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IT’S NOT AN ELEPHANT,
IT’S A MAMMOTH.
What is the elephant in your room? Mold hidden in the walls? Water 
leaking from the ceiling? Water infiltrating the foundation? SOPREMA 
delivers the power of the mammoth, providing full building envelope 
solutions to keep those elephants out of any building––schools,  
hospitals, manufacturing and beyond.

www.soprema.us | 800.356.3521

SOPREMA DELIVERS THE POWER OF THE MAMMOTH, A FULL BUILDING
ENVELOPE OF PROTECTION UNMATCHED IN THE INDUSTRY. 

PUT THE MAMMOTH TO WORK FOR YOU.

DUOTACK® SPF ADHESIVE

SPF ADHESIVE FORMULATED BY 
SOPREMA FOR FASTER INSTALLATION 
WITH MORE COVERAGE

For more information on how to save  
time on the construction site, visit 
http://info.soprema.us/duotackspf

INTRODUCING
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“We wanted our home to be as maintenance-

free as possible. Metal is just a great option 

for residential construction.”
-Jack Carson, President, Carson Design Associates

With a lifespan of more than 50 years, a PAC-CLAD metal roof can be 

the last roof you buy. More than 45 colors available, including Energy 

Star colors that can reduce heating and cooling costs. 

Q. What roofing does an architect        
 choose for his own home?  

A.  Metal roofing.

Private Residence, Wimberley, TX     Architect: Carson Design Associates     Installing contractor: Dean Contracting Co.

Profiles: Snap-Clad Metal Roofing, Precision Series Wall Panel     Color: Galvalume

PAC-CLAD.COM   |   

Case study at P

IL: 800 PAC CLAD       MD: 800 344 1400     TX: 800 441 8661   

GA: 800 272 4482      MN: 877 571 2025      AZ: 833 750 1935

See us at the Western Roofing Expo - booth 814 and the FRSA Expo - booths 319 and 418
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THE PICTURE OF HEALTH
For a new medical complex in Tyler, Texas, de-
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The CHRISTUS Trinity Mother 
Frances Herrington-Ornelas 
HealthPark in Tyler, Texas, 
houses an urgent care clinic, 
medical offices, a physical 
therapy area and a fitness 
center. The roof and wall 
panel systems were key to 
meeting the design goals for 
the complex. 

Photo: Petersen
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THE PEAK  
OF COOL.
Uniflex® Cool Roof Coatings provide innovative, high-performance technologies that create 
energy efficiencies, cost savings and extend building lifecycles.

Our extensive line of cool-roof products are produced by a division of Sherwin-Williams®, the world’s 
largest coating company, and offer the best warranty in the industry, which guarantees you’ll find the 
perfect solution for your roof-coating project under our roof. The Uniflex® Advantage.

For more information, visit us at Western Roofing Expo Booth #111 and FRSA Convention Booth #1111.

© 2018 The Sherwin-Williams Company

An entire line of Uniflex® roofing products is available at your 
Sherwin-Williams store.
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Spring Forward,  
Fall Protect

pring arrived late here in Michigan, 
and before the weather — and con-
struction — began to heat up, I saw 
a press release from MIOSHA indicat-
ing the second year of its “Stop Falls. 

Save Lives.” safety awareness campaign 
would focus on the roofing industry. I called Nella 
Davis-Ray, Director of MIOSHA’s Consultation 
Education and Training (CET) Division in Lansing, 
to ask her why. 

“Nationally and at the state level, we are 
pleased to see that overall, when you look at gen-

eral industry and construction, there is a downward trend in work-related fatali-
ties and injuries, and we like to think we play a part in that downward trend,” she 
said. “Even though we are seeing this downward trend, when you look at roofers’ 
fall-related incidents, and particularly when you look at roof-related fatalities, 
their rate is 10 times higher than the rate for construction workers as a whole. 
So, if there is any trade we can talk to about falls, the data shows the one group 
we should be focusing on is the roofers.”

The statistics were sobering, but the overall message was hopeful. “Our mes-
sage is that all falls are preventable,” Davis-Ray said. “We really do believe that 
in MIOSHA.”

The key is making sure every employee is properly trained, has the proper safety 
equipment — and knows how to use it — and follows the jobsite-specific safety 
plan. According to Davis-Ray, the MIOSHA can help with all of those things — and 
the services are free. 

The CET Division works independently of the Enforcement Division. It provides 
guidance to employers and employees through a variety of methods, including 
classroom training and educational materials including literature, videos, and 
a fall protection website, www.michigan.gov/stopfalls. The greatest tool of all, 
noted Davis-Ray, is a staff of consultants who can provide individualized training. 

“I’m surprised how many employers, particularly contractors, are not aware 
that all they have to do is pick up the phone and call us,” she said. “At their 
request, we can schedule a time and location for one of our construction safety 
consultants to come out and work with them directly on safety and health issues.”

Consultants can review written requirements, explain interpretations of the 
standard, and answer specific questions about a project and whether or not a 
contractor might be in compliance. They can also help in crafting a comprehensive 
safety program. “We always try to look at the big picture,” Davis-Ray says. “The 
overarching issue is to have an effective system in place so that you ensure that 
safety is considered as a part of every contract.”

Davis urges contractors in every state to explore the free educational resources 
OSHA can provide. Michigan contractors can call 800-866-4674 or visit www.
michigan.gov/miosha to learn more.    
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If you enjoyed reading this issue, 
please consider submitting 
something for the next one. Let’s 
talk about ideas! Call Chris King 
at (248) 376-5115; email him at 

; post 
a comment on our website; and/
or Facebook and tweet us. This 

counting on you!

WRITTEN BY CHRIS KING

RAISE THE ROOF
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mrpsupports.com

—800.828.8424—

Two great companies 
UNDER ONE ROOF!

ALUMINATOR
All Aluminum Retrofi t Drain
• New and improved dome and ring castings
• Available in PVC and TPO coatings
• Rubber mechanical expansion seal
• New and improved packaging

marathondrains.com

When it rains, 
Marathon shines!

Ideal for all 
Tile and Decking 

applications.

From ordinary to 
extraordinary

Self-Leveling Technology
•  Adjustable Pedestal Supports—level uneven 

surfaces used in concrete, porcelain, wood tiles 
and decking applications

•  Automatic Self-Leveling Head—compensates 
up to a 5% gradient 

•  Adjustment Key—allows adjustment without 
removing the tile 

• Fixed Supports
• IPE Deck Tiles
• Reduced Installation Time 
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Now getting into the SOLAR market is simpler than ever. 

 

Best-in-class high-output solar panels deliver optimal performance while elegant 

And installation is seamless. 

Enlighten yourself at gaf.com/Solar.

© 2018 GAF 2/18

DecoTech   System
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Caroline Trautman is an 
attorney with Raleigh, 
N.C.-based Anderson Jones 
PLLC. She concentrates on 
areas including construction 
law, construction 
litigation, lien and bond 
claims, and contracts. In 
“Business Sense,” page 
38, she examines the 

joint employment and its 

be considered to be an 

David Stassi

polystyrene (EPS) insulation 

Colorado State University, 

Point,” page 64, he details 
recent advances in induction 

Justin Koscher is the president 

Environmental Innovation in 

56, he provides an overview 

Marcin Pazera, Ph.D., is the 

Polyisocyanurate Insulation 

degree in mechanical 

University. In “Details,” 
page 60, he provides an 

properly storing and handling 
polyisocyanurate insulation. 

Tim McQuillen is director 

representing North 

and their raw material 
suppliers. In “Details,” page 
68, he outlines the causes 

best practices to prevent 
ponding. 

Thomas W. Hutchinson, AIA, FRCI, 
RRC, CSI, RRP

In Barrington, Illinois, and a 
’s editorial 

advisory board. In “From 

attached single-ply 
assemblies and argues that 
the phenomenon necessitates 
changes in building codes. 

Craig Brightup 

government relations, lobbying 

headquartered in Washington, 

consultant to the Spray 
Polyurethane Foam Alliance. 
In “Legislation & Regulation,” 
page 62, he explores key areas 

Angie Lewis is an award-
winning writer whose work 
has appeared in numerous 
publications. She currently 

“Business Sense,” page 46, 

business-planning experts 
Kevin Kennedy and Joe 

Planning, who detail exit and 

||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||
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ROOF 
SURFACE

KM PRIMER

KM ACRYL 40

ENCAPSULATED 
KM STITCHBONDED
POLYESTER MESH FABRIC

KM ACRYL 40

KM ACRYL 154

2

3

2

1

® PLUS

RATED
PRODUCT

™

kmcoatings.us Learn more at
 Booth 525
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IKO Holds Grand Opening 
Celebration for New Plant
IKO HELD an official grand opening ceremony to celebrate the opening of the 
company’s newest production facility in Hillsboro, Texas. According to Marketing 
Director Carol Perkins, local dignitaries and IKO customers were on hand to at-
tend the ribbon-cutting ceremony and tour the plant during the grand opening 
celebration held March 22. The new plant began producing product in late 
December.

The 250,000-square-foot production and warehouse facility is historic for IKO 
as it completes the company’s manufacturing footprint in the United States, 
allowing it to better serve and build upon the customer and homeowner base 
in the Southwest. IKO opened its first U.S. asphalt shingle plant in Wilmington, 
Delaware, in 1981. 

According to Vice President of Sales (U.S.) Keith Lowe, the new flagship facility 
is a vital component of the company’s long-term strategic expansion plan as 
well as a significant statement on the company’s commitment to the U.S. mar-
ket. “IKO has built more modern facilities and invested more in our technology 
in the past twenty years than anyone else in our industry,” said Lowe. “We are 
proud of the effort and resources that we’ve invested in better serving our U.S. 
customers.”

The Hillsboro facility employs 65 people locally, with the possibility for 
future expansion to meet consumer demand. The project was announced in 
2015, shortly after the company opened its IKO Southeast facility in Sylacauga, 
Alabama. Plans are already underway for the construction of a new facility 
west of Toronto, Ontario, modernizing IKO’s first plant in eastern Canada, built 
in 1958. For more information, visit www.iko.com. 

IKO recently held a grand opening celebration at 
the company’s 250,000-square-foot production 
and warehouse facility in Hillsboro, Texas. 

Participating in the facility’s ribbon cutting 
ceremony are (from left) David Koschitzky, 
Co-Chair and CEO of IKO North America; Mike 
McDonald, President of Hillsboro Economic 
Development Corp.; Shannon Trammell, Mrs. 
Hill County; Brian Birdwell, Texas State Senator; 
Art Mann, Economic Development Administrator 
for the City of Hillsboro; Henry Koschitzky, 
IKO President and CEO; Keith Lowe, Vice 
President of IKO U.S. Sales; Guy Tremblay, Vice 
President North American Operations at IKO; 
Edith Omburg, Mayor of the City of Hillsboro; 

Nicholas, District Field Representative for 
Congressman Roger Williams.
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POLYMER INNOVATION

SEALANTS & ADHESIVES 
THAT DELIVER HIGH  
PERFORMANCE  
WITHOUT THE RISKS

CHEM LINK offers a family of high performance polyether sealants and adhesives 
for practically every application throughout the building envelope whether 
for schools, hospitals, offices or homes.  CHEM LINK sealants are solvent-free 
and contain virtually no VOCs, eliminating risks to contractors and building 
occupants, contributing toward healthy indoor air quality and easing worries for 
building owners. Not only are CHEM LINK’S sealants non-toxic, but they deliver 
the  highest levels of performance in strength, adhesion and flexibility. 

For more information contact us at 1.800.826.1681 or visit www.chemlink.com.
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NEW&NOTABLE

Soprema Adds Seventh U.S. 
Contractor Training Center
SOPREMA INC. has expanded its comprehensive contractor training program by 
opening a new training center in Capitol Heights, Maryland. The new training cen-
ter is located within a new 15,000-square-foot distribution facility operated by 
Convoy Supply Inc., a distributer of building envelope materials for the construction 
industry. 

The new training center will offer courses covering product specifications and 
application for the full building envelope in a 1,350-square-foot classroom. The 
space will also be available to local contractors and architects for industry meet-
ings and training sessions. 

“At Soprema, training and education are taken very seriously, and I’m glad that 
we can now offer our customers another convenient location specifically for this 
purpose,” said Tim Kersey, Vice President and General Manager for Soprema. “With 
labor being the number one topic in our industry, we want contractors to feel 
comfortable and become proficient using our products. We also want designers to 
better understand our products and systems and feel comfortable specifying them, 
so we are committed to ensuring they have every opportunity to interact with and 
learn from us in person.”  

For more information, visit www.soprema.us. 
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Ride for the 15th consecutive year, completing 

President Rob Kornahrens, this year’s team 

Society, bringing the combined total for all 15 

For more information regarding Advanced 
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The Rosemont, Ill.-based National Roofing Contractors Association represents all segments of the roofing 

industry, including contractors; manufacturers; distributors; architects; consultants; engineers; building 

owners; and city, state and government agencies. NRCA’s mission is to infoårm and assist the roofing 

industry, act as its principal advocate and help members in serving their customers. For information about 

NRCA and its services and offerings, visit www.NRCA.net.

NEWSFROMNRCA

TO ADDRESS the great need for skilled workers in the roofing industry, NRCA is 
launching a national worker certification initiative, ProCertification, later this year. The 
program will provide those interested in entering the industry with a clear career path 
based on industry-specific training courses and earned credentials.

ProCertification is comprised of two separate components: Training and 
Certification. 

Training: ProCertification training programs will teach installation skills to roofing 
field employees in roof system installation, waterproofing, rooftop solar, and repair 
and maintenance. The purpose of ProCertification is to teach comprehension and 
skills based on industry standards and best practices presented in The NRCA Roofing 
Manual. Roof system installers will be directed to follow instructions of their fore-
men, who are responsible for directing crews to adhere to manufacturers instruction 
and company practices.

ProCertification training programs to be released in 2018 include: basic roofing 
skills; low-slope decks, insulation and flashing concepts; and thermoplastic sin-
gle-ply roof system installation. Trainers throughout the country will be qualified by 
NRCA and trained to help installers learn and practice skills necessary to success-
fully complete ProCertification training

 Certification through this program enables experienced roofing 
professionals to demonstrate they can perform the work to industry standards. 
Participants will be able to earn certifications in all major roof system, waterproof-
ing and rooftop solar installations, as well as roof system repair and maintenance. 
Hands-on skills of ProCertification participants will be verified by NRCA Qualified 
Assessors. Online training for assessors will be available summer 2018.

Roofing Industry Stakeholders Meet Elected 
Officials on Roofing Day in D.C. 2018

More than 400 roofing industry stakeholders from 47 states convened in Washington, 
D.C., on March 7, meeting with their elected officials as part of Roofing Day in D.C. 2018. 
Led by the NRCA and more than 20 partner associations and organizations, the event 
was an unprecedented effort to elevate the image of the roofing industry and share 
its message with lawmakers on Capitol Hill. “NRCA is excited to lead this industrywide 
effort to bring the message of the roofing industry straight to our elected officials,” 
said Reid Ribble, NRCA’s CEO. “Thanks goes out to the more than 400 stakeholders 
who travelled to D.C. to advocate for our great industry.” 

NRCA Updates Roof 
Wind Designer

The NRCA has updated Roof Wind 
Designer, an online wind-load calculator 

with an easy way to determine a roof 
system’s design wind loads for many 
commonly encountered building types 
subject to code compliance.

The free web-based application has 

changes made to ASCE 7, “Minimum 
Design Loads and Associated Criteria for 
Buildings and Other Structures.” Changes 
include basic wind map changes; new roof 
zone layouts; and updates to pressure 

Roof Wind Designer also added the 
ability to perform wind load calculations 
for the 2016 version of ASCE 7 and 
enables users to choose between three 
versions of the standard: ASCE 7-05, ASCE 
7-10 and ASCE 7-16.

Roof Wind Designer initially was 
developed in cooperation with the 

Association. For more information 

Week is June 3-9
June 3-9. The event raises awareness of 

and business, promotes the good deeds 

decisions about maintaining or replacing 
any roof system. NRCA encourages its 
members to participate by informing the 
public about the essential role roofs and 

every community. For more information, 
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Associate MemberMEMBER14-0102-01

Innovative Designer and Manufacturer of Adhesives, Sealants
and Tapes for the Commercial Roofing Industry

Innovation: Advanced adhesives, sealing systems and tapes

Speed: Patented adhesive applicators* for fast installation

Green: Essentially VOC free adhesives from rapidly renewable materials

Safety: Unique products that improve jobsite safety

Royal Adhesives and Sealants is a Proud Sponsor & Supporter
of the Commercial Roofing Industry

Tel: 1-800-248-4010
www.royaladhesives.com

* US 9,573,150 B2; US 9,566,594 B2; US 9,174,234 B2; CA 2,806,690 C;
   US 9,498,792 B2; US 9,381,536 B2; US 7,056,556 B2; US D501,855 S; 
   CA 2,493,739 C

Application Eqiupment Lockin’ Pocket® Millennium Adhesives

EternaBond® EPDM Restoration

CIRCLE NO. 16 / RoofingMagazine.com
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New EagleView Mobile App Delivers Streamlined 
Access to Reports 

ARMA’s eBook Provides Guidance for 
Installing Three-Tab Asphalt Shingles
The  (ARMA) has converted its popular manual, 

Owens Corning Roofing Introduces 
the OCConnect Resource Center 

S-5! Releases Updated Attachment 
Solutions & Products Brochure
S-5!
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sofSURFACES.com
1.800.263.2363

Keep your properties looking their best with duraSTRONG® exterior 

rubber paving tiles. Slip-resistant and able to withstand the toughest 

weather conditions, duraSTRONG is perfect for any outdoor 

application. Our interlocking design and proprietary manufacturing 

process are the result of extensive testing and engineering

backed by our best-in-industry Limited Lifetime Warranty.

Turning EMPTY SPACES

into PEOPLE PLACES.

©2018 sofSURFACES
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MORE...
VIEW MORE INDUSTRY EVENTS ONLINE AT  
WWW.ROOFINGMAGAZINE.COM/EVENTS.

IF YOU HAVE AN EVENT TO SHARE, EMAIL IT TO 
CHRIS@ROOFINGMAGAZINE.COM.

