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PUBLISHER’S LETTER
B Y  G A R Y  R E I C H E R T

Itry to avoid publisher’s letters when possible. Sometimes they 
are unavoidable because there is so much going on.

Last month we added audio to our magazine website, so you 
can listen to the articles. The next step is that our content will 

be listed in podcasts on Apple, Spotify, YouTube, and other loca-
tions. Where video is available, you will see the magazine pages, so 
you will see pictures, graphics, and the display ads within the print 
version of that article.

When you read this, the 2024-2025 CSI Survey will be closed, 
and we will be working on the 2025 CSI-Annual & Market Report. 
The objective of the CSI is to provide actionable business data. 
Sometimes we use our proprietary data to make strategic decisions 
for our magazines and shows.

We are making a huge change to the Garage, Shed & Carport 
Builder Show for 2026. The 2026 show will be in Gatlinburg, Ten-
nessee, on January 21-22, 2026.

We partner our magazines and shows. The Construction Roll-
forming Show is partnered with Rollforming Magazine. The Post-

Frame Builder Show is partnered with Frame Building News.
The 2026 show will be two shows in one location. The Rural 

Builder Show will be partnered with Rural Builder magazine, and 
the Garage, Shed & Carport Builder Show is partnered with its 
namesake magazine. The logo and branding will change to the 
Rural Builder Show and the Garage, Shed & Carport Builder Show.

A significant number of Rural Builder subscribers report that 
they also build sheds and portable buildings (53%). Many compa-
nies building with post- frame or metal frame include sheds and/
or portable buildings in their portfolio. Combining the shows will 
benefit both exhibitors and attendees. Exhibitors and attendees 
will gain access to a larger and more varied spectrum of potential 
customers, while we maintain the quality and value for everyone.

The data we analyzed regarding who builds what type of con-
struction is detailed in the CSI column on page 51.

Have a fantastic 2025. 

— Gary Reichert, Publisher

New in 2026: The Rural Builder Show
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As a result of a collaboration with mikeroweWORKS Foundation (www.mikeroweworks.org), Rural Builder is 
featuring profiles of Work Ethic Scholarship recipients in each of its issues. Over 2,000 scholarships have 
been awarded to trade-school students who value hard work and taking personal responsibility. Rural Builder 
applauds these students and wants to acknowledge their choice to apply their talents to skilled trades. 
Thank you, mikeroweWORKS Foundation, for your continuing efforts to close the skills gap and “reconnect 

the average American with the value of a skilled workforce.” 

Growing up in Long Island, New York, Aaron Patti was 
exposed to the trades via his dad who was a Master 
Electrician and member of the Local 3 Union in New 
York City, but he never seriously considered entering 

the trades. Even when he worked with him in his high school 
summer years, he didn’t consider becoming an electrician. A� er 
all, everyone knew that in order to be somebody you had to go 
to college. His brother went to medi-
cal school and became a doctor; his 
sister, a teacher, spent eight years in 
college. Aaron’s mother wanted him 
to go to college, and teachers encour-
aged kids to plan on college so they 
could enjoy a satisfying and prosper-
ous career. 

Aaron, however, was becoming 
disenchanted with school. He had 
done well and even enjoyed it up 
to the last couple of years when he 
found that he did not enjoy classes 
such as trigonometry, which wasn’t 
easy and besides, how was he going to 
need this in the real world, anyway?

So with mixed feelings, he signed 
up for community college, and a year 
in, he met the girl he knew he wanted 
to marry. In the meantime, he had 
started working for his uncle installing solar systems. When Aar-
on and his � ancé decided to move to Minnesota where she grew 
up, they decided to make some career changes. She started her 

own cleaning business, while he entered trade school, Northwest 
Technical College (NTC), to become more rounded.

TRADE SCHOOL AND SCHOLARSHIPS
While he was one of the older people in class, he found he 

bonded with his classmates and appreciated the help of his teach-
ers. � ere were lectures and classroom work, and they were help-

ful, but Aaron loved the hands-on 
experience.

“Hands-on class experience is a 
great way to get safe training. It is the 
best place to make mistakes that you 
can learn from. If something goes 
‘boom,’ you’re in a controlled/safe 
environment and not in a customer’s 
home,” Aaron said. NTC trade school 
kept students apprised of scholarship 
opportunities. Aaron had grown up 
watching “Dirty Jobs,” but he thought, 
“What is the likelihood that I will be 
one of the lucky few who wins a mik-
eroweWORKS Foundation scholar-
ship?” But he applied anyway; he 
liked the pitch. 

“Others o� er scholarships saying, 
‘We might give you some money’,” 
Aaron said. “� e mikeroweWORKS 

Foundation people said ‘We might give you some money, but you 
are committing to something bigger than that. You are agreeing 
to getting down and dirty, putting some elbow grease in, and tak-

B Y  L I N D A  S C H M I D

Commit to something bigger; put in some elbow grease and take pride in your life.
You Don’t Have to Go to College to Be Somebody

http://www.mikeroweworks.org
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mikeroweWORKS

ing pride in your life.’ I liked that; I com-
mitted.”

When he and his wife had moved, Aar-
on left a great job in New York and went to 
no job in Minnesota, so between that and 
the brand-new cleaning business, money 
was not plentiful, and scholarship money 
was greatly prized. 

“Receiving the scholarship was a huge 
encouragement; it felt like God wanted me 
to do this,” Aaron said.

WORKING EXPERIENCE
When Aaron left the school with a two-

year degree, he was eligible to take the 
journeyman electrician test. This is not 
the only route to a journeyman certifica-
tion, a candidate can do a four-year ap-
prenticeship, but Aaron encourages any-
one interested in becoming an electrician 
to start with trade school. He believes in 
the education, and it helps you reach your 
goal faster.

After working in the field for a year, 
Aaron was ready; he took the Master Elec-
trician test and became certified. Then he 
started his own company, AP Electric.

In January 2021, NTC reached out 
to him and asked him to take over for a 
teacher who needed to take some time 

off. He accepted. Aaron greatly enjoyed 
teaching for a few semesters, even writing 
his own curriculum and exams. However, 
once the original teacher was able to re-
turn, the job was over. Under normal cir-
cumstances, five years of experience as a 
Master Technician is needed to teach. 

Making the most of his journey, Aaron 
has written a book to share his knowl-
edge with those who come behind him: 
A Comprehensive Guide to Passing the 
Electrical Licensing Exam. 

Aaron said, “The licensing exam is very 
hard. The exam is not about field work. It’s 
about the code book, which is hard to read 
and understand. My book shows you how 
to navigate it,” he added.

For every five electricians that retire, 
two people opt to become electricians. 
Then the question is: Are they certified 
electricians? This is important because it 
is required that every apprentice is  super-
vised by a journeyman or master electri-
cian, so more licensed electricians are 
needed.

Being an electrician provides a great ca-
reer and great money Aaron said.

“I love being an electrician; it is very sat-
isfying,” Aaron said. “There is a real need 
in every area; I don’t even have to adver-
tise. It is very satisfying because trouble-
shooting is like figuring out a puzzle. And 
I am helping people. Sometimes people 
are so happy because there hasn’t been 
anyone around to help them for a while. 
Also, the money is good. People charge 
around $120 per hour in the nearest city. 
I don’t charge that much, I don’t need it,” 
Aaron added.

He does mostly residential electric; he 
prefers it because it is more personal. His 
company has one work van, and he oper-
ates debt-free. Aaron wants to continue to 
grow his business organically and remain 
debt-free. Someday he would like to em-
ploy electricians and help them grow in 
skills and experience so they can become 
journeyman electricians, even master 
electricians. Most of all, he is passionate 
about serving the needs of the people in 

the local community.

SWITCHING ON THE LIGHT 
FOR YOUNG PEOPLE

How can we get the word out to young 
people about the opportunities available 
to them as electricians and other trades 
work? Aaron said we need to go where the 
kids are: TikTok. He said that kids spend 
a lot of time on Tik Tok, so if someone 
wanted to reach out to kids and tell them 
what kind of money they could be making 
without going to four years of school … 
that would be the forum. RB

Aaron Patti with son, Finley.

Aaron’s work projects.
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CONSIDER THIS
B Y  D A N  B R O W N E L L

In 1988, General Motors introduced the iconic ad slogan “� is 
is not your father’s Oldsmobile” to convey to potential cus-
tomers that its Oldsmobile line had greatly improved over the 
years to encourage them to take a fresh look at their cars. A 

similar slogan “� is is not your father’s machine shed” is � tting 
for modern agricultural buildings, which have also undergone a 
major evolution. But unlike Oldsmobile, which ceased produc-
tion in 2004 a� er 106 years, the need for new farm buildings is 
still great.

America’s demand for food has risen due growth in population 
and exports, but as farmers’ pro� ts have been squeezed, they’ve 
been forced to become more e�  cient, increasing production with 
less labor and lower costs. � is, in turn, has led to changes in the 
design of ag buildings and the materials used to build them. 

� e transformation in farm buildings has been driven by many 
factors, such as changing demographics, the impact of cultural 
and environmental in� uences, skyrocketing farm costs, increas-
ing pressure in domestic and international economics, incor-
poration of technology, the evolution of livestock management 
practices, and updated construction techniques and improved 
building materials.

DEMOGRAPHIC CHANGES IN THE GENERAL 
POPULATION AND ON THE FARM

� e average age of the general American population has been 
increasing for decades, and that upward trend holds for Ameri-

can farmers as well. Agupdate.com reported that, based on data 
in the 2022 Census of Agriculture, the average age of U.S. farmer 
is now 58.1, which is 9.4 years older than in the 1945 Census.

Over the years, farm building layout and design has been im-
proved to streamline work� ows. � is includes better site plan-
ning and ergonomic e�  ciencies to reduce wasted time and e� ort, 
which helps farmers of all ages but is especially helpful to those 
who are older because they tend to tire faster and injure more 
easily. 

In addition, features that reduce work and strain and create 
more ergonomic work environments have been introduced in 
farm buildings, such as better lighting, remote openers for over-
head doors, markings on � oors to guide vehicles into parking 
spots, and non-slip and anti-fatigue � oor mats. New and remod-
eled farm homes include accommodations such as ramps instead 
of stairs, wider doors, walk-in tubs and showers, and lever-style 
doorhandles rather than twist doorknobs to help farmers “age 
in place,” so a� er they retire, they won’t need to go to a nursing 
home, which can be both inconvenient and extremely expensive.

� e U.S. is experiencing a labor shortage nationally and espe-
cially in rural areas because of lower population density and the 
movement of the younger generation from rural to urban areas. In 
farm families, the reluctance of younger generations to follow in 
their parents’ footsteps and take over the farm is another contrib-
uting factor. With fewer workers available, farm building designs 
that improve work� ow and e�  ciencies are even more critical. 

Not Your
Father’s 
Machine Shed
 How Agricultural Buildings Have Evolved

Not all tension fabric 
buildings have a “hoop” 
frame like the small 
structure in the upper 
right corner. Some, like 
the large white building 
at center by Legacy 
Building Solutions, fea-
ture vertical walls and a 
fl at, sloped roof made 
of rugged fabric. 
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ENVIRONMENTAL AND CULTURAL INFLUENCES 
Farm structures are now being designed with more emphasis 

on energy conservation, using solar panels, wind turbines, LED 
lighting, geothermal energy, and high-performance Insulation 
such as spray foam and foam boards. Careful site planning is 
done to orient buildings to take advantage of natural lighting, 
airflow, and ventilation. In addition, automated environmental 
controls monitor and adjust temperature, humidity, and CO2 lev-
els to reduce fluctuations, improve performance, and maximize 
energy efficiency. 

Buildings are constructed using recyclable materials like steel 
and sustainably sourced wood. Rooftop rainwater harvesting sys-
tems and improved wastewater managements systems conserve 
water, which is especially helpful in drought-vulnerable areas. 
And as Bret Buelo of Wick Buildings (wickbuildings.com) point-
ed out, “In many areas, state DNR and national EPA regulations 
place limitations and requirements on water runoff and livestock 
waste management, which will impact building design and use.”

Modern farming trends affect building designs in other ways 
too. According to the USDA’s definition, free-range animal farm-
ing requires that structures provide animals with free access to 
the outdoors at least 50% of the day. 

Farm-to-table and “locavore” movements have led to an in-
crease in farm stores like Feltz’s Dairy Store in Stevens Point, 
Wisconsin, a retail store located on a family farm that offers a 
wide variety of dairy products, meat, and produce grown on its 
own land. The store’s website (feltzsdairystore.com) explains that 
“the store features viewing windows into the robot barn that al-
low visitors to observe the cows being milked, while enjoying an 
ice cream cone or some delicious fresh cheese curds. A viewing 
window is also featured into the cheese plant where visitors can 
view fresh cheese being made at certain times during the week.” 
The store offers its visitors farm tours and hayrides as well.

This interaction with the public on farms is known as “agri-
tourism,” in which specially designed and equipped buildings 
host visitors who want to learn more about how farms operate. 
They cater to school field trips and provide interactive exhibits, 
educational events, multipurpose event spaces, and more. Be-
cause these facilities are open to the public, they must comply 
with state and local food handling regulations and federal ADA 
regulations regarding wheelchair access, restrooms, and more. 

