2013
Palm Beach County Roofing & Sheet Metal Contractors Association
June 2013 Volume 26 - 6

Affiliate of FRSA and NRCA

June Program

Zero to Hero:

Recruiting & Training

Wed. June 26, 2013

Subject: Employees
and HR Issues
Speaker:

Cara Barrick,
Loren Law Firm/Construction

6:00PM-7:00PM - Networking
6:30PM - Check-In
7:00PM - Dinner Meeting
Place: Holiday Inn
1301 Belvedere Rd
(At I 95 Exit 69)
West Palm Beach, FL 33406
Contact: Ron Frano 655-5393
rfrano@pbcroofers.com

Inside
p2. President’s Message
p3. “Zero to Hero” Continued
p4. Industry Websites
p5. July Calendar

Tom Hanks in the movie Forest Gump said,
“Life is like a box of chocolates; you never
know what you’re going to get.” The same is
true when hiring a new employee. There is an
artful science to choosing the right person.
Follow these ideas to help mitigate the
disguise and discover future employee all
stars.

When to Hire:

First, never hire to fill a gap where a better
process is needed. A classic example is hiring
additional front office staff to help keep
customers informed about their estimate,
schedule or job. Often using an automated
email system is much more efficient, leaving
time consuming calls for only those customers without an email address.
• Create the position and then ﬁll it.
Sometimes it’s hard to pass on a strong
candidate. Or, worse yet, trying to find a place
for a mediocre employee rather than letting
them go. The better practice is to create the
position and its duties, then find the right
person to fill it.
• Who’s on your bench?
Teams have backup players. Yours should
too. Always be recruiting. Create a buzz
about your company and be on the lookout
for talent. You never know when you’ll find
them. But keep this in mind, if they aren’t
working now there is a reason. Have a backup
for each position in your company. Keep
them in mind and call on them if a position
opens.
• Slow down! What’s the rush?
It is estimated that hiring the wrong person
will cost $50,000 on average. From training

By: Ken Kelly, President
Kelly Roofing & ESS

and lost production to infecting others and
severance pay, hiring quickly will cost you.
Take your time and make sure it’s the right
decision. Remember, hiring is the easy part.

Where to Look:

Forget the services. Monster, Career
Builder, the classified section or your local
newspaper and head hunters are a waste of
time and money. The people you want are
connected to your organization already.
Offer up $100 to your existing staff for
anyone who brings in a candidate that gets
hired. If that candidate stays for 90-days give
the finder another $300. This will create the
pigeon effect. Your existing staff will take the
new hire under their wing and acclimate
them to your company’s culture. This is
invaluable and will produce the fastest
results.
• Salesperson: Bartenders make great
salespeople. They are used to listening and
have strong people skills. Many are college
educated carrying a degree in business or
communications, both perfect degrees for
sales. What’s great about bartenders is they
respond well to customer’s needs, don’t
mind working more than just a 9-5 shift and
understand a sense of urgency.
• Customer Service: The hospitality industry
has this one on lock down. Hotel front desk
receptionists are my favorite. Some of the
best customer service training systems were
developed by the hospitality industry. They
typically are very presentable, well dressed,
smile constantly, remember customer’s
names and follow up to ensure the
customer’s expectations were exceeded.
( co nti nued on pag e 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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Message From the President
Attendance at our monthly meetings has become a bit anemic.
The Board has tried to bring in speakers who can give presentations that can be of value to our contractor members. Our
last meeting was a perfect example: Rob Foote of Furman
Insurance brought in extremely interesting speakers; one
spoke about the penalties and options for drivers and their
employers who text and drive. He gave some hints on controlling this activity which can cost thousands of dollars in fines for
our members. Another speaker discussed how to handle an
OSHA compliance officer who appears at your job site. A third
explained the ramifications of the upcoming Obamacare.
These are important issues faced by contractors.
Yet we had only nineteen attendees, four were sparkers and the fifth our Executive Director. Not
one supplier attended. Fourteen members attended and we have eleven board members. This
kind of support is disappointing. This association is your association. It will succeed or fail based
upon your participation. We constantly ask for your input in designing programs that will get
you to our meetings and we get a very weak response. Our trade group is meant to promote the
industry, to assist you in the operation of your business and to give educational opportunities to
our roofer members. Can you not set aside a couple hours a month to support our attempts to
help you? Coming to a meeting is not only a learning experience but an opportunity to network
with other roofers and suppliers. It is a relaxed atmosphere where business is mixed with some
laughs and relaxation. You pay dues to belong so why not participate. The better our association
functions, the better our members will look to the public and the Building Officials. Then the
logo we have for your trucks, letterheads and offices will have some meaning. People do call our
offices for direction in finding roofers. They are encouraged to do this by the building officials.
For this reason your memberships is important but it will remain important only if the outside
community respects our association. Be a part of a quality group and help us promote that
image to the public.
Join us at our next meeting. We will have as speaker Ken Kelly President of Kelly Roofing & ESS
who has written a number of articles for Contractor Magazine and Shear Bull on improving the
operations of a roofing company.
See you at our next meeting. Come over and say hello.

Respectfully Submitted
Daniel Stokes
President

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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Zero to Hero:

Recruiting & Training

Continued...