EVENTS
MAY
16-17
NRCA PROCERTIFICATION QUALIFIED 
TRAINER COURSE
Winter Park, Florida

17
CERTA TRAIN-THE-TRAINER 
AUTHORIZATION
Rosemont, Illinois

28-30
CHINA INTERNATIONAL ROOFING & 
WATERPROOFING EXPO 2018
Shanghai, China

JUNE
10-12
WESTERN ROOFING EXPO
Las Vegas

19-20
MCA SUMMER MEETING
Rosemont, Illinois

21-23
AIA CONVENTION
New York

27-29
FRSA’S 96TH ANNUAL CONVENTION AND 
THE FLORIDA ROOFING & SHEET METAL 
EXPO
Kissimmee, Florida

JULY
10-14
NRCA MIDYEAR MEETINGS
Chicago 

23-26
2018 INTERNATIONAL ROOF COATINGS 
CONFERENCE
Chicago

SEPTEMBER
13-14
CANADIAN BUILDING ENVELOPE 
TECHNOLOGY SYMPOSIUM
Mississauga, Ontario

24-28
CITIES ALIVE 2018
Brooklyn, New York

OCTOBER
3-5

Long Beach, California

9
RETROFIT CONFERENCE 2018
Charlotte, North Carolina

CIRCLE NO. 18 / RoofingMagazine.com
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Ridge Vent Provides 15 Square 
Inches of Net Free Area Per Foot

Keene Building Products offers Viper Vent, a 
patented, lightweight ridge vent that provides 15 

to the manufacturer, its double-density edge provides 
superior strength and rigidity, ensuring its ability to maintain 

to provide superior airflow over its lifetime. Viper Vent is 
available in a variety of lengths and can be applied on an 

www.KeeneBuilding.com  |  Circle No. 21

National Nail announces the upgraded 18-gauge 
Stinger CS150B cap stapler with an enhanced design 

that improves performance with easier loading, longer tool 

1-inch plastic caps. It also includes an installed belt hook and 
durable carrying case.

www.Stingerworld.com  |  Circle No. 23
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MATERIALS
&GADGETS

Adhesive-Free Attachment System 

Carlisle SynTec Systems
System. This adhesive-free system uses VELCRO Brand 

away with temperature restrictions, has no VOCs or odors, offers wind 
uplift ratings comparable to traditional fully adhered single-ply systems 

system also saves time and labor. 

www.CarlisleSynTec.com  |  Circle No. 22

Fight Algae Growth 
Seeking to reduce the 
prevalence of unsightly 

shingle discoloration caused by 
blue-green algae growth, which 
impacts 80 percent of U.S. homes, GAF 

to the manufacturer, the company’s proprietary time-release 

copper as its traditional copper coated mineral granules to better 
resist the growth of algae. This technology is currently available 

discoloration.

www.GAF.com |  Circle No. 20

http://www.KeeneBuilding.com
http://www.Stingerworld.com
http://www.GAF.com
http://www.CarlisleSynTec.com
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Try an EagleView report on us!
Get a free EagleView PremiumReport 

on a residential property of your 
choice when you go to 

www.eagleview.com/roofingmag
Offer expires June 30, 2018.

W W W . E A G L E V I E W . C O M

If you bid too high or too low, you lose. But with 
EagleView, you can bid with confidence—and now you 
can do it on the go with the EagleView app!

Features:
• Order your trusted EagleView measurement reports 

anytime, anywhere
• Manage your orders in a simplified dashboard
• Upload and annotate your own photos of the job site

Try the new EagleView app for iOS today! Update for 
Android devices and additional app features coming soon.

BID WITH CONFIDENCE™

© 2018 EagleView Technologies, Inc. All Rights Reserved.

BID WITH 
CONFIDENCE™

ON THE GO! 
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Metal-Era releases the Eliminailer-T, a heavy gauge 
aluminum extrusion that can be installed directly onto the 

building substrate in place of wood nailers to support increased 
long-term structural and thermal performance at the roof edge. 
Eliminailer-T is tested and meets requirements for FM 1-49. 
According to the manufacturer, an independent ANSI/SPRIK/
FM 4435/ES-1 test at FM resulted in Eliminailer-T being able to 
withstand greater than 999 PSF at the corner region. As a result, 
Metal-Era supports Eliminailer-T with a 215 MPH Wind Warranty. 

www.Metalera.com |  Circle No. 26

Johns Manville unveils a new reinforced EPDM membrane 
sheet with tape-to-tape technology, JM EPDM R FIT. According to 

up installation by as much as four times, leading to lower labor 
costs. The expense and time involved when using membranes 
that require primer is also eliminated since no primer is needed, 
leading to lower installed costs. The initial bond between tape-to-
tape membrane sheets has been measured to be up to 20 percent 

enables a longer window of application time since the 10-foot-by-
100-foot rolls are completely pre-taped. 

 |  Circle No. 27

expands its line of BLAZER 
Drill Screws with new sizes designed to attach metal 
panels over rigid insulation. These unique screws have two 

different threads with a gap in between that eliminates jacking of 
the panel during installation. According to the manufacturer, the 
special 1/4-14 “high thread” under the screw’s head secures the 
metal panel tightly against the head for optimal seal. The screws 
have a BLAZER 3 drill point for fast penetration with less effort 
and a TRI-SEAL spray coating for corrosion protection. They are 
available in lengths including: 1-7/8, 2-3/8, 3-1/4 and 4 inches. 

 |  Circle No. 28

 introduces a low-pressure, two-component spray 
polyurethane foam (SPF) adhesive to its DUOTACK family of 

boards to approved substrates. According to the manufacturer, the 
product was developed by Soprema chemists with vast knowledge 

to provide 50 percent more coverage and a faster flow rate than 
competing products. It also has usability in multiple applications 
without the need for extensive inventory and expensive equipment, 
like pace carts. 

  |  Circle No. 25
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Up here we see a different perspective.  
We see a new way to bring comfort to the 
spaces that surround us. Up here we see 
solutions rather than problems. 

New ROCKWOOL MULTIFIX™ is a stone wool 
insulation and coverboard in one. 

applications, a single layer can improve your 

get the job done.

 

i
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HD Aerial 
Maps 
Accelerate 

THE BASIC skills of building, replacing or 
repairing a roof haven’t changed much in 
centuries. Improvements in materials—
from thatch and wood shingles to slate 
and asphalt tiles—unfolded over this 
time. But rapid changes in technology, 
including updated aerial view maps, have 
helped roofers of every size radically 
improve their businesses, and do it 
quickly.

a blend of technologies these days. They 
might combine their standard practices with 
aerial measurement services that capture 
aerial views from 15°-45° (a.k.a., “oblique”) 
angles and top-down (or “orthogonal”) 
perspectives. For example, Nearmap offers 
instant access to HD-quality photomaps 
of 430 urban areas across the US. Using a 
web browser on a desktop or mobile device, 
commercial and residential roofers can pull 
up crystal clear images of rooftops that 
are several times sharper and more current 
than other sources. 
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Technologies such as free satellite 
images (think, Google Earth) have been 
around for years, but are low resolution 
and often obscured by full tree canopies. 
Similarly, purchased roof measurement 
reports often include outdated images 
and aren’t practical for prospecting new 
business. Even drones that promise 
close-up views are complex, costly, and 
hard to scale.

Unfortunately, roofers have tight 
windows of opportunity to operate. 
They can become busiest right after 
a hurricane, a tornado, a hailstorm, or 
heavy snow coupled with high winds. 
Your lines may be flooded with calls 
from damage-sustaining households 
across a wide area. Even in good 

required to continuously prospect, 
estimate and quote with detailed 
measurements as they compete for 
business, one street and neighborhood 
after another. 

In a highly competitive business, 
roofers need every edge they can get. 
Prospective customers want accurate 
repair quotes—and they want them 
quickly. So why wouldn’t you choose a 

tool that provides both, and—at the same 
time—enables you to accelerate your 
business?

High-resolution aerial imagery like 
Nearmap offers leaf-on and leaf-
off views, gives roofers exceptional 
perspective, and provides a distinct 
advantage over many competitors. Plus, 
it can be instantly accessed from any 
laptop, mobile or connected device.

How does this razor-sharp information 
help you in your business? After a 
catastrophe, a roofer’s time is scarce. 
Every hour traveling from one job location 
to another eats up this precious time 
when you could just as well identify new 
prospects in minutes from your desktop. 

can instantly scan thousands of rooftops 
at a tap or a click of the mouse. With 
a couple of clicks you can switch from 
vertical to panoramic to oblique views 

The most sophisticated visual tools 
are now available to everyone that let 
you generate precise measurements of 
rooflines and areas. Using an oblique 
feature, you can compare different roofs 
for accurate estimates of pitch. You can 

also annotate sections of the images—
noting, for example, severe damage in a 
given corner, the need to pay particular 
attention to an especially steep area of the 
roof, or an area of the property with easy 

course, you can check these calculations 
when you visit the site.)

Saving countless hours, operating from the 

dozens of accurate estimates per day, as 

since you have all the visual information 
you need right at your desktop (or tablet 
or mobile device). And you can generate 
a visually stunning, highly accurate quote 
for prospects: they can see the damage up 
close and immediately grasp the extent of 
necessary work. That sort of presentation 

of your competitors probably can’t offer. 
You build trust, and are more likely to get a 
“Yes” or “No” from a customer on the spot. 

The advantages of aerial imagery include 
not only leaf-off and leaf-on perspectives. 
Now roofers can easily navigate from 
vertical top-down perspectives to oblique 
angles while measuring height and width 
of the buildings and roofs. With easy 
and cost-effective access to rich, high 
resolution maps, you can work faster 
and smarter—and thereby increase your 
business. It’s a vital service whether you’re 
a large contractor, a midsize organization, 

of employees. 

But to stay in business, you need every 
available advantage—today’s aerial imagery 
saves time, lowers costs, and may well be 
your most productive resource.

http://go.nearmap.com

844-463-2762

http://go.nearmap.com


Snow-
Retention 
System 
Utilizes 
Snap-Fit 
Design 

AceClamp 
offers the 

Color Snap, a patented 
snow-retention system 

www.AceClamp.com |  Circle No. 31

Sheet Metal Brake Designed to 
Reduce Labor Costs

Roper Whitney 

www.RoperWhitney.com  |  Circle No. 34

New Colors Available for Concrete 
Tile Line

 |  Circle No. 33

Products Can Now 
Be Applied in Colder 
Temperatures

CertainTeed

installed in temperatures as low as 

www.CertainTeed.com |  Circle No. 32
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“ All things being equal, the 
simplest solution tends  
to be the best one.”– William of Occam

We couldn’t agree more. 

Peel & Seal® is the best and simplest solution for low-slope roof  

and flashing repairs. Just peel off the release liner, press into place, 

and roll smooth to seal the leak. That’s all it takes. Leave exposed  

for years of worry-free protection. 

Learn more at www.mfmbp.com or by calling 800-882-7663.
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New Product Line Secures Rooftop 
Pipes and Struts
Custom-Engineered Accessories Available for 
KnuckleHead Rooftop Supports

reen Link intro-
duces a family of 

custom-engineered, 
molded straps and 

caps for securing pipes and struts for 
its KnuckleHead rooftop support prod-
uct line. Straps have been designed 
for both Heavy Pipe and Strut Support 
KnuckleHeads, while a cap design was 
developed for Lite Pipe Supports. All 
are molded from tough, weatherproof 
urethane and feature a striking “safety 
yellow” color. 

The Heavy Pipe KnuckleHead strap 
secures a 3-inch outside diameter pipe, 
while the Strut Support strap fits steel 
or aluminum Unistrut-type channel. 
The Lite Pipe Support cap is designed to 
secure a single 1-inch nominal pipe or 
two 1/2-inch nominal pipes. Pipe sup-
ports are attached with standard stain-
less-steel sheet metal screws, which 
are supplied with the heads. The Strut 
Support straps are available in nomi-
nal pipe sizes ranging from 1/4 inch to 
6 inches. Custom straps are available by 
special order. These elastomeric straps 
slide into the strut channel and snap in 
place, eliminating the need for screws.

“We custom engineered these prod-
ucts to fit the unique shape of our head 
designs,” said Ondrej Pekarovic, Green 

straps will greatly increase the stability 
of pipes, conduit, channel and related 
mechanical equipment. Additionally, 
they satisfy local code requirements.” 

Visit: www.greenlinkengineering.com
Call: (888) 672-9897
Email: sales@greenlinkengineering.com

Circle No. 36

LEARN MORE

ROOFERS’CHOICE

The “Roofers’ Choice” winner is determined by the product that 
receives the most reader inquiries from the “Materials & Gadgets” 
section in a previous issue. This product received the most inquiries 
from our January/February 2018 issue.

 

CHOICE

T H E  I N D U S T R Y ’ S  V O I C E

MAY  2018

“There is growing interest in securing rooftop 
mechanical installations in the face of high wind 
conditions and seismic events. These straps will 
greatly increase the stability of pipes, conduit, 
channel and related mechanical equipment. 
Additionally, they satisfy local code requirements.”

Link design engineer. “There is growing 
interest in securing rooftop mechanical 
installations in the face of high wind 
conditions and seismic events. These 

http://www.greenlinkengineering.com
mailto:sales@greenlinkengineering.com


  Concealed  
Weather-Tite 
Washer!

  Forged Drill Point 
for MAX Cutting 
Power!

  Engineered Low 
Profile Head!

  Innovative  
Cut Threads!

800-537-4160 www.lakeside-fasteners.com

IN
STOCK!

“Lakeside Construction Fasteners Providing Alternative Fastener and Foam Solutions!” TM

FOLLOW US ON
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f you are a contractor in the construction industry, 

there is a chance that a person who isn’t on your 

payroll is legally considered to be your employee. 

case involving employee misclassifi-
cation decided the same day, predate 
the Department of Labor’s June 2017 
rollback of the Obama administration’s 
restrictive guidelines. However, despite 
any efforts by the Trump administration 
to curtail the expanding joint employ-
ment doctrine, the Salinas and Hall de-
cisions still control in the Fourth Circuit 
— and case law in other jurisdiction still 
controls as well. It’s unclear whether a 
change in the law is in store anytime 
soon; however, in January, the United 
States Supreme Court declined to hear 
DirecTV’s appeal in the Hall case.

The Salinas court found that a gen-
eral contractor was considered the joint 
employer of its subcontractor’s em-
ployees and therefore that the general 
contractor was responsible for wage vi-
olations under the Fair Labor Standards 

If you meet the above description 
and you operate in North Carolina, 
South Carolina, Virginia, West Virginia, 
or Maryland, there is a particularly 
good chance that’s the case. 

You might be thinking this is because 
of employee misclassification — which 
occurs when laborers are wrongly clas-
sified as independent contractors in-
stead of employees. But that isn’t the 
whole story. Increasingly, unanticipated 
employer liability occurs not because of 
employee misclassification, but instead 
due to joint employment — a related 
but totally distinct issue. 

This is happening because the defi-
nition of what constitutes employment, 
and joint employment particularly, 
has become increasingly broad in re-
cent years. Many courts expanded the 
definition in response to stricter guide-
lines the Department of Labor’s Wage 
and Hour Division set forth during the 
Obama presidency. But this is perhaps 
most apparent in the Southeast, where, 
in January 2017, the Fourth Circuit 
Court of Appeals expanded the defini-
tion of joint employment in Salinas v. 
J.I. General Contractors, Inc. The Salinas 
decision, along with Hall v. DirecTV, a 
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Understanding Joint Employment
You Might Have More Employees Than You 
Think You Do

BUSINESS SENSE
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the type at issue in Salinas and the type 
more likely to be applicable in the con-
struction industry. The typical scenario 
is one where a contractor arranges or 
contracts with an intermediary employ-
er to provide the contractor with labor 
in certain scenarios — in essence, the 
contractor-subcontractor relationship. 
Vertical joint employment can also 
arise when a contractor or subcontrac-
tor contracts or engages with a staffing 
company to provide it with laborers for 
a certain project or merely to carry out 
certain employer functions, like admin-
istering payroll and benefits.  

Due to the Salinas decision, the law 
in the Fourth Circuit (North Carolina, 
South Carolina, Virginia, West Virginia, 
or Maryland) is that alleged joint em-
ployers must be “completely disassoci-
ated” from the intermediary employer. 
Otherwise, they will be considered joint 
employers of the intermediary’s em-
ployees. The court set forth six factors 
that determine whether two entities 
are not completely disassociated. Here 
are the factors with some analysis of 
how they could be applied to a general 
contractor-subcontractor or contrac-
tor-staffing firm relationship: 

1. “Whether, formally or as a matter 

of practice, the putative joint employers 

jointly determine, share, or allocate the 

power to direct, control, or supervise 

the worker, whether by direct or indi-

rect means;”

If a general contractor and subcon-
tractor agree — or if they operate in 
such a way — that the contractor has 
the authority to direct the subcontrac-
tor’s employees, set their schedules and 
work assignments, enforce project site 
rules, and/or supervise their employ-
ees, this factor would support a find-
ing of joint employment. Similarly, if a 
subcontractor contracts with a staffing 
firm for laborers and the subcontractor 
has the authority to set workers’ hours 
and locations, and/or dictate how they 
perform their work, the subcontractor 
is probably a joint employer. 

2. “Whether, formally or as a matter 

of practice, the putative joint employers 

employment and try, to the extent pos-
sible, to manage that risk.

DEFINING JOINT EMPLOYMENT
So, what is joint employment? It gener-
ally occurs in two scenarios: horizontal 
joint employment and vertical joint em-
ployment. Vertical joint employment is 

Act (FLSA). The Salinas decision and the 
new standard it set for joint employ-
ment represent a significant change 
from the more than 30-year precedent 
on joint employment. This means con-
tractors — and other entities who could 
be considered joint employers — need 
to understand the risks involved in joint 
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mulehide.com  |  800-786-1492

Single-Ply  •  Mod Bit  •  Coatings  •  Accessories

You would never choose cover tape over a hot-air weld in the field, so 

why choose it for the perimeter?  We provide premium, fully-welded, 

colored face, skirted TPO or PVC edge-metal details that withstand 

weathering.  What’s in your bid?

Ask Us
How do I get a superior
roof edge detail?

pperiorrrr
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FEATURES & BENEFITS

FEATURES & BENEFITS
• Equivalent shear resistance values to traditional 

roof deck systems

• Composite panel is highly resistant to foot traffic 
during and after construction

• Easily attached to joists or purlins with less fasteners

• Highly reflective white interior reduces lighting needs

• Eliminates steps and saves time & money

• Comes with industry exclusive 20-year, top-to-bottom 
system warranty

THE FUTURE OF ROOF DECK CONSTRUCTION

Steel decking

Requires numerous long deck screws 
attached through multi-layer system

Multiple layers 
of rigid board

Composite insulated roof deck panel
R values up to 50 (6”thick)

Smooth flat exterior 
steel substrate

Membrane

ONEDEK™ TWO STEP
ROOF DECK SYSTEM

MULTI-STEP TRADITIONAL 
BUILT UP DECK SYSTEM

Membrane

RO
O

F PAN
ELS & D

ECKS

www.awipanels.com      Contact: Sales@awipanels.com      888-970-AWIP (2947)

Standard Thickness: 2.5”, 3”, 4”, 5”, 6”

RD5
An efficient alternative to expensive 
field-assembled roof systems, our 
OneDek™ RD5 & OneDek™ RD1 feature 
a polyisocyanurate foam core 
and steel substrate formed at the factory.

