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Editors Message

MRCA'S LIVING HISTORY HIGHLIGHT:
THE ANNUAL CONFERENCE TRADITION

Rachel Pinkus, MR Magazine Editor

hen you look back Do you have historic MRCA documents, photographs,
‘ ;s / at the history of the publications, or memorabilia to share? Help preserve the
Midwest Roofing association’s story for future generations. Contact Parker Matson
Contractors Association (MRCA), at 800-497-6722 or pmatson@mrca.org to contribute to the
it’s surprising how much - and archive.
how little - has changed over the
years.
A December 1958 article in
MRCA’s

National Roofing magazine could
easily describe an MRCA conference
today. The MRCA President addressed
attendees, officers were elected,
speakers presented educational sessions,
and members discussed important
industry issues, including labor and
legal matters. The association also
recognized individuals who had
dedicated their time and service to
MRCA by presenting plaques of
appreciation.

More than 65 years later, these
traditions remain an important part of
MRCA. While the industry continues to
evolve, the association’s commitment
to education, leadership, advocacy,

and member recognition has remained
constant.

Founded in 1950, MRCA has grown
into a leading voice for roofing
contractors throughout the Midwest and
beyond. Building on its rich history,

the association continues to represent
contractors’ interests and work with
manufacturers, consultants, regulatory
agencies, and other industry partners to
help shape the future of roofing.

To preserve this legacy, MRCA created
its Living History, an interactive,
continually updated digital archive
documenting the people, milestones,
and stories that have shaped the
association and the roofing industry.

Explore MRCA'’s past and discover
the traditions that continue to connect
generations of roofing professionals
by visiting the MRCA Living History
Archive.

4 www.mrca.org — Midwest Roofer
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Executive Directors Message

BEYOND THE DAILY GRIND:
CONNECTING, LEADING, AND LOOKING AHEAD

Megan Pope, MRCA Executive Director

s we approach the
final months of 2026,
it’s a good time to

look beyond the demands of
today’s projects and consider
where we want to take our
businesses in the year ahead.
That is exactly the thinking
behind MRCA'’s upcoming
Leadership Summit.

We know roofing contractors have plenty of
opportunities to attend conferences, walk trade show
floors, and participate in educational sessions. But the
Leadership Summit is designed to be an intentional
opportunity to step away from the daily grind,
connect with fellow business leaders who understand
your challenges, and focus on the decisions that will
shape your company’s future.

One of MRCA'’s greatest strengths has always
been the relationships among our members. At the
Summit, you’ll connect with non-competing peers
who face many of the same challenges you do. The
smaller, more personal setting allows for genuine
conversations, meaningful connections, and the
exchange of ideas that simply doesn’t happen in a
crowded convention hall.

We’ll tackle timely issues including the risks and
liabilities associated with artificial intelligence,
practical approaches to mental health and workplace
leadership, and strategies for building stronger
business systems that support sustainable growth.
We’ll also hear from nationally recognized
construction economist Richard Branch, who will
provide valuable perspective on the economic forces
shaping our industry.

Our goal is simple: You should leave the Summit

with fresh ideas, valuable relationships, and a
renewed sense of direction for 2027.

Speaking of looking ahead, MRCA’s Board of
Directors and Committees gathered in July at the
beautiful Coeur d’Alene Resort in Idaho for our

summer meetings. Our volunteer leaders were busy
advancing several exciting initiatives.

Our Technical & Research Committee introduced a
new “Problem Profile” form, providing members a
direct path to seek assistance with issues encountered
in the field. The Safety Committee is developing

a new Safety Summit, while Membership and
Marketing finalized plans for the new MRCA
Marketplace, where members can buy and sell
equipment and tools.

The Business Management Committee is
collaborating with the Past Presidents Council and
Young Contractors Council on a new Leadership
Connection program, pairing members seeking
advice with experienced industry mentors.

These initiatives represent just a portion of the
work being done by MRCA’s dedicated volunteer
leadership. They also reinforce something
fundamental to our association: MRCA is built on
contractors helping contractors.

The Leadership Summit brings that philosophy
to life. I encourage you to take a couple of days
in sunny Florida to invest

some time in yourself and the

relationships that can help you

succeed. Join us, and let’s get

ready for a successful 2027

together!

Sincerely,

Megan Pope
MRCA Executive Director
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BUSINESS MANAGEMENT

By: Ray Gage

ere’s a question that will
H expose everything wrong

with how you've built your
construction business:

Could your company thrive
if you disappeared for three
months with zero communication?

Not just survive. Thrive.

Before you dismiss this as hypothetical,
consider: Heart attack. Stroke. Serious car
accident requiring surgery and rehab. Burnout
so severe you can't function. These aren’t
far-fetched scenarios—they’re realities that hit
construction leaders every year, often without
warning.

No texts. No emails. No “quick calls” to check
in. No emergency contact number. Three full
months where your business has to function as
if you don't exist.

If your immediate response is panic, you
haven’t built a business. You've built yourself a

very expensive job with your name on the sign.
The Bottleneck Reality

Most construction leaders know they’re the
bottleneck. They joke about it. They complain
about it. They wear it like a badge of honor.

“Nobody can make decisions like | can.”
“My clients expect to deal with me directly.”

“My team needs me to keep things running
smoothly.”

These aren’t strengths. They’re structural flaws.

Every time you say “I'm the only one who can
handle this,” you're admitting you've built a
business model that depends on your personal
heroics to function. And heroics don'’t scale.
They don’t create sustainable value. They
don’t even create businesses—they create
dependencies.

What Actually Breaks

Try this exercise. Imagine you're gone
tomorrow. Not on vacation where you're

8
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BUSINESS MANAGEMENT

“available if needed.” Actually gone.
What breaks first?

Be specific:

* Which decisions stall immediately?
» Which client relationships fall apart?
* Which projects lose direction?

* Which team conflicts explode?

* Which quality issues go unnoticed?
Now ask yourself: Why?

The answer isn’t “because I'm exceptional.”
The answer is “because I've built systems that
require me to be exceptional.”

The Hero Dependency Pattern

Here’s how it happens. You start a business.
You're good at what you do. Clients want you.
Projects need you. Problems require your
expertise.

So you handle it. All of it.

Your team learns that you'll step in when things
get tough. Clients learn that the owner is always
accessible. You learn that nobody does it quite
as well as you do.

And suddenly, you’re not building a business
anymore. You're performing a one-person show
where every scene requires the star.

The problem isn’t that you're capable. The
problem is that you've made your capability a
requirement for basic operations.

The Real Cost
Let's do some math.

If you're working 60-70 hours a week, you're
giving your business 20-30 hours beyond a
standard work week. Every single week.

That’'s 1,000-1,500 hours per year of your life
feeding a system that can’t function without you.

Now multiply your hourly value by those hours.
If your expertise is worth $200/hour, that’s
$200,000 to $300,000 annually that you're
pouring into keeping a dependency system
alive.

But here’s the real question: What's the
opportunity cost?

What could you build if you weren’t constantly

maintaining what already exists? What strategic
moves could you make if you weren’t buried in
operational details? What would your business
be worth if it didn’t require you to sacrifice your
life to run it?

What Thriving Actually Looks Like

The construction companies that pass the
disappearing test aren’t lucky. They’re not
smaller or simpler. They’re architected
differently.

They have project managers who make
decisions without approval.

They have superintendents who solve problems
without escalation.

They have estimators who bid jobs without
owner review.

They have communication systems that function
without the owner as the hub.

Most importantly, they have job descriptions that
don’t require hero leadership to succeed.

These companies don't just survive when

the owner steps back. They prove they

were actually businesses all along, not just
founder-dependent operations pretending to be
companies.

The Test You’re Probably Failing
Be honest. Right now, could you:
Take a three-week vacation with zero contact?

Most construction leaders can’'t even do this, let
alone three months.

Let your project manager handle a
demanding client completely?

Or do you always end up getting pulled in?

Allow your team to make $5,000 decisions
without your approval?

Or do they still ask permission for everything?

Trust your superintendent to handle quality
issues independently?

Or do you feel like you have to check everything
personally?

