
Cooper and Mary Bird Phillips to the
Board of Directors. Their terms will
expire in 1989.

PALC-LILAD
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Tulsa contractors
establish association

Cliff Johnson of Empire Roofing and
Insulation of Tulsa has been elected
president of the newly formed Tulsa
Area Roofing Contractors Associa-
tion (TARCA).

TARCA was formed by several major
Tulsa roofing companies in an effort to
keep roofing contractors, architects
and engineers in the Tulsa area abreast
of the many industry changes that have
occurred in recent years.

Other TARCA officers include: vice
president, Junior Beaver of Action
Roofing, Broken Arrow; and trea-
surer, Les Dickson of Dickson Roof-
ing, Inc., Tulsa. TARCA’s directors
are: Dee Suttle of Suttle Roofing Co.,
Jim Turner of Turner Roofing & Sheet
Metal Co., Dave Stanley of Sequoyah
Roofing, and Claude Krebs of Com-
mercial Roofing, Inc.

To obtain more information about
TARCA, write PO. Box 211, Tulsa,

Okla. 74101 or contact any of the
Association’s officers or directors.

FRSA surprises abound

The Florida Roofing Sheet Metal &
Air Conditioning Association’s
(FRSA) 64th Annual Convention took
attendees into the future when its
trade show took on an international
flair. A new industry-wide educa-
tional program was revealed and the
Association’s new officers were
announced at the meeting as well.
The Convention was held at the
Tampa Hyatt in June.

The FRSA trade show attracted reg-
istrants from Japan and New Zealand.
The Hissan Trading Co. of Tokyo,
Japan’s major construction industry
products supplier, sent its manager of
construction materials, S. Shizukuda,
to the show on a fact-finding/buying
mission. Shizukuda showed keen
interest in importing state-of-the-art
American roofing equipment and
supplies to Japan in order to improve

the country’s products and applica-
tions technology. Hissan Trading’s
U.S. offices operate under the name
of International HTC, Inc.

Tony Tusa, manager of Broadway
Sheetmetals, Ltd., of New Zealand,
manufacturers of ducting for ventila-
tion and air conditioning systems,
also visited the trade show. Tusa was
interested in new developments in
duct joint sealing and automation.

Officers for 1986-87 were an-
nounced at the Convention’s busi-
ness luncheon. Brad Bowen ]Jr. of
Bowen & Sons, Inc., Sebring, was
elected president. Bowen has been
active in FRSA affairs for 13 years.
Other officers elected were Glenn R.
Warren of Tack & Warren, Inc.,
Clearwater, as chairman of the Board,;
George Ferber of Ferber Sheet Metal
Works, Inc., Jacksonville, as pres-
ident-elect; Morris Swope of the
Tampa Roofing Co., Tampa, as vice
president; and Ken Boysen of Boysen
Sheet Metal, Pensacola, as secretary-
treasurer.

in case of

FIRE

it’s too late

Think about your roof now!
Use UL Class A White EPDM

or Black EPDM

WeatherGard FireGard (UL
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 #32 on Reader Service Card
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Identifying markets
key to success in reroofing

arketing reroofing requires almost

as much hard work as the reroof-

ing itself. At Young Sales Corp., we

spend a lot of time preparing for,
making and following up on sales calls. It’s
part of the company’s strategy to
“develop’ customers, the term we use to
describe our efforts to assess and satisfy the
client’s needs.

Developing customers should be the
first step in any company’s marketing plan.
It involves identifying potential clients, let-
ting them know about the company’s serv-
ices and reputation, and learning about
their needs and expectations. Successful
sales calls do not happen by chance. They
take a lot of preparation, the ability to listen
to the customer, and a presentation that
will create the image of professionalism
and trustworthiness.

Identifying potential customers

The most efficient way for a sales force
to develop customers is by targeting the
people most in need of roof maintenance
or replacement and concentrating the
company’s marketing efforts on this audi-
ence. Most companies will have to conduct
at least some of the research required to
identify target audiences, using the phone
or mail to survey potential clients. How-
ever, some of this market research may
already have been done by architects, man-
ufacturers and suppliers interested in
assessing the area’s roofing needs. If the
results of these studies are available, it
would be well worth the contractor’s time
to obtain copies. Another source of local
market information might be the Chamber
of Commerce.

There are also directories available that
provide information about companies in
specific categories. One directory in Young
Sales’ offices, for instance, lists every shop-
ping center in the Midwest. Another lists all
businesses in Missouri.

Through experience and research Young
Sales has determined several target audi-
ences, including homeowners, plant engi-
neers, maintenance managers and
supervisors, shopping center developers
and managers, and school board presidents

and superintendents. We believe these are
the people making the roofing decisions
for their organizations, and the ones most
likely to be influenced by our marketing
efforts.

Young Sales employs many different
tools to reach these potential customers
and generate sales leads. The company has
placed ads in local newspapers, trade maga-
zines and the Yellow Pages of the telephone
directory. It has also conducted mail and
telephone campaigns and has made
arrangements with organizations such as
the Construction Specifications Institute
(CSI) to have Young Sales fliers included in
the local chapters’ mailings.

Young Sales calling

Advertisements, fliers and phone cam-
paigns have their place in Young Sales’ mar-
keting strategy; however, none of these
methods has been as successful in generat-
ing interest in the company’s services as
calling on potential clients in person.
Although calling on new business for the
first time may be intimidating to a sales per-
son, these “cold calls’ have often turned
into good prospects when they are han-
dled properly.

We have found that preparation is the
key to any sales call’s success. Our sales
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We bave found
that preparation
isthekeytoany
- sales call’s success.

people try to discover as much as they can
about potential clients operations and
roofing needs before they walk into their
offices. During their research, the sales
staff tries to answer questions such as:

B the customer’s type of business, when
the company was established and its
present financial status;

B the length of time the customer has been
a tenant in the building;

B the name of the person who makes the
roofing decisions for the company;

B any unusual features of the roof that
may affect future maintenance or
replacement jobs; and

B the existence of any past maintenance
programs and the customer’s satisfac-
tion with them.

YOLUNILG

SALES CORPORATION

Any information the salesperson is able
to obtain is incorporated into the sales pre-
sentation. I believe it shows a sense of pro-
fessionalism when the salesperson does his
homework and can tailor the sales message
to the prospect’s specific situation. A first-
class presentation will use all of the tools
that Young Sales makes available, including
company brochures, photographs, a dia-
gram of the roofing project and any spe-
cific flashings, walls or curbs.

The presentation that I have developed
focuses on Young Sales background and
the different types of reroofing jobs the
company has completed. During the pre-
sentation, it is emphasized that Young Sales
does have experience reroofing the cus-
tomer’s type of building. The presentation
also highlights the company’s reputation,
experience and reliability to assure the cus-
tomer that he or she may feel comfortable
dealing with us. Some of the information
that is supplied includes a reference list of
satisfied customers and the names of the
professional organizations to which Young
Sales belongs.

Young Sales recently produced an audio-
visual program that includes much of this
information. The program, which is about
20 minutes long, tells the customer about
the company and the roofing systems it
installs. It also describes the company’s
maintenance survey program and services
such as metal roofing and siding installa-
tion, and building restoration. The pro-
gram is available in videocassette or slide
format.

Often during a discussion with a potential
client, questions of cost and warranties
may come up. At Young Sales we stress that
the cost of the roofing is not the only issue
that should be considered. We point out to
the customer that the price of a properly
installed roof may be spread out over 10 or
20 years. During discussions about roof
warranties, our sales people explain the
difference between the manufacturer’s
warranty and Young Sales’ warranty. This
makes the customer aware of the fact that it
is the manufacturer rather than Young Sales
that is responsible for the 10- or 20-year
warranty that is being offered.

Inspection is next step

Once the potential customer has learned
about the company and its services, he or
she may request a roof inspection. Our staff
starts with a visual inspection and then
takes several test cuts to determine the con-
dition of the existing roof.

Many steps must be completed to prop-
erly evaluate a roof’s condition and assess
the extent and cost of the work that must
be done. The roof survey must determine
roof dimensions, the number of systems in
place, the origin of any leaks, undesirable
conditions such as ponded water, and the
moisture damage the existing systems have
suffered. Sometimes, when it is difficult to
determine the extent of moisture trapped
within a roof system, a moisture survey
may be conducted. During the visual
survey, all roof components are also
inspected, including the surface; mem-
brane; parapets; insulation; penetrations;
drains, gutters and downspouts; ballast;
and base and counterflashings.

By thinking ahead, our roof inspector
may also answer any questions that might
arise during any future roofing work. Not-
ing the access routes to the roof as well as
the space that is available for equipment on
the ground during the initial inspection
makes it possible to plan for awkward situ-
ations. Locating penthouses and drains is
also important should it be necessary to
estimate a tapered roof system or install a
cricket through valley areas.
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All of the information gathered during
the survey is noted in a full report prepared
for the building owner. In this report, the
owner is told the condition of the roof and
the actions Young Sales recommends to
improve the roof’s condition as well as the
specifications, application methods, and
warranties that pertain to the proposed
roofing work and a date of completion for
the job.

Our answer is YES

In some cases, after the initial visual
inspection is made, we find that a mainte-

nance program is needed to keep the roof
in good condition. Our YES (Young Evalua-
tion Survey) program offers planned, peri-
odic, professional inspections that help
owners control their roofing costs.

A free roofing evaluation is offered as
part of the YES program. Then, using the
YES survey, we tailor a one- to five-year
maintenance schedule that lets the cus-
tomer budget roofing costs over the dura-
tion of the contract. Maintenance services
include annual or biannual inspections,
routine repairs and comprehensive reports
on the overall condition of the roof system.

1054 Center Industrial Drive
St. Louis, Missouri 63110
771 -3080

y Young Sales Corp.

XYES Program
Roof Evaluation Servlce
Check List

to y data and

Answers to the 1o!low§ng questions will act as a check list for the
Inspect: ind him of what he
has seen prior to his top-side mspecnon of the roofing system.

Date

Location

Owner __ Reported by

1. Preliminary Information 2. Underslide Inspection

1.1 Plans and Specifications Available: Yes. -No. 2.1 Building Settlement: Yes .No.

1.2 Age of Roof: Years . 2.2 Wall Cracks: Yes. No.
Original Roof: Yes. No. 2.3 Water Stains: Yes No.

1.3 Recent Leaks _ 24 Structure Presently Sound: Yes__ No.
or Long History of Leaks 2.5 Structure Can Support ‘

1.4 Building Use Changed: Past Future. Additional Roof: Yes. No.

1.5 Retrofit Considered:

16 Type of Roofing System:
Asphalt __ Coal Tar Pitch.
Single Ply

2.6 Deck Needs Repair: Yes. No.

< Topslde or Roaf |nspecﬂon
roofing system to serviceable condition.

Action Needed
Total Replacement

3.1 Parapets & Fire Walls

Upon inspection of the roofing system, indicate in the appropiate column what action is requared to return each segment of the

 Partial Repl Complete R

32 Base Flashings
33 Counter Flashings

34 Roof Edges

3.5 Br,alns

3.6 Expansion Joints & Covers

37 Surfacing

38 Membrane

3.9 Blisters & Splits

3.10 lInsulation

3.11 Vapor Retarder

3.12 Deck

3.13 Structural System

3.14 Economically Feasible

3.15 Pond & Watet

TOTALS

CORE SAMPLE INFORMATION

Litho in USA.

At Young Sales we
stress that the cost
of the roofing is

not the only issue
that should be
considered.

Young Sales supplies its
inspectors with this check-
list to help them note roof-
top items that need
attention.
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1 frequently look

Sforideas and
suggestions that

tothesales force

- may be developed
into new goals for

the company.