This revolutionary alternative for large 
“low-slope” roof projects eliminates the 
need for adding rigid board insulation 
on the job site. OneDek™ panels require 
only the addition of a white, single-ply 
membrane for overall thermal security 
and waterproofing.

When through fastened, OneDek™ RD1 
meets similar diaphragm shear resistance 
properties as 1.5” deep 22ga B deck @ 
60” span between supports.

RD1

AWIP INTRODUCES ONEDEK™
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long-term working relationships with 
certain subcontractors and/or staffing 
agencies and work with the same com-
panies repeatedly on many jobs. These 
contractors are at risk of being found 
to be joint employers. Likely at an even 
higher risk are contractors that have 
few to no employees on their payroll 
and instead retain all of their work-
ers through an intermediary, such as 
a staffing firm. These contractors may 
believe that using staffing firms reduc-
es or eliminates their liability under 
federal and state employment laws. 
While it might allow these companies 
to delegate administrative functions 
like administering payroll and benefits, 
the law in the Fourth Circuit won’t allow 
them to avoid much liability. 

4. “Whether, through shared man-

agement or a direct or indirect owner-

ship interest, one putative joint employ-

er controls, is controlled by, or is under 

common control with the other putative 

joint employer;”

This scenario is perhaps less common 
than the others but appears to apply 
when a contractor controls a subsidi-
ary or affiliate. The contractor could be 
considered the employer of the subsid-
iary, affiliate, or indirectly owned entity. 

remove the individual from a project 
site — will likely be considered a joint 
employer of that individual. 

3. “The degree of permanency and 

duration of the relationship between 

the putative joint employers;”

Many general contractors establish 

jointly determine, share, or allocate the 

power to — directly or indirectly — hire 

or fire the worker or modify the terms or 

conditions of the worker’s employment;”

When this factor is applied, any 
contractor who is authorized to as-
sign a subcontractor’s or staffing firm’s 
employee to a particular project — or 

Many general 
contractors establish 
long-term working 
relationships with 
certain subcontractors 

agencies and work 
with the same 
companies repeatedly 
on many jobs. These 
contractors are at risk 
of being found to be 
joint employers
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Take Efficiency Through the Roof

DryerJack.com

Until now, there was no way to use an out-of-the-box 
roof cap for venting dryers.   Code disallows screens 

to meet the demanding needs of clothes dryers.  Visit 
DryerJack.com now to learn how the industry-exclusive 

The Code
Compliant Choice

Zero Airflow Restriction

It’s all in the Curves

It’s all in the Curves
Patented

Damper
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The RAS XXL-Center
• Available in 14’, 21’ and 28’ models

• Automated up and down production

• 16 gauge capacity

• Simple part programing

• Draw part profile

• Automatic part manipulation

• Touch screen PC control

• 300° free space

• Universal tools

The RAS XL-Center
• 126” of bending length

• Folds up and down

• 16 gauge capacity

• Simple part programing

• Draw part profile

• Automatic part manipulation

• Tapered parts in a snap

• Touch screen PC control

• 300° free space

• Universal tools

RAS Systems, LLC 
1135 DIVIDEND COURT

PEACHTREE CITY, GA 30269

PH: 770-691-0297  FX:770-487-1007

Tie either of these machines together with 
the Bendex 3D software package and you 
will have the most efficient and affordable 
system to produce metal trim profiles.

WWW.RAS-SYSTEMS.COM

Automated Up and Down 
Folding for Increased 
Productivity.

CIRCLE NO. 42 / RoofingMagazine.com



We Have a Gutter 
Guard for That.

30+ Years. 19 Gutter Guards.  
1000 Different Environments.

636-629-6484 | 800-748-7736 
email: sales@E-ZGutter.com | www.E-ZGutter.com

E-Z-HYDROCLEAN® E-Z-MICRO MESH® E-Z-MASTER FLOW®
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5. “Whether the work is performed on 

a premises owned or controlled by one 

or more of the putative joint employers, 

independently or in connection with one 

another;”

Most general contractors or con-
struction management firms are ob-
ligated to control and supervise the 
project site. This factor, as applied to 
such firms, would establish them as 

joint employers of subcontractors’ and 
staffing firms’ employees. 

6. “Whether, formally or as a matter 

of practice, the putative joint employ-

ers jointly determine, share, or allocate 

responsibility over functions ordinari-

ly carried out by an employer, such as 

handling payroll; providing workers’ 

compensation insurance; paying payroll 

taxes; or providing the facilities, equip-

ment, tools, or materials necessary to 

complete the work.”

This factor pertains to the above 
scenario where entities try to delegate 
certain employer functions to staffing 
agencies. Virtually every staffer/client 
agreement is one where the parties 
“jointly determine” who has what re-
sponsibility for these functions. Even 
if the staffing agency is in charge of 
screening, payroll, workers’ compensa-
tion, and benefits, if the client performs 
any employer functions — like super-
vision, hiring, firing, and/or providing 
instructions, tools, or materials — then 
the client will likely be seen as a joint 
employer. 

EXAMINE YOUR BUSINESS MODEL
If a court within the Fourth Circuit is faced 
with any federal employment issue and 
a joint employment question exists, it 
will consider the above factors. Such a 
court would then likely analyze whether 
the laborers in question are employees 
or independent contractors — another, 
separate test. But the Salinas factors 
alone are enough to cause concern for 
most contractors who contract for labor. 

Because the above factors apply re-
gardless of the terms of any subcontract 
or staffing agreement, consulting with 
counsel about how to better draft those 
agreements is only one step for contrac-
tors who are concerned about expanded 
liability. They also need to consult with 
counsel about the way they conduct 
business and whether it still works in 
light of the expanded joint employment 
doctrine. 

Otherwise, they should understand 
that they may have more employees 
than they realized. 

AUTHOR’S NOTE

This article is not intended to give, 
and should not be relied upon for, 
legal advice. No action should 
be taken in reliance upon the 
information contained in this article 
without obtaining the advice of an 
attorney.
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WRITTEN BY   CHUCK HOWARD, P.E.

DETAILS

hen the time 
comes to retire 

from your roof-
ing business, will 

you have all of 
the proper finan-

cial and legal arrangements in place 
to avoid being clobbered by taxes or 
ending up in costly litigation? 

Planning for your exit or succession 
requires a series of complex strat-
egies that can take many years, so 
don’t waste any time getting started! 
Sit down with a knowledgeable, pro-
fessional advisor who can guide you 
through the process of preserving your 
business legacy and securing your fi-
nancial future. 

Business-planning experts Kevin 
Kennedy and Joe Bazzano explain 
why roofing contractors need an exit 
or succession plan, common mistakes 
made during the process and best 
strategies for success. They also stress 
the importance of a contingency plan, 

which covers you and your business in 
case of life-changing events such as 
injury, illness or death.

Kennedy, CEO of Beacon Exit 
Planning, specializes in exit and suc-
cession planning for private business 
owners. He has firsthand experience 
with the challenges that come with 
selling a business after he and his 
two co-owners sold their 63-year-
old roofing company to the business’ 
fourth-generation team. Making a few 
financial mistakes during the sale, and 
realizing he didn’t have a solid under-
standing of the technical aspects of 
exit planning, Kennedy put himself 
through two years of school to learn 
everything he could. Now he helps 
others avoid the same mistakes.

Bazzano, COO at Beacon, is a cer-
tified public accountant, certified val-
uation analyst and certified business 
exit consultant. His areas of expertise 
include financial reporting, consult-
ing, business valuations, mergers and 

acquisitions, exit strategies, and tax 
planning and compliance for individ-
uals and businesses. Bazzano shows 
business owners how to increase the 
value of their companies and save on 
taxes. 

EXIT PLANNING
An exit plan helps you control and vi-
sualize the process of transferring and 
monetizing your business, while also 
gaining a better understanding of all 
the financial aspects involved in the 
transaction. 

In most situations, business owners 
have 70 percent of their wealth tied up 
in their illiquid business, which means 
the company and its assets cannot 
easily be converted into cash. 

If you’re fortunate enough to sell 
your roofing business, you could pay 
up to 60 percent or more in taxes, de-
pending on which state you live in. And 
if you can’t sell your company, you will 
essentially have to liquidate it, which 
could leave you with only 10 percent 
of your wealth. 

During the exit-planning process, 
Bazzano says they look at the three 
basic circles of a business owner’s life: 
business planning, personal planning 
and financial planning. 

The business-planning circle is 
about protecting the business — deter-
mining valuation, planning for succes-
sion, evaluating tax ramifications and 
managing buy/sell risk. The person-
al-planning circle involves the emo-
tional side of the business and consid-
ers the owner’s emotional attachment 
to the business, whether he or she is 
ready to leave it and if family members 
are involved. The financial-planning 
circle includes identifying the liquid 
assets business owners need to survive 
and maintain their lifestyle. 

Contractors have several options for 
exiting their business, including:

·  Selling to an outsider (e.g., consol-
idator, investor)

·  Selling to employees/ESOP (em-
ployee stock ownership plan)

· Selling to managers (manager 
buyout)

·  Selling to family
·  Gifting the company
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roles, then into ownership and eventu-
ally establishes the new CEO. 

Exit planning focuses on replacing 
your wealth, but succession planning 
focuses on replacing yourself, Kennedy 
explains.

“In a broader sense, it’s about build-
ing value — creating a culture of con-
tinuous improvement that focuses on 
educating the next generation of own-
ers so they can protect the future of the 
company,” he says.

Fewer than 30 percent of all private 
companies ever transfer to the second 
generation, according to Kennedy. This 
means that 70 percent fail. The sta-
tistics are even worse for transferring 

·  Design. Putting together a blue-
print to solidify goals, going over 
findings from the analysis phase 
and presenting alternatives own-
ers can use to exit their business.

The DAD plan can range from 50 to 
120 pages. “It’s like being fed with a 
fire hose,” Kennedy says. “But we al-
ways tell our clients that we when we 
deliver the plan, it’s not the end — it’s 
the beginning.” 

SUCCESSION PLANNING
In contrast, a succession plan prepares 
your company to succeed without you by 
moving your managers into leadership 

Kennedy says the most common 
type of sale for a roofing business is a 
manager buyout, which can take from 
eight to 12 years because the company 
pays for everything.

“They don’t go to the bank and 
get the big loan,” Kennedy says. “The 
company can’t afford to do that. What 
they do is take their profits, and the 
profits pay for the owner’s stock, which 
is then given to the managers.”

Common mistakes during the ex-
it-planning process include issues with 
entity structure, taxes, not planning 
for catastrophic events, being under-
funded with buy/sell agreements, and 
inaccurate valuations.

Bazzano says lessening your depen-
dency on the business as an income 
source after you leave is a particularly 
important strategy to keep in mind. 

“It doesn’t always happen because 
business owners grow and reinvest 
in their business,” he explains. “But 
there’s nothing worse than being 65 
years old and realizing that 92 per-
cent of your wealth is in this business. 
Basically, you’ve reinvested everything 
and you’re completely dependent on 
monetizing this business as you try to 
retire. That’s pretty risky, as opposed 
to somebody who’s got maybe 20, 30 
or maybe even 50 percent of their net 
worth in the business. So taking some 
chips off the table really helps.” 

Having a good understanding of 
your options early on can help you 
generate more value in your company 
and lessen your financial risk down the 
road. 

At Beacon Exit Planning, Kennedy 
and Bazzano use a proprietary pro-
cess — known as DAD — that covers 
three phases of actions needed for a 
successful exit plan:

·  Discovery. Interviewing owners to 
get an understanding of their busi-
ness, personal and financial goals.

·  Analysis. Looking at underlying 
documents such as wills, trusts, 
buy/sell agreements, financial 
statements, tax returns and entity 
formation, and evaluating wheth-
er they support the owners’ inten-
tions and goals.

IMAGES: BEACON EXIT PLANNING
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from the second generation to the third 
generation, which has a 90 percent fail 
rate. The odds that company found-
ers will transfer their business to their 
grandchildren are less than 3 percent. 

When Kennedy and his partners sold 
their roofing company via a manage-
ment buyout, the process took seven 
years and $250,000. 

“Our company overspent millions of 
dollars in taxes that were unnecessary 
because of the cookie-cutter advice 
[we received] from our advisors,” he 
explains. “They weren’t specialists. It 
wasn’t a coordinated plan, they didn’t 
have the right advice, and they didn’t 
understand the laws, so we were put 
in a taxed position.” 

Succession plans can take anywhere 
from three to 10 years, depending on 
the maturity of the management and 
how much the owner is working. The 
process requires more time than exit 
planning because of the learning curve 
required for new managers. 

“At any given time, 40 percent of 
U.S. businesses are facing the transfer 
of ownership issue,” according to the 
Small Business Administration (SBA). 
“The primary cause for failure is the lack 
of planning.”

Some 75 percent of a typical busi-
ness owner’s net worth is tied up in the 
company, Kennedy adds, citing data 
from the SBA, and only 22 percent of 
owners report planning for their suc-
cession or exit. 

“Wise people plan early and imple-
ment slowly,” he says. “I like to see peo-
ple going through the process of visu-
alizing their financial future at least 15 
years out. That would be ideal because 
it may take three or four years to set the 
plan in motion.”

Succession planning may be com-
plicated more when family is involved. 
Children or other family members who 
think they’re entitled to the company 
can be poisonous to the process, espe-
cially when owners don’t hold them to 
the same standards and accountability 
as other employees. 

Another issue business owners face is 
that they can’t see their financial future 
and are dependent on their business for 
their day-to-day lives, Kennedy says. 
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“A buy/sell agreement should have 
the appropriate documentation and 
appropriate wording to support the 
owner’s intentions,” Bazzano says.

This type of agreement allows 
co-owners to decide who else can buy 
into the company and how the process 
will work. It also provides an oppor-
tunity for owners to discuss potential 
scenarios ahead of time to avoid ending 
up in pricey litigation down the road. 

Despite the importance of creating 
a buy-sell agreement, more than 70 
percent of business owners do not have 
documented succession plans for senior 
roles, according to the 2014-2015 U.S. 
Family Business Survey conducted by 
the consulting firm PwC.

Contingency plans and buy/sell 
agreements are living, breathing docu-
ments and should be started as soon as 
the business is established, according to 
Bazzano. They should also be reviewed 
regularly to account for changes in the 
company’s structure or value, or an 

key is to start early because succession 
takes time. It’s a complex process. The 
exit plan will get you started and the 
succession plan will bring everything 
together to allow a graceful exit from 
your business and protect your wealth.”

CONTINGENCY PLANNING
Regardless of your exit strategy, your 
plan should also include preparing for 
the unexpected. 

What would happen to your busi-
ness if you were diagnosed with a 
life-threatening disease or were criti-
cally injured in an accident — or worse? 
Having a contingency plan for “just in 
case” can help to cement the future of 
those you love.

One of the most important parts of 
a contingency plan is a buy/sell agree-
ment. This document governs what will 
happen if one of a company’s multiple 
owners and/or shareholders dies or ex-
periences divorce, disability or volun-
tary/involuntary departure. 

“If they don’t relinquish what duties 
they have so they can build new lead-
ership, they tend to get stuck in their 
businesses.”

Bazzano shares three important 
steps for a successful succession: 

1. Have a good financial plan so you 
can understand the future income 
needs for the company.

2. Get a business appraisal so you 
understand if you have a value 
gap. In other words, if you have 
not saved enough money for re-
tirement, the shortfall is going to 
come from the sale of the business.

3. Put a good management team in 
place so it can support you in gen-
erating the income the business 
will need to pay you out. This step 
typically takes the longest — any-
where from two to 10 years. 

“The great news about succession is it 
always adds to the bottom line, not just 
the financial value,” Kennedy says. “The 
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none of whom talked to each other 
during the process.

Another issue in contingency plans 
is that companies are underfunded 
with their buy/sell agreements and 
insurance, Bazzano says, which often 
includes issues with valuation that 
prevent a widow from receiving the full 
worth of the company. 

Business owners can also fail to 
understand how to manage their risk. 
Bazzano says business owners need 
to do a better job of protecting their 
wealth and the companies themselves, 
which involves understanding insurance 
requirements and asset protection, and 
knowing how to structure their estate 
and the business to limit exposure to 
frivolous lawsuits and creditors.

Planning to leave your roofing com-
pany — whether to retire, pursue an-
other interest or because something 
unexpected happens — can be an 
overwhelming and confusing process. 
However, enlisting the services of an 
exit-planning professional can help 
you avoid big headaches and save you 
countless dollars in taxes. 

To find a consultant you can trust, 
ask questions such as:

· What is your training in exit 
planning? 

· How many exit plans have you 
delivered? 

· How much have you saved your 
customers in taxes? 

· Do you have any referrals from ex-
isting clients? 

To learn more about Kevin Kennedy 
and Joe Bazzano, and for access to 
more in-depth information about 
the exit planning process, visit www.
BeaconExitPlanning.com.  

One of the most common mistakes 
Kennedy and Bazzano see in contin-
gency plans is improperly structured 
documents. For instance, the owner of 
a roofing business may think everything 
is in place because he/she has a will, 
trust and insurance — yet each docu-
ment was set up by different people, 

owner’s intentions. 
The most difficult event to plan for, 

of course, is death. The loss not only 
puts an emotional burden on a family, it 
can also create a financial one. Without 
a proper contingency plan in place, a 
family could lose its income stream and 
experience financial turmoil. 

LEARN MORE ABOUT  
EXIT PLANING
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DETAILS

WRITTEN BY JUSTIN KOSCHER

TECH POINT

for capital improvement projects. For 
example, a building owner that ex-
penses the cost of a full roof replace-
ment can reduce the net cost of the en-
tire project by 25 percent to 30 percent.

COMMERCIAL BUILDING ROOF 
REPLACEMENTS
The Tax Cut and Jobs Act, signed into 

particular, new reforms allow quali-
fying building owners to expense, or 
deduct, up to $1 million for the cost of 
certain building improvements in the 
year the work is performed, including 
adding insulation during roof replace-
ment projects to meet or go beyond 
modern building energy code require-
ments. The impact can be significant 
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t is fair to say that 
Washington, D.C., is far 
from dull. From the recent 
Tax Cut and Jobs Act to 
rolling debates on pass-
ing a federal budget, there 

is a great deal going on at the 
federal level that impacts the 
building and roofing industries. In 

The Federal Government 
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in 2009 (“Energy and Environmental 
Impact Reduction Opportunities for 
Existing Buildings with Low-Slope 
Roofs,” produced by Covestro). 

