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This is my inaugural president’s message and 
I would like to say thank you to all that attended our  
CRSMCA Annual Meeting/Summer Convention in Myr-
tle Beach, South Carolina. The event was a great success 
highlighted by the graduation of the first class through the 
CRSMCA Roofing Academy, Master Installer’s Certifica-
tion Program. For those who did not attend, I will relay that 
the enthusiasm of the participants was very inspirational 
and you could see their feeling of accomplishment. We 
should all thank David Griffin [CRSMCA Roofing Academy 
Chairman] and the CRSMCA Roofing Academy Commit-
tee, for all their hard work and dedication and to the many 
sponsors that are making this program such a success. 

I will say, the Hamlin Roofing Company will be enrolling 
more of our enthusiastic field employees into the program 
and I encourage all Contractor members, if you have not 
already done so, to consider the program and enroll an 
employee, or two, into the program.  You will not be dis-
appointed with the results. 

Please pass along your congratulations to Fred Farley 
of RSG for receiving the 2017 Gordon M. Waters Distin-
guished Service Award.

As summer gets into high gear, the CRSMCA Fall District 
meetings are already being planned… again, I encour-
age all Contractor members to participate!  For owners, 
if your schedule does not allow you to attend, please con-
sider having your estimators, superintendents, or a proj-
ect manager attend. These meetings are more than just 
a speaker or topic, they are great venues for networking 
and discussing the problems the roofing industry face in 
our daily jobs. I know the meetings were highlights to me 
early in my career. Please look for the meeting schedule to 
be coming out soon.

I appreciate the opportunity to serve the association and I 
look forward to seeing all of you this fall.

from the

PRESIDENT

Todd 
Smith
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ROOFING  
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Ryan 
Walsh

W.R.  
WALSH, INC.

We have just wrapped up an-
other successful CRSMCA Annual 
Meeting/Summer Convention and I 
can now officially say that I am hon-
ored to serve as the CRSMCA Asso-
ciate Group President.  Like the many 
great people who served before me, 
I hope to continue to grow our great 
association.

We just wrapped up CRSMCA’s An-
nual Meeting/Summer Convention 
in Myrtle Beach, South Carolina and 
it was a huge success.  We started 
with a stand-alone Annual Golf Tour-
nament, which resulted in a turnout 
of almost 50 golf players.  We had 
great presentations, engaging dis-
cussions and it was all capped off with 
the Annual Banquet evening.  CON-
GRATULATIONS TO FRED FARLEY 
OF RSG-COLUMBIA!  Fred won the 
prestigious Gordon M. Waters Dis-
tinguished Service Award.  Fred has 
been a great asset to CRSMCA and he 
is one of the truly great people of the 
roofing industry and a very deserving 
recipient.

It is time to start thinking of your Fall 
District Meetings.  CRSMCA is busy 
planning these events and I hope to 
be able to see many of you at them.  
Be on the lookout for more informa-
tion about the meetings in August!

The CRSMCA 2018 Carolinas 
Mid-Winter Roofing Expo will be here 
before we know it!  The annual event 
is moving back to the Charlotte Con-
vention Center in Charlotte, North 
Carolina, January 16 – 18, 2018!  We 
look forward to continuing the run of 
success that we are having from the 
last few years.

Lastly, I would like to welcome Bub-
ba Kearse [ABC Supply Company in 
Columbia, South Carolina] as the in-
coming CRSMCA Associate Group 
Secretary/Treasurer.  Along with Bub-
ba, I am joined by Drew Buchanan 
[GAF Materials Corporation] and Erik 
Hauck [ABC Supply Company].  On 
behalf of all of us, we look forward to 
serving this great organization for the 
nest year!

from the
ASSOCIATE 
GROUP  
PRESIDENT

CAROLINAS ROOFING &  
SHEET METAL CONTRACTORS  

ASSOCIATION
P.O. Box 7643 

Charlotte, NC 28241-7643

710 Imperial Court 
Charlotte, NC 28273

Phone: 704-556-1228 
Fax: 704-557-1736

www.crsmca.org

staff@crsmca.org

AFFILITIATED WITH:  
NRCA - ASAC/STAC

Carolinas Contacts addresses issues  
and concerns of the roofing industry. 
Technology, test, and building codes are 
constantly changing, and such changes  
may not be reflected herein. All information 
is presented for the benefit of our readers  
and does not necessarily reflect the views  
of CRSMCA. Press releases and product 
information presented do not reflect all 
available materials. Before purchasing, 
installing, using, or recommending any 
product, system, or method, readers  
should make independent evaluations.

in Action
ASSOCIATION

Carla  
B. Sims

CRSMCA  
EXECUTIVE  
DIRECTOR

I know for many of you the summer has been busy… 
from work to family vacations. I do hope you all are staying 
cool in the heat and enjoying the moments with family!

For many of us, summer began at CRSMCA’s Annual 
Meeting/Summer Convention in Myrtle Beach, South 
Carolina. THANK YOU TO THOSE WHO COULD ATTEND 
THIS EVENT TO MAKE IT A GREAT SUCCESS… overall, 
the events attendance increased 10% from the past two 
years and I am happy to say that CRSMCA did not have a 
financial loss from this event. The support from the mem-
bers comes not only from your registration dollars for the 
event, but as well as the sponsorship dollars provided to 
assist with the expense of the event. Please help me to 
thank the following members for supporting CRSMCA’s 
Annual Meeting/Summer Convention:

REMEMBER THESE COMPANIES… THEY NOT ONLY SUP-
PORT THE ROOFING INDUSTRY, BUT YOUR ORGANIZA-
TION THAT YOU HAVE ALSO INVESTED INTO!

I also had the opportunity to attend the NRCA Mid-Year 
Committee meetings and met with the Affiliate group, 
which is derived of the Executive Directors of other Asso-
ciations within the NRCA group. We meet to discuss what 
other associations are experiencing from memberships to 
education to regulations. Among the conversations, the 
NRCA staff visits the meeting to provide us an update of 
what they are working on currently and within develop-
ments to be provided to their members in the future. Here 
are a few take-aways for you:

Reid Ribble [NRCA CEO] shared the new vision for NRCA, 
“One Voice”. He is using this key phrase to get everyone 
within the roofing industry to unite for the common goal 
of growing the roofing industry and strengthening the 
presence of the roofing industry within the education and 
government entities. One of the ways to demonstrate 
the unity will be a “Walk in Washington” day that will be 
hosted/organized through the NRCA. They are looking 
for each state/regional association to be represented by  
20-30 people. WILL YOU BE ONE?

Mark Graham [NRCA Technical Services] informed the ex-
ecutives of ICC releasing the 2018 standards in August/

September. At that time, each state will decide whether 
to adopt the code for their current codes. The ASCE has 
released an updated standard manual, ASCE/SEI 7-16. 
CRSMCA WILL UPDATE YOU ON WHAT THE STATES OF 
NORTH CAROLINA AND SOUTH CAROLINA ADOPT?

NRCA is currently conducting a study on moisture and 
light-weight concrete decks. An article to discuss the 
study and it’s first draft of findings was published in the 
Professional Roofing magazine, June 2017 issue.

Stephen Phillips [NRCA General Counsel] shared com-
ments on contract provisions and/or clauses regarding 
uplift testing and roofing on concrete decks [a few of 
the most concentrated topics]. The following were the 

Continued on page 7
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suggested recommendations to include in provisions/
clauses: (1) “job completion date variance based on con-
ditions suitable for roofing”; (2) “acceptance of concrete 
deck based on contractors inspection of substrate”; and 
(3) “contractor releases responsibility for moisture within 
the deck”.