If you answered no to any of these, you're
not running a business. You're running a
high-stakes performance where you're the only

Continued on page 10
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qualified actor.
The Shift That Changes Everything

The goal isn’t to become unnecessary. The goal
is to make your necessity optional.

Stop building systems that require your constant
involvement. Start building systems that function
best when you’re focused on strategy, not
operations.

Stop hiring people who need you. Start
developing people who are capable of leading
without you.

Stop measuring your value by how much
everyone depends on you. Start measuring it by
how well the business performs when you’re not
there.

Your Move

The disappearing test isn't about abandoning your
business. It's about building one that’s actually
worth something beyond your personal labor.

A business you can sell has value.
A business you can scale has value.

V CELEBRATING\Q

v
V40
E YUY excet L ence

=

A business that runs without requiring your life
has value.

A business that falls apart the moment you step
away? That's not a business. That's an expensive
hobby that’s destroying your health, your
relationships, and your future.

So ask yourself again: Could your company thrive
if you disappeared for three months?

If the answer is no, you’ve got work to do. And
that work isn’t harder—it’s just different than what
you’'ve been doing.

It’s not about working more. It’s about
architecting better.

The question isn’t whether you can afford to build
a business that doesn’t need you. The question is
whether you can afford to keep building one that
does.

Ray Gage is a leadership coach, speaker, and author
of “Start with Stop.” He helps construction leaders
build companies that create success without requiring
personal sacrifice.

Y CELEBRATING 40 YEARS
OF ROOFING INNOVATION

We are a full systems manufacturer and we

ADVANCED
BITUMEN TECHNOLOGY

Premium APP & SBS
Membranes

¥

STRONGHOLD™

Advanced Bitumen
Technology Systems

StrongHold Single Ply
Systems

stand on our 4 Pillars of Roofing.

STORM
BREAKER

REPRIRBDSS

RepairBOSS - Full
line of service and
maintenance products
for roofing contractors.

Storm Breaker Roof
Coating Systems

We value our contractors, and we strive to bring irreplaceable value to them - from our team.

Find a Rep bitec.com
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The Midwet Roofing Contractors labor and employment law The purpose of this service is to provide

Association is partnered with wage-hour,prevailing wage MRCA members the opportunity to

the law firm of Auman, Mahan, workers' compensation discuss and identify legal problems, and
and Furry to provide the MRCA unemployment compensation to _relflolvefenerﬁlquestlons and concerns
membership with this unique construction law quickly through convenient access to

. ; specialized and qualified legal counsel.
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collective bargaining litigation minute consultation per month.
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YOUNG CONTRACTORS COUNCIL

YOUR CAREER IS

BIGGER THAN
YOUR COMPANY

By: Rachel Garcia, Director of Contractor Services at Malarkey Roofing Products

twenties where | thought my

career would take me, roofing
would have been one of the last
answers | gave.

I f you had asked me in my early

| wasn’t raised in a roofing family. At the time, |
was managing bars and bartending, and while |
loved the people and fast-paced environment, |
was burnt out. Looking for something with more
stability, | started applying for administrative
positions and came across a Craigslist posting for
a marketing and sales support role with a local
roofing manufacturer.

| got the job, and the rest is history.

Like many people who enter roofing from outside

the industry, | experienced my fair share of
imposter syndrome. | remember attending my first
trade show and feeling completely out of place.

I didn’t know anyone, and | certainly didn’t know
much about roofing. Everywhere | looked, people
were having conversations filled with technical
knowledge and years of experience. | wondered if |
would ever know enough to truly belong.

Eventually, | realized | had two choices: stay
comfortable or start introducing myself to people.
So, | stepped outside my comfort zone. One of
those first conversations happened because |
needed to borrow a tool, but what | remember
most isn’t the screwdriver, it's the conversation that
followed. Having one familiar face at future events
made all the difference. | had someone to walk the
trade show floor with, someone to introduce me to

14 www.mrca.org — Midwest Roofer
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people, and someone | could ask questions without
feeling like | should already know the answers.

14 years later, he’s still one of my closest friends.
We've attended countless roofing events together,
explored new cities, and found hiking trails
wherever work took us. What began with borrowing
a simple tool turned into a friendship that changed
the course of my career, and, in many ways, my
life.

That experience taught
me something important:
your career is higger
than your company.”

That experience taught me something important:
your career is bigger than your company.

Of course, we should all work hard to support the
organizations we represent. But our careers are
also shaped by the relationships we build, the
mentors who invest in us, and the communities
we choose to be part of.

That’s one of the things | love most about this
industry. While we may compete in business,

we also share ideas, support one another,

and genuinely want to see the next generation
succeed. Some of the most valuable lessons I've
learned didn’'t come from a presentation, they
came from conversations with people willing to
share their experiences and perspectives.

As Chair of the Young Roofing Contractors

Council (YCCQC), I've seen firsthand how industry
involvement can impact careers. That's why events
like the Midwest Roofing Contractors Association
Leadership Summit are so valuable. The education
is important, but the real opportunity is in the
connections you make along the way.

Some of the best conversations happen between
sessions, over a meal, or at networking events.
This year, the YCC is excited to host our Miami
Dice-themed Farewell Party on the final night of
the Summit. A chance to relax, have some fun, and

OMAHA 2018

continue building

relationships with
peers from across
the industry.

My challenge

to every young

professional attending is simple: introduce yourself
to someone new. Ask questions. Stay curious. Step
outside your comfort zone. You never know where
a single conversation might lead.

After all, mine started with borrowing a screwdriver.
Invest in your company. Invest in your career. And
most importantly, invest in the relationships that

make our industry stronger.

You never know how one conversation might
change your life.

www.mrca.org — Midwest Roofer 15
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CMMC IS ALREADY HERE:
WHAT CONSTRUCTION FIRMS NEED T0 KNOW

The next certification phase was suspended. The cybersecurity obligation was not.

By: Nick Espinosa, Security Fanatics

or many construction
F companies, cybersecurity

still feels like an information
technology issue. CMMC turns it into
an eligibility issue. If your company
works on a Department of Defense
project, supports a prime contractor,
or receives protected project information, your ability
to win or keep that work may depend on meeting the
required cybersecurity level.

The Cybersecurity Maturity Model Certification
program is the government’s method for checking
whether companies in the defense supply chain are
protecting federal information. It does not apply only
to defense manufacturers. Architects, engineers,
general contractors, specialty trades, technology
providers and other partners can be included when
their systems handle covered information.

No. The key questions are whether a solicitation,
contract or subcontract contains a CMMC
requirement and whether your company will process,
store or transmit Federal Contract Information,
known as FCI, or Controlled Unclassified

Information, known as CUIl. Examples may include
nonpublic project records, technical drawings,
specifications, security details or other protected
information. Company size does not create an
exemption.

e Level 1 generally applies to FCI and uses 15
basic safeguarding requirements with an annual
self-assessment.

» Level 2 applies to CUI and follows the 110
security requirements in NIST SP 800-171
Revision 2 (soon to be Revision 3). Depending
on the contract, Level 2 may require either a
self-assessment or an independent C3PAO
(Certified Third-Party Assessment Organization)
assessment. Many will require the C3PAO
assessment.

» Level 3 is reserved for the most sensitive
programs and adds government-led assessment
requirements.

Phase 1 began on November 10, 2025 and
remains active. CMMC requirements can appear in
current solicitations and contracts. When required,
a company needs the correct current status in

16 www.mrca.org — Midwest Roofer
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the Supplier Performance Risk System (SPRS)
before award, must maintain that status during the
contract and must complete annual affirmations.
Prime contractors (usually the General Contractor in
construction) also has flow-down requirement when
subcontractors (MEP etc) will handle FCI or CUI.

IMPORTANT UPDATE: On July 13, 2026, the
Department suspended the transition to Phase 2,
which had been scheduled for November 10, 2026,
and paused later milestones while it reviews the
program. It explicitly kept Phase 1 self-assessment
requirements in place. As of August 30, 2026, no
replacement Phase 2 date has been announced.

