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A letter from the Chairman of the Board Ross Riddle

Wi | | Rogers once said, fAEven if youbre or
stillo. This is true in everyday | ife, &
panies are the ones that stress constant education of their employees in order to become more
knowl edgeabl e, more efficient, and better
NEMEON.

In order to insure that NEMEON remains prosperous and our revenue stream continues to
grow, both Earl and Dave are constantly working with our Preferred Vendors with the intent of
bringing our members the best possible buys we can get, while at the same time enhancing the
value that NEMEON brings to our Preferred Vendors, thus insuring a mutually beneficial rela-
tionship.

Letds examine what fAenhancing the valuebo
PVdéds the greatest return jpwhehnmeahseve baynmort h e
of their product. In the past, we had the benefit of being able to recruit more new members,

which would automatically grow our purchases. Those days are coming to an end in that there

is a limited number of potential recruits left out there. So how do we accomplish the task at

hand?

Onewayisforalme mbers to become fAimore engaged f
mean making a commitment to buy more fror

mitment to attend our annual meeting. F c
youbdll see the benefit of getting invol ve
many of wus have. More engaged can al so

The whole point is that, once you get more engaged, more involved, or whatever you want to
call it, you will begin to receive more value from NEMEON.

Remember this, NEMEON is your, my, our co-op! As members, we can control how success-
fultheco-op wi | | be. Shift the share to our [

fo st
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A Letter from President & CEO Earl Ward
HOW DID WE DO IT?

I recently got together with some of my high school buddies. Most of us have not seen each other in 30
Remember when... years but we found each other through Facebook. We have now exchanged cell phone numbers and

email addresses which has given us an opportunity to stay in touch and share information amongst our

little groupd such as where the weekend get-together would be. As we were reminiscing about our

high school days gone by, we started to wonder out loud how we communicated back then without
Facebook, cell phones, email or text. We se
phonesd which gives them constant and instan
we do it? How did we know where the party was on Friday night or what time we would go to the

game or practice or where we would gather to do homework? Obviously, we figured it out but at our
advanced ages, none of us could remember how we did it.

I then started thinking about how we did business early in my career. I got into the roofing industry in

1980 as a draftsman designing tapered roof insulation systems. I wanted to be an architect but

somehow got sucked into the roofing business and never got out. Back then, all drawings were done by
hand. All we had were mechanical pencils, scales, triangles and T-Squares to design buildings with.

Yet we got it done. Today virtually all building design is done by computer. From there, I got into a
sales career. How did we do that without <ce
remember going on we e kstatg customeds avldch dssentiafypu metows of s € e
touch with my office or other customers for the whole weekd other than the occasional stop at a

payphone to call the office. Try to find a payphone today. Yet, we got stuff done and took care of the
customer.

I think the biggest difference in how business is done today vs that long ago time when I was starting

my career is speed. Everything happens at a faster pace. The other big difference is information

sharingd Google has put the world at our fingertips. To be successful in business today, we are

expected to have all the answers and fast and technology certainly has helped us to get what we need,

when we need it Most of our members are embracing all the new gadgets, social networking and

internet marketing. If you are not, you better start as this stuff is here to stay. The NEMEON

Cooperative continues to look at ways we can use current technologies to help the cooperative, our
members and vendors better communicate with each other and our customer based and as fast as

possible. A great example is THE NEMEON NETWORK. A digital signage tool that brings

information to your point-of-sales customers via a central location (here in the Nemeon office) and

using the internet. All customized to each location with the ability to change and update

instantaneously. This has become a great service for our members and something we continue to build
upon and perfect. THE NEMEON NETWORK gives our Vendor Partners a great opportunity to gain
exposure with contractors as their message can be delivered efficiently and clearly. Our members who

have THE NEMEON NETWORK installed marvel as to how this has benefited their business.

I think in this day and age we need to keep a constant eye on technology and keep up with the very fast

No internet
No cell phone
No social media

No texting

What did we do?

The world is changing...

