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Selling always came easy to Ed Dunlap. That much he 
knew — and held onto as a backup — if his plans for 
starting his own janitorial supply business fell through. 

What the Cleveland-based roofing materials salesman didn’t 

know in 1968 was that he was on his way to establishing one 
of the biggest and most successful roofing companies in the 
trade while embarking on an extraordinary business career most 
entrepreneurs can only dream of.

› CentiMark has 120 employees with at least 20 years 
of service to the company, including the ones photo-
graphed here outside headquarters in Canonsburg, 
Penn. Among the longest-serving employees are 
(foreground, from left): Steve Hecht, Director of Group 
Purchasing Organizations (45 years); President and 
COO Tim Dunlap (38 years); Founder, Chairman and 
CEO Ed Dunlap (48 years); and John Rudzik, Executive 
Director CentiMark Foundation (39 years). Photos by 
Chandler Crowell Photography.

Innovation, Focus on Niche Services and Long-Term Planning 
Continue to Keep CentiMark at the Forefront of the Roofing Industry 

in North America 
By Art Aisner

ON THE

MARK
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Northern Industrial Maintenance, the company 
Dunlap started in the basement of his home with 
$1,000, was the foundation of CentiMark. 

Nearly five decades later, the commercial 
roofing and flooring juggernaut again sits atop 
Roofing Contractor’s Top 100 Roofing Contractors 
List for 2016 (see pages 42-48 for full coverage), 
reporting a whopping $540 million in revenue. 
It’s the fifth consecutive year CentiMark earned 
the top spot on the self-reported list and marks 
another year of being within the top two. 

Revenue grew by roughly 10 percent in 2015, and 
despite challenges in the overall economy, national 
sales exceeded $600 million for the first time, 
officials said. CentiMark is in the midst of a 15-year 
growth cycle that today encompasses 80 locations 
across the United States and Canada that provide 
eight different roofing systems — from TPO and 
EPDM to metals and steep slope shingles.

“I didn’t even know how many zeroes there 
were in one million when I started, let alone 600 
million… so that was the farthest thing from my 
mind,” Dunlap said when asked about his initial 
vision for the business. 

The company is also diversified and has a 
wide array of ready-to-market service offerings 
ranging from patch and repairs and preventative 
maintenance to solar panel installation and 
customized digital account databases.

The Climb
Just before he launched his business, Dunlap’s 

previous employer relocated him to the Pittsburgh 
area. The timing was fortunate. U.S. Steel was king 
in the region and driving the American economy, 

and there was no shortage of industrial facilities that needed the 
cleaning chemicals and maintenance he provided. But Dunlap said 
the competition was fierce, and it took just about a year for him to 
realize there was a hole in the market for roofing contractors. He 
switched his primary focus to roofing, and the business took off 
with signs of enormous potential for future growth. The company 
really began to gain momentum after it started to perfect the 
application of EPDM roofing systems. Their popularity provided 
the capital needed for Dunlap to set his sights on expansion, but he 
was interested only in doing it organically.

“That was really the beginning,” he recalled. “We started a 
branch office in Ravenna, Ohio … then we decided to take the 
south on in Roanoke, Va., and gradually built it up to the point 
where it’s at today,” he said. “Everything was grown in-house. 
The only thing we acquired was good people in those areas.”

The model was challenging … but working. And, as he notes 
proudly, Dunlap stuck to it as other roofing companies — big 
and small — tried to realign the industry into regional or national 
conglomerates. He watched closely as the ‘roll-ups’ — his term for 
roofing companies that banded together to draw national business 
— floundered and came to an inevitable conclusion.

“They’ve all failed pretty much,” Dunlap said. “You can’t get 20 
CEO’s in the same board room and expect to come up with any 
answers. Everybody has their own ideas and it just doesn’t work.”

“We’ve always felt growing from within and doing it in a slow, 
business-like fashion — one branch after another, one region 
after another — just seemed to work out.”

That philosophy carried over under the leadership of 
President and COO Tim Dunlap, Ed’s oldest son. Others did 
too, including CentiMark’s longstanding preference to avoid 
public bidding and instead generate business the old-fashioned 
way: taking care of current customers and not shying away from 
calling on prospects.

