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The Manville Fesco® Board in use

o 9

would blanket most of Manhattan Island.

Since we began making Fesco
Board in 1959, more than six billion
sguare feet have been used on the
roofs of America. Enough to cover
all of Manhattan Island, except for
Central Park. And we wouldn't
want to cover that.

Here's convincing proof of the
popularity of this versatile, reliable
roof insulation board among
specifiers and installers.

Originally specified for its
thermal efficiency, Fesco Board

Check # 14 on Reader Service Card ’

has come to be used more for its
dimensional stability. Its rigidity and
ability to resist compression.
Installation without joint taping.
Excellent mopping surface. Fire
resistance. All the features re-
quired for a sound, solid substrate
for built-up roofs.

Fesco Board is ideal for re-
roofing, too. And it can be used in
conjunction with Manville Factory
Tapered Fesco Board.

Find out more about Fesco

Board. Contact Manville Product
Information Center, Ken-Cary!
Ranch, PO. Box 5108, Denver,
Colorado 80217. (303) 978-4900.
For export, TELEX MANVL DVR
454404. y
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Construction contracting remained
strong and steady in June, at an

annualized rate of $227.2 billion in
newly started projects, according to
the E W. Dodge Division of McGraw-
Hill Information Systems Co.

June’s construction starts, which
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Non-residential contracting down
in spite of June construction’s rebound

industrial building and an 11 percent
increase in residential building put
the unadjusted midyear total of
newly started construction at $117.4
billion, a net gain of 4 percent over
the same period of 1985.

June contracts for residential build-
ing were valued at $114.5 billion, vir-
tually even with May’s rate. Including
the surge of housing starts in April,
second quarter contracting for resi-
dential construction averaged $119.1
billion, an all-time high.

Contracts for non-residential
building edged up 1 percent in June to
a seasonally adjusted $73 billion,
bringing the second quarter average
to $76.7 billion. This compares with a
rate of $85.2 billion for the third
quarter of 1985, the most recent peak
in non-residential building.

In the sluggish commercial and
industrial sector, where both office
and factory construction have been
running sharply below last year’s lev-
els, June saw an uncharacteristic
spurt of activity, due primarily to
increased military and aerospace
spending. “For most civilian goods,
however, manufacturing capacity is
excessive and construction plans are
being shelved this year,” Christie
pointed out.

Office building starts eased further
in June, bringing the second quarter
rate of contracting to the lowest
point in three years.

Contracting for public works and
utilities construction advanced 3 per-
cent in June to a seasonally adjusted
rate of $39.6 billion.

At midyear, the North Central and
Northeastern regions were showing
sizable gains, while the South failed to
keep pace. The North Central’s mid-
year total of contracting for new con-
struction was up 14 percent from last
year’s level, while the Northeast was
ahead by 8 percent. The West
matched the national average with a
gain of 4 percent, while the South
trailed last year’s level by 2 percent.

Following is a summary of the lat-
est month’s Dodge construction sta-
tistics, measuring the value of newly
started construction that will be com-
pleted soon.
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Overbuilding
becoming problem in
commercial market

For the second quarter in a row, Cold-
well Banker’s National Industrial
Vacancy Index rose sharply. The
increase of 0.4 percent in June fol-
lowed an increase of 0.3 in March,
and is the steepest rise since March
and June of 1982. The new all-time
high of 5.7 percent is 0.6 percent
above the previous peak of Septem-
ber 1983.

In 20 out of 26 areas surveyed,
available space in large industrial
facilities increased, with most of the
space availability arising in ware-
house and distribution centers of
large buildings. About half of the mar-
ket areas reported that most of their
increases came in existing, previously
occupied buildings.

Overall, the level of second quarter
sales and leasing activity was down
only slightly from the first quarter,
but available space exceeded absorp-
tion by a wide margin.

New construction was vigorous in
California, accounting primarily for
the increased vacancies. New con-
struction was also a big component of
the index increases in Chicago,
Atlanta and Mid-New Jersey.

The relatively severe rise in the
vacancy index among large industrial
facilities occursatatime ofboth consol-
idation and expansion. While contrac-
tions and plant closings are prevalent in
some areas of the country, other areas
are seeing their large industrial plants
growing and modernizing. Several
areas report increases in available
buildings because tenants have reloca-
ted into new built-to-suit facilities.

Nine market areas recorded new
highs for the quarter. The highest
vacancy rates are in: Houston (13.2
percent); Miami (11.2 percent); North-
ern and Central California (8.9 per-
cent); and Chicago and Dallas (both at
6.8 percent). The lowest rates are in:
Washington, D.C., (1.0 percent); Seat-
tle and Nashville (both at 1.9 percent);
Philadelphia (3.3 percent); Long Island
(3.4 percent); and Oklahoma City (3.7
percent).

continued on page 7

THE HAUL MIGHTY

LEASE IT!

ORBUYIT
From Giuffre Bros. the Leasing Experts

HI-LIFT

Featuring GMC JOB TOUGH TRUCKS

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

Why should you have to shape and shop for all of
those necessary second-truck features yourself? And
worry about the financing?

That's what we thought! So the folks that brought you
the Complete Roofer's Package now bring you the
haul-American performer in second trucks. Built to our
exacting specifications to meet your exacting demands..
Complete with everything the job requires.

And convenient to lease from the leasing experts.
Our new HAUL MIGHTY has the same heavy duty,

high quality reliability you've come to know in our

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

features you'd expect:

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

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

@ 18 ft. Hi-Lift hydraulic dump.

® Full 8-ton load capacity.

® Double full length frame.

® Power steering, power brakes.

® Heavy duty tool box.

® Trailer hitch.

@ Custom cab, custom interior.

Remember, Giuffre Bros. buys and sells more trucks
than a lot of dealers. That means we get volume
discounts, which you enjoy whether you buy or lease.

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

For all your roofing needs, and now the HAUL
MIGHTY, take it from us:

Giuffre Bros knows your job.

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

SPECIALISTS Serving a very SPECIAL INDUSTRY
JUEER

9770 South Ridgeview Drive G E
Oak Creek. Wisconsin 53154
(414) 761-2300
JLG-RO Crane Distributor Bkos'
Check #11 on Reader Service Card
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Goss Ready-Flame
Roofmg Torch...

For more information, call toll-free:

1-800-FOR GOSS In Pennsylvania 1-800-GET GOSS
1-800-367-4677 1-800-438-4677

GOSS

1511 Wm. Flynn Highway (Route 8)
Glenshaw, PA 15116-2301

Telephone: 412/486-6100 o Telex: 81-2437

Check #12 on Reader Service Card



BRAI OR BRAIFLEX

THE CHOICE IS YOURS.

U.S. Intec, producer of APP
modified BRAI roofing mem-
branes, now offers SBS
modified BRAI/FLEX mem-
branes. These products are
manufactured on exacting
specifications to create a
superior roof. You can torch
down BRAI or mop down
BRAI/FLEX. And BRAI/FLEX
comes in your choice of
colors. For your roofing pre-
ferences and needs, choose
the industry’s standard for
quality —U.S. Intec.

We’re on aroll.

v.s.intec/
brai 2=

ON A ROLL
7/
PO. Box 26845 74l AND WATERPROOFING

Port Arthur, Texas 77643 PRODUCTS
Regional Offices:
Fort Worth, TX e North Branch, NJ e Long Beach, CA
Texas 1-800-392-4216 National 1-800-231-4631

Technical Hotline: 1-800-62INTEC

Check #26 on Reader Service Card



Home insulation company charged with R-value rule violations

The Federal Trade Commission (FTC)
has charged four companies with
misrepresenting the effectiveness of
their thermal insulation products. In
a complaint filed in federal district
court, the FTC asked the court to pro-
hibit such misrepresentations and to
order the companies to pay civil pen-
alties for violating the Commission’s
insulation rule.

The complaint names TS Indus-
tries, Inc.; two subsidiaries, named
Thermal Systems, Inc., and Energy
Thermal Systems, Inc., that manufac-
ture and sell home insulation as well
as a subsidiary holding company, TSI,
Inc., and Harry L. Woodcock, a TSI,
Inc., officer.

The FTC’s home insulation rule,
known as the R-value rule, is de-
signed to provide consumers with
information so they can compare the
effectiveness, or R-value, of different
types and brands of insulation. The
rule requires the use of standard test
procedures for determining R-value
and requires advertisers to base their
claims on these tests.

The complaint charges that the
four companies violated the R-value
rule by:

Proposal would
change code’s
roofing criteria

A delegation from the Single Ply Roof-
ing Institute (SPRI) met with represent-
atives of the International Conference
of Building Officials Evaluation Serv-
ice, Inc., (ICBOES) in Los Angeles in
June to discuss the ICBOES’ criteria for
special roofing systems in the Uniform
Building Code published by ICBO.

As aresult, a proposed code change
providing for the independent evalu-
ation of single-ply systems will be
considered by ICBO early next year.

The SPRI Codes Sub-Committee
plans to develop its draft proposal for
consideration by an ICBO code
development committee at its Janu-
ary 1987 meeting in Los Angeles. If
accepted by the ICBO membership,
the code change will be incorporated
into the 1988 edition of the Uniform
Building Code.

M failing to use required tests for
determining R-values;

B failing to age the insulation prop-
erly before testing;

B selling insulation with R-values
more than 10 percent below the
advertised level; and

B failing to keep records required by
the rule.

TSI is contesting the charges and
plans to go to court. Representatives
from Manville Corp. and Celotex
Corp. are expected to be called upon
to testify.

The FTC’s Denver Regional office
filed the complaint in the U.S. District
Court for the District of Colorado.

Now, You Can Recommend and Install
The Very Best of Today’s Tapered
Roof Insulation Technology!

it
L]

TRI TRB TRB
TRB | ” m

Underlayment Optlons

Underlayment Optlons Underlayment Options

FDAMGI.AE‘:®

ROOF INSULATION

IR

The new FOAMGLAS®

PC PLUSYSTEMS™ take advantage
of the best physical characteristics
of Pittsburgh Corning’s cellular glass
and foamed plastic insulations.The
nucleus of the PC PLUSYSTEMS ™
is the new FOAMGLAS® insulation,
with 10% improved “R”, the most
moisture resistant insulation on

the market.

The PC PLUSYSTEMS™ have un-
derlayments of FOAMGLAS®-Board,
phenolic foam (PF) or polyisocyanu-
rate foam (PI) insulations. They offer
you competitively priced systems.

The top layer of Tapered
FOAMGLAS® insulation provides
slope to drain water and it is com-
patible with all roof membranes. It
shields the PF and Pl Underlay-
ments from temperature extremes
and distributes loads evenly.

Satisfies Performance
Criteria and Priced
Competitively!

The All-FOAMGLAS®

PC PLUSYSTEM with
FOAMGLAS®-Board insulation
underlayment offers constant ther-
mal efficiency and exceptional

compressive strength. Recom-
mended wherever maximum long-
term thermal performance and
reliability are needed.

The FOAMGLAS® PC PLUSYSTEM
with PF (phenolic foam) Under-
layment provides the highest
R-value available in these systems.
Recommended where insulation
thicknesses are limited by physical
or cost restrictions.

The FOAMGLAS® PC PLUSYSTEM
with Pl (polyisocyanurate foam)
Underlayment is also a high
R-value system. Recommended
where physical or cost restric-
tions exist.

For more information contact
Pittsburgh Corning Corporation,
Marketing Department FB-6, 800
Presque Isle Drive, Pittsburgh,
PA 15239, Tel.: (412) 327-6100.

PITTSBURGH

® THE
INNOVATIVE
INSULATION
PEOPLE

CORNING

Check # 18 on Reader Service Card
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Asphalt roofing manufacturers elect next year’s leaders

The Asphalt Roofing Manufacturers
Association’s (ARMA) Board of Direc-
tors recently met in Denver to elect
officers and committee chairmen for
the upcoming year.

J.D. Hasselbach, vice president and
general merchandising manager for
the Roofing Products Division of Celo-
tex Corp., and William C. Schwingen,
vice president, research and commer-
cial development at GAF Corp., were
elected vice presidents of the Com-
mercial and Residential Roofing Divi-
sions of ARMA.

The Board also elected E.A. DiSalvo,
president of Leatherback Industries,
treasurer of ARMA.

The Board reconfirmed Roger H.
Bengtson, vice president and general
manager of the Roofing Systems Divi-
sion of Manville Corp., as ARMA pres-
ident. Richard D. Snyder will remain
executive vice president and general
manager.

Chairmen of five standing commit-
tees were also appointed at the Den-
ver meeting.

EM. (Ric) Durand, general sales man-
ager, Asphalt Roof Operations, Gyp-
sum Division of Georgia-Pacific Corp.,
was named chairman of the Residen-
tial Roofing Committee. Chairman of
the Built-up Roofing Committee is Ted
W. Michelsen, Ph.D., manager of Mar-
keting Engineering Services for Man-
ville Corp., Kenneth Grzybowski,
senior research chemist at Celotex
Corp., was named Research Commit-
tee chairman, while Brian M. Hayden,
operations manager, Roofing and
Paper Division of Georgia-Pacific
Corp., was named chairman of the
Manufacturing Committee. Chairman
of ARMA’s new committee on modi-
fied bitumen is Gerald A. Schubert,
director of sales/marketing for Nord
Bitumi U.S., Inc.

ARMA has also announced that the
second annual National Roofing

Week promotion will be held May 2-
10, 1987.

Snyder also said that the biggest
problem faced by the promotion in
1986 was the lack of sufficient lead
time, having announced plans for the
May 1986 event in January of that
year. He hopes the early promotion
for the 1987 event will eradicate that
problem.

“We want to get the word out to
the industry as early as possible,” said
Snyder. “We are looking forward to
an even more successful promotion
in 1987.”

National Roofing Week was con-
ceived by ARMA to increase aware-
ness of roofs and roofing. Supported
by companies and associations with
an interest in promoting roofing,
National Roofing Week is directed at
both consumer and trade audiences.
Details of the 1987 event will be
announced later this year.

CLEARFIELD’S BIG 5: (L to R)
HSDU-42, HSDU-52, LSN-62,
NEW GL-72, LN-77.

Clearfield introduces the
all-new GL-Series, featuring a
16" wide belt, 20’ folding
section, and 51’ high reach!

The GL has a 72’ boom, 30 hp
Wisconsin engine, tandem
axles and outriggers. You get
the safety and added reach of a
folding boom, with guaranteed
Clearfield quality!

The GL-Series is just in time
for Clearfield’s 30th Anniver-
sary. Watch for it at the NRCA,
or call for details today:
NATIONAL 1-800-453-2446.

There's always somelhing
new at Clearjield!

[T}

CLEARFIELD CONVEYORS, INC.

362 South Main CInarficld. Utah 84015
Telephone 1:800-453 2

Check #4 on Reader Service Card
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Southwestern General
acquires Armco Atlantic

The Southwestern General Corp., a
holding company headquartered in
Golden, Colo., has acquired Armco
Atlantic, Inc., from Armco, Inc.

The sale was effective July 1. The
sale price was not disclosed. Armco
Atlantic, which has an annual sales
volume of more than $130 million,
was a wholly owned subsidiary of
Armco, Inc. In 1985, the parent com-
pany announced plans to divest itself
of non-steel businesses.

Daniel C. Wertenberg

Daniel C. Wertenberg has been
named president of Armco Atlantic.
He replaces James A. Zimmerman,
who will take a new assignment at
Armco, Inc.

Armco Atlantic, Inc., willbe a wholly
owned subsidiary of Southwestern
General, which presently has 15 sub-
sidiaries in three basic industries:
building materials/construction, agri-
business products and industrial/com-
mercial products. The new subsidiary
will continue tobe headquarted in Cin-
cinnati. No significant changes in oper-
ations are anticipated at this time.

Southwestern’s acquisition is con-
sistent with the company’s policy of
acquiring companies that provide a
seasonal balance and complement
one another during fluctuating eco-
nomic trends. This philosophy
helped Southwestern General grow
over the last six years from a $4-
million-per-year building compo-
nents manufacturer to a diversified
holding company with annual sales in
excess of $400 million.

As a subsidiary of Southwestern
General, Armco Atlantic is now in a
much better position to improve its
position in the marketplace by
obtaining the capital needed for
growth and development, according
to Wertenberg. Because of financial
difficulties during the past few years,
Armco has not been able to provide
the metal building manufacturer with
this needed capital.

The Eastern Steel Division of
Armco, Inc., will continue to be a
steel supplier for Armco Atlantic,
which has been a part of Armco since
1935.

Kitson Brothers
awarded Perfect 10

Kitson Brothers, Inc., a Hatfield, Pa.,
roofing firm, has been awarded Car-
lisle SynTec Systems Perfect 10 Award
for consistent technical excellence in
single-ply roofing applications.

The award is presented to roofing
firms that complete 50 error-free
roofing applications, as judged by
Carlisle technical representatives.

Enroute to its Perfect 10, Kitson
Brothers completed single-ply roof-
ing applications for Snap-On Tools,
Inc.; Shrine of Our Lady Czesto-
chowa; and the Burlington County
Memorial Hospital.

GAF offers rebate
on Ruberoid MIB

Contractors who purchase rolls of
Ruberoid®MB modified bitumen
between July 1 and Sept. 30 are eligi-
ble for a $2-per-roll rebate from the
GAF Building Materials Corp. The
rebate is valid on all purchases; there
is no minimum purchase quantity.

This promotion is designed to help
introduce Ruberoid MB, which is
now available throughout the United
States.

continued on page 11
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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
companies.”

Contractors across America choose Firestone RubberGard
for its strength, durability, economy, ease of installation—and
Firestone’s outstanding field support.

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

Firestone

ROOFING SYSTEMS
NOBODY COVERS YOU BETTER.

Firestone Building Products Company, Division of The Firestone Tire & Rubber Company, 3500 West DePauw Bivd., Indianapolis, IN 46268.
RubberGard® is a registered trademark of Firestone Building Products Company. Hypalon® is a registered trademark of The DuPont Company.

