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knowledge with you. 

We also have a number of breakout speakers who 

are slated to speak, plus after-parties both nights 

that will leave everyone wishing this amazing 

conference was more than just two days. 

With all this value, you won’t want to miss the 

most popular event in the roofing industry this 

year.  

Again, thank you for the unwavering support of 

Roofing Insights. I hope everyone has a blessed 

holiday season, and that when the time is right, 

we all approach 2021 with the same tenacity and 

excitement that many of us have already ap-

proached this year with. 

Thank you.

Dmitry Lipinskiy
Founder and CEO of Roofing Insights

Roofing Insights has grown immensely 

thanks to both the financial and emotional 

contributions of our supporters.

I always say this, but it bears repeating: both pro-

fessionally and personally, I do not know where I 

would be without my loyal followers.

In many ways, what you see now with Roofing 

Insights is a result of everyone’s consistent viewer-

ship, the loyalty from the business school’s stu-

dents, as well as the attendees at all of our events.

To say thank you, it’s appropriate that I give credit 

where credit is due. 

Many thanks to all our sponsors. They have not 

only helped Roofing Insights grow, but they have 

also worked with many of our students to help up-

grade and optimize their processes. When everyone 

in our community works together, we all win.     

I am also proud of every student who has grown as 

a business and a person this year. Guys like Nate 

Schweppe, Charlie Anderson, and Steve Snyder (to 

name a few) have all taken their companies to the 

next level.

They give me a lot of credit, but the truth is they 

(along with all my other students) have always had 

the ability to succeed.

All they needed was someone to believe in them.   

With that being said, let’s cap this year off with a 

bang. 

I’m extremely excited for the Roofing Process Con-

ference that is taking place December 3-4 in Orlan-

do, Florida.

This event offers tons of value, with big-name 

speakers like Rodney Webb, Mike Michalowicz, and 

Matt Risinger eager to share their industry-leading

EDITOR’S WORD
I WANT TO THANK EVERYONE 
FOR A GREAT 2020!
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KNUCKLE SAVER ROOFING KNIFE

LONG HANDLE KNIFE THAT KEEPS KNUCKLES
CLEAR AND SAFE WHILE CUTTING SHINGLES.

USD $17.99
USD $20.99

Primeline Tools, Inc.  |  Mississauga, ON  |  P: 905-671-4788  |  F: 905-672-5499
info@primelinetools.com  |  www.primelinetools.com

The Knuckle Saver Roofing Knife is specially designed with 
an extra long handle to keep knuckles clear and safe while 
cutting roofing shingles. The bulging grip design keeps the 
knife from slipping out of the hand and comes with 3 SK5 
steel hook blades.
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BECOME YOUR OWN BOSS  
To make substantial amounts of money, you must develop into a self-sufficient entrepreneur. ESCEX 
Roofing & Restoration owners Nick Barzegar and Adam Humphrey tell us why
by Quentin Super

Learn more

For starters, Barzegar is a col-

lege grad who years ago spent 

time attempting to navigate his 

way through the maze of cor-

porate America, until eventu-

ally deciding he had enough of 

bureaucracy and office politics 

and needed a career change. 

Humphrey’s path was different. 

He too earned a college degree, 

but he also had the benefit of 

working in the construction in-

dustry for nearly his entire life. 
Nick Barzegar and Adam Hum-

phrey are not your stereotyp-

ical battery when it comes to 

roofing company owners. 

Despite their differenc-

es in backgrounds, the 

two joined forces eight 

years ago and founded 

ESCEX Roofing & Resto-

ration. Finding success 

initially proved to be 

difficult, yet through 

developing solid busi-

ness principles and 

practices, Barzegar and 

Humphrey have turned 

ESCEX into an $8 mil-

lion company. 

Both Barzegar and 

Humphrey recently 

took time out of their 

hectic schedules to 

talk with Roofing 

Insights Senior 

Copywriter Quentin 

Super about their rise 

as entrepreneurs, 

and how others can 

achieve similar 

success.

NICK BARZEGAR ADAM HUMPHREY
Owner/PartnerOwner/Partner
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“    If you’re successful after 
one year of roofing, you’re 
not a successful roofer

“    I wanted to do something that 
gave me a purpose, and roofing 
just happened to give me that 
opportunity

Quentin Super: What made you 

guys want to leave the corporate 

world and get into roofing? 

Nick Barzegar: “My family has 

always been entrepreneurs. It’s in 

our blood, and the reality is you 

can’t make money working for 

someone else. Working for some-

one else only makes your boss 

wealthier. Plus, in corporate, the 

environment is so political, and 

there are so many ladders you 

have to climb in order to accom-

plish your goals, that within that 

structure, there’s no real joy.”

“I wanted to do something that 

gave me a purpose, and roofing 

just happened to give me that 

opportunity.” 

Adam Humphrey: “I never 

worked in corporate. I’ve always 

been an independent contractor. 

I was twelve years old when I 

made my first $1,000. I remember 

that summer, instead of going 

to the arcade like the other 80’s 

kids, I turned around and bought 

more lawn equipment so I could 

take care of my neighbors. I’ve 

always been a hustler. I went 

through college and I was remod-

eling exam rooms and bartend-

ing. I found that by working 

for myself, I can get more done. 