Tim Dunlap is the first to admit he’s learned the business 
inside out from his father and both of them proudly point out his 
ascension was hardly fast tracked — to say the least. 

Tim was just 8 years old when his father started the company 
that would become his life’s work. The oldest of four siblings, he 
showed an interest in the business early on and always envisioned 
himself having a role. That interest intensified shortly after high 
school graduation and a brief stint in college. 

“He talked me into giving college a shot and about two weeks 
after I started, I walked into a diner and told him I was done 
with school. That I had no interest and I wanted to get out on 
the roof,” he recalled, chuckling. 

The older Dunlap said he hoped Tim would go to college to 
gain life experience and learn skills that would eventually enhance 
the family business. But he accepted and respected the decision.

“Well, I’ve had better meals at the diner. Put it that way,” he 
said, recalling how Tim broke the news during that lunch near 
company headquarters in Canonsburg, Penn. “He gave me a little 
bit of heartburn, but I figured, ‘you’re going to learn the business 
now because you’re getting on that roof.’”

It was 1978 — the year CentiMark started installing EPDM 
roofs and generating momentum. Tim, who was part of the 
company’s first EPDM job on a high school in nearby St. Mary’s, 
Penn., withstood the professional challenges and company 
growing pains. He was promoted to estimator after his first year 
and then entered the sales realm for roughly 15 years before 
eventually managing his own branch and then region of the 
country. He took over as president in 2003, 25 years after getting 
on his first roof. 

“He always waited for me to come to him to pursue the next 
opportunity, and to make sure I was ready for the next level,” 
Tim said. 

Strong Structure
CentiMark divides its territories into five geographic locations 

that are each led by a member of an executive committee spaced 
throughout North America. Other members of the committee 
are leaders in the areas of finance, sales, marketing, service and 
QuestMark, a division of CentiMark for commercial flooring. 

In addition to the younger Dunlap, many of CentiMark’s 
executives, management and sales team leaders started out on the roof.

“That’s where you learn the business … out on the roof,” he 
said. “It’s where you learn the ropes.”

The loyalty and dedication shared by so many employees is 
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by design. In addition to training and professional development, 
the company provides opportunities for relocation across the U.S. 
and part ownership in the company through its Employee Stock 
Ownership Plan (ESOP). Employees own a 30 percent stake in 
the company and have a vested interest in its continued success 
beyond just a paycheck. That trust was earned over time — in 
part — by CentiMark’s emphasis on quality and safety. 

Incident rates company-wide are roughly 68 percent lower 
than the industry average, and in 2015-16, CentiMark reached 
an Experience Modification Rate (EMR) of .41 — lowest in 
company history. 

In addition to a corporate safety and risk department, 
CentiMark has branch safety inspectors that serve field offices. 
Their primary responsibilities are project safety set-up and 

unannounced inspections to ensure compliance 
with all customer, federal and state regulations. 
Branch safety inspectors report directly to regional 
managers and work together with safety and 
operations personnel to improve compliance.

Operations managers conduct monthly safety meetings with 
all production and service employees to review general and 
job-specific safety needs. Regional safety specialists conduct 
mandatory safety meetings each and every quarter. When issues 
are identified, the regional safety specialists address them with 
periodic safety meetings that cover accident trends, potential 
jobsite problems and unannounced inspection reports.

CentiMark also has a safety-training certification program 
that’s comprised of 17 individual standardized safety-training 
units developed specifically for roofers. Each unit is offered 
annually, and training is provided by regional safety specialists 
who then ‘certify’ all company employees that complete their 
requirement.

“We’re committed to maintaining the same degree of success 
and reputation in safety as we have in the quality of roofing 
services that we provide,” Tim Dunlap said.

› CentiMark offers its 3,500 non-union employees competitive benefits, 
an Employee Stock Ownership Plan (ESOP), and safety protocols rated 
among the best in the industry. Pictured are (from left): Jason Dewey,  Scott 
Luck,  John Champlin  and Coy Wilson.
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Moving Forward
CentiMark wouldn’t be where it is today without Ed Dunlap’s 

“big-picture” mindset. He doesn’t shy away from taking 
calculated risks and executing new ideas. Innovation was and still 
remains a priority. 

