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The past year has been chal-
lenging for everyone, and we hope 
that you are all safe and healthy amid the 
COVID-19 pandemic. We feel extremely 
fortunate to be able to host upcoming 
events and join with fellow members and 
peers in 2021. As the state of this pub-
lic health emergency changes from day 
to day, CRSMCA will remain focused on 
keeping our members and peers safe, 
healthy, and informed. 

The CRSMCA Planning Committee has 
moved the 2021 Carolinas Mid-Winter 
Roofing Expo to June 24-27 in Hilton 
Head Island, South Carolina. What 
would normally be an Annual Meeting/
Summer Convention, will now be the Car-
olinas [Mid-Winter] Roofing Expo. Exhibi-
tors will now display with table-top space 
instead of open square booth space with 
LIMITED exhibitors! If you are interest-
ed in participating as an exhibitor, please 

contact me ASAP via email (cbsims@
crsmca.org) or phone (704-556-1228).

Contractors and Consultants can now 
register online or by using the form en-
closed in this issue! The Carolinas Roofing 
Expo will have three excellent educational 
topics, over 8 hours of ability to visit with 
exhibitors, and enjoy the beach during 
your downtime… check out the conference 
agenda enclosed in this issue or online. 
Visit the CRSMCA website for details and 
registration at https://crsmca.org/meet-
inginfo.php?id=54&ts=1615411166. 

Don’t forget to about CRSMCA’s 4th  
Annual Spring Golf Tournament, 
Thursday, October 14, 2021 Sponsored 
by Superior Distribution is being held at 
the Rocky River Golf Club in Concord, 
North Carolina. Enjoy a day of fun with 
your peers on the golf course. This is a 
great opportunity for the roofing indus-

try to unite in a networking and fun en-
vironment; vendors can participate at a 
sponsored hole to interact with players 
and contractors can participate as play-
ers and have an opportunity to purchase 
Mulligan Packages as well as raffle tick-
ets for prizes during the tournament. 
Registration details will be available April 
1, 2021 on the CRSMCA website. 

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

I look forward to seeing you all at the next 
CRSMCA event that is approaching soon. 
There is always growth and strength in 
numbers and opportunities to grow not 
only YOUR CRSMCA, but YOUR roof-
ing industry! —Carla B. Sims, CRSMCA  
Executive Director
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in the Carolinas
NEWS

NC DEPARTMENT  
OF LABOR/OSH
Compliance Bureau Contacts  
·  Tim Childers | 336-776-4420 

tim.childers@labor.nc.gov
·  Phil Hooper | 919-779-8512 
phil.hopper@labor.nc.gov 

Training information, registration and 
training course and dates can be found 
at here.

TRAINING EVENTS
·  Electrical Safety – Construction  
Industry (webinar) April 16

·  Fall Protection (virtual) May 3
·  Scaffolds (virtual) May 3
·  Fall Protection - Spanish (virtual) 
May 4

· Scaffolds (virtual) May 5
·  Stairways & Ladders (virtual) May 
5

·  Fall Protection – Spanish (virtual) 
May 6

·  Fall Protection (virtual) May 6
·  Stairways & Ladders (virtual) May 
7

·  Stairways & Ladders (webinar) 
May 21

·  Heat Stress (webinar) May 24

WHAT IS THE CRSMCA MASTER  
INSTALLER CERTIFICATION?
The CRSMCA Roofing Academy Master Installer 
Certification Program is designed to promote safe-
ty 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 roofing 
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 roofing, in-

creasing their knowledge and skills to make them more valu-
able to their respective companies, as well as build future 

leaders in the roofing industry.

HOW CAN YOU GET INVOLVED?
The CRSMCA Roofing 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 office 
at 704.556.1228 or cbsims@crsmca.org or the Committee Chair-
man, David Griffin, at dgriffin@coastalcommercialroofing.com.

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

OSHA’s Office of Outreach and Education 
provides a variety of training programs 
and presentations designed to reduce or 
eliminate safety and health hazards in the 
workplace. Training is available to em-
ployers and employees of both the public 
and private sector upon request and may 
occur on-site (requiring participation of 
12 or more employees).

General industry, health, and construc-
tion areas are covered in the training cur-
riculum. Examples of training programs 
offered include:
·  The OSHA Inspection Process
·  Bloodborne Pathogens
·  Lockout/Tagout (LOTO)
·  Trenching/Excavation
·  Hazard Communication
·  Fall Protection (General Industry  
or Construction)

·  Personal Protective Equipment
·  Workplace Violations
·  Scaffolding
·  Confined Spaces
·  Industrial Truck Safety Requirements
·  OSHA Injury & Illness Record Keeping

To inquire for training, click here.

	
	

LEARN ABOUT THE  
CRSMC SELF-INSURERS FUND
Carolinas Roofing and Sheet Metal Contractors – 
Self-Insurers Fund is the oldest worker’s Compensation 
group funded in the Carolinas and could be saving your 
company money! Members within the CRSMC-SIF pro-

gram 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 beneficial for all members/customers within the program, you 
could receive competitive rates within the insurance industry, and you could receive a 
return of interest determined by the CRSMC-SIF Trustees and other approved returns 
during the year. In the year 2018, 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 
sponsoring the CRSMCA Annual Meeting/Summer Convention and attendance of 
Trustees at the event. HAVE YOU CONSIDERED CRSMC-SIF FOR YOUR WORKERS 
COMPENSATION NEEDS?

FREQUENTLY CITED STANDARDS  
RELATED TO COVID-19 INSPECTIONS
Employers must be vigilant meeting all of OSHA requirements, 
including those related to COVID-19 inspections. Following are 
examples of these that employers have recently failed to follow:
·  Establish, implement, and update a written respiratory pro-
tection program with required worksite-specific procedures

·  Providing a medical evaluation before a worker is fit-tested or 
uses a respirator

·  Assess the workplace to determine if COVID-19 hazards are 
present or likely to be present, which will require the use of a 
respirator and/or other personal protective equipment

·  Train workers to safely use respirators and/other PPE in the 
workplace, and retrain workers about changes in the work-
place that might make previous training obsolete

·  For any fatality that occurs within 30 days of a work-related 
incident, report the fatality to OSHA within eight hours of find-
ing out about it

·  Keep required records of work-related fatalities, injuries,  
and illness

To learn more about OSHA and COVID-19 requirements, visit 
www.OSHA.gov

FIVE TIPS FOR SMALL COMPANY  
EMPLOYEE TRAINING
COVID-19 makes everything more challenging, and that is on 
top of the challenges smaller companies constantly face. The 
smaller the company, the more likely it is everyone wears mul-
tiple hats and job completion relies on a few crews.

Following are employee training tips for small companies:
1.  Stay safe, because losing even a few people—temporarily or 

permanently—to COVID-19 can be devastating for a small, 
tight-knit group, as well as for production.

2.  Maintain regular safety talks. No matter how busy or frantic 
the company or the world are, continuing to talk about safety 
and training sends a clear message about your priorities.

3.  Focus on the most important factors: fall protection, safety, 
customer requirements and expectations. This may not be 
the time to introduce new skills.

4.  Continue skills training. Although you may pull back on new 
skills, do not set aside all training. Continue to demonstrate 
your commitment to making everyone better, even during 
complicated times.

5.  If you must occasionally postpone training sessions, make 
sure you circle back. Do not let yourself off the hook; your 
employees will not magically become safer or better skilled.

Your company’s success depends on keeping people sharp and 
improving their skills and efficiency. Training is not the only av-
enue to success, but it is a significant one.

OSHA PROPOSED RULE UPDATES HAZARD 
COMMUNICATION STANDARD
The Occupational Safety and Health Administration has issued 
a proposed rule to update its Hazard Communication Standard 
to align with the seventh revision of the Globally Harmonized 
System of Classification and Labelling of Chemicals, according 
to www.osha.gov.

OSHA expects the Hazard Communication Standard update will 
increase worker protections and reduce the incidence of chem-
ical-related occupational illnesses and injuries by further im-
proving the information on the labels and safety data sheets for 
hazardous chemicals. Proposed modifications also will address 
issues that have arisen since implementing the 2012 standard 
and improve alignment with other federal agencies and Canada.

Individuals may electronically submit comments identified by 
Docket No. OSHA-2019-0001 at www.regulations.gov, the 
Federal e-Rulemaking Portal. The Federal Register notice will 
be published Feb. 16, but the unpublished details are available. 
The deadline for submitting comments is April 19.

OSHA has preliminarily determined the proposed modifications 
would enhance the effectiveness of the standard by improving 
dissemination of hazard information so employees are more 
appropriately informed regarding exposure to chemical hazards 
in the workplace. 

OSHA’S 2021 SAFETY STAND-DOWN
The Occupational Safety and Health Administration’s eighth 
annual National Safety Stand-Down will be May 3-7 to raise 
awareness among employers and workers about the hazards 
of falls in the construction industry.

OSHA, the National Institute for Occupational Safety and 
Health and the Center for Construction Research and Training 
will lead the effort to encourage employers to pause during 
their workdays for topic discussions, demonstrations and 
training regarding how to recognize hazards and prevent falls. 
To learn more, visit www.osha.gov/StopFallsStandDown.

https://www.labor.communications.its.state.nc.us/OSHPublic/ETTA/class_regist/calendar.cfm
https://eservice.llr.sc.gov/OSHAOutreach/
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LEARN ABOUT NRCA’S 
GROUNDBREAKING HEALTH 
CARE PROGRAM
NRCA in partnership with Vault Health 
Strategies, Bloomington, Ill., offers the 
first and only health care program tai-
lored specifically to the roofing industry.

The NRCA Health Care Program enables 
NRCA members of all categories and siz-
es to offer employer-sponsored health 
care options. The plan is flexible, based 
on your company’s needs and budget, 
and can be offered with or without em-
ployer contributions. You also can make 
available to employees voluntary bene-
fits, such as dental, vision, life, disability 
and accident insurance, and work with 
your current broker or use an NRCA 
Health Care Program broker.

Coverage includes everything from 
full-service major medical to supple-

mental or prescription-only coverage. In 
addition, the NRCA Health Care Program 
offers a telehealth option.

For more information about the NRCA 
Health Care Program, visit www.nrca-
health.com or contact Rich Trewyn, an 
NRCA director of enterprise risk man-
agement, at (800) 323-9545, ext. 7575, 
or rtrewyn@nrca.net.

National Apprenticeship Act of 
2021 approved by House of Rep-
resentatives. On Feb. 5, the House 
passed H.R. 447, the National Appren-
ticeship Act of 2021, with the support of 
all Democrats and 28 Republicans with a 
final vote of 247-173. Led by Chairman 
Bobby Scott (D-Va.), this bill would au-
thorize nearly $3.5 billion over five years 
to expand existing Registered Appren-
ticeship Programs overseen by the De-
partment of Labor for new, in-demand 
industry sectors and streamline access to 
the programs for workers and employers. 
The Opportunity America Jobs and Ca-
reers Coalition—a coalition of business 

associations of which NRCA is a leading 
member—submitted extensive com-
ments last year and sent a letter oppos-
ing the bill’s requirement that an entity 
must “partner with a labor or joint labor 
management organization” to be eligible 
for new federal apprenticeship grants es-
tablished by the bill. NRCA will continue 
working to improve this legislation as the 
Senate decides whether to consider the 
bill, which is highly uncertain.

