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n 1962, the Drifters urged listeners to leave the rat race of the
streets and gain a new perspective “Up on the Roof.”
Today’s painting contractors may also want to consider that

advice. It could give them a new, and lucrative, perspective on
their business.
“Roof coatings are, to a painter, the fifth wall,” says Kevin

New, founder of Painter Ready, a Nashville-based franchise
with 51 locations in 16 states.

“A lot of painters are overlooking this opportunity, thinking only a roofer
can do this,” continues New, whose company focuses on national commer-
cial and industrial accounts. “[But] we have donemany roofs for thermal pro-
tection, as well as elastomeric coatings for weather protection.”
The company got into roof coatings in 2004 while painting a building ex-

terior, says senior vice president Mark Evans. The customer had considered
replacing the roof but because of the expense, decided to look at coating it in-
stead. Invited to submit a bid, Painter Ready got the job. It took four workers
eight days to complete.

II

With today’s coatings, a sky-high opportunity awaits.

With today’s coatings, a 
sky-high opportunity awaits.

Hot Prospects
Cool Roofs,

By Pamela Mills-Senn

Sharper Impressions Painting
Sharper Impressions Painting has
developed a steady niche with
roof coatings of all kinds. This
project involved a gazebo roof in 
a community park.



Product progress
Current rebate programs and other fi-

nancial incentives are adding to the de-
mand. But even without them,
residential, commercial and industrial
building owners are responding to the
potential energy savings and/or envi-
ronmental concerns.
Product advancements have helped,

experts say.
Until recently, most reflective coat-

ings were white, since dark colors
aren’t nearly as energy efficient. This
wasn’t an issue on flat roofs, but on a
clearly visible sloped residential or
commercial roof, white presented an
appearance problem that chilled de-
mand, says Desjarlais.
But now, with the emergence of

“cool color” pigments that can be

blended with the coating, con-
sumers can have color and re-
flective cooling—although the
colors are still not quite as effi-
cient as white acrylics, Desjarlais says.
There are also other options. For

example, Naples, Fla.-based Indus-
trial Nanotech Inc. (www.nansu-
lateroof.com) recently rolled out
Nansulate Crystal, a clear roof coating
that provides thermal insulation via
nanomaterial that blocks heat transfer. 

Beyond energy savings
Although energy concerns are lead-

ing the demand, today’s roof coatings
offer other benefits.
For example, elastomeric coatings

waterproof and protect against wind—
even some hurricanes. Miami painting

contractor David Grillo turned his at-
tention roof-ward after Hurricane An-
drew tore through his area in 1992.
Walking through a neighborhood

where the roofs looked like “Swiss
cheese,” the owner of David Grillo
Painting noticed two roofs that were
still intact—thanks to their coatings,
he later discovered.
Intrigued, Grillo began investigating

products and educating himself about
application. Now, roof coatings make
up about 80 percent of his work. Al-
though he applies all kinds, the
biggest demand is for residential wa-
terproofing.
Some customers are also turning to

thin-mil colored roof coatings simply
for beautification and preservation,
says New. But even these paints can

offer a degree of protection from the
elements, mold and mildew. They
also can help defer roof replacement,
which saves money and helps the en-
vironment, says Ripps. (Torn-off
roofs make up about 7-10 percent of
landfill waste.)
At Columbus, Ohio-based Sharper

Impressions Painting Co., commercial
and residential customers are seeking
roof coatings for cosmetic reasons, wa-
terproofing and/or energy savings,
says president Geoff Sharp. The kind
of coatings varies with the substrate
which, to some extent, varies by area

“This consisted of over 300,000
square feet of corrugated metal roofing
using a rust-inhibitive primer with a
gloss and color fade-resistant topcoat,”
New recalls. “Once we successfully
completed this roof project, it gave us
the confidence to pursue other roof
projects of similar size and scope.”
Today, about 12 percent of Painter

Ready’s work franchise-wide involves
applying roof coatings. The company
primarily uses water-based products
and works on all kinds of substrates.
Currently, about 60 percent of the

work is on metal roofs, most of them
sloped. The franchise expects its roof
projects to jump by as much as 20 per-
cent in the next 11 months.