Centimark is credited with becoming the first company to 
start a national accounts program in the construction industry.

Though small accounts were the company’s bread and butter at 
the time, CentiMark was starting to generate business with larger 
corporations with a national reach. Dunlap said it made sense to 
try and set up a part of the organization to call directly to large 
corporate accounts. He credits a lot of the success to Director 
of Group Purchases Steve Hecht, who’s still with the company 
after 45 years. One of Dunlap’s first hires, Hecht is among 120 
employees with at least 20 years of service with the company.

Dunlap also brought single-source warranties into the 
mainstream, and directed the first national toll-free number for 
customers and telemarketing campaigns in the industry. 

The innovations continued in the 1990s, when CentiMark 
began investing in technology. As the world evolved into the 
digital age, the company was right on the forefront, formulating 

programs and designing 
customized software in-house 
to manage the business more 
efficiently. It’s also enhanced 
relationships with customers.

With software built in house, 
officials can collect, store and 
analyze data directly from any 

roofing project ongoing around the country — in real time. 
The cutting edge technology and success of the national 

accounts program combined drove the business to a whole new 
level. They also provided the Dunlaps with a road map to the 
markets with the highest demand, and that’s where they focused 
their long-term strategy for expansion. Revenues topped $100 
million in 1994, and grew to $300 in the next decade. 

“We wanted to set up a situation where they (a customer) 
from anywhere in the country could pick up a phone 24/7 and 
we could send a team out to address their significant problem,” 
Ed Dunlap said. “We were the only ones in the United States 
that could do that. The other companies just didn’t have the 
stretch that we did.”

Most still don’t, allowing CentiMark to continue dominating 
the field. And there are no signs of slowing down. 

Each division runs its own five year forecast and the executive 
committee charts priorities for operations and investments to 
maximize growth. Dunlap said the company is experiencing 
roughly 8 percent growth from last year’s revenue during the first 
half of 2016.

While pleased, the Dunlaps note they aren’t necessarily 
satisfied. They openly state the next major milestone to eclipse is 
to become a billion-dollar corporation, and given their company’s 
history of consistently maintaining profitable growth, it’s widely 
believed to be just a matter of when, not if.

“I was never really in it for the money, it was to see how far 
you can get in America,” the elder Dunlap said. “I wanted to see 
how far we could go.”

Art Aisner is editor of Roofing Contractor. He can be reached at 
248-244-6497 or aisnera@bnpmedia.com. 

› “We wanted to set up a situation where they 
(a customer) from anywhere in the country could 
pick up a phone 24/7 and we could send a team 
out to address their significant problem,” said 
CentiMark Founder Ed Dunlap. Photos courtesy 
of CentiMark.



It’s August, and for the team here at 
Roofing Contractor, that means we 
only have one thing on our minds… 

compiling a list of the Top 100 Roofing 
Contractors in the United States. For the 
eighth year in a row — with your help 
— we’ve collected annual sales revenue 
submissions to create our 2016 list of the 
highest ranking roofing professionals. 

Roofing contractors from every region 
and virtually every major market in the 
country voluntarily reported their company’s 
revenue and other business statistics for 
2015. Some also provided reasons for their 
continued success over the past year and in-
cluded valuable insight that could help move 
contractor’s up or even get on next year’s list. 

The revenue information provided 

was self-reported throughout the first 
half of 2016.  

As the economy continues to propel 
forward, it’s clear that the fast-paced roof-
ing industry is moving right alongside it. 
Though a few familiar names have remained 
on top for another year, there are a number 
of new companies that have earned their 
spot on this year’s list, demonstrating that 
hard work does pay off. In addition, many 
companies reported an increase in revenue 
from their 2014 numbers, and most de-
scribed high hopes of continued momentum 
through 2016. 