Because the underlying duty to protect covered
defense information remains. A pause in the
certification rollout is not permission to ignore
DFARS cybersecurity clauses or NIST SP 800-171.
Readiness can also take months. Companies may
need to identify where protected information travels,
narrow the systems in scope, change technology,
document procedures, train employees and collect
evidence that the controls actually work.

e Review current contracts, solicitations and
subcontract flow-down clauses.

* Determine whether the company receives
FCI, CUI or both.

* Map where that information is stored, shared
and accessed, including cloud services and
mobile devices.

» Confirm the company’s assessment, SPRS
entry and annual affirmation status.

» Build a realistic remediation plan before a
bid, option year or prime contractor request
creates a deadline.

CMMC is not solved by purchasing one product or
downloading a policy template. It requires a clear
scope, working safeguards and evidence. The
smartest first step is understanding what applies to
yor company and what does not.

LEARN MORE:

https://www.mrca.org/aws/MRCA/pt/sp/conference

THINK UFG

for construction insurance

When it comes to protecting your construction business, UFG Insurance checks all the boxes:

@ Deep expertise from a seasoned construction team

@ Specialized risk control and claims capabilities

@ Personalized and responsive service you can count on

Think UFG: the expertise you need, the service you deserve.

Scan the QR code to learn more about construction insurance from UFG.

ufg

INSURANCE

© 2026 United Fire & Casualty Company. All rights reserved.

Proud sponsor of the 2026 MRCA Safety Awards

ufginsurance.com
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HANOVER

Architectural Products

El-_ sl TAP. SET. TURN.

4 Scan to see the NEW
system in action!

HIGH-WIND PERFORMANCE.
SEAMLESS DESIGN.

NEW PAVERLOC™ SYSTEM

™

Hanover's NEW PaverLoc™ System features a concealed locking
mechanism that delivers a smooth, continuous paver surface
appearance.

* Provides wind uplift resistance of -165 psf
with no factor of safety

+ Withstands winds up to 250 mph

+ Patented, userdfriendly design is simple and intuitive

+ Quick installation - no specialized tools required

+ Easy paver removal for roof repairs or replacements

* Paver strength is not compromised or altered

HANOVERPAVERS.COM
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BECOME PART OF THE

COMMUNITY

SGAN AND USE CODE MRCARCLUB
FOR FREE FIRST MONTH OF R-GLUB

RoofersCoffeeShop.com

Tracy L. Edwards, CFP& APMA®

Financial Advisor
CERTIFIED FINANCIAL PLANNER™ practitioner

Platinum Financial Solutions
A financial advisory practice of
Ameriprise Financial Services, LLC

620.343.7937

702 Commercial St, Suite 1B, Emporia, KS 66801
tracy.l.edwards@ampf.com
ameripriseadvisors.com/tracy.l.edwards

Certified Financial Planner Board of Standards Inc. owns the %
certification marks CFP®, CERTIFIED FINANCIAL PLANNER™ ' :
and CFP (with plaque design) in the U.S. Amerlprls e ®

Ameriprise Financial Services, LLC. Member FINRA and SIPC. Financial
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Conference & Expo served as the premier

gathering for the Midwest roofing industry—
bringing together contractors, manufacturers,
distributors, fabricators, service providers, architects,
consultants, and other industry professionals from
across the region.

F or more than 75 years, the MRCA Annual

We are excited to introduce the all-new MRCA
Leadership Summit, taking place November 18-19,
2026, at the Westin Cape Coral Resort in Cape
Coral, Florida—a dynamic conference experience
designed to connect roofing leaders in a more
innovative, collaborative, and relationship-focused
environment.

This is not a traditional trade show.

The MRCA Leadership Summit was intentionally
designed to bring together the right people—not
just a lot of people. In an intimate setting, roofing
contractor leaders and key decision-makers from
across the Midwest will spend two full days
together engaging in strategic education, peer-
to-peer networking, leadership development, and
meaningful business conversations.

For manufacturers, distributors, fabricators, and
service providers, this creates a unique opportunity to
build deeper relationships and strengthen connections
with current and prospective customers in ways that
traditional expo environments often cannot.

Instead of investing in carpet, booth furnishings,
shipping cumbersome displays, electrical services,
elaborate customer dinners, and travel costs for large
booth personnel teams, the Leadership Summit offers
a smarter, more impactful way to engage. Invite
your customers—or future customers—to the full
Leadership Summit experience and spend quality
time together in an environment built for conversation
and collaboration.

As a Summit sponsor, your company also receives
valuable brand visibility and recognition, including:

* Logo placement on event signage

» Recognition in the Sponsor Section of the Summit
Program Book and Mobile App

* Inclusion in promotional email campaigns

* Visibility on the MRCA website and social media

channels
* Recognition in MR Magazine
¢ An advertisement in the onsite program book

In addition to education and exhibits, the Summit
features outstanding networking opportunities
designed to build lasting industry relationships,
including:

* MRCA Foundation Auction

¢ Young Contractors Council (YCC) Farewell
Dinner & Casino Night

 Annual Awards Luncheon

NEW in 2026 - Golf Outing Sponsorship
Opportunities

Not a golfer? Sponsor a hole and spend the day
networking with every participant as they pass
through.

With limited availability, exhibitor and sponsorship
opportunities are expected to fill quickly.

And while you're there, bring the family and extend
your stay. Cape Coral provides the perfect backdrop
to combine business, networking, and a little well-
earned time away.

We invite you to join us for this exciting new chapter
of MRCA and secure your place at one of the roofing
industry’s most valuable leadership events.

For exhibitor and sponsorship information, visit
mrca.org/aws/MRCA/pt/sp/conference_exhibitors.

For Contractor information, visit
mrca.org/aws/MRCA/pt/sp/conference_register

or contact me, Rachel Pinkus at rpinkus@mrca.org.

We look forward to seeing you in Cape Coral this
November!

Rachel Pinkus
MRCA Managing Director
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2026 | Cape Coral Florida

SUMMIT

OUR SPEAKERS
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LEADERSHIP

Bolt Branch

L0 Lot AIA Chief Economist

Griff Espinosa
CEO and President of Griff

Psychological Associates

Security Fanatics, Host of

“The Deep Dive” radio show

888-497-6722

BOOK YOUR From Roofer to Founder: Scaling Smart in a Consolidating Industry

SEAT NOW! Beyond Physical Safety: Leadership and Mental Health on the Jobsite

REGISTER Economic Update for Construction

I
TODAY! Balancing the Real-Life Risks of Artificial Intelligence

CONTACT US
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TUESDAY NOV 17

2:00 - 5:00 MRCA BOARD MEETING
6:00 - 8:00 Vendor SET-UP

WEDNESDAY NOV 18

8:00 - 11:30 REGISTRATION
8:00 - 11:30 Vendor SET-UP
8:00 - 9:30 Past President’s and Board BREAKFAST

10:30 - 4:00 MRCA GOLF OUTING

Cape Royal Golf Club - You are welcome to make your own travel
arrangement BUT transportation has been arranged on your behalf.

10:30  Charter Bus Departs from Hotel
11:00  Golfer’s Lunch

12:00  Shotgun Start

5:.00 Charter Bus Departs from Course
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PROUD SPONSORS

6:00 - 8:00 REGISTRATION

6:30 - 9:00 Foundation AUCTION AND DINNER

Join your colleagues for

a Luau-Themed Dinner &

Auction in support of the

MRCA Foundation! Enjoy an
evening filled with island-

inspired cuisine, tropical
ambiance, and exciting silent

and live auction opportunities—all
while making a meaningful impact.
The MRCA Foundation is dedicated
to strengthening our industry by
supporting educational programming, (
advancing industry research and &
providing academic scholarships for

future leaders.
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7:30 - 4:30

7:00 - 8:30

8:30 - 9:30

9:30 - 10:00

10:00 - 11:00
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LEADERSHI

11:00 - 11:30

11:30 - 12:00

888-497-6722

REGISTER

THURSDAY NOV 19

REGISTRATION
Breakfast and VENDOR TABLETOPS OPEN

From Roofer to Founder: SCALING SMART IN A CONSOLIDATING
INDUSTRY

GREG BOLT 10x Roofing

Whether you run a crew of 5 or a company doing $10M+, this session delivers
practical, immediately applicable insights to help you build a business that works
for you - not the other way around.