Be sure to dive further into this issue for additional CRSM-
CA projects being released and where you can find them. 
I look forward to seeing you all throughout the Carolinas 
as I travel for the Fall District meetings. Please be sure 
to share with me what you and your company need from 
YOUR organization

Thank you for supporting your association and the roof-
ing industry!

Association in Action, continued from page 5

CLASSIFIEDS IN YOUR 
NEIGHBORHOOD

RADCO ROOFING  
IS SEEKING TO HIRE
Automobile antd Small  
Engine Mechanic
Offering a competitive salary and 
eligibility for benefits after 90 days 
of employment. Family owned with 
great benefits like medical, vision 
and dental insurance, disability ben-
efits and retirement savings program. 
Come join a great company that val-
ues opportunity for growth and de-
velopment.  Start pay depending on 
experience.

Job Requirements
·  Experience with two and four stroke 

equipment, plus service fleet trucks.
·  Can demonstrate knowledge of the 

skills necessary to diagnose, service, 
and repair those engine systems. 

·  Prior experience in a shop setting
·  Good verbal/written communication 

skills, basic math and reading com-
prehension

·  Basic computer skills
·  Forklift experience
·  Ability to lift up to 60 lbs. when  

necessary
·  Valid driver’s license with insurable 

driving record
·  Self-motivated and able to work 

with minimum supervision
·  Pass drug screen, criminal and  

background check
·  Work from 8:00 a.m.— 4:30 p.m.  

or later as needed
·  Most important abilities: availability, 

dependability and reliability

Experienced Commercial  
Roofer for Warehouse
Family owned with great benefits like 
medical, vision and dental insurance, 
disability benefits and retirement 
savings program. Come join a great 
company that values opportunity for 
growth and development.  Start pay 
depending on experience.

Job Duties
·  Coordinate roofing material & 

equipment necessary for pick up or 
delivery at job site. 

·  Deliver or pick up equipment from 
job sites as needed

·  Maintain an adequate supply of all 
miscellaneous materials, tools, sup-
plies, etc. required on an ongoing 
basis for construction purposes 
and to support the maintenance of 
equipment and vehicles. 

·  Keep record of inventory  
movement. 

·  Ensure that purchases are  
accomplished in an orderly and  
cost effective manner.

·  Ensure that the facility and grounds 
are kept in good order.  

Job Requirements
·  Good verbal/written communica-

tion skills, basic math and reading 
comprehension

·  Basic computer skills
·  Forklift experience
·  Ability to lift up to 60 lbs.  

when necessary
· Valid driver’s license
·  Self-motivated and able to work 

with minimum supervision
·  Pass drug screen and background 

criminal check
·  Work from 7:00 a.m.—3:45 p.m.  

or later as needed.
· Reliable!!

in the CarolinasNEWS
CRSMCA elected their Boards for 
2017-2018 at their 74th Annual Meet-
ing & Summer Convention in Myrtle 
Beach, South Carolina.  Following 
are your Boards effective July 1, 2017 
through June 30, 2018.

BOARD OF DIRECTORS
·  President: Todd Smith, Hamlin  

Roofing Company, Inc., Garner, NC
·  1st Vice President:  

Scott Mathias, Watts & Associates 
Roofing, Inc., Columbia, SC

·  2nd Vice President:  
Mickey Childress, Triad Roofing 
Company, Winston-Salem, NC

·  Secretary/Treasurer: 
Eric Campbell, Campbell  
Professional Roofing, Charleston, SC

·  Immediate Past President:  
David Griffin, Coastal Commercial 
Roofing Co., Inc., Conway, SC

·  District 1 Directors: 
Hugh Clark, Service One, Inc. &  
Matthew Williams, CityScape  
Roofing, Inc.

·  District 2 Director:  
John Dorn, Triad Roofing Company

·  District 3 Directors: 
Allen Hughes, Rike Roofing  
Services & Luke White, Interstate 
Roofing Company

·  District 4 Director: 
David Panella, Hamlin Roofing  
Company, Inc.

·  District 5 Director:  Jason Tetterton, 
Curtis Construction Co., Inc.

	
	

·  District 7 Director: 
Jimbo Spann, Spann Roofing & Sheet Metal, Inc.

·  District 9 Director: Bert Pickens, Pickens Roofing, Inc.

ASSOCIATE GROUP BOARD OF LIAISONS
·  President: Ryan Walsh, W.R. Walsh, Inc., Apex, NC
·  1st Vice President: Drew Buchanan, GAF Materials  

Corporation, Rock Hill, SC
·  2nd Vice President: Erik Hauck, ABC Supply  

Company, Inc., Charlotte, NC
·  Secretary/Treasurer: Bubba Kearse, ABC Supply  

Company, Inc., Columbia, SC
·  District 1 Liaison: David Summers, RSG – Columbia
·  District 2 Liaison:  

Steve Hall, Tremco Roofing & Building Maintenance
·  District 3 Liaisons: Darren McEvoy, Premier Building 

Products, Inc.; Andy Butler, Roofers Supply of Green-
ville; Brad Damewood, Best Distributing Company;  
Dan Wheeler, IKO Premium Roofing Products

·  District 4 Liaison:  
Justin Maycher, GAF Materials Corporation

·  District 5 Liaison: 
Todd Casey, Best Distributing Company

·  District 6 Liaison: Sean Dougherty, Johns Manville
·  District 8 Liaison:  

Blaise Craft, IKO Premium Roofing Products
·  District 9 Liaisons: Greg Norman, GAF Materials  

Corporation; Chad Bolt, ABC Supply Company, Inc.; 
Nathan Rollins, Royal Adhesives & Sealants

SC DEPARTMENT OF LABOR, LICENSING 
AND REGULATION/SC OSHA
General Information
803-896-7665 askscosha@llr.sc.gov

Company Cited for Exposing Workers to Silica 
and Other Hazards at S.C. Marine Terminal
OSHA cited Cape Romain Contractors Inc. after dis-
covering multiple safety and health violations during 
a scheduled inspection of a marine terminal construc-
tion site in Mount Pleasant, S.C. Inspectors found that 
workers faced overexposures to silica and noise due 
to a lack of respiratory protection and hearing conser-
vation programs as well as engineering/administrative 
controls. Cape Romain was also cited for crane, elec-
trical, and machine guarding hazards. Proposed pen-
alties total $81,489

Examples of training programs offered include:
· The OSHA Inspection Process
· Bloodborne Pathogens
· Lockout/Tagout (LOTO)
· Trenching/Excavation
· Hazard Communication
·  S.C. SMART – Safety Management Accident Reduc-

tion Training
· Fall Protection (Construction)
· Personal Protective Equipment
· Violence in the Workplace
· Scaffolding (Construction)
· Permit Required Confined Spaces
‚ Industrial Trucks (Forklifts)
· OSHA Recordkeeping

mailto:askscosha@llr.sc.gov
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in the CarolinasNEWS
CONGRATULATIONS 
GRADUATES!
CRSMCA Roofing Academy Recog-
nizes the Master Installer Certification 
Students
·  Joey Wilhelm, Allied 

 Roofing Company, Inc.
·  Adelfo Hernandez, Applied Roofing 

Solutions, Inc.
·  Federico Castillo, Coastal Commer-

cial Roofing Co., Inc.
·  Jaime Ibarra, Curtis Construction 

Company, Inc.
·  Melecio Ramirez, Davco Roofing 

and Sheet Metal, Inc.
·  William ‘Luke’ White, Interstate 

Roofing Company, Inc.
·  Josh Stolecki, Johnson’s Roofing 

Service, Inc.
·  Mark Jeffcoat, Watts & Associates 

Roofing, Inc.