The payback period is the amount of 
time it takes for the energy savings to 
equal the cost of installing the addi-
tional insulation. By allowing a build-
ing owner to deduct the full cost of the 
roof replacement, including the cost 

evaluated the level of existing insula-
tion in commercial building roofs. For 
most of the country, current building 
energy codes require roof replacements 
to have a minimum level of R-25 or 
R-30, depending on the climate zone. 

The average simple payback period 
for meeting the energy code is 11.6 
years, according to a comprehensive 
energy modeling study completed 

law by President Trump on December 
22, 2017, includes a provision that re-
duces the overall cost associated with 
re-roofing and significantly improves 
the cost-effectiveness of commercial 
roof replacements that comply with 
building energy codes. The vast ma-
jority of state and local governments 
require minimum insulation levels for 
both new roofs and roof replacements 
(but not for roof repairs or recovers). 
These requirements apply to existing 
buildings because the most econom-
ical time to improve a roof’s thermal 
performance is when the roof mem-
brane is pulled off and replaced. Also, 
roof replacements are one of the best 
opportunities for improving energy ef-
ficiency in existing buildings, which ac-
count for 40 percent of U.S. energy use.

Starting in 2018, the new federal tax 
law expands the definition of “qualified 
real property” under the small busi-
ness expensing provisions of Internal 
Revenue Code section 179 to include 
improvements to existing nonresiden-
tial roofs. Section 179 allows busi-
nesses to fully expense (deduct) up to 
$1 million (indexed for inflation after 
2018) in one year for qualified business 
expenses, such as equipment purchas-
es and specific building improvements. 
With this change, small businesses 
are now able to deduct — in the year 
completed — the full cost of replacing 
a roof on an existing non-residential 
building instead of depreciating that 
cost over a 39-year period, as was 
required under prior law. As a mecha-
nism intended to limit the deduction to 
small businesses, the benefit is phased 
out for businesses that spend more 
than $2.5 million (also indexed for 
inflation) on qualified equipment and 
real property. This change takes effect 
in 2018 and, unlike some provisions of 
the new law, is permanent.

A typical scenario under which a 
commercial building roof replacement 
is required to comply with a building 
energy code is one where an older 
building with a low-slope roof has 
R-11 or R-12 insulation in the roof 
prior to the roof replacement. The 
R-12 assumption is based on a U.S. 
Department of Energy (DOE) study that 
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of a facility. This allows post-disas-
ter funds to be more effectively used 
to improve the resiliency of damaged 
buildings and should create oppor-
tunities for higher performing roof 
systems to replace those damaged in 
disasters. 

While the built environment is likely 
to benefit under recent Congressional 
action, other policy priorities for the 
construction and energy efficient in-
dustries have been left unresolved. 
For example, Congress “extended” 
several clean energy and energy-ef-
ficiency related tax provisions, in-
cluding the Section 179D deduction 

for commercial building energy ef-
ficiency. However, in head-scratch-
ing fashion, this and other tax pro-
visions were only extended through 
December 31, 2017. This means more 
work is ahead to preserve the poli-
cies for the long term and add much 
needed certainty to the marketplace. 
Unpredictable is a polite (and likely 
understated) description of the poli-
cy environment in our nation’s capital. 
You need not look beyond the recent 
FY2018 budget deal for an example. 
Building energy efficiency advocates 
spent countless hours educating law-
makers on the importance of funding 
federal research led by the Department 
of Energy (DOE). Fearing a federal 
budget that would cripple these vital 
programs by slashing budgets, ad-
vocates saw an 11 percent increase 
to the DOE’s Office Energy Efficiency 
and Renewable Energy budget, which 
leads research on building energy per-
formance. And while history is a poor 
predictor of future success, recent ac-
tion impacting buildings demonstrates 
that policymakers understand the 
need for strong policies that encourage 
and lead to more efficient and resilient 
construction. 

for installing additional insulation, the 
net cost of the entire project is reduced 
by 25 percent to 30 percent, depend-
ing on a tax payer’s tax rate. (The Tax 
Cuts & Jobs Act reduced the corporate 
tax rate to 21 percent, but the pass-
through rates, which are more relevant 
to small businesses, are closer to 30 
percent, which increases the impact of 
this new deduction.) More important-
ly, the deduction shortens the average 
payback period on the cost of install-
ing additional insulation to 8.1 years, 
making the investment in energy effi-
ciency even more cost effective for the 
building owner.

DISASTER RELIEF REFORMS AND 
RESILIENT BUILDINGS
Recent maneuvers by Congressional 
budget writers provided several positive 
reforms that will impact the resiliency 
of buildings in some of the most vul-
nerable parts of the country. 

First, Congress passed improvements 
to the Federal Cost Share Reform 
Incentive that increases post-disaster 
federal cost-share with states from 75 
percent to as high as 85 percent on a 
sliding scale based on whether a state 
has taken proactive steps to improve 
disaster preparedness. These steps can 
include the adoption and enforcement 
of the most recent building codes. This 
further incentivizes states to maintain 
robust and current building codes, in-
cluding the energy code.

Second, under reforms to the Stafford 
Act, federal disaster relief funds ad-
ministered by the Federal Emergency 
Management Agency may be used to 
replace or restore the function of a 
facility to industry standards without 
regard to pre-disaster condition and 
replace or restore components of the 
facility not damaged by the disaster 
where replacement or restoration is 
required to fully restore the function 

Recent maneuvers by Congressional budget 
writers provided several positive reforms that 
will impact the resiliency of buildings in some of 
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storage locations unless specified oth-
erwise by the manufacturer. 

Material delivery should be carefully 
coordinated with the roof application 
schedule to minimize outdoor storage. 
When short-term outdoor storage is 
necessary, whether at grade or on the 
roof deck, the following precautions 
should be observed: 

•  Bundles should be stored flat above 
the ground utilizing included feet 
or on raised pallets. If possible, the 
bundles should be placed on a fin-
ished surface such as gravel, pave-
ment, or concrete rather than on dirt 
or grass. 

• Unless specified otherwise by the 
manufacturer, cover the pack-
age and pallet with a waterproof 
cover, and secure to prevent wind 
displacement. 

Note: Polyiso insulation is fully cured 
and fit for installation upon delivery. 
No additional storage time is required.

HANDLING
Exercise care during handling of poly-
iso insulation to prevent breaking 
or crushing of the square edges and 
surfaces. Remove the polyiso bundles 
from trucks with proper equipment. 
Other means of mishandling, such as 
pushing pallets off the edge of the 
truck or “rolling” the pallet across the 
roof deck, must be avoided. 

PRODUCT APPLICATION 
Polyiso should always be installed on 
dry, clean roof decks in dry conditions. 
Follow the manufacturer’s recommen-
dations regarding product application 
to ensure performance to the intended 
design life of the roofing system. Apply 
only as much polyiso roof insulation as 
can be covered by completed roofing 
the same day. 

CONSTRUCTION TRAFFIC 
Avoid excessive traffic during roof 
construction of or on a completed 
roof surface. Although polyiso has 
been designed to withstand limited 

PHOTO: SOPREMA

unxsutawney Phil certainly got it right this year; 

we have had six more weeks of winter — and 

then some — particularly in the Northeast. As 

winter turns to spring, building and repair projects 

which frequently involve the roof get underway. As you 

commence these new and re-roofing initiatives, here are 

a few key considerations about the storage and handling 

of polyiso roof insulation on a jobsite.

Proper Storage and 
Handling of Polyiso 
Insulation

STORAGE 
Polyiso insulation is typically shipped 
protected by a plastic wrap, plastic 
bag or both. This factory packaging 

is intended for handling the polyiso in 
the manufacturing plant and during 
transit; it should not be relied upon as 
protection at jobsites or other outdoor 

60 Roof ing I  M AY  . J U N E  2 0 1 8



of the roofing system, is acceptable 
to the membrane manufacturer, and 
meets specified fire, wind, and code 
requirements. 

Polyiso roof insulation, like other 
roofing materials, requires a proper 
understanding of storage, handling, 
and application to result in a properly 
constructed roof system. To find ad-
ditional information about the proper 
storage and handling of polyiso insu-
lation and for more technical informa-
tion on polyiso roof and wall insula-
tion, please visit www.polyiso.org.  

foot traffic, protection from damage 
by construction traffic and/or abuse 
is extremely important. Roof surface 
protection such as plywood should be 
used in areas where storage and stag-
ing are planned and heavy or repeat-
ed traffic is anticipated during or after 
installation. 

Some designers and membrane 
manufacturers specify the use of cov-
er boards as a means of protecting 
the insulation. If specified, installers 
should ensure the cover board used 
is compatible with all components 

CIRCLE NO. 58 / RoofingMagazine.com

Avoid excessive 

PHOTOS: JOHNS MANVILLE
R o o f i n g M a g a z i n e . c o m  I  Roof ing 61

http://www.polyiso.org


2017 passed in December last year, 
it marked a huge victory for those in-
volved in roofing. The tax reform es-
sentially opened the door for a series 
of tax related benefits likely to boost 
business in 2018 and beyond.
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There are a few key areas of the tax 
reform applicable to roofing entities. 
One of the key sections — IRC Sec. 179 
expensing provision (deduction) — in-
tends primarily to benefit small busi-
nesses who can purchase equipment, 
then write-off the amount of those 
purchases during the same calendar 
year. For 2018, qualifying proper-
ty purchases include most business 
equipment such as computers, certain 
vehicle types, virtually all construction 
equipment and machinery.

“For contractors in our sector spe-
cifically, this portion of the reform is 
key, as it allows them to write off the 
equipment and vehicles they purchase 
specific to transporting and install-
ing spray foam roofing on the jobsite,” 
says Kurt Riesenberg, executive direc-
tor of the Spray Polyurethane Foam 
Alliance (SPFA). “Some of our mem-
bers have been quite pleased to learn 
about these tax changes, and although 
we worked hard with other groups to 
make them happen they still seem like 
one of the best kept secrets. We need 
to change that so all of our members 
know about them.”

Perhaps one of the most notable as-
pects of IRC Sec. 179, however, is that 
the qualified property listed under it 
now includes non-residential roofs. 
Hailed as a huge win, the new limit on 
the total amount of Sec. 179 proper-
ty that a business can purchase each 
year before being totally phased out is 
$2.5 million (up from the previous $2 
million), and the annual limit for the 
deduction itself has been raised to $1 
million (up from $500,000). A property 
owner is now able to write off up to $1 
million the same year that a commer-
cial roof is purchased. Additionally, the 

2017 proved a significant year for the 
roofing industry. Not only was opti-
mism high and demand still on the 
uptick in both the new construction 
and re-roofing marketplaces, but 
when The Tax Cuts and Jobs Act of 

Recent legislation is expected to 
provide a boost to the commercial 

Tax Cuts and Job 
Act a Big Victory for 
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on taxable income up to $157,000 
or $315,000 if filing jointly that is 
phased out at $207,500 or $415,000 
respectively. 

Many contractors are structured as 
pass-throughs and pay their business 
taxes on individual returns, so it also 
helps that the top individual rate has 
been lowered from 39 to 37 percent.  
However, the rules for pass-throughs 
are complex and consulting with a tax 
expert is encouraged. 

For contractors that are family busi-
nesses, the new tax code doubles the 
estate tax exemption so that estates of 
up to $11 million ($22 million for cou-
ples) are now exempt from taxation. 
In addition, the Alternative Minimum 
Tax (AMT) exemption and phase-out 
amounts for individuals have been 
sharply increased.

Finally, in a separate bill, Congress 
renewed the Residential Energy-
Efficiency Tax Credit (IRC Sec. 25C), the 
Energy Efficient New Home Tax Credit 
(45L), and the Commercial Building Tax 
Deduction (179D).  While renewed ret-
roactively only for tax year 2017, the 
door remains open for these incentives 
(tax extenders) to be renewed for 2018 
and beyond. 

“These incentives help, but the tax 
act’s reforms are a big, long-term 
win for both the spray polyurethane 
foam sector and the roofing industry 
at large,” says Riesenberg. “All indica-
tions point to this act giving the roofing 
industry and its many players a boost 
in business. It’s business and jobs that 
drive the economy, and when you add 
in the resulting benefits direct to our 
members, this news hits the trifecta 
for an exciting and optimistic 2018 and 
beyond.” 

$1 million annual deduction and $2.5 
million business investment limit are 
now permanent and indexed for an-
nual inflation starting in 2019.

“The commercial roof inclusion in the 
tax reform is likely to spur increased 
sales and installations of new roofs 
this year, and we want our members 
making the most of the opportunity,” 
adds Riesenberg.

There was one tradeoff made in or-
der to make commercial roofs eligible 
for Sec. 179 — the elimination of the 
deduction for the interest on loans to 
finance the purchase. However, it’s still 
a significant benefit for contractors 
able to leverage IRC Sec. 179’s equip-
ment purchase write-off.

BONUS DEPRECIATION DEDUCTION
Another key area of note is IRC Sec. 
168(k) — the Bonus Depreciation 
Deduction — which the act raises to 
100 percent for qualifying new and 
used property acquired, and placed in 
service, after September 27, 2017 and 
before January 1, 2023. Property with 
a depreciable tax life of 20 years or 
less generally qualifies and includes: 
machinery and equipment, furniture 
and fixtures, computers and computer 
software, and vehicles utilized primar-
ily for business (with a dollar cap on 
cars and trucks with a loaded vehicle 
weight of 6,000 pounds or less).

More broadly, the tax rate for C cor-
porations, or the corporate tax rate, 
was cut through the new reforms to 
21 percent (from 35 percent). Also of 
note to many roofing contractors and 
contractor firms, pass-through entities 
organized as S corporations, partner-
ships, LLCs and sole proprietorships 
now receive a 20 percent deduction 

“The commercial roof inclusion in the tax reform 
is likely to spur increased sales and installations 
of new roofs this year, and we want our members 
making the most of the opportunity.” 

– Kurt Riesenberg, Spray Polyurethane Foam Alliance
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with a cover board. But now, a decep-
tively simple and easy-to-use disc en-
ables roofers to use induction welding 
over expanded polystyrene (EPS) insu-
lations that don’t have cover boards. 
The result is faster and more afford-
able insulation installation and lower 
fatigue for work crews.

THE INDUCTION WELDING 
METHOD IN BRIEF
A roof fastener manufacturer pio-
neered induction welding attachment 
as a way for roofers to streamline TPO 
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DETAILS

WRITTEN BY DAVID STASSI

TECH POINT 

and PVC membrane installation, while 
avoiding membrane penetrations, for a 
more watertight roof assembly.

In a typical mechanically fastened 
membrane system, roofers secure the 
membrane with 2-inch to 3-inch di-
ameter plates on the seams held 
down by screws that pass through the 
membrane and insulation layers to the 
underlying deck. With the induction 
welding method, each plate becomes 
a fastening point for the membrane, 
and the membrane is heat bonded to 
the top of each plate. With this method, 

ver the past ten years, 
North American roof-
ers have begun to 

adopt induction weld-
ing as a fast, simple and 

secure way to mechanically attach TPO 
and PVC membranes. The method also 
helps create a high-performance roof 
assembly by eliminating fastener pen-
etrations of the membrane.

For most of its history, induction 
welding was limited to installations 
over thermoset insulations such as 
polyiso or over other rigid insulations 

Expanding 
Options for 
Roof Insulation

PHOTOS: OMG, INSULFOAM

With induction welding, the membrane is heat 
bonded to the top of each plate and there are no
penetrations in the membrane. 

EPS inininini sulations can bebbb  used ininninnn bbbbbbotototototh hhhh
nenennnen w www cococococc nsnn truction and roof recoversrsrsrs.
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location), where water could pond.
To enable use of the induction weld-

ing process with a broader range of 
rigid foam insulations, fastener man-
ufacturers have developed a simple 
solution. For each fastener, crews place 
a thin disc between the fastener plate 
and insulation. This separation me-
dium protects the EPS from the high 
heat of the induction welding process, 
without interfering with the bond be-
tween the membrane and the fasten-
er plate. Manufacturers typically re-
fer to these separators as “induction 

crews screw down the insulation layer 
as usual, then unroll the membrane 
over the insulation. They then place a 
stand-up or handheld induction weld-
ing tool on the membrane at each plate 
location. In less than five seconds, the 
tool heats the plate under the mem-
brane to about 400 degrees Fahrenheit, 
bonding the membrane to the plate. 
Heating is accomplished via electro-
magnetic induction between the tool 
and the plate, rather than via direct 
application of heat (think of an induc-
tion cooktop compared to conventional 
stove heating coils). Induction welding 
meets the FM 4470 approval standard 
and is accepted by most membrane 
manufacturers.

Induction welding typically requires 
25 percent to 50 percent fewer fasten-
ers and plates than typical mechani-
cally fastened installations, as well as 
fewer seams, resulting in both labor 
and material savings. As the fasteners 
are spread across the roof in a grid pat-
tern, the resulting assembly enhances 
resistance to wind uplift and reduces 
membrane sheet flutter. 

EPS INSULATIONS AND INDUCTION 
WELDING
Until now, the induction welding pro-
cess could not be used with EPS insu-
lations that lacked a cover board, as 
the 400-degree heated plates caused 
the insulation to soften and draw back. 
This resulted in numerous depressions 
in the roof assembly (at each fastener 

Induction welding cardboard discs 
enable use of the induction welding 
attachment process for TPO and PVCCCCCC
membranes over EPS insulation.

Induction welding typically requires 
fewer fasteners and plates than 
mechanically fastened applications,
resulting in both labor and material 
savings.
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welding cardboard discs.” While they 
are paper-based products, calling 
them “cardboard” understates their 
performance, as they are densely com-
pressed and have a moisture-resistant 
coating, so they work well in high-per-
formance roof systems.

WHY THIS MATTERS
For roofers who prefer using EPS insu-
lations for the products’ thermal per-
formance and ease of installation, the 
discs allow them also to achieve the 
benefits of the induction welding pro-
cess discussed above.

While induction welding has al-
ways been possible using EPS insula-
tion products that have standard cover 
boards, the discs make it possible to 
induction weld over EPS products with 
glass facers and fanfold EPS with poly-
meric facers. Glass-faced EPS products 
can be used in new applications and re-
covers while roofers typically use fan-
fold EPS in roof recovers.

