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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.

Well 2018 is now well underway 
and the CRSMCA’s Carolinas Mid-Win-
ter Roofing Expo is in the rearview. I 
want to thank all of the hardy souls who 
ventured out into the snowy weather 
to attend the show. Those who attend-
ed were treated to a couple of great 
presenters which is one of the main 
reasons I believe members should 
attend. Mark Graham again provided 
great insight into issues affecting our 
industry some of which I have person-
ally have experienced. I felt like we 
were prepared but turned out we were 
not and Mark’s presentations have 
been instrumental in our dealings with 
these problems. The presentation 
from Greg Hayne was a reinforcement 
of his presentation from this past sum-
mer’s convention and it sure did make 
me feel like I was under performing. 
Improvement and information to me 
are what the conventions are all about 
and that what makes them one of the 
best reasons to join and participate in 
your association. 

On the political front, it looks like the 
federal government will be enacting 
some trade policies that will be di-
rectly affecting the metals market. It 
will be interesting to see the overall 
results but price increases are sure to 
be one. Hopefully our associate mem-

bers will be able to help the contrac-
tors plan ahead and make sure the 
added cost can be passed along to 
the end user. Yes don’t forget the oth-
er political topic which is the elephant 
in the room. It would be nice to get 
some resolution to the immigration 
situation. I know this is a polarizing is-
sue so I will leave it alone but maybe 
we can have some good conversation 
this summer at the Annual Meeting/
Summer Convention, how did you 
like that segue it is always good to 
plan ahead so mark your calendars 
for June 20th -24th in Myrtle Beach. 

Before the bid event in Myrtle Beach 
however we still need to get out and 
make the 1st Annual CRSMCA Spring 
Golf Tournament a success. We have 
had some good response so far but 
there are more 4 man teams avail-
able as well as room on the holes for 
vendors to heckle the golfers ,make 
some connections and who knows 
maybe even sell something. Don’t for-
get Carla has got us a room block at 
the on-site hotel so make your plans 
if you are coming from out of town. 
Remember this replaces your spring 
district meetings so please get out 
and support the event. It will be fun 
and not your normal round of golf so I 
hope to see you all there.

from the

PRESIDENT

Todd 
Smith

HAMLIN  
ROOFING  

COMPANY, INC.
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Ryan 
Walsh

W.R.  
WALSH, INC.

I think it is safe to say that winter has endured long 
enough. I cannot tell you how many times of the last few 
weeks that I have heard people say we were “due” for a 
rough winter. Well, we certainly received it this year. It 
started cold and snowy, then warm and rainy, followed by 
one more bout with cold and snow. I cannot wait for pol-
len! I bet too many people haven’t said that before. 

Winter did not just wreck havoc on business it also reared 
its ugly head for the CRSMCA Mid-Winter Expo. If you 
were not able to arrive on Tuesday then odds are that 
we did not see you at the show. While attendance was 
down for obvious reasons we made the best of the event. 
I always appreciate the opportunity to network and ex-
change ideas on the show floor.

If you have not heard there will not be any Spring District 
Meetings this year!. CRSMCA will be launching its 1st An-
nual Spring Golf Tournament! The action will take place 
on Thursday May 3rd at Rocky River Golf Club in Concord, 
NC. The teams are filling up quickly. If you are considering 
playing sign up soon! There are also limited sponsorship 
opportunities available as well. 

This summer will be celebrating CRSMCA’s 75th Annual 
Summer Convention at the Marriott Resort and Spa at 
Grande Dunes in Myrtle Beach, SC. Last year we sold out 
our room block and I would recommend booking early if 
you plan on attending. 

I wish everyone well as we head into our prime season and 
I look forward to seeing a great turnout at the 1st Annual 
Golf Tournament. 

from  
the
ASSOCIATE 
GROUP  
PRESIDENT

ASSOCIATION OFFICERS
PRESIDENT Todd Smith, Hamlin Roofing Co., Inc.
1ST VICE PRESIDENT  Scott Mathias, Watts & Associates Roofing, Inc. 
2ND VICE PRESIDENT Mickey Childress, Triad Roofing Company, Inc.
SECRETARY-TREASURER  Eric Campbell, Campbell Professional Roofing
IMMEDIATE PAST PRESIDENT  David Griffin, Coastal Commercial  

Roofing Co., Inc.

STAFF
EXECUTIVE DIRECTOR Carla B. Sims, Charlotte, NC
ASSISTANT Brandy Harrison, Charlotte, NC

DIRECTORS
01 Hugh Clark, Service One, Inc., Fletcher, NC
01 Matthew Williams, CityScape Roofing, Inc., Claremont, NC
02 John Dorn, Triad Roofing Company, Inc., Winston-Salem, NC
03 Allen Hughes, Rike Roofing Services, Inc., Charlotte, NC
03 Luke White, Interstate Roofing Co., Inc., Charlotte, NC
04 David Panella, Hamlin Roofing Company, Inc., Garner, NC
05 Jason Tetterton, Curtis Construction Co., Inc., Kinston, NC
07 Jimbo Spann, Spann Roofing & Sheet Metal, Conway, SC
08 
09 Bert Pickens, Pickens Roofing & Sheet Metal, Spartanburg, SC

ASSOCIATE GROUP OFFICERS
PRESIDENT Ryan Walsh, W.R. Walsh, Inc.
ASSOCIATE GROUP 1ST VP Drew Buchanan, GAF Materials Corp.
ASSOCIATE GROUP 2ND VP  Erik Hauck, ABC Supply Co., Inc.
ASSOCIATE SEC/TREASURER Bubba Kearse, ABC Supply Co., Inc.

ASSOCIATE LIAISONS
01 David Summers, RSG-Columbia, Advance, NC
02 Steve Hall, Sika Sarnafil – Roofing Division, Winston-Salem, NC
03 Braad Damewood, Best Distributing Company, Inc., Charlotte, NC
03 Darren McEvoy, Premier Building Products, Inc., Charlotte, NC
03 Dan Wheeler, IKO Premium Roofing Products, Inc., Huntersville, NC
03 Andy Butler, Roofers Supply of Greenville, Charlotte, NC
04 Justin Maycher, GAF Materials Corporation, Raleigh, NC
05 Todd Casey, Best Distributing Company, Goldsboro, NC
06 Sean Doughtery, Johns Manville, Raleigh, NC
07 Reid Wester, Best Distributing Company, Myrtle Beach, SC
08 Blaise Craft, IKO Premium Roofing Products, Inc., Gaston, SC
08 Nathan Rollins, Royal Adhesives & Sealants, Greer, SC
09 Greg Norman, GAF Materials Corporation, Greenville, SC
09 Chad Bolt, ABC Supply Company, Inc., Greenville, SC

MAGAZINE COMMITTEE
Henry Sackett (Chairman), George Garven, Rainy Ugenmach,  
Brandon Jackson, Carla B. Sims
Carolinas Contacts welcomes letters to the editor. Views expressed in 
“Letters” are not necessarily those of CRSMCA. Letters must be signed 
and include a return address and telephone number. Carolinas Contacts 
reserves the right to edit letters for clarity and length. Send letters to Carla 
B. Sims, Carolinas Contacts, PO Box 7643, Charlotte, N.C. 28241-7643; fax 
(704) 557-1736.
Carolinas Contacts is owned by the Carolinas Roofing & Sheet Metal  
Contractors Association to furnish information, news and trends in the  
Roofing & Sheet Metal industry in the two Carolinas, and is the official 
bi-monthly publication of the Association.
Issued bi-monthly from Association Headquarters 710 Imperial Court,  
Charlotte, NC 28273 (PO Box 7643, Charlotte 28241-7643) as a service  
to the members and advertisers.
Postage Paid at Charlotte, NC.
Advertising and editorial forms close on the 10th of the month preceding 
publication. Advertising rates available upon request to CRS&MCA,  
PO Box 7643, Charlotte, NC 28241-7643.
Printed by CRSMCA, Charlotte, NC 
Graphic Design by Rhonda Sergeant, Charlotte, NC

THE CRSMCA MISSION STATEMENT
To promote and safeguard the common business interest of its members 
and to improve conditions by educating all persons concerning the roofing 
and sheet metal business and industry. To work for the development and 
progress of the roofing and sheet metal business industry and to work with 
individuals’ organizations and governmental agencies toward the achieve-
ment of a stronger profession of the roofing and sheet metal industry.



6    CAROLINAS CONTACTS  |  MARCH/APRIL 2018

in Action
ASSOCIATION

Carla  
B. Sims

CRSMCA  
EXECUTIVE  
DIRECTOR

As I prepare this article, we are closing in at the end 
of the 1st quarter of 2018. The construction industry saw 
a steady pace of projects but the rain we have seen in 
the past month has put a damper in the work fields. Let’s 
hope the spring showers bring a lot of sunshine in the 
coming days to pick up the pace again and well into the 
summer days.

In this issue we are sharing with you the importance of 
Ladder Safety, a record number of over 300 people are 
injured each year due to improper ladder equipment. 
CRSMCA would also like to share with you the latest in 
the steel market pricing and what changes could be im-
pacted during the 2018-year; and lastly, the importance 
of reviewing your contracts with legal assistance to better 
protect your company. 

CRSMCA has a few exciting events coming up fairly soon… 
be sure to check out the information included in this issue 
and on the CRSMCA website (www.crsmca.org) for addi-
tional information and easily accessible registrations.

·  The 1st Annual Spring Golf Tournament will be taking 
place in lieu of the Spring District Meetings at the Rocky 
River Golf Club in Concord, North Carolina. This will be 
an opportunity for the roofing industry to unite in a net-
working and fun environment. CRSMCA would like to 
give the opportunity to the vendors/associate members 
to be sponsors of the tournament to allow them to show-
case their company products, providing an activity, and/
or by providing refreshments. The tournament will fea-
ture a Poker Run during the tournament play as well as 
host an evening awards ceremony with dinner.

  LIMITED SPACE REMAINS. Less than 10 Team Spots avail-
able. Less than 8 Hole Sponsorships available.

  Host Hotel Reservations at the Embassy Suites – Concord 
EXPIRE on APRIL 3! Reserve today!

·  CRSMCA will be celebrating their 75th Anniversary at the 
Annual Meeting/Summer Convention June 20-24 at the 

Marriott Resort & Spa Grande Dunes in Myrtle Beach, 
South Carolina. The detailed agenda and your registra-
tion forms are within this issue.

  Host Hotel Reservations at the Marriott Resort & Spa 
Grande Dunes EXPIRE on MAY 22!

·  NRCA CERTA Train-the-Trainer Authorization and Re-Au-
thorization will be held on Wednesday, October 10 at the 
CRSMCA office from 7am – 6pm. *Registration details are 
available through the Weekly e-Newsletter and on the 
CRSMCA website!

The CRSMCA Board members and staff continue to work 
together to bring the CRSMCA members continuing 
education throughout the year from the Master Install-
ers Certification Program. The next set of classes for the 
Master Installers Certification will be held on April 19-20 
at the CRSMCA office in Charlotte, North Carolina. The 
class topics will be EPDM Membranes (Products & Appli-
cations); Tear-Off, Equipment & Job Set-Up; and The De-
tails-Project Documents. These classes are great for any 
roofing professional that is interested in learning more 
about these areas of the roofing process. Class partici-
pants not only will learn from an expert in the classroom, 
but also receive applicable hands-on demonstrations and 
be tested on the knowledge learned for competency. If 
you are interested in signing up an employee/yourself, 
please contact the CRSMCA office to be included in the 
registration emails. 

As always, if your company needs any form of training, 
please contact the CRSMCA office to discuss how CRSM-
CA can help your company stay safe and educated when 
on the job!

I look forward to seeing you all at the next CRSMCA events 
that are coming up in the Spring and Summer. There is 
always growth and strength in numbers and opportuni-
ties to grow not only YOUR CRSMCA, but YOUR roofing 
industry!
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NC DEPARTMENT 
OF LABOR /OSH

Compliance Bureau Contacts

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

President’s 2019 Budget Represents  
Strong Commitment to Worker Safety
President Donald J. Trump’s fiscal year 2019 budget re-
quest for OSHA supports his continued efforts to assure 
safe and healthful jobs for the American people.

