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“Sprayed Polyurethane
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(Icynene, Demilec, etc.)
and Roof Warranties"
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In these economic times it is important
to always be evaluating your company.
Seeking ways to improve or enhance
your product, service and solutions.
A recent article in the Wall Street Journal
addresses the fact that many larger
companies are experiencing falling
revenues.
Are you having this experience? Have
your revenues been falling for several
months? Are your revenues dependent
on ‘other circumstances’ (i.e. the
weather)? How is your team responding?
Here are three things to consider:

Clarify the ideal customer or client

– avoid the trap of saying, ‘everyone’s our
customer’.
This general statement will reduce the
impact of your team’s effort in generating and growing revenues.
Be specific as to what services your
company performs best and who the
ideal client is. Ask these questions:
1) What three to five market segments
do you have the most experience and
generated the greatest revenue?
2) Who has your company served most
consistently?
3) Which market segment is experiencing growth and which is in decline?

4) Which segment deserves additional
attention and focus?
5) Who are the potential customers in
this segment?

Identify where to find these customers

– now that you know whom you want to
pursue, it’s important to identify where
these customers are. What organizations
are they a part of? Is there an association
where they meet on a regular basis?
Remember you want to be fishing in the
right pond.

Create a plan to reach them

– when you know whom your customer is
and where the best places are to find
them, develop an action plan to reach
them.
Some ideas may be: join the association
and seek to take a leadership role; provide
training that addresses a specific need;
determine three different ways to
communicate with prospective customers (i.e. email, personal visit, referral from
existing clients, present at association
meeting).
Seeking to provide value to prospective
clients will develop trust and confidence
in your ability to meet their specific
needs. Be committed to finding ways to
create this level of relationship.
Continued on Page 3

Opinions expressed in any of the articles submitted to the Shear Bull are not necessarily the opinions of the Palm Beach County Roofing & Sheet Metal
Contractors Association. The Shear Bull is a forum for those involved in the roofing industry including building officials & inspectors.
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More Robust Economy for 2013
As we approach the end of the year, indications from our
members are that there has been a slight increase in
work activity. We hope that as we get into the 2013, we
will see a more robust economy, which translates into
more jobs.
For our November membership meeting, we will have a
technical representative from Icynene to discuss the
ongoing issues of self-adhered underlayment manufacturers (peel and sticks) not honoring their warranties
when Icynene or other sprayed attic insulation is used.
In an effort to attract more members and because of the frugal approach to expenditures by our board, a decision has been made to reduce the membership dues for our
association. Beginning in 2013, our membership dues will be $350 if the full payment
is made via credit card or check in advance. (December-January). A monthly payment
for three equal payments on a credit card will cost a total of $375.00.
We ask our members to approach friends, colleagues and acquaintances that may
benefit from membership in our organization and convince them of the value of
belonging to an organization whose goals are to improve the roofing industry in this
area.
See you at our next meeting.

Program,Publication & Web
Joe Byrne (561) 471-8363

Palm Beach County Board
Representatives:
Construction Industry Licensing Board
Mark Landis (561) 833-9704
Construction Board of Adjustment & Appeals
Peter Dzenutis (561) 844-0892
Building Code Advisory Board
Joe Byrne (561) 471-8363
Construction Industry Management Council
Joe Byrne (Chairman) (561) 471-8363

Miami-Dade
County Approved
Top Notch is a Top Performer!
“TOP NOTCH” Assembly Detail
10’

• Superior Performance
• Corrosion Resistant
• No Penetrations
• Lightweight
• Ease of Application
• Dimensional
Accuracy/Consistency

4”

2-3/8”

We at Ridged Systems, LLC are proud to www.topnotchridge.com
bring you our unique ridge support made
of recycled plastic for roof tile systems. It
provides superior wind storm performance
and offers longevity to the roof.

561-276-9745
Made with
Recycled Material
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by John Barbar

Monitor and evaluate activities – as you begin to execute the

plan, it is important to track and evaluate the results. Are you
getting the expected return for the effort and resources focused
on the plan? Is there consistent action being taken? What adjustments need to be made?

The constant evaluation of the results will lead to the team
staying focused on the issues, which will lead to revenue growth.

John Barbar, Founder and CEO,
Barbar Financial Solutions, Inc.
www.barbarfinancial.com
john@barbarfinancial.com
Barbar Financial Solutions provides peace of mind to CEO’s in
the construction industry. Our team provides a clear financial
picture of the business, and then implements strategies to help
our clients grow their profits and cash flow.

Whether you are experiencing a decline in revenues or desire to
grow your business going through this exercise will be beneficial.

Industry Websites
• ASTM - www.guidance-inc.com/~roofroof/
• American Consulting Engineers Council - acec.org
• American Institute of Architects - aia.org
• American Society of Civil Engineers - asce.org
• Building Oﬃcials Association of Palm Beach County www.boapbc.org & www.boapbc.org/links
• Cedar Shake & Shingle Bureau - www.CEDARBUREAU.org
• Construction Industry Management Council (CIMC) - www.cimcpbc.com
• Construction Speciﬁcations Institute - http://www.csinet.org
• Copper Development Association - http://www.copper.org
• Division of Workers’ Compensation - http://www.wc.les.state.fl .us./DWC/
• Florida Rooﬁng, Sheet Metal & Air Conditioning Contractors Association
- www.Floridaroof.com
• Galvalume Sheet Producers - www.steelroofing.com
• National Rooﬁng Contractors Association (NRCA) - http://www.nrca.net
• National Society of Professional Engineers - nspe.org
• Rooﬁng Contractors Association of South Florida (RCASF) - www.rcasf.org
• Rooﬁng Industry Education Institute
- http://members.aol.com/RIEIROOF/classes.htm
• Roof Tile Institute - www.rooftile.org
• Sheet Membrane and Component Suppliers to the Commercial
Rooﬁng Industry (SPRI) - www.SPRI.org
• Sheet Metal and Air Conditioning Contractors’ National Association
(SMACNA) - http://www.smacna.org
• The Council of American Building Oﬃcials (CABO) - http://www.cabo.org
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PBCR & SMCA
Office and Phones
2101 Vista Parkway, Suite 4001
West Palm Beach, FL 33411
Tel: 561.655.5393
Fax: 561.688.8807
www.pbcroofers.com
http://www.facebook.com/
groups/269143749847473
Ronald A. Frano, MBA,
Executive Director
rfrano@comcast.net

4