Department of Labor issues fi-
nal rule regarding independent 
contractor status. On Jan. 6, the 
Department of Labor announced a final 
rule effective March 8 clarifying the stan-
dard for employee versus independent 
contractor status under the Fair Labor 
Standards Act. The final rule reaffirms 
an “economic reality” test to determine 
whether an individual is in business for 
himself or herself (independent con-
tractor) or is economically dependent 
on a potential employer for work (FLSA 
employee). It identifies and explains two 
“core factors” most probative to the ques-
tion of whether a worker is economically 
dependent on someone else’s business—
the nature and degree of control over the 
work and the worker’s opportunity for 
profit or loss based on initiative and/or 
investment. Also, this final rule identifies 
three other factors that may serve as ad-
ditional guideposts in the analysis, partic-
ularly when the two core factors do not 
point to the same classification, including 
the amount of skill required for the work; 
the degree of permanence of the working 
relationship between the worker and the 
potential employer; and whether the work 
is part of an integrated unit of production.

Metal Roofing Alliance launches 
residential roofing competition The 
Metal Roofing Alliance has kicked off its 
2021 Best Residential Metal Roofing Proj-
ect quarterly competition, and this year, the 
trades and homeowners can enter.

The MRA will select one winner each 
quarter based on project appearance, 
performance and originality/use of ma-
terials. Interested participants can up-
load their project photo with a 200-word 
maximum description regarding why 
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their metal roofing project should win at 
metalroofing.com.

Winners will be highlighted on MRA’s 
website and digital channels and receive 
a $200 prize. MRA’s quarterly honorees 
for 2021 will be selected in March, June, 
September and December, and only res-
idential metal roofing projects in the U.S. 
and Canada will be considered. For more 
information, visit metalroofing.com.

National Roofing Week 2021 will 
be June 6-12! National Roofing Week 
2021 will be held June 6-12 to raise 
awareness of the significance of roofs to 
every home and business and share the 
industry’s good deeds.

Organized by NRCA, National Roofing 
Week traditionally takes place during 
the first full week of June and promotes 
the importance of hiring a professional 
roofing contractor and making informed 
decisions about maintaining or replacing 
any roof system.

In celebration of National Roofing Week, 
NRCA will host the We are Family Raffle, 
sponsored by A.C.T. Metal Deck Supply. 
Open to all NRCA member companies, the 
raffle involves companies taking a group 
photo of all employees—their roofing 
family—and submitting it to NRCA for a 
chance to win a prize.

NRCA also will be sharing its members’ 
stories through its various social media 
outlets and Professional Roofing maga-
zine. Members throughout the U.S. are 
encouraged to share their stories of char-
itable giving, crew and staff appreciation, 
and signature roofing projects with NRCA.

Additional National Roofing Week infor-
mation and materials will be available 
during the coming months.

Visit the National Roofing Week page on 
NRCA’s website.

2021 IRE has been rescheduled Af-
ter ongoing discussions with key stake-
holders and with full support from NRCA, 
Informa, Dallas, has decided to resched-
ule the International Roofing Expo® 
from February to April 2021 amid the 
COVID-19 crisis.

Moving the IRE dates was a difficult de-

cision; however, Informa and NRCA be-
lieve it was the right choice to ensure a 
safe, productive, relaxed environment 
for attendees. The IRE now will be held 
April 14-16 in the same location—the 
Mandalay Bay Convention Center in Las 
Vegas—and NRCA’s 134th Annual Con-
vention will be held April 12-16 in con-
junction with the IRE. Exhibiting compa-
nies and attendees do not need to take 
any action regarding the new dates; 
everything automatically will transfer to 
April.

Any updates will be posted on IRE’s web-
site as soon as they become available. 
For more information, please visit IRE’s 
COVID-19 resource page.

If you have additional questions regarding 
Informa AllSecure, please contact Meggan 
Spehar, senior marketing manager for the 
IRE, at meggan.spehar@informa.com.

IRS releases guidance regarding  
the Employee Retention Tax 
Credit. On March 1, the IRS released 
Notice 2021-20, providing guidance to 
employers claiming the Employee Reten-
tion Tax Credit for qualified wages paid 
in 2020 and how it relates to eligibility 
for the Paycheck Protection Program. 
For 2020, the employee retention credit 
can be claimed by employers who paid 
qualified wages after March 12, 2020, 
and before Jan. 1, 2021, and experi-
enced a full or partial suspension of their 
operations or significant decline in gross 
receipts. The credit is equal to 50% of 
qualified wages paid, including qualified 
health plan expenses, for up to $10,000 
per employee in 2020. The maximum 
credit available for each employee is 
$5,000 in 2020. A significant change for 
2020 permits eligible employers who re-
ceived a PPP loan to claim the employee 
retention credit, though the same wages 
cannot be counted for both seeking for-
giveness of the loan and calculating the 
employee retention credit.

NRCA offers 2020 roofing manual set 
NRCA offers The NRCA Roofing Manu-
al, a set that contains the manual’s four 
volumes. The manual provides extensive 
information about design, materials and 
installation techniques applicable to al-
most all roof system types. It includes 

The NRCA Roofing Manual: Metal Pan-
el and SPF Roof Systems—2020; The 
NRCA Roofing Manual: Membrane Roof 
Systems—2019; The NRCA Roofing 
Manual: Architectural Metal Flashing 
and Condensation and Air Leakage Con-
trol—2018; and The NRCA Roofing Man-
ual: Steep-slope Roof Systems—2017.

The member price for the manual is 
$495, and the nonmember price is $895. 
NRCA also offers an electronic PDF ver-
sion of the manuals in the NRCA Book-
store, which are free for members.

For more information or to purchase, 
contact NRCA’s Customer Service De-
partment at (866) ASK-NRCA (275-
6722) or info@nrca.net.

START SAFELY, END 
SUCCESSFULLY
Online programs for all levels…Register 
at www.nrca.net/nrcauniversity 

NRCA has a vast array of NRCA benefits 
to help your business prosper. Visit www.
nrca.net/membernavigation to learn more.

NRCA is continuing their popular series of 
FREE WEBINARS on the third Thursday 
of each month. These new and innova-
tive webinar topics and presenters have 
been selected to expand your knowledge 
by giving you new ideas that you can im-
plement into your company immediately. 
Each webinar offers a unique experience 
specifically tailored to roofing profession-
als. Don’t miss out on these live oppor-
tunities to stay up to date with industry 
issues affecting your business.

For upcoming webinars and previous  
recordings, visit www.nrca.net/webinars.

UP AND DOWN  
EASTERN U.S.
·  Virginia Association of Roofing Profes-
sionals, www.varoofingprofessionals.org

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

·  Kentucky Roofing Contractors  
Association, www.krca.org 

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

·  Florida Roofing & Sheet Metal  
Association, www.floridaroof.com
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GRAND 
SLAM
Florida’s Stadium’s  
Metal Roof Intimidates, 
Alludes to Campus  
Architecture

Architect: Walker Architects, Gainesville, Florida,  
walker-arch.com

Roofing Contractor: Thorne Metal Systems, Middleburg, 
Florida 

The renovated Katie Seashole Pressly Softball Stadium on the 
campus of the University of Florido In Gainesville might have all 
the latest amenities, but its design poys homage to the school’s 
earlier days. 

The facility’s steeply pitched metal roof in a signature or-
ange-red finish is a clear reference to the buildings surmunding 
the stadium, and it also frames an impressive gateway into the 
ballpark’s friendly confines. 

Mlhe u,niversity is known for its col· legiate gothic architecture 
and high pitch, orange-red gable roofs.” says Joe Walker, AJA, 
president of Walker Architects, the local firm that designed the 
stadium. “This project ran with the roof as the character-defin-
ing element of the exterior, and the final design is a direct nod 
to the collegiate gothic style.” 

The collegiate gothic roots most clearly are seen in the stadi-
um’s sig nature entryway. In addition to tying the stadium to the 
surrounding cam pus, this two-story structure elewted on brick 
columns makes a statement all on Its own for fans - as well as 
Gator opponents. 

“From a fan’s perspective, the ge ometry of the roof signals the 
entry way and frames the imprassfve - and, for a visiting team, 
intimidating - first glimpse of the field,’” Walker says. “For a 
player, when you look at the eleva tion of the facility from the 
field, the central gable is a centerpiece posi tloned directly over 

home plate.”

While officially a “renovation,” be cause the original 1996 field 
wasn’t altered, the upgraded facility has been Largely rebuilt to 
include a new locker room, lounge training room and press box. 
According to Walker, the $15 million project is a tribute to the 
work head coach Tim Walton hos done buildingtheteom into a 
national pres ence since joining the team fn 2006. Sinc-e 2008, 
the Gators have made it to the Women’s College World Series 
eight times and have earned notional titles twice. 

Walker says metal roof panels were an obvious choice to cre-
ate a visual Link to the classic day tiles that top many of the 
university’s older structures.. “It was the product with the best 
look for the project prlce pain and, aestheti cally, it fit In well in 
this area of cam pus,” he soys. “Plus, lt hos the benefit of being 
tow maintenance and Impor tantly, it does a great job of keeping 
water out.” 

The architect specified 10,300 square feet of PAC-CLAD Tite-
Loc Plus from Petersen in a Terra Cotta finish for the project. 
He soys the choice of this particular profile was aided by advice 
from the company·s technical staff. “It was Petersen that sug-
gested we use the Tite- Loe Plus product with stri ations, know-
ing it would be a better product for our project with respect to 
m!nlmizing oil canning and damage from potential impacts:’ 

Jacksonville, Ftoricla-bosecl Thome Metal Systems handled the 
roof tn stollation, which posed a few chal lenges, according to the 
company’s office manager Cody Thorne. “It was a particularly 
tight site - we could only work around the perimeter because 
they were worklng on the field,” he soys, adding that the roofs 
steep pitch also called for some extra attention. “It was 10:12, 
so a Little more caution and safety were involved.”
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THURSDAY, JUNE 24, 2021
8:00 a.m. 
Golf Outing | Location: TBA 
Tee-Off Times 8–9:12 a.m.

12 p.m.–5 p.m. 
Exhibitor Setup

12–6 p.m. 
Registration Desk Open

3–4 p.m. 
CRSMCA Board of Directors & Associate 
Group Board Liaisons Meeting

5–7 p.m. 
Welcome Reception with Exhibitors

FRIDAY, JUNE 25, 2021
7:30 a.m.–2 p.m. 
REGISTRATION DESK OPEN

8–9:15 a.m. 
Welcome Announcements &  
Grow Your Business Through Liquid  
Applied Roofing, [Mark Wessinger,  
Mule-Hide Products]

9:15–10:15 a.m. 
Steep-Slope Roofing: Ventilation  
Solutions [Jason Yeatts,  
GAF Materials Corporation]

10:30 a.m.–2:30 p.m. 
Exhibits Open

12–2 p.m. 
Exhibitor Demonstrations

5–7 p.m. 
Networking Reception with Exhibitors

SATURDAY, JUNE 26, 2021
7:30–10:00 a.m. 
REGISTRATION DESK OPEN 

7:30 a.m.–12:00 p.m. 
Exhibitor Dismantle/Move-Out 

8:30–9:00 a.m. 
CRSMCA Associate Group/ 
Exhibitors Pre-Selection Meeting

SATURDAY, JUNE 26, 2021
8–11 a.m. 
REGISTRATION DESK OPEN

8–10 a.m. 
Breakfast with Exhibitors

10–11 a.m. 
Featured Motivational Speaker  
Tyler Enslin, Mastering Your Memory

11 a.m.–2 p.m. 
Exhibitor Dismantle

11:30 a.m.–12:30 p.m. 
Associate Group Membership Meeting & 
Exhibitor Pre-Selection Meeting

2–4 p.m. 
Beach Social 
CRSMCA will host a Beach Social for all 
attendees to come and enjoy fun and 
networking.  Bring your beach games!

