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Surviving The Odds—Multi-Generation 
Family Businesses

Per the U.S. Bureau of Labor Statistics, nearly one 
in five U.S. businesses fail within the first year. 
Various reasons include financial constraints, 
workforce issues, owner burnout, industry fallout to 

name a few. So, how have over 40% of CRCA contractor 
member companies and many distributors or suppliers 
managed to be in business for two, three, four and more 
generations? What needs to be in place to be a successful 
legacy firm?

The Three-Generation Myth
There’s an old adage that says the “first generation 
makes it, the second generation spends it, and the third 
generation blows it”, or the Three-Generation Rule. This 
myth is so pervasive that it can become a self-fulfilling 
prophecy for family businesses who believe the odds of 
long-term success are stacked against them.

However, according to the Harvard Business Review, this 
perception cannot be farther from the truth. Data suggests 
that family businesses last far longer than other public 
companies. In a 1980s study of Illinois manufacturing 
companies, the businesses were grouped in 30-year 
blocks, simulating a generation. The findings showed 
that one-third of all multigenerational companies studied 
lasted at least 60 years or at least two generations. 
Businessweek.com also noted that the public tends to trust 
these family businesses more than single entities.

The HBR article did not provide any insight, however, 
to why these companies are successful spanning two, 
three and more generations. How can a business create 
a strong shared purpose that can overcome stumbling 
blocks in times of hardships such as political turmoil, war, 
economic and even pandemics? Below are some common 
denominators to creating legacy in roofing contracting, 
supplier, and distributor businesses.

Look Backwards and Forwards—Legacy 
businesses need to look back to early generations to 
understand what hardships were overcome to launch 
and build the business. How did they succeed in times of 
difficulty . . .who ran the business in times of war? Illness 
or death? Economic or business downturn? Jim Peterson, 
Jr., (Peterson Roofing, Inc.) stated, “There are many factors 

that contribute to the success of a multi-generational 
business. One aspect is understanding what made the first 
generation successful and how to continue on with the 
same level of quality and service.” He also noted “Having 
mutual respect is also very important as you work together 
to bring the company into the future”. Jim Prusak (Prusak 
Roofing Inc.) added “The current organization should 
understand and learn from this history but don’t need to 
live it every day moving forward.”

Governance—These important rules and business 
structure are essential and need to be documented. While 
policies can be somewhat flexible and can evolve over 
time, unwritten rules can create frustration and uncertainty 
among the family. Don’t forget to implement! Creating a 
mission does nothing unless it is implemented and has a 
positive impact.

Invest—To remain vital, legacy businesses spend the 
time and funds to gather regularly in business retreats or 
casual gatherings to continually assess if the mission of 
the company is being met. These well spent expenses can 
include consultant assistance, educational programs or 
simply food and beverage. If using a consultant, be sure 
they understand your family’s business values and goals. 
Can they relate to all members of the family, regardless of 
age, gender, marital status and family relationship?

Communicate—Create structure to discuss concerns 
or celebrate success in the business. Don’t let issues 
fester to the point that they grow unsurmountable. Give 
those around the table a voice which creates unilateral 
ownership among stakeholders and an environment for 
easy sharing of new ideas, practices and more. Bryan 
Adams (DSP Insurance) stated “Communication is one of 
the keys factors to ensuring the long-term success of the 
business. Having clear, honest and open communication 
helps the entire company understand the mission and 
vision of the organization, and work towards a mutual 
goal. Listening to and embracing feedback is another 
critical element of this open communication.”

Develop Leadership From Within—Mentors not only 
shape the leadership of tomorrow, but they also receive 
back ten-fold from the process. Through this, mentors can 

W i n t e r  2 0 2 3  \\\ C R C A  T O D A Y     5   

http://Businessweek.com


understand better the pulse of the next generation and 
how they approach business, using this knowledge to 
create strategies for future development. Prusak noted that 
his dad initially did not want him to join the business. He 
instead went to college and got a degree. Prusak watched 
his dad work extremely hard, day in and day out. He 
stated “I wanted to join my dad and work in the family 
business. My motto is family first and knew I could be an 
asset to our company, so I jumped aboard.”

Tony Roque (M.W. Powell) is the 7th generation in the 
family business . . . quite a legacy. He stated “Leadership 
and time developed together. When I first started with 
Powell as a new apprentice, I never truly appreciated the 
company’s history as it was just a job. This came later as 
my roles changed, with the family dynamics evolving and 
the death of my father.”

Adapting to Change—Some multigeneration family 
businesses struggle to stay current. This can be from 
the inability of top leadership to accept change in 
areas of technology, product development or even the 
difficult discussion of incurring debt needed for business 
expansion. A healthy business is one that listens to 
suggestions across the board for business growth or other 
change, evaluates and then makes informed decisions 
with this information.

In regard to staying current, Adams commented “Adapting 
to change is vital. While certain strategies and methods 
for conducting business may have worked in the past, 
learning new ways to work help keep the business 
relevant.” Peterson also agreed with “Being part of the 2nd 
generation, it is important to bring new and fresh ideas 
to the table. You don’t want to rely on past successes, but 
instead maintain or improve upon those successes while 
implementing fresh ideas which will help the company 
maintain its success in the future. “

Issue Resolution—Sitting down and discussing 
potential solutions to issues is powerful in its action. This 
experience builds trust among the generations even if the 
best solution is not to everyone’s liking. It gives a voice 
to all around the table. Caution however. . . . if a family 
member does not participate collectively, the results of the 
process are likely to be ineffective or ignored.

Pruning the Family Tree—The need for family 
members wanting to redeem their shares and exit the 
business can be healthy. Businesses cannot always 
operate smoothly if the member does not want to 
participate. Have a buy-sell agreement established to 
reduce friction and conflict.

Formulate A Succession Plan—The need for formal 
succession planning is so important but many neglect it. 
Develop a timeframe and contingency plan in the event of 
illness or death before the successor is ready. This should 
be documented, communicated and may include the 
help of non-family managers who bridge the gap until 
successors are ready to step into the proper role. Prusak 
discussed his family’s succession plan with the comment 
“My parents understood the future of the company well. 
They split the shares between my brother and myself, 
knowing they could trust us to carry on their legacy as we 
love what we do.”

Advice to the Next Generation—In family 
businesses, this is sometimes the most difficult discussion 
to have. What if the next generation doesn’t have the 
same ambitions or legacy to continue the family business? 
Prusak wanted to stress the importance of providing 
roofing to homeowners, business owners and more. 
He stated that “Roofing changes people’s lives . . . it 
protects them and shelters them. It is a great business and 
is somewhat recession proof as the need will never go 
away.” He stressed that while the next generation may not 
quite understand this right now, the importance of roofing 
as a trade is huge.

Roque also recognized it is sometimes difficult to instill 
legacy in Generation X, Z, and millennials. This group 
tends to want more of an immediate response vs. Baby 
Boomers who are apt to stay the course and work 
through issues. He stated that legacy companies should 
encourage the next generation to buy into “Wanting to be 
part of the tradition,” which sometimes takes time but more 
importantly, builds stability.

Conclusion
Multi-generational businesses have a lot of pros and cons 
and are not easy to cultivate and grow. Mitch Rabin, 
(A-1 Roofing Co.) shared his perspective. He stated, 
“With family members in the business, you generally get 
a group of high interest employees wanting to maximize 
the company. By that I mean, maintain or grow the 
company as appropriate with a long-term vision in mind. 
However, this view can vary greatly among members of 
the same family. Though a grandfather or father started 
the business, the siblings who come in later may have 
their own families. This creates a dynamic of what each 
member feels important. Does everyone want to put in the 
long hours typically needed to run a business or does their 
personal family life become more important? How do you 
balance it all without complications?”

He also discussed the generations defined as Millennials 
and Gen X or Z with these typically staying at a “role” 
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for less than five years. How does this translate into a 
multigenerational business? Does a legacy owner count 
on them to stay for the long run or know that there is a 
good chance the term will be short? Rabin voiced his 
concern of “Does this spell the doom for the future of the 
multi-generational businesses?”

Whether your company is in its infancy or has been 
successful in weathering the storm for many generations, 
know that research has documented that family businesses 
tend to thrive when times get tough. We have seen 
evidence of this during the recent pandemic, when 
legacy businesses “circled the wagons” and worked 
together closer than in normal times. Where do you 
take inspiration? Look around at the many successful 
multigenerational CRCA member firms. Congratulate them 
on their legacy and learn from their ability to incorporate 
the next generation into their business models and be 
successful! 

Resources:
• https://hbr.org/2021/07/do-most-family-

businesses-really-fail-by-the-third-generation#
• https://blog.massmutual.com/post/

multigenerational-family-businesses
• Businessweek.com, 2010

Editor’s Note: CRCA thanks the following legacy members 
for sharing their comments and perspectives.

Bryan Adams is Vice President (Property, 
Casualty, Surety) for DSP Insurance in 
Schaumburg, IL and his father John, is a 
partner in the same firm.

Jim Peterson, Jr. is Vice 
President of Peterson Roofing, Inc. 
in Mt. Prospect, IL and has worked 
along side his father, Jim Peterson, 

Sr. and brothers Joe and John since 2004. The firm was 
established in 1978 and is a commercial and residential 
roofing contractor.

Jim Prusak is the third 
generation of Prusak Roofing, Inc., 
a commercial and residential 
roofing contractor located in 

Bridgeview IL. Jim serves as President after following in his 
father Gene’s footsteps. He is joined in the family business 
with brother Mike and sister Kathy.

Mitch Rabin is President of A-1 
Roofing Co., a four-generation 
legacy roofing contractor 
company in Elk Grove, IL. With 
son Brad, he follows the footsteps 

of his father Robert and grandfather Joseph Rabin.

Tony Roque is the President of M.W. 
Powell Company, in Chicago, following 
in the footsteps of his father Joseph 
Roque, grandfather Henry E. Alcock and 
going back a total of seven generations 

to Moses W. Powell in 1847.
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Why is being 
efficient more 
important  
than being  

 productive?

We all have heard the 
analogy of the three-legged 
stool “Safety, Quality and 
Production” and how we need 
to evenly balance the weight 
on all of the legs.

The problem with this is when we are in a “Safety Mode,” 
we are safer. When we are in a “Quality Mode,” we are 
more focused on quality. The problem with the “Production 
Mode” is when we concentrate on production, we 
often let the other two modes suffer. We can increase 
Production if we do not spend the time necessary on 
Safety and Quality.

We need to replace the third leg with “Efficiency”. When 
in this important mode, we work smarter, not harder and 
in the end, often get more production done than if we 
were in a Production Mode.

