
Deloitte Ranks SiteStuff, Inc. In Top 50
Fastest Growing Technology Companies
In North America

SiteStuff, Inc. recently announced that it ranked number forty-
three on the 2005 Deloitte Technology Fast 500, a ranking of 
the 500 fastest growing technology companies in North America. 
Rankings are based on percentage revenue growth over five years, 
from 2000–2004. SiteStuff grew 6,155 percent during this period.

SiteStuff’s CEO, Charlie Pace, credits client, supplier and service provider support along with the 
dedication and determination of SiteStuff employees for the company’s recent award. “SiteStuff 
definitely delivers competitive pricing but our clients are after much more than simple product or 
contract cost savings. Today, we provide significant labor efficiencies and detailed procurement reports 
that have far-reaching financial benefits for our clients. We will continue to focus on the key elements 
of client service, cost savings and process efficiencies, and we are confident that our exceptional growth 
will continue into the future,” Pace commented. 

“Making the Deloitte Technology Fast 500 is commendable in today’s highly competitive technology 
industry,” said Tony Kern, deputy national managing principal of Deloitte’s Technology, Media & 
Telecommunications industry practice. “We congratulate SiteStuff on being one of the 500 fastest 
growing technology companies in North America.”

In addition to ranking on Deloitte’s Technology Fast 500, SiteStuff ranked number five on the Texas 
Crescent Technology Fast 50, which is a ranking of the 50 fastest growing technology firms in Texas.

Third Award in Two Short Months

In addition to placing in the top 50 in the Fast 500, SiteStuff also recently placed 
5th in the Deloitte Texas Fast 50 and placed 23rd in the Austin Business Journal’s 
Fastest 50 Growing Privately held companies in Austin.

All three of these prestigious awards are a testament to SiteStuff’s tenacity in 
creating change within the procurement arena for real estate goods and services. 
 
In 2004, SiteStuff was recognized as 6th on the Deloitte Texas Rising Star Award 
list, as well as the 4th fastest growing private company in the Austin Business 
Journal’s list of the Top 50 Fastest Growing Private Companies in Austin 2004. 
This is the third year in succession that SiteStuff has been included on the Austin 
Business Journal’s Top 50 Fastest Growing Private Companies list, having been 
named the fastest growing private company in Austin in 2003. 

“SiteStuff has experienced incredible growth in its business over the past five 
years, and we are very excited about our accomplishments towards driving 
product, services and process cost savings to our clients,” stated Charlie Pace, 
Chief Executive Officer of SiteStuff.

SiteStuff would like to thank all of our clients, suppliers, service providers and 
employees for our success and we look forward to our continued growth.
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Brace for Snow – Maybe
If there is a lesson learned from this latest hurricane season, it has to be the importance of being prepared. As winter approaches, we have 
turned our attention to helping you prepare for any major winter storms. We know that the impacts of severe winter weather can create 
heavy business expenditures and we can provide many of the products you will need to prepare for major storms. Please contact customer 
care for specific product and pricing information.

Experts agree that the following measures can be effective in dealing with the challenges of severe winter weather:

• Store drinking water, first aid kit, canned/no-cook food, non-
electric can opener, radio, flashlight and extra batteries where 
you can get them easily, even in the dark.

• Keep cars and other vehicles fueled and in good repair, with a 
winter emergency kit in each. 

• Get a NOAA Weather Radio to monitor severe weather.  
• Know how the public is warned (siren, radio, TV, etc.) and the 

warning terms for each kind of disaster in your community; 
e.g.: 

“winter storm watch” – Be alert, a storm is likely.
“winter storm warning” – Take action, the storm is in or entering 

the area.
“blizzard warning” – Snow and strong winds combined will 

produce blinding snow, near zero visibility, deep drifts and life-
threatening wind chill--seek refuge immediately! 

“winter weather advisory” – Winter weather conditions are 
expected to cause significant inconveniences and may be 
hazardous, especially to motorists.

“frost/freeze warning” – Below freezing temperatures are expected 
and may cause damage to plants, crops or fruit trees.

“flash flood or flood watch” – Be alert to signs of flash flooding and 
be ready to evacuate on a moment’s notice.

“flash flood warning” – A flash flood is imminent--act quickly to 
save yourself because you may have only seconds.