“The President’s budget provides a fiscally responsible 
framework to advance the Department of Labor’s mission 
of ensuring all Americans have access to family-sustaining 
jobs,” said Secretary of Labor Alexander Acosta. “From 
addressing the skills gap through apprenticeships to pri-
oritizing workplace safety, this budget reflects a strong 
commitment to the American workforce. It also includes 
important reforms to ensure that taxpayer dollars are used 
to maximum effect.”

OSHA’s FY 2019 budget request provides an increase 
of $6.1 million for 42 new Compliance Safety and Health 
Officers to continue the agency’s strong commitment to 

enforcement; and another $5.1 million for 24 Compliance 
Assistance Specialists and eight Voluntary Protection Pro-
grams staff to allow the agency to expand its training, out-
reach, compliance assistance, and cooperative programs.

Compliance Date for Crane Operator 
Certification Requirements Set for  
November 10, 2018
OSHA issued a final rule that sets November 10, 2018, as 
the date employers in the construction industry must com-
ply with a requirement for crane operator certification. 
The final rule became effective on November 9, 2017. After 
issuing the final cranes and derricks rule in August 2010, 

Continued on next page

in the CarolinasNEWS

2018 NATIONAL SAFETY STAND-DOWN 
TO PREVENT FALLS TO BE HELD MAY 7-11
The fifth annual National Safety Stand-Down to pre-
vent falls in construction will be held May 7-11, 2018. 
Sponsored by OSHA, the National Institute for Occu-
pational Safety and Health, and CPWR — The Center 
for Construction Research and Training, the week-long 
outreach event encourages employers and workers to 
pause during the work day to talk about fall hazards and 
prevention. In past years, more than 1 million workers 
participated in events.

Tim Childers  
336-776-4420 
tim.childers@labor.nc.gov

Phil Hooper 
919-779-8512 
phil.hopper@labor.nc.gov 
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WHAT IS THE CRSMCA 
MASTER INSTALLER 
CERTIFICATION?
The CRSMCA Roofi ng Academy Mas-
ter Installer Certifi cation Program is 
designed to promote safety issues and 

concerns in the application of the roof systems to prepare 
the employee for best practices in their job performance. 
It is intended for the use by anyone with an interest in 
these roof systems, from roofi ng workers to foremen to 
supervisors. It is a culmination of efforts by contractors, 
manufacturers, suppliers and others who are dedicated to 
promoting safety.

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

HOW CAN YOU GET INVOLVED?
The CRSMCA Roofi ng Academy Committee is always 
searching for instructors 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 instructor, 
donate materials, and/or be a hands-on instructor; please 
contact the CRSMCA offi ce at 704.556.1228 or cbsims@
crsmca.org or the Committee Chairman, David Griffi n, at 
dgriffi n@coastalcommercialroofi ng.com. 

UPCOMING CLASSES
April 19-20, 2018 at CRSMCA Offi ce
·  Class 6: EPDM Membranes: Products & Applications
·  Class 7: Tear Off, Equipment & Job Set-Up
·  Class 8: The Details: Project Documents

	
	

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

FREE! Training Classes are available for employers and 
employees of both the public and private sector; please 
contact Van Henson at (803) 896-7769.

stakeholders expressed concerns regarding the rule’s 
certifi cation requirements. In response, the agency pub-
lished a separate fi nal rule in September 2014, extending 
by three years the crane operator certifi cation and com-
petency requirements. The additional one-year extension 
provides more time for OSHA to complete a rulemaking to 
address stakeholder concerns related to the Cranes and 
Derricks in Construction standard. Read the news release 
for more information.

Department of Labor (DOL) Moving Forward 
with Expansion of Apprenticeship Programs
As the fi rst step in implementing President Trump’s Exec-
utive Order to expand and streamline registered appren-
ticeship programs, DOL announced it is establishing a 
Task Force on Apprenticeship Expansion. The task force 
will advise Secretary of Labor Alexander Acosta and make 
policy recommendations as DOL develops a proposal to 
implement the president’s Executive Order, which propos-
es expanding apprenticeships through the development 
of third parties such as trade and industry groups, non-
profi t organizations, unions and joint labor-management 
organizations. NRCA CEO Reid Ribble has applied to be 
a member of the task force because he believes this ini-
tiative, if structured properly, has great potential to help 
NRCA members address their future workforce develop-
ment needs. New apprenticeship options that are more 
streamlined and fl exible in meeting employer needs could 
help facilitate implantation of NRCA’s Pro Certifi cation 
Series worker training program, which is currently being 
developed. Additionally, Ribble participated in a recent 
meeting in Washington, D.C., with other construction in-
dustry leaders to discuss strategies to ensure DOL’s reg-
ulation to expand and streamline apprenticeships meets 
the construction industry’s future workforce needs.

NCDOL, cont. from previous page
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Recognize the Importance 
of Roofs, Roofi ng Industry 
During National Roofi ng Week, 
June 4-10 
Organized by NRCA, National Roofi ng 
Week takes place each summer. Its 
mission is to increase awareness across 
the U.S. about the signifi cance of roofs 
to every home and business and share 
the good deeds of the industry. Na-
tional Roofi ng Week also promotes 
the importance of hiring a profession-
al roofi ng contractor and making in-
formed decisions about maintaining or 
replacing any roof system.

The roof is one of the most import-
ant components of a home or busi-
ness’ structure, yet it is often taken 
for granted until it falls into disrepair. 
NRCA encourages members to par-
ticipate in National Roofi ng Week by 
engaging in their communities and 
informing the public about the essen-

tial role roofs and professional roofi ng 
contractors play in every community.

In celebration of National Roofi ng 
Week, NRCA hosts an annual Chil-
dren’s Art Contest, sponsored by 
A.C.T. Metal Deck Supply and the 
International Roofi ng Expo® (IRE). 
NRCA members and their employees 
can participate by having their chil-
dren, grandchildren, step-children, 
nieces and nephews enter artwork in 
the contest. NRCA members and staff 
members celebrate National Roofi ng 
Week through contributions to char-
itable organizations in their commu-
nities. Members throughout the U.S. 
are encouraged to share their stories 
of charitable giving with NRCA, who 
will promote their efforts through so-
cial media, NRCA’s Roof Scoop blog 
and Professional Roofi ng magazine.

Additional information about Na-
tional Roofi ng Week can be found at 
www.nrca.net/roofi ngweek

LEARN ABOUT 
THE CRSMC
SELF-INSURERS FUND
Carolinas Roofi ng and Sheet Met-
al Contractors – Self-Insurers Fund 
is the oldest worker’s Compen-
sation group funded in the Car-
olinas and could be saving your 
company money! Members with-
in the CRSMC-SIF program are 
not just purchasing their workers 
compensation, but investing into 
a program that brings additional 
value to their company through a 
commitment to ensure the safety 
of their employees. As a member/
customer within the program, you 
participate in building a fund that 
is benefi cial for all members/cus-
tomers within the program, 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 CRSMCA through sponsor-
ing the CRSMCA Annual Meet-
ing/Summer Convention and 
attendance of Trustees at the 
event. HAVE YOU CONSIDERED 
CRSMC-SIF FOR YOUR WORK-
ERS COMPENSATION NEEDS?

in the CarolinasNEWS

Continued on next page
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Roofs Included in New 
Expensing Rules Under Tax 
Reform Law
NRCA is thrilled the Tax Cuts and Jobs 
Act expands the definition of qualified 
real property eligible for full expens-
ing under Section 179 of the tax code 
to include improvements to nonresi-
dential roofs. The conference report 
states that the provision “expands the 
definition of qualified real property 
eligible for section 179 expensing to 
include any of the following improve-
ments to nonresidential real prop-
erty placed in service after the date 
such property was first placed in ser-
vice: roofs; heating, ventilation, and 
air-conditioning property; fire protec-
tion and alarm systems; and security 
systems.” The law also expands the ex-
pensing limits under Section 179, with 
the maximum amount a business may 
expense increasing from $500,000 to 
$1 million and the phase-out thresh-
old increasing to $2.5 million. The 
new rules are effective for properties 
placed in service in taxable years be-
ginning after Dec. 31, 2017. This is a 
major victory for NRCA, as our years 
of efforts to educate lawmakers on 
the economic benefits of expensing 
roofs has paid off.

NRCA Releases Vegetative 
Roof Systems Manual
NRCA has made available The NRCA 
Vegetative Roof Systems Manual, 
Third Edition, which provides techni-
cal information for those involved with 
the design and installation of quality 
vegetative roof systems. The publi-
cation also addresses waterproofing 
systems and their associated com-
ponents – including the protection 

course, root barrier, drainage layer 
and thermal insulation – and overbur-
den of growth medium and plantings.

NRCA’s One Voice Initiative
NRCA launched its One Voice Initia-
tive to unite the roofing industry and 
speak with one voice about matters 
critical to the roofing industry’s con-
tinued success. NRCA 
believes the roofing 
industry has matured 
to the point where the 
views and concerns of 
contractors, manufacturers, distribu-
tors and others in the industry align 
on the vast majority of issues they 
face. There is a clear consensus to 
move the industry forward together, 
and NRCA is reaching out to man-
ufacturers, distributors, architects, 
engineers and consultants with the 
goal of having them become fully en-
gaged with NRCA, as partners.

To ensure more industry sectors 
are given an opportunity to partici-
pate fully, NRCA’s board of directors 
amended the association’s bylaws at 
its Feb. 27, 2017, meeting in Las Vegas 
to grant a minority position on NRCA’s 
board of directors for manufacturers, 
distributors, architects, engineers 
and consultants who desire greater 
partnerships with the organization. 
NRCA also is committed to involving 
more people from the supplier and 
design communities in NRCA com-
mittee and task force work.

NRCA believes there are several rea-
sons to launch its One Voice initiative 
now. For one, the roofing industry 
faces compelling workforce challeng-
es that require collective efforts to 
address them effectively. At the top 
of that list is the need for qualified la-
bor. According to the Bureau of Labor 
Statistics, the roofing industry lost 
close to 30 percent of its workforce 
during the recession, and though the 
economy has rebounded in recent 
years, a significant portion of those 
lost workers have not returned. NRCA 

members are struggling to attract 
millennial workers to replace a work-
force that is steadily aging.

Another reason for launching NRCA’s 
One Voice initiative is there is a unique 
window of opportunity to effect 
meaningful change in Washington, 
D.C. Although representatives from 

various industry seg-
ments undoubtedly will 
disagree with some of 
the policies proposed 
by the new administra-
tion, there are many all 

industry parties will agree on—and we 
now have the opportunity to become 
active participants as those policies 
evolve.

Some of these policies already have 
been identified, and work has be-
gun on them. They include tax policy, 
regulatory reform and immigration 
policy. The roofing industry needs to 
be at the table as these policies are 
debated and new laws and rules are 
developed.

To achieve success with the govern-
ment relations efforts, NRCA is repo-
sitioning its Washington, D.C., office 
as the roofing industry’s Washington, 
D.C. office. NRCA plans to add three 
additional full-time staff members 
there to increase the roofing indus-
try’s footprint, move its agenda for-
ward and take steps that will ensure 
the involvement of all interested par-
ties in the industry.