New trends in agriculture include vertical and Indoor farm-
ing with precisely regulated climate control. These controlled-
environment agriculture (CEA) facilities grow produce using 
hydroponics, aeroponics, and LED lighting to maximize plant 
growth. This type of farming is economically suited best to urban 
areas because of their lack of farm acreage, denser population, 
and higher incomes that can more readily absorb higher produce 
prices.

INCREASING PRESSURE IN DOMESTIC  
AND INTERNATIONAL ECONOMICS

Skyrocketing farm costs have forced livestock producers to be 
more efficient with building space, leading to much larger struc-
tures and more compact housing of animals. This is known by 

various terms, such as intensive animal farming, concentrated 
animal feeding operations (CAFOs), macrofarms, megafarms, 
and factory farms. They typically use steel-framed structures and 
can have clear spans of up to 300 feet, far wider than wood post-
frame buildings. 

In large, intensive farm operations, biosecurity is especially im-
portant to prevent the spread of animal diseases such as swine fe-
ver and avian flu. This requires restricted access areas, quarantine 
zones, sanitation stations, and controlled ventilation to reduce 
cross-contamination. These giant farms produce large amounts 
of animal waste that is often handled using specially designed 
structures for processing and storage and some are used for com-
posting or producing biogas. 

Farm buildings are now often built for multipurpose use, such 
as for animal sheltering, grain drying and storage, and machine 
storage. They may be much larger to allow additional flexibility 
and more space for more and larger farm machinery. Modern 
combines for instance, need higher shed doors than their prede-
cessors. And as smaller family farms are sold to large corporate 
farms, the operations need more machines to manage the addi-
tional acreage. 

These larger buildings often include innovative designs to max-
imize their use, such as climate-controlled offices, mezzanines for 
additional storage or workspace, and concrete slab floors with 
radiant floor heat. Some large-scale operations with a lot of ma-
chinery have a mechanic’s pit for easier access to equipment for 
maintenance and repair.

IMPROVED CONSTRUCTION METHODS  
AND BUILDING MATERIALS

New farm buildings are generally built to higher standards 
than in past generations. Improved engineering, design, and 
construction methods make them sturdier and able to withstand 
higher winds and heavier snow loading. 

Older post-frame buildings often have structural issues be-
cause of rotting posts. “Round pole” buildings using repurposed 
telephone poles are few and far between now,” Buelo said. “More 
often the ones that are still around displaying this issue are the 
solid column buildings. The problem with the solid columns, ei-
ther 6” or 8”, where you may see rotting is that the wood treat-
ment did not penetrate all the way to the interior of the column. 
This problem is usually seen in high moisture soils, situations 
where water runoff from the roof or surrounding terrain is not 
properly managed, or where it is in contact with animal waste.”

Newer post-frame buildings, however, are made from pre-
engineered kits and use pressure-treated square or rectangular 
glulam or nail-lam posts assembled from dimensional lum-
ber that has had knots and other defects cut out. Their multi-
ply structure makes the wood more consistent throughout and 
is resistant to cracking, splitting, twisting, and warping, and is 
dimensionally stable. In addition, these engineered-wood posts 
are protected from rot by being pressure treated, incorporating 
plastic sleeves around their base to create a barrier between wood 
and soil, or placing them on top of a concrete post for a perma-
nent foundation.
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Some farm buildings use cold-framed steel (CFS) or structural 
steel framing, which is stronger than wood, and is rot-, mold-, 
termite-, and fire-resistant. 

Tension fabric buildings have evolved greatly as well over the 
years. According to Adam Laidlaw, project and design consultant 
for Legacy Building Solutions (legacybuildingsolutions.com), 
“Tension fabric buildings have come a long way from the ‘hoop’ 
structures that were common in various agricultural applications. 
With the rigid-frame, I-beam engineering concept that Legacy 
Building Solutions uses, a building design can be fully custom-
ized from the beginning for the customer’s intended use.” In ad-
dition, the coverings are very durable. “PVC fabric is naturally 
corrosion-resistant, making it a much better option than metal 
buildings for fertilizer storage and other corrosive environments,” 
Laidlaw said. “Legacy Building Solutions protects the building 
frame and other metal components with epoxy paint to com-
pletely seal off corrosive elements from impacting the structure.”

Advancements in building science have led to construction 
materials that are more durable and feature more options in col-
ors, textures, and designs. This includes roofing, cladding, win-
dows, entry doors, overhead doors, posts, trusses, ventilation, 
insulation, fasteners, adhesives, sealants, caulks, and finish mate-
rials such as coatings, paints, and stains. 

CONCLUSION
Modern farm buildings look much different from those built in 

past generations because they are different. They have drastically 
improved in design, materials, construction methods, and in 
safety efficiency, ergonomics, and environmental considerations. 
With continuing research and development, these improvements 
are bound to continue, and we can only imagine what the next 
generation of farm buildings will feature. RB
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EYE ON SAFETY
B Y  C O M B I L I F T

A report released by OSHA (osha.
org) estimates that 35,000 seri-
ous injuries and 62,000 non-se-
rious injuries involving forklifts 

occur annually. Construction sites can be 
potentially dangerous due to the presence 
of substantial building materials, as well as 
heavy-duty machinery.

Choosing the right piece of material 
handling equipment for loads and facili-
ties is a decision not to be made lightly. 
While there are several factors to take into 
consideration, such as effective and effi-
cient handling, financial cost, and sustain-
ability, safety should be a top priority on 
the list. To maintain a safe work environ-

ment, it’s paramount to understand why 
these accidents happen, the factors that 
can contribute to them and, most impor-
tantly, how they can be prevented.

PREVENT ROLLOVERS AND 
TIPPING INCIDENTS

According to OSHA’s directives, the saf-
est place for the driver to be is strapped 
into the seat with a seat belt. This prac-
tice is crucial, as one of the most serious 
types of forklift accidents involves forklift 
rollovers or tipping incidents. To ensure 
this practice, a simple switch can be fitted 
under the seat with a sensor that detects 
whether the operator is seated and pre-

vents the forklift from starting unless the 
seatbelt is fastened. Making this a stan-
dard feature in all forklifts could prevent 
serious injuries or even fatalities in case of 
a forklift rollover. Tipover can be prevent-
ed by following OSHA standards, which 
mandate keeping the load as close to the 
ground as possible during travel as well as 
keeping the forklift mast fully in.

Multidirectional forklift models, such 
as those built by Irish-based manufacturer 
Combilift, are designed to travel sideways 
while handling long loads such as timber 
panels. The sideways function eliminates 
the need for overhead carrying while nav-
igating tight spaces, which significantly 

Make Forklift Safety 
a Priority
 Steps to Preventing Injuries on the Jobsite

A forklift that’s designed to 
travel sideways can handle 

long loads more sately. 
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reduces the risk of injury. An additional 
safety feature is that these forklifts are 
built with a low center of gravity, allow-
ing for a low-to-the-ground movement of 
a load. An integrated platform provides 
a stable base for resting the load during 
transportation.

 Other common causes of forklift tip-
ping over include poorly balanced loads 
and overloading. It is of utmost impor-
tance for forklift operators to be aware 
of the type of load they are handling, 
its load center and overall weight, and 
the height it needs to be lifted. Equally 
important is their understanding of the 
type of forklift they are operating and its 
specific characteristics and load chart, as 
there might be different types of forklifts 
with different load capacities within the 
same facility. 

AVOID OVERLOADS
Fitting a forklift with an anti-overload 

device such as the Combi-SafeLift will 
enable operators to avoid the pitfalls of 
potential overloading, which can have 
serious consequences if it occurs. This 

simple and cost-effective system consists 
of a strain sensor on the mast section and 
a lift cutout valve on the hydraulic line 
to disable lifting if the unit is potentially 
overloaded. An audible alarm warns the 
operator of an overload situation, and 
a load moment indicator is fitted to the 
dashboard in the cab. The operator can 
instantly see from the green, amber, and 

red “traffic light” signalling when there is 
a risk of overloading or when the forks are 
not fully engaged, for example, and take 
appropriate action.

 
IMPROVE VISIBILITY

Another reason why forklift accidents 
can occur is due to obstructed sightlines. 
Some common causes that can block the 
driver’s line of sight include driving with 
elevated forks or carrying oversized loads, 
such as timber trusses and other materials 
found on construction sites. A sideways 
mode addresses this issue, as operators 
are able to transport long and oversized 
loads low to the ground, offering an ex-
ceptional view of potential dangers. To 
maximize visibility, they also feature a 
high-positioned offset driver cab, provid-
ing forklift drivers with an excellent vision 
of the load, forks, and surrounding areas, 
increasing safety and reducing the risk of 
accidents and product damage. This fea-
ture offers significant advantages com-
pared to conventional forklifts, in which 
the cabin and driver’s seat are positioned 
in the center and behind the mast, creat-
ing blind spots and obstructing the opera-
tor’s visibility.

DECREASE OPERATOR 
STRESS AND FATIGUE

OSHA reports that long work hours 
A swiveling forklift seat provides the operator better visibility with reduced fatigue and strain to 
reduce accidents.

EYE ON SAFETY

An anti-overload device enables the operator to avoid overloading. If the strain gauge detects 
an overload situation, it will trigger an audible alarm and will disable lifting.
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may increase the risk of injuries and ac-
cidents and can contribute to poor health 
and worker fatigue. These issues, which 
are particularly common in today’s busy 
work environment, can lead to a fur-
ther source of forklift accidents. While 
implementing shorter shifts or provid-
ing workers with more break time can 
be a solution, it is not always feasible and 
easy to achieve. As forklift drivers usu-
ally need to operate for extended periods, 
a more feasible solution is to prioritize 
their comfort and minimize strain to pre-
vent fatigue.

The elevated position of ergonomically 
designed cabs ensures that the driver’s line 
of sight is not impeded. This, together with 
full suspension seats and intuitive and er-
gonomically positioned controls, can lead 
to an improvement in driver’s confidence 
and comfort, making for a stress-free in-
cab environment. While it is paramount 
to always look in the direction of travel 
when driving a forklift, this can also con-
tribute to driver strain, particularly when 
travelling in reverse.

Combilift’s autoswivel seat automatical-
ly engages and swivels the seat and arm-
rest 15° to the right or left to accord with 
the direction of travel selected by the op-
erator, significantly reducing driver strain. 

INCREASE TRAINING 
Ensuring forklift safety is crucial in 

any workplace, particularly in construc-
tion sites where other heavy machinery is 
also used. Equally important is the imple-
mentation of more operator training and 
forklift operation procedures which, ac-
cording to OSHA, could reduce accidents 
by 70%. Adhering to OSHA directives and 
standards and selecting the material han-
dling equipment best suited to the needs 
will ensure the safety and productivity of 
the workforce. RB

Combilift (Combilift.com) is the largest manufacturer 
of multidirectional, sideloading, and articulated 
forklifts globally. It become the world’s fastest-growing 
forklift manufacturer, exporting to more than 85 
countries, with more than 85,000 trucks in use 
worldwide, delivering customization and adaptability 
to the diverse needs of every customer.

EYE ON SAFETY

This is an example of a dangerous practice that can cause tipover. OSHA standards mandate 
keeping the load as close to the ground as possible during travel to prevent an accident.

http://www.ruralbuildermagazine.com
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IN FOCUS
B Y  J A C O B  P R A T E R

People in � elds such as economics, science, and politics 
o� en try to make predictions. Whether they’re about 
market shi� s, consumer demand, manufacturing ca-
pacity, or growth in new areas, those who can predict 

change accurately have an advantage. � is applies to the con-
struction industry, where businesses need to make major deci-
sions based on survey responses. But the reports are only as good 
ast the quality of the information gathered and its analysis. 

� e validity of predictions is determined by how well the in-
formation is gathered and analyzed. Because good decisions are 
based on good information, collecting reliable, valid data is criti-
cally important. 

RELIABILITY VERSUS VALIDITY
� e terms “reliable” and “valid” are related but refer to two 

di� erent concepts. “Reliable” data refers to its reproducibility. In 
other words, it is data that, when measured repeatedly, produces 
a consistent result.

“Valid” data, on the other hand, describes the result that was 
intended to be measured. � e reliability of data and its validity 
are sometimes di�  cult to determine without other data to com-
pare to, but there are some methods. Whether a researcher can 
make those comparisons or not, it is possible to collect good, use-
ful data.

COLLECTING GOOD DATA USING SAMPLES
Collecting good data requires some idea of the total group or 

population intended to predict from and then capturing informa-
tion from a smaller group or subset within it to get a “snapshot” of 
the whole. � is is a representative sample that should be selected 
randomly. If a researcher wants to avoid bias (capturing a sample 
that is skewed toward or away from some demographic and thus 
not representative of the whole group or population), why not 
just get the whole population to respond? � at would be ideal, 
but it is usually too di�  cult or expensive to accomplish.

AVOIDING BIAS AND COMPARING
WITH OTHER SAMPLES

� ere are some classic examples of incorrect predictions based 

on biased sampling that illustrate how easy it is to make a mis-
take. For example, in 1936, Literary Digest incorrectly predicted 
that Roosevelt would lose the presidential election by inadver-
tently introducing a bias toward a�  uent Americans by sending 
out surveys based on vehicle registrations, among other things. 
� ese past mistakes show that researchers must be aware of how 
a sample can include known or unknown bias, so they proceed 
with caution. Comparison to other studies or surveys with di� er-
ent sampling groups and methodologies can help validate a data 
set.