Check #8 on Reader Service Card



ARCO names
vice president of sales

ARCO Building Products has named
Nicholas P Trainer vice president of
sales. Trainer will be responsible for
the company’s complete building
products line, including Alsco™ sid-
ing and extrusion products and
Amarlite™ architectural products.

Trainer joined the Atlantic Rich-
field Co. in 1980 as president of the
Sartomer Co., a wholly owned sub-
sidiary. In 1985, he was named busi-
ness and marketing director for
ARCO Specialty Chemicals.

Armco builders win
awards of excellence

Eight Armco Building Systems builders
have won 1985 Design Awards of
Excellence for innovative and eco-
nomical design at the annual meeting
of Armco builders. Seven of the eight
winning projects were roofing pro-
jects.

Winning roofing projects, builders
and project architects were:

B the Broadmoor Corp. of Metairie,
La., for the construction of the
Delta Queen Steamboat Co. office/
passenger terminal in New
Orleans, designed by the Broad-
moor Design Group;

B the J.G.A. Construction Corp. of
Syracuse for construction of the
Scherz Porsche & Audi, Ltd., facil-
ities in Syracuse;

B N & J Constructors, Inc., of Lufkin,
Texas, for reroofing the BMS Asso-
ciates office building in Columbus,
Ga., with BMS Associates as the
project’s architect;

B Palmer Building Systems Corp. of
Huntington Beach, Calif., for
reroofing Todd Shipyard’s office
and shop in San Pedro, Calif ; and

B Ruff Building Systems, Inc., Balti-
more, for the construction of the
Meadowbrook Maintenance Facil-
ity roof in Chevy Chase, Md., with

Michael B. Amos, AIA, PA, of Balti-
more as the project’s architect.

Stoldt-Stotts, Inc., Oklahoma City,
won two Design Awards of Excel-
lence for the construction of the
roofs on the Francis Tuttle Vo-Tech
School and the Springlake Vo-Tech
School of Oklahoma City. HTB, Inc.,
of Oklahoma City was the architect
for both projects.

All well-designed Armco facilities
that include Armco structural fram-
ing plus Armco wall systems and/or
Armco roof systems are eligible for
entry in the company’s annual design
award contest held each year in Cin-
cinnati. Also eligible are Armco wall-
only or roof-only applications,
including reroofing.

continued on page 13

Protect your reputation...
with Detuail Products
from JBD Supply.

When Detailing your next Roof System, insist on JBD Supply,

for lasting results.
Stickney Shepherd Inc.
National Sales Managers

1-800-992-1505
(816) 753-5022 (Missouri)

JBD Supply

Technical and General Info
1-800-233-7605

(216) 453-3108

Check #13 on Reader Service Card
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The Siplast product line has evolved over nearly
three decades of designing systems to satisfy the
critical demands of specific roof conditions.

A A key discovery in this evolution was our develop-

ment of SBS Modified Bitumens in 1968, as a
response to increased stresses imposed by modern
roof construction. Modifying asphalt with SBS pro-
duces an elastomeric blend with exceptional
elongation/recovery properties over a wide range of
temperatures. We combine this blend with appropri-
ate reinforcements and surfacings to create a full
line of systems, each engineered for a specific use.

Our systems also provide the right application
method for varying job requirements, allowing you

the practical advantage of choosing hot asphalt,

cold adhesive or torching. Plus we offer

roofing industry. And every one of our systems is
fully tested and guaranteed.

This ability to provide the right product for each
application, rather than one product for all uses, is a
cornerstone of the Siplast philosophy.

Engineered products, a choice of application
methods and a variety of finishes all contribute to
the ultimate performance of Veral, Paradiene and
our other roofing materials.

Superior product design — just one of the many
elements that sets us apart in high-performance
roofing.

For more information on any of our roofing sys-
tems, call 1-800-922-8800. In Texas, call collect
214/869-0070. Siplast, Xerox Centre,

one of the largest vari-

3 Suite 1840, 222 West

eties of colors and fin- -
ishes available in the |

Las Colinas Bivd.,
Irving, Texas 75039. -

=

i
i
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i
¥

Some manufacturers expect

one roofing product to do everything.

We don't.
 siplast

Roofing Systems

¥



ASC Pacific hires
two new managers

ASC Pacific, Inc., has named Steven
D. Gardner Northwest region sales
manager and Peter B. Beimford roof
manager.

In his new position, Gardner will be
responsible for marketing steel build-
ing products manufactured at the
company’s Tacoma, Spokane and
Anchorage plants. Gardner comes to
ASC Pacific from the Champion Inter-
national Corp.’s Tacoma distribution
plant, where he was sales manager.

Beimford will be responsible for
marketing the company’s new indus-
trial standing seam product, includ-
ing sales, field erection, engineering
and product development. This
product will be sold under the trade
name Dura Seam. Before joining ASC
Pacific, Beimford owned and oper-
ated a commercial roofing company
in the Cincinnati area.

GAF promotes Bondac
to roofing manager

The GAF Building Materials Division
has promoted A.A. Bondac to man-
ager of prepared roofing, research
and development. He was formerly
senior staff scientist.

Bondac holds 13 patents and is
considered an expert in product and
process design. He was recently
involved in non-woven products and
processes using glass fiber applied in
commercial and residential roofing.

Cooley announces
personnel changes

Cooley Roofing Systems, Inc., (CRSI)
has appointed Orlando Lobo as man-
ager of corporate accounts and pro-
moted Tim Whaley to Southwest
regional sales manager.

Lobo’s new responsibilities include
coordinating CRSI's corporate ac-

count program personnel and field
technicians, identifying multi-facility
accounts, and making sales presenta-
tions to building owners, design/build
firms and engineers. To assume this
new position, Lobo is transferring to
CRSI'’s corporate headquarters in Paw-
tucket, R L., from the company’s Hous-
ton office, where he was Southwest
regional sales manager.

Whaley, who replaces Lobo at the
Houston office, will be responsible
for overall sales management and
technical support to CRSI customers.
Previously, Whaley was a CRSI sales
representative for Northern Texas,
Oklahoma and Arkansas.

continued on page 15

When itcomes to Cold Process and Spray Systems

PERFORMANCE
MAKES THE DIFFERENCE

Spraying cold materials is a highly specialized and
personalized operation. It’s difficult for individual
contractors to have a working knowledge of all the
available equipment for the proper application

of material.

At Roofmaster, we work with spray systems on a daily

For Information
1-800-421-6174
USA except CA& AK
1-300-372-6409

California only
except 213 & 818 AC

basis. We've designed and coordinated the right system for many of your
spray applications. The results are time-proven, job-tested spray equipment
- .- and that adds up to one advantage . . . PERFORMANCE!

Take the guess work out of choosing the right equipment, contact your local
supplier today and insist on Roofmaster products — — you'll see why

Roofmaster makes the difference!

SPECIAL PRI-MASTER™

HIGH PRESSURE
PISTOL GRIP POLE-GUN

HELPING CONTRACTORS BUILD AMERICA SINCE 1952

Plant: 750 Monterey Pass Road, Monterey Park, California 91754-3668
Mail: Post Office Box 63309, Los Angeles, California 90063-0309
Telex: 298940 Roof ur

Telephone: 213-261-5122

—,
ROOFMASTER.

PRODUCTS COMPANY

Check #21 on Reader Service Card
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It's not easy being perfect.

Yet some succeed at it again and again.

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

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

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

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

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

In Canada, 1-800-387-4990.

The Carlisle Centurion

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

4. 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, |IA

. 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.

17.

18.

19.

20.

21.

22.

23.

24,

Harlan Hanson / Central States Roofing
Company, Ames, |A

Ronald Therrien / A.W. Therrien Company,
Inc., Manchester, NH

Mark Sobeck / The Sobeck Corporation,
Wyoming, PA

John Gooding / Gooding, Simpson &
Mackes, Inc., Ephrata, PA

Ardell Porter / Porter Roofing Company,
Inc., Belton, MO

Chris Wille / Ak Sar Ben Roofing Company,
Inc., Omaha, NE

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

NOT IN PICTURE:

Kent Nielsen / Curran V. Nielsen Company,
Inc., Minneapolis, MN

Glenn Langer / Langer Roofing & Sheet
Metal, Milwaukee, WI

Sam Roth / Roth Brothers, Inc.,
Youngstown, OH

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

Carlisle is a trademark of Carlisle Corporation, ©1986 Carlisle Corporation

Check #3 on Reader Service Card




%&Iémis(eep your roof
well covered,

through all seasons.

We've had a reputation for supplying high quality,
technically innovative products to the coatings industry
for over 20 years. The tradition continues with the
introduction of 76RES® 1018 and 76 RES® 1019,
Styrene Acrylic emulsions for elastomeric roofing
membranes and high build textured vertical

wall coatings.

Roofing membranes, properly formulated and applied
based on 76 RES 1019, provide the protection you
need-ponding water resistance that is unequaled,
stain resistance, thermal shock resistance, and UV light
resistance-economically. And because 76 RES 1019 is
elastomeric, coatings properly formulated based on it will
expand and contract with the roof, providing years of crack
free service.

What’s more, because roofing membranes formulated
with 76 RES Styrene Acrylics are white, the roof stays

significantly cooler, reducing thermal degradation and
making improved energy efficiency possible.

Our Technical Service Center stands ready to
provide you with formulation and application
information. And we'd be delighted to
put you in touch with a current
customer.

It's time for you to get a Quality

response to your product needs. Call
us-76 Polymers-at 1-(312)-490-2596
and ask for Jay O’Toole.

UNOCAL

Unocal Chemicals Division
Check #28 an Re ice Ca Schaumburg, IL 60195




Get a load off
your roof with

REEVES

Reeves Original Rotary
Spudding Machines
ForThe ToughJobs!
Super Tex-180
o T HP, BS Engine
O Double Pully Drive
With Matched V-Belts
0 12" Flywheel With
4 Carbide Blades
0 12 Sgs. Per Hour
o Wt. 199 Ibs.

FREE Set Of
Cutter Blades Qs
Included With =§&:
All Models :

Self Propelied Power Broom

0 1/C 4 HP, BS Engine & Sweeps Right, Left, or

Straight Ahead © Dead Man Type Controls

\ 036" Face x 18" Diameter Polypropylene Brush

- 0 Two 4.10 x 350-4 Pneumatic Tires
o Wt 238 Ib:

Single Blade Roof Gutter
1 1/C 8 HP. BS Engine 0 Handy Throttle
; O Adjustable Cutting Depth

. 0 Hi-Rise Air Filter

0 12" Carbide
Tipped Blade

o Two Semi-Pneu.
3x12” Tires
o Front Semi-
o Peu 10x2.75
R Wt 185 Ibs.

Double Bladed Roof Gutter
Cuts A Strip 24" Wide
21/C 10 HP.BS Engine © W1.256 Ibs.
0 Two 12" Carhide Tipped Blades
1 O Adjustable Cutting Depth
o Two Hoisting Eyes
a Two 10x2.75 Front
Semi-Pneu. Tire & Wheel
= O Two3"x12" Rear
Semi-Pneu. Tire & Wheel

1 Handy Throttle

14" Carbide
Blades Available

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

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

REEVES ROOFING EQUIPMENT CO., INC.

Rt. 17, Box 300. San Antonio, Texas 78228 (512) 695-3567

Check #20 on Reader Service Card

Jon Jackson, Paul Buc and Mary Nye (left to right) are the proud winners of
scholarship grants.

Honors and scholarships
highlight graduation

Greg Schimmel and Russell Sroka were
honored by Roofers Local 149 and the
Roofing Industry Promotion Fund
(RIPF) as outstanding apprentices dur-
ing the 1986 Apprentice Graduation,
June 28, 1986, in Detroit. Schimmel
was in the January class of 1986 and
Sroka was in the June class of 1985.

In addition to honoring graduates
for completing three years of class-
room and on-the-job training, the
Local and RIPF awarded three scholar-
ships. Paul Buc, a student at Oakland
University whose father is employed
by the T.E Beck Co.; Jon Jackson, a stu-
dent at Michigan Tech whose father is
employed by the PE LaDuke & Sons
Roofing Co.; and Mary Nye, a student
at Michigan State University whose
husband is employed by the Royal
Roofing Co., each received a $700
grant.

The scholarship grants, also a joint
product of Local 149 and the RIPE are
to assist male or female college-bound
or enrolled students who are depen-
dents of active Local 149 members.

The scholarships were awarded in
the names of Gregory J. Schaetz, a
member of the Apprentice Commit-
tee and a long-time member of Local
149’s Executive Board; A. Stewart
Kerr, RIPF counsel for more than 25
years; and Mervin E. Smith, a former
secretary of the Apprentice Commit-
tee and current RIPF executive secre-
tary. Each were present to award a
scholarship.

Scholarship applicants were judged
on a 250-word essay about the impor-
tance of the roofing industry. The com-
positions were to encompass trade
history, current systems, improvement
ideas and what roofing means to the
writer.

The graduation program speakers
were John Stenson, an RIPF account
executive credited with spearheading
the adoption of the joint program;
Don McNamara, president of the
National Roofing Contractors AssOCi-
ation; Lawrence Bringard, apprentice
instructor; and Phil LaDuke III, chair-
man of the Joint Apprenticeship
Committee.

Mazurkiewicz president
of Western Michigan

The Associated Roofing Contractors
of Western Michigan, a chapter of the
Michigan Roofing Contractors Asso-
ciation (MRCA), has elected Dave
Mazurkiewicz of Allied Roofing in
Grand Rapids president for 1986-87.

Also elected were Charles Knapp
of G.A. Richards Co., Grand Rapids,
as vice president and John Zant of
vander Broek Roofing Co., Grand
Rapids, as secretary/treasurer.

Ron Kanaar of East Muskegon
Roofing Co., Muskegon, and Dan
Boom of J & L Roofing Co., Grand
Rapids, were appointed to the MRCA
Board of Directors for 1986-87.

1« ROOFING SPEC
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HAS NOW BECOME THE LARGEST ROOFING
¢ HOPPER EQUIPMENT DISTRIBUTOR IN THE U.S. MOP YARN

We at Benjamin thank you for your support to make us the leader!
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Since 1920, we have strived to supply you, our customers, with the newest innovations
in labor saving and safety equipment — top quality and at the best possible price.

We have added many new state of the art pieces of equipment in the last two years for
both BUR and SINGLE-PLY roofs.

Here is a short list of old standbys and some New Excitement in equipment to
continue to support your growth and ours.

CALL US 1-800-874-1151 NAT'L
1-800-342-2370 FL.
FOR YOUR NEEDS AND INFORMATION

CLEARFIELD CONVEYORS - Gravel, insulation, materials, straight and folding (for the
contractor), truck mount (for the supply house)

BLACKWELL KETTLES - Saws, scratchers, sweeper, workhorse, power peeler
REEVES KETTLES - Saws, scratchers, sweeper, workhorse, power peeler

REDDI ON-DECK - Hot dispensers, hot luggers, material carriers, felt layers, gravel
spreaders, mop carts, patch kettles, and many more

SINGLE-PL_Y EQUIPMENT - Roll carriers, leister heat guns, tools
ARO SPRAY AND CAULKER EQUIPMENT - The best for EPDM’s
NATIONAL CRANES

TAURUS TANKERS

REIMANN GEORGER - hydraulic hoists, swing beam, ladder platform
SMITH HOIST - Hydraulic, swing beam

NIEMAN TEAR OFF - The ultimate tear-off attachment
GRAVELY TRACTORS - With tear off attachment, sweepers
TRAMEX - Moisture detectors

UNITED CONSTRUCTION - Torches, regulators, dragon wagons
MARATHON BRAKES and SLITTERS

TOOLS, MOP YARN, and anything you may need, we either have it or will find it for you —
AND ALWAYS AT THE RIGHT PRICE.

HONDA GENERATORS & WELDERS
SUPER FORCE DEWATERING PUMPS - Our new winner, over 1000 sold in 6 months

CALL US ON OUR NATIONAL TOLL FREE #1-800-874-1151

NORFOLK BRANCH HOME OFFICE NEW ORLEANS BRANCH
3521 E. Virginia Beach Blvd. 2300 McCoy’s Blvd. 2400 Connecticut St.
Norfolk, Virginia 32502 Jacksonville, Florida 32203 Kenner, Louisiana 70062
804-857-6229 904-387-5581 504-464-6868

1-800-342-2370 (FL)
1-800-874-1151 (NATL)

CLEARFIELD CONVEYORS. BLACKWELL KETTLES & ON DECK. PAUS ELEVATORS

TAURUS TANKERS. REDDI-FELT LAYERS & SLITTERS. LUGGERS, PATCHPOT. GRAVEL SPREADER
4394039 NNVIIIY "L1SIOH HlIWS "ATIAVHI-NVINIIN ‘dNNd OINAVM ‘SILNHI HSVYHL ‘S113g B
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NTRODUCI’NG

Ruberoid’
Modified Bitumen.
Simple. Fast.
Inexpensive.
Architects, owners,
contractors are
carrying the torch
for Ruberoid MB.

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

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

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

RUBEROID

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

job is a snap to inspect.

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

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

2B\

ANNIVERSARY
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Roofing falls victim
to drug abuse epidemic

1t one mid-sized roofing company,
increased employee absenteeism,
| decreased productivity and signs
= of poor workmanship were the
first indications that drugs had invaded the
workplace.

“I knew we had a problem, but it kept
getting worse and worse,” said the compa-
ny’s president, an NRCA member who
wishes to remain anonymous. “Then we
noticed that materials were disappearing.
Over the period of a year, more than
$400,000 worth of materials and equip-
ment were lost through mishandling, lack
of controls and just plain theft.”

The roofing contractor also noticed a
marked difference in the morale of his
employees. “Some people were afraid to
g0 off on jobs with others, and there was
the general feeling that no one cared,” he
said.