“flood warning” – Flooding has been reported or is imminent--
take necessary precautions at once. Know safe routes from home, 
work and school to high ground. 

• Know how to contact other household members through a 
common out-of-state contact in the event you and your family 
have to evacuate and become separated. 

• Know how to turn off gas, electric power and water before 
evacuating. Post this information in a place that you and your 
family members can access. 

• Know ahead of time what you should do to help elderly or 
disabled friends, neighbors or employees. 

• Winterize your house, barn, shed or any other structure that 
may provide shelter for your family, neighbors, livestock or 
equipment. Install storm shutters, doors and windows; clear rain 
gutters; repair roof leaks; and check the structural ability of the 
roof to sustain unusually heavy weight from the accumulation of 
snow--or water, if drains on flat roofs do not work. 

50% off
ADA Sign Package*

This sign package from SiteStuff contains
25 signs and decals designed to help

public locations comply with the Americans
with Disabilities Act (ADA)

* When you buy 10 or more

Sale Going On Now!
HURRY! This sale ends November 30th!

Don’t miss this incredible offer. Act now while supplies last!

**Please check local and state ADA requirements to validate compliance for your particular property

Contact Tom Foshee for pricing and information • Phone: 512.514.7845 • Fax: 512.514.7899



Anticipated Price Increases

Many of you have inquired about 2006 MRO 
product price increases in order to finalize 
your property budgets. While we are still in 
the process of negotiating 2006 pricing, we 
do have some information that we can share. 

Lighting, Of�ce Products,
and Plumbing

Presently, we are not expecting any increases 
in these product categories going into 2006. 
Many of our national contracts in lighting, 
however, expire in the latter part of 2006, 
so it is possible that we will experience some 
increases during the second-half of the year. 
While it is difficult to predict those increases, 
we don’t anticipate that they will exceed 5%.

Janitorial

In the janitorial category, we do expect to 
see increases in both paper products and 
trash can liners. We had hoped to push all 
of these increases to the first of the year, but 

unfortunately, the price of trash can liners is now 
expected to increase in mid-November. Pricing 
in this segment has experienced manufacturer 
price increases since the second quarter but 
we have successfully deferred any cost increase 
to our customers until now. Unfortunately, 
Hurricanes Katrina and Rita have disrupted the 
flow of refined petroleum products, including 
the plastic resin that is a key ingredient in can 
liners. Therefore, we must pass on an increase 
of approximately 20% in mid-November. This 
will likely be followed by another increase at 
the first of the year, of a similar magnitude. 
It is important to note that these increases 
are industry-wide, and our adjusted pricing 
is anticipated to remain competitive against 
distributors outside of SiteStuff.

In the paper products area, we expect an 
increase of approximately 5-7% to go into 
effect at year end. This is based on the increase 
in both raw material and transportation costs. 
Because we are still aggressively negotiating 
our 2006 pricing on paper products, we 
cannot be more specific at this time.

On an overall basis, we expect our janitorial 
pricing to be approximately 10% higher in 
2006 than in 2005. We suggest that you use 
that percentage for budgeting purposes. 

SiteStuff can assist you in mitigating the 
impact of the liner increases by reviewing your 
existing usage to ensure that you are using 
the correct size and density. Often, simply 
switching to a bag that more closely fits the 
receptacle size can minimize the financial 
impact. If you are interested in reviewing your 
trash can liner purchasing, please contact your 
local Account Executive or Customer Care.

Overall Commitment to Price 
Competitiveness

Our goal at SiteStuff is to provide a 
compelling offering of the best products at 
the best prices. We continue to negotiate, 
based on our aggregated portfolio, to keep 
our prices as competitive as possible. Because 
we rank as one of the top five customers for 
our major manufacturers, we fully expect 
that any increases we incur and pass on will 
be significantly lower than those experienced 
by non-SiteStuff distributors. We will provide 
more information regarding our increases 
relative to the market when we finalize our 
negotiation process. In the meantime, for 
more information on SiteStuff’s robust price 
validation process, please see the next article 
in this newsletter entitled “Achieving Cost 
Savings through Competitive Pricing.”

As one of the nation’s largest building and facilities
services companies, ABM can offer advantages others
cannot:
• An operational infrastructure that covers all 50 states

• Cost containment through purchasing power and other

   economies of scale

• A history of reliability built over a century of experience

ABM industries provides complete janitorial, parking,
security, engineering and lighting services for thousands
of commercial, industrial, institutional and retail facilities
in hundreds of cities across the United States and British
Columbia, Canada.