WHAT IS THE CRSMCA 
MASTER INSTALLER 
CERTIFICATION?
The CRSMCA Roofing Academy Mas-
ter Installer Certification Program is 
designed to promote safety issues 
and concerns in the application of the 
roof systems to prepare the employ-
ee for best practices in their job per-
formance.  It is intended for the use 
by anyone with an interest in these 
roof systems, from roofing workers to 
foremen to supervisors.  It is a culmi-
nation of efforts by contractors, man-

ufacturers, suppliers and others who 
are dedicated to promoting safety.

Enrolled students will learn and train 
the basics of roofing, increasing their 
knowledge and skills to make them 
more valuable to their respective 
companies, as well as build future 
leaders in the roofing industry. 

HOW CAN YOU GET 
INVOLVED?
The CRSMCA Roofing Academy Com-
mittee is always searching for instruc-
tors of the classroom material and the 
hands-on demonstration.  View the 
class and hands-on courses in this 
issue.  Should you wish to be an in-
structor, donate materials, and/or be 
a hands-on instructor; please contact 
the CRSMCA office at 704.556.1228 or 
cbsims@crsmca.org  or the Commit-
tee Chairman, David Griffin, at dgrif-
fin@coastalcommercialroofing.com. 

NWIR CAROLINA
NWIR Carolina Council has formed 
and held their first web meeting 
on 6/3! They followed up their web 
meeting with a Meet & Greet was 
held on June 21st, 2017. Before 
the event, all council members met 
at the Carolinas Roofing & Sheet 
Metal Association office and com-
pleted all open items to finalize the 
structure of the Council. The meet 
& greet was sponsored by Cer-
tainteed and was held at the Three 
Spirits Brewery in Charlotte, NC.

To divide and conquer the Caroli-
nas, the officers are listed below; 
with a Vice Chair in each State to 
drive localized activities to build 
the chapter!

National Women in Roofing (NWIR) is 
a volunteer-based organization that 
supports and advances the careers 
of women roofing professionals. We 

provide networking, mentoring, edu-
cation and recruitment opportunities 
from the rooftop to the boardroom, 
for the young professional at the start 
of her career to the seasoned manag-
er in the executive suite.

Included in the photo above start-
ing in back row. Historian: Tara Nel-
son, Radco Construction
Secretary: Kena Fumey, Guardian 
Building Products 
Recruiting Chair: Melissa Gentry, 
Superior Distribution 
Chair: Ellisha McLaughlin,  
Alpha Construction
Chair SC: Courtney Bynum,  
Guardian Building Products
Front row:
Treasurer: Julie Hughes, Rike  
Roofing Services
Chair NC: Candice Beck, Best 
Distributing

RCI ELECTS BOARD FOR 2017-2018
Raleigh, NC-based RCI, Inc., an association of building envelope consultants, elected its board of direc-
tors at its annual meeting of the members during the RCI 32nd International Convention and Trade Show 
in Anaheim, CA in March.

· President: Michael Williams, RRC, RWC, RRO, of Building Envelope Consulting, LLC, Leesburg, VA
·  1st Vice President: Michael Clark, RRC, RWC, REWC, RBEC, RRO, PE, CSRP, Michael E. Clark & Associates, Inc.,  

Macon, GA
·  2nd Vice President: Robert Card, RBEC, RRC, RWC, REWC, REWO, Wetherholt & Associates, Inc., Olympia, WA
·  Secretary/Treasurer: Scott Hinesley, RRC, PE, REI Engineers, Charlotte, NC
·  Immediate Past President: Robert Hinojosa, RRC, RWC, REWC, RBEC, RRO, PE, CDT, FRCI, RJK & Associates, Inc., 

Miramar Beach, FL
· Executive Vice President and CEO: James Birdsong, RCI, Inc., Raleigh, NC
· Region I Director: Michael Violette, RRC, PE, Violette Engineering, Dillsburg, PA
· Region II Director: Christopher Griffin, RRC, AIA, Wiss, Janney, Elstner Associates, Inc., Duluth, GA

·  Region III Director: Gene Keeton, KDENT, Inc.,  
Monett, MO

·  Region IV Director: Steven Drennan, Conley Group, Inc., 
Irving, TX

·  Region V Director: Michael gardner, RRC, RRO, Wiss, 
Janney, Elstner Associates, Inc., Lakewood, CO

·  Region VI Director: Paul Kompauer, P.Eng, Calysta  
Consulting, Abbotsford, British Columbia, Canada

·  Region VII Director: Bryan Fishburn, RRO, Fishburn 
Building Sciences Group, Inc., Hornby, Ontario, Canada

LEARN ABOUT THE CRSMC–
SELF INSURERS FUND
Carolinas Roofing and Sheet Metal 
Contractors – Self-Insurers Fund is the 
oldest worker’s Compensation group 
funded in the Carolinas and could be 

saving your company money!  Mem-
bers within the CRSMC-SIF program 
are not just purchasing their workers 
compensation, but investing into a 
program that brings additional val-
ue to their company through a com-
mitment to ensure the safety of their 
employees.  As a member/customer 
within the program, you participate in 
building a fund that is beneficial for all 
members/customers within the pro-
gram, you could receive competitive 
rates within the insurance industry, 
and you could receive a return of in-

terest determined by the CRSMC-SIF 
Trustees and other approved returns 
during the year.  In the year 2016, the 
CRSMC-SIF returned more than $1 
MILLION DOLLARS to the CRSMC-
SIF members!

Additionally, the CRSMC-SIF is large 
component of support for the CRSM-
CA through sponsoring the CRSMCA 
Annual Meeting/Summer Conven-
tion and attendance of Trustees at 
the event.  HAVE YOU CONSIDERED 
CRSMC-SIF FOR YOUR WORKERS 
COMPENSATION NEEDS?

Follow CRSMCA on 
Facebook & Twitter
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NEWS FROM NRCA
NEWS FROM NRCA

Did you know NRCA will come to 
your company to train your employ-
ees?  During 2016, NRCA traveled 
to more than 40 member companies 
to provide safety, torch applications, 
leadership, and foreman and superin-
tendent training.  If you are interested 
in learning more, please contact Jeff 
Jarvis at jjarvis@nrca.net. 

NRCA’s Career Center Offers 
a Workforce Solution for the 
Roofing Industry
To support your recruitment efforts, 
NRCA’s online Career Center offers 
roofing industry employers a way to 
connect with job seekers.

The Career Center provides job post-
ing platforms; resources to help you 
find qualified workers; recruiting 
videos to help you communicate the 
benefits of a career on the roofing 
industry; tools to onboard and train 
new employees; and organizations to 
connect you with potential employ-
ees, among other resources.

For more information, visit www.nrca.
net/Careers 

NRCA’s New Online Training 
Modules Now are Available!
NRCA University has made available 
two new modules of Design Essen-
tials for Roof Performance, an online 
training program that offers an easy, 
affordable way to learn about de-
signing for optimal roof system per-
formance. The program explains the 
issues to consider when determining 
which roof systems or components 
are best for a building type, location 
and building owner’s requirements. 
Design Essentials for Roof Perfor-
mance eventually will consist of more 

than 20 modules that address various 
low- and steep-slope roof systems 
and related topics such as codes, 
condensation control and roof decks, 
all focusing on why certain design el-
ements are essential.

The two new modules are Liquid-ap-
plied Roof Membranes and Rigid 
Board Roof Insulation.

After completing Liquid-applied Roof 
Membranes, participants will be able 
to describe liquid-applied roof mem-
branes; identify components and re-
quirements of liquid-applied roof sys-
tems; and evaluate advantages and 
disadvantages of liquid-applied roof 
membranes and installations.

After completing Rigid Board Roof 
Insulation, participants will be able to 
identify the functions of rigid board 
roof insulation; demonstrate a gen-

eral understanding of thermal insu-
lation principles; recognize different 
rigid board roof insulation materials 
used in roof assemblies; and identify 
design criteria for roof assembly ther-
mal insulation.