Tricia Drevets is a Chicago-based free-

This contractor’s experience has
become all too common in recent years.
Employee drug abuse is a cancer that has
spread to many other roofing firms as well
as other American businesses across the
country—both blue collar and white collar.

“We knew we had a drug problem,” the
contractor continued, “but the extent of it
was not apparent until we were notified by
the police that some of our employees had
been arrested.”

In this contractor’s case, employees
from the supervisory level down were buy-
ing, selling and using drugs on company
time and at company jobsites. Of 150
employees, about 40 were involved with
drugs, primarily PCB cocaine and mari-
juana. In order to support their expensive
habits, some employees were stealing the
company’s roofing materials, such as insu-
lation, to sell or to use in their own moon-

1
]
J
§ lighting endeavors.
|
|

lance writer. ‘
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Employee drug
abuse is a cancer
that bas spread to
many busmesses
across the countr:y

Faced with a situation that had already
hurt his company’s reputation in the com-
munity and one that could easily put him
out of business, the contractor hired legal
counsel and drug enforcement specialists
to help him attack the problem from the
inside.

“We first publicized our concern to the
employees and offered assistance to any-
one who admitted they had a problem and
wanted help,” the contractor said. “Then
we posted a $1,000 reward to anyone who
gave us information about the pilfered
materials and equipment. One response led
to the recovery of some of our materials
and to the dismissal of several people.

“We hired undercover people to work
with our crews and we mentioned the use
of polygraph tests, although we never
enacted them. Just the threat seemed to be
enough for some people.”

In the wake of these initial steps, some
employees resigned. “I guess we made it
too hot for them,” the contractor said. “We
also fired a few people.”

Today, with a detailed drug policy in
place, many new employees and stricter
supervisory guidelines, this roofing com-
pany is in a rebuilding stage, and the presi-
dent is optimistic about its future.

“The company—what we’d been work-
ing to build for so long—was in jeopardy
because of drugs,” he said. “We have a
fresh new spirit now, and we’re on the way
back. We’ve definitely helped morale by
tightening the overall organization.”

A national malady

No one can accurately state how perva-
sive substance abuse among roofers is, but
the industry does seem to reflect national
trends. Federal experts estimate that
between 10 and 20 percent of all American
workers use dangerous drugs on the job.
Other studies show that people who take
drugs regularly—about 25 percent of the
population—are likely to use them on the
job or at least be under their influence
when they arrive at work.

One study, conducted last year by the
800/COCAINE national telephone hotline
for cocaine abusers, found that 75 percent
of the callers got high on the job, and 69
percent regularly worked under the drug’s
influence. One-fourth of the callers said
they used coke at work every day.

No age group is immune from the prob-
lem of substance abuse, but the choice of
highs may be different. Studies have shown
that drug abuse is more prevalent among
younger workers, while alcohol abuse is
more of a problem for older workers.

These guidelines have been specifi-
cally designed to help supervisors
deal with drug abuse on the worksite.

' They are reprinted from Constructor '

- magazine with permission of the

Associated General Contractors of

America.
Do

Db make it clear the company is con-
cerned with job performance; unless

~ job performance improves, the job

 may be in jeopardy. Do point out the
availability of programs that help
| resolve a personal or health problem
| thatmay be affecting job performance.

Do explain that the responsibility for
accepting assistance rests with the
employee.

- Do emphasize that the identity of
those accepting treatment in a pro-
gram will remain confidential in the
company. ' ‘

Do bear in mind that addiction,
whether to alcohol or drugs, is pro-

gressive. Without treatment it always
gets worse, never better. Professional
help and treatment are usually neces-
sary. Do keep regular, objective writ-
ten records. Document!

Do know your employees—become
familiar with skills, abilities and nor-
mal performance and personality.

Do become familiar with signs and
symptoms of drug/alcohol abuse.
Learn awareness and recognition.

Do know your company policy and
the exact steps the employer wishes
to be taken.

Don’t
Don’t try to diagnose the problem or
act as a counselor.

Don’t moralize. Restrict comments
to job performance, attitude and
attendance.

Don’t be misled by sympathy-
evoking tactics, at which the drug
addict or alcoholic has become
expert.

Don’t cover up for a friend and
ignore a developing problem. A mis-
guided kindness can lead to a serious
delay in recovery and can hterally kill
the afflicted employee, as well as co-
workers, through acccidents or
errors of judgment caused by the
influence of drugs or alcohol.

Don’t discuss the employee’s prob-
lem with anyone except designated
personnel, those in direct line of
authority above you, or competent
professional authorities 1nvolved in
treatment programes.

Don’t fail to keep good objéctiVe re- ;

- cords of all employees’ performances.

Don’t ydiscipline those caught with
prohibited substances unequally.

Don’t allow unfit employees to oper-
ate dangerous machinery or work in
areas where they could cause m]ury
or property damage.

20 ROOFING SPELC




Endangered roofers

‘While substance abuse can affect job per-
formance in any field, it is a particular
threat to an industry such as roofing,

“Anybody whose sense of judgment is
impaired creates a big problem when
you’re up on a roof,” said Jay Refieuna of
Mansfield Roofing, a surburban Chicago
company. “One person with a drug prob-
lem can affect everybody else up there. I'm
concerned about safety.”

Rick Rosenow of Hans Rosenow Roof-
ing, another Chicago area contractor,
added, “My employees are working in con-
ditions in which one step the wrong way
can mean a life. To me, safety is most
important, but with drug abuse, we’re also
dealing with loss of productivity and a bad
image for the industry. The roofing indus-
try has never had a particulary high public
image, and this problem just hurts it all the
more.”

Roofing workers, like other workers,
with substance abuse problems, can bur-
den a contractor’s operation with ruinous
productivity and safety problems. Abusers
are four times more likely to have acci-
dents and five times more likely to file
compensation claims. They are also absent
16 times more often than the average
worker.

The problem of substance abuse is all the
more insidious because it is often so hard
to detect. There are, however, some indica-
tions that should alert a contractor to the
possibility that drugs are damaging his
operation. Contractors should take note of
increases in absenteeism, tardiness, acci-
dents, workers compensation claims, or
health and medical costs. Reduced produc-
tivity, and damaged, destroyed or missing
property are also warning signs. Other red
flags are changes in an employee’s work
habits, such as sloppy work from a compe-
tent employee, and poor worker morale.

The no-drug cure

According to Peter Spanos, a partner in
the Atlanta law firm of Hendrick, Spanos
and Phillips, contractors who suspect
employee drug abuse must take decisive
action. “First, the company should adopt a
firm no-drug policy and enforce it,”
Spanos said. “Communicate to employees
that anyone found using drugs or under the
influence of drugs will be fired. Second,
have an educational program to show
employees how drugs affect safety and
productivity. A third step can be actual
drug testing.”

Drug policies must have clearly defined
goals, according to Bruce Wilkinson, presi-
dent of Workplace Consultants, Inc., a New
Orleans-based loss prevention consult-
ing firm. The programs he develops for
companies:

B provide a safe and healthful workplace;

B protect property;

B comply with contractual obligations to
clients, other contractors and existing
laws; and

B ensure quality craftmanship and protect
the company’s reputation.

To accomplish these objectives, drug
policies must spell out which drugs are
prohibited. “Be specific about what they
can’t have,” Wilkinson said. “The most
successful policies restrict or regulate out
the use of alcohol, drugs and contraband.”

The times and places to which these
rules apply should also be listed. Wilken-
son suggests the company premises as well
as jobsites and the time and distance to and
from jobsites as places where drug regula-
tions should be enforced.

Finally, employees must be informed of
the penalties for breaking these rules. Many
policies state that an employee will be ter-
minated if he is found using drugs on the
job. If the policy includes the use of drug
searches when drug abuse is suspected or
when an accident has occurred, it should
also state what action will be taken if an
employee refuses to submit to a search.

Adherence to a company drug policy can
and should be made a condition for
employment. The policy should be posted
and displayed at prominent locations
throughout the worksite. In addition,
Wilkinson recommends that a copy of the
policy be sent home. “Not only will you go
on record of notifying the employee of the
policy, but you will also get the support of
the spouse this way,” he said.

Wilkinson also suggests that companies
hold orientation programs to teach
employees the positive aspects of the new
policy and how it will ensure everyone’s
safety. At the end of the orientation,
employees should be asked to sign a form
that acknowledges they are now working
under the new policy.

Contractors who
§uspectemployeg -
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Detecting the disease

Policies and good intentions may do lit-
tle good if the drug abuse goes undetected,
however. But discovering the abusers
among the workforce requires a keen sen-
sitivity to the legal and ethical issues
involved. Drug searches and medical tests
must be conducted without abusing the
worker’s rights or breaking the prevailing
laws.

A company’s search policy should be
clearly explained in the drug policy. Unan-
nounced, periodic and non-discriminatory
searches of all persons and property on
company premises may be conducted by
authorized management representatives.
Dogs and third party consultant search
teams, such as Wilkinson’s firm, may be
used.

Workers cannot refuse to submit to
searches and testing on the grounds that
they invade their right of privacy, accord-
ing to Spanos. “Drug use is illegal,” he said.
“A private employer is not subject directly
to the First or 14th Amendment, so techni-
cally there is no right of privacy in this
case.”

If an employee objects to a search, the
management representative should care-
fully explain company policy. If the
employee still refuses, it may be grounds
for dismissal.

Under no circumstances should an
employee be forced to submit to a search or
be detained forcibly.

In some situations, the contractor may
want to medically test the employees
themselves for the presence of drugs. How-
ever, the results of such tests may be uncer-
tain. Urinalysis, the most common means
of testing for drugs, can accurately detect
the presence of a drug in the body, but it
cannot pinpoint when the drug was con-
sumed. For example, a urinalysis on Mon-
day may detect Saturday night's marijuana
or cocaine.

According to John Barnhard, the United
Union of Roofers, Waterproofers and
Allied Workers health and safety repre-
sentative, drug testing should be handled
on a case-by-case basis. “Urine tests are
unreliable,” he said. “If someone tests posi-
tive, and there is probable cause drugs are
involved, he should be given a second
test.”

Spanos, on the other hand, believes that
the question of when the drugs were taken
is irrelevant. Employers have the right to
fire workers for using drugs even if they
weren’t under their influence on the job,
he argues. “There’s no law that employers
have to employ or hire someone whose
lifestyle they don’t like,” he said.

Wilkinson suggests that after an
employee tests positive for drugs on two
occasions, he be suspended for a week
while he obtains professional help and
counseling paid for by the employer. “After
seven days, the employee must prove he
has seen a clinician, pass a pre-entrance
drug screening and sign a conditional drug
statement that says he will be routinely
tested for drugs and fired if there is a fur-
ther problem.

“Now you’ve given the employee free
help and given him a second chance,”
Wilkinson explained. “If he still feels drugs
are more important than the job, I feel the
employee has resigned.”

Some of the problems associated with
drug testing and searches may be avoided if
drug abuse problems can be detected
through careful observation of the
workforce. According to George S. Moeller
Jr., president of A J. Shirk Roofing Co. in
Kansas City, Mo., each contractor must be
cognizant of any changes in the crew or its
work. “We have a small company. With a
crew of about 25 to 30 men, it is relatively
easy for us to watch them daily. We try to
spot a problem before they go to a jobsite.
If employees report directly to a jobsite, we
have a supervisor there to check the crew.”

On the road to recovery

Some drug programs go beyond the
detection of drugs and enforcement of the
rules. They also help employees overcome
substance abuse problems through
employee assistance programs (EAP).

“Our company spends a lot of time and
energy on the employees we train,” said
Rich Bolan of Quality Roofing in Passaic,
N.J. “With employee assistance we recoup
our investment. We also feel a certain obli-
gation to our employees to help them get
through this.”

An EAP might include care by a
company-recommended health facility in
the community or a substance abuse self-
help organization. The roofing contractor
should pick up the costs of this service,
Wilkinson said. “We spend millions of dol-
lars on equipment every year but none on
people. Yet employers always says it’s the
employees that are their most valuable
asset.”
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Some contractors, such as Jay Refieuna,
refer workers who admit they have a prob-
lem to the Union’s EAR, which has been in
place since 1982. The Union’s program
puts Union locals and individuals in touch
with community service representatives
throughout the country. “Our program is
affiliated with the AFL-CIO community
service department and the United Way,”
explained Barnhard. “These representa-
tives have been trained to know the
resources in their area. They can help
workers with any drug- or alcohol-related
problems.”

NRCA joins the fight

In the past, NRCA has offered help to
contractors with employee drug and alco-
hol abuse problems. A program for mem-
bers was proposed by the Health Operating
Committee in 1982. Former Los Angeles
pitcher Don Newcombe presented an out-
line of the program at the Annual Conven-
tion that February, but it never got off the
ground.

Moeller, who chaired the Health Operat-
ing Committee in 1982, explained, “Quite
frankly, the program didn’t work because
of apathy. It was a matter of contractors not
wanting to become too involved with the
individual employee.”

But, according to Carl Good, NRCA staff
liaison for the Health and Safety Committee,
the widely publicized incidents of drugabuse
inthe sports world and an increased concern
for jobsite safety have renewed contractors
interest in drug abuse programming,

“Right now we’re not sure how big a
problem we’re talking about in our indus-
try,” Good said. “But because drug abuse
has become so widely publicized in gen-
eral, you almost have to take a look at your
company and think, ‘Maybe I have a prob-
lem with my crew.”

Good mentioned the increased losses
and the resulting rise in insurance premi-
ums that contractors have experienced
recently as another incentive. “Companies
now are saying they can’t survive these
kinds of losses, so they're more carefully
looking into the causes,” he said.

“What we’re trying to do this year is
address the problem of drug and alcohol
abuse in terms of health and safety,” Good
added.

The Associated Builders and Contractors
(ABC) is another construction-related
organization that is offering help to con-
tractors. ABC is selling its 60-page manual
Drug Abuse and the Workplace to both
members and non-members. “The manual
includes everything from detecting the
problem, to setting up an in-house drug
testing program,” said Vicki Tanner, ABC
director of communications.

A final word of caution

While quick and decisive action is impor-
tant to combat drug abuse, it is best to con-
sult a lawyer before implementing a drug
policy. In a union shop, the union represent-
ative should also be involved in the prepara-
tion of the policy and its procedures.

N

“Drug abuse in the workplace is a devel-
oping area,” Spanos said. “There may be
state laws enacted soon on what manage-
ment can and cannot do. Keep up on that
and be vigilant on what your employees are
doing.”

With good legal help and the employee’s
cooperation, a contractor should be able to
develop a drug abuse policy that will be
well worth the trouble. A clear drug policy
will send a signal to employees and to the
community that the company is concerned
about safety and job performance.

“We see having a drug policy as some-
thing that has come of age,” concluded
Refieuna. “It's a way of dealing with a
problem that’s affecting all of us.”
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Safety vs. privacy:
the debate over drug tests

byJohn Barnhard

by Rick Rosenow

esting for illicit drug use on the job has emerged as a

major issue in American industry. A quarter of the

Fortune 500 companies already have on-the-job

drug testing. A presidential commission recom-
mended drug testing for federal employees and strongly
urged it for state and local government and the private sec-
tor. Drug testing is catching on in fields beyond business,
including sports.

It’s also catching on in the construction industry, where
drug and alcohol abuse is perceived to be a major problem
even though there is no
credible information on the
extent of substance abuse in
the workplace.

What does this mean for
roofers? It means that some-
where down the road (if it
hasn’talready happened) they
and their local unions will
have to confront this issue in
collective bargaining. Because
of this, the International
Union believes it is important
for roofers to understand
the major issues surrounding
drug and alcohol testing and
the potential consequences.

First of all, the Interna-
tional Union is not opposed to
workplace rules forbidding
employees from possessing,
using, selling or being
impaired from illegal drugs or
alcohol on the job. What we
do object to is the unwar-
ranted searches, random drug testing and arbitrary discipline
that comprise many employer- and owner-imposed plans.

We also object to plans that are imposed without the par-
ticipation of the local union. Because many elements in
these plans constitute a condition of employment, they are
mandatory subjects of collective bargaining under the
National Labor Relations Act.

Proponents of on-the-job drug and alcohol testing say
that it improves efficiency, job safety and productivity.
Those are worthy objectives. But many plans do the oppo-
site. They victimize the worker and ignore his rights as a
citizen and union member.

If efficiency, job safety and productivity are the real con-
cerns, then those workers who appear stoned or drunk, or

continued on page 25

he use of controlled substances in the workplace

has continued its growth nationwide. The problem

includes the use of drugs and alcohol, and it affects

both workers ad managers. The epidemic of sub-
stance abuse has even prompted the White House to begin
an all-out war against drugs and their use on the job. While
the sale of liquor has diminished slightly, the sale of hard
drugs has grown, a surprising fact considering the fatal
results of the use of drugs.

The growing use of drug and alcohol tests is one response
to the substance abuse epi-
demic that is eating away at
our population. To illustrate
the seriousness of the drug
problem and the Reagan
administration’s attempt to
find a solution, federal offi-
cials from the president on
down are voluntarily submit-
ting to drug tests.

The use of drug tests has
remained controversial in
spite of the support that drug
testing has received from
government and industry.
Many employees have been
reluctant to submit to testing
procedures because they
believe it is an infringement
of their rights. The propo-
nents of drug testing, on the
other hand, point to the ben-
efits that have been gained
by the industries that use
tests to control drug abuse.
These industries are boasting significant increases in pro-
duction and attendance as well as improvements in their
employees outlook and attitude toward their jobs.

Does drug testing really lead to a happier and more pro-
ductive workforce? I don’t know the answer, but I do
believe that the use of drug tests could remain an option to
rid worksites of controlled substances. Because our indus-
try already is viewed as a bad insurance risk, it can’t afford
to lose any technique such as drug testing that can make the
worksite safer.

The critical issue in this debate is how to prevent the use
of drugs on the job without violating the workers’ rights. We
must ask ourselves if drug tests are an unacceptable infringe-
ment of these rights. While I am against the encroachment

continued on page 26
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Bar nhard continued

are otherwise acting inefficiently or
unproductively, should be tested. Contrac-
tors shouldn’t screen en masse or conduct
unwarranted searches. And they shouldn’t
conduct random testing of all employees or
all employees in a certain classification.