AVOIDING CONFIRMATION BIAS IN SURVEYS 
One way to get a representative sample is through surveys. Sur-

vey data can be useful, but it must be kept in context. First, a sur-
vey will need to cast a wider net than the representative sample 
size because it is nearly impossible to get a 100% response rate. 
Second, those who do respond are o� en in groups that are either 
already favorable or have an axe to grind. Or perhaps all those 
who respond are interested, while those who are not interested 
don’t respond. � ird, the questions chosen and how those ques-
tions are worded is crucial, as respondents can interpret ques-
tions di� erently. 

Researchers can be tempted to ask questions that might con-
� rm what they already think rather than provide the informa-
tion that is actually desired. � is is known as “con� rmation bias.” 
For these reasons, it is helpful to have an experienced, impartial 
third-party review a survey and its questions to help weed out 
poorly worded questions and design the survey so information 
is gathered in an unbiased process. If a disinterested third party 
isn’t available to review a survey, researchers may instead use a 
few trusted sources and run a test survey before launching it on 
a large scale.

STRATEGIES FOR PROMPTING
A GOOD SURVEY RESPONSE RATE

How do researchers get a good response rate to a survey? � is 
is challenging. � ey can certainly send out more surveys, but 
sometimes incentives help. Another tactic is to make the survey 
brief and easy to access and respond to. � e downside is that the 

Collecting Quality
Survey Data
Gathering and Analyzing Survey Responses Accurately
Is Critical to Compiling Useful Construction Data  DM
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survey may not get the most useful information that way. 
Designing a survey to reach a highly engaged group is another 

strategy to produce a quality survey with a good response rate, 
but that data isn’t necessarily re�ective of an entire population. 
But then, that population may be those whose opinion matters 
the most to the researcher. 

DETERMINING SAMPLE SIZE
What is a representative sample size? �is varies and is never 

easy to de�ne without knowledge of the population. �at might 
sound like a bit of a circular explanation, and it is, but let’s start by 
de�ning what is not a good sample size. If there are 10,000 people 
in a population but only 10 are surveyed, that won’t produce good 
results. Surveying 500 is an improvement, but even more will lead 
to better data. A response rate of 5% to 30% is good, with more 
than 50% considered fantastic. 

A good survey should try to get the largest sample possible at 
a reasonable cost. If a survey reveals what a whole population 
thinks, then the researcher can interpolate what a few random 
samples of di�erent sizes are likely to say and compare them to 
the population. From there, the researcher can determine the 
probability that a sample of a particular size will respond the 
same way as the population. 

When that probability is at a comfortable level — say 90% to 
95% — then that’s the sample size to use. �at is, of course, in 
hindsight. If there isn’t a history of population outcomes and 
sample responses, then it is best to just acquire the largest, most 
representative sample possible. �at said, there are ways to check 
that the sample is at least consistent with itself. 

For example, let’s say a survey was conducted with 1,000 re-
sponses received from a pool of 10,000 surveyed, and 500 ran-
dom responses were analyzed to determine a speci�c response, 
such as agricultural market growth nationally and in the Mid-
west. �is becomes the prediction or “model.” 

�e model can then be tested with random samplings of di�er-
ent sizes from the remaining 500 responses. �is technique can 
be used to internally test the consistency of the data, which helps 
validate the results. A bonus is that the researcher can get a good 
idea of what a representative sample is if it produces responses 
with a 95% con�dence level that are consistent with the model — 
from the 500 responses that were excluded from the model — at 
a particular sample size.

ANALYZING THE DATA
Once data has been acquired, the researcher must take care to 

analyze it objectively. An interesting example of analysis with-
out proper re�ection (and perhaps incompletely done) is that of 
“New Coke.” in the mid-1980s, the Coca-Cola Company created 
a new formula and rebranding in response to external feedback 
from the heavily marketed Pepsi Challenge television ad cam-
paign, as well as internal company taste tests. �ese blind taste 
tests suggested that people preferred a sweeter beverage more like 
Pepsi. New Coke was created in response, but it failed miserably, 

not because the taste testers were wrong, but because loyal Coca-
Cola customers didn’t want a di�erent product.

THE IMPORTANCE OF COLLECTING
DEMOGRAPHIC DATA

Survey researchers need to carefully determine what the data 
actually says — and equally important — what it doesn’t say. For 
example, let’s say a large group of contractors is surveyed and 
most responded that they were experiencing a signi�cant in-
crease in building contracts. �is could mean that a lot of con-
struction is taking place. But a closer examination might reveal 
that only smaller contractors were responding this way. �is may 
indicate that the market conditions are very di�erent for com-
panies who primarily sell products to large commercial builders 
and contractors.

�is is why a super�cial analysis that reports only how most 
survey takers have responded can lead to overgeneralization and 
assumptions that produce inaccurate results. Complex and some-
times seemingly contradictory data are known as “confounding 
variables.” Because of their confusing interrelationships and in-
teractions, it can be challenging to isolate them. �erefore, it is 
important to analyze data as thoroughly as possible.

A detailed analysis can be planned from the beginning of a sur-
vey by collecting basic demographic data about the respondents, 
such as contractor size or whether the contractor is residential or 
commercial. A simple way to do this is to look at survey respons-
es in categories within the demographic data. For this example, it 
could involve analyzing the number of building contracts based 
on contractor size. If the demographic data isn’t available, then 
this factor would remain hidden, and the data could be misin-
terpreted. Analyzing data both as a whole and by demographic 
category can prove useful, especially when the story isn’t clear on 
�rst examination.

Collecting demographic data in a survey could also help de-
termine if the sample obtained is at least capturing the popula-
tion one is hoping to predict. If a survey turns up only responses 
from predominantly commercial construction, but the research-
ers were trying to capture residential, agricultural, and industrial 
as well, then it is clear that the sampling was biased. If instead, 
a researcher can compare the demographic data to known de-
mographic information from another unrelated study or survey, 
and the demographic information is similar, then there is a good 
chance the data is not biased, at least for those demographics.

THE CHALLENGE OF CONDUCTING
AN UNBIASED SURVEY

�e �nal hurdle in researchers collecting good data is admin-
istering a survey well; that is, without bias. �e challenge is in 
determining not only what is asked, but how it is asked, and 
drawing out, in a neutral manner, the intended information. �is 
requires self-re�ection and impartial communication. 

Self-re�ection is di�cult for some researchers because they 
need to be willing to hear opinions or information they may not 
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like. �ey must put aside their own biases and reject emotional 
responses. To do this, questions need to be carefully cra�ed to 
avoid leading respondents to answer in a certain way. 

THE RISK OF ASKING 
EMOTION-BASED QUESTIONS

A study of some political surveys can be a masterclass in how 
to ask questions poorly. �ey sometimes present a simplistic 
question that appeals to emotion rather than intellect to get a de-
sired response. �is is an attempt to change a survey respondent’s 
opinion, rather than to try to determine their current opinion. 
�e order in which questions are asked can also have an impact 
on the results of a survey. �at’s because previous questions can 
in�uence how a respondent answers later questions. 

THE PROS AND CONS OF MULTIMODE SURVEYS
�e method or mode in which a researcher conducts a sur-

vey matters. Multimode surveys have been e�ective where initial 
contacts are made through a particular survey mode, such as by 
mail. All those who respond by mail are then taken o� the survey 
list and the remaining pool of non-respondents are sent an email. 
Some will respond to email and are then removed from the sur-

vey list. �e remaining nonrespondents might receive a phone 
call or text. 

Multimode response can be e�ective at driving up response 
rates, thus getting a better sample and better data but shouldn’t be 
used o�en, as it tends to make respondents feel pressured. A less 
aggressive version can begin with one mode and ask respondents 
to share their preferred response mode, which could be used for 
future surveys. 

If multimode is used, a researcher would be wise to check if 
responses are comparable by survey mode among demographic 
groups, while also evaluating whether there are greater response 
rates to certain modes among various demographic groups. �e 
urge to use the simplest, fastest survey method that gets the most 
responses should be weighed carefully to avoid a bias toward the 
most accessible respondents.

CONCLUSION
A well-cra�ed and properly administered survey with a re-

sponse from an engaged group can produce good data. If the re-
sulting data is analyzed carefully and impartially, it can produce 
accurate information that can be very helpful in making well-
informed decisions. RB
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SPOTLIGHT ON: TRUE METAL SUPPLY

 Metal Roofing Is Their Main Product.

True Metal Supply Is in the 
Customer Service Industry 

PLANTING SEEDS
Adam Clark and Mason Burchette had worked in the metal 

industry for years when they decided to open their own metal 
shop in Knoxville, Tennessee, in Febru-
ary 2022. They saw that the industry was 
underserved and thought they could be 
part of the solution. 

The partners were very intentional 
about the business they were building. 
They started with the name and spelled 
out what the company’s shared values 
were to be. TRUE stands for Trust, Re-
spect, Uprightness, and Excellence. 

In the beginning it was rough. With 
only three employees, Clark, Burchette, 
and Blake Gibson were the manufactur-
ing department, sales, delivery, etc. They did it all. While it was 
hard, it was also very fulfilling, because they were building some-
thing that was truly theirs, heart and soul.

NURTURING AND GROWING
The company now has 26 employees, and they sell their products 

nationwide. Their biggest market niches are roofers, builders, and 
DIYers. They offer metal siding, building accessories, and pole barn 
kits. However, metal roofing comprises the vast majority of their 

sales. They have three profiles of standing 
seam and three through-fastened profiles, 
plus seven metal shingle styles.

Burchette likes to think that their suc-
cess has largely been because of their 
early investment in marketing; they 
brought on a Marketing Manager, Shan-
non Clark, who has been a great help 
getting out the word about True Metal 
Supply.

Nurturing and growing the compa-
ny is synonymous with nurturing and 
growing their relationships with cus-

tomers, vendors, and everyone they come in contact with. 
“We strive to make each experience relational rather than 

transactional,” Burchette said. “We become friends with our 
customers. For instance, we had a contractor who was in a jam; 
he needed to move his materials from one location to another, 
so we moved them for him. These were materials he purchased 

Mason Burchette, True 
Metal Supply Owner

Adam Clark, True Metal 
Supply Owner

True Metal Supply sells steel trusses, lumber, metal 
roofing, and siding, etc. and complete building kits 

to builders and DIYers across the nation.
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elsewhere, but he needed help, so we helped him. He has been a 
valued customer ever since.”

According to Burchette, there have been employee challenges 
along the way, such as knowing when to hire. Hiring prematurely 
can put a strain on finances, while delaying too long places undue 
pressure on existing staff. Then there is the question of who to 
hire. 

“We have an intentional culture here, so vetting people is im-
portant,” Burchette said. “Faith in Christ and his teachings drive 
us, so while people do not have to share our faith to work here, 
they do have to share our values.”

When both Burchette and Clark interview candidates, they 
grade them first based on “GWC.” This translates to, “Do they 
GET it? Do they WANT it? Do they have the CAPACITY to do 
it?” If they pass this test, then Burchette and Clark explain what 
TRUE stands for, and they gauge the candidate’s sincerity based 
on their dedication to these principles. 

These values inform the keys to good business: People before 

profits. Treat people right in every interaction. Burchette says it is 
important to stay humble and remember that the opportunity to 
serve people has come from God — and it is a blessing.

MOVING INTO THE FUTURE
“The current business climate is very encouraging,” Burchette 

said. “People seem optimistic about the economy, and we expect 
an extended period of success for the metal industry over the 
next few years,” he added. Along with the trend of moving toward 
metal exteriors, Burchette sees that people are excited about tex-
tured coatings and wood prints. 

True Metal Supply is focused on growing and helping their 
customers grow along with them. They look forward to expand-
ing their manufacturing footprint and product lines through re-
search and surveys to ensure that they are responsive to custom-
ers’ needs. 

Clark and Burchette also wanted to extend their thanks to their 
employees who all work together to make it happen. 

“Behind all the dedicated employees are families who have 
been very supportive, and both Adam and I are grateful,” Bur-
chette said. RB

True Metal Supply manufacturers and supplies metal roofing na-
tionwide. Featured: Matte Black TrueLock 175 Standing Seam metal 
roofing from True Metal Supply.

True Metal Supply is located in Knoxville, TN (1745 Louisville Dr), 
where the Frame Building Expo will be held in April 2025. 
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BUSINESS FOCUS
B Y  D A V E  N A V R A T

Builders regularly ask me if their customers can get fi-
nancing for a barndominium construction project. 
The answer is yes. I am a nationwide barndominium 
construction lender who spends 100% of my workday 

providing customers with financing for the construction of the 
barndominium as well as for the permanent loan. I have been 
providing barndominium lending for many years. 

In this article, I provide answers to frequently asked questions 
regarding barndominium construction lending. Many of these 
answers will vary depending on the lender you choose. I will pro-
vide important information from my experience as well as in-

sights I have gained from competitive lenders. You can use these 
questions and answers as a guideline for communication with the 
lender of your choice.