The program is ideal for those who 
have successfully completed NRCA’s 
Roofing 101 program. Participants 
can earn various continuing educa-
tion credits and receive certificates of 
completion following an exam at the 
end of each module.

The Liquid-applied Roof Membranes 
module is $45 for members and $95 
for nonmembers; for more informa-
tion or to purchase, click here. The 
Rigid Board Roof Insulation module 
is $95 for members and $195 for non-
members; for more information or to 
purchase, click here. 

NC DEPARTMENT  
OF LABOR /OSH
Compliance Bureau Contacts
Tim Childers  
336-776-4420 
tim.childers@labor.nc.gov

Phil Hooper 
919-779-8512 
phil.hopper@labor.nc.gov 

NEW E-mail Sign-up  
for Recordkeeping and 
Updates on Electronic 
Submission of Injury Logs
OSHA has established an email 
notification system to provide re-
cordkeeping reminders as well 
as updates on a new requirement 
that employers electronically sub-
mit their injury and illness logs to 
the agency.  This year’s deadline is 
July 1, 2017.  OSHA is not accept-

ing electronic submissions at this 
time, but will notify interested par-
ties when and how to provide elec-
tronic submissions.  To receive no-
tifications, sign up online at https://
public.govdelivery.com/accounts/
USDOL /subscriber/new?topic_
id=USDOL_1011

Training information, registration 
and training course and dates can be 
found at https://www.labor.commu-
nications.its.state.nc.us/OSHPublic/
ETTA/class_regist/calendar.cfm

USACE Construction Quality Man-
agement for Contractors (CQM) of-
fered by Carolinas AGC
·  August 11, 2017 in Fayetteville, 

North Carolina
·  October 6, 2017 in Fayetteville, 

North Carolina
·  December 1, 2017 in Fayetteville, 

North Carolina

10-Hour Construction Industry 
Awareness Course, available in 
Spanish to be offered:
·  August 29-30 in High Point,  

North Carolina

NRCA University provides essential 
training in Spanish for all your work-
ers, including: 
·  NRCA Toolbox Talks 
·  Serving Up Safety: A Recipe for 

Avoiding Falls on the Job 
·  NRCA Pocket Guide to Safety 
·  Roofing Industry Fall Protection 

from A to Z 
·  And many more Spanish-language 

offerings 

NRCA has a vast array of NRCA ben-
efits to help your business prosper. 
Visit www.nrca.net/membernaviga-
tion to learn more.

NRCA is continuing their popular se-
ries of FREE WEBINARS on the third 
Thursday of each month.  These new 
and innovative webinar topics and pre-
senters have been selected to expand 
your knowledge by giving you new 
ideas that you can implement into your 
company immediately. Each webinar 
offers a unique experience specifical-
ly tailored to roofing professionals.  
Don’t miss out on these live opportu-
nities to stay up to date with industry 
issues affecting your business.

For upcoming webinars and all pre-
vious webinar recordings, visit www.
nrca.net/webinars.

Up and Down Eastern U.S.
·  Virginia Association of Roofing 

Professionals, www.varoofingpro-
fessionals.org

·  Tennessee Association of Roofing 
Contractors, www.tarcroof.org 

·  Kentucky Roofing Contractors  
Association www.krca.org 

·  Roofing & S/M Contractors  
Association of GA, www.rsmca.org 

·  Florida Roofing & Sheet Metal  
Association, www.floridaroof.com

What do you say when you think about John? Many words come to mind: 
Talkative, Opinionated, Bull-headed, Stubborn, Argumentative, etc. But it 
might be easy to overlook other words such as Generous, Friendly, Trust-
worthy, Thoughtful, Integrity, Helpful, etc.

John represented what a professional roofer should be. By growing up through 
the roofing ranks he was knowledgeable in all phases of roofing. If we had a 
master roofing degree in our business, John would have his. He was nominat-
ed by Murr & Laney, and received the Most Valued Employee award from the 
Carolinas Roofing and Sheet Metal Association in 2009.

John came to work for us at about 16 years of age, off a chicken farm in Van 
Wyck, SC. He knew all about farm equipment and farming but not much about 
roofing. His first job was that of helper to my dad, John Laney (Pop). Now Pop 
believed in the mechanic and helper approach to work. After a few days, Pop 
came to me and said “where did you get this $#%$ kid, he can’t do anything.” 
I took John aside and said, “John, let me tell you have to get along with Pop. 
When you are helping him, watch his every move. When he needs a soldering 
iron have it ready when he reaches for it. Be ready to align the gutter without 
being told. Learn his methods, and anticipate what’s next.” 

A few days passed and I noticed that Pop was giving John more responsibility. 
I asked Pop one day “how is John doing?” He surprised me by saying, “that kid 
is doing damn good. I think he is going to be alright.” The two of them became 
an inseparable team and best friends in their thinking and work methods.

From that point on, John learned all phases of roofing through our company 
progression, from all shingles, to all built-up roofing, to where we are today. 
Pop was handling the slate part of our company with John as his partner, which 
was becoming more complicated and a bigger part of our work. This is how 
John became so knowledgeable about slate and tile. 

A couple of years ago, after John had knee replacement surgery, we brought 
him into the shop as Shop Manager. He did a great job, but was miserable. Af-
ter a while, we allowed him to go to one of the job sites with the order that he 
was to “stay on the ground and mix slate for the crew to install.” That worked 
for a few days before we found out that John was on the roof. He was not hap-
py unless he was in the midst of the action.

John has become such an important part of Murr & Laney that it is hard to be-
lieve that he won’t be walking through our doors every morning. John leaves 
behind a legacy that is going to be hard to fill. Our slate jobsites will seem a 
little empty and we may sometime ask each other “what would John do”. It will 
be up to the people that worked with John to remember and pick up where he 
left off. Pop was right, John will be alright.

Written by Bill Laney, Murr-Laney, Inc.

IN MEMORY OF JOHN 
HYATT, MURR-LANEY, INC.

BIG JOHN –  
A LEGACY

https://public.govdelivery.com/accounts/USDOL/subscriber/new?topic_id=USDOL_1011
https://public.govdelivery.com/accounts/USDOL/subscriber/new?topic_id=USDOL_1011
https://public.govdelivery.com/accounts/USDOL/subscriber/new?topic_id=USDOL_1011
https://public.govdelivery.com/accounts/USDOL/subscriber/new?topic_id=USDOL_1011
https://www.labor.communications.its.state.nc.us/OSHPublic/ETTA/class_regist/calendar.cfm
https://www.labor.communications.its.state.nc.us/OSHPublic/ETTA/class_regist/calendar.cfm
https://www.labor.communications.its.state.nc.us/OSHPublic/ETTA/class_regist/calendar.cfm
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Written by Brian P. Chamberlain, Carlisle 
Presented at the RCI 29TH International Convention & 
Trade Show in Anaheim, CA
Part 1 printed in the May|June 2017 issue of the Carolinas 
Contacts Magazine

WIND SPEED LISTED ON A  
ROOFING SYSTEM WARRANTY
Though IBC requires the specifier to determine the cor-
rect roofing system design by comparing calculated uplift 
pressures with test rated pressures, the document does 
not require that a building owner obtain a warranty or 
guarantee from the manufacturer(7). None of the build-
ing code standards mention a warranty being required. 
Seldom, if ever, do building owners require other compo-
nents of the building to carry a wind speed warranty (i.e., 
roof deck, building walls, windows, etc.), yet all of these 
building components must meet the pressures by ASCE 7. 
In contrast, if after a storm event the siding of the building 
is damaged the building owner will turn to his insurance 
company, not the siding manufacturer.