Young Sales’ Jim Gentry

tions that were found
during an inspection.

~ (left) explains to a building
- owner the rooftop condi-

A 24-hour hotline phone number is also
provided to allow the customer to contact
Young’s emergency repair crew during
evenings or weekends.

All of the programs and services I have
mentioned are part of Young Sales’ effort to
develop our customers. It's really not a
complicated strategy, it's simply our way of
treating the customer the way we would
like to be treated. We hope that by offering
our services with an attitude of helpfulness
and concern, we will be able to build a
strong relationship with the customer so
that he will trust our ability to satisfy his
needs.

An objective strategy

Young Sales’ marketing plan doesn’t stop
with developing customers, however. We
believe that it is just as important to
develop our sales force. As part of this
effort, we establish goals and objectives to
guide our marketing strategy. Most of our
goals seek long-range results. We might, for
instance, commit ourselves to expanding
the company’s services in a new geo-
graphic area, or increasing the number of
bids on shopping center work. Our objec-
tives seek short-range, specific results.
Through our objectives we might commit
ourselves over the next year to a certain
number of shopping center bids or new
jobs in a specific geographic area.

I frequently look to the sales force for
ideas and suggestions that may be devel-
oped into new goals for the company. To
generate these ideas, 1 have sent letters to
the sales people asking them to give some
thought to our marketing program, and

listing specific goals and objectives as
examples. At the sales meeting following
these letters, the sales people’s ideas are
discussed, and some are chosen to become
company goals and objectives.

Other methods we have used to develop
our sales force involve membership in local
and national construction organizations.
Local chapter membership in organizations
such as CSI or the Building Owners and
Managers Association have given our sales
people valuable contacts. Through our
membership in NRCA we have been able to
obtain the results of product studies such as
Project Pinpoint. This information has
given us the knowledge we need to choose
the right specification and material for our
customers’ systems.

Giving our sales people the tools they
need to do their jobs is also important. I
believe Young Sales has developed the best
sales tools available. These include attrac-
tive and informative company brochures,
our audiovisual presentation and a loose-
leaf binder with inserts to use when pre-
senting larger proposals. I have also sent
letters to the sales people giving them sell-
ing tips and marketing suggestions, and
updating them on the sales tools available
from the company. Young Sales is also in
the process of developing a formal motiva-
tional program for the sales force.

One other asset the sales force can bank
on is Young Sales' reputation. Because we
are known as a company that is committed
to doing the best possible job for the cus-
tomer, much of the groundwork for a suc-
cessful business relationship has already
been laid.
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Industry still
concentrating on reroofing market

ou won’'t find the category

“Reroofing Contractor” listed in

the Yellow Pages, but if Mike Pro-

men of Clark Roofing Co. in
Broadview, Ill., has his way, you will soon.
Promen, who claims that 99.9 percent of
his business is negotiated reroofing,
believes that classifying the company by its
specialty would be a smart marketing
move. The Chicago contractor has found
that reroofing provides more lucrative
business than any other service.

Historically, reroofing jobs constituted
roughly 50 percent of a contractor’s busi-
ness. However, the aging of structures built
during the boom of the 1970s and an
unsteady economy have combined to
thrust reroofing into the forefront of many
contractors operations.

According to a 1985 Roofing Spec sur-
vey, reroofing accounted for 59 percent of
the respondents’ business, and brought in
62.4 percent of their profits. Most of this
business was commercial/industrial work.

Most contractors surveyed believed
reroofing could become an even more
important part of their business. They pre-
dicted that reroofing will represent 62.5
percent of their revenue this year. So far,
their forcast has proven accurate.

“Well over 60 percent of our business
this year has been reroofing,” says James L.
Dahill, marketing director of EJ. Dahill Co.,
Inc., New Haven, Conn. “And more than 60
percent of that was single-ply.”

Why reroof?

There are many reasons why the indus-
try is experiencing a reroofing boom,
according to the contractors we talked to.
Gaylord Blue of Blue’s Roofing Co., San
Jose, Calif., attributes most of his reroofing
contracts to the 1970s building boom. Too
many buildings were constructed, he says,
without tenants to fill them. As a result,
these buildings haven’t received the atten-
tion they might have otherwise. Blue sees
continued growth and the potential for
greater volume in the reroofing market.

“For a building owner, a reroofing job
constitutes his largest single outlay of
money, more so than painting or carpet-
ing,” explains Blue. “If a building isn’t fully
occupied, a landlord may not be able to
afford reroofing at this time.” The result,
he adds, is a poor patch job now, followed
by the inevitable, and costlier, reroofing
job a few years down the road.

Promen credits construction practices
introduced during the last decade’s build-
ing boom as the source of much of his
reroofing business. Because oil was so
scarce in the 1970s, he says, a cheaper
grade of asphalt emerged on the market.
And, attempts to conserve energy led peo-
ple to pile on the insulation, which isolated
the roof membranes from the buildings
more moderate temperatures. The roof
systems that were built with cheaper
asphalt or higher R-values probably won’t
last 10 years, he says, making them prime
candidates for reroofing now.

Promen cites Chicago’s unstable politi-
cal environment as another factor contrib-
uting to reroofing’s popularity in his area.
“The eternal feuding between our city
council and Mayor Washington has failed
to instill confidence in builders. The politi-
cal climate is too volatile to accommodate
alot of new building.” This uncertainty has
led many building owners to opt for “band-
aid” solutions on older buildings rather
than risk an investment in a new building.
“If owners have money,” he continues,
“they’re hanging on to it.”

Cal Wessman of Coldwell Banker Com-
mercial Real Estate in Chicago disagrees
with Promen’s assessment, pointing to
soaring building costs as a key reason
behind renovation’s popularity, at least in
Chicago.
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Gaylord Blue
- atiributes most
of bis reroofing
contracits to the
1970s building
boom. .

“There is quite a lot of new building
underway in Chicago,” he says. “Granted,
the money isn’t as easy to come by as it was
just a couple years ago, but for the most
part, when money is available, people are
building.

“This has a lot to do with the rise in ren-
novation,” he continues. “Many of Chica-
go’s older buildings, like the Prudential, the
Equitable and the Merchandise Mart, have
recently undergone intensive renovations,
including roof work, to combat the attrac-
tiveness of new buildings.”

Dahill sees building owner’s attempts at
do-it-yourself roofing as a prime source of
reroofing work for his company. The own-
ers often undertake “in-house” repair jobs
in the mistaken belief that they will save
money. ‘“‘Unfortunately, this practice
results in faulty installments that reflect the
building owner’s lack of knowledge
regarding materials, maintenance,
weather, etc.,” Dahill says. “Basically, a
roofing contractor is trained to recognize
and treat the symptoms of an aging roof; a
landlord is not.” Of course, he quickly
adds, weather, rooftop traffic and neglect
are still the main reasons why a roofing sys-
tem will need to be replaced.

There is a dark side to the reroofing mar-
ket, however.The economy in some places
is so bad that even reroofing is no longer an
option. Cliff Johnson of Empire Roofing,
Tulsa, Okla., says the reroofing industry is
suffering in the oil-producing states. Accor-
ding to Johnson, many building owners in
the Tulsa area are finding that, with mas-
sive layoffs in the oil industry, this in not
the most economically feasible time to
reroof.

“Since the oil industry is not spending,
people are letting their leaks go, or they’re
opting for patch jobs,” Johnson says. Fortu-
nately, Oklahoma’s climate allows for year-
round roofing, so when jobs are available,
they can be attended to promptly.

But even in the oil-producing states,
some work may be found as a result of the
boom years. There are a number of 10- to
15-year-old buildings in Tulsa that were
hastily and inexpensively erected, with
roofs that shouldn’t have been approved,
Johnson says. “These roofs will continue to
provide us with plenty of business,” he
declares.

Reroofing’s future

In the rest of the country, the number of
reroofing jobs is expected to continue ris-
ing, according to the contractors we talked
to. When asked to predict reroofing’s
future, nearly every contractor responded,
“excellent.”

For Blue, California’s building boom vir-
tually guarantees continued reroofing
work for the next several years. Promen
also sees a strong future for his business.

Wessman, however, predicted that the
nation’s renovation surge may decline
because of certain components of the tax
reform package currently before Congress.
For years, builders were given tax credits
for undertaking historic renovation pro-
jects. But, if certain provisions of the bill
are enacted, these incentives will be
removed. This will undoubtedly have a
great impact on the reroofing industry.

Dahill believes his Connecticut compa-
ny’s success will depend as much on its own
efforts as on the state of the market. “To be
successful,” he says, “you must create the
need in your marketplace for reroofing, if
one doesn’t exist already.” He credits much
of his reroofing business to his company’s
sound marketing approach, which has been
based on the information contained in the
NRCA marketing manual.

Dahill believes that a proper attitude
toward the work and the customers will
help ensure prosperity. “Above all,” he
continues, “if you display professionalism,
enthusiasm and a knowledge of your craft,
you’ll find that you have more reroofing
business than you ever thought imaginable.”
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1001 reasons not to
roof over wet insulation

ater is the cancer of any roof,
whether it’s a built-up, modified bit-
umen or sheet membrane system.
Water in its “free” or vapor form
degrades the roof assembly from the struc-
tural deck to the membrane surface. It
forms corrosive substances with organic
elements in the roofing system that eat
away at roof and structural components.
Once inside a roof assembly, water can
cause long-term deterioration and early
roof fajlure.

When a new roofing system is installed
over an existing system that contains water,
it can subject the roof and structural system
components to long-term moisture expo-
sure, which can result in corrosion and/or
rot. This is not to say, however, that every
last ounce of moisture must be removed
before reroofing can begin. Minor quantities
of retained moisture in excess of equilibrium
moisture may not significantly contribute to
the roofing assembly’s decay, depending on
the system'’s insulation and the structural
members susceptibility to moisture. But
generally speaking, the typical roof tolerates
moisture on its surface much better than
moisture vapor from below. For this reason,
it is essential for the overall health of the
roofing assembly to protect it from the
effects of moisture vapor trapped within its
components.

This protection from entrapped mois-
ture cannot be achieved with roof vents or
breathable roofing membranes. These
products have not proven effective in
releasing trapped moisture from most
overlay roofing systems. The inescapable
fact is, when a new roofing assembly is
installed over existing wet roof insulation,
it usually contributes to the early failure of
the recover roof system even in the best of
conditions.

No stopping moisture damage

There is little a contractor can do to pre-
vent trapped moisture from moving
throughout a roofing system. Moisture
vapor is all-pervasive, capable of penetrat-
ing the smallest openings in a system’s
components. Even though roofing mem-
branes are highly impermeable, water

vapor can migrate into or through even the
most moisture-resistant materials when
there is enough of a difference in vapor
pressure between the ambient conditions
outside and the building’s interior. In rec-
ognition of the fact that moisture vapor is
extremely difficult to control, the industry
recently replaced the term “vapor barrier”
with “vapor retarder” in roofing jargon.

Moisture that does not migrate is also dan-
gerous to the roof system. Free water in a
roofing assembly can be vaporized by heat
on the membrane’s surface or from the inte-
rior. This causes the water and gas to expand,
forcing moisture vapor through the path of
least resistance in the roofing assembly.
Vapor that is trapped in a confined area can
expand with significant force, stretching
roof membrane materials and causing sepa-
ration in the area of encapsulation. This phe-
nomenon is sometimes referred to as
“blistering.” Blistering is not peculiar to BUR
membranes; it may occur beneath imperme-
able modified bituminous membranes or at
laps in sheet membrane systems.