WHAT A LOAN CAN INCLUDE
What is allowed to be included in a barndominium construc-

tion loan? This is an important question to ask your lender.  Will 
the lender allow the construction loan to include the purchase of 
land? How do they handle any existing land loans? Are “exterior” 
items allowed to be included in the construction loan, such as de-
tached buildings, installation of driveways, septic systems, drill-

Barndominium 
Construction Lending
 Common Questions and Answers
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BUSINESS FOCUS

ing water wells, pulling power to the property, fencing, ponds, 
etc.? Will the bank allow specialty items such as solar panels and 
in-�oor radiant heating systems? 

For my bank, the short answer is that the construction loan can 
include pretty much whatever it takes to get the customer’s prop-
erty in the desired condition. �is includes the complete build 
of the home and may also include the purchase of land, install-
ing such things as a driveway, water well, septic system, pulling 
power to the property, solar panels, fencing, and pond.

PERMISSIONS AND REQUIREMENTS
What are the permissions and requirements? �ere are three 

permissions that I am most o�en asked about that are important 
to your customers: 

1. Can I serve as the general contractor?
2. Can I live on-site? 
3. Can I do any of the work myself? 
I �nd it is not o�en lenders allow these three permissions, but 

some lenders will do so. With the exception of the state of Texas, 

some lenders may allow the customer to serve as general con-
tractor, provided the customer con�rms they have the skills and 
knowledge to do so. Many customers may want to live on-site 
during the construction period in a recreation vehicle. 

As for doing any of the construction, many lenders require the 
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complete building of the home to be done 
by professionals. A few lenders may allow 
the customer to do some work. For exam-
ple, the bank may require all work up to 
and including the installation of interior 
walls (usually drywall) to be outsourced 
to professionals, but then allow the cus-
tomer to do finish work such as painting 
walls, installing flooring, installing trim, 
and hanging fixtures and cabinets.

FACTORS AFFECTING 
ELIGIBILITY 

What are the eligibility requirements? 
Keep in mind that construction loans 
involve more risk than a home purchase 
loan. With a construction loan, the home 

is a work in process. Once it is a single-
family, owner-occupied home, however, 
the risk decreases significantly. As risk in-
creases, eligibility requirements increase. 
Banks tend to look at four financial fac-
tors when determining eligibility and as-
sessing risk: 

1. Bank Balances. We often say that 
“cash is king.” Your customers will need 
to show sufficient funds to cover down 
payment and closing costs. It is helpful to 
have additional funds in checking, sav-
ings, and investment accounts, including 
retirement funds. 

2. Down Payment. Banks will vary on 
the required down payment. I have seen 
as low as 15% for a barndominium con-

struction loan. Some lenders will allow 
non-cash sources of down payment, such 
as equity in the land and equity in the cur-
rent home, provided that your customer 
plans to sell the home prior to obtaining 
a permanent loan at the end of the con-
struction period. 

3. Credit Score. Lenders will vary on 
what they allow. I often hear a 700-credit 
score minimum for a construction loan. 

4. Debt-to-Income Ratio. For construc-
tion loans, it is common to also consider 
the permanent loan requirements, i.e., the 
loan your customer has at the end of the 
construction period that includes both 
interest and principal as part of the loan 
payment. The most common source of 
permanent loans is through Fannie Mae.

I most often hear about a 43% debt-
to-income requirement for construction 
loans. Simply take all monthly debt pay-
ments from all sources such as auto loans, 
instalment loans, credit card balances, 
student loans, alimony, child support, etc. 
and divide by the total monthly income 
from all sources. Some banks will ex-
clude payments for the customer’s current 
home, provided they plan to sell the home 
prior to obtaining a permanent loan.

COMMON COMPONENTS 
OF A LOAN

What are common components of a 

BUSINESS FOCUS
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barndominium construction loan? For 
most lenders, it is common to have a 
construction loan period to build the 
barndominium, followed by a permanent 
loan. Construction loans are usually inter-
est-only payments based on the average 
drawn balance for any given month. The 
loan amount is just an upper limit that 
cannot be exceeded. Many lenders will al-
low extensions, such as 90-day extensions 
at the end of the loan term for a minimal 
fee. Upon completion of the build, the 
goal for most customers is to get a per-
manent loan where the customer begins 
making principal and interest payments 
that may also include escrows for taxes 
and insurance. Permanent loan options 
vary among lenders.

BUILDING REQUIREMENTS 
AND RESTRICTIONS

What are the building requirements/
restrictions? Banks will vary on building 
requirements/restrictions. The key is mar-
ketability. It is common for lenders to re-
quire certain minimum ratios for finished 
living area compared to unfinished living 
area (shop and garage space). It is com-
mon to require at least 60% finished living 
area under one roof. You can count fin-
ished basements and finished second sto-
ries. Porches/porticos and any detached 
buildings are usually not considered in the 
ratio. It is also common for lenders to re-
quire the value of the home to be a certain 
percent of the value of the property. If the 
customer’s land is valued at $600,000 and 
you are building a $300,000 home, it will 
appear to be more of a land loan than a 
barndominium construction loan.

INFORMATION NEEDED 
BEFORE CONTACTING 
A LENDER

What should I have available before 
contacting a lender? It is helpful for your 
customers to have some land and build 
information ready prior to contacting a 
lender. For land, be prepared with the date 
acquired or to be acquired, the number 
of acres, the purchase price (if purchased 

within that last few years), estimated mar-
ket value, and the loan balance, if any. 
For the build, you mainly need planned 
square feet by category: finished living 
area by floor, unfinished shop/garage/
storage space, and covered porches space. 
The actual plans may change as your cus-
tomer gathers cost information but, for 
the initial call with the lender, it is helpful 
to have approximate square foot numbers 
and a single number estimated/budgeted 
cost for the entire build, including both 
the home and all improvements to the 
property.

CONCLUSION
Barndominium construction lending 

is available nationwide. It is important to 
find a lender with barndominium con-
struction experience. Your customers 

should be able to get competitive/similar 
loan terms to that of the more traditional 
stick-built homes. RB

Dave Navrat is a barndominium construction loan 
officer at First Federal Bank of Kansas City. Dave has 
been working with builders and families to coordinate 
barndo loans for many years and has helped facilitate 
numerous barndominium construction loans across 
the United States. First Federal (ffbkc.com) is a bank 
dedicated to helping people build a better financial 
future. We empower customers with financial literacy, 
personal and business banking accounts, and lending 
options. 
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ON THE JOB SITE
B Y  N I C K  W A R R I C K

Industries like construction, manufac-
turing, and rural building are risky, 
and workplace accidents are often 
commonplace. According to the U.S. 

Bureau of Labor Statistics, the construc-
tion sector alone accounts for over 46% of 
all fatal slips, trips, and falls.

Given the high stakes, it’s no won-
der regulatory bodies like the Occupa-
tional Safety and Health Administration 
(OSHA) and the American Society for 
Testing and Materials (ASTM) provide 
essential safety guidelines. In part, those 
guidelines specify how workers should 
use personal protective equipment (PPE) 
and workwear. 

In addition to adhering to OSHA and 
ASTM guidelines, selecting a trustworthy 
PPE supplier can help you secure your 
workers’ safety. American-made work-
wear is often known for its superior qual-
ity and durability, making it a wise invest-
ment for employers who need long-lasting 
PPE. Designed to meet rigorous stan-
dards, it provides consistent protection in 
unpredictable environments.

This guide explains these standards, 
with specifics on selecting the appropri-
ate workwear to protect workers and meet 
compliance rules.

WHAT ARE OSHA STANDARDS 
FOR WORKWEAR?

Established under the Occupational 
Safety and Health Act of 1970, OSHA is a 
key player in establishing and maintaining 
safe and healthy workplaces. OSHA has 
checks and balances in place to prevent 
workplace illnesses, injuries, and fatali-
ties. Toward that end, the agency ensures 

workers have the right PPE best suited to 
their work environments. 

PRACTICAL APPLICATIONS  
OF OSHA STANDARDS

For industries like construction, where 
injury risks are higher, OSHA mandates 
certain types of PPE designed to protect 
workers from common workplace haz-
ards. The PPE must not only be readily 
available but must also meet or exceed the 
standards set by the American National 
Standards Institute. Depending on the job, 
PPE may include:

• Eye, face, head, hand, and foot protec-
tion

• Respiratory protection
• Head protection
• Electrical protective equipment
• Personal fall protection systems
OSHA also specifies guidelines for im-

plementing PPE. Employers are respon-
sible for conducting risk assessments, 
selecting the appropriate PPE for the job, 
ensuring employees abide by PPE require-
ments, and more. While the guidelines can 
be overwhelming, it’s essential to comply 

with them to keep workers safe and avoid 
costly fines and other consequences.

WHAT IS ASTM, AND HOW 
DOES IT DIFFER FROM OSHA?

While OSHA sets legally mandated re-
quirements for workplace safety, includ-
ing PPE, ASTM focuses on voluntary con-
sensus standards. These standards specify 
performance criteria and testing methods 
for materials used in PPE, including the 
physical, mechanical, and chemical make-
up of fabrics, fibers, and textiles. 

With ASTM, there are clear standards 
for testing and evaluating textiles. From 
wool, cotton, and other natural fibers to 
synthetic materials like glass strands, each 
type of material should meet performance 
and safety requirements. This rigorous 
process ensures that PPE can perform op-
timally in hazardous situations, whether a 
fire, chemical exposure, or a low-visibility 
environment.

While following ASTM protocols may 
be voluntary, doing so can help employers 
provide the safest possible working envi-
ronment for employees. Knowing how 
PPE performs in real-world scenarios 
enables employers to choose the most ap-
propriate PPE for each role — from con-
struction workers using heavy equipment 
to rural builders exposed to unpredictable 
weather conditions.

HOW OSHA AND ASTM  
COMPLEMENT EACH OTHER

OSHA regulations focus on ensuring 
that employers provide the necessary PPE 
to protect workers from potential hazards. 
However, OSHA does not typically detail 

OSHA and ASTM 
Standards for PPE
 How to Choose the Right Workwear for Safety Compliance
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ON THE JOB SITE

the performance requirements for specific 
protective gear. 

In contrast, ASTM standards aim to put 
PPE to the test — like a crash test for a 
vehicle. After all, providing PPE isn’t just 
about checking off a box for compliance. 
It’s about shielding workers from the dan-
gers they encounter every day on the job. 

When you know how PPE holds up 
against flames, chemicals, electrical haz-
ards, and other threats, you can equip 
workers with workwear designed to with-
stand the specific demands of each envi-
ronment.

Additionally, adhering to both OSHA 
and ASTM standards will give you greater 
peace of mind, knowing your workers 
have a complete line of defense against a 
wide range of risks. Ultimately, you’ll en-
sure the PPE will perform effectively un-
der stress, safeguarding employees in even 
the most dangerous conditions.

CHOOSING THE RIGHT  
WORKWEAR FOR SAFETY 
COMPLIANCE

Selecting the right workwear for your 
crew should start with a detailed work-
place risk assessment. Identifying poten-
tial hazards will help you determine what 
type of protective clothing your workers 
need.

CHOOSING APPROPRIATE 
WORKWEAR MATERIALS

Use your risk assessment to determine 
the right materials for your PPE, such 
as flame-resistant, moisture-wicking, or 
chemical-resistant fabrics. You can look 
to various ASTM standards to identify the 
most appropriate PPE for various situa-
tions. For example, ASTM F903-24 tests 
how well materials resist liquids.

ENSURING PROPER FIT  
AND COMFORT

Consider durability, breathability, and 
tear resistance, too. Although personal 
protection is the primary goal, you’ll want 
your workers to be comfortable on the 
job. Workwear that fits well and doesn’t 

restrict movement will help your workers 
move freely and avoid getting injured.

REGULAR MAINTENANCE  
AND INSPECTION

Your safety compliance tasks don’t 
end with purchasing the right workwear. 
OSHA mandates regular inspections of 
PPE and replacement of any damaged or 
worn PPE. With proper care and mainte-
nance, you can extend the life of workwear 
while offering protection and meeting 
safety standards.

WHY AMERICAN-MADE WORK-
WEAR IS A SMART CHOICE 
FOR SAFETY COMPLIANCE

Whether you need flame-resistant 
workwear or high-visibility clothing, fa-
miliarizing yourself with safety standards 

and committing to regular inspections 
will help you keep your crew safe. With 
American-made workwear, you get the 
added benefit of reliability, durability, and 
a commitment to ethical manufacturing 
that meets the highest safety standards. 
RB

Nick Warrick is the Sales Manager at All Seasons 
Uniforms. With over 15 years of experience in the 
work uniform business, he has worked with over 
100 clients across 20 different industries. Holding 
bachelor’s degrees in both Business Administration 
and Information Technology, Warrick revamped the 
company’s online presence, offering its customers a new 
uniform shopping experience. 
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THE SCIENCE OF BUILDING
B Y  D A N  B R O W N E L L

The importance of insulating buildings correctly can’t be 
overstated, given high energy costs and the stringent 
building codes that regulate insulation. A key element in 
completing an insulation job properly is understanding 

R-values and how they relate to aspects such as U-factors, build-
ing codes, energy codes, climate zones, building envelope com-
ponents, insulation types, proper installation techniques, thermal 
bridging, air infiltration, and documentation and verification of 
code adherence.