For service that’s clearly the best,
call 800-834-4441 today.

Or go online at: www.abm.com
©2005 ABM Industries, Inc. 113 Clermont Ave. Alexandria, VA 22304



Achieving Cost Savings through Competitive Pricing
Price savings is a key differentiator that SiteStuff strives to provide to their clients. 
What you may not know is that SiteStuff continuously monitors pricing in 
comparison to the overall marketplace to ensure that we are meeting this goal. We 
have developed a robust, industry-leading process by which we continuously test 
our pricing against the market. This process consists of:

• Obtaining hard coded invoice data from existing clients and prospective clients
• Matching the products purchased outside of SiteStuff to SiteStuff SKU numbers
• Conducting an item by item comparison
• Calculating overall price variations against SiteStuff SKUs
• Identifying category savings opportunities or losses

Every year we aggregate this information to provide a consolidated look at how 
our pricing stacks up against the market. Keep in mind that while SiteStuff will not 
be cheaper on every item, and might even be higher on infrequently purchased 
items, we target our best pricing on the items you buy most or spend the greatest 
dollars on, so that you end up saving money across a category. That way you can 
avoid time consuming price checking and be comfortable that if you buy everything 
you can from SiteStuff, you will save money. We call this concept of savings the 
“Market Basket” approach – SiteStuff is cheaper on a basket of items, rather than 
every individual item.

We are currently in the process of finalizing our 2005 pricing studies. So far, after 
analyzing over $1M, we are showing an average overall savings of 9%, with some 
companies and locations saving over 15%, and in some cases, even 20%!

While 2005 is still being finalized, we can provide a detailed review of our 2004 
pricing studies:

• 17 pricing analyses studies conducted
• 11 management companies included
• Data from nearly 100 properties included
• Over 4,000 invoice line items and almost 2,000 products analyzed

When we perform the line by line comparisons, we meticulously consider unit of 
measure, shipping costs and other possible discrepancies to make sure that we are 
comparing apples to apples. The table above illustrates the Market Basket savings 
realized within and across categories. The 2004 pricing review resulted in an overall 
average savings of 7.4%.

In addition to the actual spend compared in the study, the information is compelling 
for another reason: It represents products that you buy. As part of the pricing review 
process, we identified some products as “High Runners”. High Runners represented 
710 items in our 2004 pricing review and have the following characteristics:

• Average annual sales over $9,000
• Represented over 40% of our sales in 2004
• Comprised 81% of the $6M analyzed in the 2004 pricing review

Keep in mind, we want you to have enough confidence in our pricing to buy from 
us without comparing price on every item. We’ve designed our pricing study tools 
to give you the confidence that by buying through SiteStuff you will receive better 
pricing on the items you buy a lot, and if there is a price discrepancy, its impact 

is small. In the last instance, you would probably lose more money in the time it 
would take to shop around. For example, a 250,000 sq ft building spending $0.24 
per sq ft equates to an annual spend of $60,000. If you could find five percent 
savings on ten percent of the total spend, your gross savings would equate to $300. 
This gross savings does not take into consideration your time to verify price, order 
the item or process the separate invoices. This effort to support ordering outside 
SiteStuff could cost your company approx $825 per year based upon conservative 
estimates (see table). What initially appeared to be $300 in savings turns out to be a 
net loss of $525 for this example.

Last but not least, remember that there are some pitfalls when comparing 
individual prices:

1. Lack of volume information: MRO purchasing and the related costs must be 
reviewed on a total, aggregate basis. Spot checks on specific items do not indicate if 
the total purchase cost is higher or lower.

For example, if Supplier A is $0.50 higher on a $3 stapler but only $.25 cheaper on 
a $3 lamp, at first glance this would appear to be a mixed result. However, if the 
lamp is purchased 100 times a year and the stapler is purchased 5 times a year, then 
obviously the overall result is much more favorable than the initial spot check would 
indicate. Multiplied over many items, this problem is magnified significantly. Even 
counting how many items are higher versus lower can provide misleading results.

2. Accuracy of Product Matching: In certain categories (like air filters), there 
are a relatively high number of manufacturers. It can be a challenge to correctly 
cross match one manufacturer’s product to the exact functional equivalent 
(considering function, quality, efficiency, etc.). SiteStuff’s pricing study process 
involves manufacturer and supplier partners to ensure that cross matches are as 
accurate as possible.