Are you keeping up?

paced changesd believe me, our competition is. How we communicate,

L
exchange information and currency and how we market our businesses all depend
on technology and to succeed, we need to be kept up to speed. But we cannot
z forget that before all this technology came along, we got stuff done and hopefully

we never forget how we got it done. A few weeks back I got a call from one of
our Preferred Vendor Partners after I sent him an email with a question. A little
unusual for him to call; this particular guy and I seem to talk only with our
fingers these days as we are both email crazed individuals. It was good to hear
from him. Our discussion began with him telling me that he has directed his sales force to curtail email

Remember when...

activity and to start picking up the phone to call customers rather than allowing email to be the only
source of communication. He felt his company was losing something by relying too heavily on all the
new technology and did not want to lose the human side of the business to machines. He answered my
question and our conversation went a few different directions as topics came up that would not have if
we were emailing. I learned something from that discussion and made the point to do the same and as
such I am attempting to spend more time on the phone than on the computerd we cannot let machines
take over our voices after all. We can still get things done the old fashioned wayd with a phone call or
avisit! Just like the good old days.

=2
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Dave O6Donn
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843-901-0467

dodonnell@nemeon.com

Me mber Spotlight by Dave O’ Don

Worth Supply

About a month ago I made the short drive from Charleston, SC to Charlotte, NC to visit one of our new
members. Worth Supply joined NEMEON in June of 2010; I had visited them during a recruiting trip
and I wanted to get their perspective now that they had been a member for just over a year.

Worth Supply was started by Rob Miller in 2008; they specialize in high end roofing products and are
known in the South East and Mid-Atlantic for their expertise in high end roofing like slate, tile, and
copper. Robds 20 years in the roofing indust
products for a national roofing distributor
in the Charlotte area. One day someone
came to him and asked him to identify a
tile shingle that no one else could figure
out . Rob didndot Kk
was determined to find out what it was.
After much research and several phone
calls, he finally had his answer. When he
let the contractor know what it was, he

was given an order which yielded a nice
profit for the company. This is when Rob
realized that contractors and builders

di dndét have an ave
come to get help with hard-to-find roofing
products. On his own time, Rob started
reading books on old roofing products and researching who had the best high end products available to
the contractor. I'n short order Rob Miller b
when it came to any old or high end shingle. He can easily identify what most any product is and

where to find it; he solves a lot of problems in short order for the contractor.

When questioned on how Worth got its
start, owner Rob Miller states i | want
to build a business around my passion
for high end and historic roofing
products including reclaimed and
salvaged roofing materials. | took the
idea to my present employer to see if
they would let me do it under their
umbrella of offerings. After a few years
of talks, | finally realized that the
interest was not there, so | decided to
try it myself. o0

After those few years of learning and

selling specialty shingles Rob made the
decision to open his own business. A porti
from historic demolitions or from jobs where the old roofing is being discarded. Worth then sorts and

stores the material for future sales. A large portion of their showroom is dedicated to displaying all of
the different types of roofing. Worthés app
the builder, remodeler, architect and homeowner. They spend a lot of time cultivating partnerships

with their customers in hopes of creating a team effort while working on a project. A few times a year

the Worth showroom is turned into a classroom for architects where they get credit for their continuing
education classes. All of their displays are on rollers and can be moved around; they can even be taken
outside if a prospective customer wants to see what the display will look like in a natural environment.
Whet her ités a 100 year old sl ate youdre try
product thereds a very good chance that Rob
(condét on next page)
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Me mber Spotlight(clopnoétDh Vvie o@’ Droern

Rob gives us further insight when asked what his keys to success were when starting the business.
fiEveryone says they have great people in the
entire professional career, | have never had the opportunity to work with a team like this. Everyone
pulls their weight and then some. | know everyone makes mistakes, but | tell you they are rare
around here. | feel we run a near perfect business. | do not think this is because we are smarter ol
betteri t 6s attitude and a huge batch of common
supply depression has made us very careful. We all know that, as a startup, a mistake could mean
no job to come back to on Monday. So we make very little mistakes. As a startup, we set some gr
habits in place in the beginning tRhAbhohhee ¢

component to our success is that we do not have any custemersall them clients. A customer is a

onetime saleé.like the guy who buys a pack o
you build a relationship with. You need fewer clients than customers to have a successful
businessé..Plus you do not have to go |l ookin
back | i ke an annuity. o

Now that Worth Supply has established themselves in their market, they decided to start supplying their
customers with composite shingles earlier this year. Worth Supply is now stocking GAF and has done

a good job in the short time that they have been supplying their customers. In the past, their customers

had to go elsewhere to get asphalt shingles, now they can get everything from one location.