THE RELATIONSHIP BETWEEN  
R-VALUES AND U-FACTORS

R-values are a measure of resistance of heat flow and are used 
to indicate the effectiveness of individual insulation products. U-
factors, on the other hand, are more general in that they measure 
the overall heat transfer through entire building component as-
semblies, including windows, doors, skylights, and structural ele-
ments. David Tomchak, Director of Marketing for Bay Insulation 
Systems (bayinsulation.com), summarized it this way: “R-value 

relates to specific insulation products while U-factor relates to 
insulation assemblies.”

R-values are generally more familiar and better understood, in 
part because they’re more intuitive. That’s because their ratings 
correlate more logically with their performance. R-value ratings 
increase as insulation effectiveness increases, whereas U-factor 
can be confusing because rating numbers decrease as the insula-

tion performance of the building component assemblies increase. 
This means R-values are better than U-factors for marketing pur-
poses. 

According to GreenBuildingAdvisor’s web article “Under-
standing R-Value,” prior to 1945, the insulation industry relied 
on U-factors but eventually replaced them with R-values to boost 
sales. The article states that “because many people assume that 
high numbers on a scale are ‘better’ than sparse numbers, insula-
tion manufacturers found it hard to market insulation by brag-
ging about low U-factors. So the R-value — which is simply the 
inverse of U-factor — was proposed by Everett Shuman, the di-
rector of Penn State’s Building Research Institute. Since R = 1/U, 
the higher the R-value, the better the insulation” (greenbuilding-
advisor.com/article/understanding-r-value).”

As previously mentioned, R-values only measure insulation 
materials of individual components and not entire structural as-
semblies, which include areas with less insulation, such as win-
dows, doors, skylights, and service openings for wires and pipes, 
etc. R-values also don’t account for thermal bridging. Thermal 
bridging occurs when components such as wood 2”x4” wall studs 
create a break in interior insulation. The break allows the wood, 
which has a much lower R-value than the insulation around it, to 
conduct heat between the interior and exterior of the building. A 
similar effect takes place with air infiltration, caused by any open-
ings in the building envelope, such as gaps in insulation around 
conduits or other materials passing through exterior walls. 

The limited scope of R-values mean that they don’t provide an 
overall measure of a structure’s insulation. Even if maximum in-
sulation is used and it’s installed perfectly, the areas that aren’t 
covered by insulation can still leak a tremendous amount of heat, 
much like leaving a car window open while the heater is on. That’s 
why U-factors are also important. They measure the effectiveness 
of a building’s insulation system as a whole. 

FACTORS AFFECTING INSULATION
• Climate Zones
The IRC and IECC use a map of the U.S. designating eight 

zones with R-value requirements. Colder climates require higher 
R-values, while warmer climates require lower R-values. 

• Energy Codes and Green Building Programs
ASHRAE, the American Society of Heating, Refrigerating, and 

Air-Conditioning Engineers — a private, non-government orga-
nization — publishes energy standards for buildings that aren’t 
mandatory on their own, but have been adopted as code by some 

Understanding R-Values

Thermal insulation, such as fiberglass batting, reduces heat transfer 
primarily through conduction and convection, whereas reflective 
insulation (like that insulation seen above), reduces heat transfer by 
reflecting radiant heat.  
REFLECTIVE INSULATION MANUFACTURERS ASSOCIATION INTERNATIONAL (RIMA-1)

How Structural Elements and Building Codes Relate to Insulation Effectiveness
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state and local governments. Energy Star or Leadership in Energy 
and Environmental Design (LEED) certi� cation programs some-
times recommend or require higher-than-minimum R-values.

“Typically, to determine what insulation is required,” Tomchak 
explained, “the factors you need to consider are climate zone and 
what the local and/or state municipalities have adopted as code, 
including the year. Most locales use either the ASHRAE 90.1 
Standard or the IECC. However, the locale will state the year of 
the code or standard they’ve adopted. Both ASHRAE 90.1 and the 
IECC publish a new standard every three years. However, they 
don’t do it concurrently or communicate directly with each other.  
� ey are two di� erent bodies. � erefore, it is important to under-
stand what may have changed from IECC 2012 to IECC 2015 to 
IECC 2018 to IECC 2021 to IECC 2024; or from ASHRAE 90.1-
2013 to ASHRAE 90.1-2016 to ASHRAE 90.1-2019 to ASHRAE 
90.1-2022, etc.”

• Building Envelope Components
Building codes not only vary by climate zone but also for vari-

ous parts of the building envelope, such as attics, exterior walls, 

ceilings, � oors, basements, and crawl spaces. For example, a � oor 
in Climate Zone 1 might require R13, while the same � oor in 
Climate Zone 7 and 8 might require R38. 

• Insulation Types and Installation
“To understand your insulation needs,” Tomchak said, “you’ll 

Energy Star Recommended Insulation Map 
UNITED STATES ENVIRONMENTAL PROTECTION AGENCY - ENERGY STAR, PUBLIC DOMAIN, VIA WIKIME-
DIA COMMONS
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need to know what you’re insulating, the climate zone, and the 
code or standard adopted by the local jurisdictions. From there, 
the code or standard adopted will specify what U-factor you’ll 
need to comply with. From there, the code or standard will pro-
vide a list of ‘acceptable’ types of insulation assemblies with vari-
ous combinations of R-values, etc.”

There are two main types of insulation: thermal and reflective. 
Both reduce heat transfer, but in different ways. Thermal insula-
tion, such as fiberglass batting, reduces heat transfer primarily 
through conduction and convection, whereas reflective insula-
tion reduces heat transfer by reflecting radiant heat.  

David Yarbrough at R&D Services, Inc., a consultant for Reflec-
tive Insulation Manufacturers Association International (RIMA-
I), explained: “Reflective insulations (RIs) and assemblies have 
thermal resistance (R-values) like all insulation products used in 
buildings. Reflective insulation performance is based on a signifi-
cant reduction in heat transfer by thermal radiation (one of the 
three modes of heat transfer). The important physical properties 
for RIs are low emittance (low emittance means a surface gives 
off very little heat) and high reflectance (high reflectance means 
a surface rejects incoming heat). RIs are installed in enclosed re-

gions to form one or more enclosed reflective air spaces.”
The type of insulation affects the method of installation, as 

its effectiveness and susceptibility to compromise or failure is 
affected by the specific material and its characteristics. For ex-
ample, spray foam is applied as a thick liquid that’s resistant to 
compression after it dries to a solid. But it must be applied at a 
consistent predetermined thickness to meet code. Fiberglass, on 
the other hand, is manufactured with a consistent thickness, but 
is soft and pliable, making it susceptible to compression, which 
reduces its effectiveness. Both spray foam and fiberglass are sus-
ceptible to gaps in installation, which could prevent them from 
meeting code.

DOCUMENTATION AND VERIFICATION
Tomchak said, “Most reputable insulation suppliers and manu-

facturers will have a third-party laboratory mark on its product 
label that certifies the R-value. As an example, for fiberglass in-
sulation, one of the most commonly seen marks is Home Inno-
vation Research Labs’ (homeinnovation.com/services/certifica-
tion).”

Tomchak elaborated on the requirements for documentation 
and verification with this excerpt from IECC, Chapter 3, Section 
C303:

C303.1.1 Building thermal envelope insulation
An R-value identification mark shall be applied by the manu-

facturer to each piece of building thermal envelope insulation 12 

Off ering a wide variety of colors in 26 & 28 gauge coil, 
as well as a full line of 26 gauge slit coil & 40 ⅞  ” x 40 ¾  ” coil.

We have the coil you need in stock and any accessories
you need to fi nish your build.

N14685 Copenhaver Ave.,
Stanley, WI 54768

715-644-0765 
Fax: 715-644-0994
sales@hixwood.com

����

�����
�����
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ABOVE AND BEYOND
STEEL COILS

SPECIALIZING IN
STANDING SEAM COILS

Spray foam is applied as a thick liquid that’s resistant to compression 
after it dries to a solid. But it must be applied at a consistent prede-
termined thickness to meet code.
 ANATOLIY_GLEB-STOCK.ADOBE.COM

mailto:sales@hixwood.com


DO YOU HAVE A PROJECT TO SHOW OFF IN THE

2025 RURAL BUILDER
SOURCE BOOK?

In addition to advertising 
opportunities, the Source Book
offers a great opportunity to show 
everyone what you can do as a 
builder or supplier. If you have a 
nice project you’d like considered for 
inclusion, we’re looking for fi nished 
post frame and metal building 
projects, with information about the 
building and the products used in 
its construction. If your project or 
product makes it into the magazine, 
you can highlight that recognition in 
all your promotional materials!

SEND PROJECTS TO: 
dan@shieldwallmedia.com
920-264-0787

FOR ADVERTISING OPPORTUNITIES
Contact dave@shieldwallmedia.com
469-766-8842

Mark Your Calendar!
Project Deadline:
May 1, 2025

The Rural Builder Source Book
is published by the team at 
Rural Builder and mailed to more
than 31,000 subscribers.

SourceBook 16 Inspiration, Innovations and 
Cutting-Edge Ideas to Inspire Your Next Construction Project

SEE PAGE 24

SEE PAGE 10

SEE PAGE 48
SEE PAGE 14

www.ruralbuildermagazine.com

Serving The Construction Trade Since 1967
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Volume 58, Issue 6
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inches (305mm) or greater in width. Alternatively, the insulation 
installers shall provide a certification listing the type, manufac-
turer and R-value of insulation installed in each element of the 
building thermal envelope. For blown-in or sprayed fiberglass 
and cellulose insulation, the initial installed thickness, settled 
thickness, settled R-value, installed density, coverage area and 
number of bags installed shall be listed on the certification. For 
sprayed polyurethane foam (SPF) insulation, the installed thick-
ness of the areas covered and R-value of installed thickness shall 
be listed on the certification. For insulated siding, the R-value 
shall be labeled on the product’s package and shall be listed on 
the certification. The insulation installer shall sign, date and post 
the certification in a conspicuous location on the job site.

CONCLUSION
Insulation building and energy codes, driven by financial, po-

litical, and environmental pressures, are becoming more stringent 
by the year. But as Tomchak pointed out, not all new energy codes 
are universally authoritative. “Just because new energy codes are 
established, it doesn’t automatically mean that they must be fol-
lowed,” he said. “It is the local and state jurisdictions that decide 

what to adopt, being code or standard, and applicable date of that 
code or standard.” Builders need to remain up to date with chang-
es in insulation materials and their local and state codes to stay 
compliant and competitive in their business. RB

XXXTHE SCIENCE OF BUILDING

RESOURCES 

• Bay Insulation Systems (bayinsulation.com)
• Northwestern Ohio Foam Products, Inc. - NOFP (nofp.com)
• Reflective Insulation Manufacturers Association      
   International (rimainternational.org)
• Thermal Design (thermaldesign.com) 

Test Standards for 
Certifying R-Values

According to Tomchak, “The ASTM C518 (Standard Test 
Method for Steady-State Thermal Transmission Properties 
by Means of the Heat Flow Meter Apparatus) is the generally 
accepted test used for R-value, as well as ASTM C177 (Stan-
dard Test Method for Steady-State Heat Flux Measurements 
and Thermal Transmission Properties by Means of the 
Guarded-Hot-Plate Apparatus). However, this won’t neces-
sarily be shown on any product label. It most likely would be 
found in the manufacturer’s data sheets for their products. 
The R-value on the label should be backed or “certified” by a 
third-party independent lab, with that lab’s mark on the label 
as well. Home Innovation Research Labs’ is just one example.  
(homeinnovation.com/services/certification/lab_certified_
products).

The ASTM C518 test involves placing an insulation sample 
between a cold plate and a hot plate in a specially designed 
and calibrated testing machine. Detailed information about 
the test can be found on the ASTM.org website at astm.org/
standards/c518. According to the information published on 
the webpage, the test adheres includes the following meth-
ods and criteria in the “Scope” section of the test standard 
document:

“1.4 The heat flow meter apparatus establishes steady state 
one-dimensional heat flux through a test specimen between 
two parallel plates at constant but different temperatures. By 
appropriate calibration of the heat flux transducer(s) with 
calibration standards and by measurement of the plate tem-
peratures and plate separation. Fourier’s law of heat conduc-
tion is used to calculate thermal conductivity, and thermal 
resistivity or thermal resistance and thermal conductance.

1.6 This test method is applicable to the measurement 
of thermal transmission through a wide range of specimen 
properties and environmental conditions. The method has 
been used at ambient conditions of 10 to 40°C with thick-
nesses up to approximately 250 mm, and with plate tempera-
tures from –195°C to 540°C at 25-mm thickness.

1.8 To meet the requirements of this test method the 
thermal resistance of the test specimen shall be greater than 
0.10 m2·K/W in the direction of the heat flow and edge heat 
losses shall be controlled, using edge insulation, or a guard 
heater, or both.”

Building codes not only vary by climate zone but also for various 
parts of the building envelope. For example, a floor in Climate Zone 
1 might require R13, while the same floor in Climate Zone 7 and 8 
might require R38. AKEKSS-STOCK.ADOBE.COM
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INDUSTRY NEWS
B Y  R U R A L  B U I L D E R  S TA F F

n MFM BUILDING PRODUCTS ANNOUNCES 
NEW EXPANSION PROJECT

MFM Building Products, a manufacturer of a full envelope of 
waterproofing and weather barrier products for the building in-
dustry, has broken ground on a new warehouse expansion proj-
ect that will lead to 
further expansion in 
2025.