Damage begins with decks

All roof components will suffer some
damage if they remain in contact with free
water or moisture over an extended length
of time. Structural decks, regardless of
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There is little a
contractor can do
to prevent trapped
moisture from
-moving throughout
‘aroofing system.

Constant exposure to
moisture has severely
rusted this metal deck.

Before reroofing could
begin, it was necessary to

insulation.

their composition, are usually the first
building system components to be affected
by residual moisture.

Even structural concrete is susceptible to
moisture damage. The material conveys
the false impression of permanence and is
often considered relatively immune to the
moisture’s effects. But when volumn
changes cause cracks in reinforced con-
crete, it allows moisture to enter the core
of the concrete assembly. Once inside, the
water attacks and corrodes the reinforcing
steel that gives concrete nearly all of its ten-
sile and shear properties. As the rust causes
flaking of the surfaces of the reinforcing
steel, the concrete is divorced from the
reinforcement and loses some of its struc-
tural integrity.

The deterioration of concrete’s struc-
tural properties will vary significantly
depending on concrete mix, quantity of
steel and many other factors that are
unknown at the time of reroofing. A con-
servative approach to the problem of mois-
ture trapped over concrete decking is
warranted to minimize potential deteriora-
tion of structural components. Structural
concrete decks are not easily replaced.

Moisture canalso affect lightweight aggre-
gate concrete and gypsum roof decks. When
wet, these materials are subject to spall dam-
age during periods of extreme weather,
reducing the deck’s structural integrity and
weakening its ability to hold fasteners. The
deck’s painted metal form material and tees/
bulb tees are subject to rust deterioration
when continually subjected to wet deck
materials. This makes it difficult for these
components to support the lightweight deck
material and the mechanical loads imposed
on the roof assembly. Because of moisture’s
devastating effects on these materials, areas
of wet or damaged lightweight decking and
rusted structural components should be
removed and replaced prior to installation
of the new roofing assembly.

Wood decks, even when treated, will
eventually decay when continually
exposed to wet roofing materials, causing
local or general degradation of structural
integrity. Continuous exposure to accumu-
lated moisture will cause plywood deck
components to delaminate and weaken,
and wood plank decking to rot. Wood
decking decays from the top down, making
it difficult to detect deteriorated decking
from the building’s interior.

Vapor retarders lying between wood
decking and wet insulation will not pre-
vent the deck from deteriorating. In this sit-
uation, it is likely that the vapor retarder
will fall below the dew point temperature,
allowing moisture to accumulate on the
bottom side of the vapor retarder and the
top of the deck surface.

It is best to check wood decking lying
under wet insulation before reroofing.
Unless the existing roofing assembly is
removed to allow assessment of the exist-
ing deck conditions and the needed repairs
are made, the new roofing assembly may
fall in with the old system as structural
decking deteriorates and is unable to sup-
port the roof and imposed loads.

Painted steel decking is particularly sus-
ceptible to rust caused by continuous con-
tact with wet roof insulation. The steel
decking, like wood decking, rusts from the
top surface down, making accurate assess-
ment of deck conditions just as difficult
from inside the building.

Roof insulation materials that hold water
in contact with the steel decking must be
removed. The deck must then be treated to
retard the rusting action, or replaced or
overlaid as required to restore structural
integrity to the system. If rust has signifi-
cantly deteriorated the vertical or bottom
flute sections, structural integrity of the
steel decking has been compromised and
the steel deck sections should be replaced.

Regardless of the type of decking
involved, harsh environments will typically
accelerate the deterioration of structural
components containing unnecessary mois-
ture. Wet roof insulation or wet decks in cold
climates are subject to freeze-thaw cycles,
which can cause the spalling of cementitious
materials and the general breakdown of
moisture-sensitive insulation and structural
components. High humidity interior envi-
ronments in very cold winter climates are
the most harmful. The potential is great for
humidity generated inside the building to
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condense and accumulate as moisture in the
roofing assembly. Contractors encountering
this situation should carefully evaluate the
existing roof’s condition prior to reroofing.

Dangerous weight gain possible

The weight of the water trapped in the
insulation may also put a dangerous strain on
the structural members. Free water weighs
approximately 5 pounds per square foot per
inch (a board foot). Some insulations are
capable of absorbing and holding most of
this water in each board foot, increasing the
structural load by approximately 5 pounds
per square foot per inch of insulation. If 2
inches of saturated insulation are contained
in the existing roofing assembly, 8 to 10
pounds per square foot of insulation may be
added to the structural load. Depending on
the building’s design live load, the additional
weight of the water left in the roofing assem-
bly, when combined with the weight of the
recover roofing system, may significantly
affect the building’s remaining structural
safety factor.

When wet insulation adds weight to a
roof system, ponding becomes an impor-
tant consideration. The additional weight
may contribute to the permanent deforma-
tion of structural members, which can
cause further ponding on a low-sloped roof
surface. As the ponds grow, more weight is
put on the structural system. To prevent
the eventual collapse of the roof, wet insu-
lation should be removed from the roofing
assembly prior to installation of the new
roof system.

Deterioration of existing insulation

Water or moisture can also break down
the insulation in which it is trapped, des-
troying the material’s thermal resistance
and structural integrity. The water replaces
the air or, in the case of polyurethane foam,
the freon gas that is the actual insulating
element. Without the air or gas, the insula-
tion board becomes ineffective. Studies by
the Army Corp of Engineers Cold Regions
Research Engineering Laboratory (CRREL)
and the National Bureau of Standards indi-
cate that common rigid board roof insula-
tion can lose up to 80 percent of its
insulation value depending on the degree
of saturation.

The glass fibers, cellulose fibers,
expanded perlite or plastic cells that trap and
hold the insulating gases may also be suscep-
tible to water damage. With the exception of
polystyrene, the common insulation materi-
als contain organic fillers that degrade on
prolonged exposure to moisture or moisture
vapor. Some insulations are also capable of
holding large quantities of moisture and
generating corrosive acids in the roof sys-
tem. If these materials become saturated
with water, the integrity of the insulation
board can be compromised. As the insula-
tion structure begins to decay, its insulating
efficiency may be seriously and perma-
nently compromised, and its ability to sup-
port the roofing membrane may be
diminished. Moisture absorption may also
destroy the insulation’s ability to retain
adhesive bonds.

Once the insulation loses its thermal
resistance, it reduces the vapor retarder’s
ability to resist the accumulation of
interior-generated moisture in the roofing
assembly. Vapor retarders rely on the insu-
lation installed on top of them to maintain
a temperature above the dew point. If the
insulation becomes saturated and loses its
thermal resistance, it will allow the vapor
retarder’s temperature to drop below the
dew point in cold weather. Once the retar-
der’s temperature falls below the dew
point, interior moisture can begin to con-
dense and accumulate between the retar-
der and the deck, causing the decking
material to corrode or rot. An overlay roof
containing a minimal thickness of insula-
tion will probably not add enough insula-
tion value to improve this situation.

Moisture attacks fasteners

The mechanical fasteners that secure the
roofing system to the deck are also vulnera-
ble to moisture, even though mechanical
fastener manufacturers have developed a
number of coatings to minimize fastener
shank corrosion. Often, these coatings are
damaged during shipment or installation,
allowing retained moisture to attack the
fastener shank immediately in any area
where the protective coating is not intact.
As the accumulated moisture becomes
more acidic, the deterioration of the metal
components is accelerated. Stainless steel
fasteners appear to be the most foolproof
means of eliminating shank corrosion, but
they are usually relatively soft and are lim-
ited in their applications.

Fasteners, as they penetrate a steel deck
and interrupt the deck’s zinc or paint coat-
ing, can make the deck more susceptible to
moisture. By exposing the deck’s base
metal, the fasteners make it possible for the

some damage if -

contact with free
‘water or moisture

Allroof compo-
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length of time.
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completely dry out
st insulations.

deck to rust out at the point of penetration,
compromising the deck’s holding power.
When the holding power is lost, fasteners
can no longer secure the roofing assembly.

The metal plates some fastening systems
use to improve wind uplift performance
can also corrode. If the area on the plate
around the fastener head rusts away, the
uplift resistance of the fastening system is
reduced to nil and positive attachment of
the roof assembly will not be possible. In
some fastening systems this problem is
avoided by the use of plastic plates that are
not susceptible to corrosion.

New roofing in danger, too

Retained moisture can be as damaging to
a new roofing system installed over wet
materials as it is to the existing system. In
general, no roofing membrane presently in
use is immune to the effects of moisture
accumulation. If the overlay system con-
tains insulation, it will certainly experience
the same damage that accumulated mois-
ture causes in existing insulation. Bitumi-
nous waterproofing materials will suffer
accelerated deterioration if exposed to
moisture. Adhesives used to bond rubber
sheets may fail when affected by moisture
in its vapor form, causing delamination of
the field and factory laps. And some PVC
plasticizers may leach out when exposed to
moisture trapped within the roof assembly.

Can vents help dry insulation?

Roof vent manufacturers and suppliers
have claimed that their products are effec-
tive in drying out existing wet insulation. At
one time, it was advertised that the use of
vents eliminated BUR membrane blistering,
a concept that has generally been proven
false. “One-way” and “solar-powered”
vents have also proven to be of limited value
indrying out existing wet insulation. Despite
the manufacturer’s claims, roof vents are not
likely to significantly reduce retained
moisture—especially if the source of infiltra-
tion has not been definitely located and
eliminated. Even if an effective roof vent
were developed, it still would not be able to
improve the integrity of the rigid insulation
board, which could have been significantly
compromised by prolonged moisture
exposure.

CRREL studied the effectivness of roof
vents on different types of roofing
assemblies, including various types of rigid
board roof insulation. In a report on the
test results, CRRELs Wayne Tobiasson said
a vapor retarder may affect the drying of
existing wet insulation. “However,” he
added, “there is little evidence to indicate

that edge vents or breather vents can dry
out wet insulation” with or without a
vapor retarder in the system.

“Since it is extremely difficult to dry wet
insulation trapped between a membrane
and a vapor retarder,” Tobiasson contin-
ued, “it is critically important to install the
insulation dry and prevent it from getting
wet during its service life.”

It may take 100 years for roof vents
working alone to completely dry out most
insulations, according to Tobiasson. He did
determine, however, that free water could
be pumped from fibrous glass insulation,
and the residual moisture essentially
eliminated after a period of eight to 10
years. In any case, however, the time
frames involved are long enough to allow
the significant corrosion of the metal and
decay of other structural components.

The consensus among the industry is that
wet insulation should be removed prior to a
new roof system’s installation, and that roof
vents will not provide sufficient drying of
existing wet roof insulation before other
serious system complications arise.

The one common denominator in the
deterioration of all roof system and struc-
tural components is the unnecessary accu-
mulation and retention of water. If wet
materials are not removed prior to the
installation of a new roofing system, the
moisture retained in the existing roof sys-
tem will affect the performance of the new
roofing assembly and the condition of the
structural substrate supporting the roof
systems.
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Years of work
went into making of Quality Control

oby Nadel, in the May 1986 issue of

Roofing Spec, suggests that

NRCA’'s Quality Control in the

Application of Built-Up Roofing
increases the tolerances for interply bitu-
men poundages because “hot” roofing
contractors wanted to increase competi-
tiveness by relaxing quality. Carl Cash, in
RSI magazine, May 1986, is quoted as say-
ing that the document is “self-serving to
the roofer. It's another attempt to avoid
standards and responsibility.” A number of
manufacturers have refused to endorse the
document primarily because of the inter-
ply tolerance issue. As can be seen by these
comments, the document seems to have
attracted the usual complement of backbit-
ers intent on improving their image by des-
troying Quality Control’s.