We all have been on the roof and asked a worker that 
was walking around “What are you doing?” It is always 
the same response. . . .“I’m looking for X.” (You can insert 
“a pail of primer,” “a broom,” “a shovel,” “a garbage 
bag,” etc. here.)

If the jobsite had more of those items, the worker surely 
would not be wasting time looking for them. The questions 
to ask here include:

• Did we stock the roof correctly or are we spending 
more time moving material than we are installing it?

• Would additional material handling equipment 
help us to move more material quicker and with less 
physical strain?

• When we are walking across the roof empty 
handed, could we move a bag of trash or look for 
screws laying around the roof? (There is always 

something that can be done if we put ourselves in an 
Efficiency mindset.)

• Could we install safety railings along the perimeter of 
the roof so that we do not need a safety monitor?

Roofing contractors should constantly be aware of wasted 
steps and what can be done to reduce this inefficiency at 
a minimum, or totally eliminate at best.

If a worker wastes just two and a half minutes per hour, 
this totals 20 minutes per day. And let us assume he works 
on average five days a week for 45 weeks out of the 
year. This typical person walks 100 steps per minute, with 
an average stride of two feet, three inches. This equates to 
1,035,000 feet or 196 miles per year. Now figure what 
the average person makes an hour, and the true cost of 
inefficiency becomes crystal clear. We also need to take a 
look at the additional energy spent and the wear and tear 
on the knees, ankles, and all of the other body parts that 
could have been refocused on being productive.

On a personal note, I hurt my back a few months ago 
and had Sciatica down both legs. Every step I took hurt 
like Hell. As a result, I really learned how to be extremely 
efficient with my steps. I did not walk anywhere that I 
did not have to and when I did, I made sure to maximize 
the effort.

So, the next time you are on the jobsite, look at the project 
from this perspective and just think about how much 
money each of those steps are costing you. 

Kevin Froeter is President of Sterling Commercial Roofing Inc., is CRCA’s 2nd VP 
and serves as Co-Chair of CRCA’s Health and Safety Committee. He started his 
roofing career in 1974, working for his father and has stayed in the industry to 
this day, overseeing all aspects of the company.

EFFICIENCY vs PRODUCTIVITY— 
The Three-Legged Stool
By Kevin Froeter

Kevin Froeter
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Please See Key Information Below as a Follow-up to the January 2023 CRCA Trade 
Show Safety Presentation, “Material Handling Safety”.

Impact of Musculoskeletal Disorders on the Construction Industry: 

• According to the Federal Bureau of Labor Statistics, for the 1 million + workers, 20% of all injuries deal 
with backs.

• Overexertion injuries make up approximately 33.5% of all lost workdays.
• Motion and body posture in the workplace lead to risk factors with injuries to back, shoulders, knees, 

and neck.
• Jobsites must be seen as processes and specific attention needs to be paid to poor body and excess 

movements which can adversely affect profit due to injury.
• Most errors occur later in the day, due to fatigue. Reworking the production flow can reduce fatigue and 

injury and increase profitability.
• Simple actions such as repetitive walking, reaching for a tool and bending can have an impact on the 

overall motion of a worker and can impact the bottom line.
• Pre-Planning is key to reducing unnecessary movement. Examples include material storage, use of 

mechanical equipment, etc. 

To learn more, visit CRCA.org / trade show to listen to the presentation.

28527SP
900A

26101C

Articulating Cranes

Crane Certifications / PM Services / Equipment Rebuilds / Painting & Restoration / OEM Parts / On-site Field Service / Shop Service / 3rd Party Inspections

National Boom Trucks Manitex Boom Trucks (& More!)

Your Chicagoland Roofing Equipment Supplier

wppecrane.com
800-922-5508

SALES / RENTALS / RPO’s / SERVICE / PARTS
an authorized distributor of
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Search Engine Optimization, or SEO, is the 
process of making your website more search 
engine friendly with the end goal of not only 
increasing the amount of traffic your site sees but 

the overall quality of traffic.

If someone is searching for a “roofer near me,” you want 
to make sure that your company is easily findable for that 
person. Google says that only 25% of its users surf past the 
first page, so you want to make sure that your name is listed 
on that page, if not at the very top of the list (WebFX).

Proper SEO will help you be visible to the consumer, show 
your name FIRST (above your competitors!), and will 
allow your site to perform at the speed your customers 
want to see.

There are a ton of ways to improve your SEO to make sure 
you are getting the most relevant traffic to your website. 
This is by no means an exhaustive list . . . only a drop in 
the bucket. But you have to start somewhere!

Let’s dive right in . . .

1. Focus on the User Experience

The whole point of good SEO is to get search engines 
to organically list your website higher on the search 
engine results page, or SERP.

However, when you are improving your SEO, you 
need to remember that the user’s experience comes 
first. You don’t need to worry about getting more traffic 
to a site that performs poorly or isn’t user-friendly.

Besides, Google takes user experience into account 
when ranking websites. They know that their site-
crawling bots don’t see websites the same way 
people do, so they’ve worked to make their bots 
savvier to good user experience practices.

If it comes down to choosing between optimizing your 
site for search engines and creating engaging and 
readable content for users, it’s best to pick the latter.

For example, it’s easy to stuff keywords into your 
titles and URLs to entice search engines to rank 
your website higher, but it would come across as 
less natural to users navigating your site and to the 
Google algorithm.

Speaking of keywords . . .

2. Use Keywords

This is where you need to work to get quality traffic 
coming through your site. Relevant keywords are the 
name of the game. You don’t want to overdo it, but 
don’t ignore the power of well-thought-out keywords!

Tips for Improving SEO—Maximizing 
SEO Is a Great Way to Get Your Website 
More Traffic
By Aletheia Digital
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You can strategically place these keywords in your title 
headings, within the content on your “About” page, or in 
blogs to get search engines to notice you a little more.

Variations of keywords and phrases will make 
you appear higher on the search results. Including 
geography, the cities or states you’re marketing to, 
will also allow you to rank higher.

You need to factor in keywords that are relevant to 
your consumers and their specific needs. They need to 
encompass what matters to the consumer. If they aren’t 
interested in the keywords you’ve placed, you don’t rank.

3. Content is King

One of the best things you can do for your website 
is consistently update it with fresh content. Search 
engines (and people) love to see websites with 
regularly updated content.

There are few things to keep in mind when posting 
new content, though. There is a digital standard that 
Google is looking for when it comes to content, and 
they assign a score for your page based on the 
uniqueness and relevancy of what is shown. Don’t 
load your website up with content from other sites—
be original and share information you know your 
customers are searching for!

You also want to make sure you’re focusing on both 
quality and quantity. Don’t think your 20 blog posts 
alone will do the trick. They need to be 20 substantial, 
informative blog posts that your target audience will 
care about. If you are regularly uploading new content, 
it might encourage users to bookmark your website. 
If they are using Google Chrome (as the majority of 
internet users are), then their action of bookmarking 
your site will help to increase your ranking.

From the quantity perspective, each page on your 
website should have a minimum of 400 words 

filled with relevant content. If the page has less than 
400 words or if Google does not find what you 
have written to be relevant information to the target 
consumer, you are less likely to show up at the top of 
search results.

You can also upload content on your Google Business 
Profile to keep engagement up and SEO ranking high. 
Having a Google Business Profile is possibly the most 
important element when it comes to increasing your 
SEO ranking. Creating the profile, making sure all of 
the business information is accurate, and consistently 
posting updates on your GBP will move you up fast 
on the list.

4. Fast Page Loading

Google notices slower loading speeds, and a slow 
website will only hurt your ranking. And, of course, 
people will notice slower loading speeds, as well. 
We’ve all been to a website that takes too long 
to load and promptly left that site in search for a 
faster one.

In fact, 1 in 4 users leave a website if it takes more 
than 4 seconds to load (WebsiteBuilderExpert). If 
people are leaving your site after 4 seconds, Google 
will think your content isn’t useful to searchers and will 
lower your ranking.

So how long should you keep your site visitors 
waiting? The ideal load time is three seconds or less. 
The rate at which people leave the site (bounce rate) 
increases dramatically as load time goes up.

If your website takes between three to five seconds to 
load, users are 90% more likely to leave. If that goes 
up to six seconds, the probability of users leaving 
goes up to 106% (Think with Google). So you can see 
how small increases in load time can have detrimental 
effects on your bounce rate.

I’ll say it once more: focus on improving the user 
experience in order to better improve your SEO 
and ranking.
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5. Mobile-First

Mobile-first indexing has become one of Google’s 
top priorities. This means that content available on 
mobile will automatically receive a higher ranking 
than those only on desktop. This has a major impact 
on local business. 60% of mobile searches have 
local intent (Search Engine Watch). If you are not on 
mobile, you are being hidden by the local competitors 
who are.

Core Web Vitals (CWV) are a necessity when it 
comes to the overall page experience. The CWV 
measures the speed, responsiveness, and visual 
stability of websites. All of this is bundled in with 
mobile usability. If your content and web browser 
aren’t intertwining at a quick pace, your ranking 
will drop substantially. If you can make all three of 
these things work well, though, your ranking will not 
only increase, but your users will leave with a better 
website experience and a stronger impression of 
your brand.

6. Google Search Console

Google Search Console ensures your site is indexed 
properly and reports any issues your domain may 
be experiencing. Integrating with Google Search 
Console will help fix any search engine related issues 
and will also measure site traffic and performance. 
Frequent fixing of issues will result in better 
performance and more visibility.

This will ensure that the page experience, core web 
vitals, and mobile usability are all intact, which is 
important since these happen to be the top three 
criteria Google uses when ranking sites.

7. Maintain a Blog

As I mentioned before, it’s important to frequently 
update your site with content. Blogging is a great 
way to do just that. If you can build a following for 
your blog, you will have people coming to your 
site for new content. These should be company-
specific and location-specific, as a blog that follows 
these guidelines will rank higher than a generic 
industry blog.

Another reason to blog is the opportunity to sneak 
in more keywords. Include them in your titles and 
in image alt texts, titles, captions, and descriptions. 
Just remember you shouldn’t sacrifice natural and 
coherent writing for a higher number of keywords.

Blogs are also good for including links. When you 
make certain claims or use statistics to support an 
idea, make sure you are linking your source. This will 
go a long way towards making your site appear 
more credible.

In summary, there’s a lot that goes into successful SEO. 
There are also a variety of tools you can use to assist with 
your SEO, though we recommend hiring professional 
specialists to help you understand and fully optimize those 
tools. This entire process can be very confusing and time 
consuming, but with the right help and the right SEO plan, 
you will find it very rewarding. 