The roofing industry is consolidating fast - and the contractors who understand
both the technical and business sides of their operation will be the ones who
come out ahead.

In this session, Greg Bolt, President of 10X Roofing, shares the frameworks and
mindset shifts that separate roofing owners who stay stuck from those who scale.

VENDOR TABLETOPS OPEN

Beyond Physical Safety: LEADERSHIP AND MENTAL HEALTH
ON THE JOBSITE

DR. RICHARD GRIFF ceo and President of Griff Psychological Associates

The roofing and construction industry experiences some of the highest rates of
stress-related mental-health challenges and suicide, yet many leaders report
feeling unprepared to recognize risk or respond effectively.

Drawing from military and sport psychology-based resilience frameworks, the
workshop demonstrates how targeted, leadership-driven mental-health strategies
can enhance workforce well-being while supporting organizational performance
and business goals.

Reduce isolation, communicate effectively, and take practical action— without
stepping outside their leadership role or assuming therapeutic responsibilities.

VENDOR TABLETOPS OPEN
The Benefits of MRCA MEMBERSHIP

a comprehensive overview of the benefits available through MRCA membership.
Attendees will learn how membership supports professional growth, enhances

industry knowledge, and provides access to valuable resources and networking
opportunities.

7250 Poe Ave. STE 410, Dayton, Ohio, USA, 45414

email: sfrier@mrca.org visit: www.mrca.org
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12:00 - 1:30 Membership Meeting & AWARDS LUNCHEON T HE
Join fellow MRCA members as we celebrate the people and companies making >
a difference in the roofing industry. MRCA members have the opportunity

to nominate colleagues for excellence in industry contributions, innovation,
safety, and community involvement.

The luncheon will include important MRCA updates and recognition of this

year's award recipients as we celebrate their achievements.

130 - 2:30 Economic Update FOR CONSTRUCTION

RICHARD BRANCH AaiA chief Economist and former Chief Economist at Dodge
Construction Network

This session will examine the economic outlook, the impact of tariffs on
construction costs and supply chains, and whether the recent wave of
manufacturing reshoring is likely to continue. Attendees will leave with a better
understanding of the economic forces shaping the industry and the knowledge
needed to plan confidently for the year ahead.

Join nationally recognized economist Richard Branch as he provides a practical
analysis of the current economic landscape and what it means for the
construction industry. Drawing on more than 30 years of experience, including
14 years as Chief Economist at Dodge Construction Network, Richard will break
down complex economic data into clear, actionable insights that attendees can
use to make informed business decisions.

2:30 - 3:00 VENDOR TABLETOPS OPEN
3:00 - 400 Balancing the Real-Life RISKS OF ARTIFICIAL INTELLIGENCE

NICK ESPINOSA Security Fanatics and host of “The Deep Dive” radio show

Everyone is talking about implementing Al strategies to improve every aspect of
their operations, but planning for the inherent cyber security risks and insurance
implications barely gets a mention. Join Nick Espinosa for practical overview of
the key risks to consider when embedding Al into your business. Know what to
ask your consultant, your sales rep, your insurance broker and your attorney
BEFORE you find yourself exposed!
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4:00 - 5:00 Vendor TEAR-DOWN
7:00 - 10:00 YCC Farewell Party MIAMI DICE
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MIDWEST ROOFING CONTRACTORS ASSOCIATION
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SUMMIT LOCATION AND HOTEL

The Westin Cape Coral Resort at Marina Village

5951 Silver King Blvd. Cape Coral, FL 33914
https://www.marriott.com/en-us/hotels/rswwi-the-westin-cape-coral-resort-at-marina-village/overview/
CHECK-IN: 4:00 PM CHECK-OUT: 12:00 PM

HOTEL ROOM RESERVATIONS

Reservations can be made securely online:
https://book.passkey.com/gt/2211222857gtid=8bbddfd1aef251f0110b29796431853d
OR by dialing (239) 541-5000 and referencing the MRCA Room Block.

Room Block Cut-Off Date: Tuesday, October 26, 2026

Room Rates: The MRCA Room Rate for a Run of House room is $219.00 + a mandatory $40.00
Resort Fee and applicable state and local taxes (currently 11.5%). Attendees may reserve a Suite at
a discounted rate during the booking process and is based on availability. A One Bedroom Suite is
$269.00 + a mandatory $40.00 Resort Fee and applicable state and local taxes (currently 11.5%).
A Two Bedroom Suite is $319.00 + a mandatory $40.00 Resort Fee and applicable state and local
taxes (currently 11.5%).

These rates will be available 3 days pre and post the main event, based on availability.

The $40.00 Resort Fee includes:

« Water Taxi Service to Fort Myers Beach * Morning Waterfront Yoga
« Sunset Dolphin Watching Cruise * Guest Room Internet
« Private Clubhouse Facilities: lagoon-style » Bicycle Rentals

pool,bocce ball. Hot tub, sauna & steam room.

Onsite Amenities Kayak Rentals; Fishing Pole Rental; Tiki Boat Experience; Eco Excursions;
Dolphin Watching Tours; Fishing charters; Boutique Shopping; 6 food outlets; Full service Spa

PARKING AIRPORTS
On-Site Parking: $25/day Southwest Florida International Airport (RSW) is 18.5 miles o "
Valet Parking: $32/day from the resort. Approximately 30-35 minute commute.

HOW DO | REGISTER?

Fill out and return with payment the Contractor Registration Form.
Register Online: https://www.mrca.org/aws/MRCA/pt/sp/conference_register i i
Phone 888-497-6722 Get personalized support to register all company employees at one time. SCAN TO

REGISTER 2’/
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LEADERSHIP
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Enjoy an evening filled with island-inspired cuisine, tropical ambiance,
and exciting silent and live auction opportunities—all while making a
meaningful impact. The MRCA Foundation is dedicated to strengthening
our industry by supporting educational programming, advancing industry

research and providing academic scholarships for future leaders.

-, L

| LEI'D BACK & BEST DRESSED CONTEST h

Think you've got the ultimate luau look? Put your island style on
display! At the end of the evening, we'll crown one Best Dressed
Man and one Best Dressed Woman, with each winner receiving a
FREE TO ALL REGISTERED ATTENDEES
SILENT AUCTION 6:30- 9PM
LIVE AUCTION 7:45PM

complimentary registration to the 2027 Leadership Summit!
e TARPON POINT BALLROOM
n THE WESTIN CAPE CORAL RESORT
CAPE CORAL, FLORIDA

b Note: The MRCA Foundation is a 501(c)(3) and Your
/ /// Contributions at the Auction are Tax Deductible
4 // 1f
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CONTRACTOR REGISTRATION FORM
LEADERSHIP SUMMIT

November 17-19, 2026

The Westin Cape Coral Resort at Marina Village and Cape Royal Golf Club
Cape Coral, Florida

lCO NTRACTOR REGISTRATION FORM ' (Online Registration Available at www.mrca.org)

Company Name

Contractor Badge Name Email (required)
Company Address
City State Zip Phone

O Contractor Registration Fee = $995.00 per person [J Couple Registration Fee = $1990 per couple
Registration includes: high caliber Educational Sessions and Keynote Address; Foundation Auction Event & Dinner; Thursday Meals, YCC Event &
Farewell Dinner; Networking Opportunities and interaction with Vendors. Spouse/Guest Badge Name

O Non-Industry Guest Evening Events ONLY (21 and older) Registration Fee = $500.00 per person
Registration includes: Foundation Auction Event & Dinner AND YCC Event & Farewell Dinner ONLY.
Guest Badge Name Guest Badge Name

O Non-Industry Guest Evening Events ONLY (13-20 years of age) Registration Fee = $350.00 per person
Registration includes: Foundation Auction Event & Dinner AND YCC Event & Farewell Dinner ONLY.
Guest Badge Name Guest Badge Name

O Non-Industry Guest Evening Events ONLY (12 years of age and under) Registration Fee = FREE
Registration includes: Foundation Auction Event & Dinner AND YCC Event & Farewell Dinner ONLY.
Guest Badge Name Guest Badge Name

SUMMIT GOLF OUTING REGISTRATION:
Golf Registration includes: greens fees, carts, use of driving range, buffet lunch, drink tickets, transportation to and from the course, an
MRCA branded golf shirt and MRCA branded golf balls. Registration must be received by Sept. 25th to receive an MRCA golf shirt!