3. Units of Measure Issues: Sometimes when doing cursory spot checks, unit of 
measure issues can be overlooked. Units of measure can get particularly tricky when 
dealing with office supply items, because paper products are sold by the ream and 
by the case. Some suppliers (SiteStuff/Office Depot for one) have multiple SKUs 
for the same product to sell them in different units of measure. A robust analysis 
will break pricing down to the lowest common unit which is a step often missed in 
price checks.

4. Freight/Handling Charges: Sometimes suppliers tack on additional freight 
charges, inside delivery fees, fuel charges, etc. that are not included in the individual 
line item price. A simple price check does not take these into account. Price checks 
also fail to illustrate the value/cost reduction that SiteStuff can create by bundling 
orders over $150 (thereby avoiding small order charges).

Always remember, our goal at SiteStuff is to be competitive on the categories 
that you buy most often. If you feel that you have a pricing issue, or have any 
questions about how we validate our pricing competitiveness, don’t hesitate to 
call Customer Care.

250,000 Square Foot Building 6 Time Spent Annually Verifying Price (estimated 0.5 hrs per month)

$60,000 Annual Spend @ $.24 psf 3 Time Spent Annually Ordering (estimated 0.25 hrs per month)

$6,000 10% of Total Budget 24 Time Spent Annually Processing Invoices (estimated 2 hrs per month)

$300 5% Savings on 10% of Budget 33 Time Spent Annually to Source Outside of SiteStuff (hrs)

$25 Estimated Labor Rate

($825) Time in Labor Dollars Supporting Multi-Sourcing

$300 Multi-Sourcing "Savings"

($825) Multi-Sourcing "Costs"

($525) Net Loss with Multi-Sourcing

Costs Associated with Multi-SourcingSavings Associated with Multi-Sourcing

SiteStuff Product 
Category

 Annualized $s 
Invoiced Through 
Current Suppliers 

 Annualized 
SiteStuff

Comparable $s 

 Annualized 
SiteStuff Savings 

Opportunity / 
(Loss) $s 

Annualized SiteStuff 
Savings Opportunity / 

(Loss) %

Janitorial 4,802,369$           4,469,414$               332,955$              6.9%
Lighting/Electrical 666,140$              602,934$                  63,206$                9.5%
Office Products 365,275$              356,638$                  8,637$                  2.4%
HVAC 176,274$              130,306$                  45,968$                26.1%
Maintenance/Tools 47,136$                45,464$                    1,672$                  3.5%
Other* 23,601$                24,232$                    (631)$                    -2.7%

Grand Total 6,080,795$           5,628,988$               451,807$              7.4%



SiteStuff Account Management Team Expanded to Better Serve You
SiteStuff, Inc. is dedicated to delivering the highest possible service to our clients, 
increasing client satisfaction and enhancing the SiteStuff experience. In order to maximize 
the SiteStuff value, we have renewed our attention to our end users: the property personnel 
using our site to purchase products and bid services. In an on-going effort to increase our 
value to you, we are pleased to announce the increase in our field presence in locations 
where our clients have the greatest concentration of business. The Account Executives 
will now have smaller territories to manage and therefore have the ability to concentrate 
their efforts on providing personalized service in their markets. We are also realigning our 
Austin team to provide dedicated resources to our clients outside these large markets.

In addition to helping our clients through direct interaction, our team will continue to 
enhance the experience at the delivery level by working closely with local distributors 
to observe and upgrade performance where necessary. They will also be available to help 
you leverage the Bid Management Solution, and increase its effectiveness by developing 
relationships with local service providers to create a more robust nationwide service 
provider directory. 

The new organizational structure is in place. Please see a list of account executives’ names and contact information for your particular property area below. 
Contact our Customer Care department with any issues or concerns.  We are excited about the opportunity to better serve you!