The top spot for 2015 remains the 
same, as one company reported the highest 
revenue for an astounding 5th year in a row. 
CentiMark Corporation in Canonsburg, Pa. 

reported an annual revenue of $540 million, 
a substantial increase from their $508 mil-

lion in 2014. 
“CentiMark has been in business for 

48 years. We’re proud and honored 
to be in the Top 100 list as a roofing 
industry leader. We’re proud of our 
associates who are experts in their re-
spective fields. We’re proud of the 120 
CentiMark associates who have over 

20+ years tenure with our company,” 
said the company’s Manager of Public 

Relations, Kathy Slencak. (Read more about 
CentiMark in pages 50-54 of this issue.) 

The second spot is again held by Tecta 
America. Located in Rosemont, Ill., Tecta 
America finished 2015 with a solid perfor-
mance, and is now looking ahead to the 
remainder of 2016. “Tecta is continuing its 
focus on incremental improvements. We 
employ best practices, take care our em-
ployees and demonstrate quality workman-
ship at all levels and locations,” said Senior 
Marketing Coordinator Shannon Bennett. 

Nations Roof LLC jumped from the 7th 
spot to the 4th, adding an additional $31.6 
million in revenue for 2015. Rounding out 
the top five companies are Baker Roofing 
Company at $200 million in revenue, and 
Mr. Roof/Able Roof at $125 million.

A Strong Finish
Solid, positive feedback character-

ized many of the submitted com-
pany’s financial performances. A vast 
majority of the companies listed on 
our 2015 Top 100 list reported an 
increase in revenue for 2015 as well 
as advancing growth heading into the 
second half of 2016.

Bliss Roofing, Inc., headquartered 
in Clackamas, Ore., reported an 
incredibly successful 2015, and even 
forecasted 2016’s potential to be their 
best year yet. “2015 was a record 

LEADERS OF SOME OF THE MOST 
SUCCESSFUL ROOFING COMPANIES 
IN THE INDUSTRY SHARE VALUABLE 
INSIGHT ABOUT THE PAST YEAR AND 
WHAT IT MEANS GOING FORWARD

#23

#61
#7 

By Courtney Dobson
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breaking year for Bliss Roofing. It was the best 
year financially in the almost 50 years we have 
been in business,” said Kaitlin Bliss, secretary 
at Bliss Roofing. 

Another notable company that reported 
increased revenue for 2015 was veteran Top 
100 contractor, Kelly Roofing in Naples, 
Fla.  “Kelly Roofing did better in 2015 
than 2014 both on revenue and in profit,” 
said company President Ken Kelly. The 
company credits continued success to its 
implementation of a new sales system, as 
well as a commitment to providing a pros-
perous work environment for employees. 

Numerous companies are also beginning 
to discover the light at the end of the tunnel 
following the economic collapse in 2008. 

Among them is The Original Roofing 
Company, headquartered in the thriving Las 
Vegas market. The company, which reported 
$24.6 million in revenue for 2015, men-
tioned the positive aspects that last year’s per-
formance offered. “2015 was a recovery year, 
this was the first year the company made an 
acceptable profit margin since the downturn 
in 2009,” said Patrice Reed, project manager. 
Company officials also described 2016 as “ex-
ceptional” and anticipate 10 percent growth.

Commercial Roofers Inc., also located in 
Las Vegas, reported a similar feel from their 
2015 season. “We, along with the Vegas Val-
ley, are in recovery mode since the downturn. 
We are seeing growth in the commercial 
sector, though finding skilled labor is still a 
problem,” said Sales Administrator Michelle 
Draucker. She also said the company is ag-
gressively bidding work in neighboring states.

Another company that maintained 
steady growth in 2015 was Advanced Roof-
ing Inc. Marketing Manager Bill Arseneau 
called 2015 their best year following the 
economic downturn.

“We’re proud to say we earned more 
revenue in 2015 at $75,673,140 than 2014 
at $69,408,648, which was our busiest year 

since the great recession.” Moving forward 
into the second half of 2016, the company 
plans to increase reroofing projects and solar 
carport installations, as well as add an ad-
ditional 20 employees to their team. 

The momentum seems unstoppable as 
many companies are showcasing limitless 
potential for revenue growth in 2016. 