Fanfold EPS bundles, like R-TECH FF 
and others, are available in standard 
sizes up to 200 square feet, comprised 
of 25 panels that are 2 feet by 4 feet 
each, and come in various thicknesses. 
A typical two-square bundle weighs 
less than 11 pounds, so it is easy for 
one person to carry. EPS fanfold bun-
dles require fewer fasteners per square 
foot than most roofing insulations and 
are less expensive than virtually every 
recover board. The man-hours needed 
to install fanfold bundles are about 60 
percent less than working with individ-
ual sheets. Material costs are also low-
er than wood fiber, perlite, or gypsum 
board. On large projects, the total sav-
ings can add up to tens of thousands of 
dollars. As with other EPS insulations, 
the product’s light weight also means 
less crew fatigue.

As roofers look for ways to create 
cost-effective, high-quality roof as-
semblies, new methods provide the 
opportunity to boost the bottom line 
by reducing labor and material costs. 
A simple, affordable disc now enables 
you to obtain the benefits of both the 
induction welding method for fastening 
TPO and PVC membranes and the ad-
vantages of EPS insulations. 
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hours or longer. Water may accumu-
late on a low-slope roof due to rain, 
snow or runoff from rooftop equipment. 
Ponding water can have major negative 
consequences, regardless of the type of 
roofing system. Proper design, installa-
tion and maintenance of roofing struc-
tures can prevent this condition and its 
associated problems.

The adverse effects of ponding water 
on roofs can include:
· Deformation of the deck struc-

ture: Ponding water can substantially 
increase the load on roof decks. As 
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water accumulates, deck deflections 
can increase, thereby resulting in ad-
ditional ponding water, which could 
compromise the structural integrity 
of the deck.

· Damage to the roof surface: Ice for-
mations develop and move con-
stantly with changes in temperature. 
This movement can “scrub” the roof 
membrane to such an extent that 
considerable physical damage to the 
membrane can occur.

· Growth of algae and vegetation: When 
water stands for long periods of time, 

 low-slope asphalt roof-
ing system is cost effec-
tive, durable and reli-
able. Multiple layers of 
weatherproof mem-

branes protect a building, its residents 
and the property it houses. There 
are a few design elements that will 
help building owners get the most 
from their roofing system. Managing 
ponding water is essential to properly 
maintaining a roof.  

Ponding water is defined as the 
water which remains on a roof 48 

PONDING WATER BASICS
Proper Drainage Design Can Help Ensure the 
Reliability of Low-Slope Roofs

PHOTO: ADVANCED ROOFING INC.
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beneath the roof membrane may re-
duce the thermal efficiency of the in-
sulation. More importantly, moisture 
intrusion can cause serious damage to 
the deck, insulation, and membrane as 
well as the building’s interior.

The Asphalt Roofing Manufacturers 
Association (ARMA) recommends that 
roof designs provide adequate slope 
(minimum of ¼ inch per foot) to ensure 
that the roof drains freely throughout 
the life of the building and to there-
by avoid the effects of ponding wa-
ter. Model building codes also require 
a minimum ¼ inch per foot slope for 
new construction projects, and require 
positive drainage for re-roofing proj-
ects. These requirements are intended 
to prevent water from ponding on roof 
surfaces.

MANAGING PONDING WATER
Here are a few best practices to manage 
ponding water: 
· Adequate sloping should be tak-

en into account during the design 

the membrane surface. The can also 
lead to clogged drains. 

Ponding water may lead to acceler-
ated erosion and deterioration of the 
membrane surface that can result in 
failure of the roof system. Allowing even 
relatively small amounts of moisture 

algae and vegetation growth will 
likely occur, and may cause damage 
to the roof membrane. Additionally, 
vegetation can clog drains and cause 
additional ponding.

· Accumulation of dirt and debris in the 
ponding area: Dirt, debris, and other 
contaminants can affect and damage 
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process. A roof’s structural frame or deck should be 
sloped, and drainage components like roof drains and 
scuppers should be included in the design. 

· In addition, secondary (or emergency) drains may be re-
quired by local plumbing codes to help reduce the risk 
of a structural failure due to clogged drainage systems. 
Talk to your roof membrane manufacturer and/or roof 
system designer to determine the proper location of 
these components. 

· If a deck does not provide the necessary slope to drain, a 
tapered insulation system can be used. A combination of 
different approaches — single slope, two-way slope, and 
four-way slope — is often used to achieve the necessary 
slope and to allow for moisture drainage.  

· Additionally, crickets installed upslope of rooftop equip-
ment and saddles positioned along a low-point between 
drains, can help prevent localized ponding in conjunction 
with a tapered insulation system. 

· Building designers and owners should work with con-
tractors and roof manufacturers to determine which 
methods are best and appropriate for a roof assembly’s 
long-term performance, whether it’s a new construction 
or re-roof project.
The NRCA Roofing Manual: Membrane Roof 

Systems—2015, states the following: “NRCA recommends 
that designers make provisions in their roof designs for 
positive slope.” 

The manual spells out that slope generally is provided by: 
• Sloping the structural framing or roof deck
• Designing a tapered insulation system
• Proper location of roof drains, scuppers and gutters
• A combination of the above 
By following the proper drainage practices detailed 

above, building owners can positively impact their low-
slope roofing system and help to ensure it will remain du-
rable and reliable throughout its service life. 

To obtain specific information about ponding water on 
particular products and systems, contact your roof mate-
rial manufacturer. For more information about low-slope 
asphalt roofing systems, visit www.asphaltroofing.org. 

Allowing even relatively small 
amounts of moisture beneath the 
roof membrane may reduce the 

More importantly, moisture 
intrusion can cause serious damage 
to the deck, insulation, and 
membrane as well as the building’s 
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ou may have overheard 
conversations such as this:

New Building Owner: “You 

promised energy conservation 

and savings.”

Mechanical Engineer: “We sized the 

mechanical unit based on the code re-

quired effective thermal value.”

New Building Owner: “But why are my 

cost 30 percent above your estimates 

and I am needing to run my units 

constantly and they still barely main-

tain a comfortable environment?”

Mechanical Engineer: “We have checked 

all the set points and systems and they 

are all working, albeit with a bit of la-

boring. We don’t know why there is not 

enough heat.”

New Building Owner: “Well, someone is 

going to have to pay for this!”

Scenarios and liability questions 
like this are being repeated across the 

northern North American continent, 
and to mechanical engineers, archi-
tects and owners, the cause is a mys-
tery. Perhaps they should have talked 
to seasoned roofing professionals and 
consultants. They could’ve told them 
that many mechanically attached 
roofs, incorrectly promoted and sold as 
energy-saving systems, were actually 
energy pigs. One only needed to walk 
a mechanically attached roof with a 
few inches of snow on it to see the heat 
loss occurring. It doesn’t take scientific 
studies and long-winded scenarios to 
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Their goals were laudable, but not 
all roof systems achieved the in-place 
R-values required. So, this article is 
in part an attempt to educate code 
officials and explain the need for a 
change.

Words can explain the phenomenon 
of thermal loss, but photos are worth 
a thousand words, and since my edi-
tor has told me that I cannot have a 
4,000-word article, I leave it to the 
photos to do the talking. (See Photos 
2, 3 and 4.)

SCIENTIFIC STUDIES
In their Buildings 2016 article titled 
“Three-Dimensional Heat Transfer 
Analysis of Metal Fasteners in Roofing 
Systems,” Singh, Gulati, Srinivasan and 
Bhandari (Singh) studied the effect of 

CODE REQUIREMENTS 
The code and standard bodies — ICC, 
IECC, ASHRAE — have been repeated-
ly raising required thermal insulation 
values over the past decade in an at-
tempt to conserve energy; that is their 
intent. They listened to astute design-
ers and prescribed two layers of in-
sulation, and then again to determine 
the minimum R-value and not allow 
averages. The intent is clear. The re-
quired R-value per ASHRAE zone is to 
be achieved. 

prove this — just get up on the roof and 
see it. (See Photo 1.)

I spoke on this topic back in 2007 at 
the RCI Cool Roofing Symposium. I al-
ways like being a soothsayer, and sev-
eral recent studies are demonstrating 
and attempting to quantify this energy 
loss that most roofers could tell you 
was there.

For years the NRCA suggested a 
loss of thermal value of 7 percent to 
15 percent through the joints in a sin-
gle-layer insulation application and 
through mechanical fasteners used to 
secure the insulation. (The NRCA has 
since removed this figure and suggests 
that professionals be consulted to de-
termine thermal heat loss.) The NRCA 
recommended a cover board to reduce 
this effect. This was at a time when 
roof covers were predominantly BUR, 
modified bitumen or adhered single 
plies. The upsurge in mechanically at-
tached single-ply membranes, brought 
on by low-cost installation and the 
promise of energy savings, changed 
the game. No one was asking, if there 
could be a loss of 7-15 percent when 
mechanically attaching insulation, 
what could the effective R-value loss 
be when we install thousands of fas-
teners and plates 12 inches on center 
(or less) down a membrane lap seam? 
Gee, haven’t we seen that before?

PHOTO 1. Conditions such as this, in
which the fastener plates melt the snow,
visually demonstrate the heat loss that 
is a known entity to roof installers and 

PHOTO 2. When a light dusting of snow 
blew off this 2 million-square-foot 
facility in central Illinois, every single 
mechanical fastener and insulation joint

their locations. This roof needed to be 
replaced due to condensation issues 
several years after installation at a cost 
of more than $10 million. 

PHOTO 3. This is close-up of the roof 
shown in Photo 2. Heat loss through the
screws and fastener plates and through
joints in the single layer of insulation 
melted the snow. The water froze when 
the temperatures dropped and the ice 
was revealed when a light wind pillowed
the membrane and the remaining snow 
blew away.

PHPHOOTO 3 This is close-up of the roof
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underestimated, as thousands of 
buildings have been constructed since 
its publication that would not meet an 
effective R-value check in a commis-
sioning study. 

CHANGING THE CODE
The energy inefficiency of mechanically 
attached roof systems in ASHRAE zones 
4 and above has been known to roof-
ing crews for decades. Now, with the 
requisite scientific studies completed, 
the codes need to be revised to reflect 
the inherent thermal loss through me-
chanical fasteners. Additionally, stud-
ies from Oak Ridge National Laboratory 
highlight the energy increase required 
with inherent air changes below the 
membrane, confirming the need for 
air/vapor barriers on the deck on me-
chanically attached roof assemblies. 
(See “The Energy Penalty Associated 
with the Use of Mechanically Attached 
Roofing Systems,” by Pallin, Kehrer and 
Desjarlais.)

As a starting point for code groups 
and officials, I suggest the following 
code revisions:
1. State that if a mechanically at-

tached roof cover is being used that 
the prescribed thermal R-value 
shall be increased by 50 percent.

2. State that if a mechanically at-
tached roof cover is being used that 
an air barrier below the insulation 
must be used and that it shall be 
fully adhered to penetrations and 
roof perimeters.

CLOSING THOUGHTS
The goal of energy conservation is a 
laudable one. The American Institute 
of Architects’ goal of zero-energy 
building by 2030 will never be met 
until real-world empirical informa-
tion can be presented at code hearings. 
(For those of you who do not attend 
code hearings or know the process, 
information is usually disseminated in 
two-minute sound bites without doc-
umentation.) This lack of information 
sharing is a travesty and has resulted 
in numerous code changes that have 
been detrimental to the goal of energy 
savings. Time has come for a new way 
of thinking. 

a minimum R-value, but they do not 
take into consideration the heat loss 
that happens though metal fasteners. 
There are no guidelines or recommen-
dations in regards to thermal loss, in-
cluding the loss of heat through roof 
system fasteners. It’s actually ignored.

The results of the Singh study, as 
seen in the graph (Figure A), show 
that the effects of thermal shorts, 
e.g., mechanical fasteners used to se-
cure the roof cover, is not negligible. 
In fact, thermal shorts can result in 
a loss of 48 percent of the effective 
value. Read that again! The thermal 
value of the roof insulation layer on 
which the mechanical engineer has in 
part sized the mechanical equipment 
— and which the owner is counting on 
for significant energy savings — could 
be about half of what was assumed. 
Add in gaps and voids, and the loss 
in the effective R-value could top 50 
percent. What that means is that to 
achieve the code required R-30, say in 
Chicago, mechanically fastened roof 
systems need to have R-45 in the de-
sign to meet the effective code required 
R-value. This last sentence is for the 
code bodies — are you listening?

The value of this study cannot be 

heat transfer through thermal bridging 
(mechanical fasteners) in various roof 
assembly scenarios. 

Their study exposes a shortfall in 
many standards that have as their 
goal a reduction in energy loss through 
building envelope systems through 
prescriptive approaches. For roof-
ing assemblies, standards prescribe 

PHOTO 4.  Heat loss also occurs
through adhered roofs when the 
insulation is mechanically attached.

FIGURE A.  The effect of mechanical fasteners below the roof cover in 
mechanically attached roofs is not negligible as considered by general standards.
As can be seen here for systems 1A and 1 B, in which mechanical fasteners are
used in the lap seams of the roof cover (systems 3A and 3B have the fasteners 
below a layer of insulation), the actual thermal value loss caused by mechanical 
fasteners can be as high as 48 percent, as seen in system 1A with a high density 
of mechanical fasteners. As the mechanical fastener density decreases (1B), the
heat loss also decreases. Thus, a correlation appears to exist in which heat loss 
due to thermal bridging is proportional to the fastener density. 

74 Roof ing I  M AY  . J U N E  2 0 1 8



CIRCLE NO. 67 / RoofingMagazine.com



The 
Picture  
of Health

HEALTH CARE PROOJECCTS
WRITTEN BY CHRIS KING

Metal Roof and Wall Panels Add Sleek, 
Modern Look to New Medical Complex
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The roof was designed to echo the 
other structures but uses different ma-
terials. “They share the prominent use of 
the gable on the building, but here we 
brought it forward into a contemporary 
design aesthetic,” Harris says. 

For this project the design team spec-
ified a standing seam metal roof manu-
factured by Petersen that encompasses 
approximately 6,000 square feet. Low-
slope roof sections over each wing were 
covered with 60-mil TPO roof system 
manufactured by GAF. 

Wall panels were used to extend the 
sleek, modern look down to the ground, 
in contrast to the many brick buildings in 
the area. “We wanted to lighten up the 
look a little bit and bring in some new 
materials as part of the modernization,” 
Harris says. “We have composite panels, 
horizontal panels, and wood-look alu-
minum panels.” 

Key concerns included making sure 
the various systems tied together per-
fectly. “The transition between the wall 
and roof is a very important detail for 
us,” Harris notes. “The most complicat-
ed areas for us on this project would be 
at the front of the building with the big 
glass windows and composite panels, 
and areas where the composite panel 
ties into the TPO roof and the metal 
panels. That was probably the trickiest 
part of the design.” 

THE INSTAALLAATIONN
Tyler Roofing was a natural fit for the 
project due to its established relation-
ships with the architect and general 
contractor, WRL General Contractors, 
headquartered in Flint, Texas. “We do a 
lot of work in Tyler, and we’ve worked 
on a lot of Harris Craig projects,” says 
Tommy Ray Sukiennik, a 24-year veter-
an at the company, which was founded 
by his father and uncle 35 years ago. 
“We’re one of the competitive contrac-
tors in our area.”

The company’s share of metal roof 
and wall panel work is increasing, notes 
Sukiennik. “We’ve been doing standing 
seam roofs for more than 20 years. 
Lately we’ve been doing a lot of wall 
panels — Petersen HWP wall panels, 
flush mounts, things like that. As far as 

hen Brice Harris 
of Harris Craig 

Architects began de-
signing a new health 

complex in Tyler, Texas, 
he knew his client want-

ed to maintain continuity with the com-
pany’s other medical facilities but at the 
same time update the look. The roof and 
wall panel systems became the key to 
meeting both design goals. 

The standing seam metal roof and 
metal wall panel systems are now 
the signature architectural features of 
the CHRISTUS Trinity Mother Frances 
Herrington-Ornelas HealthPark. The 
new construction project encompass-
es some 43,000 square feet of space 
housing an urgent care clinic, medical 
offices, a physical therapy area and a 
fitness center. 

THE DESIGGN 
Harris Craig primarily focuses on institu-
tional projects, including schools. About 
a quarter of the firm’s work involves 
health care facilities. On this project, a 
merger while it was underway added a 
few wrinkles in the design process.

“The hospital system is CHRISTUS 
Trinity Mother Frances,” Harris notes. 
“When we began work on the project, it 
was for Trinity Mother Frances, and they 
partnered up with another hospital net-
work, so part of the challenge on this job 
was switching the branding in the mid-
dle of the project. Luckily our overall de-
sign fit very well. The branding changes 
were more prominent on the inside of 
the building and didn’t have much effect 
on the exterior design.”

The property is strategically located 
at the intersection of two busy roads, 
and the highly visible site posed some 
concerns. “We really didn’t have a back 
of the building,” Harris explains. “The 
challenge of the design really was to 
efficiently present this building well 
both to the street and to the people who 
would be approaching it from the op-
posite side. That actually drove a lot of 
how the building form turned out, along 
with our desire to both help modernize 
the look of the clinic a little bit and to tie 
it back to some of the existing branding.”

ThThhee CHCHCHHHHHHRIRIRRIRIRIRIRRIRRISTSTSTSTSTSTSTSTSTSTUSUSUSUSUSUUSUS Triiiininininnitytytytytyyy MMMMMotototheheheher FrFrF anaancecces 
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metal goes, we try to be diverse enough 
that we can install any system that 
comes out on the plans.” 

Tyler Roofing installed the roof sys-
tems and wall panels on the project, 
along with gutters, soffits and trim. 
Work began with the fully adhered GAF 
EverGuard TPO roof system, which was 
installed over the metal deck, 4 inches of 
polyisocyanurate insulation and a half-
inch cover board. The low-slope roofs 
over the wings house the HVAC units, but 
details involved were straightforward, 
notes Sukiennik. “It was all pretty basic,” 
he says. “At some points we had to tie in 
the TPO roof, the metal on the parapet 
wall, and the metal on the exterior wall 
all together.” 

To dry in the gable roof, crews in-
stalled 4 inches of polyiso insulation 
and a self-adhering waterproofing 
underlayment. They also installed 
custom-fabricated gutters. “We built 
a gutter that hangs off the edge of 

the eave that a starter clip goes on 
top of, so it’s integrated into the roof,” 
Sukiennik notes. 