When asked about what membership in NEMEON means to Worth, Rob replies i NEMEON al | ¢
single location company such as us to have a connection to something larger than we are. There
has been and will continue to be an immeasurable benefit to that. On the buying side, it helps us
keep abreast of trends in product availability and pricing. | would say that NEMEON has
proven to be a critical component to our suc

I would encourage any of the NEMEON members who run into a hard to find shingle or are looking for
something to match a specific job to give Worth a call. Even when you think you will never be able to
find that rare old roofing product there is a good chance that the people at Worth will be able to help

you out or steer you in the right direction. If you are ever in the Charlotte area and would like to see a
uni que roofing distributor give Rob, Justin
to show you around.

Our Member Spotlight now is a regular feature of the NEMEON ROAR. If any of our
members are interested in showcasing their business, please contact me at8380467
or at dodonnell@nemeon.com

David O6Donnel |l

Vice President \4‘
L%\ 4



Vendor
Spotlight

ETERNABOND

Share with

Your Peers

Orlando, FL

Home of the
2012
Annual Meeting

Introducing our newest featured Vendor Spotlight

ETERNABOND

ivision of featuring

i MICROSEALANT®
#FADCO TECHNOLOGY

EternaBond is a leading manufacturer of superior commercial roof restoration and repair tapes with ad-

vanced MicroSealantE technology.

repair can be a profitable and essential part of their roofing business, EternaBond continues to offer tech-
nologically advanced, specialty roofing tapes that provide permanent repairs for virtually all roofs and

roofing accessories.

The productds versatility all ows

lon, TPO, most PVC, Kynar coated metal, copper, granulated modified, tile, as well as gutters, flashings,

skylights, ductwork and other roof top accessories.

Performing exceptionally well on a variety of roof types, EternaBond tapes are comprised of patented,
strong adhesives, a proprietary blend of synthetic resins and non-curing rubbers. The tapes feature fully
integrated primers and a specialized UV stable backing, which is available in white, black, gray, or tan
(also available with a paintable fabric, aluminum, and copper backings). EternaBond tapes offer an
integral bond that will remain fused with the original surface as it expands and contracts. Warranted for

15 years (roofing applications),

will not shrink, crack, peel or lose their tenacious grip. When stored correctly, EternaBond tapes have a
shelf life of up to 5 years. EternaBond tapes are durable enough to remain flexible even at temperatures
as low as negative 70° Fahrenheit on the one extreme, and in one excess of 250° Fahrenheit on the other,

making it virtually impossible to thermally shock.

EternaBond roofing tapes are available in standard and custom-sizes, offering contractors easy installa-
tion and clean application on even the most challenging roof systems and repair projects. The goal of
every contractor is to reduce inconvenient call backs, increase job profit, and improve customer satisfac-
tion. EternaBond helps accomplish this goal. EternaBond offers premium roofing tapes, and is an ex-
cellent alternative to butyl tapes, tube/pourable sealants, membrane/adhesive repairs and in many cases,

hot air welding.

Utilizing advanced MicroSealant technology, EternaBond continues to provide permanent waterproofing
solutions for a variety of restoration and repair applications. EternaBond is committed to developing
innovative, win-win technologies that result in higher profits, flexibility and higher quality for roofing,
RV, and HVAC distributors, contractors, technicians and their customers. For more information, visit

Et er naBond 6wsvw.béenlbond.con o calb888.336.2663

This, That and the Other Thing

Regional Calls

As roofing

repair on [di

EternaBond t

*TET Uil 00 AAT T T x . % % . 1 AiAAOO A& O Al E
AT A AEOAOOOETT O OOCOAIT T U ETAI OAA 1 AOEAO
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Next Generation

I OA ur © A 01T AgdO CAT AOAOQEIT 6
conference calls. Similar to the regional calls in some respects, but the focus is on helping
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Sneak Peek: Orlando, FL
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http://www.eternabond.com

Join us in Orlando!

NEMEONOs 2012 ASupet

ii REGENCY
NEMEON GRAND CYPRESS ®

2012 Annual Meeting A HYATT RESORT

Dates:

February 5 - 8, 2012

Discover one of Orlando's most inviting escapes, Hyatt Regency Grand Cy-
press. The outstanding array of resort amenities filling our Orlando hotel and
resort creates a serene retreat ambiance for families and business travelers alike.
Play golf and tennis, swim, sail, hike or treat yourself to a massage.