Propelling Forward
The roofing industry has become 

increasingly competitive over the years, with 
companies vying for big jobs in busy markets. 
As the necessity for functioning roofs of all 
varieties grows stronger, the demand increases, 
and companies are on the forefront of that 
growth — introducing new initiatives and 
ideas for 2016. 

One standout company reported a slight 
increase in revenue for 2015, and a great 
amount of confidence moving forward into 
the second half of 2016. D&D Roofing, 
Inc., located in Commerce City, Colo., 
recorded $32.2 million for 2015 up slightly 
from $31.4. Sales Director Scott Brady 
elaborated on the company’s 2015 success, 
“We had a very strong and rewarding year. 
We have made changes that will allow us 
to increase the amount of work we can 
complete. We have added crews and the 
amount of work we are bidding. We expect 
to increase production and total amount of 
work (in 2016).” Brady also said employees 
are proud to be a part of the Top 100. “Our 
team works very hard and it’s nice to have 
their efforts recognized.”  

Another company that reported solid 
growth for 2015 was Roofing Solutions, 
located in Prairieville, La. The company 
experienced an overall growth of 89 percent 
from 2012-14, and highlights 2015 as the 
most profitable year in just over a decade of 
service. Officials are confident their success 
will continue in 2016 as they implement ways 
to improve performance.

“2016 will be a year to focus on execution 
and building capabilities to improve customer 
satisfaction and competitive advantages to 
succeed in our local markets,” said Lauren 
Reynolds, business development manager. 
“We understand that being a leader in this 
competitive industry requires constant knowl-
edge advancement.”

Other companies that reported record 
revenues for 2015 include J Ferg Roofing 
Pros with locations in Amarillo, Lubbock and 
Abilene, Texas. The company logged $20.2 
million in sales for 2015, up from $15.4 mil-
lion in 2014. Springer-Peterson Roofing & 
Sheet Metal, Inc. of Lakeland, Fla. reported 
$20.8 million in revenue for the year, a size-
able increase from $13.2 million in 2014.

Having revamped the company from the 
ground up, John Beal Inc., headquartered in 
St. Louis, Mo. credited 2015 as one of the 
biggest years in the company’s history. Sam 
Maiden, the company’s general manager, 
explained that they’re even expecting 2016 to 
outshine 2015. “We are currently outpacing 
2015 by a substantial amount. We created a 
pricing app that instantly creates labor and 
material orders and levels out pricing from 
house to house.” 

One Step at a Time
To stay relevant in a market as competitive 

as roofing, contractors know that being on 
the forefront of new ideas and methods to im-
prove productivity is a huge part of the battle. 
We’re seeing many investing in marketing, 
training, social media and new sales programs. 

One such initiative comes from Evans 
Roofing Company in Elmira, N.Y. The team 
at Evans spent 2015 both improving their 
operating procedures, as well as cultivating 
working relationships with their customers. 
Corporate Business Development Manager 
Dustin Lanterman elaborated on the ways 
the company is moving forward, “Increased 
marketing efforts, including the adoption of 
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1. CentiMark Corporation Canonsburg, PA $540,749,140 3,500 0% 100%