Finally, there are a host of additional 
activities where the industry will ben-
efit from NRCA’s One Voice initiative. 
For example, the industry needs bet-
ter collaboration and representation 
for building code issues, and it needs 
continued discussion and representa-
tion for insurance concerns. And the 
industry needs to work together to 
increase professionalism throughout 
all aspects of the roofing profession, 
which will, in turn, helps improve the 
industry’s image, enhancing every in-
dustry segment.

in the Carolinas
NEWS

NRCA, cont. from previous page
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Member Partners
NRCA wishes to thank the following member partners for 
their vision and commitment to its One Voice Initiative to 
unite the roofi ng industry and speak with one voice about 
matters critical to the roofi ng industry’s continued success: 
·  ABC Supply Co. Inc., Beloit, WI 
·  ATAS International, Allentown, Pa. 
·  Carlisle Construction Materials, Carlisle, Pa.
·  Derbigum Americas Inc. 
·  FiberTite Roofi ng Systems, Wooster, Ohio 
·  GAF Materials Corporation
·  Johns Manville
·  Owens Corning Inc., Toledo, Ohio 
·  ROXUL Inc., Milton, Ontario 
·  Sika/Sarnafi L Inc., Canton, MA 
·  SRS Distribution Inc., McKinney, Texas 
·  Tremco Inc., Beachwood, Ohio 
·  Trent Cotney, Trent Cotney, P.A., Jacksonville, FL

For more information about NRCA and its One Voice ini-
tiative, please contact Alison LaValley, NRCA’s vice pres-
ident of strategic partnerships and development at ala-
valley@nrca.net, or Carl Good, NRCA’s vice president of 
membership, marketing and business development at 
cgood@nrca.net.

Start Safely, End Successfully
Publications:
* NRCA releases vegetative roof systems manual: NRCA 
has made available The NRCA Vegetative Roof Systems 
Manual, Third Edition, which provides technical informa-
tion for those involved with the design and installation of 
quality vegetative roof systems.

·  Toolbox Talks
·  The NRCA Safety Manual, Third Edition
·  NRCA Pocket Guide to Safety

DVD-Based Training:
·  Fall Protection Compliance Program – Serving Up Safety: 

A Recipe for Avoiding Falls on the Job
·  Hazard Communication Program: Know the Signs
·  Material Handling Series: Overhead and Understood

NRCA has the Spanish Training Programs 
You Need!
NRCA has the resources you need to train your Span-
ish-speaking workers about valuable safety practices!

NRCA University provides essential training in Spanish for 
all your workers, including: 

·  NRCA Toolbox Talks 
·  Serving Up Safety: A Recipe for Avoiding Falls on the Job 
·  NRCA Pocket Guide to Safety 
·  Roofi ng Industry Fall Protection from A to Z 
·  And many more Spanish-language offerings 

NRCA has a vast array of NRCA benefi ts to help your busi-
ness prosper. Visit www.nrca.net/membernavigation to 
learn more.

NRCA is continuing their popular series of FREE WEBI-
NARS on the third Thursday of each month. These new 
and innovative webinar topics and presenters have been 
selected to expand your knowledge by giving you new 
ideas that you can implement into your company immedi-
ately. Each webinar offers a unique experience specifi cally 
tailored to roofi ng professionals. Don’t miss out on these 
live opportunities to stay up to date with industry issues 
affecting your business.

For upcoming webinars and all previous webinar record-
ings, visit www.nrca.net/webinars.

UP and DOWN EASTERN U.S.
·  Virginia Association of Roofi ng Professionals, 

www.varoofi ngprofessionals.org
·  Tennessee Association of Roofi ng Contractors, 

www.tarcroof.org 
·  Kentucky Roofi ng Contractors Association, 

www.krca.org 
·  Roofi ng & S/M Contractors Association of GA, 

www.rsmca.org 
·  Florida Roofi ng & Sheet Metal Association, 

www.fl oridaroof.com
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CAROLINAS MID-WINTER  
ROOFING EXPO RECAP
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THURSDAY, MAY 3, 2018 
ROCKY RIVER GOLF CLUB 
 

⃝  Title Tournament Sponsor - $4,000 Contribution 
Sponsor Benefits 

• Limit (1) company 
• Four golf individuals in the golf tournament 
• Individual logo banner at golf tournament 
• Signage on choice of sponsored hole 
• Company logo in articles, on website and social media 

 

⃝  Platinum Tournament Sponsor - $2,000 Contribution 
Sponsor Benefits 

• Four golf individuals in the golf tournament 
• Company logo listed on official tournament banner 
• Signage on choice of sponsored hole [1st come, 1st serve] 

 

⃝  Hole Sponsor - $750 Contribution 
Sponsor Benefits 

• Signage on sponsored hole 
• Opportunity to set your promotional items 
• Will refreshments be provided?  No Yes 

_______________________________________________________________ 
 

⃝  Foursome Team - $400 for four (4) golfers in the tournament, green fees, reception and awards ceremony 
 

Other Opportunities 
⃝ Beverage Cart Sponsor $2,000 (Exclusive): company logo recognition, signage on cart 
⃝ Lunch Sponsor $500 (Exclusive): company logo recognition and signage 
⃝ Reception Sponsor $500 (Exclusive): company logo recognition, reception welcome, signage 
⃝ Poker Run Sponsor $500: company logo recognition and signage 
⃝ Awards Reception Door Prize Donation/Gift $50 
 

Name of Golfer(s) 
 
1. ________________________________ HDCP (        ) 2.   _____________________________________  HDCP (        ) 

 
3. ________________________________ HDCP (        ) 4.   _____________________________________  HDCP (        ) 
 

Payment Selected:  ⃝ VISA|MC ⃝ AMEX ⃝ CHECK 
 
_________________________________________________________________________________________________ 
Credit Card No.     Exp Date  CVV Code  AMOUNT 
 

_________________________________________________________________________________________________ 
Name on Card     EMAIL for confirmation 
 

Payments must be received with registration; checks made payable to CRSMCA 
 

Contact the CRSMCA office for more information | 704.556.1228 | cbsims@crsmca.org 

 
Sponsored by 

 
RETURN BY APRIL 16, 2018 

Payment must be received with form 
 

Tournament space is limited to 
the first 30 teams, 2 teams per 
company (including sponsors) 

Registration  
10:30am 

 

Captain’s Choice 
12:00pm/noon 

 

Reception & 
Awards 
5:00pm 

Poker Run $20 per 
hand/player 

Draw your 1st playing 
card prior to tee-off, 
each playing card will 

be collected at 
specified hole, with 

final card collected at 
the 18th hole. BEST 
HAND WINS 50% of 

the funds raised.  
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JUNE 20-24, 2018
Marriott Resort & Spa at Grande Dunes 

8400 Costa Verde Drive, Myrtle Beach, SC 
843.449.8880

75TH ANNUAL MEETING/SUMMER CONVENTION

WEDNESDAY, JUNE 20
4:00pm–5:30pm 
CRSMCA Executive  
Committee Meeting

THURSDAY, JUNE 21
8:30am  
Annual Meeting Golf Tournament 
Location: Pine Lakes Country Club

12:00pm–6:00pm 
Registration Desk Open

3:30pm–5:00pm 
CRSMCA Board of Directors &  
Associate Group Liaisons Meeting

5:30pm–7:00pm 
Networking Reception

FRIDAY, JUNE 22, 2018
7:30am–12:00pm 
Registration Desk Open

8:00am–8:45am 
Associate Group Membership  
Meeting

8:45am–9:00am 
Welcome Announcements |  
Business Session

To provide conference details, recog-
nize CRSMCA Board members and 
special sponsors.

9:00am–10:00am 
NRCA Update
NRCA will update CRSMCA members 
on NRCA activities and trends within 
the roofing industry and nationwide.

10:00am–11:30am 
Education Session

6:30pm–7:30pm 
Networking Reception

SATURDAY, JUNE 23, 2018
8:30am–1:00pm 
Registration Desk Open

9:00am–10:30am 
Past President Roundtable Q & A

Moderated by the 2016-2017 Past 
President, David Griffin. CRSMCA 
Members will discuss current mem-
bership needs and important issues.

10:45am–12:00pm 
CRSMC-SIF Presentation
Sponsored by the CRSMC 
Self-Insurers Fund

1:00pm 
Beach Social
CRSMCA will host a Beach Social for all 
attendees to come and enjoy fun and 
networking. Bring your beach games 
for all to enjoy and participate in!

6:30pm–11:00pm 
Children’s Night Out
Children will be provided dinner and 
snacks; entertained with crafts and 
movies and games. 

6:30pm–7:30pm 
Banquet Reception

7:30pm–9:00pm 
Banquet Dinner | Awards Ceremony
Attendees will dine with the CRSMCA 
Executive Committee, recognize the 
leaders of CRSMCA, welcome new 
Board members and honor the 2018 
graduating class of the CRSMCA Mas-
ter Installers Certification Program. 

9:00pm–11:00pm 
After Party with The Liberty Band

Dance the night away with your fellow 
CRSMCA friends and family members!

HOTEL RESERVATIONS ARE  
OPEN UNTIL MAY 22, 2018

Online Reservations:  
http://crsmca.org/meetinginfo.php?id= 
30&ts=1517237425

Phone reservations: 800.228.9290

Group Code: ROFROFA
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75th	Annual	Meeting	&	Summer	Convention	
June	20	-	24,	2018	

Myrtle	Beach	Resort	&	Spa	at	Grande	Dunes	
8400	Costa	Verde	Dr	|	Myrtle	Beach,	SC	

	

	

	

	

	
COUPLE	REGISTRATION	FEES:	 	
	

Regular	Couple	Registration	 	 	 	 $495		
	

	 Past	President	Couple	Registration	 	 	 $395	
	

RETIRED!	Past	President	Couple	Registration	 	 $175	
	

Children’s	Night	Out	(per	child,	AGES	3	–	12)	 	 $		25	
	
PLEASE	INDICATE	YOUR	EVENT(S)	PARTICIPATION:	
	

NEW	DATE!		Thursday,	June	21,	2018	 	 $125	per	player	
Golf	Tournament	at	Pine	Lakes	Country	Club	 	
Tee-Off	times	begin	at	8:30am		
	
	

_______________________________________________________	
Name	 	 	 	 	 	 Handicap	
	

_______________________________________________________	
Name	 	 	 	 	 	 Handicap	
	

_______________________________________________________	
Name	 	 	 	 	 	 Handicap	
	

_______________________________________________________	
Name	 	 	 	 	 	 Handicap	

	
Saturday,	June	23,	2018	 	 Beach	Social	 	 FREE!	
	
	

________________________________________________________	
Name	 	 	 	 	 	 Age	 	

	

________________________________________________________	
Name	 	 	 	 	 	 Age	 	
	

________________________________________________________	
Name	 	 	 	 	 	 Age	 	

	

________________________________________________________	
Name	 	 	 	 	 	 Age	 	

	
Saturday,	June	23,	2018	 	 Children’s	Night	Out	(3	–	12	years)	
Time:	6:30pm	–	11:00pm		 	 $25.00	per	child	(dinner	included)	
	
	

________________________________________________________	
Name	 	 	 	 	 Age	 Shirt	Size	

	

________________________________________________________	
Name	 	 	 	 	 Age	 Shirt	Size	
	

________________________________________________________	
Name	 	 	 	 	 Age	 Shirt	Size	

	

________________________________________________________	
Name	 	 	 	 	 Age	 Shirt	Size	

	
	

CANCELLATION	POLICY:		All	requests	for	refunds	must	be	made	in	writing	
prior	to	May	15,	2018	for	a	50%	refund.		NO	REFUNDS	will	be	accepted	after	
May	15,	2018	
	

ALL	REFUNDS	WILL	BE	ISSUED	AFTER	THE	EVENT	
	

RETURN	FORM	TO:		CRSMCA	PO	BOX	7643,	CHARLOTTE,	NC	28241	

	
______________________________________________________	
COMPANY	NAME	
	

______________________________________________________	
ADDRESS		 	 	 CITY	 	 STATE	
	

______________________________________________________	
PHONE	 	 	 	 EMAIL	
	

List	first	and	last	names,	as	they	should	appear	on	the	name	badge.	
Please	check	the	box	if	you	are	a	first	time	attendee.		
(First	time	attendees	receive	a	$25	DISCOUNT!)	
	