The 18-inch-wide, 24-gauge 
PAC-CLAD Snap-Clad roof panels in 
Champagne Metallic were delivered 
to the site. “We order all of the pan-
els to length from Petersen,” Sukiennik 
says. “One of the plants is here in Tyler, 
and actually not far from the job, so it 
was very convenient. All of the rest of 
the trim, parapets, wall flashings and 
components we fabricated ourselves in 
the shop with metal they supplied.”

The roof panels were raised to the 
roof using a SkyTrak lift with special-
ly built cradles. The wide-open jobsite 
and the flat roofs on either side of the 
gable made the roof area easily acces-
sible. “It was just a straight run gable 
roof. There are no penetrations in the 
standing seam,” Sukiennik says. “The 
panels are easy to install. The Snap-
Clad panels just pop together.”

Tyler Roofing crews also installed 
the metal wall panels, which includ-
ed 16-inch-wide, 24-gauge PAC-
CLAD HWP panels in Dark Bronze from 
Petersen; 12-inch-wide, .032-inch 
aluminum PAC-CLAD flush panels from 
Petersen; and 6-inch-wide extruded 
Longboard Siding in Dark Cherry Wood 
Grain from Mayne Coatings Corp.

Wall panels were installed using 
scissor lifts and ladders. “We kept run-
ning a laser to make sure everything 
was horizontal and lined up,” says 
Sukiennik. “Then we finished it off with 
the trim and the cap. We tied everything 
into the expansion joints and trimmed 
it out so it was as clean as could be.” 

The workload on this project was 
greater than usual, so skillfully manag-
ing the crews was important. “Usually 
we roof a building, and then we have 
to wait on the other contractors to do 
the brick and stucco on the exterior, and 
then we have to come back and trim it 
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TEAM EFFFORT
Sukiennik credits WRL General 
Contractors for the well-coordinat-
ed jobsite. “We work on a lot of proj-
ects with the same contractors, so we 
all watch out for each other,” he says. 
“We do a good job of staying on top of 
things. We do a lot of work here, and 
this our family town, so we take pride 
in our work. We do the best we can.”

Comprehensive details and pre-pro-
duction meetings ensured the instal-
lation was uneventful, according to 
Sukiennik. “The architect does a good 
job of making sure everything blends,” 
he says. “We usually don’t have issues 
with details and things like that. They 
try to make it as smooth as could be.” 

During construction, members of the 
design and installation teams stayed 
in touch to make sure everything went 
according to plan. “This project was 
only about a mile from our office, so it 
was convenient to stop by, and it was 

a project we were really excited about,” 
Harris recalls. “We meet frequently with 
our installers to discuss details. We like 
to learn what works and what doesn’t 
work from the crews in the field. We 
want to listen to the wisdom of the 
guys who are out there actually doing 
the work.”

It’s all part of making sure the build-
ing owner is satisfied. “What we were 
excited about for this project was the 
opportunity to define a new look for 
CHRISTUS Trinity Mother Frances to help 
them match the quality of their facilities 
with the quality of care in Tyler and the 
region,” Harris says. “We see one of our 
strengths as building long-term rela-
tionships with our clients to give us the 
opportunity and trust to do that.” 

out and finish,” Sukiennik explains. “On 
this project, we did probably 70 per-
cent of the exterior of the building, so 
we were working on the building con-
tinuously while we were doing other 
projects.” 

The good news was that the crews 
had most of the work under their own 
control. “There were no issues of ex-
pecting someone else to make sure 
things were done the way we want-
ed them done. We tied everything in 
ourselves.”

Work was completed in the summer, 
so the heat was an issue. “When we 
put the wall panels on during July and 
August, it was pretty hot, so we had 
to work on one side of the building in 
the morning and then switch sides in 
the afternoon,” Sukiennik says, noting 
that his company is used to coping with 
extreme conditions. “In East Texas, we 
can have every type of weather there is 
within three days almost.”

CHRISTUS Trinity 
Mother Frances 
Herrington-Ornelas 
HealthPark 

Tyler, Texas 

TEAM
ARCHITECT: Harris Craig Architects 
Inc., Tyler, Texas, www.hcarch.com
GENERAL CONTRACTOR: WRL General 
Contractors, Flint, Texas,  
www.wrl-gc.com
ROOFING CONTRACTOR: Tyler Roofing 
Company Inc., Tyler, Texas,  
www.tylerroofingco.com

MATERIALS
METAL ROOF PANELS: 24-gauge, 18-
inch PAC CLAD Snap-Clad Panels 
in Champagne Metallic, Petersen, 
www.pac-clad.com
TPO ROOF MEMBRANE: 60-mil 
EverGuard TPO, GAF,  
www.GAF.com

METAL WALL PANELS: 24-gauge, 16-
inch PAC-CLAD HWP panels in Dark 
Bronze, Petersen

FLUSH PANELS: .032-inch, 12-inch 
Aluminum PAC-CLAD Flush Panels, 
Petersen
WOOD ACCENT PANELS: 6-inch 
Longboard Siding in Dark Cherry 
Wood Grain, Mayne Coatings Corp., 
www.longboardfacades.com
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t’s not often a roofing contractor 
installs a new roof on a building 
before removing the old one, but 
that was just one of the wrin-
kles encountered by The Duerson 
Corporation during the recent ex-
pansion of Pella Regional Health 

Center in Pella, Iowa. The project in-
volved adding a new third floor to the 
existing two-story hospital without dis-
rupting the care of the patients below. 

Protecting patients and meeting 
the needs of the hospital were the 
top priorities on the project, but an-
other key focus was sustainability. 
Thanks to the initiative of The Duerson 
Corporation and Duro-Last, the roof 
system manufacturer on the project, 
almost all of the components on the 
existing roof were recycled, including 
the membrane, insulation, screws and 
plates. 

PHOTOS: THE DUERSON CORPORATION

HEALTH CARE PROOJECCTS
WRITTEN BY CHRIS KING

FIRST
Do No Harm

During Hospital 
Expansion, 
Contractor 
Protects 
Patients 
— and the 
Environment



The system consisted of Duro-Guard 
polyiso insulation with an R-value of 
30, DensDeck cover board, and 50-
mil Duro-Last white PVC membrane. 
Details included custom-fabricated 
curb flashings, Roof Trak III walkway 
pads, and coping and edge metal from 
Exceptional Metals. 

Hospital administrators wanted a 
warranty from one source, notes Kirk. 
“Duro-Last refers to it as edge to edge, 
deck to sky,” he says. “Every component 
is supplied by Duro-Last and warrant-
ed by them for a full-system warranty. 
This particular administrator is ada-
mant that this is what he wanted, and 
that’s what we delivered for them.” 

Weather was not an issue, but the 
crews had to be ready to move quick-
ly in the event of emergencies. “Work 
took place in September and October, 
which is about the most beautiful time 
of the year for us,” says Tanner. “The 
only unusual thing was that we had to 
have walkie-talkies on us at all times 
so they could alert us whenever a heli-
copter was coming in. Plant ops would 
notify us when a helicopter was com-
ing in, and basically anything we had 
in the air we had to move down to the 
ground. We obviously wanted to make 
sure Pella Regional was not going to 
have a problem with us when a patient 

project is to meet the client’s needs. 
“The hospital is a good example of 
that,” Kirk notes. “We took care of some 
maintenance and leak issues in the be-
ginning, and then as time went on and 
trust was established, we did some 
re-roofing projects for them. Then they 
did this addition. It all flowed very well 
together.”

In a nutshell, the expansion plan 
involved erecting the steel for the new 
third floor, adding the roof deck, and 
installing the new roof system. The ex-
isting roof was left in place during this 
phase of construction, as the hospital 
was still active. After the walls were 
completed, the old roof system could 
be removed and recycled, and finally 
the interior work could be completed. 

The first step involved erecting the 
steel for the new third floor. Kirk cred-
its the hospital administrators for de-
tailed planning before the project even 
got underway. That was the reason 
the existing roof was home to multi-
ple 2-foot-by-2-foot boxes, complete 
with curbs and flashing. 

“Those boxes covered the steel from 
the I-beams that were coming out of 
the roof, ready to receive that third 
floor,” Kirk notes. “When those boxes 
were removed, they just took their new 
steel and went up. It’s one of the more 
unique things I’ve ever seen in my his-
tory in the industry.” 

As the steel went up, flashing the 
newly exposed I-beams was the first 
phase of the roofing work. “In the very 
beginning, once the general contrac-
tor removed those boxes, we added 
membrane and insulation around the 
I-beams and made sure they were wa-
tertight while the steelworkers erected 
their steel,” Kirk notes. “It was critical 
to keep it watertight because they still 
had patients right beneath us.” 

INSTALLING THE NEW ROOF
The new roof system covered an area 
of 27,600 square feet, bordered on one 
side by a long, curved parapet. The 
roof was installed over a structurally 
sloped steel deck with internal drains. 
“The first thing we did was install a 
vapor barrier over the entire deck,” 
Tanner notes. 

THE GAME PLAN
Based in Altoona, Iowa, The Duerson 
Corporation has been in business since 
1986, specializing in commercial and 
industrial roofing, both new construc-
tion and retrofit. Kirk Duer, the compa-
ny’s president, and Tanner Duer, head 
of business development, shared their 
insights on the Pella Reginal Health 
Center Project with Roofing.

They note that the goal on every 

ThThee rer cecentn eexpxpanansisionon oof f PePelllllllll a a a ReReRegigig ononalala
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“We started recycling 
the roof membrane, 
and then you realize 
that there are other 
things you should 
think about ... We 
started looking for 
ways to recycle 

soon a full-blown 
sustainability program 
is born.”
– Kirk Duer, The Duerson 
Corporation
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was flying in.” 
The roofing installation was pret-

ty straightforward, notes Kirk. There 
was one area on the lower roof that 
was an exception, as the new con-
struction blocked access to the drains. 
“Originally the roof sloped in one di-
rection, but because of the design of 
the new part of the building, we had to 
change the slope,” he says. “We had to 
turn everything around so water would 
flow in the other direction.” 

On this section, the existing roof 
was torn off and removed, and ta-
pered insulation was used to provide 
the proper slope. It was installed on a 
concrete deck over a working section of 
the hospital, so the installation was a 

Pella Regional Health 
Center

Pella, Iowa

TEAM
ARCHITECT: Shive Hattery 
Architecture & Engineering, West 
Des Moines, Iowa, www.shive-
hattery.com

GENERAL CONTRACTOR: Graham 
Construction, Des Moines, Iowa, 
www.grahamconstruction.com

ROOFING CONTRACTOR: The Duerson 
Corporation, Altoona, Iowa, www.
duersoncorporation.com

MATERIALS
MEMBRANE: 50-mil Duro-Last white 
PVC membrane, Duro-Last, www.
durolast.com

INSULATION: Duro-Guard Polyiso, 
Duro-Last

VAPOR BARRIER: Duro-Last Vapor 
Barrier, Duro-Last

COPING: Coping and 2-piece edge 
metal, EXCEPTIONAL Metals, www.
exceptionalmetals.com

COVER BOARD: DensDeck, Georgia-
Pacific, www.densdeck.com

Kirk Duer (leeeffe t) and Tanner Duuuuer of 
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bububububusisisisisinenenenen ssssssssss.
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bit tricky. “Rather than starting at the 
drain, which would be the easiest thing 
to do, we had to start at the furthest 
point away,” Kirk notes. “We were add-
ing so much insulation, we didn’t want 
to create a bathtub, if you will. We had 
to start at the high point and work our 
way downhill so when we got to the 
drain, we’d have the correct elevation.”

RECYCLING THE OLD ONE
Once the third floor was closed in for 
the winter, it was time to remove the 
existing roof. “That was the fun part,” 
Tanner says. 

The old roof was removed through a 
window. “We had an opening that was 
approximately 5 feet wide and 4 feet 
tall,” Tanner recalls. “We took a fork 
lift with a BOXhaul on it and basically 
went up to the outside of the window 
and stuck it in there as far as we could 
without damaging any of the structure 
and started removing the material.” 

No gas-powered vehicles were al-
lowed to operate in the interior space. 
The fasteners had to be unscrewed and 
separated by hand. “When we removed 
the material, we tried to cut along the 
seams so we could see the screws and 
plates,” notes Tanner. “We sorted those 
out, and in the end we had more than 
1,000 pounds of screws and plates we 
took back to our shop to be recycled.”

The existing membrane was cut up 
into 5-foot strips. Sections were rolled 
up and bundled for removal using a 
portable bander. Once the BOXhaul 
was full, it was taken to a flatbed 
trailer. “We completely filled the 20-
foot trailer with old material to be re-
cycled,” Tanner says. “In the end, there 
was 7,200 pounds of Duro-Last mem-
brane that we recycled.”

The membrane was recycled as part 
of Duro-Last’s Roof Take Back Program. 
The company recycles the membrane, 
using it to construct products including 
walkway pads. “We’re lucky enough to 
have a Duro-Last plant in our state, 
and I actually took that load of ma-
terial to be recycled to Sigourney one 
day,” Tanner says. “When I got there, 
they took a fork lift out there and un-
loaded it for me.”

The expanded polystyrene insulation 
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was also removed and recycled. It was 
taken to Insulfoam, the original man-
ufacturer. “The insulation necessitat-
ed a few more trips because it was so 
bulky,” Tanner says. “We kept an empty 
tractor trailer on site. In the end, we 
filled up three of those with approxi-
mately 120,000 board-feet of insula-
tion that we took off of that project.”

The Duerson Corporation recycles 
as much material as it can through-
out the year, including scrap metal 
and PVC membrane, which is stored in 
Duro-Last approved containers until 
there is enough to be transported to 
the plant. 

“I thank Katie Chapman at Duro-
Last for getting this program up and 
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a living. In reality, everybody in any trade 
needs to recognize what your client does 
and what you need to do to be mindful 
of that.”

It takes communication to understand 
clients’ needs and build long-term re-
lationships with customers. “We’ve got 
clients that we’ve serviced for 26 years,” 
Kirk says. “We’re all here to serve oth-
er people. In our case, it’s in roofing. 
Whether it’s a hospital or a convenience 
store, we’re serving them, and it all 
starts with that relationship.” 

the client happy,” Tanner says. “With a 
health center, you have to take extra 
precautions. This can include items like 
making sure when you’re walking across 
the open roof that you don’t look into a 
patient’s room.”

“We’ve learned a great deal from 
working with Pella Regional Health 
Center in terms of just how mindful of 
everything we need to be,” Kirk says. 
“We recognize each of our clients, even 
though they all have a roof over their 
head, they all do something different for 

running and making us aware of it,” 
says Kirk. “Otherwise, that material 
would’ve just ended up in a landfill.”

Participating in the membrane recy-
cling program was an eye-opener for 
everyone at the company. “One thing 
leads to another,” Kirk says. “We start-
ed recycling the roof membrane, and 
then you realize that there are other 
things you should think about. What 
do we do with the insulation? What do 
we do with the screws and plates? We 
started looking for ways to recycle ev-
erything, and pretty soon a full-blown 
sustainability program is born. It really 
does change the way you think once 
you buy into the system.”

THE NEW FLOOR OF THE 
HOSPITAL
After the general contractor removed 
the old vapor barrier with a floor 
scraper, the new third floor section was 
converted into a brand-new, pristine 
Obstetrics and Gynecology unit. The 
difference between the construction 
site and state-of-the-art hospital 
wing is striking. 

“What we knew as the concrete roof 
deck was also designed to serve as the 
finished floor of the hospital,” Kirk says. 
“The new O.B. unit is just beautiful. If 
you look at that you can’t even imag-
ine, unless you’ve been through the 
whole process, that the area with car-
pet and tile you’re looking at months 
ago used to be the roof.” 

Safety for the roofing crews is always 
a priority at The Duerson Corporation, 
but safety precautions on this project 
also included ensuring the safety and 
security of the people in the hospital. 
“It was critical that we were always 
aware of the patients underneath us,” 
Kirk notes. “We had to be very mind-
ful about the positioning of our gen-
erators, for example, so the exhaust 
wouldn’t be sucked into the fresh air 
intakes.” 

Tanner points out that a checklist is 
prepared for each project to make sure 
everyone is aware of the client’s needs. 
This is especially important in health 
care projects like this one. “If someone 
goes out to take care of a leak call, 
for instance, we make sure they know 
everything they need to know to keep 
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Quality  
of Life

HEALTH CARE PROOJECCTS

New Roof Provides 
Security at Senior 
Living Complex

THE PRESERVE At Palm-Aire is a 
landmark senior living community in 
Pompano Beach situated on 13 acres 
of lush, beautiful grounds in South 
Florida. Offering both independent 
living and assisted living programs, 
the health care facility’s primary fo-
cus is on preserving residents’ quality 
of life in every way possible.

The independent senior lifestyle at 
The Preserve At Palm-Aire is all about 
maintenance-free living, and that 
philosophy influenced the choice of 
a new roofing system for the facility.

The re-roofing of The Preserve 
At Palm-Aire was complicated by 
Mansard-style roofs and 5-foot to 
6-foot high parapet walls that greatly 



those for 30 large HVAC units and 
various pipes and stack vents.

FINDING A SOLUTION
A-1 Property Services Inc. compet-
ed with several other contractors on 
an open spec bid. With the help of JM 
Sales Representative Lewis Buckner, 
A-1 advised the property owner that 
a 60-mil fleece-backed PVC mem-
brane with DuPont Elvaloy KEE would 
provide the longevity, energy efficien-
cy and chemical resistance required 
for the project. “We really pushed the 
PVC fleece backed as the superior roof-
ing system and a unique solution for 
this building,” says Madruga. “We also 
felt more comfortable with JM’s PVC 

The Preserve At Palm-
Aire

Pompano Beach, Florida

TEAM
BUILDING REPRESENTATIVE: 
CRP Preserve Palm-Aire LLC, 
Washington, D.C.
ROOFING CONTRACTOR: A-1 Property 
Services Inc., Miami, Florida

MATERIALS
ROOFING SYSTEM: 60-mil Fully 
Adhered Fleece-Backed PVC, Johns 
Manville, www.JM.com

“We are specialists, and 
we don’t just walk away 
from any roofs that we 
install.”
 — Geo Madruga, A-1 Property Services Inc.
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restricted access to the existing roof-
ing system, which was installed on a 
lightweight structural concrete deck. 
The use of trash chutes was impos-
sible, so a large crane and dump-
ster were used to remove the roofing 
debris. 

“What concerned us most was using 
such a large crane around an immacu-
lately landscaped property fully occu-
pied by tenants especially sensitive to 
excess noise and vibration,” says Geo 
Madruga, commercial project coordi-
nator for A-1 Property Services Inc., 
the Miami-based roofing contractor 
on the project. Another important 
concern was that the low-slope roof 
had numerous penetrations, including 

membrane due to our long track record 
with the product.”

