INTERVIEW PACK AND SCORECARD
Commercial Roofing Service Technician
Commercial Roofing
	Candidate
	
	Date
	

	Interviewer
	
	Stage
	

	Requisition
	
	Location
	


WHAT THIS SEAT IS
Finds and repairs leaks on existing commercial roofs, performs preventive maintenance inspections, and documents roof condition for building owners. Works alone most days, diagnosing from the symptom inside the building back to the cause on the roof.
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
	Screening for installation experience. Service technicians diagnose and write; installers produce. The overlap is smaller than it looks.


TECHNICAL QUESTIONS (16)
	Q1
	A tenant reports a ceiling stain twenty feet from the nearest penetration. How do you find the source?

	Strong
	Starts inside rather than on the roof: finds where the water actually appears, follows the deck flutes, the beams and the pipes it will have run along, and works out which direction is uphill. Then goes up and looks at everything upslope of that point - seams, laps, penetrations, walls, drains - rather than only the nearest curb. Water-tests in sections from the low point up. Says plainly that the stain is almost never under the leak, and that a wall or a unit above is a common answer.

	Then
	Tell me about a leak you found a long way from where the water showed up.

	Said
	


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



	Q2
	How do you repair a TPO seam failure so the warranty survives it?

	Strong
	Finds out first whether the roof is under warranty and what the manufacturer requires, because an unauthorised repair ends the warranty more surely than the leak does. Uses the manufacturer's material and method rather than whatever is on the truck, cleans and prepares properly for an aged sheet, welds and probes, and photographs the repair. Records it so the manufacturer can accept it. Will call the manufacturer's technical line from the roof rather than guess.

	Then
	How do you find out whether a roof is under warranty before you cut into it?

	Said
	


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



	Q3
	What goes in a preventive maintenance report that makes an owner approve the repair?

	Strong
	Photographs of the specific defect with a location on a roof plan, what it will do if left - and when - and a price, separated into what must be done now and what can wait a year. Written so a facilities manager can forward it to someone who holds a budget and have it make sense without a roofer to explain it. Avoids a list of everything wrong with no priority, which gets nothing approved, and avoids alarming language they cannot support.

	Then
	What share of your recommendations get approved, and what do the approved ones have in common?

	Said
	


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



	Q4
	You are on a roof in winter with an active leak. What can you actually do today?

	Strong
	Knows which repairs will hold in cold and wet and which will not, and does not apply a material outside its conditions and call it fixed. Dries and warms the area if a proper repair is possible, otherwise does an honest temporary - a mechanically fastened patch, a cover, a diversion inside - and says clearly that it is temporary, with a date to come back. Protects what is underneath. Tells the customer the truth rather than letting them believe it is repaired.

	Then
	What do you say to a customer when today's repair is temporary?

	Said
	


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



	Q5
	How do you work on a roof under an active manufacturer warranty without voiding it?

	Strong
	Checks the warranty status and who holds it before touching the roof, and knows that on many warranties only an approved contractor may work on it and the manufacturer must be notified. Uses the specified materials, keeps the documentation, and routes anything unusual through the manufacturer's technical department. Tells the owner when the work they are asking for will cost them their warranty, and puts that in writing rather than taking the instruction.

	Then
	Have you ever told a customer their request would void the warranty? What did they do?

	Said
	


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



	Q6
	What do you document on a service call so the next person is not starting over?

	Strong
	Where they went on the roof, what they found, what they did, what they could not do and why, with photographs and a location marked on a plan rather than a description. Notes what they ruled out, which saves the next visit most of its time, and anything they noticed that was not the reason they came. Writes it for the next technician rather than for the invoice. Says they read the previous notes before going up, which is the other half of it.

	Then
	When did the previous technician's notes save you a trip?

	Said
	


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



	Q7
	When do you tell a customer a repair is not worth doing?

	Strong
	When the repair cost is approaching replacement cost, when the roof is wet throughout and a patch will not dry it, when the same area has been repaired repeatedly, or when the deck is going. Says it plainly and with evidence - cores, a moisture scan, the repair history - rather than as a sales line, and offers to keep the roof going cheaply in the meantime if the owner has no budget. Being trusted to say no is the thing that keeps the account.

	Then
	Tell me about a time you told a customer not to spend money with you.

	Said
	


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



	Q8
	The customer thinks ponding water is a leak. How do you handle that conversation?

	Strong
	Takes it seriously rather than dismissing it, because standing water is a real problem even when it is not the leak: it loads the deck, degrades the membrane and voids some warranties. Explains the difference, checks whether the drains are blocked or the slope is wrong, and looks for the actual leak separately. Gives the owner the options and the cost rather than telling them it is normal. Does not use jargon to end the conversation.

	Then
	How do you explain to a non-roofer why their roof holds water?

	Said
	


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



	Q9
	How do you perform a water test to confirm a leak source?