Take advantage of on-site activities including 45 holes of Jack Nicklaus Signa-
ture Design golf, a racquet club, a 21-acre lake with water sports, a 1/2-acre la-
goon swimming pool with waterfalls and waterslides and Camp Hyatt children's
programs. Enjoy the many jogging paths and bike trail; bicycles and boats are
available to rent.

» I  NEMEON 2012 Annual Meeting %
Location: n Please make plans now to attend! )
|
[

Grand Cypress Hyatt ” Tentative SChedule
" Sun 2/05/12 Check-in/Welcome/Football Party

Orlando, FL I Mon  2/06/12 Face-to-face/Banquet in the Evening
Tues  2/07/12 Member Meeting/Texas A & M presentation
Wed  2/08/12 Golf Outing

‘Donét miss this opportunity to networ
|| always so much information to be learned and shared® all while having a good time!

« For up-to-date information about the meeting, please check the NEMEON website at I

I www.NEMEON.com. "



http://www.golfgrandcypress.com/hyattregency/index.cfm

NEMEON

2012 Annual Meeting

Join other
NEMEON members
And
Preferred Vendors
In
Orlando

Dates:

February 5 - 8, 2012

Location:
Grand Cypress Hyatt

Orlando, FL

Orlando in February!

GRAND CYPRESS




NEMEON NETWORK

NEMEON NETWORK UPDATE!

As was mentioned in the last newsletter, we are continuing to grow THE NEMEON
NETWORK! Remember, we are so confident in this product that we now offer a 60 day
money back guarantee; if for any reason you are not 100% satisfied we will come and take it
NEMEON Network away at no cost to you. Also, there are a number of financing options available.

In addition, NEMEON offers a range of services such as the option of building and hosting
your website and working with you to develop a system that improves search engine
ranking, giving your business more online visibility. It can be a great source of information
for your customers and a great way to support our vendors!

Contact Dave O Donnell or Fernando Priet
Contact: Network.

The

70 and counting!

Nemeon Network News

Earl Ward
CEO & President
651-788-6547
eward@nemeon.com

ETERNBOND (5

. Green
Dave O6Donn CertainleedH Guard’
Vice President
843-901-0467

dodonnell@nemeon.com

THE ey )
s ﬂl L E L\:zl)n 74 Tue ZMB Wed 71

You are watching

Fernando Prieto The NEMEON Networ
News | Obama Unveils Afghan Plan to Add Troops and Set Goals | Big global wheat supplies to buffer US flood threat | Bombing {

Web Designer

651-788-7810
fprieto@nemeon.com

RUFUS LEAKIN by sout COAST SHINGLE €O, INC.

... attention blue team, clean black b 104
sedan at 10 o'clock, bombs away. . . §

Rufus Leakin

10/06 ‘Zs®R_©2006 PROMOTIONAL SPORTSWEAR
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" always figured they had a system."
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WELCOME

To Our

New Vendors

Roof AquaGurad

Wellcraft

Atlantic Shutters

Aerialogics

phocus
Business Mgnt Software

NEMEON
Vision Statement

NEMEON
Mission Statement

Preferred Vendor Update

Roof AquaGuard Wellcraft
David Nemes Jim Caldwell
Phone: 604-922-5481 Phone: 214-906-9880
Email: nemco@telus.net Email: jim caldwell@tapcoint.com

Wellcraft

Atlantic Shutters

Jim Caldwell
Phone: 214-906-9880
Email: jim_caldwell@tapcoint.com

Shutters.net

Aerialogics phocas
Business Management Software
Dan Horton
Phone: 401-473-9102 Myles Glashier
Email: dan.horton@asrsystems.net Phone: 877-387-4004 x 701

Email: myles@phocussoftware.com

Ag'ialogics phocas

Keep It Simple

NEMEON VISION STATEMENT
Pride & Prosperity through Unity, Value, Partnership & Size.