Resources:
• WebFX - https://www.webfx.com/seo/

statistics/#:~:text=How%20many%20users%20
go%20to,first%20page%20of%20search%20results.

• Website BuilderExpert: https://www.
websitebuilderexpert.com/building-websites/
website-load-time-statistics/

• Think with Google: https://www.thinkwithgoogle.
com/marketing-strategies/app-and-mobile/mobile-
page-speed-new-industry-benchmarks/

• Search Engine Watch: https://www.
searchenginewatch.com/2021/04/02/mobile-first-
and-core-web-vitals-connecting-the-dots-for-page-
experience-success/

CRCA Associate Member Aletheia Digital works with home 
service companies and business owners who want to grow, 
identify and acquire customers using data and insights to 
create the perfect strategy and deliver made-to-measure 
marketing campaigns. With expert advice and a deep 
understanding of the digital marketing world, we work to 

understand our client’s values and ambitions to deliver results for the long-haul, 
not just for the quick win. Our marketing strategies are personalized to each of 
our clients and we work to create the best return on investment for 
each company.

For more information, contact Aletheia Digital at info@aletheiadigital.com
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Key Factors That Drive A Hard Market 
In Insurance
By Philip Hayes

When sitting 
down with 
clients recently, 
I have noticed 

the following question coming 
up, “I am hearing we are in a 
hard market . . . What does that 
mean?” First, I will define what 
a hard market is and then will 
go into the key data points that 
drive it.

International Risk Management Institute (IRMI) defines 
a “hard market” as the upswing in a market cycle when 
premiums increase and capacity for most types of 
insurance decreases.

In my experience, there are three major data points that 
contribute to a hard market.

Data Point #1: Combined Ratio (Losses Paid 
+ Expenses–Premium)
The insurance industry considers a successful ratio to be 
between 75%-95%. When the ratio creeps over 100%, 
the market tends to harden. In 2022, the combined ratio 
was 100.7%. This means for every $100 collected in 
premium, the insurance industry paid out $100.70. The 
combined ratio is important for a buyer of insurance to 
know as it is a main driver of the industry determining 
future premiums.

Data Point #2: Investment Income
“Wait . . . What does the stock market have to do with my 
insurance premium?” Interestingly, it plays a larger role 
than you might know. Insurance carriers allocate a portion 
of your premium and invest it in the stock market. The 
shock I see on many of my clients’ faces is what drove me 
to write this article.

An insurance carrier looks for a 5% to 10% return on 
average per year in the market. The more unpredictable 
the stock market is, the more likely it is we will enter a 
hard market. The insurance carrier collects more premium 

dollars as it is a controllable factor as opposed to risking 
in the market.

Data Point #3: Legal Climate (Colossal 
Judgements), Catastrophic Losses
These two items are uncontrollable factors that determine 
whether or not the insurance industry faces a hard 
market. For example, the industry is currently dealing with 
multimillion dollar judgements specifically in the state of 
New York pertaining to Labor Law 240. In a nutshell, 
Labor Law 240 protects workers who are at risk of a 
fall from heights. The uptick in large judgements has led 
insurance carriers to increase minimum deductibles and 
even pull out of writing insurance in the state all together. 
Colossal judgements are vitally important to watch for in 
the states you work in.

Catastrophic losses such as hurricanes, wildfires, and 
other “Acts of God” contribute to the overall health of the 
insurance market. Losses of this magnitude can drain the 
reserves of insurance companies and force the industry 
into a hard market.

There are other factors that lead to a hard market, but 
these are the three I have identified as most important. 
In a hard market, the companies that have best practice 
procedures and stable loss history are in the driver’s seat.

What Strategies Help in a Hard Market?
Eventually, the hard market will subside, and things 
will become more stable for buyers. But until that 
happens, here are two strategies to soften the impact on 
your budget:

1. Start thinking about your insurance renewals in 
advance. Talk with an insurance professional to 
examine the adequacy of your coverage and whether 
you need to meet any new requirements to get the 
most favorable renewal terms. Waiting until the last 
minute will hurt your chances for a successful renewal 
and limit your options.

2. Determine what additional actions you can take to 
improve your risk profile. For example, do you need 

Philip Hayes
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to adjust your business practices to reduce cyber risk? 
What safety practices need to be implemented to 
reduce risk?

Watch for more information in the next issue of CRCA 
Today to learn how to navigate the ever-changing 
insurance market. 

References:
• https://www.irmi.com/term/insurance-definitions/

hard-market
• https://www.wrshlaw.com/construction-

accidents/labor-law-240.html#:~:text=Back%20
to%20Top-,What%20Is%20Labor%20Law%20
240%3F,heights%20while%20on%20the%20job.

Philip Hayes is with Vice President of Sales with CRCA Associate Member firm, 
Assured Partners.
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If you’re like most 
contractors, you have 
probably built solid 
relationships with others 

in the construction field. So 
you may be tempted to lend 
your equipment to fellow 
contractors when they are in 
need. While such a gesture is 
one of goodwill, it can put you 
at risk.

Check Insurance Policies
You may be surprised to learn that your insurance 
policy may not cover your equipment if it is damaged 
while someone else is using it. Even if the other party is 
responsible for the damage, the borrower is not liable for 
any loss related to the equipment.

However, you can be sure your equipment is protected 
if the borrowers include the coverage in their insurance 
policies. Most insurers will cover items rented or borrowed 
by their policyholders. Some policies automatically 
contain the coverage, but others may require an 
appropriate endorsement to be attached to the policy.

So, if you choose to allow someone to borrow your 
equipment, be sure to find out if their policy will cover any 
damages incurred.

Verify the Coverage Amount
It may seem awkward to ask someone if their policy will 
cover damages to your equipment, but do not hesitate. 
Remember, you are doing them a favor, and they are 
obligated to take care of your materials.

Whether you are lending out power tools, ladders, 
vehicles, cranes, or other items, consider how much they 
are worth. You must ensure that the borrower’s policy 
covers their value. Also, consider how much downtime 
you will experience if the equipment is damaged and you 
cannot use them. Finally, determine if you are covered in 
the event another contractor causes damages to person or 
property as a result of using your equipment.

Ensure Proper Usage
When you agree to lend equipment, let the borrowers 
know in writing that you expect them to read all guidelines 
for the machinery and follow its intended use. If trained 
operators are required to use the equipment, make sure 
they are doing so.

In addition, ensure that your borrowers will not lend 
your equipment to others. Third-party usage is likely not 
covered by the insurance policy, so any claim stemming 
from third-party use could be voided.

Safeguard Your Relationships
Building relationships in the construction industry is 
smart business. When you get to know other contractors, 
you can learn from one another, give and receive 
recommendations, and work on projects together. But 
nothing can destroy a relationship faster than a legal 
dispute. So, if you agree to lend equipment to others, do 
your homework. Make certain that their insurance policies 
cover the borrowed equipment for their full value, and 
ensure that those using the materials are well trained.

Develop a leased equipment agreement that has a 
variety of safeguards in it to protect you including an 
indemnification provision. If you are ever pressured to 
lend out equipment and you cannot be sure it will be used 
and insured appropriately, you may want to evaluate 
your relationship with that contractor. No one should ask 
to borrow if they cannot prove the equipment will be in 
good hands.

The information contained in this article is for general 
educational information only. This information does not 
constitute legal advice, is not intended to constitute legal 
advice, nor should it be relied upon as legal advice for 
your specific factual pattern or situation. 

Trent Cotney is a partner and Construction Practice Group Leader at the law firm 
of Adams and Reese LLP and CRCA General Counsel. For more information, 
you may contact him at trent.cotney@arlaw.com or at 1.866.303.5868.

Use Caution When Lending Equipment
By Trent Cotney

Trent Cotney
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In recent years, infrared (IR) 
scans for low-slope roofing 
have become increasingly 
popular due to their ability 

to detect and identify potential 
roofing problems without the 
need for costly destructive 
testing or roofing removal. IR 
scans are a non-invasive, cost-
effective way to detect moisture 
accumulation, locate leaks, or 
uncover other issues within the 

roof insulation layers that could otherwise go undetected.

IR scans are conducted by an experienced technician 
who utilizes an infrared camera to detect thermal 
anomalies below the roof membrane. The infrared camera 
is an imaging device that measures and compares 
temperature of surfaces and objects in the area being 
scanned. The camera is capable of detecting temperature 
differences that are either cooler or hotter than the 
ambient temperature. These fluctuations can indicate 
the presence of moisture, air leaks, or other issues in the 
substrate materials.

The technician uses the infrared camera to scan the entire 
roof surface, taking care to focus on seams, flashings, and 
other areas that could be prone to moisture infiltration or 
accumulation. After the scan is complete, the technician 
will analyze the imagery and provide a report that 
outlines any anomalies that were detected. Further testing 
may be performed to confirm what was seen through the 
camera. The report will also include recommendations for 
repairs or preventive maintenance, as needed.

By detecting underlying issues using a simple walk-over 
scan, a building owner can save time and money, as 
well as reduce the risk of further damage to the roof, as 
often happens when physically searching for defects. 
In addition, the thermographic data collected during 
the scan can be used to help prioritize repairs and 
maintenance, and inform future capital decisions, allowing 
for a more efficient use of resources.

How a Thermal Scan Works.
During the day, the sun’s energy heats up the roof surface 
and the underlying insulation resists its penetration into the 
building. Where water is trapped in the insulation, a sort of 
heat sink is formed, absorbing that thermal energy. Once 
the sun sets and the roof’s temperature begins to quickly 
cool off, thermal signatures will become noticeable. These 
variations are due to the dry insulation boards cooling off 
at significantly faster rate than the wet insulation boards.

Like with all technology, there are some limitations to be 
aware of:

• Weather requirements—Ideal conditions for scanning 
are clear sunny (at least 4 hours) day, clear night, 
with little-to-no wind and a dry roof surface.

• Closed-cell insulation—Scan results are often 
not conclusive.

• Areas of heavy dirt/sediment or standing water—
These areas cannot be scanned effectively.

• Ballasted roofs—Ballast limits solar heating and 
masks underlying moisture patterns, making imaging 
almost impossible.

• IRMA roofs—These systems are not candidates for 
scans as the insulation is already exposed (wet-
side), on top of the roofing membrane and covered 
by overburden.

Understanding the Roof Insulation and 
What You May See
When moisture infiltrates the roofing system, different 
thermal patterns are formed, based on the type of 
insulation used in the roof’s construction and the way 
water interacts with those materials. The two most common 
patterns are board-stock and picture-frame.