The 33,000 square 
foot expansion is 
being constructed 
at the company’s 
Brewer Lane ware-
house, also located 
in Coshocton. The 
new building will 
adjoin the existing 
facility that cur-
rently houses MFM 
finished goods. The new space will provide the needed inventory 
space for raw materials as the company continues to grow. The 
expansion will also free up space in the company’s manufactur-
ing facility for the addition of several new production lines in Q3 
of 2025.

The 11-acre Brewer Lane site is located 2.5 miles from the main 
Corporate Campus and manufacturing operation. The site can 
also accommodate future expansion projects for years to come.

n OWENS CORNING ROOFING INTRODUCES 
EXCLUSIVE CCN PARTNERSHIP PROGRAM 

Owens Corning and the Certified Contractors Network (CCN) 
are partnering to help roofing and home improvement contrac-
tors scale their businesses and drive sustainable growth. The CCN 
Partnership Program is exclusive to Owens Corning Roofing 
Contractor Network (OCCN) members and includes one-on-one 
coaching, member roundtable discussions, and targeted training 
to drive continuous improvement across the contractor’s busi-
ness. Tailored to the roofing and home improvement industry, 
the CCN Partnership delivers best-in-class coaching designed 
to help improve performance in critical areas including business 
planning, operations, financial statements, sales management, 
marketing and more. 

The partnership provides OCCN members with unlimited ac-
cess to a full-course curriculum at a deeply subsidized rate – 60% 
off the list price for the first year of membership. Curriculum 
modules help members transform their businesses by systemati-
cally improving systems and processes. Content addresses mac-
ro-issues, like lead-generation, that affect the entire enterprise, 
as well as specific functions, such as scheduling protocols and 
checklists. 

CCN Vice President Gary Cohen said that CCN helps contrac-

tors implement proven systems and processes designed to achieve 
revenue and net profit results. “Many members joined CCN with 
modest revenues and by fully engaging in our proven processes, 
have achieved robust sales with net profits of 15% to 20%,” he 
said. Cohen added that CCN emphasizes frequency and continu-
ous improvement, through a strategy that leverages coaching to 
keep members engaged. “We are thrilled about our partnership 
with Owens Corning. Our goal is to help Owens Corning Roof-
ing Contractor Network members achieve measurable results in 
the first 90 days, and then we systematically tackle each area of 
the business to further improve performance,” Cohen said. The 
strategy aims to help business owners focus on vision and strat-
egy, as their teams cultivate the capabilities and confidence to 
manage different parts of the business. 

In addition to education, the CCN Partnership Program pro-
vides members with access to digital roundtable discussions and 
limited tickets to three annual conferences. The full-course cur-
riculum also includes National Association of the Remodeling 
Industry (NARI) bootcamps, which award certificates of comple-
tion to participants successfully finishing each bootcamp. RB

Shown (left to right) is David Delcoma, 
Operations Manager; Tony Reis, President; 
Paul Bratton, MFM Project Manager.

http://www.ruralbuildermagazine.com


Here’s your opportunity for 
professional growth and 
development: Get involved 
in Shield Wall Media’s 
construction magazines.

We’re looking for a few new 
voices to write about the subjects 
that matter to our readers.

SWM specializes in serving 
its B2B audience with the 
information it needs to be 
successful.

Here’s your opportunity for 
professional growth and 

Become
A Leading
Voice In The
Industry

If you have a talent for writing and 
would like to make a di� erence — and 
you’d like to establish yourself as a 
voice in the industry — we should talk!

If you can:
Produce engaging, well-researched
content tailored to our audiences
Meet deadlines consistently while 
maintaining high standards of quality
and originality
Collaborate e� ectively with our team
to develop ideas and re� ne content 
strategies

Contact us today at 
editorial@shieldwallmedia.com

mailto:editorial@shieldwallmedia.com


o A.J. Manufacturing Inc.
o Acu-Form
o AceClamp
o AkzoNobel
o Amerilux International
o Ameripak Inc
o AMS Controls
o Apple Outdoor Supply
o ASC Machine Tools Inc.
o Atlas Building Products
o Aztec Washer Company
o Bay Insulation
o Beck America Inc.
o Best Buy Metals Knoxville
o Bradbury Group
o Building Products Development
o Burrow’s Post Frame Supply
o Capitol Forest Products
o Chief Buildings
o Classic Equine Equipment
o Coated Metals Group
o Combilift
o Daystar Systems LLC
o Deliverance Powered Safety Hammers LLC
o Direct Metals Inc.
o DripStopTM

o Dutch Tech Inc.
o Dynamic Fastener
o East Coast Fasteners
o Englert Inc.
o Everlast Roofing, Inc.
o Express Barns
o FastenMaster
o FootingPad

o Frontier Metals
o Golden Rule Fasteners
o Graber Post Buildings Inc.
o Hershey’s Metal Meister
o HD Quality Builders
o Hitz Halter
o Hixwood
o I Beam Sliding Doors
o Janus International Group
o JTS Sales
o Kevmar Manufacturing
o Kirsch BP Sharkskin
o Lakeside Construction Fasteners
o Leland Industries Inc.
o Levi’s Building Components
o Little Harvey’s
o Malco Tools, Inc.
o Marco Industries
o Marion Manufacturing
o Maze Nails
o Metal Sales
o McElroy Metal
o Metal Rollforming Systems
o MFM Building Products
o Mid South Aluminum
o Mill Steel Company
o MWI Components
o New Tech Machinery
o Palram Americas
o Perma-Column LLC
o Pine Hill Trailers
o Planet Saver Industries/ GreenPost
o Plyco Corporation
o Post Protector

o Progressive Metals
o Red Dot Products
o RetroFitClip
o rFoil Reflective Insulation
o Richland Laminated Columns
o Rigidply Rafters
o Roll Former Corp. LLC
o Roper Whitney
o Royal Crowne Cupolas
o S-5!
o Shed Windows & More
o Sherwin-Williams Coatings
o Smart Build Systems
o Snap-Z
o Speed Lap
o Steel Dynamics
o SteelGrip SAMM Inc.
o Starwood Rafters
o Stockade Buildings
o Stoll Metal Works
o SWI Machinery
o T&H Lemont
o Thermal Building Concepts
o Timber Technologies Solutions
o Trac-Rite Doors
o Triangle Fastener Corporation
o Tri-State Lumber
o True Metal Supply
o United Steel Supply
o Ventco by Lakeside
o W.E.H. Supply
o Wick Buildings
o Wildcat LLC

In July, Rural Builder magazine will present its Gold Key of Excellence Awards for the 42nd time. Help us determine the 
names of suppliers of building materials and/or construction equipment who do the best job of providing you with all of the 
services and products you need to run your business successfully. You can select up to three suppliers from the following 
list or nominate someone new in the spaces provided below. TAKE A MINUTE TO SUBMIT YOUR VOTE TODAY!

CRITERIA TO CONSIDER WHEN MAKING YOUR CHOICES INCLUDE: 
• Quality of customer service • Product quality • Within budget 
• On-time delivery • Warranty procedures • No surprises

GOLD KEY

____________________________________________________________________________________________________________

Your name: _________________________________________________________________________________________________

Company:___________________________________ Location: _____________________________________________________
(Your information will remain confidential.)
 
• MAIL TO: Shield Wall Media, P.O. Box 255, Iola, WI 54945 • E-mail: dan@shieldwallmedia.com

PLEASE 
RETURN  

YOUR BALLOT
NO LATER THAN  

April 1, 2025!

Can’t find your favorite suppliers above? Then nominate a supplier in the 
space provided below. (Company Name, Location & Website)

YOUR VOTE COUNTS! VOTE 
ONLINE

 

SCAN QR CODE WITH YOUR PHONE TO VOTE ONLINE OR GO TO: shieldwallmedia.com/award-ballots/

mailto:dan@shieldwallmedia.com
https://shieldwallmedia.com/award-ballots/
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EVENTS CALENDAR
B Y  R U R A L  B U I L D E R  S TA F F

Before making travel arrangements, check 
with the show producer to confirm there 
have been no changes to event dates, venue, 
or show hours.

2025

Feb 17-20, 2025
FGIA Annual Conference
Hyatt Regency Orlando, Florida.
fgiaonline.org

Feb 19-21, 2025 
International Roofing Expo (IRE)
Henry B. González Convention Center, 
San Antonio, Texas.
theroofingexpo.com/en/home.html

Feb 25-27, 2025 
National Association of Homebuilders 
(NAHB) — International Builders’ 
Show (IBS) 2025
Las Vegas Convention Center (LVCC), 

Las Vegas, Nevada.
buildersshow.com

Feb 25-27, 2025 
ABC Convention 2025
Mandalay Bay Resort & Casino, 
Las Vegas, Nevada.
abcconvention.abc.org

April 2-4, 2025
Frame Building Expo (FBE)
Hilton Knoxville, Knoxville, Tennessee.
nfba.org

Apr 8-10, 2025
AGC Annual Convention
Hilton Columbus Downtown, Hyatt 
Regency Columbus, and Greater 
Columbus Convention Center, 
Columbus, Ohio.
convention.agc.org

June 4-6, 2025
Florida Roofing & Sheet Metal Expo
Gaylord Palms Convention Center, 
Kissimmee, Florida. 
floridaroof.com

June 25-26, 2025
Post-Frame Builder Show
Spooky Nook Sports Lancaster, 
Manheim, Pennsylvania.
postframebuildershow.com

Oct 1-2, 2025
Construction Rollforming Show
Dayton Convention Center, 
Dayton, Ohio.
constructionrollformingshow.com

Oct 21-23, 2025
METALCON
Las Vegas Convention Center, 
Las Vegas, Nevada.
metalcon.com

Download  Your  Copy  Of  The
Shield  Wall  Media Business  Directory  2025:

www.shieldwallmedia.com/directory
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BUILDING MATERIALS

ADHESIVES, SEALANTS, 

CAULK, MOISTURE BARRIERS 

& WATERPROOFING

Atlas Building Products

Buckeye Metal Sales

Direct Metals Inc.

Dripstop™

Dynamic Fastener

East Coast Fasteners

EPDM Coatings Corp

Golden Rule Fasteners

Innovative Energy, Inc.

Kirsch BP/Sharkskin Roof  

  Underlayments

Levi’s Building Components

Marco Industries

MWI Components

Novagard

rFOIL Reflective Insulation

SFS Group USA, Inc.

Triangle Fastener Corporation

LIVESTOCK, EQUINE 

& AGRICULTURAL

Buffalo River Truss LLC

Energy Panel Structures, Inc.

FBi Buildings

Fortify Building Solutions

J&E Grill MFG LLC

Lester Buildings

McElroy Metal

MWI Components

Rigidply Rafters

Schweiss Doors

Silvercraft

Stockade Buildings Inc.

True Metal Supply

SUPPLIERS INDEX
2025

HOW TO USE THIS GUIDE:

The Index below is a guide to help you find 

companies, distributors, associations, and other 

organizations that provide specific products or 

services to the rural building industry. This Index 

is followed by a Company Directory, which is in 

alphabetical order. Many companies have included 

logos and/or descriptions of their businesses to 

explain their offerings. Firms that won 2024 Gold 

Key of Excellence Awards and 2024 Metal of Honor 

Awards are noted on pages 70 & 71. 

Companies that advertised separately in this issue 

can be found in our ad index on page 69.

PHOTO COURTESY OF RAM BUILDINGS
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A.J. Manufacturing, Inc1217 Oak St.
Bloomer, WI 54724
800-328-9448
715-568-3099 (fax)
info@ajdoor.com
www.ajdoor.com

Steel walk doors pre-hung in steel, aluminum or stainless steel frames with 4” x 4.5” fi xed pin hinges for 4-way universal swing, foamed in place door lite and polyurethane foam injected for an R12 insulating value. Harmony™ & Main Street™ vinyl windows with EZ-v™ trim and fl ashing.

AceClamp® by
PMC Industries, Inc.87 Spring Ln.
Plainville, CT 06062
860-351-0686
www.aceclamp.com

AceClamp®, the set screw alternative, is a manufacturer of non-penetrating clamps for all metal roof attachment needs. Patented push-pin design comes pre-assembled saving on time & labor while protecting metal roof panels from installation damage. Adaptable to various roofs. With AceClamp, you get the “Power of Pre-assembled” for secure and effi  cient rooftop solutions.

Acu-Form
10550 Township Road 262Millersburg, OH 44654330-674-4003

330-674-4035 (fax)
wayne@acu-form.comwww.acuformequipment.com

Acu-Form is a manufacturer of metal forming equipment, such as the Ag Panel, Post Cut Shear, Uncoiler, Corner, J-Chan-nel, Ridge Cap, Rat Guard, Hemmer, Slitter, Wrapper, etc., also machines made to your specs. Our goal is to meet and exceed our customers expectations. Our number one priority is to send our custom-ers durable top performing machines that will give you years of trouble-free service.