I create my own resources 

because to me, money is just 

a resource. It helps you gain 

leverage and is a byproduct of 

doing good work.”

“Growing up as a poor kid in 

Southern California with a dad 

who worked hard, I saw work 

ethic, and that’s how I found a 

way to do what I wanted to do, 

and that’s really what life has 

always been, is finding a way. 

I think that’s why the money 

doesn’t matter.”

QS: What kind of person should 

own a roofing company? What 

personality traits should they 

possess? 

NB: “Number one: grit, but 

also passion for your work. I 

always tell people that having 

a purpose is the key to being 

successful in business. You 

can’t do things for money.”

AH: “I definitely 

believe in grit and 

perseverance. In my 

house, we have a 

mantra: we’re Hum-

phreys. We don’t give 

up. Nick and I are both 

entrepreneurs, and I 

appreciate that. I am 

a second-generation 

contractor, and so is 

he, but we are busi-

nessmen first. Doing 

things the right way 

really matters.”

QS: Which business 

model do you prefer? 

1099 or W-2?

NB: “That’s a good 

question. I like the 

W-2 model, but I’d still 

lean toward 1099 be-

cause it empowers

people to be their own 

LLC and boss. That’s 

the best way to make 

money because you’re 

setting your own 

prices and working a 

schedule that is most 

conducive to your 

success.”

AH: “It depends on 

the position, but as 

far as people coming 

in, I believe in 1099. 

As the owner of an 

$8 million roofing 

company, I was in the 

office last night until 

9 P.M. training guys 

who were coming in 

because I wanted to 

make sure I made an 

impression on them.”

“As far as in-house 

stuff though, it has to 

be W-2. You have to be 

able to manage people 

and direct what they 

do because they are 

the ones who are

AH: “Grow at the right speed. I 

have never been a guy to have 

a revolving door, but it depends 

on what you want. Personally, 

I want a sustainable business 

and I’m not trying to get rich 

overnight. I want to be con-

sistent and be able to expand 

my footprint in order to have 

something that can allow me 

to ride off into the sunset.” QS

carrying out your bidding and 

the actions of the company.”

QS: How does Atlanta differ 

from other markets around the 

country?

NB: “Atlanta is tough. To set 

yourself apart, you need to find 

a niche, something that sepa-

rates you from your competition 

because we have way too many 

companies down here who 

have been around for 40 years. 

Those guys have billboards 

all over the city, so in order to 

get customers to hire you, they 

have to like you first. On top of 

that, you need to prove to them 

that what you’re offering is of 

substantial value.” 

AH: “I came from a sandbox 

where I was running seven 

different states simultaneously. 

I’ve been in Arizona and done 

hail work. I’ve been in Colorado, 

but Nick has been limited to 

South Carolina and Georgia. Yet, 

when I got with Nick, he made 

a good point: if we can’t eat in 

our backyard, what are we 

doing running around 

everywhere else?”

“I like that philosophy, 

and within that 

philosophy I found that

we were really able to 

dial in our product that 

much more.”

“Another thing: we 

have a lot of weather 

that comes through, 

but we don’t get a lot of 

hail like Minneapolis, 

Texas, and everywhere 

else. Here in Atlanta, 

rain hits, and then it’s 

gone within two or 

three hours. Because 

of that, we see a lot of 

action, but we don’t see 

the blistering hail like 

in other markets.”

QS: What last piece of 

advice would you give

to new owners in the 

roofing industry?

NB: “If you’re success-

ful after one year of 

roofing, you’re not a 

successful roofer. I’ve 

seen too many guys 

have a great first year, 

and then two years 

later they are out of 

business. It usual-

ly happens because 

they’re chasing suc-

cess, but that’s not how 

you foster a profitable 

business.”

“What makes a good 

business is having a 

purpose behind what 

you do. You have to 

do things for the right 

reasons. Once you do

that, then the money 

will follow.”

WHAT
COMPANY
IS NEXT?
To nominate a 
company, simply 
message Roofing 
Insights on any of 
our social media 
platforms

/RoofingInsights

/c/RoofingInsightsBrand

/RoofingInsight

w w w . r o o f i n g i n s i g h t s . c o m

Roofing Insights Magazine.  December 2020 |  1 5



www.roofinginsights.com

Roofing Insights Magazine.  December 2020 |  1 7

SHINGLES
BEYOND THE

The Roofing Insights team of 
investigators traveled the country 
to talk with ex-employees of Mike 
Powers, the owner of To Serve 
Contracting who is notorious for 
not paying his guys. 

Salesmen: learn how you can 

avoid working for a scammer.

by Quentin Super

There will always be 

crooked owners in the 

roofing industry.

Why? 

Because let’s face it: 

To become an owner, all 

you need is a clipboard and 

a computer, and probably a 

couple thousand bucks to pay 

a crew. 

Beyond that, success is yours 

for the taking, if you’re willing 

to put in the work. 

But in a society that seemingly 

becomes more entitled and 

less hard-working with each 

election cycle, it’s now more 

difficult than ever to spot a 

malevolent roofer.  