O Golfer Registration Fee = $295.00 per person O Team Registration Fee = $1000 per foursome
Golfer #1
Rental Clubs for $65 (circle) YES/NO MENS/WOMENS LEFT/RIGHT-HANDED

O No, I do not require a shirt.
O VYes, I would like a (Mens or Womens) Polo Sport Shirt in Size (S, M, L, XL, 2XL, 3XL, 4XL) (circle choices)

Golfer #2

Rental Clubs for $65 (circle) YES/NO MENS/WOMENS LEFT/RIGHT-HANDED

O No, I do not require a shirt.

O VYes, I would like a (Mens or Womens) Polo Sport Shirt in Size (S, M, L, XL, 2XL, 3XL, 4XL) (circle choices)

Golfer #3

Rental Clubs for $65 (circle) YES/NO MENS/WOMENS LEFT/RIGHT-HANDED

O No, I do not require a shirt.

O VYes, I would like a (Mens or Womens) Polo Sport Shirt in Size (S, M, L, XL, 2XL, 3XL, 4XL) (circle choices)

Golfer #4

Rental Clubs for $65 (circle) YES/NO MENS/WOMENS LEFT/RIGHT-HANDED

O No, I do not require a shirt.

O VYes, I would like a (Mens or Womens) Polo Sport Shirt in Size (S, M, L, XL, 2XL, 3XL, 4XL) (circle choices)

TURN OVER
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CONTRACTOR REGISTRATION FORM

GOLF SPONSORSHIP OPPORTUNITIES :

All sponsorships include Logo recognition on signage, in Sponsor Section of the Program Book and Mobile App, Logo recognition on
E-mail Blasts sent promoting the Summit, and Logo recognition on the MRCA website on all MRCA Social Media Outlets and in MR Magazine.

O LIVE Hole Sponsorship = $495

Includes exclusive personal networking at your own designated hole for the entire outing along with lunch, beverage
tickets, hole sponsorship signage, and a golf cart for you! Additional attendee on hole will be charged $75.00 to cov-

er food and beverages.

An Individual Hole Sponsor - $200
Longest Drive Contest Sponsor - $250
Closest to the Pin Contest Sponsor - $250
Longest Putt - $250

Driving Range Sponsor - $500

aaaaaaQ

Golf Giveaway Sponsor - $500

Logoed items provided by Sponsor placed on carts.

aaaaaqQ

Putting Green Sponsor - $500

Golf Cart Sponsor - 1000

Bloody Mary / Screw Driver Bar - $1000
Golf Beverage Cart Sponsor - $1000
Golf Lunch Sponsor - $2500

(ie. Sunscreen, tees, balls, ball marker, towel, hats, lip balm, etc.)

PAYMENT INFORMATION:

COMPANY: TOTAL DUE:

CONTACT: CHECK PAYABLE TO MRCA OR CREDIT CARD
ADDRESS: MC: AX: VISA: Discover: _____
CITY /ST / ZIP: CC#: CVV:

PH: EXP: BILLING ZIP:

E-MAIL: SIGNATURE:

Please Register online at www.mrca.org OR send completed Registration Form to: Sherry Freier at sfreier@mrca.org
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YOUNG CONTRACTORS COUNCIL PRESENTS
[FAREWELL PARTY

Mo

LEADERSHIP

SUMMIT

0 @ »

ABOUTYCC ,

\

T
*'Q
CAPE CORAL, FLORIDA

I"Iﬂlﬂ!’E!‘ CDA_!:’MF!!E'f A «o*——i;ré"o r

Deal yourself a night to remember with casino-style gaming, a D),
photo hooth, cocktails, and plenty of 80s Miami flair! Test your 7=
luck and your networking skills with Networking Bingo, where
one lucky winner will take home a $1,000 prize! Plus, attendees
can give hack by participating in the YCC Service Project,
benefiting the Children's Advocacy Center of Southwest Florida.
Help us assemble snack bags for children participating in their
N @V after-school programs. Come ready to play, connect, give back, P M
and PARTY LIKE IT'S THE '80S!
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LEADERSHIP SUMMIT

November 17-19, 2026

The Westin Cape Coral Resort at Marina Village and Cape Royal Golf Club
Cape Coral, Florida

EXHIBITOR REGISTRATION FORM | (Online Registration Available at www.mrca.org)

Company Name
Exhibitor Badge Name #1
Exhibitor Badge Name #2
Company Address
City State Zip Phone

Email (required)

Email (required)

Summit Vendor Tabletop Sponsorships Opportunities include: One 6’ Draped Vendor Table INSIDE ~ Education Room;
high caliber Educational Sessions and Keynote Address; Foundation Auction Event & Dinner; Thursday Meals, YCC Event & Farewell Din-
ner; Networking Opportunities and interaction with Contractors. Logo recognition on signage, in Sponsor Section of the Summit Pro-
gram Book and Mobile App, on E-mail Blasts sent promoting the Summit, on the MRCA website, on all MRCA Social Media Outlets and

in MR Magazine.

O $10,000 Diamond (additional items included)
$2,500 Vendor Table in Room and 1 Representative’s Registration Fee

Contractor Guest #1

3 Contractor Summit Registrations to invite Customers to attend NAME

5 Minutes to address the audience COMPANY

Full Page Ad in Summit Program Book PHONE
EMAIL

O $8,000 Platinum (additional items included)
$2,500 Vendor Table in Room and 1 Representative’s Registration Fee

Contractor Guest #2

2 Contractor Summit Registrations to invite Customers to attend NAME

5 Minutes to address the audience COMPANY

1/2 Page Ad in Summit Program Book PHONE
EMAIL

O $6,000 Gold (additional items included)

$2,500 Vendor Table in Room and 1 Representative’s Registration Fee

Contractor Guest #3

1 Contractor Summit Registration to invite Customers to attend NAME

1/4 Page Ad in Summit Program Book COMPANY
PHONE

O $4,000 Silver (additional items included) EMAIL

$2,000 Vendor Table in Foyer and 1 Representative’s Registration Fee

O Exhibitor Vendor Table ONLY - INSIDE Education Room = $2500 (Includes 1 Exhibitor Rep)

O Exhibitor Vendor Table ONLY - OUTSIDE Education Room = $2000 (Includes 1 Exhibitor Rep)

Choose Your Tabletop Location https://homebase.map-dynamics.com/mrca2026/floorplan

Choice #1 Choice #2

Choice #3

O Additional Exhibitor Rep. Fee = $1250 per person (Can only select with any purchase of Vendor Tabletop)

O Non-Industry Guest Evening Events ONLY (21 and older) Registration Fee = $500.00 per person
Registration includes: Foundation Auction Event & Dinner AND YCC Event & Farewell Dinner ONLY.

Guest Badge Name

Guest Badge Name

O Non-Industry Guest Evening Events ONLY (13-20 years of age) Registration Fee = $350.00 per person
Registration includes: Foundation Auction Event & Dinner AND YCC Event & Farewell Dinner ONLY.

Guest Badge Name

Guest Badge Name

O Non-Industry Guest Evening Events ONLY (12 years of age and under) Registration Fee = FREE
Registration includes: Foundation Auction Event & Dinner AND YCC Event & Farewell Dinner ONLY.

Guest Badge Name

Guest Badge Name
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SUMMIT GOLF OUTING REGISTRATION:

Golf Registration includes: greens fees, carts, use of driving range, buffet lunch, drink tickets, transportation to and from the course,
an MRCA branded golf shirt and MRCA branded golf balls. Registration must be received by Sept. 25th to receive an MRCA golf
shirt!

