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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.

Upcoming Program

When: Wednesday, April 22, 2015
12:00 Noon - Sign In
1:00 PM - Shot Gun Start
5:00-7:00 PM - Dinner & Awards 

Winston Trails - Lake Worth

6101 Winston Trails Blvd.
Lake Worth, Florida 33463

Call for Details:
Charlie Rollo 561-719-1348

Ron Frano 561-655-5393
Fax 561-688-8807

Email: rfrano@comcast.net

The biggest buzz word in technology today 
is “Big Data”. What does it mean, why is it 
important and why is everyone talking 
about it? In this article we will discover 
how big data can help you make good 
roofing decisions. You may not realize it, 
but you already have big data on your 
business. Let’s discuss how to make it 
work for you.

Big Data is nothing more than a collection 
of records. It can be a collection list, list of 
past customers, accounting numbers, 
time sheets or any list with similar fields.

The key to big data is how it is used. The 
reason why there is such a buzz about big 
data is because most people who have 
access to it are too far removed from 
business operations to utilize it construc-
tively. Billions are spent every year helping 
business professionals gain insight into 
their operations. But, most is wasted 
because the executives spending the 
money don’t know how to use the results 
to improve their processes, grow sales, 
increase customer satisfaction and 
expand the bottom line. Since you are on 
the front line, learning insights through 
validation will provide immediate ideas 
and help with implementation.

Diving right into 7 examples you can start 
using immediately:

1. Hiring Sales People: Your 
company is doing very well in its market-
ing and advertising efforts. Entering the 
busy season your sales team starts 
running into issues keeping up with all the 
leads the company is receiving. Your 
immediate reaction would be to hire 
another salesperson. But, that’s a 
$100,000.00 investment and burned leads 
during the new salesperson’s training 

period. There has to be another option. 
Look to Bid Data for help to quantify 
options. Start by calculating how many 
leads come from each zip code. Balance 
out the zip codes so each salesperson has 
a similar number of leads to run. Use heat 
maps to visually compare newly formed 
comparisons and then combine geo-local 
areas together to create territories. By 
quantitatively keeping salespeople in 
relative areas with balanced demand you 
will gain efficiency, cut costs, put off hiring 
another salesperson and keep response 
times down. Best of all your existing sales 
team will enjoy less time staring at the 
back of their truck’s windshield and the 
higher win rates.

2. Ad Spend: Is your advertising 
money really being used in the best way 
possible? Are you sure? How do you 
know? Bid Data takes the guess work out 
of the equation. 

Start by tracking all leads that come into 
the company by asking customers how 
they heard about you. Next, take the 
breakdown and compare it two ways. 
One, cost of advertising by sales volume. 
Two, cost of advertising by margin. You 
may learn that the billboard nets the 
low-priced shoppers that you rarely win. 
It’s possible that your best leads are from 
past customers and referrals, which you 
don’t advertise for at all and could stand 
to gain a great deal if you started a 
program to foster them. Most importantly 
you could start saving costs immediately 
by pulling money from programs that only 
deliver “Blue Sky”, general brand 
sentiment, and put it in vehicles that 
deliver real jobs with higher margins.
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Message From the President
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 

ers longevity to the roof.

2-3/8Ó

4Ó

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,

Mike Daley
President

President
Michael Daley

Vice President
George Jacobazzi

Glenn Rimpela
Secretary

Joe Byrne
Treasurer/Past President

Ronald A. Frano MBA
Executive Director

BOARD MEMBERS
                  • Walt Millet
                       • Dennis Medaglia
                • Mark Landis
                       • Ben Preston                           
                • Mark Terlep
                • Charles Rollo

Legal Counsel
Bob Marell of Glickman/Witters/Marell

561-478-1111

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

Joe Byrne, Mark Landis and Mark Terlep met with the 
building inspectors to discuss ways to make the 
inspection process more e�cient. After discussing 
the many issues faced by roofers during this process, 
the inspectors made some recommendations:

• Educate our workers on installations and the 
required /related Building Codes

• Plan Review: after the contractor picks up the 
permit, check and make sure they did not add 
anything to the paperwork or make changes prior to starting the job. 

•   Affidavits:  make sure the photos are for the job, check photos against permit; show 
a land mark. Make sure affidavit matches product approvals especially on flat decks. 
Affidavits are for single family and duplexes only. No affidavits for commercial jobs 
Condos or fourplexes. 