Thankfully, when the Roofing 

Insights community bands 

together, we can eradicate the 

cancerous individuals who 

operate without a conscience. 

Still, ridding the industry of 

criminals takes time, energy, 

and most importantly, people 

willing to speak out. 

Meet Nick Fedderly (below).

After a sabbatical of silence, 

he’s now coming for-

ward.

Fedderly was once a 

salesman for To Serve 

Contracting, a Min-

nesota-based roofing 

company who by many 

estimates rakes in over 

$10 million annually. 

To an outsider, To 

Serve’s 4.3 rating on 

Google would indicate 

that they are a solid 

roofing company, but 

behind the vanity of 

the company’s pro-

fessional website and 

presentation is an in-

dividual who for years 

has been shorting 

salesman and crews 

alike. 

His name is Mike 

Powers, but thanks 

to Fedderly and other 

brave individuals who 

reached out to Roofing 

Insights, a light will 

be cast upon Powers’ 

unethical and illegal 

actions.

For this story, we inter-

viewed four different 

ex-employees at To 

Serve. They all had dif-

ferent experiences, but 

in each instance, the 

common denominator 

remained the same: 

Mike Powers scammed 

them out of their hard-

earned money. 

NICK FEDDERLY

MIKE POWERS

Learn more

To Serve Contracting 
President/CEO
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1. Nick Fedderly 

On a brisk fall morning in Min-

nesota, Nick Fedderly walks into 

the Roofing Insights studio to meet 

with Dmitry Lipinskiy to discuss 

his time at To Serve Contracting. 

Fedderly appears tired, not only 

because it’s early in the day, but 

also because he knows he is about 

to blow the cover off one of the 

biggest criminals in the roofing 

industry. 

“To Serve owed me $60,000,” Fed-

derly first tells Lipinskiy before 

revealing that “when they fired me, 

I only got paid out $17,000.” 

Fedderly then adds that in his 

short time with the company, he 

saw ten other salespeople relieved 

of their duties.

“Why weren’t you paid the money 

you were owed?” Lipinskiy then 

asks Fedderly.

“They said I didn’t complete my 

jobs. It was all an agreement 

and Mike [Powers] violated that 

contract multiple times by tak-

ing away vehicle allowances and 

changing pay structures. On top of 

that, he didn’t notify us of those

changes,” explains Fedderly, 

adding that he initially began 

noticing these changes when 

his paychecks came in smaller 

than what they were supposed 

to be.

Fedderly talked to management 

about the discrepancy, at which 

point they told him To Serve’s 

policies had changed and there 

was nothing he could do about 

it. Fedderly was also told he 

wouldn’t be able to recoup any 

lost wages. 

Unfortunately, this mishap 

wasn’t a one-off occasion. 

“They just kept changing the 

structure to benefit them,” says 

Fedderly. 

Things then came to a head 

soon after when Powers flew 

into Minnesota to enact more 

wholesale changes within To 

Serve. 

Fedderly says he knew some-

thing strange was occurring 

because the night before he was 

supposed to meet with Powers, 

he had been locked out of all the 

company CRM and login pages.

The next day, during their 

meeting, Fedderly was fired. 

The only explanation given was 

that he “wasn’t the right fit for 

their culture.” 

Ironically, that same day, Pow-

ers also terminated the other 

ten members of his sales staff. 

For Fedderly, he was then not 

only out of a job, but he also was 

still owed roughly 

$50,000, and that’s not 

including the com-

missions he would 

have received off a 

$130,000 window and 

roof job that was still 

in the process of com-

pletion.

Of course, the payout 

for that project would 

have been huge, but 

to secure that job, 

Fedderly also invest-

ed eight months of 

negotiating with that 

customer’s insurance 

company.  

At the time of his 

termination, Powers 

told Fedderly he would 

not be paid for that 

$130,000 job because it 

wasn’t completed.

This rightfully irritat-

ed Fedderly because 

he did everything 

he could to expedite 

the project, and also 

was still not given a 

valid reasoning for his 

firing.

Seeing no path toward 

an easy resolution, 

Fedderly told Powers 

he would accept his 

termination, so long 

as a few things hap-

pened. 

“It’s fine if I don’t fit 

your culture. Let me 

close my jobs and get 

paid. Whether it takes 

another year or not, 

I’ll finish the jobs 100% 

and keep your cli-

ents happy,” Fedderly 

remembers telling 

Powers.  

Powers refused to let 

that happen.

Says Fedderly: 

“After that, I asked for 

my money. I didn’t 

violate my agree-

ment, so that meant 

what happened was a 

wrongful termination, 

and I demanded all 

$60,000 that he owed 

me.” 

Shockingly, Powers 

then told Fedderly that

he didn’t owe him any money at 

all. In fact, Powers also claimed 

that he was owed $2,000 from 

Fedderly.

This wild assertion drew a 

chuckle from Fedderly, who then 

refused to leave To Serve’s office 

until he was paid what he was 

rightfully owed.

Four hours later, Fedderly was 

handed a check for $17,000, and 

an ultimatum.

“You can either take it or bring us 

to court,” Powers said. 

Feeling trapped, Fedderly took 

the money and signed a docu-

ment stipulating that he and To 

Serve were even. 