COUPLE	1	
	

□ ____________________________________________________	
						Name		 	 	 	 City/State	
	

					____________________________________________________	
						Guest		 	 	 	 City/State	
							
REQUESTED	ADULT	SHIRT	SIZES	 □		L	 □		XL	 □		2XL	
	 	

ALLERGIES:		_____________________________________________	
	

COUPLE	2	
	

□ ____________________________________________________	
						Name		 	 	 	 City/State	
	

					____________________________________________________	
						Guest		 	 	 	 City/State	

							
REQUESTED	ADULT	SHIRT	SIZES	 □		L	 □		XL	 □		2XL	
	

ALLERGIES:		_____________________________________________	
	

*CRSMCA	will	make	all	efforts	possible	to	provide	a	comfortable	and	
healthy	atmosphere.	
	
Payment	Information:	
	

Total	Registration	Fee:	 $	____________	
	

Total	Children	Fee:	 $	____________	
	

Total	Golf	Fee:	 	 $	____________		
	
	

GRAND	TOTAL	 	 	 	 $	____________	
	

Method	of	Payment*:	

□	Check	Enclosed	No._____________	 □	VISA|MC|AMEX	
*PAYMENT	MUST	ACCOMPANY	REGISTRATION	TO	BE	PROCESSED!	
	
	

_____________________________________________________	
Account	Number**		 	 Exp.	Date		 CVV	Code	
	
	

_____________________________________________________	
Name	(as	it	appears	on	card)	 	 Signature	
	

**	Please	be	sure	to	include	your	credit	card	information.		Due	to	PCI	Compliance,	
CRSMCA	is	no	longer	able	to	retain	your	credit	card	authorization.		Thank	you		
for	your	understanding.	
	
	
	

	
REGISTRATION FORM 
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75th	Annual	Meeting	&	Summer	Convention	
June	20	-	23,	2018	

Myrtle	Beach	Resort	&	Spa	at	Grande	Dunes	
8400	Costa	Verde	Dr	|	Myrtle	Beach,	SC	

	
	

	
			 	 	 	 	 	 	 	

	
 

CRSMCA	would	like	to	thank	you	for	your	consideration	in	purchasing	a	sponsorship.		All	sponsorship	
purchases	are	applied	to	the	advancement	of	education	to	the	CRSMCA	membership.	
	
ALL	SPONSORSHIPS	WILL	RECEIVE	THE	FOLLOWING	RECOGNITION,	AS	WELL	AS	ADDITIONAL	BENEFITS	
WHERE	NOTED:			
Listing	in	the	CRSMCA	Carolinas	Contacts	Magazine,	Listing	in	the	Annual	Program,	Listing	in	the	Annual	Banquet	Program,	
Listing	on	the	CRSMCA	website,	Listing	in	the	2018-2019	CRSMCA	Membership	Directory,	and	verbal	recognition	at	the	Annual	
Meeting/Summer	Convention	
 
 	 PROFESSIONAL	SPONSOR		 	 	 $5,000	
Included	with	your	sponsorship	is	a	company	banner,	TWO	complimentary	couple	and	TWO	golf	registrations	 	
	

 	 GOLF	TOURNMENT	SPONSOR	 	 $5,000	
Included	with	your	sponsorship	is	a	company	banner,	ONE	complimentary	couple	and	TWO	golf	registrations	
	

DIAMOND	SPONSOR		 	 	 $3,000	
Included	with	your	sponsorship	is	ONE	complimentary	couple	and	ONE	golf	registrations	 	
 		Bags	 	 	  		T-Shirts	

	

PLATINUM	SPONSOR	 	 	 $2,000	
Included	with	your	sponsorship	is	ONE	complimentary	couple	registration	
 		Thursday	Reception	 	  		Friday	Reception	  		Saturday	Banquet	

	

GOLD	SPONSOR	 	 	 	 $1,500	
Included	with	your	sponsorship	is	ONE	complimentary	golf	registration	
 		Audio/Visual	Support	 	  		Saturday	Reception	  		Children’s	Activities	

	

BRONZE	SPONSOR	 	 	 	 $500	
 		Badges		

	

 	 BEACH	SOCIAL	 	 $400	
	

 	 PAST	PRESIDENT	SPONSOR	 $200	
	

 	 GOODWILL	SPONSOR		 $200	
	
METHOD	OF	PAYMENT:			   ! Check	Enclosed 
 
Amount	authorized:	$___________	 	 	 !	AMEX|MasterCard|Visa		
 
 

______________________________________________________________________________________
Company	Name	 	 	 	 	 Contact	Name	
	
	

______________________________________________________________________________________
Account	No.**	 	 	 	 	 Exp	Date	 	 	 CVV	Code	
	
	

______________________________________________________________________________________	
Name	(as	it	appears	on	card)	 	 	 	 Signature		
	
**Due	to	PCI	Compliance,	CRSMCA	is	no	longer	able	to	retain	your	credit	card	authorization.		Please	be	sure	to	include	
your	credit	card	information.		PLEASE	SUBMIT	YOUR	COMPANY	LOGO	VIA	EMAIL	TO	CBSIMS@CRSMCA.ORG	TO	BE	
PRESENTED	DURING	GENERAL	SESSIONS		
	

	

Please	send	the	form	with	
payment	information	to	the	

following	address	or	email	listed:	
	

CRSMCA	
P	O	Box	7643	

Charlotte,	NC	28241-7643	
	

cbsims@crsmca.org		
	

**Please	return	by	May	15,	2018	
to	be	listed	in	the	75th	Annual	
Meeting	&	Summer	Convention	

Program**	
	

GOLF	TOURNAMENT	PRIZES	

	I	would	like	to	sponsor	a	team	prize	
*Sponsor	company	provides	CRSMCA	with	(4)	items	

	I	would	like	to	donate	funds	for	a	team	prize	
*Sponsors	company	provides	monies	to	CRSMCA	

	

SPONSORSHIP FORM 
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2018	GORDON	M.	WATERS	
DISTINGUISHED	SERVICE	AWARD	
75th	Annual	Meeting	&	Summer	Convention	
Myrtle	Beach	Resort	&	Spa	at	Grande	Dunes	

8400	Costa	Verde	Dr	|	Myrtle	Beach,	SC	
	

	
	
	
	
	

	
The	2018	DSA	Committee	Chairman,	is	requesting	nominations	for	the	2018	Gordon	M.	Waters	
Distinguished	Service	Award	recipient.				
	
The	following	are	guidelines	the	committee	uses	to	make	their	decision:	
	
	 Has	served	on	the	board	and	was	an	active	participant		
	 Has	the	respect	of	the	majority	of	our	membership	
	 Should	be	a	Mentor/a	developer	of	next	generation	of	leaders	for	the	association		
	 Good	business	model	 	 	 	 Good	moral	character	
	 Community	leader		 	 	 	 Proven	service	and	leadership	to	the	association	
	 Proven	service	to	the	industry	 	 	 Responds	positively	when	asked	to	serve		 	
	 Shows	true	passion	for	the	association	 	 Should	be	a	long-standing	member	
	
MY	NOMINATION	IS:	
	
	__________________________________________________________________________________	
Name																																													 	 	 Company	
	
Please	give	a	brief	description	as	to	why	you	feel	this	person	deserves	this	award;	we	need	this	
information	to	consider	your	nomination.			
 

 
________________________________________________________________________________________ 
	
 
________________________________________________________________________________________ 
 
 
________________________________________________________________________________________ 
	
	
________________________________________________________________________________________ 
	
	
________________________________________________________________________________________ 
	
Please	send	your	nomination	to	the	association	office	by	MAY	30,	2018	either	USPS	or	email	as	provided	below.		
CRSMCA	will	forward	nominations	to	the	Chairman.		The	committee	will	then	decide	on	the	recipient	by	a	
unanimous	vote.	

	
CRSMCA	

PO	Box	7643	
Charlotte,	NC	28241-7643	

	
cbsims@crsmca.org	 

THANK	YOU	FOR	YOUR	PARTICIPATION	AND	SUPPORT	FOR	CRSMCA!	

NOMINATION FORM 
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As the number of ladder- 
related injuries in the workplace 
increase, companies are restricting 
ladder use and the ladder industry is 
offering new safety features, accord-
ing to Bloomberg BNA.

Deaths involving ladders grew 29 
percent between 2011 and 2015 to 
157, while the overall number of on-
the-job fatalities increased 3 percent 
between 2011 and 2015 to 4,836. Ad-
ditionally, ladder-related injuries seri-
ous enough to require an employee 
to miss at least one day of work in-
creased 9 percent from 2011 to 2015, 
reaching 23,920. In 2015, such inju-
ries led to workers missing a median 
of 21 days from their jobs.

Injury numbers are highest in the con-
struction industry, with 11.2 injured 
workers for every 10,000 employees, 
which is prompting companies to re-
strict ladder use; for example, some 
employers are implementing initia-
tives that involve looking for ways 
to eliminate the need for ladders or 
requiring workers to get written per-
mission from supervisors before us-
ing a ladder.

Additionally, some manufacturers are 
reconsidering the need for ladders 
when designing new manufacturing 
plants. Toledo, Ohio-based Owens 
Corning opened a factory in Gastonia, 
N.C., in 2015 that eliminated about 
85 percent of the proposed require-
ments for fixed and portable ladders.

When eliminating ladders, safe alter-
natives are necessary. Although the 
alternatives could come with a cost to 
employers, advocates say those costs 
will be paid for by fewer injury claims 
and lost work days.

THE FACTS 
ABOUT LADDER 
SAFETY
Companies reduce ladder 
use as ladder-related injury 
numbers rise 

MARCH IS 
NATIONAL LADDER 

SAFETY MONTH
Take Steps to Stay Safe
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In addition, the ladder industry is of-
fering products and design innova-
tions meant to reduce the chance of 
workers falling, such as eliminating 
the flat section atop A-frame ladders 
to discourage people from standing 
on top of the ladder; height-adjust-
able A-frame ladders with a cage 
at the top; and a clicking sound to 
let workers know when they have 
reached the bottom rung of a ladder. 

CLIMBING LADDERS SAFELY
Every year over 300 people die in lad-
der-related accidents, and thousands 
suffer disabling injuries. March 2018 
marks the second annual National 
Ladder Safety Month. This special 
emphasis is intended to raise aware-
ness of ladder safety and to decrease 
the number of ladder-related injuries 
and fatalities. In the last Safety Talk, 
we addressed some ladder safety ba-
sics. In this Safety Talk we will address 
the physical act of climbing a ladder 
– including both ascending and de-
scending a ladder.

Factors contributing to falls from lad-
ders include being in a hurry, sudden 
movement, lack of attention, the con-
dition of the ladder (worn or dam-
aged), footwear, and even the user’s 
physical condition.

Although the user’s weight or size 
typically does not increase the like-
lihood of a fall, it can impact their 
posture and agility. Improper climb-
ing posture lead to falls. Reduce your 
chances of falling during the climb by:
·  wearing slip-resistant shoes with 

heavy soles to prevent foot fatigue;
·  cleaning the soles of shoes to maxi-

mize traction;
·  using towlines, a tool belt or an as-

sistant to convey materials so that 
hands are free when climbing;

·  climbing slowly and deliberately 
while avoiding sudden movements;

·  never attempting to move a ladder 
while standing on it;

·  keeping the center of your belt buck-
le (stomach) between the ladder side 
rails when climbing and while work-

ing. Do not overreach or lean while 
working so that you don’t fall off the 
ladder sideways or pull the ladder 
over sideways while standing on it.

In addition to the above, it is safest to 
utilize three points-of-contact when 
climbing a ladder, because it min-
imizes the chances of slipping and 
falling from the ladder. At all times 
during ascent, descent, and working, 
the climber must face the ladder and 
have two hands and one foot, or two 
feet and one hand in contact with the 
ladder steps, rungs and/or side rails. 
In this way, the climber is not likely 
to become unstable in the event one 
limb slips during the climb. It is im-
portant to note that the climber must 
not carry any objects in either hand 
that can interfere with a firm grip on 
the ladder. Otherwise, three points-
of-contact with the ladder cannot 
be adequately maintained and the 
chance of falling is increased in the 
event a hand or foot slip occurs.

