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A ROOFING EMPIRE
A Look Inside CentiMark's Success and Growth 
to Become a $672 Million a Year Business
Successful entrepreneurs must have a vi-
sion to adapt and have a passion for what 
they do; two characteristics you will most 
certainly find in Ed Dunlap, founder of 
Southpointe based roofing company Cen-
tiMark. In 2017, CentiMark generated an 
impressive annual sales of $672 million, 
making them the largest roofing company 
in North America. This year marks their 
50th anniversary. Nearly ninety percent of 
all startups will fail.  In a business climate 
where so many are unsuccessful, they have 
built an empire. Below we chronicle the sto-
ry of their success, longevity, and financial 
growth in an interesting tale that is a testa-
ment to the hard work of Ed Dunlap, his 
son Tim Dunlap, and their 3,500 associates 
across the United States and Canada.

Origins
The origin of CentiMark began in 1967 
when Ed Dunlap started D&B Laboratories  
as a part-time industrial cleaning products 
business in the basement of his home. In 
1968, with $1,000 seed money from D&B 
Laboratories and one associate, Dunlap 
started Northern Chemical Company. This 
upstart building maintenance products and 
services business produced first year sales 
of $98,500. In response to customer needs, 
Northern Chemical Company became in-
volved in roofing and flooring maintenance. 

In 1987, the corporate name was officially 
changed to CentiMark Corporation. "Cen-
ti" refers to the 1987 goal of achieving $100 
million in sales (achieved in 1994) "Mark" 
recognizes the company's unique contribu-
tions to the roofing industry. 

Growth, Expansion, and
the Keys to Success
From early on, Ed Dunlap adopted a busi-
ness principle that would be the foundation 
for their success. All of their products were 
private labeled and backed by a CentiMark 
single source warranty. Through this mantra 
they went from earning $1 million in annual 
sales in 1974 to $10 million in 1984.

In the following decade their revenue grew 
to $100 million and can be attributed to two 
main factors. The development of a nation-
al accounts program and the introduction of 
a new single ply rubber roofing technology 
called EPDM. Each of which were unheard 
of in the industry.

Ed Dunlap (left) and his son Tim Dunlap 
(right) have worked hard with their team to 
build CentiMark into the $672 million a year 
roofing empire it has become today.  Ed 
founded the business in 1968. Tim took over 
day-to-day operations as COO in 2003.

photo by Redford Photography

◄ Ed Dunlap (right)
at desk with his first two 
associates: Ron Cammel, 
Operations and Alex
Wojdanoski, Sales in 1970

▲ Ed Dunlap (left) and Ron 
Cammel, Operations (right) 
in warehouse with plastic 
mortar flooring products 
1970.

Continued on page 24
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A SOLUTION FOR YOUR ACCESS CONTROL 
AND KEYLESS ENTRY NEEDS

Keypad Entry
Keypads require a 4 digit PIN number to 
activate with the ability to customize PIN 
numbers to individuals if desired. Change 
PINs on the fly as needed.

Card Access
Proximity detector only requires that you 
‘waive’ the card in front of the device. For 
added security it is possible to require use 
of both a PIN and/or a key fob.

Keyfobs
Key fobs work in a similar fashion as card 
access but are smaller and conveniently 
designed to fit on a key ring.

Biometric Readers
Biometric readers require a finger print 
to activate and are great for protecting 
valubale equipment or areas in need of 
high security.

What are the many applications
for key and card access? 

1 Keep employees in their own 
department, floor, or area

2 Eliminate keys for cleaning 
companies, sub-contractors, 
and third party visitors. 

3 Change codes immediately 
rather than changing locks 
and keys. 

4 Eliminate theft of materials 
from store rooms and high 
value inventory areas. 

5 Control when people can go 
into areas by time, day, week 
day, or monthly access.  

6 Know what time and who 
entered the building, room, 
or parking lot.

7 A permanent log can be 
stored on a computer for 
future access.

8 Time clock for employees

Call us today!
724-873-7777

724-873-7777
don@southpointe.net
www.southpointetelecom.com

CCTV CAMERAS • PHONE SYSTEMS • SECURITY SYSTEMS • COMPUTER REPAIR
IT SERVICES • INFRASTRUCTURE CABLING • ACCESS CONTROL SYSTEMS

CCTV CAMERAS

Affordable CCTV Solutions
Southpointe Telecom offers full CCTV solutions with the 
ability to monitor your cameras from mobile devices. We have 
designed systems ranging from 4 to 100+ cameras. Typically 4 to 6 
cameras will cover 90% of your property effectively and still keep 
costs to a minimum. Prices start at $1,200 including install.

