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   The Better Business Bureau publishes its 
annual inquiry and complaint statistics (see 
www.bbb.org). While these statistics do 
serve as a barometer of customer satisfac-
tion in the overall quality of our work, they 
also help us develop an improved under-
standing of how consumers view our indus-
try as a whole.

Here are some highlights from the most 
recent statistics:

   By the nature of these statistics, it’s not 
unreasonable for me to suggest that 
consumers have a low level of trust for 
contractors and they especially don’t trust 
roofers. This is why it’s mission critical that 
you take a long, hard look at you at how you 
promote and sell your business to them. 

How does your advertising 
differentiate and position 
you as the safest choice?

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.

     It’s not uncommon for me to browse web 
pages, Yellow Pages and display ads to �nd 
that contractors are all basically saying the 
same thing. Using platitudes that promote 
“highest quality,” “most reliable” and “most 
dependable” is something that confuses 
customers and leads them to think all 
contractors are the same. The lack of di�er-
entiation feeds their concerns and 
motivates them to pay much closer atten-
tion to your price. Customers are also 
unlikely to believe these claims, as these are 
things they would expect you to say about 
yourself.
    Over the course of my travels, I have the 
opportunity to meet many roo�ng contrac-
tors of all shapes and sizes. It’s not uncom-
mon for me to �nd that the successful 
businesses are those that o�er and promote 
a unique promise that reduces customers’ 
perception of risk and sets a standard that 
makes them di�cult to compete with. Here 
a few of examples:

Continued on Page 3

- In 2011, roo�ng contractors ranked No. 
1 in terms of inquiries and No. 15 in 
terms of complaints. Roo�ng contractors 
have held the No. 1 inquiry position for 
the past six years.
- Last year, consumers made 47 percent 
more inquires about roofers than they 
did about the No. 2-ranked occupation, 
Contractors-General.
- The contractor category make up 
eleven of the top 20 most inquired about 
business types consumers did business 
with. - No payment promise — the contractor 

will accept no payment until the project 
is complete.

- Cleanup guarantee — the contractor 
will pay the homeowner $1 for every nail 
they �nd on their property.

- Lien Release — the contractor furnishes 
the lien release upon receipt of the �nal 
payment.

- Lifetime workmanship warranty — the 
contractor stands behind the work for as 
long as buyer owns the home.

Better Business Bureau
 A N N U A L  S T A T I S T I C S

Statistics Put Spotlight on Contractors By John DeRosa Jr.
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6:00PM-7:00PM Networking
7:00PM Dinner Meeting

Holiday Inn

1301 Belvedere Rd (At I95 Exit 69)
West Palm Beach, FL 33405

www.pbcroofers.com

Florida Power &
Light- Al Mizrah

Business Building Envelope 
Sales Manager

Cool Roof Incentives
&

“Financial Budgeting 
and Planning in 

difficult economic times”
Presenter: John Barbar,

“Barbar Financial Solutions”

https://www.facebook.com
/groups/269143749847473
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Message From the President

Trade Show a Success!
The second annual Trade Show was a success according to 
many members who attended. We had over 6o people 
sign in. Although we expected a larger crowd, we realized 
that many who were invited as attendees may have been 
celebrating a religious holiday on that date. Pictures have 
been posted to our FaceBook page and are being posted 
to our web site.

Notices have been sent to members seeking candidates 
for our Board of Directors. Three Board positions will be 
open and the Secretary spot. If you are interested in 

Regina Reed
President

Daniel Stokes
Vice President

Joe Byrne
Secretary

Walt Millet
Treasurer/Past President

Ronald A. Frano MBA
Executive Director

BOARD MEMBERS
               • Tom Stevens
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               • John Mulleavey
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               • Glenn Rimpela
               • Mark Landis

Legal Counsel
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Palm Beach County Board
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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

2012 O�cers &
Board of Directors

Miami-Dade
County Approved
Top Notch is a Top Performer!

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

2-3/8”

4”

10’

“TOP NOTCH” Assembly Detail

Made with
Recycled Material

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

www.topnotchridge.com

561-276-9745

Respectfully Submitted
Regina Reed
President

serving, please send your intent to our o�ce.

The Board currently meets quarterly so it is not a major drain on a person’s time.

We also ask that members attend our monthly dinner meeting. It is a good networking 
opportunity along with informative presentations.

Board of Directors
Candidates Needed

Available Positions:

  - Three Board Positions

  - Secretary Position
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Better Business Bureau Statistics Put Spotlight on Contractors

RoofingTrade ShowPhotos on Page 4

By John DeRosa Jr.

- Hand nailing — the contractor promotes their attention to detail and 
meticulous installation standards that ensure the nails are put through 
the common bond area on laminate shingles.

Everything you do must feed the expectation that you will deliver a 
signi�cantly better experience than anyone else they might choose for 
the project. O�ering a unique service or promise will distinguish your 
message and be perceived as a breath of fresh air for buyers who are 
desperate to �nd any justi�cation for trusting one contractor over 
another.

Advertising should have less to do with what you are selling and more 
to do with what they are buying when they buy from you — and I’m not 
talking about their new roof.

What do you think are the top concerns that cause consumers to 
consistently make roo�ng contractors the No. 1 most inquired business 
type? What are their perceptions of roo�ng contractors and what are 
the factors that in�uence those perceptions? 

The answers to these questions should serve to help you reshape your 
message and identify opportunities to better position yourself as the 
safest choice for the project.

The next step is deciding what you will do once the telephone rings.

If you are interested in receiving a copy of John’s podcasts, Contractor 
ShopTalk, please email him using the address below.

John DeRosa Jr. is Manager, Sales and Contractor Development for IKO 
Sales, Inc. (www.iko.com). He can be reached at John.DeRosa@IKO.com.

“This article originally appeared in Roo�ng Contractor Magazine 
and is reprinted with permission.”

• 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.� .us./DWC/
• Florida Roofing, Sheet Metal & Air Conditioning Contractors Association
   - www.Floridaroof.com
• Galvalume Sheet Producers - www.steelroo�ng.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

Industry Websites
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CIMC  7:45 AM

General
Member Meet

6:30 PM

PBCR & SMCA 
O�ce 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

November Program

“Sprayed  Polyurethane Foam 
Insulation (Icynene, Demilec, etc.) 

and Roof Warranties" 
November 28, 2012
Presenter: John Broniek PE

Senior Engineer, Icynene

General Membership Meeting 

at the Holiday Inn @6:30PM

At the  I95, Belvedere exit 69 in West Palm Beach
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