Adhered directly to the concrete 
deck with a water-based adhesive, the 
fleece-backed PVC exceeded Broward 
County’s 175-mph wind resistance re-
quirement. The PVC membrane’s high 
reflectivity also earned an energy ef-
ficiency rebate from Florida Power & 
Light Company. The product was also 
easy to install, depite the numerous 
penetrations, notes Madruga. “While 
there were definitely many unique 
penetrations, our 10-man crew had no 
problems with the heat-weldable PVC 
membrane,” he says.

Madruga’s concerns — and his com-
pany’s name — both reflect A-1’s desire 
to create long-term relationships with 
clients that include expert maintenance 
services. “We met the expectations of 
the owner’s roof consultant, but with 
offices in Washington D.C., the client 
placed a tremendous amount of trust in 
the roofing manufacturer and contrac-
tor,” adds Madruga. “We are specialists, 
and we don’t just walk away from any 
roofs that we install.” 

http://www.JM.com


PHOTO: PARIC CORPORATION AND KAI DESIGN & BUILD

HEALTH CARE PROOJECCTS

Walk This Way

“THE MORE complicated and complex 
the project, the more it is up our al-
ley,” says Drew Bade, project manager 
for Bade Roofing Company in St. Louis, 
Missouri.

The company’s recent work roofing 
the new 1,200-foot-long elevated pe-
destrian walkway at the BJC Healthcare/
Washington University Medical Center 
complex in St. Louis certainly qualifies 
as complex. The fully enclosed walkway 
connects the parking garages to build-
ings in the medical campus. Constructed 
atop 14 concrete pillars at an elevation 
of approximately 40 feet over busy road-
ways, the 13-foot-wide structure posed 
obvious logistical and safety challenges. 

Bade Roofing’s union-affiliated 
workforce focuses on commercial proj-
ects, and the lion’s share of the com-
pany’s work is in the re-roofing arena. 
But for this new construction project, 

Hospital Pedestrian Overpass Poses 
Logistical and Safety Challenges

designed and executed through a joint 
venture between KAI Design & Build and 
Paric Corporation as part of a long-term 
project to update the medical campus, 
Drew Bade knew his company was the 
right candidate for the roofing portion 
of the job. The successful roofing instal-
lation proved him right. “We teamed up 
with Paric and KAI and made this thing 
happen,” says Bade. 

THE ROOF SYSTEM
The heated and air-conditioned walk-
way features carpeting, LED lighting, 
security intercoms, windows and metal 
wall panels. It also features a durable 
roof system. “It’s a walkway, but this 
thing was built like a tank,” notes Bade.

The roof is a Firestone TPO system 
that includes R-20 polyiso insula-
tion and a half-inch DensDeck cover 
board from Georgia-Pacific. The 60-mil 

UltraPly TPO membrane was attached 
using Firestone’s InvisiWeld induction 
welding system. The base of the system 
is the walkway’s 18-gauge steel deck, 
which features interior drains, scuppers 
and downspouts. Tapered insulation 
was used to provide proper drainage. 

To make the project’s logistics even 
more complicated, work was scheduled 
on the fly as different areas of the walk-
way were completed. “There were some 
areas that weren’t built yet when we 
started to put this roof on,” Bade recalls. 
“It was a fluid situation. It was a chal-
lenge just to keep up with the changes, 
and we had to bounce around a lot. We 
couldn’t just start at one end and roof 
our way over to the other end. We had 
to hop around and handle what was fin-
ished at the time, tying the sections in 
together as they were completed.” 

The short parapet walls were capped 
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to plan and go over everything,” he says. 
“There were multiple forms you had to 
fill out every morning. The paperwork on 
this project was flying like you wouldn’t 
believe.” 

After the work was completed in 
each section, the safety system had to 
be disassembled and removed. The last 
chore completed on each portion of the 
roof was to fill in the patches of roofing 
material where the stanchions had been. 
Workers completed these last steps tied 
off to a snorkel lift. 

Despite the logistical hurdles, the 
project went smoothly and feedback has 
been positive, notes Bade. “It ended up 
being a great project for us,” he says. “It 
turned out really nice.”

It’s just another tough project now in 
the rear-view mirror. “The coordination, 
the safety, and the complexity of the ac-
tual roof system itself — not that it was 
necessarily a difficult roof to install, but 
given where it was, and how difficult it 
was to access — it all shows how dedi-
cated and skilled our company is,” Bade 
concludes. “I don’t think there are a lot 
of companies out there that could do 
this project.”  

were tied off 100 percent of the time,” 
Bade says. “Safety was a huge issue for 
everyone on this project. There were no 
warnings. Everyone knew that if some-
one wasn’t tied off, they’d immediately 
be thrown off the job.” 

The cable system posed some limita-
tions on crew movement, which affected 
the delivery of materials. “With the cable 
system, you could only go so far because 
only two people could be tied off to a 
30-foot section at a time. Essentially 
you had two guys walking 30 feet to 
hand insulation boards to the next two 
guys. It was kind of like a chain gang, 
moving material down each section of 
the roof.” 

Ensuring the safety of pedestrians and 
vehicles below was also crucial. “There 
was a sidewalk area in the parking ga-
rage that was fully functional during 
the project, as there was a walkway 
constructed of scaffolding that offered 
overhead protection,” Bade notes. 

However, other areas of sidewalk 
and roads had to be closed in order to 
complete work on some sections. “It 
depended where you were working that 
day,” Bade says. “Some areas of sidewalk 
had to be closed, and sometimes we had 
to redirect traffic. If you were working in 
areas without scaffolding, you would 
have to have two guys on the ground 
with flag lines directing traffic and 
blocking people off.” 

One crucial section over a busy road 
posed some additional challenges. The 
three-lane road could only be shut 
down on one weekend. All of the trades 
had to complete their work that week-
end, so the roofing installation had to 
be completed in just one day. “We did a 
120-foot stretch of the roof that crossed 
this main road, and we did it all on a 
Saturday. It was the only opportunity we 
had. Otherwise we would’ve had to pay 
to shut the road down lane-by-lane, as 
we went. We were lucky that we were 
able to get in there on that one day and 
finish the whole length.”

Communication between all of the 
companies involved in the project was 
essential, notes Bade. “The foremen for 
every trade met every morning before 
work started. All of the contractors on 
the project had their meeting every week 

with edge metal after the roof was in-
stalled. “In some spots, after the roof 
was put on, it was more like a drip edge 
than a parapet,” Bade says. “At the high-
est, it was about 8 inches. We installed 
edge metal that tied into the metal wall 
panels they used on the sides of the 
bridge. It was all integrated together.”

Loading components proved tricky. 
“Getting material to each section and 
moving it around was a challenge in it-
self,” Bade explains. “We had to coordi-
nate certain time frames that we could 
get our crane into an area to drop the 
material off. Because of how the safe-
ty systems were set up and how nar-
row this bridge was, you couldn’t really 
transport material along it very far. The 
crane essentially had to put the mate-
rial right where it was going to go for 
that day.” 

Loading the roof was usually done first 
thing in the morning, as use of the crane 
could mean blocking off roads or going 
into gated areas. “We’d try to beat all 
of the other trades in there,” Bade says. 

THE SAFETY PLAN
The key to executing the project was 
finding the right safety plan. Initially the 
team explored the use of a temporary 
guardrail system, but it proved infeasi-
ble due to the short parapet walls. “We 
use temporary guardrails on almost 100 
percent of our projects, but the engineer 
came back and said the parapet walls 
weren’t strong enough to support a 
guardrail system,” Bade recalls. 

The company looked for other op-
tions. “We looked at a special system 
that is more commonly used on road 
bridges during construction,” he says. “It 
uses a cable that runs between stan-
chions, and crew members can clip off 
to the cable.” 

The system chosen was the 
Beamguard lifeline stanchion system 
from Guardian Fall Protection. The posts 
were attached to the steel I-beams ev-
ery 30 feet. “We had to cut the metal 
deck out and clamp the posts to the 
I-beams,” Bade explains. 

Crew members’ personal fall arrest 
systems were connected to the lifeline, 
but only two workers could tie off to the 
cable in between the stanchions. “We 

BJC Healthcare/
Washington University 
Medical Center 
Pedestrian Overpass

St. Louis, Missouri

TEAM
ARCHITECT: KAI Design & Build, St. 
Louis, www.kai-db.com
GENERAL CONTRACTOR: Joint venture 
between KAI Design & Build and 
Paric Corporation, St. Louis, www.
paric.com
ROOFING CONTRACTOR: Bade Roofing 
Company, St. Louis, www.
baderoofing.com

MATERIALS
MEMBRANE: 60-mil UltraPly TPO, 
Firestone Building Products,  www.
firestonebpco.com
COVER BOARD: DensDeck, Georgia-
Pacific, www.densdeck.com
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BIGGER 
INTEXAS

The New 
Parkland 
Hospital 

Is Already 
a Dallas 

Landmark

plans for a new Parkland hospital were 
unveiled: a 2.1-million-square-foot, 
17-story, state-of-the-art, 862-bed, 
full-service acute-care facility locat-
ed on a 64-acre health care campus 
in the Southwest Medical District. The 
$1.33 billion project resulted in one of 
the largest health care facilities ever 
constructed as a single project. 

Because of the scale of the new 
Parkland hospital project and the fact it 

WHEN IT was time to replace the 
Parkland Memorial Hospital — a Dallas, 
Texas, landmark constructed in 1954 
that served as a safety-net facility for 
Dallas County for over half a century, 
and which held notoriety as the lo-
cation where President Kennedy was 
rushed after being shot in 1963 — ev-
eryone recognized they would be un-
dertaking a high-profile project. This 
became even more apparent when the 

HEALTH CARE PROOJECCTS
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in a sensitive environment where re-
covering patients must be protected 
from invasive construction processes. 

A DALLAS LANDMARK
Throughout the course of construction, 
162 professional staff members and 
1,400 on-site workers collaborated to 
construct the new Parkland hospital. It 
was officially dedicated in March 2015, 
and patients and staff had all moved 
in by August. The facility now averag-
es more than 1 million patient visits 
per year, with roughly 30,000 people 
traveling through its doors each day. 
The roof has performed well, and all 
stakeholders in the project have felt 
confident that the right waterproofing 
system for the job was chosen. Given 
the careful planning, beautiful design 
and strong material choices that went 
into the project, it has already received 
a number of awards and is well posi-
tioned to remain a Dallas icon for de-
cades to come. 

found what they were looking for in 
SOPREMA.

RAISING THE ROOF
The new hospital featured flat roof-
tops at multiple levels that all needed 
to be made watertight for decades to 
come. The roofing system needed to be 
designed in a way that accounted for a 
helipad, consistent rooftop traffic, ex-
tensive rooftop equipment, lightwells 
and various utility platforms. A lot 
stood in the way of Anchor Roofing, the 
installer, but the meticulous planning 
for the project meant that all contin-
gencies had been considered by the 
time application of the waterproofing 
system began. 

After installing insulation, a vapor 
barrier and SOPRABOARD, the Anchor 
Roofing team started on the two-ply 
roofing application. They first put down 
a layer of SOPRALENE Flam 180 SBS-
modified bitumen base-ply membrane 
to provide waterproofing protection 
for the building. The various other 
tradespeople who needed to work on 
the rooftop could then go about their 
business, and any necessary repairs 
were made to the waterproofing base 
layer before a SOPRASTAR Flam SBS-
modified bitumen reflective cap ply 
layer was installed on top. The cho-
sen cap layer was not only function-
ally strong and long-lasting, but also 
white and highly reflective, providing 
energy savings and ultimately contrib-
uting to the hospital’s achievement of 
LEED Gold status from the U.S. Green 
Building Council. 

The two-ply SBS-modified bitumen 
roofing construction was also chosen 
because the waterproofing system can 
be easily refreshed 25–30 years down 
the road to extend the roof’s lifecycle 
without a full tear-off. The founda-
tion of the system can stay intact while 
the top layer is rejuvenated, giving 
the option for an additional warranty 
and ensuring the building is protected 
against the elements for another 20–
30 years. This not only helps the health 
system to save money in the long run 
and avoid contributing unnecessary 
waste to landfills, but also helps the 
hospital avoid disruption to operations 

was being funded with public dollars, 
a conservative and careful approach to 
the planning was paramount. A plan-
ning and construction team was as-
sembled to tackle the mammoth proj-
ect, which included two architecture 
firms — HDR Inc. and Corgan Inc. — and 
four large contracting firms — Balfour 
Beatty, Austin Commercial, H.J. Russell 
& Company and Azteca — that formed 
a joint partnership called BARA for the 
job. A “collaborative project delivery” 
model was adopted to keep all the 
stakeholders on the same page, which 
included the designation of a central 
“co-location” office where members 
of various involved firms could meet, 
collaborate and concur on direction. 
Numerous consultants were brought 
in, and through a careful planning 
process over a period of two years, 
designs, material specifications and 
additional partners were analyzed and 
selected. 

Early in the planning process, 
SOPREMA’s local sales partner, Conner-
Legrand Inc., was brought into mate-
rial specifications discussions with the 
architects and contractors planning the 
project. The planning team recognized 
the importance of finding the “best roof 
they could put in place” for this critical 
environment that was designed to last 
for decades. After numerous rounds of 
careful vetting, a final qualified roofing 
system was chosen that fit that criteria: 
a SOPREMA-manufactured, high-per-
formance, two-ply, SBS-modified bitu-
men roofing system.

“Consistency and reliability in the 
marketplace don’t develop overnight, 
and in the case of a project like the 
new Parkland hospital, everyone ac-
counts for that,” says Luke Legrand of 
Connor-Legrand Inc. “You’re dealing 
with the most discerning audience you 
can imagine, and while it takes time 
to make decisions, the final choice of 
materials speaks volumes. The deci-
sion-makers wanted one reputable 
manufacturer that could provide every-
thing from the primer to the cap sheet 
and offered a strong warranty, and not 
every manufacturer has the horizontal 
and vertical breadth to provide that. In 
this case, however, the planning team 

Parkland Memorial 
Hospital

Dallas, Texas

TEAM
ARCHITECTS: HDR Inc., Dallas, Texas, 
www.HDRinc.com, and Corgan Inc., 
Dallas, www.corgan.com

GENERAL CONTRACTOR: BARA, a joint 
venture partnership formed by 
Balfour Beatty, Austin Commercial, 
H.J. Russell & Company and Azteca

ROOFING CONTRACTOR: Anchor 
Roofing, Fort Worth, Texas, www.
anchor-roofs.com

MATERIALS
MODIFIED BITUMEN BASE PLY: 
SOPRALENE Flam 180 SBS, 
SOPREMA, www.soprema.us

MODIFIED BITUMEN CAP SHEET: 
SOPRASTAR Flam SBS, SOPREMA

COVER BOARD: SOPRABOARD, 
SOPREMA

R o o f i n g M a g a z i n e . c o m  I  Roof ing 93

http://www.HDRinc.com
http://www.corgan.com
http://www.anchor-roofs.com
http://www.anchor-roofs.com
http://www.soprema.us


ROOFTOP LIVING
WRITTEN BY CHRIS KING
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space, and so that’s essentially what’s 
driving these roof decks,” Rugani says. 
“The backyard is where people are go-
ing to have outdoor living in a typical 
single-family home, and the rooftop 
deck is where they are going to have 
outdoor living in a town-home setting.” 

The low-slope roofs were designed 
with internal drains and parapet walls. 
A GAF TPO roof system was specified. 
When the decision was made to add 
the rooftop living area, Ellis Architects 
recommended installing rubber roof 
deck tiles from sofSURFACES on top 
of the TPO roof. “The architect steered 
us in this direction because they liked 
the product,” notes Rugani. “After the 
roofer installs his regular TPO roof, it 
gets inspected to make sure there are 
no leaks before the roof deck tiles are 
installed. It’s a really unique product. It 
allows water to go through to the TPO 
roof for drainage. It has an excellent 
warranty, and so we have a long-term 
warranty for the entire roof system.” 

APPLYING THE ROOF SYSTEM
The TPO roof system was installed 
by PetersenDean Roofing and Solar, 
Fremont, California. “We are a roof-
ing subcontractor for Grupe on sever-
al projects in the Northern California 
area,” says Mark Vogel, president of 

they are detached from the next unit. 
There is a 6-inch space between the 
units, and they don’t share a com-
mon wall. However, the way we trim 
out that space, on the top and sides, 
you would view the eight units as one 
building, but they are actually eight 
individual single-family detached 
town homes.” 

The narrow lots left no room for a 
yard, so that’s what inspired the idea 
to create usable outdoor space on the 
roof. “If you can imagine the urban 
setting — the fronts of these units are 
right on the city sidewalk. All of the 
units have two-car garages in the back 
and are accessible through a common 
alley. But there is no outdoor living 

PHOTOS: THE GRUPE COMPANY

Designed by Ellis Architects and built 
by The Grupe Company, the neighbor-
hood is known as 20 PQR. “The proj-
ect fronts on 20th street in mid-town 
Sacramento and runs from P Street 
down to R Street,” notes Ron Rugani, 
vice president and purchasing manag-
er for Grupe. “Q Street runs down the 
middle of the project, so that’s how we 
came up with the name 20 PQR.” 

The 32 town homes are arranged in 
four groups of eight. The three-sto-
ry residences have two different floor 
plans, one with 1,750 square feet and 
the other 1,850 square feet. “It’s an in-
teresting concept,” Rugani says. “They 
are really considered single-family 
homes. They have their own lot, and 

ore and more, builders, architects and 

designers are looking to the rooftop as an 

area for usable living space — especially 

in urban areas, where lots are narrow. For 

a new town home development in Sacramento, the idea 

to add rooftop decks emerged late in the design process, 

but it’s proved so popular the builders are not only glad 

they made the change — they are considering making it a 

standard feature in future projects. 
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culture. Having a skilled and talented 
workforce that truly cares about safety 
drives everything that we do.”

Everything on the project went 
smoothly, notes Vogel. “It was not 
tough to coordinate the work with the 
other trades,” he says “It is what we 
do, and there is no one better. We are 
a full-service roofing contractor and 
solar power installer. We handle es-
timating, design, permitting, and in-
stallation for roofing and solar roof-
ing systems for all our clients and this 
project is a great example of this.”

INSTALLING THE ROOF TILES
The deck area on each roof encom-
passed approximately 700 square 
feet. The interlocking duraSTRONG 
tiles are made from recycled rubber 
and are ideal for outdoor rooftops, 
walkways and patio projects, notes 
Chris Chartrand, director of marketing 

“The backyard is where people are going to have 
outdoor living in a typical single-family home, 
and the rooftop deck is where they are going to 

— Ron Rugani, Grupe

PetersenDean’s Builder Division. “We 
have built a great relationship with 
them over the years.”