NEMEON MISSION STATEMENT

NEMEON will be the premier co-op of independent roofing & siding distributors, promoting
pride and prosperity with both members and preferred vendors by:

Developinga culture of unity and solidarity through fellowship;
Generating membership value by producing a fiscal, competitive advantage;
Creatingmanuf acturer value & partnership

Being the largest co-op of independent roofing & siding distributors in volume
and locations;

Enhancing business growth and innovation through technology & sharing
best practices;

Promoting high-quality and superior services and support;

Building trust through integrity and consistency.

b



http://www.atlanticshutters.net/index.php

NEMEON
Preferred Vendor
Committee:

Bill Baldauf
Lakefront Supply
773-509-0400
bbaldauf@
lakefrontsupply.com

Keith Jones
JB Wholesale Roofing &
Building Supplies
818-998-0440
jbroofing@earthlink.com

John Schunzel
California Shingle and
Shake
925-682-2211
johns@calshingle.com

Jeff Muratori
Division 7 Supply, Inc
678-541-0303
jmuratori@d7supply.com

Dino Pappas
Roofers Supply Inc
801-266-1311
dpappas@roofers.cc

The ROAR

E-newsletter Available at:

www.NEMEON.com

NEMEON Preferred Vendors

Activant Solutions
Aerialogics*
Air Vent
Alsco *
APOC
ARFCO
Atlantic Shutters Tapco Group *
Atlas EPS
Atlas Roofing
Benjamin Obdyke
Berger Building Products
BILCO
BizUnite Services & Programs
ADP
AmeriQuest
AP Solutions*
Aramark
Chase Paymentech
Constant Contact
Copesan
First Data
First National Merchant
Goodyear / Truckers B2B
Grainger*
Heartland Payment Systems
Lamprey Systems
OfficeMax/OfficeMax ImPress
OneWorld Business Finance
Optima Benefits Group
Quark Pormote
Republic Services
Sprint Nextel
Staples*
Unishippers
United Tranz Actions
Web.com
YRC
BlueLinx
Blue Tarp Financial
BMD
Capitol Marketing Concepts
Captive Resources
Cargotec USA Inc., HIAB
Carlisle Residential
CertainTeed FiberCement
CertainTeed Roofing Products

CertainTeed Siding
CT Siding Cedar Impressions
CT Siding Deck
CT Siding Fence*
CT Siding Housewrap*
CT Siding Millwork
CT Siding Ralil
CT Siding Vinyl
CT Siding Vytec
ChemLink*
Continental Materials
DaVinci Roofscapes
DCI Products
Dinesol-Tapco Group
DMS:i Software
Duraflo
Duraflo Industries*
Eagle Roofing Products
EcoStar LLC
Eternabond
Exterior Portfolio by Crane
Flamco
Flashco Manufacturing
Forsthoff Welding Products
Franklin International
GAF Materials
GenFlex Roofing Systems
Geocel
Great Northern Building Products
Henkel
Hunter Panels
Hunter Warfield
IKO Sales
Inspire- Tapco Group
Insulform*
IQm Trim- Tapco Group
ITW Duo Fast*
Karnak
Kipling Enterprises
Lexcor*
Linzer Products
LOADA-BAG
LOMANCO
MALCO Tools
Mastic/ALCOA PlyGem Group
MAX USA
Mayco Industries*
Metal Sales Manufacturing
Mid-America- Tapco Group

New Preferred Vendor 2011

WEMEO Y

.26

ErERRED VNS Sog

NAPCO PlyGem

Group

National Nail

Northern Capital Insurance Grp
NXGEN Payment Services *
NYI Building Products
OMG Roofing Products
Owens Corning

Pactiv Building Products
Pennsylvania Lumbermens
Mutual Ins Co

Phocas*

Ply Gem Window Group
Polar Industries

Polyglass USA

Portals Plus*

Premier Engineered Systems
PrimeSource Building Products
QualCraft Industries
Quality Edge

Roof AquaGuard *
Roofmaster Products

S & W Forest Products
Seal Corp USA*

Sievert Industries

Skylands Transaction Mgmt
SOLDERLESS
Stonecraft-Tapco Group
SunTek Skylights

System Components
TAMKO*

Tapco Tools Tapco Group
The Foundry Tapco Group
The Shingle Hog

Trumball Asphalts*

United Asphalts *

United States Gypsum*
Variform - PlyGem Group
VELUX America

Versico Roofing Systems /
Weatherbond

Wellcraftt Tapco Group *
Werner

28 .
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