In a board-stock pattern, or board pattern, the moisture 
tends to completely saturate a single insulation board 
before making its way into an adjacent board. This pattern 
is typically found in insulation boards made of absorbent 
materials which include wood fiber, perlite, and fiberglass.

In a picture-frame pattern, moisture collects at the edges 
of the insulation boards. This pattern is typically found 
in moisture-resistant insulation boards which include 

Infrared Scans—Tools for Sustainability
By Steven Batchelor

Steven Batchelor
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polystyrene, polyurethane, polyisocyanurate, and 
cellular glass.

(All images courtesy of STR)

Other materials and conditions will be visible as follows:

• Lightweight concrete or gypsum—Amorphous pattern, 
often without a defined shape.

• Multiple layers of insulation—Water in lower layers 
may not be detected.

• Coated roofs—Reflectivity may obscure defined 
thermal signatures, with surface variations blending 
with substrate conditions.

Why Perform a Thermal Scan?
An infrared moisture scan, in many cases, is the most cost-
effective roof inspection method available for evaluating 
the substrate of an existing roofing system. Once a 
roof leak occurs, even if the defect is quickly repaired, 
wet insulation can quickly lead to corrosion of the roof 

deck and fasteners, as well as the deterioration of other 
materials, such as adhesives, within the roofing system. 
Moisture will remain in the roofing system for a very long 
time (essentially forever), regardless of the insulation 
type. It may dissipate, move around as vapor, and re-
condense with exterior temperature fluctuations, but rarely 
is eliminated.

As the cost of construction continues to climb, building 
owners are looking for ways to stretch their dollars. The 
days of tearing off and replacing your roof every twenty 
years is becoming a thing of the past. Properly analyzing 
a roof system’s condition and finding ways to repair or 
restore it and extend its expected service life, makes sense 
from an economic as well as environmental perspective. 
Performing an infrared scan can lead to significant savings 
to the building owner in the following ways:

1. Identifying potential issues before they become a 
major problem.

2. Cost-effectively extending the service life of the 
existing roofing system.

3. More complete information for future planning and 
budgeting options.

4. Considering the suitability of roof coating or overlay, 
avoiding tear-off and disposal.

5. Warranty: Manufacturers highly recommend or may 
require an infrared scan to provide new coverage 
when leaving materials in place.

Infrared (IR) scans can be an invaluable tool for analyzing 
and maintaining low-slope roofing systems. By utilizing 
this technology in conjunction with a proactive survey and 
repair program, building owners and facility managers 
can save time, trauma and money while ensuring that 
roofs remain in serviceable condition for the maximum 
length of time possible. 

Steven Batchelor is a Project Manager with CRCA Roof Consultant Member, 
STR-SEG. He has over 10 years of building enclosure experience working 
with architectural firms, construction managers, school districts, and property 
managers. The project types have included: office and retail buildings, K-12 and 
higher education facilities, churches and warehouses. His experience is rounded 
off with a solid understanding of construction and construction materials, 
detailing, and how they all impact the building enclosure. To learn more, contact 
sbatchelor@STR-SEG.com.
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Roof Talk—Contractor

Company: Adler Roofing and Sheet Metal, Inc.
Location: Joliet, IL
Business Founded: 1926
Number of Employees: 75
Joined CRCA: March 8, 1983

What Services Does Your Business Offer?
 J. L. Adler Roofing and Sheet Metal, Inc. is a commercial 
roofing and sheet metal contractor, focusing on low slope 
roofing including new construction and re-roof and roof 
repair in the Chicagoland area. This includes standing 
seam, architectural sheet metal and exterior wall panels.

Where Do You See Your Business in 
5–10 Years?
Looking forward, a focus will be to develop strategies 
for roofing installation in the everchanging marketplace 
including repair and service. With a history that has 
included four generations of roofing professionals, Adler 
Roofing will continue to strive to learn from the past 
leadership and transition forward with the new.

What Is Your Best Business Memory 
to Date?
Being in business for almost 100 years and having four 
generations involved so far, there are too many to include 
here. We put a great of pride into commercial roofing, 
including maintenance and repair. We invest in safety 
and take a great deal of pride in working with our crews 
to install a great finished product. Adler Roofing has 
always had a great focus on giving back to the community 
through charitable service, civic and industry organizations 
including committee and board involvement with CRCA.

How Did You Learn About CRCA?
Adler’s connection to CRCA has evolved from being in the 
roofing industry since 1926.

If You Attend CRCA Events, Can You Describe 
a Benefit of Attendance?
The core advantage of attending CRCA events include 
the relationships developed between other roofing 
contractors and those associate members that provide the 
material, equipment, and services for us during roofing. 
The knowledge learned through seminars and other 
programming and through relationships developed with 
our peers is priceless.

What Value Does CRCA Membership Bring 
to You?
Being part of a group of roofing professionals that have 
similar goals to enrich the roofing industry.

What Advice Would You Give to a New 
CRCA Member?
Take advantage of what membership does to bridge 
the gap between member contractors and what the 
association does to provide knowledge in the industry.

Is There Anything Additional Info That You 
Would Like to Add That Was Not Asked/
Mentioned? 
Adler Roofing, along with other CRCA member 
companies, has experienced the benefits of having 
multi-generations involved in the organization. Each one 
has developed their own respective relationships with 
other members and has benefited in both business and 
personal nature.
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Roof Talk—Associate

Company: Architectural Building Solutions, Inc.
Location: 244 W. River Drive, St. Charles, IL
Business Founded: 2015
Number of Employees: 8
Joined CRCA: Nearly 40 years ago.

What Services Does Your Business Offer?
Architectural Building Solutions, Inc. (ABS) is a full 
service, Independent Manufacturers rep firm. We 
proudly represent premier brands such as Johns Manville, 
BILCO, USG, East Lake Metals, American WeatherStar, 
WindSmart, Thompson Fabricating, among a few others.

Where Do You See Your Business in 
5–10 Years?
Our 5-to-10-year vision always starts with our team. Our 
# 1 priority is to provide our valued teammates with a 
culture that is collaborative, challenging, empowering, 
and growth oriented. Next is to support and expand our 
foundational business partnerships, while diversifying into 
new vertical channels. We anticipate labor to be a driving 
factor for our customer base and take pride in bringing 
them new, innovative, and tested solutions.

What Is Your Best Business Memory 
to Date?
We have two. Our first one is earning the trust, respect 
and confidence of our represented manufacturers, design 
partners, distribution partners and contracting partners. 
Our second is Mike McMillin emceeing many CRCA 
events and always reminding us to; “Please tip your 
waiters and waitresses.”

How Did You Learn About CRCA?
When we first became involved in roofing with our first 
company about 40 years ago, we felt the CRCA was 

the leading force in the representation, awareness, and 
education for the Chicago roofing industry. When we 
opened ABS, it was a no brainer to participate. The CRCA 
does a great job keeping us abreast of the ever-changing 
roofing landscape.

If You Attend CRCA Events, Can You Describe 
a Benefit of Attendance?
The CRCA trade show, in my opinion, is one of the top 
three premier events nationwide within our industry. 
It proactively promotes us and provides the chance 
to network, display, and educate multiple customers. 
We also attend the luncheons and have found the 
presentations to be informative, valuable, and relevant for 
our industry. From a “FUN” perspective, our annual golf 
outing and Casino Night are awesome events!

What Value Does CRCA Membership Bring 
to You?
Our CRCA membership provides us with trusted 
partnerships, education, industry information and a 
voice. Many of our ABS teammates are active CRCA 
committee members and appreciate the opportunity to 
contribute and give back to the CRCA. We truly value our 
membership in the CRCA and value being a small part of 
its continued growth and success.

What Advice Would You Give to a New 
CRCA Member?
Get involved and engaged! Ask questions. Come to 
events. Join a committee or two. Network with your 
industry peers and have some fun while doing it.
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There has been a lot 
of action in the Illinois 
legislative and Illinois 
Energy Conservation 

Code world lately dealing with 
a new concept—the “Stretch 
Code”. Many in the roofing 
industry are a bit fuzzy as to 
what this proposed legislation 
and code is and how will 
it affect the roofing and 
construction industry.

History
In 2021, Governor Pritzker signed the Illinois Energy 
Transition Act and Climate and Equitable Jobs Act (CEJA), 
which created a provision for state-wide “stretch” codes.

This provides a mechanism for jurisdictions to raise the 
bar on energy efficiency and to enable municipalities 

to increase or “stretch” their energy conservation code 
requirements over and above the state required minimum.

CEJA directed the Illinois Capital Development Board 
(CDB) to create both a residential and commercial 
stretch energy code that can be adopted by individual 
municipalities–voluntarily. Previously, Illinois jurisdictions 
had the authority to set standards stronger than the state 
commercial energy conservation code, but not in the 
residential code area.

Targets have been set to increase energy efficiency every 
three years to ensure the stretch code will be more efficient 
than Illinois’ base energy code, currently an Illinois 
amended 2018 International Energy Conservation Code. 
Once adopted by a municipality, the maximum energy 
efficiency will be set for new construction, additions and 
renovations, and in some cases, repairs.

A base calculation was created from the 2006 IECC as a 
starting point, with targets created to be “stretched” to for 
both residential and commercial. See the tables below:

Residential:
Stretch 

Code Version Implementation Date Site 
Energy Index Performance Targets Code Created By

2024 Residential 
Stretch Code

December 31, 2023 0.50
At least 50% more efficient 

than 2006 IECC
Set by CDB by July 

31, 2023

2026 Residential 
Stretch Code

December 31, 2025 0.40–0.42
At least 60% more efficient 

than 2006 IECC*
Set by CDB in 2025

2029 Residential 
Stretch Code

December 31, 2028 0.33–0.35
At least 67% more efficient 

than 2006 IECC**
Set by CDB in 2028

2032 Residential 
Stretch Code

December 31, 2031 0.25
At least 75% more efficient 

than 2006 IECC
Set by CDB in 2031

Commercial:
Stretch 

Code Version Implementation Date Site 
Energy Index Performance Targets Code Created By

2024 Commercial 
Stretch Code

December 31, 2023 0.60
At least 40% more efficient 

than 2006 IECC
Set by CDB by July 

31, 2023

2026 Commercial 
Stretch Code

December 31, 2025 0.50
At least 50% more efficient 

than 2006 IECC
Set by CDB in 2025

What’s the Buzz About Stretch Codes?
By Bill McHugh

Bill McHugh
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2029 Commercial 
Stretch Code

December 31, 2028 0.44
At least 56% more efficient 

than 2006 IECC
Set by CDB in 2028

2032 Commercial 
Stretch Code

December 31, 2031 0.39
At least 61% more efficient 

than 2006 IECC
Set by CDB in 2031

What Are Stretch Codes?
A stretch code defines a higher level of energy efficiency 
for new construction and existing buildings than 
the applicable energy conservation code. Depending on 
local laws, stretch codes may be developed on their own 
(typically by/for municipalities) or as part of the larger 
state energy code (either as a separate state stretch code 
or in an optional appendix).

