INTERVIEW PACK AND SCORECARD
Commercial Roofing PM
Commercial Roofing
	Candidate
	
	Date
	

	Interviewer
	
	Stage
	

	Requisition
	
	Location
	


WHAT THIS SEAT IS
Owns commercial roofing jobs from award through warranty: submittals and manufacturer approvals, material procurement on long-lead systems, crew and equipment scheduling across several roofs, change orders for deck and substrate conditions, and the closeout paperwork the warranty depends on.
HOW TO USE THIS
Ask the questions as written. They are technical rather than behavioural because a commercial trades hire fails on what the person can do, not on how they describe themselves, and because a question about a real piece of equipment cannot be answered from an interview-prep article.
Score against what a strong answer contains, which is printed under every question, rather than against how fluently the candidate speaks. That line is the difference between a scorecard and a feeling. Where a follow-up is given, ask it: it is chosen to separate someone who has done the work from someone who has read about it.
Write what the candidate actually said in the Said box, not your impression of it. You will be comparing notes with someone who was not in the room, and an impression does not survive that conversation.
RATING SCALE
	
	What it means

	1
	No evidence in the interview

	2
	Some evidence, not enough for the seat

	3
	Clear evidence, meets the seat

	4
	Strong evidence, beyond the seat


THE MISTAKE THIS SEAT INVITES
	Treating the role as general construction project management. Roofing is warranty-driven and weather-driven in ways other trades are not.


TECHNICAL QUESTIONS (16)
	Q1
	What does a manufacturer need from you before they will issue an NDL warranty?

	Strong
	Knows it starts before the job: an approved contractor status, an approved assembly and details submitted and accepted, and the specified components rather than substitutions bought on price. Then the field record - the inspection at the agreed stages, the tie-ins and details photographed, the fastener pull-test results, and the completed roof passing the manufacturer's final inspection with the punch items closed. Finally the paperwork and the fee. Says what has held a warranty up for them before.

	Then
	What has a manufacturer refused to warrant on one of your jobs, and why?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q2
	Three roofs, two crews, and a week of rain. How do you re-sequence?

	Strong
	Decides on exposure rather than on convenience: which building is open, which has the most at risk underneath, which owner has the least tolerance, and which roof can be dried in and left safely. Moves crews to the work the weather allows - details, metal, interior protection, surveys - instead of standing them down. Rings all three customers before they ring in, with a revised date rather than an apology. Knows which of the three has a contractual date that actually matters.

	Then
	Which of the three customers do you call first, and what do you tell them?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q3
	How do you price and document unforeseen deck replacement?

	Strong
	Has a unit rate for deck replacement in the contract from the start, so the conversation at the time is about quantity rather than price. Documents it as it is found: photographs with location and scale, quantities measured and signed in the field by the owner's representative or the general contractor that day, and notice given before the work is covered. Knows that deck found and replaced without same-day agreement is deck replaced for nothing.

	Then
	Is there a deck unit rate in your current contracts, and who signs off the quantity?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q4
	How do you price a reroof when you cannot see the existing deck?

	Strong
	Takes cores rather than guessing, in enough locations to say something about the roof rather than one spot, and records what each core shows. Prices the assembly they can see and carries the deck as a unit rate or an allowance with a stated quantity, so the risk is shared and visible rather than absorbed. States the assumptions in the proposal. Says plainly when the owner refuses cores that the number carries a risk, and what they do about that.

	Then
	How many cores do you take on a large roof, and where?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q5
	How do you decide between a tear-off and a recover, and how do you defend that to the owner?

	Strong
	Decides on what the existing system and deck actually are: how many layers are already there, whether the existing insulation is wet, whether the deck is sound, whether the assembly can be warranted as a recover, and what the code allows. Uses cores and a moisture survey rather than opinion. Presents both options with their life, warranty and cost so the owner is choosing, and will tell an owner that the cheaper recover is not available on their roof.

	Then
	When did you last talk an owner out of a recover, and what convinced them?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q6
	A roof you installed two years ago is leaking. What is your first move?

	Strong
	Gets somebody there rather than debating liability, and stops the water before working out whose fault it is. Then establishes the source - their work, somebody else's penetration, a mechanical unit, the wall above - with a water test rather than an assumption, because new penetrations by other trades are the common answer. Documents it either way, fixes their own work without argument, and handles the other case as a conversation about who cut the roof, not a refusal.

	Then
	How often does it turn out to be somebody else's penetration, and how do you prove it?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q7
	How do you sequence a phased reroof over an occupied building?

	Strong
	Phases around what is underneath rather than around crew efficiency: the critical spaces first or last depending on risk, work over sensitive areas scheduled when they are empty, and a watertight tie-in at every phase boundary that can be cut back into. Agrees notice, access, parking, noise hours and a single point of contact with the occupant before mobilising. Expects complaints and has someone who answers them. Keeps every phase dry at the end of every day.

	Then
	What is your phase boundary detail, and how long can it sit there?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q8
	What do you check in an inspection report before you quote off it?

	Strong
	Treats somebody else's report as a lead rather than a scope: checks when it was done, who did it and what they were selling, whether there are cores and a moisture survey behind it or only a walk, and whether the conclusions follow from the findings. Goes and looks themselves before pricing. Says what they do when the report understates the problem, which is the usual case, and how they tell the owner their roof is worse than they were told.

	Then
	Tell me about a report you quoted off that turned out to be wrong.

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q9
	How do you scope a reroof from a site visit rather than drawings?