And if a worker is found who has tested
positive on the urine test, a second, more
precise test should be conducted to con-
firm initial test results before assuming the
worker is a drug user.

Tests' usefulness questionable

This leads to the issue of the test itself,
where there are some serious concerns.
First, drug tests can be only about 40 per-
cent reliable or accurate. A major short-
coming is that these tests rely heavily on
the skills and care of technicians who per-
form them, and those factors can vary
greatly. A study that appeared in the April
1985 issue of the Journal of the American
Medical Association bears this out. Thir-
teen labs that handled drug testing for 262
drug rehabilitation centers were sent urine
samples with known quantities of drugs
added. These tests found error rates of up to
100 percent in the results from some labs.

A second problem is that drug tests
reveal the presence of drug residues in the
system but they don’t reveal when the drug
was ingested, how much of the drug was
taken, or if the person is a regular or occa-
sional user. There is little correlation
between positive test results and an
employee’s fitness for duty. Tests for mari-
juana can detect casual use within the last
14 days and chronic use for much longer
periods following discontinuance of use.
Because intoxication lasts only one to four
hours, the test is useful only as an indicator
of marijuana use, not as a measure of
intoxication.

Finally, positive results on a chemical
test can arise from chemicals in a person’s
system other than the drug being tested for.
Urine tests for amphetamine use may give a
positive result if the person being tested
has used some kind of eye drops, nasal
decongestants, or certain non-prescription

cold tablets, allergy pills or diet medica-
tions. One of the most popular urine tests
to detect marijuana use can produce posi-
tive results if the person tested has taken a
common aspirin substitute such as Advil or
Nuprin.

So what does all this mean? It means that
employers have been made to believe that
the technology is available for eliminating
drug abuse when in fact the technology has
severe limitations. These tests have already
ruined the careers of those people who
have refused to take them or who have
been wrongly labeled as drug users.

It also means that the kind of drug testing
program being carried out throughout the
industry is really an attempt to improve
behavior—not productivity, not efficiency,
not safety. It’s an attempt to influence an
employee’s life off the job, his private life.

Urine tests are cheap but the resulting
cost to workers can be too high. It can
mean sacrificing workers’ rights to privacy
and confidentiality and ultimately their
right to earn a living,

Are these tests worth the price? The
International Union thinks not.
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ROSGI‘IOW continued

of my own rights, I also believe there
comes a time when these rights must be
questioned.

Even the International Union agrees that
controlled substances do not belong in the
workplace, and it seeks to participate with
management in the implementation of con-
trols. However, the Union weakens its posi-
tion by also stating that this issue belongs
as part of the collective bargaining
agreement.

I believe just the opposite. Techniques
that could save someone’s life or prevent
an injury do not belong on the bargaining
table ever: Those employees who do not
use drugs should strongly support any
good testing program because of its ability
to help rid their workplace of the sub-
stances that jeopardize their lives as well as
the lives of fellow workers and friends.

International’s concern that manage-
ment would use drug programs and con-
trols to victimize employees is also
unwarranted. I don’t believe testing pro-
grams were ever conceived or intended to
victimize workers.

The International’s proposal to test only
those people who, by their actions or inef-
ficient and unproductive work habits,
appear to be under the influence of drugs is
also subject to abuse. It leaves unanswered
the question of who should be the judge of
the employees’ actions. And it depends too
heavily on that person’s judgment to keep
the program fair and unprejudiced. The
only clear and definitive means to avoid
prejudicial judgments appears to be a ran-
dom urine testing program.

Rick Rosenow is presrdent of
Hans RasenowROofmg Co.in
Cbﬂcago -

Random screening does not single out
individuals for harassment. Instead, it gives
contractors a method to fairly and equita-
bly evaluate each worker’s condition. If
these tests were a pre-employment require-
ment, they could help contractors avoid
hiring people that may initiate an accident
due to their mental or physical condition.
Tests conducted in this manner would not
be used to evaluate the person’s efficiency,
but rather provide the medical information
needed to reduce the possibility of work-
place fatalities.

Cooperation is necessary

Drug tests aren’t perfect, however. I
strongly agree with the union that we
should be concerned with the accuracy of
the tests. One way to control this accuracy
would be to allow only accredited labora-
tories to analyze the samples using only
specific criteria.

Other questions must also be answered
before a drug testing program can be insti-
tuted. For instance, the level of impairment
that is unacceptable is one issue that labor
and management must come to an agree-
ment on during the planning stages.
Another question that must be addressed is
the use of prescription or non-prescription
drugs for medical reasons. If these drugs
affect a person’s ability to function safely
and adequately, some mechanism must be
set up to indentify workers who are taking
these medications and control their use.

The steps that should be taken once test-
ing exposes a drug abuse problem must also
be carefully considered by labor and man-
agement together. As a business owner, I
would hope that the rapport I share with
my employees would allow us to combine
our efforts to find help for the workers
with drug problems. If a qualified worker
can be rehabilitated through the programs
that are available in the community rather
than dismissed, everyone benefits.

Because overall employee safety is the
primary goal of any drug testing program, I
believe that labor and management should
be able to cooperate on this issue. As we
work together, however, we must realize
that some rights may have to be infringed
upon to pursue our goal. The final outcome
of such an effort could be our growth as an
industry concerned in each other.
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No one wins
when disputes reach arbitration

rbitration, like litigation, is an

unpleasant experience for the par-

ties involved. In most cases, rea-

sonable people making reasonable
compromises can settle disputes before
arbitration is necessary.

An arbitration hearing I witnessed
recently was no exception to this rule. The
case, which involved an alleged roofing
problem, could have been avoided and
both the owner and the contractor would
have come out ahead. Unfortunately, the
parties couldn’t come to an agreement and
the issue had to be settled by a panel of
three arbitrators. If there is a lesson to be
learned from this event, it is that communi-
cation between the owner and contractor
is vital if arbitration or litigation is to be
avoided.

The case that finally reached the arbitra-
tion stage began in 1983, when the owner
decided one of its buildings required a new
roof. The owner’s first step was to retain a
consulting firm, which prepared contract
documents that clearly and precisely speci-
fied the work to be done, the materials nec-
essary and the application procedures from
the award of the bid to the job’s comple-
tion. The document defined 36 work items
covering quality control, surface prepara-
tion, operational procedures, underlay-
ment components, insulation, membrane
components, sheet metal work, roof test
sampling and special treatments.

The project, as described by the docu-
ments, consisted of removing the two roofs
that were on the building down to the light-
weight concrete deck. The recover system
the documents specified consisted of a two-
ply asphalt/organic vapor retarder over
which a layer of fiber glass insulation was
mechanically fastened. A slag-surfaced,
four-ply, coal tar bitumen membrane was to
be applied over the insulation.

The documents also directed the con-
tractor to appoint a quality controller, who
would perform the duties outlined in the
contract’s quality assurance clause. Among
the duties listed was the taking of roof sam-
ples to be analyzed in a laboratory desig-
nated by the owner. According to the
document, an evaluation of the entire roof

would be based to a large extent on the
results of these roof sample tests.

The contractor who submitted the suc-
cessful bid for this job had been in business
more than 25 years and was an NRCA con-
tractor member as well as a member of one
of NRCAs affiliates. The roofing firm had
done several successful jobs for the owner
in the past. In preparation for the project,
the owner and contractor chose a well-
known manufacturer as the material sup-
plier and selected one of the manufact-
urer’s published specifications for the
membrane system to be installed. This
specification became part of the contract
documents’ requirements.

The worker appointed by the contractor
to serve as quality controller for the job
was the project’s foreman, a man with
more than 20 years’ experience. He had
worked as foreman and quality controller
on five previous jobs for the same owner.
In his dual role as foreman and quality con-
troller, the worker attended construction
conferences, reviewed specifications,
drawings and application requirements,
and supervised the application process,
according to his testimony at the arbitra-
tion hearing.
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According to

the document,

an evaluation of
the entireroof
would be based to
alarge extent

on the results

of these roof
sample tests.

M Select contract documents and
manufacturers specifications that
contain reasonable requirements
that can be attained using state-of-
the-art application practices.

W Select reasonable and realistic
application tolerances that can be
attained using local application
practices.

B Consider using NRCA's Quality
Control in the Application of
Built-up Roofing.

B Do not use quality control proce-
dures that require laboratory anal-
ysis of test cut samples.

B If test cut sampling is required, use

Suggestions for owners
and specifiers on avoiding arbitration:

ASTM Procedure D-3617, “Sam-
pling and Analysis of New Built-up
Roofing Membranes.”

M Select specifications commensu-
rate with climate, structure and
local application practices.

B Communicate clearly and candidly
with your contractor regarding
your expectations, requirements
and penalties.

M Require and provide third-party
inspection during application.

B Make your complaints and ques-
tions known to the contractor.

B Resolve on-the-job conflicts with
contractors promptly and honestly.

Conflicting reports halt work

The owner assigned its own inspector on
the job as well, although it was reported that
this inspector visited the jobsite infrequently
as the project progressed. In spite of his lim-
ited number of visits, he noted several con-
tractual breeches, including unlabeled mate-
rials, failure to complete work started that
day, exposed felts, failure to apply chalk lines
to designate ply lines and other deficiencies
in application techniques as defined in the
contract documents.

The contractor’s foreman/quality con-
troller disagreed with these reports and
assured the owner that quality materials
were being applied in accordance with
local roofing practices. The owner’s repre-
sentative continued to report jobsite prob-
lems, however. Finally, the situation
deteriorated to the point where the owner
ordered the contractor to halt operations.

With the work at a standstill, the owner
called in the consulting firm that prepared
the contract documents to examine the
roof and provide advice. The decision was
made to remove seven test cut samples.
These were taken from roof areas select-
ed by the consultant and analyzed by the
owner’s designated laboratory, which hap-
pened to be operated by the same consult-
ing firm. The test results would determine
the owner’s next course of action.

After a 15-day wait, the test results were
delivered to the owner. On the basis of
these results the consultant and owner
judged that the work was not in conform-
ance with contract documents, and the
contractor was ordered to remove and
replace the roof.

The contractor, on the other hand,
believed the job was satisfactory and
would perform adequately for the
intended service life. He was willing to
back his belief with an extended roof war-
ranty, but this failed to sway the owner,
who continued to insist on a complete roof
replacement. The contractor refused to
perform the work and was dismissed from
the job. Subsequently, the project was
awarded to two other contractors who
completed the roof.

Contractor turns to arbitration

After he was removed from the project,
the contractor sought compensation for
the work he had already completed. The
owner failed to respond. Consequently, the
contractor turned to the legal system for
relief. The attorneys representing both par-
ties agreed to settle the dispute through
arbitration.

With arbitration pending, the owner
retained a second consultant who exam-
ined the roof and took several test samples.
They were analyzed by ASTM Method D-
3617 as modified by the consultant. The
second consultant’s report was submitted
as the test results and subsequently intro-
duced by the owner as evidence at the
hearings.

The actual hearings, which lasted about
seven days, took place in the spring of
1986, two years after the contractor was
dismissed. Hearing the testimony was a
panel comprised of an attorney, an archi-
tect and an engineer. In my opinion, the
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avoiding arbitration:

‘M Carefully read the contract
documents and manufacturers’
specifications.

M Do not bid on jobs where the con-
tract document requirements can-
not be met using local application
practices.

M Do not bid on jobs whose contract
documents require laboratory
analysis of test samples to evaluate
your application practices for
_quality control purposes.

‘M Prior to application, request in
‘writing waivers on application tol-
erances that are unreasonable and
impossible to meet.

Suggestions for contractors on

B Encourage the use of NRCA’s docu-
ment Quality Control in the
Application of Built-up Roofing.

B Learn and understand the toler-
ances, consequences and penalties
associated with test cut sampling
and analysis. '

B Understand the role of the third-
party consultants associated with
your project.

‘B Inform the owner in writing of
unexpected occurrences during
application that are in conflict with
contract documents.

B Resolve on-the-job difficulties with
owners promptly and honestly.

decision.

arbitrators were experienced, distin-
guished, modest, perceptive, firm, fair and
in command.

The contractor and owner called several
witnesses to support their claims. The
owner’s key witnesses were its employees,
its on-the-job inspector and its primary and
secondary consultants. Testifying for the
contractor were the firm’s president, the
foreman/quality controller and myself, act-
ing as a technical consultant to the contrac-
tor’s attorney and as an expert witness for
the contractor.

Also introduced as evidence were the
contract documents, the manufacturer’s
specifications, detailed drawings, samples
of materials used, photographs and a
screening of a videotape showing the com-
plete installation of a similar roof system.
In addition, the arbitrators took the oppor-
tunity to visit the jobsite and examine the
roof in question, which was more than two
years old at the time of this inspection.

The reports of the test sample analysis by
the owners' two consultants were also
introduced. Although several issues (some
relevant and some not) arose during the
hearings, the test sample results played a
major part in the panel’s decision.

Compliance questioned

The primary question the two sides
debated at the hearings was whether or not
the contractor complied with the require-
ments of both the contract documents and
the manufacturer’s specifications. Another
related point of contention was the validity
of the test sample results, and how it was
affected by the sampling techniques, meth-
ods of analysis, biases and interpretations

involved. ItappearedtomeasIlistened to the
debate that the question of the roof’s present
and future performance was secondary.

The contractor argued against the valid-
ity of the test samples, claiming that the
techniques used to obtain the samples were
inadequate. He stated his belief that the
seven 1-foot-square samples taken were
not representative of the large roof area
involved, and he asserted that the selection
of the roof areas to be tested was biased
because the samples were selected by the
owner’s consultant and sent to the consult-
ant’s lab for analysis. The owner responded
to these charges by saying that it was the
owner’s prerogative to sample and test as
stated in the contract document.

The contractor also challenged the
method used to analyze the samples, claim-
ing that there are no consensus procedures
to evaluate new roof applications by labo-
ratory test sample analysis. It was also
pointed out to the panel that even if a
method similar to ASTM Standard Method
D-2829 “Sampling and Analysis of Built-Up
Roofs” was used, the laboratory analysis
may not have produced valid and repeat-
able results. The shortcomings of test
method D-2829, which explicitly states
that it is not to be used for new construc-
tion inspection, make it unsuitable for set-
tling disputes, it was stated. One
shortcoming cited was the fact that the pre-
cision of the individual test procedures
contained in the standard has not been
established. Another deficiency men-
tioned was the technical literature’s lack of

Altbough several
issues arose during
the bearings, the
test sample resulis
DPlayed a major
partinibe panel’s
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defined standard test procedures for mea-
suring interply voids and head lap (two of
the major points of contention at this hear-
ing) for a 1-square-foot test specimen.

The owner’s testimony focused on the
contractor’s failure to conform to the
requirements of the contract documents
and the manufacturer’s specifications.
According to the owner, requirements for
head lap, weight and slag embedment as
well as the integrity of the interply cover-
age were not met.

The contractor responded by saying that
the tolerances cited by the laboratory were
not contained in the contract documents
or the manufacturer’s specifications.
Instead, the laboratory based its judgment
of the contractor’s work on tolerances sim-
ilar to those required by Air Force Manual
AFM 91-36 “Built-Up Roof Management
Program.”” The contractor objected to this
procedure, claiming that the laboratory’s
tolerances could not be found in the con-
tract documents or in the manufacturer’s
specifications. Further, the contractor said,
he was not told when he bid and accepted
the job that the application was to conform
to the laboratory’s tolerances.

The requirements for both head lap and
interply moppings that were stated in the
contract documents became major points of
contention during the hearings. According
to these documents, the head lap had to be 2
inches without any tolerances given, and the
interply moppings were to be fully bonded,
implying that voids were not to be permit-
ted. It should be noted that in each case cited
in the test reports the head laps exceeded the
2-inch requirement, and the void areas were
within the limits that are considered accept-
able in the published technical literature.

The contractor’s compliance with the
manufacturer’s specifications was also
called into question. According to the man-
ufacturer’s literature, the application
required a coal tar bitumen topcoat of
approximately 75 pounds per square and
slag of not less than 300 pounds per square
(or 400 pounds per square in some parts of
the country). The owner contended that
the test results, which showed that consid-
erably greater amounts of bitumen and slag
had been applied, established the contrac-
tor’s failure to meet the manufacturer’s
requirements.

The contractor explained the surplus
material by stating that he was trying to
ensure a good job by meeting or exceeding
the manufacturer’s specifications. He also
attempted to establish that the owner’s con-
cern for the harmful effects of excess bitu-
men and aggregate was irrelevant, because
the deck was essentially level, which
eliminated a potential slippage problem, and
structurally sound enough to safely support
the additional dead load.

Some of the other issues raised during
the hearings involved asphalt contamina-
tion of the coal tar, temporary roofs,
exposed felts, defective sheet metal work,
work completion, costs, fraudulent sam-
pling and blame placing. In my view, some
of these issues appeared valid while others
appeared to be nit-picking, dishonest or
only half true.

Contractor wins, loses customer

After sifting through this information
and sorting out the pertinent data, the arbi-
trators were able to render a decision. The
panel ruled in favor of the contractor.
awarding him approximately 60 percent of
the amount he sought from the owner. It
would be difficult to call the contractor the
winner in this dispute, however. The bot-
tom line is that both parties lost not only
dollars, but much more. The contractor
lost a good customer with whom he had
been associated for many years, and the
owner lost as a bidder on future work a
competent and experienced contractor
who had served him well in the past.

The situation is all the more unfortunate
because the conflict could have been
avoided or resolved early in the project,
when the parties’ expectations could have
been aired through open and frank com-
munication. And, had the contractor and
owner worked together as partners rather
than adversaries, they could have pro-
duced better results. If a spirit of coopera-
tion had prevailed, the parties could have
addressed the problems when they arose,
and sought out reasonable compromises.
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Trapped asphalt
can kill a kettle

he ever-increasing cost of labor

and equipment downtime makes a

good equipment maintenance pro-

gram essential. For BUR contrac-
tors, part of this program should involve
the regular care and cleaning of asphalt ket-
tles and tankers.

