› “The primary benefit is we help share best known
practices from roofing professionals that have worked
across North America,” said Air Vent Communications
Manager Paul Scelsi to describe the ‘Ventilation
Roadshow’ that took him to 27 cities in 12 weeks
earlier this year. Photos by Andrew Dietderich.
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Air Vent Attic Ventilation Roadshow Draws 2,000 During 27 Stops in 12 Weeks
By Andrew Dietderich

N

OVI, Mich. — When Air Vent Inc. takes its “Attic
Ventilation: Ask the Expert” seminar on the road, John
Noel usually attends one of the Michigan stops, taking in
as much info as possible.
Noel, owner of Harrison Township, Mich.-based A-1 Rooﬁng
and Siding, most recently attended the seminar held March 27 in
Novi, Mich.
It was near the end of Air Vent’s 27-stop tour that ran during the
12-week ﬁrst quarter and saw more than 2,000 attendees. Air Vent
has hosted the seminars annually for the last 21 years.
More than 100 people from the metro Detroit area attended the
Novi stop.
Over the years, Noel said he has attended Air Vent’s seminar
15 times.
“I keep coming back to continue refreshing,” Noel told RC.
“With what we do in rooﬁng, to go in and present ventilation (to
a homeowner), to explain the ins, the outs, the whys…the way the
information is presented here just makes good sense.”
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The information is presented by Paul Scelsi, communications
manager, Air Vent.
“The primary beneﬁt is we help share known best practices from
rooﬁng professionals that have worked across North America,” Scelsi
said after the Novi seminar. “So hopefully we’re all doing improved
best practices as an industry…and hoping to help the contractor get
better at what he or she is doing.”
Scelsi said the event also serves the company’s brand-building
efforts as Air Vent is host and its products are featured throughout
the seminar.
For the most part, however, the seminar involves attic
ventilation tips and information that can apply to products made
by any vent manufacturer.
“This seminar has evolved into nothing more than a collection
of best practices that we’ve been able to collect from your peers all
across the country neatly packaged into a fast-moving, two-hour
format we’re going to share with you right now,” Scelsi said to kick
off the presentation.
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Digging Into Vent Details
Scelsi told attendees that the information presented largely
draws from “Principles of Attic Ventilation” — a 17-page booklet
handed out at the seminar and available in PDF form from the
Air Vent website.
It starts with the basics of why ventilation is important (to keep
attics cooler in the summer, reduce moisture/prevent ice dams in the
winter). Scelsi first talked about the extra stress that can be put on a
roof via heat buildup when an attic is not properly vented.
“Research shows shingles on unvented decks could receive a 10
percent service life reduction,” Scelsi said. “Is 10 percent really that big
of a deal? We suggest, why don’t you check with the homeowner who’s
about to fork over several thousand dollars for a new roof?”
He also talked about how ill-vented attics can lead to damage in
the winter.
“The average family of four generates two to four gallons of water
vapor every day from…cooking, cleaning, laundry…it’s over a gallon a
day from breathing and perspiration,” Scelsi said.
“Where’s the water vapor go? Some of it rises to a cooler, drier place,
the attic,” he said. “And if we don’t get it out of the attic properly,
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potentially it will condense as frost or water droplets, drop into the
insulation…and in time, we might be looking at mold, mildew, wood
rot, indoor air quality could be affected.”
Throughout the seminar, Scelsi talked about the importance of attic
ventilation being balanced, or having as much air coming into the attic
as there is going out.
Scelsi noted that the Asphalt Roofing Manufacturers Association
and National Roofing Contractors Association both recommend
balanced attic ventilation in their respective lists of best practices.
To achieve balanced ventilation, Scelsi explained, there are
› More than 100 Detroit- generally two types of exhaust vents:
area roofing contractors
motorized or non-motorized.
attended the ‘Ventilation
The effectiveness of non-motorized vents
Roadshow’ stop in Novi
is
measured
in NFA (net free area), or the
last March to learn
more about ventilation
total unobstructed area (typically measured in
and how to educate
square inches) through which air can enter or
homeowners about the
leave an area.
key aspect to their roofs.
The effectiveness of motorized vents is
measured in CFM (cubic feet of air moved
per minute).
NFA and CFM ratings are associated
with each type and size of vent. The ratings
effectively determine what how many vents
to use, depending on type of vent and square
footage of the attic.
When it comes to types of exhaust vents
available, Scelsi said there are five: roof
louvers; turbines; gable/wall louvers; powered
fans; and ridge vents.
Scelsi noted that Air Vent makes products
for each category, but called ridge vents “the
best of the five.”
“It’s the only one of the five that’s going
to give us continuous flow of air from low on
the deck to high on the deck, along the entire
horizontal peak of the deck,” he said.
Like exhaust fans, there are various types of intake vents: soffits;
undereave vents; vented drip edge; edge vents; and low-profile vents
like Air Vent’s ShadowHawk (which can double as an exhaust vent).
Scelsi said far too often, intakes don’t get enough attention. He
recommended roofers either include them as part of their service or
actually refund homeowners part of the money they paid so that they
can cover the costs involved with proper intake installation.
“Intake drives the callbacks we track,” Scelsi said. “Ninety five
percent of the callbacks we track don’t have a thing to do with
exhaust.”
After the seminar, many contractors lined up to ask Scelsi questions
one-on-one.
Terry Burke, owner of Dearborn-based NorthWest Construction,
said these seminars are important because “you can never stop learning.”
“Some contractors, in their presentation or lack of presentation,
are not teaching,” Burke said. “It’s our job to instruct and educate.
We’re the experts. So we bring the knowledge to the table and help our
customer make the best decision.
“Seminars like this help us do just that.”