5–7 p.m. 
Cocktail Reception with  
Honors Recognition 
CRSMCA Executive Committee will rec-
ognize the leaders of CRSMCA, welcome 
new Board members and announce the 
Gordon M. Waters Distinguished Service 
Award recipient.

WESTIN HILTON HEAD RESORT & SPA | 2 Grasslawn Avenue | Hilton Head Island, SC 29928

CAROLINAS ROOFING EXPO | JUNE 24-26, 2021 
(FORMERLY CAROLINAS MID-WINTER ROOFING EXPO)

Westin Hilton Head Resort & Spa 
Two Grasslawn Avenue 
Hilton Head, SC 29928

Phone reservations:  
843-681-4000 
Group code: Carolina Roofing

book.passkey.com/event/50169364/ 
owner/49229302/home

HOTEL RESERVATIONS ARE  
OPEN UNTIL JUNE 2, 2021

THANK YOU TO  
OUR SPONSORS!

Platinum

 
 

Goodwill

CAMPBELL 
PROFESSIONAL 

ROOFING

Silver Bronze

http://book.passkey.com/event/50169364/owner/49229302/home
http://book.passkey.com/event/50169364/owner/49229302/home
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THANK YOU EXHIBITORS!
CAROLINAS	ROOFING	EXPO	REGISTRATION	FORM	
(formerly	CAROLINAS	MID-WINTER	ROOFING	EXPO) 
JUNE	24	-	26,	2021	 	 WESTIN	HILTON	HEAD	RESORT	&	SPA	
	 	 	 	 2	Grasslawn	Avenue	|	Hilton	Head	Island,	SC		29928	 	 	

____________________________________________________________________________________________________________	
Company	Name	 	 	 	 	 	 Contact	Name	

____________________________________________________________________________________________________________	
Company	Address	 	 	 	 	 City	 	 	 	 State	 	 	 Zip	Code	

____________________________________________________________________________________________________________	
Phone	 	 	 	 	 	 	 *EMAIL	FOR	CONFIRMATION	
__________________________________________________________________________________________	

COMPLIMENTARY	REGISTRATION	FOR	COMPANY	JOINING	CRSMCA	AT	TIME	OF	REGISTRATION! 
□				Contractor	 $75.00	PER	COMPANY	 	 	 	 □		Non-Exhibitor	[Mfr/Dist]				$325.00	PER	PERSON	 	

	 	 	 	 	 	 	

□				Architect/Engineer/Consultant			(COMPLIMENTARY	REGISTRATION)	AIA|RCI	N0.______________________________	

1. _____________________________________________	 2.	_____________________________________________	
NAME	 	 	 	 	 	 	 						NAME	 	 	 	 	 	

3. _____________________________________________	 4.	_____________________________________________	
NAME	 	 	 	   	 					NAME	 	 	 	  	 	

5. _____________________________________________	 6.	_____________________________________________	
NAME	 	 	 	   	 					NAME	 	 	 	  	 	

__________________________________________________________________________________________	
PAYMENT	INFORMATION:		 	 	 	 	 	 	

AMOUNT	DUE	CRSMCA:		$______________		 □ Check	Enclosed			 □  MasterCard/VISA	 □  American	Express		

____________________________________________________________________________________________________________	
Credit	Card	Number	 	 	 	 	 	 Expira<on	Date	 	 CVV	CODE	

____________________________________________________________________________________________________________	
Name	on	Card	 	 	 	 	 	 	 Signature	
	

	
FOR	OFFICE	USE:	

_____________________	
Date	Received	

_____________________	
Date	Entered	 	

_____________________	
Entered	By

CANCELLATIONS	MUST	BE	
SUBMITTED	IN	WRITING	AND	

RECEIVED	BY	THE	CRSMCA	OFFICE	
BY	JUNE	1,	2021.		A	50%	

CANCELLATION	FEE	WILL	BE	
APPLIED	TO	THE	REFUND.	

CRSMCA	WILL	NOT	GRANT	
ANY	REFUNDS	AFTER		

JUNE	1,	2021.	

PLEASE	RETURN	FORM	WITH	REGISTRATION	FEES	TO:	

CRSMCA		 	 	 	 EMAIL:		cbsims@crsmca.org		
PO	BOX	7643	
CHARLOTTE,	NC		28241-7643

Host	Hotel:		Wes;n	Hilton	Head	Resort	&	Spa	

Group	rates	will	be	available	un<l	June	2,	2021	or		
un<l	the	room	block	is	sold	out,	be	sure	to	book	early!	

Phone	reserva;ons:	843.681.4000	
Group	Code:	Carolina	Roofing	

Online	Link:	
hJps://book.passkey.com/event/50169364/owner/49229302/home

WESTIN HILTON HEAD RESORT & SPA | 2 Grasslawn Avenue | Hilton Head Island, SC 29928

CAROLINAS ROOFING EXPO | JUNE 24-26, 2021 
REGISTRATION FORM

For information on exhibiting, call 704-556-1228
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CAROLINAS	ROOFING	EXPO	
(formerly	CAROLINAS	MID-WINTER	ROOFING	EXPO)	

JUNE	24-26,	2021	
WESTIN	HILTON	HEAD	RESORT	&	SPA	

SPONSORSHIP OPPORTUNITIES 
CRSMCA would like to thank you for your consideration in becoming a sponsor.  All sponsorships are 

applied to the advancement of education to the CRSMCA membership. 

⬜  $5,000 CORPORATE* 
Complimentary banner; ONE complimentary booth; complimentary ½ page ad in the Carolinas Contacts Magazine; signage at the Carolinas Mid-Winter Roofing 
Expo; listing in the Carolinas Contacts Magazine and on the CRSMCA website 

$3,000 PLATINUM  ⬜   Opening Reception 
ONE complimentary booth; complimentary ½ page ad in the Carolinas Contacts Magazine; signage at the Carolinas Mid-Winter Roofing Expo; listing in the 
Carolinas Contacts Magazine and on the CRSMCA website 

 $2,000 DIAMOND  ⬜   Wednesday Reception  ⬜   Wednesday Lunch 
TWO complimentary attendees; complimentary ½ page ad in the Carolinas Contacts Magazine; signage at the Carolinas Mid-Winter Roofing Expo; listing in the 
Carolinas Contacts Magazine and on the CRSMCA website 

$1,500 GOLD   ⬜     Wednesday Breakfast  ⬜    Lanyards 
Complimentary ½ page ad in the Carolinas Contacts Magazine; signage at the Carolinas Mid-Winter Roofing Expo; listing in the Carolinas Contacts Magazine 
and on the CRSMCA website 

$1,000 SILVER   ⬜    Badges    ⬜   Audio/Visual 
Complimentary ¼ page ad in the Carolinas Contacts Magazine; signage at the Carolinas Mid-Winter Roofing Expo; listing in the Carolinas Contacts Magazine 
and on the CRSMCA website 

⬜  $750	BRONZE	
Complimentary business card ad in the Carolinas Contacts Magazine; signage at the Carolinas Mid-Winter Roofing Expo; listing in the Carolinas Contacts 
Magazine and on the CRSMCA website 

⬜  $300 CONTRACTOR GOODWILL  
Listing in the Carolinas Contacts Magazine and on the CRSMCA website, free company admission 

⬜  $ 200 PAST PRESIDENT 
Listing in the Carolinas Contacts Magazine and on the CRSMCA website (for CRSMCA past presidents only) 

 
Method of Payment:   

Amount Enclosed  $__________  Check # _______________ 

Amount to be charged $__________ ⬜  American Express ⬜  MasterCard ⬜ Visa  

______________________________________________________________________________ 
Company Sponsoring     Contact Name 

______________________________________________________________________________  
Card Number      Exp. Date  CVV 

______________________________________________________________________________ 
Name (as it appears on the card)    Signature 

Please send the form with 
payment information to the 
following address or email: 

Carolinas Roofing and Sheet Metal 
Contractors Association, Inc. 

P O Box 7643 
Charlotte, NC 28241-7643 

cbsims@crsmca.org  
- - - - - - - - - - - - - - - - - - - - - - - - - - - - -  
**Please return by June 1, 2021 

to be listed in the Carolinas 
Contacts Magazine. 

- - - - - - - - - - - - - - - - - - - - - - - - - - - - -  

**PLEASE SUBMIT YOUR  
COMPANY LOGO VIA EMAIL  
TO CBSIMS@CRSMCA.ORG  
TO BE PRESENTED DURING  

GENERAL SESSIONS

WESTIN HILTON HEAD RESORT & SPA | 2 Grasslawn Avenue | Hilton Head Island, SC 29928

CAROLINAS ROOFING EXPO | JUNE 24-26, 2021 
SPONSORSHIP OPPORTUNITIES

Posted on February 17, 2021  
By Heidi J. Ellsworth, RCS Partner

When the COVID-19 pandemic 
struck the U.S. in spring of 2020, the 
roofing industry had to adapt and adjust 
their business operations. As manufactur-
ers were forced to slow or stop production 
and shipping became a challenge, contrac-
tors found it harder to get much-needed 
materials. Now, roofing companies are 
experiencing price increases for all types 
of building and roofing products.

The lumber industry continues to see 
price increases and according to the 
National Home Builders Association, 
“Lumber prices increased 14.9% in Au-
gust, marking the largest four-month 
gain since such data was first recorded in 
1949 and the second-largest gain since 
seasonally adjusted data became avail-
able in 1975.” 

Shingle allocations and price increas-
es have also been prevalent throughout 
2020 due to high levels of storm-relat-
ed re-roofing and limited raw materials. 

According to a roofing contractor’s web-
site, “This week a roofing manufacturer 
put out a 4-6% price increase effective 
August 17 which follows two other shin-
gle manufacturers with 2-7% increases 
and a fourth manufacturer following with 
their increase.” 

A key component used by most manufac-
turers is asphalt which is seeing its own 
price increases. According to Bud Polston 
of United Asphalts, there are widespread 
price increases with asphalt due to how 
it is processed. The demand for gasoline 
has been uneven in 2020 and jet fuel 
has seen a huge decrease in demand. 
According to Deloitte Insights, “Demand 
for gasoline has risen as more cars have 
returned to the road and as shops, retail 
stores and restaurants have reopened. 
However, demand for jet fuel has re-
mained anemic, with U.S. demand still 
half of its pre–COVID-19 levels, as many 
people defer air travel.” 

The lack of demand for jet fuel has a 
trickledown effect on the amount and 
cost of producing/refining asphalt. Ac-
cording to information gained by United 

Asphalts from a refinery source, “Covid 
related lockdowns nationwide are im-
pacting primarily gasoline and jet fuel 
(both lower demand and lower pricing). 
Most refineries cannot make asphalt and 
resid (oil products that remain after pe-
troleum has been distilled) without also 
making gasoline and jet fuel and it ap-
pears that black oil production across the 
U.S. has decreased as a result. This is 
leading to higher market prices for resid 
and asphalt on account of the decreased 
production and to incentivize more pro-
duction. Although the market price has 
increased, it is still not high enough to 
offset our incremental production costs 
of asphalt and resid.” 