The need for proper kettle maintenance
is even more urgent with today’s asphalt,
which rapidly produces an abundance of
carbon and sludge. If these byproducts are
not routinely removed, they will produce a
heavy buildup under and around the equip-
ments’ tubes causing considerable damage.
When carbon collects in a kettle, it pre-
vents quick heat dissipation from the fire
tubes, which causes higher tube tempera-
tures and much higher fuel consumption.
In a heavily carboned kettle, this will
change the molecular structure of the steel
tube wall, causing it to collapse and leak.

Cleasby Manufacturing Co., based in
San Francisco, produces the SpeedKing
line of roofing equipment.

An ounce of prevention. ..

To avoid costly equipment breakdowns,
it is best to clean and maintain kettles and
tankers frequently. One problem that can
be eliminated with regular maintenance is
trapped asphalt, a little-known and often-
overlooked phenomenon.

Asphalt can become trapped in kettles
where hot asphalt circulation is greatly
reduced or eliminated during the heating
process. Asphalt is most likely to collect in
areas such as the draw-off valves at the rear
of the kettle and inside pump lines within
the kettle vat.

The problems occur when asphalt in
these areas is continually heated but not
circulated. This constant heating breaks
the material down, forming carbon depos-
its that plug the pump system’s draw-off
valves and circulation lines. With the sys-
tem blocked at these points, the engine and
pumps must work harder. The constricted
or plugged circulation lines also create
additional back pressure, which greatly
reduces the life of both the pump and
engine.
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To keep pump lines
free of constric-
‘tions, aspbalt
‘should be circu-

lated through them
daily after the
- discharge line bas
been capped off.

There is an easy solution to the problem
of trapped asphalt, however. At least one
bucket of asphalt, or “hot,”” should be drawn
off daily from the draw-off valve and poured
back into the kettle to prevent carbon depos-
its from forming. To keep pump lines free of
constrictions, asphalt should be circulated
through them daily after the discharge line
has been capped off.

Carbon buildup can cause problems in
other parts of the kettle as well. It may
cause flashing or, should oil-soaked car-
bon accumulate around exhaust stacks and
under the tube platform, it may cause a fire
that is difficult to extinguish. Large

, After asphalt cools and
~ hardens, it may be neces-
‘sary to remove it with

_ ajackhammer.

amounts of carbon in these areas can also
reduce the kettle’s capacity. Enough car-
bon may accumulate inside a 230-gallon
kettle to reduce its capacity to 175 gallons.

The kettle’s performance will also be
affected by carbon accumulation. Carbon
around submerged centrifugal pumps can
cause the siphon pipe’s check valve to jam
open or closed, or reduce asphalt flow
to the roof. Carbon partially covering the
tubes on the bottom of a kettle will reduce
production. Hard carbon on the tubes and
manifold will prevent the kettle from heat-
ing properly because the heat will be una-
ble to pass through the tubes and into the
kettle.

If there is carbon buildup around the
temperature sensing tube, the kettle’s ther-
mostat will not work properly. This condi-
tion prevents the thermostat from quickly
perceiving temperature changes in the
asphalt. The delay causes the thermostat to
turn the burner on and off at inappropriate
times. Should carbon accumulation on the
sensing tube be a problem, the temperature
of the asphalt inside the kettle will vary
from extreme to extreme within a short
period of time.

A crack in a tube can also be a problem.
As the asphalt leaks from the crack it can
drip into the burner well, causing asphalt
smoke to rise from the exhaust stacks. If a
small leak or a little smoke is ignored, it can
lead to very expensive kettle damage. In
the worst cases, the carbon around the
crack breaks loose and floods the tubes.

All of these costly and bothersome prob-
lems can be avoided with routine kettle
cleaning and maintenance. At Cleasby, we
have initiated a complete kettle cleaning and
repair service to help contractors keep their
equipment operating at top efficiency.
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National Roofing Contractors Association
Celebrating 100 Years of Roofing Excellence

NRCA introduces PRODUCTS IN PRINT, an
important new reference to products and
services exhibited at the NRCA Centennial,
February 22-25, 1987.

PRODUCTS IN PRINT, allows you to extend
your exhibit, increasing your return on
investment—Ilong after the show closes.

B Put key specifications to your products on
the desks of those who buy

B Cross-reference every listing by product
category, compay name, trade names and
Centennial booth number

B Ensure contractors see your products
when they sit down with their new industry
reference to evaluate, compare and order
products

Contractors who visit your booth at the Centen-
nial will check your product specification—
quickly and easily—in PRODUCTS IN PRINT.
And those few who can’t make the Centennial

D Please send me more information about PRODUCTS IN PRINT.

will have your product information right at their
fingertips, long after the show closes.

PRODUCTS IN PRINT Will be a “catalog” of
product specifications from exhibitors at the
NRCA Centennial. This extra selling tool is
available ONLY to exhibitors, giving you an
additional selling benefit from your show
experience.

Guaranteed Circulation 9000 roofing contrac-
tors. Each attendee will receive a FREE copy
of PRODUCTS IN PRINT. Members of NRCA
who cannot make the Centennial will receive a
copy right after the show.

For more information, fill out the form below
and mail to:

Joan Kriete

NRCA

8600 Bryn Mawr Ave.
Chicago, IL 60631
312/693-0700

NAME

ADDRESS

CITY/STATE/ZIP

I
|
I
|
|
I
| COMPANY
|
|
I
I
|
I

Mail to: Joan Kriete, NRCA, 8600 Bryn Mawr Ave., Chicago, IL 60631

Check #16 on Reader Service Card




very contractor visiting NRCA’s
Centennial Convention and
Exhibit will receive a valuable new
reference to roofing products.
Called Products In Print, the guide will
contain specifications for a wide sampling
of the products that will be exhibited at the
Convention, which will be held Feb. 22-
25, 1987, in San Francisco. Contractors
unable to attend the Convention will be
able to order copies of the guide for $35.

“Products In Print is a way to extend the
trade show experience throughout the
year,” according to Chris Taylor, NRCA
associate executive director. “For the con-
tractor, it will be a handy reference to
detailed specifications for products he sees
at the Exhibit. And for the exhibitor, Prod-
ucts In Print will be an effective way to
provide specifications to customers and
prospective customers long after the expo-
sition closes.

“Because contractors will use Products In
Printthroughout the year,” Taylor added, “it
will become the industry’s major reference
to roofing products. It will make more valu-
able the investment both the attendees and
exhibitors make in the Centennial.”

Using the guide’s cross-referenced
exhibitor booth listings, contractors can
visit manufacturers, see products, review
the specifications and jot down notes in
their copies of the publication. Products
will be listed by category in the guide’s ref-
erence section. Also listed for each product
in this section will be the number of the
page on which the product’s specification
appears as well as the manufacturer’s booth
number.

Products will also be cross-referenced by
trade name. This will allow contractors to
find the products even if the trade name is
all they know. A complete listing of NRCA
exhibitors participating in Products In
Print will include the name, address and

. telephone number as well as the products

exhibited.

“We believe roofing contractors will
find Products In Print indispensable,” Tay-
lor said. “It will become one of those items
we wonder how we did without.”

According to Taylor, contractors who
use Products In Print will have at hand all
the technical specifications needed to

“make cost-effective product decisions. By

listing all details in a single source, she said,
the guide makes it quick and easy to com-
pare products. The information will pro-
vide contractors with a ready reference to
the products they examined at the show
for months after the show ends.

Several hundred of the products shown
at the NRCA Exhibit are expected to be
included in the 1987 edition of Products In
Print. Other helpful details planned for the
guide are listings of roofing industry asso-
ciations and related organizations, data
about NRCA, and important information
about the Centennial Convention and
Exhibit.

“These are the plans for our first edi-
tion,” Taylor said. “We will expand Prod-
ucts In Print in 1988 if there is other
information that contractors need at their
fingertips.”

NRCA has appointed an independent
publisher, Fleishman & Linden Expositions
Group, to coordinate production of the
guide. Said Lin Fish, project director, “We
are excited about creating something new
that will make it easier for roofing contrac-
tors to evaluate and buy products.”

Information about Products In Print
was distributed to prospective partici-
pants as part of the Centennial Conven-
tion exhibitors information package. For
another copy or for additional information
exhibitors should contact NRCA’s Joan
Kriete at 312/693-0700.
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Old friends share a special kind of relationship
based on a promise, sometimes unspoken, to stick
by each other through good times and bad. That’s
the essence of commitment. ..and it’s the essence
of the relationship roofing contractors have come
to expect with CNA Insurance—the contractor’s
insurance company.

CNA has been a leader in providing business
insurance coverage for the roofing contracting in-
dustry for more than 13 years. And we know that
any relationship—however longstanding—must
continue to grow if it is to remain alive. That’s why
we're still pioneering today, bringing you innova-
tive coverages like roofing replacement and inno-
vative programs like CNA’s all-industry NRCA

With the NRCA program you get all the cover-
ages you need to protect your business ...a one-
package, comprehensive program that includes

Old friends are the best friends

Workers’ Compensation, comprehensive liability
and property protection, as well as crime and com-
mercial auto coverages you can coordinate into your
own individually-tailored insurance program.

So when you're looking for an insurance part-
ner who feels like an old friend, look to CII)\I A.
We’re always there when you need us. For informa-
tion contact:

Walter Derk or Dick Lietz
Fred. S. James & Co.
230 West Monroe Street
Chicago, IL 60606
(312) 346-3000
CNA ==:m:
For All the Commitments You Make® ‘J‘JU | RO
The National Roofing Contractors Association-sponsored program is

underwritten by Transportation Insurance Company or Continental
Casualty Company, two of the CNA Insurance Companies.

Check #6 on Reader Service Card




]n July, 85 roofing contractors
| eager to learn tactics that would
| help them survive the insurance
| crisis came to Chicago for an after-
noon seminar sponsored by NRCA.

“In light of the current insurance situa-
tion, we felt we had to do something for our
membership,” said NRCA Director of Educa-
tion Alan Grayson, the event’s organizer.
“Many contractors today are confused about
insurance. This seminar afforded us the
opportunity to answer their questions and
provide them with invaluable information.”

The seminar was divided into three sec-
tions covering basic insurance concepts,
minimizing insurance costs and shopping
for insurance.

In his discussion on basic insurance con-
cepts, speaker Richard E. Schmidt, an
insurance consultant from Binghamton,

N.Y,, blamed laymans confusion about the
concepts on their “innate resistance to
insurance.” Stressing that insurance is a
contract, he suggested that contractors
share their insurance policies with legal
counsel. Schmidt cautioned contractors to
make sure their workman’s compensation
policies cover them in the states in which
they are working. One way to accomplish
this for free, according to Schmidt, is to
add a “Broad Form Other States Endorse-
ment” to the policy. This clause makes cov-
erage in a jurisdiction not named in the

" policy automatic.

When insuring property and fixed
assets, contractors should consider an “all-
risk” policy, Schmidt suggested. This type
of coverage insures against all perils except
those listed in the policy. Schmidt believes
that when the dangers are spelled out in a
policy, it is easier for the contractor to
make the appropriate changes in his pro-
gram to avoid them.

Schmidt advised against umbrella cover-
age to insure vehicles. However, he did
suggest that contractors investigate this
type of policy to weigh against other forms
of coverage.

Schmidt also explained the factors that,
when combined with the low interest rates
that sent insurance companies in search of
premiums dollars, led to today’s insurance
crisis. The factors he listed were exorbitant
punitive damages, pollution liability and
asbestos liability. “These three things have
triggered a need for the industry to revamp
its coverage forms,” said Schmidt.
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Ways to minimize insurance costs were
suggested by Carl T. Ernstrom of Ernstrom
& Hefferon Associates, Binghamton, N.Y.
Ernstrom told the contractors that they
could dramatically deplete their risk level
by establishing a loss control program.

To create a successful program, manage-
mentsupportis vital, according to Ernstrom.
He also suggested that contractors designate
one individual as safety director regardless
of the firm’s size.

Ernstrom said a loss control program’s
ongoing activities should include:

B investigating, analyzing and reporting
all accidents;

B inspecting jobsites;
B enforcing safety regulations; and

B promoting workers who demonstrate a
keen awareness of safety.

All supervisors should be trained in the
areas of safety and loss prevention, Ernstrom
added. This includes instructions on federal

and state regulations, hazard recognition,
safety motivation and worker training.

Ernstrom said that to monitor the effec-
tiveness of a loss control program the con-
tractor must ask: “Is it working? Have
losses been reduced? And what further
steps can be taken to reduce losses?”

Tips for contractors shopping for insur-
ance were given by John M. Stubbs, a con-
sultant from Tillinghast, Nelson & Warren,
Inc., in Dallas.

Agent selection is the most critical pro-
cess when shopping for insurance, accord-
ing to Stubbs. Contractors must look for an
experienced agent with a knowledge of the
construction industry.

When prequalifying agents, a contractor
should determine the kind of construction-
related insurance the agent has written and
whether he writes entire accounts. If possi-
ble, the contractor should compare the size
of his account with others on the agent’s
client list.

, pectwe agents

resumesito
determine tbeir;

qualifications.

Petersen Aluminum Corpora-

tion is proud to announce the

opening of our new branch in Tyler,

Texas. We will be stocking our

entire line of pre-finished steel and
aluminum, and offering a complete

12" fabrication facility.

ltems stocked include:
PAC-CLAD steel and aluminum
Clear and bronze anodized
Painted sheet
Mill finish
Galvalume

Petersen Aluminum
Corporation

Texas 800-441-8661
Southwest Region 800-972-7642

4295 Hayes St.
Tyler, TX 75707

.\\.\\\\\\\\\\\\\\\\\\\\\\\\\\\}\, ‘;\“/

Wi
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Stubbs also suggested that contractors
ask to see prospective agents resumes to
determine their qualifications. It is particu-
larly important that agencies have compe-
tent claims departments and personnel;
good claims processing can make a differ-

ence in how the carrier handles claims,
Stubbs said.

The three speakers at the seminar pro-
vided the contractors with much useful
information. “Judging from the evaluation
forms we’ve received, I'd say the seminar

B EPA files asbestos suits. The federal government filed 11 civil lawsuits
against 28 defendants for allegedly failing to protect workers from

asbestos exposure.

In the suits, filed last January, the Justice Department and the
Environmental Protection Agency (EPA) are seeking injunctions against
future violations of the Clean Air Act and fines of as much as $25,000 per
day per violation. The cases all involve buildings containing friable
asbestos that were demolished or under renovation in 1984 and 1985.

When EPA first issued building asbestos regulations under the Clean Air
Act in 1973, the regulations covered demolition only. Later, the rules

was a success,” said Grayson. “Everyone
left having learned something that they
could apply.” Grayson complimented the
speakers for handling a great deal of infor-
mation in a brief period of time.

NRCA is selling a videotape of the semi-
nar, accompanied by a written study guide.
Additional loss control information can be
found in NRCAs pamphlets Suggested
Safety Program Guidelines, Suggested
Fleet Safety Guidelines and Practical
Guidelines To Control Water Damage
These publications are available at a nomi-
nal fee.

were expanded to cover renovation. The regulations require that
contractors notify EPA in advance of projects that involve friable asbestos.
Contractors must also follow designated procedures for removing and

disposing of the asbestos.

r—awWiET
CLEASBY

manufacturing company inc.

260 & 350 GALLON LO-LOADER
ASPHALT MELTING KETTLES

With the SpeedKing 260 or 350 single axle Portable Pumper Kettles Cleasby brings
you the most advanced design available today - kettles with superior performance,
Jower loading height; lower center of gravity; increased stability.

SPEED KING
QUICK

LEASE

LEASE TO OWN

fr= 260 KETTLE

{  ONLY $225% PER MO.,
1" & LAST PAYMENT
IN ADVANCE — 10%
PURCHASE OPTION
AT END OF LEASE!

540 GALLON ¥
ALSO AVAILABLE

OPTION: DRIP RAILS ALONG BOTH
SIDES—PLEASE SPECIFY

CLEASBY mfg. co. inc.

1414 Bancroft Avenue

San Francisco, CA 94124

(415) 822-6565 / 1-800 CLEASBY
Western States Except
California, Hawaii and Alaska

CLEASBY mfg. of Denver inc.
7150 Newton Street

Westminster, CO 80030

(303) 429-0467 / 1-800-525-1399

Check #5 on Reader Service Card

EMERGENGY
Wa'l'er Diverter

UVERHEAD PROTECTION FROM
ROOF e PIPE ¢ MACHINERY LEAKS!

ELIMINATE DOWN TIME! ‘ l ‘
v
PROTECT MACHINERY ! k
AND STOCK \
- : R
PERFECT FOR OFFICES - SHOPS - WAREHOUSES , \\
101 USES! e —
DIVERTS WATER TO WINDOW - DRAIN - SINKI — e & ’E==
EAT ) %, (LD
INDIVIDUALLY PACKAGED / g \ (c i_ |NDUSTH|AL V|NVL
DIVERTERS e YOUR CHOICE It == "l ‘7" W|TH PDLYESTER
Price subject to change without notice HEAVV oUTY
3 x 6 —$4210 6 x 6 — $49.25 ' GARDEN HOSE
3 x 8 —$4385 6 x B'—$53.35 ”l ATTACHMENT
3 x 10— $4565 6 x 10 — $57.50 SOt RASS
GROMMETS

SUSPENSION ROPE AND HOSE NOT INCLUDED

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

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

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.

SULMAC 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.

It is 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.

Check #24 on Reader Service Card
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gives you complete
commercial roofing
product listings,

warranty information . .~

and the FACTS you
need for specifying

low-slope roofing systems.