DIRECTORY2025
Find the suppliers with the products you need for your jobs…it’s fast, it’s easy,and it’s at your fi ngertips!

www.shieldwallmedia.com/directory
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Directory
The Resource Book of Suppliers & Solutions

• Suppliers Index
• Company Listings

www.shieldwallmedia.com

ANNUAL
Vol. 58, Issue 8

2025

To get your company into the 2026 Directory,
use our online form or contact:

David Beckler • 469-766-8842  •  dave@shieldwallmedia.com

http://www.shieldwallmedia.com/directory
http://www.aceclamp.com
mailto:wayne@acu-form.com
http://www.acuformequipment.com
mailto:info@ajdoor.com
http://www.ajdoor.com
http://www.shieldwallmedia.com
mailto:dave@shieldwallmedia.com
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2025

JUNE 25-26, 2025
 Spooky Nook Sports Lancaster, Manheim, PA

postframebuildershow.com
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GET Your TicketS to our next EVENTs! 

2025

OCTOBER 1-2, 2025
Dayton Convention Center, Dayton, OH

constructionrollformingshow.com
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2025

JANUARY 15-16, 2025
Greenville Convention Center, Greenville, SC

garageshedcarportshow.com
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THE $50
PRE-REGISTRATION 
FEE FOR ADMISSION 

COVERS BOTH 
DAYS AS WELL AS 

THE EDUCATIONAL 
SEMINARS.

https://shieldwallmedia.com/shows/
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BUSINESS CONNECTIONS

1-800-WASHER 5 (927-4375 • Ph: 858-513-4350 • info@aztecwasher.com • www.aztecwasher.com 

864-446-3645
coldspring@wctel.net • www.coldspringmetal.com

2139 Hwy. 20 N  •  Abbeville, SC

COLD SPRING ENTERPRISES

ESTD 1977

BECOME A MANUFACTURER OF

METAL GARAGES & CARPORTS

864-446-3645

METAL GARAGES & CARPORTS

23-PC-069-RuralBuilderDir-Ad-B-Fin1.indd   1 10/17/23   10:56 AM

• Automation
Systems

• Metal
Construction
Rollformers

• Coil
Processing

• Forming &
Fabrication

• Recondition
Existing
Machines

WE ADD THE VALUE TO THE METAL

www.marionmanufacturing.com “SINCE 1979”www.marionmanufacturing.com
620-382-3751

PREMIUM QUALITY

ROLLFORMING MACHINERY

WWW.ASCMT.COM   TEL: (509) 534-6600ROLL UP DOOR LINES

CZ PURLIN LINES

CHANNEL LINES

PANEL LINES

TRIM LINES

SLITTING LINES

mailto:info@aztecwasher.com
http://www.aztecwasher.com
mailto:coldspring@wctel.net
http://www.coldspringmetal.com
http://www.marionmanufacturing.com
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• Coil Upenders • Shears • Slit Line • Uncoilers • Trim Roll Formers
• Panel Lines• Wrappers

(330) 674-4003 - ACUFORMEQUIPMENT.COM
Millersburg, Ohio

MANUFACTURER OF ROLL FORMING EQUIPMENT

STEEL PRODUCTS FOR
THE METAL ROOFING & 
METAL BUILDING INDUSTRY

512-263-0954 • unitedsteelsupply.com

Understanding Superior Service

QUALITY PRODUCTS
COMPETITIVE PRICES

& MOST ORDERS SHIP THE SAME DAY

Ph: (334) 283-4030  -  FAX (334) 283-4032
info@goldenrulefastenersinc.com  -  www.goldenrulefastenersinc.com

• Screws  •  Closures  •  Ridge Vent
• Pipe Flashings  •  Butyl Tape  •  And much more!

THE MOST AFFORDABLE, ALL-IN-ONE 
SOLUTION FOR IN-GROUND POST DECAY 
AND UPLIFT RESTRAINT

P (610) 377-3270
www.planetsaverind.com Made in the USAMade in the USA

= BUILDING INVESTMENT PROTECTION

www.directmetalsinc.com         855-800-8878

HWH & PANCAKE FASTENERS • ANCHORS • PIPE FLASHINGS
REFLECTIVE INSULATION • POLYCARBONATE PANELS

SOLID & VENTED FOAM CLOSURES

Let DMI complete your building project 
with Code Approved & Warrantied:

For more information call: 888.339.0059 OR VISIT US AT WWW.EVERLASTROOFING.COMFor more information call: 888.339.0059 OR VISIT US AT WWW.EVERLASTROOFING.COMFor more information call: 888.339.0059 OR VISIT US AT WWW.EVERLASTROOFING.COM

Lebanon, PA
10 Enterprise Court
Lebanon, PA 17042

Bridgton, ME
24 JR Mains Drive
Bridgton, ME 04009

Orwell, OH
161 Grand Valley Ave
Orwell, OH 44076

Howe, IN
7180 N 050 E
Howe, IN 46746

EVERLAST II™ EVERDRAIN™

AZM™ with Activate Technology
Synergy® Paint System

Cut Edge Corrosion Inhibitor™ (CECI™)
Heat Forming

Most corrosion resistant panel in the 
industry

PROFILE OPTIONSPROFILE OPTIONSPROFILE OPTIONS

WHY EVERLAST?WHY EVERLAST?WHY EVERLAST?

O u r  N a m e  S a y s  I t  A l l

http://www.ruralbuildermagazine.com
mailto:info@goldenrulefastenersinc.com
http://www.goldenrulefastenersinc.com
http://www.planetsaverind.com
http://www.directmetalsinc.com
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2ND ANNUAL

FOR MORE INFORMATION CONTACT MISSY BEYER:
missy@shieldwallmedia.com  •  920-216-3007

FAX 1-715-277-8680

June 25-26, 2025
Spooky Nook Sports Lancaster, Manheim, PA

POST-FRAME
BUILDER     SHOW

EFFORTLESS
ENTRY. EVERY TIME.

SMOOTH DURABLE

S L I D I N G  D O O R S

465 N Reading Rd, 
Ephrata, PA 17522

Social Media

Podcasts

Youtube

You can now listen to our latest 
issues as podcasts and audio  les! 

®

REACH EVERY
SUBSCRIBER

In print & online of every
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for under $900 per month! That
represents 150,000+ impressions.
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Construction
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www.marionmanufacturing.com
“SINCE 1979”

www.marionmanufacturing.com620-382-3751

THE MOST AFFORDABLE, ALL-IN-ONE 

SOLUTION FOR IN-GROUND POST DECAY 

AND UPLIFT RESTRAINT

P (610) 377-3270

www.planetsaverind.com Made in the USA
Made in the USA

1-800-WASHER 5 (927-4375 • Ph: 858-513-4350 • info@aztecwasher.com • www.aztecwasher.com 

FAST • EASY • LOW COST
FAST • EASY • LOW COST

www.retrofi tclip.com  • retrofi tclip@hotmail.com

1-800-431-9661 • Manitoba, Canada

NEW!!!

REROOF

WITH MORE 

INSULATION

STEEL PRODUCTS FOR
THE METAL ROOFING & 

METAL BUILDING INDUSTRY

512-263-0954 • unitedsteelsupply.comUnderstanding Superior Service

QUALITY PRODUCTS

COMPETITIVE PRICES

& MOST ORDERS SHIP THE SAME DAY

Ph: (334) 283-4030  -  FAX (334) 283-4032

info@goldenrulefastenersinc.com  -  www.goldenrulefastenersinc.com

• Screws  •  Closures  •  Ridge Vent

• Pipe Flashings  •  Butyl Tape  • And much more!

PREMIUM QUALITY

ROLLFORMING MACHINERY

WWW.ASCMT.COM   TEL: (509) 534-6600

ROLL UP DOOR LINES

CZ PURLIN LINES

CHANNEL LINES

PANEL LINES

TRIM LINES

SLITTING LINES

represents 150,000+ impressions.
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NEW PRODUCTS
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n ASTA AMERICA INTRODUCES TWO HIGH- 
PERFORMANCE ROLLING STEEL PRODUCTS

ASTA America by Janus International,  a leading provider of 
commercial rolling steel slat doors and commercial roll-up sheet 
doors for over 30 years, introduces two new high performance 
door solutions to enhance a variety of applications requiring 
higher cycle applications and high performance.

The ASTA America 400 and 800 Series High Performance 
Door Systems offer increased strength and reliability and are in-
novative choices for customers seeking maximum performance. 
These high-performance door systems combine the proven prod-
uct features of ASTA’s 400 Series Service Doors and 800 Series 
Rolling Grilles with the efficiency of a high-performance opera-
tor with enhanced safety features.

The 400HP Series High Performance Door System is engi-
neered for durability, security, and seamless fast-moving opera-
tion up to 24 inches per second in the open direction. The 400HP 
Door System provides increased protection and operational ef-
ficiency for any industrial, commercial, or high-cycle application 
requiring higher performance.

The 800HP Series High Performance Grille System provides 
improved operational benefits in high performance rolling grille 
systems. Designed to outperform traditional coiling grilles, it 
operates at an opening speed of up to 24 inches per second and 
closes at 12 inches per second, providing swift access. The 800HP 
Series is designed for parking garages, hospitals, pharmacies, 
schools and universities, retail outlets, and restaurants requir-
ing higher cycle applications. Additionally, high security loading 
bays, sallyports, and climate-controlled environments are appro-
priate applications for the 800 HP Series.

n MALCO TOOLS LAUNCHES 7-IN-1  
C-RHEX FLIP BIT SERIES

Malco Tools, one of the nation’s leading solution developers 
and manufacturers of a variety of high-quality tools for the HVAC 
and building construction trades, has announced the launch of its 
7-in-1 C-RHEX® Flip Bit Series, built with high-quality materials 
for superior dura-
bility to set the in-
dustry standard for 
performance and 
quality.   

The new bit series 
is compatible with 
any impact driver 
or Malco’s CON-
NEXT3® handle (sold separately), and is designed with seven 
built-in essential functions for the trade pro. Sockets fit snugly 
on the driver shaft for more secure operation and storage, and 
the 7-in-1 Flip Bit is engineered to make driving fasteners more 
secure with a strong magnet that reduces wobbling, slipping, and 

tipping out, so any job gets done correctly and efficiently. There 
are three integrated driver head options, including #2 Phillips, #2 
Robertson (square), and T25 (star).

 Malco’s portfolio of high-quality cleanable, reversible C-
RHEX® drivers allows trade pros to quickly change between six-
different hex sizes and eliminate troublesome buildup of metal 
shavings from the socket and magnet with the swipe of a glove or 
towel while the driver shank remains installed in the drill chuck.

 

n GRAY TOOLS ANNOUNCES FULL LINE 
OF INSULATED HAND TOOLS

Gray Tools has released a full line of insulated hand tools to 
meet the growing needs of commercial and residential electri-
cians, industrial maintenance professionals, mobile/field service 
technicians, and electric vehicle (EV) mechanics. The assortment 
consists of more than 275 products, including both sets and loose 
tools, with new tools continuing to be added as Gray expands the 
line. Each tool goes through a lengthy, labor-intensive process to 
ensure maximum protection for the operator up to 1,000 VAC.

Gray’s insulated line includes ratchets, sockets, wrenches, 
screwdrivers, nut drivers, pliers, hex keys and hacksaws, as well 
as a selection of uncommon tools. Various styles and sizes, in-
cluding SAE and metric, are available to meet a range of jobsite 
requirements. Each tool features a dual-colored insulation that 
serves as a visual safety indicator. If the outer orange layer of in-
sulation becomes damaged, an inner yellow layer alerts the user 
that the tool is no longer safe for use.

Gray’s rigorous multi-step insulation process is designed to 
meet or exceed ASTM F1505 standards for insulating adhesion, 
dielectric properties, flammability and durability. When the pro-
cess is completed, each tool is charged with 10,000 volts of energy 
for 180 seconds to ensure its insulation resists potential electric 
shock. Other tests are performed to verify the flame resistance 
and durability of the insulating material.

Gray’s full line of insulated tools is manufactured in North 
America and backed by a limited lifetime warranty. RB

Malco Tools’ 7-in-1 C-RHEX® Flip Bit Series.

Gray’s insulated hand tools features a two-layer orange and yellow 
protection system that serves as a visual safety indicator. 

http://www.ruralbuildermagazine.com


Interest in and use of design-build 
method of project delivery is grow-
ing dramatically. Today, design-build 
is the project delivery method of 

choice on more than 30 percent of the 
non-residential construction projects in 
the United States. Since 1985, the use of 
design-build has grown substantially, par-
ticularly in the private sector, and is being 
used in a wide array of commercial and 
institutional applications including hospi-
tals, educational facilities, office buildings, 
retail centers, and hotels.

Design-Build is a process that was ap-
plied as early as 1800 B.C. in ancient Mes-
opotamia when the Code of Hammurabi 
assigned master builders with absolute re-
sponsibility for both design and construc-
tion. Today, we are seeing a resurgence 
in the use of design-build, as owners and 
today’s “master builders” strive to deliver 
capital facilities which serve as bottom-
line assets in an ever-increasing competi-
tive marketplace. 

Historically, master builders readily 
accepted the duty of serving as architect, 
engineer, and builder, assuming responsi-
bility for every aspect of the project and 
commanding the services of multitudes of 
skilled craftsmen. Many of the great build-
ings of ancient Greece, such as the Parthe-
non and the Theatre of Dionysius, stand 
today as monuments to the hard work and 
talent of the early builders, as well as the 
viability of the single-source design-build 
approach. 