Now, in the Roofing Insights 

studio, Fedderly is still reeling 

from the events that happened. 

He pauses at this point in the 

conversation with Lipinskiy to 

reflect on the nightmare his time 

at To Serve proved to be.

“The funny thing is, it’s not 

even just the pay. They weren’t 

paying my child support, 

and they had me set up as an 

employee, so every month my 

child support worker was com-

ing at me. I was getting late fees 

and hits on my credit report.”

Worse, To Serve was taking the 

money for child support out of 

Fedderly’s paycheck, but they 

weren’t covering their end with 

the government. 

When asked why this was 

happening, management told 

Fedderly they forgot. 

“Forgot?” Fedderly brims. “You 

took it out of my paycheck. 

They made it right later, but 

I think that if I hadn’t been 

paying attention to the small 

details, I would have never seen 

that money.”

All of this headache was en-

abled by an owner like Powers,

a man who by all accounts is 

living the high life out in Cali-

fornia.  

“I don’t know how many other 

bills he’s not paying in order 

to have his lavish lifestyle and 

$7,000 a month mansion in L.A. 

that overlooks the city,” says 

Fedderly.

“He left me in a tough spot. I 

ended up having to sell my 

house so I could keep rolling 

along. His behavior, that’s not

how you treat your 

guys.”

In hindsight, Fedderly 

admits he would have 

done a few things 

differently. 

“Don’t sign a contract 

that says you only 

get paid once the job 

is completed. You 

need to have terms in 

there that allow you 

to take a percentage 

on the down payment. 

Look for ways to get 

money on the front 

end versus agreeing to 

100% commission on 

the back end because 

that’s how these 

companies are getting 

away with stealing 

from sales guys.”   

2. Dima Lis 

During a private meet-

ing in Virginia, Dima 

Lis tells Dmitry Lip-

inskiy that he worked 

for Mike Powers and 

To Serve on two dif-

ferent occasions.

In total, Lis estimates 

that he brought in 

roughly $12 million in 

business, but he was 

only paid $60,000 for 

his efforts. 

These shorted com-

mission checks vio-

lated the agreement 

he had with Powers, 

which is no surprise, 

but what is even more 

damning is that Lis 

never received leads 

from Powers.

Besides door-knock-

ing, Lis had to find 

other ways to generate 

business. 

“I bought leads from 

Storm 911 because 

it saved me a lot of 

time,” Lis says. 

As their conversation 

evolves, Lipinskiy is 

mystified by the fact 

that Powers has been 

able to stay in busi-

ness for twelve years. 

Lis feels the same 

way. 

***

“    Don’t sign a contract that says you 
only get paid once the job is completed

DIMA LIS
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“He [Powers] thinks he’s doing 

it right because he’s been 

doing it for twelve years, but 

he’s horrible at closing jobs. 

See, scamming people is part 

of his game. The strategy is to 

stack and starve, so you load 

up a bunch of jobs, you pay a 

little bit of a draw and then 

you don’t close the job out so 

you don’t cap out. And then 

salespeople just leave.” 

Which is exactly what Lis did. 

After leaving To Serve for 

another company, Powers 

refused to pay Lis what he was 

still owed on past jobs, citing 

the non-compete clause Lis 

had previously signed.

While Powers did have legal 

grounds to deny payment, he 

was still operating outside 

the boundaries of morality 

because jobs that should have 

been completed in weeks were 

taking months to get done. 

This meant Lis wasn’t being 

paid for all his past work, 

giving him proper justification 

to leave the company.

Essentially, Powers was setting 

his salespeople up to fail on the 

front end so he didn’t have to 

pay them on the back end.

In turn, Lis sought legal ac-

tion against Powers, but with 

shoddy representation standing 

in his corner, Lis never stood a 

chance.     

“My lawyer had no spine,” says 

Lis. “There was a lot of pressure 

on me and we ended up settling 

for a small amount of $6,000.” 

It was all a nightmare that Lis 

is happy to see end, but he still 

wishes he never had agreed to 

work at To Serve.

“I think he [Powers] is a really 

good salesman, but he doesn’t 

attract many seasoned sales 

reps,” Lis mentions when asked 

how Powers has been able to 

stay in business all these years. 

“I also think he start-

ed out poorly running 

the business and he 

thought since he was 

already taking advan-

tage of people, he could 

simply continue.”

At this point in the 

conversation, Lipinskiy 

takes out his phone in 

an attempt to call Pow-

ers, but the call goes 

unanswered. 

Says a baffled Lipins-

kiy: 

“The thing is this: I 

said publicly that he’s 

screwing his salespeo-

ple. I asked my lawyer 

to look through public 

records and he did. 

What he found does 

not make Mike Pow-

ers look good.”

Before their conver-

sation wraps up, Lis 

offers some advice to 

new salespeople in 

the roofing industry. 

“Go to a smaller 

company where you 

have a connection, 

or a company that’s 

bigger but has an 

outstanding rep-

utation of paying 

people,” he says.  

“Also, define what 

a sale is. Signing a 

contract and run-

ning away is not a 

sale. You have to run 

it from beginning to 

end and if they don’t 

let you do that, then 

that’s their fault. You 

just need to have a 

clear understand-

ing between both 

parties.”