So if few other component manufacturers offer wind speed 
warranties, why do most roofing material manufacturers?

When single-ply roofing manufacturers entered the in-
dustry, they had to differentiate themselves from the more 
traditional and well known built up roofing (BUR) material. 
To do this, they had to offer something as an incentive that 
BUR did not offer, which at that time where simply bond-
ed through the contractor. So they offered a roof warranty 
and eventually wind coverage was included.

Deciding on how they wanted to list wind speed in the 
warranty, they first used terms such as “Strong Gale Force 
Winds” which came from the Beaufort Wind Speed Scale 
(Fig 9). Even today, some manufacturers use “Strong Gale 
Force Winds” or “Windstorms” to define their wind cover-
age. The partial Beaufort Wind Speed Scale chart below 
shows Strong Gale Force starts at 47-mph, while Wind-
storms starts at 64-mph. Though material manufacturers 
use these terms in correspondence with their wind speed 
coverage, the scale was originally based on the term knots 
that where converted to wind speed that are 10 meters 
above sea level.

As other roofing material manufacturers included wind 
speed coverage, some roofing material manufacturers 
had to consider how they could again place themselves 
apart, so some started to put the actual numerical wind 
coverage on the warranty in miles per hour. At first, they 
only offered coverage up to 55-mph, which is a step above 
Strong Gale. When this number became common, it was 
decided by some manufacturers to up it to 72-mph, 1 mile 
less than a hurricane.

Fig 12: Basic Wind Speed Map Risk Category III/IV – ASCE 7-2010

Fig 11: Basic Wind Speed Map – ASCE 7-05

Fig 10: Basic Wind Speed Map – ASCE 7-88

PART TWO OF TWO

ASCE 7,  
UPLIFT  

RATINGS, & 
WARRANTIES

ROOF
WIND
SPEEDS

Fig 9: Partial Beaufort Wind Speed Scale

As some roofing material manufacturers played the war-
ranty game, ASCE 7 was being used more and more. In-
cluding a revision of the ASCE 7-05 wind speed maps from 
“fastest mile” (Fig 10) (where most of the USA was shown 
to be 79-mph or less) to “3-sec peak gust wind” (Fig 11) 
(which shows most of USA is 90-mph).

When this document changed, specifiers and building 
owners began to notice their buildings were located in a 
90-mph wind zone and the warranty listed only 55-mph. 
They started to question the material manufacturer to 
learn why they were not getting 90-mph, even though the 
system was installed following the correct uplift rating. In 
an attempt to minimize this confusion and again to sepa-
rate from the competition, some roofing material manufac-
turers started offering 90-mph and greater wind coverage. 
Even today with the latest version of the ASCE 7-10 and 
the new wind speed maps, specifiers are asking why they 
could not get even higher wind speed coverage (Fig 12).

When a request for a high wind speed is specified, typi-
cally manufacturers attempt to incorporate stronger more 
durable products, because though they are membrane 
roofing manufacturers and not insurance companies, they 
need to limit their liability as much as possible. These 
products might incorporate any or all of the following: 
a stronger facer on the polyisocyanurate, a thick cover 
board, additional fastening requirements, stronger adhe-
sives, thicker and specialty type membranes.

With this intent, building owners and specifiers hope by 
specifying a higher wind speed warranty they will receive 
a more durable system. Though in most instances this is 
true, the assumption that all manufacturers offer the same 
warranty coverage is incorrect. Since manufacturer’s war-
ranties are marketing tools to assist in selling the materi-
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als, the roofing manufacturers can control their coverage 
of the wind speed in how they write the warranty.

Owners and specifiers both need to be aware of the many 
different terms that are used and what assemblies could 
be offered that would be durable. They should not as-
sume that warranty length and wind speed coverage dic-
tates sustainability. Upon reading through the warranties, 
one will learn that some offer very good coverage, while 
others are written so very competitive assemblies can be 
installed without offering any coverage in the warranty(8).

Here are some terms that are actually used in warranties 
today. The number in the parenthesis shows the related 
wind speed in mph but typically they are not defined as 
to where they might be measured or the measurement of 
time (fastest mile or 3-sec peak gust wind speed):
·  No mention of a wind  

speed…(0-mph)
·  “Windstorms”…(64-72-mph)
·  “Full Gale Force”…(46-mph)
·  The actual wind speed printed  

from 38 to 120-mph
·  “Gale Force”…(46-mph)
·  Beaufort Wind Scale #8…(46-mph)
·  “Gales Excluded”…(31-mph)
·  “Capped at 38-mph”
·  Wind speed coverage was  

prorated (Loses a portion of  
the wind coverage every year)

In combination with these terms, “where the wind is mea-
sured” can be written into the warranty:
·  “Ground Wind Speed” = 33-ft
·  “Rooftop Wind Speed” = Building Height
·  No mention = allowing the manufacturer to decide at the 

time of the wind event

Where the wind speed is measured can be important when 
one considers that the higher the roof area is the greater 
the wind speed will be. Remember that ASCE 7 calls out 
that building height is one of the five factors in determin-
ing the correct uplift. Though most warranties are mea-
sured at “Ground Wind Speed”, which is defined as 33-ft 
(10m) from the ground surface, the same height at which 
airports and the ASCE 7 basic wind speed is measured, 
some warranties have the phrase “Rooftop Wind Speed”. 
As an example, if the building has a 300-ft high roof area, 
and the warranty lists a 100-mph “Rooftop Wind Speed” 
the “Ground Wind Speed” would be 55-mph. In reverse, a 
100-mph “Ground Wind Speed” warranty would actually 
cover winds up to 180-mph at that height (Fig 13). Note 
that this is wind speed vs. wind speed and has nothing to 
do with uplift in lbs/sqft.

For warranty coverage, the higher the roof area, the great-

er the wind speed, so if you are considering wind speed 
coverage, “Ground Wind Speed” offers better coverage 
on a higher building.

With so many options available from assemblies to war-
ranty coverage, the building owner will need to be assist-
ed on what first would be a durable assembly for his build-
ing and location and compare this with good coverage by 
a warranty, not the other way around or just a number in 
miles per hour. The assembly also should be considered 
outside of warranty considerations, so when contractors 
go through the bidding process, items are not clouded by 
different promises.

The request for higher wind speeds beyond the minimum 
a material manufacturer would offer needs to be incorpo-
rated into the “Warranty” section of the Division 7 roof-
ing specification. The Quality Assurance and the Perfor-
mance sections make sure that the roof system will meet 
the building code, so any reference to wind speed would 
related to the ASCE 7 calculations, not warranty criteria. 
The Warranty section is what is being requested from the 
roofing material manufacturer. If the specifier does not list 
any additional wind coverage in the warranty section, ma-
terial manufacturers can default to their minimum offered 
wind speed coverage. As long as the desired warranty 
wind speed is listed in the Warranty section, the specifier 
will know that the contractors will bid as instructed, based 
on the material manufacturer’s criteria for that warranty.

Another common question is how much uplift does a 90-
mph warranty offer?

Though we could do the math backwards, it doesn’t really 
mean anything because there is no test a manufacturer 
can do that would actually rate the assembly in mph. So 
there is no method to determine a verification of the roof-
ing assembly in mph would be equal or greater than the 
basic wind speed in mph. As stated earlier, the basic wind 
speed is one factor out of five in the uplift calculation in 
lbs/sqft. This is the reason we use the ASCE 7 so a com-

parison and verification can be com-
pleted in lbs/sqft.

So what is the relationship between 
basic wind speeds based on ASCE 7 
and warranties?

Since most manufacturers do not or 
will not include code compliance or 
uplift performance within the cov-
erage of the warranty, the answer 
is none. If a manufacturer is willing 
to include this type of coverage, the 
owner should read the warranty very 
closely and understand everything 
that is being offered.