Contrary to what the critics claim, Qual-
ity Control is the result of a long and care-
fully thought out process. The seeds for
this document were planted 10 years ago
when NRCA’s Specifications Review Com-
mittee determined after reviewing manu-
facturers’ manuals that no built-up roofing
tolerances existed. Instead, the manuals
simply specified interply bitumen pound-
ages that ranged from 20 to 30 pounds per
square with the understanding that varia-
tions would occur.

In response to criticism about this short-
coming, the manufacturers later estab-
lished 15 percent as the allowable variance,
a figure that would yield about 17 pounds
of bitumen at the low end. No one really
questioned whether this tolerance was
being attained or even if it was attainable in
the field.

EVT makes first real difference

The real change in the way we viewed
the question of interply poundages came
when the equiviscous temperature (EVT)
concept was introduced. The concept was
the industry’s first recognition that to
obtain proper interply bitumen weights
the viscosity of the bitumen must be con-
trolled. The EVT concept controls this vis-
cosity by controlling the bitumen’s
application temperature; the hotter the

bitumen, the lighter the mopping. Through
laboratory tests, mean application temper-
atures were established for various bitu-
mens that would yield moppings that
weighed essentially the same as the pound-
ages listed in the manufacturers’ manuals.

The entire industry has accepted the
EVT concept as the proper way to control
the heating and application rates of bitu-
men. It is now generally required that
material be heated and applied within a
range of 25 degrees above or below the
product’s established EVT.

Weight of roll must be considered

Another factor that affects the amount of
interply bitumen that is applied is the
weight of the roll of felt being laid into it.
Because bitumen at its equiviscous temper-
ature is essentially a liquid, the felt will dis-
place a certain amount of material to the
side and the front as it’s rolled out. If bitu-
men viscosity is kept constant, more of it
will be displaced when the roll is heavier.
For this reason, light moppings can be
expected at the beginning of a roll and
heavier moppings at the end.

When we were developing Quality Con-
trol we decided to test the relationship
between roll weight and interply bitumen
weight. During the tests, we laid felt rolls of
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Several factors

can produce wide
variances evenona

roof applied under
ideal conditions.

Application tolerances
take into account the many
factors that affect bitumen

application, including the

~ cooling rate of the bitumen
and the varying weight

of the felt roll.

varying weights in bitumen that had been
heated to its EVT according to normal roof-
ing practice. Sufficient bitumen was applied
to produce a “wave” in front of the roll,
indicating that bitumen displacement was
occurring. After the felts were installed, sam-
ples were cut and weighed.

This study found that bitumen weights
in the samples ranged from 17 pounds at
the beginning of the roll to 28 pounds at
the end. The average interply weight was
23 pounds, which is approximately the
weight specified by most manufacturers.

Other tests were run using the same pro-
cedure, except that this time the felts were
lightly broomed. This light brooming
reduced the interply poundages by another
10 percent.

From this study it became clear that the
manufacturers established weights were
attainable on the average. However, it also
indicated that several factors could produce
wide variances even on a roof applied under
ideal conditions. What if in the field, for
instance, the test cut occurs at a point where
a new heavy roll of felt was rolled in? Or
the bitumen is applied at a temperature 25
degrees higher than the published EVT? Or
the inspector on duty requires heavy broom-

ing? Because entire roofs could be rejected
on the evidence of a single test cut, it was
clear that tolerances must be established that
could accommodate variances caused by the
physical restraints imposed on the workmen
such as the EVT, roll weights and required
brooming. It was obviously necessary to
establish tolerances that could be attained
in the field. Unattainable tolerances are not
tolerances.

Reducing the effect of roll weight

There are other installation methods that
eliminate the problems associated with
varying roll weights. One is the practice of
cutting felts into shorter lengths, which is
called “flysheeting.” Most manufacturers
don’t recommend this practice, however,
except for certain cap sheet installations.

Another method involves the use of a
feltlayer. Because the felt roll is carried on a
machine, it does not come in contact with
the bitumen. This keeps displacement to a
minimum and allows a greater amount of
bitumen to be applied. Feltlayers can only
be used on certain large roofs, however.
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The vast majority of roofs continue to be
applied with the roll in contact with the
bitumen.

It is also possible to hand-mop bitumen,
which results in a low rate of application.
The mop is “scrubbed” in a technique simi-
lar to painting. However, any contractor
attempting to retire to Florida with the
money saved on asphalt using this method
will need a back brace for the rest of his life.
This process is very difficult. In recogni-
tion of the practice of scrubbing, NRCA
recommends that bitumen be applied in
sufficient quantities to produce a wave in
front of the roll. No more bitumen can be
applied.

Other causes of variance

Another cause of variances in interply
bitumen weights is the cooling of the bitu-
men during the few seconds between the
mopping and contact with the felt. This
can occur even if the bitumen is applied at
the proper EVT. When roofs are applied
during windy or cold conditions, bitumen
cooling can result in heavier moppings
even if the best workmanship is practiced.

Some manufacturers’ conflicting
requirements create variances when they
require contractors to attain higher inter-
ply bitumen weights with bitumen applied
at the proper EVT. One glass felt manufac-
turer originally required 30 pounds of bitu-
men between plies, a requirement that was
later lowered to 25 pounds. This manufac-
turer complains of the wide variances it
finds in the test cuts submitted under its
quality control program. Although the
company ascribes the problem to work-
manship, it’s obvious that the variations
occur because of changes in the bitumen’s
viscosity and the effect of roll weights on
the application rate. The only way their
required interply bitumen weights can be
attained ina conventional mopped applica-
tion is by applying bitumen at a lower tem-
perature. Because the manufacturer
requires the bitumen to be applied at the
proper EVT, their requirements for inter-
ply bitumen poundage are impossible to
attain. Perhaps this is why the company is
reluctant to endorse Quality Control.

Other tolerance levels

The variations that can occur during
the application of surfacing bitumen and
aggregate also had to be taken into account
when the tolerances for these components
were established. Tests were conducted to
determine surfacing bitumen weights and
the weights of varying sizes of aggregate.
Once again, we found that the viscosity of
the bitumen was the controlling factor. Var-
iations in the bitumen’s application weight
were noted between the beginning and end
of the graveling run, as the bitumen cooled
and the level of gravel in the cart was
reduced. Quality Control’s 25 percent tol-
erance level was established as a result of
these tests.

Incidentally, because our tests indicated
variances in aggregate quantity due to the
size of the aggregate, the revised NRCA Roof-
ing & Walerproofing Manual recom-
mended that the amount of aggregate surfac-
ing should be increased from 400 pounds
to 500 pounds. This, of course, was “self-
serving” and made us more “competitive.”

Quality Control is fact of life

Quality Control was resisted by certain
contractors. It’s interesting to note that
these contractors were journeymen roof-
ers at one time who recognized that vari-
ances can occur when roofs are installed in
different weather conditions. 1 sympa-
thized with their reluctance, but the fact
remained that the contractor was being
confronted by testing labs and agencies,
manufacturers, and architects who
believed they knew how the contractor
should perform even though they had
never installed a roof and were not aware
of the variables.

The supporters of Quality Control recog-
nized that we were going to be examined
anyway. They decided that if anyone should
write a manual of quality control, it should
be someone familiar with the product.

The industry now has Quality Control
before it. The backbiters can question it to
their heart’s content, just like they did the
Preliminary Performance Criteria. They
can question the veracity of its authors,
accuse them of venality or worse, but the
fact remains: here is the first document
ever written telling us how we should mea-
sure and grade roof installations. It proba-
bly could have been done better, but it
stands as the first and only document of its
kind. And NRCA should be proud of it.

Hereis the first

document ever

written telling us
bow we should
measure and grade
roofinstallations.
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BUILT-UP ROOFING SYSTEM

GlasPly® Premier

i

2" Retro-Fit Board®  Original Roof

Presto Lock  Flex-I-Drain®
Fascia®
Fes-Core®

UltraFast™ Fastener

MODIFIED BITUMEN ROOFING SYSTEM

Presto Lock ——FP-10 One Way® Vent
7 Fascia® !

DynaKap™ Ventsulation®
i) 7
Original Roof.
SINGLE PLY ROOFING SYSTEM

Presto Lock ——— Expand-O-Flash®
Fascia® 7

SPM® 60 White UltraGard Gold™

Original Roof.

Demand Manville.

Eliminate
after-hours roofing
systems decisions.
And many potential
headaches.

Long-lasting, problem-free per-
formance is what you want from the
roofs you install. And that's what you
receive from a Manville roofing
system. Whether it's a built-up, modi-
fied bitumen, or single-ply membrane.

Manville supplies all three major
types of roofing systems. That means
you enjoy the time-saving conven-
ience of having just one supplier for
everything that goes into the roofing
system. Including insulation, fas-
teners, accessories and, of course,
the membrane. Products that are
selected for compatibility and per-
formance means no more spending
endless hours ordering roof compo-
nents from many suppliers and fewer
callbacks.

A roofing system’s primary job is
to protect what's under it. That's why
Manville never compromises on
quality. Why we invest so much in
research and development to bring
you the best in roofing systems,
specifications and application tech-
niques. Why we provide technical
assistance from an experienced staff
of roofing specialists. Why Manville’s
guarantee program is written to
provide double protection—a
guaranteed guarantee that provides
unmatched coverage plus single-
source responsibility for the entire
roofing system.

Selecting and installing the right
roofing system can be easy and
worry-free. When it's a Manville
roofing system. For information,
call (303) 978-4900. For export,
telex 454404 JOHNMANVL DVR.

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

Manville
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ore than 16 million civil lawsuits
were filed in U.S. state courts in
1984, while Japan had only
160,000.
In 1963, there were only two settlements
for a million dollars in the United States.
Last year, there were nearly 500.

In an area of liability particularly inter-
esting to roofing contractors—asbestos-
related lawsuits—63 percent of the awards
8o toward legal expenses, while only 37
percent ever finds its way into a victim’s
pocket.

It was facts like these that convinced
NRCA, through its subsidiary, the National
Roofing Legal Resource Center (NRLRC),
to join the American Tort Reform Associa-
tion (ATRA). Formed in January 1986,
ATRA is a broad-based coalition devoted
solely to fighting the liability crisis, reform-
ing the civil justice system and fostering
insurance availability.

“Our generation has overturned 200
years of legal tradition,” testified ATRA
president James K. Coyne before the House
Subcommittee on Commerce, Transporta-
tion and Tourism in May. “Individuals who
are injured by the fault of others should
have access to the legal system and should
be fairly and quickly compensated, but
those goals are not being met because of

the unpredictable, expensive and time-
consuming ‘lottery’ which is the tort sys-
tem today.”

“Moreover,” continued Coyne, “the
high costs created by the tort system are
being passed on directly or indirectly to all
our nation’s citizens. As a result of spiraling
costs, access to needed services and activi-
ties is being restricted or is in danger of
being restricted as insurance becomes pro-
hibitively expensive or is eliminated.”

To combat the insurance crisis, ATRA has
developed the following three-pronged
attack:

B Model legislation—ATRA, in close liai-
son with leading state legislators, will
develop and provide a package of model
reform proposals for state legislatures,
where liability is the major issue across
the country. ATRA will also supply
model testimony to those fighting for
tort reform before legislatures.

B Washington action—ATRA is the organ-
izer of a2 1986 White House conference
on the liability crisis. ATRA members
will provide information to key federal
civil justice reform proponents through
other conferences and seminars, liaison
with the Attorney General’s Tort Reform
Policy Group and congressional testi-
mony and briefings.

B Public awareness—ATRA works to edu-
cate key national, state and local organi-
zations, as well as the public, on how the
liability crisis hurts all Americans, and
how the crisis must be resolved.