2. Tecta America Rosement, IL $420,781,000 2,500 5% 95%

3. Baker Roofing Company Raleigh, NC $200,000,000 1,000 10% 90%

4. Nations Roof Lithia Springs, GA $153,600,000 1,000 0% 100%

5. Mr. Roof/Able Roof Columbus, OH $125,000,000 250 75% 25%

6. Kalkreuth Roofing and Sheet Metal Wheeling, WV $100,937,000 568 1% 99%

7. Best Contracting Services Gardena, CA $98,000,000 450 0% 100%

8. Beldon Group of Companies San Antonio, TX $95,337,702 565 75% 25%

9. Empire Roofing, Inc. Fort Worth, TX $88,382,000 560 0% 100%

10. Titan Roofing, Inc. Springfield, MA $82,558,272 554 2% 98%

11. Simon Roofing Youngstown, OH $82,259,641 553 0% 100%

12. Holland Roofing Cincinnati, OH $76,432,000 450 0% 100%

13. Advanced Roofing Inc. Fort Lauderdale, FL $75,673,140 335 0% 100%

14. Aspen Contracting Inc. Kansas City, MO $75,200,000 350 90% 10%

15. Collis Roofing Inc. Longwood, FL $55,649,221 235 85% 15%

16. Roofing Southwest Phoenix, AZ $50,000,000 250 10% 90%

17. Crowther Roofing & Sheet Metal of Florida, Inc. Fort Myers, FL $48,500,000 450 20% 80%

18. Kodiak Roofing & Waterproofing Co. Roseville, CA $48,226,700 345 0% 100%

19. Elmer W. Davis, Inc. Rochester, NY $47,446,642 250 0% 100%

20. Interstate Roofing, Inc. Denver, CO $46,000,000 25 90% 10%

21. Kpost Company Dallas, TX $43,063,663 350 0% 100%

22. United States Roofing Corporation Norristown, PA $42,059,871 220 0% 100%

23. Burns & Scalo Roofing Company Inc. Pittsburgh, PA $39,340,773 250 12% 88%

24. Roofing Solutions Baton Rouge, LA $37,985,642 75 0% 100%

25. D.C. Taylor Co. Cedar Rapids, IA $37,773,717 197 0% 100%

26. Infinity Roofing & Siding, Inc. Houston, TX $33,775,000 32 90% 10%

27. Feazel, Inc. Westerville, OH $33,616,209 220 50% 50%

28. Aloha Construction, Inc. Lake Zurich, IL $33,000,000 105 96% 4%

29. D&D Roofing Inc. Commerce City, CO $32,200,000 160 10% 90%

30. Best Roofing Fort Lauderdale, FL $32,000,000 200 5% 95%

31. The Roof Depot, Inc. Alpharetta, GA $30,000,000 90 20% 80%

32. McKinnis Inc. Blair, NE $29,138,512 78 50% 50%

33. Hayden Building Maintenance Corp. West Nyack, NY $28,883,018 49 2% 98%

34. Triad Blue Springs, MO $28,000,000 225 85% 15%

35. Best Choice Roofing and Home Improvement, Inc. Hendersonville, TN $27,925,582 65 99% 1%

35. Evans Roofing Company, Inc. Elmira, NY $27,175,983 250 0% 100%

37. Precision Construction and Roofing North Richland Hills, TX $26,512,900 26 75% 25%

38. Jottan, Inc. Florence, NJ $25,488,000 100 0% 100%

39. Kidd Roofing Austin, TX $25,503,000 100 70% 30%

40. John Beal Inc. St. Louis, MO $25,000,000 49 80% 20%

41. The Original Roofing Company LLC Las Vegas, NV $24,650,000 310 40% 60%

42. Midland Engineering Co. South Bend, IN $22,800,000 150 5% 95%

43. American Roofing Company, LLC Summerville, GA $22,568,000 122 50% 50%

44. Commerical Roofers Inc. Las Vegas, NV $22,165,259 150 0% 100%

45. America Roofing LLC Phoenix, AZ $21,559,677 13 95% 5%

46. Springer - Peterson Roofing & Sheet Metal, Inc. Lakeland, FL $20,847,000 200 5% 95%

47. Allen Roofing & Siding Ellisville, MO $20,629,840 125 85% 15%

48. J Ferg Roofing Pros Lubbock, TX $20,200,000 150 80% 20%

49. Hudson Valley Roofing and Sheet Metal New Windsor, NY $20,210,279 95 0% 100%

50. Butcher & Butcher Construction Rochester Hills, MI $20,000,000 140 20% 80%

LOCATION TOTAL 
REVENUE

PEAK 
STAFF

RESIDENTIAL 
%

 COMMERCIAL 
%COMPANY NAME

Note: The information on this list was self-reported by respondents through July 1st of 2016.