Catching on
Demand for roof coatings is decent

overall and expected to grow. So-called
“cool roof” coatings are likely to lead
the charge. These reduce energy costs
by preventing the transfer of heat into
or out of the buildings (mainly through
creating reflective surfaces, although
other technologies exist), keeping them
cooler in summer and warmer in win-
ter.
Some areas of the country are even

requiring the use of energy-saving coat-
ings, such as those that are Energy Star-
rated or that meet a Solar Reflectance
(SR) index in their building codes, says
Van Ripps, president of Palmer Asphalt
Company (www.palmerasphalt.com),
the Bayonne, N.J.-based maker of Bull-
dog and Durax elastomeric and Bull-
dog aluminum roof coatings.
Such initiatives have increased de-

mand for coatings—a trend that should
continue as building codes are changed
to reflect more energy efficiency, says
André Desjarlais, group leader for
building envelope research at the Oak
Ridge (Tenn.) National Laboratory, the
research arm of the Department of En-
ergy.
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Sharper Impressions Painting
Copper coating beautifies a bay-window roof. Even thin-mil
products help protect against weather, mold and mildew.



Atlanta, and in the Midwest, we see a
lot of cedar roofs,” he says. “And
metal roofing is becoming more and
more popular with residential new
builds, so eventually this will be a big
market.”

Adding opportunity
Sharp started doing roofs about 10

years ago, and they now make up
about 5 percent of his business. Most
of that is residential, but commercial
demand is increasing, he says. More-
over, he adds, many of these jobs are
for the roof only—not add-ons to other
painting.
Thus, roof coatings can open up a

whole new market for painting con-
tractors, says Francesca Crolley, VP of
development for Industrial Nanotech.
Roof coatings provide new opportu-

nities and add value to one’s business,
as do related services like power
washing and cleaning, Crolley says.
Sharp agrees: “Customers want

(the company has nine locations). The
company also applies radiation control
coatings on attic ceilings to keep heat
out and in, says Sharp.
“We do elastomeric roof coatings

with color in Florida, copper roofs in
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Selling the Savings
Roof coatings can deliver energy savings, but watch the promises you make

to prospects.
A roof typically accounts for about 25 percent of a building’s heating/cool-

ing bill. That cost, in turn, makes up about half of a building’s the total energy
bill, says André Desjarlais, of Oak Ridge National Laboratory.
Beware of manufacturers that make exorbitant energy-saving claims be-

yond this, Desjarlais says. (Painter Ready halves the coating manufacturer’s
energy savings claim, unless the manufacturer will support its claim in writ-
ing, says senior vice president Mark Evans.)
Contractors who know a coating’s Solar Reflectance (SR) value can plug

into an Oak Ridge calculator at www.ornl.gov/roofs+walls to measure the en-
ergy savings when applying that coating to a black surface.
In general, the higher the SR value, the higher the savings, Desjarlais says.

For example, white coatings have an SR value of 75 percent, meaning they re-
flect away 75 percent of the sun’s heat. A non-reflective brown’s SR would be
about 10 percent; a cool color brown, 30-40 percent.
To see how a particular coating measures up, check out the Cool Roof Rat-

ing Council site: www.coolroofs.org. 
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Industrial Nanotech Inc.
Addressing concerns about the appearance of white
roof coatings, Industrial Nanotech has introduced
clear, insulating Nansulate Crystal.
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painters that can provide turnkey, full
service,” he says. “They don’t want
two different companies climbing
around. They want one good contrac-
tor who can paint all the surfaces.”
Profit margins are also better, be-

cause roof coating is less competitive
than traditional painting, says Jack
Lesage, president of Mirable Painting
& Pressure Cleaning Inc. of Davie, Fla.
He has been a residential and com-

mercial painter for 16 years, applying
roof coatings the last seven. Now, the
bulk of his business is applying an
Energy Star-rated waterproofing coat-
ing that comes in colors.
Last but not least, energy-saving

coatings allow contractors to offer
customers a money-saving service,
giving them a meaningful return on
their investment—a huge selling
point, Crolley adds. (See “Selling the
Savings,” page 12.)