In joining ATRA, NRLRC joins more than
150 organizations committed to tort reform
and the resolution of the liability crisis.
ATRA’s members include many professional
organizations and trade associations, repre-
senting nearly 1 million businesses, profes-
sionals, schools, communities, partnerships,
public utilities and consumers.

As 2 member in good standing, NRLRC
will receive ATRA’s newsletter, The
Reformer, as well as other information
intended to keep members abreast of the
situation. NRLRC members may be called
upon to testify or speak on how the tort/
liability crisis pertains to their particular
industry.

13
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n just seven months, the American
Tort Reform Association (ATRA)
has influenced lawmakers
throughout the country to draft
legislation intended to curb civil court
abuses and regulate insurers. The broad-
based coalition, which NRCA has recently
joined, has been lobbying for civil reforms
since January.

The following is a brief summary of tort
reform activity in several states compiled
by ATRA:

Arizona. Governor Bruce Babbit signed
legislation limiting the liability of establish-
ments serving alcohol, but vetoed a pack-
age of tort reform bills. The vetoed
legislation sought to modify joint and sev-
eral liability, change the collateral source
rule, cap contingency fees and permit peri-
odic award payments to plaintiffs. A coali-
tion named Citizens for Fair and Sensible
Liability Laws gathered more than 200,000
signatures (the most in the state’s history)
to ensure that a referendum to repeal a pro-
vision of Arizona’s constitution prohibiting
award ceilings will be on the Nov. 4 ballot.

Connecticut. On the last day of its ses-
sion, the Connecticut House passed legisla-
tion by a substantial margin that modifies
joint and several liability, restricts contin-
gency fees to a sliding scale, allows install-
ment payments on awards, and requires
medical malpractice plaintiffs to prove
receipt of less-than-accepted levels of pro-

fessional care. A commission to study the
establishment of a trust fund to compen-
sate victims of negligence was also
approved. Governor William O’Neill is
expected to approve the legislation.

Colorado. Governor Richard Lamm has
signed legislation limiting awards for non-
economic damages to $250,000 (except in
special cases), and abolishing joint and sev-
eral liability. The new law also establishes a
“certificate-of-review” process, which
attorneys will observe in litigation against
architects, engineers and land surveyors,
and limits awards to an amount equal to
plaintiff compensation from other sources.
Governmental immunity-from-suit laws
and legislation limiting the liability of
establishments serving alcohol had been
previously enacted.

Florida. The Florida House, by a 108-to-8
vote, passed a legal and insurance reform
package that abolishes joint and several lia-
bility, caps non-economic damages at
$250,000, and allows doctors, attorneys
and other professionals to establish self-
insurance trusts. Some disagreement was
sparked by a last-minute amendment that
called for a 40 percent rollback on com-
mercial and liability premiums, and author-
ized banks to sell insurance, but the
amendment passed after a House/Senate
conference committee resolved the issue.
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Idaho. Three of four bills dealing with
civil justice reform passed the House but
died in the Senate. The bills allowed for dis-
closure of collateral source compensation,
limitation on non-economic damages and
periodic award payments. The bills will
stay in committee until next year.

Indiana. Only two of nine liability-related
bills became public laws during the 1986
session. PL 193 authorizes courts to require
plaintiffs to pay prevailing defendants
legal costs where suits are found to be friv-
olous or in bad faith. PL 201 provides that a
plaintiff may not recover more than once
for medical expenses and loss of wages
from all available sources.

Iowa. What began as a comprehensive tort
reform package fell apart in the legislature,
but several of its provisions still made it
into law. The legislation that passed grants
authority to Iowa cities and counties to
self-insure, allows periodic payments of
awards to plaintiffs, sets expert witness
standards, and reduces tavern owner and
social host liability. A liability insurance
study commission, recommended by Iowa
trial lawyers, was also approved.

Kansas. Governor John Carlin recently
signed bills that limit healthcare liabilities
to $1 million for damages and $250,000 for
non-economic judgments. Non-economic
awards will be itemized by juries and settle-
ments will be paid in installments. Legisla-
tion was also enacted prohibiting insurers
from canceling business and professional
insurance polices without policyholder
consent. Insurers must give 60 days notice
of their intent not to renew.

New Jersey. The New Jersey House
recently passed four bills upon the recom-
mendation of the Assembly Committee on
Insurance. The bills limit non-economic
awards; modify the collateral source rule;
dictate that 95 percent of all punitive dam-
ages be paid to the state; allow installment
payments on future damages awards of
$300,000 or more; and require insurers to
submit loss experience, financial and rate
determination records. The New Jersey
Senate, which remains in session year-
round, is expected to sit on the legislation
for a few months.

Oklahoma. The group Oklahomans
Against Lawsuit Abuse managed to push
some liability reform through its state legisla-
ture. SB 488 limits most punitive damages to
50 percent of the award and grants up to
$10,000 in legal expenses to a prevailing
party when the opposing party’s case is
found frivolous. Other provisions require
insurers to justify their decision to deny a
party liability coverage and report company
income, expenses and reserves annually.
South Dakota. As a result of the legisla-
ture’s package of bills designed to control the
liability crisis, public entities such as cities,
counties and school districts, and their
agents, now have a voluntary self-insurance
pool. Also included in the package were a $1
million ceiling on malpractice awards, man-
datory pretrial hearings to weed out frivo-
lous cases and installment payments for
judgments.

Wyoming. Although Governor Ed Hersch-
ler had strong personal reservations about
the bill, he allowed SB 16 to become law
without his signature. The measure allows
courts to limit awards when the plaintiff’s
contributory negligence in a suit is 50 per-
cent or less. The bill also states that each
defendant in a losing cause is liable only to
the extent of his percentage of fault.
Herschler referred to the bill as a “horrible
piece of legislation.”

Oklabomans
Against Lawsuit

Abuse managed to
push some liability
reform through its
state legislature.

INBRIEF _

B RIA sounds the alarm: prevent workplace accidents. State and
local prosecutors across the country are establishing teams to investigate
serious workplace accidents, and they intend to prosecute.

The Research Institute of America, Inc., (RIA) warns that courts in at least
six states recognize corporate liability for work-related deaths. This activ-
ity is largely based on last summer’s successful prosection of three Film
Recovery Systems, Inc., executives who were fined and sentenced to 25
years in prison for knowingly exposing an employee to a workplace haz-

ard that caused his death.

As safeguards, RIA recommends that companies remain in compliance with
relevent OSHA regulations, investigate and document all worker complaints
concerning safety, correct workplace hazards, and publicize efforts to main-

tain a safe workplace.
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There’s No Substitute for
Manniglas 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:

. Manning Paper Company
MANNING PAPER COMPANY m ' O o 528 Troy. N 12181

U CLASSIFIED FIRE RESISTANT SLIPSHEET

Look
for the
UL label.
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maximum security prison is built

to last; even the wall and roof insu-

lation must contribute to the build-

ing’s overall durability. The insul-
ation in the walls must remain rigid to
maintain its thermal properties, and the
roofing must provide maximum insula-
tion, water resistance and compressive
strength.

Because Foamular® insulation products
from UC Industries were able to satisfy
these requirements, they were chosen for
the new Wallkill State Prison in Orange
County, N.Y.

“We insisted on using Foamular for the
walls,” said Douglas Smith of G.A. Masonry
in Latham, N.Y. “Foamular was substituted
for another insulation, due to its water resist-
ance and thermal properties. And Foamular
stays rigid and is easy to handle.”

The prison’s two types of decking had to
be considered when the roofing insulation
was chosen. A metal deck covers the gymna-
sium and recreation area, while a structural
concrete deck covers the rest of the roof.

An insulated roof membrane assembly
(IRMA) was used on both decks. For the sys-

tem installed over the metal deck, 1'/2
inches of perlite was placed on the deck,
followed by a rubber membrane and then 3
inches of Foamular 404® to provide an R-
value of 15.

For the rest of the roof, 1 inch of Foamu-
lar 250® was used to smooth the concrete
before installation of the rubber mem-
brane. Next, 2'/2 inches of Foamular 404
was added, followed by the stone mat, con-
fil fabric and the stone ballast.

“We prefer Foamular extruded poly-
styrene insulation because of its high R-
value and easy handling,” said Dick Robin-
son of the Charles E Evans Co. in Elmira,
N.Y,, the roofing subcontractor for the job.
“We find that the sheets are easy to work
with, enabling us to cover more area with
each piece to implement the job more
quickly.”

Foamular 404 is UC Industries latest
addition to the Foamular family of
extruded polystyrene insulation products.
It is designed specifically for use with
inverted or protected membrane roof
assemblies.

continued on page 43

CARPENTER

SINGLE SOURCE WARRANTY

CARPENTER INSULATION
AND COATINGS CO.

4443 BRONZE WAY
DALLAS, TEXAS 75236
(214) 330-0357

WARRANTED INSULATIVE ROOFING
AND RE-ROOFING SYSTEMS

POLYURETHANE FOAMED-IN-PLACE INSULATION
WITH ELASTOMERIC COATING SYSTEMS

NATIONAL AVAILABILITY

POLYURETHANE SPRAY FOAM SYSTEMS
ELASTOMERIC, FLUID APPLIED ROOFING SYSTEMS
INSULATIVE ROOFING AND RE-ROOFING SYSTEMS
APPLICATION: EXPERTISE, EQUIPMENT AND TRAINING

1-800-527-5598
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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
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he new four-story addition to the
Nemours Foundation’s A.IL
DuPont Institute Children’s Hospi-
tal in Wilmington, Del., ranks
among the nation’s most modern and most
fire-resistant, thanks to Pittsburgh Corn-
ing’s Foamglas® cellular glass insulation.
The comprehensive diagnostic, treat-
ment, education and research center
accommodates 180 patients on four floors.
A gym, bowling alley and an indoor swim-
ming pool are also housed in the building.
When designing the building, designers/
architects Saxelbye, Powell, Roberts &
Ponder of Jacksonville, Fla., had to match
or exceed the industry’s highest fire-
protection standards because handicapped
and chronically ill children are difficult to
evacuate in emergencies. The structure
was divided into 155 designated “smoke
zones” with smoke detectors in every

room, corridor and service area. A revers-
ible air conditioning system was installed.
A data system, designed to monitor all
life-safety, smoke-evacuation, energy-
management and security controls, can
pin-point a fire alarm tripped anywhere
within the facility’s 1.7 million square feet
of floor space.

To guarantee optimal performance of
the structure’s environmental controls,
insulation choice was key.

“The Nemours Foundation mandated
use of high-quality, proven, long-lasting
materials to be as fire-resistant as possible,”
said architect Donald C. Kluge. Specifiers
also sought a product with stable thermal
efficiency in extreme weather, high com-
pressive strength, ease of handling and the
ability to adhere to limestone.

After testing and rejecting many materi-
als, specifiers chose inorganic Foamglas
cellular-glass insulation from Pittsburgh
Corning Co.

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.

Te rm B a r Patent Pending

Product No. AL 100

© .040” mill finish aluminum.

* 10" 1” x 1-3/4".

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

Bar Anchor

Product No. GA 300

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

* 1” x 10° long.

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

* 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.

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

© For use with ballasted systems.

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) 453-3108 (Ohio)
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Foamglas met the facility’s demanding
requirements for inherent non-combust-
ibility. With no binders or fillers, the all-glass
material simply cannot burn. Nor will it con-
tribute to fire-spread or emit toxic fumes
when exposed to combustion. In fact, the
manufacturer was able to cite cases to the
designer in which the product actually con-
tained fire, preventing its spread.

Three Pittsburgh Corning products were
chosen:

B flat Foamglas board insulation for the
main hospital roof;

B Foamglas insulation blocks for the inner
surfaces of all exterior limestone walls;

.makes the material very stable. A closed-

cell structure makes Foamglas imperme-
able to moisture in liquid or vapor forms.