SiteStuff Account Management Team

Tom Jennings, Director ï West Region

Paul Cialdella, Director ï East Region

Tyler Rice,
Denver/Phoenix

Mary Farmer,
Northern California

Billy Hatler,
Southern California

Kelly Hruby,
Houston/DFW

Nannette Lamberti,
Chicago

Dennis Martin,
Atlanta

Antonio Iribarren,
Miami, Orlando,

Tampa

Ramsey Ramadan,
D.C., Philadelphia

TBD, NYC

Drew Holst,
Boston

Market or Responsibility Account Executive Name Phone Number Email address
Diector of Sales - Eastern US Paul Cialdella (773) 573.8090 paul.cialdella@sitestuff.com
Director of Sales - Western US Tom Jennings (512) 638.2149 tom.jennings@sitestuff.com
Atlanta Dennis Martin (770) 436.3922 dennis.martin@sitestuff.com
Boston Drew Holst (617) 566.7834 drew.holst@sitestuff.com
Chicago Nannette Lamberti (773) 420.7691 nannette.lamberti@sitestuff.com
Dallas & Houston Kelly Hruby (832) 767.1486 kelly.hruby@sitestuff.com
Florida Antonio Iribarren (954) 349.4671 antonio.iribarren@sitestuff.com
Los Angeles Billy Hattler (323) 326.0971 billy.hattler@sitestuff.com
Mid Atlantic Ramsey Ramadan (202) 380.7647 ramsey.ramadan@sitestuff.com
New York City TBD (877) 778.7483 customercare@sitestuff.com
Phoenix & Denver Tyler Rice (303) 319.5684 tyler.rice@sitestuff.com
San Francisco Mary Farmer (877) 778.7483 mary.farmer@sitestuff.com
Eastern US Markets Not Listed Above Cesar Pena (512) 514.2404 cesar.pena@sitestuff.com
Western US Markets Not Listed Above TBD (877) 778.7483 customercare@sitestuff.com

In the aftermath of the two monster hurricanes that ravaged the gulf coast, 
over one million people have been displaced across Louisiana, Mississippi, 
Alabama and Texas, with the federal disaster declarations stretching over an 
area of 90,000 square miles. The images of their destruction and the resulting 
human tragedies are unprecedented and have sent everyone into a state of 
shock over the last several months. SiteStuff is dedicated to the monumental 
task of rebuilding cities and communities along the Gulf Coast region.

We would like to reiterate our support plan to our clients. An Emergency 
Operations Committee (EOC) was established to coordinate our efforts to 
help SiteStuff clients return to their normal operations and lives. The EOC 
has defined and implemented a support program to meet this goal and we 
continuously review our performance and strategy. The main attributes of 
the plan are as follows:

• We have set up a special e-mail inbox katrinasupport@sitestuff.com to 
accept hurricane related requests. Product orders and service needs can 
be submitted by e-mail, fax, phone or through the normal channels. As a 
reminder, our fax number is (800) 214-5007 and our customer support 
number is (877) 778-7483.

• Cesar Pena, Account Representative East Region, is identified as the lead 
Internal Account Representative to support all clients with product and/or 
service purchasing needs. He can be reached via the customer support line 
and at the special e-mail address.

• Suppliers/Distributors have been contacted to validate their ability to 
deliver products we anticipate to be in high demand. 

• The bid management operations team will support clients as needed to 
procure required services through the SiteStuff bid management solution. 
They are prepared to create bids to off-load the required administrative 
effort or to contact Service Providers for proposals. 

• The company lead representative is Brad Chandler. He can be reached 
through the customer support number, directly at (512) 514-7809, via 
cellular at (512) 826-2633 or via e-mail at brad.chandler@sitestuff.com.

To help insure high caliber service, we have the following recommendations:

• Create a list of critical items that you expect to purchase on a recurring 
basis and e-mail the list to katrinasupport@sitestuff.com.

• Evaluate your plan to receive and store items. Update your shipping 
addresses as needed, for prompt delivery of hurricane-specific supplies. 

• Ensure all SiteStuff/Grainger accounts are up to date. 

Our thoughts and prayers are with those affected by these devastating hurricanes. 
We are dedicated to being a part of the solution, and if there are specific ways 
that we can help, please do not hesitate to contact us.

SiteStuff Provides Hurricane Support



Preparing for Platform Upgrade

As communicated in previous newsletters and 
e-mails, SiteStuff is investing nearly $2M to 
upgrade our Procurement Platform to better 
serve our clients and partners. Benefits include 
improvements in reliability and scalability; 
expansion of procurement solutions and 
features; quicker release of new functionalities/
client recommendations; and increased 
efficiency of internal operations. The main 
goal is to expand and improve your experience 
with SiteStuff procurement solutions. 