Wide angle cameras give you
better coverage while reducing
equipment costs by decreasing
the number of cameras required
to effectively cover your business.

Watch cameras live via mobile devices.
Both Apple and Android compatible!

Call us for a free estimate
on a customized camera
system for your business.

724-873-7777

Ed Dunlap and his associate Steve 
Hecht saw the potential for EPDM 
and what it would mean for their 
future. In the 1970s, the oil crisis 
negatively impacted the built-up 
roofing market that was depen-
dent on crude oil for asphalt. 
The quality of asphalt decreased 
as oil companies were pressed to 
extract as much oil from crude 
as possible. The price of asphalt 
increased, thus resulting in higher 
roofing prices.

Concerned about the quality of bi-
tuminous materials used in built-up 
tar and asphalt roofs, CentiMark 
began marketing and installing 
single-ply rubber (EPDM) roof 
systems. The newly developed 
EPDM polymer was both durable 
and waterproof. It was a cost-effec-
tive solution to the increasing costs 
associated with built-up roofing 
and would be a defining factor in 
their growth.

The development of their national 
accounts program would also be 
a game changer. They realized 
clients with a national presence 
and multiple locations were deal-
ing with different CentiMark sales 
reps across the country. The intro-
duction of the national accounts 
program provided consistency, 
simplicity, and streamlined com-
munication for facility managers 
with multi-location responsibility. 
CentiMark was the first roofing 
company ever to implement this 
cutting-edge concept.
The long-term success of all busi-
ness relies on the ability to adapt. 
The growth to $672 million of rev-
enue in 2017 came from the vision 
of Ed Dunlap and his associates 
to lead the roofing and flooring 
industry in a new direction. Cen-
tiMark set a standard with a sin-
gle source warranty and outper-

CentiMark's Dedicated Associates ▲
CentiMark takes pride in having the leadership of 220
associates employed for 20 years or more. This leader-
ship has been one of the major factors in their long term 
success. They currently employ 3,500 people in 85 offic-
es in the United States  and Canada.

The Future of CentiMark and Legacy of Ed Dunlap

sociates ownership in the company, 
showing them to be a valued asset and 
rewarding them for their work. They 
also boast a safety incidence rate of 
1.68 for 2017, significantly below the 
national average for the roofing indus-
try of 5.60. These two aspects alone 
are an incredible incentive for their 
associates to take pride in what they 
do and make CentiMark a great place 
to work. Ed Dunlap has reduced his 
role gradually in the 15 years since 
Tim became COO. As for the future? 
They currently don’t have a fami-
ly succession after Tim but they are 
hopeful some day a niece, nephew, 
or grand child will have the same pas-
sion for the business as they do. After 
their April 19, 2018 50th Anniversary 
celebration, the Dunlap Family and 
CentiMark are focusing on the their 
next goal to be a billion dollar roofing 
and flooring contractor.

Online Tim says. “It’s even more dif-
ficult when the person that you’re fol-
lowing has been successful. My dad 
successfully ran the business for 30 
years before I started taking over the 
day-to-day. It was like ‘Oh no, here 
comes the kid. What’s going to happen 
with the company? Is he going to run 
it into the ground?’” In the interview 
he went on to mention that “Business 
isn’t all about one person. It’s about 
the team that you have underneath 
you and thank God throughout our 
49 years in business we’ve grown a lot 
of great people and managers.”
CentiMark attributes much of their 
success to their dedicated employ-
ees which Ed likes to call associates. 
They take pride in having the leader-
ship of 220 associates employed for 
20 years or more. In 1988 an ESOP 
plan was started. This gave their as-

When asked about his favorite hobby 
Ed Dunlap joked it was his business. 
What started out as a way to make a 
living grew into a passion. Ed still en-
joys coming to work every day and 
performing his duties as CEO. In 2003 
his son Tim Dunlap took over day to 
day operations as COO.
Tim’s succession didn’t start at the 
top though. At 8 years old he took 
an interest in his father’s business. 
On Saturday mornings he would per-
form odd jobs around the office for 
25 cents an hour. Just two weeks after 
high school he joined the roofing and 
flooring installation crews. Almost 40 
years later Tim has worked in almost 
every part of CentiMark’s operations. 
He was always held to a high standard 
to prepare him for the leadership role 
he holds today. 
In an interview with Smart Business 

formed competition with a gamble 
on EPDM and the introduction of 
the national accounts program.