“    Go to a smaller company where 
you have a connection, or a com-
pany that’s bigger but has an out-
standing reputation of paying    

        people

Continued on the page 35
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Besides the beautiful weather and invaluable 
information being offered, there are 7 other reasons 
why you should attend this year’s conference. 

Don’t miss the 
Roofing Process 
Conference this 
December 3-4 at 
the Rosen Plaza 
Hotel in Orlando, 
Florida! 

 REASONS
TO ATTEND7

Learn more...

by Quentin Super

2020
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ARE YOU
GOING TO THE
CONFERENCE?
Want to reserve 
your ticket at the 
Roofing Process 
Conference this 
December 3-4, 2020 
in Orlando, Florida?

TURN TO PAGE 20
for more details!
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“ IT TOOK SOME EFFORT TO BRING HIM TO 
THE CONFERENCE,

“WE DON’T BRING IN PEOPLE TO TEACH 
IF THEY’RE NOT ULTRA-SUCCESSFUL 
THEMSELVES,

“ THERE’S NO BETTER PLACE TO BE THIS 
DECEMBER,

“ BECAUSE OF 
RESTRICTIONS, HE CAN’T 
DO AS MUCH BUSINESS AS 

      BEFORE

“ I RARELY ASK YOU GUYS 
TO SUPPORT ME, BUT 
WHEN YOU COME TO 

      OUR CONFERENCE, YOU 
      WILL SUPPORT US,

Rodney Webb 
keynote 

Webb is Roofing Insights CEO 

Dmitry Lipinskiy’s personal 

mentor, known nationwide for 

his 91% closing rate in sales. 

Webb has made many men 

millionaires by teaching

Best hand-picked 
vendors  
So far, the event already has 30 

vendors lined up, and that’s after 

Lipinskiy already turned down 

an additional 50.

“We selected them [vendors] for 

you. We’re bringing them not to

Support Roofing
Insights  

Lipinskiy needs your help.

them how to incorporate his techniques and philosophies into their 

businesses, and he will teach you how to achieve those same results.

But getting Webb to come to Orlando wasn’t easy.

sell you, but to educate, collaborate, and get to know you. It’s a much 

different approach than some other conferences have,” says Lipinskiy.  

Lipinskiy says with a coy smile, a testament to the current market 

demand for Webb’s services.

says Lipinskiy. “I’ve seen a lot of conferences out there where people go 

on the stage and become a panelist, then the very next year they are be-

ing prosecuted for committing fraud and they go into bankruptcy.”

Everyone speaking at the Roofing Process Conference is a legit player in 

the roofing industry, each with their own unique stories and skills to offer.   

To win, you simply must be present in the conference room during one 

of the four keynote speakers. It doesn’t matter which ticket level you’ve 

purchased; just be in the room at the time of the announcement, and 

you’ll be leaving Orlando as the proud owner of an Equipter.    

the most you’ll pay for all-access VIP admittance is $899.

Lipinskiy says, and he’s right. 

Not only will the event have amazing keynotes, top-end food service, 

and fantastic giveaways, but VIP-level members also get free entrance to 

after-parties on both nights, plus recordings of all the keynote speakers.  

But remember, 80% of VIP tickets have already sold out, so act fast to 

reserve your seat at the conference today! QS

One man feeling the pain is Harris Rosen, 

owner of the Rosen Plaza, site of this year’s 

event. He has lost $30 million so far this year, 

and that has hurt everyone involved in his 

business.

Lipinskiy begins. “We’re blessed in the roofing 

industry because we’re essential,” he says, 

urging others to come to the conference and 

support an industry that is less fortunate. 

“Every time you travel, you support the 

economy, you’re doing what’s good for others, 

and I promise you, you will always get it in 

return later in life,” adds Lipinskiy.

he says, going on to say that this year’s event is 

three times bigger than last year’s.

Even so, this event is not a money grab. 

Lipinskiy is hoping to break even on the event, 

and would much rather see a large turnout 

than pocket a few extra thousand dollars.

01 05

04

Breakout 
sessions

Besides Rodney Webb, Matt 

Risinger, and Mike Michalowicz, 

there are also an array of other 

speakers coming to the conference, 

like Eric Reno, Becca Switzer, and 

LC Nussbeck, to name a few. 

Win an Equipter
The Equipter is one of the best 

machines on the market. It will 

save your installers time and 

energy, and at a cost of $35,000, 

you won’t want to miss the 

opportunity to win one of these 

sought-after items. 

Hotel industry and 
Rosen Plaza
Let’s face it:

The roofing industry has benefitted 

tremendously from the COVID-19 

pandemic. 

Other industries, not so much. 

Tickets are still 
cheap  
Buy your tickets before December 

1st and pay as little as $599 for a 

main conference ticket! 

After that, prices jump for all 

levels, but even if you arrive at 

the conference without a ticket,

02

06

03

07
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DOESN’T
ALWAYS COME FIRST 

DESSERT
Learn more...

From the depths of self-destruction, Graham Dessert has bounced back 
and revamped both his business, and himself 
by Dmitry Lipinskiy
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It was so hard. My 
wife gave me the 
ultimatum and it felt 
like being forced to cut 
off my arm. 

cup of soda, drive home, 

and as soon as I pulled 

into my neighborhood, 

I would pour that bottle 

into the Styrofoam cup. 

