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SPFA Antitrust Policy
"Our policy is to comply with all federal, state and local laws, including the antitrust laws. 
It is expected that all company member representatives involved in SPFA activities and SPFA staff 
will be sensitive to the unique legal issues involving trade associations and, accordingly, will take 
all measures necessary to comply with U.S. antitrust laws and similar foreign competition laws."

It is a per se violation of the federal antitrust laws for competitors to agree on prices, limitation of 
supplies, allocation of customers or territory, or boycotts. "Per se" means that no legal defense can 
be used to mitigate this automatic violation.

Even an agreement by competitors that is for the good of society and our industry may be a 
violation of the antitrust laws if it could affect competition.

If a topic of antitrust concern is raised at any time during a meeting, note your objection for the 
record. If the topic continues to be discussed, you should leave the room immediately and contact 
SPFA's general counsel and your company's attorney for further guidance.

Ensure that every SPFA meeting, where members are present, has an agenda, the agenda is 
followed, and minutes are kept by SPFA staff of the proceedings.

Understanding and acting on the requirements of U.S. and foreign antitrust and competition laws 
sometimes can be difficult. If you have a question about the propriety of activities or discussions in 
SPFA, you are encouraged immediately to contact your company's legal counsel and SPFA 
management.



Spanish Translation Disclaimer
This presentation will include subtitles generated automatically based on the 
speaker’s voice using automated translation software.  

SPFA has undertaken reasonable efforts to provide an accurate translation, 
however, no automated translation is perfect nor is it intended to replace human 
translators.  The translated subtitles are provided as a service and “as is.”  SPFA 
makes no warranty or representation of any kind as to the accuracy, reliability, or 
correctness of any of the translated subtitles.  Any discrepancies or differences 
created in the translation from English to Spanish are not binding and have no 
legal effect for compliance, enforcement or other purposes. 



What Is the Typical Process?

Quote = Material x Multiplier

Or 

Quote = Material + Labor + Profit



But…

These are shortcuts

These methods are missing 

important components



What is the Problem?

Quote = Material x Multiplier

Quote = Material + Labor + Profit 

These methods do not 

include all Job Costs



What is the Problem?

Have you ever made it to the end of the year 
and not had any money to show for it?



What is the Problem?

Have you ever made it to the end of the year 
and not had any money to show for it?

•Taxes

•Overhead

•Equipment

•Project Variability

•Sales Commission



What Do We Do?
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Job Costing!!!
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Estimating
The Process of Identifying the Resources 

You Need to Complete a Job



Estimating
The Process of Identifying the Resources 

You Need to Complete a Job

•Materials 

•Labor

•Consumables

•Equipment



Bidding
Converting the Resources Needed 

into a Form of Payment that You Value



Bidding
Converting the Resources Needed 

into a Form of Payment that You Value

•Job Cost (Materials, Labor, Consumables, Equipment)

•Overhead

•Sales 

•Profit



Strategy

•Understand the Building Envelope
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Strategy

•Understand the Building Envelope

•Types of Applications

•Have a Plan

•Take Measurements

•Calculate Size of the Project

•Estimate the Resources Needed

•Convert these Resources Into a Bid



Measurements

Determine total board foot volume 

What is a Board Foot?

12” x 12” x 1” or One sq. ft. at 1” thick

Multiply square footage of applied areas by installation 
thickness, the result is volume, measured in board foot



Sample Project

WALL

Area of Wall = Length x Height

Volume of foam in bd. Ft. = 

 Area of Wall x Thickness of foam in inches

If the perimeter of the building is 200 linear ft., the wall 
is 8 ft. tall and you are filling a 2x4 stud cavity, the 
volume of spray foam is:

200 ft. x 8 ft. x 3 ½” = 5600 bd. Ft. for the walls



Sample Project
The building is 52’ long x 48’ wide with a gable roof on a 6/12 pitch. 

Let’s identify all the values:  L = 52’, B = 48’

We can use the 6/12 pitch to identify H.

H increases 6” for every 12” from the outside edge to the center of the gable.

                                

  H = 12’ 

Now we can use the Pythagorean Theorem, to identify W.

W2 = H2 + (1/2 B)2 → W2 = 122 + 242 → W2 = 144 + 576 = 720

W = √720 = 26.8’

Let’s break the gable end 
down into a triangle:

H
W

1/2B = 24



Sample Project
ROOF

L = 52’

B = 48’

H = 12’ 

W = 26.8’

Area of Roof = 52’ x 26.8’ x 2 = 2787.2 ft2

Area of Gable Ends = ½(48’ x 12’) x 2 = 576 ft2

Volume of foam in bd. Ft. = 

 (2787.2 ft2 + 576 ft2) x 5 ½” thick = 18497.6 bd. Ft.



Sample Project

5600 bd. Ft. for the walls + 18498 bd. Ft. for the roof = 

24098 bd. Ft. total

How many sets of open cell foam do we need?

What is your estimated yield per set?