	Strong
	Tests in sections from the lowest point upward, one area at a time, with somebody inside watching, and waits long enough between sections to be sure - which is the part people skip. Plugs drains deliberately and knows the risk of overloading the deck. Records what was tested and when it appeared. Says they will not flood a whole roof at once because a positive result then tells them nothing, and that some leaks only show in wind-driven rain.

	Then
	How long do you wait on a section before moving up?

	Said
	


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



	Q10
	What is your approach to a roof with multiple previous repairs?

	Strong
	Reads the repairs as a history: where they clustered tells them where the problem actually is, and a mastic graveyard says the roof has been patched rather than fixed. Checks whether previous repairs are themselves leaking, which is common, and whether incompatible materials have been layered on. Cores or scans for trapped moisture before recommending anything, and gives the owner an honest view of repair versus replacement rather than adding one more patch.

	Then
	What does a roof covered in mastic tell you before you test anything?

	Said
	


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



	Q11
	How do you repair a flashing detail at a curb properly rather than temporarily?

	Strong
	Takes it apart far enough to see why it failed rather than sealing over it: termination pulled loose, flashing too short, no counter-flashing, a corner that was never detailed, wet insulation inside the curb. Replaces the wet material, rebuilds the detail to the manufacturer's detail with the proper height and a mechanical termination, and welds and probes. Says that sealant across the top of a failed flashing buys a season at most.

	Then
	What is the most common reason curb flashings fail on the roofs you see?

	Said
	


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



	Q12
	What do you carry on the truck for an emergency call?

	Strong
	Can list it, and it matches the roofs they service: membrane patches for the systems in their area, the right primers, cleaners and adhesives, termination bar and fasteners, plates, a welder and probe, mastic and reinforcing fabric for a genuine temporary, plus tarps, buckets and interior protection. Safety gear and an anchor option. Says what they restock weekly and what they have been caught without. Keeps the materials in date and out of the cold.

	Then
	What have you been caught without, and is it on the truck now?

	Said
	


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



	Q13
	How do you handle a roof that is unsafe to walk?

	Strong
	Does not walk it. Can say what makes a roof unsafe - a spongy or rotten deck, a wet aged assembly, skylights without protection, no edge protection, ice - and what they do instead: inspect from the hatch or a lift, use planking to spread load, or decline and report it. Tells the owner in writing that the roof is a safety issue and not only a leak. Says they have turned around and come down, and that nobody pushed back twice.

	Then
	When did you last refuse to go on a roof, and what did you tell the customer?

	Said
	


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



	Q14
	What do you check on a roof's drains and housekeeping on a maintenance visit?

	Strong
	Clears and tests every drain and scupper rather than looking at them, checks the strainers are present, looks for debris at the perimeter and under units, and notes trades' leftovers - screws, cut wire, offcuts - that will puncture the membrane. Checks the overflow provision. Says that most of the leaks they get called to in autumn are blocked drains, and that the visit pays for itself on the housekeeping alone.

	Then
	What do you find on roofs that other trades have left behind?

	Said
	


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



	Q15
	How do you schedule and route a day of service calls when one turns into a half-day?

	Strong
	Rings the customers they are going to miss as soon as they know, rather than at the end of the day, and has a view on which of the day's calls is genuinely urgent - active water over something that matters - and which can move. Tells the office so the schedule is re-cut once rather than by guesswork. Finishes the job in front of them properly instead of leaving it half done to protect the schedule, and says which calls they would break off for.

	Then
	What would make you leave a job half-finished to go to another call?

	Said
	


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



	Q16
	What do you do when the leak is not coming from the roof?

	Strong
	Says so, with evidence: a water test that cleared the roof, a wall or window assembly that leaks in wind-driven rain, a condensate line, a mechanical unit, a pipe. Does not patch the roof to look busy and does not simply tell the customer it is not their problem - points them at what it probably is and who should look at it. Documents the test so the next person does not re-test the roof. Builds credibility by being right about this.

	Then
	What is the most common non-roof cause you find, and how do you prove 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

	Describes leak tracing as a diagnostic process rather than patching the nearest suspect spot
	
	1 [ ]  2 [ ]  3 [ ]  4 [ ]

	Comfortable writing the condition report the owner actually reads
	
	1 [ ]  2 [ ]  3 [ ]  4 [ ]

	Has worked across several membrane types, because service work does not get to choose
	
	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 10-Hour Construction
	Required
	Card copy plus OSHA Outreach trainer verification
	[    ]

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

	Fall Protection Training appropriate to lone roof work
	Required
	Training provider certificate on file with the safety manager
	[    ]

	Manufacturer Repair or Warranty Service Authorization
	Preferred
	Manufacturer contractor portal or field representative confirmation
	[    ]

	Aerial Lift Operator Certification
	Preferred
	Training provider card plus the employer hands-on evaluation record
	[    ]


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.