100
Top
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51. Platinum Roofing, Inc. San Jose, CA $18,470,000 135 0% 100%

52. Elite Roofing Solutions, Inc. Houston, TX $18,234,333 40 80% 20%

53. Roofing By Curry Sarasota, FL $16,903,847 99 95% 5%

54. Roofing Annex Cincinatti, OH $16,000,000 12 97% 3%

55. Schena Roofing & Sheet Metal Co., Inc. Chesterfield, MI $16,000,000 104 10% 90%

56. Kelly Roofing Naples, FL $15,825,000 115 78% 22%

57. White Castle Roofing Lincoln, NE $15,350,000 125 80% 20%

58. G. Fedale Roofing Wilmington, DE $15,152,568 80 70% 30%

59. Barber & Associates Jacksonville, FL $15,000,000 55 0% 100%

60. Bliss Roofing, Inc. Clackamas, OR $15,000,000 90 90% 10%

61. Tory’s Roofing & Waterproofing, Inc. Pearl City, HI $15,000,000 55 40% 60%

62. A-R Roofing & Exteriors LLC Pratt, KS $14,535,000 115 81% 19%

63. Turner Roofing and Sheet Metal Inc. Broken Arrow, OK $14,400,000 80 20% 80%

64. Noland's Roofing Inc. Clermont, FL $14,400,000 100 100% 0%

65. DKG & Associates, Inc. Alburquerque, NM $14,000,000 70 1% 99%

66. Storm Renovators Chesterfield, MO $13,865,528 35 95% 5%

67. Great Plains Roofing and Sheet Metal Kansas City, KS $13,759,842 85 0% 100%

68. A-Lert Roof Systems New Braunfels, TX $13,000,000 80 0% 100%

69. ASAP Roofing LLC Denver, CO $12,716,640 100 85% 15%

70. Perry Roofing Contractors, Inc. Gainesville, FL $12,462,792 90 21% 79%

71. Star Roofing Inc. Phoenix, AZ $12,250,000 75 6% 94%

72. RSI Roofing & Solar San Diego, CA $12,096,729 82 25% 75%

73. Lyons Roofing Phoenix, AZ $12,089,797 135 75% 25%

74. Legacy Roofing Services Akron, OH $12,000,000 95 20% 80%

75. Roofed Right America Milwaukee, WI $11,851,336 104 1% 99%

76. Childers Roofing & Sheetmetal, Inc. Jacksonville, FL $11,550,000 75 5% 95%

77. Sack Roofing, Inc. Lady Lake, FL $11,150,316 74 80% 20%

78. King Quality Bohemia, NY $10,900,000 30 100% 0%

79. Schulte Roofing, Inc. College Station, TX $10,866,803 50 70% 30%

80. Nations Renovations Dallas, TX $10,850,000 65 25% 75%

81. Antis Roofing and Waterproofing Irvine, CA $10,100,000 85 100% 0%

82. Z Roofing & Waterproofing Hialeah, FL $10,000,000 50 40% 60%

83. Legacy Resoration, LLC Plymouth, MN $10,000,000 35 95% 5%

84. GP Martini Roofing Co, Inc. Downingtown, PA $9,860,000 42 70% 30%

85. Ashco Exteriors Inc. Champlin, MN $8,665,153 16 90% 10%

86. BSW Roofing & Solar Bakersfield, CA $8,665,000 60 92% 8%

87. Champion Roofing Bensenville, IL $8,000,000 25 60% 40%

88. Exterior Medics Springfield, VA $7,699,915 32 60% 40%

89. SHELL Roofing Solutions Group Chino, CA $7,600,000 24 0% 100%

90. Roofing Professionals of Texas Fort Worth, TX $7,432,000 33 60% 40%

91. Tri State Roofing Idaho Falls, ID $7,150,000 28 90% 10%

92. Pro Com Roofing Corp. Warrington, PA $7,000,000 27 2% 98%

93. Bow-Tie Roofing Systems New Braunfels, TX $6,700,000 48 90% 10%

94. Wedge Roofing Petaluma, CA $6,542,324 45 48% 52%

95. Town and Country Roofing, Inc. Frisco, TX $6,100,000 35 98% 2%

96. Peterson Roofing, Inc. Mount Prospect, IL $6,000,000 35 60% 40%

97. JP Hunter Co. Inc. Riverhead, NY $6,000,000 35 70% 30%

98. Graham Roofing Incorporated West Point, MS $5,877,000 50 5% 95%

99. RoofCo, Inc. Rocklin, CA $5,700,000 25 0% 100%

100. Pond Roofing Company, Inc. Fairfax, VA $5,690,484 22 100% 0%
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%

 COMMERCIAL 
%COMPANY NAME
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curated social media and traditional market-
ing pieces. Memberships in various national 
associations and engaging our employees to 
learn more about the roofing industry.”