• Administrator: This is where it’s good to go geek. Best Buy, computer
repair shops and retail phone outlets are breeding grounds for the
perfect administrator. They love gadgets and can double as your
in-house IT staff. Administrators need to multitask; computers make
that possible. Look for someone who can keep all your projects and
their details in order. They also double as an inside salesperson,
upselling during the job process.
• Supervisors: Now it’s time to hire from within the roofing industry.
Lead repair technicians from other companies make great supervisors.
However, not from within your own organization. Hiring from within
here can lead to a lack of respect among other employees. Repair techs
are experts in tracking down leaks. They know what installation errors
lead to quality defects. And, repair techs are used to working on the
roof, not riding in a truck all day merely pointing out errors. Look for
someone who wants to put on the tool belt and teach others the right
way of doing things. They also have experience in dealing with customers. Teach them a bit of sales and it will pay for itself in three months.
• Crew Members: It’s best to stay out of this one altogether. Good
crews are like well-oiled machines. If all the parts don’t go together
perfectly the timing will be off, there will be a lack of production and
resources will be wasted. Set the parameters and let the crews find their
own team members. Recruit from within. Often times, best friends will
work on opposite crews. Putting them together will make a super crew.

What to Look For:

Hire for talent, not skill. Talent can mean many things. What’s important
is do they have the capacity to do the job right. Training someone how
to do a job is easy. Teaching them how to be a good person is impossible.

3

By: Ken Kelly, President
Kelly Roofing & ESS

Training:

Every new hire, regardless of position, should go through a new
employee orientation. This 3-4 hour class should be conducted by the
person who handles your HR functions and should include all the
basics of your company. Some examples are:
• Safety
• Company History
• Introduction to the Family
• Facility Tour
• Employee Manual Highlights
• Non-Compete Clause
• Non-Disclosure Agreement
• 90-Day Probation Period
• Pay Structure
After the new employee orientation design a custom training program
for each recruit based on their prior knowledge and position being
trained for. Here is an example for a sales person:
1. Web Site Training: Use your web site and existing brochures as a
basic training starter. Explain each system step by step. Be specific to
the why behind the reason your company chooses to use each system,
component and manufacturer. The majority of this training is done
without oversight. Test at the end to ensure the recruit is clear and has
completed the self-taught training. Being able to repeat these
concepts to customers shows repetition and gains trust.
2. Shadow Training: There is no better way to teach someone how to
perform duties than by having them shadow your best employee.
Salesmen should not run a lead on their own until they have had at
least three months of shadowing. Budget one year’s lost salary before
they are ready to be an all-star.
3. Dale Carnegie Training: Often thought of as the original sales
trainer his book is one of the best all time sellers behind the bible. “How
to Win Friends and Inﬂuence People” is the source for all the great sales
and customer service trainers since. The 12 week course can be
completed at night and is well worth the investment. Enroll after the
90-day probation period is over for better results.
4. Career Path: Once training is completed set their list of duties. At
that time grant them the authority to make tough decisions without
approval and give them the responsibility to make good ones.

• Multiple Interviews: Have your office manager weed out the candidates first. Then call the good ones back for a second interview with
your sales manager. It’s important that they fit into your sales culture.
Then when the candidate passes those interviews it’s time for the boss
to have a look.
• Questions that make you go hmmm: The first few interviews should
be about experience, skills, past positions and education. The last
interview is more about digging deep to discover the inner personality
that will show later. There are certain questions that make a candidate
think. Not that there are any right or wrong answers, it just shows you Follow up on this by listing the key positions in your company and start
how they think. This is valuable insight into the candidate. Go to looking for backups. Create an employee manual, if you don’t already
www.RoofingContractor.com for a list of sample questions.
have one, and have each person in your company sign it. Look at each
• The All-Star: Specifically look for past accomplishments. Look for employee and create a list of training steps to ensure they are training
association memberships, sports team positions, musical instrument properly. If you come across someone who isn’t up the task ask youself
history, community club membership and church affiliation. Now dig these two questions before terminating them:
deeper. Did they just participate or are they in a C-Level position within
1. Is their lack of performance a result of poor training?
their association? Leaders will be leaders in everything they do. Look
2. If they quit today, would I rehire them?
for presidents, chairmen and captains.
If you would like copies of a non-compete clause, non-disclosure agree• The Sale: Once you have decided on the candidate it’s time to sell your ment, 90-day probation period agreement and/or employee manual
culture, goals and beliefs to them. Get buy-in and make them excited please email me at Ken@KellyRoofing.com.
about the work they are about to partake in. Make them feel a part of
Ken Kelly
your family. Listen to their ideas before they are brainwashed into your
President - Kelly Roofing & ESS
way of doing things. Reward openness and reflection. Being an
239.435.0014 office - 239.435.0019 fax
outsider they have a unique perspective that could help your organizawww.KellyRoofing.com
tion.
Reprinted with permission from Roofing Contractor magazine, www.roofingcontractor.com.

Industry Websites
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• 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

From networking events, informative meetings, and website listings,

membership has
it’s benefits.
Invite your friends, colleagues and acquaintances to join for 2013.
Palm Beach County Roofing And
Sheet Metal Contractors' Association
2101 Vista Parkway
Suite 4001
West Palm Beach, FL 33411
tel 561-655-5393
fax 561-688-8807
rfrano@pbcroofers.com
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FRSA
CONVENTION

BCAB 2:00PM
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FRSA CONVENTION
FRSA "Proﬁting Through Professionalism"
2013 Convention & Trade Show
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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

July 18-20, 2013
Rosen Shingle Creek Resort &
Convention Center, Orlando, FL
View more information:
http://www.ﬂoridaroof.com/convention/
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www.pbcroofers.com
http://www.facebook.com/
groups/269143749847473
Ronald A. Frano, MBA,
Executive Director
rfrano@comcast.net
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