Of the three solution offerings, the Product 
Purchasing Solution is undergoing the most 
change. To communicate all operational 
changes, SiteStuff is planning to host 1 hour 
training seminars via the web two-weeks prior 
to the actual upgrade and one-month after 
the rollout of the new site. Webinars will be 
hosted three times per day prior to go live to 

ensure complete coverage of all time zones 
and to provide adequate opportunities for 
clients to participate. Sessions are planned to 
be held at 8:00 am, 11:00 am and 4:00 pm 
CST. The webinars for post-go live will occur 
twice per day for one week then once per day 
for the following two weeks. 

As always, Customer Care is available to 
answer any questions you may have. We will 
communicate training dates and times via mailed 
post cards, e-mails, on-hold messaging through 
our phone system, SiteStuff website message 
box and the November New@ newsletter. 

Single page “How To’s” will be available for 
each training function as post training message 
guides. Once available, “How To’s” will be 
located on our web site via the “SiteStuff 
Platform Upgrade” link (under the SiteStuff 
News and Information section at the bottom 
of the Home Page).

The platform upgrade benefits are clearly 
client driven. Some will be readily visible, 
while others are internal process-driven and 
are designed to indirectly improve your 
experience with SiteStuff solutions. If you 
have any questions regarding the SiteStuff 
Procurement Platform upgrade, please contact 
Mrs. Angie Goertz at (512) 514-7823 or e-
mail her at angie.goertz@sitestuff.com. More 
information about the Procurement Platform 
Upgrade can be found on the website under 
SiteStuff News and Information.

GIVE OLD MAN WINTER THE COLD SHOULDER

Whether the goal is to properly maintain your roof in order to 
prevent roof leaks and damage to the interior or exterior of the 
building or to just get your roof ready for winter and “freeze/
thaw” cycles, an end of season roof inspection can save you 
money and not allow a roof issue to potentially damage your 
tenant relations. Regular maintenance can extend the life of your 
roof. Centimark can help you take a proactive approach to roof 
maintenance with scheduled visits that can cover the steps:

• Clean all debris from rooftop surfaces, drains and gutters

• Refill pitch pans where needed

• Inspect drain clamping ring securement

• Indicate any missing drain strainers or cages that need to be replaced

• Identify any open blisters, splits, punctures, seams and open/loose 

flashings

• Report any open, loose or worn out caulking where deteriorated

• Identify any roof leaks to be repaired and any HVAC doors and panels 

that are displaced

• Provide photographs of roof where major repairs are needed.

• Indicate any loose metal coping, counterflashings, gutters and edge 

terminations that need to be reattached

• Itemize estimates on any repair work

MORE SEASONAL CLIMATE � THE FIVE POINT 
CHECK-UP MAY BE RIGHT FOR YOU

When was the last time you looked at your roof? At Centimark 
we provide emergency leak service, roof repair and replacement. 
To take it one step further, Centimark goes through a 5 Point 
Check-Up service to help make your roof safe, well maintained and 
energy-efficient.

1.If you have skylights, fall protection screens are recommended to provide a 

cost-effective, 24-hour protection to prevent accidental falls and to comply 

with OSHA regulations.

2.Roof hatches and guardrails are required by OSHA to protect against falls 

from open roof hatches. This investment in safety protects the hatchway 

and allows people to get on and off the roof safely.

3.For restaurants, food processing and manufacturing facilities, grease guards 

are essential to protect the roof from the damaging effects of corrosive 

grease, oils or chemicals that are discharged during routine cooking and 

manufacturing operations.

4.To help reduce energy costs, Centimark offers a variety of solutions including 

white roof coatings that are easy to apply, cost-effective and functional in 

reducing the effects of excessive roof temperatures. The versatile coating 

with color options can be used to add yellow caution lines to the rooftop as 

well as stencil company logos on the roof.

5.A customized scheduled roof maintenance and housekeeping service can 

prolong the life of the roof.

Thus, a strong maintenance program coupled with the 5 Point 
Check-Up will help reduce overall long term roof expenditures and 
extend the life of this significant asset.

Centimark is North America’s leading commercial roofing 
contractor. You can contact Centimark at (949) 597-0051 and 
ask for Randy Axelson, Managing Director, Real Estate & 
Healthcare Divisions.