On our jobs, which of the above rules 
for safe climbing do you think are most 
often overlooked or avoided? Why do 
you think that is? What additional rules 
for safe climbing do you think should 
be added to the above list?

THREE SIMPLE STEPS THAT 
CAN HELP PREVENT FALLS 
FROM LADDERS:
·  Plan ahead to get the job  

done safely.
·  Provide the right ladder for the job 

with proper load capacity.
·  Train workers to use ladders safely

LADDER INSPECTION  
AND DISPOSAL 
Failing to properly inspect each part 
of your ladder and your equipment 
could mean putting yourself in dan-
ger. Here are a few reminders of what 
you should be inspecting: 
·  Safety Shoes 
·  Ropes 
·  Locks And Pulleys 
· Rungs 

·  Connections And Fasteners
· Rails

Finding that your ladder is unsafe to 
use but not sure how to dispose of it? 

Remember – if you dispose of a lad-
der improperly and it is picked up and 
used by someone else, you could be 
held liable if that individual is injured 
on the damaged ladder. 
·  DO cut the ladder in half by cutting 

directly down the center of the rungs 
from top to bottom. 

·  Do NOT cut the ladder in half across 
the rails. It is possible that someone 
may still see this as a usable ladder 
and attempt to work with it. 

DO YOU KNOW WHAT  
TO CHECK FOR?
Reminders about your ladder:
·  Determine what type of ladder is ap-

propriate for your current work envi-
ronment

·  Confirm that the ladder is the appro-
priate length for the task

·  Check that your ladder has the 
proper Duty Rating 

·  Thoroughly inspect the ladder to en-
sure it is in good working condition 

·  Clean the climbing and gripping 
surfaces

·  Read the safety information label(s) 
on the ladder

Reminders about your surroundings:
·  Confirm that the ground where the 

ladder is set-up is firm and level
·  Confirm that any surrounding doors 

are blocked open, locked or proper-
ly guarded

·  Ensure that the weather is sufficient-
ly safe for using a ladder

Reminders for YOU:
·  Clean the soles of your shoes to max-

imize traction and avoid slipping
·  Ensure that you are not tired, dizzy or 

prone to losing your balance before 
using the ladder

·  Use towlines, a tool belt or an assis-
tant to convey materials so that your 
hands are free when climbing 

·  Maintain three points of contact with 
the ladder while climbing
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F A C T  S H E E T
Safety 
Walk-Around 
for Managers

This fact sheet provides guidance to 
help managers and business owners 
identify hazards in the workplace and 
communicate with workers about 
hazards in their jobs, by conduct-
ing safety walk-arounds.

There are at least two rea-
sons why managers and 
owners should periodi-
cally conduct workplace 
inspections themselves. 
First, inspections demon-
strate management’s 
commitment to improv-
ing safety and health by 
fi nding and fi xing hazards. 
Second, walk-arounds let 
managers see for themselves 
how the safety and health pro-
gram is working and whether it 
is eGective in identifying and elim-
inating hazards. Safety walk-arounds 
can also help managers and owners 
assess how key elements of the safety 
program are working. For example, 
how engaged are employees in the 
program? Do employees feel they 
have received appropriate training? 
Do they know how to report a safety 
or health incident or concern?

PRE-INSPECTION 
ACTIVITIES
Preparation is important prior to 
starting an inspection. Take the time 
to familiarize yourself with the work-
place and operations and the hazards 
that have been previously identifi ed. 
Pre-inspection activities might include:
·  Identify the most hazardous areas by 

examining past inspection reports, 

injury and workers compensation re-
cords, incident investigation reports, 
and recent near miss incidents. Plan 
to focus your inspections on areas 
where hazards have been identifi ed 
and check to see if previously-identi-
fi ed hazards have been abated or if 
further action is needed.

·  Talk to workplace safety representa-
tives and other managers or supervi-
sors about their safety observations 
and concerns.

·  If the workplace has a safety com-
mittee, meet with the committee 
prior to the inspection to get their 
perspective on the most important 
safety issues.

·  Determine what safety equipment 
you will need to conduct the inspec-
tion (it is important to lead by exam-
ple, and wearing the right personal 
protective equipment [PPE] sets a 
good example).

·  Practice wearing the PPE to make 
sure you know how to put it on prop-
erly, and that it fi ts.

·  Consider taking the same hazard 
identifi cation safety training taken 

by workers, managers, or the 
safety committee.

ONSITE 
INSPECTION 
ACTIVITIES
When onsite, make 
sure you are wearing 
the right PPE for each 
area you enter. Noth-
ing takes away credibil-

ity faster than having the 
wrong PPE, or not wear-

ing it properly. Be safe; 
don’t expose yourself to haz-

ards during an inspection.

Limit the size of the inspection 
group. Large groups tend to stifl e 
open communication with employees.

Look for easily observable hazards 
fi rst, such as:
· Tripping hazards
· Blocked exits
· Frayed/exposed electrical wires
· Missing machine guards
· Poor housekeeping
· Poorly maintained equipment

Look for property damage, such as 
walls or doors damaged by equip-
ment or forklift traffi c. Such damage 
may indicate a potential for future 
worker injuries.

Talk to workers at their work stations. 
Workers are likely to know the most 
about the hazards and safety issues 

U.S. Department of Labor
www.osha.gov

(800) 321-OSHA (6742)
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in their jobs. Tap into that knowledge. 
Make them comfortable talking with 
you. Assure them that you are inter-
ested in finding problems and fixing 
them, i.e., improving safety, not blam-
ing anyone for your findings. Avoid 
yes/no questions. Encourage conver-
sation. Ask open-ended questions 
such as:
·  What is the most hazardous task in 

your job? What do you recommend 
to eliminate those hazards?

·  If you have been injured in your job, 
what was the injury and how did it 
happen? What was done to make 
your job safer?

·  How would you report an injury, haz-
ard, or near miss?

Seek out and talk to the most recent-
ly-hired workers to get their perspec-
tive on safety. These “fresh eyes” 
could have valuable insights.

Observe workers as they perform 
their job. For example, do they lift 
heavy objects? Do they stand/sit in 

awkward postures? Are they per-
forming repetitive motions? If so, take 
notes and photos. If their job involves 
handling chemicals or exposure to 
excessive noise and/or heat, a more 
detailed evaluation by a safety pro-
fessional may be in order.

Try to find solutions for hazards while 
you are conducting the inspection by 
applying your own creativity and in-
spiring the creativity of workers. Find-
ing solutions “on the spot” demon-
strates your commitment to making 
the workplace safer.

Prior to completing the inspection, 
make a list of hazards that need to 
be addressed and prioritize them ac-
cording to the severity of the potential 
injuries that might occur as a result of 
workers being exposed to the hazards.

POST-INSPECTION 
ACTIVITIES
Post-inspection follow-up is important 
to establishing your credibility as a 

manager who is committed to improv-
ing safety. Failure to follow up can of-
ten stifle worker participation and en-
thusiasm, which can be hard to regain.

Very soon after your inspection, pre-
pare an abatement plan containing a 
list of the hazards found, corrective 
actions needed, and a reasonable 
timeline for implementation. Some 
complex hazards may require fur-
ther evaluation, study, or engineering 
work to design and implement ap-
propriate controls. Describe briefly 
how the hazards will be addressed 
and identify interim controls that will 
be used while more permanent mea-
sures are developed.

Share the abatement plan with man-
agers, supervisors, and workers as a 
way of showing your commitment to 
fixing the safety issues found during 
your inspection. Track progress by 
sharing or posting periodic updates to 
the plan. Ensure all corrective actions 
are implemented in a timely fashion.
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Steel Market Update, |
printed January 2, 2018

The year 2017 proved a bit “odd” as 
the threat of political action against 
foreign steel worked against the do-
mestic steel mills. Early in the year, 
newly crowned President Trump 
authorized the U.S. Department of 
Commerce, led by former steel mag-
nate Wilbur Ross, to investigate if the 
steel industry is essential to the U.S. 
for reasons of national security, and 
thus should be shielded from unfairly 
traded foreign imports.

Although supported by the U.S. steel 
mills, the Section 232 investigation 
was not requested by the domestic 
producers who had already won vic-
tories utilizing antidumping and coun-
tervailing duty rulings on corrosion 
resistant, cold rolled, hot rolled and 
plate steels during calendar year 2016. 
Those rulings took monthly foreign 
steel imports, which had been as high 
as 4 million net tons, down to 2.4-2.6 
million tons in the second half of 2016.

With the promise of an early determi-
nation on the Section 232 investiga-
tion that President Trump requested 
for June 2017, the industry prepared 
for the worst by increasing purchases 
of foreign steel. The number of tons 
imported rose from 2.6 million at the 
beginning of the year to well over 3 
million net tons by the summer.

It was the widespread belief in the steel 
community that Secretary Ross would 
advise the president the steel indus-
try is essential to the well-being of the 
country and would suggest special du-
ties or quotas to control foreign steel 
tonnage sent into the United States.

World Trade Today reported, “In early 
June, Trump told a crowd in Cincin-
nati that the steel industry would be 
‘very happy’ with the outcome of the 
investigation. ‘Wait till you see what 
I’m going to do for steel and your 
steel companies,’ he said. ‘We’ll be 
seeing that very soon. The steel folks 
are going to be very happy.’”

The June 2017 deadline has come 
and gone. The Commerce Depart-
ment recommendation is now due by 
no later than Jan. 14, 2018 (which is 
the Sunday prior to a national holiday) 
and the administration has given no 
indication of what Secretary Ross will 
recommend, or even if the president 
will take any action at all.

As noted by World Trade Today, the 
Trade Expansion Act of 1962 calls for 
the Commerce Department to con-
sult with the Defense Department on 
methodological and policy questions 
related to a 232 investigation. The 
Defense Department has reviewed 
drafts of the Commerce Department’s 
national security recommendations. 
Yet Defense Secretary James Mattis 
is reportedly against some of the pro-

posed restrictions unless there are 
“signifi cant carveouts” for U.S. allies.

So, the early “Gray Swan” event for 
2018 will most likely be how (or if) the 
government defi nes steel as essen-
tial to national security. If the DOC 
and President Trump fi nd steel to be 
critical, what will the president do re-
garding any quotas or sanctions? And 
what happens to the industry and 
specifi cally to foreign steel traders 
(and tonnage) should the response 
be a whimper rather than a bang?

CIRCUMVENTION RULING 
– WHAT DOES IT MEAN?
Late in 2017, the U.S. Department of 
Commerce ruled that hot rolled and 
cold rolled steels from China convert-
ed to cold rolled and corrosion re-
sistant steels in Vietnam did not con-
stitute “signifi cant transformation.” 
Under past rules, when substrate was 
altered by rolling or coating, the con-
version created a new product (hot 
rolled to cold rolled, cold rolled to 
coated) and thus changed the coun-
try of origin. U.S. steel mills argued 
that China was trying to avoid the an-
tidumping and countervailing duties 
applied to their exports of hot rolled 
and cold rolled by shipping the steel 
to Vietnam for further rolling, thereby 
circumventing U.S. duties/deposits. 
The U.S. mills argued that the high 
cost of production was in the cre-

2018 — WILL POLITICAL 
RISKS TRUMP 

STEEL CYCLES?
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ation of the hot rolled substrate from 
which the other products emanate. 
The DOC agreed and have ordered 
the importer of record (the compa-
ny responsible for clearing the steel 
through customs in the U.S.) to pay 
the Chinese duties/deposits of more 
than 200 percent on the original hot 
rolled or cold rolled substrate used 
by the Vietnamese mills. The duties/
deposits will be applied to Vietnam-
ese cold rolled and coated steels 
that arrived going back to November 
2016. The duties/deposits only apply 
to the mills/traders that cannot prove 
they did not use Chinese substrate.