With time, however, the responsibili-
ties for design and construction began to 
separate, particularly in the United States. 

While single-source responsibility was 
used in the United States for many petro-
chemical facilities in the mid-1900s, the 
real resurgence of interest in design-build 
within America has occurred primarily 
over the last decade. 

What is a project delivery method? The 
answer is a comprehensive process includ-
ing planning, design, construction, and 
other services, necessary for organizing, 
executing, and completing a building or 
other project. Examples of project deliv-
ery systems for capital facilities include 
the “traditional” design-bid-build ap-
proach in which the project owner com-
missions an architect or engineer to pre-

Rural Builder July 2001 Issue

FOR 50+ YEARS RURAL 
BUILDER has been 

providing the news, trends 
and resources builders 

need. Prior to the January 
1974 edition, “Farm 

Building News,” as it was 
called, was in newspaper 

form. However, those 
old papers are not to be 
found in our Shield Wall 
library. We would love to 
see some of them... it’s 
our lost heritage! If you 
have one/some of them 

please drop a line to me:
dan@shieldwallmedia.com. 

We’ll publish a brief news 
story about you, your 
organization, and your 

projects in return!

Time to Go Forward 
…With Design Build 
By Jeffrey L. Beard
President and CEO
Design-Build Institute of America

FLASHBACK: 2001
B Y  R U R A L  B U I L D E R  S TA F F
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The design-build method is being employed 
on an incredibly diverse array of projects, 
including room additions and remodelings 
like this one in suburban Washington, D.C. 

mailto:dan@shieldwallmedia.com


Name(s): ________________________________________________________

Company:________________________________________________________

Address: ________________________________________________________

City/State/Zip: ___________________________________________________

Phone (required):____________________________________________________

Email: ___________________________________________________________

Please fill out and mail with payment by June 9th to: PFBS Registration, P.O. Box 255, Iola, WI 54945.

2ND ANNUAL POST-FRAME BUILDER SHOW
(Please Print)

        ADMISSION FEE:
$50.00 PER PERSON

Quantity: ______________________

Total Enclosed: $ _______________

Tickets also available at the door.

POST-FRAME
BUILDER     SHOW

2ND ANNUAL

Spooky Nook Sports Lancaster • Manheim, PA

June 25-26, 2025

REGISTER BY MAILING THIS COMPLETED FORM WITH PAYMENT OR ONLINE:
www.postframebuildershow.com

REGISTER
NOW

!

FOR MORE INFORMATION CONTACT MISSY BEYER:
missy@shieldwallmedia.com • 920-216-3007

FAX 1-715-277-8680

http://www.postframebuildershow.com
mailto:missy@shieldwallmedia.com
https://framebuildingnews.com/postframe-builder-show-registration/
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FLASHBACK: 2001

pare drawings and specifications under a 
design contract, and subsequently selects 
a construction contractor by competitive 
bidding (or negotiation) to build the facil-
ity under a construction contract. 

Another system is the construction 
management method in which an owner 
engages an architect/engineer (A/E) for 
design and a construction manager to 
coordinate the delivery process. The con-
tracts for such ancillary consulting or sub-
contractor services can either be with the 
construction manager or directly with the 
owner. 

Another project delivery method, the 
design-build method, occurs when one 
entity (design-builder) forges a single 
contract with the owner to provide archi-
tectural/engineering design services and 
construction services. (Design-build is 
also known as design-construct and single 
source responsibility.)

There are many benefits with the use of 
the design-build method of project deliv-
ery, including these:

• Singular responsibility
• Quality
• Cost savings
• Time savings
• Potential for reduced administrative 

burden
• Earlier guaranteed cost
• Improved risk management
What’s the key in successfully accom-

plishing design-build, and how can it be 
advanced? The answer to this question is: 
First and foremost, focus on the owners. 
These words of advice from the Design-
Build Institute of Americas’ fifth chair-
man of the board, Don Warren, president 
of Suitt Construction Company, were 
given to DBIA’s members and staff at the 
organization’s first meeting in 1993, and 
continue to guide, not only DBIA’s opera-
tions today, but those of many successful 
design-builders, no matter how large or 
small they are. 

This focus on the total need of the facil-
ity owner continues to distinguish DBIA 
members from their competitors, most of 
whom concentrate on their core compe-
tency which is dictated by their learned 
profession or trade. By contrast, DBIA 
members typically have always had an eye 
on the external exigencies of meeting the 
marketplace, on understanding the own-
er’s business drivers, and delivering the 
most efficient solution. Going forward, an 
aspiring competitor in the design-build 
marketplace needs to assess what that firm 
has already done for its customers, and 
then determine how the organization can 
add further value for the customer.

Through strong leadership of Rik 
Kunnath, CEO of Pankow Builders Ltd., 
DBIA’s second chairman, DBIA created 
and published the Design-Build Manual 
of Practice. This flagship publication has 
an entire section devoted to owners’ de-
sign-build project implementation guide-
lines. Similarly, DBIA started an owner’s 
on-site training program through the 
leadership and encouragement of 2001 
Vice Chairman Mark Shambaugh, presi-
dent of Shambaugh and Son. The first 
owner’s on-site was provided to Eli Lilly & 
Company, and the program has since been 
reprised for many other project owners of 
varying sizes. 

A DBIA survey of owners’ needs during 
the mid-1990s revealed a number of prod-
ucts and services that owners recognized 
as the tools needed to properly implement 
design-build programs. Among those 
tools were a family of multi-disciplinary 
design-build contracts, studies revealing 

the statistical advantages of design-build 
delivery, a master guide performance 
specification system, and increased educa-
tional programming. These tools are avail-
able within the industry. Going forward, 
some others that should be developed for 
design-builders of all sizes include:

• Programming/Performance Specify-
ing Template — A tool that will allow the 
synthesis of owner/user requirements to 
build a design-build RFP or project man-
ual, and that will allow a feedback loop 
that tests the project results for “fitness for 
purpose.”

• Integrated Insurance Product — An 
insurance product that comprehensively 
takes into consideration a design-build 
entity’s risks and exposures and realisti-
cally insures against potential losses. 

• Guidance and Risk Identification and 
Pricing — An examination of potential 
risks on a design-build project that will 
provide a starting point for both owners 
and design-builders to properly ascertain, 
value, and assign risk and responsibility to 
attain the most efficient and fair contracts.

• Technology Benchmarking — Asking 
owners and designer-builders to look at 
the utility of their technology investments, 
and to find ways to link and integrate 
hardware, software, and data systems for 
the betterment of the integrated process. 

• Multi-Disciplinary Design-Build 
Curriculum — Describing, in a living 
document, the courses, training, and 
competencies needed for tomorrow’s de-
signer-builder, including professional de-
sign, construction management, business, 
and related core topics.

• Performance Codes and Standards — 
Reaching out to the building and zoning 
code community to align owner’s devel-
opment needs with concerns of safety of-
ficials, and meaningfully participating in 
the development of national and interna-
tional design, construction, and operating 
performance standards. 

With the development of these tools, 
design-build practitioners and owners 
can focus on the successful development 
of projects via the design-build method of 
project delivery. RB

DESIGN-BUILD:
SINGLE-SOURCE 
RESPONSIBILITY 
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DESIGN-BID-BUILD: 
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Owner

    Designer
         A/E
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PROJECT OF THE MONTH

In July 2021, the Symbals, a Wisconsin dairy farming fam-
ily, lost their nearly 100-year-old barn to a fire. While no 
one was hurt, they decided to get out of the dairy business 
and only raise crops. After giving some thought to what 

they could do with the barn foundation, they decided to re-
build the structure as an event space. The beautifully restored 
structure combines the elegant lines of a traditional dairy barn 
with modern steel roof and walls, windows, and doors, mak-
ing it a functional, yet eye-catching example of an iconic farm 
building. Because of the location’s stunning vistas, they named 
the facility “Symbal’s Sunset View.” RB

Dairy Barn Event Space
Hixwood
hixwood.com



PHOTO COURTESY OF WALTERS BUILDINGS

Frame Building News:
April “Buildings of Distinction” Issue
Project Deadline: Jan. 23, 2025
Scan QR Code for Submission
Or email karen@shieldwallmedia.com 

Garage, Shed & Carport Builder:
April/May “Building Showcase” Issue
Project Deadline: February 27, 2025
Scan QR Code for Submission
Or email dan@shieldwallmedia.com

Metal Roofing:
May “Idea Book” Issue
Project Deadline: March 20, 2025
Scan QR Code for Submission
Or email karen@shieldwallmedia.com

Rural Builder:
August “Source Book” Issue
Project Deadline: May 1, 2025
Scan QR Code for Submission
Or email dan@shieldwallmedia.com

We have received feedback from readers that the 
projects are one their favorite features in our 
magazines!  Submit Now! Space is Limited.

FOR ADVERTISING OPPORTUNITIES
Contact dave@shieldwallmedia.com • 469-766-8842 

These editorial placements 
are absolutely free!

In addition to advertising opportunities, Shield 
Wall Media o�ers multiple opportunities to 
present your building projects to showcase what 
you have to o�er as a builder or supplier. For each 
of our building brands, we feature an annual issue 
dedicated to building projects.  We also feature a 
building project in every regular issue in a Project 
of the Month article. If your project or product 
makes it into the magazine, you can highlight 
that on all your promotional materials, and we 
will provide you a press release for media use!

If you have an eye-catching project you would 
like considered for inclusion, we’re looking for 
�nished projects (not previously published) 
with information about the building and major 
components used in its construction. 

WHAT WE NEED:
• �ree to �ve high-resolution (print quality) photos of the 

�nished project.
• A list of major components, with their manufacturer 

and relevant details like size/model/type. �e digital 
submission form provides the �elds to be �lled in.

• A brief description of the project, with information such 
as special features and how it meets the customer’s needs. 

DO YOU HAVE A BUILDING 
PROJECT TO SHOW OFF?

Submission is not a guarantee of publication. We reserve the right to edit content.

Get
FREE
Business
Exposure 

mailto:karen@shieldwallmedia.com
mailto:dan@shieldwallmedia.com
mailto:karen@shieldwallmedia.com
mailto:dan@shieldwallmedia.com
mailto:dave@shieldwallmedia.com
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PROJECT OF THE MONTH

THE DETAILS:
Size: 32” x 124”
Trusses: Starwood Rafters, 
4’ o.c., laminated
Walls: Cement block
Roof Panels/Shingles: Hixwood 
steel, residential 6” 28ga., black
Wall Panels/Siding: Hixwood steel, 
Super-Rib 60 29ga., white
Walk Doors: Plyco
Windows: Silverline



www.ruralbuildermagazine.com 51

CONSTRUCTION SURVEY INSIGHTS

A Shield Wall Media Builder Trend:
More Builders Go from Big to Small Than from Small to Big

One of the trends that crosses our magazine titles is small 
contractors trying to do what they need to be success-
ful. � at o� en includes multiple types of construction. 
� e industry data shows some interesting trends. One

is that it appears easier to migrate from larger buildings or gener-
al construction to smaller buildings and sheds than the other way.

Some examples:
• Of respondents listing post-frame as their primary business,

32% built sheds.
• Of respondents listing cold-formed metal buildings as their

primary business, 29% built sheds.
• Of respondents listing pre-engineered metal buildings as

their primary business, 23% built sheds.
• Of respondents listing general roo� ng as their primary busi-

ness, 12% built sheds.
Conversely, of respondents listing sheds as their primary busi-

ness:
• 11% built post-frame.
• 0% built cold formed metal buildings.
• 0% built pre-engineered metal buildings.
• 0% did general roo� ng.

� e one construction method that bucks the trend is wood-
framed (stick-built) construction:

• 16% of respondents listing wood-framed as their primary
business built sheds.

• 33% of respondents listing sheds as their primary business
built wood-framed.

It will be interesting to watch how these trends develop over 
time with the increasing market share and new applications for 
post-frame and cold-formed metal construction. RB
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DYNAMIC FASTENER  800-821-5448

Rosie The Riveter says:
You know if it’s metal, DYNAMIC FASTENER is there. Whether your challenge is a leaky 
metal roof (DROP-STOP®), snow retention (DYNA-GUARD®), roof penetrations (DYNA-
FLASH®), or fastening to all gauges of steel (D•F® screws), we are your hassle free partner 
on the job site and on your project manager’s desk. This includes our continually expanding 
line of D•F® rivets!

We want to be your rivet supplier! 
What size do you need? Got it! 
What material do you need? Got it! 
What color do you need? Got it! 
What quantity do you need? Got it! 
Do you want your riv-
ets in handy bags of 
250? Got it! Our stock 
level on rivets is over 
145 million rivets with 
over a hundred differ-
ent stocked colors for 
same day shipping.

D•F® Rivets are now available in the most requested color . . . .INVISIBLE
We stock the NN®43 ALL S/S rivet in 97 different colors. The iconic picture of Rosie The Riveter, Rivet Boss, Drop-Stop, 

Dyna-Guard, Dyna-Flash, NN, FF & D•F are registered trademarks of Dynamic Fastener Service Inc.

®

Rosie The Riveter says:
Give us a call... you 

can ask for me, I’m your 
D•F Rivet Boss®!

12V Rivet Tool with 
FREE Extra Battery
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