Once a stretch code is adopted by a jurisdiction, it 
becomes the mandatory energy code for that jurisdiction. 
However, not all states or municipalities have the ability to 
create or adopt stretch codes.

Energy codes set requirements for the efficiency and 
performance of new and existing buildings. Stretch 
codes set more stringent efficiency and performance 
requirements than base codes and may be adopted by 
localities that wish to exceed state-level energy code 
requirements. Builders must comply with stretch codes in 
localities where they are adopted as mandatory. One 
issue with the stretch codes is that they could increase the 
cost of construction in a community or state, more than 
neighboring communities or states.

Stretch codes can be for either Residential or Commercial 
occupancies and include the following criteria:

Residential:

• Detached 1- or 2-family dwellings.
• Any building that is 3 stories or less in height above 

grave that contains multiple dwelling units, in which 
occupants reside on a primarily permanent basis, 
such as a townhouse, a row house, an apartment 
house, a convent, a monastery, a rectory, a fraternity 
or sorority house, a dormitory, or a rooming house

• In the boundaries of a municipality having a 
population of 1,000,000 or more, buildings 
containing one or more dwelling units, not exceeding 
4 stories above grade, where occupants are 
primarily permanent.

Commercial:

• All buildings 5 or more stories above grade, including 
5+ story multifamily residential buildings

• All other buildings not included in the definition of 
“residential building” above.

The Illinois Energy Code Advisory Council has been 
soliciting comments from municipalities and Illinois 
stakeholders to provide recommendations to the CDB 
by July 31, 2023. CRCA’s George Patterson is on the 
Illinois Energy Code Advisory Council. CRCA’s Industry 
Affairs Committee has participated in the process, as 
has the Polyisocyanurate Insulation Manufacturers 
Association, and other insulation manufacturer groups, 
along with energy and carbon neutral, electrification 
advocacy groups.

Important Dates To Watch
• The IL ECAC is required to provide its 

recommendations to CDB for provisions of the stretch 
codes by July 31, 2023, and stretch codes must be 
available for localities to adopt by December 31, 
2023.

• CDB must shepherd the stretch codes through a 
rulemaking process between August 1, 2023, and 
December 31, 2023. There will be opportunities for 
public comment during rulemaking.

• The Capital Development Board is required to adopt 
and comply with the stretch codes for projects it funds 
or authorizes on or after January 1, 2024.

• The stretch codes must be updated in 2025, 2028, 
and 2031.

Watch future issues of CRCA Today for more Stretch Code 
Updates. 

Bill McHugh is Executive Director of the Chicago Roofing Contractors 
Association (CRCA). He has been active in the roofing and waterproofing 
industry since 1981 and has spoken locally and nationally on various roofing 
and fire resistance related issues since that time.

McHugh participates in the Building and Fire Code Development processes 
at the International Code Council (ICC), National Fire Protection Association 
(NFPA), State of Illinois and City of Chicago. He served on the ICC’s Fire 
Safety Code Development Committee and is a past board member of the 
International Accreditation Services (IAS) Board of Directors. He is also a 
past Institute Director, Chapter and Region President at the Construction 
Specifications Institute.
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OSHA’S Penalty Amounts Increase
On November 3, 2015, then President Obama signed 
the Bipartisan Budget Act of 2015 (Act) into law. The Act 
was a two-year deal that was negotiated quickly to avoid 
a default on our nation’s debt. Budgets often contain 
obscure changes to laws that are not easily identified. 
However, this Act was unique because it contained a 
provision that allowed the Occupational Safety and 
Health Administration (OSHA) to increase its maximum 
penalties for the first time in 25 years. Importantly, the 
Act does allow OSHA to annually adjust the maximum 
penalty amounts to reflect inflation, similar to other 
government agencies.

For 2022, penalties for an other-than-serious violation, 
a serious violation, and a failure-to-abate violation 
increased to $14,502, which represents a $849.00 
increase over these same penalties in 2021. Willful and 
repeat violations now have a maximum penalty amount of 
$145,027 per violation, which represents an increase of 
$8,495.00 over last year’s maximum penalty amount for 
willful or repeat violations.

In light of this increase in OSHA penalty amounts, and 
the fact that the Biden administration promises increased 
enforcement efforts, it is a good time to revisit your 
company safety program to make sure you are taking 
those steps necessary to defeat a citation based on the 
unforeseeable employee misconduct defense. To establish 
the affirmative defense of unforeseeable employee 
misconduct, an employer must show that it (1) established 
work rules designed to prevent the violative conditions 
from occurring; (2) adequately communicated those rules 
to its employees; (3) took steps to discover violations of 
those rules; and (4) effectively enforced the rules when 
violations were discovered.

While most construction contractors have work rules, 
provide training, inspect their jobsites, and discipline 
employees who violate safety rules, it is absolutely 
imperative that documents are maintained that provide 
evidence of the same, and that the company’s safety 
program, especially its disciplinary component, is effective 
such that violations are truly unforeseeable. Even verbal 
reprimands should be documented. All documents which 
would support the affirmative defense of unforeseeable 
employee misconduct should be well organized and 
stored in a safe place for easy access in the event the 
company is cited for an OSHA violation.

Be Sure to Comply with OSHA’s Form 300A 
Posting Requirement
Between February 1 and April 30, covered employers 
must post OSHA’s Form 300A in a place easily accessible 
to employees, such as the break room. Form 300A 
summarizes the total number of work-related injuries and 
illnesses that occurred during the prior calendar year and 
entered into OSHA Form 300, which logs such injuries 
and illnesses. Whereas Form 300 should include details, 
such as the nature of the injury and where it occurred, 
Form 300A only lists information such as the total number 
of deaths, cases involving days away from work, and total 
number of days away from work for all recordable cases. 
Recordable cases are those that involve a death; days 
away from work; restricted work or transfer to another job; 
medical treatment beyond first aid; loss of consciousness; 
diagnosis of a significant injury or illness by a healthcare 
professional; or a needlestick or sharps injury involving 
contamination by another person’s blood or other 
potentially infectious materials.

Construction employers must post Form 300A even if no 
recordable injuries occurred during the prior year, with 
zeroes entered in the spaces.

For the fourth consecutive year, employers also need 
to concern themselves with OSHA’s Improve Tracking 
of Workplace Injuries and Illnesses regulation, often 
commonly referred to as OSHA electronic recordkeeping 
regulation. Construction employers with 20 to 249 
employees are subject to the rule and must electronically 

Legal Update—Hendrick Phillips 
Salzman & Siegel
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submit their 2021 300A Annual Summary to OSHA no 
later than March 2, 2022.

Under current rules, injury and illness records must be 
maintained at the worksite for at least five years. Also, 
copies of the records must be provided to past and current 
employees, or their representatives, upon request.

OSHA Withdraws COVID-19 Vaccination 
Mandate for Employers
On January 25, 2022, the Occupational Safety and 
Health Administration (OSHA) announced that it is 
withdrawing its COVID-19 vaccination and testing 
Emergency Temporary Standard (ETS), which OSHA 
originally issued on November 5, 2022 and required 
employers with more than 100 employees to develop, 
implement, and enforce a mandatory COVID-19 
vaccination or testing policy. The withdrawal will be 
effective on January 26, 2022.

OSHA’s withdrawal of the ETS comes after the U.S. 
Supreme Court stayed the ETS on January 13, 2022, 
finding that the challengers to the ETS were likely to 
prevail on their claims.

Although OSHA is withdrawing the ETS as an enforceable 
temporary standard, it is keeping the ETS provisions in 
place to serve as a notice of proposed rulemaking for a 
permanent COVID-19 Healthcare Standard.

Even with the COVID-19 ETS withdrawn, OSHA will be 
able to use its enforcement of the General Duty Clause 
to address workplace responses to COVID-19, which 
requires employers to provide their employees with a safe 
and healthy workplace free from recognized hazards that 
are causing or likely to cause death or serious physical 
harm. Visit https://www.osha.gov/coronavirus/ets2 to 
learn more.

To learn more about these or other legal issues, contact 
Philip Siegel, pjs@hpsslaw.com. Hendrick Phillips Salzman 
& Siegel is a CRCA Associate Member. 

CRCA Welcomes the Following  
Upgraded CRCA Members!

Beacon Building Products
GAF Materials Corporation

ATAS International

Captive Resources

Flameproof Companies

J & R Group of Bank of  
America / Merrill Lynch

Aadvanced Building Products

USI Insurance Services

Brown & Brown Inc.
CertainTeed

Industrial Cork  
Company Inc.
NSS Exteriors

Platinum 
Sponsors

Gold 
Sponsors

Silver 
Sponsors

Bronze 
Sponsors

Learn more about CRCA’s Member Upgrades and all this includes! Contact info@crca.org today!
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Membership-Marketing 

Technical  Assistance

Code Assistance

FAQ's

R E S O U R C E S

Member Events

Member Listing

Committee Involvement

Membership Tools

N E T W O R K I N G

Industry Standards

Regulations

Legislation

A D V O C A C Y

Safety

Codes

Technical

Legal

E D U C A T I O N

Driving High

Standards Of

Professionalism

Visit CRCA.org or call 708-449-3340 for membership details & to join today!
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Industry News
By CRCA Staff

CRCA held the 39th Trade Show & Seminars at Drury 
Lane Conference Center, January 18-20, 2023 with 
attendance at pre-covid levels! The event featured over 
nine hours of roofing or industry specific programming 
including legal and technical updates, service, material 
handling safety and a new steep slope shingle panel. 
The over 130 exhibiting companies shared cutting edge 
industry products and services too. CRCA thanks the 
following sponsors of the 2023 event: A.C.T. Metal Deck 
Supply, Adams and Reese LLP, Advanced Architectural 
Sheet Metal, Beacon, Carlisle/ AAdvanced Building 
Products, Cordeck, Elevate/ SJ Mallein & Associates, IB 
Roof Systems, Malarkey Roofing Products and Polyglass 
USA Inc.

Congrats to the two lucky $500 Raffle Winners!

 

CRCA Photo: Nick Lynch, Reisch & Associates

CRCA Photo: Charles Hankins, Advanced Roofing

Save the date for the 2024 event, January 17-19. 
Interested in exhibiting? Contact info@crca.org to receive 
a 2024 contract!