This is not something that roofing man-
ufacturers are pleased about but it is a 
fact that there will be price increases 
and roofing contractors should be aware. 
The Associated Builders and Contractors 
Chief Economist, Anirban Basu stated in 
a recent press release, “This dynamic 
(of building material price increases) is 
already observable, for example, in the 
prices of softwood lumber. As America’s 

ROOFING INDUSTRY 
SEEING MATERIAL 
PRICES RISING 

Prices are expected  
to continue to  
rise through 2021.

Continued on next page

SOLD
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single-family housing construction boom 
continues, many builders are ordering 
softwood lumber. With suppliers collec-
tively lacking the near-term capacity to 
easily fill these orders, prices were spik-
ing for much of 2020. Similar conditions 
may influence other commodities later 
this year as global growth accelerates. 
This means that contractors need to 
think long and hard about the existence 
and structure of escalation clauses as 
they negotiate future work.” 

In November and December of 2020, 
United Asphalts was hit with significant 
increases to the price of raw materials. 
They recently announced, “We are forced 
to increase our prices by an average of 
10% in all markets for many reasons, in-
cluding the ongoing ripple effects of the 
COVID-19 pandemic.”

So, although many manufacturers must 
pass on price increases, they are more 
committed than ever to extreme cus-
tomer service. “We are working with all of 
our customers for long-term forecasting 
our roofing asphalts so they can bid and 
complete jobs profitably,” stated Polston. 

And this is being found in the metal indus-
try too. Roof Hugger recently announced, 
“As most of you are aware, several costs 
increase in steel have been announced in 
addition to some constriction in material 
availability. Roof Hugger, like many oth-
er fabricators, has found it necessary to 
pass along a portion of these material in-
creases. We have done our best to min-
imize the increase and we are carefully 
monitoring our inventory levels.”

They continue, “Please take note that 
with the uncertainty of steel costs, pricing 
will be good for a period of 14 days from 
the quote date and subject to review, 
thereafter, please qualify your proposals 
to reflect these limits. Roof Hugger is still 
committed to providing the best custom-
er service and product quality as we have 
always been known.” 

Now more than ever a strong relationship 
with your manufacturers and distributors 
is essential. Good communication on up-
coming material shortages, allocations or 
price increases is crucial to roofing con-
tractor’s business.

Carolinas Roofing.indd   1Carolinas Roofing.indd   1 7/8/2020   3:00:31 PM7/8/2020   3:00:31 PM

Written by Joe Bousquin, Construction Dive  
Published on Feb 17, 2021

Late last year, Mike Taylor was paying around $750 per 
short ton for the rebar he uses in his concrete pours. Now, that 
price has spiked closer to $900, a 20% increase in a little over 
a month.

“That could mean an extra $200,000 on a concrete job,” said 
Taylor, CEO of Pompano Beach, Florida-based Current Builders, 
a general contractor that focuses on commercial and multifam-
ily structures. “We’re seeing a lot of upwards pressure.”

At Grand Rapids, Michigan-based Rockford Construction, one 
of the 400 largest contractors in the country, director of pre-
construction Mike Miner has been scrambling to sub in ther-
moplastic polyolefin roofing panels on projects where he might 
have used steel in the past.

The reason? His suppliers hit him with two price hikes over the 
holidays, one right before Christmas, the other a week later 
when he returned to work after the new year.

“It’s affecting jobs where we thought metal-insulated panels 
on the outside would be cheaper,” Miner said. “But now, we’re 
looking at jobs and saying, ‘Is that roof really going to be metal?’ 
Because I don’t think it is now.”

Taylor and Miner aren’t alone. Across commercial construction, 
steel price increases in recent weeks have caused contractors 
to rework the material costs on their jobs. And it’s not just steel, 
either. Lumber prices, which leaped up toward the beginning of 
the pandemic before coming back down last summer, have also 
shot up again recently.

Prices of both lumber and steel — two primary building ma-
terials — have surged anywhere from 20% to 25% recently, 
according to Daniel Pomfrett, national director of forecasting 
and analytics at construction cost tracking firm Cumming.

Over the past year, softwood lumber spiked 73%, according to 
the Producer Price Index released this morning for January. 
Iron and steel scrap has surged 50.8% in the last 12 months, 
including a 25.8% jump from November to December, followed 
by another 20.6% jump from December to January.

A recent National Association of Home Builders analysis found 
that spikes in softwood lumber prices in the wake of the 

COVID-19 pandemic have caused the price of an average, new 
single-family home to increase by nearly $16,000. One high-
end custom home builder in Birmingham, Alabama, reported 
to the NAHB that the price of a lumber framing package on an 
identically sized home had more than doubled over the past 
year, from $35,000 to $71,000.

The price gains are having a ripple effect. Construction ob-
servers say costs for drywall, copper, steel studs and even vinyl 
siding have risen, as well as those for other items that include 
steel.

“It’s affecting appliances. Steel is in hardware. It’s just in a lot 
of products on the job,” Taylor said. “We’re feeling strong price 
pressure increases pretty much down the line.”

SUPPLY CHAIN WOES
The reasons why range from factories that pulled back produc-
tion when demand dropped in early 2020 still not running at 
capacity, lingering supply chain hiccups that have caused ships 
to stack up outside of ports, tariffs on lumber and even last 
summer’s wildfires in the West. Mostly, though, all the spikes 
can be traced back to a central theme.

“The short answer is the pandemic,” said Associated General 
Contractors of America Chief Economist Ken Simonson, who 
closely tracks construction costs on a weekly basis in his Data 
Digest newsletter. “The supply chain is still being affected in a 
number of ways.”

He points to the 37 ships, packed with goods from China and 
elsewhere that were anchored off Southern California at the 
beginning of February. Other ships were clogging the wharf 
as an outbreak of COVID-19 among dockworkers meant there 
wasn’t enough personnel to unload them. There has also been 
a shortage of empty shipping containers in China to pack those 
goods into, as the pandemic has twisted global trade’s back-
and-forth cadence.  

Simonson said those kinds of lingering supply chain snafus 
could end up muting the anticipated rebound in construction 
activity in the latter half of 2021, especially in markets where 
contractors face high material costs, a lack of supply, or both.

“First off, construction demand will remain spotty, both geo-
graphically, and by project type,” Simonson said. “Any owner 

SKYROCKETING STEEL, LUMBER COSTS  
THREATEN TO SLOW CONSTRUCTION JOBS
As material prices jump, contractors cope any way they can.

Continued on next page

https://www.bls.gov/news.release/ppi.t05.htm
https://www.bls.gov/news.release/ppi.t05.htm
https://www.nahb.org/news-and-economics/housing-economics/National-Statistics/Framing-Lumber-Prices
https://www.nahb.org/news-and-economics/industry-news/press-releases/2021/02/record-high-lumber-prices-are-hammering-housing-affordability
https://www.nahb.org/news-and-economics/industry-news/press-releases/2021/02/record-high-lumber-prices-are-hammering-housing-affordability
https://agca.informz.net/informzdataservice/onlineversion/ind/bWFpbGluZ2luc3RhbmNlaWQ9OTg0NzQ5OSZzdWJzY3JpYmVyaWQ9MTE0NzgyNzU4OQ==
https://agca.informz.net/informzdataservice/onlineversion/ind/bWFpbGluZ2luc3RhbmNlaWQ9OTg0NzQ5OSZzdWJzY3JpYmVyaWQ9MTE0NzgyNzU4OQ==
https://www.wsj.com/articles/shipping-companies-look-at-sailing-away-from-choked-southern-california-gateways-11612802085
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who is expecting to build new or renovate had better factor in 
the likelihood that there will be delays, and depending on how 
the risk is shared with contractors, price increases.”

HOARDERS IN THE WINGS
Indeed, Miner has seen the impacts of scarcity in his Midwest 
markets, where contractors last year started hoarding lumber, 
just so they could keep building.

“It got to the point where there was a lot of our trade con-
tractors that were going and buying just full bunks of wood, 
anywhere at any price,” Miner said. 

That scarcity rippled down the supply chain, where he said lum-
ber supply houses wouldn’t order lumber to keep in inventory, 
for fear that prices would drop and they’d be squeezed on the 
other end.

With the cost trend in 2021 only going in one direction so far 
— up — he worries that it won’t be long before any owners 
and developers who were considering getting back to work find 
another reason to stay on the sidelines.

“There’s going to be some angst from owners waiting to see 
what lumber is going to do before they decide if they want to 
turn their project on,” Miner said. “With everything else going 
on, and then lumber putting another 30% on top, everybody 
says, ‘Never mind, I’m not going to build this year.’”

DEALING WITH IT ON THE JOB
For jobs in process, though, contractors will need to stay on 

their toes so they don’t get caught on the wrong side of a cost 
crunch.

Evidence of that has been seen, as many contractors engaged in 
survival bidding during the first part of the pandemic, where they 
bid less than the job would cost them, just to stay in business. 
Indeed, last month, Simonson noted that since April, average 
bids have only increased 0.1%, while material costs rose 8.1%. 

Contractors across the country are reacting to the shortages 
and price jumps in a variety of ways:

Lowering costs, shortening schedules. In Miner’s markets, 
contractors that have been working through their backlogs now 
are trying to offset material cost increases by lowering labor 
costs, or trying to shorten project length to make up the dif-
ference.

“People are getting aggressive to try to build their backlogs 
up again,” Miner said. “They’re saying they can do it in eight 
months instead of nine by pushing their people harder, and do-
ing it faster than they’ve ever done it before.”

Trying new materials. Rockford has been working with own-
ers on existing projects to sub in different materials where they 
make sense, to keep jobs on track.

For example, while OSB is normally more expensive than ply-
wood, that’s not necessarily true right now, so when plywood 
is cheaper, Miner will spec it instead. Also, whereas composite 
panels with a rubber backing are usually a premium, architec-
tural element, they’re now an option for exterior cladding, since 
the price spread compared to steel isn’t that large currently. 

“If you price steel and steel is too expen-
sive, we’re going to go find a different 
material” such as the TPO roof panels 
Miner subbed in on his recent project. “I 
think a big thing most people underesti-
mate in construction is how nimble we 
are,” Miner said. “Cost volatility can ham-
string projects for a while, but it’s only a 
matter of time before we find a different 
solution.”

Shorter bid times. For Taylor and Cur-
rent, that solution has been shorter 
timeframes on bid offers. For instance, 
whereas a bid in the past may have been 
valid for half a year, today that could be 
shortened to a single month. 

“Our quotes and proposals are typically 
only good for 30 to 45 days now,” Tay-
lor said. “If we know it’s a big project and 
they’ll take longer for the RFP, we’ll make it 
60 days, but we won’t go longer than that.”

Contractual changes. Quinn Murphy, a 
construction attorney at Sandberg Phoe-
nix in St. Louis, advises clients to try to 
write in contingencies for material cost 
increases up front in the form of force 
majeure clauses.

“We’ll go so far as to include a definition 
of what a significant price increase would 
be, in terms of a percentage,” he said, 
which might start at 50%. “That way, you 
avoid the argument with the owner who 
says, ‘Well, I hate that you have to take 
a bath on this, but you have to take it.’”

Relying on relationships. For a job that’s 
begun, however, Murphy said contrac-
tors may have more relationship leverage 
than they think, and should first try to go 
back to owners and explain the situation. 