Tapering the roof insulation systems
allowed for positive drainage to help elimi-
nate water ponding, a major cause of flat
roof failure.

More than 45,000 square feet of 2-inch-
thick Foamglas block insulation was
applied to the inner surface of the build-
ing’s limestone exterior with a moisture-
resistant, neoprene-based adhesive. The
insulation was covered with drywall on
occupied floors and exposed on interstitial
levels.

On the roof, 2-inch-thick flat boards
measuring 2 feet by 4 feet were adhered to
the building’s concrete roof deck with hot
asphalt. A four-ply organic-felt BUR roof
topped with white “pea” gravel finished
the seven acres of hospital roof.

and

B a tapered Foamglas roof insulation sys-
tem for the roofs of the one-story front
and rear entrance areas.

Foamglas also met the facility’s require-
ments for durability. An extremely low,
reversible thermal expansion coefficient

Outstanding Advantages:

0 Paver stones elevated for perfect drainage

@ Spacer ribs ensure even joint spacing of pavers

@ Pedestals easily sub-divided for corner
and edge support of pavers

@) 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.

7= = B B & ®

i
¥

ENVIROSPEC INCORPORATED

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

Check #8 on Reader Service Card
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Asbestos. . .
The Good News in
Roofing Mastics

It’s Time to Separate Fact
From Fiction . . . And
The Fact is, Nothing
Works Better or is More
Cost-Effective Than
Asbestos-Fibred Roof
Coatings and Cements.

Another fact: asbestos-fibred roofing
mastics are totally safe to use. Asbestos,
when used in roofing mastics, is literally
locked in. The technical term is
“encapsulation”.

Let’s look at the facts about a material
- found only in the finest roofing products.

Fact: Asbestos-fibred roofing mastics
are unsurpassed for longevity, protection,
handling and cost. In coatings and other
mastics, asbestos reinforces the asphalt,
preventing the asphalt from cracking from
expansion and contraction. Asbestos-fibred
roofing mastics provide high “slump”
resistance, retard oxidation and deteriora-
tion, retard melting and running of the mas-
tic in the event of fire, are more flexible
than coatings without asbestos, are less
likely to crack and leak than coatings with-
out asbestos, provide greater protection
than coatings without asbestos. Therefore,
asbestos-fibred mastics need to be applied
less frequently than mastics not containing
asbestos.

Asbestos-fibred roofing masties outper-
form by a substantial margin, roofing mas-
tics without asbestos. THERE IS NO
REASON NOT TO USE ASBESTOS-FIBRED
ROOFING MASTICS, BECAUSE THERE IS
NOTHING BETTER FOR TODAY'S ROOF-

ING NEEDS . .. AND THEY ARE ABSO-

LUTELY SAFE TO USE.

Fact: Encapsulation makes it impossible :
for asbestos fibers to be released from roof-
ing mastics into the ambient air. Encapsu-

lated products are so safe that they do not
require special work practices or govern-
ment control. Regardless of the amount of
asbestos in various types of roofing mastics,
the full encapsulation of fibers renders the
asbestos completely “unbreathable”.

" Fact: A medical expert study of 6,500
roofers failed to discover a single case of
mesothelioma (cancer of the lining of the
chest and abdominal cavity). The expert
conclusion was that this would not have
been the case if asbestos roofing mastics
presented a significant hazard.

Fact: Studies done for the Environmen-
tal Protection Agency (EPA) address the
safety of encapsulated asbestos fibers in
roofing products. The EPA’s most recent
revision to its regulation, “National Emis-
sion Standard for Asbestos”, makes a spe-
cific exemption for spray-on application of
encapsulated mastics, further attesting to
the total lack of risk associated with the use
of such products.

Monsey Products Company has always
been in the forefront of the fight to make
our environment and the workplace as safe
and clean as is humanly possible. That's
why our own standards of product safety
exceed those required by environmental
regulatory groups. This same dedication
extends to product quality. It’s your
assurance of the finest roofing mastics
available today. Asbestos-based roofing
mastics.

These are the facts. Don't let anyone tell
you anything different.




COMING EVENTS

(For inclusion of events, address
all correspondence to:

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

Aug. 25-26

Selection and Use of Single-Ply
Roofing Systems

University of Wisconsin-Madison

Madison, Wis.

Sept. 8-12

Infrared Scanning Course

Infraspection Institute

Burlington, Vt.

Sept. 9-10

Structural Standing Seam Roofing

Roofing Industry Educational
Institute

Cherry Hill, N.J.

Sept. 11-12

Single-Ply Roofing Systems

Roofing Industry Educational
Institute

Cherry Hill, N.J.

Sept. 15-16

Construction Claims and Disputes
for Owners, Contractors,
Developers, Architects and
Engineers

Construction Education
Management Corp.

Manhattan Beach, Calif.

Sept. 16-19

Basic Roofing Technology

Roofing Industry Educational
Institute

Atlanta, Ga.

Sept. 16-20

31st Annual Convention

National Association of Women in
Construction

Little Rock, Ark.
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Secretary
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_ NEW IDEAS IN INSULATION

Toggle bolts
release adhesive

Olympic Fasteners has intro-
duced a new toggle bolt that acts
as a positive locking device for
insulation and membranes on
difficult roof decks.

The Iron Lok toggle bolt is
manufactured with a factory-
applied chemical adhesive.
When assembled, the toggle
wings force the release of the
micro-encapsulated resins, which
remain inert until the bolt is
assembled. The resins cure after
release without the use of heat or
primers.

Check #33 on Reader Service Card

Catalog describes
Dow’s Styrofoam

The Dow Chemical Co. is offer-
ing the Sweet’s Catalog File bro-
chure detailing the company’s
line of Styrofoam™ insulations.

The brochure features cutaway
product illustrations and infor-
mation on specifications, product
application, laboratory and field
test results, physical properties,
and performance warranties for
Styrofoam products. Styrofoam is
an extruded polystyrene foam
with a closed-cell structure
designed to provide high water
resistance, thermal performance
and compressive strength.

Check #34 on Reader Service Card

~ STYROFOAM Brand
Insulation Products for Walls,
Foundations and Roofs

1986 Products and Specificatsons; STTROFOAM Brand nsebtion

Board eliminates
need for base sheet

Fireshield, a new rigid roof
insulation board from Inter-
national Permalite, Inc., has been
designed for use without a base
sheet.

The insulation is a fire-resist-
ant board made from particles
of expanded perlite, cellulose
binders and a sizing agent. It is
designed for use with Permalite’s
Torchskin membrane, which is
applied using a propane torch.
This combination eliminates the
need for separate base sheets.

An enhanced version of Perma-
lite’s perlite board, Fireshield
features a restructured chemical
and fiber composition for inter-
nal strength. A surface perfora-
tion pattern allows melted
bitumen to flow inside the board,
increasing its anchoring strength.
The board has a surface coating
that protects it from the torch’s
flame while the Torchskin mem-
brane is being applied.

The company has also
announced a new 15-year service
guarantee for the system when it
is installed by registered Perma-
lite roofing contractors.

Check #35 on Reader Service Card

Grefco publishes
Permalite catalog

Grefco, Inc., has published an
eight-page catalog detailing
Permalite perlite concrete
aggregate.

The brochure includes infor-
mation on the properties of
perlite insulating concrete, along
with design data and roof/ceiling
designs that carry fire ratings of
up to three hours. Details on
installing perlite over corrugated
steel decking and structural
concrete are included with infor-
mation on the use of perlite in
reroofing applications.

Tables in the publication give
data on the thermal performance
of Permalite decks containing
from 1 to 4 inches of polystyrene
board over steel decking and
structural concrete. Other charts
outline the holding power of
various fasteners in Permal
perlite and give details on ty pical
properties of different Permalite
perlite concrete mixes.

Check #36 on Reader Service Card
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Cooley updates
company catalog

Cooley Roofing Systems has
released two new items for
addition to the Cooley Roofing
Systems catalog.

Detail drawing #M29-1 illus-
trates the installation of CPE
walkways for mechanically
fastened systems. The Technical
Bulletin #2007, “Insulation
Fastening Guide,” details mini-
mum fastening requirements for
all deck types. Copies of both the
detail drawing and the technical
bulletin are available from the
company for those needing to
update their catalogs.

Check #37 on Reader Service Card

Tapered Foamglas
line expanded

The Pittsburgh Corning Corp.
has expanded its line of Tap-
ered Foamglas® roof insulation
systems.

The company’s new PC Plusys-
tems™ are based on Foamglas R+
cellular glass insulation, which is
resistant to moisture. This makes
the PC Plusystem specially suited
for applications that are subject
to high temperatures or humidity.

The PC Plusystem 1 with
Foamglas R + underlayment
offers extremely high moisture
resistance, ensuring thermal
efficiency while providing maxi-
mum compressive strength. This
system carries a 20-year warranty,
and is recommended for roofs
where longevity and reliable
thermal performance are
important.

PC Plusystem with PF (pheno-
lic foam) underlayment provides
a very high R-value. This system is
recommended for buildings that
have normal interior tempera-
tures and humidities, but need a
high R-value roof system to
compensate for insulation thick-
nesses that are limited by physical
or cost restrictions.

The PC Plusystem with PI
(polyisocyanurate foam) under-
layment is recommended for
buildings with normal tempera-
ture and humidity that do not
require the highest R-rating, and
where physical or cost restric-
tions limit the amount of
insulation.

Check #38 on Reader Service Card
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EMERGENCY
Wai'er Diverter

OVERHEAD PROTECTION FROM
ROOF e PIPE © MACHINERY LEAKS!

ELIMINATE DOWN TIME!

PROTECT MACHINERY
AND STOCK | 3

PERFECT FOR OFFICES - SHOPS - WAREHOUSES

101 USES!

DIVERTS WATER TO WINDOW - DRAIN - SINK!

INDIVIDUALLY PACKAGED

=4 H
] %
3 j A=
21: Ik ‘ G I INDUSTRIAL VINYL
(G || REINFORCED
WITH POLYESTER
d B
HEAVY DUTY

DIVERTERS e YOUR CHOICE
Price subject to change without notice

3 x 6 —$4210 6 x 6 — $49.25 } GARDEN HOSE
3 x 8 —$4385 6 x B8 — $53.35 ’) ATTACHMENT
3 x 10'—$4565 6 x 10’ — §57.50 SOUID SRS

GROMMETS

SUSPENSION ROPE AND HOSE NOT INCLUDED

OTHER SIZES AVAILABLE UPON REQUEST
Itis better to have one and not need it, than - to need
itand not have it.

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

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.

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

SULTAC INC.

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

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.
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ROOF‘GGRD
PADS

SELECT

A Safe,
Simple, Economical Solution to Protect
Roofs from Damaging Foot Traffic.

Roof Gard Pads are quickly and easily instailed on smgle ply or bu It
up roofing. Use them for walkways, machinery pads, anti-vibration pads.
or full coverage in heavy traffic areas. Write or call for sample & detans

CALL TOLL FREE 1-800-233-PADS

HUMANE EQUIPMENT CO.
PO. Box 24, Baraboo, Wl 53913

Check #16 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 question 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

PO Box 246, Excelsior, MN 55331 ¢ Phone: 612-474-0809

Call Toll Free: 1-800-255-0176

Check #2 on Reader Service Card

NEW IDEAS

Koppers delivers
bulk resaturants

The Koppers Co., Inc., is offering
abulk delivery system for roof
resaturants.

The Profit Pumper delivery
system offers lower cost per
gallon for volume purchases of
resaturant, which can be deliv-
ered to numerous jobsites with-
out the need to load and unload
the cargo. The system also elimi-
nates the need for storage or
disposal of resaturant and empty
drums.