CRCA Committees Hard at Work:
CRCA’s Chicagoland Women in Women (CWIR) 
have hit the ground running with providing roofing specific 
education, networking and philanthropic activities for 
2023. After the January Trade Show Roundtables, a Feed 
My Starving Children event is planned for March 14, a 
hands-on event later in the Spring, and a Fall Fork-Lift 
Safety seminar.

Emerging Leaders have planned two networking 
events including bowling in April and TopGolf in 
September and others as well.

The Program Committee have planned the following 
events for 2023: March 21 Membership Meeting with 
Brian Nick, Chief Investment Strategist from Nuveen 
presenting a 2023 economic outlook, Scholarship Dinner 
on June 13 at Brookfield Zoo, Industry Day Golf Outing 
on July 13 and two membership meetings in the fall. Visit 
CRCA.org for registration and more information.

The 2023 CRCA Scholarship applications are due 
on March 10th. To download applications visit https://
www.crca.org/CRCA-Foundation/CRCA-Scholarship.

The Health & Safety Committee presented a 
Material Handling Safety Seminar at the January Trade 
Show and is working with CRCA’s Contracts & Insurance 
Committee to provide an important program on mental 
health in the construction industry in November.

The Steep & Shingle Committee promoted CRCA 
membership at the February GAF Expo and is working on 
many other steep initiatives this year.

The Affiliates Committee is participating in the early 
March Construction Safety Expo presented by ASA 
and the Construction Safety Council and developing 
relationship with other construction based organizations.

The Building Envelope Committee is planning a 
series of webinars and CRCA Today articles on how to 
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tie into the other trades that roofing contractors encounter 
including Insulation, Masonry, Waterproofing and others 
with the first planned in March.

CRCA.Org Manufacturer Tech Resources
Did you know that CRCA has over 200 CRCA 
Manufacturer Members’ Videos linked at CRCA.org? Take 
a moment to visit and learn more!

Duro-Last Acquired by Holcim
Holcim announced on February 7, 2023, the acquisition 
of Duro-Last Roofing Systems to complement their 
integrated roofing offerings.

“I’m excited to welcome Duro-Last into Holcim’s broad 
range of innovative and sustainable building solutions,” 
said Holcim CEO Jan Jenisch in a release. “Duro-Last is a 
perfect strategic fit for our roofing business. Its proprietary 
technologies and leading brands complement our offering 
in the fast-growing North American market. Its energy-
efficient systems and excellence in recycling will further 
advance our leadership in sustainability.”

The acquisition is one of the largest deals Holcim has 
made in North America. In early 2022, it acquired 
Malarkey Roofing Products for $1.35 billion. Holcim 
also acquired Firestone Building Products in April 2021.

Bennett & Brosseau Receives Award

Metal Construction News announced CRCA Contractor 
Bennett & Brosseau Roofing, Inc. received the MCN’s 
New Construction Award in December. Check out the 
issue at http://www.digital.metalconstructionnews.com/?
m=65786&i=769069&p=1&ver=html5

Illinois Passes Paid Leave Act
Well-Known labor and employment law firm Ogletree 
Deakins reported that on January 10, 2023, the Illinois 
legislature passed the Paid Leave for All Workers (PLFAW) 
Act, making Illinois just the third state in the country to 
require private employers to provide earned paid leave to 
employees to be used for any reason.

Once signed by Governor Pritzker, The ACT will take 
effect on January 1, 2024, and will provide nearly all 
Illinois workers with a minimum of 40 hours of paid leave, 
or a pro rata number of hours, during a designated 
twelve-month period.

Under the act, leave accrues at the rate of one hour 
of paid leave for every forty hours worked and will 
be in effect after 90 days on the job. The law will not 
require employees to give a reason for taking leave, 
and employers will not be permitted to require any 
documentation or certification of the need to take leave.

Is your policy manual up to date? Employers may require 
up to seven calendar days’ notice of foreseeable leave 
if they have a written policy provided to employees 
outlining notice requirements and procedures. If the leave 
is not foreseeable, employees must provide notice as soon 
as practicable.
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For more information, visit https://ogletree.com/insights/
paid-leave-for-any-reason-coming-to-illinois.

IRS Mileage Increased in 2023
The IRS has announced the 2023 optional standard 
mileage rates used to calculate the deductible costs of 
operating a vehicle for business, charitable, medical or 
moving purposes.

Background: If you use a vehicle for business driving, you 
can generally deduct the actual expenses attributable to 
your business use. This includes expenses such as gas, oil, 
tires, insurance, repairs, licenses, and vehicle registration 
fees. In addition, you may claim a depreciation allowance 
for the vehicle, based on the percentage of business 
use. However, annual write-offs are subject to so-called 
“luxury car” limits, indexed annually.

But some taxpayers don’t want to keep track of every 
vehicle-related expense. Another option: Instead of 
deducting your actual expenses, 
you may be able to use the IRS’ 
standard cents-per-mile rate. With 
this approach, you don’t have to 
account for all your actual expenses, 
although you still must record the 
mileage for each business trip, the 
date, the destinations, the names and 
relationships of the business parties 
and the business purpose of the 
travel. The rate is adjusted annually 
by the IRS.

Beginning January 1, 2023, the 
standard mileage rates for the use of 
a car, van, pickup or panel truck:

• 65.5 cents per mile for 
business miles driven. In 
2022, the business rate for the 
second half of the year (July 
1-December 31) was 62.5 cents 
per mile, and for the first half of 
the year (January 1-June 30), it 
was 58.5 cents per mile.

Important: Under the Tax Cuts and 
Jobs Act, taxpayers can’t claim a 
miscellaneous itemized deduction 
for unreimbursed employee 
travel expenses.

The standard mileage rate for 
business, medical and moving 
purposes is based on an annual 

study of the fixed and variable costs of operating 
an automobile. This includes gas, maintenance, 
and depreciation.

Taxpayers always have the option of calculating the 
actual costs of using their vehicle rather than using the 
standard mileage rates.

A taxpayer may not use the business standard mileage 
rate for a vehicle after using any depreciation method 
under the Modified Accelerated Cost Recovery System 
(MACRS) or after claiming a Section 179 deduction 
for that vehicle. In addition, the business standard 
mileage rate cannot be used for more than four 
vehicles simultaneously.

Please consult your tax professional for additional 
information. 

We service your needs with consistent quality, workmanship and knowledge

(231) 861-0050 | info@advarchsm.com | www.advarchsm.com

It’s part of the reason customers come back to us time after time. 

Maximize your profits by decreasing your inventory.  
Reduce man hours - let us fabricate, you install.

98% of our American-made products are made-to-order and are
manufactured inhouse. Our products are made from domestic metal

and custom crafted to your specifications.

Contact us today to see how we can streamline your process  
and maximize your profits!
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1st Home Improvement .................................(847) 496-5530
A&E Roofing & Siding ................................... (630) 264-1553
A+ Roofing Co., Inc. ....................................... (630) 227-1111
A-1 Roofing Co. ..............................................(847) 952-3600
Active Roofing LLC ..........................................(773) 238-0338
Adams Roofing Professionals, Inc.............. (847) 364-7663
Adler Roofing and Sheet Metal, Inc. ..........(815) 773-1200
Advanced Roofing & Woodworking Inc. ... (630) 231-7663
Aegis Construction Group, Inc. ................... (630) 709-8121
Air Pressure Damp Proofing ........................ (847) 394-4100
All American Exterior Solutions ....................(847) 438-4131
All in 1 Roofs ..................................................(630) 388-9060
All Sealants, Inc. ............................................ (708) 720-0777
Allendorfer Roofing Co., Ltd. ...................... (773) 463-7808
Allied Waterproofing, Inc.............................(630) 654-9700
Anderson & Shah Roofing Inc. .....................(815) 741-0909
Anthony Roofing Tecta America LLC ...........(630) 898-4444
Apex Exteriors, Inc. .......................................(847) 531-8960
Bennett & Brosseau Roofing, Inc. ..............(630) 759-0009
BP Roofing Solutions, LLC ............................ (815) 855-8326
Care Sheet Metal & Roofing, Inc. ..............(708) 387-9784
Champion Roofing, Inc. ................................ (847) 673-7663
Clark Roofing Co. ...........................................(708) 681-2200
Combined Roofing Services LLC ..................(630) 231-4422 
Complete Building Maintenance Co. ..........(630) 932-7890
Connelly Roofing, Inc. ................................... (630) 941-8598
Countryside Roofing,  

Siding & Windows, Inc. ..........................(847) 221-5600
CPR Roofing, Inc. ........................................... (815) 399-6989
Crawford Roofing Experts, LLC ...................(708) 385-5555
Crowther Roofing & Sheet Metal & HVAC ...(815) 726-2400
CSR Roofing Contractors, Inc. ......................(708) 848-9119
Custom Roofing Contracting LTD .................(847) 639-8400
DCG Roofing Solutions Inc. ...........................(847) 296-6611
Deady Roofing & Construction, Inc. ........... (708) 672-0874
Deluxe Roofing Inc. ....................................... (847) 404-9775
Distinctive Roofing, Inc. ................................ (815) 986-0831
Domain Corporation....................................... (773) 628-0001
DRC Roofing & Construction ........................(630) 797-6795
Driscoll Renovations, Inc. .............................(630) 628-7800
Dunne Roofing Company .............................. (847) 696-1643
DuSable Construction Co. .............................(773) 463-9290
E. Ariel Roofing Solutions LLC ..................... (224) 357-8745

Elens & Maichin Roofing &  
Sheet Metal, Inc. ...................................... (815) 727-2689

Elite Home Restoration, Inc. ........................(630) 823-8580
F & G Roofing Company, LLC ......................(708) 597-5338
Feze Roofing, Inc. ..........................................(630) 530-5944
Filotto Roofing, Inc. ........................................(815) 740-5461

Foremost Improvements Inc. .........................(847) 376-8617
Four Elements Restoration ............................(866) 848-9337
Freeport Industrial Roofing .......................... (815) 235-5350
Galewood Tuckpointing &  

Roofing Co., Inc. .......................................(708) 452-7900
GC Roofing LLC ............................................... (773) 766-3421

The Contractor Members of the Chicago Roofing Contractor Association install all types of roofs, including reflective single ply, modified bitumen, built up, gravel, reflective 
coatings, shingle, shake, slate and tile, vegetative garden or photovoltaic coverings. From formation following the Great Chicago Fire of 1871, CRCA Members have moved 
with the times and technology, yet continue to maintain some of the same goals set forth over 140 years ago. To find a CRCA Professional Contractor, visit www.CRCA.org.