Working aloft
Although the roof coating market

can be profitable, it is not for every-
one. Although Lesage enjoys the
work, he allows that it’s “hot, dirty

and dangerous.”
Most of the roofs he coats are sloped

and either tile or shingle. The task re-
quires learning, caution and constant
awareness, he says.
The biggest risk is injury, agrees

New. Painters “have to be cognizant
of soft spots on the roof, solar lighting
and wet product, all of which can
cause major injury or death,” he says.
Equipment is another considera-

tion. “Some roofs have incredible
pitch,” Sharp notes. “As a result,
along with scaffolding and ladders,
you need proper safety equipment,
such as harnesses and lifts.”
Warns Ripps: “The application of

roof coatings require expertise in the
peculiarity of roof applications—in-
cluding, but not limited to, leak de-
tection, how to address protrusions,
safety during application, and proper
surface preparation for the use of the
right coating for the right roof sur-
face.”
Other roof coating issues that the

uninitiated painting contractor may
not appreciate are “ponding,” which
occurs when water puddles up on a
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ERSystems Inc.
Color has come to roof coatings. ERSystems’ tinted ReflectiClean was used at a Florida amusement park.
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flat roof, and achieving the correct
coating thickness—the latter especially
crucial when it comes to functional
roof coatings, says Garth Parker, presi-
dent/CEO of Miami-based Somay
Products Inc. (www.somay.com).
Ignoring either factor could result in

project failure, says Parker, whose
company manufactures water- and sol-
vent-based paints and coatings for
many applications, including Roof
Mastic 842 and the Somay 814 Rubber
Waterproofing Coating, which is de-
signed to withstand ponding. The
company also makes coatings upon re-
quest.

Getting started
Still interested? Crolley suggests

speaking with current and potential
clients about roof coatings and their
energy-saving properties, then gauging
the reception.
Before taking another step, check

into your business insurance, to see if
the move you’re contemplating re-
quires additional coverage or policy
changes. Also check with state and
local licensing agencies, to see what
they require for roof work.
From there, you’ll need to learn as

much as possible about the different
types of substrates, best practices for
working on roofs, safety issues, manu-
facturers and products.
Some suppliers offer classroom

and/or onsite training. ERSystems

(Elastomeric Roofing Systems Inc.), of
Rockford, Minn., has 20 technical sales
people nationwide who will provide
on-the-job training for preferred con-
tractors, as well as support throughout
the job, depending on the size, says
general manager Tim Leonard. The
company (www.ersystems.com) spe-
cializes in roof coatings, with a prod-
uct line of about 30 that includes both
water- and solvent-based formulations,
including ReflectiClean.
Painting contractors might also con-

sider teaming up with roofing contrac-
tors, says Ripps.
“The painter may have advanced

coating application experience as well
as equipment, while the roofing con-
tractor has greater knowledge regard-
ing the intricacies of roof construction
and safety,” he explains. “Each can
bring to the table their own contacts to
potentially increase the amount of
work they receive or can service with
their present accounts.”
The most important thing in making

any transition to roof coatings is to
move slowly and carefully.
“I’d advise taking on smaller projects

initially, to build your confidence in
completing larger jobs in the future,”
says New. “If you attempt to complete
a project you’re not prepared for tech-
nically or financially, it may lead to the
closing of your business.” pwc
Pamela Mills-Senn writes the “Getting
an Edge” column for PWC. Contact her
at pms@charter.net.

Where to Find Roof Coatings
Many companies make roof coatings for many different functions. The Roof

Coatings Manufacturers Association represents manufacturers of cold-ap-
plied coatings and cements used for roofing and waterproofing. For a full list
of suppliers, visit http://www.roofcoatings.org/ and click on “Member List.”
Note: Not all roof coatings suppliers serve painting contractors. It’s best to
contact the individual manufacturer for more information before buying.
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Tips and solutions for 
professional painters.

When 3M scientists and 
researchers wanted to develop new 
solutions for jobsite protection, 
they traveled to some of the best 
laboratories in the world: real life 
painting jobsites. While observing 
and interacting with painters on-
site, they discovered that pros rely 
on some products hundreds if not 
thousands of times. 

One example was the simple 
cotton canvas drop cloth. 
Researchers noted that while 
painters valued the absorbency 
and reliability of these cloths, they 
were constantly adjusting them on 
stairways to keep them in place. 
And to use drop cloths on mantles 
and railings, painters had to waste 
time taping them down. 

This observance led to the creation 
of the 3M™ Hand-Masker™ Flex 
& Form Conformable Runner. 
The edges of this new runner 
incorporate a revolutionary 
technology that lets you bend it 
to the shape you want it to hold. 
When you’re done with the job, 
you simply flatten the edges for 
reuse. One experience and you’ll 
know this isn’t your daddy’s old 
drop cloth.

Advertisement

On-the-job research 
leads to new product.

Provided by 3M

Michele Eller
3M Technical Service Specialist
651-736-6926

3M and Hand-Masker are 
trademarks of 3M.
© 3M 2009.

Circle No. 12 on Reader Service Card