Comparison of Data Contained in Commercial Roofing Material Publications
ROOF BOARD INSULATION

COMMERCIAL ROOFING MEMBRANES
Built-up Roofing Specifications

1986 Handbook of Commercial
Roofing Systems* *

Single-Ply Roofing: A Professional
Guide to Specifications* * *

Modified Bitumen Membranes
100

1986 Handbook of Commercial
Roofing Systems* *

Single-Ply Roofing: A Professional
Guide to Specifications* * *

Thermoplastic/Elastomeric Membranes
0 50 100 150

200

1986 Handbook of Commercial
Roofing Systems* *

Single-Ply Roofing: A Professional
Guide to Specifications* * *

5 11986 Handbook of Commercial
Roofing Systems* *
‘ 0 Single-Ply Roofing: A Professional
Guide to Specifications* * *

100 150 200

0 1986 Handbook of Commercial
Roofing Systems* *

R.L. Adams Plastics Inc

Advance Foam Plastics Inc

AGR Company

Alkor Division

Allroof International Inc

American Hydrotech Inc

The American Lubricants Co

American Roofing Corp

American Western Mfg

Apache Bldg Products Co

Arco Chemical Co

Arvron Inc

Associated Foam Mfrs

Avilite Ind Div Conproco

B-Tech Inc

B.T.L. Weatherproofing
Systems

Barra Corp of America Inc

The Barrett Company

Beh Stev Corporation

Big Sky Insul Unlimited

Bond Cote Systems

Branch River Foam
Plastics Inc

Burke Rubber Company

Carlisle Syntec Systems

Carpenter Insulation
Company

The Celotex Corporation

Central States Assoc Corp

Conkiin Co

Consolidated Protective

Cooley Roofing Systems Inc.

Cornell Corp

Danosa Caribbean Inc

Dibiten USA

Diversitech General
Building

Dow Chemical Co

Drew Foam of Colorado

Dunlop Construction

Durolast Roofing Inc

Dynamit Nobel of
America Inc

Dyrelite Corp Inc

EPS Molding Inc

Energy Ind Inc

Eracorp

Evanite Permaglas Inc

Falcon Mfg of California

Falcon Mfg of Michigan Inc

Firestone Building
Products Co

Flex-Shield Corp

Foam Plastics of New
England

Foam Tech Inc

Futura Coatings Inc

GAF Corporation

The Garland Co Inc

Gates Engineering Co Inc

0 Single-Ply Roofing: A Professional

Guide to Specifications* * *

*Commercial, Industrial & Institutional Roofing Materi-
als GUIDE, Volume #8; Published February, 1986
by the National Roofing Contractors Association,
Chicago, lllinois.

**1986 Handbook of Commercial Roofing Systems;
Published by Harcourt Brace Jovanovich, Inc.,
Cleveland, Ohio.

***Single-Ply Roofing: A Professional Guide to Specifi-
cations; The Single-Ply Roofing Institute, Glenview,
lllinois.

Gedaco SPA
Genstar Roofing Products Co
Gilman Bros Co
The Goodyear Tire &

Rubber Co
W.R. Grace & Co
Great Western Diversified Inc
Guaina Corp of America
Hitchins America Inc
Homasote Company
Huebert Fiberboard Inc
Hyload Inc
Imperitalia SPA
Index SPA
Industrial Foam Products

MANUFACTURERS
AND SUPPLIERS
LISTED IN THE
GUIDE

Insul-Board
Insulated Building
Insul Corp of America
International EPDM Rubber
Int'| Permalite Inc
Karnak Chemical
Corporation
Kelly Energy Systems Inc
Koppers Company
Low-Temp Eng Inc
Lucas Sales Co Inc
Lunday Thagard Co Inc
Malarkey Roofing Co
Manville Bldg Mat'ls Corp
Marko Foam Products Inc
Mineral Fiber Mfg Corp
Minnesota Diversified Prod
Nebiprofa/Central
Soya Co Inc
Nord Bitumi US Inc
NPS Corporation
NRG Barriers Inc
Northwest EPS Inc
Olympic Rubber Roofing
Systems
Owens-Corning
Fiberglas Corp
Pacemaker Plastics Inc
Pacific Allied Products Ltd
Pantasote Inc
Pittsburgh Corning Corp
The Plastifoam
Corporation
Polyfab Industries
Poly Foam Inc
Polystyrene Products Co Inc
Protective Coatings Inc
PMS/Sucoflex
Radva Corp
Republic Powdered Metals
R-Max Inc
Royal 0l Company
Rubber & Plastics
Sam Bldg Products Co
Sarnafil Inc
Seal-Dry/USA Inc
Seaman Corporation
Sequoyah Foam Inc
Siplast Inc
Soprema Roofing &
Waterproofing Inc
Southern Ohio Foam
Southwestern Petroleum Co
Spectrum Mfg
JP Stevens & Co Inc
Syenergy Methods Inc
Tamko
Teltex Inc/Rhofiex Div
Temple-Eastex Inc
Tex-Styrene Plastics Inc
Texas Refinery Corp
Therma Foam Inc
Thermal Foams Inc
Thermal Systems Inc
Tremco Inc
Tri-Ply Inc
Tropical Industrial
UC Industries
United Industries
US Intec Inc/Brai
Villas Roofing Systems Inc
Wat-Pro Inc
Weathergard Roofing
Western Insulfoam Corp
Win-Tec Inc
Woolley & Company

N S S B e bt S S R S R TR s 7 R R e e R A e e i N

Order Form

Name

Annual Subscription $85 (2 issues)

D Check Enclosed

Company Name

Address

L] American Express

Acct.#

L] visa

':] MasterCard

Exp. Date

City/State/Zip

Payment must accompany order (U.S. Funds drawn on a U.S. bank)
Send to: NRCA, PO. Box 3129, Oak Park, lllinois 60303

Authorized Signature

Check #15 on Reader Service Card




Some Roofs Are More
Important Than Others

If the value under your roof is
such that a leak is intolerable and
you're willing to pay just a little
more in the beginning to get the
best protection possible and the
lowest lifetime cost, you should
insist on Sarnafil. Sarnafil gives
your roof the important attention
it deserves by providing an indiv-
idual customized solution to your
specific problem. Sarnafil seams
are hot air welded for absolute

,,,,,

3

Sarnafif. .. where only the best is good enough

building alterations or changes in
roof-mounted equipment. Sarnafil
has been proven in actual service
for over 20 years and is installed by
the country’s best and most techni-
cally proficient, factory-trained
contractors.

If what’s under the roof is impor-
tant, then the roof is important
enough for Sarnafil.

For complete details contact
Sarnafil Inc., P.O. Box 380, Canton,

An important Sarnafil roof protects New England
Memorial Hospital, St m, Massachusetts.

Massachusetts 02021, or call toll
free 1-800-451-2504, or in Massa-
BT

omm S a rn afil ©  chusetts 1-800-451-2506.

Because Important Roofs Deserve the Best

integrity, and you can hot air weld
new Sarnafil to the existing mem-
brane any time to accommodate

Check #22 on Reader Service Card



nmany of the regional offices of the

American Arbitration Association

(AAA)recently there has been a sub-

stantial increase in the number of
demands for arbitration in construction-
related disputes. This has imposed a signifi-
cant strain on the existing panel of
“construction” arbitrators maintained by
these AAA offices, according to the law firm
of Hendricks, Spanos & Phillips.

While arbitration may not be suitable for
resolving all categories or sizes of
construction-related disputes, there seems
to be substantial agreement within the
industry that the arbitration forum does
serve a proper function in resolving many
construction disputes. But the only way
this forum will continue to be effective is if
qualified and experienced construction
business people and professionals are will-
ing to serve as arbitrators to assist in resolv-
ing the various disputes that come before
the panel.

AAA’s regional offices are located at:

1197 Peachtree St., N.E.
Atlanta, Ga. 30361

60 Staniford St.

Boston, Mass. 02114
7301 Carmel Executive Park
Charlotte, N.C. 28226
205 W. Wacker Drive
Chicago, Ill. 60606

2308 Carew Tower
Cincinnati, Ohio 45202
1127 Euclid Ave.
Cleveland, Ohio 44115
1607 Main St.

Dallas, Texas 75201

1775 Sherman St.
Denver, Colo. 80203

615 Griswold St.

Detroit, Mich. 48226
585 Stewart Ave.

Garden City, N.Y. 11530
2 Hartford Square West
Hartford, Conn. 06106
1101 Walnut St.

Kansas City, Mo. 64106
443 Shatto Place

Los Angeles, Calif. 90020
2250 S.W. 3rd Ave.
Miami, Fla. 33129

510 Foshay Tower
Minneapolis, Minn. 55402

Any business person or professional
involved in the construction industry
should consider volunteering to serve on
the panel of arbitrators. It’s very easy to
volunteer. Simply contact the regional
office of AAA and indicate your interest.
The AAA office will provide all of the nec-
essary forms and information required to
submit your name for inclusion on the
panel.

It is unlikely that any one panel member
will be called to serve more frequently than
his or her schedule will permit. Panel mem-
bers always have the option of declining to
serve in the event of schedule conflicts.
Volunteers may also decline to sit on any
panel hearing a dispute that they perceive
to be in conflict with their own interests.

While the monetary compensation for
these services is not great, all expenses are
generally paid. Moreover, there is the psy-
chological benefit of having served the
industry that provides your livelihood.

140 W. 51st St.

New York, N.Y. 10020
230 S. Broad St.
Philadelphia, Pa. 19102
77 E. Columbus

Phoenix, Ariz. 85012

221 Gateway Four
Pittsburgh, Pa. 15222
530 Broadway

San Diego, Calif. 92101
445 Bush St.

San Francisco, Calif. 94108
811 1st Ave.

Seattle, Wash. 98104

1 Executive Drive
Somerset, N.J. 08873
720 State Tower Building
Syracuse, N.Y. 13202
1730 Rhode Island Ave., N. W.
Washington, D.C. 20036
34 S. Broadway

White Plains, N.Y. 10601

B The shrinking value of a dollar owed to a company was charted
recently in an issue of the Tennessee Association of Roofing Contractors’
(TARC) newsletter. According to the figures, every dollar of a payment
that is 30 days past due is worth only 97 cents. After 90 days, each dollar is
worth only 83 cents. Accounts that are one year past due are worth only
45 cents on the dollar, and after five years the value of each dollar owed is
only one penny. TARC cites the U.S. Department of Commerce for this

information.
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~ ON THE ROOF

suburban Milwaukee reroofer has

carved a niche for himself by spe-
cializing in government projects.
Ed Zibolski (known as Ed Zib in the
business), president of Elite Roofing and
Sheet Metal, Inc., in Cudahy, Wis., says that
his company has developed a history of
bidding on federal projects, especially for
the U.S. Navy.

“The key to success on a government job
is to read and follow the blueprints exactly,”
Zib says. “But that’s not a complaint. Check-
ing specs very carefully is what any competi-
tive roofer should be doing anyway. While
there is extra paperwork, it’s not a stumbling
block—if you’ve paid attention to the speci-
fications.”

Zib’s latest project for the Navy is a
50,000-square-foot reroofing job atop a
three-story barracks at the Great Lakes
Naval Training Center in North Chicago, IIL
This is Zib’s seventh job for the Navy.

“We have 20 employees, including two
estimators and an office worker,” Zib
reports. “My crews generally work in
groups of six, though we also work in
teams of eight to 12. If there are two crews
working, each has its own crane. Using 2
crane with the right accessories is certainly
one of the keys to efficient reroofing.”

For the barracks job, Zib assigned the
newer of his two cranes, a JLG Model 800
BT mounted on 2 GMC chassis from Giuf-
fre Brothers Crane Service. The crane’s fea-
tures include:

B cight-ton capacity;

W 65-foot tip height; with boom and jib
extended, a tip height of 94 feet;

B proportional telescoping boom; and

B dual control stations.

Zib chose the Model 800 BT because
“there’s nothing we can’t lift with it.”

Zib also purchased a Giuffre-designed
accessory, the “Humpty-Dumper.” The
31/2-cubic-yard box is crane-carried and
features hydraulically opened bottom
doors that deposit waste from the roof into
a dumpster at ground level.

“One worker is able to operate the crane
and do all of the groundwork. There’s less
dust, no ground cleanup and no damage to
the landscape. That’s our favorite way of
removing an existing roof,” says Zib.

Elite’s heaviest piece of equipment is a
3,800-pound, skid-steer loader. The loader
could not be used at Great Lakes because
there was no parapet. In fact, the Corps of
Engineers asked Zib to take special safety
precautions on this job.

“We were observing OSHA safety regula-
tions, but the engineers asked that we
install a2 complete cable guardrail system
around the perimeter. The cable system
could not have more than 4 inches of slack
from post to post and had to be exactly 42
inches above the roof. This is typical of the
difference between the two regulators. But
we followed the engineer’s requests and
lost very little time. Thanks to the crane,
the guardrail hasn’t interfered with the
job.”
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1ith a roof the size of 16 football
| fields, the new Southwestern Bell
| Materials Distribution Center in

__ | Lancaster, Texas, lives up to the
Lone Star State’s reputation for doing
things in a big way.

CEI Industries of Texas, Inc., covered the
500,000-square-foot roof with 1!/z-inch
Celotex Energy-Lok insulation and a 60 mil
Trocal Type S membrane mechanically
attached by an SFS system. The project was
the largest CEI had ever undertaken. Since
completion in October 1985, the facility
has been used to distribute materials rang-
ing from fiber optic cable to office supplies
to Southwestern Bell operations in Texas,
Missouri, Oklahoma, Arkansas and Kansas.

CEI used three crews of five workers
each during the eight-week project.
Averaging 210 squares per day, the crew
mechanically fastened the insulation and
membrane to the metal deck of the roof
with belt-loaded 2'/2-inch screws. A
tapered saddle system was mechanically
attached to the roof’s perimeter.

The system carries a Factory Mutual I-60
wind rating. During construction, with
about half of the roof in position, a 70-mile-
per-hour windstorm swept through the
site. The membrane remained undamaged
and in place.

Check #7 on Reader Service Card

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

boato iecsystem s.p.a.

l v. Grado n. 64 - Zona Industriale 34074 Monfalcone (ltaly)
phone (0481) 711811 - tix 460416 boato |

Check #2 on Reader Service Card
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: he Columbia Center is Seattle’s

" | newest, and tallest, landmark. The
T | concave/convex 76-story triangu-
lar stucture has 2 million square
feet of floor space, including a 58,000-
square-foot retail center and a 60,000-
square-foot public arcade.

The building was designed with a tre-
mendous glass curtain wall system and a
seven-tiered roof. To make such a structure
energy efficient, designer Chester S. Lind-
say specified 8,800 insulated non-
reflective tinted glass windows and a high
R-value, water-resistant single-ply roof sys-
tem. A 2-inch layer of Foamular® 404
Extruded Polystyrene Rigid Foam Insula-
tion from UC Industries, Inc., was placed
over the roofing membrane and the con-
crete topping slab to provide an R-value of
10 and protect the expensive underlying
membrane.

For more informa

Natio

tion an
hal Roofing cgo 1L 60631

Check #29 on Reader Service Card
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(For inclusion of events, address
all correspondence to:

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

Sept. 29-Oct. 2

Basic Roofing Technology
Roofing Industry Educational

Institute
Boston, Mass.

Sept. 29-Oct. 3

Infrared Scanning Courses
Infraspection Institute

San Diego, Calif.
Oct. 2-4

Annual Convention
Arizona Roofing Contractors

Association
Tucson, Ariz.

Oct. 8-9

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

Nov. 3

Asbestos Abatement and Removal:
Legal Considerations and Planning

Construction Education

Engineers Management Corporation
Construction Education Washington, D.C.
Management Corporation Nov. 6-7
Washington, D.C. Concentrated Course on
Oct. 20 Government Construction

Construction Contracts and the
Rules of Contract Interpretation
Construction Education

Contracting
Construction Education
Management Corporation

Management Corporation Washington, D.C.
‘Washington, D.C. Nov. 10-11
Oct. 20-24 Construction Claims and Disputes
Infrared Scanning Courses for Owners, Contractors,
Infraspection Institute Developers, Architects and
Burlington, Vt. Engineers
Oct. 26-29 Construction Education
Annual Convention and Trade Show Management Corporation
Midwest Roofing Contractors Lake Buena Vista, Fla.
Association
St. Louis, Mo.

NRCA OFFICERS

President

DONALD McNAMARA
Milwaukee, Wis.

Senior Vice President

MICHAEL BELDON
San Antonio, Tex.

Vice Presidents—Two Years

JOSEPH ADLER
Joliet, IIL

DUDLEY MILES
Chesapeake, Va.

MARLIN POTTEIGER
York, Pa.

Vice Presidents—One Year

RICHARD BAXTER
Monroe, N.C.

WILLIAM T. FORT JR.
Sumter, S.C.

RICHARD ROSENOW
Chicago, IIL

Immediate Past President

ROBERT T. HARRISON
Greenville, S.C.

BOARD OF DIRECTORS
Three Year Term
CHARLES BECHTEL
Dayton, Ohio
WILLIAM BOYLAND
Cohoes, N.Y.
JOSEPH BUECHE
Phoenix, Ariz.
MARK CONNELLY
Valley Park, Mo.
JAMES DAHILL
New Haven, Conn.
JAMES DIETZ
Davenport, lowa
JAMES FOLEY
Philadelphia, Pa.

WILLIAM GREENE
Jacksonville, Fla.
ROBERT D. HERBERT LIl
Nashville, Tenn.
STEVEN KRUGER
Macon, Ga.
FRANK LAWSON
San Francisico, Calif.
WILLIAM MAHONE
Roanoke, Va.
DONALD McCRORY
Mobile, Ala.
JAY REFIEUNA
Lyons, 1L

Two Year Term

JOHN CARRUTH JR.
Miami, Fla.

ZACH L.ELLIS
Kenner, La.

HARRY ESBENSHADE JR.