•   Don’t use gooseneck vents for dryer unless it has a flap and gas vents need the code 
approved height and double walled pipe and gas vent top

April 22, 2015 is our annual Golf Tournament. If you plan to play, send in your registra-
tions as soon as possible. We can always use tee sponsors.
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P.R Roofing & Building Products Inc.
29 Bentwater circle                                      Telephone (954) 818-2085
Boynton Beach Fl, 33426                              Telephone 561-889-6398

DaVinci Roofscapes | 1413 Osage Avenue | Kansas City, KS 66105

1-800-328-4624 | Fax: 913-599-0065 | www.davinciroofscapes.com

Florida’s Association of
Roofing Professionals

Have You Made Your Hotel Room Reservations 
for the FRSA Convention?
    Now’s the time to book your room at FRSA’s host hotel, the 
Hyatt Regency Orlando, by visiting the website online at 
https://resweb.passkey.com/go/frsa2015 and using frsaexpo715 
as the access code. We have a special group rate of $159 plus tax 
per night for single or double occupancy. Resort fees of $20 per 
room per night have been WAIVED for our group. Our group rate 
will be available until June 15 or until the room block is sold out, 
so be sure to book early!

Last Chance for Associate Members to Include 
Coupon at No Cost
    The 2015 Membership Coupon book, distributed to all FRSA 
Contractor members, will be available in April. This book is a FREE 
advertising opportunity to all Associate members and is distrib-
uted in an effort to strengthen member-to-member business 
relationships. Every Contractor member (existing and new) will 
receive a coupon book and coupons are good for a period of one 
year. The most popular coupons offer a dollar amount off of 
goods or services. Your coupon could promote a new product 
line, solicit new clients or advertise a product special. The choice 
is yours…be creative! You provide us with the text for your 
coupon or coupons and we will format them. It’s that simple. 
There is no advertising cost to you and you’ll reach the primary 
contact for each company. But you need to act quickly and 
reserve your space. The deadline for accepting coupons is April 9, 
2015. Simply complete the form online here at this address: 
https://www.dropbox.com/s/lme22pnav5xtpnd/Contractor%20
coupon%20reservation%20form%202015.pdf?dl=0
and send it back to Maria Armas at maria@floridaroof.com.

2014 5th Edition of the Florida Building Code
    The Florida Building Code Fifth edition print version is now 
available for purchase and distribution began on around March 
31, 2015. The downloadable PDF version (in lieu of cd) will be 
available for distribution around April 7, 2015. 

To order, visit www.floridabuilding.org. The FRSA-TRI Fifth Edition 
Florida High Wind Concrete and Clay Tile Installation Manual will be 
the only manual approved in the 2014 FBC. If you have the old Fourth 
Edition, you’ll need to replace it with the new version. Contact Janette 
at janette@floridaroof.com or call 800-767-3772 ext. 100.

OSHA Proposed Revision to Eye and Face Protection 
Standard
   The Occupational Safety and Health Administration (OSHA) has 
published a proposed revision to its Eye and Face Protection Standards 
that updates personal protective equipment (PPE) requirements in the 
agency's general industry, shipyard employment, longshoring, marine 
terminals and construction standards. The proposed revisions will 
reflect current national consensus standards and ensure employers 
use up-to-date eye and face protection during hazardous workplace 
operations.
    This Notice of Proposed Rulemaking (NPRM) incorporates the latest 
American National Standards Institute eye and face protection 
standard, which was adopted after OSHA issued the final rule on PPE 
in 2009; the 2009 final rule did not modify the construction standard. 
This NPRM also updates language in the construction eye and face 
protection standard to make it more consistent with general industry 
and maritime standards.
   Individuals may submit comments to the NPRM electronically at 
www.regulations.gov, the Federal eRulemaking Portal, or by mail or 
fax; comments must be submitted by April 13.

FRSA Upcoming Seminars
FRSA’s Educational Foundation Training Center is hosting a variety of 
seminars over the next few months. They include:
            ▪ April 14 – 4-Hour Lead Recertification (RRP) training
            ▪ May 1 – 8-Hour Lead Certification (RRP) training
            ▪ May 8 – NRCA FREE Fall Protection training – sold out-see below
            ▪ May 9 – NRCA FREE Fall Protection training
            ▪ May 13 - 4-Hour Lead Recertification (RRP) training
            ▪ May 15 & 16 Friday & Saturday – OSHA 10-Hour Training for  
 Construction

Davinci Shake and Slate
The Solution to Reroofing and New Construction 

Roofing affordable and easy to install with all Dade 
County approvals & SFBC

www.davinciroofscapes.com
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3. Picking the Best Supplier: Strong relationships and good 
pricing are not the only criteria for picking a good supplier. Consider 
letting big data help. How much is your supplier costing you? It’s an 
interesting question for sure. Look to the data and answer these 
questions: How many times does the supplier not deliver on time 
leaving your crew stuck on the job without materials to work with? 
How much have you overpaid for because deliveries were short? Is 
your supplier’s main material price attractive, but accessories their 
true source of profit? Are you getting the payment term discounts 
they touted, or is the 2% back only on a few items? How many 
driveways, mailboxes and lampposts have you replaced thanks to 
your supplier’s delivery trucks? These are all questions bid data can 
answer. My suggestion is to arm yourself with the numbers and 
facts, then shop the market with the knowledge. You may find that 
your “friend” is costing you time, profit and peace of mind.