UPLIFT PRESSURES ≠ WIND 
SPEED ON A WARRANTY
The warranty wind speed offered by 
roofing material manufacturers is not 
based on uplift ratings. Ratings are 
results from a static laboratory tests 
that could last only 5 to 10 minutes 
or more depending on the strength 
of the assembly. A 20-year warranty 
has approximately 1,051,200 ten min-
ute increments, which if one thinks 
about it, is a lot of responsibility for 
a 10-minute test. When deciding on 
wind speed coverage, a roofing ma-
terials manufacturer considers basi-
cally two factors:

1.  How can more durable products 
be incorporated into the assembly 
and still be competitive?

2.  More importantly, has the materi-
al manufacturer installed a similar 
project and did it perform histori-
cally well?

SUMMARY
 In conclusion and to show how sim-
ple the process is for determining the 
correct roofing assembly for a specif-
ic building:

.̀  Determine the building “Uplift Pres-
sure” using the ASCE 7 Calculations, 
which should be completed by a local-
ly licensed or qualified design profes-
sional.

2.  Review the roofing assembly’s “Re-
ported Pressure” collected from 
the manufacturer results and rat-
ings from ANSI/FM 4474 or other 
test methods listed in the IBC.

3.  Compare and verify the “Correct 
Assembly”: Reported Pressures 
must be equal or greater than the 
Calculated Pressures. If the design 
professional wishes to consider a 
safety factor of his choosing, this is 
where it would be considered be 
it multiply the factor to the ASCE 7 
results or dividing the reported as-
sembly pressures.

After these three basic steps are 
completed, the designer can look at 
the products and assembly details to 
see what could be enhanced beyond 
the building code for the building 
owner needs.

Once the assembly has been decid-
ed, warranties should be considered 
and read thoroughly to confirm that 
the wind coverage meets the building 
owner needs and is easily understood. 
Keep in mind, when higher wind 
speed coverage is requested from the 
material manufacturer, additional en-
hancement may be necessary to qual-
ify for the warranty. When required 
these additional enhancements will 
likely increase the cost of the total as-
sembly and may increase the cost of 
the warranty being purchased.

One way to mitigate the cost to a build-
ing owner, after determining the uplift 
pressures and the preferred roofing 
assembly, is to specify the higher per-
forming products and details associ-
ated for higher wind speed warranty 
assemblies, but only request from the 
manufacturer a lower wind warranty to 
avoid the additional cost of the war-
ranty for that higher wind speed.

Bear in mind, if we related this pro-
cess to baking cupcakes, the ASCE 7 
would be a recipe while the roofing 
assembly would be the batter. Mixed 
together and cooked (roof assembly 
installed) we have a nice tasty cup-
cake, but a cupcake is also covered 

with icing (the warranty). The choice 
of a type of wind speed warranty 
coverage can be made with the real-
ization the icing on the cupcake isn’t 
necessary to hold the cupcake struc-
ture or the roof together. This should 
assist in turning the focus away from 
warranties and looking more directly 
for a quality and durable roofing as-
semblies and installation.
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Uniform Building Code (UBC) Fig 13: Rooftop Wind Speeds
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74TH ANNUAL MEETING/SUMMER CONVENTION 
JUNE 15-18, 2017 WAS A HUGE SUCCESS!
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In the IBC Structural section, the 
ASCE 7-16 was adopted into the 2018 
version of the Building Code, Chapter 
16. In the ASCE 7-16, public review 
draft, the following items change:
·  Revised basic wind speed map
·  Changes (and new) pressure  

coefficients
·  Revised perimeter and corner zones

As a result of the new ASCE 7-16 stan-
dard in the IBC, expect higher field, 
perimeter and corner uplift pressures 
to come as the IBC  2018 is adopted.

As a result, the fastening pattern for 
roof heights < 60, gable roofs < 7 de-
grees, will change the fastening pat-
tern as shown bottom left.

ASCE 7-16 (Draft, pictured bottom 
right)

The point about this is that proper wind 
design – which is oftentimes avoided 
– is getting even more complicated. 
Check out NRCA’s Roof Wind Design-
er Program at NRCA.net for help.

POLYISOCYANURATE  
(POLYISO) INSULATION
Polyiso discussions included the is-
sues with knit lines, thickness and di-
mensional stability concerns.

As to knit lines in the insulation, it has 
been noticed that there seems to be 
variability appearing in the insulation 
thicknesses. The ASTM Standard for 

Polyiso currently allows a 1/8” vari-
ance in thickness.

NRCA’s interim recommendations for 
handling Polyiso. knit line, thickness 
and dimensional stability concerns are:
·  Measure polyiso. thickness  

upon delivery
·  Look for knit lines and  

board unevenness
·  Contact manufacturer and NRCA  

if you see any issues

SHINGLES
NRCA has been testing products for 
compliance with the test standard re-
sults as listed on product data sheets. 
At times, shingles manufactured to 
meet certain specs as outlined in 
standards such as ASTM D3462 may 
or may not meet the required values. 
In Sept. 2016, NRCA recommended 
that users of asphalt shingles should 
consult with manufacturers and sup-
pliers regarding specific products’ 
compliance with ASTM D3462.

Manufacturers Installation Instructions 
Section 1506, Materials, of the 2015 In-
ternational Building Code states:

1506.1 Scope. The requirements set 
forth in this section shall apply to the 
application of roof-covering materi-
als specified herein. Roof coverings 
shall be applied in accordance with 
this chapter and the manufacturers’ 
installation instructions. Installation 
of roof coverings shall comply with 

Presented by Mark Graham [NRCA] 
at the CRCA Trade Show

Written by CRCA Staff

the applicable provisions of Section 
1507.  [IBC 1506.1, 2015]

What this means is that it is basically 
the law, where this code is adopted, 
to install roofing products to the man-
ufacturers’ installation instructions.

The manufacturers have invested 
heavily in research and development 
to invent many products. While many 
advertisements may say, ‘this product 
is easy to install’, it’s not that simple. 
Some manufacturers’ installation in-
structions for roofing systems can be 
200+ pages.

That’s a lot to know.

As a result of the new code language 
stating that the manufacturer’s in-
stallation instructions shall be used, 
NRCA has formed a Manufacturers 
Spec Review Task Force. The task 
force will review the manufacturers’ 
installation instructions.

In the meantime, NRCA’s interim rec-
ommendations are:
·  Access and file the manufacturers’ 

application instructions
·  Review the instructions
·  Exclude not applicable information
·  Manufacturers’ instructions should 

be the basis for quality assurance 

TECHNICAL 

ISSUE
and quality control

·  Contact NRCA with any questions

Mark S. Graham is the Vice President, 
Technical Services for the Nation-
al Roofing Contractors Association 
(NRCA) in Rosemont, IL, 60018

Email: mgraham@nrca.net

Mark holds a Bachelor of Science de-
gree in Architectural Engineering from 
the Milwaukee School of Engineering.  
Graham joined the NRCA in 1993. His 
responsibilities include developing 

and implementing the association’s 
technical positions, responding to in-
quiries for technical assistance, serving 
as the association’s liaison with outside 
organizations, and developing and 
maintaining the association’s techni-
cal publications, including The NRCA 
Roofing Manual. Graham is also a con-
tributing editor for NRCA’s Profession-
al Roofing magazine.

He is a recipient of ASTM Internation-
al’s William C. Cullen Award for distin-
guished contributions and leadership 
to the field of roofing and waterproof-
ing. He is also a recipient of the Mid-
west Roofing Contractor Association’s 
James Q. McCawley Award for out-
standing service and dedication to the 
roofing industry. Also, he is a recipient 
of the North/East Roofing Contractor 
Association’s Clarence J. Carr Roofing 
Industry Award for his service, contri-
bution, and dedication to the roofing 
industry.