	Strong
	Measures rather than estimates: a dimensioned sketch, every penetration and curb counted, perimeter and wall heights, drains and overflows, the deck type confirmed, the existing layers from cores, and the access and staging worked out while they are there. Photographs everything, including the things that will become arguments. Notes what they could not see and carries it as an assumption. Checks the mechanical units and who will disconnect and reset them.

	Then
	What do you always forget to look at, and how do you catch it now?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q10
	What is your approach to a manufacturer inspection that fails?

	Strong
	Treats the punch list as cheap at that stage rather than as a criticism: fixes it, re-inspects, and looks at whether it was one crew, one detail or a training gap. Gets the inspector to walk it with the foreman so the correction is understood rather than guessed. Feeds the recurring items back into how the crews are trained and what they check themselves. Knows that arguing with a manufacturer's inspector delays the warranty and nothing else.

	Then
	What item comes up most often on your manufacturer inspections?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q11
	How do you handle an owner who wants a warranty you cannot get on that assembly?

	Strong
	Says so early and in writing rather than hoping, and explains what is actually available on their roof and why - the deck, the existing layers, the slope, the drainage, the detail they will not pay to fix. Offers the path to the warranty they want with its cost, so the choice is theirs. Will not sign a contract promising a warranty a manufacturer has not agreed to, and can say when they have walked away from a job over it.

	Then
	Have you lost a job over a warranty you could not promise?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q12
	What is your process for a roof asset management or survey programme?

	Strong
	Starts with an inventory: every roof, its age, assembly, warranty status, condition and remaining life, with a drawing and photographs. Prioritises spend by consequence as well as condition, so the roof over the critical space gets attention before a worse roof over a warehouse. Produces a multi-year plan with budget numbers the owner can take to their board, and updates it annually rather than issuing it once. Keeps leak history against each roof.

	Then
	How do you decide which roof in a portfolio gets money first?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q13
	What do you do when the owner's budget only covers part of the roof?

	Strong
	Divides the roof on technical lines rather than arithmetic: by drainage area, by expansion joint, by assembly, so the phase boundary is somewhere a watertight termination can live for a year or more. Says which section is most urgent and why, prices the tie-in and the eventual removal of it honestly, and warns about the warranty and price consequences of splitting the job. Will tell an owner when a partial job is a waste of their money.

	Then
	Where do you put a boundary that has to hold for two years?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q14
	What is your approach to a leak that appears during construction?

	Strong
	Responds the same day, because during construction a leak is somebody's finished work getting wet. Finds the source rather than assuming it is the roof, since open penetrations, other trades' work and wall and window assemblies cause most of them. Documents the cause and the damage before it dries, tells the general contractor in writing, and does the repair regardless of fault while the responsibility conversation happens separately. Keeps the interior protection in place until the roof is complete.

	Then
	Who paid for the last interior damage during one of your jobs?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q15
	How do you manage material escalation on a roofing contract?

	Strong
	States a price validity period and the basis in the proposal, gets held pricing from the distributor where they can, and asks to buy and store the major material early when the schedule is long. Knows which roofing materials move most and watches them. Proposes a mechanism for the rest - an escalation clause or an owner allowance - rather than absorbing it quietly or repricing after award. Says what happened the last time a price moved under them.

	Then
	What was the last material that moved on you, and who absorbed it?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



	Q16
	What do you hand over at closeout?

	Strong
	The executed manufacturer warranty and their own workmanship warranty, as-built roof plan marked with the assembly and the penetrations, the material and submittal records, the inspection reports, the maintenance requirements the warranty actually depends on, and a walk-through with whoever will be maintaining it. Says that the maintenance obligations are the part owners never read and the part that voids warranties, so they explain them in person.

	Then
	What does your warranty require the owner to do, and do they know it?

	Said
	


	Score
	1   [  ]      2   [  ]      3   [  ]      4   [  ]



STRONG-CANDIDATE SIGNALS
Rate these from the whole conversation and the resume rather than from one answer.
	Signal
	Evidence
	Score

	Understands that the manufacturer warranty is a document trail, not a handshake
	
	1 [ ]  2 [ ]  3 [ ]  4 [ ]

	Has scheduled around weather and material lead times as a normal constraint rather than an excuse
	
	1 [ ]  2 [ ]  3 [ ]  4 [ ]

	Can describe pricing a deck-condition change order that was found after tear-off
	
	1 [ ]  2 [ ]  3 [ ]  4 [ ]


VERIFY BEFORE AN OFFER
Not after. A credential taken on trust at offer is the most expensive thing on this page.
	Credential
	Status
	Verify with
	Done

	OSHA 30-Hour Construction
	Preferred
	Card copy plus OSHA Outreach trainer verification
	[    ]

	Manufacturer Approved Applicator Credential for the systems sold
	Required
	Manufacturer contractor portal and field representative
	[    ]

	Driver License and Motor Vehicle Record
	Required
	State motor vehicle record pulled through the company insurance carrier
	[    ]

	IIBEC Registered Roof Observer
	Preferred
	IIBEC credential directory
	[    ]

	Fall Protection Competent Person Training
	Preferred
	Training provider certificate on file with the safety manager
	[    ]


DECISION
	Total score
	          out of 76



	[    ]
	Hire. The evidence is on the page.

	[    ]
	Hire with reservations. Name them, and name what would close them in the first ninety days.

	[    ]
	Do not hire.



	Reason
	





	Interviewer
	Date
	Hiring manager
	Date

	
	
	
	


Two notes on reading the total. There is no pass mark here: where the line sits depends on the market you are hiring in and how long the seat has been open, and a threshold we invented would be worse than the judgement you already have. But a 1 on any question that matters for the seat is usually a no whatever the total says, because the total can hide it.