“Relationship capital goes a long way,” he 
said.

Other legal arguments. If that approach 
doesn’t work, contractors can make what 
he refers to as a “lack of collectability” 
argument.

“Basically, that’s where you say if you were 
to perform this contract, it would put you 
out of business,” Murphy said. “So if they 
sued for breach of contract, they might 
get a judgment, but you wouldn’t have any 

money to pay it, so there’s really no ben-
efit for the owner going down that road.”

Negotiations. It’s better for contractors 
and owners to negotiate a mutually ben-
eficial outcome. That’s particularly true 
because the pandemic is ongoing, and 
courts haven’t created wide-ranging case 
law on whether impacts from the coro-
navirus are a viable defense for breaking 
contract. That has incentivized owners to 
work things out with contractors in the 
current environment.

“It’s kind of resulted in a little bit more 
cooperation out of owners and contrac-
tors because neither one of them really 
knows who’s going to win if they wind up 
in a lawsuit,” Murphy said.

Upfront planning: For Taylor at Current, 
working with owners on cost increases 
has been the best approach so far.

“We haven’t had to hand out a 30% lum-
ber package change order — yet,” Taylor 
said. “But I think the big thing moving 
forward is having that conversation now, 

so they know what to expect. Because 
some projects will not go if lumber stays 
at the 30% price increases we have now.”

RELIEF AHEAD?
Observers do see reasons for optimism. 
Miner, for example, thinks higher steel 
prices could end up creating a more lu-
crative supply incentive for producers.

“When steel prices go up, they turn fur-
naces back on, which is what they’re 
doing now,” Miner said. “The market is 
changing in the world economy to the 
point where it’s worth us to make more 
of the steel at home.”

Indeed, Pomfrett at Cumming is project-
ing steel prices to begin decreasing again 
and be near prepandemic levels by the 
end of 2021, even as demand increases.

“There is the potential for a big surge that 
will put pressure on the supply chains 
again,” Pomfrett said. “But we expect 
steel to sort of level out and reduce slight-
ly as we go into the middle of the year.”

https://agca.informz.net/informzdataservice/onlineversion/ind/bWFpbGluZ2luc3RhbmNlaWQ9OTgwODM4MSZzdWJzY3JpYmVyaWQ9MTE0NzgyNzU4OQ==
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Despite raw steel production 
reaching its highest level since 
March and a slight increase in flat rolled 
carbon imports, rising demand, stressed 
inventory, and raw material costs have 
caused steel prices to continue reaching 
all-time highs.

INPUT COSTS
After prices for prime grades remained flat 
and shredded/obsolete grades tumbled in 
February, the sentiment has turned bull-
ish when looking towards March.
·  Declines in supply due to manufacturing 
disruptions (auto production slowdown) 
and weather-impacted collections, 
combined with increased demand from 
exports and increased domestic EAF 
steel production, could push prices up-
ward of $40-50/gt in March.

·  This would push prime scrap pricing to 
levels last seen in 2008.

Zinc pricing continued to rebound this 
week and is now at a fresh 52 week high.
·  With current spot pricing surpassing the 
52-week high, further upward momen-
tum is expected over the short-to-me-
dium term.

Crude oil pricing continued to climb  
this week, increasing to over $62/barrel 
this week.
·  OPEC and its allies (OPEC+), or es-
sentially Saudi Arabia and Russia, will 
meet this week to determine their next 
course of action in the face of the rising 
oil prices globally.

  - The market anticipates that they will 
elect to hike output, but in a controlled 
way that will have limited impact on 
prices in the short term.

·  The longer pricing stays above the key 
$50/barrel mark; it could signal an in-
crease of drilling activity that would spur 
increased hot rolled coil consumption.

SUPPLY
Domestic raw steel production increased 
slightly last week, climbing to its highest 
level since March.

·  US steelmakers produced 1.749 million 
tons at a 77.2% utilization rate.

·  Production was still down 7.0% from 
the same week last year and now down 
8.4% on an YTD basis.

Total carbon steel imports increased 
sharply in January, climbing on the back of 
sharp increase in semi-finished imports.
·  Carbon flat rolled imports were up 
slightly (2.6%) from December but re-
mained well below (-25.6%) last Janu-
ary’s level.

·  HR, CR, and Coated flat rolled imports 
declined 16.1%, 45.2%, and 23.4%, re-
spectively, on a Y/Y basis.

DEMAND
Total construction spending continued to 
climb in January, now up for the fourth 
consecutive month.
·  Spending increased on the back of the 
continued sharp increase in residential 
construction spending.

  - Residential construction spending was 
up 2.5% from December and 21.1% 
from January 2020.

  - Non-residential construction spending 
continues to lag behind, and that trend 
is expected to continue throughout 
most of the year as the January ABI a 
decline in activity for the eleventh con-
secutive month.

After slowing in January, the ISM Man-
ufacturing Index increased in February.
·  The index increased to 60.8, up from 
58.7 in January and is at its highest lev-
el since August 2018.

·  Expansion from all three key compo-
nents (New Orders, Production, and 
Backlog of Orders) grew in February.

PRICE
After dropping a few weeks ago on un-
warranted fears of a Section 232 dis-
missal, HRC futures prices continued to 
climb higher this week.
·  Current HRC futures have prices north 
of $1200/t through May and prices 
above $1000/t through July.

·  Current April settlement pricing of $1285/t 
is the highest we have seen this cycle.

-After being in backwardation for mul-
tiple weeks, the forward curve is now in 
contango through April.

Steel pricing continued to set new all-
time highs, as the upward momentum 
continued this week.
·  Cold rolled pricing was the first to top 
the $70/cwt, with HDG pricing expected 
to follow shortly.

ECONOMIC
Along with the rising cost of oil anoth-
er, more direct impact can be seen in the 
price of diesel.
·  Diesel is back up over $3.00/gallon this 
week.

- This is the highest it has been since Jan-
uary 2020.

·  Rising diesel costs will eventually turn 
into higher shipping rates and affect a 
freight market that is already seeing 
costs climb in Q1.

The Atlanta Federal Reserve, which tracks 
data in real time to estimate changes in 
gross domestic product, now is indicating 
a 10% for Q1 2021.
·  That comes amid Congress poised to 
spend another $1.9 trillion to address 
various areas.

·  Manufacturing is at its highest level 
since 2018, with prices rising and in-
ventories choked.

·  Employment remains the main weak 
spot, though some encouraging signs 
are emerging.

This material, information and analyses 
(the “Content”) may include certain state-
ments, estimates and projections prepared 
with respect to, among other things, his-
torical data and anticipated performance. 
Content may reflect various assumptions 
by Majestic Steel USA, Inc. concerning an-
ticipated results that are inherently subject 
to significant economic, competitive and 
other uncertainties and contingencies and 
have been included for illustrative purpos-
es. Content is provided AS-IS.

STEEL PRICES KEEP UPWARD MOMENTUM FactSheet
Reducing Falls in Construction: 
Safe Use of Extension Ladders
Workers who use extension ladders risk permanent injury or death from falls 
and electrocutions. These hazards can be eliminated or substantially reduced by 
following good safety practices. This fact sheet examines some of the hazards 
workers may encounter while working on extension ladders and explains what 
employers and workers can do to reduce injuries. OSHA’s requirements for extension 
ladders are in Subpart X—Stairways and Ladders of OSHA’s Construction standards.

What is an Extension Ladder?
Also known as “portable ladders,” extension 
ladders usually have two sections that operate 
in brackets or guides allowing for adjustable 
lengths. (See Figure 1, below.) Because 
extension ladders are not self-supporting they 
require a stable structure that can withstand the 
intended load.

Figure 1: Extension Ladder

PLAN Ahead to Get the Job Done Safely.
• Use a ladder that can sustain at least four

times the maximum intended load, except
that each extra-heavy duty type 1A metal or
plastic ladder shall sustain at least 3.3 times
the maximum intended load. Also acceptable
are ladders that meet the requirements set
forth in Appendix A of Subpart X. Follow
the manufacturer’s instructions and labels
on the ladder. To determine the correct
ladder, consider your weight plus the weight
of your load. Do not exceed the load rating
and always include the weight of all tools,
materials and equipment.

• A competent person must visually inspect all
extension ladders before use for any defects
such as: missing rungs, bolts, cleats, screws
and loose components. Where a ladder has
these or other defects, it must be immediately
marked as defective or tagged with “Do Not
Use” or similar language.

• Allow sufficient room to step off the ladder
safely. Keep the area around the bottom and
the top of the ladder clear of equipment,
materials and tools. If access is obstructed,
secure the top of the ladder to a rigid support
that will not deflect, and add a grasping device
to allow workers safe access.

• Set the ladder at the proper angle. When a
ladder is leaned against a wall, the bottom
of the ladder should be one-quarter of the
ladder’s working length away from the wall.
For access to an elevated work surface, extend
the top of the ladder three feet above that
surface or secure the ladder at its top.

• Before starting work, survey the area
for potential hazards, such as energized
overhead power lines. Ladders shall have
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nonconductive side rails if they are used 
where the worker or the ladder could contact 
exposed energized electrical equipment. Keep 
all ladders and other tools at least 10 feet 
away from any power lines.

• Set the base of the ladder so that the bottom
sits securely and so both side rails are evenly
supported. The ladder rails should be square
to the structure against which it is leaning
with both footpads placed securely on a stable
and level surface.

•	 Secure the ladder’s dogs or pawls before climbing.
• When using a ladder in a high-activity area,

secure it to prevent movement and use a barrier
to redirect workers and equipment. If the ladder is
placed in front of a door, always block off the door.

Figure 2: Ladder extending  
three feet above the landing area.

PROVIDE the Right Extension Ladder 
for the Job with the Proper Load Capacity.
Select a ladder based on the expected load 
capacity (duty rating), the type of work to be done 
and the correct height. There are five categories 
of ladder duty ratings.

Type Duty Rating Use Load

IAA* Special Duty Rugged 375 lbs.

IA Extra Duty Industrial 300 lbs.

I Heavy Duty Industrial 250 lbs.

II Medium Duty Commercial 225 lbs.

III Light Duty Household 200 lbs.

Source for Types IA, I, II, III: Subpart X—Stairways and 
Ladders, Appendix A (American National Standards Institute 
(ANSI)) 14.1, 14.2, 14.5 (1982)) of OSHA’s Construction 
standards. Source for Type IAA: ANSI 14.1, 14.2, 14.5 (2009), 
which are non-mandatory guidelines. 

TRAIN Workers to Use Extension 
Ladders Safely.
Employers must train each worker to recognize 
and minimize ladder-related hazards. 

Safe Ladder Use—DO:
• Maintain a 3-point contact (two hands and a

foot, or two feet and a hand) when climbing/
descending a ladder.

• Face the ladder when climbing up or descending.
• Keep the body inside the side rails.
• Use extra care when getting on or off the

ladder at the top or bottom. Avoid tipping the
ladder over sideways or causing the ladder
base to slide out.

• Carry tools in a tool belt or raise tools up
using a hand line. Never carry tools in your
hands while climbing up/down a ladder.

• Extend the top of the ladder three feet above
the landing. (See Figure 2.)

• Keep ladders free of any slippery materials.