O Golfer Registration Fee = $295.00 per person O Team Registration Fee = $1000 per foursome
Golfer #1
Rental Clubs for $65 (circle) YES/NO MENS/WOMENS LEFT/RIGHT-HANDED

O No, I do not require a shirt.
O VYes, I would like a (Mens or Womens) Polo Sport Shirt in Size (S, M, L, XL, 2XL, 3XL, 4XL) (circle choices)

Golfer #2

Rental Clubs for $65 (circle) YES/NO MENS/WOMENS LEFT/RIGHT-HANDED

O No, I do not require a shirt.

O Yes, I would like a (Mens or Womens) Polo Sport Shirt in Size (S, M, L, XL, 2XL, 3XL, 4XL) (circle choices)

Golfer #3

Rental Clubs for $65 (circle) YES/NO MENS/WOMENS LEFT/RIGHT-HANDED

O No, I do not require a shirt.

O VYes, I would like a (Mens or Womens) Polo Sport Shirt in Size (S, M, L, XL, 2XL, 3XL, 4XL) (circle choices)

Golfer #4

Rental Clubs for $65 (circle) YES/NO MENS/WOMENS LEFT/RIGHT-HANDED

O No, I do not require a shirt.

O VYes, I would like a (Mens or Womens) Polo Sport Shirt in Size (S, M, L, XL, 2XL, 3XL, 4XL) (circle choices)

GOLF SPONSORSHIP OPPORTUNITIES :

All sponsorships include Logo recognition on signage, in Sponsor Section of the Program Book and Mobile App, Logo recognition on
E-mail Blasts sent promoting the Summit, and Logo recognition on the MRCA website on all MRCA Social Media Outlets and in MR Magazine.

O LIVE Hole Sponsorship = $495

Includes exclusive personal networking at your own designated hole for the entire outing along with lunch, beverage tickets,
hole sponsorship signage, and a golf cart for you! Additional attendee on hole will be charged $75.00 to cover food and
beverages.

An Individual Hole Sponsor - $200

Longest Drive Contest Sponsor - $250

Closest to the Pin Contest Sponsor - $250
Longest Putt - $250

Driving Range Sponsor - $500

Golf Giveaway Sponsor - $500

Logoed items provided by Sponsor placed on carts.
(ie. Sunscreen, tees, balls, ball marker, towel, hats, lip balm, etc.)

Putting Green Sponsor - $500

Golf Cart Sponsor - $1000

Bloody Mary / Screw Driver Bar - $1000
Golf Beverage Cart Sponsor - $1000
Golf Lunch Sponsor - 52500

R . .
Qaaan

PAYMENT INFORMATION:

COMPANY: TOTAL DUE:

CONTACT: CHECK PAYABLE TO MRCA OR CREDIT CARD
ADDRESS: MC: AX: VISA: Discover:

CITY /ST / ZIP: CC#: CVV:

PH: EXP: BILLING ZIP:

E-MAIL: SIGNATURE:

Full Payment must be made at the time of Registering in order to hold your spot as a Vendor. No refunds will be
issued after October 1st.

Please Register online at www.mrca.org OR send completed Registration Form to:
Sherry Freier | MRCA Leadership Summit | p:800.497.6722 | f:937.278.0317 | e: sfreier@mrca.org
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TECHNICAL & RESEARCH

FROM YOUR MRCA TECHNICAL
& RESEARCH COMMITTEE

By: Chris Daly, T&R Member and MRCA First Vice President

Chris Daly

or decades, the T&R committee has worked to protect contractors’ interests by evaluating

emerging roofing technologies, conducting independent research, and providing practical

guidance on the performance of both new and established roofing systems. The T&R
Committee has addressed industry challenges through research, technical reporting, and careful
responses to member questions and issues. While those duties remain vital, our role is evolving
within the roofing industry. Our responsibilities as contractors have expanded with new challenges
and products that require a different approach. Today, we recognize that one of our greatest

Randy Adams

Fred Horner

Mark Langer

Jim Ramser

Steve Kramer

 Kurt Steinkuhler

strengths is the collective experience of the professionals who serve on the
committee, and the experiences of MRCA member professionals working on
jobsites every day in different regions. Our most valuable lessons come from
the field. By collecting and sharing those experiences, we can help contractors
recognize emerging trends, avoid common pitfalls, and make better-informed
decisions. To increase engagement, we are creating new ways for members

to communicate directly with the committee and share their valuable field
observations with one another. A new reporting form, the MRCA Problem
Profile, will now allow members to submit technical concerns, unusual field
conditions, material performance issues, or questions they believe may benefit
the broader membership. Whether you are seeking guidance or simply sharing
an experience that others should know about, your input will help strengthen the
industry. The information collected from member issues and experiences will
help shape future studies and publications. We encourage every MRCA member
to share what they are seeing in the field.

You can find the MRCA Problem Profile form at mrca.org
under the Technical & Research tab, on pages 35-37 of this :
magazine or you can access the form directly by scanning this
QR Code: P
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Midwest Roofing Contractors Association

7250 Poe Ave. Suite 410, Dayton, OH 45414
Phone: 800.497.6722 Fax: 937.278.0317 E-mail: info@mrca.org Web: www.mrca.org

MRCA Problem Profile Form - Help Strengthen Your Industry by Telling Your Story

The purpose of this form is to collect real-world data on current experiences and challenges in
the roofing industry. Submissions will help inform MRCA'’s Technical & Research Committee
about issues contractors are encountering in the field and may help guide future research and
industry initiatives. We encourage you to send related photos along with your submission to
the email below.

At your discretion, MRCA can also share submitted information that would benefit other
members.

1. Company Information
Company Name (optional):

City / State:

Contact Name (optional):

Email (optional):

2. Project Information

Project City / State:

Project Type: [INew []Reroof (tear-off) [_]Reroof (recover)
[C1Repair / Service [C]Coating Application

Building Type: []Commercial [lindustrial [CIResidential
[ Institutional ~ [] Agricultural  Other
Project Size in Squares: []Less than 10 SQ []10-50 SQ []50-200 SQ []200+ SQ

3. Roofing System

System Type: [JTPO [JPVC [JEPDM []Modified Bitumen
[CO0BUR [IMetal []Shingles []Coating

Manufacturer (if known):

Assembly: []Fully Adhered []Mechanically Attached []Ballasted
[JHybrid []Induction Weld  Other

Deck: []Steel [JWood []Concrete []Gypsum

Other

Email questions, supporting documents, and related images to info@mrca.org Continued on page 36
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MRCA Problem Profile Form - Help Strengthen Your Industry by Telling Your Story

4. Installation

Year Installed:

Season Installed: [JWinter []Spring []Summer []Fall
Installed by: []Your Company []Subcontractor [_]Mixed Crews

5. Issue Type

6. Suspected Cause

7. Severity

8. Extent of Damage

9. Time to Failure

10. Resolution

11. Claims

[C] Leaks / Water Intrusion  [] Blow-offs / Wind Damage
[CJMembrane Failure []Seam Failure [_]Flashing Failure
[JFastener Issues  []Ponding Water [ _]Drainage Issues
[C] Shrinkage [C]Surface Deterioration [_]Coating Failure
[ Installation Error [_]Material Defect [_]Other (please explain)

[ Installation  [IMaterial []Design / Specification
[ Weather Event [1Maintenance []Other Trades
[J Unknown Other

1 Minor [JModerate [JMajor []Severe

[1<10% []10-25% [125-50% [150+%

[] During Installaton  []<1 Year []1-5years
[15-10 Years 110+ Years

[CJRepaired []Partial Replacement  []Full Replacement
[C] Ongoing Issue [CJWarranty

Was this issue involved in a claim or dispute?

[JYes [INo [JUnknown

If Yes, who was the obligated party?

Email questions, supporting documents, and related images to info@mrca.org
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MRCA Problem Profile Form - Help Strengthen Your Industry by Telling Your Story

12. Insights

What could have prevented this issue? Lessons learned and recommendations for others?

Enter any additional comments or concerns you have.