As soon as I parked my 

truck, I started downing 

the drink, and I downed 

the whole thing before I 

went in the house.”

Dessert was no fool.

He knew that what he 

was doing was wrong, 

but like most people, 

change wouldn’t occur 

until something drastic 

forced him to alter his 

behavior. 

For Dessert, this came 

when his wife went out 

one evening and left 

him in charge of the 

children. 

“I passed out,” Dessert 

recalls of that night. 

“Later on it was mid-

night and I woke up to 

a glass of water being 

poured on my face, and

“It was so hard. My wife 

gave me the ultimatum 

and it felt like being 

forced to cut off my arm. 

But I made the decision 

that my wife and family 

is more important, and 

I’ll do whatever it takes 

[to keep them in my 

life].”

This pivotal event in

 it was my wife.”

This led to a spirited conversation 

between the two, and ultimately, 

Dessert’s wife served him with an 

ultimatum.

Said his wife that night: 

“If you don’t change, I’m taking 

the kids and I’m out of here.”

This put Dessert in a tough spot. 

“I had to make a choice. I was sit-

ting alone in my house, hungover 

and wondering what I was going 

to do,” says Dessert.

Dessert did not want to let alcohol 

dictate his life, but he also rec-

ognized that eliminating the 

libation from his lifestyle was not 

going to be easy. 

Dessert’s life hap-

pened on January 24, 

2015. 

Since then, Dessert 

has completely elim-

inated alcohol from 

his life, and now, 

both his family and 

Roofing 101 are doing 

better than ever. DL 

I would go to the gym 
and work out. Immedi-
ately after leaving the 
gym, I would drive to 
the liquor store...

Graham Dessert 

(pronounced 

“desert”) is one 

of the most successful 

roofers in our industry.

His business, Roofing 

101, has offices in many 

states around the coun-

try.

But like many suc-

cessful entrepreneurs, 

Dessert wasn’t always 

on top of his game.

It took a lot of internal 

strife and dealing with 

family issues before he 

could finally make the 

jump and work past his 

personal demons.

For Dessert, his biggest 

roadblock was alco-

hol, and to understand 

more of what he was 

going through, Dessert 

mentioned that it wasn’t 

until he moved his fam-

They were close to fam-

ily, and for a workout 

fanatic like Dessert, he 

liked that he was close 

to the gym.

“We loved the gym and 

the culture we were 

around, but we felt 

too comfortable and I 

knew there was more 

out there,” Dessert says. 

“And quite frankly, I 

had an alcohol issue.”

Dessert assures me 

that he has no problem 

talking about the vices 

that used to plague him. 

ily from Kansas to San Diego that 

he began to see a change.

“Why did you move your family 

to San Diego?” I ask during our re-

cent interview from the comforts 

of an office space in Salt Lake City.

“It was time for a change,” says 

Dessert. “When my wife and I first 

got married, we knew we weren’t 

going to live in the Midwest for-

ever.”

Dessert explains that it got to the 

point that they had to leave, oth-

erwise they felt like it may never 

happen. Still, leaving wasn’t easy 

because back in Kansas his fami-

ly had everything they needed.

If anything, he hopes 

his past struggles can 

empower others to 

overcome their own 

internal conflicts.

“This is how bad it 

was,” Dessert says. 

“I would go to the 

gym and work out. 

Immediately after 

leaving the gym, I 

would drive to the 

liquor store and get 

a little bottle of Jack 

or Jim Beam, and 

then I would go to the 

gas station. I’d get a 

32-ounce Styrofoam

WE HERE AT ROOFING 
INSIGHTS RECOGNIZE 
THAT ALCOHOL CAN BE 
A PROBLEM FOR MANY 
PEOPLE IN THE ROOFING 
INDUSTRY
That’s why we want to reach out and offer 

help for anyone who may be struggling. 

Remember, running a business is 

extremely stressful, but that doesn’t mean 

you shouldn’t have an outlet, someone who 

is available to hear you and help you work 

through any problems you may have.

If you are in the roofing industry and are 

struggling with substance abuse, please 

reach out to Roofing Insights on any of our 

social media channels, and someone will 

get back to you shortly.



Roofing Insights Magazine.  December 2020 |  3 1

PROTECTING HOMES. 
STRENGTHENING
FAMILIES. BUILDING 
COMMUNITY.

We have been roofing and re-roofing residential and commercial 
buildings across Texas, Oklahoma, and Louisiana for 10 years. Our 
reputation for quality construction and honest, trustworthy service 
continue to drive our climb through the ranks of the top roofing 
companies in our area. 

Competitive pay structures, awesome bonuses and incentives, 
and a supportive team environment continue to propel us to the 
forefront of the industry.

WE ARE PROUD TO BE AMONG THE 
LEADERS IN OUR INDUSTRY.