Safe Ladder Use—DO NOT:
• Place a ladder on boxes, barrels, or

unstable bases.
• Use a ladder on soft ground or unstable footing.
• Exceed the ladder’s maximum load rating.
• Tie two ladders together to make them longer.
• Ignore nearby overhead power lines.
• Move or shift a ladder with a person or

equipment on the ladder.
• Lean out beyond the ladder’s side rails.
• Use an extension ladder horizontally like

a platform.

PLAN. 
PROVIDE. 

TRAIN.
Three simple steps  

to prevent falls.
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This is one in a series of informational fact sheets highlighting OSHA programs, policies or 
standards. It does not impose any new compliance requirements. For a comprehensive list of 
compliance requirements of OSHA standards or regulations, refer to Title 29 of the Code of Federal 
Regulations. This information will be made available to sensory-impaired individuals upon request. 
The voice phone is (202) 693-1999; teletypewriter (TTY) number: (877) 889-5627.

OSHA standard: 29 CFR 1926 Subpart X—Stairways and Ladders 

American National Standards Institute standard: ANSI A14.1, A14.2, A14.5—Ladder Safety Requirements  
(Not an OSHA standard, included to be used as guidance to meet OSHA’s requirements)

Employers using extension ladders must follow the ladder requirements set forth in 29 CFR 1926 Subpart 
X. Per Appendix A to Subpart X of Part 1926—Ladders, ladders designed in accordance with the following 
ANSI standards will be considered in accordance with 29 CFR 1926.1053(a)(1): ANSI A14.1-1982—American 
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National Standard for Ladders—Portable Reinforced Plastic—Safety Requirements.

State plan guidance: States with OSHA-approved state plans may have additional requirements for avoiding 
falls from ladders. For more information on these requirements, please visit: www.osha.gov/dcsp/osp/
statesstandards.html.

Most OSHA offices have compliance assistance specialists to help employers and workers comply with 
OSHA standards. For details call 1-800-321-OSHA (6742) or visit: www.osha.gov/htm/RAmap.html.
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By Mark S. Graham

Athough asphalt shingle products often are marketed and specified based 
on warranty durations, product and performance attribute standards also provide a 
useful way to differentiate among these products. Following is a brief overview of the 
standards applicable to asphalt shingle products.

SHINGLE STANDARDS
The U.S. product standard for asphalt shingles is ASTM D3462, “Standard Specifica-
tion for Asphalt Shingles Made from Glass Felt and Surfaced with Mineral Granules.” 
The standard establishes prescriptive minimum and maximum values for asphalt 
shingles’ masses and physical property values. It also establishes a shingle’s minimum 
Class A fire resistance and Class A (60-mph) wind resistance.

ASTM D3462 is referenced in the International Building Code® and International Res-
idential Code® as a minimum code requirement for asphalt shingles.

ASTM D3018, “Standard Specification for Class A Asphalt Shingles Surfaced with 
Mineral Granules,” is a second, less frequently used product standard for asphalt 
shingles. ASTM D3018 provides for a Class A fire resistance, testing and reporting 
wind resistance per ASTM D3161, “Standard Test Method for Wind Resistance of 
Steep Slope Roofing Products (Fan-Induced Method),” and testing of loss and behavior 
when heated per ASTM D228, “Standard Test Methods for Sampling, Testing, and 
Analysis of Asphalt Roll Roofing, Cap Sheets, and Shingles Used in Roofing and Water-
proofing.” ASTM D3018 further classifies asphalt shingles as being Type I (self-seal-
ing) or Type II (non-self-sealing).

A third product standard, ASTM D225, “Standard Specification for Asphalt Shingles 
(Organic Felt) Surfaced with Mineral Granules,” previously applied to organic felt-rein-
forced asphalt shingles. Because organic felt-reinforced asphalt shingles no longer are 
being manufactured in North America, ASTM D225 was withdrawn in 2012.

A test method, ASTM D7158, “Standard Test Method for Wind Resistance of Asphalt 
Shingles (Uplift Force/Uplift Resistance Method)” addresses the wind resistance of 
asphalt shingles with factory-applied, self-sealing strips beyond that established in 
ASTM D3462 and ASTM D3161. ASTM D7158 classifies shingles as being Class D, 
Class G or Class H and having resistances to basic wind speeds (VULT) of 115 mph, 
150 mph or 190 mph, respectively.

The testing and calculation procedures in ASTM D7158’s classifications assume asphalt 
shingles are applied to buildings located in Exposure Categories B or C, having mean 
roof heights not exceeding 60 feet and no topographic wind speed-up effects. Addi-
tional engineering consideration is necessary to verify the appropriateness of ASTM 
D7158’s wind-resistance classifications if these assumed parameters are exceeded.

By Mark S. Graham

Properly selecting and specifying shingle fasteners are import-
ant to ensure an asphalt shingle roof system’s performance and 
longevity. Following is a brief discussion of code requirements, 
manufacturers’ instructions and NRCA’s guidelines for fasten-
ers used to attach asphalt shingle products.

CODE REQUIREMENTS
In the International Building Code,® 2018 Edition, the following 
minimum requirements are provided in Section 1507.2-Asphalt 
Shingles: “1507.2.5 Fasteners. Fasteners for asphalt shingles 
shall be galvanized, stainless steel, aluminum or copper roof-
ing nails, minimum 12-gage [0.105 inch (2.67 mm)] shank with 
a minimum 3/8-inch-diameter (9.5 mm) head, of a length to 
penetrate through the roofing materials and not less than 3/4 
inch (19.1 mm) into the roof sheathing. Where the roof sheath-
ing is less than 3/4 inch (19.1 mm) thick, the nails shall pene-
trate through the sheathing. Fasteners shall comply with ASTM 
F1667.”

In the International Residential Code,® 2018 Edition, minimum 
requirements in Section R905.2-Asphalt Shingles are similar to 
those of IBC 2018.

Neither IBC 2018 nor IRC 2018 have specific requirements for 
the shingle nails’ corrosion resistances.

MANUFACTURERS’ INSTRUCTIONS
Review of asphalt shingle manufacturers’ installation instruc-
tions reveals their fastener recommendations are generally 
consistent with those of IBC 2018 and IRC 2018. Some manu-
facturers do not recommend copper roofing nails, and some do 
not reference ASTM F1667, “Standard Specification for Driven 
Fasteners: Nails, Spikes, and Staples.”

Guidelines from the Asphalt Roofing Manufacturers Association 

generally are considered to be a consensus of ARMA-mem-
ber asphalt shingle manufacturers. ARMA’s Residential Asphalt 
Roofing Manual: Design and Applications Method, 2014 Edition, 
indicates roofing nails are the preferred nailing system for as-
phalt shingles. Nails should be made of galvanized steel, stain-
less steel or aluminum and have a nominal shank diameter of 
12 gauge and a minimum head diameter of 3/8 of an inch. Nails 
should have smooth shanks (except for “gripper marks” some-
times located just below the head) though ring-shank nails and 
nails with shank deformations such as “barbs” may be used.

Nails should be long enough to penetrate 3/4 of an inch into a 
roof deck; if a roof deck is less than 3/4 of an inch, nails should 
be long enough to penetrate and extend at least 1/8 of an inch 
through the roof deck. When determining nail length, consider 
the number of layers of shingles, shingle thickness(es), under-
layment and flashings.

Note that when the bottom side of a roof deck is exposed to 
view, using nails of the recommended length may result in nail 
points penetrating through the deck and being exposed to view.

NRCA’S GUIDELINES
NRCA’s guidelines for asphalt shingle fasteners are provided 
in the Asphalt Shingles section of The NRCA Roofing Manual: 
Steep-slope Roof Systems.

NRCA recommends roofing nails be used to apply asphalt shin-
gles to wood panel (plywood, oriented strand board) or wood 
plank or wood board substrates. NRCA does not recommend 
the use of staples for fastening asphalt shingles.

Roofing nails should be round-headed, sharp-pointed 11-gauge 
galvanized steel or the equivalent corrosion-resistant roofing 
nails. Nail head sizes recommended are 3/8-inch to 7/16-inch 
diameter. Nail heads should be low profile, smooth and flat. Nails 
should comply with ASTM F1667, Type I, Style 20. Nails com-

NAILED IT
There are several guidelines 
for fasteners used for 
asphalt shingle roof systems

UNDERSTANDING ASPHALT  
SHINGLE STANDARDS
Knowledge of applicable standards can help you 
differentiate asphalt shingle products

Continued on page 27Continued on page 27
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Written by Joe Bousquin, Construction 
Dive Published on Feb 19, 2021

Plaza Construction, a New York 
City-based construction manage-
ment firm that has mostly focused on 
commercial construction in recent years, 
has re-launched its luxury Plaza Homes 
division to meet surging demand in the 
sector as other nonresidential contractors 
pile into the red-hot homebuilding space.

Brad Meltzer, Plaza Construction’s newly 
appointed CEO who recently succeeded 
long-time chief executive Richard Wood, 
said the decision to focus on building 
high-end homes — one recent project 
clocked in at 20,000 square feet — was 
due to requests from commercial clients.

“The demand has been significant,” said 
Meltzer. “We’ve been receiving calls ask-
ing us to do it, as opposed to us chasing 
clients, which is the normal way business 
works. We decided, let’s redouble our ef-
forts and focus on it.”

Plaza’s move comes as surging demand 

in the residential market has overflowed 
to tap nonresidential contractors for 
housing jobs, just as other struggling, 
nonresidential firms have pivoted toward 
building housing to stay in business.

Take AA Jedson Company in New York 
City. For years a specialty general con-
tractor that focused on restaurants and 
gyms, the firm pivoted toward affordable 
housing projects last year, which had 
been deemed essential, to stay in busi-
ness during the pandemic.

“Nobody’s looking to open up new 
restaurants or gyms at this point,” Mi-
chael Bordes, AA Jedson’s president, told 
Construction Dive in late 2020. “So we’re 
turning to our fallback, which is housing.”

A HOMEBUILDING BOOM
The impact of the pandemic on residen-
tial and nonresidential construction has 
been anything but even. While many 
commercial projects have been delayed, 
shuttered or canceled completely, home-
building has boomed, as buyers seek sin-

gle-family homes in less densely popu-
lated areas away from urban centers.

Employment levels in the residential 
construction sector are back to pre-pan-
demic levels, while nonresidential con-
struction has only recouped 60% of the 
jobs lost from February to April of 2020, 
according to the Associated General Con-
tractors of America.

The result has been commercial contrac-
tors soaking up excess demand for hous-
ing jobs.

Dallas, Texas-based National Roofing 
Partners, a roofing service provider that 
partners with commercial contractors to 
serve nonresidential customers nation-
wide, has also pivoted toward residential 
in recent months.

While it’s usually fielding large roofing 
jobs for clients such as retailers Tues-
day Morning or Kohl’s, it turned toward 
smaller maintenance and service projects 
during the pandemic. But now, even as 
demand starts to return for full-fledged 

plying with ASTM F1667, Type I, Style 20 
have head dimensions or shank profiles 
that NRCA recommends for asphalt shin-
gle application.

Nails should be long enough to penetrate 
all layers of roofing materials and achieve 
secure anchorage into a roof deck. Nails 
should extend at least 1/8 of an inch 
through the underside of plywood or 
other acceptable wood panel decks less 
than 3/4 of an inch thick. For wood plank 
or wood board roof decks, nails should 
penetrate at least 3/4 of an inch.