13. Permissions
Would you like a T&R Committee Member to contact you? [Ives [No

Can MRCA share information about this issue and any resolutions with the Membership?
(Your company name and personal information will be removed) []Yes []No

Can MRCA contact you to follow up for more information? [JYes [No

In addition to your completed form, we strongly encourage you to
send us photos to help tell your story.
Email questions, supporting documents, and related images to info@mrca.org

Continued on page 38
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TECHNICAL & RESEARCH continued from page 34

RESEARCH UPDATE:
2024 and 2025 Plywood and OSB
Studies with WJE

In 2023, the T&R committee was approached by

a contractor member about a potential issue. The
contractor, who is in the hail belt of the Midwest, has
experience contracting residential roof replacements
for weather-related insurance claims. He expressed
concern about multiple shingle applications and
removals where he saw 4-6 replacements in a single
calendar year on the same plywood or OSB roof
deck. The questions were asked; does the deck lose
structural integrity, and is uplift resistance jeopardized
by not requiring the deck to be replaced after (x)
removals and replacements?

In 2024, as Phase 1 of the study progressed on
deck integrity, the committee was exploring ideas for
additional topics of research. A contractor member
expressed concern for the way residential decking

is often left exposed to the elements during new
construction. The questions were asked; does the

38 www.mrca.org — Midwest Roofer

decking lose structural integrity, and is uplift resistance
jeopardized by allowing the decking to see moisture
before installing a roof system? With the test frames
already established in the first phase of the study, the
committee agreed this was a viable question and a
feasible research project that became Phase 2.

Our partners at WJE have created a well-organized,
visually engaging report that combines detailed data
with clear explanations of the Phase 1 and Phase 2
studies. Here is an excerpt from that report:

Heidi Mase Isabelle Hanley Rich Koziol

Wiss, Janney, Elstner Associates, Inc. (WJE) and the
Midwest Roofing Contractors Association (MRCA)
Technical and Research (T&R) Committee have a
history of collaborating to develop research and testing
programs that focus on expanding knowledge of


https://www.mrca.org

TECHNICAL & RESEARCH

commonly used roofing materials. In 2024 and 2025,
the focus of the research and testing was on oriented
strand board (OSB) and plywood roof sheathing
materials. The Phase 1, 2024 study evaluated whether
multiple shingle applications and removals adversely
affect the strength and performance of 1/2-inch-thick
and 5/8-inch-thick OSB sheathing. The Phase 2,

2025 study evaluated the effects of periodic moisture
exposure on the structural performance of 1/2-inch-
thick plywood (3 ply) and 1/2-inch-thick OSB due to
construction delays. WJE, in collaboration with the
MRCA T&R Committee, developed testing programs
to evaluate how roof sheathing is affected by repeated
reroofing cycles and moisture exposure during
construction as two separate endeavors.

Both phases of testing focused on wood sheathing

in steep-slope roof applications. While Phase 1
looked at differences in thickness of one material
(OSB), Phase 2 used a single thickness (1/2 inch) but
allowed comparison between two materials (plywood
and OSB). While it seems to be common conception
within the roofing industry that OSB is an inferior

choice for roof sheathing, both studies produced
results indicating that OSB performed relatively well
under the tested conditions. However, it is important
to note that sustained moisture was not part of either
phase of the testing. Sustained moisture will have a
significant impact on performance of OSB and plywood
panel sheathing, and this is well documented in the
construction industry and aligns with WJE and MRCA
experience. If wood sheathing has the opportunity

to dry, it regains some of its strength. Exposure to
moisture was not a part of Phase 1, as all testing was
conducted in the laboratory. Moisture was a large part
of the Phase 2 testing; however, the sheathing had
the opportunity to dry between rain events. Several
wetting and drying cycles were experienced. Based
on experience, excessive, sustained moisture during
construction or in service can weaken both OSB and
plywood sheathing panels.

WJE recommends that roofing contractors critically
review conditions of OSB and plywood roof decks,
especially pertaining to moisture and related
deformations, prior to accepting them as substrates for

Continued on page 40
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TECHNICAL & RESEARCH

roofing assemblies.

We encourage our readers to check out the full report
as well as the PowerPoint presentations that were
presented at the 2024 and 2025 MRCA Conferences.
They are available within the Technical & Research tab

of mrca.org.

Scan here to access the full WIE
report.

It is important to recognize that OSB
and sustained moisture exposure can
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cause significant problems. Leaks,
vapor drive, and condensation
from improper installation, inadequate ventilation, or
incorrect or inadequate insulation can compromise

the structural integrity and dimensional stability of this
roof sheathing material. This often makes plywood the
preferable option. It is important to review the study’s
findings and consider additional factors when roofing
over plywood and OSB.

Perhaps the most important takeaway is that
assumptions are not always supported by testing.

By investigating questions raised by our members,

the T&R Committee continues to provide practical
information that helps contractors make informed
decisions in the field. We look forward to continuing
this mission and hearing from you, our fellow members,
about what you're seeing and experiencing in the field
each day.

Experienced Counsel and
Determined Professionals

Attorneys

+ OSHA Defense You Can

Rely On for
Effective
Representation

* Workers’ Comp Defense
e Construction Law

* Business Law

* Litigation

* Labor & Employment Law

Gary W. Auman
Richard L. Carr, Jr.
Donald B. Rineer
Douglas S. Jenks
Abigail K. White
Lucas A. Strakowski
937-223-6003

amfdayton.com
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W c f HYATT REGENCY
COCONUT POINT

R ss RESORT & SPA
BONITA SPRINGS, FL

DECEMBER 7-9, 2026

Real Conversations.
Practical Solutions. Measurable Results.

At Best of Success, you'll gain direct access to industry leaders who
openly share their experiences, lessons learned, and proven
strategies to help you tackle today’s biggest business challenges.

Why Attend?

« Learn practical tactics you can apply
immediately

« Build valuable relationships with fellow
contractors

- Discover solutions for workforce, leadership,
and operational challenges

« Gain confidence from a community that
understands your business and openly shares
what works.

This is where roofing professionals come to
learn, connect, and grow.

Reserve Your Seat

vy COSeToR  Www.BESTOFSUCCESSCONFERENCE.com
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P@®SH

Answer Every Call,
Win Every Job

24/7 US-Based Phone Answering
Built for Roofing Crews Who Can’t
Afford to Miss Leads

—
Every time you miss a call, you risk losing revenue.
Posh is here to help. We answer every call live, 24/7—
with urgency, professionalism, and real results, making .

sure you never miss a lead.

v Customizable Al & Human / Available Full-Time, / English & Spanish Service

Answering Part-Time, or as
Overflow
v/ Roofing-Specific Lead v Real-Time v Integrates with Your CRM
Intake Appointment & Other Tools
Scheduling

"Our company recently began using Posh to handle our after-hours calls,
and we've been thrilled so far with how it's been going. Not only have the
callers been diligent and kind, but our rep Kelsey has been exceedingly
helpful with anything we've needed. Their response times are quick
and we can trust they're on our side!”

—Rocky Mountain Exteriors

Trustpilot 7 # & & *

Get started today—
scan the QR code
or call 833-GET-POSH.
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Industry News

New Market Survey Forecasts Strong Growth, Significant
Potential for Residential Metal Roofing in U.S.

The forecast for residential metal roofing in the
U.S. is in growth mode and predicted to outpace
the broader economy, according to a joint market
study conducted by FMI Consulting and sponsored
by the Metal Roofing Alliance (MRA) and the Metal
Construction Assaociation (MCA).

That is especially true in the roof replacement
category. Residential metal roofing is on track to
capture an estimated 16 percent of the total U.S.
roofing market within the next four years, with roof
replacements predicted to drive 96 percent of that
overall share, while new construction accounts for
the remaining four percent.

The study shows that residential metal roofing
benefits such as longer lifespan, better durability,
style and appearance and strong warranties
align with top homeowner priorities. Metal roofing
systems including standing seam and metal trim
categories that are tied to improved performance
and efficiency are experiencing growing demand.
In hurricane and high wind regions, metal roofing
products and pre-manufactured systems that carry
all necessary certifications to meet or exceed
codes and testing standards will be increasingly
adopted.

Other factors forecasted to drive growth for the
segment are overall housing trends. Research
shows more people are staying in their homes
for longer. That's motivating them to select more
durable/high value products that don’'t need to be
replaced as often, like quality metal roofing.