There is a bigger issue here that may 
impact more than just Vietnam. The 
“significant transformation” rules re-
garding conversion and country of or-
igin are no longer valid, which means 
all conversion mills located outside of 
the United States must be prepared 
to prove the substrate they are us-
ing was not originally from a country 
whose steel is subject to antidumping 
or countervailing duties in the United 
States. U.S. buyers of foreign steel will 
need to be extra vigilant to make sure 
the origin of the substrate being used 
can be clearly and cleanly traced back 
to a producing mill that does not have 
dumping duties or deposits due from 
past U.S. trade cases.

During 2018, we may see more ar-
guments by the domestic mills (or 
self-initiated by the DOC) against oth-
er countries that are buying substrate 
from AD/CVD-affected sources. One 
example could very well be South Ko-
rean OCTG and line pipe, which is be-
ing manufactured from either Korean 
or Chinese hot rolled—both of which 
are subject to U.S. duties/deposits 
from past trade cases.

PRESIDENT TRUMP’S 
EXECUTIVE ORDERS 
ON DEFICITS AND BUY 
AMERICAN
Early in the Trump administration, the 
president signed many memoran-
dums and executive orders directing 

the DOC, as well as the U.S. Trade 
Representative and Homeland Se-
curity, to review trade-related issues 
that have been negatively affecting 
the steel industry and the country’s 
trade deficit. Here are a few that may 
ultimately impact the steel industry 
during calendar year 2018:

·  World Trade Today reported that on 
March 31, 2017, President Trump is-
sued an executive order calling for 
the Department of Homeland Se-
curity to review two reports on how 
to enhance the collection of anti-
dumping and countervailing duties 
at the border. The order called for 
the reports to be submitted within 
90 days, which ended on June 29. 
A DHS spokeswoman in July told In-
side U.S. Trade the reports were un-
der review by the agency and were 
expected to be submitted to the 
White House soon.

·  World Trade Today reported that 
President Trump also submitted an-
other executive order on March 31, 
2017, regarding trade deficits. The 
executive order and a subsequent 
Federal Register notice outlining 
the scope of the task directed Com-
merce Secretary Wilbur Ross and 
U.S. Trade Representative Robert 
Lighthizer to submit the “Omnibus 
Report on Significant Trade Defi-
cits,” examining the causes of U.S. 
trade deficits on a country-by-coun-
try basis. The Commerce Depart-
ment in June submitted the report 
to the White House. It has not been 
made public.

·  On April 18, 2017, President Trump 
issued an executive order directing 
that a report be sent to the White 
House by all government agencies 
no later than Nov. 24, 2017, on “the 
monitoring of, enforcement of, im-
plementation of, and compliance 
with Buy American laws within their 
agencies.” The report is under re-
view by the White House.

·  The April 18 order also directs the 
DOC and USTR to complete assess-

ments of the effects that free trade 
deals and the World Trade Organi-
zation’s Government Procurement 
Agreement have on Buy American 
Laws, including their impacts on the 
implementation of domestic procure-
ment preferences. The assessment 
is expected to cover the 1933 Buy 
American Act—which stipulates that 
products are compliant as long as 
they are “substantially transformed” 
in the U.S.—and 1982 Buy America 
Act provisions, which require trans-
portation infrastructure projects 
to use iron and steel that is melted, 
poured and finished in the U.S.

·  On Jan. 24, 2017, President Trump 
issued a memorandum regarding 
construction of U.S. pipelines. Based 
on reporting by World Trade Today, 
the memorandum called for new 
and retrofitted pipelines to use only 
materials and equipment produced 
in the U.S. The memo directed the 
Commerce secretary to develop a 
plan to require domestic sourcing of 
materials for pipeline construction. 
The Commerce Department said it 
would deliver a plan to the president 
by July 23. A Commerce Department 
spokesman said the report was sub-
mitted to the White House on time 
and is under review. Canada and 
the European Union separately sub-
mitted comments to Commerce in 
April arguing that “the imposition of 
domestic preference requirements 
on private companies would be un-
precedented and would run afoul of 
WTO rules and trade agreements.”

STRONGER PRICING CYCLE 
HEADING INTO 2018?
Foreign steel traders have once again 
responded to the due date of the Sec-
tion 232 report from DOC to the presi-
dent by shrinking the number of foreign 
tons coming into the United States. We 
saw tonnage drop in November, and 
the December trend is for imports to 
be around 2.3 million net tons.

Ferrous scrap prices have been mov-

Continued on page 27
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Dive Brief
U.S. construction companies this year 
hired fewer workers than they did in 
2016, and their existing employees 
are working longer hours, according 
to TSheets.

TSheets analyzed payroll data from 
12,000 construction companies and 
found that employees are working a 
39.6-hour week, compared with 39.2 
hours in 2016 and 38.4 hours in 2015. 
Companies using TSheets’ services 
grew their workforces by only 1.15% 
between January and November of 
this year, down from 1.52% in 2016. 
Only 1% of the workers TSheets tracks 
worked overtime, but those who did 
put in nearly 10 extra hours a week.

The lack of an expanding workforce 
raises productivity concerns, TSheets 
said. The company points to an anal-
ysis by The Economist that found 
the construction industry is only half 

as productive today as it was in the 
1960s and hesitant to invest in the 
technology available to it because of 
the volatile nature of construction. 

Dive Insight
Construction productivity is a nation-
al and global concern. According to 
a McKinsey Global Institute report re-
leased earlier this year, the U.S. con-
struction industry has failed to keep 
up with the U.S. compounded annual 
business productivity growth rate of 
1.76%. Further, it has seen a produc-
tivity decline of 1.04% since 1995. 
McKinsey also found that the global 
productivity growth rate is 2.8% but 
determined that the worldwide con-
struction industry is less than half of 
that figure. The organization said that 
the U.S. construction industry will not 
be able to support an aggressive in-
frastructure program or significant-
ly add to the nation›s housing stock 

without coming up with ways to be 
more productive.

In 2015, a World Economic Forum 
study rang a similar warning bell 
about the construction industry›s 
lack of productivity. The group said 
that if the industry could ramp up pro-
ductivity and save just 1% of costs, it 
would pay off in $100 billion of sav-
ings every year.

One of the ways the industry has tried 
to increase productivity is through 
prefabrication and off-site construc-
tion. Gaston Electrical principal Bill 
Weber told Construction Dive earlier 
this year that the company reduced its 
labor requirements on some jobs by 
50% using prefabrication MEP racks, 
which are 20- to 30-foot panels that 
are pre-fitted with ductwork, piping 
and raceways. Gaston owns a prefab 
facility and collaborates with other 
subcontractors during production.

CONSTRUCTION WORKERS 
PUTTING IN LONGER HOURS, 
INDUSTRY HIRING DOWN

Written by Kim Slowey , Construction Dive

R E P O R T
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ing higher over the past couple of 
months and are forecast to rise again 
in January 2018.

The domestic steel mills have kept 
pressure on spot pricing of flat rolled 
by announcing price increases. SMU 
expects another increase announce-
ment to be made once scrap prices 
settle early in January.

For those of you purchasing coated 
steels (galvanized and Galvalume), 
the spot price of zinc on the LME end-
ed 2017 at $1.5034 per pound. This is 
very close to the five-year high set in 
late October 2017. At the same time, 
inventories of zinc in LME warehous-
es have fallen from 1.2 million metric 
tons five years ago to 183,525 metric 
tons as of the last day of 2017.

The domestic mills are expected to 
become much more aggressive as 
the New Year begins in attempting 
to collect some of the already an-
nounced price increases and to ask 
for even higher prices should lead 
times extend and input costs contin-
ue to rise.

The SMU Price Momentum Indicator is 
pointing to higher prices for flat rolled 
products as we begin the New Year.

STAY WITH STEEL MARKET 
UPDATE AS WE PRODUCE 
SURVEYS, REAL-TIME 
MARKET INFORMATION  
& MORE
For more information on steel prices, 
demand, service center inventories, 
buying trends and market sentiment, 
stay tuned to Steel Market Update 
and our Executive or Premium level 
newsletters, plus access to our web-
site. Come join us in late August in 
Atlanta for the 8th SMU Steel Sum-
mit Conference (Aug. 27-29, 2018). 
We also invite you to participate in 
one of our Steel 101: Introduction to 
Steel Making & Market Fundamentals 
workshops or any of our other work-
shops planned for 2018.

Steel Cycles, cont. from page 25
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Dive Brief
Construction material prices rose 0.7% from October to 
November, marking a 5.6% year-over-year increase and 
representing the largest hike since November 2011, ac-
cording to the Associated Builders and Contractors (ABC).

Crude petroleum (11%), unprocessed energy materials 
(5.5%), natural gas (2.9%) and prepared asphalt, tar roof-
ing and siding (1.2%) saw the biggest month-over-month 
price increases. Crude petroleum (31%), softwood lumber 
(17.4%), unprocessed energy materials (14.4%) and iron 
and steel (10.2%) had the biggest yearly increases. Pric-
es for all categories increased both on a month-to-month 
and year-over-year basis, with the exception of iron and 
steel and steel mill products, which both dropped 1.4%. 

The global construction industry has taken off, according 
to ABC Chief Economist Anirban Basu. That expansion, 
along with rising material prices, should continue into 
next year.

Dive Insight
Softwood lumber is one input price that is sure to rise in 
the coming months as the U.S. and Canada wade through 
a legal battle over the material. Earlier this month, the U.S. 
International Trade Commission affirmed final tariffs on 
Canadian softwood lumber imports, ruling that those im-
ports had hurt the U.S. lumber industry. 

In November, Canadian officials had initiated a North 
American Free Trade Agreement (NAFTA) trade challenge 
against duties on $5.66 billion worth of U.S. lumber im-
ports before formally opening a case at the World Trade 
Organization over the material. Canada said it will seek a 
review of the action under NAFTA’s dispute process.

The National Association of Home Builders (NAHB) has 
pushed back against the U.S.-imposed tariffs, arguing 
that it will increase homebuilding costs and hurt the new 
housing market, which is already facing supply shortages. 
According to the NAHB, Canada supplies 95% of wood 
imports, which made up 33% of U.S. lumber supplies.

Despite the threat of increased material costs, builder 
confidence increased by two points to a mark of 70 on the 
November NAHB/Wells Fargo Housing Market Index, its 
highest level since March and second-highest level since 
July 2005. Job growth, a rise in homeownership rates and 
a continuing shortage of available homes all drove the in-
dex higher, according to the NAHB.

ABC: Contractors 
Should Monitor Rising 
Material Prices
Written by Kim Slowey , Construction Dive
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UPDATE, March 6, 2018 — The Occu-
pational Safety and Health Adminis-
tration (OSHA) voted Friday to delay 
its new beryllium exposure rules until 
May 11.

According to the agency, the rule — 
initially slated to go into effect March 
12 — is being delayed to allow extra 
time for employers to comply with the 
rule prior to enforcement and to en-
sure uniform enforcement of the rule, 
which was finalized in January 2017. 
The delay comes as OSHA is navigat-
ing lawsuits from manufacturers and 
interest groups over the rule.

Dive Brief
The Occupational Safety and Health 
Administration announced Friday 
that it has finalized its new beryllium 
exposure rule.

In this latest regulation, OSHA has 
further limited contact with berylli-
um’s cancer-causing dust from 2.0 
micrograms per cubic meter of air 
over an eight-hour period — a stan-
dard established in 1949 — to 0.2 
micrograms per cubic meter. The 
new rule also requires protective 
measures and equipment, as well as 
changing rooms and showers for at-
risk employees.

OSHA included the construction and 
shipyard industries in its final rule af-
ter excluding them from its initial pro-
posal in 2015, according to The Hill. 

Dive Insight
Employers have been given three 
years to put into operation all of the 
protective aspects of the regulation. 
They have one year to bring expo-
sure limits within the new boundar-
ies, two years to furnish changing 
rooms and showers and three years 
to enact engineering controls. OSHA 
said compliance will cost employers 
approximately $74 million a year but 
that medical and death-related ex-
penses will drop more than $560 mil-
lion a year. OSHA estimated that the 
new limits will protect approximately 
62,000 workers, preventing 46 new 
cases of beryllium-related disease 
and 94 associated deaths each year.