CRCA Contractor Members

New and Used Equipment for sale and rent
Rental Cranes available by the day, week, month, or longer
Knowledgeable Technicians factory trained to do the job right
Large Parts Inventory ready for delivery

800-824-6704  •  6201 East Avenue, Hodgkins, IL 60525

www.runnionequipment.com

Call us or visit our new, state of the art facility! 

Lifting Equipment for the Roofing Industry

2 8     C R C A  T O D A Y  /// W i n t e r  2 0 2 3

http://www.crca.org
http://www.runnionequipment.com


Gluth Brothers Roofing Co. .......................... (219) 844-5536
Great Lakes Roofing ...................................... (708) 862-1550
H.C. Anderson Roofing Company, Inc. .......(815) 624-4129
Happy Roofing ................................................(630) 234-8331
Henson Robinson Company .......................... (217) 544-8451
Huuso .................................................................(630) 200-1419
J. P. Larsen, Inc. .............................................(708) 293-7662
Jerry & Sons Roofing & Remodeling, Inc. ... (708) 926-9150
Jones & Cleary Roofing /  

Sheet Metal Co., Inc. ........................ (773) 288-6464 x23
KBC Exteriors LLC ........................................... (708) 497-3737
Kerry Roofing & Masonry ............................(708) 422-3004
Knickerbocker Roofing & Paving Co., Inc. ...(708) 339-7260
Korellis ..............................................................(708) 607-3200
Kreiling Roofing ..............................................(309) 673-3649
L. Marshall Roofing & Sheet Metal, Inc. ... (847) 724-5400
Langlois Roofing, Inc. ................................... (815) 933-8040
LEAK STOP Roofing, Inc. ...............................(847) 719-2775
Licitra Roofing Inc. .........................................(708) 485-4848
Lindholm Roofing ............................................(773) 283-7675
Local Roofing Co., Inc. ..................................(847) 244-0500
M&T Exteriors Inc. ......................................... (331) 240-2911
M. Cannon Roofing Company, LLC ............. (847) 519-0698
M. W. Powell Company .................................(773) 247-7438
Malcor Roofing of Illinois, Inc. ...................(630) 896-6479
Matthews Roofing Company, Inc. ...............(773) 276-4100
McDermaid Roofing &  

Insulating Company ................................. (815) 963-8458
Metalmaster Roofmaster ...............................(815) 459-6415

MidAmerica Roofing, Inc. .............................(630) 759-7500
Mortenson Roofing Co., Inc......................... (815) 464-7300
NIR Roof Care, Inc. ........................................(800) 221-ROOF
Nombach Roofing & Tuckpointing .............. (708) 388-1090
Norton Sons' Roofing Company, Inc. ......... (630) 257-8180
Olsson Roofing Company, Inc. ....................(630) 892-0449
P & B Rebuilders ............................................ (708) 456-1099
Peterson Roofing, Inc. ...................................(847) 590-5290
Pine Roofing Company ..................................(773) 539-9595
Pine Waterproofing & Sealants .................. (847) 678-5700
Platinum Level Restoration ..........................(708) 632-4361
Prate Roofing & Installations LLC ...............(847) 526-6402
Premier Construction, Inc. ............................(630) 590-9305
Preservation Services, Inc. ............................(815) 407-1950
Proliance General Contractors, Inc. ........... (630) 541-3923
Pro-Tech Roofing, Inc. ....................................(847) 759-1970
Prusak Construction & Roofing, Inc...........(708) 422-2624
R. B. Crowther Company .............................. (815) 942-6623
R. E. Burke Roofing Co., Inc. ...................... (847) 675-5010
Raincoat Roofing Systems, Inc. ................... (708) 681-5757
Rako Roofing Inc. ........................................... (773) 780-5482
Reliable Roofing ............................................. (888) 279-7663
Relianz Restorations Co. ...............................(847) 447-3511
Renaissance Roofing, Inc. ............................. (815) 547-1725
Riddiford Roofing Company ......................... (847) 378-6024
Ridgeworth Roofing Co., Inc. ......................(708) 598-0039
Roofing Systems, Inc. .................................... (815) 654-9540
Roofs, Inc. ........................................................(708) 447-9300
Sager Sealant Corporation ...........................(708) 354-9300

Seal Tight Exteriors, Inc................................(708) 755-3555
Showalter Roofing Service Inc. ...................(630) 499-7700
SMART Roofing. Inc. ..................................... (773) 992-5100
Solaris Roofing Solutions, Inc. ....................(630) 639-5400
South Shore Roofing of Illinois, Inc. .......... (708) 620-8130
Sta-Dry Roofing ..............................................(770) 849-0079
STAR Roofing & Siding Co. Inc. ..................(773) 588-6550
Sterling Commercial Roofing, Inc. ...............(815) 626-7744
Stewart Roofing Company .............................(773) 264-1754
Style Exteriors Inc. .........................................(847) 865-3069
Sullivan Roofing Inc. ..................................... (847) 908-1000
Tecta America Illinois Roofing .....................(630) 554-2200
Tidwell Roofing & Sheet Metal ................... (847) 437-2710
Tolberts Roofing &  

Construction Services, Inc....................... (708) 389-7779
Tori Construction, LLC .................................... (708) 389-1530
Total Roofing & Construction .......................(708) 201-7550
Total Systems Roofing Inc. ........................... (815) 455-7663
Trela Roofing & Remodeling........................(708) 422-7204
Union Roofing Co., Inc. .................................(815) 945-2141
Van Doorn Roofing Inc. ................................(847) 228-5800
W.B.R. Roofing Company, Inc. ................... (847) 487-8787
Waukegan Roofing Company, Inc. ............. (847) 623-1625
Weatherguard Roofing Co. ..........................(847) 888-3008
Windward Roofing & Construction Inc. ....(773) 638-6580
WW Construction & Roofing, Inc. .............. (708) 250-3319
Zera Construction, Inc. .................................. (847) 966-8100

CRCA Contractor Members

877-857-6400
sales@cordeck.com

6 Nationwide Locations

Large In-Stock Inventory

Excellent Customer Service

Scan Here
To Learn More

 Cut-To-Length

Next Day Deliveries

Metal Deck Accessories

YOUR ONE-STOP SHOP FOR METAL DECK

Whatever It Takes Whenever You Need It

®

Roof Deck Floor Deck Form Deck Cell Deck
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The Associate Members of the Chicago Roofing Contractors Association are a vital part of the association and actively support the activities. Besides their generosity, they are 
represented on the CRCA Board of Directors, Co-Chair the Membership and Trade Show Committees and serve on the Health & Safety, Contracts & Insurance, Industry Affairs, 
Program and Scholarship Committees.

838 Coatings ....................................................(763) 972-9441
A & D Products ............................................... (630) 668-1551
A.C.T. Metal Deck Supply.............................(630) 978-7800
AAdvanced Building Products ...................... (317) 993-3200
ABC Supply Company, Inc.
 Addison .......................................................(630) 932-6653
 Alsip ..............................................................(708) 396-1414
 Aurora ......................................................... (630) 844-1700
 Cicero ...........................................................(708) 222-8222
 Elgin .............................................................(847) 628-6048
 Gurnee ........................................................(847) 360-8094
 Manteno...................................................... (815) 468-7041
 Niles ............................................................(847) 588-0935
 Wauconda ................................................... (847) 487-7810
 West Chicago ............................................. (630) 293-1222
AccuLynx ...........................................................(608) 473-3800
Adams and Reese LLP ................................... (813) 227-5501
Adroit Marketing, Inc. ...................................(630) 885-5447
ADVANCED Architectural  

Sheet Metal & Supply .............................. (231) 861-0050
Air Vent Inc......................................................(800) 247-8368
ALCO Products, LLC ........................................ (313) 823-7500
Aletheia Digital ............................................... (706) 685-6611
American Roofing Supply
 Naperville ...................................................(630) 637-0750
 Elgin ............................................................. (847) 241-2000
 Joliet ............................................................ (815) 600-8886
 Loves Park ...................................................(815) 877-6778
 Prairie State Exterior Products ..............(708) 754-9339
 Waukegan ..................................................(847) 249-3328
Architectural Building Solutions, Inc. .........(630) 402-9988
Arthur Williams Industries ...........................(800) 549-6004
Arvinyl Laminates, LP....................................(800) 278-4695
Assurance Agency ............................................(847) 463-7118
Assured Partners Inc. ....................................(630) 355-2077
ATAS International, Inc. ................................ (610) 395-8445
Atlas Roofing Corporation .............................(800) 677-1476
Barge Terminal Trucking, Inc. ......................(630) 499-5565
Beacon Building Products
 Carol Stream ..............................................(630) 790-3400
 Arlington Hts. ............................................(847) 357-0433
 Chicago / Pulaski ..................................... (773) 772-6500
 Des Plaines ................................................ (847) 795-9378

 Hickory Hills ..............................................(708) 599-9770
 Oak Forest .................................................. (708) 802-6123
 Wauconda ................................................... (847) 416-3202
Berridge Manufacturing Company .............. (630) 231-7495
Big Rock Supply ..............................................(630) 350-2300
Bitec, Inc. .........................................................(501) 354-8585
Bitumar USA Inc. .............................................(410) 610-5953
Blue Ridge Fiberboard, Inc. .........................(866) 850-8834
Bone Roofing Supply, Inc. ............................ (630) 628-8170
BPM Insurance .................................................(816) 695-1306
Brauner Safety Services Inc. ........................(407) 403-3959
Brown & Brown Inc. ......................................(630) 245-4600
Capstone Materials Group LLC .................... (847) 722-6652
Captive Resources .......................................... (847) 879-2819
Carlisle Construction Materials / WIP ...... (630) 360-1306
Carlisle SynTec ................................................(800) 479-6832
Castle Metal Products ...................................(847) 806-4540
Cedar Shake & Shingle Bureau ...................(604) 820-7700
Certainteed Roofing Products ...................... (630) 383-6741
CHEM LINK Inc. ................................. (330) 334-0066, x2237
Chicago Metal Supply & Fabrication .......... (773) 227-6200
Chris Industries Inc. .......................................(847) 729-9292
CLEANWRAP Interior Protection Systems ..(888) 597-3334
CNA Insurance Lombard/Chicago ............... (630) 719-3000
Comprehensive Roofing Solutions Inc. ...... (815) 498-9485
ComStruct Sales, LLC......................................(847) 922-3520
Continental Materials, Inc. ........................... (973) 557-1884
Cordeck .............................................................(262) 857-3000
Crissie Insurance Group ................................(800) 562-6362
Critical Point Corporation ............................. (800) 821-4104
D & P Construction Co.,  