INFO@AVCOROOFING.COM

FOR MORE INFORMATION OR TO JOIN 
OUR EVER GROWING TEAM, EMAIL US AT

10+
YEARS OF EXPERIENCE

5000+
PROJECTS COMPLETED

110+
TEAM MEMBERS

Signpost helps home service 
businesses attract, connect with, 
and grow their customer base

Purpose-built 
for home service 
businesses

Reviews: Messaging:

Scan now to get your report

Signpost stats:
– 97% of consumers read 

reviews for local businesses

– 68% of consumers will leave a 
review if asked

– Consumers are willing 
to spend 31% more on a 
business with excellent 
reviews

– Only 13% of consumers will 
consider using a business with 
a 1- or 2-star rating

– 90% of people want multiple 
communication options, like 
online chat and text

– 75% of online customers 
expect help within 5 minutes

– 30% of consumers inquire 
during off-hours

Scan the code to get your FREE personalized Online 
Marketing Scorecard with detailed information on your 
roofing company, and learn how YOU can win in your market

– 40% of website visitors engage 
with Signpost chat

– 33% of engagements take 
place after hours

– 20% of visitors request 
to contact a business or 
schedule an appointment
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Learn what businesses say about Signpost
Customer Reviews
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3. Nick Lemon

The third ex-employee to speak 

out against To Serve is Nick Lem-

on, a hard-nosed and determined 

individual who also sold over $1 

million for the company. 

“I worked on and off with Mike 

when he first started up. I was 

actually a roofer, ran my own 

crews, and then sold for him out 

in North Carolina for a year and 

a half.”

Lemon says part of the reason 

Powers and To Serve don’t retain 

people is because they have a 

poor company infrastructure. 

“Pretty much, the old salesmen 

trained the new salesmen. The 

system was bad. We were chas-

ing hurricanes and we had no 

crews, no production manager. 

We were just selling and figuring 

everything else out on the fly,” he 

says. 

Powers’ pay structure also plays 

a role in the continued dysfunc-

tion of his company. 

At To Serve, salespeople receive

ten percent of their commis-

sions after securing a contract 

from a homeowner, but after 

that, the other ninety percent 

doesn’t arrive until after the job 

is fully completed.

“I’ve had jobs sit around for six 

to seven months,” Lemon says, 

adding that To Serve still owes 

him around $80,000 in commis-

sions from before he quit.

“I walked away because my jobs 

weren’t getting closed out. Jobs 

weren’t getting supplement-

ed or completed and I’d lose 

customers, so sometimes I’d 

personally go out to the proper-

ties and do the repairs,” he says, 

also mentioning that when he

performed the repairs himself, 

he was never compensated. 

“Another reason I walked away 

was because I had a lot of jobs 

that were over $30,000, and I 

come to find out that he [Pow-

ers] didn’t even have a license 

to do the work,” says Lemon.  

This is because in some states a 

contractor cannot perform work 

on a job over $30,000 unless 

he has a license. Without one, 

homeowners are not legally 

bound to pay the contractor

more than that 

$30,000. 

When this happened, 

predictably, Lemon 

never saw a dime 

from those projects. 

For Lemon, this was 

all hard to grasp, espe-

cially because he at

one time considered 

Powers a close friend. 

“I never thought he 

[Powers] would hurt 

me because we were 

friends, but when it 

comes to business, 

things are done differ-

ently,” he laments, but 

says this is not how 

business should be 

conducted.

“You can’t do this to 

people and not expect

any consequences 

from it. We can sit 

here and say it’s not 

about the money, but it 

is. I worked hard and I 

expected to get paid.”

ROOFING INSIGHTS: BEYOND THE SHINGLES
continued from page 20

“    I never thought Powers would 
hurt me because we were 
friends, but when it comes to 
business, things are done  

        differently

4. Junior Ortiz 

It isn’t just salespeo-

ple who have felt the 

wrath of Mike Powers. 

Junior Ortiz was a 

subcontractor for 

To Serve for eight 

months, a stretch of 

time that ultimately 

cost him $35,000 due 

to disputes regarding 

the work his crew 

performed for clients 

of To Serve.

The friction began 

when Powers told 

Ortiz his crews had 

damaged gutters and 

garage panels on a 

few homes, mistakes 

that would force Pow-

ers to reimburse the 

homeowners a couple

***

NICK LEMON
JUNIOR ORTIZ 



hundred bucks. 

Ortiz owned up to the er-

rors, but before he knew 

it, Powers and To Serve 

withheld payment for the 

entirety of the job. 

Much like the victims of 

Cameron Rigsby, Powers 

was operating under 

the pretense that his 

subs wouldn’t take legal 

action.

But Powers was wrong. 

Ortiz placed liens on all 

the homes. 

Still, those moves did not 

remedy the situation. 

“Did putting liens on 

those homes help?” Lip-

inskiy asks Ortiz.

“I don’t think it did,” Ortiz 

responds. “But I can’t say 

anything bad about Mike 

Powers because he still 

helped me get on my feet. 

He did pay for my insur-

ance. He did help get me 

a truck.”

Still, not getting paid for 

the five jobs put Ortiz in a 

tight position because he 

still had to pay his em-

ployees for their labor.

“That didn’t motivate me 

to keep working for him 

[Powers],” admits Ortiz.

“Who makes the decision 

to withhold payment 

from crews?” Lipinskiy 

then asks Ortiz.