According to the Chicago Tribune, 
previous pushback against beryllium 
exposure reform did not come from 
the usual suspects like industry trade 
associations but from the nation›s 
defense community who feared re-
strictive beryllium rules would limit 
the metal’s supply. Beryllium is an im-
portant element in the manufacturing 

of nuclear weapons, however, those 
seeking to protect workers from ex-
posure, including the beryllium in-
dustry itself, eventually won out.

Beryllium-related diseases can occur 
whenever the substance is subjected 
to manufacturing or processing — like 
abrasive blasting used in construc-
tion — and often presents as lung can-
cer, requiring those affected to use 
oxygen tanks to breathe. 

This new rule is similar to the protec-
tions put in place for those workers 
exposed to silica dust. OSHA issued 
an updated silica rule in March 2016, 
significantly reducing permitted ex-
posure with the aim of decreasing 
cases of silicosis in workers. The reg-
ulation also requires that companies 
record worker exposure to silica and 
provide certain levels of medical 
monitoring.

The construction industry tried to 
block the silica rule from taking effect, 
arguing that implementation would 
cost billions of dollars and projecting 
that the new regulation would result 
in 33,000 full-time workers losing 
their jobs. However, OSHA prevailed 
in this instance, and the rule went into 
effect in June 2016.

OSHA DELAYS 
ENFORCEMENT 
OF BERYLLIUM 
EXPOSURE RULE
Written by Kim Slowey , Mary Tyler March
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Joint checks, contracts, mechan-
ics liens and the infamous lien waiver, 
all supposed to make business more 
efficient, easier and straight forward 
have become so complex you need 
a law degree and three hours to get 
through one of them. If you joined me 
this past summer, you spent time at 
the seminar of the same name at the 
Expo, you already know these are all 
pet peeves and hot buttons for me. 

The very forms and tools that are there 
to grease the wheels of your business 
and make your life less complicated, 
have basically taken over your day. 
Sadly, most contractors do not take 
the necessary time to insure those 
tools are not working against them…
until it is too late and they are faced 
with countless hours trying to figure 
out how to undo the damage inflicted 
by their lack of attention to detail. 

Let’s take the torture out of some of 
the tools and make them profitable to 
your business again.

JOINT CHECKS
The definition of a check joint is: A 
check issued by one party (Payor) 
and made payable to two parties as 
co-payees. That is the technical side 
of the joint check. Funny thing about 

joint checks that rarely get mentioned 
at the beginning, they only work if the 
check gets issued and there is not 
standard joint check form to keep the 
playing field level. There are no specif-
ic statutory laws regarding how a joint 
check has to read or what is required. 
Since they are contractual in nature 
they are subject to contract law.

So what exactly is a joint check?
1. It is an enforceable contract
2. It is a creature of contract
3. It creates a tri-party relationship
4.  It identifies all the players  

(parties involved)
5.  It defines the relationship of all  

the parties

Which leads us to what it is not:
1. It is not a security interest
2. It Is not a guarantee for payment
3. Not governed by statute
4.  Not effective if the check  

isn’t written

How so you make sure it is profitable 
and not painful? 
With joint checks, it is all in the word-
ing. How the items are phrased. Does 
the wording obligate the payor to one 
of the payees or merely give permis-
sion (to be used if the payor decides 
to). What’s left out? What is not ad-
dressed in the document? What is the 

enforcement of it (what do you need 
to do to get paid), how is the check 
issued/delivered? What happens to 
your payment in the case of a dispute 
between the payor and your custom-
er? Is there a clause regarding a limit-
ed power of attorney for you to use to 
process your payment. What are you 
giving up? Lien rights, bond rights, 
suit rights What are they asking you 
to include? Blanket indemnity clause, 
warranty beyond your scope of work, 
asking you to have an obligation to a 
larger contact.

What are the three biggest joint 
check mistakes I commonly see?
1.  Not reading the agreement before 

signing it. Everyone always seems 
surprised at this one but if I had 
a dollar for every customer who 
asked me for help with a joint check 
agreement after the fact-who had 
to admit they did not read it, I would 
be working on a tan in Belize.

2.  Trusting others to follow through. 
Your money is your responsibility. 
Hold people accountable, be able 
to state what their obligations are if 
you need to.

3.  Not having a relationship with the 
check cutter. You should know who 
you are dealing with, have had at 
least one conversation with them. 
Not an email or text but a verbal con-
versation. Know someone by name 
who you can reach out to for help 
if you need to. Make friends with 
where your money is coming from.

To avoid mistakes, keep these tips in 
mind:
1.  Watch the wording of the agree-

ment. If you don’t understand 
something or it’s not clear in the 
wording, ask for clarification, or 
cross it out & rewrite it. My rule of 
thumb in reading any document is 
this: If I don’t understand it & you 
can’t explain it, it doesn’t need to 
be in there. Cross it out. 

2.  Read the agreement. The whole 
agreement. All the way. Don’t skim 
it. It is not War & Peace. It should be 
a simple, one pager. Understand 
what you are agreeing to. 

50 Shades of Confused... 
Taking the Grey Out of Lien Waivers, Joint 
Checks and Other Instruments of Profit

Posted By WSRCA, Monday, November 13, 2017; 
Contributing Author: Thea Dudley,  

VP Financial Service, SRS Distribution, Inc.
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3.  Don’t give up stuff you don’t want 
to give up like lien, bond and rem-
edy rights.

4.  Don’t agree to crazy add on’s. This 
is a simple document on how pay-
ment is going to be executed & to 
whom. It is not an extension of your 
contract. 

I want to point out one really import-
ant thing about any document. The 
company/person presenting the doc-
ument is usually who it is in favor of. It 
is the nature of the beast. 

It starts out as a simple form then 
people start getting creative and be-
fore you know it, it is crazy long and 
has all kinds of weird stuff in it.

MECHANICS LIENS
Everyone in this industry uses the 
phrase “lien rights”, but the majority 
don’t know exactly what that means 
or how to approach it to really capi-
talize on it. Just so everyone is on the 
same page a mechanics lien is a se-
curity interest in the property for the 
benefit of those who have supplied 
materials or labor that improve that 
property. A mechanics lien basically 
clouds the title so the lien has to be 
dealt with in some fashion before the 
property can change hands. 

I am a HUGE advocate of securing lien 
rights whenever possible. Yes, I know, 
you don’t want to have a supplier se-
cure them because you are afraid of 
what your customer will think. Yep, it 
is much better to give up a way to get 
paid then have someone think ill of you. 

Without securing your lien rights, you 
can only sue the company you’re con-
tracted with (your customer). But if I 
secure lien rights, I can bless every-
one with my attention. For all intents 
and purposes, it locks up the prop-
erty, your lien has to be dealt with in 
some fashion, whether it is bonded 
around, paid, sold subject to, or fore-
closed. A lien gives you security in the 
property. Suddenly, you’re important! 

Moral is: If Mama ain’t happy, ain’t 

nobody gonna be happy. My issue of 
non-payment is now everyone’s issue. 
I have just significantly increased my 
odds of getting paid. 

LIEN WAIVERS
Let’s get the definition out of the way: 
A lien waiver is a legally binding doc-
ument from contractor, sub-contrac-
tor, material supplier or other party to 
the construction process stating they 
have received payment and waive any 
future lien rights to the property ref-
erence therein. 

Simple, straightforward? Let’s talk 
about the painful, the unbelievable 
and the pleasurable. There are four 
types of lien waivers:
1.  Conditional Progress (Releases all 

claim rights to file a lien once pay-
ment has been made and cleared 
the bank)

2. Conditional Final (see above)
3. Unconditional Progress (see below)
4.  Unconditional Final (Generally re-

leases all rights to place a lien on 
the property. 

It is immaterial if the payment check 
has been returned or stopped. Only 
use this release when you are positive 
all your work is done and the check 
has cleared the bank.)

The first two are safer for you, the sec-
ond two are safer for the owner. So why 
do you care? You want to get paid! You 
don’t want to give up rights you didn’t 
intend to. If you sign a waiver without 
getting paid you most likely just gave 
up your right to any legal recourse. 

DO NOT sign an unconditional waiv-
er without having been paid and the 
payment has cleared the bank. Give a 
conditional if you have to give some-
thing. If you are being asked to sign 
an unconditional or the customer is 
stating they will take their business 
elsewhere, it will come down to a 
business decision.

To quote the words of the late Robin 
Williams, “Carpe Per Diem—Seize the 
check”!! What else do you need to 

know about the much asked for but sel-
dom understood lien waiver? Plenty! 

Did you know? 
1.  A nationwide standard lien waiver 

form does not exist. 
2.  Terms & conditions are often in-

cluded in the waiver – things like 
indemnity, guarantees of work, lia-
bility, warranty, etc.

3.  12 of 50 states at this time has some 
sort of language/requirements in 
their statutes regarding waivers. 
Things that have to be on the form, 
right down to the font size. 

How painful can it be? How many of 
you have received a lien waiver that 
you absolutely did not understand. 
It was like a Shakespeare play. Did 
you take time to read it? I have re-
ceived tons of waivers over the years 
and what some companies stick in 
there is mindboggling. And frankly, 
entertaining. Waivers asking for cer-
tification of work being properly per-
formed, indemnity, subordination of 
lien rights to a third party, personal 
liability for the signing party, waiving 
rights to retainage or change orders, 
demanding an unconditional b efore 
work is complete and payment is is-
sued, waiving rights to make claims 
for change orders, extra work, disput-
ed items or retainage. 

There is a short list but it gives you an 
idea of what I am talking about. So a 
document that was supposed to be a 
simple straightforward “Yes, we got 
paid, I am not going to lien your prop-
erty” has become a catch all liability 
wish list. Any language in the waiver 
that puts restraints and liability on 
your company is unacceptable. Limit 
the language to the amount of money 
received and the date it is through. 

I promised you pleasure so where is 
it says you? Language on the wavier 
should be fair and reasonable. In oth-
er words, KISS—Keep it simple stupid. 
Keep in mind what the document 
is. It is simply a waiver for payment 
through a fixed date. Nothing more, 

Continued on page 33
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Construction contracts greatly determine how a 
project is going to play out, whether the agreements are 
between owners and general contractors or subcontrac-
tors and general contractors. They can be fair, one-sided 
or even downright oppressive, depending on the terms. 
And once it is signed, that’s it, which is why it’s important 
to have an attorney look over it prior to final execution.

There are a number of reasons why seeking a legal review 
of a construction contract is a good idea, so why do some 
contractors skip this important step?

“They are penny wise and pound foolish,” said attorney 
Michelle Schaap of Chiesa Shahinian & Giantomasi. “They 
think that attorneys are a necessary evil, and you only call 
upon them when you absolutely need them.”

This comes from the naiveté, she said, of someone who 
has never had a dust-up over a contract agreement and, 
therefore, doesn’t see the value in consulting an attorney. 
Or, it could be that the executives in charge of the compa-
ny’s legal matters had a bad experience with a lawyer and 
prefer to keep contract work in house.

There are other reasons, too. “I think, by and large, it’s to 
save money,” said John Patrick Curran, partner at Sive, 
Paget & Riesel in New York. “Also, in some cases, they’re 
trying to get it done fast, and there may be a perception 
that attorneys add a layer of complexity to it that some 
may think is unnecessary.”

Whether a construction firm consults a lawyer can have 
to do with the level of comfort the parties to the contract 
have with each other, said Andrew Richards, co-manag-
ing partner at Kaufman, Dolowich & Voluck. For example, 
many general contractors use the same subcontractors 
over and over, and the subcontractors don’t want to ruin a 
good relationship.

“The subcontractors won’t bite the hands that feed them,” 
Richards said. However, he added that things change 
when the job is big — both in dollar amount and scope 
— and there is more at stake. In those circumstances, he 
noted, contractors are more willing to negotiate the terms 
and seek out legal advice.