4. Happy Customers: Are your customers really happy with your 
service? How do you know? Is your team really delivering a great 
customer experience, as my friend and speaker at the Best of 
Success Conference Rod Menzel always speaks about? Are you sure? 
My suggestion is to start gathering data so you have data to support 
it. Add points to each answer and use the score to gauge the 
customer’s true impression of your company. Then compare the 
data and look for comparisons between salespeople, crews, roof 
systems and profit. This valuable information will help steer your 
business in the right direction using facts, not feelings. Since compa-
nies are divided into two divisions, sales and operations, I suggest 
asking for customer input at two different times.
 - First, once the estimate is given, ask how the salesperson 
performed. Keep the survey simple and easy to complete. Does the 
customer remember the salesperson’s name? Were they on time? 
Did they deliver the proposal during the appointment? Did they 
answer all the customer’s questions? And finally, would the 
customer like a follow up or samples?
    - Second, after the job is completed, ask the customer if the execu-
tion matched what the salesperson promised. Did the crew clean up 
better than before they arrived? Did the supervisor keep the 
customer informed throughout the entire job process? Would the 
customer recommend your company to their friends and family? 
These are all hard hitting questions, but they and designed to drag 
out true sentiment.

5. Gamification: This is an up and coming concept and is starting to 
gain real traction. Gamification is the art of assigning points to activi-
ties to quantify performance. A few examples are:
- When entering a lead into your CRM system, give points for the 
number of fields filled in and weigh the more important fields, like the 
customer’s email address, more heavily to encourage good phone 
skills.
- Grant points, based on job size, for completing early or coming in 
under budget. Tie this to a bonus structure give to the operations team 
responsible for the project.
- If you are entering a new market or pushing a new product line, give 
points to the salespeople who sell in the new arena. Points easily 
equate to commission so make a contest out of it. Remember, it’s all 
about the game.
- Here’s something we are going to discuss in detail next month. Lead 
scoring based on a potential customer’s online activity.

6. Controlling Costs: We already discussed your supplier’s, sales 
lead’s and advertising’s effect on the bottom line. Let’s look at a few 
more examples.
- Fuel: Replacing vehicles with a more fuel efficient variant may offset 
the vehicle payment and lower maintenance costs.
- Insurance: Comparing loss ratios and marketing your company to 
carriers may help gain entry into an aggressive dividend return 
program. Brian Pratt from Furman Insurance will discuss this concept 
in detail at the upcoming Best of Success Seminar September 22nd-
23rd in beautiful Marco Island, Florida.
- Labor: By analyzing hours worked to dollars produced you can apply 
Prado’s 80/20 rule and eliminate the bottom 20% of your 
non-productive employees, non-profitable systems and 
non-performing crews.

7. BI (Business Intelligence): BI is the method of turning raw data 
into actionable strategy. Remember, “You cannot manage what you 
cannot measure.” There are many software programs that can help 
automate and chart BI. Or, it could be done by hand via looking 
through the data manually. We will discuss the software programs 
available in detailed upcoming articles along with how to use them. For 
now, these are the two most important parts of BI:
- KPI (Key Performance Indicators): Basically these are a set of goals 
that are set and then used to gauge accomplishments by.
- Predictive Analytics: This is the use of past historical performance to 
plan for the future.

The next wave of Big Data is “Thick Data”, applying Bid Data perfor-
mance in the real world and comparing results quantitatively. Deriving 
from the concept of Genchi Genbutsu, a Japanese word meaning go 
see for yourself, Thick Data gauges how well the use of Big Data has 
helped conquer objectives.

Technology In Roofing: 
7 Ways To Use Big Data

Provided by
Ken Kelly,

Kelly Roofing

• ASTM - www.guidance-inc.com/~roofroof/

• American Society of Civil Engineers - asce.org

• Cedar Shake & Shingle Bureau - www.CEDARBUREAU.org

• Galvalume Sheet Producers - www.steelroofing.com

• Sheet Membrane and Component Suppliers to the Commercial Roofing Industry (SPRI) - www.SPRI.org
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May 2015

BCAB  2:00PM
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CIMC  7:45 AM

MEMBER
MEETING

PBCR & SMCA 

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

Like us on

Facebook!
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May Program

Computer and Information
Technology Issues

May 27, 2015
Steve Kuska, Computer Solutions

2827 302926

NEW LOCATION: TALL TALES RESTAURANT
100 Gander Way   |  Palm Beach Gardens, FL 33403

 
I95 exit 77 to Northlake Blv’d, head east to Sandtree 
Rd, make a right on Sandtree, and follow to Gander 
Way. Next to Gander Mountain Store (It is located 

behind Home Depot).
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