Graham is an active member of ASTM 
International and serves on the ex-
ecutive committee of Committee 
D08-Roofing and Waterproofing. He 
is also an active member of the Amer-
ican Society of Heating, Refrigerating 
and Air-Conditioning Engineers Inc., 
International Code Council, and Na-
tional Fire Protection Association.

The fastening pattern for roof heights  
< 60, gable roofs < 7 degrees, will 
change the fastening pattern

Knit lines close up (NRCA photo)

Knit lines on roof (NRCA photo)

ASCE 7-16 ASCE 7-16

mailto:mgraham@nrca.net
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One of the most popular elements of President 
Donald Trump’s campaign was his $1 trillion plan to boost 
the U.S. construction industry and revamp the nation›s 
highways, bridges, ports and other public assets. That 
proposal has sparked industry excitement as evidenced 
by spikes in construction-related stock prices the day after 
Trump won the election and whenever he hints at the pos-
sibility of advancing his infrastructure agenda.

However, the highway to riches has been paved with un-
certainty thus far, with the administration largely focused 
on other issues like the repeal and replacement of the Af-
fordable Care Act, tax reform, an increasingly volatile for-
eign policy landscape and a Supreme Court nomination.

Trump’s proposed 2018 budget seemed to confirm that 
infrastructure was no longer a priority, as it eliminated 
funding for many popular transportation-related pro-
grams. Then came word at the end of March that Trump 
might introduce an infrastructure spending bill along with 

tax reform, but that fell flat as the proposed measure did 
not earmark any of the new tax revenue that would be 
gathered under the bill for public works construction.

However, companies like AECOM still are positioning 
themselves in  ways that allow them to take advantage 
of the federal work currently available. The construction 
and engineering giant recently formed a business unit 
dedicated to federal procurement, explaining that the 
new division would aid the company in its quest to grow 
its existing military construction program and to expand 
its business with the General Services Administration and 
the State Department. 

Before contractors rush into the world of federal contract-
ing — for purposes of getting in on the potential infrastruc-
ture construction bonanza or, like AECOM, for current op-
portunities — they need to know the differences between 
the public and private construction sectors. Some of those 
distinctions can be positive for companies, but additional 

“For good or for bad, whatever  
it says in the contract, that’s  

what you have to do.” 
—Malcolm MacInnes,  

Founder and President of  
MGM General Contracting

rules and regulations can potentially 
burden those looking to jump into 
the federal contracting fray.

BENEFITS OF  
FEDERAL WORK
One of the best aspects of federal 
contracting is the fact that the oppor-
tunities to bid on jobs keep chugging 
along, even when the private sector 
slows down.

“That’s how I got into public sector 
work,” said Malcolm MacInnes, found-
er and president of MGM General 
Contracting in Fort Lauderdale, FL.

THE FEDERAL WORK ‘TRADE-OFF’:  
WHAT CONTRACTORS NEED TO KNOW ABOUT THE PUBLIC SECTOR

Written by Kim Slowey@kimslowey, Construction Dive

Continued on page 24
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After 21 years with another large con-
struction company, he started MGM 
in 2006 just before the Great Reces-
sion and ended up connecting with 
someone who invited him to bid on 
a relatively small $2 million project 
at an airport in Fort Lauderdale. Fast 
forward 10 years, and MGM con-
tinues to perform aviation work all 
around Florida, as well as private con-
struction work.

MacInnes credits MGM’s success to 
skills in an area of public work where 
he said many other contractors fail — 
the ability to be professional and fol-
low the rules.

“A private sector company has its 
own set of rules and can choose to 
enforce them or not,” he said. “In the 
public sector … it’s all about the rules 
because it’s on the public dollar. For 
good or for bad, whatever it says in the 
contract, that’s what you have to do.”

CHALLENGES IN  
THE PUBLIC SECTOR
New South Construction in Atlanta 
also performs both private and pub-
lic work, and Dave Butler, an execu-
tive vice president with New South, 
agrees that the federal contracting 
world can be challenging for those 
who are unprepared.

Change orders typically can’t be ne-
gotiated by a superintendent not of-
ficially authorized to make decisions, 
pay requests must be exact or close 
to it, and designs can’t be reworked 
on the fly like they sometimes can 
be on private projects. In addition, 
he said, there are extra costs such as 
having to pay prevailing wages.

“The process is the key [difference] 
with the federal government,” he 
said. “You have to be very careful 
that you are hitting every one of their 
criteria.” For example, he said, there 
are multiple references to the Feder-
al Acquisition Regulations (FAR). FAR 

affects almost every area of the con-
tract, and Butler said there is limited 
flexibility if there is a misunderstand-
ing on the part of the contractor or if 
something on the project goes awry.

Most of New South’s federal work falls 
into the category of design-build, so 
it has a bit of leeway when it comes 
to design — as along it doesn’t violate 
the FAR. For those submitting lump-
sum bids where contracts are award-
ed to low bidders, he said, “[they] re-
ally don’t have much opportunity to 
deviate at all.”

One of the major drivers of all these 
tough rules around federal contact-
ing is the fact that they’re funded with 
taxpayer money, according to Aron 
Beezley, partner at Bradley Arant 
Boult Cummings. This makes the fed-
eral agencies that are administering 
construction contracts the guardians 
of public trust, and courts can come 
down hard on those trying to skirt 
regulations.

The differences between public and 
private work are glaringly apparent 
as early as the low-bid process, which 
is typically a requirement on feder-
al contracts, according to Beezley. 
There are deviations in procurement 
methods, like design-build, but the 
rules around those bidding proce-
dures are no less stringent.

Once awarded, Beezley said, federal 
contracts are subject to “a whole uni-
verse” of unique statutes and regu-

lations, unlike private work, which is governed by state law and the Uniform 
Commercial Code.

The federal government is also protected from lawsuits brought by subcon-
tractors who haven’t been paid. In many of those cases, Beezley said, unpaid 
subs are forced to go after the prime contractor’s bond. The exception to this 
is when construction companies that have contracted directly with the federal 
government have an option to sue and collect what’s owed to them.

In the private construction world, state laws protect subcontractors and gener-
al contractors from nonpayment via the ability to bring suit or file a mechanic’s 
lien against the owner’s property.

The biggest landmines, Beezley said, are actions that are considered some-
what acceptable or overlooked in the private sector that could land a contrac-
tor in jail under a federal contract. Taking federal contracting officers out for an 
expensive lunch, embellishing industry experience to qualify for a project or 
adding a few points to the percentage of completion on a pay application are 
all major violations and can result in the contractor being debarred, or worse, 
depending on the severity of the situation.

A ‘BIG INCENTIVE’ FOR FEDERAL WORK
However, public sector work does have some advantages over the private 
sector. There is the aforementioned stream of work when the economy hits a 
bump. Contracting rules, Butler said, as strict as they may be, are also appeal-
ing to some in the industry because the process, once mastered, is predictable.

“There are … contractors who like federal work,” he said. “They know the regu-
lations inside and out, and they excel because they know how to provide exact-
ly what the federal government is asking them for. The good thing about the 
federal government is you don’t have to guess how they’re going to respond.”

“Here’s the trade-off,” Beezley said. “There are a vast universe of complex laws 
and regulations that contractors have to comply with, but, at the same time, 
the federal government spends roughly $400 billion on contracting [annually]. 
That’s a big incentive for contractors to step into the federal arena.”

“The process is the key [differ-
ence] with the federal govern-

ment ... You have to be very 
careful that you are hitting 
every one of their criteria.” 