If pressure-preservative-treated lumber 
is encountered, hot-dipped galvanized, 
stainless-steel, silicon bronze or copper 
nails are recommended. Pressure-pre-
servative treatments other than chro-
mated copper arsenate necessitate the 
use of corrosion-resistant, hot-dipped 
galvanized fasteners complying with 
ASTM A153, “Standard Specification for 
Zinc Coating (Hot-Dip) on Iron and Steel 
Hardware,” Class D or stainless-steel 
fasteners complying with Type 304 or 
Type 316.

Because NRCA’s guidelines for asphalt 
shingle fasteners are more stringent 
than those of the codes or most asphalt 
shingle manufacturers, specifiers in-
tending to incorporate NRCA’s guidelines 
should specifically indicate their intent in 
construction documents.

Additional information regarding NRCA’s 
guidelines for asphalt shingle roof sys-
tems is provided in the Asphalt Shingles 
section of The NRCA Roofing Manual: 
Steep-slope Roof Systems.

Information about recognized applica-
tion tolerances for asphalt shingle roof 
systems is provided in NRCA/ARMA’s 
Quality Control Guidelines for the Appli-
cation of Asphalt Shingle Roof Systems. 
Both of these documents are available to 
NRCA members as free downloads, and 
nonmembers can purchase them in the 
NRCA Bookstore, shop.nrca.net.

Mark S. Graham is NRCA’s vice president 
of technical services. @MarkGrahamNRCA

Nailed It, continuted from page 25Asphalt, continuted from page 24roof replacement projects in the com-
mercial sector, NRP has partnered with a 
residential roofing firm to field the surg-
ing requests for residential jobs that are 
lighting up its phone lines, including for 
single-family homes.

“So now, if we get a lead on residential, 
which I got six of today, I just forward 
that to them,” said Tony Rader, vice 
president of sales at NRP. “Normally, we 
would just say that’s not what we do. But 
now, we’ve got the ability to take care of 
that for them, so we’re doing it.”

NEW PROFIT CENTER
Ken Simonson, chief economist at AGC, 
said he can’t point to any specific num-
bers that show nonresidential contrac-
tors are performing more homebuilding 
work.

“But I suspect that’s what’s happening,” 
Simonson wrote in an email. “The switch 
just may not be showing up fully in the 
data.”

Simonson noted that during the previous 
housing boom of 2004 to 2006, resi-
dential construction spending increased 
at a much faster rate than residential 
construction employment numbers. That 
was likely due to nonresidential contrac-
tors doing more residential work at the 
time, he said.

“Conversely, when nonresidential con-
struction continued increasing from 
2006 to 2008, firms that had concen-
trated on residential, especially multi-
family, switched to then-hot office, retail 
and other nonresidential work,” Simon-
son said.

Now, as history repeats in the nonres-
idential sector, commercial contractors 
who have started dabbling in housing 
don’t necessarily see that business line 
going away, even when COVID-19 is in 
the rearview mirror.

“It’s the natural instinct for people to try 
to look for other areas that might fill a 
void,” Meltzer said. “In some cases, it 
might fill a temporary void, and then end 
up becoming a business that you build 
upon for the future.”

COMMERCIAL 
CONTRACTORS  
TAP INTO BOOMING 
RESIDENTIAL DEMAND

An alternative wind-resistance classifica-
tion procedure, ASTM D3161, a fan-in-
duced test method, classifies asphalt 
shingles as being Class A, Class D or Class 
F and having resistances to wind speeds 
(VASD) of 60 mph, 90 mph or 110 mph, 
respectively.

The International Building Code and In-
ternational Residential Code require 
asphalt shingles with factory-applied, 
self-sealing strips be classified for wind 
resistance using ASTM D7158. Excep-
tions in the code permit asphalt shingles 
without self-sealing strips to use ASTM 
D3161’s classifications.

Another test method, UL 2218, “Impact 
Resistance of Prepared Roof Cover-
ing Materials,” classifies asphalt shin-
gles on their relative resistances to 
steel-ball-simulated hail impacts. UL 
2218’s Class I, Class II, Class III and Class 
IV represent tested resistances to im-
pact energies of 3.53 ft-lbs., 7.35 ft-lbs., 
13.56 ft-lbs. and 23.71 ft-lbs., respec-
tively.

NRCA’S RECOMMENDATIONS
Use of product and performance at-
tribute standards applicable to asphalt 
shingles provide a useful, credible means 
of differentiating among asphalt shingle 
products.

I encourage roof system designers to use 
these product and performance attribute 
standards when specifying asphalt shin-
gle products. Designers should reference 
specific standards and, if applicable, se-
lect the types and classes of asphalt 
shingle products based on code and proj-
ect requirements that are applicable to 
specific buildings.

Also, I encourage contractors to include 
specified standards in any contracts and 
purchase orders for procuring asphalt 
shingle products.

Additional information about asphalt 
shingle products and roof systems is 
provided in The NRCA Roofing Manual: 
Steep-slope Roof Systems—2021, which 
is available from shop.nrca.net.

https://agca.informz.net/informzdataservice/onlineversion/ind/bWFpbGluZ2luc3RhbmNlaWQ9OTg0NzQ5OSZzdWJzY3JpYmVyaWQ9MTE0NzgyNzU4OQ==
https://agca.informz.net/informzdataservice/onlineversion/ind/bWFpbGluZ2luc3RhbmNlaWQ9OTg0NzQ5OSZzdWJzY3JpYmVyaWQ9MTE0NzgyNzU4OQ==
https://www.nrca.net/
https://www.nrca.net/
https://www.nrca.net/
https://www.nrca.net/
https://industry.nrca.net/eWeb/DynamicPage.aspx?webcode=NRCAStorePrdDetails&site=nrca&es3_key=636f94a0-88c8-4a80-9e86-69a97916268b&prd_key=F0710561-7281-46A7-BBF3-D7899F07E0E7
https://industry.nrca.net/eWeb/DynamicPage.aspx?webcode=NRCAStorePrdDetails&site=nrca&es3_key=636f94a0-88c8-4a80-9e86-69a97916268b&prd_key=F0710561-7281-46A7-BBF3-D7899F07E0E7
https://www.nrca.net/
https://industry.nrca.net/eWeb/DynamicPage.aspx?webcode=NRCAStorePrdDetails&site=nrca&es3_key=fafe1fcc-e7ce-4ef3-8395-742e3d7fcce8&prd_key=0E5DB56C-A019-4A1B-A41A-E33F54BBEF9C
https://industry.nrca.net/eWeb/DynamicPage.aspx?webcode=NRCAStorePrdDetails&site=nrca&es3_key=fafe1fcc-e7ce-4ef3-8395-742e3d7fcce8&prd_key=0E5DB56C-A019-4A1B-A41A-E33F54BBEF9C
https://www.nrca.net/
https://www.nrca.net/
https://industry.nrca.net/eWeb/DynamicPage.aspx?webcode=NRCAStoreLanding&es1_key=7386AA76-6C4C-4BE0-B6DD-0BDB9A9CD959
https://www.professionalroofing.net/Authors/Details/Mark-S-Graham/9
https://www.professionalroofing.net/Authors/Details/Mark-S-Graham/9
https://twitter.com/MarkGrahamNRCA
https://industry.nrca.net/eWeb/DynamicPage.aspx?webcode=NRCAStorePrdDetails&site=nrca&es3_key=636f94a0-88c8-4a80-9e86-69a97916268b&prd_key=C5A08F06-4841-4656-996C-DE5B9DC84B63
https://industry.nrca.net/eWeb/DynamicPage.aspx?webcode=NRCAStorePrdDetails&site=nrca&es3_key=636f94a0-88c8-4a80-9e86-69a97916268b&prd_key=C5A08F06-4841-4656-996C-DE5B9DC84B63
https://nrca.net/shop
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Before working in the trades, I worked in 
accounting, but I wasn’t happy. I would 
look out my tiny office window and dream 
about working outside and using my 
hands. My brother was in the trades and 
he encouraged me to try construction.

I took a huge pay cut and it was probably 
the scariest decision of my life, but when 
I finally started working in sheet metal, 
I loved it and was instantly hooked. The 
fact that I was also making good money 
and had insurance for my family was just 
a bonus.

Why do you think the #MeToo  
movement hasn’t gained as much  
traction in construction as it has in 
other industries, such as entertain-
ment and the news media?
The #MeToo movement was started by 
powerful women who already had a huge 
audience, and spoke with voices that were 
familiar to the world. We do not have that 
sort of platform.

Although many of our sisters have the 
stories to share, some don’t want to rock 
the boat and others are not in the po-
sition to have their voices heard without 
fear of retaliation. That is why it’s even 
more important in construction for lead-
ership to have women’s backs. It also sets 
an example for potential allies that they 
shouldn’t be afraid to stick up for people 
that are being harassed, and the perpe-
trators of this behavior that their actions 
will no longer be tolerated.

Historically, 51% of women have 
dropped out of apprenticeship pro-
grams, versus 46% of men. Why do you 
think there’s still a higher dropout rate 
for women in training and apprentice-
ship programs?
I think because there are still relatively 
few women in these programs, we notice 
it more when one leaves. But I have spo-
ken with women who dropped out, and 
some of the reasons they give are ha-
rassment, lack of training, childcare sit-
uations or simply not knowing what they 
are getting into.

Sometimes we sell this as a great oppor-
tunity and women want in, but it’s im-
portant we give them a realistic picture 

as well. Trade work is hard, and finishing 
an apprenticeship takes perseverance. 
We work long hours, often exposed to the 
elements, and at the end of the job, you 
may be laid off. Child care can be difficult 
to find because our working hours are of-
ten erratic.

So, it is important to know what you are 
signing up for. But of course, I think it is 
so worth it. I truly believe that anyone 
can be a tradesworker, but it is definitely 
not for everyone.

How has your union’s mentorship pro-
gram helped you and other women in 
the trades?
When the Local 66 Women’s Committee 
decided to create a mentorship program, 
its goal was to help retain women in the 
trades. Through the years we had seen 
so many women drop out for various rea-
sons, but it was also financially alarming 
because we had invested so many years 
of education in them.

Our first step to creating this mentor-
ship program was to find out what the 
women were struggling with. We called 
every women apprentice and asked how 
we could help. The most common is-
sues were harassment, lack of training, 
child care, struggling with apprenticeship 
classes and struggling with the physi-
cal demands of the job. We focused on 
learning how to best support women in 
resolving these issues.

Labor and management recognized the 
situation and allowed us to tackle the 
problem. Having support is so important 
to getting change.

With the Women’s Committee and Men-
toring Program, women in the trades 
have a group of people who listen, give 
advice and simply have their backs. It has 
become a great support group.

We have a Facebook group and it is not 
uncommon to see things like, “Does any-
one know where I can find early hours 
childcare?” or, “I have work pants that I 
am not using, can anyone use them?” It is 
great to see that kind of support.

What does the construction industry 
need to do to better support women in 
the trades?
We should continue to discuss harass-
ment, bullying and lack of training. But 
I think what’s more important is thinking 
about how we can do better.

I have experienced horrible situations in 
the industry. I did not have a voice, nor 
did I have support or even someone that 
would listen and hear me.

It is going to take the leaders in the in-
dustry to hear us and support us. Busi-
ness leaders, contractors and the union 
need to acknowledge these are real is-
sues that should be taken seriously.

SMART has made huge steps to continue 
recruit and retain women in sheet metal 
industry, including the formation of the 
International Women’s Committee and 
the Recruitment and Retention Council.