Davisville, W.Va.
RALPH HINSHAW
Frankfort, Ind.
DOUGLASS JONES
St. Louis, Mo.
CONRAD KAWULOK
Boulder, Colo.
STEPHEN KRUPNIK
Glen Burnie, Md.
MITCH MAULDIN
Laurel, Miss.
ALAN MEIER
Chicago Ridge, 1L
CHARLES PETERSON
Berkeley, Calif.
JOHN PROBST
Butler, Wis.

MICHAEL PROMEN
Broadview, 1L

WILLIAM (GENE) REYNOLDS

Enterprise, Ala.

JOE RUTKOSKI
Tampa, Fla. Executive Vice President Administration
ROBERT F SHEA JR. FRED GOOD, CAE ROBERT McADAM
Mattapan, Mass. Associate Executive Directors Director
ALAN WOLF PATRICIA APPELHANS ROBYN BISKEY
Cincinnati, Ohio ALAN GRAYSON Administrative Assistant
ROBERT LaCOSSE, CAE STEVE JUDSON
CHRISTINE NOLEN TAYLOR, CAE Service CenterAssistant
One Year Term Executive Secretary PATTY KAZEOS
ROBERT BELLITT CONNIE LESSNER Receptionist
Broomfield, Colo. Finance General Operations
MICHAEL BOWLING R(;aﬁl)e?mm JUDY INCARDONE
Louisville, Ky. £ Clerk
JOHN L. BROWN JR. e Association Services
Delray Beach, Fla. ! decrelary PATRICIA APPELHANS
RANDY DENCHFIELD Technical Services Director
d ROBERT LaCOSSE, CAE
Washington, D.C. Difeeio CONCHITA ALVAREZ
JIM GENTRY Administrative Assistant/
~ JEFF LOWINSKI Legal Resource Center Manager
Sl Manapcs LYNN KEEFE
‘4 J
Wg.LlAM g'g’"'"\ JR. WILLIAM CULLEN Administrative Assistant
ANEGAN Research Associate Meml ip evelppuacat
BENNETT HUTCHISON JOANNE WAWRZYNIAK CA""S‘“RL prv et men
Atlanta, Ga
SN Secretary Director
PH&:—:(‘;:“}%E:E Information Management LENORA KANE
VERNON l ARS 6\: SUE BUCZKIEWICZ Administrative Assistant
St Panl, Minn. Manager SARA ANDERSON
i\, LLOYD LUANNE KOENIG Secretary
jO;l atowa P, Administrative Assistant Communications
TOMOWIL, H4- Meetings and Conventions CHRISTINE NOLEN TAYLOR, CAE
gS
BRUCE MARTIN - Dire
oodinville. Wash GALEKIESEL irector
Woodavil, Wash. Director MARTIN EASTMAN
JERRY STEED BENNETT BROWN Director of Publications
Huntsville, Ala. Manager DAVID IMPEY
ARJHIONY TRESC0 LINDA METHLING Associate Editor
Baltimore, Md. Administrative Assistant ROB EISEMAN
ROBERT THERRIEN BEA McSHEFFREY Public Relations Manager
Keene, N.H. Coordinator JOAN KRIETE
JOHN VAN WAGONER i Senior Ad Sales Representative
Sterling. Va Education
COUNE, Va- ALAN GRAYSON JOANNE JAMESON
JOHN WRIGHT Director Secretary
Albuquerque, N.M. JAN THOMPSON
Assistant Manager
MARIA DEMES
Secretary
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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.

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

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

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

It’s that simple!

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

Check # 19 on Reader Service Card



] ike roofing professionals in every
| country, Swedish contractor Leif
ettergren is trying hard to keep
I pace with the rapidly changing
roofing industry. His search for knowledge
brought him to the United States recently
to visit NRCA contractors and compare
notes on technology, management and
coping with change. Zettergren is regions-
chef (general manager) for Mataki-Hoganas
Tak, the roofing contractor division of the
Mataki group, a major manufacturer of
roofing materials and industrial chemicals
in Sweden. Hugh Guilderson, General Man-
ager for the American Pacific Roofing Co.,
San Diego, was Zettergren's host for two
days in Southern California. Together,
Guilderson and Zettergren toured several
jobsites, including a recently completed
cap sheet roof.

The Mataki roofers are enjoying success
with EPDM, APP-modified bitumen and
CPE, Zettergren reported. EDPM allows
them to work throughout the winter, while
torch-applied APP-modified bitumens are
solving the problem of asphalt flashings
sliding off parapet walls. Commercial
buildings in Sweden are typically poured-
in-place concrete with either concrete or
masonry parapets and no wood nailers.
Zettergren has found that he can secure the

flashings to these structures with 1-inch
square head nails at 12 inches on center.

Zettergren also said that APP-modified
bitumens are used as complete roof mem-
brane systems, especially in reroofing,
which has begun to dominate the Swedish
roofing market. Thanks to a Swedish build-
ing boom in the 1950s and 1960s, Zetter-
gren projects the need for commercial and
industrial reroofing at 3,000,000 square
meters over the next 10 years.

According to Guilderson, Zettergren was
impressed with American reroofing tech-
nology. Apparently, many of our tear-off
and scraping machines are not available in
Sweden, so Guilderson gave his Swedish
counterpart several brochures and cata-
logs. “He was amazed at the size of our
mops,”’ Guilderson added. “We did not
compare asphalts, but the fact that our
8-pound mops hold much more asphalt
than the small brushes used in Sweden may
contribute to our success with built-up
base flashings.”

“One of our technological prophets has
described the world of the late 20th cen-
tury as a global village,” says Guilderson.
“Two days with Leif Zettergren taught me
that roofing contractors do indeed live in a
small world. We speak the same language.”

The following have been approved for NRCA membership for July.

CONTRACTORS

Douglas Roofing Co.
2868 Daley

Troy, Mich.

Douglas Sawicki

Flint Regional Roofing, Inc.
33064 Associates Drive

Burton, Mich.

Mary Alice Stephenson

Hamilton Roofing Co.
510 W. Richey

Artesia, N.M.

David A. Harris

Humboldt Roofing Co.
90 E. Lenwood Drive
Sparks, Nev.

Melvin Naumann

Mr. Roof/Greaves Inc.
5126 Merritt Road
Ypsilanti, Mich.
Herbert Greaves

B. Nock & Sons Roofing, Inc.
1016-3 Grand Blvd.

Deer Park, N.Y.

Suzanne Nock

ASSOCIATES

Burris Building Materials
1735 Hinton St.

Orleans Parish Acrysyl
2617 Olivier Blvd.

Gerald R. Roy
Reinhardt Roofing, Inc.

San Jose, Calif.

Carole A. Harden
Tri-County Roofing
814 E. Yanonali St.
Santa Barbara, Calif.
Richard Visueta

Troco Roofing, Inc.
1625 Hartman St.

Huntington, Ind.

Dallas, Texas
Richard Rentschler

Thermal Insulation Manufacturers Assn.
7 Kirby Plaza

PO. Box 686

Mount Kisco, N.Y.

J.M. Barnhart

INTERNATIONAL

Trinidad Domestic Contractors Ltd.
30 Mountain View Road

Maracas Valley, St. Joseph Trinidad
Giles Edwards



7 = i
| Ic at Ion ow available from NRCA is the worker training
program Application of the Built-up Roof:

Flashings. The training package consists of a
narrated audiovisual presentation and companion
Of t he workbook specifically designed for training work-
ers through in-house sessions in the contractor’s
- shop. Itintroduces the roof mechanic to flashing
& detail design, to the different materials used for
B u l I t - u p ROOf ) BUR flashings, and to the proper procedures for
installing both vertical and horizontal flashings.
= The program provides clear, step-by-step instruc-
F IaShl ngs tion in the application of built-up flashings at drains

and penetrations, roof edges and walls, and
curbs.

The audiovisual program, available in either
slide/cassette or videotape format, consists of
400 slides and a 47-minute narration. A compre-
hensive workbook contains a complete outline
of the program plus quizzes, drills, and tests to

gauge student progress and aid in instruction.
A complete instruction guide is available as well.

Up to six hours of credit toward the requirements
of the Academy of Roofing Contractors program

can be earned using this program.

For more information on Application of the
Built-up Roof: Flashings, contact the NRCA
Education Department, 8600 Bryn Mawr Ave.,
Chicago, Ill. 60631, (312) 693-0700.

A four-part audiovisual
program designed for
the roofing worker

NATIONAL
ROOFING

B
Hﬂm CONTRACTORS

ASSOCIATION



JLG adds platform,
127/2-ton boom

JLG has added two new products
to its line of cranes and lifts.

The Model 1250BT truck-
mounted hydraulic boom crane
has a rated capacity of 12'/2 tons.
The crane features a mounting
design that eliminates the need
for added supports; it may be
installed on any standard truck
meeting 1250 specs. The boom
length runs from 25 feet retracted
to an extended tip height of 76
feet. A manual pull-out boom
extension can be added for
greater capacity and reach. A
brochure detailing both the
1250BT and the 800BT cranes is
available from the company.

JLG is also marketing a new
aerial work platform designed for
construction and industrial
applications where working
heights of up to 80 feet are
required.

The Lift® Model 80HX features
hydraulic extendable axles that
provide a wider working base.
This design allows the machine to
be driven while the platform is
fully elevated, an operation that
would not be possible with out-
riggers. The 80HX has a maxi-
mum restricted capacity of 1,000
pounds and an unrestricted
capacity of 500 pounds at maxi-
mum horizontal reach.

Check #30 on Reader Service Card

Tools, equipment
expand Hilts line

E.L. Hilts & Co. has expanded its
roofing equipment line with
several new products.

The company has developed a
new hand roller for use in apply-
ing EPDM, Hypalon and PVC
roofing materials. The Diamond
Roller has a nylon roller mounted
on ball bearings. The roller head
has rounded edges to prevent
damage to materials when tuck-
ing and tightening flashing
around curbs, skylights and other
penetrations. The tool’s design
helps avoid the bridging effect
that can occur when flashing
with elastoplastic materials.

Hilts is also offering a new two-
wheel wheelbarrow with over-
sized balloon-type trailer wheels.
The extra width of the wheels
allows the unit to roll more effi-
ciently and improves the balance
of the wheelbarrow. The new
wheelbarrow is designed for use
on EPS and foam roof insulations.

Hilts has added two major
equipment lines to its inventory.
The company is now carrying
Gravely tractors along with the
Nieman tear-off attachment. In
addition, Hilts is stocking
Reimann & Georger hydraulic
swing hoists.

Check #31 on Reader Service Card

RO introduces
new Stinger series

The RO Corp. has recently intro-
duced two new series of Stinger
truck cranes in the 12-ton-and-up
lift capacity ranges.

The new cranes are designed to
be installed on single-axle truck
chassis. The TC-130 series fea-
tures a maximum lift capacity of
25,000 pounds and sheave
heights to 112 feet when
equipped with optional two-
sectional telescoping jibs. The
Model TC-145 offers a maximum
lift capacity of 29,000 pounds
and sheave heights to 121 feet
when equipped with optional jib
and widespread, rear out-and-
down outriggers.

Optional one- and two-worker
aerial platforms are also available
for use with the Stinger line of
cranes, along with material-
handling accessories such as
hoppers, clam shell buckets,
pallet forks and hydraulic lines.
The company has published a
brochure describing the Stinger
truck-mounted cranes.

Check #32 on Reader Service Card

System eliminates
standing water

Roof Saver Systems, Inc., has
introduced a permanently
installed system that removes
ponding water from flat roofs.

The Roof Saver System
includes a priming unit with a pan
on top and a satellite unit. Rain
collects in the primer unit’s pan
and drains into the pump, which
contains a flotation and shut-off
device. Accumulations of 16
inch of water activate the flota-
tion device and open the mani-
fold. Water released through the
manifold creates a siphoning
action and drains the pond at the
satellite to a depth of '/ inch at
the deepest part.

The Roof Saver System uses no
electric or battery-operated parts,
and needs no special tools for
installation.

Check #33 on Reader Service Card
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Aeroil expands
equipment line

Aeroil Products Co., Inc., has
added two new products to its
roofing equipment line.

A new 25-gallon patch kettle,
Model KE-B-25W, is light enough
to be hand-hoisted to the roof
and small enough to fit in a car,
truck or through a skylight open-
ing. The unit is mounted on two
wheels and has removable han-
dles for convenience. The com-
pany has also introduced a new
roof saw that features a cutting
depth of 4 inches and a design
that allows use within 3 inches of
parapets. The Mark I-E saw has a
gas engine with an electric starter,
and comes with a full-depth blade
cover and dust shield. The unit is
21 inches wide with handle-
mounted controls.

Aeroil has also announced that
its Topsider trash chute meets
OSHA roof safety requirements.
The chute has worker guard rails
on both sides and a chain across
the middle section, where debris
is dumped. The chute can be
assembled on the rooftop with-
out tools.

Check #34 on Reader Service Card

Armorlon markets
custom chutes

The Armorlon Division of Reef
Industries, Inc., is marketing
custom-made chutes for remov-
ing debris from rooftop sites.
The flexible chutes are manu-
factured by the company accord-
ing to the client’s individual
specifications for length and
diameter. The chutes are
designed for easy assembly to
decrease set-up time. They are
available at prices up to 70 per-
cent lower than other compara-
ble chutes, according to the com-
pany. Each chute is covered by a
complete one-year guarantee.

Check #36 on Reader Service Card

Tool simplifies
seam welding

Allied Roofing and Sheet Metal
Co., Inc., has developed a new
tool designed to help roofers
properly weld modified bitumen
membranes.

The Torch-Mate is a 5-inch
trowel base with a clamping
device that holds the membrane
during heat application. A lever at
the back of the trowel releases
the membrane when it has been
properly heated for sealing. The
Torch-Mate trowel helps elimi-
nate faulty seaming caused by
premature contact in seams, laps
and flashings. A rounded tip on
the trowel also helps feather
seams according to manufacturer
specifications.

Check #37 on Reader Service Card

Grover introduces
high-pressure pumps

The Grover Manufacturing Corp.
has introduced a new line of high-
pressure airless pumps.

The new series of pumps offers
ratios from 11-to-1 to 48-to-1,
with deliveries of 0.5 gallons per
minute to 3.5 gallons per minute.
All models, except the 0.5 gallon-
per-minute model, have two-
position adjustable lower inlet
ball settings for use with thin or
viscous materials. The 3.5 gallon-
per-minute model features a large
internal porting for pumping zinc
primer, mastics, coal tar epoxies
and sprayable block fillers.

Eight basic models of the high-
pressure pump are available for
use in both circulating and dead-
end systems. The heavy-duty
models may be mounted on drum
covers, wall brackets or portable
carts.

Grover has published a 12-page
brochure describing the compa-
ny’s line of airless pumps, acces-
sories and outfits.

Check #38 on Reader Service Card

Blackwell offers
rear-mount kettle

Blackwell Burner Co. has intro-
duced a new 270-gallon kettle
with a rear-mounted engine and
pump.

The KT-270 kettle is designed
to fit into narrow locations. Its
construction allows the lift line
unobstructed access to the roof
without passing over the kettle.
The rear deck lid of the kettle is
hinged to allow the mounting
plate to swing out for pump
maintenance or unobstructed
tube removal. The engine and
pump can be tilted back to allow
access to the pump while provid-
ing a work platform.

The KT-270 is equipped with
an engine-to-pump drive system
that uses a heavy-duty chain with
sprockets suitable for engines
over 100 horsepower. The unit
also features a rear bumper that
protects the 2-inch draincock.

Check #39 on Reader Service Card

Lubin markets
convertible ladder

Lubin Marketing Association,
Inc., is offering a new ladder that
can be used as a solid step, exten-
sion or stairway ladder, or as
portable scaffolding.

The Jaws Ladder™ features an
interlocking hinge design and
telescoping legs that allow it to be
locked into a variety of positions.
It may be adjusted at 1-foot inter-
vals to a height of 22 feet, and
carries a capacity rating of 300
pounds. The ladder, which is
available in two sizes, folds down
for transport and storage. It
carries a full one-year uncondi-
tional guarantee.

Check #40 on Reader Service Card
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Drill installs
Tapcon anchors

Black and Decker, Inc., has in-
troduced a new hammer drill
designed specifically to install
Tapcon® anchoring systems into
concrete.

The Model 5085 drill features
dual spindles, which operate at
different speeds. The inner spin-
dle, used for drilling the pilot
hole, runs at speeds up to 4,000
rpm and hammers up to 68,000
beats per minute. The outer
spindle provides the low speed
and high torque required to
install the Tapcon anchor effec-
tively. The installation sleeve is
slipped onto the larger outer
spindle, which is over the drill
bit. The anchor is then inserted
into the sleeve and driven into
the pilot hole at 500 rpm.

The hammer drill has a side
handle designed to increase
control. The reversing switch is
located away from the trigger to
decrease the chance of accidental
reversing. The tool comes with
the installation sleeve, a /4-inch
hex socket, a 5/16-inch hex socket,
a Phillips adapter, #2 and #3
Phillips bits, and a hex key.

Check #41 on Reader Service Card

Benjamin markets
Aro equipment

The Julien P Benjamin Equipment
Co. is now marketing Aro fluid
handling equipment for use in
installing EPDM membranes.

The company now carries
Aro’s adhesive sprayer Model
650093, which allows bonding
adhesive to be applied at a rate of
one square every two minutes.
The Model 650259 lap seamer,
which welds seams at a rate of 50
feet per minute, is also available.

The Benjamin Co. is also offer-
ing a new, 16-page contractors
price guide for all roofing equip-
ment and tools. In addition, the
company has established a new
WATS line to provide informa-
tion on stock and equipment in-
quiries. The new number is 800/
874-1151.

Check #42 on Reader Service Card

Marathon introduces
new line of vents

Marathon Roofing Products, Inc.,
is marketing a new line of vents
for use with BUR and modified
bitumen systems.

Insulvents are available in
cither one- or two-way models.
The units are manufactured
of primed aluminum, and sat-
isfy NRCA and manufac-
turers' requirements for vent
installations.