—Dave Butler, Executive  
Vice President at  

New South Construction

Federal, continued from page 23
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Talks
SAFETY

A common type of injury in both the 
roofing and sheet metal trades are 
eye injuries. Most of these are catego-
rizes as foreign body in eye injuries. 
Although most of the time these are 
relatively minor injuries, the reality 
is that that work- related eye injuries 
happen every day and many people 
lose their sight or suffer eye injuries 
that significantly limit their ability to 
see for the rest of their life. With that 
in mind, it is important that appropri-
ate eye protection worn whenever it 
is warranted, and that the eye protec-
tion being worn is properly fitted.

Workers in the roofing and sheet met-
al trades may be exposed to a variety 
of eye injury hazards, including air-
borne particles of debris, flying piec-
es of metal, contact with adhesives 
or other chemicals, and a variety of 
other hazards. To help prevent eye 
injuries, some form of eye protection 
must be worn when engaging in tasks 
that produce an eye injury hazard, 
when working near other employees 
who are engaged in those tasks, or 
when otherwise in close proximity 
eye injury hazards.

Safety glasses with side-shields are 
commonly worn in the roofing and 
sheet metal trades, but they are not 
always the best form of personal pro-
tective equipment to prevent eye in-

juries. They are intended to provide 
protection from low impact velocity 
flying particles. However, because 
they do not form a seal with the face 
of the wearer, they are not very effec-
tive at preventing many of the eye in-
juries to which you may be exposed.

Protective goggles are designed for 
operations where there is danger 
of foreign particles striking the eyes 
from the sides, top, or bottom, such 
as grinding, and operating hand tools 
that generate airborne debris. Ad-
ditionally, if they are designated as 
chemical splash protective goggles, 
they are designed to be used in situa-
tions in which there is a risk of splash-
ing some type of liquid hazardous 
chemical into the eyes.

Although protective goggles provide 
protection for a wider range of eye 
hazards, many workers contend that 
they are uncomfortable to wear and 
fog easily. For that reason, a hybrid 
between safety glasses and goggles 
was developed. Many of these have 
foam padding to prevent foreign 
particles getting to the eyes from the 
sides, top, or bottom of the safety 
glasses, but are more comfortable to 
wear than protective goggles, and do 
not fog as easily.

Face-shields provide protection to 

the eyes, as well as the face, forehead, 
and front of neck from low velocity fly-
ing particles. Some face-shields may 
also provide protection from hazard-
ous chemicals. However, neither of-
fers any meaningful protection from 
airborne debris.

As mentioned above safety glasses 
are common in the roofing and sheet 
metal trades. However, they are not 
one size fits all. To ensure that safe-
ty glasses provide optimal protec-
tion, they should be properly fitted. 
It should be the responsibility of the 
person in charge of dispensing safe-
ty glasses or goggles to see that ev-
eryone receives properly fitted and 
adjusted protective eyewear. This is 
a task that most suppliers of personal 
protective equipment will be happy 
to assist with.

Discuss With Your Crew
Have any employee who is willing, 
share about an eye injury that they 
had in the past. What tasks do we 
perform that warrant some form of 
eye protection?

In what situations do we wear safety 
glasses when a different form of eye 
protection might be more effective?

PREVENTING  
FOREIGN  
BODY EYE INJURIES

de seguridad
CHARLAS

In what situations do we wear safety 
glasses when a different form of eye 
protection might be more effective?

Un tipo común de lesiones tanto en 
los techos y láminas metálicas de los 
oficios son lesiones en los ojos. La 
mayoría de estos se clasifica como cu-
erpo extraño en las lesiones oculares. 
Aunque la mayoría de las veces estas 
son lesiones relativamente meno-
res, la realidad es que las lesiones 
oculares relacionadas con el trabajo 
ocurren cada día y muchas personas 
pierden su vista o sufren lesiones oc-
ulares que limitan significativamente 
su capacidad para ver por el resto 
de su vida. Con esto en mente, es 
importante que la protección ocular 
adecuada desgastadas cuando está 
justificada, y que la protección ocular 
está desgastada está correctamente 
montado.

Los trabajadores de la techumbre y 
chapa metálica oficios pueden estar 
expuestos a una variedad de ries-
gos de lesiones oculares, incluyen-
do partículas aerotransportadas de 
escombros, volando los pedazos de 
metal, contacto con adhesivos u otros 
productos químicos, y una variedad 
de otros peligros. Para ayudar a pre-
venir las lesiones en los ojos, alguna 
forma de protección ocular deben 
ser usados cuando la participación en 
tareas que producen un peligro de le-
siones oculares, cuando trabaje cerca 
de otros empleados que se dedican 
a esas tareas, o cuando en la proximi-
dad de sufrir lesiones oculares.

Gafas de seguridad con protecciones 

laterales son comúnmente usadas 
en los tejados y chapa de oficios, 
pero no siempre son la mejor forma 
de equipo de protección personal 
para evitar lesiones oculares. Están 
diseñados para proporcionar protec-
ción contra impactos de baja veloci-
dad partículas voladoras. Sin embar-
go, dado que no forma un sello con 
la cara de su portador, no son muy 
eficaces para prevenir muchas de las 
lesiones en los ojos a los que puede 
estar expuesto.

Gafas de protección están diseña-
dos para operaciones donde existe 
peligro de partículas extrañas, ata-
cando a los ojos de los lados, arriba 
o abajo, tales como la molienda y el 
funcionamiento de las herramien-
tas de mano que generan desechos 
aerotransportado. Además, si son 
designados como gafas de protec-
ción contra salpicaduras químicas, 
están diseñados para ser utiliza-
dos en situaciones en las que existe 
riesgo de salpicaduras de líquidos 
peligrosos de algún tipo de sustancia 
química en los ojos.

Aunque gafas protectoras proporcio-
nan protección para una amplia gama 
de peligros de ojo, muchos traba-
jadores afirman que son incómodos 
al desgaste y niebla fácilmente. Por 
ese motivo, un híbrido entre las gafas 
de seguridad y gafas fue desarrolla-
do. Muchas de estas tienen relleno 
de espuma para evitar que partículas 
extrañas para llegar a los ojos de los 
lados, en la parte superior o inferior 
de las gafas, pero son más cómodos 
de gafas protectoras, y no la niebla 

tan fácilmente.

Escudos de cara proporcionan protec-
ción para los ojos, así como en la cara, 
en la frente y en la parte delantera del 
cuello de baja velocidad partículas 
voladoras. Algunos escudos de cara 
también puede proporcionar protec-
ción contra los productos químicos 
peligrosos. Sin embargo, ni ofrece 
ninguna protección significativa de 
airborne suciedad.

Como se mencionó anteriormente 
las gafas de seguridad son comunes 
en los techos y láminas metálicas de 
oficios. Sin embargo, no son una talla 
para todos. Para asegurarse de que 
las gafas de seguridad proporcionan 
una protección óptima, éstos deben 
estar debidamente equipado. De-
bería ser responsabilidad de la per-
sona a cargo de la dispensación de 
gafas de seguridad o gafas para ver 
que todo el mundo recibe correct-
amente colocado y ajustado gafas 
protectoras. Esta es una tarea que la 
mayoría de los proveedores de equi-
po de protección personal estará en-
cantado de ayudarle.

Discutir con su tripulación
Cualquier empleado que esté dis-
puesto, compartir acerca de una 
lesión en un ojo que tuvieron en el 
pasado. ¿Cuáles son las tareas que re-
alizamos que requieren alguna forma 
de protección para los ojos?

¿En qué situaciones nos lleve gafas 
de seguridad cuando una forma dif-
erente de protección ocular podría 
ser más efectiva?

PREVENIR LAS LESIONES 
OCULARES DE CUERPO EXTRAÑO
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