All of these amazing achievements could 
not have happened without the support 
of our leaders. It would be impossible to 
make this much progress without them. 
But we also need our brothers to be al-
lies, and when they see harassment or 
something else that just isn’t right, to call 
that person out. Be decent, and stand up 
to those who may not have the ability to 
defend themselves.

Those are the kinds of steps that are get-
ting the conversation started, and open-
ing the eyes to people that can actually 
implement change.

Written by Joe Bousquin, Construction 
Dive, Published on March 10, 2021

Vanessa Carman is a former field 
foreman and current detailer at Kent, 
Washington-based mechanical contrac-
tor Hermanson. A vocal advocate for 
women in construction, she is a member 
of the SMART (Sheet Metal Air Railroad 
Transit) International Women’s Com-
mittee and founder of the Sheet Metal 
Workers Local 66 Women’s Committee.

In a recent media report, Carman spoke 
out about her mixed experiences as 
a woman working in the construction 
trades. Here, she talks with Construction 
Dive about the strides that women have 
made in the industry and what still needs 
to be done.

How has the environment for women 
in the trades changed since you began 
your career?
I began my trade work in 2003, as a res-
idential HVAC worker. In my first three 
years, I never saw another woman in any 
trade. It wasn’t until I joined the union, 
the International Association of Sheet 
Metal, Air, Rail and Transportation Work-
ers, SMART Local 66, that I saw other 

women, although there were still very 
few. Then, I would walk onto new job-
sites and feel the stares from hundreds 
of men, just because I was one of the only 
women there.

During my apprenticeship, I initially start-
ed keeping a notebook to write down the 
names of tools I was asked to fetch. But 
then I started recording the things male 
coworkers said and did to me. One male 
coworker whom I had trusted groped me. 
Another day, a group of male coworkers 
moved the scissor lift while I was working 
at height inside a duct. I sent frantic text 
messages, asking for help.

Today, things have changed and it’s not 
uncommon to see women on the job-
site, including new apprentices, seasoned 
journey-level workers and foremen. 
Women are getting in and staying for 
the long haul. I have even worked on an 
all-female crew. There were only four of 
us, but it was so exciting!  

Why do you think the numbers are  
increasing?
Through the years, the promotion of 
trades has increased drastically. High 
schools are actually sharing the idea of 

apprenticeships as being an option in-
stead of just the traditional idea of college. 
Career fairs and high school outreach is 
a great way to show a new generation 
what apprenticeships are. For so many, it 
is eye opening and a life changer.

They come up to you and say, “What, 
we don’t have to pay to learn!?”
For young women, it is also helpful to 
have someone at the booth that looks like 
them. We try to have a diverse group of 
people to assist at the table so that the 
students feel comfortable speaking to us.

Pre-apprenticeship programs like Se-
attle-based ANEW (Apprenticeship and 
Nontraditional Employment for Wom-
en) focus on equity and inclusion in the 
construction industry, for both women 
and people of color. These programs are 
changing lives by teaching women basic 
construction knowledge and skills and in-
troducing them to different trade options. 
They tour various trades, jobsites and 
apprenticeship programs to see which is 
most appealing to them.

Why have you stuck with construc-
tion, despite the challenges you’ve  
encountered?

WOMEN TRADESWORKERS  
OVERCOME HARASSMENT, 
MAKE WAY IN 
CONSTRUCTION

http://www.aspenwsi.org/wordpress/wp-content/uploads/aspen_apprenticeship.pdf
http://www.aspenwsi.org/wordpress/wp-content/uploads/aspen_apprenticeship.pdf
https://hechingerreport.org/the-jobs-where-harassment-and-discrimination-never-stopped/
http://anewaop.org/
http://anewaop.org/
http://anewaop.org/
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De Seguridad
CHARLAS

SEGURIDAD CUANDO LA 
ESCALERA SE MUEVE 
REPETIDAMENTE
La seguridad de las escaleras es un tema 
frecuente de estas charlas de seguridad, 
y por una buena razón , aunque las es-
caleras son herramientas esenciales para 
nuestro comercio, pueden ser peligrosas. 
Desafortunadamente para Thomas, esa 
realidad llegó a casa. Thomas estaba 
trabajando en las instalaciones de un cli-
ente realizando una tarea que le exigía 
subir una escalera, realizar una breve 
tarea cerca del alero del techo y luego 
subir de nuevo por la escalera, reposi-
cionarlo y repetir los mismos pasos una 
y otra vez. Sin embargo, en una ocasión, 
mientras subía por la escalera, se echó 
hacia fuera (lo que significa que la base 
de la escalera se deslizó lejos del edificio) 
haciendo que cayera al suelo.

En este incidente, Thomas no estaba us-
ando la escalera para acceder al techo, 
sino que la estaba usando para realizar 
trabajos en el alero del techo y estaba 
moviendo repetidamente la escalera a lo 
largo de la longitud del edificio. Por esas 
razones, la escalera no podía estar ase-
gurada en la parte superior.

Este incidente nos obliga a enfrentarnos 
a la realidad de que a veces cuando una 
escalera no está siendo como un pun-
to de acceso al techo, asegurarla en la 
parte superior simplemente no es fact-
ible. En esas circunstancias, hay varias 
opciones para evitar que la escalera se 
expulse. Una opción es tener siempre 
otro empleado presente para sostener la  
escalera y evitar que se expulse. Otra 

opción es sujetar o amarrar la escalera 
cerca de la base en lugar de en la par-
te superior. Una tercera opción es usar 
un elevador de hombre en lugar de una 
escalera.

Independientemente de las circunstan-
cias, algunas reglas básicas de seguridad 
de escalera se aplican en todas las situa-
ciones y se describen a continuación.

Seleccione una ubicación segura: coloque 
la escalera en la ubicación más segu-
ra posible. Evite peligros como puertas 
de entrada y salida, tráfico vehicular y 
peatonal, y pisos irregulares o pun-
tos de aterrizaje. No uses una escal-
era en condiciones ventosas. Y siempre 
asegúrese de estar al menos a 10 pies de 
las líneas eléctricas superiores.

Mantenga el área despejada de peligros 
– despeje los escombros, el desorden y 
las obstrucciones de las áreas alrededor 
de la parte inferior y la parte superior. Si 
existe la posibilidad de tráfico de vehícu-
los o peatones, barricada o cuerda de la 
zona alrededor de la parte inferior de una 
escalera para protegerlo del tráfico.

Asegúrese de una base firme y nivela-
da – una escalera necesita una base sól-
ida y nivelada, así que utilice la “Prueba 
de talón” para ver si el suelo es lo sufici-
entemente duro. Pisa tu talón en el suelo. 
Si entra más de una pulgada, el suelo es 
demasiado suave para una escalera.

Ajuste la escalera en un ángulo de 75o 
– Para establecer una escalera en el án-
gulo adecuado, la base debe estar a 1 pie 
de la pared por cada 4 pies de altura. Una 
manera fácil de estimar este ángulo es 
poner los dedos de los dedos de losdos en 
la base de la escalera y extender el bra-
zo. Tu mano debería llegar a los peldaños 
de la escalera. Si los peldaños están de-
masiado cerca de usted, el ángulo de la 
escalera es demasiado empinado. Si los 
peldaños están demasiado lejos de ti, el 
ángulo de la escalera es demasiado am-
plio.

Extender escalera 3 pies – Asegúrese 
de extender los rieles laterales al menos 
3 pies por encima del nivel superior. Esto 
le permite moverse de forma segura 
desde la escalera hasta el aterrizaje.

Asegurar la escalera – Siempre que sea 
posible, asegure la escalera en la parte 
superior asegurar la escalera en la par-
te superior para que no pueda alejarse 
de la pared o moverse hacia los lados. Si 
asegurar una escalera en la parte supe-
rior no es factible, prepare o ate la escal-
era cerca de la base. Si no hay ninguna 
estructura a la que atar, entonces puedes 
atarla a una estaca en el suelo detrás de 
la escalera.

DISCUTIR CON SU TRIPULACIÓN
¿Qué otras opciones se pueden pensar 
para mejorar la seguridad de la escalera 
en circunstancias en las que no se puede 
empatar en la parte superior?

Ladder safety is a frequent top-
ic of these Safety Talks, and for good 
reason – although ladders are essential 
tools for our trade, they can be danger-
ous. Unfortunately for Thomas, that re-
ality hit home. Thomas was working at a 
customer’s facility performing a task that 
required him to climb a ladder, perform a 
brief task near the eave of the roof and 
then climb back down the ladder, repo-
sition it and repeat the same steps over 
and over again. However, on one occa-
sion, as he was climbing down the ladder 
it kicked-out (meaning that the base of 
the ladder slid away from the building) 
causing him to fall to the ground.

In this incident, Thomas was not using 
the ladder to gain access to the roof, but 
instead was using it to perform work at 
the roof’s eave and was repeatedly mov-
ing the ladder along the length of the 
building. For those reasons, the ladder 
could not be secured at the top.

This incident forces us to confront the re-
ality that sometimes when a ladder is not 
being as a roof access point, securing it 
at the top is just not feasible. In those cir-
cumstances, there are several options to 
prevent the ladder from kicking out. One 
option is to always have another employ-
ee present to hold the ladder and prevent 
it from kicking out. Another option is to 
brace or tie-off the ladder near the base 

instead of at the top. A third option is to 
use a man-lift as opposed to a ladder.

Regardless of the circumstances, some 
basic ladder safety rules apply in all situ-
ations and are outlined below.

Select a Safe Location – Position your 
ladder in the safest location possible. 
Avoid hazards such as entry and exit 
doors, vehicular and pedestrian traffic, 
and uneven flooring or landing points. 
Don’t use a ladder in windy conditions. 
And always make sure you’re at least 10 
feet from overhead power lines.

Keep the area Clear of Hazards – Clear 
away debris, clutter, and obstructions 
from the areas around the bottom and 
the top. If there is a potential for vehicle 
or pedestrian traffic, barricade or rope 
off the area around the bottom of a lad-
der to protect it from traffic.

Ensure a Firm, Level Footing – A ladder 
needs a solid, level base, so use the “Heel 
Test” to see if the ground is hard enough. 
Stomp your heel on the ground. If it goes 
in more than one inch, the ground is too 
soft for a ladder.

Set the Ladder at a 75o Angle – To set 
a ladder at the proper angle, the base 
should be 1 foot from the wall for every 
4 feet in height. An easy way to estimate 
this angle is to put your toes at the lad-

der base and extend your arm. Your hand 
should just reach the ladder rungs. If the 
rungs are too close to you, the ladder an-
gle is too steep. If the rungs are too far 
from you, the ladder angle is too broad.

 Extend Ladder 3 Feet – Make sure to 
extend the side rails at least 3 feet above 
the upper level. This allows you to move 
safely from the ladder to the landing.

Secure the Ladder – Whenever possible, 
secure the ladder at the top secure the 
ladder at the top so that it cannot move 
away from the wall or move sideways. If 
securing a ladder at the top is not feasi-
ble, brace or tie off the ladder near the 
base. If there is no structure to tie off to, 
then you can tie it off to a stake in the 
ground behind the ladder.

DISCUSS WITH YOUR CREW
What other options can you think of to 
improve ladder safety in circumstances 
when it cannot be tied-off at the top?

Talks
SAFETY

SAFETY WHEN THE LADDER 
IS REPEATEDLY MOVED