There was approximately 900 square 
feet of roof area on each structure. 
PetersenDean crews mechanically at-
tached the 60-mil GAF EverGuard TPO 
membrane over quarter-inch Georgia-
Pacific DensDeck roof board and rigid 
insulation. “It is a flat roof with low 
slope conditions,” Vogel says. “This is 
absolutely a great system for this type 
of work.”

The parapet walls greatly simpli-
fied the safety plan, but safety is never 
taken for granted, according to Vogel. 
“We have 22 safety engineers nation-
wide, with 14 in California,” he says. 
“Safety is our biggest concern, and 
we invest to ensure we send everyone 
home at night. Our workers are consid-
ered our most valuable asset and we 
strive to maintain a world-class safety 
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for sofSURFACES. “This space was ideal 
for our product as the rooftops are flat 
and have proper slope with a contained 
edge,” Chartrand says. “The design al-
lows for efficient drainage of surface 
water.”

The tiles were applied by a manu-
facturer-certified installer, Leonard’s 
Construction of Fontana, California. 
“Coordinating delivery and installation 
of our product within Grupe’s required 
timelines was a fairly easy task, as we 
were the last phase of the project,” 
notes Chartrand.

Paulo Carrillo, installation super-
visor, typically installs the product in 

gyms and playground areas, but re-
cently he’s found himself doing a lot 
of work on terraces and rooftops. After 
the roof system was completed on the 
homes at 20 PQR, a second sheet of TPO 
membrane was installed as a protec-
tive barrier. “We chalked our lines on 
that,” Carrillo notes. “We measure out 
the whole rooftop and chalk it off into 
a 2-foot-by-2-foot grid. Every other 
square is a keystone — those are the 
tiles that we put in first that hold ev-
erything in line.”

After the keystones are glued in 
place, the crews cut pieces to fit along 
the perimeter and then begin to add 
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tiles in strategic lines. After those tiles 
cure, tiles are laid in opposite directions, 
both horizontally and diagonally. “We 
do it step by step,” Carrillo notes. “When 
we put the final squares in at the end, 
they are all interlocked together. After 
we do the final step, we glue each seam, 
so everything is 100 percent glued.” 

The tiles all interlock, and com-
pression allows for expansion and 
contraction. “Every tile is 24-1/8 inch-
es, but they go into a 24-inch space,” 
Carrillo explains. “They are all com-
pressed. With any perimeter cuts, we 
add another 1/8 of an inch to get our 
compression.”



away, and we said from the get-go in 
that project that we are going to have 
some type of roof deck for outdoor liv-
ing space for the tenants,” Rugani says. 
“For that project we did develop a roof-
top deck, and I believe that is going 
to be the M.O. moving forward in any 
project we do. Otherwise there might be 
no place for tenants to gather on site 
and have some outdoor living space. It 
makes perfect sense to go to the roof. 
So, yes, I see this as a trend, especially 
in urban settings.”

In the 20 PQR project, the homes 
were not originally designed with roof 
decks, and the decision made to add 
them later meant a lot of extra time 
and work for engineers and architects. 
“A lot of people might walk away from 
that and say it is too much work,” 
Rugani says. “We said, this is something 
we need to do, and it’s going to benefit 
the people who buy it. We were happy 
in the end that we spent the time and 
effort to do it.” 

STACKING THE DECK
According to Rugani, Phase 1 and 
Phase 2 of the 20 PQR have been com-
pleted and are sold out, while Phase 
3 and Phase 4 are currently under 
construction. 

Originally the roof deck area was 
offered as an option, but it’s proved 
so desirable all of the units in the last 
phase are being built with decks. “It’s 
been an interesting dynamic,” says 
Rugani. “When we started, we weren’t 
sure how many people would want this 
option. For the first phase, we had to 
spec those, so, we said, let’s build six 
of the eight with the roof deck. It start-
ed to gain in popularity, and the price 
didn’t seem to be an issue, so in the last 
phase, we said, let’s build them all. It’s 
become very popular.”

Based on the success of the roof 
decks at 20 PQR, Grupe is exploring roof 
deck options for other projects in de-
velopment. “We are building a mid-rise 
apartment complex just a few blocks 
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20 PQR Town Homes

Sacramento, California

TEAM
ARCHITECT: Ellis Architects, 
Sacramento, California, www.ellis-
architects.com
GENERAL CONTRACTOR: The Grupe 
Company, Stockton, California, 
www.grupe.com
ROOF SYSTEM INSTALLER: 
PetersenDean Inc., Fremont, 
California, www.petersendean.com
RUBBER PAVING TILE INSTALLER: 
Leonard’s Construction, Fontana, 
California

MATERIALS
RUBBER PAVING TILES: duraSTRONG, 
sofSURFACES, Petrolia, Ontario, 
Canada, www.sofsurfaces.com
ROOF MEMBRANE: 60-mil TPO, GAF, 
www.GAF.com
COVER BOARD: DensDeck, Georgia-
Pacific, www.densdeck.com
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RECREATION & ENTERTAINMENT

he new Eleanor Boathouse at Park 571 in 

Chicago’s Bridgeport neighborhood creates the 

opportunity for greater community recreation and 

environmental stewardship of the Chicago River. 

Designed by Studio Gang Architects, the 19,000 square-

foot facility is the last of four new boathouses and river 

launches created by the Chicago Park District to reclaim 

the Chicago River as a major system of parks and water-

based recreation.

RECREATION & ENTERTAINMENT
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The unique form of the two-build-
ing boathouse reflects the movement 
of rowing, according to Studio Gang’s 
founding principal Jeanne Gang. The 
design, incorporating alternating roof 
trusses, was influenced by studying 
the rhythm and motion of rowing. “The 
Chicago River boathouses are part of a 
new environmentally friendly vision for 
the city’s river,” says Gang. “By making 
the riverfront a destination for recre-
ation, anchored by dynamic sustain-
able architecture, we hope to catalyze 

Row, Row, Row
Zinc Roof and Wall Panels Add Sense of 
Movement to Chicago Boathouse Project

PHOTOS: COURTESY STUDIO GANG, © TOM HARRIS



slightly hybrid version of traditional 
flat lock panels. “The tiles we fabricat-
ed had a slight offset at the top to bring 
the panel overlaps more into plane and 
to create a slight reveal,” Kweton says. 

Broom finds working with zinc re-
warding, noting, “It provides a great 
quality look and allows more architec-
tural detailing than can be done with 
many other metals.”  

clad one of the other four boathouses 
completed earlier and also designed 
by Studio Gang Architects. The WMS 
Boathouse at Clark Park on the north-
west side of the city was the second 
of the new boathouses to open and 
utilized 7,000 square feet of vertical-
ly-oriented Rheinzink Flat-Lock Tiles for 
the facade.

The panels for both projects were 
fabricated by Rheinzink systems part-
ner Sheet Metal Supply Ltd. (SMS), 
Mundelein, Illinois. Installation of 
the panels on the Eleanor Boathouse 
was done by Bennett & Brosseau, Inc., 
Romeoville, Illinois. 

The panels chosen for the project 
were the result of an exhaustive search 
that ruled out more expensive alterna-
tives. “Rheinzink reduced the cost and 
provided the great diagonal look that 
Studio Gang wanted,” says Bennett & 
Brosseau project manager Ryan Broom. 
“It’s a ‘full zinc’ job with both the facade 
and the roof and really turned out nice.”

SMS vice president Ben Kweton cred-
its Broom with providing the invitation 
to become involved in the project. 
“When Bennett & Brosseau approached 
us with the value engineering opportu-
nity, we jumped at the chance to pro-
vide pricing and to remind the design 
team of the success of Rheinzink on the 
earlier boathouse project,” Kweton says.

The design team also opted for a 
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Eleanor Boathouse at 
Park 571

Chicago

TEAM
ARCHITECT: Studio Gang Architects, 
Chicago, www.studiogang.com
METAL FABRICATOR: Sheet Metal 
Supply Ltd. (SMS), Mundelein, 
Illinois, www.sheetmetalsupplyltd.
com
INSTALLER: Bennett & Brosseau, 
Inc., Romeoville, Illinois, www.
bennettandbrosseau.com

MATERIALS
ROOF PANELS: prePATINA blue-grey 
Double Lock Standing Seam Panels, 
Rheinzink, www.rheinzink.us
WALL PANELS: Flat Lock Tiles, 
Rheinzink

long-term stewardship and support 
of the river’s remediation.”

The striking design incorpo-
rates zinc panels from Rheinzink in 
both roof and facade applications. 
Approximately 23,000 square feet 
of Rheinzink prePATINA blue-grey 
Double Lock Standing Seam Panels 
cover the roof of both buildings. An 
additional 10,000 square feet of the 
company’s Flat Lock Tiles clad the fa-
cade in a diagonal installation.

Zinc panels were also used to 
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PHOTOS: NATIONAL WOMEN IN ROOFING

NWIR Goes Viral

National Women in 

Powerful Force
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 CHRIS KING

SPOTLIGHT

IN 2014, an organization devoted to 
helping advance the careers of wom-
en in the roofing industry was just an 
idea. Since then, the idea has become a 
movement. National Women in Roofing 
(NWIR) was officially launched at the 
International Roofing Expo (IRE) in 
2016. The volunteer-based orga-
nization focuses on connecting and 
empowering women, and it has the 
support of more than 1,000 members 
— many of them men — and nearly 
two dozen sponsors. They all share the 
goal of working together to raise the 
professionalism of the roofing indus-
try, bring more people into the field, 
and provide the education and training 
necessary to ensure its future success. 

This February, Heidi Ellsworth hand-
ed over the position of NWIR chair to 
Shari Carlozzi. The two women shared 
their insights on the founding of NWIR 
with Roofing, detailing its current ini-
tiatives and plans for the future. 

A MOVEMENT IS BORN
Carlozzi and Ellsworth first discussed 
the idea of an organization to support 
women during a break at a meeting 
of the Midwest Roofing Contractors 
Association in 2014. As they shared 
their thoughts about working in a 
male-dominated industry, a light bulb 
went on. “We started talking, and we 
realized there are a lot more women in 
this industry than people give it cred-
it for,” Carlozzi says. “There’s a lot of 
women! And we said, ‘We should start 
an organization where women can 
gather to network, to learn from each 
other, to mentor one another, and to 
help empower each other’ — because 
we are in an industry that we love.”

Ellsworth and Carlozzi shared the 
concept with Steve Little of Dallas-
based KPost, who was then MRCA 
president. “He said, ‘That’s a great 
idea! We’ll help incubate you.’ And 
that’s how we got started,” Carlozzi 

remembers. “It went viral.”
As they traveled the country in their 

respective work roles — Ellsworth as a 
partner in RoofersCoffeeShop.com and 
Carlozzi as national sales manager for 
HAPCO Inc. — they soon realized that 
a lot of other women had the same 
needs. Many were even exploring the 
same idea. “At every trade show we 
went to, both of us would hear this 
from so many women,” Ellsworth says. 
“They would say, ‘We need to spend 
time together. We need to network.’ 
And networking is a big one because 
it’s sometimes a lot easier for guys to 
get together to network and women 
are left out. It was something that a 
lot of women truly believed in.”

After talking to others in the in-
dustry, it became clear the organiza-
tion had to have a national presence. 
“We looked ahead to the IRE in New 
Orleans in 2015 and decided to have 
a little get-together and see if people 
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were truly interested,” Ellsworth re-
calls. “We had 75 women show up. It 
just grew from there.” 

The group formed a leadership 
committee and held meetings at in-
dustry trade shows throughout 2015. 
“It was at IRE in 2016 that we offi-
cially launched National Women in 
Roofing,” Ellsworth says. “We realized 
very quickly that there was a tidal 
wave — a tsunami — of women behind 
us who really needed this. We realized 
we had to take this to a national level, 
and we did.” 

THE FOUR PILLARS
Overarching goals of the organiza-
tion are exemplified by its four pillars: 
networking, mentoring, education and 
recruitment. 

“Our four pillars we started with — 
networking, mentoring, education and 
recruitment — have been the focus of 
what we’ve wanted to do from the 
start,” Carlozzi says. “Some people are 
a little bit more involved in education, 
some people are a little bit more in-
volved in networking — it all depends 
on what works for you. We’ve stayed 
true to our four pillars, and that has 

been extremely helpful in giving women 
opportunities to engage in what’s most 
important to them.”

Ellsworth agrees, pointing out that 
networking events and mentoring ini-
tiatives developed hand in hand. “Our 
first events were networking events,” 
she says. “One of our themes is ‘from 
the rooftop to the boardroom,’ and we 
had top leaders at companies includ-
ing GAF, ABC, Owens Corning, Johns 
Manville — all of these ladies showed 
up early and then stayed on and helped 
to drive this. We partnered with 28 
founding sponsors that first year.”

Mentoring relationships seemed to 
blossom. “I wish we could all take credit 
for it, but it just happened so naturally,” 
Ellsworth says. 

NWIR is launching a mentoring pro-
gram this year, under the leadership 
of Mallory Payne and Melissa Walker, 
who head up the mentoring commit-
tee. “Mentoring has always been a big 
part of what we do,” Carlozzi says. “Men 
have more mentors than women do, 
and we want to change that.” 

The education committee, led by 
Shelly Duhaime and Jennifer Keegan, is 
working on a full slate of educational 
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“We realized very 
quickly that there was a 
tidal wave — a tsunami 
— of women behind 
us who really needed 
this. We realized we 
had to take this to a 
national level, and  
we did.” 
— Heidi Ellsworth, NWIR
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sessions at industry events, as well as 
a series of webinars on topics such as 
networking, safety and business man-
agement. “Our education committee is 
on fire this year,” says Carlozzi. “People 
crave information. The only way we 
can excel in what we do is to keep 
learning.” 

Carlozzi points to the NRCA’s 
ProCertification program as a model 
for educating the industry’s workforce 
and boosting professionalism. “We 
have to elevate the perception of the 
roofing industry,” she says. “We share 
the same values as the NRCA, and we 
want to speak with one voice to get 
the message across to people that 
this is a viable career option for you, 
whether you are a man or a woman 
in the trade, or whether you are look-
ing for a career as a chemist, or an 
engineer, or a salesperson, or in data 
entry. It is a solid, reputable industry.”

It’s also an industry facing a worker 
shortage, so recruiting a new gener-
ation of workers is essential. The re-
cruitment committee, led by Michelle 
Boykin and Chelsea Welsh, is active 
at employment fairs and career days, 
and NWIR is reaching out to other 
trade groups across the country to 
increase the visibility of the industry. 

Part of the recruitment effort in-
cludes a commitment to helping 
women in crisis find employment and 
pursue a true career path. 

Sharrii CaC rlozo zi thanknn s the fof unding 
spspononnsorsrs of f the ororganizaation at NWWWIRR Day.
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sees that spirit every day at NWIR. 
“Everyone comes up with new ideas of 
how to make things better,” she says. 
“Everyone is open to new ideas and as-
sistance, and everyone is freely offering 
it. No one feels threatened — we’re all 
empowered. That’s the beauty of it.” 

For more information about NWIR, 
visit www.nationalwomeninroofing.
com. 

MEMBERSHIPS AND 
SPONSORSHIPS
The organization might be national, 
but it is also active at the local level. 
NWIR is developing councils across the 
country to cater to local educational 
needs and reach out to area commu-
nity service opportunities. There are 
29 local councils now, with a goal of 
reaching 50 by the end of 2018. 

“It’s the best of both worlds for ev-
erybody because they get that nation-
al input through our epicenter — our 
newsletter and our website — and they 
can apply the information to what they 
are doing locally,” Carlozzi says. “We 
give local councils a lot of latitude to 
put together what works for them as 
long as they stay true to our four pillars 
and our national outreach program 
with women in crisis.” 

Carlozzi and Ellsworth encourage 
all women and men to join the asso-
ciation. The membership fee is $60 per 
year. Half of the membership fee goes 
to develop and support local councils. 
“We made a very conscious decision to 
keep our membership dues very rea-
sonable, and they are owned by the 
member,” Ellsworth notes. “If your ca-
reer path takes you to another com-
pany, the membership goes along with 
you.” 

Companies can help NWIR as spon-
sors. There are four levels of sponsor-
ships. “We are also in the middle of 
our sponsorship drive, and that is a 
great way to get involved as a com-
pany,” Ellsworth says. “The value to 
the company — and its employees — is 
incredible.” 

A BRIGHT FUTURE
Looking back at her tenure as the first 
chair of the organization, Ellsworth is 
proud of the group’s achievements and 
thankful for the friendships she’s made 
along the way. “It’s one of the great-
est experiences I’ve had in my life,” she 
says. “The women I have met and the 
experiences we’ve had have been so 
empowering.”

As Carlozzi takes the helm, she plans 
to lean on the talented team of women 
ready to take the organization into the 
future. “It’s a little overwhelming when 

you look at it at first because we came 
so far, so fast, and we have to keep that 
momentum going,” says Carlozzi. “In the 
process, we’ve had some exceptional, 
outstanding women who have stepped 
up and taken on the leadership roles 
that are needed to develop and main-
tain a national organization like this.”

When the industry taps into every-
one’s talents, everyone wins. Carlozzi 
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DYNAMIC FASTENER  800-821-5448

Rosie Says...
You know if it’s metal, DYNAMIC FASTENER is there. Whether your challenge is a
leaky metal roof (DROP-STOP®), snow retention (DYNA-GUARD®), roof penetra-
tions (DYNA-FLASH®), or fastening to all gauges of steel (D•F® screws), DYNAMIC
FASTENER is your hassle free partner on the job site and on your project manag-
er’s desk. This includes our recently expanded line of D•F rivets!

We want to be your rivet supplier! 
What size do you need? Got it!
What material do you need? Got it! 
What color do you need? Got it!
What quantity do you need? Got it! 
Do you want your rivets 
in handy bags of 250? 
Got it! Our stock level is
over 75 million rivets withn
over a hundred differentd
stocked colors for same 
day shipping.

D•F Rivets are now available in the most requested color . . . .INVISIBLE
The above photo illustrates our actual stock of JUST the size 43 all stainless rivet. We stock the 43 ALL S/S rivet in plain 

and these 66 different colors pictured above, in convenient bags of 250 pieces – all for the same day shipping.

Give us a call... you 
can ask for Rosie, I’m 

your rivet expert!

NEW 12V Rivet Tool with W
FREE Extra BatteryE

p

CIRCLE NO. 74 / RoofingMagazine.com