Standing seam is the clear value leader in
residential metal roofing and is expected to
account for the majority of shipment value through
2030. Metal shingles represent the next largest
opportunity, while through-fastened products
continue to hold a meaningful position and IMPs
(Insulated Metal Panels) remain a smaller but fast
growing niche.

Keys to sustained growth

For all the good news in the residential metal
roofing category, there are some areas for
improvement. Forecasts show that consumer
awareness continues to be essential, and efforts
by trade groups such as the Metal Roofing
Alliance are fundamental to driving familiarity and
broad acceptance. As a highly-credible, nonprofit
organization focused on providing robust education

and information to homeowners as they make their
re-roofing decisions, MRA represents the leading
metal roofing players in the industry. MRA has
become a primary resource to help consumers
understand the full value proposition of quality
metal roofing.

Those efforts are proving to be key. Like other high
quality, longer-lasting products, while cost remains
a barrier to entry for some homeowners when it
comes to choosing metal roofing, the study shows
that continued and sustained education is nearly
as important. According to forecasts, leading roof
selection factors align well with metal roofing’s
benefits, especially lifespan, durability, appearance,
and strong warranties. The opportunity for the
industry is to make these benefits easier for
owners, architects, and contractors to compare
against lower-cost roofing options during early
material selection. That includes comprehensive
information, tools and resources that MRA makes
available at www.metalroofing.com, which attracts
thousands of homeowners every year.

“As metal gains market share against traditional
industry (sub)-standard roofing material, our goal

is to be the number one resource for homeowners
to understand the tremendous value proposition

of metal roofing and how it compares to other
materials they may be more familiar with but deliver
far fewer benefits,” said Renee Ramey, MRA
executive director. “Clearly, with forecasts looking
strong, the collective efforts of our manufacturer
and contractor members are needed now more
than ever to drive demand for the entire segment of
residential metal roofing.”

For more information about MRA, how to get
involved and the benefits of membership, visit
www.metalroofing.com
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Industry News

The Roofing Alliance Announces 2026-2027
Melvin Kruger Scholarship Recipients

The Roofing Alliance proudly announces the 2026-27 Melvin Kruger Scholarship Award recipients. The
program offers three scholarship opportunities, and all categories are open to employees of roofing
industry companies, their spouses and dependent children. It is also open to construction management
students enrolled in undergraduate level or students enrolled in CTE programs or schools—regardless
of industry affiliation.

The Roofing Alliance approved thirteen new Melvin Kruger Endowed Scholarship recipients, including:
» Garrett Beckstead, studying Construction Management, Louisiana State University

e Nasheed Benjamin, studying Construction Science Management, Tuskegee University

» Jaleni Diaz De Leon, studying Construction Science Management, Colorado State University

e Carter Dominique, studying Construction Management, Ohio State University

e Tanner Gawith, studying Construction Science Management, Tuskegee University

e Sascha Oliveira, studying Sports Management, Penn State York

e Rylee Raukits, studying Construction Management, University of Florida

* Yahir Reyes-Morga, studying Architectural Technology — 3D Scanning & Building Information
Modeling, Forsyth Technical Community College

» Alessandro Rignanese, studying Construction Management, Florida International University
* Ashwin Varadhan, studying Architecture, Auburn University

* Norman Warcholik, studying Business Management, Arizona State University

» Austin Ziringer, studying Civil Engineering, Columbus State Community College

» Kyle Ziringer, studying Construction Systems Management and Business Administration, Ohio State
University

“Scholarships are one of the most meaningful ways we can invest in the future of our industry. By
supporting students pursuing careers in construction management and related fields, we’re not only
helping them achieve their educational goals—we’re strengthening the workforce and ensuring the
roofing industry has the talented leaders it needs for tomorrow,” said Roofing Alliance Executive
Director, Alison LaValley.

A total of $59,000 was awarded for new scholarships with an additional $55,000 for 12 renewal
scholarships. To date, a total of 186 students have received $1,366,500 in scholarship awards.

Details for the 2027-28 Melvin Kruger Scholarship program and the application guidelines will be
available in early October. For more information about the Melvin Kruger Scholarship Program and
the Roofing Alliance, contact Alison L. LaValley, CAE, executive director, at alavalley@nrca.net or visit

roofingalliance.net.
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UPCOMING EVENTS

0CT

RCAT 51ST ANNUAL TEXAS ROOFING
CONFERENCE

GAYLORD TEXAN RESORT & CONVENTION
CENTER

(800) 997-6631
WWW.RCAT.NET/TRADESHOW.HTML

2157-23%

0CT
2157-23%

MRCA FREE WEBINAR

THE COMPANY THAT OWNS YOU.
800.497.6722
MRCA.ORG/AWS/MRCA/PT/SP/EVENTS

NOV
18™-19

MRCA LEADERSHIP SUMMIT
CAPE CORAL FLORIDA
800.497.6722
MRCA.ORG/AWS/MRCA/PT/SP/

CONFERENCE

WRCA SCHOLORSHIP APPLICATION DUE

WISCONSIN ROOFING CONTRACTORS
ASSOCIATION (WRCA) IS PLEASED TO OFFER
ONE OR MORE SCHOLARSHIPS

888-782-6815
WRCAONLINE.ORG/SCHOLARSHIP

BEST OF SUCCESS CONFERENCE
BONITA SPRINGS, FL

844-644-7449
WWW.ROOFINGCONTRACTOR.COM/BEST-

OF-SUCCESS-CONFERENCE

MRCA SPRING BOARD & COMMITTEE
MEETINGS (CLOSED MEETINGS)

HILTON WASHINGTON DC CAPITOL HILL
800.497.6722

MRCA.ORG/AWS/MRCA/PT/SD/
CALENDAR/372325/_BLANK/LAYOUT
DETAILS/FALSE

CALL TO ADVERTISE YOUR EVENT: 800-497-6722

NOV.

20 MICAN 26

Covdl
%RIDA

MIDWEST ROOFING
CONTRACTORS ASSOCIATION
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INDUSTRY NEWS

Roofing Alliance Expands Professional Training Program
with New Sustainability and Resiliency Course

The Roofing Alliance—Clemson University Professional
Training Program has launched its newest course, Roofing
Sustainability and Resiliency. This fully online, self-paced
training course gives roofing professionals practical knowledge
of sustainability and resiliency across the roofing supply
chain—and participants can now earn 8 AlA Continuing
Education credits.

Topics explored during this new course include:
e Sustainability and Resiliency
* Raw Material Extraction and Procurement
e Manufacturing and Production Process
* Distribution Considerations
* Roof Construction and Installation

* Installation Quality Assurance and Quality Control

MICA

MIDWEST ROOFING CONTRACTORS ASSOCIATION

A

WA\
CERTA

CERTIFIED ROOFING TORCH APPLICATOR

TRAINING DELIVERED TO YOU

» Post Construction Performance and Maintenance
 Life Cycle Assessment

¢ Innovation in Roofing

e Market Drivers, Trainings and Certifications

¢ Challenges and Commitment to Sustainability

The new course joins three existing professional training
courses:

* Roofing Fundamentals
* Roofing Management
¢ Roofing Business and Leadership

Take one course or all four. Participants have 60 days to
complete each course and, upon successful completion of
the coursework and final examination, earn a Certificate of
Completion. NRCA members save $100 per course, and
Roofing Alliance members save $300 per course. Bulk pricing
also is available.

To learn more about Roofing Sustainability and Resiliency, visit
here.

SCHEDULE YOUR CERTA TRAINING SESSION TODAY!

Questions? Call the CERTA line (937) 206-2132
or email: CERTA.Info@mrca.org

Scan with your phone »-
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WHY A
MALARKEY
SHINGLE?

MADE BETTER, LAST LONGER, MORE SUSTAINABLE

Unlike standard roofing shingles, Malarkey shingles are made of
Rubberized Asphalt for superior all-weather resilience, Upcycled Rubber
& Plastics to reduce landfill waste, and Smog-Reducing Granules that
help clean the air.

Better Performance, & Better for the Environment -
Why not a Malarkey shingle?

WHEN IT MATTERS®
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