The Profit Pumper tank truck,
which has a 4,500-gallon capac-
ity, delivers resaturant directly to
the jobsite, where it is pumped
onto the roof. The truck’s tank
features built-in heating coils to
keep the resaturant at the proper
temperature. The unit keeps
pump pressure high even on
multi-story buildings. The resa-
turant is applied to the prepared
roof using spray wands.
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White FireGard

resists fires

WeatherGard Roofing Systems
has developed a new EPDM mem-
brane for use over combustible
decks.

The White FireGard U450 fully
adhered membrane is designed to
combine the advantages of a fire-
rated material with the energy
savings of a white single-ply
membrane. It is available in
standard widths from 5 to 50 feet
in 100-foot lengths. The com-
pany also carries all the accesso-
ries, including power tools,
necessary to apply the membrane
to the deck.

In addition, WeatherGard has
announced the availability of
updated technical information on
the company’s EPDM systems.
The revised information will be
included in all the company’s
roof design manuals, and is free
for those who have earlier edi-
tions of the manual.

Check #40 on Reader Service Card

Certainleed offers
safer underlayment

The CertainTeed Corp. has
announced the development of a
new waterproof underlayment
that offers greater safety for the
roofer.

The WinterGuard underlay-
ment is designed to prevent leaks
caused by ice dams under shingle
roofs. The WinterGuard under-
layment improves installation
safety by replacing the slippery
film surface found on many
underlayments with a non-filmy,
non-slip surface that reduces the
danger of falling on pitched
roofs.

The WinterGuard membrane
features a new adhesive that seals
after the membrane is laid, allow-
ing the membrane to be reposi-
tioned if necessary. The adhesive,
which is less sticky when the
backing is first removed, sets a
short time after the membrane is
installed. The membrane’s design
incorporates an interior rein-
forcement that allows the mate-
rial to be pulled up and reset
without tearing before the adhe-
sive has solidified.

WinterGuard is backed with a
light polyethylene film. The film
handles easily and compresses
well for trash disposal.

CertainTeed has also published
Reroofing: A Homeowner'’s
Guide to Products, Procedures
and Potential Problems. The
Guide offers information and
advice for homeowners who
have questions about roof repair
and replacement.

Check #41 on Reader Service Card

so ROODFING SPEC




NEW IDEAS

Perma-Roof covers
mobile home roofs

Classic Products, Inc., is market-
ing a new roof-over system for
mobile homes.

The Perma-Roof system starts
with a polyfilm vapor barrier
installed over the old roof for
moisture protection. J-purlins
and pitched galvanized steel
trusses, adjustable for single-
or double-width homes, are
installed over the polyfilm bar-
rier. Rustic Shingle aluminum
roofing panels, which are
designed to simulate traditional
wood shakes, are then snapped
into the purlins. The panels are
designed with a four-way inter-
locking system for wind resist-
ance and watertightness; no
nailing is required to attach the
panels to the purlins.

The Perma-Roof system carries
the Underwriters Laboratories
Class A fire rating. The Rustic
Shingle comes with a 40-year
prorated warranty against rust-
ing, peeling, flaking, chipping
and splitting.
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U.S.Single-Ply
makes MightyPlate

U.S. Single-Ply, a wholly owned
subsidiary of the Texas Refinery
Corp., has announced that it is
now producing Texas Refinery's
MightyPlate single-ply roofing
membrane in a new facility capa-
ble of turning out more than
2,500 squares of roofing per day.

MightyPlate is a bituminous
membrane modified with
amorphous polypropylene and
reinforced with a non-woven
polyester core. U.S. Single-Ply is
now the only manufacturer of the
product, which has been mar-
keted by Texas Refinery for four
years.
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Kool Seal offers
aluminum coating

Kool Seal has announced the
availability of a new aluminum
roof coating designed to cut
cooling and heating costs.

Blue Label aluminum roof
coating contains aluminum
pigments for reflectivity on roof
surfaces. These pigments are
combined with long Canadian
fibers to add durability to the
coating, which carries a five-year
limited warranty. Blue Label roof
coating is available in five-gallon
pails.

Check #44 on Reader Service Card

Werner releases
Snap-Up catalog

The R.D. Werner Co. is offering a
catalog describing the company’s
line of Aldek® Snap-Up™ portable
aluminum scaffold bases.

The scaffold bases feature
snap-in-place braces for quick set-
up and take-down requiring no
extra tools. The units also have
diagonal braces with steel latches
that lock when the unit is fully
extended. Spring-load latches
allow the scaffold base to be
folded for storage in a small
amount of space.

The bases are designed with
ball bearing casters, adjustable
legs with double locks and snap-
hook frame locks. They are
available in the 4150 Series nar-
row span, which includes one
Aluma-Plank® deck platform,
and the 4250 Series wide span
with two deck platforms. Both
versions are available in 6- or 8-
foot-long models, and are duty
rated at 25 pounds per square
foot. Accessories such as rolling
outriggers for extra stability and
toeboards for use with upper
section platforms are also
detailed in the catalog, along
with erection instructions and
other product information.
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ONE SOURCE ¢ COMPLETE
ROOF DECK
SYSTEMS

Transforms Roofs Into “High” Appeal Areas.
Fast, Stable, Drains, Conceals... With Easy Access.

Innovative And Architecturally
Pleasing... From The

"things that last’ people

Write Or Call For Complete “‘Terra System One' Details

P.O. BOX 1520 WAlSAU WI 544021520 « 715/359-3121
P.O. BOX 967 ¢ BANNING, CA 922200905 °* 714/849-5695
P. 0. BOX 2357 » WINTER HAVEN, FL 338832357 ¢ 813/324-1778
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On your way
to the top?

TAKE ROOFING SPEC ALONG.

Roofing Spec is vour closest link
to the fast-changing roofting market.
Subscribe today to get the information
that will put you on top tomorrow.
Roofing Spec—uwe Rnow whats going on.

Please enter my subscription to Roofing Spec.
Only $20 per year: (J Billme [0 My check is enclosed

Name

Company
Name

Address

City/State/Zip

My primary business activity is: (check one only)

[J Roofing, Waterproofing or Roof Deck Contractor

[J Manufacturer, Distributor or Supplier

[J Architect, Specifier or Engineer [] General Contractor

L 1 Government, Schools, University or Institutional Employee
[] Building Owner [J Other

(please specify)

Signature Date

Above information required to process subscription.



- GUARANTEED
PERFORMANCE
on membrane and

~ roof insulation
fastening systems
for steel, wood
and concrete
 decks.

AVAILABLE WITH:

LONG-LIFEFINISH

~ FORTECHNICAL

Approved
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All Colors
and
Thicknesses

Semi-Weathering / Mottled Green Bangor Unfading
Gray and Green and Purple Blue-Black Green

Full Architectural Service

Also —
Slate Cutters, Hammers,

Rippers and Slate Hooks.

6@1&’ EVERGREEN
SLATE CO.Inc.

Granville, New York, 12832
Quarries: Wells, Vt. ® Shipping Station: Granville, N.Y.
Office: 68 Potter Ave. ® Telephone: 518-642-2530
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Software serves
small businesses

A new accounting and invoicing
package designed to meet the
needs of small service businesses
is being offered by the 20/20
Software Co.

The ProBill package, which
features a “one-touch” design
to simplify operation of the
program, runs on any IBM-
compatible personal computer.
Using a job folder approach, it
provides full accounting services
and prepares invoices, estimates,
statements, graphs and reports.

Utilizing windows to prompt
for often-used billing items,
ProBill can calculate item cost,
commissions and taxes. It allows
adding or editing of prices and
rates at any time and handles up
to eight checkbooks or cash
accounts at a time. The program
also maintains complete client
billing information as well as
Rolodex and mailing labels, and it
has a built-in scheduling calander
and phone dialer. ProBill also
includes calculator and type-
writer functions.
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Big W represents
Munchow Huhne

Big W Industries, Inc., is now
offering the full line of German-
made Munchow Huhne expanded
polystyrene manufacturing
equipment.

The Munchow Huhne line
includes pre-expanders, block
molds, cutting machines, packag-
ing machines and conveying
equipment. The line features a
molder designed to produce a
dense EPS that is less susceptible
to deterioration and crumbling.
The molder can also be used to
produce extra-high-density
product for special applications.

Big W is the sole distributor of
the Munchow Huhne line in
North America.
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Brochure details
TemPro products

Temple-Eastex has released a new
catalog on its line of TemPro roof
insulation products.

The four-page brochure offers
detailed information on TemPro
Standard, TemPro SP and TemPro
Basic roof insulations. Product
descriptions, applications,
acceptances and limitations are
covered along with recommenda-
tions for storage.

The catalog also outlines the
Fiber Base roofing substrate, and
includes application instructions
and data charts.

Check #48 on Reader Service Card

Celotex revises

| Top-R brochure

The Celotéx Corp. has released a
revised brochure describing Top-
R II™ insulation board.

Top-R Il board is manufactured
of glass fiber-reinforced polyiso-
cyanurate foam. The insulation is
reinforced with tri-laminate foil-
kraft-foil facers. The board is
recommended for useunder
loose-laid and ballasted roofs,
mechanically fastened roofs, and
fully adhered single-ply systems.

The brochure includes details
on product descriptions, recom-
mended uses, available sizes,
product availability and technical
information.

Check #49 on Reader Service Card

Top-RII”
Insulation

Board
(For Single-Ply
Applications)

Product Dessription
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CLASSIFIEDS

Roofing Spec Classified Rates:

Standard Classified
75 cents per word. $1.50 per bold-face
word (in headline only).
Display Classified

$55 per column inch (we will supply a bor-
der and 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.

_ ServicesandEquipment

ROOFER SPECIAL
HYDRAULIC TRUCK CRANE
1986 JLG 800 BT 94-foot hook height; hose
reel for roofer attachments. Mounted on a
1986 IHC diesel truck with a 16-foot body.
$59,000. Call Giuffre Brothers Cranes, Inc.;
414/761-2300.

ROOFERS CRANE FOR SALE
National Series 600 truck-mounted crane;
101-foot reach; 12!/-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.

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.

BUSINESS FOR SALE

Well established roofing and sheet metal busi-
ness in the 11th year of operation in beautiful
Colorado community. Strong growth area.
Over 1 million in gross annual sales. Available
with or without office, warehouse and yard.
Please forward replies to Ralph Skinner, Skin-
ner Roofing & Sheet Metal, Inc., 6135 Lake
Shore Court, Colorado Springs, Colo. 80915

PERSONNEL PLACEMENT
We specialize in placing only competent and
reliable personnel for the roofing industry
nationwide (contractors, manufacturers, dis-
tributors and consultants). 100 percent satisfac-
tion and guaranteed results. All information
held in strictest confidence. Call 800/752-
ROOF or 404/498-1760. Lanta Enterprises, Inc.

COMPRESSOR AND EQUIPMENT
Mrs. T-air compressor, heavy mastic sprayer and
granules, sandblaster, trailer hopper complete
$4,800. Ladder hoists $400 each, trolley power
hoists $3,500, and 1962 roofing conveyor.
Runs excellently. $5,800. Call 607/723-9478.

NRCA NEEDS YOUR HELP

We're running short on materials for the
museum at the Centennial Convention in San
Francisco. If you have any of the following
itemsand wouldn’t mind loaning them to NRCA
for the Centennial, we would be extremely
grateful pouring dipper, drum hoist, rope &
whirl, 1952 felt layer, ladder-rator, gravel
spreader, slate roofing-slater and ripper, spray
and spray attachment to roofing kettle, spray
material drum, hose and air hose, trailer
equipped with compressor and hose reel, and a
roof buggy. If you have any of this equipment
and would like to make it available, contact Gale
Kiesel at NRCA; 312/693-0700.