“His general manager, Reed,” Ortiz 

says, exposing systemic issues 

within To Serve that go beyond 

just Mike Powers. 

Yet for Ortiz, his main concern 

remains the fact that he never got 

paid for his work. 

“At the end of the day, the only 

person who was affected was me,” 

he says. “My guys weren’t hurt 

because they still got paid, but 

this whole thing put me in a tight 

spot.”

Now, after given time to reflect on 

the events that unfolded, Ortiz is 

willing to further pursue litiga-

tion. 

To do so, he will need the help of 

Lipinskiy and Roofing Insights.  

“Here’s what I want you to do,” be-

gins Lipinskiy. “Get all the paper-

work you can, put it all together, 

print emails and text messages, 

plus any other documentation. 

Just get it together, and we’ll 

present the case to my lawyer and 

help you.” QS
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EDITOR’S 
NOTE:
Dmitry Lipinskiy 
also interviewed 
two more past em-
ployees of To Serve. 
In total, those two 
generated over $3.5 
million in sales

Their compensation for those 

efforts? 

Less than $200,000…

Roofing Insights is committed to fol-

lowing the development of this story. 

Subscribe to all of our social media 

channels so you can stay informed 

both on this story, and everything else 

that happens in the roofing industry.  

SUBCONTRACTOR SUCCESS STORY

OUR SERVICES

Business Automation
Operations Management Systems
Production Management Systems
Custom CRM Set up
Recruiting Services

  North Carolina-based Gutierrez Roofing & Gutters began as a 
small subcontracting company in 2019. Roman and Monica  
Gutierrez soon decided to start a full-fledged roofing contracting 
company. Determined to grow Gutierrez Roofing & Gutters into a 
leading contractor in their region, Roman and his wife set out 
knocking on doors and working to generate leads on the internet. 
But soon they knew their company needed the help of a capable 
marketing pamarketing partner skilled in the roofing and construction sector.
  In August 2020, Roman reached out to Elizabeth Calzadilla 
and Business 411. With no time to waste, Business 411 created a 
plan to take Gutierrez Roofing & Gutters to the next level by 
putting priorities into perspective and defining a strategic path 
forward. Now operating as Roman Roofing after a bold 
rebranding including aggressive marketing efforts and a new 
tactical web presence, Elizabeth and Business 411 has 
rapidlyrapidly transformed the Gutierrez’ business. “I’ve had a 
lot of residents tell me that Roman Roofing has the 
most unique logo and imaging of any roofing company 
out in Raleigh right now,” Roman says. Gaining attention 
with branded door hangers, new business cards, 
memorable truck and trailer wraps, and a gladiatorial 
logo, Roman Roofing’s growing presence in North 
CaCarolina is paying off. Thanks to the hard work of the 
Gutierrez family and the smart strategies of Business 411, 
Roman Roofing has established a strong foothold in its local 
market. The next step is expansion into new markets, fulfilling 
Roman’s vision!  

Branding Solutions
Branding & Design
Custom Website Builds
Marketing Solutions
Google & Facebook Advertising

What does your brand say about your company?
Find out at 4biz411.com/brand/

Contact Us

thebusiness411.com

(844) 4BIZ 411
info@4biz411.com

Residents tell us that Roman Roofing & 
Gutters has the most unique logo and imaging 
of any roofing company in Raleigh right now.

Branding & Building Dreams

facebook.com/RoofingInsights

youtube.com/c/RoofingInsightsBrand

instagram.com/RoofingInsight
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DO YOU LIKE OUR T-SHIRTS?

Go to TeeSpring www.teespring.com/stores/t-shirts-217
to outfit yourself with the latest merchandise from Roofing Insights

An innovative system created by 
roofers for roofers, The Catch-All is 
designed to:

Promo Code:

MARKETING AND 
JOBSITE PROTECTION.

INSIGHTS500

MARKET YOUR BUSINESS

KEEP TRASH & NAILS OFF OF 
GRASS & PROTECT LANDSCAPING

PREVENT GUTTER DAMAGE

REDUCE CLEANUP TIME



WWW.ROOFINGINSIGHTS.COM
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facebook.com/RoofingInsights youtube.com/c/RoofingInsightsBrandinstagram.com/RoofingInsight



We have it all,
CALL US NOW!

844-582-0101 or email
info@10minutetee.com

SOMO

SOMO

SOMO

SOMO

100% Cotton Tee Shirt-
One color Imprint
24 piece minimum

$4.99 each!

Two Ply 
Cotton Masks
One color imprint
50 piece minimum

Trucker Cap
33 Color Options

Embroidered Logo
24 piece minimum

$2.99 each!

$8.99 each!

www.roofinginsights.com
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Notes



Notes
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NOW  
AVAILABLE 
THROUGH

P R I M E L I N E T O O L S . C O M
Loops to attach lanyard 
when not in use.

Tail prevents exposure 
when bending or reaching.

45° inner phone pocket and 
radio unit pocket with cord 
management and loop to 
attach mic.

PATENTED  
TEAR-AWAY FLAP  
OPENS UP IF FALL OCCURS

REFLECTIVE HI-VIS BLACK BOMBER, COMFORT FIT WOMEN’S JACKET