But contractors should consider using an attorney to re-
view their contracts on any size job, according to attor-
neys interviewed by Construction Dive. 

Here are the main reasons why.

1. Contract forms and content change over time. “No 
form stays exactly the same forever,” Curran said. Some 
companies, he said, use the same contracts for years, and 
some clauses cut off in mid-sentence as a result of adding 
and deleting a mishmash of photocopied sections from 
time to time. Needless to say, the lawyer said, construc-
tion companies need their contracts to reflect the current 
laws, and an attorney with experience in construction can 
make that happen.

Likewise, Curran said it’s critical that contractors use a 
lawyer with construction-specific experience. “It’s not 
the type of law you can dabble in,” he said. There are too 
many nuances and unique issues in construction, he said, 
and no such thing as doing “just a little bit of it.”

2. Contract reviews reduce risk exposure. Some of the 
major contract provisions that can bring a construction 
company to its knees if not addressed by an attorney pri-
or to signing are:

Incorporations by reference. A contractor might hand 
some unwary sub, Schaap said, a simple contract form that 
looks fairly harmless. What the sub doesn’t see, she said, 
is the one line pulling in by reference the prime contract. 
“Little did they realize what they signed up for,” she said.

Liquidated damages for delay. Some contracts, Curran 
said, will dump all the responsibility for delays in the sub-
contractor’s lap, even if the sub is not at fault. “You don’t 
typically see conditions like that, but you’ll get them from 
companies that do general law, and what they’re going to 
try to do is push as much responsibility onto the other par-
ty as they can.”

Pay when paid clauses. Generally speaking, Schaap said, 
pay when paid clauses are unenforceable unless written in 
very specific terms. These provisions state that the gener-
al contractor does not have to pay the subcontractor un-
less it secures payment from the owner first. Subcontrac-
tors who don’t know there way around the issues, she said, 

4 REASONS  
WHY CONSTRUCTION COMPANIES SHOULD 
HAVE AN ATTORNEY REVIEW CONTRACTS
Written by Kim Slowey , Construction Dive
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nothing less. It doesn’t ask for the 
meaning of life and indemnification 
of the world. It only purpose is to ac-
knowledge the receipt & clearance of 
payment through a set date on a spe-
cific project. 

To tie it up:
1.  Limit the number of people in your 

company with are authorized to 
sign off on a lien waiver. 

2.  Have a standard company lien 
waivers, approved by your attor-
ney, you can use in place of what 
you receive.

3.  Use conditional lien waivers until 
payment has cleared the bank. 

CONTRACTS
If business was a game, contracts 
would be the rules of the game. It is 
another place where money leaks out 
of your profitability. Bottom line on 
contracts: read them – the whole thing 
- boring as they are. Make a highlighter 
pen your friend. I mark all kinds of stuff 
up. That contact is not an ancient sa-
cred text. You will not remember what 
you saw that bugged you. High light it. 
Have an addendum if you would pre-
fer, just like you would for lien waivers 
or joint checks, that outlines what you 
are agreeing to and make sure it su-
persedes any other contract. 

What are you and your trusty high-
lighter pen looking for? Plenty. A 
quick rundown of the killer clauses:
1  Contingency payment: This pro-

vides that the GC is under no obli-
gation to pay the sub any $$ until 
and unless the GC gets paid by the 
owner. Otherwise known as pay 
when or pay if clauses

2.  No damages for disruption – basi-
cally means that while the sub is not 
entitled to a claim for delay damag-
es, the sub can have an extension 
of time. They read something like 
this: Sub agrees to waive all claims 
& shall receive no compensation 
for delays, hindrances, disruption 
or interference with it’s’ work. So 
yes, everything is your fault.

3.  Agree to work when not getting 
paid: If you can afford it awesome. 
If not, you will want progress pay-
ments. ALWAYS reserve the right to 
walk off the job and stop the work if 
you are not getting paid.

4.  Indemnification: I hate this one. 
This is just a contractual method 
of dumping legal liability from one 
party to another. Under this jewel, 
one party agrees to step into an-
other’s place and accept legal lia-
bility for that party’s actions- usually 
including that party’s negligence 
or wrongful acts. Nope, I am only 
responsible for my own company’s 
stupid, not yours and the entire jobs. 

5.  Additional insured: this is a sneaky 
little way to “back door” the indem-
nification by having the sub add the 
GC and other contractors as “ad-
ditional insureds” on their liability 
insurance. If there is a claim, your 
insurance premiums go up.

6.  No waivers by reference incorpo-
ration: Another sneaky way to tie 
you up. This would be lien waivers, 
payment waivers, or reference ty-
ing you to the original contract be-
tween the owner and GC.

7.  Dispute resolution: Make sure you 
are not agreeing to something cra-
zy. Like the architect being the ar-
bitrator, judge and jury. Look for 
mediation vs. arbitration and how 
and who chooses the mediator or 
arbitrator. Binding or non-binding. 
You want it to be fair. 

If you take away nothing else from this 
article remember these three things. 
READ everything you are asked to 
sign. Ask, if you don’t understand 
it, doesn’t make sense or you don’t 
agree. Men are terrible at this, ya’ll 
are always afraid people will think you 
are not smart. Be smart enough to 
know what you don’t know. Get your 
own forms so you have them when 
you need them. You can find tons of 
them on the internet, something for 
everyone. Get someone in your office 
to be the expert of these. Your profit 
is your responsibility so stop trusting 
other’s to be responsible for it.

could not realize they have remedies 
like stopping work until payment is 
made.

There’s really no contract or subcon-
tract that can’t benefit from a legal 
once-over, Curran said. “What they 
put in the contract might be a land-
mine,” he said. “When it’s too late, 
and they come to me, I’ll say, ‘Why 
did you agree to such a thing?’”

3. Contract reviews provide contrac-
tors options. Contractors need the 
decision about how much risk they’re 
willing to accept on a job to be an ed-
ucated one, Schaap said. “It’s looking 
at an agreement and saying, ‘I’m go-
ing to sell my soul, but here’s where 
I draw the line. You’re not paying me 
enough to assume the risk.’”

But there’s really no way for contrac-
tors to know what they’re getting into 
without a review from a lawyer. Rich-
ards said it doesn’t even have to be 
a costly examination of every clause 
— with a fine-tooth comb — in order 
to avoid future legal battles. He said 
he’s had clients who just want a brief 
review to identify “the big stuff” that 
can hurt them. “One bad job can kill 
you,” he noted.

Schaap said she has clients who have 
contract specialists on staff that she 
has trained to look for “big picture is-
sues.” The training allows the firm to 
save time and money by not having to 
run to her with every detail.

4. Courts want accurate, written 
agreements. “The days of the hand-
shake deal are dead,” Richards said. 
“Courts care what the contract says.” 
A subcontractor, for example, could 
be doing extra work at the verbal re-
quest of the contractor, but the con-
tract might require written authori-
zation for all change orders — before 
the work begins. Richards said if the 
matter ends up in court, the subcon-
tractor will likely hear from the judge, 
“What does the contract say?’”

A thorough review by an attorney, he 
said, leaves nothing to interpretation.

50 Shades, cont. from page 31
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March 2018 marks the second annual 
National Ladder Safety Month. This 
special emphasis is intended to raise 
awareness of ladder safety and to de-
crease the number of ladder-related 
injuries and fatalities. This week, our 
Safety Talk will review some basics of 
ladder safety.

1.  If you feel tired or dizzy, or are 
prone to losing your balance, stay 
off the ladder.

2.  Do not use ladders in high winds or 
storms.

3.  Wear clean slip-resistant shoes. 
Shoes with leather soles are not 
appropriate for ladder use since 
they are not considered sufficiently 
slip-resistant.

4.  Before using a ladder, inspect it to 
confirm it is in good working condi-
tion. Ladders with loose or missing 
parts must be removed from ser-
vice.

5.  The ladder you select must be the 
right size for the job. The duty rat-
ing of the ladder must be greater 

than the total weight of the climb-
er’s tools, supplies, and other ob-
jects placed upon the ladder. The 
length of the ladder must be suffi-
cient so that the climber does not 
have to stand on the top rung or 
step (if working from the ladder), or 
so that it can extend at least 3 feet 
above the landing (if you will be us-
ing it for roof access).

6.  When the ladder is set-up for use, 
it must be placed on firm level 
ground and without any type of 
slippery condition present at either 
the base or top support points.

7.  Only one person at a time is per-
mitted on a ladder unless the lad-
der is specifically designed for 
more than one climber (such as a 
Trestle Ladder).

8.  Ladders must not be placed in front 
of closed doors that can open to-
ward the ladder. The door must be 
blocked open, locked, or guarded.

9.  Read the safety information labels 
on the ladder. The on-product safety 
information is specific to the ladder 
on which it appears. The climber is 
not considered qualified or ade-
quately trained to use the ladder until 
familiar with this information.

Discussion Notes:
Which of the ladder safety basics list-
ed above do you think are most often 
overlooked or avoided? Why do you 
think that is?

What additional ladder safety basics do 
you think should be added to this list?

Talks
SAFETY

LADDER SAFETY BASICS
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LADDER SAFETY BASICS

de seguridad
CHARLAS

Marzo de 2018 marca el segundo mes 
nacional anual de seguridad de la es-
calera. Este énfasis especial está des-
tinado a sensibilizar acerca de la se-
guridad de la escalera y a disminuir el 
número de la escalera de las lesiones 
y muertes. Esta semana, nuestra char-
la de seguridad examinará algunos 
conceptos básicos de la seguridad 
de la escalera.

1.  Si usted se siente cansado o marea-
do, o que son propensas a perder 
el equilibrio, permanecer fuera de 
la escalera.

2.  No utilice escaleras en vientos 
fuertes o tormentas.

3.  Desgaste limpiar zapatos antide-
slizantes. Los zapatos con suelas 
de cuero no son apropiados para 
el uso de las escaleras ya que no 
se consideran suficientemente an-
tideslizante.

4.  Antes de utilizar una escalera, in-
specciónelo para confirmar que 
está en buenas condiciones de tra-
bajo. Las escaleras con las piezas 

sueltas o faltantes deben ser retira-
dos de servicio.

5.  La escalera que seleccione debe 
tener el tamaño adecuado para 
el trabajo. El ciclo de la escalera 
debe ser mayor que el peso total 
del escalador las herramientas, 
suministros, y otros objetos coloca-
dos sobre la escalera. La longitud 
de la escalera debe ser suficiente 
para que el escalador no tiene de 
pie en el peldaño superior o paso 
(si se trabaja desde la escalera), o 
de modo que se puede extender 
al menos 3 pies por encima del de-
sembarque (si va a utilizarla para el 
acceso al techo).

6.  Cuando la escalera está configu-
rado para utilizar, debe colocarse 
sobre una superficie firme y nivela-
da y sin ningún tipo de condiciones 
resbaladizas presente en la base o 
puntos de apoyo superior.

7.  Sólo una persona en un momento 
está permitida en una escalera, a 
menos que la escalera está diseña-

do específicamente para más de un 
escalador (tales como escaleras de 
tijera).

8.  Las escaleras no deben colocarse 
delante de las puertas cerradas 
que se abren hacia la escalera. La 
puerta debe estar bloqueada abi-
erta, bloqueado o reservado.

9.  Leer las etiquetas de información 
de seguridad en la escalera. La in-
formación de seguridad del pro-
ducto es específico de la escalera 
en la que aparece. El escalador no 
se consideran calificados o capac-
itados adecuadamente para usar 
la escalera hasta que se familiarice 
con esta información.

Discusión notas:
Cuál de los conceptos básicos de se-
guridad de la escalera mencionados 
crees que se suelen pasar por alto o 
evitar? ¿A qué crees que se debe?

Conceptos básicos de seguridad de 
la escalera adicional que crees que 
debería añadirse a esta lista?

CONCEPTOS BÁSICOS DE  
SEGURIDAD DE LA ESCALERA
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