PROCOUNSEL
ROOFING PLACEMENTS

NATIONWIDE
Sales, sales managers, estimators, tech
reps, quality control, R&D, manufacturing
engineers, general managers, presidents. I
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.

; Posigiohs Available

MANAGERS WANTED

National engineering firm is looking for grad-
uate engineers and architects with two to 10
years roofing experience to manage and/or
staff regional office operations offering com-
plete roof consulting and engineering ser-
vices. Opportunities available in Midwest,
Southeast and Southwest. Call Liz Platt at 800/
323-7205 for details.

WANTED
MANUFACTURERS REPRESENTATIVES
Rapidly expanding manufacturer of single-ply
roofing systems is seeking aggressive inde-
pendent agents. Excellent commission, exclu-
sive territories open: Kentucky, Alabama,
Arkansas, Iowa, Oklahoma, Minnesota and
New York. Send resume to Box #8A, Roofing
Spec, 8600 W. Bryn Mawr Ave., Chicago, IlL

60631-3502

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.

ROOFING SUPERINTENDENT WANTED
Must have prior experience as a superintendent
or at least five years experience as a roofing
foreman. Must be experienced in built-up and
single-ply. Excellent wages and benefits for
right person. Send resume to G. L. Kautz, Inc.,
318-336 N. Marshall St., Lancaster, Pa. 17602.

MANUFACTURERS REPRESENTATIVES
Manufacturers reps wanted to sell for major
manufacturer of roofing fasteners in many
areas throughout the country. Should have
line of single-ply, BUR and insulation. If you
are an aggressive, hard-working sales rep, call
President at 800/633-3800.

EMPLOYEES
APPRECIATE
THE PAYROLL
SAVINGS PLAN.

JUST ASK THE
PEOPILEAT ITHE
BOEING COMPANY.

“Now that the interest is tied
to the current market rate,
Bonds are a really solid
investment.”

—Norman D. Collins

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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ow long would you except a roof
to last that cost the owner 5 cents a
square foot? Would you believe 70
years?

That's how long a 1,500-square-foot
roof in San Francisco has lasted, providing
its owner with seven decades of watertight
protection for $75 installed. Of course 875
went a lot further back in 1916, when the
Lawson Roofing Co. applied the roof. In
fact, for $75 Lawson was able to install a
top-quality roof and still make nearly 12
percent profit on the job.

The roof consists of five plies of organic
felt and asphalt with a gravel surface. It was
installed over a metal deck, and the base
sheet was mopped over the sheathing
boards. A list of materials for the job and
their cost to Lawson looks like this:

27 rolls of No. 2 organic felt $33.75
3 bbls. asphalt 7.50
45 sacks of gravel 4.50
Metal work: 18 ft. nosing .35
2 outlets 1.00

Labor 17.25
Miscellaneous 1.75
TOTAL $66.10

The building this roof protects is a single-
family residence in the Haight/Ashbury dis-
trict of San Francisco. It is now occupied
by the son of the original owner. The date
the roof was originally installed was
August 31, 1916.

I received this information from Frank
Lawson Jr., who now heads Lawson Roof-
ing Co. Lawson accompanied his descrip-
tion of the installation with a 1-square-foot
sample of the original membrane, taken
when a portion of the roof was replaced
recently.

Such a deal

The installation has proven to be a great
bargain for the building’s owner. He has
been able to keep his building roofed for a
little more than a dollar a year. According
to copies of the original job card, bill of sale
and guarantee, which Lawson also sup-
plied, the company gave the building’s
original owner a five-year guarantee when
the roof was first installed. The guarantee
offered to repair, at no charge to the owner,
any leaks that were caused by defective
materials or improper application.

Lawson said his company has performed
periodic maintenance on the installation
throughout the years. However, the only
roofing that has required repair has been
near penetrations and parapet walls. Until
the recent reroofing of the penthouse, no
maintenance had been performed on the
field of the roof.

How much longer this $75 roof will last
is anybody’s guess. The entire roof lasted
70 years and a good portion of it is still per-
forming today. The longevity of this instal-
lation shows what can be achieved with
built-up roofing when good materials are
installed with care and expertise. It
remains to be seen if present-day materials
and roofing practices can produce such
long-lasting roofs.

My thanks go out to Frank and the Law-
son Co. for the chance to study this roofing
success story.
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Dear Reader:

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

In future months we have articles planned on:
B Management

B The legal side of roofing

B Alternative roofing

Recent issues have featured stories on:

B Architect-Contractor relations

B Problem survey results

B NRCA programs and meetings

@ Fiber glass roofing felts

B European roofing experience

B BUR performance tests

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

B Health and Safety

PLEASE ENTER MY SUBSCRIPTION TO

IROOEING

Only $20 peryear
$65 outside US/Canada

My primary business activity:

[J Roofing, Waterproofing or Roof
Deck Contractor

[J Manufacturer, Distributor or
Supplier

[J Architect, Specifier or Engineer

) General Contractor

[ Government, Schools, University
or Institutional employee

] Building Owner
[] Other

[ Billme [[] My check is enclosed

Name

Company
Name

Address

City/State/Zip
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FREE LITERATURE!

Use this convenient postcard to obtain additional
information on the products and services
appearing in this issue. Just circle the number
that corresponds to the item(s) you are
interested in. Inquiries will not be processed
after 90 days of issue date.

August 1986

1 11 21 31 41 51 61 71 81 91 101 111 121 131 141
2 12 22 32 42 52 62 72 82 92 102 112 122 132 142
3 13 23 33 43 53 63 73 83 93 103 113 123 133 143
4 14 24 34 44 54 64 74 84 94 104 114 124 134 144
5 16 25 35 45 55 65 75 85 95 105 115 125 135 145
6 16 26 36 46 56 66 76 86 96 106 116 126 136 146
7 17 27 37 47 57 6% 77 87 97 107 117 127 137 147
8 18 28 38 48 58 68 78 88 98 108 118 128 138 148
9 19 29 39 49 59 69 79 89 99 109 119 129 139 149

10 20 30 40 50 60 70 80 90 100 110 120 130 140 150

Name

Company

Address

City/State/Zip

Phone

Please check only
one item on each
question below.

e Type of Business:

O A. commercial/
institutional/
residential

[0 B. commercial/
institutional

[J C. residential

e Estimated Annual
Sales:

[J D. less than
1,000,000

. 1-2,000,000

. 2-3,000,000

. 3-4,000,000

. 4-5,000,000

. more than
5,000,000

e My job
responsibilities
include:

[J J. specifying

[J K. recommending

[J L. purchasing
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PHENOLIC-PLUS.

EXTRAORDINARY INSULATION PERFORMANCE.
BACKED BY THE STRONGEST PROMISE IN

No other type of roofing insulation exhibits
the insulating power of PHENOLIC-PLUS.
That's a Genstar promise. And that promise
is backed by the industry’s strongest tech-
nical support program and comprehensive
warranties. It is also backed by nearly a cen-

tury of Flintkote®commercial roofing innovation.

THE HIGHEST R-VALUE IN THE INDUSTRY. The
high RValue of PHENOLIC-PLUS is made
possible by a new type of phenolic foam
that eliminates thermal drift. Independent
testing shows that a one-inch thickness de-
livers an RValue of 83. That's higher than
any other type of material currently available
to the industry. Moreover, PHENOLIC-PLUS
displays virtually no RValue reduction
through aging.

SUPERIOR FIRE PERFORMANCE
CHARACTERISTICS. PHENOLIC-PLUS has the
lowest combination of smoke development
and flame spread* ratings of any foam plastic.
In fact, it is the only foam plastic insulation

THE INDUSTRY.

that can be applied directly over a protected
metal deck and have the roof/ceiling system
achieve a fire-resistance rating of one, one-
and-a-half and two hours.

EXCELLENT CORROSION RATING. Genstar
PHENOLIC-PLUS has been extensively
tested in accordance with standard metal-
lurgical procedures for the effects of cor-
rosion on metal. The test results indicate
that PHENOLIC-PLUS does not promote
corrosion of either metal decks or approved
mechanical fasteners.

STRONGEST TECHNICAL SUPPORT. Genstar
technical representatives, strategically located
across the country, provide highly competent
professional consultation and assistance. On
projects covered by Genstar's Roof Membrane
Warranty Program, our technical representa-
tives provide periodic on-the-roof inspections
with the contractor to assure an installation
that meets Genstar's specifications and
standards of quality.

Check #12 on Reader Service Card

TOTAL GENSTAR PROTECTION. Warranties of
Genstar’s full line of products and systems are
backed by the company’s reputation and
financial strength. Genstars FullValue war-
ranties, available on projects installed by
authorized Accredited and Licensed Genstar
contractors, are so comprehensive that they
provide coverage even beyond the building
owner’s original installed cost of materials and
labor. That's the strong protection behind the
strong performance of PHENOLIC-PLUS.

GENSTAR

Performance is the promise.

For additional information, contact:
Genstar Roofing Products Company, Technical Manager,
Commercial Roofing, 5525 MacArthur Blvd., Suite 900,
Irving, Texas 75038, 214/580-5600

* The numerical flame spread rating as determined by ASTM Test
Method E-84 s not intended to reflect hazards presentad by this
or any other material under actua! fire conaitions.
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HIGH WINDS. JET EXHAUST AND FUEL VAPOR.

NUMEROUS PENETRATIONS.

THE COMPLICATIONS OF REROOFING A
MAJOR AIRPORT LED TWO INDEPENDENT
CONTRACTORS TO A SINGLE SOLUTION:
FIRESTONE.

The problems facing contractors reroofing the Philadelphia
International Airport were as big as the airport itself.

High winds, jet exhaust, corrosive fuel vapors, building
vibration and expansion—all had accelerated the decay of the
existing built-up roof. Cracks and leaks abounded. Blowing
roof debris threatened jet engine intakes.

Plus a new HVAC system was going in, requiring an
enormous number of penetrations, with difficult flashing details.

In the face of all this, the airport engineer and architect
recommended against another BUR. They specified EPDM
rubber. And their two independent roofing contractors
specified Firestone.

“‘Support was critical for this job, and from the beginning
Firestone worked with us in putting it all together,” said
Zach Hamada, of the Philadelphia-based Hamada Inc.,
contractor for the recently completed Concourse ‘“B.”

Hamada laid down Firestone RubberGard”60 mil EPDM,
fully adhered over 1" high density fiberboard insulation. A top
coat of Hypalon”paint and silica sand protects against fuel
vapor and gives the new roof a UL Class “A” fire rating.

Firestone field personnel helped with flashing details and
conducted two interim inspections. The final warranty
inspection came within 30 days of job completion.

“Firestone is providing us with tremendous technical
assistance,’ said Jerry Hughes of Davisville Contracting,
Ivyland, PA, which is in the midst of reroofing two other
concourses and the main terminal. “‘Not only is the quality
of their product excellent, they respond quicker than other
¢tompanies.”

Contractors across America choose Firestone RubberGard
for its strength, durability, economy, ease of installation—and

nFirestone’s outstanding field support.

Firestone’s good name insures your good name, even on
the most difficult jobs. Call 1-800-428-4442.

Frirestone

ROOFING SYSTEMS ... /100/ puactr service cord
NOBODY COVERS YOU BETTER.

Firestone Building Products Company, Division of The Firestone Tire & liubber Company, 3@500 Wast DePauw Elvd,, Indianapolis, IN 46268.

SOEeEDT AT W) S e A o L4 e RN (gt Vaall Sl TRt o