Inc. Roll Off & Recycling.........................(708) 338-3534
Dataforma, Inc. ............................................... (866) 764-9992
DaVinci Roofscapes .........................................(913) 599-0766
DECRA Roofing Systems ..................... (800) 258-9740, x189
Disposal Alternatives ......................................(617) 975-2000
D-MAC Industries ...........................................(800) 878-3622
DSP Insurance Services, Inc......................... (847) 934-6100
Duravent Group ..............................................(800) 835-4429
Duro-Last Roofing, Inc. (Chicago) ..............(800) 248-0280
Eagleview-Pictometry ........................(866) 659-8439, x5561
East Lake Metals LLC ..................................... (219) 655-5526
EcoStar LLC ........................................................(800) 211-7170

Elevate ..............................................................(800) 428-4442
Estimating Edge, LLC .......................................(561) 276-9100
Everest Systems LLC .......................................(800) 575-8966
Exceptional Metals ......................................... (888) 340-7169
FAKRO America, LLC .......................................(630) 543-1010
FiberTite Roof Systems ................................... (330) 262-1111
Flameproof Companies ..................................(630) 859-0009
FlashCo. ............................................................ (866) 323-5274
Flex Membrane International Corp. ............(610) 916-9500
FT Synthetics Inc. ............................................(604) 594-3439
Gaco Western ..................................................(262) 951-0237
GAF Materials Corporation .......................... (630) 241 5372
Garlock Chicago ..............................................(630) 521-9645
Garth Building Products & Services Corp. ... (708) 564-5137
Garza Roofing Equipment and Supply .......(630) 229-4440
Gaylord Insurance Agency Corp. ................(708) 568-0754
Gemco Roofing & Building Supply ............. (708) 544-1444
Geocel / Kool Seal..........................................(800) 348-7615
Georgia-Pacific Gypsum LLC ........................(404) 652-2592
Giuffre Midwest LLC ......................................(708) 656-9200
Greenrise Technologies ..................................(615) 907-7460
Gulfeagle Supply ............................................ (630) 773-0997
Gutter Supply ..................................................(847) 283-0006
H.B. Fuller Company -  

Roofing Products Group .......................... (517) 841-7000
Hapco Inc. ........................................................(800) 345-9353
Hendrick Phillips Salzman & Siegel, PC ....(404) 522-1410
Henry Company .............................................. (773) 412-9022
Hines Supply ....................................................(847) 353-7700
HLP Systems, Inc ............................................ (847) 362-0777
Houseworks Daylighting Solutions, LLC .... (847) 729-0255
Hunter Panels ................................................... (888) 746-1114
IB Roof Systems .............................................. (800) 426-1626
ICP Building Solutions Group ...................... (224) 806-3195
IKO ..................................................................... (312) 244-9932
Industrial Cork Company, Inc. .....................(630) 832-2803
Inland Coatings ............................................... (515) 993-4524
INSULFOAM ..................................................... (402) 624-6611
Interior Protection Inc. ..................................(630) 530-4920
International Leak Detection, LLC ... (866) 282-LEAK (5325)
IR Analyzers / Vector Mapping .................. (800) 879-1964
J&R Group of Bank of America /  

Merrill Lynch ...............................................(312) 696-7518

CRCA Associate Members
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JJ Superior Metal, Inc. .................................. (708) 544-3757
Jobba Trade Technologies .............................(855) 633-3327
Johns Manville Roofing Systems ................(224) 325-2524
Karnak Corporation........................................(732) 388-0300
Kemper System ............................................... (716) 558-2971
Kirby Fiberglass .............................................. (719) 547-3940
Lakefront Roofing Supply .............................(773) 509-0400
Latino Workers Safety Center ......................(708) 449-9500
Leister Technologies ....................................... (630) 760-1000
Lift Works. Inc. ...............................................(630) 833-4626
Liftoff Crane Services LLC .............................(630) 800-6639
LiveRoof, LLC ................................................... (800) 875-1392
Lomanco, Inc. ..................................................(800) 643-5596
LRS ......................................................................(773) 681-8811
Lurvey Supply ..................................................(262) 479-8369
MACK Construction Services, LLC.................(773) 525-3411
Makita ...............................................................(536) 940-5489
Malarkey Roofing Products...........................(503) 283-1191
Marathon Roofing Products/ 

MRP Supports, LLC ...................................(800) 828-8424
McElroy Metal, Inc. ........................................ (219) 879-0252
MEP Insulation Recycling ...............................(317) 894-2763
Mid-States Asphalt ......................................... (630) 730-1689
Mule-Hide Products Co., Inc. .......................(815) 641-8548
Novagard Solutions ........................................ (800) 380-0138
NPC Colored Sealants .................................... (708) 681-1040
NSS Exteriors ................................................... (708) 385-5815
OMG Roofing Products .................................(800) 633-3800
Omni Ecosystems .............................................(312) 337-3196
Panasonic US ................................................... (201) 423-3154
Performance Roof Systems...........................(708) 380-5045
Petersen Aluminum Corporation .................(800) 722-2523
Polyglass U.S.A, Inc. .....................................(847) 431-6005
Pro Fastening Systems Inc. ...........................(847) 577-7185
Pro Lightning Protection ............................... (262) 925-7199
Progressive Materials ...................................(630) 488-9277
Prosoco, Inc. ....................................................(800) 255-4255
R.M. Lucas Company .....................................(773) 523-4300
Raptor Synthetic Underlayments ................. (317) 202-8200
Ray's Roofing Supply .................................... (219) 932-7297
Richards Building Supply Company
 Corporate .................................................... (773) 586-7777
 Calumet City............................................... (708) 891-2211
 Joliet ............................................................ (815) 725-2458
 Chicago/Belmont Ave. .............................(773) 499-7177
Rockwool .......................................................... (855) 876-3755
Roof Drain Parts and Supply LLC ................(803) 496-0336
Roofmaster Products Company ....................(800) 421-6174
Runnion Equipment Company ...................... (708) 447-3169

S.J. Mallein & Assoc. ....................................(630) 570-0301
Safety Check, Inc. ............................................(815) 475-9991
Safety Rail Company LLC ..............................(888) 434-2720
Sashco, Inc. ...................................................... (800) 767-5656
Schwab Group LLC ..........................................(630) 326-9444
Sentry Building Innovations ......................... (877) 254-0788
Service First Solutions ...................................(469) 496-0055
ShapeConnect, Inc ..........................................(847) 322-4929
Sheet Metal Supply Ltd. ................................ (847) 478-8500
Sika Sarnafil .........................................(800) 532-5123 x7222
SIMIX, LLC ........................................................(262) 705-2585
Siplast ...............................................................(800) 922-8800
Soprema, Inc. ..................................................(330) 334-0066
Southwind RAS, LLC ............................. (630) 233-5700 x119
Stone Mountain Access Systems, Inc. ........ (708) 544-9010
Swanson, Martin & Bell, LLP .......................(312) 321-9100
Tarco ..................................................................(800) 365-4506
The Horton Group ...........................................(708) 845-3000
TRUFAST ...........................................................(800) 443-9602
Tuffwrap Installations, Inc. .......................... (815) 302-5280
United Asphalt Company .............................. (800) 843-0317
United States Gypsum .................................... (773) 213-6192
USI Insurance Services ...................................(716) 314-2005
VB Synthetics ....................................................(312) 664-3810
Velux America ................................................. (864) 941-4770
Verde Solutions LLC......................................... (800) 541-1137
Versico ..............................................................(800) 992-7663
VFC Lightning Protection ..............................(801) 292-2956
Viking Products Group .................................. (800) 350-2142
Walter Payton Power Equipment LLC ........(708) 656-7700
Westlake Royal Roofing Solutions .............. (612) 718-3514
WickRight, Inc./365 Construction Tents ....(312) 720-1467
WindSmart, LLC ...............................................(800) 474-8186
Worthouse, Inc. .............................................. (847) 621-2470

Architects & Roof Consultants
ARCON Associates, Inc. ................................ (630) 495-1900
Building Envelope Consultants Ltd. .............(317) 432-1727
Building Technology Consultants, Inc. .......(847) 454-8800
C.E. Crowley & Associates, Inc. .................. (847) 662-8132
Century Roof Consultants .............................(847) 202-8500
Flood Testing Labs, Inc. ................................ (773) 721-2200
Hutchinson Design Group, LLC .................... (312) 343-9595
Illinois Roof Consulting Associates Inc. ..... (815) 385-6560
INSPEC, Inc. ..................................................... (847) 652-6617
Interstate Roof Systems Consultants, Inc. .... (847) 695-1460
K2N Crest .........................................................(630) 990-9595
Kellermeyer Godfryt Hart, P.C. ................... (847) 318-0033
Klein and Hoffman, Inc. ................................(312) 251-1979

Legat Architects ............................................... (630) 645-1906
Mac Brady Associates, Inc. ...........................(312) 550-1343
MTech Roofing Solutions LLC ....................... (630) 777-8024
O'Brien Roof Consulting, Inc. ...................... (708) 951-8271
Raths, Raths and Johnson, Inc .................... (630) 325-6160
RCL Engineering Services ..............................(847) 867-7093
SRI Consultants Inc. .......................................(608) 831-5333
STR Building Resources LLC ..........................(847) 652-6115
YA Engineering Services ................................(312) 919-8279

Vacuuming
D&M Service Group ....................................... (816) 830-9432
Dietz Vacuum Service, Inc. ........................... (708) 301-9127
Ready Vac, Inc. ............................................... (847) 437-5771
RK Hydro-Vac, Inc. ........................................ (800) 754-9376
Vac-It-All Services, Inc. ................................. (314) 487-5600
Velocity Roof Vac Service Inc. .....................(630) 936-2421

* Upgraded CRCA Members. To learn more, visit  
CRCA.org/Upgraded-Members

CRCA Associate Members

CRCA welcomes the 
following new members 
since the Fall CRCA Today!

Associate Members:
Brauner Safety 

The J&R Group of Bank of 
America / Merrill Lynch

SIMIX, LLC

Contractor Members:
Happy Roofing Inc.

To learn more about these firms, 
visit www.CRCA.org to view the 
member list. Interested in being 
a member? Contact info@CRCA.
org today!
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ADAMSANDREESE.COM //
TRENT.COTNEY@ARLAW.COM //

866.303.5868

PROUDLYREPRESENTING
THEROOFING

INDUSTRY

http://www.adamsandreese.com
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