24098 bd. Ft. / yield per set = Sets of material needed

Don’t forget coatings or other materials



Estimate

Estimate/Quote = 

Material         $ 3,560

+ Labor      

+ Equipment Depreciation 

+ Overhead 

+ Consumables   

+ Sales Commission

+ Profit



Labor

How long will it take to complete the job?
◦ How fast do we spray foam?

◦ Lots of masking & prepping

◦ Moving scaffolding

◦ Moving portable equipment

◦ Building divider walls

◦ Multiple mobilizations?

◦ Extra Time = Extra Labor Cost



Labor
A typical crew can spray about 0.66 set to 1.25 sets of open cell 
foam per day

Let’s assume 2 days of labor



Labor
A typical crew can spray about 0.66 set to 1.25 sets of open cell 
foam per day

Let’s assume 2 days of labor

How much does labor cost?

• Let’s assume $600 per day for the crew
• Business Employee costs range from 25% to 40%
• Total cost is $800 per day
• 2 Day job is $1600



Estimate

Estimate/Quote = 

Material     $ 3,560

+ Labor     $ 1,600

+ Equipment Depreciation 

+ Overhead 

+ Consumables   

+ Sales Commission

+ Profit



Equipment Depreciation and 
Expenses
This is where we distribute the cost and expenses 
for our equipment across all our jobs the best we 
can

This should include all upfront costs to acquire the 
equipment and all maintenance costs to take care 
of the equipment

It is common to depreciate equipment like a spray 
foam rig across a 5-year period and we can use that 
as a guide



Equipment Depreciation and 
Expenses

Let’s assume the rig cost $100,000 with maintenance costs of 
$10,000 per year

Assume 250 working days per year and 80% working capacity 
•  The Rig will operate 200 days per year or 1000 days over 5 years

We can determine the daily use depreciation rate by dividing the 
rig cost by days of expected use:
◦ $100,000 cost / 1000 days = $100 per day

◦ $10,000 yearly maintenance / 200 days = $50 per day

So, the equipment costs on average $150 per use day, 
or $300 for the two-day job



Estimate

Estimate/Quote = 

Material     $ 3,560

+ Labor     $ 1,600

+ Equipment Depreciation   $    300

+ Overhead     

+ Consumables     

+ Sales Commission    

+ Profit      



Overhead
Warehouse or Office Facilities

General Expenses

Administrative Expenses

Management

Like equipment depreciation you should accumulate your 
overhead expenses from every hourly or daily use of your 
equipment

If you have $150,000 in annual expenses, over the same 200 
projected use days, this will result in a $750 daily use rate, or 
$1500 for the two-day job



Estimate

Estimate/Quote = 

Material     $ 3,560

+ Labor     $ 1,600

+ Equipment Depreciation   $    300

+ Overhead     $ 1,500

+ Consumables     

+ Sales Commission    

+ Profit      



Consumables
This should include all materials that your crew consumes 
for the sake of doing the job
◦ Fuel

◦ Plastic

◦ Disposable gear, like safety suits and face shields
◦ Rental Equipment
◦ Etc.

Some consumables might be part of overhead

For this estimate, I will assume $100 per day 

So, $200 for two days



Estimate

Estimate/Quote = 

Material     $ 3,560

+ Labor     $ 1,600

+ Equipment Depreciation   $    300

+ Overhead     $ 1,500

+ Consumables    $    200

+ Sales Commission    

+ Profit      



Job Cost

Estimate/Quote = 

Material     $ 3,560

+ Labor     $ 1,600

+ Equipment Depreciation   $    300

+ Overhead     $ 1,500

+ Consumables    $    200

      $ 7,160

+ Sales Commission          

+ Profit            



Factors That Affect Your Desired Profit 

How busy are you?

Great customer to work with

Challenging customer to work with

Easy jobs

Difficult jobs



Job Cost

Estimate/Quote = 

Material     $ 3,560

+ Labor     $ 1,600

+ Equipment Depreciation   $    300

+ Overhead     $ 1,500

+ Consumables    $    200

      $ 7,160

+ Sales Commission          

+ Profit           



Mark-Up or Margin?

Which of these is right?

Mark-Up or Margin



Comparison of Bids

Shortcut: $ 4000 + $ 1200 + $ 2000 = $ 7200

Mark-Up: $ 7160 x 1.27 = $ 9093.20

Margin: $ 7160 / 0.73 = $ 9808.22



Comparison of Bids

Shortcut Mark-Up Margin

Bid $ 7,200 $ 9,093.20 $ 9,808.22

Job Costs $ 7,160 $7,160 $ 7,160

Commission $ 720 $ 909.32 $ 980.82

Profit ($ 680) $ 1,023.88 $ 1,667.40



Bidding is the fine line between winning 
the job and making a profit.



Key Takeaways

Estimating means Gathering Information to 
Identify the Resources You Need

Bids should include: 

Job Costs + Business Expenses + Profit  

Winning a Bid Does NOT 

Mean You Will Make Money
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Robert Naini 
General Manager, Spray Foam Advisor

Robert@SprayFoamAdvisor.com
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