Check #43 on Reader Service Card

Bostitch publishes
reference catalog

Bostitch has published a refer-
ence catalog of its full line of
construction fastening tools,
fasteners and accessory products.

The illustrated catalog presents
each product individually with a
thumbnail description of key
features. Applicable fasteners are
illustrated opposite each tool.

Categories include pneumatic
staplers and nailers, pneumatic
finish staplers, pneumatic tools
for special applications, air com-
pressors, and air hose kits and
accessories. Other categories
listed include electric and manual
staplers, stapling hammers, low-
velocity powder-actuated tools,
and standard-velocity powder-
actuated tools.

Check #44 on Reader Service Card

"FASTENING
TOOLS

Force-Flo develops
caulk gun loader

A new caulking gun loader has
been introduced by Force-Flo,
Inc.

The loader allows an operator
to pump 1 pound of caulk into a
caulking gun in about five
strokes. This reduces loading
time by about 50 percent, accord-
ing to the manufacturer. The
loader is also designed to reduce
spillage. The loader features
heavy-duty, reinforced latches
and a ratchet-action pump. The
unit’s bottom latches are made of
a heat-treated alloy designed
specifically for industrial use.

Check #45 on Reader Service Card

Kettle uses either
liquid or gas LPG

Roofmaster Products Co. has
introduced a fully automated,
electronically controlled kettle
that uses either vapor or liquid
LP-gas.

The Flameguard™ system is
self-igniting and features an
automatic shut-off system that
turns off the controls if the
burner blows out or fails to ignite.
The controls remain off until the
thermostat is reset. Flameguard’s
pump is powered by an engine
equipped with an electric gear
start and alternator for recharging
its 12-volt system.

Roofmaster has also introduced
a line of kettles with rear-mounted
engines and pumps. The Standard
Vat kettles feature a non-
removable, swing-free engine
cover and a reduced kettle length
designed to make the kettle easier
to maneuver. A 200-square-inch
vent has been installed on the lid
to prevent pressure buildup in the
kettle.

A new granule blowing system
is also being marketed by Roof-
master. The Dual-Hopper Gran-
ule Master™ has two hoppers; one
side can be refilled while the
other side remains in operation,
climinating the need to stop work
to refill. The unit is capable of
spreading up to 55 pounds of
granules per minute and has a
total capacity of 1,000 pounds.

Check #46 on Reader Service Card
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COMPLETE RIT
RED DRAGON W

torches give you the
durability and
dependability you
need to get the job
done right.

e Complete kits

e Stand-up and
detail torches

e Available in
carton or new
blister pack

RED DRAGON
Modified Bitumen Applicators

FEATURING:
e Easy roll mount

e Simple one
handle design

Red Dragon
SPA 540A

Made in the U.S.A.
CONTACT YOUR LOCAL

DISTRIBUTOR OR:

FLAME ENGINEERING, INC.
P.O. Box 577 913-222-2873 (KS)
LaCrosse, KS 67548 800-255-2469 (USA)
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Giuffre broadens
crane, lift line

Giuffre Brothers, Inc., has
announced the addition of two
new products to its line of cranes
and lifting equipment.

The Little John is an all-purpose
skid steer drive vehicle that lifts,
sweeps, digs, bulldozes and
plows. The unit weighs less than
1,400 pounds and can be hoisted
to a roof site by crane. Designed
specifically for small work areas,
the Little John has a loader capac-
ity of 500 pounds and features a
30-inch turning radius. It is com-
pact enough to fit in elevators
and through doorways.

Giuffre Brothers has also
announced the availability of the
JLG Model 800BT truck-mounted
crane. The crane has an 8-ton
capacity with a 94-foot tip
height, and features dual control
stations.
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System offers
load limit warning

A British firm, Safety Devices, is
marketing a system that warns
operators when a telescoping
boom is approaching its maxi-
mum load.

The SafetyMaster system per-
mits maximum use of a machine
while providing both visible and
audible warnings when the the
load approaches its rated limit.

The SafetyMaster consists of a
series of sensors that monitor
chassis load, extension of the
telescopic boom and the eleva-
tion angle. A control box com-
putes the working load from the
sensor inputs. A display of lights
indicates both the load level and
the actions that will affect the
safety margin by increasing or
reducing the load radius.

The lights illuminate in turn at
75 percent, 85 percent, 95 per-
cent, 100 percent and 105 per-
cent of rated capacity. An audible
alarm sounds intermittently at 95
percent and continuously at 105
percent, while at 100 percent a
cut-out system prevents opera-
tion of any hydraulic services that
would lead to unsafe conditions.

Each installation of the Safety-
Master is individually engineered
by the manufacturer in collabora-
tion with the vehicle manufacturer.

Check #48 on Reader Service Card

so ROOFING SPEC




WHAT

EQUIPMEN T

Hyster brochures
describe platforms

The Hyster Co. has released a
series of six-page folders detailing
its line of aerial work platforms.

The brochure detailing the M
series work platforms highlights
the units’ one-person operation.
Caster mountings make it possi-
ble for one person to move the
platforms to the work area, set
the stabilizers and elevate the
platform to a height of 30 feet.
When lowered, all M series plat-
forms will pass through a 3-foot-
wide doorway.

The motorized V18 series
offers an 18-foot lift with a 24-
foot working height. Model V18A
can carry 1,000 pounds; the
V18NA model, which is designed
to fit through a 3-foot doorway,
can lift 750 pounds.

Other models offer 24- and 36-
foot working heights. All plat-
forms in the Hyster line feature a
lift design that uses only eight
pivot points in the arm.

The hydraulically powered
units also feature cylinder-
mounted control valves that
prevent free-fall if the hydraulic
line ruptures. All controls are
mounted on the platforms and
can be removed for security.
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In-tire sealant
patches punctures

The Tire Sealant Service Corp.
has developed an in-tire sealant
that is designed to permanently
seal tire punctures as they occur.

Perma-Seal™ is designed for use
in all tire applications, including
wheelbarrows, automobiles,
trucks and heavy equipment.
According to the manufacturer,
Perma-Seal can reduce the down-
time and tire repair costs asso-
ciated with either flat tires or
underinflation.

Check #50 on Reader Service Card

Sales-Impex adds
Starlight line

Sales-Impex, Ltd., has announced
the availability of a new line of
roof windows and skylights.

The Starlight windows and
skylights are available in either
fixed or top-hinge venting styles.
Units feature a profile of
extruded aluminum in bronze
baked acrylic polymer paint with
thermal breaks and condensation
gutters. The sash, which opens
outward on the venting units, is
made of extruded aluminum with
neoprene gaskets. The frame is
constructed of ponderosa pine
treated with Tribucide for protec-
tion against mold, mildew and
insects. Perimeter and step flash-
ings are included with the units.

Check #51 on Reader Service Card

"The Original”

The Dragin Wagon

Imitated - But......
ver Equaled

:K\ 7 //;
nghtwelght Rugged
Powerful - Flngertlp Control

Totally Adjustable

Features so unique they're patented!
*Reg.US Pat.No.4,354,893 & Patent Pending

unitad conytruction producty
7303-892-0400

//29/229/ 4

)}
3
.
0 A8

Timber

mulsture ennnunlert;.i

I l IBI’ICkﬁ

Eliminate Guesswork!

The Moisture Encounter detects moisture
in roofing, masonry, timber and brickwork.
Quick, accurate & easy to operate.

United Construction Products................. (303)892-0400
1300 Shoshone, Denver, CO 80204 TX(910) 931-0494
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National offers
heavy-duty cranes

National Crane is marketing a
new line of heavy-duty truck-
mounted cranes.

The Series 800B crane has a
35,000-pound maximum capac-
ity and a vertical reach of 140
feet. The unit features a hydrau-
lic, four-section, 75-foot boom
with box-section construction
and an 18-foot outrigger span.
The crane’s planetary winch uses
916-inch-diameter, rotation-
resistant, wire rope.

The Series 800B crane mounts
on most standard heavy-duty
commercial trucks in one of four
configurations to match job re-
quirements. A complete line of
800B accessories is available.
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Integral skin
protects panels

The Kornylak Corp. has devel-
oped a process that produces
phenolic foam insulating panels
with integral surface skins. The
panel’s surfacing is tough enough
to permit foot traffic without
damage to the foam, according to
the company.

The panels are produced on
Phenoflo-Foamboarder lines in
widths of 1 meter, 4 feet or 9 feet.
The process produces skins up to
1/4 inch thick that are approxi-
mately as hard as countertop
phenolic laminates. The Foam-
boarder lines can produce panels
with or without skins at rates
from 20 to 60 lineal feet per
minute.
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Moisture detector
fits in pocket

United Construction Products,
Inc., is marketing a new pocket-
sized electronic moisture detec-
tion device.

The Tramex Moisture Encoun-
ter can be used to evaluate mois-
ture content in timber, plaster,
felt and brick without cutting,
scratching or drilling. The unit
uses two conductive rubber pads
on the base. Electronic signals are
transmitted through the base into
the material. The resistance
between the signals is measured
to give the moisture reading.

The Moisture Encounter unit is
fitted with three separate ranges
of sensitivity, making it suitable
for a variety of tasks, including
identifying rising damp in walls,
locating leaks in felt roofs and
determining the moisture per-
centage in timber.

Check #54 on Reader Service Card

Shorty fastener
fits power drivers

The Tru-Fast Corp. has developed
anew fastening tool for driving
screws of 12 inches or more in
length.

The Shorty driver fits most
power screwdrivers. It features
jam nut positive depth control
and a snap-in bit design. The unit
is also built with Tru-Fast’s inter-
nal positive chuck, which grips
the screw head plus a portion of
the shank. This design reduces
screw wobble and “walking,”
ensuring accurate driving to the
pre-set depth.

Check #55 on Reader Service Card

Werner develops
bolted plank

R.D. Werner Co., Inc., has intro-
duced the 5200 Series Aluma-
Plank® bolted plank with wood
decking.

The Aluma-Plank uses extruded
aluminum T-cross members,
instead of swaged rungs, to join
the rails. Side rails are attached to
the T-cross members with self-
tapping fasteners that screw into
channel grooves in the cross
members. The bolted construc-
tion allows for easy replacement
of damaged components using
common tools.

The plank is available in lengths
of 7, 8 and 10 feet. All are duty-
rated at 75 pounds per square
foot and meet applicable national
codes. The unit has been tested at
26,000 cycles with a weight load
of 300 pounds with no loosening
of screws or rivets.

Werner has also published a
number of catalogs and brochures
describing its complete line of
aluminum and fiber glass step and
extension ladders, climbing
equipment and accessories.

Check #56 on Reader Service Card
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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.

Services and Equnpment

LIQUID ROOFING

ASPHALT TANKER
1973 GMC diesel. 12-ton capacity with 318
Detroit engine completely rebuilt. $14,000.
209/295-4410.

ROOFER TRUCK CRANE
1986 Roof King; 101-foot boom; 10-ton
capacity; hose reel. Mounted on 1986 IHC die-
sel truck. Call Don at 414/761-2300.

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.

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.

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

PERSONNEL PLACEMENT

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

SUBCONTRACTORS FOR HIRE

We are an experienced and reliable sub-
contracting crew looking for labor-only con-
tracts in the following areas: built-up,
single-ply, roof tile, shakes and composition.
Fully equipped and willing to travel. Refer-
ences. Call Harry Weaver 817/460-4795 or
Ken Dubois 918/250-2563.

NEW AMERICAN PAUS
TELESCOPING HOIST
Model AP 70; reach: 69 feet; towing length:
231> feet. $15,640. Call RACE 312/766-8434.

FLASHBAND

Solar Reflective

Aluminum Self-Stick Tape
Stops Water, Mold, Rust and Legks

Buy Direct:
3E Corp., 609-866-7600

 Business Opportunities

BUSINESS OPPORTUNITY
Earn $1,000s mailing circulars. Rush self-
addressed, stamped envelope to SLH Systems,
PO. Drawer 575-Q, Thorsby, Ala. 35171-0575

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.

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.

~ Positions Available

ENGINEERS
AND ARCHITECTS 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 serv-
ices. Opportunites available in Midwest,
Southeast and Southwest. Call Liz Platt at 800/
325-7205 for details.

EMPLOYEES
APPRECIATE
THE PAYROLL

SAVINGS PLAN,

JUSTASK
THE PEOPLE AT
E-SYSTEMS.

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

N

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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he desired properties and charac-
teristics of BUR materials have tra-
ditionally been described by
“prescriptive” types of specifica-
tions, according to the National Bureau of
Standards (NBS) Building Science Series 55
“Preliminary Performance Criteria for
Bituminous Membrane Roofing” (BSS-55).
The performance of the membrane itself
has been considered only from a practical
viewpoint, that is, by observation of its
durability under in-service conditions.

Poor roof performance has often been
attributed to the limits on the design, manu-
facture and application of roofing products
imposed by prescriptive specifications, BSS-
55 says. According to the document, these
limits inhibit new product development and
the introduction of innovative systems.

A number of prescriptive standards have
been developed and published by the
American Society for Testing and Materials
(ASTM). ASTM’s standards for roofing
products set forth the agreed-upon physi-
cal properties that the products should
possess at the time they are sold. In no way
do they guarantee the performance of the
finished roof or is there any assurance that
the product will maintain the prescribed
levels of performance after it is incorpo-
rated into a roofing system.

The groundwork for a more perform-
ance-oriented approach to roofing stand-
ards was laid in 1964 by a committee of the
Building Research Advisory Board. The
committee was formed to develop per-
formance characteristics, appropriate test-
ing procedures and suitable criteria for the
acceptance of roofing systems in general
for the Federal Housing Administration. It
was chaired by NRCA Research Associate
William C. Cullen, who was on the staff of
NBS at the time.

The committee prepared a list of 18 char-
acteristics deemed essential to the per-
formance of a roofing system. It found,
however, that adequate test methods were
available to evaluate only a small portion of
these characteristics. The committee also
concluded that meaningful prediction of
performance must take into account the
components interaction.

Since the committee published its find-
ings, NBS has become active in the develop-
ment of performance tests. In November
1974, the Bureau published BSS-55, which
presented a slightly revised list of 20
attributes for the evaluation of BUR perform-
ance, including: tensile strength, thermal
expansion, flexural strength, tensile fatigue
strength, shear strength, impact resistance,

notch tensile strength, the effects of mois-
ture on strength, creep, ply adhesion, abra-
sion resistance, tear resistance, pliability,
permeability, moisture expansion, weather
resistance, wind uplift resistance, fire resis-
tance and fungus resistance.

BSS-55 also described test methods and
criteria for 10 of these characteristics.
However, criteria for the roofing industry
as a whole must be established by the
industry itself. For the criteria to be mean-
ingful, it is essential that they be based on
tests that can be conducted by well-
equipped testing laboratories at a reason-
able cost. The test results must also be
reproducible. The proper way to establish
these performance criteria is through a rec-
ognized standard-making body such as
ASTM and not through a government
agency such as NBS.

At the present time, there are industry-
accepted test methods for four of these
attributes. ASTM D2523 tests tensile
strength; ASTM D3746 tests impact resis-
tance; ASTM E84, E108 and E119 test flame
spread and fire resistance; and ASTM E907
tests wind uplift resistance.

BSS-55 says that the establishment of
acceptable performance criteria will pro-
vide a basis for the in-service evaluation of
both established and innovative roofing
systems and guide manufacturers in the
development and production of roofing
materials.

The development of performance crite-
ria for bitumen BUR has been slow, and
NRCA would like to see more progress in
this area. Some groups are already working
on criteria for other types of roofing. The
Midwest Roofing Contractors Association
took the lead in the United States and
developed performance criteria for PVC,
elastomeric and modified bitumen mem-
brane systems. Internationally, the Joint
International Committee on Elastomeric,
Thermoplastic and Modified Bitumen
Roofing is working to determine the cur-
rent state-of-the-art standards, test meth-
ods and evaluation criteria that apply to
sheet-applied single-layer roofing, and
develop recommendations for perform-
ance standards for these materials.

We appreciate the initial efforts by these
groups to establish performance criteria
and we hope from these efforts all seg-
ments of the roofing industry will proceed
jointly to develop the realistic and mean-
ingful performance standards that the roof-
ing industry desparately needs.
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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

B Fiber glass roofing felts

@ European roofing experience

B BUR performance tests

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

B Health and Safety

*
ROGEING

Only $20 per year
$65 outside US/Canada

My primary business activity: [ Billme [J My check is enclosed
O Roofing, Waterproofing or Roof

Deck Contractor
[J Manufacturer, Distributor or

Supplier Name
[J Architect, Specifier or Engineer Gomnany
[J General Contractor Name
[J Government, Schools, University
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[J Building Owner Address
[J Other
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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. L o . smooth-surface built-up 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 md better roof. It stays flexible down to —30°F
more time to do more jobs. ‘ﬁl <Y ' 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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Holiday Inn/CROWNE PLAZA, Atlanta, Georgia. Southeastern States Roofing (Orlando, FL).

THE TOUGH

- . L

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

The word is getting around.
Bond Grey 35@ mechanically-attached single ply membrane
system installations are nationwide on new and retrofit

projects. Commercial, industrial, hospital, resort and school
and university applications are being protected by our 15-
year watertight protection plan.

R e e e ) The Bond Cote Systems applicator has been carefully selected
- and trained to install the Bond Grey 35® system to our strict,

%i ¢ west pOi nt Pepp e rell exacting standards. You receive the full support and financial

backing of our multi-billion dollar corporation.
Our network of representatives will be happy to show you
P.O. Box 71 West Point, Georgia 31833 800-368-2160 more.

Bond Cote Systems’ Bond Grey 357 mechanically-attached roofing system qualifies, without additional treatment or surfacing, for FM Class 1, I-60 and 1-90, UL Class A (new
and retrofit insulated constructions), SBCCI Compliance Report 8426, and Metro-Dade [84-0831.1(83), exp. 1/9/87.] Member, NRCA, SPRI and RCL
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