Building a successful brand was a big 
goal in 2015 for Royal Renovators Inc., a 
company with two locations in Brooklyn 
and Queens — the heart of the New York 
market. Company President Sean Levine 
spoke of Royal Renovators’ driving forces to 
propel forward for 2016. 

“We are increasing our brand awareness 
via online advertising campaigns, as well as 
heavily concentrating on customer online 
reviews to build a brand reputation on the 
internet. This has resulted in reputation 
oriented phone calls dramatically increas-
ing,” Levine said.  

Customer service and technology 
proved to be important assets over the 
last year for Kidd Roofing, which has 
three separate locations in the flourishing 
Texas market. Having experienced major 
hailstorms in two of their markets last year 

— an instance that isn’t tracked in their 
yearly budget — Kidd Roofing reported a 
record year in 2015. “We have picked up a 
lot of new work. We attribute most of that 
to having maintained a high level of cus-
tomer service with our builders. We have 
also utilized more technology out in the 
field to help improve our service,” Owner 
Chris Lowe said. He also mentioned hir-
ing new staff members to keep quality at 
high importance on all jobs. 

A Greater Meaning
Given that this is our 8th year in a row 

recording the Top 100 Roofing Contractors 
in the U.S., we wanted to get a feel for what 
it means for contractors to be a part of what 
has become a tradition here at RC. In ad-
dition to learning how Top 100 has helped 
several businesses, we also discovered how 
companies have leveraged the title in their 
marketing, and view it as a validation of the 
hard work put in throughout the year. 

Simon Roofing, located in Youngstown 

Ohio, noted how important being a part 
of the Roofing Contractor Top 100 List is, 
as well as the helpful influence it can have 
when selling to customers. 

“Being a part of the Roofing Contractor 
Top Contractor list helps to solidify our 
position as one of the leading roofing com-
panies in the country,” said the company’s 
VP of Marketing, Sue Stricklin. “Our sales 
team shares the listing throughout the year 
with existing clients, as well as prospective 
ones, and we also tout the ranking on our 
website and social media.” Company of-
ficials also noted that embracing innovation 
and technology that will increase productiv-
ity and efficiency plays a large role in their 
2016 goals.

In a business where your reputation 
means a great deal, the Top 100 list is a great 
way for contractors to show customers how 
their revenue holds up to competitors. It’s 
also beneficial in building trust with custom-
ers, arguably the most important part of the 
roofing sales cycle experience. 

Doug Lanier, CEO and owner of Collis 
Roofing in Longwood, Fla., elaborated on 
the importance of building credibility in 
a market known for its sales scams. “It has 
helped substantiate to those who are new 
to our brand or the area that we are not 
only reputable but large enough to handle 
the work they are looking for,” Lanier said.  
“In a market that is saturated with roofing 
contractors, both licensed and unlicensed, 
that are participating in insurance fraud and 
flooding the news with false hail and storm 
claims, it is imperative to have as much 
“proof” that Collis Roofing is a substanti-
ated, reputable contractor that homeowners, 
builders and commercial property owners 
can trust.”

It’s safe to say that 2015 proved to be a 
successful and prosperous year for a great 
deal of roofing contractors throughout 
the U.S. As sales methods and customer 
service procedures continue to evolve, 
contractors are rewriting the script on 
running successful roofing companies. An 
unbounded amount of potential exists for 
the remainder of 2016 and we’re already 
eager to see where contractors will fall on 
the list come next year. 

Courtney Dobson is the Associate Editor of 
Roofing Contractor. She can be reached at 
248-786-1233 or dobsonc@bnpmedia.com. 
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